Books to get –

Brian Tracy - Focal Point

Ted Nicholas (most published author)

Shelley Chacut? Words that change minds.

Look for the Ebbinghouse effect?
He created a system of audios and would not train someone unless they bought his monthly audio system for at least six months if not longer.

  Away   – Towards

Avoider – Achiever.
Success acronym - mine
Self-esteem

Understanding

Courage

Caring

Expectation

Sense of direction

Sustained action

It's better to be a deeper than perfect.

Imagine good outcomes.

Imagine improving at a skill.

Visualised affirmations.

Goal directed actions. (How does this measurably moved me in the direction of my supportive goals).

Review choices - previous day, each day, and each week weekly.

Clear communication is based on clarity. The more clarity the better the communication.

Assertive communications.

Relaxation, calmness.

Give gratitude and look for why in detail.

Organise your day the day before, and prioritise based on importance, deadline and hourly rate - what the job would cost to have someone do it. Only do what you can’t pay others to do, and those things that have the biggest financial return for your time.

We are conditioned to believe that the options that appeared to be common when we are young also appear to be the only ones genuinely available to us. Options like your limited view of yourself. I call this 'Options conditioning' and 'Option blindness'. 

Success is about responsible self-esteem. Successful people are optimists, and highly successful people are irrepressible optimists.

What gets measured gets improved.

Influence Course:
CD 2 and 3 Great 
CD 9 75 – 77 mins Great.

CD 7 & 8  Persuasion – Great!

Some ideas to use in influence statements:

Seeing what actually causes it, cause is that too naturally start discovering and re-patterning in a highway.

As your mind creates its own unsustainable objections, this causes you to realise that it does this often and that these are pointless, and as the awareness of this sinks in to your subconscious, listening to them causes you to realise that not listening to them is the true path to personal peace.
Because as you listen the realisation of the truth of what I'm saying sinks in (and you're compelled to act on it).

Use the word “by now” (Buy Now) in your pitch at the appropriate time to influence people to buy your stuff.

I'm wondering if ‘by now’ (with a pause) you certainly see that what I offer meets the needs you know you have, and those you don't yet know you have, but that you have.

Are you aware of the insidious nature and misassumption based structures of the perceptual processes that you are currently unaware of in you, but that already consistently affect you in unsupportive, negative or disruptive way? Once you really see how this works, you will easily see the benefits of what is being taught here, and what comes with it. As you become consciously aware that there are processes going on within your mind that you were unaware before. No truly intelligent person will settle any longer for fighting against it, or settling for their perception currently is. And as you become consciously aware of you growing need to evolve beyond your current conflicts and struggles, you will naturally realise that what I am offering here is truly what you need, and you will look back in the future and realised that getting this information was the day your life changed forever for the better, and you can finally experience the peace and happiness you deserve. You will naturally experienced balance, peace and happiness, when your mind sees and acknowledges what causes its own conflict, hurt and suffering, and naturally let's go of the structures strategies within its own perceptual calculations.

I'm sure you realise, or you will by the time this video is finished, that etc. etc.

Once people just like you, realise X, they get really excited and must have it.

Just before you decide (pause) how easy it is to (pause) make this decision, let me tell you something that will make that even quicker etc. etc.

After you work with me, you understand more.

Create golden bubble over me and client - guess, light or liquid that infuses the client with my influence.
Snow shovel at the back of the room and I send energy from my eyes over the room, and it returns and gets cleaned by the curve that returns it, which is the Snow shovel, and it comes back to my feet and re-energises me.

There is no time management, only self-management and effort management. Tomorrow is a word invented her children, tradesmen and procrastinators.
Do list (not to-do list)

After first item is done, or done as far as genuinely possible, re-prioritise (and experience satisfaction based on achieving some or all of the job that you did to a high enough standard to be pleased with yourself about).

 If you wait till everything is ready, you will never start.

Illicit answer where no means yes.
Make standards your goal, not money, significance or fame.
Those who are successful, do what those who aren't, won't.

You don't want to go back to basics, you want to reincorporate the basics back into your approach.
Peter uses Fairview Duplication in Hull for all his CD duplication needs. Jackie is their contact.

Buy lists 5mins.co.uk and 

Hilitedms.co.uk (Phil Chantry)

Tell them both we know Peter.
People who perceive themselves as failures focus on not failing, and pleasing actions. Successful people focus on succeeding and pleasing outcomes.

If you have to chase something, chase the value add or value given. Money is simply the reward for a job well done. Focus on giving value and money will come automatically, when you're ready for the -  it.

Create surveys to get people interested.

Tell people not to deal with companies who do not offer follow-up teaching.
DDWI Don’t deal with idiots.

I'll show you a step-by-step way to do with the way you want.

Purpose –> Goals –> Plan –> Required Attitudes, Beliefs etc. –> Actions –> Feedback (int and ext) –> Adjust (All).

In certain markets like business solutions, people will provide phone numbers for opt-in forms.

“I assume that you are a busy person like me, so have perhaps not read the report yet have you?

(Don't be the person to make the call, or take the call, he devalues you).
Six stage scripting system - Peter Thompson:

1. Perspective (make a report on each mistake or all mistakes) (" as you and I know".

2. Problem (let me explain what you and I know the problem to be).

3. Pain (what is the relative, related perceived pain for this issue).

4. Possibilities (possible solution - what could be different).

5. Pleasure (what this can help you avoid, achieve, retrieve her experience).

Plan (here's the plan).
“Do you make these 7 critical mistakes” - Best headline ever!

“Turns your ?? into ???”

Know your outcome!

117 Tips book £4.99 (tips start with a verb)

Right book from the tips £17.

Do CD course on book £57 - £97. (£97 per day is £36,000 per annum).

