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Good morning, everyone. This is Steve Clark. I want to welcome you to another Inner Circle 

Coaching Call. Today, we’re going to be talking about the future of prospecting. How to position 

yourself as the ultimate expert and keep your pipeline full of high-quality prospects. So, that’s a 

mouthful. We’ve got a lot to go over and we’re going to spend that time going through that and 

when we finish today, what you’re going to discover in this session as you tune in here today, 

you’re really going to discover four things about this whole new paradigm of prospecting, if you 

will, what I am kind of thinking of here and calling this Prospecting 2016 – The Future of 

Prospecting. How prospecting has changed over the years. I’ve been at this game 30 years and 

prospecting has certainly changed over the 30-year period of time that I’ve been doing it and 

we’re going to talk about those things today. So here is what you’re going to discover today. 

Four big chunks that you will discover as we go through this today. 

The first one is, you’re going to discover a new prospecting model that will instantly create 

credibility. We know people do business with people they know, like and trust and they’re not 

going to do business with you obviously until they have some belief that you know what the 

heck you’re talking about. So that is number one.  

Number two, we’re going to talk about how to differentiate yourself from incompetent product 

pushes or service pushers. Sales people who are out there who are simply selling product and 

price and they’re out there simply quoting and going through the motions and doing all the old 

timey archaic kind of things that salespeople have done for the last 50 years plus. So we’re going 

to talk about how can you differentiate yourself and stand in a category of one where you have 

literally no competitors and you are perceived in the marketplace head and shoulders above 

everyone else that you even compete against. So we’re going to discover that and talk about that 

today.  

Number three is, we’re going to talk about this concept of authority marketing. What is authority 

marketing? And how do you develop it? I will give you a little bit of a hint here on the front end. 

If you look at the word authority and you take the first six letters of authority, that will give you 

an idea or a hint how to become an authority expert and use that as a marketing advantage.  



Number four, we’re going to talk about a concept called content marketing. What is content 

marketing and why should you master it? So those are the four things you’re going to discover as 

we go through today and we’ll spend a little bit of time on each one of those.  

Let me share with you a concept that when you wrap your head around it and you really get this 

and embrace it, it will make all the difference in the way you perceive what you do and who you 

are and how you present yourself to the marketing world or to the business world. So there is a 

concept called the attraction pyramid. And I learned this from Dan Kennedy. Here is what the 

pyramid says: The concept is, why does money move from one person to another? Years ago 

Earl Nightingale made a comment on one of his audio programs in which he said, all the money 

that is in existence today, all the money that you will ever get your hands on, is currently in the 

hands of someone else. Now think about that for a second. All the money you will ever make is 

currently in the hands of someone else. So, we know that money moves. It ebbs and flows 

between people and organizations and so forth, so why does money move from one person to 

another and why does it move from person to person and from place to place? What is the thing 

that makes it move there? So, the reason that money moves from one person to another person or 

from one place to another place is because the person that it moves to is perceived to be of higher 

value.  

When you look at the study of high income individuals and you look at the income level of 

individuals, you will notice that the people who make the most money are the ones who are 

being paid for who they are rather than what they do. And when you look at that, there are lots of 

examples of that and when I talked about this before I’ve used Trump as an example. And I don’t 

know, given all the baggage that Trump has right now and all the stuff that’s been created with 

him, if that’s the best example in today’s political environment. However, he still is a good study 

when you look at the fact that what does Trump get paid for? Trump gets paid for being Trump. 

And so does Dr. Phil and so does Suzy Orman and so does Dr. Jim Andrews, of the Andrews 

Clinic. They get paid for being themselves. They don’t get paid because they’re necessarily the 

best at what they do. There are over 100,000 licensed psychologists in America. And I am sure 

that there are a number of those who are probably a better, more qualified skilled psychologist 

than is Dr. Phil. And what drives the other psychologists nuts is that Dr. Phil gets paid way more 

money than most of them get paid. In fact, the psychologists are all pissed off at Dr. Phil because 

he makes so much money. And Dr. Phil gets paid so much money for dispensing home-spun 



wisdom like, if momma ain’t happy, no one’s happy. You know, 1950 type stuff. So Dr. Phil is 

not the most brilliant psychologist on the planet by any stretch of the imagination. So why does 

Dr. Phil get paid so much money? Well, Dr. Phil gets paid so much money because he was on 

Oprah. And he became a celebrity on Oprah and he spun that off into his own deal and now Dr. 

