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Abraham, Jay, 129
Accountability, education 

and, 45
Action Management, Four Ds 

of, 80
Add Value, 224
Admit Close, 222
Advancement, sales and, 2–3
Advertising, outdated, 47
Adwords, 114
Affi liations, 101
Allison, Luther, 184
Alternative Choice Assumptive 

Close, 215
Appearance, 150
The Apprentice, 189–190
Assumptive Close, 215

Attitude:
assessing your, 95–96
gaining the right, 83–88
maintaining the right, 88–92
negative infl uences on, 

92–95
Attraction, Law of, 63–65
Auditory learners, 40–41
automaticresponse.com, 126
Aviator, 31
aweber.com, 126

B

Baber, Anne, 172
Barnum, P.T., 117, 187–188
Believability, 178
Ben Franklin Close, 218
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Benson, Richard, 129
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Blogging, 101
education and, 50–51
follow ups and, 123

Bly, Robert, 129
Bottom line, fi ve ways to 

increase the, 102–104
Bracket proposals, 223
Budget Close, Difference in, 216
Buffett, Warren, 7
Burgin, David, 23
Business cards, unique, 115–116
Buy Down Close, 219
Buzz marketing, 116
Bypass technique: 

avoiding the, 154
proposal stage and, 200–201

C

Calls, 78–79
personal, follow ups and, 123
targeted phone, 101

Caples, John, 129
Carnegie Mellon, 5
Carson, Johnny, 171
Cash Back Close, 219
Cell phones, 78–79
Children: 

inspiration and, 34
sales skills, 3

Chinian, Paul, 46
Chrysler, 122

cityblueprint.com, 126
Clarify Close, 216
Clinton, Bill, 173–174
Coca Cola, 7
Communication plan, for current 

customers, 124–125
Community boards, 101
Competence: 

confi dence and, 39, 137
proposal stage, 203
unconscious, 138

Concessions, declining and 
varied, 224

Confi dence, competence and, 
39, 137

proposal stage, 203
Contrarian Method: 

competence and, 137
vs. contrary, 7–11
mystery shopping and, 48–50
proposal stage and, 200–201
selection stage and, 189

Control, avoiding attempts to 
gain customer, 140

Countering fi rst offers, 224
Coupon swaps, 101
Criticism, attitude toward, 92
Customers: 

be-back, 101, 110–111
conquest, 120
disagreeing with, 210
lost, 101
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orphan, 101
prioritizing current, 

119–122
add-ons and continuity, 

130–132
effective communication 

with, 122–128
getting them to sell for you, 

132–134
mistakes made with follow 

ups, 128–129
yearly market evaluations 

for, 129–130
repeat buyers, 101

D

Dairy Queen, 7
Database marketing, 101
Deadline, goals without, 31
Dealer Twenty Groups, 47
Decision maker, neglecting 

the, 209
Delay Payment Close, 219
Delegation, 75
Depreciation Close for Leasing, 

Guaranteed, 217
Desire, goal-setting and, 56
Digg. See Social networks
Douglas, Michael, 134
Downloads, education and, 45
draw-me.com, 126

E

eBay, 113–114
Education, 35–36

changing customer base 
and, 9

continuing, 13
customized, 106
experts, seeking out, 50–51
group, 43–48
learning modalities, 40–43
measurements and, 51–54
motivation and, 37–38
mystery shopping, 48–50
vs. training, 38–39

Email, 101
autoresponder, 123
newsletters and education, 

50–51
video, 123

Emerson, Ralph Waldo, 63
Emotions: 

objections based on, 211
profi ling and, 164–169
roadblocks and negative, 23

Environment. See Selection 
stage, setting the 
environment

Exact Number Close, 220
Exercise, as an attitude booster, 

87–88
ezinequeen.com, 126
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FaceBook. See Social networks
Familiarity, Law of, 21, 

161, 166
Faxes, follow ups and, 123
Fear: See also Loss Close, 

Fear of
profi ling and, 167–168
roadblocks and, 21–23

FedEx, 142, 198
Fifty Calls, 71
Filtering, goal, 59
fi rststream.com, 126
Flinch, 223
Fluctuations, marketing and, 

98–99
Flyers, 101
Focus group, 188
Ford, 122
Four Ds of Action Management. 

See Action Management, 
Four Ds of

Franklin, Benjamin. See Ben 
Franklin Close

Frequent buyer programs, 123
Future Close, 222

G

Garfi nkel, David, 129
General Motors, 122
Gestalt psychology, 21

Gifts: 
follow ups and, 123
unique, 144

Give-Get, 224
GlenGarry Glen Ross, 139
Goal-setting: 

belief and, 65–67
clear vision, 57–62
ineffective, 55–57
power of now and, 62–65

Godin, Seth, 116
Google, 114
grandincentives.com, 126
Gratifi cation, rule of instant, 119
Great Connections, 172
Greed, money and, 25–26
Green Bay Packers, 36
Greetings, 146

