
• Numerics •
10/10/20 technique, 147–148
360-degree feedback, 107

• A •
accountability, 52
ACT! 2007 For Dummies (Fredricks), 185
ADD and ADHD For Dummies (Strong,

Flanagan, and Tejada-Flores), 66
adversity, capitalizing on, 160–161
advertising

branding yourself, 20
as buyer motivation, 92
Internet, 190
job positions, 206
by lead generation services, 189
newsletters, 263
in print publications, 246–247
problem or need, calling attention to, 93

advisory board, assembling your own, 158
affirmations

anywhere technique used to reinforce, 34
basic affirmations, 31
believing, 33
burning bowl technique used to

reinforce, 34
candle technique used to reinforce, 34
composing your own advanced

affirmations, 31–32
consistency in, 33
emotional expression of, 33
examples of advanced affirmations, 32
exercise technique used to reinforce, 34
feeling, affirmations spoken with strong, 32
integration technique used to reinforce, 35
meditation technique used to reinforce, 34
mirror technique used to reinforce, 34
overview, 30–31
persistence with, 33
personalizing, 33

positive statement, affirmations
expressing, 32

present tense, stating affirmations in 
the, 31

recorder technique used to reinforce,
33–34

reinforcing, techniques for, 33–35
repeating, 33
short affirmations, 32
specific affirmations, 32
subconscious, imprinting your

affirmations into your, 32–33
subconscious mind, power of the, 30
trash can technique used to reinforce, 34
writing technique used to reinforce, 33

aggregator, 275
airports, negotiating upgrades at, 71–72
answering a question with a question, 100
Antion, Tom (public speaker), 27
anywhere technique used to reinforce

affirmations, 34
articles, writing, 247–248
assistants

assigning tasks to, 204
hiring, 16
overview, 18

attentive listening, 115
attitude, improving your, 61–62
automatic call forwarding, 192

• B •
Baby Boomers, marketing to, 236
BACKUP, providing, 114
banner ads, buying, 279
Bannister, Roger (athlete), 15
bartering for what you need, 173–174
basic affirmations, 31
believing affirmations, 33
Beson, Dave (expert), 158
best customers,, discovering more, 82–83
best thing that can happen, 153
Big Nail (marketing tool), 134–135
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billboards, using, 140
BlackBerry, 183, 194–195
Blogging For Dummies (Hill), 

141, 241, 273, 274
Blogging Systems (blog hosting service), 258
blogrolls, 274
blogs

building and maintaining, 141
communicating with millions 

of people by, 158
content, 273–274
cross-marketing, 274
effectiveness of, 272
key words and phrases, 273
lead generation, 276
links on, 274
marketing, 258–259
overview, 273
RSS used to distribute content, 275–276
sales, converting blog traffic into, 276
Technorati, getting your blog discovered

on, 275
updating, 273–274

bonus for clients, 293
books, communicating with millions of

people by writing, 158
The Booth Company Web site, 107
Bott, Kathy (expert), 158
Boufford, Dave (Mr. Positive), 13, 30
branding

advertising everywhere, 20
Big Nail, 134–135
billboards, using, 140
business cards, handing out, 140
consistent look and feel, designing,

139–140
expert in your industry, becoming,

142–148
on the Internet, 20, 140–142
local groups, speaking to, 143–145
media, marketing yourself in the, 20
meeting and greeting the general public,

147–148
name, changing your, 136
newspaper, marketing yourself in the, 20
overview, 20
with social media, 270
10/10/20 technique, 147–148
unique selling proposition (USP), 136–139

unique trait, focusing on, 132–134
volunteering your time and expertise,

145–146
Branding For Dummies (Chiaravalle and

Schnenck), 139
breakout sessions, 66
Brinton, Howard (Star Power), 111, 158
broadcast dub, 254
Brock, Terry (business consultant), 158,

215, 217
Brophy, Dan (expert), 158
Brown, Les (salesperson), 27
Building a Web Site For Dummies

(Crowder), 256–257
Building Your Business with Google 

For Dummies (Hill), 190
bundling opportunities, 242–243
burning bowl technique used to reinforce

affirmations, 34
business cards

handing out, 140
scanner, 224

business model adjustment to meet client
needs, 292–293

business settings, decision makers in,
97–98

buyer motivations
in advertising, 92
fatigue, 91
fear, 91
greed, 90
identifying, 90–91
impulse, 91
need/problem, 90
overview, 90
pleasure, 91
vanity, 91

buyer’s remorse, 95–96
buying to learn, 67
Buzz Marketing with Blogs For Dummies

(Gardner), 141, 241, 259

• C •
calculated risks, 150
candle technique used to reinforce

affirmations, 34
capitalizing on major media events, 252
CardScan (business card scanner), 224
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categorization
of database of contacts, 224
of your customers, 334–335

CDs, listening to, 65
celebrating your success

overview, 53
personal partnering, 116
rewarding yourself for a job about to be

well done, 54
rewarding yourself for a job well done, 53
sales plan, 53–54

change as growth strategy
cross-selling opportunities, 121–122
current marketing and sales strategy,

improving your, 125–128
how customers buy, monitoring, 118–121
industry changes, capitalizing on, 128–130
new selling methods, identifying, 123
“no” from customer, finding the reason

for, 127–128
overview, 117, 118
preparing your customers for change, 124
proven products, leaving alone, 128
purchase-decision process, 118–119
questions about decision-making process,

119–120
references, using, 121
revenue-generating opportunities,

identifying, 123–124
serving the consumer, 124–125
testimonials, using, 121
tracking progress of changes you’ve

made, 126–127
channels, exploring other sales, 241–242
checklists for tracking your progress, 52
Chiaravalle, Bill (Branding 

