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4-WEEK INTENSIVE
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Show me a person who can sell and I’ll show 

you a person who will never know poverty“ -Hugh Macleaod

“

A man is but the product of his thoughts 
what he thinks, he becomes. 

To achieve, you need thought. You have to know 
what you are doing and that’s real power. 

- Mahatma Gandhi

- Ayn Rand

“
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_________________________________________________________________________

_________________________________________________________________________

_________________________________________________________________________

_________________________________________________________________________

“ Never allow a person to tell you no who doesn’t have the power to say 
yes”  - Eleanor Roosevelt 

_______________________________________________________________________

_______________________________________________________________________

_______________________________________________________________________

_______________________________________________________________________

_______________________________________________________________________

“ Take the first step in faith. You don't have to see 
the whole staircase, just take the first step. “  
-  Martin Luther King, Jr. 

______________________________________________________

______________________________________________________

______________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

“Money may not buy happiness, but it can damn well give it.  I like 
to be surrounded by splendid things.”   - Freddie Mercury
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Key Concepts From This Session:

1.

2.

3.

4.

5.

What is selling?   Selling is love 

What are you selling?    You are selling what they are buying. What everyone 
is buying is a vision for their future. If they value that future, then what you are 
selling is worth a lot to them. If they don’t value that future, what you are selling 
is not worth a lot to them.   Get over yourself.  It’s not about YOU.

The key to being a multimillion dollar producer is:

a- Commitment

b- Clarity

c- Urgency

d- Options

e- Decision

The decision to hire your law firm is about them. It’s not about you. Don’t make 
it about you. Let it be about them.

Love, Security, Self-Esteem. Where are you using the sale to get it?
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4 Parts: 
I. OPEN
II. PROBLEM IDENTIFICATION & UNDERSTANDING
III. EXPLORE OPTIONS & MAKE A DECISION
IV. CLOSE

I. Opening
• Confirm time
• Confirm confidentiality
• Propose/agree on agenda

II. Problem Identification
• What have they tried already that didn’t work?
• Where are they now in terms of their time’
• Where are they now in terms of their money?
• Where are they now in terms of their reputation?
• Anything else that’s important to them?

• Where do they WANT to be in terms of their time/their money/their reputation (in other
words, what does making a profit look like to THEM?)

• What’s likely to happen if they don’t do something/do something different?
(Daughter becomes a stripper)

III. Options & Decision

IV. Close

• Who?

• Going to do What?

• By When?

CRITERIA
Bath robe

Give V.S. Get - Love, Security, Self-Esteem

SALES TRAINING
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C l i e nt  Wo r ks h e e t
Name __________________________________________________________   Age____________________________

Income_______________________________________

Source(s) of Income:____________________________________________________________________________

Assets:   Liabilities:

______________________________________         ___________________________________

______________________________________ ___________________________________

______________________________________ ___________________________________

______________________________________ ___________________________________

Net Worth (Assets – Liabilities):$_______________________________

Highest level of education:_____________________________________

Professional license(s):___________________________________________________________________________

Living/Marital Status:_____________________   Name of S.O.:_______________________________________ 

Significant-other’s Income:_________________   Significant other’s Profession:_____________________

Ages of Kids (or N/A):____________________________________________________________________________

Kids’ hobbies/activities/plans:________________________________________________________

Home:  Own   /   Rent                  If own, what is the value/debt/equity? ________________________

Monthly mortgage/rent: _______________________________

Community activities: ___________________________________________________________________________

Reputation in community:_______________________________________________________________________

Any dependents with special needs: ____________________________________________________________

Any unique hopes, dreams, hobbies, talents, etc.?________________________________________________
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Where is client today in terms of?: 
Time (how they use it/how much of it they have left/etc.) ________________________________________

Money (How much they have/have at risk/stand to gain/how they earn it/what they spend it on/
etc.)
________________________________________________________________________________________________

Reputation (community/family/role model to kids/self/other 

____________________________________________________________________________________________________

Where does client want to be in long term (however THEY define “long term”)
Time (how they use it/how much of it they have left/etc.): _______________________________________
____________________________________________________________________________________________________

Money (How much they have/have at risk/stand to gain/how they earn it/what they spend it on/
etc.): 
____________________________________________________________________________

Reputation (community/family/role model to kids/self/other): ___________________________________

____________________________________________________________________________________________________

What is likely to happen to/for client if they don’t make any changes?

Time: _____________________________________________________________________________________________

Money: ___________________________________________________________________________________________

Reputation: _______________________________________________________________________________________

Where does client want to be in short term (however THEY define “short term)?
Time (how they use it/how much of it they have left/etc.) 
____________________________________________________________________________________________________

Money (How much they have/have at risk/stand to gain/how they earn it/what they spend it on/
etc.) ______________________________________________________________________________________________

Reputation (community/family/role model to kids/self/other) ____________________________________
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Write a narrative story/sequence of events leading the client to heaven (achieving what they 
want to achieve)

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

Write a narrative story/sequence of events leading the client to hell (daughter stripper, etc.)
_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

What part of solving their problem/achieving their goals actually scares this client the most?

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________

_________________________________________________________________________________________________
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Questions:

1. What do you want?

2. Why don’t you have it yet?

3. Why do you want that?

4. Why, why, why? (Digging)

5. What happens if you don’t do it?

6. Why, why, why? (Digging)

7. Will you make a decision right now?

8. Will you pay whatever it takes to fix this?

9. Why, why, why? (Digging)

Exercise:  Is this real or bullshit?
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Price is what you pay. 
Value is what you get.

-Warren Buffett
“

“
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