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M ON TH L Y  Q U O T E S  

 
The Three Magic Words That Will Fill Your Pipeline with Tons of High Quality Prospects 

Who Are Willing to Wait in Line to Do Business with YOU on Your Terms 
 

Abracadabra! Poof! Fresh, hot leads overflowing in your inbox. Pipe dream? Not for those who have mastered market-
ing and know what they are doing. You may think this a fantasy. Most who struggle in sales do, but those who master 
direct response marketing experience this reality consistently. 
 
WARNING: Becoming a master of direct response marketing takes a commitment of time. Most likely two to five years 
of dedicated study and hard work. The Mediocre Majority are unwilling to do this. They want fast and easy. They want to press a button on 
their smart phone and pull up an app or a social media program that will instantly provide them with high quality leads.  
 
Truthfully, I would like that too. But just as I realize that there is no Santa Claus, Easter Bunny or Tooth Fairy, I know that wishing for this 
is an illusion of reality. 

There are three magic words that will transform your lead generation and prospecting efforts. I’ll get to those in a moment, but 
first you must accept this basic prospecting premise. 
 
To attract a quantity of quality prospects, you have to offer something more enticing than a free quote. People aren’t dumb. They 
know you don’t charge for that so no one’s fooled by “free”.  
 
To magically attract prospects you must have an offer so valuable they will willingly give you their contact information in exchange for it. 
If you are having trouble getting people to respond to your offer(s); it is probably because your “bait” isn’t very attractive. 
 
Same basic principle in fishing. If you are trying to attract and catch fish, you must “match the hatch”. In other words, you must offer to the 
fish bait that is naturally part of their feeding pattern. Offering earth worms to Sunfish  a mess of fish to fry, but it will not get you any Red 
Snapper.  
 
When people give a sales person their contact information, they expect to be contacted and sold to. This realization produces a certain resis-
tance. In order to overcome the resistance, the “bait” must be so enticing as to overcome the natural reluctance to “cough it up”. 
The question you should be asking yourself is, “what can I offer my prospects that would be so irresistible that they would gladly be willing 
to give me their contact information”? 
 
Offers (written, audio, video) that show them how to save time or money, increase their income, how to make their life less stressful or 
complicated, how to reduce or avoid worry or frustration, sleep better, avoid unnecessary expense or risk.    (continued on back page) 
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“Every morning in Africa a gazelle wakes 
up. It knows it must run faster than  the 
fastest lion or it will be killed. Every 
morning a lion wakes up. It knows it 
must outrun the slowest gazelle or it will 
starve to death. It doesn't matter whether 
you are a lion or a gazelle - when the sun 
comes up,  you'd better be running.”  
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This has been an interesting and thought provoking month for me. June is traditionally the month of weddings 
but in the past month, I have heard of several couples who are either in the process of a divorce or seriously 
contemplating it. These are not members of the " buyers remorse club"  -  people who have been married five 
years or less. These are couples who have been together for anywhere from twenty to fifty years!  
 
The very thought frankly boggles my mind, but once I shook off my confusion, I seriously began to look for 
common denominators that each couple shared. I thought that communication would be a factor and I sup-
pose it is. I certainly heard a lot of " he doesn't listen to me" and "she isn't interested in what I do" or "we have 
nothing in common anymore".  
 
Please, please understand that I am not making a judgement. I have not been in that situation, although 
many of my dearest friends have. I truly understand that this is never an easy decision and one that causes  
a great deal of pain. My heart hurts for those who have navigated that difficult path and rejoice for those who 
have made the decision for the well being and health of all those involved.  
 
Relationships are not easy, and marriage has to rank as one of the most challenging commitments of all 
times. Anyone who says that they and their spouse never disagree lie about other things too. Steve and I 
have often joked that divorce is not an option but murder is. There isn't a jury in the world that would convict 
me.  
 
I am not judging or even remotely suggesting that entrepreneurs are immune to broken relationships. I know 
that is not the case. What I am interested in are characteristics. In our lonely and exclusive club, we entrepre-
neurs tend to look more at the challenges than at our character strengths that help us to succeed not only in 
business but in life.  
 