For Dummies), 139
Chicken Soup for the Soul (Hansen), 27
clients/customers. See also commitment to

client; success of client
best customers, discovering more, 82–83
client’s client, finding out about your, 288
feedback, collecting, 108
good customers, identifying qualities of, 81
knowing your customers, 82
as personal partner, avoiding, 111
pursuing high-quality customers, 81–83
R-Commerce, 218, 229

referrals with social media, 270
research, 169
success, 22

coaches, advice from, 18
cold feet, 95–96
collaborating on purchase decision, 93–96
collaborative competition, 114
collaborative partnering, 112
colleagues

personal partnering, 107
R-Commerce, 218

collective marketing, 326
Collier, Marsha (eBay For Dummies), 241
Comcast, 129
comfort zone

boundaries of your, 149–152
envisioning life outside of your, 152–156

commitment to client
communicating your, 294–297
complaints, fielding, 296–297
overview, 294–295
positive relationship, reinforcing, 295–296

communicating with millions of people
by blogging, 158
by e-mail, 159
by online videos, 159
by podcasts, 159
by radio broadcasts, 159
by writing articles for magazines and

journals, 159
by writing books, 158
by writing press releases, 159

communicating your commitment to client,
294–297

communication tools. See also e-mail
BlackBerry, 183, 194–195
instant messaging, 195
overview, 191
phone system, 192–193
teleconferencing, 195–196
video teleconferencing, 195–196

community
getting noticed in the, 226–228
as need of client, 291
R-Commerce, 218–219

community involvement
identifying your communities, 227
leadership role, taking on, 228
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community involvement (continued)
overview, 226–227
speeches and presentations, giving free,

227–228
volunteering your services, 227

companies
lack of support from your, 77
lack of training from your, 77
overbearing sales managers, 77
R-Commerce, 218
staying with your company, 335–336

competition research, education on, 169
competitive differentiation with social

media, 270
competitive perspective, 276
competitors

advantages of working with your, 316–317
copying, avoiding, 320–323
creativity used to get ahead of your,

321–322
cutthroat competition, 328
execution of ideas used to get ahead of

your, 322
focusing on your business to get ahead of

your, 321
identifying your, 318–319
overly competitive, disadvantages of

being, 315–317
partnering with, 325–328
referring customers to, 323–325
researching, 319–320
selling for your, 327
studying your, 317–320
technological edge used to get ahead of

your, 323
worst customers redirected to your, 324

complaints, fielding, 296–297
comScore Media Metrix, 268
conference call center, 193
conferences, attending, 130
confidence, sales quotas negative 

effect on, 45
connections, establishing, 68
consistency

in affirmations, 33
in brand presence, 139–140
in grooming and attire, 168

consumer base, reliable, 79

contact management program, 184–185
content of blogs, 273–274
continuing education, 28
control issues limiting your upside, 78
conversation, 99, 276
cooperative partnering, 112
copying competitors, avoiding, 320–323
cost

objections to, overcoming, 181
productivity focused on instead of, 166

coworkers as personal partner, 
avoiding, 111

creativity used to get ahead of your
competitors, 321–322

cross-marketing blogs, 274
cross-selling opportunities, 121–122
Crowder, David A. (Building a Web Site 

For Dummies), 256–257
cultural static, 308
Cummings, Chip (expert), 158
customer. See clients/customers
customer service for multicultural

customers, 313–314
customers’ customer’s success, 23
cutthroat competition, 328

• D •
Daboll, Peter (comScore Media Metrix), 268
database of contacts

building, 223–224
categorizing, 224
managing, 224
overview, 223

day job, not quitting your, 166
deadlines

for sales plan, 46
unrealistic deadlines, 55

decision makers
in business settings, 97–98
dealing with, 96–98
overview, 96–97
spotting, 97
working your way to, 333

Deconstructing Golden Tee LIVE
(Kraynak), 289

delegating time-consuming tasks, 14, 84–85
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demographics
in MySpace, 278
in untapped/under-tapped markets,

233–241
Desmond, Tom (real estate agent), 27
destiny, 12
Dice, Karen (expert), 158
Digg (virtual community), 280
digital audio recorder, 184
digital camera, 184
digital projector, 183
direct mail campaigns, 264
disabled customers, 238
Disney, Walt (Walt Disney Company), 129
dollar investment per dollar of sales, 44–45
Dollar, Rachel (expert), 158
dollar-productive activities, 51
domain name, registering your own, 141
Domb, Allan (real estate agent), 186
Donaldson, Michael C. (Negotiating 

For Dummies), 312
Dress For Success (Malloy), 168
dressing for success, 167–168
drip campaigns, 261
driving traffic to your Web site and blog, 259
Dyszel, Bill (Outlook 2007 For Dummies),

185, 224

• E •
easiest thing first option for task

prioritization, 51
eBay For Dummies (Collier), 241
Ebner, Dave (expert), 158
education

on competition research, 169
on customer research, 169
overview, 169–170
on product research, 169
pursuing, 169–170
on sales craft, 169

Eisenhower, Dwight D. (President), 152
Eisner, Michael (Walt Disney Company), 162
elevator speech, 144
e-mail

communicating with millions 
of people by, 159

filters, 194

groups, 194
improving e-mail efficiency, 194
Internet marketing through, 260–262
overview, 194
signature, adding, 142

emotional appeal of social media, 267–269
emotional expression of affirmations, 33
empowering your personnel, 209
end result, focusing on, 334
eNewsletter, publishing, 142
engaging people throughout the day

first impression, making a great, 63–64
overview, 62
professional image, projecting, 63

entrepreneur, thinking like, 59–61
envisioning your future success

acting as if you’ve achieved your 
destiny, 40

acting successful, 39
ideal, envisioning your, 39
overview, 15
sales, applying visualization to, 40–41

equipment, investing in your success with,
170–171

Ethernet cable, 183
EthnoConnect Web site, 299, 300, 303
execution of ideas used to get ahead of

your competitors, 322
exercise technique used to reinforce

affirmations, 34
expert in your industry

becoming, 142–148
local groups, speaking to, 143–145
meeting and greeting the general public,

147–148
overview, 142–143
10/10/20 technique, 147–148
volunteering your time and expertise,

