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“EXTRAORDINARY & INCREDIBLE” 
 
“Kathleen is a positive and powerful entrepreneur 
dedicated to passing on her knowledge to others.  She 
has a laser-sharp ability to create and achieve enormous 
goals.  I have personally seen the dramatic improvement 
in peoples’ lives, careers, and income just by learning 
from Kathleen.” 
Raymond Aaron Nations’ Business Coach, author 
Chicken Soup for the Canadian soul 
 
“Laced with exciting tid-bits and filled with real examples 
to apply directly to my business, Ms. Mailer really knows 
how to move my business forward.” 
Janice Hinks 
 
“With a generous and giving heart, Kathleen poured a 
fountain of knowledge into this book.  As a result, I have 
bought a copy for ALL of my students so that they can 
improve their bottom line.” 
Kimberley Langford - Pinnacle Group of 
Companies 
 
“An excellent source of ideas and information that will 
help the small business owner become a business 
tycoon.” 
Julia Paterson -Focal Point International 
 
“Any business owner that needs proven ideas, 
techniques, or even a bit of excitement in your life, this 
book is for you.  It is an excellent reference source with 
addresses, contact information etc, as well as a constant 
reminder of what we need to do.” 
Judy Grills - New Avenue Enterprises 



 

 

“I love it!  I put it in my briefcase and I carry it around 
with me.  When I find myself standing in line at the 
supermarket, or waiting for my meeting to begin, I can 
pull it out and get concrete ideas that will help my 
business move forward.  Thank you Kathleen!” 
Melanie Morton - Anam Cara Group of Companies 
 
“Any business can use this book to increase their sales 
and move their business forward.  I have found, as an 
author, that it helped MY business tremendously.” 
Susan Blackwell - Author of Face your Fears and 
Do it Differently. 
 
“Exciting and Powerful are the techniques and ideas in 
this book.  Nothing compares to something so 
condensed and jam-packed with solid facts.  The very 
first chapter helped me set up my business; the others 
created the exchange of cash for services rendered.  I 
don’t know what I did without it.” 
Paul Larsen, Ground Zero Recovery Group 
 
“You will understand my excitement when you read this 
book.  It will break you free when you implement ideas 
that you will read about in this book.” 
Linda Day - the Portable Secretary 
 
“Any serious business person should be able to make 
one hundred times what this book costs from following 
the treasure-trove of ideas and suggestions.  My copy is 
riddled with highlighting and notes of things to follow up 
on.” 
Connie Colenutt - The Sky is the Limit Group 
of Companies 
 
“Breaking Through Your Business Barriers is absolutely 
fantastic!  Every page brings about sound, practical 
advice that is easy to implement and use immediately.” 
Madonna K. Girletz – Kayann Group of Companies 
Inc. 
 



 

 

“Kathleen has included many valuable tips and pointers 
for the new entrepreneur.  I found many new and 
thought-provoking ideas to apply in my business.  Every 
new business owner who follows her steps is sure to be 
successful.  Thanks for creating such a powerful 
reference book!” 
Annie Marchi, Entrepreneur in Training 
 
“After two years of running my own businesses, and 
nearly a hundred hours of business courses and 
seminars, I was surprised and delighted to discover so 
many helpful ideas and great details in this book.  It is a 
Must-Read for every budding entrepreneur.” 
Carol Joy Towle, CEO Seventeen Steps 
 
“AWE - some listed books offering valuable information 
for women in business.  Kathleen… has taken what 
seem to be the most dramatic barriers to a home-based 
or small business and broken them up into manageable 
pieces.  This book addresses barriers such as “How to 
Start, Money Issues, Business Recognition, Propelling 
Your Business Forward, and Creating Balance.” 
AWEIA - Alberta Women’s Enterprise Initiative 
Association. 
 
“The results were immediate!  My business soared.  I 
increased my income in the first month.  I was able to 
help my colleagues find contacts to help fund their 
business projects.  I changed my corporate ‘image’ to 
make me look like a big business tycoon… entrepreneurs 
are waiting anxiously to amplify their revenues and 
increase their public profiles in the community.  I 
recommend this book to small business people who 
want to learn and grow in their professional lives.” 
Meg Johnson, Small Biz Gazette 



 

 

“This book is a fantastic blend of Getting Started, 
Marketing, Funding Information, Networking, and more.  
It is a fascinating and informative read for the 
entrepreneur.  As a reference book, it is full of ideas to 
thrust your business forward.”   
Rising Women Magazine-Business 
 
“Kathleen teaches leadership and networking skills in her 
dynamic training seminars.  Each boasts a wealth of 
information… she compiled her knowledge and 
information [in] Breaking Through Your Business 
Barriers! 
Paula Steele, Business Dynamics Magazine 

 
“Breaking Through Your Business Barriers!  is a 
masterpiece of combined information to help small 
business expand and explode in sales and marketing.  It 
also easily explains how to build credibility, and make 
networking work for you.  For those just starting out.  
You can develop a plan to do what you love.  Write an 
incredible Business plan and use the tips to find the 
funding you desire.  For those who have been in 
business awhile: Explore the many different marketing 
tools to blast through the ‘never enough clients’ stage of 
business.”   
Scott White: Insight News Book Review 
 



 

 

“A collage of applause from readers of: 
Breaking Through Your Business Barriers!” 

 
“What a fabulous book, I now have brought in 20 team 
players in my business as a direct result of putting your 
ideas into practice.  Thank you Kathleen!” 
 
“The 101 Ways to become a Networking Genius was 
something I wanted to implement all at once!  BUT, I 
took your advice and implemented it bit by bit.  As a 
direct result, I am making GREAT money for the first 
time in my life!  Thank you, thank you, thank you!” 
 
“In my eight year journey of owning my own business, I 
kissed many frogs along the way.  Kathleen Mailer was 
NOT one of those frogs.  Instead, [I found] honesty, 
integrity and geniuses since becoming an entrepreneur.  
My company and the uniqueness of what I do have 
flourished as a direct result of Kathleen’s ability to [give 
me the tools] to promote, market, and network my 
products.  I have already received an [enormous] return 
on my investment over a three month time frame, and it 
is growing rapidly.” 
 
“Building my business has never been so easy!  Once I 
got it through my head that I, personally, needed some 
credibility- my team building business has grown 
exponentially.  Thank Goodness I read your book!” 
 
“What great ideas to market my business.  I have to 
admit; I realized I was playing in business until this book 
came around.  NOW, I am working ON my business, not 
IN my business, and finally making money!  My wife is 
ecstatic!”
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FACT: 
 
An 
Entrepreneur 
MUST have an 
“undying 
attitude”  They 
must always, 
always, always 
press through 
every 
challenge.  
Ultimately, I 
believe a 
person can 
learn this 
attitude if he 
really wants to.

CCHHAAPPTTEERR  OONNEE--GGEETTTTIINNGG  SSTTAARRTTEEDD  
 
Welcome to the world of 
entrepreneurialism, a 
world of freedom and a 
world of choice!  Are you 
just beginning to realize 
that you want to be your 
own boss?  Or have you 
already started your 
business by the “seat of 
your pants” and now you 
want to backtrack and 
clean up a few details?  
Either way, this book is 
for you.  I have helped a 
myriad of clients create 
successful businesses, 
and I can help you, too!  
Although it isn’t always 
easy on your own, YOU 
can do it!  You can avoid 
pitfalls and costly 
mistakes by enlisting your own support team.  All 
it takes from you is an undying attitude, 
eagerness, and willingness to learn, openness to 
building your support team, and a corner to call 
your own. 
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BARRIER: 
 
Many of us are 
plagued with 
the questions:  
 
What would I 
love to do?  
 
What is my 
purpose?   
 
And, to be 
honest, most 
importantly, 
How do I 
make money 
at it? 

What do I do first? 
The first step in starting a 
new business is finding, or 
creating, an idea related to 
something that you love 
doing.  Every successful 
businessperson knows this 
rule.  By choosing to do what 
you love, you will create fun 
and excitement in your 
business, which always leads 
to greater profits.  With the 
key element of doing what 
you love, running your 
business will ultimately feel 
less like work and more like 
play.  There is no denying 
that starting a business is 
hard work - You must have 
drive and determination.   
 
Imagine how much easier it 
will be to keep motivated 
through the tough parts, if 
your business concept is something you already feel 
passionate about. 
 
I am a firm believer that passion equals purpose.  What 
I mean is, if you live your life ON PURPOSE, you will be 
passionate about what you do.  In order to continue 
with this thought process I need to discuss with you one 
other important point. 
 

PURPOSE AND DESTINY ARE 
TWO DIFFERENT THINGS! 
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FACT: 
 
PURPOSE AND 
DESTINY ARE 
TWO 
DIFFERENT 
THINGS! 

Destiny is our final 
destination, the end result of 
our lives.  Where do we end 
up?  If you have a higher 
power you will know that 
your destiny is directly linked 
to a larger picture of why we 
are here. 
 
Purpose, is how you get to 
your destination.  The vehicle 
in which you manifest your dreams.  Although I believe 
we all have the same destiny, we all have different 
purposes. 
 
Finding your purpose gives you drive, meaning, and 
determination.  Your purpose will be fun and inviting.  It 
won’t feel like work at all.  It will be something you 
would do for free.   
 
There are lots of books on the market that help you find 
your purpose.  I offer an excellent course that gives you 
some life direction.  Unfortunately, we don’t have time 
to delve into this deeply in this book.  However, I would 
like to give you some pointers in order to find out what 
it is that you would LOVE to do. 
 
Let’s begin by making a list that is called:  
“Things I Love Most”- in No Particular Order.  
Remember to number them as you go along. 
 
To help you create your list, consider the following 
questions: 
 

• Whom do I love? 
• What do I love? 
• Do I have any hobbies? 
• What do I love about my hobbies? 
• What qualities do I love about myself? 
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• What do I do better than anyone else? 
• What do I love about my job, or about what I do 

now? 
• What do other people say are my strengths? 
• What do I love about my favourite things, i.e.: 

movies, books, and special items. 
• What would I do for free if money and time were 

NOT an issue?? 
 
You will get more mileage on that last question than all 
of the others combined.   
 
My suggestion is to write as many items on your list as 
possible.  You should have at least 100 items on your 
list.  Do as many as you can, then leave it alone for a 
while.  Go back to it later and continue on your list.  The 
best time to do this exercise is either right before bed at 
night, so that your subconscious can work on it while 
you sleep, OR first thing in the morning while your mind 
is fresh and clear.  This may be an eye opener for you. 
 
Once you have found out what your loves are, re-read 
your list and add to it.  Then you can go to a few friends 
and family members and ask, “If you could tell me what 
it is I love to do, what would it be?”  Now is NOT the 
time to argue with them.  Just quietly take down 
everything they say.  Remember to thank them for their 
help.  Go through the list of things they give you and 
give each item some serious thought.  Place new items 
on your list.   
 
Now, make a second list. 
Describe the specific different jobs, experiences, or tasks 
you have completed in the past that gave your life great 
joy.  Again, this situation made you want to do it over 
and over again.  What was it?  Be specific. 
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You should be getting a clearer picture of what it is that 
you would love to do.  Please don’t edit your thoughts at 
the moment.  This isn’t a discussion of ‘if you think you 
can’, it is an exercise in what it is you want. 
 
At one time I had a lingerie company.  I designed and 
manufactured my own line.  Although I loved the 
creativity and was successful in many ways, I wasn’t 
making enough money to warrant the time I put into it.  
I had to take a good look at my loves.   
 
Begrudgingly, I had to admit that my “calling” wasn’t in 
this area.  I was faced with a dilemma.  I knew I 
couldn’t go to work for someone else.  The financial 
rewards in one’s own business beat a JOB (most 
entrepreneurs believe this is short for Just over Broke) 
anytime.  That’s when I realized I needed to write down 
what it was that I LOVED to do. 
 
My edited list looked something like this: 
 

• Teaching/Mentoring 
• Speaking & motivating others 
• Socializing 
• Helping People 
• Brainstorming and being creative in marketing 
• Helping other business people market their 

products 
• Helping people grow in every area of life 
• My own Spirituality 
• Reading 
• Networking, sharing with others about the great 

new restaurant down the street, or the wonderful 
bricklayer I met that does a fabulous job. 

• Matchmaking in Business: when someone needs 
something done, I know the right person for the 
job.  I put them together and “CHA BANG!  
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FIREWORKS!”  (I leave romantic matchmaking to 
the Universe!) 