Phil gets paid for being Dr. Phil. And that is true in every profession that you look at. People at 

the highest income levels get paid for being themselves and get paid for being a personality more 

than they get paid for being competent at what they do.  

Now chances are me and you are never going to be a Dr. Phil or a Suzy Orman or we’re not 

going to be on MSNBC or any of those sorts of things. It’s probably a slight chance or no chance 

hardly that any of us will ever be on any one of those big TV shows and become a celebrity on 

national television. However, that concept can be applied and should be applied in a local 

marketplace. So, that is a big concept as we go forward is for you to be thinking about this, is 

how can you position yourself in the marketplace as an authority expert celebrity in your niche 

market.  

You don’t necessarily have to do this geographically. It’s only important that you become an 

authority expert/celebrity in the niche market that you work. For me, it’s only important that I am 

recognized by people who are in the, the sales and marketing profession as being marketing sales 

expert. It doesn’t matter the people outside of those industries, whether I’m an expert or not. It 

makes no bearing upon people who are not my clientele, who are not my prospects, those people. 

It’s only important that people who might do business with me or people who do do business 

with me that I am perceived that way. So, we’re not talking about becoming a household name 

here. We’re only talking about becoming a perceived expert, an authority if you will in the niche 

that you play in.  

So, that’s a big concept and I really encourage you to give that some serious thought about how 

can you position yourself as somebody other than a service provider of what it is that you do?  

The reality is there, there are a whole bunch of people that do what you do. You don’t sell 

anything any different than anybody else. When it’s all said and done, what you sell’s the same 

as everybody else. And the only differentiation there is going to be you and how you present 

yourself and how you promote yourself as an authority or as a celebrity.  



So, here’s a big question that all of us should be answering and it’s the question that your 

prospects are asking themselves or thinking to themselves. And here it is: why should anyone 

listen to you about what you do? Your prospect, here’s what your prospect is thinking. Who are 

you? So what? Who cares? Why should I listen to you? Who are you? So what? Why should I, 

you know who cares? Why should I listen to you? And those are fair questions that prospects 

have. We all, we all have those things. Now, when you become this celebrated authority in your 

niche market, it creates for you an unfair advantage because people want to do business with 

people who are perceived as authorities. And people who are recognized celebrities in their 

marketplace. When you do that, when you position yourself that way, then you eliminate pretty 

much everybody else that you’re competing against.  

If you go back to the Dr. Jim Andrews example, Dr. Jim Andrews really has no competitors 

when it comes to orthopedic surgeons. I doubt he’s the most skilled orthopedic surgeon in 

America. I’m sure, I know he’s good. But surely there’s some people out there, some, you know, 

some, some ones that have come along since he started that are probably more technically gifted 

than he is. But the fact that they’re better or more technically gifted doesn’t get them very far. 

The, the people who have the big bucks and the, the big time athletes and so forth, when they get 

hurt, they’re going to Dr. Jim and that’s really all there is to it. And we should all want to aspire 

to, to, to become something like that in our particular marketplace. And the reason Dr. Jim gets 

all that business is because he’s such a celebrity. He’s on television. He’s on the sidelines. 

ESPN’s always highlighting him. He’s created this clinic down here. You know, it wasn’t an 

overnight thing because Dr. Jim’s probably pushing 70 right now. So, you know, he’s been doing 

this for a while and, and really promoting himself. 

