
Enthusiasm
FOREWORD:

Mega-Buck Income Sales Pros are the elite, that very special group that comprise the top 5% of all Salespeople in the World.  They produce 95% of

the Sales that are made and enjoy a level of income and a lifestyle that most people would love to achieve.

The good news is that since Selling is a learned skill, virtually anyone has the potential to become a Super Star.  Common sense dictates that the

quickest and easiest way to become a Mega-Buck Income producer is to simply search them out and then emulate them.  Talk like they talk, perform

like they perform, use the very same words and phrases they use, copy their attitude and mind set, or in other words become a chameleon.  For the

last 30 years I’ve had the privilege of studying these Icons of the Sales Industry.  I’ve brain-picked them and yes even trained many of them.  In fact, I

enjoy the reputation of personally training more 6 and 7 figures a year Mega-Buck Income earners than any other Trainer.

During my 3 decades of research I learned that these Super Stars share many certain traits, habits, and even Skills.  The majority of them utilize most

if not all of the Super Success Secrets, which are part of this Series of 10 Articles.  I will also share with you that I personally used all 10 of these

Secrets to double my own personal Income each year for 5 consecutive years, before I became a professional Speaker and Trainer.  If we’ve already

met you probably know that I love to say; “no matter where you start, the fourth and fifth year get real exciting”.

As you start reading you’ll quickly discover these Super Success Secrets are a combination of transferable Skills and Techniques along with the

Attitude and Mind Set needed to become a Legend in your Industry.  If you have at least a basic working knowledge of Sales Skills and a burning

desire to become great, any one these Super Success Secrets will increase your effectiveness, your Closing ratio, and yes your Income, by 20 to

400%, within weeks and even days.

Although some of these were originally developed and perfected by the top Phone Pros in the World, please rest assured that they also work with

face-to-face Selling.  I urge you to start by picking just One of the Ten and then implement it as often as possible, each day for the next week.  Then

the following week pick out another point and concentrate on that each day along with the one(s) from the previous week(s).

Within 10 weeks, you’ll be at or near the top of the Mountain, you’ll be setting Sales Records, you’ll be the envy of your Peers, plus you’ll need a

Brinks Truck to back up to the door each Pay Day.

I encourage you to pay particular attention to the Bonus Article I’ve written called “Bumping for Big Bucks”.  If you’re selling an Investment where your

Prospect can start with a variable amount of money, you will increase your Order size and your commissions, by 20 to 50% OVERNIGHT by adding

this Technique to your arsenal.

“If you’ll work at Selling for the next 5 years like most people WON’T,

you’ll be able to live your Life like most people CAN’T.”

ENTHUSIASM

Selling in its most simple form is nothing more than a transfer of feelings.  The single most important Skill in Communicating, Negotiating, and Selling,

is to be Enthusiastic.  Yes, it’s more important than Sales skills, or Listening skills, or even Product knowledge.  Enthusiasm is a sign of belief that your

Prospects and/or Customers can sense and feel.  If you can get them as enthusiastic as you are about your Product or Service, they will want it.  The

more excited you are about what you’re offering, the more excited they will become.  Always remember that the last 4 letters are IASM, which can

stand for “I Am Sold Myself”.  Have you ever been around a person who loves what they do, they are so excited and enthusiastic that you start to get

excited?  Of course some people don’t believe in Motivation because they say it doesn’t last.  Neither does a Bath or a Shower however it’s a good

idea to take one everyday.  If you can’t get excited about each and every day of your Life, try missing a day sometime.  Always remember that as we

go through Life we have 2 distinct choices:

[1]  We can reach down and pull people up to our level of enthusiasm.

[2]  They will reach up and drag us down to their lack of enthusiasm.