145–146
expert positioning with social media, 270
Extreme Home Makeover

(Pennington, Ty), 120
Extreme Video Web site for video

teleconferencing, 196
eye contact

multicultural customers, 307–308
overview, 63
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• F •
fad items, 75
failure, recovering from, 161–162
family members

family limitations as reason for not doing
something, 150, 151

sales slump, involving family 
members in, 342

fatigue as buyer motivation, 91
fear as buyer motivation, 91
fear of failure

advisory board, assembling your own, 158
milestones, setting achievable, 158–159
overview, 156–157
present, focusing on the, 159–160
as reason for not doing something, 150, 151
reducing, 156–160
research and planning on the viability of

an idea, 157
tactical use of your fears, making, 156
trailblazers, following, 157–158

fear of success as reason for not doing
something, 150, 151

Feedburner Web site, 276
feedreader, 275
female companion of multicultural

customers, greeting the, 308
Ferris, Tony (expert), 158
Fettig, Art

expert, 158
salesperson, 27
motivational speaker, 12
The Platinum Rule, 145, 225, 226

filters for e-mail, 194
financing as need of client, 290–291
financing your investments

bartering for what you need, 173–174
freebies, 173
management, through your company’s, 174
overview, 172
sharing resources, 175
small-business loan, securing, 175

Finkelstein, Ellen (Syndicating Web Sites
with RSS Feeds For Dummies), 276

firing an employee, 210–211
first impressions

eye, looking people in the, 63
how you say it, 64

moving with conviction and 
confidence, 64

shaking hands, 64
smiling, 63
standing up straight, 64
what you say, 64

Flag Day, sponsoring your own, 148
Flanagan, Michael O. (ADD and ADHD 

For Dummies), 66
flawed sales plans, 55
Flipping Houses For Dummies (Roberts),

258–259
FlippingFrenzy real estate fraud blog, 232
focusing on your business to get ahead of

your competitors, 321
follow through, 336
force multipliers, 221–222
foreclosures, opportunities in, 161
Fox, Tony and Noel (Fox Brothers Real

Estate), 26
franchise in the mind, 267
franchise opportunities, spotting, 80
Fraser, Marge (expert), 158
Fredricks, Karen S. (ACT! 2007 

For Dummies), 185
freebies, 173
friends in MySpace, making, 278
Frohnmayer, David (Negotiating 

For Dummies), 312
future success, envisioning your, 38–41

• G •
Gardner, Susannah (Buzz Marketing with

Blogs For Dummies), 141, 241, 259
gender focus, shifting your, 240–241
generating ideas with R-Commerce, 216
generation, targeting, 234–238
Generation X, 237
Generation Y, 237–238
G.I. Generation, 235
gifts, items to give as, 225
Girard, Joe (salesperson), 27, 29
giving without expectations, 16
global marketplace, 241
go to person, becoming, 228–229
goals

rewards, connecting goals with, 54
setting, 13, 45–46
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Golden Tee Golf (Incredible Technologies),
14–15, 289

good customers, identifying qualities of, 81
Google AdWords, 190, 191
Google Analytics, 274
Google News Alerts, 69
Gray, Jef and Lena (Meetup example), 219
greed as buyer motivation, 90
Grip Media Web site, 258
groups, e-mail, 194
Guthy-Renker Home, 129, 188

• H •
Hamric, Kandra (virtual assistant), 202, 286
Hansen, Mark Victor

Chicken Soup for the Soul, 27
expert, 158

hardest thing first option for task
prioritization, 50

Hassick, Bruce (plumber), 240
hate to do, determining which tasks you,

199–200
Hayes, Ira (salesperson), 24, 26
headset, 184
high-quality customers, 81–83
Hill, Brad

Blogging For Dummies, 141, 241, 273, 274
Building Your Business with Google 

For Dummies, 190
hiring

advertising the job position, 206
empowering your personnel, 209
grounds for firing an employee, 211
interviews, preparing for, 206–207
job description, creating, 206
overview, 14, 205
qualities to look for in applicants, 208
questions to ask in interviews, 207
recruiting personnel, 205–208
rewarding personnel, 209–210
titles, assigning meaningful job, 208
when to fire an employee, 210–211

hobby, making selling your, 58–59
Hodges, Sarah (assistant), 232
home, practicing your sales skills at, 70
Hopkins, Tom

expert, 158
Selling for Dummies, 3, 26, 28, 103

Hour of Power
implementing, 332–333
overview, 186

how you say it, 64
Hupfer, Ryan (MySpace 

For Dummies), 277
Hurry Home Web site, lead generation, 188

• I •
Iacocca, Lee (former Chrysler CEO), 27
idea of the week book for tracking your

progress, 52
ideal, envisioning your, 39
implementing your plan, 14
improvement, determining areas for,

106–108
impulse as buyer motivation, 91
incentives, motivating yourself with,

338–339
increased opportunities, 22
Incredible Technologies (Golden Tee Golf)

video game creator, 14–15, 289
independent contractor, salesperson

functioning as, 60
industry changes

capitalizing on, 128–130
conferences, attending, 130
Internet research on, 130
keeping up with, 68–69
reading about current events, 129
reading industry publications, 129
talking with others to learn 

about, 130
information

gathering, 223
as need of client, 290

instant messaging
Internet marketing, 264
overview, 195

insufficient funds as reason for not doing
something, 150, 151

insufficient time as reason for not doing
something, 150, 151

integration technique used to reinforce
affirmations, 35

international markets, 241
International Virtual Assistants Association

Web site, 212
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Internet
advertising, 190
blog, building and maintaining, 141
brand presence on the, 140–142
domain name, registering your own, 141
e-mail messages, adding a signature to

your, 142
eNewsletter, publishing, 142
leads, gathering, 188–189
marketing, 190
networking with colleagues online, 190
online communities, contributing to, 141
overview, 187
pay-per-click advertising, 191
research on industry changes, 130
researching competitors, 187–188
researching customers, 187–188
search-engine advertising, 191
secrets, discovering new sales, 191