So, the, the answer to that question is why should someone listen to you. The answer to that is 

because you’re an authority expert. People will listen to authority experts. They won’t listen to 

people who are not perceived as authority experts. Nobody wants to do business with somebody 

they never heard of or that nobody’s ever heard of. So, the, the reality here is this whole concept 

of authority is that you can make yourself into an authority. You can manufacture authority 

status in your marketplace. Now, it takes some time to do that. You have to be deliberate about 

it.  You have to have a strategic approach about it.   



But you can by your own effort, begin to promote yourself as an authority. Now, you know, a lot 

of people are waiting for someone to bestow upon them some designation of authority or expert 

or gifted individual or certified individual or something like that. What I will tell you is when 

you decide that you are an authority expert in your field, that’s all you have to do. You don’t 

need anyone else’s permission or certification or certification or anything else to promote 

yourself as the authority. You can become any fictional character you want to become. 

Now they asked Mohammed Ali a long time ago when he was talking about being the greatest. 

They said, Mohammed, what makes you the greatest? He said it’s simple. I’m the greatest 

because I say I’m the greatest. And what he didn’t say is I’ve said enough times that I’ve gotten 

everybody else to start believing it too. So, I heard Gene Simmons of Kiss talk about shameless 

self-promotion. And he said, you know, that, that if you are squeamish about shameless self-

promotion, you’ll probably be broke all your life. And his whole point in the talk that he gave 

that I heard him was all about being bold and having the courage to tell people how great you are 

and promote yourself above any and everybody else.  

So if you’re not an authority right now, that’s okay. You can become an authority over time by 

doing certain kinds of things that will position you in the marketplace that you work as the 

authority person. And when you do that, when you become the authority, you no longer have to 

seek people out. They will come to you. You know, Dr., Dr. Jim Andrews does not prospect. 

You all know that? He doesn’t make a cold call. He doesn’t answer the telephone. Everybody, 

every one of his clients that he gets seek him out. They come to him. He, he is not in the 

prospecting business whatsoever. And quite honestly if you and I do it the right way, we won’t 

have to be in that business either. And by the time people seek us out it’s about a 90% close rate 

they’re going to do business with us when they seek us out. That’s why referrals are so powerful.  

So, I want you to be thinking about embracing this idea of becoming a celebrity. Now, what does 

becoming a celebrity do for you ultimately? If we go back to why people do business with 

people, what, what are the criteria people, you know, they need to be in place? Before people are 

going to give you money they’ve got to go through a process. They’ve got to know who you are. 

They’ve got to like you and then they’ve got to trust you. People are not going to give you or I 

money if they do not trust us. They can’t trust us until they begin to like us a little bit and have 

some rapport with us. And they can’t do any of that if they never heard of us. So, we’ve got to 



self-promote so that people begin to know who we are. They begin to like who it is we are. And 

ultimately, they begin to trust us.   

The shortcut to creating trust is by becoming an authority. When you become an authority, and 

you’ve written a book and you’re interviewed on the radio, and you’re quoted in your local 

hometown newspaper. Those kinds of things and people read about you, then that creates for you 

authority. In our area here, when people do something. When people create a, when they go to a 

convention. When they do something that’s important. When they get a credential. When they 

get a new designation. When they get a promotion, anything like that. There is a section in our 

newspaper called People on the Move. And it is a free service that the newspaper will publish. 

All you have to do submit it and do it online. You write what it is you want them to publish and 

it will publish that for you and you send them a picture and they’ll  put your little mug shot in the 

paper. And the smart people who are in business around here are constantly looking for 

opportunities to put themselves in the newspaper and get that free publicity. And get that little 

two or three paragraphs that are in the paper that cost them absolutely nothing. So that’s one 

example of folks using free marketing to create authority status. 

Now recently, I submitted something in the paper about an event that I spoke at. And I put in 

there where I spoke and when I spoke in what I spoke about and who I spoke to and a little bit 

more about me and what my company is and so forth and so on. Well, a week later I was out in 

the community and I have probably half a dozen people say, hey, I saw your deal on the paper. 