to profi ling, 155–158
Gretzky, Wayne, 50

H

Habits, daily, 61–62
Halbert, Gary, 129
Handshake, 146–147
handymailing.com, 126
Hansen, Mark Victor, 51, 64
Happiness, money and, 24–25
HFG (Hope for Gain), 45, 167
High Point University, 38
Hill, Napoleon, 89
Honesty, 178
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HOPE (Having Optimistic 
Predictions and 
Emotions), 14

goal-setting and, 63
Hopkins, Claude, 104, 129, 184
How to Write a Great 

Advertisement, 129
Hughes, Howard, 31
Hurricane Katrina, 84

I

IBM, 37
Immigrants, wealth and, 27
Index card system, 78
infusion.com, 126
Instant messaging, follow ups 

and, 123
Interest rates/terms, questions 

concerning, 204
internetaudioguy.com, 126
internetvideoguy.com, 126
Invalid objections, 211
Investment, mental, 6
Isolation, 46

J

The Jeffersons, 167
JOB (Just Over Broke), 70
Job mission, 154–155
Joint venture advertising, 101
Jordan, Michael, 14

Judgment Close, 223
Justifi cation, logic and, 179–180

K

Kennedy, Dan, 51, 99, 129
Kinesthetic learners, 40–41
Kiyosaki, Robert, 5

L

Land Rover, 190–191
Language:

buyers, 104
getting attention through, 73

Lead generation. See Marketing 
skills

Leads, sources of, 100–101
Leave Alone Close, 222
Lemmings, unsuccessful 

salespeople as, 8
Letters, follow ups and, 123
Leverage, marketing, 104–105
Lexus, 180, 190
Life skills, 12–13

action management and, 70
Listening skills, 12
Logic Close, 217
Lombardi, Vince, 19, 36, 193
Los Angeles Lease Close, House 

in, 220
Los Angeles Times, 62
Loss Close, Fear of, 221
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Lost Keys Close, 168
Lost Sale Close, 217
Lumpy mail. See Mail, 

multidimensional
lumpymail.com, 126
Lynch, Damon, 183–184

M

Mailings: 
follow ups and, 123
multidimensional, 114–115
targeted list, 101

Maltz, Maxwell, 53
Management: 

attitude and, 93
views of contrarians, 8

Marketing skills, 13–14, 
97–100

Be-Back CD, 110–111
business cards, 115–116
buzz marketing, 116–117
creating a marketing web, 

100–107
desirable areas, 112–113
direct mail, 114–115
eBay, 113–114
pay-per-click methods, 113
persistence, 109–110
Reverse Funnel Theory, 

107–109
special announcements, 113

and your neighbors, friends, 
and relatives, 111–112

MBA degrees. See Education
McDonalds, 208
mcmannisduplication.com, 126
Measurements: 

education and, 51–54
time management and, 72–76

Meet and greets, 146–151
Mentoring, 45

education and, 47–48
Michaels, Al, 32
Mind’s eye, goal-setting and, 57
Minor/Major Close, 217
Money: 

beginning salespeople and 
focus on, 70

importance of happiness and, 
24–25

misconceptions about, 25–26
savings and, 27–28
television and movie 

portrayals of, 26–27
value and, 25

Money Equal Close, 221
moreson.com, 126
Motivation, 37–38
Multitasking, negative results 

of, 77
My Life in Advertising and Scientifi c 

Advertising, 129, 184
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myspace.com, 37–38, 126. See 
also Social networks

Mystery shopping, 39, 48–50

N

Names, exchanging, 147
National Automobile Dealers 

Association, 120, 
138–139

National Speakers Association, 193
Needs, goal-setting and, 56
News, negative infl uences of, 85–87
Newsletters, follow ups and, 123
The New York Times, 62
Nicholas, Ted, 129
Nike, 191
nohasslenewsletters.com, 126
Not Today Close, 223

O

Obligation, theory of, 148
Observation skills, 12
Obstacles. See Roadblocks
Optimism, goal-setting and, 62
Order Close, 216
orientaltrading.com, 126
Other than Close, 220
Outsourcing, 75
Over-The-Rhine Riots, 183
Ownership, pride of, 180–181

P

Pac Man, 87–88
Pain, goal-setting and, 56
Parkinson’s Law, 94
Patterns: 

goal-setting, 58
repeaters, 21
of success, 76–77

Pay-per-click method, 114
PDAs, 78
People skills, 12
Perception, 157

selection stage and, 185
Perfect Time Close, 223
Performance, 180
Philosophy, importance of 

personal, 18
Pictured Involvement Close, 215
Postcards, follow ups and, 123
Present, importance of, 62–65
Presentations, 144. See also 

Selection stage
Price, questions concerning best, 

203–204
Pride, 6
Proactive, vs. reactive, 11
Profi ling, 155–158

vs. qualifying, 158–162
sample questions, 162

Promotion announcements, 
job, 113
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Proof, social, 176
Proposal stage, 197–198

alternative closes, 215–223
customer questions/

comments, 199–203
typical questions, 203–208
common mistakes, 

208–210
objections, 210–214
other negotiating techniques, 

223–225
Protection, 181
Proxemics, 147–148
Psycho-Cybernetics, 53
psychologicaltriggers.com, 129
Psychology: 