Internet marketing
audio content, 259–260
blogs, launching and maintaining,

258–259
branding yourself, 20
drip campaigns, 261
driving traffic to your Web site and 

blog, 259
instant messaging, 264
media, 256–264
newsletters, 262–264
overview, 256
podcasts, 260
through e-mail, 260–262
video content, 259–260
video podcasts, 260
Web site, setting up your own, 141,

256–258
interns, 18
interviews

preparing for, 206–207
problem or need, calling attention to, 93

inventorying everything that needs to get
done, 198–199

investing in your success. See also
financing your investments

cost, focusing on productivity 
instead of, 166

day job, not quitting your, 166

dressing for success, 167–168
education and training, pursuing, 169–170
with equipment, 170–171
with marketing materials, 171
off-the-job training, 169–170
overview, 16, 165
prioritizing your investment needs,

167–172
productivity, focusing on, 166
with support personnel, 171–172
time budgets, 176–178
yourself, investing in, 172

iPod, 184

• J •
Jaffe Raite Law firm, 192
job description, creating, 206
Jones, Charlie (salesperson), 26, 27
journaling the journey, 35

• K •
Karpovich, Michael Scott (National

Speaker’s Association member), 132
Keim, Earl (real estate agent), 27
Kennedy, Danielle (real estate agent), 

27, 158
Kennedy, Joseph Senior 

(businessman), 118
Kent, Peter (Search Engine Optimization

For Dummies), 259
keynote speakers, 66
Kiyosaki, Robert (expert), 158
“know,” changing “no” to, 102
knowing your customers, 82
Knox, David (expert), 158
Kraynak, Joe, (Deconstructing Golden Tee

LIVE), 289
Kushner, Malcolm (Public Speaking 

For Dummies, 2 Ed.), 145

• L •
Lancaster, Gareth (Second Life 

resident), 281
language barriers, 310–311
lead, following your customer’s, 306
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lead generation
on blogs, 276
on the Internet, 188–189
with social media, 270

lead generation services
advantages of, 188–189
advertising by, 189
marketing by, 189
optimizing your use of, 189
overview, 188

leadership role in community, 
taking on, 228

leading customers through the purchase
process, 311

leads, recommendations for, 21
learning about your client’s business,

286–288
Lee, Michael Soon

EthnoConnect, 299, 300, 303
sales expert, 64, 158, 239

lesser strengths, 106
lifestyle, achieving balanced, 16
lifetime achievement book for tracking

your progress, 52
Liniger, Dave (ReMax), 129
links

on blogs, 274
on MySpace, 278–279

listening skills
attentive listening, 115
first, letting other person talk, 115
nonverbal communication, 115
note taking, 115
positive environment, creating, 115
probing questions, 115
sharpening your, 115

local groups
delivering speech to, 145
public relations value of, 144
public speaking skills, improving 

your, 144
speaking to, 143–145

love to do, determining which 
tasks you, 199

Lowe, Doug (PowerPoint 2007 
For Dummies), 185

Lundquist, Leslie Heeter (Selling Online 
For Dummies), 241

Lyons, Darlene (expert), 158

• M •
magazines and journals, communicating

with millions of people by writing
articles for, 159

Maljak, Lois (assistant), 35, 133, 152
Malloy, John (Dress For Success), 168
manager or supervisor, feedback from, 108
managing database of contacts, 224
Mandino, Og (salesperson), 27
Margulis, Ralph (attorney), 192
marketing. See also Internet marketing

efforts, increasing your, 340–341
lead generation services, 189
materials, investing in your success with

marketing, 171
on MySpace, 277–279
social media, 267

mass appeal, 267
master edit, 254
maximum potential. See upside
Maxson, Mitch (MySpace 

For Dummies), 277
Mazur, Dick (real estate investment), 154
Me generation (Baby Boomers), 

marketing to, 236
media

branding yourself, 20
capitalizing on major media events, 252
Internet marketing, 256–264
multicultural customers, 310
print media, 246–251
publicity, 251–252
radio advertising, 255–256
television advertising, 252–255

meditation technique used to reinforce
affirmations, 34

meet and greet
the general public, 147–148
mastering, 98
for multicultural customers, 305–309

Meetup groups, attending and creating 219
mentor

advice from, 18
becoming, 18
consulting your, 342

milestones, setting achievable, 158–159
Mills, Stanley (expert), 158
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mirror technique used to reinforce
affirmations, 34

mirroring your customer, 101
missed goals, correcting for, 55
most obvious first option for task

prioritization, 51
most profitable first option for task

prioritization, 50
moving with conviction and confidence, 64
MP3 player, 184
Mr. Positive Web site, 13, 30
multicultural customers

adjusting your sales presentation for,
309–311

applying multicultural sales 
techniques, 304

customer service for, 313–314
eye contact, 307–308
female companion, greeting the, 308
following your customer’s lead, 306
language barriers, 310–311
leading customers through the purchase

process, 311
media, choosing effective 

presentation, 310
meet and greet for, 305–309
myths about, 303–305
negotiations with, 312–313
office decor, changing your, 310
overview, 299–300
personal space, gauging your customer’s,

306–307
questions about their culture, asking,

308–309
testing your multicultural aptitude,

300–303
multicultural marketplace, 238–239
multimedia marketing opportunities,

assessing, 80
mutual success

customers’ customer’s success, 23
customer’s success, 22
increased opportunities, 22
overview, 21–22
peace with your competitors, declaring,

23–24
positive referrals, 22
positive testimonials, 22
professional associations, using, 24

return business, 22
sales volume, increased, 22
underserved clientele, focusing your

efforts on, 23
MySpace

banner ads, buying, 279
demographic, targeting, 278
friends, making, 278
links, 278–279
marketing on, 277–279
overview, 277
soft-sell approach, 278

MySpace For Dummies (Hupfer, Maxson, and
Williams), 277

myths about multicultural customers,
303–305

• N •
Nacht, Richard (expert), 158
name, changing your, 136
need/problem as buyer motivation, 90
needs of client, discovering, 289–293
negative people and situations, 

avoiding, 339
Negotiating For Dummies (Donaldson and

Frohnmayer), 312
negotiations with multicultural customers,

312–313
network marketing, 80
networking

database, building, 223–224
force multipliers, 221–222
identifying opportunities for, 220
information, gathering, 223
Meetup groups, 219
online, with colleagues, 190
overview, 219–220
soft-networking, 221
time for, 66

