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The Two Buttons 

• ________ 

• __________ 

 

“Work smarter, not harder.” 

 

The Most Important Button 

• ________ 

 

Purpose, Process and Payoff 

 

Focus on “Clean Selling.” 

“Clean selling means selling as ______________. When you’re super clear about helping 

your client determine __________  ________  ______  ________, whether or not that means 

workingwith you, everything goes better. Everything. They will never forget that oh-so-rare 

feeling of being cared for, heard and respected. Their gratitude will come back to you ten-fold 

and your business will benefit in ways you can’t imagine.”  --Wendy Pitts Reeves 

 

“Sales success is made up of those little building blocks called __________________.      

–Neil Rackham 

 

Garfield Ogilvie: How a struggling salesperson turned it around. (Foreword) 

 

#1 Rule of Selling 

• “Get me to like you. I’m in advertising and we do our ________  ________ for 

people we like.” 

• “For me, the first rule of sales would be to come to ________ your 

customer—to show you care about him or her. That allows this person to 

trust you. And to feel comfortable moving in directions you are 

recommending. Because we all know we ______________ the people we 

like. So, if we have come to like our customer and they see it, they will feel 

more comfortable with us and they will be right. Because if we truly come to 

like them, we will be sure to ______________ their ______________.” 

        –Robert Cialdini 
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Archimedes: “Give me a __________ long enough and a fulcrum on which to place it 

and I shall move the world.” 

 

Leverage: The ability to influence a system or an environment in a way that 

__________________ ________ ______________ without a corresponding increase 

in the consumption of resources. 

 

Nobody wants to advertise, but every advertiser wants to be an 

__________________ ____________________. 

 

What do you mean “big order?”  

 

The most beautiful word in the English language is a person’s name. 

 

The largest order presentation 

• I am required by management to show you the largest weekly schedule you’re allowed to run on any 

one of our stations.  That’s because my ambition level may be lower than yours. 

• This schedule will make you the dominant advertiser for the week. There’s a two-week waiting period 

before you may start.   

• It will drive your competition crazy. 

• What do you think would happen if you ran this schedule? 

• How much do you think it costs? 

• What (and how much) would you have to sell to make this a profitable investment? 

• How much did you sell last week without this kind of advertising? 

• Do you have enough product to sell that much? 

The relatively easy 15% upgrade. (Do you want fries with that?) 

 

• “You know, you can double your schedule . . .” 

 

The ________ ________ is easier than the ________ ____. 

 

The 3 Growth Strategies: 

1. Increase the client base—get more customers. 

2. Increase the ____________ of each ___________________. 

3. Increase the _________________of the transactions. 

 

How one hour of planning can save a month of misery 

• 80/20 

• 7 components of your billing 

• Projections: You can only measure one thing: Goal Directed Behavior 
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Hypothetically 

• What do you notice? 

• What else? 

• What are you going to do about it? 

 

Awareness leads to change. 

 

Mistakes in __________ mean mistakes in __________________. 

 

Something Jim Williams taught me: 

• Whatever you make in a month seems like a lot of money.  

• But _______________ ______________ and _______________ dollars are 

different. 

 

If you are calling on more than fifty businesses, then you don’t have an account list, 

you have a hunting license. –HBR article 

 

Measure the ______________ of your meetings and not just the number of meetings 

or “calls.” (Scheduled Sales Conversations). 

 

 

The Chart Relationship Analyzer
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BIG IDEA: The ______________ of every meeting and every client relationship is measurable. 
 
The last conversation is the relationship. 
 
You will sell more in ________ __________ __  meetings than you will in ______ __________ __ 
meetings. 
 
Grade your relationships and then ______________. 
 
People buy the ______ you sell before then buy ________ you sell. 
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Education without action is entertainment. To know and not to do is not to know. A training program 

that doesn’t change your behavior in some way is as useless as a parachute that opens on the FIRST 

bounce. Take application notes. Decide which concept or new approach you will use with specific clients 

and prospects.  

Idea #1: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________        ________ 

Idea #2 ________________________________________________________________        ________ 

Applies to: ______________________________________________________________        ________ 

Idea #3: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________       ________ 

Idea #4: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________       ________ 

Idea #5: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________       ________ 

Idea #6: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________       ________ 

Idea #7: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________       ________ 

Idea #8: ________________________________________________________________       ________ 

Applies to: ______________________________________________________________       ________ 
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