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How To Attend a One-Day Intensive
The average (growing) Plumber or Electrician spends $958 a year on some form of self-
improvement. Seminars, books, CD’s, DVD’s, Software systems or courses to make
themselves better people and better business people, in short: to make more money.

Seminars and courses are the best opportunities because they’re live performances. They
offer “in your face” information that is timely—which makes you evaluate the information in
terms of what you are doing “right now”.

Business people go to live seminars eager to get more information, but few know how to
attend for maximum benefit. Here are few guidelines and ideas I’ve compiled from both
seminar leaders and seminar attendees - These tips will ensure you walk away with the
gold:

1. Lower your sensitivity meter - or better yet, turn it off. You’re here to get information
not be offended by a remark or word.

2. Self-evaluate it, don’t “I know it”. When you hear a fact that will make you better, don’t
tell yourself “I know that” rather ask yourself, “how good am I at that?” Self-evaluation is
the only way to get better.

3. Search for idea-gold. Look for what you don’t know - not what you do know. Try to walk
away with 6 things you can use tomorrow.

4. Listen with the intent to understand. Don’t cut off the thought too soon. Stick with
it…listen all the way out. Don’t be smarter than the presenter - just listen with the intent
to learn and get better.

5. Don’t do it like they do it. Do it like you do it. Adapt the seminar leader’s concepts and
words to your personality and style.

6. Ask anything any time. Challenge anything any time. If you don’t understand, ask why.
Write down questions as they occur to you and ask them at the first appropriate
moment.

7. All information won’t work all of the time. So what? Pick out what WILL work and
concentrate on that.

8. Take the general information and adapt it to your situation. Think, “how will this work in
my business?” Try to adapt the principle as soon as you hear it.

9. Don’t criticise the presenter - instead listen for the one or two gems that may impact
you forever.

10. Your objective is to make yourself better. That’s why you came in the first place. Don’t
strut what you already know. Find the “BFOs (Blinding Flashes of the Obvious)” and
convert them to your world. Leave with new things that will help you, not the same
information you came with.

11. Sit with someone you don’t know -Stay away from the people you came with. Make
new friends. Look for a potential new customer or contact.

12. Take great notes and record them at the end of the event. Too many times great ideas
go fallow before they have a chance to be implemented. All great seminar ideas fall
victim to the every day work that awaits you after the event. If you record your notes
and listen to them every day for two weeks, you are more likely to do the things you
would have put off for a month, maybe forever.
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in

u
te

s an
d

 w
e

’ll 
lo

o
k at 3 th

in
g

s…

1. Th
e

 re
su

lt yo
u

’re
 afte

r an
d

 h
o

w
 th

at 
w

ill im
p

ro
ve

 yo
u

r h
o

u
se

 / b
u

ild
in

g
 / 

p
re

m
ise

s an
d

 q
u

ality o
f life

 fo
r yo

u
r 

fam
ily / e

m
p

lo
ye

e
s e

tc.

3. W
o

rk o
u

t w
h

ich
 o

p
tio

n
s w

ill w
o

rk b
e

st fo
r 

yo
u

 an
d

 if yo
u

’re
 h

ap
p

y w
e

’ll o
rg

an
ise

a p
lan

 
to

 g
e

t th
e

 jo
b

 d
o

n
e

 fo
r yo

u
 an

d
 b

o
o

k yo
u

 in
.

A
re

 yo
u

 co
m

fo
rtab

le
 w

ith
 th

at?

G
re

at, h
ave

 yo
u

 g
o

t yo
u

r d
iary h

an
d

y? I’ve
 

g
o

t 2 slo
ts availab

le
 n

e
xt w

e
e

k, e
ith

e
r…

 o
r …

Is th
e

re
 an

yo
n

e
 e

lse
, o

th
e

r th
an

 yo
u

rse
lf, 

in
vo

lve
d

 in
 th

e
 d

e
cisio

n
 m

akin
g

 p
ro

ce
ss? 