Neumann, Chip (expert), 158
new construction, 327
new media, 266
new selling methods, identifying, 123
Newsgator Web site, 276
newsletters

advertising, 263
designing, 262

352 Advanced Selling For Dummies 

32_174678 bindex.qxp  8/1/07  11:33 PM  Page 352



distributing, 263–264
editing, 262–263
Internet marketing, 262–264
overview, 262

newspaper, marketing yourself in the, 20
niche marketing, 270
Nickel, Sandra (real estate agent), 132
“no” from customer, finding the reason for,

127–128
nonverbal communication, 115
note taking, 115
notebook, 183
Nutrition For Dummies (Wiley Publishing), 62

• O •
objectives, identifying your, 46–47
office decor, changing your, 310
office, negotiating in the, 70
off-the-job training, 169–170
On Wheels, 234
one-time purchases, 75
online communities, contributing to, 141
online videos, communicating with

millions of people by, 159
optimizing your technological tools, 180
order of importance option for task

prioritization, 50
order takers, 59–60
Outlook 2007 For Dummies (Dyszel), 185, 224
outsourcing opportunities

assistants, assigning tasks to, 204
hate to do, determining which tasks you,

199–200
hiring and firing, 205–211
inventorying everything that needs to get

done, 198–199
love to do, determining which 

tasks you, 199
missing skills, taking inventory of your, 201
only you can perform, determining which

tasks, 199
overview, 198
system for accomplishing tasks,

designing an efficient, 203–205
time-wasting tasks, 201–202
virtual assistants, 211–212
Web site creation as, 202

overbearing sales managers, 77
overly competitive, disadvantages of

being, 315–317

• P •
panels of top producers, 66
participation points, 279
Partnering To Success, LLC, 106
partnering with competitors, 325–328
partnering with other product or service

providers, 243–244
pay-per-click advertising, 191
Payton, Randi (On Wheels), 234
peace with your competitors, declaring,

23–24
Peale, Norman Vincent (The Power of

Positive Thinking), 27
Pennington, Ty (Extreme Home 

Makeover), 120
Perks, Bob (motivational speaker), 52
permission marketing, 276
persistence with affirmations, 33
personal partnering

avoid clients as personal partner, 111
avoid competing coworkers as personal

partner, 111
avoid customers as personal partner, 111
BACKUP, providing, 114
building on past success, 116
celebrating your success, 116
collaborative partnering, 112
colleagues, gathering insight from, 107
cooperative partnering, 112
customer feedback, collecting, 108
finding a personal partner, 111–112
ground rules for, 113
improvement, determining areas for,

106–108
listening skills, sharpening your, 115
manager or supervisor, feedback 

from, 108
overview, 105–106, 110
plans, sharing your, 112
priorities, sharing your, 112
progress, tracking, 113–114
recruiting people, 18
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personal partnering (continued)
reviewing your overall performance,

115–116
sales skills assessment test, 107
sales slump, consulting your personal

partner during, 342
self assessments, 106–107
skills, targeting key, 108–110
360-degree feedback, 107
track, keeping each other on, 113–115

personal space, gauging your customer’s,
306–307

personalizing affirmations, 33
personnel as need of client, 291
phone system

automatic call forwarding, 192
communication tools, 192–193
conference call center, 193
overview, 192
text-messaging, 193
toll-free numbers, 192
voicemail greeting, personalizing,

192–193
The Platinum Rule (Fettig), 145, 225, 226
playful attitude about technologies,

180–181
pleasure as buyer motivation, 91
pocket PC, 183
podcasts

communicating with millions 
of people by, 159

Internet marketing, 260
poor quality items, 75
positive attitude, suggestions for

achieving, 12–13
positive environment, creating, 115
positive mindset, establishing, 12
positive people, 36
positive referrals, 22
positive relationship, reinforcing, 295–296
positive statement, affirmations

expressing, 32
positive testimonials, 22
potential, listing products and services

with, 79
power adapter for car, 183
The Power of Positive Thinking (Peale), 27

power selling
affirmations, 30–35
categorizing your customers, 334–335
company, staying with your, 335–336
conversation, energizing the, 99
decision maker, dealing with the, 96–98
decision maker, working your way to, 333
defining success in your own terms,

37–38
end result, focusing on, 334
follow through, 336
future success, envisioning your, 38–41
hour of power, implementing, 332–333
“know,” changing “no” to, 102
meet and greet, mastering the, 98
mirroring your customer, 101
overview, 25
positive people, surrounding yourself

with, 36
publicity for you and your company,

generating positive, 332
questions, asking pertinent, 99–101
referrals, asking for, 335
relationships, focusing on, 331–332
reminiscing on past successes, 35
role models, 25–35
sales, applying visualization to, 40–41
stop, knowing when to, 102
to-do lists, 37
top sellers, shadowing, 29–30
win-win opportunities, 101
yourself, being, 333–334

power strip, 184
PowerPoint, 185
PowerPoint 2007 For Dummies (Lowe), 185
practicing sales. See real-world scenarios

for practicing sales skills
preparing your customers for change, 124
present, focusing on the, 159–160
present tense, stating affirmations 

in the, 31
presentation programs, 185–187
press releases

communicating with millions of people by
writing, 159

example of a press release, 250
guidelines for, 249
overview, 249
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releasing to the media, 251
writing, 249–250

