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M O N TH L Y  Q U O TE S  

How To Increase Sales By  
Becoming An Authority Expert 

 
I've said it a thousand times before that until you make behavioral changes in the way you sell, what 
you say, who you say it too, and when you say it your results will not change one iota. 
 
The first behavior change you need to make is changing the way you are perceived by the buyer. 
 
All the problems that sales people have - whether there's long sales cycles, getting think it overs, getting all kinds of 
objections, getting people to mislead you, getting folks to take some proposals and shop them around or not being 
able to get an answer or find out the truth about money or getting an audience with the key decision maker.  All of 
those kinds of things that you experience as problems in selling can be traced back to the fact that the buyer you 
were dealing with somehow pigeonholed you as a sales person and in their mind, you are something evil and ugly 
and untrustworthy. Therefore, they treat you with no respect and absolutely not only do they treat you with no re-
spect, they have great disdain for you and what you do. 
 
Now, they do all of that not because of anything that you have done to them, but because of all of the shabby treat-
ment and experiences and previous encounters with sales people. 
 
As a result of the hundreds or thousands of awful experiences they have had with previous sales people, they lump 
you in the same category as the hacks and incompetents they previously 
 
That being the case, you actually start behind eight ball. Until you realize that and go about neutralizing their nega-
tive perception of you, you have no chance. 
 

How to increase sales conversions by becoming a “welcomed guest” 
 
Now secondary to that, is how the buyer feels about you personally.  Do they feel based upon how you came to have 
that initial conversation with them that you chased them down and are an “unwanted pest”? (continued on back page) 
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Every morning in Africa a gazelle wakes up and 
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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How To Increase Sales By Preconditioning Your Buyer  

To Accept Your Terms and Prices Before Your Ever Talk With Them 
 

 A key factor to increasing sales is how prepared is the prospect or buyer to be sold.  Is the patient ready 
for surgery?  What's their mental mindset? How prepared is the buyer to be sold when you show up to see them?  
What is their emotional state when they see you?  Are they simply curious about what you do?  Are they some-
what interested in what you do?  Are they in pain?  Do they have a pressing problem or issue?  How critical is 
that issue?   
 
 And I think you would all agree that someone who has a great deal of pain and whose situation is critical 
is much easier to sell to than someone who is simply curious about what you do.  So, you certainly would want to 
figure that out and given the choice, you would want to spend your time with people who are serious and have a 
real critical issue rather than someone who’s kicking tires.  So, what is the buyer's sense of urgency to do any-
thing at all?  Quite often our greatest competitors, no matter what we sell, are not the company across town but in 
fact it is Mr. Do Nothing.  Complacency is our greatest enemy.  

 
How to increase sales by avoiding “sticker shock” 

 
 Another factor that affects closing success is how prepared is the buyer to accept your prices and terms 
and your deliverables.  In other words, when they find out what you do and how much you charge do they have 
sticker shock or were they conditioned and prepared ahead of time by your marketing that conditioned them to 
expect what the price will be.  
  
 I'll give you an example. I know a cosmetic dentist in Richmond, Virginia.  It is not unusual for his pa-
tients to come to him for cosmetic dentistry and for them to walk out of there with a price tag on their head of 
somewhere between $50,000 to $80,000 to fix their mouth.   
 
 What percentage of people do you think show up at the cosmetic dentist office who are going in there 
thinking they're going to spend $50,000?  
 
 The answer is not a one.   
 
 They more likely are thinking it's going to be $15,000 or $20,000, but hardly any of them go in with the 
idea that it's going to be $50,000, $60,000, $70,000 or $80,000.  If that patient walks into that dental practice and 
they're thinking $15,000, and they get hit with a presentation that's $60,000, that’s a long way between their ex-
pectation of $15,000 and the price tag of $60,000.  That gap is too large.  It's too big of a gap for them to recon-
cile so they end up walking out of there with sticker shock because they had no idea that it was going to be any-
where even close to that number.   
 
 So, what the cosmetic dentist does is prepare the patient with the idea that this is a going to be expensive. 
He does by conditioning the patient during the sales process so that by the time they get to the presentation and 
the case presentation or the case findings they realize that their initial thought about price was way off the mark 
on the low side.  
 
 This whole issue is addressed and choreographed by the dental staff in a very sophisticated sales process 
by the time they get to the sales presentation they have been conditioned to the fact that this is going to cost a lot 
more money than they were thinking it would going cost them.   
 
 So, how prepared is your buyer for the prices that you charge? If they are significantly different than what 
the buyer first thought, they're going to have sticker shock and you're probably going to get a ‘think it over’.   
 
     Steve 
 



                     Jake’s Chronicles… 

 
 
 

 
 
 
          
 
 

 
Dear friends,  
 
Oh my goodness, Friends, this year is moving fast . Thank goodness that the 
basketball nonsense is over. Now Steve is fascinated by another odd game: 
this one played outside with a small ball. I think I like it better, it is quieter, 
but it involves sticks which I do not care for. Steve calls them " bats ", but I 
wasn't born yesterday and I know a stick when I see one. Bats are winged 
creatures that come out at night and squeak.  
 
Be that as it may, I have been busy. I have supervised construction of a shade 
device for my patio. Steve refers to it as pergola, but by any name it enhances 
my comfort. The best part was that my construction crew was my "he-brew 
"buddies from the "pit". To translate, the "pit" is a neighborhood park with a 
horseshoe and fire pit among other amenities.  
 