• Learning new skills 
• Learning how my mind works 
• Supporting people 
• Coordinating meaningful events 

 
So that’s my list.  Now it’s your turn.  
 
First, write your list of loves in the order that they come 
to mind.  After you have finished your list, order your 
loves according to your intensity of feeling about each 
one.  List them on a scale of one to ten, ten for what 
you love the most, and one for what you love the least. 
 
Your purpose is about to unfold… 
 
This is the last list I will ask you to write.  List all of the 
10’s you had on your list.  (If you didn’t have any, go 
into the 9’s, 8’s, then 7’s)…. 
 
Now the Big Question is:  
How can I incorporate this into a Business? 
 
When reviewing each love, ask yourself if it somehow 
could be transformed into a skill useful in a business.  
Stop for a moment before you say “NO!”  Think with 
your creative mind instead of your logical mind.  Don’t 
let that little voice that we all have inside our heads stop 
you.  In The Prosperity Matrix™ Series (a 12-month 
coaching program I teach by correspondence) we chat 
about this little voice.  We call it your “Inner Terrorist™”.  
Another way of describing this is your negative ego, 
chatterbox, dream killer, etc.  In the program we put a 
name and a face to this self saboteur, and we learn not 
only HOW it stops you from moving forward, we learn 
HOW to STOP  IT from holding you back.  I would love 
to teach you more, but for the sake of this book I will 
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state this in a simple sentence.  DON’T LET YOUR INNER 
TERRORIST STOP YOU FROM FINDING YOUR PURPOSE!  
If you do, you will be stuck in this never-ending cycle of 
“no-where-ness” forever! 
 
You know the voice I am talking about.  It’s the 
chatterbox that says, “You can’t do that!  You’re not 
smart enough for that!  You’re too smart to be so silly!  
You can’t make money at that!”  And so on, and so on.  
Remember that you are not at this moment defining the 
feasibility of a business venture.  You are simply asking, 
“What business possibilities could revolve around some 
of my loves?” 
 
In my case, I had to ask what type of business could 
include my love of socializing?  When I realized that this 
is what I loved to do, even though it sounded crazy, I 
decided to go for it.  
 
I had to think about a business that incorporated 
socializing, helping people market their business, 
brainstorming, sharing people’s success, teaching, and 
helping people grow in every area of life. 
 
Low and behold!  Who woulda thunk it?  I love stickin’ 
my nose in other people’s business... and now I get paid 
for doing it!   
 
This is exactly how my first company was born.  The 
first of many that I still own and still make money in.   
 
I used a unique format to help many businesses market 
their products and services.  $Millionaires in the Making! 
was created out of what I love to do, and was doing 
already.  
 
You can see why it is easy to keep motivated and put 
plans into action when you are simply doing the things 
you have always enjoyed.  The crucial key here is doing 
what you love! 
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FACT: 
 
The  
Contemplation
Strategy 
works very 
well for any 
question you 
need answers 
to! 

BARRIER! 
 
How can I get the answers I need 
right now! 

 
If you are still having trouble figuring out what you love 
to do, use what I call the Contemplation Strategy.  You 
will be able to relax and get the answers you need.  I 
use this strategy for many things in my life.  It can be 
molded to fit any question you have.  I have numerous 
reports, from people who have tried it, and I feel that it 
works amazingly well. 
 

 
The Contemplation Strategy is 
a very effective method for 
discovering what you really 
would love to do.  It works 
equally well with any other 
question for reflection.  It is 
quite simple, but it’s not easy.  
Be prepared to put some 
energy into this exercise. 
 
You will need a few tools: 
1) pen 
2) notebook  
3) walkman or stereo 
4) instrumental music or nature sound tape (my 

favorite tape is called “Canadian Rockies Music”.  It 
is a combination of nature sounds and soft 
instrumental music. 

5) a quiet place to relax with NO interruptions. 

Contemplation Strategy Steps: 
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1) Get nice and comfortable.  Use a few pillows if you 
like.  I recommend sitting or reclining, but not lying 
down.  It is too easy to fall asleep when you are this 
relaxed! 

2) Close your eyes and take a deep breath in through 
your nose.  You need to reach deep with this breath. 

3) Slowly let your breath out through your mouth.  
Imagine the breath releasing from your toes, up 
through your body, and out your mouth. 

4) Take another deep breath in, and count backwards 
from 10 – 1.  As you release the breath, count 
backwards from 10-1.  Mentally say to yourself 
“Relax.” 

5) Take one more deep breath through your nose.  As 
you release this breath through your mouth, slowly, 
mentally repeat: relax, relax, relax. 

6) This time, when you take your breath in, think about 
the question you have on your mind.  As you release 
your breath, ask yourself your clear and pointed 
question. 

7) Open your eyes, and write down the first thing that 
comes into your mind.  Be careful not to analyze it, 
edit it, or debate it.  Just write it down.  Continue 
breathing in this manner, getting as many answers 
as you can. 

 
Although it may seem like a lot of work, it is worth the 
time.  We aren’t talking about deciding what movie to 
see or what color of shirt to wear with what pants.  We 
are talking about a life changing, life - altering event. 
 
Now that you know what you would love to do, let’s get 
into the logistics of starting a business. 
 
 

Setting up your office? 
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BARRIER 
 
Physical 
Boundaries are 
important in 
any business.  
However, they 
are especially 
important in a 
home-based 
business!   
 
What are your 
boundaries? 

The first thing you must do 
is set some physical 
boundaries for your office.  
This will be a place where 
you can be free to work 
creatively.  Having a 
separate space helps you 
keep your personal life from 
being bombarded by your 
work environment and vice 
versa.  If you are running 
your business from your 
home, this is especially 
important. 
Don’t have a big place?  
Well, invite your creativity 
to solve the problem 
through the Contemplation 
Strategy.  Carve out a 
corner in your bedroom or living room.  All you need is a 
place to put a desk and a computer.  If you have to start 
by stealing a little of your home environment, then so be 
it.  
 
Starting out in your home is an excellent way to save 
money on your business expenses.  Be sure to assess 
the space properly and deduct the right amount of rent 
for a tax deduction.  Sit down and chat with your 
accountant about the deductions you can claim.  At the 
end of a successful year, you will appreciate any legal 
deduction you may have! 
 
At this point, I am not going to get into the exact items 
you need in order to put a business together.  I will, 
however, give you some helpful hints that will make this 
journey easier for you.  It is important to mention a few 
items that every business should have.   
These items will help give your business credibility, so 
that clients and other business associates will take you 
seriously. 
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1) Computer system large enough to equip your 

office with a good word-processing unit, internet 
access, e-mail, and a fax program. 

 
You will find it an invaluable tool.  In today’s 
marketplace you cannot afford to do without it. 
 
2) FAX Machine with its own dedicated phone line. 
 
Several years ago it was typical for small business 
owners to have their fax and phone function through a 
single phone line.  As faxing became more popular, this 
became annoying because the phone line had to be free 
in order for someone to send or receive a fax.  (Recently 
phone companies in a few provinces and states have 
provided a fax storing service, so that you can receive 
your fax as soon as your phone line is available.  
Unfortunately, this is not a widespread service!)  
  
The next high tech step was fax modems on computers.  
But guess what?  Many businesses cut corners by having 
the fax modem and the Internet share a single phone 
line.  This is a modernized version of the old problem. 
 
If you NEVER receive faxes from clients, then neither of 
these problems is serious.  You have control of phone, 
fax, and Internet use in your office (that is, if you are a 
one-person operation), so you can send faxes whenever 
you choose. 
 
However, if clients do need to fax orders, registrations, 
etc. you are in trouble.  Nobody has the patience to try 
repeatedly to send you a fax, only to receive a busy 
signal because you are on the Internet!  How irritating!  
Many businesses are now choosing not to do business 
with someone who does not have a separate fax 
number.   
 
There are several ways to solve this dilemma.  
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FACT: 
“Don’t be on time - be early” ... for 
every meeting you have.

You could: 
• Access the Internet through your cable company, 

thereby leaving your dedicated fax modem phone 
line available. 

• Choose to use the Internet only after business 
hours. 

• Have two phone lines for your computer.  Ask 
your local phone company for details about split 
line service, a more cost effective option that 
most phone companies offer so you can run a fax 
without paying for installation and full monthly 
fees. 

 
3) Voice mail/Business line - which is separate from 

your home phone. 
 
4) All pertinent licenses and insurance needs (call 

your local government small business development 
branch for details). 

 
5) Daily Planner - which is most important for time 

management and keeping yourself organized.  For 
an entrepreneur, this is one of the most crucial 
tools.  Having your meeting times at your fingertips 
will help you schedule other appointments without 
hesitating, help you co-ordinate travel time, and 
help you arrive early for appointments.  Yes, early is 
one key to success. 

 
One Millionaire I know always says, “It’s too hard to be 
on time.  Exactly on time lasts for just a split second... 
be early!”  I have to agree with him.  Can you think of a 
person that you know who is always late?  How does 
that make you feel?  Do you feel cherished?  Do you feel 
valued?  Do you want to do business with a person like 
that?  It’s something to think about, if you happen to be 
the one who is always delayed. 
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TIP 
 
You DON’T have 
to buy cheques 
through a bank!  
More 
reasonable 
rates are 
available 
through a 
cheque broker 
or you can get 
them  
& print them 
right on your 
home computer.

TIP 
 
You CAN have 
Merchant Status 
(Visa, M/C, 
AMEX) without 
the headaches 
of going 
through the 
bank! 

 
 
6) Filing system, which 

includes a filing cabinet 
of sorts and a phone 
list or directory system. 

 
7) Bank Account - an 

essential tool.  Go to 
the bank and set up a 
separate business bank 
account.  Not only is it 
more professional, it 
will help keep your 
records straight. 

 
8) Set aside Business 

hours for your office 
and stick to it!  
Otherwise, either your 
business OR your 
private life has a way of 
filling up all of your 
time, especially in a home business. 

 
9) Consider a Web Site.  This adds considerable 

credibility to your business, and it provides potential 
customers with initial information about your 
company.  This way they are essentially qualifying 
themselves as perfect prospects before they even 
call you! 

 
10) Merchant Visa, 

MasterCard, and 
American Express.  
Although this may be a 
difficult feat when 
starting up a business, 
it is not impossible.  
Your clients are not 
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only looking for quality and supply, they are looking 
for convenience!  You CAN set up your merchant 
status.  This not only builds better customer 
relations, but also builds credibility in any business!    
I recommend everyone set up a Merchant 
Visa/MC/Amex as soon as possible.  More details are 
given in Chapter Five. 
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CCHHAAPPTTEERR  TTWWOO  --  HHOOWW  TTOO  IINNCCRREEAASSEE  
WWOORRDD  OOFF  MMOOUUTTHH  SSAALLEESS  

 
Small Business owners often make the mistake of 
believing that they have to spend their entire annual 
budget on advertising if they want to attract attention.   
 
Expensive advertising options like television, radio, 
newspaper, or magazines may appear to be the only 
real forms of useful advertising for your new business.  
These are certainly popular forms of advertising, and it 
is tempting to believe that this is all there is. 
 
Surprise!  There are many other options available, like 
getting a free newspaper article published about your 
new business.  (More about that one later.) 
 
If, on the other hand, you get a chance to advertise 
somewhere for FREE, then go ahead and do it.  There 
are many places that offer something like this.   
 
These little spots will often create a word of mouth 
scenario.  Let’s face it, the more people who hear about 
your business, the more people who hear. 
 
“Where?” you say, “can I find FREE advertising?”   
Glad you asked.   
 
Go to www.makingmillionaires.com - zip to the Small Biz 
Almanac and you are welcome to place a FREE 20 word 
Ad in their annual almanac.  It is listed on amazon.com 
and has a large following. 
 
Go to www.inightnewsmagazine.com - click on 
classifieds and place a FREE 20 word Ad in their 
classified section.  This is an on-line magazine that helps 
promote balance for Entrepreneurs. 
 



Breaking Through Your Business Barriers 

Increase Word of Mouth Sales 
- 16 - 

TIP 
 
Most People trust 
the 
recommendations 
of their inner 
circle because 
their words carry 
an implied 
endorsement. 

Go to www.mompack.com - find their directory and 
place a free spot on there to promote your business.  If 
you surf the net, there are tons of places you can go to 
find what you need. 
 
