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M ON TH L Y  Q U O T E S  

      Your Prospects Think What You Are Selling Is A Commodity 
 

To buyer’s all sales people look alike, sound alike, act alike and essentially offer the same 
products and services. The only differentiation in the mind of the buyer is price.  
 
I know you think what you sell is the greatest thing since sliced bread and that every living 
and breathing human walking the planet should embrace “your thing”. Get over it. 
 
If you want to become an elite sales professional, you must accept the unvarnished truth  
that - at least in the eyes of the buyer - what you sell is a commodity that can be bought 
from any number of vendors or suppliers.  
 
If you are honest, you will admit that there is very little difference in what you sell and what your competitors sell.  
 
There may be minor differences, and you may offer some bells and whistles they don’t, but ultimately if you quit 
your job and went to work with your competitor, you would essentially be selling the same thing. 
 
To prevent being “commoditized” and having to compete on price, you must redirect the sales process to one that 
talks about their problems, not your products. Far too many sales people allow the prospects to control the conversa-
tion and the sales process by focusing the discussion on the product and the price. When this happens and the buyer 
sees no differentiation between products or services, the decision will almost always be determined by low price.  
 
To prevent this and overcome the perception of being a commodity, the sales professional must take control of the 
sales process and demonstrate through their behavior that they are different. This is best accomplished by demon-
strating sales skills that the buyer has never seen before. This takes practice and the development of new sales skills 
that most sellers have never heard of or been taught. 
 
Failure to skillfully employ the concept of “the system is the sale” guarantees that the buyer will shop your proposal 
and ultimately buy from a competitor who offers a lower price.  
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Now matter how good a plan is, how through a 
plan is, or how sincere our intentions, humans 

are horrible at self-discipline. No one is immune. 
The smartest, richest, and most  dedicated people 
abandon commitments with disgusting regularity. 

 
   ~Tim Ferris, Author 
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 How a Trip to the Toilet Led Me to Discover  
How to Build a Million-Dollar Business 

 
“I have a confession to make. I did not discover how to build a million-dollar business completely on my own. I 
had a business mentor and coach, without whom I would not have been able to accomplish a fraction of what I 
have done in building my business and helping others to build their businesses. Let me tell you the story of how 
Steve Clark became my mentor and coach. 
 
One day, during the time my business was a full service landscape business, I was in the bathroom looking 
through the paper when I happened to glance at an article about a local business coach. If you are like me, there 
are certain defining moments in your life where you can look back on and see how that moment, as insignificant 
as it seemed at the time, was a turning point. That day, looking at the paper while in the bathroom was one such 
turning point for me. Now, I don't want to get all spooky on you, but I remember briefly glancing over the article 
and turning to the next page when a voice inside my head clearly said "go back and look carefully at that arti-
cle". I turned back and carefully read about Steve and how he held an Emerald Coast Marketing Association 
monthly seminar only 15 minutes down the road from where I lived. I decided to go to the next one.  
 
The meeting was at 5:30 in the evening. On the afternoon it was being held, I was finishing up a landscape job 
and didn't even have time to go home and change out of my work clothes. So, I went straight to the event – dirty 
clothes and all - to participate in a seminar with a bunch of business people I had never met. 
 
There was a reason I did this. You see, I was desperate. I couldn't figure out how to take my business to the next 
level. I felt like I was running around in circles and had no idea how to get off of the hamster wheel and into a 
place that I didn't have to work 14 hours a day and struggle every month in my business to make ends meet! And 
from what I read in that newspaper article, this man had done what I was wanting to do and, best of all, he was 
teaching other business owners how to do what he had done!  
 
That evening there was about 20 people there and I sat in the center of the front row! I listened as Steve talked 
about marketing and explained concepts I had never heard before. That evening, I joined and became a member 
of his Emerald Coast Marketing Association.  
 
Not long after I started attending these monthly meetings, Steve invited me to coffee one morning and talked to 
me about a different level of business coaching I could participate in. This "Mastermind Group" was made up of 
a handful of business owners, like myself, who were seriously dedicated to taking themselves and their business to 
the next level. The group met together for one whole day each month, specifically for the purpose of helping each 
other work on their businesses.  
 
During the day long meeting, which was led by Steve, each person would have the opportunity to share with the 
group what was going on with their business and then each member of the group gave their input to help the per-
son who was "in the hot seat" to work though whatever hurdles they were trying to get over to get to the next 
level. 
 
In addition to the monthly group sessions, membership in the mastermind group also came with personalized  
business coaching from Steve -  something I was hungry for. I had been hearing so many new concepts since join-
ing his group, I needed advice on how to best implement them and feedback on whether I was doing it right and 
getting the results I should be getting. 
 
As I sat there listening to Steve talk about the mastermind group, I knew with absolutely certainly this was what I 
needed to get the breakthrough I had been looking for in my business. The cost to join the group was significant. 
As a matter of fact, it was more than I could afford, but I knew that if I didn't take the leap and join the group 
now, I probably never would and would forever be stuck at the level of success I was now experiencing.  
There was an application process to be accepted into the mastermind group, so I filled out the application and 
was accepted. (continued on back page) 
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Goodness gracious friends do you realize that this is the next to last 
time that we will talk this year? I don't know about you, but 2016 has 
flown by for me. I do not believe the old wives tale about time appear-
ing to move more swiftly as one gets older. I am a bit more mature 
than I was when we first met but I assure you that I am wiser also. 
 
It is my sincere hope that I have been able to share some of that wis-
dom with you, and have inspired you. I mentioned recently how pa-
tience and persistence has paid off in a bounty of bacon for me. A food 
that Steve once considered toxic now occupies a large space in our 
communal refrigerator.  Amazing! It illustrates the power of visualiza-
tion. 
 
