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Acclaim for The Wish
“Elinor Stutz knocks it out of the park with The Wish. It 
is written for entrepreneurs and business owners looking 
to grow the impact of their business brand and thrive in 
the realm of sales. Very few are as skilled at combining 
newer social media platforms with traditional methods of 
selling to provide this comprehensive strategy. Elinor 
stands tall as a leader, in a kinder and more enlightened 
business world where we exist to help and serve others. 

—Donnie Tuttle, SalesParrot SalesEnablement 

“When it comes to defining your personal brand, Elinor 
has hit the nail on the head. Without the ability to know 
who you are and where you are going, nothing will work 
when it comes to moving your business forward. It is this 
focus that truly defines you as a brand and a recognized 
leader. There are always naysayers. The strategies outlined 
in this book help you to push past what others think you 
should do in order to pursue what you really want.” 

—Dr. Bette Daoust, CEO, Authors Success Guild 

“Elinor Stutz has a practical, no-nonsense approach that 
is a pleasure to read and easy to follow. Use her social 
media strategies not only for keeping in touch but also to 
build your community of followers. Specific steps described 
for LinkedIn and why to create a Google+ profile just 
made my to-do list bigger. Her chapter on Social Media 
is invaluable!” 

—Marcia Merrill, 
Author of “Turning Midlife into the RIGHT Life!” 



 

 “Elinor hands us a piece of thread and lets us hold one 
end as she takes the other end and weaves an undeniably 
powerful message. You're reminded in powerful ways to 
master the art of listening. This applies to the most 
relevant information for your business, to the person on 
the other side of a negotiation, and to your prospects and 
customers. You're given a toolbox of practical ideas that 
help make you a better business person or salesperson, yet 
also you come away with a new set of ears, ones that 
actually listen.” 

—Wade Pearse, MobileSocial 
 
“Elinor Stutz’ branding ideas may have ten steps but all 
come back to paying respect and connecting with others 
who have strong brands. In essence your connections and 
their brands help others find and respect your brand. Your 
brand attracts other brands of value, and being in the 
community of leading brands is key.” 

—Mitchell Davis, CEO Expert Click 
 
“Navigating the waters of entrepreneurship can be 
intimidating for even the most seasoned business owners. 
But if you are just starting out on your first business 
venture, it can feel downright terrifying. With the voice 
of an experienced and understanding veteran, Elinor 
Stutz walks readers through the critical steps required to 
succeed as an entrepreneur. From developing your vision 
all the way through to actually making an impact on the 
world, Elinor provides practical, actionable strategies to 
guide you through your journey to becoming a success in 
your chosen field.” 
 —David Peralta, Content Marketing, Now.ISeeit.com  
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About the Book 

Both sales and entrepreneurship endure a love-
hate relationship when it comes to the process of 
finding, attracting and keeping clients. In the early 
years of my corporate sales career, and on new jobs, it 
was agonizing for me to have to begin all over again 
each time to develop a sales pipeline of prospective 
clients.  

To my dismay, the start of my entrepreneurship 
was even more difficult. I had to learn an entirely 
new way to communicate in order to speak about my 
services while maintaining a balance between ego 
and serving clientele well. 

Although corporate prospects waste little time in 
saying “no,” it is increasingly difficult for 
entrepreneurs to admit their lack of interest. Over 
time, I grew weary of all of the wasted energy 
involved in pursuing prospective clients.  

My wish became, “If only my desired communities 
found me, it would eliminate the need to pursue. We 
would then be more likely to engage in deep 
conversation in order to help one another grow. And 
life would become so much more enjoyable.”  

The moment I became aware of social media and 
the promise it held, I was all in. Upon hearing the 
brief description of what was possible, I became 
convinced that “The Wish” I secretly held had the 
potential of coming true.  

What specifically caught my attention? By sharing 
excellent content that includes how difficult obstacles 
were overcome, I would attract the right audiences, 
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as opposed to a pursuit producing less-than-desirable 
results. I made a 100 percent commitment to learn 
everything about social media in order to make the 
effort a success. 

My philosophy is that learning one new strategy at 
a time is needed for continual improvement. 
However, this education becomes more significant 
when you come to a full understanding of the 
“why.” The next step is to fully comprehend “how” 
all the elements fit together. Complementary 
education to an initial undertaking becomes the game  
changer, providing a comprehensive understanding of 
the larger picture.  

It is this higher-level perspective of all the pieces of 
the puzzle fitting together that will set you apart 
from everyone else in your field. The completed 
puzzle will distinguish you as “the expert.” 

The action of simply implementing social media 
will not work nearly as well as taking the time to give 
careful thought to who you are, what you are trying 
to achieve, and how you will succinctly communicate 
that. Next, implement the strategy you believe to be 
best and then, ultimately, transform your effort into 
sales.  

 

Is This Book for You?  

• Are you in business to make money?  
• What were the deciding factors to begin your 

business or go into the sales profession?  
• Is there a story related to these two initial 

questions and answers?  
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• When all is said and done, what are you 
hoping to have gained from the experience of 
either entering the sales profession or 
beginning your business? 

 
These questions exemplify what is asked of you in 

the following pages. Your soul-searching answers 
will enable you to find increased success with your 
business development and sales effort. 

The reason my book Nice Girls DO Get the Sale: 
Relationship-Building That Gets Results was successful 
is because it is written in the first person, and shares 
intimate stories of what transpired in the corporate 
sales world in the 1990s. Admittedly, I was initially 
concerned that people would think I was a nut case 
for having put up with the ugliness of how corporate 
sales was conducted back then, but the opposite 
proved to be true. I was hailed as a role model for 
putting up with the nasty tricks played on me by the 
sales teams and management, both of whom were 
trying hard to motivate me to quit. Inner strength 
and a higher purpose, to be a good role model for my 
teenage children, inspired me to keep going.  

The book was featured in TIME Magazine, and 
translated into Russian, Portuguese and Polish. It 
became an international best-seller.  

Community service work, teaching job seekers 
how to sell themselves on interviews, became more 
important than ever after the fall of the U.S. 
economy in 2008. Thus, recognizing the need for 
people to get back to work, I later wrote HIRED! 
How to Use Sales Techniques to Sell Yourself On 
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Interviews. That book was featured in FedEx book 
kiosks coast-to-coast.  

Given the popularity of Nice Girls and comments 
of how “easy to read” it is, the same writing style was 
incorporated in HIRED! How to Use Sales Techniques 
to Sell Yourself On Interviews, and in this book, The 
Wish.  

The Wish materialized when I heard about so many 
people struggling with social media. A major factor 
blocking potential success was lack of understanding 
as to how this medium could work successfully for 
them. Most people see no connection between the 
smarter strategies that can be employed and 
ultimately attract sales. Large corporations, for 
example, often restrict employee access to social 
media during the workday. Consequently, their sales 
potential is limited. 

Over the years, I learned to share what works well 
for me in business, and so the idea for this book was 
born. While most social media books simply share 
techniques for use, or focus on one or two major 
platforms, this book spotlights my ability to share a 
360-degree approach to business development and 
sales.  

I begin with my philosophy of sales excellence 
derived from my performing as a top producer in the 
corporate sales environment for 11 years. It quickly 
progresses to a new thought that occurred to me. As 
I started up a business for the first time, I found I 
needed to learn how to build my personal brand, 
convert that into a reputable business brand, and 
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then incorporate sales ideology into social media 
strategy.  

The process is a 360-degree perspective because 
one segment feeds into the next, once the strategy is 
in place. Done correctly, the end result becomes 
increased brand recognition and rising sales.  

At the beginning of each section are principles for 
effective selling that affect the delivery of the steps to 
come. You will then discover how to develop and 
effectively communicate your personal brand in order 
to launch your power-branding program. Strategic 
social media principles and techniques for building 
global recognition are discussed. Monetary topics, 
including funding options, are also covered. Lastly, 
you will find out how to convert all of your efforts 
into sales, such as suggestions for how startups and 
entrepreneurs may prepare to successfully secure 
funding.  

At the end of the book is a bonus: two special 
chapters. One is devoted to sales excellence and 
provides a refresher course on the sales habits of top-
producing sales professionals. The other offers 
perspectives from well-established male and female 
entrepreneurs who share tips on how they found 
success. Men and women typically approach business 
in unique styles. By being aware of the differences, 
you can communicate more effectively with both 
groups. 

The finishing touch reveals how to transform your 
clientele into your enthusiastic sales force through 
testimonials and referrals—the definition of the 
Smooth Sale! 
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PART I 
Success is  

Defined by  
Your Decisions 

 

Philosophy for Sales Excellence 

Dear Reader,  
Sales ideals and concepts for higher-level 

methodologies are to be kept in mind as you read 
through this book. The end goal is to develop a 
returning and referring clientele. With this 
understanding, carefully read the principles below. 
Embrace these thoughts as you begin to grasp each 
strategy for thoughtfully building and growing your 
business. Doing so will have you communicating 
more effectively and achieving more than you 
initially thought possible. 

 
Success Strategies and Quotes by Elinor Stutz 

❛❛ 
Always work for the greater good. 
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Build trust and confidence in you upfront. 

The client's perspective and goals come first. 

People buy from people they know, like and trust. 

Deliver excellence in service to earn a loyal clientele. 

Qualify and match to find your best prospective clients. 

Repeat business, referrals and testimonials  

define the Smooth Sale. 

Putting your clients’ needs first will grow sales in  

size and longevity. 

Old-fashioned etiquette coupled with new-age  

technology is the savviest strategy. 
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1.  
Who Are You Today?  
Who Do You See Yourself 
Becoming? 
 

The philosophy of taking the high road in every 
situation to reach the greater good most definitely 
applies to business. When you are willing to give it a 
try, far greater results are achieved. Some may 
wonder if the time invested is truly worthwhile. 
 
Preparing for the Online World 

REFLECT 

“Know thyself” is essential for online success. Take 
time for self-reflection. Examine your values and 
priorities for conducting business, and where you 
draw the line. Review who your preferred clients 
have been up until now, and all the qualities they 
have in common. Knowing the answers to these 
questions will help you to connect online with your 
preferred type of clientele.  

The next step is to reflect back on which questions 
you have been asked repeatedly about why and how 
you conduct your business. Answers to these 
questions will show your unique style of delivering 
service that converts into your personal brand.  
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VERBALIZE 

Your ability to verbalize the elements of your 
personal brand will invoke an initial emotional 
attraction. Building upon the communication will 
increase trust in you, your knowledge and ideas. 
Trust is the starting point for all sales. It is also an 
essential part of the process for others to seriously 
consider not only buying from you but also 
ultimately referring you to their friends and peers, 
without having to be asked. The people with whom 
you connect well will essentially become your 
dedicated salesforce by spreading the good word and 
re-posting your content. 

SHARE 

The next step in preparation for going online is to 
develop your story to be told in reporter fashion. 
Beginning with the “who, what, when, where and 
why” will get you to the starting gate. But in order to 
charge out in front to the finish line, not only should 
you share personal achievements, but, also the 
difficult hurdles you faced, overcame and surpassed. 
Likability and the feeling of having an emotional 
connection with you are huge factors for creating a 
happy clientele. 

BE CONFIDENT 

Public speaking classes taught me that in order to 
connect with an audience, whether in a large 
convention center or in a small meeting, our personal 
stories are the most meaningful. They develop belief 
in the value of our presentation and whether serious 
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consideration of our services is worthwhile. Personal 
sharing applies to all forms of communication.  

Additional training showed me that bridging our 
story to that of our audience further builds the 
connection and, soon, the relationship. The key to 
doing this is the understanding of what your 
audience needs, wants and desires, followed by 
connecting the dots.  

BE SUCCINCT 

Another excellent public speaking tip for client 
meetings is to tailor your personal story to two 
minutes or less. Why? As exciting as you may be, 
people do not like to listen. They prefer to talk. 
Encouraging your prospective client to speak first will 
give you insight as to what they hold most important. 
Flexibility is a requirement in this regard. Once you 
hear their story, tailor yours to their interests. This is 
both a marketing and a sales strategy for every type of 
communication. 

 
Questions to Consider 

• Do you have an ultimate vision in mind?  
• How would you like to be remembered, 

when all is said and done?  
• What was it that prompted you to pursue 

your career?  
• Has any past experience made a big 

difference for you that may also help others ?  
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• Have you faced unusual challenges? How did 
you handle them in order to move forward 
successfully?  

• What is your unique take on becoming 
successful in your field?  

 

Now picture yourself as the reader of the answers 
to those questions. Do you see yourself becoming 
drawn to the person behind those dilemmas? This is 
how your more dramatic story is born. We are all 
unique in a variety of ways, beginning with our 
DNA. Our genetic makeup affects how we view the 
world. Accordingly, we each hold valuable insight for 
our pre-qualified prospective audience. 

Your next step is to combine the important 
elements of your reporter-style story with the more 
emotional elements. This becomes the basis for your 
profile, to be used in a variety of ways. It’s usually 
easier to begin with the written formats. Then, as 
you become accustomed to writing your thoughts, it 
will become easier to express them skillfully when 
speaking in-person.  

Flexibility in communication will equip you to 
reach a greater variety of audiences. Begin with a 
short story that may later be added to in order to 
communicate appropriately on the platform of your 
choice. Ideas for platforms include your website, a 
profile entry on the many social media sites and 
online groups, or identification at the bottom of an 
article. 

As far as expanding or narrowing your speaking 
communication, you may be asked to provide a talk 
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at an event, do an interview for a radio or television 
show, host and attend meetings on webinars, meet 
via video technology, screen-share, or meet an old 
acquaintance who asks, “What are you doing now?” 
Excitement and your reason for what you are doing 
now will provide the emotion and interest in what 
you have to say, and will draw in listeners to your 
story.  

 
Developing Your Story 

YOUR CLIENT’S PERSPECTIVE 

• Are you well aware of what your intended 
clientele needs to know about your expertise 
for both you and them to succeed?  

• What were common challenges and fears 
they privately shared with you?  

• What were some common actions taken to 
overcome those hurdles that could inspire 
others?  

YOUR PERSPECTIVE  

Now examine where you are by answering these 
questions: 

• Of all the services you provide, which are the 
most popular, and why?  

• What were specific praises you received?  
• Are you able to leverage your best services 

into something new, in addition to providing 
information online? 
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Preparation for communicating well in all styles 
and for all occasions will do wonders for swiftly 
advancing your business. The reasoning behind 
asking all these questions is: In order to truly 
succeed, everyone involved in the buy-sell 
relationship, or in any collaborative project, needs to 
succeed. One discontented party may destroy the 
entire project.  

 

❛❛ 
Reward is exponential  

when you possess the mindset, vision and  
process for a team victory. 
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Sales Tips 

1. Convert remaining push-selling-style 
approaches to Attraction Selling. 

2. Attraction Selling pre-qualifies your intended 
clientele. 

3. Position your strengths to attract a wider 
audience. 

4. Consider how social media turned the sales 
cycle upside down and automated much of it 
for you. 

5. Social media combines marketing, branding, 
and sales strategy.  

6. Knowing yourself well comes first, in order to 
effectively use social media. 

7. Deeper understanding of your preferred 
clientele in terms of needs, wants and desires 
translates into a solid foundation for business. 

8. Match your clientele’s preferences to your 
unique delivery.  

9. Create your personal story reporter-style; 
then add the emotional connection. 

10. Work for a team victory so that everyone 
believes they have won. 

 



ELINOR STUTZ 

10 

2.  
Do You Have an Online 
Personality? 
 

The year 2008 brought one of the steepest 
economic declines in the history of the U.S. stock 
market. Since being in business requires careful 
scrutiny of the bottom line at all times, the decline 
made this activity more important than ever. 

I represented one of the hardest-hit industries. In 
any down economy, services that include sales 
training, marketing, and advertising are the first to 
be eliminated from the company budget. When 
money is tight, these services are perceived as 
luxuries.  

My decision was instant, and an announcement 
was made. In order to protect cash flow, for an 
unknown period of time, I would stop attending all 
in-person networking events. My time would, 
instead, be devoted to learning about the brand-new 
platform of social media. My decision brought shock 
and dismay, along with demeaning remarks from 
peers, such as,  

 
“Are you crazy? That will never work, and you will 
put yourself out of business instantaneously!!!” 
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❛❛ 
Occasional calculated risk 

 
is a requirement. 

 

 
 

My Leap of Faith 

Up until the economic crisis, I was proclaiming 
that I was a sales trainer. That brings up images of 
classroom instruction. In the client’s mind, this 
translates to their salespeople being taken out of the 
field to learn an expensive sales program that may or 
may not work. Dollar signs produced warning signs, 
loud and clear, to my clientele. Needless to say, my 
phone wasn’t ringing. Once again, it was time to 
reinvent my business by learning and implementing 
something brand-new and on the cutting edge.  

Given my circumstances, seasoned practitioners 
had forewarned me to quit my business. The only 
problem was that telling me to quit made me more 
motivated to continue learning about social media!  

Without a second thought, I agreed to join a new 
group dedicated to learning effective social media 
strategies. A savvy marketing leader instructed the 
group; it was fortuitous that her marketing style 
matched my sales style. Blending these two 
relationship-building methodologies that 
encompassed marketing and sales literally became my 
recipe for online success.  
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Adjusting to New Times 

Ignoring the dire predictions of failure, I noticed 
the world behind me fading away as I went in a new 
direction. My mind clarified what was important to 
me, while becoming familiar with the mechanisms for 
online success. This is why knowing yourself is so 
important. On occasion, most support from friends 
disappears as you take a leap of faith into the 
unknown. At best, it’s a turbulent time. Accordingly, 
the first requirement is the ability to remain dedicated 
to your new endeavor, without having second 
thoughts, and all the while by yourself, for a seemingly 
long time. 

Knowing that I used to thrive on a sales team 
where energy was high, I recognized that adjusting to 
the online world might be difficult. But in fact, it was 
easy, because I was thrust into a new group that was 
highly curious about the new medium we were 
destined to learn together. This was my entrée into 
collaboration. Working and learning together 
became very invigorating.  

The only question remaining concerned the 
members’ line of work, which was primarily 
unfamiliar to me. Once again, I heard negative 
comments, such as, “Why on earth would you consider 
working with that group?”  

My intuition took over my former corporate 
common sense. The only commonality our group 
had was that we were among the first to move our 
businesses online. For me, this was viewed as a giant 
plus. For the most part, the group was comprised of 
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alternative healthcare providers; I was one of a few 
who had previously been trained by corporate.  

The members became close by trading coaching 
services over the phone, with webinars online and 
lessons offered by the moderator. We helped one 
another grow. Learning how to collaborate 
effectively, as well as grow into using the required 
technology, was key for me.  

The irony was that working with these individuals 
wound up being to my advantage. As new 
entrepreneurs, the prospect of having to sell their 
services frightened them. However, they recognized 
the need to know how to do that if they were to 
remain in business. Most members asked me to 
provide individual coaching as well as webinar class 
training. 

 
  
 

 ❛❛ 
The calculated risk  

proved to be worthwhile in every sense.
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The Online Personality—Do You Have It? 

• Will you thrive by making new connections, 
reading inspiring quotes and informative 
articles?  

• Are you willing to learn, implement, and 
mentor?  

IN YOUR QUIET TIME 

• Will you mind working alone, day after day, 
with no idea of whether your endeavor will 
pay off?  

• Is the self-learning experience important to 
you?  

• Are you able to admit when you don’t have 
an answer? 

THE CREATIVE SIDE 

• Do you enjoy the creative side of work?  
• Are you a natural networker, enjoying the 

thrill of meeting people with a great variety 
of backgrounds from all over the world?  

• Is asking questions and generously inviting 
questions a habit you may easily adapt in 
order to provide answers to help others? 

• Is it natural for you to share the good news of 
others? 

• Can you see yourself voluntarily introducing 
people to one another without being asked?  

• Is sharing the public spotlight something you 
are willing to do? 
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• Finally, will you take the initiative to begin a 
dialogue with people you do not yet know 
but who intrigue you? 

WILL YOU COLLABORATE? 

• Are you inquisitive and willing to learn from 
others?  

• Does working on collaborative projects 
appeal to you? 

• Is the idea of sharing your best insights for no 
fee scary? 

• Will you offer to help promote events other 
than your own? 

• How likely are you to take the time to 
respond to comments made on your 
postings? 

 
Answers to the questions above provide an 

indication as to whether or not you will thrive in the 
online world. An equally important element for 
getting all of this done, and finding online success, is 
your ability to employ time management skills. Some 
will say there are more important things to get done, 
such as creating additional products and services, and 
bringing in revenue than wasting precious time 
online.  

The decision is yours to make. The answer to 
whether online activity is worthwhile will be yes or 
no, depending on how the idea aligns with your 
beliefs. 
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Crucial Question 

Are you willing to choose social media as an all-in-one 
marketing, branding, and sales tool that provides you 
with the possibility to reach unprecedented numbers of 
potential clients? 
On a cautionary note, should you agree there is merit 
to working online, a major criterion for success is to 
be fully aware of and in alignment with, at all times, 
your values and priorities.  
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Decisions 

• Are you going to be partially social or strictly 
business? 

• Will you allow politics and religion to enter 
into your postings and sharing of posts? 

• How do you view connecting with those who 
are adamant about politics and religion? 

• Will you connect with those who use 
politically incorrect verbiage?  

• How will you respond to those trying to use 
the sites as a dating opportunity? 

• Upon being asked to connect with those who 
are not in alignment with your thinking, will 
you ignore the request?  
 

 
 ❛❛ 

Answers to these questions  
apply to all areas of your life,  

and are the basis for building all relationships.
 

 

Your Target Audience 

• Of all the social media options out there, 
which are of most interest to you?  

• Which sites do you believe your intended 
clientele is most inclined to visit? 
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Make a list of the possibilities that come to mind. 
Ask your peers which sites they use and prefer. Then 
follow up with the question Why? Listen to their 
explanation in terms of how it aligns with your 
vision. 

Conduct an online search to learn the possibilities 
available, and click on those links to do further 
research. Upon hearing answers from your trusted 
advisors and analyzing the results of your own 
investigation, pick the top three sites that appeal to 
you most so that you may work with each site to its 
best capacity. As you become proficient working the 
three, it will be far easier to add more using the same 
process. 

Upon conducting research to find the most 
appealing sites, observe the subject matter and posted 
messages. Be aware of how they fit in with your core 
topics, values, and style. If you are uncertain about 
one site, pass on it for the time being and replace it 
with a better match. Later on, revisit the site to see if 
anything has changed, and if you are more 
comfortable working it now that you have 
experience. 
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Posting Your Profile and Experience 

Will your profile be identified by your personal name or 
company name? 
This is a difficult question to answer, because you 
need to decide whether you want to use your name 
or company name as the official brand. Whichever 
one you choose, be consistent across all platforms to 
increase recognition. 

Do you have materials readily available for repurposing 
into the formats required by each site? 

Not knowing where to begin, the best starting point 
is to translate your most memorable lessons learned 
into snippets of advice for others to follow. This is 
directly related to the sales axiom of delivering the 
information your clientele needs and wants to know. 
Determine whether the “About” page of your website 
needs updating. And if you do not have a website, 
consider getting help to create an easy-to-update site, 
such as WordPress. Also research a variety of apps to 
easily build a website, or hire a professional to help 
you achieve the message you wish to get across.  

Is going against conventional wisdom a good idea?  
It’s an excellent idea, but only if you have the 
fortitude to dig in your heels to do what you believe 
is right for you. It’s not for everyone, but those who 
persevere typically find far greater knowledge and 
success. It goes back to the saying, whatever you 
believe to be right, will prove to be right for you. 
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Sales Tips 

1. A down economy often makes reinvention a 
necessity for a business to succeed. 

2. Being in business implies taking calculated 
risks. 

3. Advancement requires a commitment to 
continuing education. 

4. Flexibility toward change is the basis for 
growing business. 

5. Make it a habit to connect live with those 
who may share synergy with you. 

6. Occasionally attend a meeting where your 
skill set is vastly different from everyone 
else's.  

7. Communicating to attract interest online 
requires sharing the best of what you believe 
to be true. 

8. Connect online with those who appear to 
hold similar values and interests.  

9. Decide how you will begin your online 
endeavor and apply your vision and goals. 

10. Make a conscious decision as to whether you 
truly wish to tackle the unknown. 
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3. 
Your Personal Brand is the  
Heart of Your Business 
 

Do It Your Way! 

My first sales job took place in the early 1990s, 
when it was believed a woman could not possibly sell. 
Therefore, training was not available, and the all-
male sales team refused to speak to me. Other than 
Girl Scout cookies, I had never sold anything before, 
and had no clue as to how to go about my job as the 
newly hired sales representative. What the men did 
not understand was that my most cherished priority 
was to be an excellent role model for my teenage 
children. I toughened up and made a pledge to 
myself that I would give this job everything I possibly 
could to get the experience. Most important of all, I 
refused to quit.  

As a last resort, I asked the secretary what she 
thought I should do. She advised me to knock on 
every door in my territory, which consisted of three 
large cities. Her instructions became my mandate. 
Whenever I was invited in, I asked clients why they 
agreed to the meeting, so that I would know what to 
repeat from that point forward. Because I did not 
know what questions to ask, I began on a personal 
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note. The conversations were highly enjoyable, and 
so I was invited back.  

After a few meetings, my prospective clients 
actually had to tell me to me to bring in a brochure 
so they could see what I was selling. Recognizing 
that they knew, liked and trusted me, they decided it 
was time to purchase from me. They also revealed 
that they wanted to continue the fun conversations!  

Not realizing I was selling an unknown brand of 
copier, the executive management thought I was 
selling highly valuable products, given that so many 
conversations were required. As remarkable as this 
may sound, although I knew nothing about how to 
sell, I became the top Sales Rep by the fourth month 
and held that status throughout my career 

All of my clients began to call me “a breath of 
fresh air” because they found me congenial and fun 
to talk with, so they strived to help me. It was years 
later, as an entrepreneur, I learned that this type of 
short description referring to an individual is known 
as one’s personal brand. 

A few years later, a sales manager joined me at a 
client meeting. When the meeting was over, he 
berated me and told me that I was conducting the 
entire sales cycle backwards. He demanded that I 
stop and insisted that in the future, I was to conduct 
all client meetings just like everyone else did. I 
responded by asking one question with a quizzical 
look:  

“If I’m selling incorrectly, will you please explain why I’m 
always at the top of the sales scoreboard?”  
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No response was heard, so I kept on doing it my 
way. The end result was that I achieved the status of 
the President’s Club inner circle. 

 
Values and Priorities 

Know your values and priorities inside out. 
Recognize where similarities exist between you, your 
peers, and your competition, as well as how you serve 
your clientele differently from everyone else. 
Communicate and expand upon those differences to 
establish and create a well-recognized personal 
brand.  

Given that people buy from those they know, like 
and trust, care taken in developing your personal 
brand is essential. As it is established and evident in 
all of your communication, attraction as well as 
referral-based selling will take root, serving to build a 
sound reputation. The final piece to this puzzle is to 
know precisely where you will not cross the line in 
the sand while conducting business. This next story 
sums this up. It also speaks to magnetic 
communication, the art of attracting the right people 
into your life and to your business. 

Finally established as a well-schooled Senior Sales 
Representative, I encountered a woman with whom it 
was difficult to conduct a conversation. She spoke 
quite rudely to me. Giving this some thought after the 
meeting, I chose to send a polite handwritten note 
explaining that I didn’t believe I could serve her well, 
but I knew of someone who could.  
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Anticipating getting the last laugh, I introduced 
the woman to the most egotistical salesman I ever 
encountered. Upfront, it was an ironic laugh. But a 
month later, they both called to heartily thank me. 
They wound up dating! That brought the biggest 
laugh of all. I actually felt good that I was able to 
match them up.  

The story proves the point that we work best with 
like-minded people. Proper qualification for a good 
match serves us best.  

 

❛❛
 

Your business vision 
 

is your guide.
 

  

Your Success 

Everything suggested by others as, “You should 
do…” can be overwhelming. Do you sometimes wish 
you could develop a GPS system for your business? 
In other words, if you could, at any given moment, 
know exactly where you are headed and the exact 
steps of how to get there, would that make achieving 
business success a whole lot easier for you? 

 

Meaningful Vision and Destination For 
Your Business  

• What would you like your proudest moments 
to be? 
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• Of all your daydreams and desires to reach 
particular plateaus, which do you have the 
strongest desire to achieve, and will you 
promise to begin today? 

 

Just Say Yes! 

Saying, “Yes!” to opportunity and acquiring the 
help needed to make it a success is the first step. 
Matching the opportunity with your personal 
parameters and action plan is the second step that 
will enable you to move more quickly toward your 
vision. By occasionally taking calculated risk, 
business surges forward when played out well. 
Calculated risk means you may not have the full 
expertise traditionally in place, but you are somewhat 
close, are willing to give the project all you’ve got, 
and can see the value in the opportunity. It is 
frequently advised that if you aren’t 20 percent in 
over your head, you aren’t pushing yourself hard 
enough.  

While acknowledging the need to take a risk 
myself, given that the project included smart social 
media usage, I was faced with the need to say “Yes” a 
few years ago: 

PersonalBrandingBlog.com announced their plan 
to select a few writers who would contribute weekly 
articles on the subjects of career and business. A 
team was in place to convert the plain text into 
professional-looking articles. Additionally, the 
marketing team would be in charge of strategically 
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distributing them. Videos related to the subject of 
the article were to be included, along with all of the 
social media share buttons for readers. The promised 
bonus, upon acceptance, would be the development 
of syndicated partnerships with prominent sites for 
enhanced online visibility.  