My favorite method of 
advertising is also the 
least expensive.  It’s 
called Word of Mouth 
advertising.  Word of 
Mouth advertising is 
what people say about 
your business as they go 
about their daily affairs.  
It’s when a friend says, 
“Did you hear about that 
new company?” and 
explains what he liked 
about the product or 
service.  Word of Mouth usually starts with, “Their 
service was impeccable!” or, “Check out the new place 
around the corner, it’s great!”  
 
Word of Mouth advertising gives you an unlimited 
number of “sales people” promoting your products or 
services.  They simply inspire others to try your 
company because they have had a positive experience.  
 
This type of advertising can make one business flourish 
over another.  Unlike other forms of advertising, it 
piggybacks on the credibility of a brother, mother, 
father, cousin, or best friend.  It’s passed on one to one.  
Most people trust the recommendations of their inner 
circle, and their words carry an implied endorsement.  
As a result, people tend to check out the recommended 
business, out of respect for the person’s judgment. 
 
A very effective form of Word of Mouth advertising is a 
testimonial.  The best way to get testimonials is to ASK 
FOR THEM!  When customers give you a glowing review, 
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ask them to write it down.  Put these testimonials on 
your wall or in a special book where customers will see 
them.  Customers will feel honored and appreciated 
when they see their names and comments on your wall.  
They might even want to add more to your collection. 
Networking brings Word of Mouth advertising to a 
broader market and, therefore, spreads the word faster.  
There are many ways to network, including networking 
groups and your inner circle of connections such as 
church groups, school functions, athletic clubs, etc. 
 
The best part of Word of Mouth advertising is that 
everybody is capable of doing it and it doesn’t cost 
anything!  With a little bit of thought, and a dash of 
patience, an entrepreneur can put this marketing tool to 
work.  
 
To begin an effective Word of Mouth advertising 
campaign, you need to ask yourself the following two 
questions: 
 

Why do my customers love my business?  
 
Write down all the reasons you know.  Then ask each of 
your employees what they love about your company.  
And finally, ask your customers what they like, or dislike, 
about your business.  How does your list compare to 
that of your employees and your customers? 
 
What would I LIKE my employees and customers to say 
about my business? 
 
Start with your customer list.  Are there things you can 
improve on?  Little things like sending thank you notes 
or providing discount cards go a long way to building 
good customer relations and having people talk 
enthusiastically about your business. 
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FACT 
  
Sending an 
inexpensive 
thank-you card 
to someone is a 
gesture that 
people WILL 
remember.  
Giving a simple 
acknowledge-
ment to 
someone who 
has helped you 
along the way is 
extremely 
important! 

Find out who is saying good things about you.  Once you 
identify a person who has recommended your business, 
do something extra for them. 
 
A business associate discovered that an elderly lady had 
been patronizing his store for years and had referred 
many people his way.  As an expression of thanks, he 
sent her flowers.  Later he found out it had meant more 
to her than just a mere thank you.  She hadn’t received 
flowers since her husband had died five years earlier!  
Since then, she has become my business associate’s 
leading Word of Mouth salesperson.  His latest challenge 
is coming up with new ways of cherishing his leading 
salesperson!  Wouldn’t you like to have that problem? 
 
Another way of finding 
Word of Mouth salespeople 
is to have them check out 
your business.  This is how 
I bring new members to my 
$Millionaires in the Making! 
Club. 
 
I have people check out our 
meetings; to be sure it 
serves their business 
interests.  There is no fee.  
They are just checking us 
out and networking with 
members of the group.  I 
once invited a woman to 
one of our networking 
meetings, but due to 
personal reasons, she didn’t 
join the club.  However, 
because I gave her 
exemplary service (even 
though I didn’t make a sale 
that day) she continued to refer others to me.  After the 
fifth referral, I decided that flowers and cards were not 
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enough.  I gave her a free membership.  She is now one 
of my best Word of Mouth representatives. 
 
What do you do when someone is dissatisfied with your 
product or service?  Word of Mouth travels faster on a 
negative tone then on a positive one.  This is a 
challenging situation to handle. 
 
There are a variety of solutions, but here is my favorite: 
 
One article suggested, “Listen to the complaint, then 
look the customer straight in the eye and say, ‘Tell me 
what you want, and the answer is YES!’”  What a great 
way to turn a negative experience into a positive one 
and to spread the word that you will do whatever is 
necessary to satisfy the customer.  This means trusting 
that your business’ is cash flow is sufficient to give a 
dissatisfied customer what he wants. 
 
Word of Mouth advertising is a great way to launch a 
new business.  By using this technique from the start, 
you build credibility and a worthy reputation. 
 
Word of Mouth advertising does take time so networking 
with other business people on a constant basis is 
essential.  By taking business seminars, joining 
networking groups, and building a nucleus of like-
minded people, you can jumpstart your Word of Mouth 
advertising campaign. 
 
Get things started immediately and you’ll see the results 
pouring in.  
 
For example, write a letter to your customers, friends, 
and network associates, inviting them to an open house.  
Keep in mind that you generate positive Word of Mouth 
advertising by being positive yourself.  So, be positive 
and concentrate on what is happening on your own 
doorstep.  An effective Word of Mouth advertising 
campaign carries honesty, integrity, and conviction.  It is 
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NOTE 
REMEMBER: 
 
Word of Mouth Advertising can have 
negative or positive undertones.  
Unfortunately the negative news travels 
very fast.  So in order to generate positive 
results, be positive.  Carry yourself, and 
your business, with integrity, honesty, and 
conviction.  That will always steer you in 
the right direction!

the only marketing message that comes straight from 
the heart. 
 
We are going to get into the ins and outs of networking. 
After I have completed this chapter, I will also give you 
a quick reference guide called “101 Ways to Become a 
Networking Genius!”  This will summarize most of the 
word of mouth and networking information, PLUS it will 
add a bit more insight. 
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CCHHAAPPTTEERR  TTHHRREEEE--  NNEETTWWOORRKKIINNGG  
 
Believe it or not, there is a proper form to Networking.  
You must meet with “like minded” people.  This is what 
the great masterpiece books say, right from The Bible to 
Napoleon Hill’s Think and Grow Rich.  Finally, this 
particular idea is catching on.     
 
Networking is simply a particular way of meeting people.  
You must make a contact and build a “Win-Win” 
relationship. 
 
Many people have no idea what networking gold mines 
are sitting at their fingertips.  It creates an explosion of 
invaluable tools and contacts that will build your 
business bigger than you ever would have imagined. 
 
Networking is a learned behavior like everything else.  It 
is an easy “cookie cutter” approach that you can use 
everywhere, from your child’s school setting, right to 
business seminars in big corporations. 
 
Prepare Yourself for Networking 
As you now know, your first order of business is to be 
absolutely sure you believe in, and love, what it is you 
do.  If you want customers, your sole purpose is 
ensuring that the service or product you offer will help 
people in some way.  Know Your Competitive 
Advantages 
 
Start by making a list of how you think you help your 
clients.  In what way is your product or service the best 
in its category?   
 
You may find yourself wondering if it really is the best.  
Well, it may be true that you offer a product very similar 
to your competitors’.  But think about aspects of your 
business, which offer the customer greater convenience, 
better cost-effectiveness, or a higher standard of 
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TIP 
 
50-90% of 
Business can be 
developed 
through 
Networking and 
the referrals it 
generates.  The 
key to getting 
those referrals?  
First, you must 
provide a top-
notch product or 
service.  Second, 
you must make it 
as easy as 
possible for 
people to 
remember your 
name.

service.  These are called your Competitive Advantages.  
Now read and rehearse each one.  Truly connect and 
understand them, and BELIEVE them. 
 
At this moment I want to point out a very senior 
thought.  I don’t believe in competition.  Competitive 
Advantage is a much different thing than mapping out 
your competition. 
 
A Competitive Advantage just gives you an overall clarity 
of how you will help you fellow man.  Competition 
implies that you are “fighting” over customers. 
 
There is NO SUCH THING 
AS COMPETITION in 
business.  There is an 
abundance of clients that 
match up with you and 
what you do.   
 
In the Prosperity Matrix™ 
Series, we discuss this at 
length.  One of my 
students finally “got” this 
message and decided 
that he would no longer 
feel like he was dueling 
with the store down the 
street for clients.  Do you 
know what happened?  
He received the clients 
that were just right for 
him, and his counterpart?  
Well, he had an increase 
in sales too.  (More about 
this in a later chapter.) 
 
When you realize that 
competition is a LACK 
mentality, and open your mind to the massive 
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abundance out there, you will find your sales will 
become easier, and your profits will exponentially 
multiply. 

Create an Elevator Close 
 
Next, develop something that experts call an “elevator 
close.”  It is a quick and intriguing response to the 
question,  “So, what do you do?”  Your answer is called 
an “elevator close” for the simple reason that it should 
be easy for you to respond to the question in the time it 
takes to get from one floor to another. 
 
As well as being brief, your elevator close has to be 
catchy so that it prompts the other person to ask more 
questions. 
From that point, you can choose to either: 
(a) continue the conversation, or 
(b) set an appointment to meet with them again. 
 
Here’s my Elevator close for $Millionaires in the Making: 
 
“I own a network/education club for small and home 
based business.”   
 
When the person starts to ask questions, it is easy for 
me to say, “Here’s my card,” and then extend the 
conversation to continue raising curiosity, or set an 
appointment to get together.   
 
You must be careful how you word your special phrase.  
Make sure people are well aware of the fact that you 
OWN your company.   
 
Here is an example of what I mean.  I know someone 
who is a personal trainer.  The business is a one-person 
operation.  Instead of Bill saying, “I am a personal 
trainer,” he could say, “I own a personal training 
company.”  It is the difference of mindset between 
making money, and making a lot of money. 
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When creating your elevator close, remember to be 
precise and specific.  A good way to fine - tune it is to 
“specialize” in something.  Many people may be doing 
what you do, but if you specialize to a particular target 
market, you are opening the doors to an abundance you 
never dreamed possible. 
Let’s imagine you are in the cooking business.  You 
provide a service of going to someone’s home for the 
day and cooking freezable meals that will last for a 
month.  Your service includes grocery shopping and 
meal preparation. 
 
Let me give you a few examples just so you know you 
have it right. 
 
If you are in a cosmetic company, and you find that the 
products are unsurpassed by any other, but also they 
are so easy to use because it takes 2 minutes for 
complete skin care…then you would say: “I change the 
faces of the world in 2 minutes or less!”  Does that not 
prompt you to want to know more? 
 
How about someone who is in real estate?  “I am 
passionate about providing solid roots in a home for 
young couples.” 
If you were an Auto mechanic: “My passion is to ensure 
safe, reliable transportation for families.” 
 
Seminar or Workshop Mentor?  “I am passionate about 
providing people the opportunity to find the tools they 
need to create a more powerful and fulfilling life.” 
 
One of my clients is an editor.  Here is what I came up 
with for her.  When the question is asked, “What do you 
do?” she automatically responds, “I take the crap out of 
the words you write!” - catchy and fast. 
 
Another client I have is in Tupperware.  What she loves 
about Tupperware is that she found she saved money 
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TIP 
 
Always give out 
two business 
cards.  While 
you are doing so 
say, “Give one 
to a friend and 
keep one for 
yourself.”  This 
way, they can 
network for you 
without giving 
up their card.

on her grocery bill because her left over meals were 
actually stored and eaten.  So I came up with the 
following answer to the question: “What do you do?”  “I 
own a kitchen preservation company that saves YOU a 
TON of grocery money.” 
 
This will really get people going won’t it?   
 
Now let’s create a great 
elevator close. 
Remember the rules: 
 
• sounds catchy 

• prompts a response of, 
“Tell me more!” 

• identifies you as the 
owner 

• indicates clear 
specialization 

 
Instead of saying, “I am in 
the cooking business,” try, 
“I own a company that 
provides wholesome, 
nutritious meals for the 
busy executive.”  The second version inspires questions. 
 
Note:  When deciding what target market you will 
specialize in, make it narrow enough to attract 
customers who recognize themselves in your elevator 
close, and broad enough to attract more than just a few 
customers. 
 
If you want to delve into this deeper, and I urge you to 
do so, please contact www.kathleenmailer.com and 
order my ebook: Connections Marketing.      It takes 
networking to the next level. 
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More examples: Let’s use the financial service industry.  
There are many markets you could use.  You could 
provide Group RRSP’s for business.  You could provide a 
financial package for families, or single parents who 
have kids. 
 
Your elevator close might be: 
 
“I own a company that can provide a financial road map 
for single parent families.”  
 
OR 
 
“I own a Financial Advisory Company that provides 
Group RRSP’s for small business.” 
 