You know, I saw you spoke at that thing. That’s cool. That’s nice. That’s great. Now these, some 

of them were potential clients of mine. Some were not. But for everyone who saw it who said 

something to me about it, there were probably 100 others who read it either didn’t know me, 

didn’t say anything to me, but it was a plug. I got a free plug in the newspaper without ever 

having to put a time out in marketing or advertising. And what I would say to you is you should 

be looking for all kinds of opportunities like that. That’s just one example. But that certainly 

helped me in the local marketplace for people who might have heard about me, but didn’t really 

know much about me to find out a little bit more about me. So, I’m always looking and you 

should be to about every opportunity you can do or create in order for you to be able to do 

something like that. 



So, again the authority, this whole authority thing when you are perceived as an authority in the 

marketplace, it gives you instant trust. And as we know now, in today’s environment trust is in 

short supply. I have never seen it more difficult. Where people are so distrusting. And they’re 

particularly distrusting up anybody looks like, smells like, acts like a salesperson. And the 

minute you start acting like a salesperson, their defenses go up. They don’t want to have 

anything to do with the salesperson.  Nobody believes anything a salesperson tells them and they 

don’t, they don’t want to have anything to do with the salesperson. So, this whole authority 

concept breaks down that barrier and makes you look like something less than a three headed 

monster when you’re out talking with people. 

The other thing that the authority does for you creating authority, is that when you create 

authority and I’ve kind of mentioned this earlier, a minute ago.  When you create authority, 

prospects and clients will start coming to you and seeking you out, not the other way around. 

And I can tell you from personal experience, it’s so much more fun and so much less stressful 

and someone seeks you out and emails you or calls you. It’s so much more fun and it’s so much 

easier to get that person as a client than it is when you have to go solicit them. You know, that 

again, doctors don’t solicit. You know, Dr. Jim doesn’t solicit. Neurosurgeons don’t solicit. And 

it’s my belief that we as salespeople should not solicit either. We should be on the receiving end 

of people coming to us and seeking us out cousin the way we positioned our self in the 

marketplace. 

So, let me talk about this whole concept and I’m going to, I’m going to give you a definition here 

at this authority marketing. And again, I will refer you to the first six letters in this word 

authority, which is author. And you can tell from the if you, if you’re trying to figure out how do 

you become an authority, just take the six letters and figure out how you can use being an author 

to do that. So here’s really what authority marketing is. It’s the strategic process of 

systematically positioning a person or an organization as the leader and expert in their industry, 

community and marketplace to command outside, out size influence over all competitors. Now 

let me say that again. Authority marketing is a strategic process of systematically positioning a 

person or an organization as the leader and expert in their industry, community and marketplace 

to command out size influence over all competitors. There’s a mouthful there. There’s a whole 

bunch of stuff there. 



Number one, it’s strategic. There’s a strategy involved in becoming an authority expert. Being 

perceived as an authority expert doesn’t happen accidentally. It is the result of developing a 

strategy. And then systematically executing that strategy that will position you as the leader. And 

it doesn’t happen overnight. It takes time. It takes repeated effort. But when you do it, and you 

acquire that authority status, then you have an unbelievable advantage over all of your 

competitors. Because see, none of your competitors are doing anything like what I’m talking 

about. They’re out there selling product. They’re pitching. They’re getting quotes. They’re given 

proposals. And they’re trying real hard to close deals. And they’re competing against price, and a 

whole bunch of other things. While the authority expert doesn’t really have to deal with that. 

They just go straight to the top of the class. They go straight to the, to the become the leader of 

the pack, so to speak. And they don’t even have to deal with any of that stuff. And they don’t 

have to use undue sales pressure. They don’t have to be a real hard closure. They don’t even 

have to be real gifted in selling, quite frankly. If there really gifted at marketing. So again, if you 

want to become this authority expert and have this perceived value in the marketplace as being 

the only logical choice of somebody to do business with is the person who knows it, then it takes 

a strategy and it takes a process over time to do that. 