Gestalt, 21
profi ling and, 164–169

Puppy Dog Close, 216–217
Purple Cow, 116

Q

Qualifying: 
over-, 210
pre-, 210
vs. profi le, 158–162

Quebin, Nido, 38, 51
Question Close, 215
Questioning: 

4Ps, 180–182
as conversation, 171–173

deal-killers, 162–164
open-ended vs. closed-ended, 

172–173
positive words/phrases, 173–174
for profi ling, 162
underlying meaning of, 

175–180
See also Proposal stage, 

customer questions/
concerns

Quote, questions concerning 
best, 204–205

R

Rational objections, 211
Reading, importance of, 41–43
Real objections, 211
Reciprocity, Law of, 107, 148
Re-Demonstration Close, 220
Reduce to the Ridiculous 

Close, 221
Referral Close, 221
Referrals, 101

follow ups and, 123
Rejection, attitudes about, 

90–92
Reluctance, 1–2
Residual Value Close, 216
Reverse Funnel Theory, 

107–109
RFPs (Requests for Proposal), 197
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Rich Dad Poor Dad, 5
Risk, aversion and reversal, 105

profi ling and, 168
Risk Reversal Close, 222–223
Roadblocks:

breaking through, 28–29
destroying, 23–26
identifying, 19–23

Robert, Cavett, 193
Rohn, Jim, 51
Rohn, John, 37
RPMs (Recent Positive 

Moments), 32–33
goal-setting and, 59–60

RSS feeders, 50–51, 123
Ruby, Jeff, 156–157

S

Salami technique, 224
Sales Esteem, 181
Sales process, pros and cons, 

135–140
Sales skills. See specifi c skills
Scarcity, 106
Schwab, Victor, 129
SDP (Specifi c Defi ning 

Proposition), 175
Second-Party Assist Close, 219
Secrets of Successful Direct 

Mail, 129
Selection stage, 183–186

assumptive stage and, 194–196
fi ve keys to peak performance, 

192–194
presentations, 187–192
setting the environment, 

186–187
Seminars, 45

to get appointments, 141–142
sendoutcards.com, 75, 126
Service departments, 101
Setbacks. See Roadblocks
Shopping. See Mystery shopping
Silent Close, 222
Social networks, 101
Software, appointment, 78
Speak and Grow Rich, 51
Spoken objections, 211
Spouse, neglecting the, 209
Spouse Stall Close, 218–219
Spray and Pay Method, 165
SRDS (Standard Rate and Data 

Service), 112
Starbucks, 207–208
Stereotypes, 3–4
Stories: 

future based, 177
similar situation, 176–177
testimonials, 177

Subconscious, goals and, 30
Success: 

skills of, 69–70
three currencies of, 69
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Sugarman, Joe, 129
Suzuki, Shunryu, 33
Sympathy, vs. empathy, 209

T

Tags, 173–174
Take away, 224
Talent, 2, 14

vs. attitude, 83–84
Tall Poppy Syndrome, 9
Teams, education and, 

43–48
Technology: See also specifi c type

education and, 37–38
experts and, 50–51
time management and, 

77–79
Teleseminars, 45
Test Close, 221
Testimonials. See Stories, 

testimonials
Tewart Management Group 

Inc., 23
Text messages, 123
Think and Grow Rich, 89
Thoreau, Henry David, 67
Three Close, Power of, 218
Three Questions Close, 221
Tickets, service, 101
Time management: 

vs. action, 69–71

avoiding time wasters, 79–81
exposing lies of, 77–79

accounting for habits and, 
71–72

automating actions, 75
ending undesirable actions, 

76–77
expanding actions, 74

through others, 74–75
measuring 

bad results, 75
good results, 72

monitoring, 77
recognizing actions that 

lead to good results, 
72–74, 76–77

Tin Men, 139
TLC (Think Like a Customer), 

39, 140, 143
Tone, 149
Toyota, 122, 180, 187
Training, vs. education, 38–39
Trump, Donald, 31, 189–190
Turnover, 45

U

UCLA Bruins, 36
Underachievement, reasons for, 

97–100
Uniqueness, 178
Universal Truths Statements/

Questions, 147, 156
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Unspoken objections, 211
USP (Unique Selling 

Proposition), 175

V

Vacations, importance of, 93–94
Value: 

money and, 25
vs. price proposition, 106–107

Vice, 223–224
VIP memberships, follow ups 

and, 123
Visits, follow ups and personal, 123
Visual learners, 40–41
Voice messaging, follow ups 

and, 123

W

wallet-mailer.com, 126
Wall Street, 134

Walters, Dottie, 50–51
Walton, Bill, 36
Wayne, John, 182
Webinars, 45
Wedding announcements, 113
West, Bill, 92
When-Then Syndrome, 33, 99
Wooden, John, 36
Word track, 202
Word Tracker, 114
wordpress.com, 126
Writing, to improve speaking 

skills, 145–146

Y

You Can Afford It Close, 222

Z

Ziglar, Zig, 24, 37, 149, 175
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