OR 
 
“I own a Financial Education company that provides post 
secondary education for children who are currently 
under the age of five.” 
 
If you are in a network marketing company, please 
understand this concept.  Think about what makes YOU 
special and unique.  What was it about the company 
that really gets your juices flowing?  Remember the 
Tupperware lady?  What really got her hooked was the 
amount she saved on groceries.  We used this to her 
advantage.  She is the top in her industry now because 
customers flock to her. 
 
Use your “special reason” to your advantage.  Then go 
out and practice.  Watch your organization grow in leaps 
and bounds. 
 
The best market to target is whatever YOU are 
comfortable with, and whatever product or service YOU 
are most familiar with. 
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FACT 
 
Millionaires choose their words 
carefully, and, have a positive frame 
of mind!

As a general rule, when networking and creating new 
prospects, people make up their minds within the first 
thirty seconds whether or not they wish to do business 
with you.  That is why you need to have a “niche” and 
be precise.  Once you sit down with the people in a 
longer discussion, you can mention your entire spectrum 
of products and services. 
 

Quick guidelines to create an elevator 
close 
1) Decide what you are doing with your business.  

What is your MAIN objective? 
2) Who is your customer?  What market do you wish to 

target?  What will YOU specialize in? 
3) Write down as many short, descriptive sentences as 

you can.  Then fine - tune three of them. 
4) Ask a friend for their opinion and help to bring it to 

one or two short answers to the question: “What do 
you do?”  

5) Remember to include the phrase “I OWN a 
________________________ company.”  You can 
fill in the blank. 
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TIP 
 
Millionaires know:    
If you are trying to sell everything to 
everyone, you will sell NOTHIN’ to 
nobody!  Choose your target market 
and stick to it! 

 

Creating your Business Cards 
 
Once you have an elevator close and a mission in mind, 
you need to create business cards.  These cards need to 
do more for you than just provide your phone number.  
They need to help sell your product or service.  
 
Business cards should be unique and original for two 
reasons.  First, a unique business card captures your 
new prospective client’s attention.  Second, it increases 
the probability that the person you gave it to will keep it.   
 
Unfortunately, most people throw business cards into 
the round file.  But if you have made an impact on 
them, and if your card is interesting, they are much 
more likely to hold on to it! 
 
Always, always, always be prepared by having your 
business cards on your person at all times.  No 
exceptions!  You never know when you will meet the 
ONE contact that will be the person you are looking for.  
Networking happens everywhere, in both formal and 
informal settings. 
 
I carry my cards in my daytimer, purse, briefcase, car, 
and my husband’s wallet.  My business card is unique.  
It has a Million Dollar bill printed on one side, with all of 



Breaking Through Your Business Barriers 

Networking 
- 29 - 

my pertinent information on the other.  PEOPLE LOVE 
THEM! 
 
By the way, if you do happen to get stuck without a 
business card handy, just do what a colleague of mine 
does.  He says “Anyone can have a business card, but I 
am different.  I decided not to bring mine.”  Remember 
the winning attitude! 
 
Just before we get into the actual how-to of networking, 
I would like to talk briefly about some other tools you 
will need.  Just as business cards are important, a 
daytimer and a pen are absolute MUST HAVES. 
 
Whenever you meet someone, you should write on the 
back of his card where you met him, a little about what 
he does, and what you spoke about with him.  Your 
daytimer can help keep track of appointments, notes, 
and follow up information. 
 
OK!  You are all set with the physical tools of 
networking.  Let’s equip you with the emotional and 
mental ones. 
 

Action Steps of Networking 
When you are out networking, an important question to 
ask someone is “What can I do to help YOU?”  If you 
put others first in networking, it truly will come back to 
you BIG time! 
 
This question MUST be accompanied by good listening 
skills, and backed up with a true and sincere heart.  
Business opportunities, new clientele, and a sense of 
pride and accomplishment come from just a few minutes 
of your time.  The wonderful thing about networking is 
that most people will reciprocate.  What happens now is 
that you start building a relationship with this person, 
and nine times out of ten, they will become your client 
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or refer someone to you.  Networking is the easiest 
selling tool there is. 
 
An absolutely critical step in the networking process is 
the follow-up.  This is where your daytimer comes in 
handy.  Write down the contact’s name and number.  If 
you know someone who can help them, write that down 
too.  As soon as possible, phone them back and give 
them the information you have.  This creates a wealth 
pool for you.  You have a reason to call that person back 
AND after you have helped them, you can approach 
them about your business. 
 
I like to compare this part of networking to dating in 
relationship building.  First, you meet and get to know a 
little about one another, and see if perhaps you can get 
along with, and help each other.  Next, you phone and 
court the person, bring them a contact or lead (instead 
of flowers, although sometimes that is appropriate too).  
Then you move on to the “actual date”.  You’re one on 
one with your new customer or client.  Take your time 
with this networking process, but don’t drag your feet.  
 

Networking Groups  
It is very important that you choose networking 
meetings or events wisely.  After all, time IS money in 
everyone’s realm.  If there is a membership fee 
involved, be sure you get a “trial run” for at least one 
meeting.  
 
Here are a few things you might want to consider: 
 
1) How many people are in the group?   
 

According to research done on the effectiveness of 
networking, in about two hours you can effectively 
network with only 6 - 10 people.  So, it doesn’t 
matter at your first meeting if there are 50 people in 
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the group or 12, you will still get the most out of 
that meeting. 
 

2) What kinds of clientele/members are involved 
with the group?  

 
Try to make sure you get as much diversity as you can.  
Different scopes of industry offer the most advantage to 
you.  This allows you to keep “open” and creative in the 
growth of your business. 
 
Always go to a networking function with an objective in 
mind.  I will come home with at least one solid lead, is a 
good objective.  Or, I will meet someone who can help 
me with my business plan, is another good objective. 
 
Don’t be afraid to ask people for what you need.  For 
example, ask if they can help you generate a whole pile 
of new leads.  Just remember to ask first, “What can I 
do to help you?”   
 
A client of mine owns a moving and storage company.  
Following my advice, he went to a networking function.  
His objective was to find a realtor.  So while he was 
there, he asked if anyone was indeed a realtor, or did 
anyone know any realtors.  This was a perfect 
opportunity to generate more than one prospective 
client. 
 
When he received twelve names and numbers from the 
group, he turned a cold market into a warm market.  He 
called the realtors one by one and said, “Mr. Realtor, my 
name is Randy.  I own ABCD moving company.  Your 
friend David suggested I give you a call.  I specialize in 
out of town moves.  Perhaps we can get together to see 
if we can help each other out?” 
 
“I could refer my clients to you, and you could refer 
yours to me.”  Needless to say, Randy is a very busy 
guy.  He followed all of the rules of Networking. 
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BEWARE!  
 
If you are joining a group for the 
purpose of Networking, beware of 
Networking groups who do not have a 
constant flow of new people coming 
through the doors.  After you meet 
and network with the members, the 
meetings could become stale. 
Eventually would be just in a social 
club. 
 

Another client of mine owns a wedding gown boutique.  
When she conducted her networking, she asked people 
for contacts at flower shops, photography studios, etc.  
Hers became one of the most popular boutiques in 
town.  
 

 
3) Is there some “mentorship” or guidance 

involved? 
 
Does the meeting give you some “meat and potatoes” to 
take with you after the meeting?  New information and 
ideas add significant value to the cost of membership.  
“Mentorship,” plus a constant flow of new networking 
opportunities, practically guarantees you that you can 
move your business forward with tangible results. 
 
Unfortunately, too many networking meetings turn into 
a social gathering.  People just sit and chit chat about 
the weather and have coffee.  If you see this happening 
in your networking group, it is time to ask yourself this 
critical question, “Am I here to visit or to build my 
business?”  Your time is valuable.  Spend it wisely! 
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4) How often do the meetings take place? 
 
A general rule of thumb is to meet every two weeks.  
This allows you to make the initial contact, then to 
cultivate those contacts into relationships between 
meetings.  Many entrepreneurs appreciate meeting 
every two weeks because they get a motivational shot in 
the arm twice a month and they still have sufficient time 
to work on new leads in between meetings. 
 
The last point I want to make here is, ALWAYS 
CONTINUE NETWORKING!  Life is too short to be a 
recluse.  If done properly, networking can build your 
business (and yourself) way beyond your wildest 
dreams. 
 
The Best Networking Groups will provide 
you with: 
 
1) Firm, energetic, like-minded business contacts 
2) Prospective clients, or valuable colleagues to help 

you build your business. 
3) “Meat and Potatoes” to go back to the office with, 

that provide you with tangible progress and results. 
4) A constant source of new people, as well as a strong 

support base of members. 
5) A meeting every two weeks to make the most of 

your time. 
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101 WAYS TO BECOME A NETWORKING 
GENIUS 
 
50-90% of business can be developed through 
networking and the referrals it generates.  Networking 
can be one of the least expensive and most effective 
forms of marketing you will ever come across. 
Here are 101 tips to become a networking genius and 
create a sales explosion in your business: 
 
1) Make a list of all of the networking clubs in your 

area.  Schedule only 1-2 meetings per week.  That 
way you have time for follow up. 

2) Prepare something catchy to answer the question:  
“What do you do?”  Many experts call this your 
elevator close.  You will be so glad you did.  A 
person decides in about 30 seconds whether they 
want to do business with you.  You need 
something that will entice them to ask for more. 

3) Business Cards can be your best friend IF you use 
them wisely.  Make sure your business cards have 
all of the pertinent information, yes, but don’t 
forget that there is a backside to use up.  On the 
back of your card, you can ‘advertise’ key points of 
your business. 

4) Samples of your work: If it is appropriate, be sure 
to have samples of your work with you.  For 
example, if you are an author, PLEASE take your 
books along with you.  People love samples and 
will often want to buy what you have to test the 
quality. 

5) Flyers: If you can’t take a sample, take some 
flyers in a file folder.  If you hold workshops, and 
have a few seminars coming up, you should arm 
yourself with the appropriate flyers.  Again, if they 
seem interested, pass your packages out now.  
Don’t wait!  Be sure to have a pen because you 
will need it to jot down notes. 
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6) Be sure to have a pen because you will need it to 
jot down notes. 

7) Get a card organizer.  They are so inexpensive 
and so easy to have with you as a networking 
tool.  You can even get inserts that go into a 
binder.  This will keep things neat and clean.  It 
will hold all of the cards you gathered at the 
meeting, making it much easier to move ahead. 

8) Get blank business cards… the ones you do up on 
the computer yourself.  You can write what 
networking meeting you went to, and the date of 
it, and place it in your card organizer.  With this 
card first, it is easier to keep track of whom you 
met when.  * Key to follow up! 

9) Dress for success: that doesn’t always mean a 
three-piece suite and tie!  Success for your 
business.  For example, if you are a hiking guide, 
then wear the appropriate gear.  Others will get a 
sense of who you are.  You will be authentic, and 
authenticity sells! 

10) Good grooming is important!  Practice Good 
Hygiene!  I don’t have to tell you that it is a big 
turn-off to meet someone face to face when they 
have bad breath.  If you have a problem in this 
area, please buy some breath-strips and on a 
regular basis put them in your mouth.  Your 
breath will be minty fresh and you won’t have 
candy in your mouth when you are talking. 

11) When you introduce yourself, your body language 
says loads!  Have you ever had a wet noodle 
handshake??  YUCKY!!!!!!!!!!!!  Make sure your 
grip is firm, but not a strong arm.  This isn’t a 
wrestling match either. 

12) Smile - be genuine. 
13) Eye contact - look into their eyes, but don’t stare.  

Staring is intimidating.  Making eye contact shows 
integrity and respect. 
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14) Stand up straight, this will show that you are 
confident.  You will attract all eyes in the room 
and people will want to reach you. 

15) When you start to network, introduce yourself by 
name, then company name.  

16) The very first statement out of your mouth should 
be: “Tell me more about what you do.”  You will 
gain valuable insight that will help you build a 
relationship.  AND, they will ask you the same 
question next.  You are setting the stage. 

17) Be a good listener.  Make mental notes of what 
they do. 

18) Think about who you know that would be a good 
business match for them.  Who do you know that 
needs their services? 

19) Ask for their card.  When you get their card, write 
down briefly what they do, and the name of the 
person you where thinking about for their 
services.   

20) Tell them what you are doing.  “I will be in touch 
with you.  I might know of someone who could 
use your services.  Is it okay if I pass on your 
name and number to them?  If they give me 
permission, I will do the same.” 