(Go to fiverr for transcription services)

(Prices that chunk back to 8 so better. 5.30 = 8 etc.)

Sell seminars because people might not buy your milk so sell them the bottle by doing live workshops, because they want the information personally.
E-book - £7 x 5 per day x 365 = £12,775

Book - £20 x 3 per day x 365 = £21,900

6 CD set - £97 x 2 per day x 365 = £70,810

4 DVD set - £197 x 1 per day x 365 = £71905

= £177,390 p.a.

1 day seminar $67 x 20 people x 3 p.a. = £4,020

50k p.a. increase in revenue:

E-book - £7 x 5 per day x 365 = £12,775

Book - £17 x 3 per day x 365 = £21,900

3 CD set - £37 x 1 per day x 365 = £13,505

= $48,101 p.a.

Do newsletter as CD with different subject for each month.

(mine) Have a Q&A membership site as well as send out audio CD of Q&A session. Avoid doing downloadable recordings unless I want to keep it cheap, but add advertising in case it is shared.

Take the first month's payment from each client, and by PPC advertising with it to build readership and listenership.

Monthly newsletter on CD £9.97 + £2.97 p & p x 1000 subsc x 12 = £155,766 p.a.

£20 webinar club x 300 subsc x 12 = £72,000 

Create a system for doing a £50 per month membership system, perhaps webinar.

Also a £9.97 per month question and answers membership site, perhaps webinar also
Offer to send products by post in CD or DVD as owners they pay for postage, and then a one hour free consultation if you getting started.

Do survey marketing on Facebook good ethical bribe to get e-mails.
People – “attention coaches” etc.

Problem – described.

Product - solution.

Go through all copyright and change any verbs 'to be' into 'is' and' to be will' into 'when'.
Curiosity drives people to ask for your stuff. Get them curious, don't give it all to them, but give them good stuff, if not your best.

Unwitting is a better word than unwittingly.

Web Pages:
Only offer most wanted action on squeeze pages, and highlight explicitly on pages with multiple choices. Every additional choice lowers conversion. Only offer absolutely necessary navigation links. See PeterThomson.com.

Green opt-in forms

Orange button blue text (as with Amazon)

Add sticky note as on weight dynamics page.

Go to money supermarket.com and see the green benefit button, this created a huge jump in conversion.

Do P.P.C. Testing on Bing first.

Salt what you will say later early in your copy.

Use blind bullets - create curiosity.

· The number one way to get your dog to come back every single time.

· The number one question people ask that accountants get wrong.

· The number one question running around in people's mind, and they don't even know.

The add video to your site to increase conversions by up to 38%

Create more videos to create a systemised referral process.

Offer vouchers for info sessions.

Surveys on Facebook.

Newsletters
----

Jay Abrahams

Ask of these three questions:

How do I increase number of customers?

How do I increase the average order Value per customer?

How do I increase the average order frequency from each customer?

(Perhaps that could be a new product)

	Number of Customers
	Average Order Value
	Average Order Frequency
	Turnover

	100
	100
	2
	20k

	110
	100
	2
	22k

	110
	110
	2.2
	26.62k

	Only 10% Increase
	Only 10% Increase
	Only 10% Increase
	33.1% inc


See how small increases in each area can dramatically increase turnover. Also each increase has a compound effect on each of the following areas of revenue. Even if you didn't increase the number of customers, but increased the average order value alone, this will increase your turnover.

How do you keep them once you got them?

Pass them along the product presentation process, and move them into higher-level products. That percentage will definitely continue. Keep adding more expensive systems into your funnel, until you reach a price point no one wants to pay.
------

Perry Marshall

www.IsFBForMe.com

www.8020curve.com   –  how to use it 80/20 sales and marketing book, page 31
His sales letter basics:

------

“Stop Cold Calling Business Prospects, Battling Voicemail– 
and Make Them Chase You Instead ”.

see http://www.perrymarshall.com/b2b-marketing/ 
for the full copy where highlights below came from
Dear sales professional,

After years of dialling for dollars, knocking on doors and enduring all kinds of rejection and drudgery, I finally made a revolutionary discovery: You can cause the world to beat a path to your door. You can be an invited guest instead of an unwelcome pest. You don't call them – they call you.
How does this happen? With the power of information and publicity, and the science of results accountable marketing.
From Failure to Success
If you're making even one cold call a day, you're wasting time and money. And if your company is like 99% of all other businesses out there, you are ignoring millions in untapped sales.
Do Your Customers Respect You as Much as They Respect in Their Doctor? 

No? Why not? 

Your experience as a business owner, marketing manager or sales person can radically change for the better in only a few months time, simply by learning my system. I invite you to explore my website, and request my FREE Audio CD, “Guerrilla Marketing For Hi-Tech Sales People.” (All you cover is S&H.) It delivers twelve powerful bullets that bring cold-calling drudgery and advertising waste to an end.
Etc etc. this is a great sales letter for B to B like coaching.

--
The power disqualifies: only deal with customers that fit and will do what is required with your product!
Is the customer willing to follow all the steps necessary to use or install your product?

Do they obey instructions? Do they cooperate with you and your staff?

Do you have a definite process for determining whether they did the right steps are not?

Are all the steps laid out? Is it simple and clear and black-and-white?

Do you have a way of determining whether the customer really is a feat before any money changes hands? 

If your customers meet all these requirements, you can offer them a ridiculous warranty or promise on what you're doing, because you know they will get the results that are required for them to be happy.

Example:

if you pay us $4000 and if you install our product correctly and if you follow all the steps and if your system is up to spec, then I guarantee you that our product will be or do X. Or else I'll pay to have the product removed and will install the competitors widget of your choice instead.

Oh, and nobody else makes a guarantee like that. If you qualify, the instructions are guarantee this will work 