So how do we develop and maintain a high level of Enthusiasm from the moment we start each workday to the very end?  One simple shortcut is to

pick out and start using a Magic Word or Magic Phrase.  You’ll have the opportunity to use it 50 to 200 times a day when people ask you; “How you

doing?” or “How’s it going?” or “Wass up?”  Instead of giving them a normal answer like; “Not bad for a Wednesday” or “Fine” or “OK I guess”, we can



respond by using our Magic Word or Magic Phrase.  Instead of whining at people, we can say; 

“Great” or 

“Super” or 

“Getting better by the minute” or 

“If I was any higher on life I could go Duck hunting with a rake”.  

I also urge you to put some money where your mouth is by telling everyone what your new Magic Word or Magic Phrase is, and tell them that if they

ever ask you how you’re doing and you don’t respond correctly, you’ll pay them a nickel or a dime.  Then, over the next few months, work your way up

to a $1, and then $10, $20, and even a $100 Bill.  This is called discipline and it will force you to “walk the talk”.

Here are the phenomenal results you will enjoy by using a Magic Word or Magic Phrase.

[1]  It will give us something to live up to.  If we tell 100 people a day that we are “Great”, how could we now be negative?  We would be one of the

biggest hypocrites in the Company.

[2]  We will start to believe it.  Since the sub-conscious mind does not have the ability to doubt or reason, it believes everything we program into it.  If

we tell ourselves that we are “Great” 50 to 200 times a day, after just several days we actually start believing that we are great.

[3]  We will drive people nuts.  You’ll be amazed at how many of your friends, neighbors, and relatives will start to ask you; “What are you so happy

about?” or “What are they putting in your water down at work?”   Many of them will actually start to become jealous or envious because “misery loves

company”.  When you start to become happy, motivated, and positive, you will quickly become a threat to them and neither one of you will be

comfortable being around each other any longer.  That’s actually good, because those people weren’t really the President of your Fan Club.

You might know that my word is “FANTASTIC” and I’ve had a standing offer since 1977 that if you ask me how I’m doing and I don’t say

“FANTASTIC”, I will pay you a real $100 bill.  I’ve only been caught 6 times so your odds aren’t very good, but please keep asking me because it

forces me to stay sharp.  Of course I also drive people nuts with that word and they often ask; “Don’t you ever wake up Grumpy?”  Heck no, I let her

sleep.  

	

That brings us to the next point, which is to only associate with Winners and not the Whiners of the World.  I’m sure you know the type of person I’m

referring to.  You hate to ask them how they are doing for fear they might actually tell you.  Some people call it “Stinken Thinken”.  If you have lunch

with, or even take breaks with whoever is at or near the bottom of the monthly production chart, what do you hope to learn?  Granted, I guess you

could learn “what not to do”, however why not hang with the Top Pros?  Watch them, study them, listen to them, and even brain-pick them.  Always

remember please don’t go for advice from someone that wants to be as miserable as you do.

I’m probably different than most Speakers who believe that everyone should have a great Attitude everyday.  Folks it’s OK to have a bad Attitude once

in awhile because the World always needs a few people to serve as Pitiful Examples.  Seriously, please don’t allow, or even encourage these people

to dump their Garbage in our heads.  How many times has one of them said something like; “Did you hear what happened to so and so?”  If you ask to

hear the details you’ve just invited them to dump garbage into your mind. 

If you’d like to disassociate yourself from the Whiners of the World, the next time one of them says; “Did you hear about so and so?” stop them dead in

their tracks by saying; 

“No I didn’t but before you tell me is it something that will make us both feel better, help us have more fun, & help us make more money?”

Believe me, they will take their Garbage someplace else.  

If you occasionally run into the person who always wants to talk about all of their trials, troubles, and tribulations, you can also stop them from dumping

by saying; 

“I read the other day that believe it or not, 50% of the people we tell our troubles to, could care less, and the other 50% are actually happy that we’re

so miserable.  Now, what did you want to talk about?”  

This won’t make you real popular, however it will sure chase away the negative individuals in your life.
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