(G
re

at, w
h

at d
o

 w
e

 n
e

e
d

 to
 d

o
 to

 g
e

t th
e

m
 

alo
n

g
 to

 th
e

 m
e

e
tin

g
?)

C
an

 I co
n

firm
 th

e
 ad

d
re

ss w
ith

 yo
u

 p
le

ase
…

?

M
y O

ffice
 M

an
ag

e
r (n

am
e

) w
ill se

n
d

 yo
u

 a 
co

n
firm

atio
n

 e
m

ail, is th
e

 b
e

st e
m

ail 
ad

d
re

ss…
?

S
o

 it’s b
e

e
n

 g
re

at talkin
g

 to
d

ay an
d

 g
e

ttin
g

 
to

 kn
o

w
 yo

u
. I’ve

 g
o

t a b
u

n
ch

 o
f n

o
te

s h
e

re
 

so
 w

h
e

n
 w

e
 talk n

e
xt w

e
 can

 ju
st p

ick u
p

 
w

h
e

re
 w

e
 le

ft o
ff. Is th

at co
o

l w
ith

 yo
u

? O
K

, 
g

re
at, I lo

o
k fo

rw
ard

 to
 se

e
in

g
 yo

u
 o

n
 (d

ate
) 

at (lo
catio

n
).

2. W
e

’ll lo
o

k at w
h

at yo
u

’ve
 g

o
t rig

h
t n

o
w

 
o

n
 site

 so
 I kn

o
w

 w
h

at w
e

’ve
 g

o
t to

 w
o

rk 
w

ith
.
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Sales Meeting



63

Sales Meeting



R
ap

p
o

rt

In
tro

d
u

ce
 yo

u
rse

lf (w
ith

 a b
ig

 sm
ile

)

B
e

st p
lace

 to
 p

ark / b
u

sin
e

ss card
 e

tc.

N
o

te
s

A
sk th

e
m

 ab
o

u
t th

e
ir cat ☺

C
h

e
ck d

e
cisio

n
 m

ake
rs are

 p
re

se
n

t.



A
g

e
n

d
a

N
o

te
s

Is th
e

re
 so

m
e

w
h

e
re

 w
e

 can
 sit an

d
 talk?

Is it O
K

 if I o
u

tlin
e

 h
o

w
 w

e
’ll g

o
 th

ro
u

g
h

 
th

in
g

s to
d

ay?

First, w
e

’ll lo
o

k at w
h

at yo
u

’re
 w

an
tin

g
 to

 
ach

ie
ve

 (re
su

lts).

S
e

co
n

d
, I’ll ask yo

u
 ab

o
u

t w
h

at th
e

 
situ

atio
n

 is rig
h

t n
o

w
 (re

ality).

Th
e

n
 w

e
 can

 g
o

 th
ro

u
g

h
 an

y q
u

e
stio

n
s 

yo
u

 h
ave

 o
r th

in
g

s th
at are

 h
o

ld
in

g
 yo

u
 

u
p

 fro
m

 g
e

ttin
g

 starte
d

 (ro
ad

b
lo

cks).

Th
e

n
 w

e
 can

 talk th
ro

u
g

h
 h

o
w

 w
e

 m
ig

h
t 

b
e

 ab
le

 to
 h

e
lp

 an
d

 th
e

 n
e

xt ste
p

s fro
m

 
h

e
re

.

Is th
at O

K
?



D
e

cisio
n

N
o

te
s

B
e

fo
re w

e
 g

e
t starte

d
, I’m

 cu
rio

u
s…

 W
h

y 
is n

o
w

 a g
o

o
d

 tim
e

 to
 lo

o
k at (p

ro
je

ct 
n

am
e

 e
.g

. re
n

o
vatin

g
 yo

u
r b

ath
ro

o
m

 / 
in

stallin
g

 a h
e

at p
u

m
p

 / air co
n

d
itio

n
e

r / 
ce

n
tral h

e
atin

g
 syste

m
)?

Is th
is a late

r o
r so

o
n

e
r th

in
g

?

