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The first step in this crucial process is  Here are some questions for you:
to accept what rival suppliers do well,
or at least satisfactorily, and that in- A) Why di dndét busine
volves offering good product, service, protest that the Internet had not arrived
trading terms and support. The custom-  yet?
ers you wish to sell more to, and the B) Wh 'y didnot indi
prospects you want to start selingto, nesses in the 19706
will unquestionably see their suppliers  bile phones should be introduced?
i n this 6acceptabl@)Y Whiyghlt éwmtdh e rhbwiss en
they woul dndt do butfeel rsieoagly thai thh fax hneachine |
you appreciate this point then you should replace the telex?
should al ways start your 6newd sal es
conversations with respect for how the Obviously, it is the role of suppliers to
customers buys now, otherwise youwill sel | &éfuture progres
be perceived as an attacker and dis- not only apply to the creation of im-
rupter of the O0st at prevedy praddcts and services. What
most of your competitors should do but
With these thoughts in mind, a seriesof dondt do, i s t o find
key facts emerge. customers to achieve better results with
Fact # 1: the customer or prospectwill t he O6ki nd of products
surely be buying product from rival sup-  and my advice is that if you step in and
pliers now, strictly in relationto whathe 6do it & then you wil!/
sells or uses of that product. business. To succeed in this area
Fact # 2: if the customer or prospectis t hough, dondét forget
progressive and quite successful, he nising and respecting the status quo,
will have capacity to improve his results make it clear that you are not en-

in the future with the products inques- croaching into that zoneéand then talk
tionéwhich wild.l i n aboutrthe poteetial for tintpartantlyhife

will have to buy more product. you attempt to talk about better results ) .

My experience shows that rival suppli-  without producing better ideas that €St abl i shed string known e
ers operate in the driveoimpravednperformanaen gou wid t tugl growth.. DIStI’IbUtllon of products is charged fOIj and
is in the future a rstamactubed of milendny cusioméro uC 0Nt ri bution of ideas is n

dod moreébut dondt . and wastingthed tirhee The gestion is the least that you could do to control and improve
the vast majority of suppliers are hang- must be asked o6why Y@&RotPUSSABESHSi tSotrasnding in
ing on to the coattails of their custom- do what they shoul dSUltylhaye aways syived o give gngre than those |
ers, going up or down in sales accord-  swer is that they have not aimed to COmpete with, as | hope you have, and this is not a
ing to the cust ome dedetop aoadditiondl and vital stingto Ot acti co, 1t 1s a serious
performance with t hteeir serigepowi EhatGtsng ip catied - hat you donodot give more 't

uct! This is a contradiction of good 6contri buti ono, whi YOH dOJtHOCANtrQ) your OWn profgssipngl growth and
business practice. business resultséplus it i

business.



FORCED PEOPLESMART
COMMITMENT A workshop for

developing your inter-

"Stay committed to your decisions, and ’ :
stay flexible to vyour  RESSUEEREEEC

TONY ROBBINS

The idea works equally well for the like crazy to fill it.
business as well. In a practice g S
based business, the revenue A.E Set asid q s P 0 |R K I N G
attached to personal energy a €l aside a day a week Jor
activities. | f yendmegtongsghen filhup ¢ eop esmart
donot earn. Thi s day.s not a pr B
because you earn T commit to 2 3\ " : R

. . ) _a lot of money,"Even if you are on networking events ¢ gl * - e
There is nothing like a looming,k for 10 yearsihe right track, you month and to 1 show! ‘ l l.ﬂ‘ - 1‘#\

deadline to get you focussed anfhvest vour in- . )
into action. Basically, if left to my,me ir)1/ capital will get run over if cma:rihivent every twd

own devices | will sit and play Wit&rowth assets YOU just sit there.”
the kids all day, go to the movie$inq you never  WILL ROGERS 1 Schedule a 90
lose myself in a book, or have enqi,—ave to  work day luncheon, the
less coffee stops with friendsgpnoiner day in worry about who wil
Equally, in business, if | allow mys«%ur life unless you want to. You C¢0Me etc.

each day to just make upwhatlago ngt need t o Hu yCommit to more stafétham
going to do., | HeeMmfntwhich® k&t busifeSsesP Redd and then work like cra
use of my time. This is why | forcggal “freedom. (Often business to make their investment
commit myself in advance.. Thigyners feel the exact opposite). dollaproductive one.

idea of forced commitments work§owever, you do need to keep tilee business of Leadership
well from a personal productivitiommitments up, Here are sorﬂ1 ires a high level of personal ca

point of view. JMufithends€ SChedfufnt Stay on the ball by co
time with myself, schedule time to mitting to more and then meet

exercise, etc. ;
f Pick a date and advertise g1e_ _commltments. S 0 what are
aiting for? Commit!

' public workshop, then wor¥
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Developing Your Interparsonal Intalligence
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NEURO LINGUISTI
PROGRAMMING

NeureLinguistic Programming (NLFas been
used in business for dlere decademw
inhelping  smadilarge  sized  organisa-
tiondmprove in the areascugtomer relations
and salesll the way through to aligning compa
values and goals. Seewras of the most power-
ful techniques in achiefasgand effective verbal
and noiverbal communication, strengthening ct
tomer relations, synergistically akignptgation
values, boosting staff mosale,increasing prof-
its, NLP is a mustday business serious about
wanting to grow to the next level.

Phil is a Master Practitioner of NLP and can |
your business achieve the extraordinary resul
deserves by developing a workshop to suit you
your business.

For information on any of our training programs, please contact
Phil on 0407 874 176 or email: info@lifehunt.com.au