Primeau, Ed
expert, 158
Primeau Productions, Inc., 247, 252

print media
advertising in print publications, 246–247
articles, writing, 247–248
media, 246–251
overview, 246
press releases, writing and distributing

your own, 249–251
soft-sell approach, 248

printer, portable, 183
priorities, sharing your, 112
probing questions, 115
problem or need

advertising, 93
calling attention to, 93–94
interviewing, 93

producing your commercial, 252–254
product development and client service,

integrating sales with, 293–294
product research, education on, 169
product selection

consumer base, reliable, 79
finding the right product or service,

78–81
franchise opportunities, spotting, 80
multimedia marketing opportunities,

assessing, 80
network marketing, 80
overview, 78
potential, listing products and services

with, 79
repeat sales, opportunities for, 79
universal appeal, 79

productivity
boosting, 216
focusing on, 166
technology used to increase, 182–187

products as need of client, 290
professional associations, using, 24
professional image, projecting, 63
profit-per-sale reduced by sales quotas, 45
progress assessment

overview, 55
personal partnering, 113–114
sales plan, 52

proven products, leaving alone, 128
Pruitt, Eric (expert), 158
public relations value of local groups, 144
Public Speaking For Dummies, 2nd Edition

(Kushner), 145
public speaking skills, improving your, 144
publicity

media, 251–252
for you and your company, generating

positive, 332
purchase decision

buyer’s remorse, 95–96
cold feet, 95–96
collaborating on, 93–96
costs and benefits, weighing, 95
overview, 93
problem or need, calling attention to,

93–94
process, 118–119
second guessing, 95–96
solutions, identifying possible, 94–95

• Q •
qualities to look for in applicants, 208
questions

answering a question with a question, 100
culture, asking multicultural customers

about their, 308–309
about decision-making process, 119–120
interviews, to ask in, 207
overview, 99
pertinent questions, asking, 99–101
thought-provoking questions, asking,

99–100
uncomfortable, asking questions that

make people, 291
yes/no questions used tactically, 101

quotas. See sales quotas

• R •
radio advertising, 255–256
radio broadcasts, communicating with

millions of people by, 159
R-Commerce (Relationship-Commerce)

applications for, 216–217
change, adapting to, 217
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R-Commerce (continued)
clientele, building R-commerce 

with your, 229
colleagues, 218
community, 218–219, 226–228
company, 218
customers, 218
for generating ideas, 216
gifts, items to give as, 225
“go to” person, becoming, 228–229
networking, 219–228
productivity, boosting, 216
recruiting people, 18
refocusing your sales strategy on, 218
sales, increasing, 216
scalability, improving, 217
streamlining operations, 216
strengths, combining, 216
trade associations, 225–226

real estate market, adapting to client needs
in the, 292

Really Simple Syndication (RSS), 275–276
RealtyTracker Web site for lead 

generation, 188
real-world scenarios for practicing sales

skills
airports, negotiating upgrades at, 71–72
home, practicing your sales skills at, 70
office, negotiating in the, 70
overview, 69
restaurants, practicing your sales 

skills at, 70–71
situational fluency, 69
taxi drivers, engaging in conversations

with, 72
re-committing yourself to success, 340
recorder technique used to reinforce

affirmations, 33–34
records, reviewing your, 341
recruiting personnel, 17–18, 205–208
references, using, 121
referrals

asking for, 335
overview, 324–325

refocusing your sales strategy on 
R-Commerce, 218

relationship marketing with social 
media, 270

Relationship-Commerce. See R-Commerce
relationships

focusing on, 331–332
revisiting your, 341

ReMax, 129
reminiscing on past successes, 35
repeat sales, opportunities for, 79
repeating affirmations, 33
research and planning on the viability of an

idea, 157
researching competitors, 187–188, 319–320
researching customers, 187–188
researching your client’s business, 287–288
resistance to new technology, overcoming,

179–182
resources

acquiring, 83–84
identifying, 49–50

restaurants, practicing your sales skills at,
70–71

return business, 22
return on risk (ROR), 155–156
revenue-generating opportunities,

identifying, 123–124
reviewing your overall performance,

115–116
revising your sales plan

missed goals, correcting for, 55
overview, 54–55
progress, assessing your, 55
success, building on, 56

rewarding personnel, 209–210
rewarding yourself for a job about to be

well done, 54
rewarding yourself for a job well done, 53
risk taking

adversity, capitalizing on, 160–161
best thing that can happen, 153
calculated risks, 150
comfort zone, boundaries of your,

149–152
comfort zone, envisioning life outside of

your, 152–156
failure, recovering from, 161–162
family limitations as reason for not doing

something, 150, 151
fear factor, reducing the, 156–160
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fear of failure as reason for not doing
something, 150, 151

fear of success as reason for not doing
something, 150, 151

insufficient funds as reason for not doing
something, 150, 151

insufficient time as reason for not doing
something, 150, 151

lack of knowledge or skills as reason for
not doing something, 150, 151

not trying, 153–155
ROR (return on risk), estimating your,

155–156
stretching your limits, 16
systems approach, 160
worst thing that can happen, 152–153

Roberts, David W. (expert), 110, 158
Roberts, Ralph J. (Comcast), 129
Roberts, Ralph R.

Flipping Houses For Dummies, 258–259
Walk Like a Giant, Sell Like a Madman, 59

Roebuck, Alva (Sears, Roebuck &
Company), 120

role models
continuing education, resource for, 28
finding, 28–29
identifying your sales heroes, 26–29
overview, 25–26
shortcuts to success, 28
success, inspiration to strive for higher

levels of, 28
top sellers, shadowing, 29–30

role playing, 103
ROR (return on risk), 155–156
Rowland, Julia (business owner), 26
RSS (Really Simple Syndication), 275–276
Ruddle, Jessica (video production), 254
Runstatler, Dick (sales manager), 27
Russell, Cathy (expert), 158

• S •
sales craft, education on, 169
sales efficiency ratings, 45
sales heroes

Antion, Tom (public speaker), 27
Brown, Les (salesperson), 27
Desmond, Tom (real estate agent), 27
Fettig, Art (salesperson), 27

Fox, Noel (business owner), 26
Fox, Tony (business owner), 26
Girard, Joe (salesperson), 27
Hansen, Mark Victor (Chicken Soup for the

Soul ), 27
Hayes, Ira (salesperson), 26
Hopkins, Tom (Selling for Dummies), 3, 26,