The male people in the "hood" go down there on Friday nights to play. Char-
leen and the other ladies call it "daddy day care". I do not understand the hu-
man obsession with naming everything, but again that's a moot point. I often 
go to keep things from getting too rowdy and to add a bit of refinement to the 
gatherings.  
 
My favorite part is when someone grills something delicious and generously 
shares with this well behaved canine. Not to complain, but Steve and Char-
leen have some odd ideas about what I should and should not eat. My pit pals 
are not as stingy - especially as the evening wears on. 
 
The " he-brews" belong to the same community, but they do additional things 
other than just stand around the fire and tell tall tales. Some of them, like 
Steve, brew craft beer. Others make wine. Occasionally they all get together 
and brew together. It is quite entertaining. Grilled meat is usually involved 
also .The more the  humans sample their wares, the more they share with a 
little dog or drop goodies. One of my responsibilities is cleanup.  
 
As you know, I work very hard but there are benefits. Lately life has been 
good. My understanding buddies have been over often building and brewing 
and consulting with me. Steve will probably censor this column because he 
might not want you to know about some of his activities, but I feel I owe it to 
you to pull back the curtain a bit.  
 
Oh the stories I could tell! I can be bribed, you know, and I promise that my 
fees are quite affordable  A nice marrow bone or grass fed steak are always 
appreciated .  
 
Next month, I will tell you about my trip to South Carolina to check on 
Grandma and to pass approval on her new dog, Juliet. I understand that she is 
another one of those squirrel sized creatures. My humans are already nagging 
me about being sweet and not eating her. I do have standards .  
 
Until then,  my dear friends , I hope that your adventures are 
many, productive and fun.  
    The Jakester 

   

What Our Raving Fans  
Say About Us 

 
I’ve been studying your New School Selling for a 
few months now. Today is April 30th and today my 
team achieved our monthly sales target for the 
first time this year. Last year was our best year 
ever and our targets for this year are 15% growth 
each month. We beat that target and made 
£60,000 in eyewear sales this month I believe be-
cause we implemented 2 things that you teach; we 
role played and prepared a more effective script 
for prospects who walk in to our store and we 
started using an agenda with each prospect. It 
seems like 2 fairly small tactics but the impact has 
been huge and the whole team feels more confi-
dent. The process just makes sense and it clearly 
works. I’m looking forward to building on this 
and going from success to success with more 
scripts and preparation. 
 

Conor Heaney 
 Jones And Co. Styling Opticians                                    

Manchester, UK 
 

May I take this opportunity to say to you how 
much I have gained from your teachings.  A year 
ago, you gave me for free the CD on Creating an 
Abundant Mentality.  You said to listen to it every 
day for 15 days.  I did that, and more. 
  
Charles Allen 
Chef, Raft Guide and Attorney at Law   
 
 
I just bought the Super Sales Power Pack.   I felt the CD 
entitled "How to differentiate yourself in this economy" was 
phenomenal.   I really needed to listen to that CD, because I 
like most sales people, have no set agenda or approach to a 
sales call.  I have felt for years I was the circus animal doing 
tricks for the buyer in order to make the sale.  This was awe-
some advice. 
 
  George Jacobs 
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3 Keys to Explosive Growth 
 

The quickest way to increase your income is to change: 
who you sell to, what you sell and how you sell it 
This involves a fundamental change in mindset and 
business practices. 
 
Just becoming a more effective sales person will only 
produce incremental changes. If you area an “A” player 
selling in a “D” marketplace you will not earn much. 
 
If you are going to earn big bucks, you must change 
markets and sell to people who have the financial 
means and interest to buy what you are selling. 
 
This fundamental change will do more to effect your 
income than any one thing you will ever do. 
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(continued from page 1)  On the other hand, if they sought you out 
and they were looking to find you and they had to jump 
through a hoop in order to find you and to get an audience 
with you; if they're the ones chasing you or the one com-
ing to you then they are going to be much more receptive 
and open to whatever it is you have to say. 
 
So, do you chase or are you pursued?  Do most of your 
appointments happen because you're the one who solicited 
the buyer or is it the other way around?  Most of your ap-
pointments with people should come as a result of the 
buyer soliciting you.  You obviously want to be on the 
side where they are seeking you out much like a patient 
would seek out a specialist in medicine. 
 

How to increase sales with better marketing 
 

Another key component about the “you factor” is what do 
they know about you and your expertise or professional-
ism. Do they know of you?  Have they ever heard of you 
or are you completely unknown to them?  Are you a well-
known entity to them like IBM or Bank of America or 
Keller Williams?  Are you well known to them as a credi-
ble company and individual?  Do you have a reputation 
that precedes you in the market place?  Or do you have to 
demonstrate who you are and  your credibility and au-
thority in the market place with them when you meet 
them.  If they don't know who you are or have never heard 
of you, you’ve got a really, really hard job ahead of you. 
 
Now those things can be addressed through proper market-
ing when they consume some of your information either 
online or in print and they know who you are before you 
show up. 
 
How you are perceived by the buyer is critical. Do they 
perceive you as an authority expert or do they perceive 
you as a sales hack? High income sales professionals are 
perceived as authority experts. Struggling sales people are 
perceived as hacks and incompetents. Which once are 
you? 
 
If you are still reading here is some tangible evidence that 
that this strategy works. As of April 30th, 2017, my in-
come is up 102% over my entire 2016 income. And 2016 
was a 50% increase over 2015.  
                                                            Steve 