Is th
e

re
 a sp

e
cific d

ate
 yo

u
’re

 w
o

rkin
g

 to
 

o
r is ju

st so
o

n
e

r th
e

 b
e

tte
r?



R
e

su
lt

N
o

te
s

O
K

, le
t’s g

e
t starte

d
. O

n
ce

 yo
u

 h
ave

 th
e

 
(p

ro
je

ct n
am

e
) fin

ish
e

d
 / in

stalle
d

, w
h

at 
are

 yo
u

 h
o

p
in

g
 th

at w
ill g

ive
 yo

u
?

U
se

 m
in

im
al e

n
co

u
rag

e
s…

W
h

at w
ill th

at g
ive

 yo
u

?

H
o

w
 w

ill it h
e

lp
 yo

u
r fam

ily / life
style

 / 
p

ro
p

e
rty?

I fe
e

l like
 I’ve

 g
o

t a g
o

o
d

 h
an

d
le

 o
n

 w
h

at 
yo

u
 w

an
t so

 le
t’s sw

itch
 g

e
ars an

d
 talk 

ab
o

u
t th

e
 situ

atio
n

 rig
h

t n
o

w
. Is th

at O
K

?



R
e

ality

N
o

te
s

W
h

at’s th
e

 situ
atio

n
 n

o
w

 th
at m

e
an

s yo
u

 
w

an
t to

 (p
ro

je
ct n

am
e

)?

U
se

 m
in

im
al e

n
co

u
rag

e
s…

 an
d

 p
ro

b
e

 fo
r 

p
ain

…

W
h

at are
 yo

u
 n

o
t h

ap
p

y w
ith

?

H
o

w
 is th

is affe
ctin

g
 yo

u
 / fam

ily / 
ch

ild
re

n
 / p

ro
p

e
rty / b

an
k acco

u
n

ts e
tc.?

H
o

w
 d

o
 yo

u
 fe

e
l ab

o
u

t it…
?

W
h

at im
p

act is th
at h

avin
g

…
?

C
an

 yo
u

 sh
o

w
 m

e
 aro

u
n

d
 th

e
 h

o
u

se
 / 

b
ath

ro
o

m
 / site

?

W
alk th

ro
u

g
h

 th
e

 h
o

u
se

 / site
 &

 in
sp

e
ct 

/ m
e

asu
re

 u
p

…

I fe
e

l like
 I’ve

 g
o

t a h
an

d
le

 o
n

 w
h

at yo
u

 
w

an
t an

d
 h

o
w

 it is rig
h

t n
o

w
, le

t’s sw
itch

 
g

e
ars an

d
 talk ab

o
u

t an
y ro

ad
b

lo
cks, Is 

th
at O

K
?



R
o

ad
b

lo
cks

N
o

te
s

H
ave

 yo
u

 g
o

t an
y q

u
e

stio
n

s o
r th

in
g

s 
th

at are
 h

o
ld

in
g

 yo
u

 u
p

 fro
m

 g
e

ttin
g

 th
e

 
(p

ro
je

ct n
am

e
) starte

d
 / in

stalle
d

?

A
re

 th
e

re
 an

y o
p

tio
n

s yo
u

’ve
 lo

o
ke

d
 at 

alre
ad

y th
at yo

u
 like

(talke
d

 w
ith

 o
th

e
r 

p
ro

vid
ers / co

n
fu

se
d

 ab
o

u
t w

h
at o

p
tio

n
 

to
 g

o
 w

ith
)?

D
o

 yo
u

 h
ave

 p
lan

s d
raw

n
 u

p
?

H
ave

 yo
u

 ap
p

lie
d

 fo
r co

n
se

n
t?

H
ave

 yo
u

 o
rg

an
ise

d
 fin

an
ce

?

Ju
st so

 I can
 g

ive
 yo

u
 th

e
 b

e
st o

p
tio

n
s, 

w
h

at is yo
u

r b
u

d
g

e
t fo

r th
e

 (p
ro

ject 
n

am
e

)?