28, 103
Iacocca, Lee (former Chrysler CEO), 27
Jones, Charlie (salesperson), 27
Keim, Earl (real estate agent), 27
Mandino, Og (salesperson), 27
Peale, Norman Vincent (The Power of

Positive Thinking), 27
Rowland, Julia (business owner), 26
Runstatler, Dick (sales manager), 27
Wickman, Floyd (real estate agent), 27
Ziglar, Zig (salesperson), 27

sales manager
sales goals, letting salespeople help set

their, 49
turning down position of, 15

sales plan
accountability, 52
celebrating your success, 53–54
deadlines for, 46, 55
dollar investment per dollar of sales,

44–45
failure to execute, 55
flawed sales plans, 55
goal, setting, 45–46
objectives, identifying your, 46–47
overview, 43–44
progress, tracking your, 52
resources, identifying, 49–50
revising, 54–56
sales-per-hour earnings, 44–45
steps for, 44
strategy, figuring out, 47–48
Strebor System, 51
task prioritization for, 50–51
tasks, identifying, 48–49
timeframe, setting, 46
where you are, determining, 44–45

sales presentation
multicultural customers, adjusting sales

presentation for, 309–311
overview, 102
role playing, 103
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sales presentation (continued)
trainer, working with, 104
watching and listening to yourself 

work, 103
sales quotas

confidence, negative effect on, 45
derailing the sales process with, 45
disadvantages of, 13, 45
profit-per-sale reduced by, 45

sales skills assessment test, 107
sales slumps

family, involving, 342
incentives, motivating yourself with,

338–339
marketing efforts, increasing your,

340–341
mentor, consulting your, 342
negative people and situations, 

avoiding, 339
now, starting, 339–340
personal partner, consulting your, 342
re-committing yourself to success, 340
records, reviewing your, 341
relationships, revisiting your, 341
supervisor, consulting your, 342
triggers for, avoiding, 337–338

sales techniques
buying to learn, 67
CDs, listening to, 65
discovering new, 64–68
reading up on new selling strategies, 65
secrets, sharing with colleagues, 67
seminars, attending, 66
tapes, listening to, 65
testing new, 67–68
workshops, attending, 66

sales visionaries, list of, 129
sales volume, increased, 22
sales-per-hour earnings, 44–45
Santiago, Jocelyn (sales manager), 250
saturated markets, 75
SBA (Small Business Administration), 173
scalability, improving, 217
Schnenck, Barbara Findlay (Branding 

For Dummies), 139
Schwarzkopf, Norman (expert), 158
Scoble, Robert (Microsoft blogger), 276
scratch track, 253
search engine marketing, 191, 269

Search Engine Optimization For Dummies
(Kent), 259

Sears, Richard (Sears, Roebuck &
Company), 120

Sears, Roebuck & Company marketing
strategies, 120

second guessing, 95–96
Second Life (virtual community), 281–282
secrets

discovering new sales, 191
share secrets, why you should, 24
sharing with colleagues, 67

self assessments, 106–107
self-promotion

branding yourself, 20
overview, 19
unique selling point, identifying your,

19–20
Selling For Dummies (Hopkins), 

3, 26, 28, 103
Selling Online For Dummies

(Lundquist), 241
seminars, attending, 66
services as need of client, 290
serving the consumer, 124–125
sexist salesmen, 240
shaking hands, 64
sharing resources, 175
short affirmations, 32
shortcuts to success, 28
Sifry, David (Technorati), 272
Silent Generation, 235–236
Sirianni, Joe (expert), 158
situational fluency, 69
skills

missing skills, taking inventory 
of your, 201

personal partnering used for targeting
key, 108–110

slumps. See sales slumps
Small Business Administration (SBA), 173
small-business loan, securing, 175
SMART plan, 109
smiling, 63
social media. See also blogs

advantages of, 269–270
brand building with, 270
competitive differentiation with, 270
customer referrals with, 270
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Digg, 280
direct communication with, 270
disadvantages of, 271–272
emotional appeal, 267–269
expert positioning with, 270
lead generation with, 270
marketing and advertising, 

applied to, 267
MySpace, marketing on, 277–279
niche marketing with, 270
overview, 266–267
participation points, 279
relationship marketing with, 270
search engine marketing, 269
Second Life, 281–282
viral marketing, 271
virtual communities, establishing

presence in, 277–282
word-of-mouth (WOM) marketing, 271
YouTube, 279–280

soft-networking, 221
soft-sell approach

MySpace, 278
print media, 248

solutions, identifying possible, 94–95
Spanish For Dummies (Wiley Publishing), 48
speeches

giving free, 227–228
to local groups, 143–145

spider web, 259
spotting the decision maker, 97
spouse, 36
standing up straight, 64
Star Power, 111, 158
station, picking the right television, 254
stay the course, 17
steps, breaking tasks into individual,

203–204
Stewart, Steve (expert), 158
sticktoitism, 3, 51
stop, knowing when to, 102
strategically airing your commercial, 255
strategy, figuring out, 47–48
streamlining operations, 216
Strebor System, 51
Strong, Jeff (ADD and ADHD 

For Dummies), 66
studying your competitors, 317–320

subconscious
affirmations imprinted into your, 32–33
power of the subconscious mind, 30

success
building on, 56, 116
creating a plan for, 13–14
defining, 12, 37–38
envisioning your, 15, 39–41
goals, setting, 13
implementing your plan, 14
inspiration to strive for higher 

levels of, 28
mutual success, 21–24
positive mindset, establishing, 12
recruiting people to fuel your, 17–18
stay the course, 17
walking the walk, 15–16

success journal for tracking your 
progress, 52

success of client
bonus for clients, 293
business model adjustment to meet client

needs, 292–293
client’s client, finding out about your, 288
commitment to client, communicating

your, 294–297
community as need of client, 291
financing as need of client, 290–291
information as need of client, 290
integrating sales with product

development and client service,
293–294

learning about your client’s business,
286–288

needs of client, discovering, 289–293
personnel as need of client, 291
products as need of client, 290
questions that make people

uncomfortable, asking, 291
researching your client’s business,

287–288
services as need of client, 290
training as need of client, 290

supervisor, consulting your, 342
support

acquiring, 83–84
lack of support from your company, 77

support personnel, 171–172
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Swanepoel, Stefan (expert), 158
Syndicating Web Sites with RSS Feeds 

