Be jealous of time
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, |
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 | 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. | will also share with you that | personally used all 10 of these
Secrets to double my own personal Income each year for 5 consecutive years, before | became a professional Speaker and Trainer. If we've already

met you probably know that | 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. | 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.

| 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.”

BE JEALOUS OF TIME

First and above all else, Mega-Buck Sales Pros are extremely jealous of their time. When they work, they concentrate at working and when they play,
they concentrate on playing, and they rarely mix the two. Please appreciate that we are all blessed with 1,440 minutes each day in our Time Bank and
it's up to each of us to invest our time wisely or waste it foolishly. | will challenge you to start identifying the “Time Wasters” in your life on a daily
basis. Of course a big one is that studies show that the average person watches about 2 and a half hours a day of the Boob Tube. Granted there
should be time in our life for entertainment and relaxation, however maybe we should be a little more selective on what we're watching. Will the TV
program make us feel good, will we learn something, does it have a subject that we can have a family discussion about later, or is it negative trash that
serves absolutely no positive or constructive purpose? Why not set a Goal to cut your TV time in half and find some new ways to spend quality time

with your significant other and/or family, or do some volunteer work, or invest that newfound time in learning and growing.
| encourage you to have a sign in your work area that says; “Is this making or costing me money?” The next time you're on a personal call, or kibitzing
with someone in the Office, simply look at your sign and remind yourself why you are there. Also, keep track of dials, contacts, mail outs or

appointments, callbacks, results, etc. Determine your numbers and percentages and then improve slightly each week.

Here's a neat way to end up with at least 5 extra weeks per year. It's been proven that the average person wastes at least 6 minutes an hour. That



might be starting to work a little late, leaving a little early, taking too many long breaks, personal phone calls, shooting the breeze with fellow
employees, day dreaming, etc. | personally believe 6 minutes an hour is a gross understatement, however let's agree that it's accurate. If we work an
8 hour day, that's 48 minutes. A 40-hour week adds up to 240 minutes, which is 4 hours. Assuming we work 50 weeks a year (2 weeks off for
vacation), that adds up to 200 hours, which equals 5 complete 40 hour Work Weeks. Amazing but true. If you want an extra 5 weeks of production per

year, simply identify at least 6 minutes an hour that you presently waste, and put them to good use.

Here is an awesome Technique that will save you tons of time by being able to reach twice as many people in half the time. Never, ever, stay On Hold
for more than 20 seconds. Immediately hit Redial and when the Operator answers again you say;

“l was holding for (name) and got disconnected.”

Notice that | didn’t say how | got disconnected, only that | had. Many times she will now apologize and try to connect your Call next. In addition, when
they tell you that your party is on the Phone and ask you if you want to Hold, always ask;

“Will they know I'm On Hold?”

A high percentage of the time they will now say something like; “Well no”. Then why in the World would you want to stay On Hold?

Another great Technique is Paging. If the Secretary says; “I'm sorry | don’t see him in his Office”, please listen closely because she didn't say he was
out of the Building or out of the Country. You simply say;

“I understand, please page him and I'll hold”.

If that's too strong, you can always ask a question instead, such as;

“I understand, is there any way you could Page him for me?”

If you call for someone and you get connected to their Voice Mail, immediately hit “O” and most of the time you’ll get an Operator. At that point you
say;

“Hi, | was trying to reach Mr. Big live and in person and all | got was his Voice mail. Would you Page him for me?”

If they really aren’t available, always find the best possible time to try and call back by using a Technique called Layering, which is asking a Question
over and over until she gets it right. Examples would be:

“When would be the best time for me to try later today?”

“If you could guess, what time?”

“Who do we need to check with to find out?”

“Does he have any regularly scheduled Meetings | should avoid?”

Another variation is ask to be transferred to someone else in the Prospect’'s Department. The Operator may actually be on a different Floor and has
no idea where your Party is. However someone who works right next to them might know.

Here are some great ideas on becoming more organized. First, realize that Organization is a learned skill. Let’s start with your Office or Work Area

and break it down into 3 basic Steps.

[1] Analyze your current situation by asking yourself:
What's working? This is important because you don’t want to change things that are successful. The ask what's not working? Determine everything

that takes extra time, money, and/or effort to accomplish.

[2] Strategize what is essential for your Office and is it the most efficient. Should your phone have a headset or better headset? Should you update
your Fax machine or Printer or possible get a model that does both? Should you update or improve your Computer and install better Software? Look
at your Files and piles of stuff that should be filed. Look at your storage area and how it could be improved. Budget what you can afford to do in steps

that will help you improve your effectiveness in the quickest amount of time.
[3] Finally you Attack. However before you do decide the benefits of getting more Organized. | realize this may sound insignificant, however we all

need to know the rewards and benefits before it will ever cause us to take action.
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