V
alu

e

O
K

. Le
t m

e
 m

ake
 su

re
 I’ve

 g
o

t th
is rig

h
t…

N
o

te
s

Y
o

u
’d

 like
 (re

su
lt), b

u
t n

o
w

 yo
u

’ve
 g

o
t 

(re
ality) an

d
 (ro

ad
b

lo
cks) is / are

 h
o

ld
in

g
 

yo
u

 u
p

. D
id

 I m
iss an

yth
in

g
?

Le
t’s sw

itch
 aro

u
n

d
 an

d
 yo

u
 b

e
 th

e
 

aske
r…

G
re

at. I’ve
 b

e
e

n
 askin

g
 all th

e
 q

u
e

stio
n

s 
an

d
 I fe

e
l like

 I’ve
 g

o
t a g

o
o

d
 h

an
d

le
 o

n
 

th
e

 situ
atio

n
 an

d
 w

h
at yo

u
 n

e
e

d
…

W
h

e
re

 d
o

 yo
u

 th
in

k w
e

 sh
o

u
ld

 g
o

 fro
m

 
h

e
re

?



C
h

e
ck-In

 Q
u

e
stio

n
s

A
s yo

u
 g

o
 th

ro
u

g
h

 th
e

 M
ag

ic P
ills, ask 

ch
e

ck-in
 q

u
e

stio
n

s to
 g

e
t ag

re
e

m
e

n
t.

N
o

te
s

H
ave

 I g
o

t th
at rig

h
t?

A
re

 yo
u

 O
K

 w
ith

 th
at?

H
o

w
 d

o
e

s th
at so

u
n

d
 / lo

o
k / fe

e
l?

D
o

e
s th

at m
ake

s se
n

se
?

A
re

 yo
u

 10
0

%
 co

m
fo

rtab
le

 w
ith

 
e

ve
ryth

in
g

?

W
h

e
re

 d
o

 yo
u

 th
in

k w
e

 sh
o

u
ld

 g
o

 fro
m

 
h

e
re

?



M
ag

ic P
ill #

1 P
ro

b
le

m
s

D
o

 yo
u

 m
in

d
 if w

e
 sit d

o
w

n
 an

d
 I can

 talk 
yo

u
 th

ro
u

g
h

 w
h

at I th
in

k w
e

 co
u

ld
 d

o
?

N
o

te
s

It so
u

n
d

s like
 th

e
 b

ig
 p

ro
b

le
m

s to
 so

lve
 

are
…

Y
o

u
r (p

ro
b

le
m

) an
d

 it’s cau
sin

g
 

(im
p

acts)…

Fo
r e

xam
p

le
…

Y
o

u
r h

o
u

se
 is co

ld
, d

am
p

 an
d

 th
e

 
ch

ild
re

n
 are

 g
e

ttin
g

 sick m
o

re
 o

fte
n

 an
d

 
yo

u
r are

 takin
g

 to
o

 m
an

y d
ays o

ff w
o

rk 
to

 lo
o

k afte
r th

e
m

.

Y
o

u
r h

o
u

se
 is to

o
 h

o
t an

d
 it m

ake
s it 

d
ifficu

lt fo
r th

e
 kid

s to
 sle

e
p

 w
h

ich
 

m
e

an
s e

ve
ryo

n
e

 is tire
d

 an
d

 irritab
le

.

Y
o

u
r cu

rre
n

t b
ath

ro
o

m
 is sm

all an
d

 
cro

w
d

e
d

 w
h

ich
 m

ake
s g

e
ttin

g
 o

u
t th

e
 

d
o

o
r to

 sch
o

o
l an

d
 w

o
rk in

 th
e

 m
o

rn
in

g
 a 

b
o

ttle
n

e
ck an

d
 yo

u
 can

’t h
ave

 a sh
o

w
e

r 
w

h
e

n
 yo

u
 w

an
t to

.

Y
o

u
 h

ave
 n

o
 o

u
td

o
o

r e
n

te
rtain

in
g

 are
a 

w
h

ich
 m

e
an

s yo
u

 d
o

n
’t in

vite
 frie

n
d

s 
o

ve
r an

d
 it’s affe

ctin
g

 yo
u

r so
cial life

.

