My notes from:   Rock Star, April 4, 2014
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[image: ]Jerry Rice: Extra effort = Exceptional results
	Post season works
Ability to go from football “Hall of Fame”, to winning Dancing with the Stars to Golf Channel successfully.

Promote yourself – has to come from within

How do sales people promote?
1) Professionalism: Build rapport set expectations, treat client like you expect to be treated, if you where my son/daughter I would recommend. 
2) Shared Goals: Establish safety, reduce client’s stresses, and get to closing. Let client understand you are in business for helping them and doing the right thing, not for the money.
3) Competence: detailed complete application, come up with solutions, stay current with your industry, don’t promise what you cannot deliver. 
4) Desire for customer to exceed: let them see passion, understand customers goals and definition of success. PASSION!

Lee Iacocca: Try something-as long as you don’t sit there. If we screw up – start over. Try something new.

Be a name dropper

Bill Gates: Yesterdays answers have nothing to do with today’s problems.
 
#1 Complaint: LO’s not returning calls.

How to stand out in a crowd
· Gather high quality information early in the sales process
· Act like a business agent – they are buying a home not a mortgage
· Help the customer achieve their goals
· Know your products and your industry, give them a few choices – don’t overload

Check list
· Success stories
· Referral stories
· References
· Creating memorable moments
· Key information to reach industry professionals
· Someone they can call for help if you are not available
· Understand reasons objections many occur
· Good attitude
· Lit the reasons why your product works








Communication Check list
In the last month have you…..
	Made a formal presentation – If uncomfortable, invite someone to speak for you
	Added one new referral source
Retained an existing customer
In the last two weeks have you…..
Asked a customer:
	How was the quality of your service?
	Identified a referral source

[bookmark: _GoBack]Step for smooth transactions when establishing and maintaining referral sources
· Call before you show
· Follow-up, do what you say you will do (be specific and set expectations)
· Be persistent but not a pest
ASK FOR THE BUSINESS!  Be a name dropper

Improving is an ongoing process, study in chosen field, READ!  (Suggested books)
Blink
The 7 habits of highly effective people
The dip
Delivering happiness
Seeing what’s next
The 80/20 principle
Drive
The balance scorecard

Rock Stars Have
· Energy
· Passion
· Build trust
· Motivate

They relate to their audience
· Set expectations
· Speak the audience language
· Motivate
· Navigate

Find a new way to play, to satisfy different types of groups of people. 
Have to practice to perform
Have to operate under intense conditions and pressure
Realize what the consequences of failure

ATTITUDE IS THE ONLY THING YOU CAN CONTROL 

Set List
What is your set list?
How are you working your job, your database or your skills

TRUST
Branding – what sets you apart
Lot of people use social media
RADIAN has monthly schedule of instructional webinars.


How do you end a conversation?  It’s my pleasure

Remain curious! How do you master the business?
Still driven to improve your ability
How could you improve your skills?
Practice, practice, practice

Madonna’s goal – I want to concur the world!

Hope these notes and a great attitude is beneficial to your success!  
Steve Bauer, Executive Director MBBA-NH
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