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M O N TH L Y  Q U O TE S  

 

This Guy Doesn’t Get It…….Do You 
 
Recently, I had a client email me to tell me he was electing not to join our New School Selling 
Inner Circle. This is a very poor decision on his part and I told him so. 
 
 I have included - for your education - my response to him. For the astute among you there 
are several lessons to be learned from my response. If you think you know what those lessons 
are I would love to hear your comments.  
 
Dear Lost One, (obviously not his real name) 
 
I am sorry you have chosen not to invest and improve your sales and marketing skills by becoming one of the 
elite.  
  
It is not my desire to beat up on you, but to help you by taking my time to respond to you and give you some 
things to think about that no one else ever has.  
 
In the spirit of trying to help you and shake you out of mental stupor, I must be honest and confront what I 
think is a poor decision on your part. So please take the following comments in that vein.  
  
My guess is that your decision to not join our elite Platinum Inner Circle group is a commitment issue not a 
money issue. AND the rationale you give about not joining because “you can’t afford it" is simply an uncon-
scious knee jerk excuse masquerading as a true lack of commitment to generate a substantial increase in 
your income. If you lack the desire to make more money or the belief that you deserve to make more 
money then you are making the right decision not to join this high powered group of top performers.  
 
BUT……….. 
  
If you are using money as an excuse not to join this group, you need us more than you can possibly realize 
because the results you are getting or not getting are the outward manifestation of your current skills, hab-
its and beliefs and if you do not DRAMATICALLY change these the results and external circumstances - 
namely your income - will not change. (continued on back page) 
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How To Increase Sales By Fishing In The Right Pond 

 
One of the biggest mistakes that business owners and salespeople make is chasing after the wrong client. Most pros-
pecting or marketing is haphazard, random, and sporadic with no real thought or clear thinking about “who is our 
ideal client”? 
 
Most sellers have something they want to sell and they rush out to the marketplace without careful thought about 
exactly who it is they should be targeting.  End result is chasing poor quality prospects that have no need or interest 
in what is being sold. 
 
If you only get one thing from this article, get this, everybody is not your target market or ideal client.  The worst 
marketing mistake you can make is poor market selection or who to go after.  I see over and over again, sellers going after 
the wrong type of client. 
 
Before you pick up the phone, send a piece of direct mail or make a prospecting call, make sure you have picked the 
right market. If you don’t get this right your efforts will produce very little.   

 
How to increase sales by spending more time “whoing” 

 
There are many, many things that you should know about your "who".  In fact, I have twenty-seven different char-
acteristics and things that I have identified that I am looking for in an ideal client. Everything from philosophical 
belief, to age, to income, to political affiliation, and a whole bunch of other things that really fit my ideal client.   
 
Most folks make the mistake of not putting enough homework in to identify their ideal client.  The result is they run 
off chasing any and everybody in an attempt to try and sell whomever they can get in front of.  
 
I encourage you to begin making a list of at least a couple of different characteristics of your ideal and continue 
working on it and refining it till it is as focused a laser beam.  If you don't have at least 20 things that you have uni-
dentified as criteria that your ideal candidate must possess, you really don't have an ideal client. Best case you have 
sort of a generalization about who you're going after.  And that will tend to hurt you probably more than anything 
else you do because if aren't crystal clear like a laser beam and focused on exactly who you're going after, then you 
will waste a lot of time, energy and money chasing people that you have no business chasing and who – even if you 
get them as a client, will end up not being the type of client that you would want.   
 

How to increase your sales, make your job easier and less stressful 
 
The first thing to consider when you're looking for an ideal client or target market is; what is your affinity with that 
market?  In other words, what do you know about them, what kind of experience do you have working in that mar-
ket?  
 
If you have no experience in that marketplace, if you've never been one of them, if you've never walked in their 
shoes and dealt with their issues or talked their language then you have a real disconnect and lack of understanding 
about their issues, concerns and frustrations, dreams and hopes.   
 
You may still sell in that market but it will be more difficult.  
 
About 40% of my business comes from folks who are in the insurance folks, and folks that have a security license.  
The reason for this is, I was in that business for eight and a half years prior to getting in this business.   
 
I am one of them.  I have been there.  I know what their issues are.  I know what their struggles are.  I know what 
their pains are.  I know what their frustrations are.  I know what keeps them up at night.   
 
I really do understand that business because I was there. Because of that experience it makes it easier for me to con-
nect and bond with them. It also makes it easier to establish trust because they know that I know what they are go-
ing through. 
 
Rule number one in marketing, and the thing you want to get right, is to make sure you spend enough time “whoing” and 
identifying what niche is your best and most fertile market. If you get it right, you will thrive. If you get it wrong, you will 
be a broke, frustrated and unhappy camper.     Steve 



                     Jake’s Chronicles… 

 
 
 

 
 
 
          
 
 

 
 
Dear friends,  
 
I have an announcement! Please mark your calendars now. June 8th is 
National Best Friend day!!  If that doesn't scream Celebrate Your Ca-
nine Companion, you are hopelessly dense or deprived or something 
sad. Naturally, this should be a daily occurrence, but it is sweet to have 
a national day of recognition.  
 
It goes without saying that my human charges are well trained and 
quite compliant about giving credit where credit is due. I overheard 
Steve murmuring the other night that he didn't know what they did 
before I graced them with my presence. Honestly, I don't either. They 
still muddle along but I quickly herd them back into shape.  
 