Now so, how would you go about doing that? How, how would be some of the ways that you 

would become an authority expert? I’m going to give you here in a few minutes, I, I’m going to 

give you seven different things you can begin to do that will help you position yourself as the 

authority expert in your particular marketplace. Now let me, let me give you some reasons why 

you want to do it. I’m going to give you; I’m going to give you four reasons why you want to 

master this authority marketing concept. 

And I’ve already kind on ouched on it a little bit, but I’m going to, I’m going to go over these 

four specifically for you. Number one is you want to be known where you live or where you 

work. You want to become known as the person that when people need X you’re the one and 

you’re the only logical choice. Number two is you want to become the one that everyone wants 

to go to for a high-volume product to service. I mean you’re the one. You, you the man or you 

the woman. I mean, you, you’re it. You’re the one that people go to when they need this high 

value product or service. And they don’t even think about going to anybody else. I once had an 

insurance company president get in touch with me. And when I asked him how he came to know 

who I was he said to me, I’ve been receiving your email newsletter for 17 months. And when I 



came to realize that our producers needed sales training, you are the only one that came to mind. 

And I said will who else are you going to contact, who, who else are you talking with about this? 

He said I’m not talking to anyone else. You’re the only one I’m talking to. Now that was a real 

easy sell for me. That resulted in a $70,000 sales training contract with the insurance company 

for me. Because of what I had done in writing on a weekly basis and email newsletter and 

sending it out week after week after month after month. And he got it every week. I’m sure he 

did read every single one of them, you know, word for word. But every week I was, I was 

dripping content on him so that there wasn’t a week that went by that he didn’t get an email from 

me to remind him that I was the greatest sales trainer that he’d ever seen. And when it came time 

for him to need what it was that I was selling, he contacted me and it was, it was a done deal 

when he contacted me. I didn’t, I didn’t have to do any selling at all. 

So, number three: be the person whom others of influence want to stand next to it. You know, 

becoming an authority expert and adding some celebrity status to that. People want to hang out 

with people who are perceived to be important people. And authorities in their field, particularly 

when the couple it with some celebrity kinds of things, they become the kind of person that other 

people want to be around and they want to be seen with, and hang out with. You should desire to 

want to be the person that other people want to hang out with. When you do, business starts 

coming to you from all kinds of places. 

Number four is you can leverage your authority for autonomy. That means that your authority 

status allows you to create a business, to do your business exactly the way that you want to do it. 

You don’t have to jump through hoops from prospects or buyers or anybody else. You’re able to 

leverage your authority so that you can have a business that people do business with you exactly 

the way you want. You don’t have to modify how you do things. You get people to do business 

with you on your terms, at your price, no questions asked. Now those are four reasons for you to 

become, or to master this whole concept of authority marketing. 

Now let me, let me give you seven, what I call pillars of authority marketing. You might think of 

these as seven things you can do to begin to position yourself as this authority marketing expert. 

Again, I want to, I want to remind you that these things are done not in a vacuum. They are 

executed on the strategic level. There planned out. There actually scheduled on a calendar to do 

these things. So there’s a strategy involved. You lay out the strategy and then you execute the 



strategy. And realized that this is not some 90-day thing that’s going to take place. This is going 

to take you some time, months if not years to be perceived in the marketplace this way. 

Realistically it’s probably going to take years rather than months. And how many years depends 

on how much it is you do and how fast you do it. But in a., In a period of probably two to three 

years with a well-executed strategy, you could become known as the only logical choice of 

person to do business with in your category. 