I quickly recognized that large numbers of people 
could be reached simply by writing a weekly article. 
As I was new to the marketing aspect of business and 
that of social media, this sounded like a golden 
opportunity. The only question I had about this 
assignment was the term, “personal brand.”. It was 
required for inclusion in every article.  

At the time the offer was made, I wasn’t clear on 
what that term actually meant, but I knew I should 
say yes. I did some research on the subject and began 
to write about sales and business development topics 
on a weekly basis. Initially, it almost felt as if I were 
playing Pin the Tail on the Donkey, having to place 
those keywords somewhere in the article. As I 
continued to write more and more articles, however, 
the meaning and importance of those words came 
through loud and clear.  

Looking back, it would have been a travesty to 
walk away from the arrangement. The professionally 
marketed pieces that attract large audiences and 
syndicated partnerships with well-known 
organizations are now in place. All told, distribution 
is many times broader than what I could conceivably 
achieve on my own. 
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 ❛❛
 

Your personal brand 
is the heart of your business  

that attracts your pre-qualified audience. 

 

 

Developing Your Personal Brand 

You are the only one who truly knows the real you. 
On a weekly basis, schedule quiet time for reflection 
in order to move forward with any endeavor 
important to you. 

Your personal brand is the basis for all you do. It 
identifies you. How you connect and the consistency 
in all you do qualifies and defines you. It is the basis 
for how others see you and interact with you. You are 
now recognizing the importance of taking time for 
reflection and coming to terms with all of the 
answers to the questions asked of you in these first 
three chapters.  

People soon recognize your unique qualities and 
inherent talent, along with the uniqueness of how 
you deliver services. Your personal brand becomes 
the foundation for your branding effort as you build 
your social media platform. Never before have we 
held the possibility of becoming so visible. Your 
beliefs, tips and insights messaged online are 
evidence of your personal brand. It becomes your 
attraction mechanism with built-in qualifiers, and is 
the start for an all-out branding campaign.  
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Develop the Leader Within 

One last component to put into place prior to 
going online is to develop the leader within. Change 
is the only constant, and on occasion it feels as if we 
are walking through a dark tunnel all alone. Not only 
is perseverance through the tunnel a necessity to see 
the light of day, but also, many times reinvention is 
an added requirement. 

No matter how you personally define the leader 
within you, allow it to appear loud and clear. The 
freedom found in expressing your beliefs and the 
reward of having done so are unparalleled. You may 
question why this would be the case. Compare acting 
the same as everyone else to establishing your own 
rules, establishing your unique vision, and achieving 
everything you set out to do on your own terms. 
Which do you believe will bring you greater 
satisfaction? 

Your first step is to dismiss the need to behave by 
the requirements of others. Instead, answer your 
heart’s calling. The most difficult part of developing 
the leader within will be your degree of commitment 
to the education and perseverance necessary to bring 
into reality your deepest desire.  

The public not only looks for an inspiring leader, 
but wants one who delivers value far beyond 
expectations. Then comes the clear message of the 
leader’s desire to help those in need while working 
for the good of all. 

Theodore Roosevelt’s famous quote,“Speak softly 
but carry a big stick and you will go far” applies to 
business.  
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My interpretation for the big stick is that it 
symbolizes a bigger plan to help others.  

 
 

Questions to Deliberate 

• What is your motivation for being in 
business, and why will others care?  

• Do you serve the needs of others, and do you 
personally care about the difference you 
might make in their lives?  

• Are you willing to do whatever it takes to 
pursue what you believe in, and to make a 
difference in your business?  

 
This is what leadership is all about, and it goes 

directly to building your personal brand. Your 
answers to these questions will help you begin to 
formulate your leadership style. 

Quiet leaders know to turn inward to examine 
their values and what they are trying to contribute to 
the world. They work to build community wherever 
they go. Their reward is that their good reputation 
precedes them, bringing about larger numbers of 
followers and increased opportunities, whether in 
person or online. Therefore their business grows 
dynamically. 

Many times we are faced with the need to take a 
different path from what is current or popular. Our 
world changes so quickly today, with markets 
fluctuating, it has become more important than ever 
not only to remain current, but also, whenever 
possible, to stay ahead of the curve.  
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On occasion, your colleagues may disagree with 
your new ideas for business development. When you 
look inward, you may find it necessary to put 
blinders on to avoid the distraction of the real world. 
This is particularly true when you are considering 
serious change. If we let others dictate how we run 
our business, our reward is minimal. But when we 
allow ourselves the freedom to try what we believe 
will work, unlimited opportunity and true reward will 
come our way.  

 
Review 

Commit to biannual meetings with your team. 
Examine where you are currently and where you 
want to be to bring about answers and actions that 
will be right for you.  
 
Questions to Deliberate 

• Do you need to visit new venues or try new 
programs? 

• Should you file a 501C?  
• Is this the time to increase your community 

efforts or focus on larger projects to benefit 
multiple communities?  

 
Prior to reaching the envisioned destination, a 

revised plan of action should be put into place, 
because your new vision is becoming larger than ever. 
At times fear may enter the picture; then it is 
necessary to find the right help to move forward.  



THE WISH 
 

31 

Let the quiet leader in you make its debut out in 
the world. Take the public stage. Become known as 
that leader as you prepare to build your presence 
online. 

Once you have an online presence, you possess the 
ability to reach thousands and even millions of 
people, making you and your business highly visible 
and viable. Using the strategies in the chapters that 
follow, you will build a global business. 
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Sales Tips 

1. Lead your life and conduct business your 
way. 

2. Be true to your personal brand. 
3. Qualify projects and connections to find the 

right fit. 
4. Take calculated risks to move your business 

forward more quickly. 
5. Fear is the motivator to learn, implement and 

grow. 
6. As your business expands, consider helping 

one or more communities. 
7. Hire help to get past hurdles and further your 

advancement. 
8. Develop the quiet leader within. 
9. Ignore naysayers and use their comments to 

motivate you. 
10. The person who refuses to give up on their 

dreams is the one who builds their personal 
brand as the recognized and motivated 
leader. 
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4. 
Your Heart of Business 
Transforms into Global Requests 

 
 

The participants in my first online group 
remarked, “Your business is heart-centered selling!” 

Social media is a game changer because it has 
leveled the sales playing field. In the old days, it was 
mostly wealthy and influential men who were 
making lucrative deals on the golf course of their 
local country club. Thankfully, this is no longer the 
only method for securing business.  

Everyone who has the determination and 
commitment to continued learning has an equal 
chance for building a well-recognized presence 
online. In fact, entrepreneurs stand the best chance 
for succeeding. Large companies are too caught up in 
their processes to be flexible enough to stay abreast of 
change. Today, those who remain long-term at their 
jobs may well hurt their career. They become further 
and further behind in participating in social trends, 
compared to people who are accustomed to taking 
risks and learning new ways of conducting business. 

Consistency in how you work is important, but 
openness to new ideas is equally important. From its 
inception, the United States was founded upon the 
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principle of entrepreneurship. This is what made our 
country strong. Only a few years ago, in a severe 
downturn of the economy that made finding 
rewarding jobs very difficult, the spirit of 
entrepreneurship resurrected itself and become 
stronger than ever. 

The advent of social media empowered all of us to 
think globally. This necessitates adjusting our 
thinking to reaching out to a potentially interested 
clientele, no matter where they are located. 
Technological innovation made all of this possible. 
The giant corporations are no longer in control, but 
instead, it is the nimble entrepreneurs who are able 
to adjust accordingly.  

It is evident that entrepreneurship has taken hold 
around the world, enabling us to easily connect. By 
building strong relationships, business owners enjoy 
a most incredible journey, never before envisioned. 
This raises the point that statistics exist momentarily 
in time only to be surpassed. Nothing is truly 
impossible. Creative thought is what carries society 
forward. The entrepreneurial adventure begins with a 
grand vision of what one's successful business will 
look like.  

 
 
 ❛❛ 

Develop your grandest vision,  
and keep improving.    
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Soul-Searching Questions for Presenting 
Yourself Well Online  

• How does your expertise personally bring you 
joy?  

• Are you seeking independence from 
employment?  

• Are you looking forward to meeting people 
from around the world? 

• What would you like the experience of others 
who have worked with you to be?  

• Will you be remembered fondly?  
• Would you like to build and design a legacy?  
• How will your legacy help improve society?  
 

Moving Forward 

There are three levels to be achieved in your 
business development growth before you can 
effectively proceed to an international reach:  

 
1. Brand 
2. Branding 
3. Collaboration 
 
 

Brand Yourself 

Convert your personal brand into mini-bites for 
online media. Take into account your unique 
attributes and what matters most to you and your 
clientele. Keep in mind the expression “content is 
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king” when you are delivering information. For each 
type of communication, the underlying question is, 
why will people reading your words, listening to you, 
or watching you, believe and take an active interest in 
what you are communicating?  

Your messaging should include reasons your 
audience will want to learn more, as well as why your 
prospective clientele should care enough to conduct 
business with you. Communicating who you are will 
attract further interest. Are you ready to experiment? 
With all of this in mind, create a short two-minute 
story revealing the unique you, and include the 
purpose of your business and how it will benefit 
others.  

Add a personal note to your messaging, such as 
why you began your business. This brings in the 
personal touch for others to feel as if they know you. 
This is the first step to building relationships, and 
will get you in the door for media interviews.  
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Personal Questions 

• Was your type of service unavailable before 
you began?  

• Did you realize that an aspect of what was 
previously offered could be greatly improved 
upon?  

• What is your positioning strategy on the 
benefits of taking action regarding your 
approach to business?  

• Who is your target market?  
• What other factors hold significance for you? 
 

My own story of why I began my business was the 
recognition that it was time for me to being helping 
other people, rather than just chasing sales in the 
corporate environment. I was appalled by how 
shoddily business is sometimes conducted, and 
wanted to prove that it is possible to conduct sales on 
a grander level. My desire to connect with strangers 
online from around the world stems from my love of 
travel, learning about cultures different from mine. 
From a business development perspective, reaching 
out worldwide provides far greater possibility for 
success.  

 
  

 ❛❛
 

The only thing you can be certain about is you.  
Be willing to give business your all, and do not let  

anything or anyone stop you. 
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Branding 

Branding is the second stage of business 
development. Once you are comfortable with 
communicating on multiple platforms about yourself 
and your company, it becomes time to strengthen 
your business brand. Decide how you are going to 
reach multiple audiences. Today a wide variety of 
formats and mediums is available, such as verbal and 
written, plus video and iTunes. Recognize that 
continuous study of how to effectively and 
proactively get your branding program onto a 
worldwide platform will be a permanent piece of 
your business development program.  

 

Questions About Branding  

• Do you prefer to take control by becoming a 
radio or video show host, or to enhance what 
is already in place? 

• Are you prepared to research media sites to 
find the ones with the most appeal?  

• Are you willing to experiment with platforms 
that might require a larger learning curve 
than what you first envisioned?  

• Will you experiment to find the best 
combination of platforms for building your 
global presence? 

• What other ideas do you have? 
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❛❛
 

Competition does not exist. 
 

Coming from a corporate sales background, I was 
stopped in my tracks the first time I heard the words, 
“Competition does not truly exist.” Thank goodness 
the explanation was swift!  

This short remark was the culmination for truly 
understanding the answers to all of the questions I 
have posed of you. We each have a unique DNA. 
My belief is that our DNA affects our thinking and 
how we approach all areas of our life. Once we 
recognize that, we come to realize there is truly only 
one of us. When we confidently speak to our unique 
strengths, our business has the potential for dynamic 
growth. This is the point at which we may become 
excellent collaborators, by giving the team our all. 
Learning to conduct business through project 
partnerships, for example, made all the difference 
when I was building awareness of my Smooth Sale 
company brand. 

 

Global Collaboration 

Exponentially growing your business begins with 
expert delivery of your brand and branding programs. 
It also requires the third level of business, 
collaboration. When others identify with your 
messaging and see consistency in all you do, they will 
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begin to offer you opportunities and ideas for 
collaborative projects.  

Imagine being asked to develop an app by 
someone in India, participate in a training program 
with a company headquartered in Sweden, or join a 
prestigious leadership program based in Africa. The 
rule seems to be that when one offer appears, many 
more follow. Therefore, it is wise to seriously 
consider all opportunities. Make it a habit to say “yes” 
to those that best meet your criteria for conducting 
business.  

Collaboration extends your reach exponentially, 
particularly through online sites as we reach followers 
of followers. Rather than working by yourself, you 
connect with your partners' followers too. And they 
reach your followers. You are then able to potentially 
reach thousands, if not millions, of people.  

Through collaborative effort and openly sharing 
knowledge, events, links, products and services, your 
business will become known worldwide. However, 
all of this activity needs to go through your qualifying 
process of matching values and being in alignment 
with your way of conducting business. Remember, 
consistency in all you do is the key for maintaining 
recognition of your personal and company brand.  

 
Communication Strategy  

Are you familiar with the communication 
preferences of your intended clientele? Our 
communication is gradually becoming abbreviated by 
the younger generations. For decades, business letters 
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were lengthy and formal. The verbiage was later 
reduced to email. Today, in many cases, texting with 
abbreviation and emojis is an acceptable format.  

The journey in communication continues. 
Entrepreneurs first learned of distributing 
newsletters. From there they moved to articles, blogs, 
postings, podcasts, tweets, instant messaging, video, 
pictures, and info-graphics. Linking these formats on 
social media sites will drive your communication 
more quickly and provide a wider distribution than 
ever before.  

Success with social media depends heavily on 
strategically navigating the three stages of developing 
your business. Communicating in your prospect’s 
preferred style serves to establish relationships and 
conveys a silent message that you will be easy to work 
with. This point firmly embeds trust in you. 
Ultimately the trust will lead you to a larger audience 
and a larger clientele. Your personal brand seamlessly 
flows to becoming your company brand. 

 
 

 ❛❛ 
It is the person who refuses to give up 

on their dreams who in the end  

becomes the recognized leader. 
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Tracking 

Begin tracking where you are today, from this day 
forward. Make it a habit to monitor your followers 
on the major media sites. Are they growing or 
declining? If the latter, what do you need to do to 
gain additional followers?  

If you are not satisfied where you rank today, 
review the latest marketing ideas in order to make 
one change. If you make two changes or more, you 
will never be quite certain which one made the 
biggest impact for improvement. Give the 
monitoring time to determine if significant change is 
being made. If change appears to be too slow or is 
not working as you initially hoped, consider 
discarding it, and then implement one more new 
idea, and then another. When you discover an idea 
that does work well, keep it as part of your business 
development plan. 

Review all possible adjustments to find the ones 
that hold the best potential for moving your business 
forward. Progress contributes a great deal to helping 
you maintain a profound belief in your forthcoming 
success. 

 Before getting started with the online strategies, 
look through postings on the sites to guide you 
toward the ones you intend to create and use. 
Analytically review these postings for the ones you 
dislike and the ones you enjoy most. Come to an 
understanding of why you like particular styles. Are 
they inspiring, motivating, insightful or simply great 
advice you can use today? Adjust your postings to the 
styles you most appreciate. Most likely those people 
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you wish to attract will enjoy these communication 
styles too, and will begin to follow you. 

Entrepreneurship is one of the most difficult 
endeavors to undertake. You need to understand 
many different areas of business by studying when you 
start out. But this is only the beginning, as 
information and technology continually change. It’s 
not as much about remaining current as it is being 
ahead of the curve. Once you make this leap, the extra 
effort will make all the difference in your future 
success.  

The bonus? Being able to more easily recognize 
the right people to hire as your business grows. The 
consistency in mutual values among those 
representing you further drives brand recognition.  
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Sales Tips 

1. Determination and commitment to 
continued learning enable an excellent chance 
for building a well-recognized presence 
online. 

2. Consistency in how you work is important, 
but remaining open to new ideas is of equal 
importance.  

3. The entrepreneurial adventure begins with a 
grand vision of what one wishes his or her 
business to ultimately become.  

4. The goal is for three levels to be achieved in 
your business development growth: brand, 
branding and collaboration. 

5. Convert your in-person personal brand into 
mini-bites for online media. 

6. Include reasons as to why your audience will 
want to learn more. 

7. Answer why your prospective clientele should 
care enough to agree to do business with you.  

8. Use the preferred communication style of 
your intended clientele. 

9. Exponentially growing your business begins 
with expert delivery of your brand and a 
branding program, along with effective 
collaboration. 

10. Become familiar with online postings to 
determine your preferred style for reaching 
your audience. 
 



THE WISH 
 

45 

5.  
Mind, Body, and Spirit Move 
Business 

 
Because continual change is the norm, chameleon-

like activity that involves rapidly adjusting to socio-
economic change and technological innovation, will 
keep you flexible, in shape, and on the leading edge 
of business. 

We previously spoke of your unique approach to 
life. Interweaving your unique self and business will 
bring about unparalleled success. This is akin to the 
philosophy of yin and yang, whereby both sides of 
the brain meet in the middle to build inner strength 
and the resolve to persevere.  

Previously a traditional thinker, my thought 
process was transformed the night I experienced two 
visions while I was lying on a stretcher with a broken 
neck. The question of choosing life or death, and the 
vision of who I was to become, played into my mind, 
body and spirit, and then transformed into my 
original idea for entrepreneurship. 

While the story may seem beyond the norm, the 
fact is that we must believe 100 percent in our ideas 
and forthcoming success, with the understanding 
that we are fully committed to the desired outcome. 
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As a footnote, the medical staff was stunned that I 
was alive and walking after surgery. 

 

Personal Connection:  
Mind, Body, and Spirit 

The biggest hurdle for most people is the fear of 
failure. The best way to handle the idea of failure is 
to simply change your vocabulary and regard it as 
marketing research. As long as you learn what  
does not work well, your research provides an  
idea for what might work better. A truly  
positive-minded person would say that whether or 
not the trial works doesn't matter, because a better 
path came to light.  

Maintaining a positive mindset will connect you 
with other positive-minded people. For some, 
maintaining an open mind is a natural state, while 
others require conscious effort to become positive 
about all aspects of life. For those who don’t believe 
it is possible to change, or that positive mindfulness 
will not make a difference, here is a challenge and an 
exercise to remove all doubt. 

Create a folder file to document all negative 
thoughts that come your way, from yourself or 
others, regarding your business. Re-word each 
negative statement to read as a positive. Repeat the 
positive thought out loud several times.  

The reason I suggest this exercise is that it greatly 
helped me.  

Years ago, I was told by someone in a very nasty 
tone, “If your book were any good, a publisher would 
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have picked it up.” I smiled and agreed, then 
recognized what I needed to do. My book, Nice Girls 
DO Get the Sale, later became an international best-
seller. From that point forward, I paid keen attention 
to all negativity directed at me, and began changing 
those negative sentiments into positive thoughts. 
Recalling these incidents makes me smile, because I 
was able to rise above and prove to myself that I am 
capable.  

Likewise, should you be willing to take steps 
toward a more positive outlook, you may be surprised 
by how much you truly accomplish. One added note 
is the belief that statistics are only momentary in 
time. They exist only until someone, like you, is 
motivated and driven to break the record. 

Initially, you may have frequent negative thoughts, 
making for a long document. But with time, and as 
you actively work to change your thinking, the need 
to add to the list will diminish. It may only take a 
few months to feel like a new person as you begin to 
develop a positive frame of mind. As the practice 
becomes a ritual, you will actively be seeking and 
finding improved opportunity and will witness the 
arrival of opportunities coming your way more 
frequently.  

Similarly, by routinely exercising your body, you 
will notice a tremendous increase in energy and the 
lifting of your spirit. As this occurs, you become 
ready to embrace the philosophy that anything you 
wish to accomplish in life is indeed possible. 
Accordingly, the joy in your work increases as these 
three elements—mind, body and spirit—work 
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together so you can acknowledge and experience 
limitless possibility. Your willingness to implement 
new ideas that require additional education will 
further drive your level of success.  

 

❛❛ 
Thought drives action. 

 
 
The key to making anything happen is to put 

achievable goals in place and then get the help you 
need. Your personal connection to mind, body and 
spirit needs to be present and you need to be fully 
determined to pursue success. 

Entrepreneurship is not a sure game or endeavor, 
and as stated previously, at times it requires 
calculated risk. The only thing you can be certain 
about is you. Are you willing to give projects your all, 
and not let anything or anyone stop you? 
Determination and planning make the difference, 
which brings us to the next topic.  

 

Business Development 

Now that you are practicing a positive mindset, the 
true test becomes believing 100 percent in your 
forthcoming success. This is not always easy to 
maintain due to difficult learning curves to master, or 
adjustments to be made.  

To get through a difficult period, remind yourself 
of your long-term vision. Think ahead to how you 
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wish to be remembered and what you would like to 
have achieved. Make time to self-educate or take 
classes. Tweaks to be made in your plan will come to 
light. 

Your business plan is a component of your 
business foundation. Some think a business plan is 
cast in stone, but it is truly best that our business plan 
be flexible and fluid in order to adapt to constantly 
changing conditions. 

A radio show host asked me live on-air about my 
opinion of business plans. I said that in the startup 
phase, it almost doesn’t make sense to have a firm 
business plan because newbies in business have no 
idea what will or will not work, how their initial 
creation will be received, or if they will even be good 
at delivering their service. It’s best to begin with what 
areas new entrepreneurs know best, and then see 
which elements are more widely accepted by their 
audience. I concluded by saying that for someone just 
starting out, a business plan is almost like putting the 
cart before the horse. 

The host of the show laughed out loud and said I 
was the only person she ever met who shared her line 
of thinking! We further agreed that if your heart tells 
you one thing, yet business dictates another, do 
what's right for you.  

By concentrating on what we believe, even though 
it may only be right for us alone, life will be lived 
without any regrets. When we are committed to our 
vision and believe in our success, it is far more likely 
that success will occur.  
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Business plans bring much value to the more 
experienced businessperson. They're almost like a 
roadmap providing direction on how to get from 
point A to point B. Once you recognize what you 
most enjoy, and which aspects of your business your 
clientele is most interested in, you know where to 
focus most of your time.  

As you move forward with a positive mindset and 
vision for the future, your communication online will 
be far more attractive.  
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Magnetic Communication Part A 

Magnetic communication serves to attract the 
audience of your choosing. By remaining true to 
what is important to you and attentive to improving 
the lives of your intended clientele, you attract and 
connect with those who may help you.  

Devote time to these suggested exercises in order 
to further develop your magnetic communication. 
First, document what it is about being in business 
that excites you. As business progresses, jot down 
keywords that come to mind that motivate, inspire or 
teach you and will potentially do the same for others. 
Reflect on “why” this is the case, and record 
keywords for that too.  

As you begin to read online posts, take note of the 
words of wisdom or inspiration you most enjoy. Scan 
online for those people who are writing the type of 
advice you prefer in the style that catches your 
attention most. Not only will this person be a good 
connection for you, but also a good teacher. Analyze 
how they communicate; is their style similar to 
yours? Continue to examine the writing you most 
enjoy to capture ideas that will stimulate thought in 
creating your own. 

This is precisely how I learned to write copy. In 
the early days, I found copywriting to be a foreign art 
form, so I undertook the study of copy that I most 
admire. The most difficult piece was the ability to 
write intriguing headlines or captions. Over time, my 
style changed and today, on occasion, friends ask for 
my help. 
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Sharing Your Best 

There are two components for sharing, other 
people's information and your own. In all your in-
person networks, who do you admire who will 
selflessly share their best information, whether 
seminars, coaching or books? This is how online 
networking begins. 

Be prepared to share secrets to success in your field 
Sharing is the most difficult aspect of social media 

for traditional thinkers to grasp. They believe that if 
you give away your hard-earned secrets to success in 
your field, no one will have a reason to buy from you 
and that ultimately, all of that open sharing will kill 
your business.  

This goes back to forging a positive mindset. 
Instead of worrying about negative aspects, think 
about your favorite stories from your corporate days 
and entrepreneurship. Why are those stories your 
favorites – did they make you laugh, did you do 
something bold, or was there a great lesson learned 
from the experience? These are the types of 
information others seek when they interact with you. 

As far as sharing your longheld secrets for success 
in your field, use that positive mindset to allow you 
to let go of the word “secrets.” Modern thinking is all 
about teaching and sharing excellent content. As you 
live the new philosophy, you will be thrust into the 
position of expert in your field. Don't you believe 
that is exactly what you need to do to reach your 
ultimate vision?  
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Given my corporate sales experiences, as described 
in earlier stories, I was tentative at best about sharing 
my information. To my grand surprise, people from 
all around the world began communicating with me 
to say how much they appreciated my insights. 
Sharing and being seen prompted many wonderful 
opportunities to advance my business. Slowly but 
surely, I became regarded as a leader in my field, 
simply by doing the activities I enjoy most. 

 
 
 ❛❛ 

Being successful online requires a leap of faith  
into the unknown while serving others, to be seen as a leader. 
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Sales Tips 

1. Adapt a mindset of flexibility in order to 
migrate to newer methods. 

2. When we are committed to our vision and 
believe in our success, it is far more likely that 
we will find success. 

3. Train yourself to have a positive mindset. 
4. Mind, body, and spirit work together so you 

can experience limitless possibility. 
5. Thought drives action. 
6. Seek to connect with people who are 

similarly aligned, as they are your connectors 
to future possibilities.  

7. To survive a difficult period, remind yourself 
of your long-term vision.  

8. Leverage the most popular component of 
your business. 

9. Consider the aspects of business that excite 
you most in order to write your online posts. 

10. Prepare to openly share with and teach others 
as you step into the role of leader. 
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PART II 
 

Savvy Social  
Media Strategies 
Evolve Business 

 
 
 
 
 
 
 
 ❛❛ 

Effective selling strategy 
boosts branding results. 
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The connotation of gossip worries many people, as 
it implies bad word-of-mouth. But as business 
owners, we need people to be talking about us. In 
fact, in order to thrive, we have to rely on good 
word-of-mouth to begin the process. This is where 
the foundation of a solid personal brand can 
transform into a positive branding program about 
you and your company. 

 
Success Strategies and Quotes by Elinor Stutz 

❛❛ 
Positive thought increases positive results. 

Good will travels many miles on your behalf. 

Your personal brand precedes your reputation. 

Forgive the errors of others and others will forgive you. 

Reciprocity leverages your power-branding program. 

Your clientele who are treated well become your  

salesforce in disguise. 

Transform “you can’t” into “maybe I can!”  

Now create your plan. 

Aligning with like-minded people increases  

positive word-of-mouth. 

Communicate directly, succinctly, and passionately to be 

understood, remembered and embraced. 
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6. 
Are People Talking about You? 
 

You are well-versed regarding your personal brand. 
It’s time to begin online and reach out to as many 
people as possible. You and your business become 
one as your personal brand is integrated into your 
business brand. The oneness converts into your 
branding program. We will first discuss the rules for 
engagement, as they lead into a more effective power 
branding campaign. 

 

Always Communicate as an Equal 

Before asking individuals to connect online, there 
are rules for engagement to be taken into serious 
consideration. Otherwise, instead of realizing your 
goal of connecting, you will turn the other party off 
and will be ignored. 

Have you ever been approached by someone 
suggesting he can save your business from 
destruction? It is an insulting approach, and assumes 
too much. The better idea for an initial approach is 
simply to ask to connect. If you have something in 
common or admire an area of expertise, point that 
out. Avoid all assumptions. Although the other party 
does not have your expertise, it is very likely that he 
holds different insights from yours, thereby making 
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the conversation interesting. But if you already made 
the wrong assumption, the other party will pass on 
making the connection. 

 
 

Advance the Initial Connection 

Use the professional sales and goodwill 
methodology. Upon seeing the other person agreeing 
to connect, if you believe there is potential business, 
offer an email exchange or phone conversation to 
find ways of helping one another. Say something 
nice about the person’s experience and why it 
attracted your attention. Match what the two of you 
do. Offer a choice of days and times to connect live, 
and add that if those times do not work, you can 
offer alternatives. 

Actively seeking others out to connect with will 
bring extra email to your in-box. The best approach 
is to deal with these daily so they do not pile up, but 
only after you have worked on your high-priority 
business matters first. Taking a few minutes between 
projects is a great time to connect, as well as at the 
end of the day. 

 

Getting Started 

Earlier you were asked about your favorite 
platforms and style of communication. Review your 
answers to begin methodically. Start with one 
platform in order to thoroughly understand the 
better working mechanisms behind it. Research how 
your peers are using it, and lay out a plan for how 
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you will communicate on the site. As you become 
comfortable with the first platform, gradually expand 
to using more of these sites using the same process.  

While you will find many ideas and strategies, 
remember to begin with those that hold the most 
interest for you and will be the easiest to implement 
upfront. Once you have a handle on those, strive to 
continually work the program by using more of the 
platforms and implementing additional strategies. 

 

Power Branding 

Power branding is a dedication to the effective 
usage of all media and mediums in order to 
maximize your reach. This obviously requires a 
dedication to continuous education. 

  
 

 
❛❛ 

The exponential factor  
of the power of 10 is essential  

for your power branding program.     
Prior to social media, I was advised to create a 

giveaway at tradeshows, such as my top favorite sales 
tips. Next, “leverage” became the keyword of the day. 
I was advised to leverage each revenue stream. This 
referred to transforming the most popular segment of 
my business into complementary revenue streams. I 
then combined the two thoughts to create a Power 
Branding Program based upon the Power of 10. 
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For example, sales training could easily be 
transformed into a private coaching program. 
Additional books could be written on the subject, 
articles distributed, a blog written, keynotes 
delivered, a tip sheet created for people waiting in 
line to speak with me after I delivered my talk, and 
the same tip sheet could be made available whenever 
I was a vendor at trade shows. New products would 
be created around the most popular subject matter, 
along with related giveaways posted on my website. 
Although all this sounds extraordinarily time-
consuming, the ideas are all based on the same 
subject matter. Therefore, it became time-efficient 
and easy to create the delivery of information in a 
wide variety of ways. 