C
h

e
ck-In

 Q
u

e
stio

n
 –

h
ave

 I g
o

t th
at 

rig
h

t?



M
ag

ic P
ill #

2 S
o

lu
tio

n
sN
o

te
s

S
o

, w
h

at I th
in

k yo
u

 n
e

e
d

 is…

A
 (th

in
g

) th
at (b

e
n

e
fits)…

Fo
r e

xam
p

le
…

A
 ve

n
tilatio

n
 syste

m
s th

at w
ill ke

e
p

 th
e

 
h

o
u

se
 d

ry, allo
w

s yo
u

 to
 h

e
at th

e
 h

o
u

se
 

m
o

re
 e

asily an
d

 sto
p

 th
at m

o
u

ld
 an

d
 

m
ild

e
w

 th
at cau

se
s th

e
 fam

ily to
 g

e
t sick 

m
o

re
 o

fte
n

.

A
n

 air-co
n

d
itio

n
in

g
 syste

m
 th

at ke
e

p
s 

th
e

 h
o

u
se

 co
o

l, so
 yo

u
 can

 se
ttle

 th
e

 kid
s 

to
 b

e
d

 an
d

 g
e

t a d
e

ce
n

t n
ig

h
t’s sle

e
p

.

A
 n

e
w

 b
ath

ro
o

m
 se

tu
p

 w
h

e
re

 w
e

 
se

p
arate

 th
e

 sh
o

w
e

r, to
ile

t an
d

 van
ity so

 
m

o
re

 th
an

 o
n

e
 o

f yo
u

 can
 u

se
 th

e
 

b
ath

ro
o

m
 at a tim

e
 w

h
ich

 w
ill sp

e
e

d
 

th
in

g
s u

p
 in

 th
e

 m
o

rn
in

g
.

R
e

d
e

sig
n

 yo
u

r yard
 so

 th
at yo

u
 h

ave
 an

 
o

u
td

o
o

r e
n

te
rtain

in
g

 are
a th

at co
m

e
s o

ff 
th

e
 d

in
in

g
 ro

o
m

, th
at yo

u
 can

 u
se

 all 
ye

ar aro
u

n
d

 an
d

 g
ive

 yo
u

 a p
lace

 yo
u

’re
 

p
ro

u
d

 to
 in

vite
 p

e
o

p
le

 o
ve

r to
.

C
h

e
ck-In

 Q
u

e
stio

n
 –

H
o

w
 d

o
e

s th
at 

so
u

n
d

 to
 yo

u
?



M
ag

ic P
ill #

3 P
ro

m
iseN

o
te

s

S
h

all w
e

 talk ab
o

u
t h

o
w

 w
e

 co
u

ld
 h

e
lp

 
w

ith
 yo

u
r (p

ro
ject n

am
e

)…
?

Fro
m

 w
h

at w
e

’ve
 talke

d
 ab

o
u

t I fe
e

l a 
g

o
o

d
 so

lu
tio

n
 w

o
u

ld
 b

e
…

Talk th
ro

u
g

h
 th

e
 so

lu
tio

n
 / o

p
tio

n
s / 

p
ro

ce
ss th

at yo
u

 p
ro

p
o

se.

U
se

 visu
al aid

s w
h

e
re

 ap
p

ro
p

riate
…

 
b

e
fo

re an
d

 afte
r p

h
o

to
s, b

ro
ch

u
re

s o
f 

fittin
g

s, fixtu
re

s e
tc.

W
e

 are
 a little

 d
iffe

re
n

t fro
m

 o
th

e
r 

(in
d

u
stry typ

e
 e

.g
. P

lu
m

b
e

rs / 
E

le
ctrician

s / Lan
d

scap
e

rs e
tc.)

Talk th
ro

u
g

h
 yo

u
r p

o
in

t o
f d

iffe
re

n
ce…

 
g

u
aran

te
e

, co
m

p
an

y valu
e

s, te
stim

o
n

ials 
e

tc.