So here’s number one. Branding and omnipresence. Now we kind of all know what branding is a 

little bit. It’s more than a logo, but it becomes, it’s something that you, it’s your position 

statement in the marketplace.  Who you are. And to go along with that it, it has to do with your 

unique selling proposition. What makes you different. What is your unique angle in the 

marketplace? What makes you different? Why should I do business with you versus everybody 

else? So omnipresence is that every time people turn around. Now again, not, it’s not important 

if these, it’s not important to become an expert people who aren’t prospects. This is only to 

people who are prospects. So, whatever sandbox it is that you plan where your prospects are for 

your potential buyers, whatever that sandbox is you want to become omnipresent.  In other 

words, every time those people turn around, they’re seeing your mug somewhere. They’re seeing 

you. The reading about you. They’re hearing about you. Someone else is telling them about you. 

And it’s all about being seen everywhere. And the more you are seen, the more omnipresent you 

are, the greater degree of comfort will have about doing business with you. It accelerates the 

whole no like and trust issue. 

Number two is referral marketing. When you build your authority status, people will become 

more comfortable with referring to you. You know, people are afraid to refer their friends to 

anybody who sells anything. For fear that if you go south on them, their friends never let them 

forget it. And they might, you know, they might lose some money if they do business with you. 

But they can make more money. But if they refer their friend to you and their friend get shoddy 

treatment than that relationship is in danger and people would much rather lose money than they 

would lose a friend. So actually getting a referral from people, people are, people are more 

reluctant to give a referral than they are to give you money. And most salespeople don’t 

understand that. That’s why, that’s why so few people in sales are good at getting referrals. They 

don’t understand that psychological dynamic of the fact that it’s very, very hard for people to 

give referrals because of their fear of what’s going to happen when they do. 



Number three is content marketing. Not content marketing is all about creating content. It can be 

written. It can the video. It can be audio. But it’s high quality content that has an educational 

component that is educating your prospects about whatever it is that you do. Whatever the issue 

is, things that they need to be aware of, things are important relative to the business that you’re 

in, but it’s creating quality content and educating your buyer about things they should know or 

think they should be aware of think they should avoid. Seven mistakes buyers make when they 

buy condo insurance. Or seven, seven mistakes homeowners’ associations make when they 

choose an insurance agency to do business with. Whatever, there, there’s content there. And 

you’re educating them. And by educating them, when you educate them and they read your stuff, 

they listen to your CD, they see your video, they go to your website what a little video thing, 

they see your, they see your stuff on YouTube. You got a YouTube channel that they’re going to. 

They read about something on Facebook that takes them someplace, all those kinds of things 

when they read something this valuable and it is helpful for them and educates them, then that’s 

content marketing. That builds trust. 

Number four is a lead generation. Developing a lead generation program where people are 

constantly thing dripped on. When someone goes to my website and signs up to get a free email 

newsletter, what do they ever buy anything or not, they get an automated 42 email sequence that 

goes to them over the course of 52 weeks. Now they get one a day for 10 days and it starts to 

spread out after that. But for 52 weeks, they’re getting an email from me in that one sequence. 

Now they click on another link, they buy something from me, they get a whole another series of 

emails.  

So there’s some people who are getting emails from me to in three times a week because they’re 

clicking on all kinds of stuff on there, but it’s all content. And I develop that content one time. I 

read those emails. I developed those. Sometimes on sessions like this, I will put that out there on 

the, on the, you know, for free public consumption. I’ll put it on iTunes or something like that 

where folks can go listen to it. They’re getting good content and the like hey, this guy’s stuff is 

pretty good I might want to, I might want to check them out and start paying attention to him. So 

lead generation about developing content people can, can, can consume. 



Number five is PR and media. I’ve already talked a little bit about PR and media, part- 

particularly use of free media. And you should look around at all the places that again, sandbox 

to play in. What are all the places where you can get publicity and media attention? 

Number five is speaking. Speaking at events and getting in front of people that are potential 

buyers of whatever it is you sell. And you may do educational workshops in your hometown. 