The significance that the Power of 10 may bring to 
your business success is well worth taking the time to 
fully comprehend. First, if you deliver information in 
only one way, you reach one audience. Delivering the 
same information to three audiences, your potential 
reach exponentially becomes six audiences, due to 
crossover. To get the exponential factor, multiply 3 x 
2 x 1. For example, someone who reads your articles 
may buy your book and then decide you are the 
person to hire as their next coach.  

The exponential number derived from the Power of 10 is 
a whopping 3,628,800! 

Wouldn’t you agree that this is definitely worth 
your time and consideration for reaching your 
prospective clientele? 
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Another aspect of the Power of 10 that is well 
worth considering, is that each person has a 
preference of how to receive information. In a subtle 
way, delivering on your clients' preferences showcases 
your attitude toward customer service. So by 
applying the Power of 10 to the delivery of your 
content, along with using a variety of platforms, you 
empower your reach and branding effort.  

As a side note, and in preparation for the 
information that follows, while a blog or articles 
alone may not be considered a part of the normal 
social media platform, links to those media sites may, 
and should, be included in your posts. In this respect, 
they qualify as social media postings. 

 

Blog 

Your blog may be set up to automatically send to 
social media sites once you press the “publish” button. 
Think about the enormity of the audience you will 
reach within a few short minutes. Blogs are easy to 
work with, in that they tend to be short, capture the 
thought of the moment, and serve to attract 
attention to your site. The blog enables you to 
feature links to what you find most important at any 
given point in time. As blog subject matter is readily 
captured through observation and conversation, and 
once you become accustomed to writing, review 
which topics are the most popular with readers. Your 
readers let you know which information they desire 
most, and it becomes easy to expand the most 
popular blogs into articles. The bonus is that once 
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your branding effort picks up steam, people will 
subscribe to your blog as well as repost on your 
behalf. 

 

Articles 

Many people begin writing and submitting articles 
to individual sites by themselves. But imagine the 
power of belonging to a team of writers that includes 
a dedicated marketing team. With their support and 
promotion, your reach expands significantly. And by 
including the “share” buttons in the articles that link 
to a variety of social media sites, your possibility 
greatly increases for the distribution to go viral. 

Another reason the share buttons are good to 
incorporate in all that you do is that they provide 
excellent insight as to the type of information the 
public is seeking. For instance, when one article 
receives 40 tweets and another receives 200, that is 
great insight as to the type of information your 
audience prefers. Monitoring results and seriously 
considering them will point you in the right direction 
for future articles, and possibly new services. 

 

Transforming One Plan into Another 

Let’s take a look at Twitter, Facebook, LinkedIn, 
blogs, and articles, interviews, and authoring books 
first, because all these are based upon the written 
word. While it may seem as if doing these would 
consume all of your time, they are manageable as you 
develop familiarity. 
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A blog post is, on average, 400-500 words. Once 
you are accustomed to writing, it doesn’t take more 
than 20 minutes to prepare. The blog post may easily 
be expanded into a longer article. Either may contain 
sentences or ideas that are perfect for a tweet list. 
The themes of your articles and blogs may become 
the basis for talks, webinars, classes and workbooks.  

At the same time, a video channel on YouTube 
may easily be created. An excellent strategy is to 
create 3-5-minute videos that complement your 
blogs and articles. This builds three audiences: those 
who either read or watch, or those who do both. 
Your information has a greater chance of reaching 
more people as you offer greater variety, and will be 
reposted online by those who appreciate your 
content. 

 

Three Tips for Writing 

Long ago, I was advised to write as if I were 
having a cup of coffee with a friend while sharing my 
stories. More advice was to share the difficulties I 
faced and then how they were overcome, as this 
would fully engage readers. My finding is that using 
this last technique does intrigue most people on a 
number of levels. Foremost, using this strategy 
distinguished my personal brand because of the 
candid nature of my writing.  

The three principles that stand out for this style 
are:  

• The appearance of being human and honest 
by sharing hurdles mastered 
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• Increased audience interest and the desire to 
connect; connections lead to interest in my 
services 

• All of the above leads to building sound 
relationships, from which additional requests 
for business are received.  

 

Buffer 

This application makes the sharing and cross-
promotion of your information, and that of your 
connections, much easier. Upon clicking the icon, you 
will be taken to a page that offers several options. You 
may choose to individually or collectively post an 
article to Facebook, Twitter, LinkedIn or Google+. 
Options include the ability to post immediately, or 
schedule at a later time.  

On occasion, I am pressed for time and unable to 
produce new content. The ability to schedule and 
post admired content of someone else on those 
particularly hectic days, helps to maintain a steadfast 
online presence, and produces goodwill. 

 

Classes 

Once you have blogs and articles written, it 
becomes very easy to develop instructional classes. 
Whether your service is free or fee-based, the one 
requirement is that it be content-driven. This 
prompts additional business and referrals.  

A typical error is those who continually promote 
their additional services, known as “the up-sell,” 
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during both free and fee-based classes. Clients 
become very unhappy, warning others not to 
participate. In turn, this destroys future attempts to 
build business. Promotion of services should be saved 
for the last few minutes of the class, prior to the 
question-and-answer period, and as a brief reminder 
at the end. The reward will come when people 
register and afterward tell their friends about the 
value they derived from your session(s). 

 

Online Video Meetings 

Before offering an expensive service, you may need 
to meet with decision makers. Online meetings using 
video technology will enable you to have a more 
meaningful call, as you are able to establish 
relationships with greater ease. You will be able to 
discern if the verbal, written and facial expressions 
are all in congruency, and determine whether 
everyone is on the same page. Differing opinions will 
become evident.  

 
Be Social with Online Greeting Cards 

For a minimum fee, you may thank clients and 
send good wishes for holidays or milestones with 
online greeting cards. It’s easy and efficient for you, 
and the recipient appreciates being remembered. 
This goodwill travels miles on your behalf. 
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Host an Internet Television Show  

Opportunities are available to become a show host. 
Once you are comfortable with creating your own 
short videos, you may wish to create your own 
television show. Better-quality video conferencing 
services may be used to host live shows.  

The advantage to being a host or a guest is that, 
upon having a lively conversation, you both express 
new ideas as if it were a brainstorming session. 
Audiences love this and will freely promote the 
show, providing you make it easy for them to do so. 
After hosting a show, provide your guest with a link 
to post on their website to promote both of you.  

Likewise, when you are the guest, be certain to 
post the interview on your site. Keep a calendar on 
your website featuring all of your upcoming 
interviews and events. As visitors see your calendar 
and listen to your interviews, they become convinced 
that you are popular and sought-after. The activity 
builds your credibility and company name 
recognition. 

The added benefit of becoming a show host is that 
it’s excellent practice for becoming a better guest 
yourself. You quickly learn the art of qualifying 
which guests to bring on and how to conduct a fast-
paced and intelligent interview. As you become more 
seasoned, you will begin to understand the profile of 
the preferred guests and which ones you find most 
enjoyable.  

By operating your own show, you can deliver 
dynamic interviews on other shows. If they enjoy 
your appearance, those who interview you will invite 
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you for return engagements, and may refer you to 
other shows where you can be a guest.  

For three months straight, I was a weekly guest on 
a business radio show originating in the midwest. It 
provided an entirely new audience for my company. 
Eventually the show format changed, but it was great 
fun as well as excellent visibility. 

 
Thank you! 

Take time each day to see who has mentioned 
your name or reposted your original post in order to 
thank that person. This extra step begins a deeper 
dialogue and a higher level of appreciation between 
the two of you. Likewise, look out for meaningful 
posts that person shared in order to reciprocate their 
effort on your behalf. The power of reciprocity and 
the words “thank you” are mighty powerful. 
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Sales Tips 

1. Begin writing a blog with the plan of 
publishing it a few days per week. 

2. Set up your blog to automatically post to 
social media sites. 

3. Expand your blog into articles. 
4. Collaborate with a team to provide and 

distribute articles. 
5. Include media “share” buttons on all you do. 
6. Use Buffer for scheduling and easily posting 

content of others on major sites.  
7. Transform ideas in your written work into 

tweets and posts. 
8. Analyze the most shared tweets and posts to 

make them into instructional programs. 
9. Become an online video show host. 
10. Send a personal message to thank those who 

share your information. 
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7. 
Increase Recognition Using 
Twitter 
 

You may wish to review the principle of “Magnetic 
Communication,” as it is the essence of attracting 
interest in your online postings. It should also be 
kept in mind as you begin to issue and accept offers 
to connect. 

Concentrate on the quality of connection versus 
the quantity. There is no contest in building sound 
relationships. Therefore, think twice about 
purchasing services to quickly increase followers or 
making promises to follow others providing they 
connect with you.  

This all returns to the idea of developing sound 
personal and business relationships, and adhering to 
the principles on which they are based. Your last 
step, prior to officially going online, is to reflect on 
your ultimate vision for what you would finally like 
to achieve. Be ready with an answer that clarifies why 
it will be well worth your time to study and 
implement strategy in order to connect online.  
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❛❛ Twitter requires succinct and focused  
communication to match and qualify your audience, 

positioning you to sell successfully.  

 

Growing Followers 

As you seek new connections and receive similar 
requests, keep in mind the parameters of those you 
most desire to meet, the types of people you 
appreciate, and the types of work that inspire you. 
This will be your primary target audience. A 
secondary target audience would be those whose 
work holds your interest.  

In order to attract your desired clientele, your 
messaging should incorporate thoughtful 
communication, evidence of your desire to help 
others by offering sound insights, and words of 
appreciation. 

According to Wikipedia, “Twitter is an online social 
networking service that enables users to send and read 
short 140-character messages called tweets.” 

Your identity on this site is referred to as your 
“Twitter Handle.” It normally consists of either your 
name or your company name. For example, John 
Brown’s handle may appear as either @JohnBrown or 
@JBtrucking.  

The word “Hashtag” (seen as #) has become 
popular, and is used as a category identifier at the 
end of a tweet, as in: 
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“Delivering your best service every time increases clientele 
loyalty.” #mindset #success 

Twitter is the best place to begin learning how to 
develop keen clarity in communication. Given that 
Twitter only allows for 140 character spaces or less, to 
get your message across and attract the right attention, 
it becomes a great training tool. The best usage is to 
simply provide free, useful advice your intended 
clientele needs and can use today.  
 

Ease of Communication 

Twitter has simplified how we may re-tweet and 
promote one another. On your Home page, you will 
find four symbols underneath each tweet. 

The first symbol is one arrow. It signifies the 
ability to directly message the person supplying the 
tweet. This is how connections are born. The next 
symbol is that of two arrows appearing to come full 
circle. Click these arrows for the purpose of re-
tweeting that person’s message for your followers to 
see. 

Next, you will see a heart; when you click it, the 
heart turns red, signifying that you are particularly 
fond of this tweet. It becomes obvious you 
particularly enjoyed the tweet by marking and 
sharing it with your followers. The last symbol is 
three dots. It provides five options, such as including 
a link or embedding a tweet. 

All of the described symbols make it far easier for 
people to voluntarily promote one another and share 
valuable insights with each of your followers. By 
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making the promotion of others a daily practice, 
more people will find and promote you, too. 

 

Meaningful Tweets 

Instead of continuously repeating a few tweets, it is 
good to have a goal of compiling at least 1,000 
tweets. It takes time to grow the original list, but by 
making it a quick daily habit, you will begin to see 
results. This is another reason why the practice of 
writing blogs and articles is so helpful, as those words 
of wisdom may be broken down into tweets, thereby 
helping to grow the list more quickly. 

To begin growing your list, start with the advice 
that immediately comes to mind. Once again, think 
back to questions previously asked of you by your 
clientele. These are the best indicators of what 
people want to know. Just as with other types of 
communication, begin by speaking to the questions 
asked repeatedly of you by colleagues and clients, and 
the subject matter that appears to be common sense. 
While it may seem simplistic to you, others will find 
your knowledge of keen interest. This will positively 
influence additional followers. 

Eventually it may become a burden to 
continuously have to manually input tweets, or 
expensive to have someone else do it for you. 
Consider researching software sites that will not only 
schedule tweets, but will also fully automate your 
tweets.  

The one caution I encourage you to heed is to 
carefully select what and with whom you choose to 
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automatically re-tweet. Otherwise, there may be an 
unusual tweet with which you disagree, but the world 
will see it as if you believe it. The other potential 
downside is that of automating the re-tweeting of 
someone who frequently posts, while you are just 
getting started. Rather than posting original content 
or re-tweeting something unique, automated prolific 
re-tweets begin to look like spam. 

By identifying and tweeting messages you hold in 
high regard, the people who hold similar values and 
who need your information will find you. As 
followers begin to read your expert advice, they will 
begin promoting you to their own followers. And 
now your effort reaches exponential proportion. 
Mentions of you and re-tweets of your quotes 
increase, and followers will encourage their audience 
to follow you as well. Another bonus is that some 
will choose to place you on a distinguished list that is 
distributed to their audiences, with whom you would 
otherwise never come into contact. Both your 
reputation and your brand will grow well with 
efficient effort. 
 

Rules for Twitter Engagement  

• 75 percent of your tweets should give away 
free advice without a link  

• 25 percent of the time it’s best to provide a 
short tip with a short link  

• Alternate pages where you send visitors 
between your blog, store, or website 
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Web traffic will begin building. Dialogue will 
begin with those who enjoy your tweets. As the 
number of people following you begins to build, 
more and more will be seeking out what else you 
have to offer. As both your accumulated tweet list 
and follower list grow, and you are recognized in 
your field, more collaborative offers will come your 
way. These are all ways in which you will find a 
monetary exchange for the free information you 
originally tweeted. 
 

Grow Followings 

There are numerous ways in which to grow your 
list of Twitter followers. When you see a tweet and 
the name of someone whose tweet you admire, 
consider the following options: 

• Re-tweet the quote that resonates with you 
• Click on the person’s picture to bring up an 

additional column showing who they follow, 
people following them, and accumulated 
tweets 

• Press their Follow button to become their 
follower  

• Review the list of their followers to find new 
connections 

• Review the list of the people they follow to 
find new connections  

• Begin a tweet conversation 
 

Between projects, scan down your Home page to 
find the tweets that speak to you. Stick to your 
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principles. If the tweet is grammatically incorrect or 
doesn’t quite express what you believe, do not re-
tweet. You are identifying who you and your brand 
are, so be certain the re-tweets are on target with 
what you wish to represent. 

Re-tweets give business development a big boost. 
For example, your list of followers may be at 20,000, 
and your re-tweet could potentially reach their 
followers of 18,000. The tweet will be sent to both of 
your followings totaling 38,000 people, many of 
whom were not previously familiar with you.  

Twitter moves very quickly, so the likelihood all 
38,000 people will see your tweet is not realistic. 
However, even if only 50 new people see your tweet 
and mentally acknowledge it, you have a good 
likelihood of several choosing to follow you and, very 
possibly, visiting you on other sites. 
 

Twitter Etiquette 

Quite often a reciprocal arrangement begins to 
take place perhaps due to the synergy felt between 
the two tweeting parties. As you monitor who re-
tweets you, watch for consistencies. These are the 
people you should invite to the other sites where you 
are active. So, when you tweet regularly and follow 
the rules of etiquette, you will greatly increase your 
presence online, build your brand, and encourage 
new connections to become clients. 

Apply sales etiquette a step further. On your 
Home page of Twitter, underneath the white search 
box, you will see a row of categories beginning with 
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“Home.” Next to home will be “Notifications”. By 
clicking notifications, you are provided two options. 
You may either visit a page that details all of your 
interactions or a page that displays all of the people 
who either mentioned or Re-tweeted you.  

The polite practice is to thank each person for her 
mention or the Re-tweet of what you said. Should 
you have many active followers, the practice could 
take considerable time. However, with related 
Twitter apps such as Commun.it, the task becomes 
easy to thank new followers as well as those who 
repost your tweets.  

Monitoring the Twitter activity, you may find a 
name or tweet of interest. Research that person to 
find if they are someone with whom you wish to 
follow and possibly connect. As you begin to notice 
one particular person who frequently provides Re-
tweets, check their page to see if they have tweets of 
interest for you to re-tweet. 

 
Rules for Following People on Twitter 

• Profile and picture visible, active users and 
postings of interest 

• The person has a balanced range of 25 
percent between those they follow and the 
long list of people who follow them 

• You appreciate the advice shared  
 

In summary, those to be considered for you to 
follow should demonstrate: Purpose in mind, 
reciprocity, generosity, as well as post useful and 
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interesting information that is meaningful. In the 
end, these guidelines serve to improve the potential 
of others helping to expand your brand. 

 

Tweet  

Tweet Chat allows a specific community, such as a 
sales group, to come together with the purpose of 
each participant providing their insight on questions 
asked of the group. An agreed-upon hashtag 
(category identifier) is required at the end of each 
tweet response, so that followers may find the 
responses, and potentially re-post them. Having 
someone to manage the agenda with a timeline and 
also be included as a participant is almost mandatory. 
This provides an example of another collaborative 
style that holds much potential.  

Tweet Chat is fast-paced and highly energizing, 
when put into use with similarly minded peers. It 
becomes a highly effective way to instantly increase 
momentum and attention to you, what you believe, 
and how you work. Everyone stands to benefit when 
it is properly put into operation. 

My first experience with Tweet Chat included 
approximately 30 other sales professionals. The night 
before the chat, the organizer sent us a timeline for 
specific questions to be answered. He also created a 
specific hashtag to be included with each of our 
tweeted answers. The hashtag served to direct those 
answers to each of our individual unique pages, 
where they could be viewed and responses received 
by our collective followers.  
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Prior to the event, our combined followers were 
notified about the Tweet Chat and encouraged to 
participate. They were able to see our tweeted 
answers to the sales questions and participate with 
their tweeted responses.  

The Tweet Chat lasted 60 minutes. Needless to 
say, with so many participating, it was very fast-
paced and highly energizing. The number of those 
people engaged with us as well as the numbers of re-
tweets were staggering. Once the hour expired, many 
of us emailed the organizer to thank him and request 
that a follow-up Tweet Chat be held in the near 
future! 

 

Our Tweet Chat Results Attracted High-
Volume Participation  

• Sales questions were answered for our 
audiences 

• Re-tweeting of the chat activity was 
exponential 

• Increased followers occurred for each of us 
  

Visual Tweets 

Pictures, graphs, videos, info-graphics, 
inspirational quotes and so on have become very 
popular. Postings that include any of these attract 
increased attention. Upon selectively adding a tweet 
to the white rectangle on the Twitter page, you will 
see the symbol for a camera. Click the camera to add 
your photo. Links at the end of your tweets may be 
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included for your audience to visit another site. 
Statistics show that tweets with photos receive a 
significant increase of re-tweets. 

  
Tweepi, HootSuite, Crowdfireapp … 

There are so many applications for each of the 
social media sites, and Twitter is no exception. 
Explore these three sites and others to see which is 
best to easily manage your Twitter account. The 
commonalities are that all three sites provide you 
with instant access to those who are following you 
and those who are not.  

Since we speak of reciprocity, you may “flush” 
those who have a high degree of followers but who 
do not practice following anyone back. But exercise 
caution before you implement an automatic flush 
because it may wreak havoc on your account. Instead, 
I encourage manual review and then deletion of 
names as appropriate. 

At a quick glance, you can see how many followers 
each person has and when they last tweeted. Make it 
a practice to check for those who stopped their 
twitter activity. Delete these names and replace with 
those who are active and fit your guidelines. 

My belief is that whether someone follows me 
back isn’t nearly as important as the quality of that 
connection or whether they are active on the site. On 
a regular basis, it’s a good idea to monitor those you 
follow to review who is actively tweeting. You should 
no longer follow those who have not participated for 
many months. 
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Schedule Tweets 

Unless you are exceptionally creative, it is difficult 
to think of original quotes day after day. And if you 
are under a time crunch for projects, this presents a 
problem for posting timely tweets. Numerous sites 
exist allowing you to pre-schedule your tweets. The 
downside is the need to continually input new 
tweets. The better solution, as stated above, is to 
research software that will automate postings of your 
tweets. This is where the previously suggested long 
list of crafted tweets will come in handy for “plug and 
play.” 

 
Brainy Quotes 

In the search box of this site, you may type in the 
name of almost any prominent person you could 
possibly think of, whether from history, a current-
day politician, actor or actress, inventor, or any other 
title or name you choose. Their quotes will appear in 
a list you may copy and paste into your list of tweets. 
Using this site achieves two purposes. You will 
supplement what you already have and your 
generosity is demonstrated by quoting others. 
 

 

Twitter Phone App 

Time is always of the essence. The phone app has 
proven to be a tremendous time-saver. In an instant, 
the app reveals people who re-tweeted you, added 
you to a list or newsletter, and new followers. Best of 
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all, we carry phones with us when we are out and 
about. Be proactive, particularly when standing in 
line waiting for your turn at the checkout line. By 
taking care of your Twitter account then, there will 
be one less thing to do when you return to the office. 
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Sales Tips 

1. Create and provide informational tweets to 
be of help to your audience.  

2. 75 percent of your tweets should be helpful 
advice without added links. 

3. 25 percent of the time, add a short link to 
your tip on Twitter. 

4. Re-tweet those tips that offer sound advice. 
5. Make it easy for others to re-tweet your 

advice.  
6. Begin tweet conversations with those who 

frequently re-tweet your expertise. 
7. Review your previous materials to create new 

tweets. 
8. Explore usage of Tweepi, HootSuite and 

Crowdfireapp to maintain an active and 
balanced list of those following you versus 
you following others. Find software to 
automate your tweets. 

9. Use Brainy Quotes on occasion to 
supplement your own tweets. 

10. Increase efficiency by using the Twitter 
phone app to connect and re-post, and 
consider including pictures with some of your 
tweets. 
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8. 
Establish Recognition on Social 
Media 
 

Learning how to use the sites is a wonderful 
beginning. I make a habit of doing my best to remain 
abreast of changes, because they are frequent. When 
articles are sent to my email from trusted sources, I 
take the time to read them. Consulting with peers 
and posting questions regarding the latest and best 
techniques is a consistent habit. Lastly, asking those 
younger than I how they are using the sites provides 
valuable insight. I take the best of what I learn and 
then incorporate it into my daily routine. 

Focusing on the best strategies specific to each 
social media site available is a huge topic. Therefore, 
in this chapter, we will speak of three additional 
popular sites, Facebook, Google+ and LinkedIn. 
Once you are comfortable with these, in addition to 
Twitter, it will be easy to adapt to other sites that are 
of interest to you for further developing your 
business.  

 

❛❛ Entrepreneurship requires a dedication  
to continued learning. 
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Be forewarned: there is no one perfect platform, 
and rules change along the way. Awkward requests 
may arise at any time. How we handle these difficult 
situations may potentially be seen by more people 
than we care to admit. We will first discuss how to 
best handle these delicate moments, in order to have 
an idea of how to move forward with a solid strategy.  

We spoke earlier of qualifying and working with 
the people with whom we feel comfortable as a 
crucial component for finding your perfect clientele. 
Observation is the best teacher. We may quickly 
recognize what to avoid and what to adapt to our 
unique style. Some people choose not to have a 
picture. This decision makes it difficult to know who 
is actually requesting your friendship. When 
considering connecting, this can be a disqualifier. 

Exceptions to rules usually apply. Should you be 
motivated to learn more about the person requesting 
a connection, you might take the time to search for 
that person through a vehicle like Google Search. 
Should the research prove favorable, then by all 
means accept the connection 

Sometimes we experience more awkward moments 
by being asked to recommend someone with whom 
we are not familiar or in alignment. On your own 
profile page, begin a discussion with your friends 
about how they would handle such a situation, 
without mentioning names. This is where awkward 
moments advance into opportunity. Your question, 
turned into a discussion, generates more activity in 
your community. Everyone can learn from the 
consensus of what is expected and what is acceptable. 
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You will also gain a much better idea of how to 
proceed, and this becomes a win for all, because 
those who participate feel as if they are of help. 

Another type of request to consider is when 
someone whom you do not know requests a “like.” 
Take the time to message them and ask to get to 
know one another better before you take that step. 
You just might make an excellent new friend. 

The fact that you are willing to pose the question 
of how to handle these situations allows others to see 
you admit you don’t know everything, but are ready 
to learn. It also demonstrates your integrity and that 
you are to be trusted. Making this type of impact in 
front of thousands of friends will make a significant 
and positive impression of your business and your 
brand. 

 
 

❛❛ Make a mindset shift  
from viewing your audience as “prospects” 

to “prospective friends” in order to experience 

improved results. 

 

Facebook 

OVERVIEW 

Some people believe Facebook is not a place for 
business, that it’s just a site for keeping up with 
family and friends. This appears to be more of the 
trend. But, with so many using the site, you could 
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still develop a significant niche market for your 
business. Simply posting a blog on your page will 
draw interest from your peers and those they know. 

Facebook is all about change. Therefore, it 
becomes increasingly to your advantage to develop a 
community in order to teach and learn together. 
Your page becomes your personal community. 
Develop a lively dialogue to encourage participation. 
Pose questions to your community, answer questions 
too, and encourage postings by others. Look at your 
page daily to respond to comments and further the 
dialogue. Methodically developing your community 
will create a loyal following.  

USAGE 

Facebook has become a great place to post 
pictures, info-graphics and videos. Consider linking 
your Facebook page with your other accounts. As 
you write a blog, include a link to a specific YouTube 
video, or link to other sites where you are active. 
Then post the blog directly onto your  
Facebook page. The included links will increase the 
follower flow in all directions.  

Taking classes to learn the best methods for 
implementing the latest techniques will help grow 
your following. Your active community will want to 
remain abreast of everything new you have to teach, 
as well as offer. As the value is seen in the 
information you provide, loyalty will be yours. 

CONNECTING 

Focus relentlessly on building relationships with 
those who wish to connect. Each time you bring up 
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Facebook, the news feed will appear showing you the 
latest news about people with whom you are 
connected. Quickly scan down to see if there is 
anything you might “like” or comment on. This is 
the social media way of collaborating. When you like 
or comment on the activity of another, you are 
promoting that person to your friends and their 
friends. Accordingly, their friends will see your 
name. Some of their friends will feel motivated to 
find your page and will become your friend as well. 

Once you agree to connect with someone, the next 
step is to wait until the page refreshes, and then send 
a message to your new friend. Welcome them aboard 
to your community. Personally invite them to ask 
you a question, begin a discussion, and post their 
business insights. Thank the person for joining you. 
Your hospitality will encourage dialogue among 
members. Do your best to try to post helpful advice 
once a day. Your goal is to invite people to keep 
returning and responding to what you have to say. As 
they respond, their friends take note and may come 
join you on your Facebook page. 

The next item on the agenda is to look for 
additional potential friends and pages that may be 
complementary to what you have to offer. When you 
do join a group, it’s highly advisable to occasionally 
participate in a discussion. If somebody provides 
advice that you find particularly helpful, post your 
comment and thank the person for the insight. That 
too will also bring attention to you and your brand 

It is the willingness to provide your expertise, 
encourage dialogue and promote others that will 
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serve to build relationships and garner larger 
followings. Both friendships and business will build. 

 

LinkedIn 

CONNECTING 

LinkedIn is known as the professional social media 
site. This service works similarly to Facebook. You 
will begin receiving invitations to connect, both on 
the site and in your email box. However, 
communication on LinkedIn uses a very different 
style. Many of the users have corporate jobs, and are 
under time constraints, so they need to be more 
efficient in their messages.  

It is anticipated you will research people in other 
networks with whom you wish to connect. Two 
methods for connection exist on this platform. The 
first option is a simple connect request enabled by 
LinkedIn. You simply press the “connect” button. The 
second, improved option is to create a tailored 
request linking the other person’s work to yours. 
Whichever option you choose, be advised to keep 
your message brief, and include the person’s name on 
the invitation. And, if you know him or her, a short 
personal note is preferred for accepting the 
invitation. 

PROFILE PAGE 

Your profile page includes a resume of current and 
past work experience. Use catchy titles for different 
positions, and carefully selected keywords to describe 
your experience. This allows people to make a quick 
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determination about whether the connection will be 
appropriate. You will find multiple sections to 
include both your achievements and awards.  

Maintain an up-to-date page, because each update 
is posted for your connections to see. Seeing your 
latest news as it posts encourages people to engage 
with you. These engagements frequently bring 
further opportunity. 

CALENDAR 

LinkedIn allows you to post your updates to their 
community calendar. You can promote your schedule 
for teaching a class, speaking at an event, traveling to 
other cities, or anything new with you and your 
business. By adhering to the idea of keeping your 
audience updated about your news, you will invite 
new opportunities, such as encouraging event 
organizers to book you in a city you are visiting.  