21) Give them 2 of your business cards.  Tell them to 
“take one and pass one on to a friend.” 

22) Use the special elevator close to quickly explain 
what you do.  

23) After your conversation is done, thank them for 
their time and tell them you will be in touch in the 
next few days. 

24) Move on to someone else and repeat the same 
procedure. 
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25) You can only effectively network with 6-12 people 
in an hour and a half.   

26) If there is a networking table, be sure to get all of 
the business cards on the table. 

27) Place all of the cards in your card file.   

28) When you are home, look at your index list of 
people you know to match clients with those you 
met during the day. 

29) Call your colleagues and tell them whom you met 
and why they should meet this person.  Ask 
permission to pass their name and number on.   

30) If you can’t think of any name to pass on, think of 
a tip or marketing idea that could help the other 
person’s business.   

31) The next day, phone your contact back.  FOLLOW 
UP IS KEY!  Since you have the information on the 
back of the card as to what you had talked about, 
then this will be an easy step. 

32) Introduce yourself again, and make mention of 
where you met them.  (This is a reminder for 
them as well.  You are starting to plant seeds in 
their mind so that they will remember your name.)   

33) Be mindful of their time.  Always ask them if this is 
a good time to talk.  It is not only polite, but your 
considerate nature will help build stronger bridges 
in this relationship.   

34) Tell them you were thinking about them today, 
and you have a lead/tip to share with them.  
(Everyone loves to know that they made an 
impact on someone.) 

35) Give the lead/tip freely.  This will attract good 
things to come to you when the time is right.   
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36) When you are done helping them, ask them 
“Whom do you know that would be interested in…  
whatever you are selling.”   

37) WAIT for an answer.  Let them think.  This “wait 
tip” will produce far better results than impatience.   

38) If they can’t think of anyone, that is fine.  At this 
point, you should reassure them that it is okay, 
and ask if you can send them a package of 
information through email/fax/mail, in case they 
can ever think of someone who would be 
interested.   

39) Repeat this procedure with everyone you met.  
Repeating successful patterns will beget more and 
more success.  

40) After you have called everyone you met face to 
face, call the names on the existing cards you 
have.  Start at the beginning of the networking 
chain.  “My name is…  My company name is…  I 
got your card from the networking table at the 
luncheon yesterday.  Have you got a moment to 
chat?”  Ask what they do, etc.  This procedure will 
gain incredible results. 

41) Make a cold market warm.  Then follow up with 
the leads that these contacts have given you.  
Phone them and use the same powerful points.  
“Hi.  My name is…  My company name is…  Your 
friend, so and so, gave me your name and 
number.  Have you got a minute to chat??”… 

42) Send thank you notes.  Again, your name will pop 
up in front of them.  Everyone likes getting 
something pleasant in snail mail. 

43) If you join a networking group, be sure they have 
a steady stream of new people coming to the 
meetings every two weeks so that the group 
doesn’t get stale. 
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44) Be mindful of the networking group rules and 
regulations.  Some groups demand you bring 
leads to the table every meeting.  If this doesn’t 
work for you, and you would rather build 
relationships, then don’t join the group.  You will 
be sorry you did. 

45) Join networking groups that give away 
free/reduced fee education seminars so that you 
get more value and more networking time in for 
FREE. 

46) Join networking groups that have the mindset of 
“helping you help others.”  If they don’t, then you 
could be going into a “meat market.” 

47) Only join networking groups that offer a FREE 
meeting to check out their group.  This way you 
can have a “flavor” of the group so that you can 
make wise decisions. 

48) Find out how often your networking group meets.  
A general rule of thumb will be every two weeks.  
Any more than that, you will be taking away 
valuable business building time. 

49) When deciding to join, notice the quality of the 
members.  Are they firm, energetic, like-minded 
business people?  You don’t want to get involved 
with poverty conscious business people that will 
ultimately take you down. 

50) Will you get at least something out of the group, 
other than leads, to take back to the office with 
you?  Look for solid meat and potatoes to help 
your business move forward. 

51) Networking happens everywhere you go - at the 
supermarket, at the gas station, etc.  Be sure that 
you talk to everyone who will listen. 

52) When you find bulletin boards that carry business 
cards and flyers, make sure you take all of the 
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contacts you can find.  *Be sure to add them to 
your contact book in the same way as when you 
meet someone face to face.   

53) Place your cards on these bulletin boards. 

54) Whenever you contact someone, tell them exactly 
where you did receive their name and number.  
Your cold calls become warm. 

55) Surf on the Internet for businesses that relate to 
you.  First and foremost, think about the question: 
“What can I do for them?”  Then contact via 
phone to follow the networking procedure. 

56) Keep a database.  The card organization is great 
while you are on the road.  You will need to find a 
good database program and keep track on that.  
It will be easy to find the person you are looking 
for if they are at your fingertips.   

57) Make sure all of the pertinent information is in the 
file, including the things you have already talked 
about with this person.  When they call you with 
leads, you can easily retrieve everything you have 
said.  People will feel cherished and you won’t 
have to rely on your memory! 

58) Where to network?  We have covered a few 
places.  Start signing up for business classes, 
mentoring programs, hobby classes, and the like.  
Wherever there are people that are a part of your 
target market, this is the place where you want to 
be.  

59) Be sure you have proper voice mail and contact 
tools set up so that your new-found clients can 
reach you.  It is not appropriate to have an 
answering machine any more.  You will be 
spending much time on the phone.  Voice mail is 
not only professional, but it can be used as a 
marketing tool! 
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60) You must have an optimistic attitude to succeed.  
Remember, people are attracted to light, not 
darkness. 

61) You need top notch products and services. 

62) A networking genius does what he/she says they 
will do.  Integrity is everything! 

63) You must be organized!  Be sure to keep your day 
timer in up-to-date form.  You will be making a lot 
of appointments.  Don’t miss them because you 
are unorganized.  If you can’t seem to organize 
yourself, GET SOMEONE TO HELP YOU. 

64) Know there is no such thing as competition.  
There are plenty of clients out there for everyone.  
Keep this in mind and share tips with others that 
are in similar businesses as you. 

65) You can’t take things personally.  If someone 
doesn’t reciprocate just let it go.  You never know 
when the "favor" will come back.  And, in the big 
scope of things, does it really matter if it doesn’t? 

66) You must have an abundance mentality.  Don’t let 
fear and doubt creep into your mind, and your 
ability to help others. 

67) You need to be passionate about what you do.  If 
you are not passionate about what you do, why 
are you doing it??  Finding out what you love will 
attract clients, money, and joy. 

68) Always be open to business possibilities.  For 
example, if you find someone who’s business 
products and services compliment yours; you can 
piece them together and make something 
outrageous for your respective clients. 

69) Become confident and self-assured. 

70) If you are not already, learn how to be outgoing 
and become a people person.  
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71) Be thankful for the many things that come your 
way through this vehicle.  Being thankful will 
beget an even bigger stream of referrals. 

72) Make Zig Ziglar’s words your motto: “If you help 
enough people get what they want, you will get 
what you want.” 

73) Use Educational Seminars as a way to network.  
Bring your brochures and business cards to hand 
out.  And, why not phone the instructor ahead of 
time to suggest they set up a networking table? 

74) Create your own Educational Seminar.  Create a 
“how to” topic based on your area of expertise 
and business.  Invite several of your clients and 
prospects (see tips #26 & #52) and let them know 
they will have time to network both before and 
after the meeting. 

75) Attend Small and Home-based business trade 
shows, as well as trade shows related to your 
business.  Hand out your business cards and make 
sure to pick up others’ business cards. 

76) Set up your own booth at a trade show 

77) Create your own small and home-based business 
trade show at your local community centre.  Once 
again, invite your clients and prospects (tips #26 
& #52).  Not only will this give your business more 
exposure – you will be giving back to your 
community. 

78) Create your very own dream team.  As your first 
team project sponsor an event for a non-profit 
organization in your community.  Display the 
company names of those who donate their time, 
talents, and money to the project.  

79) Send out a survey to your clients and prospects 
asking them what you can do to help them grow 
their business.  Ask them if there is anything you 
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can do to improve upon your products and 
services.  Send them a thank you note when they 
return the filled out survey, along with 2 of your 
business cards. 

80) Create a quarterly newsletter to send to clients 
and prospects.  Include a “client of the season” 
column.  Interview them about their business.  
Your client will feel honored and valued by you.  
This will show your other clients and prospects 
that you care about them.  You will also have 
others vying for your business!  Also, offer FREE 
20 word ads to your clients to be included in your 
newsletter whenever they purchase $XX of your 
products and services. 

81) Create your own networking group. 

82) Create an online “Networking Chat room.”  Have 
people bring their leads, tips, and ideas – and at 
the same time, provide a forum for entrepreneurs 
to share their resources and successes with 
others! 

83) Involve yourself with a volunteer organization. 

84) Teach a class on Entrepreneurship at your local 
community college, community centre or to High 
School students. 

85) Have an open house for your business.  Rent 
space from your church or community centre, or 
hold it in your home if you do not have an outside 
office.  Invite your business contacts and make it 
a time to network and socialize.  Have someone 
give a talk, for example, “The ABC’s of Financial 
Planning” or you can give a talk yourself! 

86) Have a BBQ or Potluck dinner at your home.  Ask 
people to bring their brochures & business cards.  
Set up a networking table for this. 
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87) Get involved with your church.  Create a seminar 
series such as “the laws of abundance”, or how to 
“become a good steward.”  Invite church 
members and your own contacts. 

88) Read the Classified section of your local 
newspaper.  Call these people and let them know 
who you are and what you can do for them.  
Invite them to a networking meeting as your 
guest. 

89) When someone calls you to sell you his or her 
products or services, turn the situation around.  
Let them know what you do and invite them to a 
networking meeting.  Or, invite them out for 
coffee or lunch to discuss the possibility of doing 
business. 

90) Create and publish a business directory of all the 
businesses in your area.  Sell them at networking 
groups, trade shows, etc.  Sell ads for them.  Not 
only will you increase your income base, but you 
will increase your contact base as well! 

91) Diversify your business by creating different 
streams of income so that you can attract more 
prospects and clients.  For instance, a Financial 
Planner may decide to sell health products and 
thereby can become a “health facilitator”.  To top 
it off…they may choose to teach a course on 
“Creating true abundance” and thereby help 
enrich people’s spiritual, physical, and financial 
health! 

92) Become an expert in your field.  Approach various 
trade and professional publications and propose 
that you write articles for them.  Phone the 
Producer of the local news show and propose 
doing a 5 part series on how to do something, 
such as teaching children the importance of 
financial management at an early age.  
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93) Start a Motivational Book Club.  Let’s face it, as 
Entrepreneurs we can all use a kick in the pants 
every once in a while, and what better way than 
through motivational books?  Invite your clients 
and prospects.  Set up a networking table.  
Discuss the books you read.  

94) Write a book and offer to speak to groups.  Create 
a seminar based on the book.  Sell tickets and set 
up a networking table.  Make sure your seminar is 
one of “meat and potatoes” and not thin fillers. 

95) Go to your library and to the business/motivational 
book section.  Place your business cards in various 
books. 

96) Make it your goal to make one new business 
contact each day. 

97) Send gift baskets or a card of congratulations to 
one new business each week.  Scour your local 
paper for ads announcing promotions.  Send them 
2 business cards with each card of 
congratulations. 

98) Have your website listed on sites listing local 
businesses.  

99) Ask people for referrals and remember to 
reciprocate!   

100) Send Anniversary/Birthday/Holiday cards to your 
clients. 
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101.  Send thank you notes to those who refer your 
products or services to other people.  Better yet – if 
someone does refer your business to a new client, take 
him or her out for lunch or send him or her a referral 
fee! 

 
Using these tips will help you to attract clients, 
colleagues, and teammates to help make your 
journey more pleasant and prosperous.   
 

Happy Networking! 
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CCHHAAPPTTEERR  FFOOUURR--BBUUIILLDDIINNGG  SSAALLEESS  
 

Direct Marketing with a Twist.  
Direct Marketing is a tool for reaching a massive client 
base in a relatively short time frame.  It is a very 
learnable skill, although you do have to watch out for 
common mistakes.  Over the next few pages, I will help 
you eliminate some of those expensive mistakes and 
give you a few pointers to build the sales of your 
business. 
 