You may put on breakfast meetings. You may do seminars. You may be webinars online. You 

may do something like I’m doing, a tele-seminar. You may go to a tradeshow and speak at a 

tradeshow. You may speak at an industry event, but speaking is a terrific way to establish your 

authority. Because when you stand up in front of a group and you are introduced to a group, and 

you’re the speaker, you are automatically given this mantle of expertise. And people 

automatically perceive you as an authority or otherwise you wouldn’t be standing up in front of a 

group. Now that authority status only goes with you until you open your mouth. And when you 

open your mouth, if you’re not very good at speaking that authority status goes away pretty 

quickly. But if you’re really good at speaking, then it’s a great opportunity for you to really 

establish yourself as this, as this authority in, and the content area that you’re talking about. 

Number seven are events. Putting on events, open houses where your inviting clients. You’re 

inviting them to bring a guest with them. You’re putting on a, you know, an event where you 

invite your prospects to come listen to this information that you’re giving out. You’re having an 

event for all of your clients, customer appreciation thing. You’re doing that and you’re opening 

up to the general public. You’re asking all your clients to bring somebody with them. That, those 

type things. So any kind of event that you can do in which you can attract the people that you 

might potentially want to do business with or your existing clients as well. 

So those are, those are seven pillars of authority marketing if you will. Are seven things that you 

can do to position yourself. Now again, all the stuff I went over, this is a mouthful. This is not 

some 30, 60, 90-day plan here. This is a well-orchestrated, you know, 12 to 24 months’ deal for 

sure if not longer to put all this in place. The good part about it is once you build it, and once you 

do these things, you don’t have to redo it. You know once you’re an authority, you’re an 

authority. Once you establish that in the marketplace, your, you’re the person that, that, that gets 

to carry that title. And let’s face it, there can only be one expert. There’s only, there’s only one 

Dr. Jim. You know, there are thousands of orthopedic surgeons, but there’s only one Jim 



Andrews. You know, there are lots of people on TV, all these financial people, but there’s only 

one Susie Ormond. And whether or not she knows anything about what she’s talking about is 

irrelevant here. It’s the perception that she’s an expert because of what she does. 

So let me, let me let me close with this. And then I’ll take some questions from you. Creating 

this authority by design. You know, if you’re going to do this. If you’re going to buy into this, 

you have to do it, you have to develop a process and you have to be strategic about developing 

this process. You’re going to design this program. You’re going to design what you’re going to 

do. And then you’re going to, you’re going to systematically position yourself to command 

outside influence over all your competitors. So it’s a lot of work. It takes time. But believe me, 

it’s the most profitable thing you can do and it sure beats the heck out of making calls on people. 

Picking up the telephone and calling people are going to be on doors.  

Now I’ve made over 10,000 cold calls in my life. I’m a lot more than that I just quick counted 

10,000. I made money doing it goes even a blind hog will find an acorn every once in a while. If 

you do it, you’ll find some business area but I got to tell you, it’s a tough way to make a living. 

And if I had to do it all over again, I’m not so sure knowing what I know now that I would, that I 

would’ve ever done it. And I’m sure not signing up to do any more of it. But by doing this, you 

won’t have to do any of that. I cannot tell you the last time I made and outbound prospecting call 

of any kind. Everybody I talk to, every new client I get contact me first somehow. They either 

send me an email. They see me speak. They buy my book. They do something in which, you 

know, they raise their hand and indicate to me they’re interested in what it is I do. And then the, 

the selling part is much easier when they make the first move rather than when I do that. And 

since I tend to be kind of a lazy guy anyway, I prefer that way. I prefer people to reach him 

contact me first. And I, I really don’t have to do a whole lot of selling when they do that. All 

right, let me pause. If you have questions, I’ll take questions from you. Any question or comment 

you want to make, about anything we went over here this morning, I’ll take those questions from 

you. 

Giovanni: Well I think I have something here, I’m just looking at it. I’ve been taking notes while 

you’re speaking the whole time and. 

Steve: and, and you are? 

Giovanni: Oh I’m sorry. My name is Giovanni. 



Steve: Okay. 

Giovanni:  I work with A Steel Supply. 

Steve: Okay, all right good. 