GROUPS 

There are so many social media sites, it would be 
almost impossible to join a group on each one. If you 
receive an invitation and know that you will be 
unable to contribute to the group, thank the 
organizer for the offer and explain why you must 
decline. On occasion, such honest communication 
may create interest on the organizer’s part and lead to 
a valid connection. Develop a guideline to decide 
which space you are in, your time availability, and 
which site and group(s) will be most appropriate for 
you to build connections and attract further 
opportunities.  
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LINKEDIN PULSE 

This section of the site provides you with the 
opportunity to publish your original article with 
potential wide distribution. Researching and 
experimenting with what works best will greatly 
improve your statistics. The share buttons are 
available for your connections to use, as well as a 
comment box to further encourage others to read 
your article. One white paper suggested writing at 
least 800 words and including, at minimum, two 
pictures to increase viewership. 

My first experience of submitting an article saw 
over 400 views. By the third attempt, the number 
surpassed 1,200 views. Colleagues claim their 
numbers have reached into the many thousands.  

 

Google 

PROFILE 

Given that Google is the formidable web search 
giant, it is without a doubt, in your best interest to 
create a profile on this site. Recommendations 
include making this profile interesting, including 
select keywords, and writing copy to encourage 
people to connect with you.  

Google’s purchase of YouTube and partnerships 
with other social media sites such as Twitter, make 
an even stronger case for establishing a Google 
presence. A Google search for your company will 
include a direct link to your Twitter profile page 
featuring your recent tweets. Your SEO ranking will 
increase with these additional interactions, and make 



THE WISH 
 

91 

it easier for others to find you online. The added 
benefit is that these partnerships contribute to your 
power-branding effort discussed in Chapter 6. 

GOOGLE+ CIRCLES 

This site creatively offers multiple circles for 
connecting with people from different areas of your 
life. For example, you may have a separate circle for 
friends, professional connections, and family 
members. Categorize in any manner that best fits 
your purpose.  

By having separate categories, you are more easily 
able to share specific items with a highly targeted 
group. This is in precise alignment with the principle 
of knowing your audience well, and enables you to 
deliver what they are seeking. This site also offers 
sharing in many forms, including photos, video and 
phone applications.  

GOOGLE HANGOUTS 

This aspect of Google is appropriately named, 
because this is exactly what you are able to do, “hang 
out” with those people you wish to get to know 
better. More specifics are provided in the next 
chapter on the topic of video meetings. 

 

Connecting the Sites 

We have highlighted above those platforms 
considered the major social media sites. As new sites 
develop, take the time to determine whether they 
will improve your efficiency with your marketing 
reach. Once you uncover a site that catches your 
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interest, investigate related apps to make the usage 
more time-efficient. 

Your persistence and dedication to working the 
sites while sharing excellent content will make an 
enormous difference not only in growing your 
connections but also in the quality of your 
connections. This is how you are found by the people 
with whom you desire to connect, and are then 
offered better opportunities for advancement. 

It is in your best interest to first learn, one at a 
time, how to use the sites most effectively. You will 
then be well-informed to make a good decision 
about hiring help as needed.  

 



THE WISH 
 

93 

Sales Tips  

1. Welcome people as they connect with you. 
2. Invite friends of your Facebook page to post 

their questions or insights. 
3. Use brief communication on LinkedIn. 
4. Post your upcoming activities on the 

LinkedIn calendar. 
5. Maintain an up-to-date profile on each site 

that you use. 
6. Connect your multimedia platforms.  
7. Promote others to encourage reciprocity. 
8. Your first business profile should be 

established on Google. 
9. Learn social media strategy, implement the 

techniques, and then hire help as required. 
10. Share the best of what you know about your 

profession. 
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9. 
Conduct Professional Online 
Meetings 

 
The first international video meeting I ever 

experienced in 2009 was with peers, and proved to be 
an absolute thrill! We came to know one another 
well and were motivated to find ways in which to 
work together. I quickly came to realize the 
additional benefits of video. The list includes no 
monetary outlay for travel, printing or shipping costs. 
Video meetings simplify all processes and are 
environmentally friendly. 

 

Preparation 

Be the one to take the lead by offering meeting 
invitations with software so the other party may 
easily get the time noted on their calendar. Send a 
reminder of the business appointment the day before. 
It’s a great idea to set an alarm reminding you of the 
appointment, and to arrive a few minutes early. 

Conducting online meetings is similar to 
traditional in-person meetings, in that they both 
follow the same process. Online meetings make 
preparation more important than ever due to their 
fast-paced nature and the clock ticking away, 
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literally, in front of your eyes. You will want to have 
all of your facts up-to-date before you meet, as well 
as an understanding of how your prospective clients’ 
news relates to the services you have to offer.  

Fortunately, in our online world, you automatically 
have a record of why you both agreed to speak live. 
Review previous online communication between the 
participants and you. Determine what you believe 
caught their interest, then give thought to how you 
might expand upon that information.  

As the conversation progresses, listen for the 
opportunity to make appropriate recommendations 
or referrals, and for the potential to partner in some 
fashion. 

 
 

❛❛ If a picture is worth a thousand words,  
video is worth a million words. 

 
 

Video Meetings 

Video requires that others see you smiling, looking 
and sounding energetic, and coming across as 
genuinely wanting to be helpful. These are the key 
ingredients for making the experience enjoyable and 
the recipe for inviting sales. Your viewing audience 
wants to feel welcomed into your world. 

Be advised to check out all meeting options prior 
to going down a particular path, because technology 
changes very quickly. After doing an online search 
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for paid video software services versus free options, 
test several out with a friend. It’s important to 
recognize reliability in the sound and video quality 
versus experiencing frustration with interference 
during a meeting. Having a good-quality 
conversation increases the opportunity of finding 
ways to work together. 

Traditional meetings have us smartly dressed. The 
saying used to be, “Wear attire one level above that of 
your prospective client.” In some situations, clothing 
style is more about being comfortable and fitting in. 
Take note of how other professionals and your 
clientele are attired and then do what is right for you. 
As for my wardrobe, I alternate between a 
professional look and business casual, depending 
upon whom I am about to meet. 

Since you are on camera, there is one additional 
element that deserves serious consideration, as the 
tables have turned. Normally salespeople visit 
clientele at their sites. Now, people are entering your 
office or home office through video. Think about the 
underlying messages you wish to convey to the 
viewer. Have ample lighting and all clutter removed. 
If you use your office as a multi-purpose room, you 
might look into acquiring some type of screen to 
prevent background distraction during your meeting. 

Years ago, I ordered a pop-up stand reflecting my 
Smooth Sale design and logo for my speaker table 
when I delivered keynotes at conferences. Today, 
that pop-up banner is used as my background when I 
record videos or have meetings, to provide a 
professional look. It’s also a reminder that I am a 
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speaker, as that word appears on the bottom of the 
banner.  

 

Video Conferences 

Prior to offering an expensive service, you may find 
a need to meet with several decision makers. Online 
conferences with video technology will enable you to 
have a more meaningful call and establish 
relationships easily. You will be able to discern if the 
verbal, written and facial expressions are in harmony, 
as well as whether everyone is on the same page. 
Differing opinions will become evident, making 
them easier to negotiate and resolve.  

 

Free Video Software 

Skype is a service you may download from the 
Internet. It allows for a worldwide conference call 
and may be set up to stream to your television for 
better viewing. Slide-share, screen share, and  
calls with up to 10 participants are  
included in the service. It offers instant messaging 
and file sharing too. 

Google Hangouts On Air is another online free 
service accessible from the Internet. It does not 
require downloading software, as it resides on the 
Google server. You simply create an account on the 
Google Hangouts website. Up to 10 people are 
allowed to attend a video meeting, and there is the 
ability to combine messaging along with the video. 
Should the need arise, the sophisticated software 
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allows you to view YouTube videos as well as 
presentations, if you are located far apart. This 
becomes a nice alternative for hosting meetings. You 
may download the app onto all of your mobile 
devices, too. 

 

Research Video Technology  

After being a guest on a video show, I later 
remarked that both the video and sound quality were 
outstanding; neither faltered during our 40-minute 
conversation. I inquired as to which service was used. 
It was Zoom.us. 

 
Due to the many options of video meetings and 

their technology, give enough thought to your 
budget, the simplicity involved in hosting a smooth-
running meeting, and the intention of the meeting. 
Casual meetings most likely will do well with free 
services, while professional meetings deserve serious 
budget consideration and a potentially higher-quality 
video experience. 

 
 

Coaching and Training 

Video is an excellent tool for those who coach. As 
clients are put through their paces, you may see 
uncertainty reflected in their facial expressions. Video 
coaching delivers a unique advantage compared to 
traditional coaching over the phone. In this manner, 
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you are empowered to more efficiently help your 
client move forward.  

As I was coaching Sara on a video call, I could see 
her eyebrow raise, and a quizzical look come over her 
face. Yet Sara continued the conversation as if 
nothing had happened. Trained to watch facial 
expressions, I stopped her to ask if she had a 
question. Had this been a traditional coaching call, it 
would have been highly unlikely that her potential 
question would have been detected unless her voice 
faltered. By being able to provide an answer to the 
question that had originally been pushed aside, I was 
able to provide Sara with greater understanding of 
the subject matter being discussed. 

Likewise, training classes become more effective 
with video. Teleconferences and webinars have been 
proven to be less effective because one person does 
most of the talking. After a while, it becomes tedious 
to listen, so attention drifts and less material is 
learned. By using video for training, energy and 
interest are more likely to remain high, and allows 
you to see where to improve your effort.  

These types of meetings are highly effective for 
building a global clientele. It's just as easy nowadays 
to meet with someone in London, for example, as in 
your hometown.  
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Sales Tips 

1. Incorporate invitations to meet, and include 
alarm reminders with an online calendar app. 

2. Review messaging regarding topics of interest 
for a better idea of how to begin the 
conversation. 

3. Research the profiles and work of the people 
involved. 

4. Explore free and fee-based video options for 
meetings. 

5. Provide good lighting, a tidy office, and a 
professional appearance in all aspects. 

6. Lead meetings with questions to learn why 
and where interest exists. 

7. Use video meetings for coaching and 
training. 

8. Watch for changes in facial expressions and 
body language. 

9. Reach out to other parts of the world to 
begin building a global presence. 

10. Research all video options to select the most 
appropriate for your clientele. 
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10. 
Dare to Play On Higher  
Ground to Succeed 
 

I began experimenting with the idea of asking 
people with higher-level experience to connect, and 
“see what happens.” To my delight, executives at 
household-name corporations were willing to 
connect. As these connections slowly materialized, 
requests from their peers materialized, and executives 
from other known companies began to issue 
invitations. Some of these executives even chose to 
re-post my content for their followers to see. 
 

Courage Required for Leading 

During the startup phase, it is typical for 
businesspeople to feel some type of inadequacy. 
From a sales perspective, meetings or partnering are 
not about being equally matched in experience. 
What is important is what we each bring to the table. 
The more experienced people may recognize that you 
possess beneficial knowledge. In other cases, they 
will be happy to assist you. 

Years of experience do not matter as much as 
showing your leadership and thought capabilities by 
sharing what you do know. Be bold. Ask to connect 
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with those people who appear to have a higher level 
of experience or who are associated with 
organizations with creative goals  

On a daily basis, challenge yourself by requesting a 
connection with just one person you believe ranks 
much higher in experience than you. Personalize 
your request by using the person’s first name. Say 
something nice about the work the person does, or 
mention your shared interests, and then ask to 
connect.  

Some may ignore your request, but others will 
accept your invitation. Focus on them. You may be 
on your way to connecting with others in their 
network.  

 
 

❛❛ Courage is the first step to leadership.  
 
 

Imagine the Possibilities 

As you see progress connecting with those who 
play at a higher level, make it a habit to seek them 
out. There are traditional ways to easily develop 
professional equality by following these simple steps: 

 

Research  

The more you know before entering into a 
dialogue (in-person, by phone, or online) and 
understand how to relate what you have learned to 
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your reason for communicating, the greater your 
credibility and likelihood to move forward. 

 

Question 

Upon beginning your conversation, ask what 
caught the person’s attention about your message. 
Allow them to answer in full, in order to develop 
multiple ideas for discussion. As the conversation 
develops, continue with questions to clarify 
everything they are sharing with you. Delve more 
deeply to fully understand what they are trying to 
achieve. You will soon recognize if you may be able 
to help them attain their goals. The answers will 
provide additional reasons as to why you might part 
as friends, or explore ways you might work together, 
now or in the near future. 

 

Confess 

When you say, “I’m not familiar with that, but 
would like to learn more about it…” people will likely 
take you under their wing. Your honest statement 
puts a human face on your business, and shows how 
you may more easily work together.  

 

Offer Help 

Upon recognizing an interest in you and your 
ideas, ask what the other party needs in order to 
move forward, such as, people they would like to 
meet. Following up in an expedient manner, 
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including promised introductions, builds your 
credibility. Seeing that you are willing to put yourself 
out to enlighten a more experienced person places 
you on an equal playing field with him or her.  

 

Persevere 

Over time, personal experience becomes yours. In 
the meantime, those who are more experienced than 
you will have kindly taught you how to advance 
quickly in the learning curve. By following the above 
steps, you will have developed your personal team. 
Best of all, your projects will be infused with new life.  

Looking back, you will realize that, while you 
didn’t have the same level of capability upfront as 
others might, you did have the brilliance to take the 
initiative of bringing the right people together to 
assist you in achieving a better version of your 
original vision. This is brilliance taken to an entirely 
new level. 

 
Teach 

Always remember the people who will follow in 
your footsteps. Use your newfound knowledge from 
having connected with those you hold in high esteem 
to assist those who hold you in high esteem.  

 

Leadership  

Many times businesspeople have a deeply held 
vision but fear presenting it to the world at large 
because of criticism, lack of support from friends, 
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and a difficult learning curve. Fear escalates to, “What 
if I fail? How will I recover?” And this holds most 
people back. Finding the right, supportive team of 
people is essential for boosting your business, no 
matter how big or small it may be.  

 

 

❛❛ After years of hearing, ‘You Can’t!’, 
think about this question, “Why Can’t I?” 

THREE PRINCIPLES TO INCREASE YOUR SUCCESS 

• Your idea stems from true need and creative 
thought.  

• Your idea may improve how we work or live.  
• You possess a dedicated willingness to 

overcome obstacles.  

BEGIN WITH THE END IN MIND 

• Why will your creation encourage repeat 
business, referrals and testimonials?  

• You have a vision of a need for your product 
or service, but what will actually motivate the 
public to buy into your idea and help 
promote you?  

• Incorporate your answers into your plan of 
action.  
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A Start-Up That Has Sales As A Goal 

Think about the best way to uniquely deliver what 
you wish to create, with multiple perspectives. As 
you get closer to launch, if your product or service is 
of a technological nature, you might develop a beta 
test for your peers. If it is more basic, provide 
samples. And then, brace yourself before asking for 
feedback.  

Only a small percentage of the population is 
comprised of forward thinkers. On the other hand, 
with a positive mindset in place, you will find the 
negative feedback directed at you provides 
outstanding perspective too.  

Prior to discarding any negative remarks, examine 
the commentary from all angles. A detail might be 
missed. This heads-up provides you with the 
opportunity to implement the change upfront instead 
of launching your business with a costly error. A 
new, innovative perspective will help you reach an 
even wider audience.  

Should the commentary appear to be based on the 
provider’s lack of in-depth knowledge, or on the 
provider's own fears, that may create a new idea 
about how to present your prototype differently. The 
better able you are to articulate your product and 
service to a wide range of audiences, the better 
positioned you will be to increase demand for your 
product and services. Should your desire be to get 
funding, having multiple audiences already interested 
and ready to purchase will increase interest from an 
investing company. A word of caution: After 
examining all the feedback, whether good or bad, go 
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with what you believe is right, without second-
guessing yourself.  

 

Lead 

However you personally define the leader within 
you, allow it to emerge loud and clear. The freedom 
and the reward from expressing your beliefs are 
unparalleled.  
 

Motivation in Business  

• Are you serving the needs of others, and do 
you personally care about the difference you 
might make in their lives?  

• Are you willing to do what it takes to pursue 
what you believe, in order to make a 
difference in your business?  

 
When we allow ourselves the freedom to try what 

we believe will work, opportunity and true reward 
come our way. Let the quiet leader in you make your 
debut in the world. Take the public stage, and be 
seen as that leader.  
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Sales Tips 

1. Recognize your talent and imagine 
possibilities. 

2. Connect with and learn from the more 
experienced. 

3. Admit what you do not know in order to 
learn more quickly. 

4. Research the work people do prior to the 
meeting. 

5. Listen to multiple perspectives to gain greater 
insight. 

6. Always offer introductions and quickly follow 
through. 

7. Accept that not everyone will embrace your 
ideas. 

8. Stop second-guessing yourself. 
9. Ask for feedback, brace yourself, and 

implement the better suggestions. 
10. Become the motivated leader.  
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11. 
Time Management Strategy  
Boosts Accomplishment 
 

Concentrated effort on time efficiencies in the 
corporate world had me achieving more than my 
peers. But when I first began networking as an 
entrepreneur, the experience was tenuous at best. 
Not only could doubt be seen in the facial 
expressions of those I met, but to my dismay, the 
doubt was expressed out loud. 

Months later, at a follow-up event, those who 
originally forecast my worst possible outcome, 
exclaimed, “You are advancing your business at 
lightning speed!” That pronouncement was always 
followed by the question, “How are you doing it?” 

Giving much thought to how I work and the 
results I achieved according to others, extraordinarily 
quickly, I recorded the steps for others to use. The 
process became known as my Laser Goal-Setting 
System. 
 
Official Business 

You have a business sitting behind the processes of 
socializing and branding. For solo entrepreneurs, it is 
particularly difficult to manage time and money and 
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get everything done efficiently. The strategies laid 
out below will save you many hours of wasted time 
through the use of laser goal-setting. The second 
part of the system provides tracking options for you 
to recognize what might need to be revised and what 
is working well. 

The way in which the goal-setting system works is 
to first revisit why you are in business and what you 
wish to ultimately accomplish. From there, you will 
read how to establish large projects, small projects, 
and then focus on the daily tasks for getting 
everything accomplished in much less time. Lastly, 
you will learn about goal accelerators for boosting 
business achievements. 

 

Laser Goal-Setting— 
Your Shortcut to Success 

Describe your vision for how you want your business to 
ultimately be. 
Frequently return to your ultimate vision so it is not 
lost. By keeping it at the forefront of your mind, 
motivation to keep going remains strong. 

Write a mission statement on how you help your clientele. 

The way in which you help your clientele is the 
differentiator between you and everyone else in your 
field. By focusing on this statement, it becomes easy 
to adapt to all types of communication, and 
prospective clients more quickly recognize why they 
should seriously consider doing business with you. 
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Set a 12-month s-t-r-e-t-c-h goal. 
The stretch goal refers to a project that you believe 
will actually take approximately 15 months to 
complete. By following all of the instruction, you will 
actually be able to attain it in a year or less. 

Establish two quarterly projects relating to your 12-
month stretch goal. 
Because our society is continually changing, it is best 
to put your energy into two quarterly projects 
spanning six months, directed toward your stretch 
goal. 

Plan three monthly projects at a time to achieve each 
quarterly project. 
Breaking the larger projects down into more 
manageable pieces improves focus and time 
efficiency. 

List top weekly projects for the following week. 
At the end of each work week, business is fresh on 
your mind. Take a few minutes to review what needs 
to be completed the following week. Interruptions 
frequently happen, but by prioritizing a list of the 
must-get-done tasks, you will be more likely to see 
them completed. 

Write your daily projects the night before. 
As each workday concludes, you know precisely what 
needs to be as the center of your focus the next day. 
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List these projects before turning off the computer.  

Create A Safety Net 
One additional and important step is to have a safety 
net for the daily and weekly projects. Due to those 
time-consuming interruptions, commit to finishing 
your tasks one evening or weekend day until 
everything written on your list is completed. 
Otherwise, pushing one task off becomes a habit 
until getting it all done seems impossible, and that 
leads you down the track of thinking you might quit.  
 

Using these guidelines will keep you from seeing 
your progress interrupted. Instead, you will quickly 
realize accomplishments that further increase the 
motivation to continue to persevere.  

Impatience is sometimes a virtue, particularly 
when it comes to accomplishing set goals. Therefore, 
once you have transformed these steps into 
entrepreneurial habits, you are then ready for goal 
accelerators. 

 

Laser Goal-Setting ‘Accelerators’ 
In the early years of my entrepreneurship, I was a 

vendor at a number of conferences and events. It was 
an eye-opener that many new businesspeople would 
rather purchase luxury items such as jewelry rather 
than spend money on training. They only lasted in 
business for a short time.  
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Scrutinize your expenditures 
Remaining in business is not ordinarily listed as a 
goal, but is at the core of our effort. Accordingly, 
categorize your expenditures as “must,” “next project” 
and “would be nice.” Prioritize the next project and 
would be nice categories as time and technology move 
forward. 

Prioritize tasks  

List your biggest moneymaking activity first and as it 
relates to your ultimate vision.  
Given that you are in business to help others as well 
as to make money, this step is vital for your 
continued success. Concentrating on this factor will 
keep you from spending valuable time on busywork 
and non-essentials. Ignoring this step is the downfall 
of many new entrepreneurs.  

Business Vitamins 
Commit to two daily tasks that relate to your 12-
month s-t-r-e-t-c-h goal. 
These are referred to as your daily business vitamins. 
Unless individuals have this in place, they trick 
themselves into believing there is plenty of time to 
get the project done and they don’t need to be 
bothered ahead of time. But in reality, they find 
themselves scrambling to finish. This prevents doing 
as thorough a job as one should, or it simply never 
gets done. In either case, the outcome is not stellar. 
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Your daily business vitamins provide the added 
energy to keep you quickly moving forward. 
 

Six-Month Review 
Every six months, hold a meeting to review what 
worked best. Should you be a solo entrepreneur, you 
are encouraged to hold an official meeting with 
yourself bi-annually. Assess everything you 
attempted during that time period.  
Not everything works out as expected. Remember, as 
long as you learn from the lesson, there is no failure. 
It is simply marketing research that reveals what does 
and does not work. Toss out the activity that did not 
turn out well and replace it with another idea that 
may work better.  
Your more successful endeavors should be noted and 
celebrated. Likewise, develop a plan to expand upon 
the successful routes that have led into new and 
improved venues. By continually reviewing and 
refining, you will be well on your way to a successful 
business model. 

 
 

❛❛ Leading open discussions  
improves morale and results. 
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Team Meetings 

Once you hire virtual assistants or have an official 
team on board, establish bi-annual meetings with 
everyone in attendance. Encourage open discussion 
among team members to share how they view past 
efforts. Listen carefully to difficulties or downfalls. 
Ask what the team sees as the solution, as well as 
new ideas to incorporate. After everyone contributes, 
reach a collaborative conclusion for the next best 
steps. By including collective thought, you have a far 
better chance of having a strong team behind you 
contributing to your business growth. 

 
Results 

The end result of following the above laser goal-
setting system and implementing the accelerators? 
You will be likely to achieve your 12-month s-t-r-e-
t-c-h goal in 9-12 months. 

  
Keep Up the Momentum 

Goal achievement itself may be a roller coaster 
ride. Acknowledge exactly what you expect to obtain 
from having achieved specified goals. As you see 
achievement on the horizon, begin plotting out new, 
far-reaching goals. The motivation is in knowing you 
are moving past what you initially viewed as the 
ultimate achievement, and that encourages 
perseverance to keep the momentum going. 
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Years ago, upon the excitement of potentially 
getting my first book published, I focused exclusively 
on that event. The goal was met when I was 
presented with a publishing agreement. But then my 
advocate told me that an all-encompassing 
marketing plan was required. I was devastated, as I 
was not familiar with marketing and did not know 
where to begin. It would have been so easy to quit. 
But instead, I chose to ask experienced marketers 
what to do next. I studied and implemented 
marketing strategy non-stop. Perseverance saved the 
day.  

I learned a lesson—to set a future trail of 
milestones to pursue for the current endeavor. In this 
way, the motivation to advance never fades away, as I 
will always have an eye to future accomplishment. 

 

Success Habits  

We previously spoke of habits that may make or 
break what you have set out to accomplish. Before 
we progress to tracking, let’s take a look at the habits 
of successful businesspeople. These habits are 
applicable to every aspect of business, including 
relationships and sales. 

 
Communicate with Clarity 

If you omit instructions and forget to ask for 
questions, potential clients will misinterpret your 
meaning almost every time. In fact, lack of clarity 
may well kill your chances for building business 
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contacts. Use clarity in everything, including 
meetings, correspondence and proposals. This also 
holds true for your online efforts: email, articles, 
videos or posts. The ultimate strategies are to follow 
up by asking, "Do you have any questions?" and then to 
give understandable answers.  

 

Monthly Record 

To keep communication flowing naturally, 
maintain a monthly sheet featuring a bulleted list of 
the following: “Accomplishments,” “Projects To Be 
Continued,” and “Projects To Be Tweaked Or 
Eliminated,” 

Compiling these monthly sheets provides many 
benefits. First, you have a record of your journey. It’s 
motivating to read where you began and where you 
are at any given point in time. By reviewing these 
one-page sheets, you have a confirmation for what 
works best and what needs to be discarded.  

These sheets should be used in meetings for 
discussion and training purposes. Only when your 
partners or employees buy into what you believe 
works best do they understand the “why.” The proof 
promotes a higher likelihood that those working 
with you will adopt your policies as their own and so 
perform to your expectations. 

Upon your analytical review of your 
documentation, you will be more likely to gain 
perspective on and ideas for developing products and 
services complementary to what is already working 
well. The process increases your success rate for new 
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projects, and enhances what you already have in 
place. 

 
Set Expectations  

When speaking with prospective clients, state the 
processes involved, what they may expect of you, and 
the best way to begin enlisting your services. Provide 
a timeline for each step. Last of all, make it easy for 
others to work with you. 

 

Ask for Feedback 

A smart technique to improve what you have in 
place is to ask for feedback about how the experience 
of working with you has been. This may apply to 
employees, virtual assistants, suppliers, and clientele. 
While it is true that complaints are never pleasant, 
when we brace ourselves to listen, much may be 
learned. In fact, some feedback may provide an “a-
ha” moment to fast-track what is already in place. 
 

Track Results 

By tracking and analyzing results, you will have 
first-hand knowledge of what works best, and expert 
direction toward improved results. Your best game 
plan is to combine both the techniques of using 
analytics, for past results, and the sensory part of your 
brain, to measure where you are now. You will be far 
more likely to have an accurate picture. When 
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everything measures up to your satisfaction, your 
odds for being successful will increase dramatically.  

GOOGLE ANALYTICS 

According to Wikipedia, Google Analytics' 
approach is to show high-level, dashboard-type data 
for the casual user, and more in-depth data further 
into the report set. Google Analytics analysis can 
identify poorly performing pages with techniques 
such as funnel visualization, how long visitors stayed 
on your site, and their geographical position. It also 
provides more advanced features, including custom 
visitor segmentation.  

Installing Google Analytics on your website 
provides you with reports for every segment of your 
website and blog. For example, you will find the 
number of visitors received per day; the percentage of 
new versus returning visitors; average time per visitor 
spent on the site; popularity of each page; bounce 
rate (page to page); a chart indicating progression of 
pages visited; as well as countries represented and 
languages spoken. 

These statistics at a glance provide you with 
information on what is working best and where to 
concentrate your effort. The system itself is free of 
charge; however, you may wish to hire someone to 
install the software for you. 

GOOGLE SEARCH 

As you begin to implement more of the marketing 
and branding strategies outlined in previous chapters, 
get a starting point for Google Search, and then 
monitor from here on out to know how you are 
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performing. When you type a name into the search 
box of Google.com, a search takes place and within a 
second or less, on the top middle of the page will be 
numbers displaying the “hits” or results that search 
request received. This is a great way to monitor your 
business.  

Try typing in your name, company name, blog 
site, book titles, and anything else you can think of 
that should be monitored. Keep a watchful eye on 
these to know what works best. Should your 
numbers drop, tweak what is in place or try a new 
strategy to increase your presence.  

ALEXA.COM 

Alexa is complementary to Google Analytics. It is 
a subsidiary of Amazon and provides statistics on 
how your website competitively performs. You will 
learn how your website rates in traffic, for your 
country as well as for the entire world. These 
numbers frequently fluctuate. By checking regularly, 
particularly when you add a new marketing effort, 
you will quickly know the effect it may have on the 
popularity of your business.  

TWITTER COUNTER 

You may register to have twitter stats emailed to 
you on a weekly basis. Twitter Counter provides your 
number of current followers, growth that took place 
the past week, and the predicted number of followers 
for the coming week. A quick look at the graph and 
you will automatically know whether everything you 
are doing is on track for continued growth, or if you 
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need to pay close attention to getting back to basics 
to be headed in the right direction.  

Upon registering, Twitter Counter will also send 
you their blog, and advice tips on how to improve 
your Twitter usage strategy. As with most services, 
there is a menu of services to choose from, beginning 
with a simple service at no cost and graduating to 
more complex services that include a monetary 
commitment. One program offered receives stats and 
recommendations on every tweet. At first glance, this 
sounds as if it would be too much information to 
handle. However, by quickly glancing at the 
numbers, you will instantly be informed of the 
precise information that attracts your followers.  
 
 

Marketing.grader.com Powered by  
HubSpot 

On this site, you will be graded on how influential 
you have become on Twitter and social media in 
general. While the service is updated regularly, 
checklists include mobile marketing, lead generation, 
SEO, blogging, and social media effectiveness. 
 

Kred 

Kred is a score and a platform that helps you 
measure and grow your influence online. Use Kred to 
create likeable content, and reciprocation will bring 
other influencers into your corner.  