We all know how vital communication is. We have talked about the necessity of including our partners in our 
thought processes; or of at least warning them that we are working some things out mentally - not ignoring 
them. I would suggest that the most vital aspect of any communication is honesty. We know that  transpar-
ency and honesty are foundational in business. Are we as careful with our personal relationships?   
 
In our businesses, we understand that it is crucial to recognize and deal with issues before they become ma-
jor problems. Do we ignore warning signs that our spouses are stressed, hoping that whatever it is will just 
pass? Do we cut off uncomfortable conversations with a curt responses like: " I cannot deal with this right 
now, I am too busy?"  
 
Would the outcome be different if we acknowledged the storm clouds, were honest about our preoccupation, 
asked for patience and thanked them for all that they do to support us? We know the importance for cus-
tomer retention and the importance of frequent contact and client appreciation but do we practice it at home?  
 
These are not random thoughts, but concerns that have been on my heart lately. I believe that we have many 
gifts as entrepreneurs and that we have an obligation to utilize these in every aspect of our lives. Honesty, 
transparency, self responsibility and thoughtful communication are just a few. For the next month, let's prac-
tice principles we know to be true in business and in our personal lives. I suggest that we start  with apprecia-
tion of our most important relationship - our family.  
 
Perhaps next month we will explore the value  of a gratitude list . Start now to make a list and share it.  
 
To your success,  
 
Charleen Clark 
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Hello my Friends,  
 
I wonder if this past month has flown by for you as quickly as it has 
for me? It is understandable that time is speeding for me because I 
have so many responsibilities with running Steve's business and at-
tempting to keep him and Charleen in line . If that were not enough, I 
have the training and discipline of my feline brother, Oliver. That in 
itself merits a complete column .  
 
Oliver is only half my age and that should alert him to the fact that I 
have the greater wisdom. True, he only weighs a few pounds less that I 
do, and has certain abilities that I do not have. Frankly, I have no de-
sire to jump on the top of the garden shed or walk along the fence and 
perch on a post. It looks quite uncomfortable to me. It is also true that 
from that vantage point he can relay surveillance information to me, 
but I am the one who determines how that information should be proc-
essed.  
  
As is often sadly the case, a prophet is not always recognized in  his 
hometown and I am keenly aware of that, but I do what I can and try  
to lead by example. A recent example of that is that I led the neighbor-
hood fourth of July parade. Actually, I was attempting to get out of the 
rain that the poor two legged creatures did not even notice. They just 
thought that I was setting the pace.  
 
I also would have won the watermelon eating contest, if there had been 
a contest and Steve had not gotten anxious about me eating so much. 
He worries about strange things. As it was, I had minions of small peo-
ple eager to share their watermelon with  me. It would have been rude 
to refuse.   
  
Frankly. I am so exhausted by the all the holiday shenanigans that I 
have few words of wisdom to offer. I still stand by my assertions from 
years past that there are more productive ways to celebrate this great 
nation's birthday than exploding things. I understand that some wise 
and humane person has invented soundless fireworks and I can only 
hope that they will be available here in the near future.  
 
Despite all these distractions, I am remaining faithful to my regime of 
gratitude for the many freedoms and opportunities that we have in this 
country; and am doing my four legged best to share my exemplary 
work ethic and blueprint for the future with all those wise enough to 
listen.  
 
Your patient and perceptive friend,  Jake 

What Our Raving Fans  
Say About Us 

  
Steve! I just wanted to reiterate how much I use your 
material to train and motivate my sales team! I'm always 
amazed that no matter the topic or the times, you have 
relevant, engaging and important data to address it! I 
was preparing something just now and thought about 
that again.  
 
Thank you for all you've done for me and the ways 
you've helped me to grow. I sincerely appreciate your 
kindness. 
 
All the best, 
 
Anne Carnathan 
Director of Sales (former) 
Clear Channel Harrisburg, PA 
 
 
After last night’s call I realize that I have been far 
too casual in  hiring and recruiting. It is time to 
make it job #1 and give it the attention it deserves.  
Great people with the right skills to make a differ-
ence are few and far between. I have not been a 
good hunter.  
 
The only thing that has made a difference in the 
past has been when I have stumbled onto the right 
people and then great things truly did happen. 
Now, by being more focused, great things can hap-
pen intentionally. 
 