Last month, I mentioned that I was going to South Carolina to inspect 
Grandma's "dog", Juliet. I did but I'm still not sure that she is a real  
dog. Grandma claims that she is a toy Yorkshire terrier, but I have 
squeaky toys  bigger than she is. She is a decided improvement over 
her predecessor, Romeo, who quivered all the time. Naturally, she was 
quite smitten with me and followed me everywhere. I'm used to fe-
males reacting like that. What can you do !  
 
I had barely caught my breath when my first and truest love, Sunny -
the—Brittany, came to visit for a week. I can remember when I was a 
callow pup and thought Sunny was the most gorgeous creature I'd ever 
seen. She was flattered of course. I like older women, just like Steve. 
Sunny is still beautiful, still simple minded about water, and really 
getting a bit frail.  
 
She travels with a special bed now, a lovely Serta with a memory foam 
topper.  
 
After she left, I convinced Steve to order one of these for me. It is a 
piece of cake to influence him. Charleen is a harder case. I do have 
other places to sleep...like a king sized bed in their bedroom, and as-
sorted other couches, chairs and "pet" beds around the house. ..but I 
didn't have a Serta. Well, I do now.  
 
Enough about me . I have done my duty by alerting you to celebrate 
your four legged buddies on the 8th. Tokens of affection and apprecia-
tion are always appropriate ...organic treats, marrow bones, toys that 
squeak loudly...you know what to do. It is my hope that by celebrating 
your best friends day”, you will have a month of grati-
tude . It is a healthy way to live.  
 
Your friend and trusted advisor, Jake 

   

What Our Raving Fans  
Say About Us 

 
“Using the methods you teach we have become 
one of the largest Worker’s Comp agencies in the 
state of Florida. The financial rewards of this 
have been substantial. Your methods are on the 
cutting edge of consultative selling.” 
 
 Kevin Campbell, President 
 Campbell Agency, Panama City, FL 
 
"Last year was a productive one for me. Utilizing 
your ideas and coaching, I was our firm's "top 
gun". I produced higher commissions than any of 
my prior twenty years in this business. The discus-
sions and roll play we had prior to one appoint-
ment helped me place one life case that paid me 
over $40,000 in commissions. The time I used to 
spend chasing prospects and hoping for results is 
now better utilized. I feel more confident and ener-
gized than I have for years."  
 
          John Howard, CLU, ChFC, CFP 
          Tallahassee, Florida  
 
“The New School Selling Hiring process 
has greatly influenced my view of sales 
recruiting. The “cut to the chase” approach 
has instilled a sense of urgency with my 
sales staff and provided me with a sense 
of accountability.  
 
Utilizing the reliable process Steve 
teaches, I have been able to quickly sepa-
rate hunters from gathers and increase my 
confidence of hiring new producers that 
will actually sell.” 
 
 John Scholl 
 Seattle Washington 
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——————————————————————-                                                                                     
Garbage In, Garbage Out 

 
Right now, the world is SWIMMING in negativity. And you 
need to be serious and proactive about protecting your-
self from it. Because -- if you don't -- it'll kill your career, kill 
your business, kill your dreams and everything you really 
care about. 
 
The mass news media is NOT your friend. Neither are 
these ever-increasing niche-oriented outlets who yell with 
(and at) their particular choirs and who point out the massive 
failures of "the other side". 
 
They feed on fear, and they sell paranoia, division and hy-
perbole. It's what they do. 
 
Not only must you protect YOURSELF from this drip, drip, 
drip of chaos and depression, you need to fight it on behalf 
of your employees, your partners, your friends and 
(especially) your children and family. 
 
Shut off Facebook if you must. Pull yourself away from the 
screen or the keyboard -- and get to productivity. 
 
We're in a particular cultural moment -- and this is true, no 
matter your political persuasion -- in which we must guard 
ourselves AND our businesses against all the garbage and 
crap the mass media propagate.     Steve 
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(continued from page 1) When I started my business 16 
years ago, I owed $40,000 in credit cards and was 
dead broke. So broke that at age 45, had to borrow 
$10,000 from my Mother to pay my bills. I was frankly 
scared shitless, but I didn't let that get in the way of 
pursuing my dreams and goals.  
 
When I started my business 16 years ago, I owed  
$40,000 in credit cards and was dead broke. So 
broke that at age 45, I had to borrow $10,000 
from m Mother to pay my bills. I was frankly 
scared shitless, but I didn't let that get in the way 
of pursuing my dreams and goals.  
 
If you are not willing to beg, borrow or steal the 
money you need to grow your sales and marketing 
skills then you need to look in the mirror and be 
honest with yourself and admit that you don't 
have the drive, desire or commitment to do what-
ever it takes to join the ranks of the financially 
successful. If that is where you are, then frankly, 
you deserve to be broke.  
 
Money is never the reason. It is only an excuse for 
lack of commitment or belief. Mostly lack of be-
lief in one’s self.  
  
You also need to realize that your decision to join 
our group or not will have no impact on my in-
come or lifestyle, but will most likely effect YOUR 
entire future and the quality of life you have go-
ing forward. 
  
If this email pisses you off, which is not my in-
tent, it is because I have hit home and struck a 
nerve.  
 
My job is to be ruthlessly honest with people who 
come into my life even if it offends and pisses 
them off.  
 
Some people can handle the truth and some 
can't. Your only hope to escape a life of medioc-
rity is to go deep inside and be truthful and hon-
est with yourself. You may fool people around 
you with your excuses but you can’t fool yourself. 

      Steve 