Your Prospect List 
If you have a prospective client list already started, 
congratulations!  Most small businesses don’t even know 
where to begin with this.  So, if you already have an 
initial list you are ahead of the game.  However, if you 
are like most business owners out there, and you don’t 
have a potential customer list, you can rest easy.  You 
can buy or rent one, like many of the big corporations 
do.  They are relatively inexpensive, and you can find 
the companies that create such lists for business owners 
in the yellow pages.  Look under Mailing Lists or Direct 
Mail Marketing.  They will supply you with the help you 
need.  
 
What I like about buying prospect lists is that you can 
get very specific. 
 
You can target a market that fits precisely with your 
specialization.  Here are a few questions you should 
consider: 
 

1) Could you target customers by geographical 
proximity to your business?  
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Perhaps your business is a neighborhood operation, 
which attracts customers partly because it is 
conveniently located close to home.  When deciding how 
large of a geographic area to target, consider how far 
people would travel to reach your location. 
Remember that people will travel farther if you have a 
specialized meat market or a mountain climbing 
equipment store, than if you own a convenience store, 
gas station, or laundromat.  Once you have decided how 
far the average customer will travel to reach your 
location, a list broker using postal or zip codes can 
generate a prospective customer list. 

 

2) Should you target select groups? 
 
Should certain professional groups such as doctors, 
accountants, dentists, computer engineers, or lawyers 
be strong prospects or great referring agents?  Will your 
business benefit by selecting a person based on what 
industry or business they are in, like automotive repair 
and sales, convenience stores, or hardware stores? 
 

3) Would specific income type clients work best?   
 
Are you only looking for executive couples with annual 
incomes of more than $80,000?  Or how about those 
that are recently married?  ...About to be married?  
...Married with children?  ...Married with children and 
pets that own their own homes and have annual 
incomes higher than $60,000?  My whole point of asking 
these questions is so you can understand just how 
specific you can get in your prospective client list. 
 
Once you have your list of names and addresses, you 
can prepare to send a letter to each of these new 
contacts.  When using Direct Mail, experts agree that 
you should have these specific goals in mind:  
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TIP 
 
When writing 
your letter be 
sure to be 
straightforward, 
and sincere.  
Don’t worry 
about being 
funny or 
creative.  You 
will capture 
more attention 
with your 
integrity and 
sincere wish to 
help others. 

 
• You want to have your letter READ by the 

recipient, and 
• You want that person to CONTACT you 

immediately. 
  
Please keep this in mind as we discuss writing the sales 
letter. 
Before you create Your Sales Letter, collect as many 
sales letters and ads as you can.  A really good letter or 
ad is one that you see over and over again in different 
magazines.  The object of selecting great letters and ads 
is to follow their example or take ideas from them.  Go 
with the special outline they use or catchy phrases you 
particularly like.  
 
Always put the letter into a 
“one-on-one” approach.  
Make it sound as if you are 
personally talking with ONE 
PERSON (a friend) about 
your product or service.  
Put into the letter what 
your customer’s value in 
your business.  How will 
they specifically benefit? 
  
For example, let’s imagine 
you are selling hunting 
jackets to a target market 
of avid hunters.  You tell 
them the jackets come in 
camouflage brown/green. 
 
Ask yourself the question, 
“How will this help my 
client?”  Then put down 
every reason it will help 
them.   
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FACT: 
 
Every Marketing 
Expert knows: 
that “Fear of Loss” 
or “Hope for 
Reward” are the 
key points in 
sales!

“...Because you can 
blend in with the natural 
surroundings, making it 
easier not to scare away 
your bounty before you 
get a chance to bag it.”  
This is the BENEFIT for 
buying it.   
 
Be sure you stick to the 
second person singular 
grammatical position 
when you describe the 
benefits.  For example, “...because YOU can blend in,” is 
much better than the more vague and impersonal 
approach of “...because hunters can blend in.” 
Make sure you tell people how your merchandise or 
service makes THEM great at what they do.  How will 
they accomplish their dreams once they have your 
“stuff” in their possession? 
 

Headlines 
Only if the headline catches the reader’s interest, will he 
or she read on.  It is critical to select the most interest-
catching words for your headline.  Some key words that 
I have noticed in my file full of sales letters are: 
 

1) How to... 
2) FREE 
3) Amazing... 
4) Dazzling New Facts 
5) Protect... 
6) YOU... 

 
You must make sure your Headline is short, to the point, 
and able to create either: 
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TIP 
 
Never use 
address labels - 
people will 
perceive your 
letter as “junk 
mail”.  You have 
a much better 
chance of 
getting your 
envelope 
opened if you 
write it by hand, 
to look 
personal. 

a) Fear of Loss 
 
E.g.:  PROTECT YOUR FAMILY THIS WINTER.   
 
It is implied that they could lose their family without you 
and your critically important product or service. 
 
OR 
 
b) Hope for Reward 
E.g.:  HOW TO INCREASE YOUR SALES! 
 
It implies that they can make substantially more money 
by using your product or service.            
 

Building a Sales Letter from Scratch 
 
1) Headline - that will 

capture your perfect 
prospect’s attention. 

 
2) Features of your 

product or service 
along with the benefits.  
(Why your client cannot 
say, So what?)  This 
should be one or two 
paragraphs long. 

 
3) Your offer - What are 

you offering to the 
client if he buys 
(especially if he buys 
right now, e.g.: limited 
time offer)?  

 
Give your new client an 
additional incentive if he 
takes your offer.   
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TIP 
 
Never put 
anything on the 
outside of your 
envelope like 
stickers or 
notes about 
“FREE OFFER 
INSIDE!” 
 

 
A few examples I have 
found enticing to readers 
are:  
 

1) A FREE Trial 
2) A FREE or 

Complimentary Trial 
Offer 

3) An Early Bird 
Discount 

4) Free Gifts 
5) Free Consultation 
6) Payment Terms 
7) Trade Ins Welcome 

 
4) Testimonials that “back up” your benefits.  For 

example  
 
“Mr. John Smith shot his very first Buck last hunting 
season AFTER he bought your camouflage suit!”  Actual 
quotes from thrilled customers are particularly powerful. 
 
5) Any warranty or guarantee backing up your product 

or service.  For example, “No Risk Guarantee.  Send 
it back within 30 days and get your money back.” 

 
6) Your closing paragraph, usually including a call to 

action.  This is where you tell the client what you 
want them to do. 

 
7) And finally, an order form or phone number.  Call 

Ken at (555)-555-5555 and place your order today! 
 

Step by Step Guide to the Do’s of Direct 
Marketing  
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1) Use standard, plain white business envelopes.  
 
2) It is very important that you handwrite, or print with 

your computer (no labels, or company address 
stamps please) your return address, without your 
name, on the upper right corner. 

 
3) Write, or print with your computer, the addressee’s 

name and address. 
 
4) Use a first class postage stamp.  DO NOT use bulk 

mail.  The whole object of this is to get people to 
open your letter.  Bulk mail is a dead giveaway that 
it is junk.  By using bulk mail, you reduce the 
chances of your envelope even being opened by at 
least 50%. 

 
5) Place ONLY your letter in the envelope, no 

brochures or brightly coloured junk. 
 
6) Make your letter as long as possible (I know that 
probably surprises you).  You do not have to be short 
and to the point.  Place as much information as you 
possibly can in this letter. 
 
Remember that you want it to look personal. 
 
Important Note:  
You may be wondering why you would put a headline on 
something that is supposed to look like personal mail.  
Here is the answer.  The envelope needs to look so 
innocently personal that the recipient will actually open 
it.  Once the letter has been unfolded, it is the job of the 
amazing headline to captivate the reader’s attention.  
The person will want to read on, EVEN THOUGH she or 
he now knows with absolute certainty that this is a sales 
letter. 
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FACT: 
 
Millionaires 
know... 
If it isn’t 
broken, don’t fix 
it.  In other 
words, if a 
proven plan is 
working, then 
follow it 
precisely.  If it 
isn’t working, 
find out why. 

Other things to remember:  
 
Send more than one sales 
letter to the same recipient.  
I would suggest a minimum 
of three letters. 
 
It is a common mistake 
among business owners to 
believe that if a person 
does not respond to a first 
letter, she will never 
respond.  Things happen.  
A person may see your first 
letter, feel interested, and 
forget to respond in the 
hubbub of family life.  Or 
they may lose the first 
letter.  Or it is accidentally 
picked up with homework, taken to school, and then 
thrown away as garbage. 
 

Give people a second or third chance.   
You have an excellent product or service, and you don’t 
want to miss potential customers because you assume 
that lack of response means lack of interest. 
 
You have probably heard that an ad repeated over and 
over brings in a substantial increase in sales?  Well, this 
works the same way. 
 
I would suggest you do a test run of 500 letters first.  
Then, send the second batch out two weeks later and a 
third letter two weeks after that. 
 
You could actually write three different letters, each 
building on the previous one, or try this: Send the same 
letter three times, and across the top in red letters 
stamp the words “Second Notice”, and then, “Final 
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Notice.”  Of course, always remember to remove from 
the second and subsequent mailings the addresses of 
people who have already responded.  There is nothing 
worse than receiving an introductory sales letter for a 
product you have already purchased.  You don’t want 
your newest customers to think that you haven’t noticed 
them!  Always keep track of when you sent out letters, 
and to whom. 
 
Do a follow-up sales call.  “Just wanted to make sure 
you received your letter and that you had a chance to 
get in on our incredible offer”.  I always ask my 
prospects if they are interested.  If they say, “No”, then 
I ask, “Do you know someone who might be?”  
Following up with a sales call can increase your sales 
immensely.  
 

The following are a few tips for you when 
you make your closing call: 
 
1) First, make sure your product or service offers good 

value and is very good quality for the cost. 
 
2) Make sure you have an outline of what you want to 

say (follow your sales letter). 
 
3) Have all of the facts and numbers at your fingertips. 
 
4) Always introduce yourself and ask if the client has a 

moment to talk.  Their time is valuable and so is 
yours!  Be polite.  “Hi Joan, it’s Kathleen Mailer 
calling.  How are you today?  Have you got a minute 
to talk, or is there a better time to call you?” 

 
5) Treat them as you wish to be treated. 
 
6) Tell them why you are calling and give some 

benefits of your product or service (again, you could 
refer to your letter for this information). 
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7) Give some testimonials as proof of your benefits. 
 
8) NOTE: Make sure you don’t sound like a robot or as 

if you are reading from a script.  Be relaxed - maybe 
try to practice on a tape recorder to see how you 
sound. 

 
9) Give a summary sentence (check your letter).  
 
10) Make your offer and ask for the order. 
 

Checklist for your Direct Mail Marketing 
Campaign. 
 

 Your sales letter is clear and easy to understand. 
 The benefits of your product or service are followed 

up with the reason your client would want to buy. 
 Do you have a catchy headline?  This headline either 

deals with “Fear of Loss” or “Hope for Reward.” 
 Is it coming from a place of integrity?  In other 

words, do you believe it will truly benefit your 
clients? 

 Is ordering easy?  Does the buyer know exactly 
what to do? 

 Do you have a bonus if they order right now? 
 Is your letter placed in a plain white envelope? 
 Does your return address have just your mailing 

address on it, NOT your name or your company’s 
name?  And, is it hand-written or typed? 

 Does it have a first class stamp on it? 
 
Before we end this section on Direct Marketing, I have 
one more tip for you.  Plan timing of your mailings 
carefully.  If it arrives on Monday or Tuesday, it will land 
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on the desk of someone who is too busy getting the 
week started to pay attention to your letter. 
 
If it arrives on Friday, many people have already 
psychologically left for the weekend, so they don’t care 
about your letter.  They will set it aside to look at on 
Monday.  
 
On Monday they are too busy getting the week started 
to pay attention to your letter! 
 
The only good days for your letter to arrive are 
Wednesday or Thursday.  Plan carefully!   
 
I would like to add a bonus!  This next section will help 
you jump-start your database.  It is fun and easy when 
you take these steps.   
 
This next section will be a quick reference for a few tips 
throughout this book.  Enjoy! 
 

12 Simple Rules to Jump Start your Data 
Base  
Many entrepreneurs worry, “How will I ever get clients!”  
Or my favorite question, “Who would pay me for my 
services?”  That makes me laugh at their limited 
thinking.  Of course, everyone can make money in their 
business, as long as they follow certain rules! 
 
RULE ONE: Make sure you are doing something you 
LOVE to do.  What would you do for free?  This will rev 
up your passion.  It will let your inner light shine like a 
beacon for the whole world to see. 
 