The quotes from Good to Great resonated with me 
in a way they never have before. I need to get the 
right people on the bus, in the right seat and get the 
wrong people off the bus.  
 
I have been frustrating myself and the good people 
I have had the good fortune to work with.  
 
Now more than ever, it’s time to make a positive 
change.  
 
The hunt is on…  
 
Thanks for your wise counsel  
 
Robert Smith 
The Idea Center 
Onalaska, WI 



SALES, MANAGEMENT AND MARKETING TIPS TO HELP YOU BECOME A MORE POWERFUL PERSON OF PERSUASION 

Steve Clark’s Profitable Persuasion Newsletter COPYRIGHT 2016   ALL RIGHTS RESERVED      

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
                                                            

        
 

effectively doubles the value of any written ad! With effec-
tive follow up system you can nurture those leads until the 
ripen into buyers.  

“Free by mail” is prospecting magic because people trust 
the written word more than they trust the digital word. It is 
well known that nearly anyone can post anything online. But 
something printed has far more credibility because it must 
come from a real person with a real address – not some 
anonymous poser who is unreal. 

The best way to establish your authority is to publish written 
material: a book, a newsletter, a white paper, a special report. 
Online publishing in Face book, Twitter, blogs, e-zines, do 
not have the same impact as a paper and ink publication. I 
know it is harder to implement written material and I know 
you wish you could just do the digital version and have it 
work. Sorry, digital will not produce the same as the written 
word. I know you want it to be and there is a plethora of gu-
rus out there who will sell you a digital program and try to 
convince you it can be. But they are wrong.                   
 

Steve 
 

Where Is Steve and What Is He Up To? 

July 13th Coaching Calls 
July 19th-20th  Two Day Private Client Consult  
        with  Ace Steel Supply, Houston, Texas 
July 21st WSRE Board Meeting 
July 22nd and 23rd  ECMA Power Day and  
        Mastermind Meeting 
July 27th Coaching Calls 
August 9th Inner Circle Coaching Call 
August 10th Coaching Calls 
August 17th Mastermind Coaching Calls 
August 23rd Marketing Event Pensacola  
August  24th Coaching Calls 
August 26th ECMA Power Day 
August  31st Coaching Calls 
September 13th Inner Circle Coaching Call 
September 14th Coaching Calls 
September 21st Mastermind Coaching Calls 
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(continued from page 1) 
All of these fit the bill for a good offer. If you don’t cur-
rently have something that you can offer your prospects 
that will do this, you should immediately go to work and 
design something that will.  
 
HINT: talking about your thing or your product or service 
will not work because no one cares about you or your 
product or service. They only care about how your thing 
will benefit them. 
Not only do you have to have good “bait” but you must 
present it well. In fishing, especially fly fishing, presenta-
tion has to be presented perfectly. Fish are no fools. If they 
have to expend more calories to chase the bait than the 
bait represents they will not respond to the bait. Took me a 
long time to realize this. When I did I started to load the 
boat on a regular basis. 
 
OK, time for the Magic Tree Words….. … 

“FREE BY MAIL”  
 
“Free by mail” is magic because no one wants to talk to a 
salesperson. You don’t, I don’t and your prospects don’t 
want to be sold and we know that if we get on the phone 
with a salesperson we are going to get pitched and more 
than likely waste our time. 
 
“Free by mail” is magic because it has a higher perceived 
value than an electronic message. Electronic messages are 
cheap and easy to deliver. As a result, they are underval-
ued and underappreciated. Not to mention easy to ignore 
or delete. 
 
“Free by mail” is magic because it is safe. The mailman 
is harmless. He or she drops the mail in the box and goes 
on their merry way. Receiving information by mail gives a 
prospect a way to satisfy their current curiosity about your 
product or service in the safety of their home or office. 
That alone makes it irresistible.     

 “Free by mail” is prospecting magic because you can 
find two kinds of prospects: those ready to buy now and 
those who are investigating a future purchase. A “free by 
mail” offer will be attractive to both in a way that a free 
quote will not be. At the same time, you can harvest low 
hanging fruit of immediate buyers, while also creating a 
list if people at the beginning of the buying cycle. That 