To be honest, I am not quite sure how I gently led my humans to this 
wonderful conclusion, but I am sure that the idea originated with me.  
 
Sometimes I know more about what is good for them than they do. 
Now this is where magic comes in; they are now cooking for me and 
plying me with delicious raw bones and tidbits!!! 
 
I am telling you this not to make you feel badly about the care you 
give your four legged companions - well maybe a little - but rather to 
encourage you to dream big. Sometimes it takes a while to perfect 
your plan and tweak it, but just keep working on it and do not give up 
on your dreams and goals. 
 
I referenced "magic" when I mentioned my new diet. Magic is another 
term for supernatural force. I can assure you that we are surrounded 
always by a supernatural force . Dogs are gifted with a keener sense of 
smell and hearing than you dear ones, and we often see what is not 
visible to humans. Charleen tells me that is definition of faith. 
 
This is a glorious time of year. It is commonly referred to by you two 
legged ones as the Holiday  season. From my more grounded four 
legged position, it is much more than that. Holiday doesn't simply 
mean time off from work, it also means Holy Day. 
 
For  those of us blessed enough to be canine, every day is Holy and it 
is my sincere wish for you, as we finish this year, to be able to see the 
Holy all around you and in you and in others. May this holiday season 
be truly Holy for you. 
 
Your friend and encourager, 
Jake 
 

What Our Raving Fans  
Say About Us 

  
Steve is one of the most insightful sales and busi-
ness strategists in the world ... just joining up to 
his vault of knowledge at New School Selling is 
an education in itself. I have worked with many 
sales trainers and like the sharp incisive brutal 
honesty approach of Steve ... just follow him if 
you need sales tutoring.  
 
John A Butler,  Executive Chairman 
Odyssey Transformational Strategies  
 
Anybody that wants to identify prospects, fill their 
pipeline, qualify (and dis-qualify) and present in the 
most efficient manner and build a business (not just a 
job!) needs to have Steve Clark on their side.  
 
Steve is a no BS business coach that will make a real 
difference in the value of your bank account! I am a 
client of Steve's, and I would recommend him highly 
to anyone that wants to learn how to make their busi-
nesses prosper. 
 
Phillip Baker, CAS 
 
If you want to become good, no 
scratch that, awesome at sales 
then you should become a client of 
Steve's and learn his New School 
Selling philosophy. It totally 
transformed the way I think about 
sales. I no longer fear the "No" 
because I look for it and ask 
about it during my customer meet-
ings. I don't waste my valuable 
time with customers who are not 
going to buy but spend my time 
with customers who have a need and 
see value in my product. My sales 
are up and I like it! 
 
Ronnie Gomez 
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The Power of Focus:                                  
What took me from licking stamps to  

being my own BOSS? 
 

The highest payoff per hour for you or me or anyone 
else is to do things that we are uniquely gifted to do. 
Things that come easy and natural to us and that just 
seem to flow.  
 
At the end of the day those things produce for us the 
greatest return on our investment.  
 
I do a lot of work with solo entrepreneurs and business 
owners and find that most of them are doing many 
things they should not be doing.  
 
In the early days when I first started my business, it was 
just me and I did not know any better. I was the one 
sending faxes to invite people to meetings, licking 
stamps, sweeping the floor, going to the post office and 
bank and everything else that needed to be done.  
 
It was a stupid use of time and did not make any sense 
or money at all. I did them because I felt like I needed 
to do them. 
 
Through the years, I have continued to get rid of, dele-
gate, and farm out more and more of my tasks. This has 
not been easy because, like most business owners and 
high performance sales people, I am a control freak and 
think no one can do anything as good as I can. 
 
As I have gotten rid of those things and farmed them 
out, it has allowed me to really focus in on the three or 
four things I’m really good at. Things that I’m as good 
at as anybody on the planet. Things that produce outra-
geous sums of money. Things that are easy. Things that 
are fun. And things that don’t take a lot of time to do. 
 
Bottom line is I work less and make more and I have no 
desire to retire or quit because I only do those things I 
really want to do and pay others to do everything I 
don’t want to do. 
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(continued from page 1) 

I was a member of Steve's Mastermind group for two 
years and the benefit of having him coach me in busi-
ness and receiving input from other business owners 
was indescribable! In one of the first meetings I at-
tended another defining moment took place. I can see 
it in my mind's eye as if it happened yesterday. The 
tables in the meeting room were set up in a U with 
Steve sitting at the bottom of the U and everyone else 
on the sides. I was in the "hot seat" at a small table 
placed at the open end of the U. After taking some 
time to talk about what was going on in my business 
and where I wanted to take it, there was a brief mo-
ment of silence. Steve, positioned directly across from 
me, slowly leaned back in his chair and said "I think 
what you need to do is make your business a labora-
tory to develop marketing systems that work for the 
pest and lawn industry. And then take those systems 
you develop and offer them to other business own-
ers." Those words hit me like a meteor crashing 
through the atmosphere. What he said made perfect 
sense! 
 
It has now been four years since I was sitting in that 
room and heard those words. Since almost that very 
moment, I have done exactly what Steve suggested. I 
have spent countless hours and energy experimenting 
with ways to market and sell pest and lawn services, 
and in doing so, created a million dollar plus com-
pany in a relatively short time. So, here is my ques-
tion to you. Would you like to build a million-dollar 
business on your own or would you like to take a 
short cut and get some help?  
 
If you are ready to take your business to the next level, I 
highly encourage you to contact Steve at 850-710-3215 or 
email him at sclark@newschoolselling.com. 
 

Skip Orth, Owner 
Father and Son Landscaping 
Navarre, Florida 

 
 