RULE TWO: Keep fine-tuning your talents, even after 
you are in the field.  Let’s face it.  You don’t know 
EVERYTHING there is to know yet, do you?  That’s right.  
Find a mentor who knows more than you do.  Sit at your 
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Mentor’s feet on a regular basis and rejuvenate the spirit 
in your business. 
 
RULE THREE: Ask your Mentor for a ‘personal’ referral.  
Have him/her say something positive about you.  You 
can use it on all of your marketing material.  Chances 
are his/her testimony will go a long way in helping you 
build your business. 
 
RULE FOUR: Make a list of characteristics of what your 
perfect client would look like.  Absolutely everything!  
Some examples are: 

• Can choose to afford to pay, 
• Sees value in what I do, 
• Takes immediate action after I present all of the 

facts, 
• Enjoys passing my name and number on to 

others, 
• They love and respect me, my time, my 

company, AND I love and respect them back, 
• They own a home or small business, 
• Well, you get the idea. 

 
I have over 150 characteristics that define my perfect 
client.  REALLY put some time and effort into this.  You 
will be thrilled with the results. 
 
RULE FIVE: Make a list of names of people who would 
fit into this category.  People you do know, as well as 
those you don’t know. 
 
RULE SIX: Do THREE for FREE first!  Yes, you heard 
me right.  But if you are doing what you love, then this 
shouldn’t be a hard pill to swallow.  Your enthusiasm 
and exuberance will attract three clients that you will let 
“taste” your wares.  This does two things.  It gives you a 
starting point.  AND, it gives you the magic word … 
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credibility.  Tell them up front what it is you are trying to 
accomplish, build a database of new clients. 
From here, ask your new clients to: 
 

• Give you feedback to make your product or 
services even more valuable. 

• Give you an amazing testimonial.  When they 
read your “perfect client” characteristics ask 
them, “Who do you know that fits this 
description?  Would you consider giving me a list 
of names and numbers of those that I can call on 
your behalf?” 

 
RULE SEVEN: Share your dream and play with 
everyone who shows up in front of you.  Tell everyone 
who you are and what you do.  *Just a note: Be polite 
and ask others too.  Be a good listener, for when you 
do, you will get the same response back. 
 
RULE EIGHT: Network, Network, Network!  Grasp 
EVERY chance you can to get yourself in front of your 
dream clients.  Pass out business cards, two at a time, 
and say, “take one and give one to a friend.” 
 
RULE NINE: Follow Up is Key.  Make sure you make a 
follow up call with a little gold nugget of information to 
help the other person grow personally or professionally. 
 
RULE TEN: Keep GREAT records.  My suggestion is to 
make sure you have a wonderful database system.  A 
place where you can keep notes of people you talked to, 
what they said, and if they were interested in your 
business.  This way you will have a great start on 
keeping records. 
 
RULE ELEVEN: Earn the right to charge MORE.  Value 
your product/service appropriately.  Then, give a limited 
time coupon to your next ten clients.  After that, 
decrease the amount of the discount and increase your 
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profit.  This is called “earning the right” to charge more.  
If you are just starting out in this field, everyone will 
understand and appreciate your honesty.  Add value to 
your product/service by adding something special.  
Again, this will add clients to your database. 
 
RULE TWELVE: Build a credibility kit.  This is great 
marketing material.  Get some media pieces.  It is great 
to go on TV, but it is much easier to get some media 
pieces done in print.  More about that later in this book!  
This will give you an opportunity to be seen by the 
masses, as well as an opportunity to use this 
promotional piece to add to your marketing materials. 
 
Remember your business is valuable when you have a 
database of clients that love and respect you.  If 
handled right, your database will become like a security 
blanket so that you work less and make more! 
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CCHHAAPPTTEERR  FFIIVVEE--  OOTTHHEERR  QQUUIICCKK  PPRROOFFIITT  
CCUULLTTIIVVAATTIINNGG  IIDDEEAASS  TTOO  MMAAGGNNIIFFYY  YYOOUURR  

IINNCCOOMMEE  
 
 

1. Use your Existing Clients 

The Up-sell Technique:  
Your existing clients are a wealth of opportunity.  Ask 
yourself this important question, “What else would my 
clients buy from me?”  Here is one way to think this 
through: 
  
Take a clean piece of paper (or use the one provided for 
you below), and write across the top, “Target Market 
____________.” 
 
On the next line, write the two sub-headings:  “Original 
Purchase” and “Up-sell Possibilities.”   
  
An Up-sell is an item, which your customer did not 
intend to purchase, but when he sees it there he realizes 
that it would be a good thing to buy.   
 
All those little ticket items at any checkout counter are 
up-sell items.  You didn’t go to the grocery store for 
gum or a magazine, but when you see it as you are 
waiting in line, you decide to buy it.  The bread and 
eggs are the sale.  The gum and magazine are the up-
sell.  If half of the people in the grocery line purchase 
just one up-sell item, the owner’s sales increase by a 
healthy percentage! 
 
 
 

Sample Chart 
Target Market: Homeowners within 15 miles of 
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store, with $30,000+ income. 
Original Purchase Up sale Possibilities 
Paint, wallpaper, etc Paint brushes 

Paint tray 
Video: “How to Paint a Room 
perfectly the First Time.” 
 
 
 
 

Gardening Tools  
 
 
 
 
 
 
 
 

Plumbing Equipment  
 
 
 
 
 
 
 
 

 
OK, back to your chart.  Under the Original Purchase 
column make a general list of commonly purchased 
products or services in your business.  For example, if 
you have a hardware store, your Original Purchase list 
might include paint, wallpaper, gardening tools, 
plumbing equipment, construction materials, etc. 
Now focus on each of these sale categories separately.  
If a customer buys paint, what else might she need?  
How about a paintbrush?  Painting tray?  Painting tape?  
Huge sheets of plastic?  How about a video called “How 
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to Paint a Room Perfectly the First Time?”  These are 
things the customer might truly need, and she wouldn’t 
have thought of them if you hadn’t displayed them 
beside the paint.   
 
If you are a businessperson of integrity, then the 
purpose here is not to persuade the buyer to purchase 
items he really doesn’t need or want.  The idea is to 
provide every single thing he could possibly require in 
connection with the original purchase.  You are saving 
him time and frustration.  Who wants to start a project, 
only to realize that he doesn’t have all of the necessary 
items?   
 
Let’s glance at some quick examples of up-sell 
possibilities.  If you have a restaurant, you may sell 
breath mints; fresh baked goods, signature salad 
dressing, or hot sauce.  Your gym may sell power bars, 
water bottles, gym bags, or exercise videos.  Your video 
rental store may have popcorn, head cleaners for a VCR, 
and even music CD’s.  I think you get the picture here.  
You are providing your customer with the convenience 
of buying something else from you, since they are right 
there in your store, and it relates to their original 
purchase interest. 
 
As you can see, your current customers have enormous 
potential to increase your sales through the up-sell items 
they purchase.  For your convenience, here is a blank 
chart, which you may use to begin building your up-sell 
inventory. 
 
List your up-sell possibilities in the chart provided. 
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Target Market:   
 
Original Purchase Up sale Possibilities 
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The Referral Technique: 
Another reason your existing customers are gold mines 
is that they know so many people who are not yet your 
clients.  Have you ever heard this saying? 
 
“A stranger is a friend you haven’t met yet.”  Well, a 
client’s friend is a client you haven’t met yet!   
 
So, go ahead and ask for referrals.  Just think!  More 
people just like your loyal client, unknowingly waiting to 
buy YOUR products or services!  You could offer your 
client a free gift, or a percentage off coupon, if they 
bring in a friend.  Your NEW client could receive the 
same benefit.  This all relates back to “Word of Mouth 
Advertising.”  Generate a positive atmosphere, and you 
will receive the positive results you want. 
 
If you can, put a catalogue together.  It is amazing how 
sending a catalogue with an order form to your clients 
can add up the sales!  Your customers will appreciate 
shopping with ease and comfort in their own homes.  
And you will start seeing many new names on your 
customer list, because people often share a great 
catalogue with a friend.  You will appreciate the sales 
generated with less effort. 
 

2. 10 ways to expand your company 
 

1) 1-800 Numbers: 
See if you can tap into another target market or 
geographic region.  Make sure, however, that your 
business is already solid.  You should be in a position 
where your business is flowing smoothly before you 
tackle expansion.   
 
A 1-800 number, or web site, makes it even easier for 
companies to expand today.  
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It is easy to get a 1-800 number that you don’t have to 
pay huge amounts of money for. 
 
a) through your long distance provider. 
b) Through a company called Excell.  If you don’t know 

of anyone in this company please give me a call and 
I will put you in touch with someone I would 
recommend. 

c) New company I just learned about, please check on 
details.  Please call me at 1-877-751-8037 for 
details.  Or email me at: 
millionairesinthemaking@shaw.ca  This comes with a 
FREE 100 long distance package.  This is especially 
helpful for those who have had trouble with their 
long distance provider in the past. 

 

2) Bulk Sales: 
Another way to expand your business is to reach larger 
clients.  Ask yourself the question “Who will buy my 
product or services in bulk?”  The answer could lie in 
government agencies, large corporations, or chain 
stores.  It all starts somewhere, and that somewhere 
might as well be YOU! 
 
Along similar lines, think about the possibilities of selling 
your product or service in bulk to the single value 
customers you now have.  Give your client a 5% 
discount if they buy two or more of something.  Give 
them a free product if they buy more than ten of one 
item.  There are many ways to sell, and encouraging 
bulk buying is a great technique.   
 

3) Mark Up Your Prices 
When raising your prices, realize that you must mark 
them up by only a small margin.  It may be barely 
perceptible to your customers, but that small increase 
per item can add up to a substantial sales increase for 
you, without any added effort on your part.  Besides, 
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FACT: 
 
Millionaires 
know... 
If it isn’t 
broken, don’t fix 
it.  In other 
words, if a 
proven plan is 
working, then 
follow it 
precisely.  If it 
isn’t working, 
find out why. 

there is a certain mentality among consumers (even 
when bargain basements are booming), that they are 
getting a higher quality of service or product if the price 
is a little higher.  Everyone wants to get a deal, but 
remember that they also want to know that what they 
purchased has high value. 
 

4) Use the Barter System 
 
In the simplest scenario, 
the concept of bartering 
means trading your 
products or services with 
someone who has a 
product or service you 
need.  No money is 
exchanged.  The other 
person gets what he needs 
from you, and you get what 
you need from him.  You 
can barter with clients 
directly or there are barter 
companies available. 
 
If you get involved with a 
bartering company, then 
you are connected to a 
network of businesses with a huge variety of products 
and services.  When someone purchases something 
from you, they pay you in barter dollars or exchange 
dollars. 
 
You could call it pretend money.  You then take those 
pretend dollars and exchange them for a product or 
service that you need, and which is offered by another 
business in the bartering network.   
 
The most immediate advantage to bartering, as you can 
clearly see, is that you can buy what you need even 
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when your cash flow is not quite flowing, or when your 
business is just beginning and you have insufficient 
start-up capital for the services or items you need.  
 
Barter is a win-win situation.  You get what you need 
and the other party gets what he needs.   
 
I will give you an example of how barter can be a direct 
benefit to you in a buying position.  Let’s say you own 
an advertising agency, and your car breaks down.  Your 
cash flow is limited, and you know a mechanic that 
barters his services through a special barter business.  
You can help him increase his business by effective 
advertising for his company, and he can fix your car.  At 
this point, no cash is exchanged for services.  However, 
the beauty of it is that you find out what a wonderful 
genius this mechanic is, and begin referring his business 
to your friends.  Then YOU do a superb advertising job 
with results that blow his mind, and he refers you to his 
friends.  YOU begin networking and responding to these 
referrals, and presto!  You have created a cash-based 
clientele. 
 
Bartering is a growing field, so there are an increasing 
number of barter companies available, as well as 
individuals who would consider bartering directly with 
you.  Most bartering generates sales you wouldn’t 
normally have acquired, and the best part is that 
through word-of-mouth advertising, happy barter clients 
generate cash clients!  
 
FOR A REFERENCE TO A BARTER COMPANY OR TWO, 
PLEASE FEEL FREE TO CONTACT OUR OFFICE.  We will 
put you in touch with two very reputable companies.  
You decide which one suits you.  One of the companies 
if you live in Calgary, you can join for a fee of only $12.  
Now THAT is an easy way to barter! 
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5) Get Merchant Visa and Master Card Status! 
 