Giovanni: And I, obviously I’m in the steel industry. And creating leads and what you talked 

about earlier in lead generation, in my industry it’s, it’s not difficult to create a lead. It’s just a 

little bit more difficult to keep them. Especially if they don’t, if they’re not really in the market 

of what we do of what, of what we’re trying to sell. Or even if they’ve already, they’ve already 

established a business relationship with another, another distributor. So what, what are some 

ways to get past that? I knew talked about becoming an authority, but becoming an authority I 

getting past that wall, breaking down that wall? 

Steve: So all right, so layout for me. I, kind of, maybe I’m tired today or something but I’m not 

quite sure I understand what you’re, what you’re getting at. What the, what the question? 

Giovanni: Well, breaking down the barrier or breaking down a wall to somebody that already has 

a business relationship a with a, with the with another distributor. 

Steve: Mm-hmm. 

Giovanni: And that’s something I run into a lot when working in a lead and cold calling is either 

they, they arty have a relationship with another distributor in town for steel. And breaking down 

the wall for my folks has, has been a little bit difficult to get my foot in the door. So my question 

to you is will be a good way to break, break that barrier? 

Steve: Okay. Are you doing anything with them in terms of when you talk with them, do you do 

anything in terms of follow-up of communicating with them are doing anything to stay in touch 

with them and develop and nurture that relationship? 

Giovanni: I, I do call them back maybe about once a month, or once every two months. 

Steve:  and they remember who you are? 

Giovanni: No. 

Steve: Yeah, I wouldn’t think so. I mean you know, when, when - my wife and I have been 

married for 38 years in September. And she, she fails to, she doesn’t fail to tell me that I need to 

tell her that I love her every day. And I said to her one time you know we got married September 



2, 1978 I told you that I love you. Why do I, why do I have to keep on doing it? She said well if 

you want to stick around, you have to keep telling me. 

And, you know, as much of, you know, as I make light of that as it might be, there’s a lot of truth 

in that. If you’re going to cultivate a relationship with someone, you’re going to have to treat 

them like you would if you want to, if you are dating them and wanted to marry them. Your, 

you’re going to have to court them somehow. You’re going to have to reach out to the frequently 

and you’re going have to have some reason to reach out to the and provide them with something 

that shows that, that you have something of value to offer other than trying to sell the product. 

Because the, the truth is they can buy what you sell from anybody, right? 

Giovanni: Yes. 

Steve: Okay, so why should they buy from you instead of somebody else? 

Giovanni: Okay. 

Steven: And that’s the question, you know, they’re going to buy from people they like and 

people they trust. How do you get people to like you and trust you? You communicate with them 

on a frequent basis. And when you do, it’s not about pitching them, trying to close them. It’s 

about offering them something that makes their life easier. It informs them. You provide 

something of value. You bring something of value to the relationship before you try to sell them. 

Does that make sense to you? 

Giovanni: Yes, sir. 

Steve: Okay. And we’re going to work on it. I’m going to be in Houston next week and we are 

going to spend a little bit of time talking about that. But that’s one of the things I’m talking with 

Adam about is how do we go about in your particular marketplace, you know, how do we go 

about cultivating these relationships with people so that when they are ready they feel good 

about us, as the person of choice to do business with. And if they don’t hear from us; if the only 

time they hear from us is when we’re trying to sell them something, that’s not really good in a 

relationship; that’s kind of like trying to take advantage of somebody. And that’s how they feel, 

too. They feel like, the only time this guy contacts me is when he is trying to sell me something. 

Giovanni: Correct. 

Steve: Does that help you? 



Giovanni: Yes, that’s true. Yes, that is very true what you just said. And I’ve been in other 

industries with sales and that’s been the one thing that I’ve heard before from other speakers. 

That is very true. 

Steve: Yeah. Most salespeople are self-centered and they’re all about 
themselves, you know, it’s all about me and all they want to do is try and sell 
somebody something. And you know when somebody is trying to get in your 

pocket and they can care less about you, as a person. 
Good question. I appreciate that.  

 
 
 
 
 
 