For Dummies (Finkelstein), 276
system for accomplishing tasks, designing

an efficient, 203–205
systems approach

assistants, assigning tasks to, 204
overview, 160
specific projects, targeting, 204–205
steps, breaking tasks into individual,

203–204

• T •
Tablet PC, 183
tactical use of your fears, making, 156
talking with others to learn about industry

changes, 130
tapes, listening to, 65
Tarzy, Steve (expert), 158
task prioritization

easiest thing first option for, 51
hardest thing first option for, 50
most obvious first option for, 51
most profitable first option for, 50
order of importance option for, 50
overview, 50
for sales plan, 50–51
step-by-step option for, 50

tasks, identifying, 48–49
taxi drivers, engaging in conversations

with, 72
technological edge used to get ahead of

your competitors, 323
technologies

BlackBerry, 183, 194–195
communication tools, 191–196
contact management program, 184–185
cost, overcoming objections to, 181
digital audio recorder, 184
digital camera, 184
digital projector, 183
essentials, list of, 183–184
Ethernet cable, 183
headset, 184
Internet, 187–191
iPod, 184
knowledge about, 16
MP3 player, 184

notebook, 183
optimizing your technological tools, 180
playful attitude about, 180–181
pocket PC, 183
power adapter for car, 183
power strip, 184
PowerPoint, 185
presentation programs, 185–187
printer, portable, 183
productivity, increasing your, 182–187
resistance to new technology,

overcoming, 179–182
Tablet PC, 183
unproven technologies, 182
wireless Internet access (Wi-Fi), 183

Technorati
getting your blog discovered on, 275
Sifry, David (creator), 272

Tejada-Flores, Lito (ADD and ADHD 
For Dummies), 66

teleconferencing, 195–196
television advertising

overview, 252
producing your commercial, 252–254
station, picking the right television, 254
strategically airing your commercial, 255
time slot, choosing, 254

10/10/20 technique, 147–148
testimonials, using, 121
testing new sales techniques, 67–68
testing your multicultural aptitude,

300–303
text-messaging, 193
Thomas, Pete

expert, 158
reality star, 74

thought-provoking questions, asking,
99–100

360-degree feedback, 107
time budget

expanding, 85–86
finding time, 177–178
knowing how you spend your time,

176–177
overview, 176
time wasters, identifying, 177

time-consuming tasks, 18, 84–85, 201–202
titles, assigning meaningful job, 208
Toastmasters Web site, 144
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to-do lists, 37
Toler, Jerry (expert), 158
toll-free numbers, 192
top sellers, shadowing, 29–30
tracking your progress

of changes you’ve implemented, 126–127
checklists for, 52
idea of the week book for, 52
lifetime achievement book for, 52
overview, 52
success journal for, 52

trade associations, 225–226
trailblazers, following, 157–158
trainer, working with, 104
training

lack of training from your company, 77
as need of client, 290
pursuing, 169–170

trash can technique used to reinforce
affirmations, 34

triggers for sales slumps, avoiding, 337–338
turnkey solutions, 257

• U •
underserved clientele, focusing your

efforts on, 23
unique selling proposition (USP)

elements included in, 138
implementation of, 139
overview, 136–137
steps for creating, 137–138

unique trait, focusing on, 132–134
universal appeal, 79
unproven technologies, 182
untapped/under-tapped markets

Baby Boomers, 236
bundling opportunities, 242–243
channels, exploring other sales, 241–242
demographic, considering a different,

233–241
disabled customers, 238
gender focus, shifting your, 240–241
generation, targeting, 234–238
Generation X, 237
Generation Y, 237–238
G.I. Generation, 235
global marketplace, 241
international markets, 241

multicultural marketplace, 238–239
overview, 231–233
partnering with other product or service

providers, 243–244
Silent Generation, 235–236
uses for your product or service,

discovering other, 244
updating blogs, 273–274
upside

control issues limiting your, 78
limitations to, 74–78
overview, 74
time constraints limiting your, 78
wrong company or manager limiting 

your, 77
wrong customer or client limiting your,

75–77
wrong product or service limiting your, 75

uses for your product or service,
discovering other, 244

USP. See unique selling proposition

• V •
VanGoethem, Bob (expert), 158
vanity as buyer motivation, 91
video podcasts, 260
video teleconferencing, 195–196
viral marketing

with Digg, 280
social media, 271

virtual assistants, 211–212
virtual communities

Digg, 280
establishing a presence in, 277–282
MySpace, marketing on, 277–279
Second Life, 281–282
YouTube, 279–280

Virtual Real Estate Assistant blog, 212
voicemail greeting, personalizing, 192–193
volunteering

your services to community, 227
your time and expertise, 145–146

• W •
Waitley, Dennis (expert), 158
Walk Like a Giant, Sell Like a Madman

(Roberts), 59
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walking the walk, 15–16
Walt Disney Company

Disney, Walt, 129
Eisner, Michael, 162

watching and listening to yourself 
work, 103

Web site
building your own, 141
creation, 202
overview, 256–258

Westmark, Steve (expert), 158
Wickman, Floyd (expert), 27, 158
Williams, Ryan (MySpace 

For Dummies), 277
window dub, 253
win-win opportunities, 101
wireless Internet access (Wi-Fi), 183
Wisner, Terry

expert, 158
Partnering To Success, LLC, 106

word-of-mouth (WOM) marketing, 271
workshops, attending, 66
Worldcard (business card scanner), 224
worst customers

criteria to identify your, 76
redirected to your competitors, 324

worst thing that can happen, 152–153
writing

press releases, 249–250
technique used to reinforce 

affirmations, 33

• Y •
yes/no questions used tactically, 101
YouTube, 279–280

• Z •
Ziglar, Zig (expert), 27, 158
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