
Adobe GoLive, 78
Appointment setter, locating, 65
Attitude, 169–170
Auditory personality type, 147, 149
Authority figure, presenting self as,

22–23, 27
Autoresponder, 70, 86
Autosuggestion, 34

Beliefs, overcoming and reframing
limiting, 34–36

Blogs, 89–90
Building:

rapport, 27, 94
web site, 78–80

Bullet points, creating, 58, 74
Business owner:

definition of, 41
thinking like, 25–28, 146

Buying, selling compared to, 13–15

“Call to action,” 58, 74
Capitalism, 17
Clickthrough, 81
Cold calling:

description of, 8
as fleeting moment in time,

55–56
problems with, 8–13

Commitment, gaining, 128

Communication:
with prospects, 49–53
verbal vs. nonverbal, 32–33

Company referral program, 110
Compensation, 104–105
Confidence, attaining unstoppable,

29–34, 169–170
Consultant, acting as, 103–105
Consultative selling, 103
Credibility, establishing, 127
Customer relationship management,

83

Decision making process, 121–122,
135–136, 154–155

Directing traffic:
to blog, 90
to web site, 80–81

Direct mail techniques, 73–76
Domain name, choosing, 79
Domain registrar, 78

Edison, Thomas, 109
Efficiency, increasing, 133–134,

143–146
Einstein, Albert, 4
E-mail contact, 67–71, 87
Emerson, Ralph Waldo, 104
Expenses, decreasing, 132–133, 143
Expert, becoming, 91–92, 97–98, 101

175

INDEX

ccc_rumbauskas_ind_175-177.qxd  3/8/06  7:21 AM  Page 175

CO
PYRIG

HTED
 M

ATERIA
L



Fax-back form, 52–53, 58–59
Feast or famine modes, 32–33
Flyer, creating, 55–62, 93
Following up, 165–168
Forecasts, 20–21
Funnels, 20, 21–22

GoDaddy.com, 78–79
Godin, Seth, Permission Marketing, 7–8
Google AdWords, 81

Headline, creating, 49–50, 56–57
Hill, Napoleon, 30, 163, 171–172

Image and dress, 22–23, 30
Information Age, 3, 48–49
Inner game, 34–35
“Interruption marketing,” 7–8, 15

Keeping customers up-to-date, 167
Kinesthetic personality type, 147, 149
KISS test, 115–118, 123

Leads, compensation for, 109–110
Leverage:

e-mail contact and, 70
flyer distribution and, 60–62
free newsletter and, 84–85
Internet and, 77, 82
power and, 39–43
publicity and, 100–101
self-marketing and, 47–48

Leveraged systems, using, 9–10
Limiting beliefs, overcoming and

reframing, 34–36

Media kit, creating, 101
Message, creating, 49–50
Microsoft FrontPage, 78
Must-have purchase, 151–152

Need, uncovering real, 134–135, 137,
151

Networking, 107–111
Newsletter, free, 84–86, 168
Nonverbal communication, 32–34
Numbers game, sales as, 19–20

Old answers, as wrong, 19–23
Ongoing contact, 83–85
Outbound call center, 65–66
Outer game, 34
Overcoming limiting beliefs, 34–35

Pay-per-click (PPC) marketing, 80–81
Permission Marketing (Godin), 7–8
Persistence, problem with, 20, 21
Persona, 169–170
Personality types, 147–148, 149
Personal need, 151
Phone techniques, 63–66
Phone vs. e-mail contact, 67–71
Postcard campaign, 75–76
Power:

appointment setting and, 123
cold calling and, 8–9
confidence, attaining unstoppable,

29–34
dressing like prospects and, 22–23
leverage and, 39–43
phone techniques and, 63–66
qualifying prospects out and, 118–119

Prequalified prospects, 11–12
Presentation of proposal:

coordination and, 161
decision maker, dealing with, 154–155
preparing for, 153–154
product demonstrations, 160–161
reasons for not buying right away,

161–163
steps in, 158–160
sticking to relevant information,

155–158
Product demonstrations, 160–161
Profitability, increasing, 133–134,

143–146
Profit justification:

description of, 26–27
proposal and, 137–146, 150–151
sales appointment and, 130–134

Proposal process:
clichés, avoiding, 152
fulfilling business needs, 146–148
need and, 151–152
outward appearance of, 148–151
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profit justification and, 137–146
real need and, 137
See also Presentation of proposal

Prospecting vs. selling, 64–65, 169, 170
Prospects:

communicating to, 49–53
equality with, 37–38
qualifying out, 33, 118–123, 126
real need of, 134–135, 137
sadistic, 30

Publicity, free, obtaining, 97–101

Qualifying prospects out, 33, 118–123,
126

Questioning process, 125–130

Rapport building, 27, 94
Referral, obtaining, 165–166
Reframing limiting beliefs, 35–36
Reporters, contacting, 97–100
Returning calls, 31–32
Revenue, increasing, 131–132, 138–142

Sales, as stagnant area of business, 3–4
Sales appointment process:

decision making and, 135–136
getting first appointment, 123
KISS test, 115–118
preparing for first meeting, 124–125
profit justification, 130–134
qualifying prospects out, 118–123
questioning and, 125–130
uncovering real need, 134–135

Sales letter, 73–75
Schumpeter, Joseph A., 17

Secret Excuse, 36–37
Self-marketing, 47–49, 169–172. See also

System of systems
Selling:

buying compared to, 13–15
product and, 15–16
prospecting compared to, 64–65
as stupid, 16–17
in today’s world, 7–8

Seminar, conducting, 91–95
Solidifying decision of prospect, 160
System of systems, 9, 42–43, 170

Telemarketer, locating, 65
Testimonial, obtaining, 167
Text of message, 58, 74
Thanking customers, 160, 165
Time, as enemy, 171–172
Time frame, setting, 126, 136
Time management, 40–41
Timing and cold calling, 10–11
Trigger event, 120–121

Underpromising vs. overpromising, 27

Video e-mail, 70–71
Visual personality type, 147, 149
Voice mail, 67–68

Wanting-it tax, 119
Weblogs, 89–90
Web site, creating, 77–81
Working smart, 40

Yahoo! SiteBuilder, 78–79
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