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How changed my life... 
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I am an    
 

Not a Motivator…  
 
 

A motivator just makes you do… 
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 Ways To 
 

 With ? 



Identify Your 

• Understand value of leverage 
• Do not want to do it “Themselves” 
• Long term focus on appreciation 
• Passive income 
• Building of wealth over time 
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Identify their ? 

• Be the solution… 
• What is your message ? 
• Does it fix their problem? 
• Know / Like /Trust 



• Response time to an inbound lead 
• What is the goal of the initial call? 
• What do you say? 
• What information do you send? DISC Specific 
• What is your follow up? 
• Procedure for handover to operations? 
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Every sales step needs to be: 
• Flowed out 
• Reviewed 
• Streamlined 
• Manual created 
• KPI 
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• Hire slow 
• Right person / 

Right Seat 
• DISC 
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• Respect what you 
Inspect 

•  Everyone in the 
company needs to be 
tracked 

 
18 



• What is a current problem  
• 3-5 things to track 
• Conditional - Red or Green 
• Executive Summary when turning in 
• Weekly 1-on-1 meeting to review 
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• Test and Measure everything you do 

• Learn what is working and what is not 

• Stop spending money and time that is not 
working  

• Spend more money on marketing that is 
working. 
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The car or the driver? 
Technologies can never beat 

out  training… 
 

 



• Scripts  
•  Why / Why Not 
•  (phone / in-person) 

• R.U.M.M.I. 
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• Set scheduled days 
to practice 

• Roleplay 
• Daily script training 
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• CRM system  
• Know / Like / Trust 
• Drip Emails 
• When you sell it’s 

about you 
•  When you educate its 

about… 
30 



• Follow up 
• Relentless 
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• When you walk into 
the door  

• You are there to close 
not sell 

• Pen / Contract / 
Signature 

• Laser focus 
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Sales Operations 
 

Selling when 
operations is 

stressed 
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• 1500 words per minute go 
through your 
subconscious every 
minute 

• 70% of them are negative 
self-talk 

• What are you telling 
yourself on a daily basis? 
 



www.EmpireIndustriesllc.com 37 
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steve@empireindustriesllc.com  
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