The Kred Platform tracks your activity across the 
social media platforms to calculate two scores: 
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Influence and Outreach. As a solo entrepreneur, you 
want to know what works best and where to 
improve. Kred is particularly helpful to analyze where 
your focus should fall in order to best expand your 
influence! Join the Kred Movement to expand your 
connections and learn from other users. 
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Sales Tips 

1. Implement laser goal-setting strategy. 
2. Keep your eye on the larger vision. 
3. Implement success habits. 
4. Track all your efforts. 
5. Commit to six-month business reviews. 
6. Focus on what is working best. 
7. Train employees on the “what” and “why” 

certain techniques work best to maintain 
high morale and excellence in customer 
service. 

8. Ask for feedback and listen well. 
9. Use social media sites dedicated to 

monitoring interactions. 
10. Instill daily business vitamins to maintain 

business vitality. 
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12. 
Community Purpose Creates 
Change 
 

My first experience in the corporate sales arena 
was being on a sales team with highly egotistical 
salespeople. At the end of each day, they would enter 
the office laughing and slapping one another on the 
back to brag about how they were each going to 
make the biggest sale with the highest profit. You 
could almost see dollar signs floating before their 
eyes. Two of the more competitive sales reps went so 
far as to brag about “ripping off” the client. 

The fact of the matter is, they really didn’t know 
how to sell well. Most likely that was because of their 
intent, those dollar signs that flashed in front of their 
prospective clientele. 

 

Facts First 

Throughout the book, we speak of maintaining 
your bigger vision as you undertake new projects and 
make new connections. A large part of making your 
vision come true is dependent upon interaction with 
your prospective clientele. In all of your 
communication, what comes across first to the 
seasoned professional is your level of sincerity.  
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The next three qualifiers of your communication 
are whether you are truly working to help others, 
whether the information you are sharing will be 
beneficial, or if you are simply there just to grab their 
money and run. The better model is for your 
followers to recognize the benefit of your 
communications. They will then share your news and 
your activities with everyone they know. 

 

 ❛❛ The ultimate business development goal  
is to convert your audience and clientele 

into your voluntary salesforce. 
 

 
Aligning yourself with this goal means putting 

into action the popular expression, “content is King.” 
This refers to freely sharing information that your 
prospective clientele needs, wants and desires. By 
sharing excellent content, you will automatically pre-
qualify your prospective clientele. Instead of you 
pursuing your audience, they will actively seek you 
out by following you. Those truly interested will 
engage you in further communication; some will 
present offers of opportunity, provide recognition, or 
inquire about your services.  

By adding excellence in customer service to the 
mix, your clientele will provide you with referrals and 
testimonials as well as highly favorable postings 
online that further build your reputation. This action 
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will let you know that you are truly turning your 
clientele into your salesforce.  
 

Develop Community 

Today it is easier than ever to develop community 
by using the social media platforms. As connections 
are made, invite questions about your expertise, and 
answer them in a timely manner. Pose questions to 
your community, including how they might handle 
challenges you are facing. Putting a human face on 
business builds additional trust.  

When you recognize that someone from your 
community has posted valuable information 
themselves, share it everywhere. On occasion, people 
in your community may post fun, interesting or 
unusual pictures. Make it a practice to comment on 
those that catch your attention. “Like” the ones that 
you appreciate. At the start and at the end of each 
workday, quickly scan postings from your 
community in order to show your support. Active 
participation with your community helps build 
interest in you and your business. 

Developing community may also refer to gathering 
your peers to support a cause. Take time to consider 
the types of groups that may benefit from your 
expertise. Donate 15 percent of your time to 
community service by sharing what you know with 
those in need. Donations are easy, but when you give 
of yourself and allow others to personally connect 
with you, that makes all the difference. You 
positively affect the lives of others, and in so doing, 
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you may motivate and inspire those people to have a 
better day. An even bigger impact may be made by 
encouraging others to participate in helping 
communities with you.  

 

Thoughtful Leadership 

Thoughtful leadership is the act of helping those 
who are following in your footsteps, and who can 
benefit from your expertise through community 
service. When we think of a traditional leader, we 
envision a confident, courageous and dogmatic type 
of individual. Everything they do seems to work, so 
they advocate that everyone mirror their activities 
and then boast of their achievements.  

Thoughtful leaders behave differently. Particularly 
with the popularity of social media, it’s very easy to 
state your insights and draw people in to what you 
do. Quiet leadership works best, and in fact, takes 
communication to a new level. 

 
Become the Leader 

When you put into practice helping others, you 
help society. And when many people put this 
practice into place, we can effect societal change. 
With the advent of social media and the ability to 
reach millions, change is very possible and very real. 

A number of entrepreneurs I know helped 
communities around them as they began to build 
their businesses. The result was that together, they 
found far greater success than they would have found 
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alone. In the eyes of their communities, they are the 
leaders.  

Serving communities and teaching others is one of 
the best branding activities to be incorporated into 
your business plan. The goodwill reward is seeing 
your business spiral upward. And you will have 
thoughtfully put yourself in the leadership role.  

You have become familiar with the sales expression 
“qualify your best matches.” Networking terminology 
speaks to finding “like-minded” people. As you 
concentrate on a path, such as community service, 
others similarly minded will seek you out.  

The service or teaching that you offer will have 
strong value and address a specific need. It should be 
consistent with your business and not just a random 
act. What do you currently do that others wish to 
know about? For example, 

Job interviews follow the sales cycle. For years, my 
community service work was teaching job seekers 
how to sell themselves on interviews to get hired. 
The biggest reward was receiving many thank-you 
notes from group leaders and individuals I helped 
stating that their most desired job was secured due to 
my teaching. Not only did the notes confirm my 
information was of value, but it was also highly 
rewarding to know I was of help to others.  

After the big stock market crash in the U.S., I 
recognized it was time to write the book. If I had not 
first donated my time, I would never have realized 
the additional help I could provide. 

Secondly, it would never have occurred to me to 
have the information published. The community 
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service experience directly brought about publication 
of my second book, HIRED! 

Think back to what you wished you already knew 
upon starting your business. Most likely, this is what 
others now wish they already knew. Networking 
groups for entrepreneurial startups are always on the 
lookout for new speakers and people to host breakout 
sessions. Providing advice, answering questions, and 
giving assurances to those new in their endeavors are 
all highly valued and appreciated. 

 

Networking in the Community 

• Are you volunteering your time to a group?  
• Are you providing answers to questions asked 

among online groups?  
• Which organization may benefit most from 

your expertise? 
 

Research options for giving back, such as 
providing classes through the Small Business 
Development Center, junior colleges in your area, 
and networking groups whose attendees may benefit 
from your instruction. Non-profits and other 
organizations may also see merit in working with you 
to benefit their clientele. Giving each of these a try to 
see where the best match may be leads to real 
possibilities for finding new partnerships. 

 



ELINOR STUTZ 

130 

Sales Tips 

1. Work to turn your clientele into your 
salesforce. 

2. “Content is king” applies to all forms of 
communication. 

3. Create community wherever you are. 
4. Donate 15 percent of your time to 

community service. 
5. Research organizations to volunteer your 

expertise. 
6. Step into the leadership spotlight by helping 

others.  
7. Freely advise, answer questions, and provide 

assurance to those who are new to business. 
8. Provide value-driven classes through the 

better-matched organizations. 
9. Incorporating community service into your 

business plan brings rewards to many.  
10. Be open to new ideas for partnering and 

projects in which to participate. 
 



THE WISH 
 

131 

 
PART III 

 

How to Fuel Sales 
 

Success Strategies and Quotes by Elinor Stutz 

 
 
❛❛ 

Speak your truth and truth will follow, 

as you remain in integrity. 

Establish value-driven fees for services. 

Have legal counsel review documents before signing. 

Monitor finances, legal, and sales to reach your ideal. 

Protect your company from litigation with 

possible incorporation. 

Be discerning of all expenditures; focus initially  

on the necessities. 
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Research effective and least costly methods for  

accepting payment. 

Negotiation works best as a collaboration where everyone 

sees a win. 

Attend seminars to learn about smart investing and  

protection of income. 

Revisit how you developed your personal brand prior to 

accepting “deals.” 

Creative thought carries society forward. 
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13. 
Due Diligence Regarding Money 
Matters Increases Odds for 
Success 

 
Our treatment of money affects not only business 

but also all areas of our lives. Business is based upon 
the ideal of making money in order to put food on 
the table and enhance our quality of life. 
Accordingly, this chapter begins with a story of an 
extreme loss and the common factor leading to this 
disaster. It is followed by a variety of topics 
pertaining to money management. 

Financial advisors representing a company invited 
me to one of their private networking events. Always 
happy to learn insights about money management, I 
attended. But this gathering turned out to be highly 
unusual. Each advisor stood up to speak of how they 
had lost millions of dollars early in their previous 
entrepreneurial lives.  

Most admitted the loss was due to allowing their 
ego to enter the picture, instead of rigorously 
reviewing every investment and partnership. They 
each lost everything, and had to begin building a 
financial foundation all over again. Speaking about 
their personal stories reemphasized for everyone in 
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the room the importance of analytically monitoring 
all business transactions. 

Many lessons of what not to do stem from 
monetary consideration. On a very serious note, your 
financial activity is being closely monitored by your 
clientele, bookkeeper, accountant, and possibly the 
IRS. Ultimately, should a particular situation ever 
become ugly, all of the facts will be presented to a 
judge and jury.  

 

Lessons 

As your global business is being built, the need to 
pay bills may play havoc with your sound judgment. 
This makes it imperative to have serious 
conversations with those you choose to connect and 
partner with, particularly to make certain you hold 
the same standard of ethics that they do before 
moving forward. Anything that sounds doubtful 
should be brought into the light and openly 
discussed.  

  
Personal 

Sometimes it is uncertain about how to move 
forward. The best answer is to listen to and use your 
intuition. Decline all opportunities that result in a 
big question mark in your mind. You will know 
when that is because of your sleepless nights.  

 
 
 



THE WISH 
 

135 

Economy 

Remain on top of the business news every day. Be 
aware of multiple market activities, including stocks, 
bonds, energy, metals, real estate and international 
currencies. These are indicators of how the economy 
is doing worldwide. By monitoring the markets, you 
will have a better idea of when to be more 
conservative to protect your finances.  

The benefit to understanding the markets and 
being current is that you will then be better prepared 
to make an intelligent decision about whether or not 
to move forward with a new idea. Entrepreneurs 
inexperienced in business often make very costly 
decisions because they only see the positive side of 
events but do not understand how the economy is 
affecting their intended clientele. Leaving ego and 
emotion aside, the facts should be the basis for the 
final decision. 

 
Added Responsibility  

Companies that have employees or need to 
warehouse and ship product will do well to follow a 
more conservative approach, as others are dependent 
upon them. To fully comprehend potential 
consequences, take a moment to consider that you 
have people dependent upon you. If for any reason 
you were to extend your finances, in an economy that 
turns downward both suppliers and clients might 
easily crush you in the middle.  
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This topic came to light as I met a few 
entrepreneurs who built multi-million dollar 
businesses. The idea of a thriving business like this 
sounded phenomenal until I learned the reasons for 
their sleepless nights. Their millions of dollars were 
only on paper. The majority of their money was tied 
up in juggling the purchase of supplies, warehousing, 
and shipping. During those months when 
purchasing declined, the business owners struggled 
to meet payroll. Doing right by their employees 
became such a huge weight on their shoulders that 
their situation was anything but enviable. 

 
Handling Requests 

As you become known online, you will receive 
many requests, as well as opportunities for building 
your business outward. No matter which experience 
you are undertaking at the moment, at the heart of 
all business is how you handle money and the 
conversations surrounding money.  

Should the opportunity be presented that involves 
a monetary investment, begin with an online 
approach to schedule time to talk live. In order to 
pick up on the maximum cues, no matter on which 
side of the conversation you may be, suggest a video 
meeting. Prior to the meeting, get a sense of the 
details to be discussed and research the matters ahead 
of time in order to be prepared and confident enough 
to ask the hard questions. 
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Be Upfront 

Money and the conversation surrounding it 
becomes difficult for many people in all types of 
businesses. Consultants, likewise, dance around the 
subject of money. They fear announcing their service 
fees. Instead, they are hopeful that the interested 
party will feel guilty about engaging them in a 
lengthy conversation that used up their valuable time. 
Accordingly, they believe that the party will 
automatically sign up for the service they present. 
Wrong! 

The reality of this scenario is that the prospect has 
no idea whether to become a client or not. An astute 
prospect will ponder why the subject matter is being 
avoided. Two obvious thoughts come to mind. First, 
the client-to-be begins to believe the avoidance is 
due to the fees being beyond what is reasonable. This 
is an assumption that may or may not be true. The 
second negative thought is that the presenter is 
doubtful about his own capabilities and is therefore 
uncomfortable asking for money. Either line of 
thinking holds the potential for killing the sale. 

 

Step to the Other Side 

On the other side of the table, should you be the 
prospective client, and recognize that the money 
subject is being avoided, stop the conversation to ask 
for the fees involved. The presenting person may feel 
uncomfortable, but you have a need to know. And 
then remember that experience the next time you are 
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the one selling services. Time is a precious 
commodity, and it should not be wasted.  

Taking this a step further, should you be the one 
who is uncomfortable asking for money, begin 
practicing negotiation as the purchasing party. The 
reasoning is two-fold. First, since most people are far 
more comfortable purchasing, it will be somewhat 
easier to negotiate in this frame of mind. Second, 
observe how the seller handles the request. Adapt the 
best of what you learn to your style. Perfecting both 
sides of the conversation will enhance your 
effectiveness in negotiating. 

I was asked to be a guest on a radio show, to which 
I agreed. Our introduction began on the right 
footing. The station is proud of its many listeners, 
with people clamoring to be interviewed, so my spot 
was short and sweet. At the end of the interview, I 
was told that the producer of the show would be 
calling me. Intuitively, I knew that it would be a sales 
call. Sure enough, two hours later, the call came 
through. 

We exchanged a few nice words, but then the sales 
process began. It certainly wasn't a good beginning, 
not even close. All I heard was talking and selling. At 
long last, he asked a question. Would I partake in a 
show opportunity by becoming a host myself? It 
would cost a mere $6,000. My reply was, “No, thank 
you!”  

The alarming part was that I provided an objection 
with a reasonable answer, but he completely ignored 
me. To my astonishment, by saying "no" to the many 
more options that followed, the price plummeted to 



THE WISH 
 

139 

$1,000. The conversation became an effortless 
negotiation (simply saying “no”) that reduced the 
price by 84 percent—and all in less than five 
minutes!  

The way in which the producer chose to end the 
call was the worst part of the entire episode. The last 
thing I heard was him ferociously slamming down 
the phone. 

MORAL OF THE STORY 

This could all have been turned around to a 
positive conclusion. Upon hearing my original reply 
that next year would be a better time for the 
conversation, a new question should have been asked, 
such as, “Which date will be best for you, and what time 
would you like me to call?” I would have been obligated 
to provide an answer. At that point, the smart 
salesperson would conclude with, “I look forward to 
continuing the conversation, and in the meantime, enjoy 
the holiday season.”  

 

Negotiate with Ease 

Asking questions on both sides of the table is a 
gentler way to move into the negotiation phase of 
your meeting. A soft voice and an inquiring mind 
make the process easier. Done well, the negotiation 
will appear effortless. The one factor that drives 
success in negotiation is to leave all emotion at the 
door. If you sound desperate to sell, as in the story 
above, you will lose money; if you are too anxious to 
purchase, you will be paying too high a price. The 
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wise approach is to appear calm and under no 
constraints. The bigger picture is to analyze all of the 
facts. 

Should you perceive the amount requested as 
being too high, but have a creative idea to reach a 
palatable amount, suggest it. Further dialogue will 
take place. Should the new idea not be embraced, 
nothing is lost. However, if the idea is accepted, then 
you will have made a nice gain. 

The negotiation and sale are not about one side 
winning. Instead, they are about all parties believing 
they have gained something and will be better off by 
working together. The experience should be viewed 
as a collaborative effort for achieving the best of all 
outcomes, known as a win-win. 

Your money conversation is not over, but in its 
infancy. The seller’s job is to be certain the value 
stated is delivered and that the client is very happy 
with the service. And it is the client’s duty to be 
certain the service lives up to its promises and is 
worthy of more considerations. 
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Negotiate the Larger Win 

Excellent lessons from the news may be learned by 
paying attention to the errors of large corporations 
and government agencies, who miscalculate priorities 
and choices. Recognizing their errors and taking the 
time to analyze what we should do, and what we 
should avoid in our own business will keep us on top 
of our game.  

 
 

❛❛ Focus on ‘we’ 
and on the larger outcome to benefit all. 

 
At one point, the San Francisco BART Union and 

their employees continually failed to find a solution 
at the bargaining table. One of the country’s most 
respected mediators, George Cohen, Director of the 
Federal Mediation and Conciliation Service, was 
flown into San Francisco to negotiate a settlement 
for the Transit Authority. He was unable to succeed.  

Each side was focused on their own needs, but no 
thought was being given to what was best for the 
greater good, that of society.  

As each side remained stuck on their singular 
viewpoint, society lost. Did people on strike and 
employers consider how their lack of fortitude to 
solve the problem might affect many thousands of 
people? Did anyone contemplate the liability of the 
fumes produced by automobiles stalled in traffic on 
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the freeways and bridges, that the entire population 
was forced to breathe? 

Eventually settlement terms were reached, but the 
stalemate inconvenienced thousands of people for a 
much longer period of time than was necessary. 

Improved negotiations for any organization will 
only take place when everyone is willing to look deep 
inside, find their own truth, and be willing to take 
responsibility on a higher level. Respect for the 
people they serve should be among the top 
considerations. Working relentlessly for the greater 
good is far more likely to find an agreement than 
focusing solely on one's own goals. 

 

Further Lessons Observed 

Never count on one major client. During the next 
downturn, they may be badly affected, to the point of 
having to close, thereby harming you in the process. 
Devote a small portion of each day to prospecting for 
new clients and connecting with those in your online 
networks. 

 

Sound Structure 

On a larger scale, working to establish a worldwide 
organization requires structure, competencies among 
Board members, and a sound code of ethics. Most 
importantly, it requires a financial structure with 
formal reporting and tracking. For larger companies, 
a sound financial structure is critical. Entrepreneurs 
and startups sometimes avoid the serious component 
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of financial structure by throwing money at the latest 
idea. Since fewer people and money are in the mix, 
the consequences aren’t nearly as great. Even so, as 
the clientele sees essential elements of business 
missing, they soon depart, which creates a downward 
spiral for the company. 

 

Accepting Money 

When you are attempting to sell to multiple 
audiences, you will need to have multiple ways for 
receiving payment. If you don’t accommodate other 
venues, you will lose potential clients. Research the 
receipt of standard checks, online banking checks, 
Square, and PayPal, plus credit card options. 
Focusing on one payment system will eliminate 
clients due to your inability to satisfy their payment 
criteria. 

I saw great value in a monthly service and was 
about ready to register, then asked, “Do you take 
PayPal?” The answer was, “No, we only use one 
system.”  

Their system happened to be cumbersome for me 
to put in place, plus it would have been an additional 
expense. Regrettably, I walked away. A year later, 
checking for the company online, I recognized that 
they were out of business. Instead of adhering to the 
motto “make it easy to do business with you,” they did 
the opposite. Consequently, they did not last very 
long. 
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Sales Tips 

1. Sound decisions sometimes rely on hard facts 
as well as intuition. 

2. Monitor all financial activities to maintain a 
strong bottom line. 

3. Read the business news every day to apply to 
monetary considerations. 

4. Become comfortable announcing fees and 
selling your value-add. 

5. Practice negotiating as a buyer in order to 
improve negotiation skills as a seller.  

6. Observe errors of large companies and 
government agencies through their failed 
negotiations. 

7. Negotiation requires losing the “me” 
syndrome, while seriously looking at the 
bigger picture. 

8. Investigate a variety of payment options to 
offer your clientele. 

9. Monitor all financial activity, including 
lowering debt and interest rates. 

10. Devote a small portion of time daily to 
prospect for new clients and connections. 
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14. 
Startups Fuel Sales to Attract 
Funding 

 
Maria asked to interview me, and the time turned 

out to be extremely well spent. The conversation was 
lively and fun, and so we agreed to connect online. 
Over time, we have become friends and colleagues. It 
is apparent that Maria has implemented almost 
everything suggested in this book, including having 
an excellent team in place. Her team is true to time 
and cost efficiency for creating and warehousing her 
product. Her business plan is well-thought-out, and 
the multiple ways in which her product may be used 
serves to attract a variety of audiences.  

Reading that the people of Shark Tank were about 
to hold auditions in her neighborhood, Maria took it 
upon herself to ask peers if they would join in to help 
her increase sales. The sales total for the past year is 
the first qualifier for contenders to audition well. 
Maria has six months to boost orders for the product, 
in the event she is chosen to be a contender on the 
show and to seriously be considered as the right 
candidate for investment in her company.  

Being successful on Shark Tank requires the 
entrepreneur to give up a percentage of their 
company. Should Maria be chosen to appear, and 
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should she receive an offer or two from the judges' 
panel, she will need to determine just how large a 
percentage of her company she is willing to part with 
in exchange for funding and expert advice. Her long-
term vision is to be able to build her work-from-
home business model into a known corporation. 

Serious consideration is to be given to the type of 
investor and investment that promises to be an 
improved match. Below you will find requirements 
from each type of lender to give you a better idea of 
what can be researched in further detail. 

 

Smaller Funding Endeavors 

THE SBA will point you to how you may prepare your 
business in order to qualify for loans and grants. 
Taken from their website, Federal, State and local 
governments offer a wide range of financing 
programs to help small businesses start and grow 
their operations. 

 
CREDIT UNIONS will help finance your business, with the 
promise to pay the loan back. The major qualifier is 
that you have a good credit score. Their interest rates 
are usually lower than that of a bank. If you look into 
this route, be sure to inquire about dividing the 
monthly payment into two equal payments, because 
this sometimes pays off the loan at a quicker rate. 

 
BANKS, on occasion, may offer a 0 percent loan, or one 
with a very low percentage rate, with the 
understanding that the loan needs to be paid back in 
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full within 12-15 months. Otherwise, the remaining 
balance will entail a hefty monthly interest payment. 
Should you select this route, keep payments on-track 
to be paid on time to avoid the higher fees. 

 
CROWDFUNDING has become popular for smaller 
projects. An online pledge drive is created to help 
entrepreneurs establish themselves. The desired 
targeted amount is stated upfront and posted online. 
As pledged amounts arrive, the audience is 
continually updated on how much more is needed to 
reach the financial goal. The cheering crowd, in 
terms of re-postings, motivates others to contribute 
funds.  

Anyone seeking crowdfunding would be wise to 
look at the legal fine print and understand the details 
involved. Some believe this is a quick route for 
launching a project. However, not all projects yield 
results as one would hope. Ask lots of questions as to 
whether you are expected to give the money back, or 
if it’s merely a goodwill donation. Asking the 
question upfront provides the insight you need, just 
in case you wish to walk away with a clear 
conscience.  

 
FRIENDS AND RELATIVES are another source of small 

enterprise funding. Some use this route to ask for a 
contribution of money in exchange for stock. With 
the help of an attorney, terms and conditions are 
documented regarding the timeline to see a refund of 
the monies provided upfront, plus expectations for 
stock ownership, and potential monetary gain.  
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Approaching friends and family for funds may be 
the most awkward request of all due to familiarity. It 
is essential to have everything spelled out so that 
there is no misinterpretation and so that all 
boundaries are set in motion. Otherwise, 
relationships could be weakened and holiday 
gatherings could become awkward. 

 
MINORITY AND FEMALE-ORIENTED ORGANIZATIONS are worth 
exploring, as they are known to help these groups 
acquire funding. Should you be in this category, it 
will be worthwhile to learn what is available. One 
such website is MBDA.gov that provides insightful 
information. One potential drawback to look into is, 
will you be expected to network only with similar 
types of organizations versus the population and 
clientele at large, of your own choosing. 
 
KICKSTARTER.COM, ANGELLIST, AND GUST.COM each provides 
insight on how to go about acquiring funding. In 
addition, there are many excellent articles online 
about how to make better decisions regarding how to 
approach asking for investment in your company. 
 
 

Angel Investors 

According to statistics, you almost have to prove 
you don’t need help in order to receive the help you 
seek. Your startup has to appear to already be 
successful. Before you contact investing companies, a 
professional website has to be up and running, a 
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prototype created, and a well-crafted presentation to 
“sell” investors needs to be in place. Beta testing with 
positive feedback works in your favor. Paying clients 
already in the system will have your company be 
looked on more favorably. 

 

Venture Capitalists 

This type of funding exists for people who are very 
serious about taking their business to the highest 
level imaginable. How this works is that the venture 
capital company will scrutinize your financials to 
make certain that you already have a solid footing. If 
everything appears to be in excellent shape, they will 
want a seat on your Board of Directors, and will 
want to hold an ownership stake in your company. 
One more requirement: you must be willing to 
include those funders in all future decision making 
processes. They become your partners and will share 
the wealth. 

 

Decisions 

Seek out models for business plans to find the one 
that suits your company best. Spend the time 
required and get expert opinions to be able to present 
a highly professional plan to potential investors. 
Likewise, have a professional team in place to 
include, at a minimum, three people who cover sales, 
marketing, finance and product development to help 
to seal the deal you seek. 
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Researching your better options online will lead 
you to the best decision. Another factor to 
investigate is the criteria set by investors for selecting 
the types of businesses in which to invest.  

Once again, legal obligation in terms of the 
liability portion of the contract needs to be examined. 
Should your company not be successful, ask if you 
will be required to pay back the funding. 

 

Prepare for Funding 

• How well is your service doing in terms of 
sales today?  

• What is your current year projection for sales, 
along with longer-term projections? 

• Who is your primary audience and what does 
their potential look like? 

• Do you have sufficient and attainable market 
size to have an excellent chance for an 
investment to pay off? 

• Did you incorporate with the right structure 
for ample protection? 

 
Prospective investors will want to see a show-and-

tell demonstration of how your product or service 
works, not to the depth engineers would prefer, but 
more of an overview, and will assess the level of 
professionalism of your presentation.  

These questions will produce in-depth dialogue 
and careful scrutiny of you and your business by the 
investors you approach, becoming the perfect 



THE WISH 
 

151 

example for why it is best to become competent in 
negotiating as you sit on either side of the table.  

 

Preparation 

The final step for potentially acquiring funding is 
to be well-prepared, not just with the formal 
presentation but in your demeanor. Practice with 
friends who do not necessarily understand what it is 
you have to offer. The reason for this is two-fold. 
First, they will ask basic questions, providing you 
with insight as to what you are taking for granted. 
Some of these answers should be incorporated into 
your presentation. Second, if you are able to present 
in such a way that people initially unfamiliar with 
your offering come to a full understanding of what it 
is you are providing, so will the investors.  

 

Present with Sales Wisdom 

Every new step taken for business requires 
research. In this case, improve your odds for success 
in securing funding by reading up on the types of 
startups that are most frequently funded by the 
companies you are approaching. Once again, this is 
in direct alignment with the concept of qualifying, 
and matching those you ask to consider investing in 
your company. This is not a monetary consideration. 
After the funding goes through, you may be required 
to have some funding members involved with future 
decision-making, and you want to be mentored by 
the companies you admire most. 
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Keep your presentation informative yet simple, in 
all regards. Make it short and to the point; have few 
words on each PowerPoint slide if that is your style, 
to encourage listening followed by questions and 
answers. Eliminate jargon and numerous technical 
references; instead present your pitch for everyone in 
the room. Treat everyone as an equal, from the 
secretary to the CEO, because feedback is provided 
after you leave the meeting. 

 
Presentation Tips 

• Develop your presentation with the end goal 
in mind; in particular, the funding amount to 
be requested. 

• Analysis of markets will reveal an accurate 
targeted amount; provide sources of research 
for attaining the facts. 

• Tell an intriguing story.  
• Speak to a few select features and then focus 

on benefits. 
• Admit to having competition, but reveal how 

you differ and where your strengths reside. 
• Be forthright in answering all questions. If 

you do not have a full answer for a question, 
ask by which date they need a full reply, and 
deliver accordingly. 

• Conclude with how you view everyone 
coming out ahead by working together. 
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You will want to speak in a friendly style, with a 
smile on your face, and confidence in your voice. A 
final note of caution is to be aware of the dress code. 
In some areas of the country, people wear torn jeans 
and t-shirts to work. However, it’s a new day in front 
of investors. Not only are they assessing your product 
in minute detail but your appearance as well. They 
want to see "professionalism" written across 
everything you do. After all, you are asking for their 
money to help you become successful in business. It’s 
worth investing in new attire to make your 
presentation. 

Cecilia reported back to friends on her experience 
of pitching to venture capitalists. Her purpose for 
attending the session was to gain experience for 
when she does decide to apply for funding. She 
observed there were eight people in the room, six of 
whom were men. Funding was sought for one 
physical product and seven software products.  

Cecilia thought the most surprising incident for 
her was that four of the men were wearing jeans. The 
other surprise was how poorly the candidates 
performed in public speaking. According to Cecilia, 
the others lacked credibility because they were not 
comfortable speaking in front of an audience. The 
final decision was made to grant the funding to a 
gentleman who was a charismatic speaker, and wore 
a suit. 
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Sales Tips 

1. Get expert help on creating a viable business 
plan for serious consideration of funding. 

2. Be familiar and firm with what you are able 
to provide in exchange for funding. 

3. Explore all funding options to find the best 
one for your situation. 

4. Seek initial advice from organizations such as 
the SBA. 

5. Put in writing a detailed agreement that 
includes boundaries prior to seeking funding 
from friends and family. 

6. For smaller projects, research the pros and 
cons of crowdfunding. 

7. Become well aware of loan requirements and 
what payment schedules may look like, prior 
to accepting any type of funding. 