C
h

e
ck-In

 Q
u

e
stio

n
s –

D
o

e
s th

at all m
ake

 
se

n
se

? A
re

 yo
u

 co
m

fo
rtab

le
 w

ith
 

e
ve

ryth
in

g
? W

h
e

re
 d

o
 yo

u
 th

in
k w

e
 

sh
o

u
ld

 g
o

 fro
m

 h
e

re
?



M
ag

ic P
ill #

4A
 C

lo
se

 (if yo
u

 can
 p

rice
 th

e
n

 an
d

 th
e

re
)

N
o

te
s

S
o

, th
e

re
 are

 o
n

ly tw
o

 th
in

g
s le

ft to
 g

o
 

th
ro

u
g

h
…

 w
h

e
n

 yo
u

’d
 like

 (p
ro

je
ct n

am
e

) 
in

stalle
d

 an
d

 in
ve

stm
e

n
t.

Le
t’s talk tim

in
g

 first. Is th
at O

K
?

W
e

’re
 p

re
tty b

o
o

ke
d

 u
p

 o
ve

r th
e

 n
e

xt 
fe

w
 w

e
e

ks…
 b

u
t w

e
 h

ave
 a co

u
p

le
 o

f 
slo

ts availab
le

 n
e

xt…
 o

r…
 W

h
at w

o
u

ld
 

w
o

rk b
e

st fo
r yo

u
?

In
 te

rm
s o

f in
ve

stm
e

n
t th

e
 (o

p
tio

n
 / 

o
p

tio
n

s d
iscu

sse
d

) w
e

 can
 d

o
 fo

r…
 (talk 

th
ro

u
g

h
 p

rice
 o

p
tio

n
s if ap

p
ro

p
riate

) an
d

 
w

e
 ask fo

r a 50
%

 d
e

p
o

sit to
 se

cu
re

 yo
u

r 
b

o
o

kin
g

.

A
re

 yo
u

 O
K

 w
ith

 th
at?

G
re

at, w
o

u
ld

 yo
u

 like
 u

s to
 b

o
o

k th
at in

 
fo

r yo
u

 n
o

w
?

If yo
u

 h
ave

 an
y q

u
e

stio
n

s b
e

tw
e

e
n

 n
o

w
 

an
d

 w
h

e
n

 w
e

 in
stall th

e
 (p

ro
je

ct n
am

e
) 

p
le

ase
 g

ive
 m

e
 a call.



M
ag

ic P
ill #

4B
 N

e
xt S

te
p

s –
C

lo
se

 (if yo
u

 n
e

e
d

 tim
e

 to
 p

rice
)

N
o

te
s

S
o

, th
e

 n
e

xt ste
p

 is fo
r u

s to
 p

u
t a 

p
ro

p
o

sal to
g

e
th

e
r fo

r yo
u

 w
ith

 a p
lan

 
an

d
 p

rice
. O

n
ce

 yo
u

’re
 h

ap
p

y w
ith

 th
e

 
p

ro
p

o
sal w

e
 ask fo

r a 50
%

 d
e

p
o

sit an
d

 
b

o
o

k yo
u

r jo
b

 in
. W

e
’ll g

e
t b

ack to
 yo

u
 

w
ith

 a p
ro

p
o

sal b
y…

A
re

 yo
u

 O
K

 w
ith

 th
at?

G
re

at. If yo
u

 d
o

 h
ave

 an
y q

u
e

stio
n

s o
ve

r 
th

e
 n

e
xt fe

w
 d

ays, p
le

ase
 g

ive
 m

e
 a call.

I lo
o

k fo
rw

ard
 to

 talkin
g

 w
h

e
n

 w
e

 h
ave

 
yo

u
r p

ro
p

o
sal so

rte
d

 an
d

 g
e

ttin
g

 yo
u

r 
(p

ro
je

ct n
am

e
) so

rte
d

 fo
r yo

u
.
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SALES BOOTCAMP

MODULE 7
TERRY WILLIAMS
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SALES BOOTCAMP

MODULE 8
BUILDING YOUR PLAN
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