8. Have a team in place before you seek out 
angel investors. 

9. Continue to practice the art of negotiation. 
10. Practice providing a polished presentation 

before making an official presentation to a 
funding organization. 
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15. 
Measure, Document, and  
Analyze to Persevere 

 
It’s very easy to get into a routine and not find 

time to update how we post, particularly those areas 
that are automated. But with times, trends, and 
technology frequently changing, it becomes 
important to be up-to-date to maintain status as a 
leader in your field.  

To maintain momentum for increasing my 
followings, I painstakingly revised most of what I 
scheduled to post. It took months of tedious work, 
but it proved to be well worthwhile. For example, the 
idea of including #hashtags for each tweet was 
acknowledged and implemented. Tiresome tweets 
were deleted and replaced with newer thought. The 
result of the effort is a far greater volume of new 
followers, re-tweets, and inclusion in many topic-
related listings, such as “Top 11 Sales Experts.” The 
end result is a more rapid increase in followers. 

 
 

❛❛ Passiveness will ruin a business. 
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Revitalize  

The difficulty with a black-and-white approach to 
business is that your menu of options will be limited 
and, consequently, so will be your success. Literally 
reading what is posted, and dismissing it as if you 
understand it all will mean that you miss potential 
opportunity.  

Examination of your own work is always the best 
place to begin in order to gain wider perspective on 
how others might view your information. To get in 
the habit of seeing deeper than mere words on a page 
that your followings post, think about which words 
attracted you to become their follower and supporter. 
Once you recognize a theme for what you prefer, re-
examine what you are currently posting. Most likely, 
periodic adjustments are in order. 

One quick glance and you will see which of your 
information is shared most frequently. We are 
speaking of all the ways in which you communicate, 
whether video, blog, articles, comments, tweets, 
pictures or common posts. Review each 
communication style to make note of the topics that 
catch attention and spark commentary. After 
compiling your lists, see if there are topic crossovers 
between the platforms. For example, determine if a 
popular video contains similar information to one of 
your more popular blogs. Finding the connection 
provides additional emphasis on the need for that 
specific information. 

Another example would be to examine the 
mentions and notifications you receive on Twitter. 
Determine which quotes are most frequently re-
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tweeted, or when links to your products and services 
are included. When others take the time to feature 
your information, that gives credence to the belief 
that from their perspective, you are tweeting 
significant words. 

In regard to the commentary found on your 
postings, also seriously regard the questions asked. 
That makes it easy to see where further information 
should be developed and shared. You might also 
discover occasional misinterpretation that could 
easily be caught, corrected, and improved upon. In 
the process, you just might make a new friend or 
follower. 

The significance of taking the time to do this is 
that multiple audiences are signaling what they need 
most. Now you have a basis for greater appeal to 
attract larger followings. The insights could lead to 
new events, coaching tracks or new products. 
Examination of the share buttons and commentary 
are among the best indicators of what to develop 
next.  

 

Research Requests to Partner 

With all of your online activity, requests to 
purchase services will be received as well as requests 
to partner. Some decisions for moving forward are 
easy, while others more difficult. Agreeing to partner 
with another company requires due diligence of 
research. The agreement should lead to improved 
results at a quicker pace. But more importantly, you 
will see if there is an alignment in values, priorities 
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and vision. Another way to make a sound decision is 
to once again visit the following sites by inputting 
the company names of those requesting to partner.  
 

Google Search 

Given that Google is the leading web search 
engine, does the person requesting your partnership 
have an active Google+ page and does the profile 
display a picture of the CEO as well as a 
comprehensive synopsis of the business?  

Just as you typed your name into the search box of 
Google.com, enter the name of your potential 
partner. Review the numbers displaying the “hits” 
that the search request received. Also look at the 
website links provided, and click on a few. This will 
give you additional insight into their business. 

Should you agree to move forward in partnership, 
retrieve your own number for popularity as the 
starting point on all of these sites cited. On a weekly 
basis, notice whether there has been an 
improvement. If the numbers are stagnant, suggest 
new ideas to your partner for advancing popularity. 
Moving forward, the partnership should serve to 
increase numbers all the way around. 

 

Twitter Counter 

Keep a pulse on the activity generated on Twitter 
and whether this is translating into you and your 
partner(s) enjoying increased followings. By re-
tweeting one another’s important tweets, you should 
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both reach new audiences fairly quickly and 
encourage additional followers along the way. 

 

Facebook 

Activities and interactions with others are recorded 
on Facebook. Visit the timeline page to see what 
your new potential partner has been up to, and how 
she is using the site. Review to see if you enjoy or 
agree with what has been posted. The most telling 
evidence will be the comments made by her friends 
on each of the postings. 

 

Klout 

The earlier chapters spoke to qualifying and 
matching those with whom you wish to do business. 
The same also applies to selecting new partners. This 
site will provide you with a good idea of who is in 
your prospective partner’s networks and how she is 
ranked among peers. 

 

Monthly Review 

In addition to the recommended sites for 
monitoring your own as well as your new partner’s 
activity, an excellent practice is to prepare a simple 
Word document for an accurate review on a monthly 
basis. Creating three headings and a bulleted list 
underneath will make it very easy to see at a glance 
what needs to be done. The headings should include 
“Eliminate, Improve, and Celebrate.” 
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Compiling these monthly sheets provides many 
benefits. To begin with, you have a record of your 
journey. It’s motivating to read where you began and 
where you are now or at any given point in time. By 
reviewing these one-page sheets, you have 
confirmation for what works best and what needs to 
be left behind.  

The compilations prove to be time-efficient and 
effective. If you have employees, these sheets are to 
be used in your meetings for discussion and training 
purposes. Once your employees see and discuss the 
evidence of what works best, they have an improved 
understanding of your processes. And once they see 
the proof, there is a higher likelihood that staff will 
adopt your policies and perform to expectations. 

While review for each social media site may appear 
to be time-consuming, it is well worthwhile in terms 
of delivering what your prospective audience truly 
desires. Getting your business on-target with those 
wants and needs will, in the end, prove to be highly 
efficient and time-effective, since this is the 
information that fuels sales. 

 

Reciprocity 

Reciprocity goes a long way online. So while you 
are monitoring the reaction of others to your 
postings, monitor your reactions to their comments. 
Be prepared for an occasional negative comment. 
You could leave that comment alone. Another 
approach is to diplomatically put a positive spin on 
the comment without sounding argumentative. 
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On the other side of the equation, when you read a 
posting by someone who concurs with your thinking, 
if you find it insightful, share the post. In addition, 
add a comment that will encourage others to at least 
read it and possibly comment. New ideas will arrive 
when you glance through others' posts. When you 
are motivated to share information, consider if you 
have complementary advice in your realm of 
experience to create a new and original posting of 
your own. 

 

Agreements 

Some agreements are documented, while others 
are verbal. The legal agreements are usually well 
spelled-out. Any nuances not understood should 
absolutely be clarified before you authorize a legal 
document that may be held up in court. Avoid 
signing anything until you are 100 percent certain of 
the terms. Be familiar with what is expected of you, 
and understand the consequences should you not be 
able to live up to the agreement. 

While verbal agreements are generally friendlier, 
they may also be vague, if not enough questions are 
asked upfront. Instead of feeling foolish, you will 
actually appear highly professional by obtaining all of 
the facts before you go ahead.  
 

Legal Help 

As a startup, look into a variety of methods for 
protecting yourself and your company. Consider the 
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timing for potential incorporation. Until then, seek 
out legal counsel. For a less expensive route, research 
online legal sites to find and obtain ready-to-
download legal documents. Another option is to 
consider retaining a subscription service where legal 
advice is readily available on an as-needed basis. 
Preparation for and protection of business are 
essential to move forward. 
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Sales Tips 

1. Review social media sites for how your work 
is received. 

2. Take note of your subject matter that is 
shared and commented on most. 

3. Capitalize on favorite topics to further build 
your audience.  

4. Review questions for any misunderstandings 
to improve future communication. 

5. Keep automated postings up-to-date and 
relevant. 

6. Train employees on tracking results to 
enhance team effort. 

7. When asked to partner, research the 
prominence and reputation of those asking. 

8. Seek input on how to legally protect both 
personal and company finances. 

9. Obtain legal counsel before agreeing to 
formal agreements. 

10. Research possible legal services to retain on 
an as-needed basis. 
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16. 
Social Media Qualifies Clients for 
You 

 
A gentler business population is found online, as 

opposed to the highly competitive traditional sales 
world. Here is a comparison of what I experienced: 

My fourth corporate sales job was for a medium-
size high-tech company with numerous branch 
offices. Toward the end of the year, the company was 
acquired by a giant corporation that simultaneously 
also purchased the companies of many of our 
competitors. The cloak-and-dagger atmosphere 
began when we found ourselves crammed together in 
the same sales office. Those competitors remained 
loyal to their original employers, and so intuitively, I 
knew to take all of my documents and file folders 
home with me every evening, due to the lack of trust. 

An account executive on my team believed that I 
was over-reacting. Meanwhile, he had worked on 
developing a solid relationship with one particular 
client over many months. The final step was to 
prepare a detailed proposal covering all that was 
discussed in order to finalize the sale. Much work 
went into preparing the proposal and in preparation 
for the meeting. 
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To the salesperson’s misfortune, a phone call was 
received the day before the scheduled meeting, only 
to become this account executive’s worst nightmare. 
The client-to-be announced the company already 
purchased the service and equipment on almost 
identical terms, but at a deeply discounted price.  

The salesman rushed to his desk to look for his 
proposal, but it was nowhere to be found. The entire 
team was called into action to search for the 
document. Suddenly, the nightmare became that of 
the entire sales team. To everyone’s astonishment, 
the proposal was found in the trashcan located in the 
alley. Another salesperson, from one of the 
purchased companies, in competition for the 
business, had snuck into the office two nights earlier 
to steal the proposal. He then struck a deal with the 
client for a lower price to gain the business.  

From that point forward, there was, 
understandably, very little communication in the 
office. 

 

Online Communities 

The very first online community to which I 
belonged taught me to willingly share everything I 
know. After experiencing the above scenario in the 
corporate sales arena, the idea of sharing was initially 
a fearful experiment. But, from the start, I have 
found the people who are engaged in online activity, 
and of a similar mindset, to be highly interactive and 
supportive of one another.  
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Three significant changes have taken place in the 
sales style:  

• Moving from push selling to attraction 
selling 

• Communicating to draw people in 
• Collaboration  
 

Combining all three strategies provides you with 
the tools for building a well-recognized online 
presence that holds the promise of building global 
prominence. 

 
Push Selling 

This refers to the continual message —“buy from 
me.” The best examples are requests such as, “Click 
here for more information” and “Limited quantity, Buy 
now.” In the early days, many of us clicked to learn 
more about the suppliers, or took advantage of the 
early-bird specials. But today, those messages are old 
and tiresome, and are generally either ignored or 
quickly deleted. 

Buy, Buy, Buy becomes Bye-Bye! 
 

Attraction Selling:  
Magnetic Communication  

Attracting interest in order to sell is the newer 
philosophy. This is achieved by sharing excellence in 
content that will attract your desired clientele. Rather 
than make an upfront request of your visitor to click 
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or buy, you provide samples of your approach to 
business through online posts. The beauty of this 
methodology is that your intended audience is 
automatically qualified. Only those truly interested 
will stop to read what you posted, and potentially 
share your content with their networks.  

Magnetic Communication describes how we affect 
others through all forms of communication. We will 
either repel or attract interest in our work and 
ourselves. Think back to the last networking event or 
party you attended. Did you meet someone from 
whom you wished to escape? Or, was there another 
person with whom you had a wonderful conversation 
and arranged for a follow-up meeting to become 
better acquainted?  

Social media postings are very quick flashes of 
information. The reader who sees your posting will 
make a snap decision whether to continue reading or 
delete. If they choose to read further, their next steps 
will qualify their interest in your message. If your 
insights meet their expectations, the person will then 
re-post on your behalf. Once they are truly interested, 
these prospects will reach out to you for more 
conversation in order to get to know you better. You 
can be certain that once they get to the point of asking 
for a conversation, they have an offer or idea in mind. 
This provides a clear picture of why succinct magnetic 
communication is essential and will make a big 
difference in your online success. 
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❛❛ Social media has automated the sales cycle 
and turned it upside down. 

 
Rather than you pursuing your clientele, and 

pushing them through the stereotypical sales funnel, 
your intended clientele will now seek you out as they 
see you speaking their language in terms of their 
needs, wants, and deep-down desires. The 
information you share sings to them, and so they 
follow and connect with you to learn more. 

In the traditional sales world, I began my career 
literally knocking on sixty business doors per day. 
Three large cities were designated as my territory. 
Time efficiency was essential. I focused on one city 
each day and made a habit of contacting companies 
located next to one another. This proved to be a 
difficult learning curve to find truly interested 
prospective clientele. Once an interested prospect 
was found, it was often necessary to contact the 
company multiple times just to be granted a first 
meeting.  

However, the opposite scenario proved to be true 
for online activity. People attracted to my shared 
information chose to follow me. Slowly but surely, 
they began to send me inquiries about my business. 

 
 
 

 



THE WISH 
 

169 

The Traditional Sales Cycle Funnel 

Picture an actual funnel that represents the sales 
cycle funnel. At the top you will see a very wide 
space. Your new prospective clients, those who 
initially indicate potential interest, are the ones who 
land in the top of the funnel. As appointments are 
made, meetings held, problems discovered, cost 
discussed, and proposals presented, you will see the 
same prospects continually qualified through the 
journey of the narrowing funnel. The qualifying and 
matching process, as the funnel narrows, does not 
allow for everyone to filter through. Instead, most fly 
back above to the wider area, where it is more 
comfortable for them to either remain in limbo or 
eventually eject.  

 

The Traditional Sales Process 

Salespeople have territories or assigned companies 
to cold-call. This refers to making a brief 
introduction with the purpose of gaining enough 
interest from the prospect in order to be able to make 
an official appointment for another date and time. 
Beginning and determined sales professionals, at a 
minimum call on fifty companies per day. As 
appointments increase, the number of cold calls 
declines but are still made every day in order to 
continue adding to the sales funnel. The momentum 
of cold calling needs to continually be in motion, 
even with large sales and much paperwork looming. 
Otherwise, after the sale, and after a period of time 
without having made cold calls for new prospective 
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clients, it will take months to build up enough 
activity in order to find the next client. 

Territories normally require a tremendous amount 
of driving, or, in heavily populated cities, a high 
degree of energy for walking, as most of the day is 
spent in the field. Follow-up by phone and email 
takes place in the late afternoon, and many times in 
the evening, too. Top sales producers rarely spend a 
mere eight hours a day at work. 

In the end, and only when a salesperson is highly 
successful, will about 25 percent of those prospective 
clients who easily flowed through the funnel actually 
become clients. In reality, a salesperson has to be very 
thick-skinned to be perfectly okay with losing 75 
percent of their prospective clientele. For less 
accomplished salespeople, winning 10-15 percent of 
potential sales, or losing 85-90 percent of their 
prospective clientele, is a typical scenario, and 
contributes heavily to the revolving-door syndrome 
of sales employment.  

 
Social Media Attraction Selling 

Recognizing the difficulties of professional sales, 
it’s easy to understand the welcoming of social 
media! Now imagine, you are sitting in front of your 
computer and networking with people from around 
the globe. Territories are non-existent, and the world 
becomes yours. There is no need to cold call anyone 
or put contacts through the sales funnel. Instead, you 
turn the sales funnel upside down by marketing your 
brand and sharing content that attracts your desired 
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clientele. Prospects contact you, thereby automating 
and pre-qualifying themselves to purchase. For 
salespeople previously trained in the traditional 
manner, this newer concept is close to being a 
miracle. It is also The Sales Wish come true! 

 

 

❛❛ Sales are dependent  
upon excellent content. 

 
The system works on your behalf. Sharing 

excellence in content is easy. Be an advisor, a coach, 
or a support person. The personal touch is a strong 
strategy that allows others to get to know you. Admit 
your errors to help your followers avoid them. When 
you reach out to help others by providing sound 
advice, people actively seek you out on the various 
sites. They become your followers and begin to 
communicate with you both publicly and privately.  

You also begin to meet people from near and far 
that you most likely would otherwise never have met. 
This is the added benefit to being online, in that you 
have access to better opportunities, since distance has 
no boundary. Given that online communication is 
direct, some will get right to the point, to ask if you 
might like to be their next joint venture partner. 

 

Strategically Begin Small to Win Big 

As you navigate the social media landscape 
initially, it is best to play small in order to win big. 
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This appears to go against all conventional wisdom. 
But when you add the word “strategically,” it’s an 
entirely new ballgame. Streamlined business provides 
the entrepreneur with a greatly improved outlook. 
Some people refer to this concept as niche 
marketing. A short retrospective, compared to where 
you are headed, will provide insight as to your next 
best steps to develop business. 

Years ago, computers filled an entire corporate 
office, yet produced very few functions compared 
with today’s desktop computers. Advancement in 
technology moved us to laptops and iPads as well as 
from large to small mobile phones. In instances 
where apps are used on the phone, increased time 
efficiencies may be found as opposed to using the 
desktop computer. 

Likewise, communication techniques among 
younger generations are becoming abbreviated and 
less time-consuming. In business, we used to send 
long formal letters to our intended clientele. The 
verbiage was later reduced to email. Today, in many 
cases, abbreviated texting is an acceptable format.  

The journey in communication becomes 
increasingly streamlined over time. Entrepreneurs 
first learned of distributing newsletters. From there 
we moved to articles, blogs, postings, podcasts, 
tweets, instant messaging, video, pictures, and info-
graphics. Linking all of these styles on social media 
sites drives communication quicker and further than 
ever before.  

As you narrowly focus on the right niche and 
execute it well, you are then prepared for the 
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floodgates to open in order to get your message out 
in a robust manner. 

 
Strategy of Usage 

With the desire in mind to further develop 
business and increase your clientele, time is well-
spent researching what each media type has to offer, 
along with applying the better-matched to your 
business.  

A smart strategy would be to explore the sites your 
intended clientele use most, and then select the ones 
that appeal to you. Communicating in your 
prospect’s preferred style demonstrates you will be 
easy to work with and is essential for establishing 
relationships. This is the point that firmly embeds 
both trust in you and your personal brand, landing 
you larger and additional sales.  

On another level, strategically playing small may 
also refer to remaining humble about your 
accomplishments. Becoming more adept at listening 
and learning from others provides you with a much 
wider perspective. As you are able to take in 
additional thought and convert it to improved 
positioning of your services, you will again more 
adeptly communicate with a wider variety of people. 
Likewise, strangers will find and buy from you 
because you have made yourself approachable. 

Check your nimble meter rating for adapting to 
new thought and methods for conducting business. 
For example, “repurpose” is a word frequently heard 
when speaking of converting older materials to new, 
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such as CDs to MP3 files or workbooks into videos 
and online classes. 

Some people simply refuse to take the time to 
learn new strategies, hence the saying, “You can’t teach 
an old dog new tricks.” The variable is,  

“You can teach old dogs, but only if they are willing to 
be open to possibility and remain dedicated to learning.” 
Some old dogs mentally remain young and love the 
challenge. 

 
The ‘Why’ of Learning and Utilizing  
Social Media 

Would you rather meet one person at a time and 
have a prolonged conversation that may or may not 
turn into furthering business, or have the potential of 
meeting many people within a short period of time, 
pre-qualified, who have an upfront interest in your 
services? 

 

Time Efficiency and Effortless Prospecting 

Upon actively using the major social media sites 
for up to sixty minutes per day with a strategic 
approach, you will build a loyal following and 
clientele. More striking is that you will eventually 
reach thousands and then millions of people who are 
attracted to your content and who choose to be your 
followers. 
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Ripple Effect 

In addition to finding you, and then pre-qualifying 
themselves as your potential followers and clients-to-
be, the people choosing to follow you voluntarily re-
post your advice for their followers. A ripple effect 
produces an even higher percentage of people 
seeking you out. By effectively using social media, 
not only will your followings grow over time, but so 
will theirs.  

 

Leadership Revisited 

It was previously mentioned that as your content is 
found, liked, and shared, your reach experiences 
exponential growth. This translates to additional 
introductions and offers of opportunity. It is at this 
juncture where an important shift begins to 
materialize. Given the growth of numbers, in every 
way imaginable the tables turn. You are in the 
leadership position of qualifying the offers that best 
match your priorities, and will fast-track your 
achievements, instead of you being the one 
dependent upon others.  

At this stage, gradual recognition by notable press 
and media connections puts you in front of the 
public at large. Let the quiet leader in you make its 
debut out in the world to take the public stage. 
Become seen as that leader. This is the juncture for 
you to make a difference within your communities. 
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The New You and New Business 

When you freely share your knowledge on 
multiple platforms to reach a wider variety of 
audiences, both your prominence and potential 
clientele dramatically grow. By simply devoting 
quality time each day to work three platforms such as 
Twitter, Facebook and LinkedIn, you will quickly 
ramp up your business presence worldwide.  
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Sales Tips 

1. In the initial startup stage, target a small 
niche audience to gradually expand outward. 

2. Investigate on which sites your desired 
clientele spends its time. 

3. Upon discovering on which sites your 
clientele is most active, determine which of 
those you prefer.  

4. Spend thirty-sixty minutes per day on 
connecting, building relationships, and 
growing followings. 

5. Be humble, approachable and open to new 
people and their ideas. 

6. Create an online rippling effect of reciprocity 
and goodwill. 

7. Maximize the advantages of the upside-down 
sales cycle. 

8. Graciously step into the leadership spotlight. 
9. During interviews, be informative yet 

humble, and share your best stories to 
exemplify points you wish to make. 

10. Become the leader by helping those following 
in your footsteps. 
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17. 
Sales Excellence Sees Improved 
Results 

 
We explored a comprehensive approach to social 

media in order to include a number of sales 
principles. Complementary to these principles are 
specific sales strategies traditionally used in the 
corporate environment. You will find that these same 
strategies work very well when adapted and applied 
to online activities.  

The following suggestions are relevant to most 
endeavors, and follow the order of the sales cycle. 
What distinguishes them from the more familiar and 
traditional sales style is the belief that etiquette will 
never go out of style. 

To recap an important point, as your social media 
posts become well-recognized, and your video 
meetings take hold, more of your audience will 
inquire about the services you have to offer. This is of 
significant importance, because it brings us back full 
circle to the more thoughtful sales philosophy: 

The Golden Rule of Sales: “Do unto others as you 
would have them do unto you.” 
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Ethics 

Would you go after the sale, even though you 
recognize it isn’t entirely beneficial for the client? A 
lot of business and salespeople would and do, but the 
correct answer is “No.”  

When only money or earning the grand prize of a 
sought-after trip are kept in mind, the satisfaction is 
short-lived. Repeat business would be a rare 
occurrence, as would referrals. This type of attitude 
requires continuous prospecting versus referral-based 
selling, and will eventually lead one down the path of 
needing to find new work. But when you are honest 
about the circumstances in which your service will be 
beneficial, you become the trusted advisor and will be 
asked to fulfill that particular need, with many more 
to come.  

 
 

❛❛ Trust is the soul of sales. 
 
 

Approach  

Prior to requesting a conversation, gain some 
familiarity of the other person’s work. Research their 
website thoroughly. Investigate the keywords held 
important by the company. If it’s a larger company, 
research their clientele to understand the industry 
and types of clients they serve. The more time you 
take researching the company, their industry, and the 
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people driving it, the more inclined they will be to 
accept your request to meet, and potentially consider 
working with you and your company.  

The key to being granted an appointment within 
larger companies is to communicate that you did 
your research upfront, and were impressed by their 
work and the clientele they represent. Add that you 
are simply asking for just a few minutes of the 
person’s time to introduce yourself and your own 
work, and put a face to a name. Add that “down the 
road,” as you get to know one another well, you 
believe you may find ways to work with and benefit 
one another.  

The phrase “down the road,” or a similar phrase in 
your own vocabulary, has others realizing you are not 
a pushy salesperson. Likewise, they sense you 
recognize that in order to earn their business, work 
will be required of you upfront. Trust begins to plant 
roots. Your odds of being granted an appointment 
will increase dramatically.  

Should you be focused on an entrepreneurial 
clientele, research their information to acquire an 
understanding of the values they hold and the 
benefits they believe they bring to their clientele. 
Decisions by entrepreneurs are made much more 
quickly and require fewer exchanges. Therefore, 
when working with this type of audience, it is 
appropriate to get to the point more quickly. Most 
entrepreneurs will say “sure” to a meeting to explore 
options and ways to potentially help one another.  
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Initial Meeting 

In order to know the best way to proceed, guide 
the other party to take the lead upfront. In other 
words, ask them to provide a choice of dates and 
times to meet, and which method of meeting they 
prefer. For example, would they like to meet at a 
local coffee shop, for you to call their phone number, 
or to be issued an invitation to meet via Skype? It 
becomes evident you are willing to do the upfront 
work in order to potentially earn their business. 

Once you do meet with a startup or a giant 
corporation, ask the person meeting with you what 
caught their interest and motivated them to take the 
time to meet. This eliminates much wasted time of 
denial, given that you are sitting face-to-face. The 
direct question gets the conversation started on the 
right footing.  

 

Avoid This Error 

Most salespeople or businesspeople fear asking, 
“What’s your budget?” And so the error is made to 
never ask this very important question. Avoidance 
makes the time and effort put into all of the meetings 
wasteful because, upon presenting a proposal, the 
following words are finally heard: “We can’t afford 
that!” After all of the time spent, the salesperson 
walks away empty-handed with no hope of ever 
returning. The worst is when those words are angrily 
pronounced. This signals that the prospective client 
views their time as having been wasted. They then 
warn the salesperson to never return. 
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Improved Style 

On your initial meeting, after offering a general 
outline of what you have to offer, a far better 
approach is to ask upfront what the budget might be. 
Explain that you may not be the least expensive 
provider, but you are certainly one of the most 
dedicated to resolving problems and providing 
excellent customer care. That will get their attention. 
In many instances, customer care is far more 
important than the investment.  

The cautionary note is to only promise what you 
know you are able to deliver in a timely fashion. In 
the course of conversation, should the person ask 
about a service your competitor provides, but is not 
your strength, answer honestly, as this is always the 
best policy.  

Competing against the biggest and the best was an 
everyday occurrence in the corporate sales 
environment. Two strategies for strategically 
competing against the best-known vendor: 

• Immediate need for the one item my 
company did not offer was the sole focus. I 
asked if the prospective client would be 
willing to hear from me “down the road” in 
regard to new needs as they arose. Permission 
was granted, and future sales were made.  

• Accustomed to a large company courting 
multiple suppliers from one industry, I 
became comfortable during our many 
conversations asking to be a secondary 
supplier. The company representatives were 
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relieved that the need to say “no” disappeared; 
I was consistently told, “Yes!” This became a 
routine selling effort at one particular 
company. 

 ❛❛ Being easy to work with  
almost always works to your favor. 

 
 

Top Sales Producer Tip: Take Notes Using 
Your Client’s Vocabulary 

• The note-taking in this style prepares you to 
write a more effective proposal. 

• Those very words eliminate almost all further 
objections and encourage selection of your 
services. 

• Given that we each have a unique vocabulary, 
the words captured on the proposal will be 
recognized and cannot be denied. 
Furthermore, it demonstrates that you listen 
carefully, and gives an indication that you will 
provide excellence in customer care. 

 

Overcoming Objections 

It would be rare for all conversations to be 100 
percent perfect without any objection. Along the 
way, there may be a misinterpretation of a statement 
that simply needs to be clarified. Or a different idea 
is held about solving the current problem. This is 
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usually due to a competitor having previously said 
something that you are unable to match. Credibility 
is at stake unless you are able to swiftly and succinctly 
address the issue. Unfortunately, most salespeople 
become nervous and begin to talk too much instead 
of replying directly to the issue. They say things that 
shouldn’t be said at all, only to defeat any possibility 
of business. The sale is lost. 

A better approach is to appear relaxed, smile and 
ask, “Why?” or “What has been your experience?” Either 
of these questions will produce reasoning as seen 
from the other person’s perspective. Listening 
carefully, asking further questions, and gaining a 
better understanding of the entire situation will allow 
you to answer their concern fully, and quite possibly 
bring about new creative ideas. Credibility and trust 
are regained, and you are then once again headed 
toward making the sale. 

Once the larger picture is understood, and the 
possible creative approaches are in mind, avoid 
telling-selling the solution. Instead, proceed with 
questions. For example, ask, “Have you thought 
about…” or, “What do you think of…?” By asking these 
types of questions, you encourage additional insight 
into what your counterpart is thinking. An honest 
and open dialogue is established, and pretty soon, a 
number of options are on the table for consideration. 
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Finding Mini-Agreements or Buy-Ins 

It is said that 3-5 buy-ins are needed from a 
prospective client in order to get the sale. The 
question-and-answer style of moving the meeting 
forward produces these agreements. Upon having an 
open discussion, insight will be gained that will make 
it easy to ask these next questions. One style is to ask, 
“Would you agree…” or “Does this sound like a good 
possibility?” These obviously lead to a “Yes” answer, 
which is also known as the “buy-in.” 

 

Keep Your Options Open 

As you and your prospective client agree that 
several possibilities exist, ask the following questions 
in order to guide them closer to the sale: 

• Ask the client for a prioritized list of possible 
solutions. This will provide you with insight 
as to where to focus your discussion. 

• Inquire as to how each solution is seen as 
being able to resolve the issues currently 
experienced. Doing this finds the prospective 
clients talking themselves into becoming 
actual clients. 

• Obtain a detailed list for what needs to be in 
place on their part to move forward, as well as 
what they need to see from you. The open 
dialogue allows you to more efficiently get 
everything into place for providing excellence 
in delivery. And gaining an improved 
understanding of what is required on their 
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end will improve communication between all 
parties involved. 

• Ask for a timeline as to when they expect to 
implement a solution. 

• Agreeing on the timeline allows everyone 
ample time to ensure excellence in delivery. 

 

Ending the Meeting 

CAUTION 1: 

Before you walk out the door, hang up the phone, 
or close the video meeting window, ask, “Do you have 
any last-minute thoughts before we part?” And 
absolutely, positively, schedule a return date to meet 
in order to present the proposal. 

The reasons for this are several: 
1. People become nervous after the meeting.  
2. Doubt takes hold about whether you can 

actually solve their problems. 
3. After the fact, the fear of being coerced into 

buying sometimes enters the picture. 
4. Therefore, if you do not set a return date in 

the moment, you may never be able to do so 
after the meeting ends. 

CAUTION 2: 

Do not accept the request to email your proposal. 
Three excellent reasons exist for this caution: 

1. Not every word or concept that you use will 
be fully understood. 

2. Your proposal will most likely be read with 
speed, at best. 
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3. If other decision makers are involved, no one 
else can field questions as well as you. 

 

Commitment for Delivery 

One more step, before you officially end the 
conversation, is to ask for any last questions. Due to 
the scheduling of a follow-up meeting, last-minute 
questions arise. Answer everything you possibly can 
upfront to eliminate doubt as to whether the meeting 
will actually take place. 

The final step is to be certain the return date 
allows enough time for you to get everything in order 
as required. If you have a number of projects in the 
works, then add an extra week of time before you 
return. Timeliness and credibility are of utmost 
importance to keep the opportunity on the calendar 
for presenting the proposal. 

 

Forgotten Questions 

During the period of finalizing a proposal, you 
may realize you forgot to ask an important question. 
Don’t panic. In fact, you can use this to your 
advantage. Simply call your prospective client to say, 
“I was thinking of you and wondered if…”  

Most people are thrilled that others were thinking 
of them. The statement is perceived as if you are 
doing your best to come up with a great solution. 
This turns the missed question and potential 
embarrassment into opportunity, and, being seen in 
the best possible light. 
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Model Customer Service 

Clients-to-be quickly get the idea of how they will 
be treated after the sale as they watch you perform 
prior to securing it. Here is a current example of how 
to kill a sale. In this example, I am the potential 
client: 

As the potential client, I tried for several weeks to 
work with one particular company, but my questions 
were ignored. Normally, I would find another 
supplier that cared, but for some reason I viewed this 
experience as a new case study.  

I was finally asked to fax my signature on their 
contract, but two different fax numbers were 
provided. Alarmingly, both numbers were 
inoperable. I left a voice message and sent an email 
explaining the difficulty. These, too, were ignored. It 
took an additional 24 hours to receive an email 
asking where my fax was. At this point, the case 
study concluded. I took my business elsewhere.  

Businesspeople who ignore requests for 
information or questions to be answered kill their 
own sale. If you have employees, make certain they 
fully comprehend that outstanding response time to 
questions and accurate delivery of requested 
information is essential. Nothing will spread bad 
word-of-mouth faster than poor customer service. 

On the other hand, when you offer a timeline for 
researching requested information and then deliver 
the findings a little early, your client-to-be will be 
greatly encouraged that working with you is the right 
thing to do. 
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Presenting the Proposal 

STATUS 

Your very first question, prior to presenting your 
proposal, should be, “Has anything changed since we 
last met?” The reason for this is, the company may be 
going out of business, or they may be acquiring 
another company. In either case, it would make your 
proposal obsolete. By asking the question, you will 
get the green light to move forward. This is one of 
the mini-agreements or buy-ins that is needed to get 
to the sale. 

DISCLAIMER 

Prior to distributing the proposal to everyone in 
attendance, offer a disclaimer that the document is a 
work in progress. You understand that items may be 
deleted or added as seen fit, during the review of the 
entire document. Doing so allows for open and lively 
discussion, and the flexibility to fix anything that 
isn’t worded to perfection. 

INCLUSIVE 

Bring a copy of the proposal for each person in 
attendance. Include a copy for yourself, in order to 
take notes as needed. For online presentations, invite 
everyone involved in the decision-making process to 
participate. Be prepared to read each section line by 
line. At the end of each section, ask for questions. If 
there are none, then proceed to reading the next 
section. 
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THREE’S 

People learn, remember, and communicate in 3’s. 
Each proposal has the best chance when you provide 
three options for purchase. “No” is always an option. 
So if you provide only one solution, you only have a 
50-50 chance of hearing “Yes!” With two options, 
you increase the odds to 66 percent, and with three 
options, you have a 75 percent chance to get the sale. 
However, increasing the number of options beyond 
three will only make your proposal too complicated, 
and thereby decrease the odds for acquiring the sale. 
Your best odds for earning business will be to heed 
the advice of presenting in three’s.

TIMELINESS 

Include a timeline for delivery of service and all 
that will be entailed. The last item to include on your 
proposal is a reasonable expiration date. Thirty days 
or less is the norm for accepting an offer. Your last 
question to ask is, “Which option do you prefer?” 

Silence is Golden 

Upon finishing the reading of the proposal, the 
next most difficult thing for most salespeople to do is 
to “zip the lip.” It is said, “He who speaks first, loses.” So 
sit back, relax, and smile, knowing that you have 
done an excellent job.  

It is now your client-to-be’s turn to shift in the 
chair. Most often they will try to find holes in the 
proposal, but given that you did a thorough 
question-and-answer analysis during the initial 
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meetings, it will be easy to answer any and all 
objections.  

You are now entering a return to the “Objection” 
phase. Be mindful to only answer the specific 
question, without adding any other comment. 
Otherwise, this becomes a second opportunity for 
many salespeople to shoot themselves in the foot. 
They do add-on talking of little relevance. The 
nerve-prompted chatter is of no interest to the client 
and only serves to waste time. Even worse, many 
times the extraneous verbiage will point out an 
omission or something of equal concern. Once the 
can of worms is open, there is no return, and 
unfortunately, the sale is lost. Prepare to sit quietly 
unless asked a question, and then only answer that 
particular question. 

Confirmation 

After what seems to be an eternity, the client will 
select their preferred solution. Reconfirm the choice 
and say that you look forward to working together. 
Next, inquire as to the best date to get started. Ask 
for authorization of the contract, provide a copy for 
the client, and thank your new client for all of their 
time and their business. Outline exactly what will 
take place between being handed the contract and 
the point of implementation.  

An excellent extra step is to send a handwritten 
thank-you after the meeting. Check in with your 
client to inform him of each step required and 
confirm expectations of delivery. Once everything is 
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delivered as promised, check in on the level of 
satisfaction. 

 

Move from Close to Conclude  

Many sales leaders will imply that “closing” requires 
master sales skills, some manipulation, and 
memorizing of specific verbiage. None of this, in my 
opinion, is true. I’m a big fan of Dale Carnegie, who 
long ago said, “Closing is nothing more than the 
conclusion of a conversation.” 

Remaining authentic and true to self is imperative 
for forging relationships and moving forward. The 
better question to ask, after having completed all of 
the above, is to simply inquire, “When would you like 
to get started?”  

This last question does conclude the conversation, 
maintains the integrity of all that went before, and 
puts the ball in the prospective client’s court to 
announce the intended sale and date for moving 
forward. Nothing is left to the imagination.  

The inherent problem with “closing” is, this is 
precisely what most salespeople do. They take the 
sale and run, never to be heard from again. Not only 
do they close, but they also slam the door behind 
them. By changing your mindset from closing the 
conversation to “concluding the conversation,” you now 
are in the frame of mind to open further doors.  

Becoming known for outstanding customer service 
will positively enhance recognition of your company. 
This becomes the point for securing many more sales 
the easy way —you become “The Order Taker.”  
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Repeat Business, Referrals and  
Testimonials  

Checking in shortly after the delivery of your 
services will provide the best opportunity to hear 
glowing words. That’s when you ask permission to 
use the client's words as a testimonial. Next, given a 
high degree of satisfaction, ask if they know of others 
who may be in need of a similar service. People never 
think of offering, so it is up to you to ask.  

After the sale, check in to see how your client is 
doing with your product or service. Alter the 
communication with a thoughtful e-card, email, or a 
message on social media. The personal touch of 
checking in by phone, to make certain everything is 
to the client’s satisfaction, serves to build the 
relationship and leads directly to future business.  
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Sales Tips 

1. New-age technology coupled with old-
fashioned etiquette is the savviest strategy of 
all. 

2. Use the Golden Rule of Sales—“Do unto 
others as you would have others do unto you”— 
dictating excellence in customer service. 

3. Be bold by asking prospective clients for their 
budget. 

4. Overcome objections by asking questions 
such as, “What has been your experience?” 

5. Should someone indicate that next year will 
be better, ask which date and time will be 
best to reconvene. 

6. Ask permission to take notes as you begin 
each meeting, and capture the vocabulary of 
your prospective clientele. 

7. Strive to obtain 3-5 buy-ins or mini 
agreements, to build possibility for the sale. 

8. Prior to presenting a proposal, ask if anything 
has changed.  

9. At the conclusion of presenting the proposal 
in its entirety, simply ask which option is 
preferred.  

10. Conclude the conversation with the question, 
“When would you like to get started?” 
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18. 
Re-Strategize:  
Create One to Benefit Many 

 
Entrepreneurship and social media have brought 

the new thought process of community-driven 
business into being. In particular, the online 
communities are all about sharing, discovering and 
implementing new ideas and techniques for all to 
benefit. Sole dependency upon a large checkbook is 
no longer required to help others. If we were each to 
mentor those following in our footsteps as a 
component of our business model, then together we 
would make a positive impact on society worldwide.  

We spoke of online interaction encouraging 
collaboration and reaching out to help one another. 
The online wisdom is not only to share knowledge 
but also to share connections by way of volunteering 
introductions. While it may be of concern at first, 
the practice becomes comfortable as you continue to 
collaborate. Finding comfort in this, and taking the 
lead on a future project, will be the turning point for 
you and your business.  

 

❛❛ View connections as friends,  
versus as prospects. 
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By saying “friends,” I am referring to how you 
connect with the people you meet. Most experienced 
salespeople perceive the people they meet simply as 
those from whom they will make a hearty profit. The 
new and improved approach is one of friendship, 
whereby you offer your help to solve problems.  

 

Balance Giving and Receiving 

Should you truly wish to attract sales, one of the 
better strategies is to find the balance of giving and 
receiving. An excellent first step is to find online 
groups whose discussion topics are complementary to 
your business model.  

Take an active role by answering questions that 
speak to your specialty. By doing so, others will be 
automatically drawn to your expertise. As you 
become comfortable with the group, you may then 
confidently pose your own questions and receive the 
additional help you need. 

Next, find a collaborative or mastermind group 
comprised of people with similar goals and 
complementary services. The giving and receiving 
should be natural for all. Learning both from the 
expert information available along with a dedicated 
collaborative team will help you achieve your goals 
far more quickly.  

As your activities and relationships build in these 
collectives, you will find increased attention from 
new prospective clients. When your mindset is 
focused on delivering your expertise freely and 
helping those in need, it becomes a marketing 
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message that you are there to serve. As people see 
you active within a group, they perceive you as being 
an expert in your field. This is the client attraction 
machine at work and presents unlimited opportunity. 
It all comes about by developing friendships first. By 
shifting your perspective of others from “prospects” to 
“potential friends,” business development becomes far 
easier.  

 

Contributing Your Knowledge As a  
Beginner 

Entrepreneurs, in their first ten years of business, 
usually feel some type of inadequacy. It’s important 
to remember that the matter is about what we each 
bring to the table that others readily see in each of us. 
To get over the hurdle, a good rule of thumb is to 
deliver more than the minimum requested. Include, 
with the delivery of your completed work, a note 
relaying that the party should feel free to make 
suggestions on how to tailor your information to 
exactly what is desired.  

By being open to improvement, you again set 
yourself apart from most as being easy to work with, 
and make yourself more likely to be considered for 
future projects. The worst case is, you may get 
feedback on how to improve what you submitted for 
a project, at which point you may disagree or agree. 
Should you disagree, ask questions to learn why the 
suggestions were made. And then try your best to 
negotiate a favorable outcome for moving forward. 
At the opposite end, your best case will be to receive 
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accolades. The rave review provides an opportune 
moment for asking permission to use those words as 
testimonials for others to see.  

 

Deliver Your Best Every Time 

Upon seeing my active presence online, and quality 
content shared, a query was received from a 
representative of Microsoft, asking if I would like to 
contribute to their upcoming eBook. It was an 
exciting opportunity, so I gave much thought to their 
initial request.  

Nine questions were posed, along with the 
following request, “Please answer 3 of the listed 
questions.”  

Taking one look at the questions, it was clear that 
seven of the questions were in my realm of expertise. 
My thinking was that perhaps a couple of answers 
might not be to their liking, but by answering more, 
it would increase the odds for having my information 
included in their eBook. Proudly, my contribution 
was included in their book, The ABC’s of Closing. 
Overdelivering on the answers proved to be an 
excellent choice. 

Putting yourself out to help more experienced 
people will put you on an equal ground that invites 
future requests for participation on new projects. 
Over time, personal experience becomes yours. All 
the while, those more experienced than you will have 
kindly taught you how to advance quickly through 
the learning curve. This should be seen as a 
wonderful gift and one that may be paid forward. 
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Your duty becomes to those who are following in 
your footsteps. 

 

Revisit Your Vision 

With the advent of social media and the ability to 
reach millions, change is very possible and very real.  

In 2010, the United States was in very slow 
recovery mode and jobs were scarce. Upon 
recognizing my work of teaching job seekers how to 
sell themselves on interviews, a young man emailed 
his question to me filled with frustration.  

He first stated that he lived in the middle of the 
country and had been seeking work for well over a 
year. A decent job offer finally came through, but the 
company was located on the east coast. This meant 
he would have to leave his family and lifetime 
friends, but he couldn’t afford to move his 
belongings. His question was, “Should I pass, or do you 
believe I have to take this job?” 

Instead of an immediate response definitively 
telling him what to do, I simply asked, “Would you 
prefer to store your belongings with your family and 
friends to move across country for the job, or is your 
preference to spend another year seeking work?” 

He quickly recognized the need to move. I further 
advised he seek the money to move from family first, 
and then friends as needed, but to do so with a firm 
resolve to pay it all back. 

Three years later, he wrote to let me know about 
his fruitful career. During that time, he received 
excellent training and was able to take time to earn a 
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graduate degree. He just quit the original job and is 
now on to a more challenging career. He recognized 
the importance of occasional risk-taking and 
continual learning to move one’s career forward. 

 
As for me, it was highly satisfying to have received 

his email, knowing that the simple sharing of my 
insight led to an improved career path for another. 

We previously spoke of interweaving social media 
platforms. Community service should be related to 
your core business, with evidence of it readily seen. 
More people take note of all of your work when they 
are initially impressed by the good work you do. This 
creates a new crossover between community work 
and effortlessly building clientele.  

 

Converting Service to Sales 

The question frequently asked is, “How does freely 
delivering information and service translate to actually 
making a sale?”  

When others experience your delivery of 
outstanding content and witness you reaching out to 
help others, your personal brand becomes known as 
“trusted leader.” Increased inquiries are made 
regarding your services. Because people are familiar 
with your work upfront and admire it, when there is 
a need for services such as yours, it’s a forgone 
conclusion that you will be the one contacted and 
have a contract agreed upon. However, for more in-
depth insight on how to proceed through the sales 
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cycle, you may wish to read Chapter 17 for a crash 
course on sales. 

These thoughts shared above came about as I read 
a tweet directed to me.  

The woman behind the tweet said, not only is she 
benefiting from my helpful tweets, but so are her 
students. This goes back to the excellent saying,  

“We are all students and we are all teachers.”  
By taking this to heart, we are able to create one 

and benefit many. 
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Sales Tips 

1. Rather than viewing contacts as prospects, 
view them as potential friends. 

2. Balance giving and receiving. 
3. Actively participate in an online group. 
4. Share expertise freely with the purpose of 

helping those in need. 
5. Deliver your best every time. 
6. Overdeliver on expectations. 
7. Assist those more experienced than you 

where you may, so that you may learn from 
them as well. 

8. Find a community in need of your expertise 
and serve them well. 

9. Intertwine community involvement with your 
core business. 

10. Strive to become the trusted leader. 
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19. 
Power-up, Get Ready, Evolve! 

 
The title refers to having worked diligently to 

discover the true you, converting your unique story 
into a powerful branding program, delivering 
excellence in customer care, and at long last, 
converting your clientele into your very own loyal 
salesforce. As you integrate the suggestions 
contained in this book that include incorporating one 
platform into another, you are on your way to 
building a well-recognized global presence. Better 
yet, your clientele will be promoting you all the 
while. 

Sometimes proof in the form of actual results is 
needed to motivate commitment to undertaking 
extra work. So, only to that end, some of the nice 
commentary and recognition received are included 
below. These results are directly related to my own 
commitment to online activity. As you review these 
Twitter communications, you will recognize that the 
right activity online holds much in store for all of us. 
You are highly encouraged to give due consideration 
to powering-up!  
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My Voluntary Salesforce on Twitter 

In the following examples, you will see direct 
comments of appreciation for insights shared, 
extended marketing of my materials, and inclusion in 
white papers and specific listings created by my 
followers.  

 
Tascit  @TascitInc May 30 
Best sales advice! RT @smoothsale #Sales ~ 

Increase sales through active "Listening"! Clients 
appreciate this. Read: 
http://bit.ly/NiceGirlsDOGettheSale … 

Promoted my book. 
 
 Jody Bender  @Jody_Bender Apr 22 
Well done, @smoothsale! Great information for the 

entrepreneur. The accompanying video complemented 
your text well.  

Jody Bender added, 
Elinor Stutz @smoothsale 
 
Outcome is dependent upon self-motivation & 

trial & error. Read: 3 Variables to Succeed 
http://bit.ly/1ED1TJK #sales #success 

Provided nice commentary, and posted my article 
and video for all to see. 

 
 MindTickle  @mindtickle 45m 
Solid idea for #startups from @smoothsale  
MindTickle added, 
Elinor Stutz @smoothsale 
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Entrepreneurs w limited budgets succeed more 
quickly with collaborative partners who promote one 
another. #branding #sales 

 
 Gourmet Girls Bakery/Bistro is out!   
http://paper.li/gourmetgirlsgf/1327551556 … 

Stories via @smoothsale @foodsmatter 
 Included my video in their online paper. 
 
 Showpad  @showpad Jul 9 
@smoothsale It's a pleasure. Our business developers 

really liked the blog! 
Likes and promotes my blog. 
  
Riseboarders  @Leaderboarders Jul 2 
@smoothsale Nice one, you are #17 in latest 

#salesgurus #leaderboard - 
https://www.leaderboarded.com/release/2043911 via 
@leaderboarded. 

Ranks top sales influencers every week using their 
unique algorithm.  

 
 Bubba Page  @bubbapage Apr 17 
You're on @Inc as Top Sales Experts to follow  
@smoothsale @milesaustin @craigklein 

@CraigElias 
@saleshack http://bit.ly/1JR78Va  
Let my following know that Inc.com included me 

in their list of “Top Sales Experts to Follow.” 
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Twitter Lists 

An excellent indicator for growing traction on 
Twitter is the growing number of lists that others 
assign you to. A sampling of the lists to which I have 
been named include: Bloggers and Authors, Sales, All 
Over the World 10, AAA+++ Networker Thinker, and 
Marketing Branding Sales.  

The number of lists where you may find me today 
hovers around 5,000. Some of the lists include 
hundreds of other accounts for all of our followers to 
see. This is another example of how exponential 
numbers grow. 

The small sampling of results listed above solely 
represent Twitter. Multi-platform activity 
interconnecting produced results far beyond one 
person’s capability. As business owners, we are all 
very fortunate to have these mediums within reach. 

 
 

Requests and Recognition 

• Contributed business advice to many books 
• Spoke at a convention in San Francisco 

headlined by Suze Orman 
• Published in a Microsoft e-book on the topic 

of sales  
• Conducted many online classes and in-

person corporate trainings 
• Asked to have my sales seminar filmed by 

Eduson.TV, headquartered in Moscow, 
Russia, for their online corporate educational 
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program alongside professors from leading 
U.S. business schools. 

 
 

Honors 

• “Top 1% Influencer” —Kred.com, 2015 
• “One of the Brightest Sales Minds to Follow 

On Twitter” —CEO World Magazine, 2014 
and 2015  

• “Top 100 Most Innovative Sales Bloggers”  
—NowISeeIt, April 2015 

• “Top 100 Business Blogs” —BizHumm, 
2015 

• Featured on the cover of the Sales and Service 
Excellence Magazine, March 2015 

• “Top 25 Sales Influencers”  
—Open View Labs, 2012 

 
Networks continually grow due to daily activity, 

producing visibility for many. It’s evident that the 
focus is not just on selling product and services, but 
instead truly working on behalf of clientele to 
provide the insights they need. The above is just a 
small sampling of what is possible when a concerted 
effort is put into place. 

While on Twitter, I was gratified to read a 
message from a follower, “George,” who said he had 
received a very helpful tweet from me. The advice 
was based upon my community service work helping 
job seekers.  
 



ELINOR STUTZ 

208 

George’s Story 

George was initially turned down for a job that he 
very much wanted. Most would have walked away 
depressed. 

However, my advice is always, “Never give up, but 
instead pursue what you desire by finding a better way to 
achieve it.” Through messaging on Twitter, I advised 
that instead of letting the rejection get to him, and 
giving up in frustration, George should call the CEO 
and politely ask to have a debriefing.  

Running with the advice, my Twitter friend 
requested that the CEO revisit their previous 
conversations, his resume, and the stories behind the 
snippets of work experience. Adding fuel to the 
conversation, George also asked the CEO to 
reconsider the potential he might bring to the 
company.  

The action George took demonstrated qualities 
sought after by most employers. What stood out 
most were his “courage and dedication to goals, and 
persistence,” all admirable qualities. George's personal 
brand was built before the executive's eyes. The word 
"No" was merely an indicator for a better route and an 
improved job title. At the conclusion of this meeting, 
George heard the wonderful word, HIRED! 

 

Similar to Free Advertising 

To grasp the enormity of having followers re-post 
advice, services and products, or include you in high-
level lists, spend a moment or two to reflect on the 
size of your followings, the people automatically re-
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posting your insights, and those who endorse your 
areas of expertise. Since followers will market 
everything you have to offer to everyone they know, 
it’s well worth the time it takes to grow a substantial 
following. 

The social media companies are now recognizing 
that in order to make money, and grow enough for 
investors to be satisfied with their investments, they 
need to sell advertising. The idea is for you to 
purchase advertising for your company, and it is 
being heavily promoted. Weigh the pros and cons of 
online advertising versus achieving the same goal 
with less cost. 

It may be my past experience of having sold 
advertising both in newspapers as well as online 
during the dotcom years, but I am of a strong belief 
that unless you have a lot of money set aside for this 
activity, for as long as you plan to be in business, the 
thought of advertising deserves careful scrutiny.  

There are two more factors to consider before you 
begin paying for advertising: 

• The first lesson learned most likely holds true 
today. Your advertisement needs to be seen 
by the same person at least six times in order 
to be recognized and become familiar. 
However, the odds of one person seeing your 
online advertisement six times in a row is 
minimal. Realistically, more advertising is 
required to make the knowledge of your 
company stick.  

• Second, once you begin paying for 
advertising, you need to continue, or that 
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particular audience will quickly forget your 
business exists while moving on to the next 
business that advertises.  

 
Online advertising brings about an additional 

budget dilemma. Fees are charged by impression or a 
click-through, defined as someone clicking on the 
link or picture to your page. You can set a budget for 
how much to spend each day, but, given the rapid 
growth of your following, along with the growing 
following of your followers, unless the budget is 
hefty, it will be rapidly spent without a guarantee of 
desired results. 

Should you be convinced that advertising is the 
way to go, communicate first with those who have 
already implemented this strategy. Ask the people 
who claim their advertisements are highly successful 
what they believe contributed to making them so. 
You will hear a variety of opinions. 

Your job will be to match their definition of 
“success” with yours, and then once again weigh the 
pros and cons. 

Upon finding the answers you are seeking, proceed 
to the next step, building a strong following. Once 
you feel you are prominent online, it will then be the 
right time to test the market with an advertisement 
to see how it performs. Inquire further as to the 
better strategies for getting started with testing. 
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❛❛  
The heart-based approach to business,  

being of service, leads to long-lasting relationships and 

much greater rewards. 
 

 

Strong Relationships Prove to Be the Best 
Strategy 

Over time, many of your connections will become 
actual friends. Those who live in the vicinity or who 
are visiting your area will ask to meet you for coffee.  

Over the years, as I needed advice on specific 
subjects, I came to learn exactly who would provide 
the best suggestions. Some of us have become tight 
friends and keep in touch regularly, while with 
others, we reconnect when a need arises. We have 
that agreement in place and it has worked to our 
advantage. For example, on occasion, we will each 
contribute to the other’s projects. In the process, we 
have also built a personal relationship. It becomes a 
continual cycle of injecting further strength into both 
the business relationship and support for one 
another. 

 



ELINOR STUTZ 

212 

Sales Tips 

1. Serve clientele well to convert them into your 
salesforce.  

2. Share freely and promote voluntarily. 
3. Encourage others to build business alongside 

you. 
4. Twitter is the quickest format for building 

followings and gaining recognition. 
5. Build a strong online presence prior to 

investing in advertising. 
6. Investigate all aspects of advertising before 

proceeding. 
7. Suggest to some of your connections that you 

speak live to find ways to help one another. 
8. Promote one another freely. 
9. Become one another’s salesforce in offering 

repeat business, referrals and testimonials—
be the Smooth Sale!  

10. Thank people for their promotion of your 
work. 
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20. 
Regrouping from Burnout to  
New Vision 
 

A common topic among experienced 
entrepreneurs is that of “burnout.”  

 
 

❛❛ Have you truly burned out 
to leave business behind, or do you simply need  

to rest and regroup? 

 
Frequently, when big projects are completed and 

the frenzy dies down, the idea of burnout hits. It’s 
the roller coaster ride of entrepreneurship hitting the 
highs and lows. To get back to the high climb again, 
self-reflection is a recommended practice.  

You might want to revisit the beginning chapters 
in regard to your personal brand, and questions that 
relate to what you hold most important. This will, 
hopefully, serve to get you back on track for the next 
big project to attain that longheld vision of what you 
would ultimate like to achieve. 

Enjoyment of what you are doing increases the 
willingness to keep learning, expanding, and 
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attaining new milestones. The question for you to 
ponder is, What do you truly enjoy doing?  

 
Whether you are contemplating creating a new 

business or are in the midst of building one, examine 
the areas that interest you most. A great example is 
that of Mrs. Fields; she loved baking cookies and 
turned her passion into a thriving corporation.  

To maintain business vitality, you may wish to 
revisit Chapter 11 of this book regarding your goals. 
Keep an eye on your ultimate vision while 
continually persevering toward short-term goals. 
Revise the long-term goals to reflect changes in 
society and technology. Create new projects pointing 
in that distant direction.  

Returning to the question of burnout, if it is real, 
face the facts. How tired are you?  

Have you already accomplished much of what you 
originally set out to do?  

Then it might be time to think about all that you 
have to offer other communities. Consider writing 
about your experiences and mentoring students. As 
an experienced business owner, or on a personal level 
as an advocate, research the types of non-profits that 
have potential interest to find ones that hold similar 
values. Give thought to whether you have expertise 
to contribute to help further their cause. Call to 
make appointments to meet with the people in 
charge who attracted your attention.  

Connecting in this manner is not the same as a 
typical job hunt for an interview. When you are 
looking to recover from burnout, your intention is to 
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put your good talent to use by benefiting others. The 
organization could use someone with your talent, yet 
non-profits are known to pay far less than most 
traditional corporations. In this case, the income is 
secondary. 

 

❛❛ Correct burnout 
by finding the right organization that will appreciate you 

for who you are, as well as recognize their need for your 

help. The need for your help usually proves to be a quick 

fix for burnout and will serve everyone well. 
 

Approaching organizations using the stance that 
you are seeking work as a mentor is similar to the 
idea of connecting online with those who seemingly 
have a different level of experience. Everyone has 
something to bring to the table. And, unlike a typical 
job hunt, fewer companies will most likely need to be 
contacted in order to find a good match. The reason 
is, there is less competition with the level of expertise 
you might have, as well as the willingness to work for 
less compensation. In this case, the compensation is a 
mix of knowing your work is helpful and appreciated 
as well as monetary. 

 

Awaken Hidden Ideas  

On another level, interacting with those you help 
does wonders for building up motivation to once 
again move forward in your core business. And once 
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that motivation is in place, new ideas come to mind. 
This is the forever circle that hopefully spirals 
upward as more achievements are made.  

As mentioned earlier, my own experience was of 
teaching groups of job seekers how to use sales 
techniques to sell themselves on interviews. There 
was no monetary involvement. However, the thank-
you notes that poured in afterward, stating that a 
desired job was landed due to my teaching, were 
deeply satisfying.  

A couple of years after the stock market crashed 
and unemployment was at an all-time high, those 
thank-you notes provided the encouragement to 
write a book containing all the information I had 
shared with job seekers during the previous years. It 
was only afterward that compensation came my way. 

Everything you do is worthy of review in order to 
take the best of the best to transform into online 
activities. The community service experience may 
also lend itself to new venues for additional business 
and collaborative projects. This is another example of 
how one idea or action may be expanded upon by 
interweaving it with other projects. 

 

Time Off to Re-Group 

If you are truly ready for something different, and 
money isn’t an issue, there are numerous other 
possibilities for using your expertise to benefit 
communities. Perhaps it’s time to focus on your 
hobbies.  
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Do you enjoy gardening, cooking or travel? 
Organizations exist just about everywhere for you to 
enjoy the hobby as well as utilize your business 
prowess. For example, you could become a food critic 
for a newspaper, a travel blogger for online sites, or 
incorporate travel with teaching of what you know 
best by joining the Peace Corps. Should you pursue 
the hobby idea, be certain it will be a venue that 
sounds as if fun will be a key ingredient so that you 
look forward to each day.  

The friendships that come from this type of work 
are usually long-lasting. On occasion, an offer will 
come that might not otherwise have appeared, and 
will propel you far ahead of where you were.  

 

Unexpected Burnout 

On occasion, things happen beyond our control 
and will put us in a tailspin that requires attention, to 
be certain we don’t go down a sinkhole. Rather than 
stressing out to the point of challenging one’s health, 
there is a need to maintain level-headedness 
throughout the difficulties in order to keep our sanity 
in check. 

 
 

❛❛ Sharing how you dealt with hardship 
will make a big difference for you and for many others. 
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Overcoming Hardships 

Conversations with other entrepreneurs revealed 
horrific stories of discovering that employees were 
stealing money, of destroyed marriages, and of bad 
reviews posted online that ruined a business.  

These incidents were extremely stressful, but the 
women who openly shared their stories possess 
similar traits that enabled them to triumph. The pain 
was heard as each woman told her story. But at the 
conclusion, joy could be heard in not just having coped, 
but also because they created a wonderful new story.  

The incidents gave each person time to reflect and 
develop a brand new perspective, with their integrity 
intact. The lesson learned is that keeping balance in 
your life while nurturing momentum for a new 
beginning, holds the potential for developing an even 
bolder business model than before.  
  All of these women share a similar philosophy and state 
of mind: to keep persevering. 

The women also possess a strong sense of self. 
They know their value system, what’s right and 
wrong, and are strong enough to ignore the wrong. 
Each woman recognizes where she derives the most 
joy in her work. Rather than focusing on the 
negative, they choose instead to focus on the positive 
in their businesses. A few others were forced to walk 
away from their career or business and begin anew, 
but they each found the inner strength to do so. 

The women maintain a strong identity for their 
personal brands. 
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Become a Spokesperson 

Stepping out of the zone of embarrassment for 
what happened, each woman chose instead to go 
public in order to confide in and share with others 
where they previously erred. Behind doing this is the 
desire that their audience may avoid similar 
situations in the future. Books are being written, 
classes and speaking engagements are developing, 
and new windows of opportunity are opening. In 
fact, a few women are developing retreats in exciting 
places around the world to help others who have 
already fallen into similar dire circumstances and 
encourage them to move forward, and to provide 
insight on how to avoid the situation. 

The willingness to face disaster and become a 
spokesperson to help others puts an entirely different 
face on the disasters. Those who listen seek out 
further words of wisdom. The winds of change 
propel the spokesperson forward.  

Rather than focusing on and feeling sorry for 
themselves, the women are looking at the bigger 
picture as to how they may leave the world a better 
place. Based on their own lessons learned, they are 
teaching younger women how to strengthen their 
resolve and build a unique business. 

But going it alone doesn’t make nearly as much of 
an impact as it does when people join together. This 
is exactly what these women recognized. So they are 
developing a brand-new business plan for helping 
others around the globe. 
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Looking back, while the pain they endured wasn’t 
fun for anyone, had it never happened, the larger 
picture would never have been created. Some of the 
women have organized their own networking groups 
devoted to teaching members how to build their own 
entrepreneurships.  

 

❛❛ By possessing the willingness 
to walk through our darkest tunnels, it is at the end 

of the tunnel where we often find our brightest light. 
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Sales Tips 

1. Face your burnout to determine the root 
cause. 

2. Decide whether you need to rest or try 
something new. 

3. Question whether your next big adventure 
should be within your own business or 
joining forces with another organization. 

4. Investigate how you may put hobbies to good 
use. 

5. Take a specific skill that may be turned into a 
combined hobby-business. 

6. Search for organizations that may be in need 
of your expertise. 

7. Share with audiences your severest challenge 
and how you were able to overcome the 
situation.  

8. Develop a new business based on finding 
your way out of difficult circumstances. 

9. Calm and positive thinking will point you to 
a better place. 

10. Work to take others to the top of their game. 
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21. 
Observation	Teaches	What	Not	to	Do	

 
The next step is to be aware of what annoys you 

about other businesspeople so that you won’t repeat 
their behavior. In the end, observation and 
experience are the best teachers. 

 

Learn From Your Errors and Those of 
Others 

Take time to document specific occasions that 
brought you annoyance. Over time, you will notice 
that the same type of event repeats itself. This is yet 
another way to set you apart from everyone else, by 
refusing to join the group. When you hold a higher 
standard, you will be noticed and appreciated. 

 

❛❛ 
The best lessons come from  

our own errors and those of others. 
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Generic Email 

The title of Chapter 18, “Re-strategize: create one to 
benefit many,” does not apply to the generic email 
blasts that are frequently received. In fact, they 
accomplish the opposite of what they promise. In 
actuality, this strategy creates many to benefit a few. 
I’m speaking of the email received that says “hi” or 
“hey there,” without any name recognition. The next 
style is where assumptions are made such as, “You 
need to see this.” Even worse are pronouncements such 
as, “I can save your business.” 

How do they know what's true for each of us, or 
for everyone in general?  

The right answer is, they don’t.  
These generic email blasts use the old-style, tired 

“me” focus. I personally scan my email, and when this 
type of blast is received, I automatically delete it 
without ever opening. One distinct style of generic 
email begins with, “You have qualified for…” 

 
The questions become:  

What did I do to qualify?  

What do I have in common with all the others who also 
qualified?  

What will my qualification cost me, should I agree to 
pursue? 
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The best and worst email of this nature is the 
perfect example of all of the above. I recently 
received the following invitation in an email blast:  

“It is my pleasure to inform you that you qualify as 
a potential candidate for inclusion in the Alliance of 
Male Executives, the largest network and exclusive 
alliance of male executives and professionals in the 
country.” 

Does this mean I was chosen because they went to 
my website, liked the services my company has to 
offer, and, by looking at my picture, realized I would 
be a perfect fit for the all-male organization?!  

This style of email fits the traditional sales funnel 
model of approaching hundreds of potential 
customers before one says yes. A more modern 
model is the newsletter that at least contains the 
recipient’s first name.  

 

Improved Approach  

Take time to know the person to whom you are 
sending the email. It’s a very slow process, in 
comparison to the blast. On the other hand, your 
email is highly qualified while producing fruitful 
correspondence and connections. Ask yourself,  

“Would I rather blast to thousands and only receive a few 
positive responses, or send a few messages to receive a 
larger percentage of favorable responses?” 
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Give Thought 

Avoid giving direct orders for the other party to 
connect with you. Otherwise, it sounds as if you are 
talking down to someone. Instead, come across as a 
potential partner by being the one who volunteers to 
make the effort. In case someone else takes the 
initiative to connect with you but forgets the 
appointment at the designated time, do not attach 
blame. This will only annoy the other person and get 
the conversation off on the wrong foot. A laidback 
approach works best by agreeing “things happen,” and 
then moving on to schedule a new date. 

In preparation for a phone call, ask in which time 
zone the person resides. Otherwise, this is another 
opportunity where you might greatly irritate 
someone, should you happen to call during the early 
morning or the middle of the night. 

 

Two Do-Not-Do’s: 

I was awakened at 6:00 a.m. Given that I’m an 
entrepreneur and not an employee, I tend to sleep a 
bit later than that. So I awoke, hoping it wasn’t an 
emergency. The good news is, it wasn’t an 
emergency, but the bad news was, the conversation 
became filled with examples of “Do-Not-Do’s” over 
the five-minute time period that I remained on the 
line. 

The first statement I heard was,  
“Congratulations! You earned great respect and the 

award of appearing in our directory!”  
 In a sleepy stupor, I said,  
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“What?”  
The explanation continued. The caller’s company 

does a search among all businesses in the U.S. that 
receive high praise for excellence in services, integrity 
and customer accolades. Flattery earned them 
another minute. But being an experienced 
salesperson, trained to hear what isn’t being said, I 
soon asked,  

“Is there a fee attached to my ‘award’?” 
Telemarketers don’t like to be interrupted or put 

on the spot. She tried to overcome my objection by 
ignoring it. I was quite upset on three counts: 

1. Having being awakened at 6:00 a.m. 
2. Being offered a meaningless award and then 

having to pay for it 
3. Viewing the process as being deceitful.  

The “award” came across as a sales gimmick, 
lacking all sincerity and integrity. So I calmly 
replied that I have no egotistical need to pay 
for awards, wished her a good day, and hung 
up the phone. 

You might believe this to be a one-of-a-kind 
phone call, but unfortunately, it isn’t. It has become 
commonplace to receive similar types of offers. They 
either produce poor results or the type of clients who 
are hanging on to their business by a shoestring and 
are the only ones who agree to this type of 
arrangement.  
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Selling Futures 

Some fall into the trap of trying to sell something 
that isn’t 100 percent developed or concrete. An old 
sales expression is, “Don’t sell futures unless you trade 
stock.” Invariably, delays happen, or you recognize 
that the idea isn’t ready for finalizing. And there you 
are, having sold a promise. This can become a very 
difficult situation to resolve without having to go to 
court. The prudent thing to do is to wait until all 
details are finalized; then you may comfortably move 
ahead and sell your new service. The better policy is 
to sell only what is already in place. 

Another type of poor offer is that of purchasing a 
list of followers online. This offer is frequently seen 
for Twitter. Worth repeating: Highly qualifying your 
prospective clientele is what leads to the better clients 
and the most rewarding interactions. In regard to 
your own account, you want other prospective 
followers to see you are connected with those 
similarly aligned. Purchasing followers will hurt 
credibility. The better approach is to earn your 
followers by delivering their desired content.  

 

Customer Service 

Whether you are the sole provider for customer 
service or you have representatives working in this 
capacity on your behalf, take heed and train your 
employees well. Not listening appears to be the 
trend. The following story is about Comcast, the 
well-known cable-TV company, and their customer 
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service department, which made a very costly error 
for the company. 

The short version of this story is, a customer called 
Comcast to cancel his service. However, the 
customer service representative refused to honor the 
request. Instead, he kept talking, continually 
interrupting the customer, refusing to listen. 
Without the representative knowing it, the call was 
being recorded by the customer. The representative 
interrupted and talked over the customer many 
times. The recording lasted about 25 minutes, and 
after the call ended, the recording was uploaded to 
the Internet and went viral.  

Comcast scrambled around immediately afterward 
to try to remedy the situation. As a subscriber at the 
time, Comcast made several attempts to reach me 
that day. The following day, I received a call from a 
company representative asking many questions about 
our customer service experience. Recognizing what 
had happened, I remained on the line for 7 minutes 
to answer all of her questions.  

The point is, unless you train everyone on your 
staff on the better points of customer service, 
including the willingness to stop service upon 
request, you will experience viral activity working 
against you. It becomes extremely expensive to have 
to put forth an all-out effort to clean up the mess. 

 

Yelp and Other Reviews 

Online review services are another example of the 
need to perform to the best of your ability on behalf 
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of your clientele. An added component is to hone 
your intuitive skills. Intuition is a gift that can avert 
calamity. 

A highly regarded design school had been in 
operation for over 25 years. The owner confided that 
a new potential student asked to attend her classes. 
Intuition said, “Don’t take this person on as a client,” 
but the owner needed money, so agreed.  

The student was nothing but trouble and in the 
end, posted horrific online reviews about the design 
school. After 25 successful years, the owner had no 
choice but to terminate the business and begin anew. 

In order to avoid calamities as described above, pay 
keen attention to your intuition, as it’s rarely wrong. 
And when doubt does arise, qualify everything about 
your prospective client to figure out where the 
concern resides. If it’s possible to discuss, ask the 
person the questions on your mind in order to 
eliminate the concern. Otherwise, pass on accepting 
the client. Life is too short to take on added trouble. 
This leads directly to the next topic, Ethics, viewed 
from the opposite side of the table. 

 

Ethics 

Throughout this book, it was suggested to observe 
good and bad experiences as the buyer, in order to 
improve insight as the seller. One such experience 
became an instant reminder of the better way to 
conduct business. 

Joe was hired to provide a bi-monthly service. The 
problem was, he eagerly took the money, but he did 
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not provide the service for which I paid him. Instant 
recognition of the problem led Joe to be fired. The 
person who recommended Joe told me that I had no 
right to let him go on the spot. My reply was swift,  

“No one has the right to take money but not 
deliver on the promised service. An ongoing 
relationship of this type is unfathomable. Integrity is 
everything, and it is the only way to develop loyal 
clientele over the long-term.”  

My message was heard.  
Consider those services you personally revisit from 

time to time, and the reasons for doing so. The 
person must offer a product or service to your taste, 
you must see the value in it, and you must be treated 
with respect. Most likely, when you need to give gifts 
at holiday time you revisit the same options for those 
very reasons. 

I’m very fortunate to belong to an excellent group 
of sales peers, many of whom provided their advice 
in the next chapter. Tim Ohai, in a telephone 
conversation, shared his philosophy, which comes 
from Hawaii, and it spoke to me. 
  

 

❛❛ The Hawaiian word ‘pana'I’ 
Means ’to give and receive, but not take.’ 

 
 
This one expression summarizes a better approach, 

not only for business but also for life. 
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The balance of giving and receiving works in a 
multitude of ways. It might be a good idea to revisit 
all the activities you are immersed in to determine if 
you are doing your part. For example, you may 
receive many re-postings of your online content. 

 

• Do you make it a habit to reciprocate?  
• When people make referrals or provide you 

with testimonials, do you return the favor as 
appropriate?  

 

Promised Service 

• Do you deliver what you promise to clients?  
• Do you thank them upon delivery?  
• Do you check in at a later date to be certain 

they are satisfied?  
 

As the seller, it is our duty to do everything we can 
to ensure a positive experience for our clientele. 
Working with the balance of giving and receiving, 
and without taking, defines your personal brand and 
will lead you to the Smooth Sale! 
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Sales Tips 

1. A poor experience is one of the best teachers. 
2. Sell ethically. 
3. Document practices that annoy you to avoid 

doing the same. 
4. Personalize email. 
5. Do not attempt to sell until you know what 

the other party is trying to accomplish, and if, 
in fact, you are able to help. 

6. Stay away from selling futures. 
7. Take note of offers that lack integrity in 

order to recognize a better route.  
8. Focus on customer service excellence. 
9. Encourage positive online testimonials. 
10. Use intuition plus analytics to help guide you 

to the better decisions. 
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22. 
Multiple Perspectives on  
Winning Strategies 
 

Throughout the book I encourage you to speak to 
your client’s perspective first. Expanding on that 
thought, an excellent strategy is to strive to 
understand the perspective of many types of 
businesspeople in order to understand the wider 
scope of business. However, one other component 
makes a big difference in your outcome. 

 
  

❛❛ Men and women approach  
business differently, so make it your business to learn 

from both! 

 
At networking events or when working with a 

trainer, you will find it very helpful to alternate 
interaction with both genders. Generally speaking, 
women are more into the building of relationships, 
while men take the more direct route to get to the 
sale. By learning from both, you will find the middle 
ground for improved results. 



ELINOR STUTZ 

234 

Here is a list of suggestions, advocated by each 
gender, to incorporate into your business model: 

Ask for directions—female 
Yes, we do have GPS, but there are other directions 
to be provided. If you are making a sales call, you 
most definitely will want to ask for the next steps, or 
additional information you need to provide in order 
to be seriously considered for conducting business.  

Accept opportunity and then figure it out—male 
When exciting opportunity is presented that seems 
as if it is far past your capability, say “Yes,” and get 
the help you need. Men will accept, while for many 
females, fear takes over. Frequently, the opportunity 
declined will never to be found again. 

Be concerned others like you—female 

If you aren’t concerned about being liked, you may 
get the first sale due to the client not knowing where 
else to turn, but future sales will go to someone else. 
Repeat business is found when you continually strive 
to build the relationship and deliver excellence in 
customer care. 

Don’t let others intimidate you—male 
For the most part, men speak with greater 
confidence. The advantage is, confidence diminishes 
the number of people speaking down to you. 
Women should be nice to a point, and then stand up 
and be counted when necessary. Consult with peers 
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regarding improved responses to demeaning 
circumstances, in order to prevent this from 
happening again. 

Have an agenda, but be flexible—tie 

In their quest to build relationships, females will try 
harder to find a friendly solution to move forward, 
but men are more likely to be trained in the finer 
points of negotiation:  

Men: Do not talk the client out of a sale by being too 
driven to achieve it.  

Women: Take classes and read books on the finer points of 
negotiation. 

Sell value—female 
Men appear to be more anxious to get the sale versus 
selling value. Whereas since they want to do right by 
the client, the women find ways to build more value 
and avoid rapidly dropping the price. Value is built 
throughout the conversation(s) and is based upon the 
very first question asked, “You must be so busy, why did 
you agree to see me today?” 
The question gets to the heart of the matter, 
implying need. This is the basis for building value 
and selling at a fair price. One additional strategy 
that many females incorporate is to have a heart-to-
heart conversation not only about one issue, but 
everything surrounding it, along with attempting to 
gain some insight into the buyer’s personal life.  
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Never give up!—male 
Perseverance is the ultimate strategy for attaining any 
goal you set for yourself. Men appear to have the 
stronger drive. Being in business requires a 
dedication to learning, implementing what you learn, 
and persevering until you find what works best for 
you. When you quit, you will never know what was 
just around the corner. 

 
 

Multiple Perspectives 

To further assist you, I asked male and female 
businesspeople who notably stand out in their field to 
share their best tips for business advancement. 
Always striving to make things easy for my clientele, 
I included a link to each of their websites in case you 
wish to learn more. 

Your Job is to Report the News—Not Spin It! 
The greatest lesson learned, never forgotten, and 
continually practiced is, “Tell your customers what 
they need to know, not what you think they want to 
hear.” Authenticity, humility, and pure honesty are 
simple, productive, admirable traits. Your prospective 
clients are looking for reasons to trust you, and your 
existing clients need to know they can count on you. 
When you fail to be direct, truthful and responsible, 
you jeopardize the relationship and your professional 
credibility. I have always found comfort, confidence 
and success in being direct, professional and honest 
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in my relationships. It is at the foundation of my 
professional success.  

—Dave Cooke, 100Pedals.com 

The Solution to Almost Any Challenge 

Whenever you’re up against a challenge, ask yourself, 
“How can I make this work FOR me rather than 
AGAINST me?” There is almost always something 
to be gained from anything that initially appears as a 
problem.  

—Mary Cantando, WomansAdvantage.biz 

Patience Is a Virtue 
In a world where immediacy and speed is a constant, 
there are lots of people who have a great expectation 
that success will come easily and fast. The historical 
examples of the journey followed by talented 
entrepreneurs or even geniuses are presented as 
evidence that patience is a valuable component in our 
personal and professional life. As human beings, we 
are all subject to smooth as well as challenging phases 
that we are faced with. Combined with planning and 
perseverance, patience is a component of the triple 
pillar that leverages each step for success.  

—Eliana R.S.Souza, SpinTours.com.br 

Niche with an Itch 
Focus on a “niche with an itch”—to succeed in 
business, you need a small, well-defined group with a 
very specific problem they are struggling to solve. 
Then when you solve it for them, you know who to 
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market to, why they need you or your product, and, 
they'll return your calls!  

—Toby Beresford, Rise.Global 

Don’t Sweat the Small Stuff…Get a Little Clammy 
Instead 
In your business—regardless of industry or 
location—you’re going to come across some snarky 
people, and your inclination may be to let it bother 
you. Don’t sweat the small stuff! Do your best to 
extract what feedback can be applied and utilized, 
and then dismiss the rest. And keep in mind that 
caring about your business is essential if you’re going 
to reach any kind of success. So do get a little bit 
clammy over the major, game-changing things. After 
all, this is your livelihood!  

—Katrina Robinson, MediaShower.com 

Make it Conversational! 
The most important success tip in telesales or inside 
sales is to make it conversational. A conversation is 
an exchange of ideas between people. This means 
you have to: craft insightful questions, ask with the 
intention of listening to their answer, and use their 
answer in your follow-up question. Conversations 
build trust, show interest, and are the quickest way to 
get the sale.  

—Lynn Hidy, UpYourTelesales.com  
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Being Helpful to Others on Social Media Yields Big 
Results 
Each day brings new opportunities to strengthen 
your networking ability on social media. Focus on 
how you can help others. Is there someone looking 
for a referral or an idea? By helping, you will build 
genuine relationships that will pay off for you in 
unexpected ways in the future.  

—Lavie Margolin, LionCubJobSearch.com 
 

Varied Connection Strategy Reaches Larger Audience 
We need to use a broad variety of strategies to find 
and connect with prospects, because our prospects 
aren't monolithic. Different prospects respond to a 
variety of connection formats. We are responsible for 
connecting with our prospects on their terms, using 
the connection media they are comfortable with and 
respect; it isn't their responsibility to connect with us 
in the manner we prefer.  

—Paul McCord, DynamicSalesGrowth.com  

Leverage Your Assets 
Increase leverage for building success. This means 
nurturing networks of individuals, as well as 
relationships with those who also have clients. We 
call these kinds of relationships “business-eco-system 
partners.” They are defined by selling non-
competitive but related products/services into your 
similar markets. By working with others you will 
learn new ideas, find new business opportunities and 
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have fun. By building sound and personable 
relationships with your clients, you will be led to new 
clients, new projects and very possibly, the creation 
of new products. For example, experience has shown 
that writing and speaking extensively on the subject 
of sales leadership provides a gateway for the subject 
matter to be used within magazines, books, blogs 
and monthly newsletters. Leveraging your time, 
clients and content makes the world go around and 
life more fun.  

—Ken Thoreson, AcumenManagement.com 

Be Consistently Present 
Consistent visibility builds trust. When people see 
you and your brand on a consistent basis, you build a 
sense of reliability and trustworthiness. When you 
join an organization, (virtual or real-life) and a social 
media platform like Facebook, Twitter and 
LinkedIn, make a commitment to be active on a very 
regular basis.  

—Gail Z. Martin, 
DreamSpinnerCommunications.com  

Command Respect and Be Seen as An Equal 
To be successful, a salesperson must have the 
prospect’s respect and be seen as his equal. If you 
want a prospect to respect you, you can’t be afraid. 
The other person is just another human being, not a 
deity, and has no power over you except to say no, 
and if he exercises that power, so what? In the overall 
scheme of things, his “no” is meaningless: you knew 
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going in that you weren’t going to sell everyone. The 
losses don’t matter; only the victories count. You’re 
there to serve the prospect, better their life; your best 
chance to accomplish that goal is to behave as an 
equal.  

—Robert Terson, SellingFearlessly.com 

Creating Maximum Business Results 

Work to get the maximum lifetime value of every 
new customer who does business with you. Create 
systems designed to resell, upsell and cross-promote 
existing clients. Behind the robust business sits 
excellence in customer service.  

—Charlotte Howard, 
CharlotteHoward.BrandYourself.com 

Invest in the Unique You 
Accept your uniqueness; you are different. Be 
comfortable with who you are. Before you make a 
public appearance, control your content and 
appearance by investing in professional photos, a 
promo video, a graphic designer, a website and 
promote your branded product. Expect to work long 
hours during the establishment stage. Earn sweat 
equity to understand your business inside and out, 
and to be proud of who you have become.  

—Dr. Fay Maureen Butler, DrFayMaureen.com 
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Think Value, Deliver Profit 
Too often in business, lessons have to be learned 
more than once, sometimes dozens of times. So it 
was for me. I learned that there are three things you 
must build into your business model. First, Know 
Your Value. Quantify the impact your product or 
service has on a customer’s business. Price Your 
Value. Make certain you are rewarded for your value. 
And, Sell Your Value. In short, believe in the impact 
you deliver. 

—Bob Rickert, PCSStrategies.com   

Improve Business with Top Talent 
The biggest game-changer, for me, was to stop being 
a one-person juggling act and bring in top talent to 
work for me. For example, I am an expert in non-
fiction. But I didn't have fiction editing expertise. So, 
I hired fiction editors who had sold over 300,000 
copies of their books. They understood the standards 
for that market. By creating a team, I was able to 
take in more business at once and provide services 
beyond my personal expertise.  

—Randy Peyser, AuthorOneStop.com 

Network, Network and Then Network Some More 
Once you find your passion, then your work will 
become your pleasure. It’s not about the money, it's 
more about finding something that energizes you 
and lights your fire. It is also important to do 
something that helps other people along the way. My 
radio show focuses on sharing other people's success 
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stories. It is so rewarding getting to meet new and 
exciting guests and especially to help authors who are 
just starting out.  

—January Jones, JanuaryJones.com 
 

The Value of Trusting Your Instincts  

When I started my first company, at age 21, I had 
more enthusiasm than business skills. I quickly found 
myself in the trap of reacting, instead of planning. 
Not a great way to run a company. However, 
everything changed when I allowed myself to trust 
my instincts. For example, whenever I experienced a 
strong reaction in the pit of my stomach, positive or 
negative, to certain people, situations or 
opportunities, I trusted that knowing. It has served 
me well. Following my gut instincts has helped me 
to build other successful businesses too.  

—Kelly McCormick, OutSellYourself.com 
  

Success is Achieving the Goals You Set for Yourself 
We all strive for success. Yet many people feel that 
they are not successful because someone has a bigger 
house, a fancier car or more money. I believe success 
is measured in setting and achieving the goals you set 
for yourself. The motivation is internal. To achieve 
the success you desire, you need to set goals, work 
hard and stay focused. The key to success is to define 
in very specific terms what that success looks like and 
having the internal motivation to achieve your goals. 
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It’s up to you. You need to really love the job and 
have fun doing it.  

—Steven Rosen , StarResults.com 
 

Continually Evolve 
Each day, ask yourself the following two questions: 
What did I learn today? How will I use it tomorrow?  

—Mark Hunter, TheSalesHunter.com 

Formula for Success 
Ultimate success in any endeavor requires a simple 
formula: Strong vision + Persistence + A clear plan + 
ACTION = Your dream come true. Most 
importantly, believe in yourself and your abilities to 
reach your goals, and don’t ever stay stuck! Keep 
moving in a forward momentum and ask for help 
when you need it.  

—Sharon Hooper, VisionJourneys.com  
  

Rise Up to Lead the Way 

Visualize an inverted pyramid of people, where you 
are holding up business partners and friends on your 
shoulders. Be a Helper—that’s the best way to get 
help yourself. Each day, for a moment, reflect on 
where you came from. Recognition of meager 
beginnings will put into perspective that anyone may 
advance past any situation. Accordingly, be patient 
with yourself and others as you steadily lead the way. 

—Samuel Williams II, Text4Help.org  
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Always Show Up As the Authentic You! 
Whether you are marketing through social media or 
by speaking in front of a room, it is always important 
to be yourself. People respond better to non-verbal 
cues than to what you say. Let your energy and your 
personality become the attracting influence, whether 
you are posting blogs, tweeting or presenting a 
webinar.  

—Dr. Frumi Rachel Barr, Scaling4Growth.com 
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Final Remarks 
 

The Wish was written due to questions I was 
asked about how I was able to build such large 
followings, on a variety of platforms, without a 
formal team in place. By building relationships, 
forming associations and collaborating, my team 
became those very connections made online. 
Without their help, my progress would not have 
materialized in the way it did. 

Mirroring the advice I give, I always strive to learn 
and then teach what I know in order to help others. 
Accordingly, everything I have learned to date, 
through trial and error and experience is shared in 
this book. It is with great appreciation that I also 
have the privilege of including the outstanding 
insights of my peers. 

We are each in the startup phase as we begin a 
new venture. My desire is that some or many of the 
strategies described here will help your business 
grow. Please feel free to ask questions by writing or 
connecting with me online, and let’s continue to 
learn from one another. 

 

Let’s Connect 

Twitter: @Smoothsale 
 
LinkedIn: Elinor Stutz 
 
YouTube Channel: Elinor Stutz 
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Facebook: Elinor Stutz 
 
Facebook Community: facebook.com/elinorstutz  
 
Google+: plus.google.com/+ElinorStutz/posts 
 
Smooth Sale Blog: smoothsale.net/blog/  
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speaks worldwide. Connect with her to schedule a 
consultation. 
 
Let's Connect: 
Twitter: @smoothsale 
Facebook: Elinor Stutz  
LinkedIn: Elinor Stutz 
Youtube: Elinor Stutz 
Elinor@smoothsale.net  
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