Most home-based and small businesses have no idea 
that they can arrange for their customers to use Visa or 
MasterCard.  There are three advantages to having this 
merchant status. 
 
One advantage is that you can take orders over the 
phone without having to delay shipping until the 
customers’ cheques arrive and clear the bank.  You are 
adding tremendous convenience to your customers, 
which always ultimately increases your sales. 
 
The second advantage is that it is much easier for you to 
collect the money.  You don’t want to ship your product 
and then discover that your customer cannot pay for 
months.  Fortunately, there are collection agencies if you 
do find yourself in this predicament.  However, my 
strong suggestion to you is to get your merchant status 
and skip the accounts receivable issue altogether!   
 
The third advantage is that you could conceivably run a 
“virtual store.”  A variety of these have already appeared 
on the Internet, the most famous of which is probably 
amazon.com, the incredibly convenient bookstore which 
has no store.  Customers order everything over the 
Internet and pay for it with their credit cards.  So the 
company saves a TON of overhead costs by having NO 
STORES!  Amazing, isn’t it? 
 
So, presuming you are now convinced that merchant 
status is the way to go, here is what you need to know.  
There are two basic options for setting it up. 
 
The traditional route is to approach your bank.  This is 
certainly a viable option.  However, before you make 
that appointment, make sure you have excellent credit, 
have all your statements and other paperwork in order, 
and have time to wait.  It could take several weeks.  I’m 
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not saying this is a poor option.  I simply want you to be 
aware that it is not the only option. 
Option number two is to approach one of the new 
private service providers.  There are companies out 
there that provide this service at a reasonable cost, and 
the only tool you need is a computer that is hooked up 
to the Internet. 
 
My favorite one is called Focal Point International. 
 

• It takes less than a week to set up. 
• It is available to almost everybody, 
• and there is no need for providing onerous 

financial statements, offering your firstborn, etc.    
 
Contact Information 

Name: Julia Paterson 
Company Name: Focal Point Credit Processing 

Address: 15 Erin Woods Drive SE
Calgary, AB  T2B 2W3 

Phone: 403.248.9010, Ext. 2 
Fax: 403.235.5864 

E-Mail: focalpoint@shaw.ca 
Web: www.focalpointinternational.net 

 
Please let them know that Kathleen sent you. 
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Here’s why successful businesses accept credit cards:  

Amplified Sales:  
Studies have shown that having a merchant account 
may increase sales by as much as 50% or more.  Many 
direct marketing businesses produce 90% to 100% of 
their sales by credit card. 
 

Larger Cash flow:  
When clients pay you with credit cards, you will receive 
your money faster than if you had to wait for them to 
send a cheque or money order. 
 

Impulse buyers show up at your door: 
With credit cards, buyers feel more freedom to make 
unplanned purchases.  
 

Gives you a competitive edge  
Credit card users tend to seek out businesses that 
accept credit card payments over those that do not.  
 

Instant Crediblity:  
The ability to accept credit card payments gives you 
valuable credibility in the eyes of prospective and 
current clients.  
 

Larger Profits:  
Credit card customers are typically less conscious of 
price differences than buyers that pay by cheque or 
cash.  The average credit card user spends 2.5 times as 
much as cash buyers. 
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6) Decrease Your Expenses 
 
We have already discussed that barter is an excellent 
system of decreasing your cash expenses.  There are 
other ways as well.  Go to those stores or suppliers that 
you patronize and ask for bulk rates or a discount.  
Studies show that just by asking for something you 
increase your chance of getting what you want by 70%! 
 
If that doesn’t work, try doing some price comparisons 
with other suppliers.  Then, if you are particularly fond 
of the place where you shop, take back those figures.  
That in itself is usually enough to persuade the 
storeowner or supplier to give you what you want. 
 
Now that you are a business owner, you might also go 
directly to your supplier’s supplier (or even straight to 
the manufacturer), and get wholesale prices. 
 
Search the Internet for the supplies you need.  The 
Internet will become your best friend when it comes to 
finding answers you need. 
 

7) Form Alliances 
One of the smartest movements in business today is the 
trend of sharing clients.  The question to ask yourself at 
this time is “Who has the same market as I do?”  Let me 
give you two examples.   
 
A bridal dressmaking shop could team up with 
photographers, wedding co-coordinators, flower shops, 
shoe stores, etc.  Each company could sell “packages” 
full of discounts from each place.  Advantages: 
everyone’s clients get the best services and prices.  And 
all businesses involved get extra clients from four 
different avenues. 
 
It is even possible to share clients with direct 
competitors.  One of my $Millionaires In the Making! 
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clients owns a safety training business.  She refers back 
and forth with direct competitors when she occasionally 
can’t meet the scheduling requirements of her clients.  
This cutting-edge trend has resulted in excellent 
relationships with competitors, and very satisfied 
customers. 
 
I do similar referring with direct competitors on a 
frequent basis.  My clients appreciate that I consistently 
put their needs first. 
 

8) Collect your Receivables 
Many small businesses today have a downfall when it 
comes to collecting their receivables.  They simply don’t 
have the time or skill to collect on overdue invoices. 
 
If all else fails, go to collection agencies - even for small 
amounts.  If you are going to write off the account to 
bad debt anyway it is worth a try. 
 
Before you do that, try this first.  Five days before 
payment is due, call your customer.  Ask whether they 
are happy with the product or service and remind them 
that payment is due shortly.  It is an easy way to remind 
them that the invoice is due.  It works because a happy 
customer has a harder time ignoring a debt.   
 
Incentives also work.  On your invoice, offer a 2% 
discount if the total is paid within 10 days.  For a late 
payment call and offer a 2% discount for immediate 
payment. 
 
Other things that work?  How about offering to send a 
courier to pick up the cheque.  Or a postage paid 
envelope with your information on it, so they can send 
payment right away.  Offer Visa or MasterCard 
payments, to make it easier and more convenient for 
your customer.  Take time to use the Contemplation 
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Strategy so you can create other positive, simple 
solutions. 
 

9) Set Goals 
 
I know there are many good books on setting goals.  We 
teach in the Prosperity Matrix™ Series an excellent goal 
setting plan.  My students’ boast of reaching their goals 
each and every month no matter what when they use 
our well thought out plan.  Once again, however, this 
time and space will not allow me to really cover all of 
the points I would like to on this subject.  I do have just 
a few key points I would like to bring to your attention.  
Call it a refresher. 
 
When setting your goals: 

• Be concise and to the point. 
• Date them!  Write a starting and finishing date 

for each goal. 
• Make your goals do-able, but they must give you 

a stretch.   
 
Hint: If you find that you are meeting all of your goals, 
and yet your business is not moving forward, perhaps 
you should consider setting larger goals.  If you are 
working very hard and are not meeting your goals, 
chances are you need to make them more achievable.  
When meeting goals, success breeds success, so make 
sure you build in a good chance for success! 
 

• Write them in past tense, as if they have been 
accomplished already!  That’s a little mental trick 
which lets your mind believe that the goal has 
already been achieved, thus making the second 
time around much easier! 

• Every month set your goals a bit further and 
keep reaching for them. 



Breaking Through Your Business Barriers 

Other Quick Profit Cultivating Ideas To Magnify Your Income 
- 76 - 

• WRITE the goals down on paper.  This is such an 
important step.  By writing it on paper you 
increase your chances of success, and somehow 
it magically gets done! 

• Because you have written your goals in the past 
tense, ask yourself questions like, “How did I do 
this?”  “ Whom did I ask for help?”  Write that 
down and then you can create a Plan of Action. 

• Meet with other like-minded people and share 
your goal.  This holds you accountable.  Isn’t it 
interesting that for many of us, if we make a 
commitment to others, it’s a done deal?  Yet, if 
we make a commitment to ourselves, we let 
ourselves down almost all of the time.  By 
meeting with other business-minded people you 
can ask the group to brainstorm ideas to help 
you reach your goals.  Remember to share your 
success at the next meeting!   

 

10) Find a Mentor 
 
Find a Mentor or a Coach.  Professional athletes do it.  
So should you!  What is a mentor?  A mentor is a guide, 
coach, counsellor, trainer, teacher, tutor, leader, guru, 
instructor, and pilot.  
 
People have been using mentors to help them with their 
goals as far back as Greek mythology can take us.   
 
I want to share with you the origin of the word mentor.  
The great King Odysseus needed to abandon his home 
in order to protect his kingdom, by fighting in the Trojan 
wars.  He realized he would have to leave his young son 
behind, perhaps for several years.  His son was at an 
impressionable age and without a father’s presence he 
would need a role model to help guide him in life, as he 
became a man.  The King asked his best friend if he 
would consent to being a role model for the young boy, 
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to take him under his wing.  His friend agreed.  His 
friend’s name?  Mentor.  The important thing is that you 
too need a mentor to show you how to move forward, to 
guide you in whatever path you choose.   
 
Successful people have had several mentors in their 
lives.  For some people, it was a teacher they had in 
school, a father, a best friend’s mother, a neighbor, or a 
boss.  This someone may have no idea that they have 
been a mentor.  Perhaps they simply made a passing 
comment to you like, “I wonder why you don’t paint 
more... you have an incredible talent!”  Or perhaps they 
knew they were investing time in your life, and it made 
all the difference to you.  For example, your baseball 
coach spending extra time with you after practice so you 
could learn to hit home runs! 
 
The point is that you may want to have a variety of 
mentors (and if you think back, you may realize that you 
have had a few already.)  Some may inspire you from 
afar, like an excellent author in your field, who you have 
never actually met.  Others may be closer to home, 
respected leaders who will listen to your concerns and 
ideas with caring and guidance. 
 
By having a mentor in business you will not only create 
more sales, you will build a stronger you.  Make sure 
your mentor has integrity and comes from a place of 
caring.  That is the secret to a GREAT MENTOR.  King 
Odysseus’ friend had both qualities, and you too, 
deserve the best mentor(s) as you are building your 
business.  
 
The wonderful thing about The Opulence Academy (the 
only correspondence business school that builds leaders 
in prosperity) is that we have highly principled mentors.  
They are “Rocks” in our society.  We also build our 
students to be Leaders or Rocks for those they wish to 
mentor.  To find out more about our Academy, please 
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don’t hesitate to give us a call: 1-877-751-8037 ext. 3 
OR  
Email us at: opulence-academy@shaw.ca 
 

3. BE A PUBLISHED AUTHOR 
 
Why?  Because that builds credibility and attracts clients 
to you like bees to a honeycomb. 
 
Don’t know where to start?  
I can’t do that! 
ME?  I don’t even have a grade 10 education. 
 
Boy, if I had a quarter for every person that said that to 
me I would have a stack of quarters as high as the 
Empire State Building! 
 
This chapter is to dispel the myth of “I can’t” and help 
you see that you can! 
 
In my program, The Heart Talks Boot Camp, I think 
90% of my students that participate don’t believe they 
can be an author, let alone know what their book is to 
be about! 
 
I started the Boot Camp Series less than 6 months ago 
and already we have dozens of real live authors, 
complete with life changing books in the bookstores and 
they are doing book signings. 
 
Do you know of any of them?  Sure you do, I will name 
a few.  You can check them out on Amazon.com and 
notice the amazing things they are doing to help make 
this world a better place. 
 
Paul Larsen - Too Afraid to Live, Too Scared to Die 
 
Connie Colenutt: Break Free from “Self Implemented” 
Misery 
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Dean Colenutt: The Three Faces of Courage 
 
Caroline Paterson: The Unique Advice Journal for New 
Parents 
 
Susan Blackwell: Face your Fear and Do it Differently 
 
Madonna K. Girletz: Three Strikes and You are Out - The 
Making of an Independent Woman 
 
Kim K. Palmer: Let the Children Be Heard!  Helping 
Children find Voice through Reading, Writing, and 
Dialogue 
Kimberley Langford: Stepping into Balance…Creating the 
Life you Deserve 
 
Gail McNaughton:  

• A Tapestry of Poetry and Photography - Inspired 
by An Agricultural Safari In Brazil And Argentina 

• Blowing Kisses 
• The Angelic Message 
• Garden Lessons in the Web of Life 

 
Kristine Hobyan: The Living Dead; Getting to the Other 
Side 
 
The point I am trying to make here is this: 
You have a multitude of information deep inside of you.  
You can write a book, but you don’t have to.  There are 
other ways of using this talent to make money. 
 

•  You can write articles and send them to 
magazines for review.  Often magazines will pay 
a writer’s fee. 

• You can write a column. 
• You can write sales letters. 
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• You can write How To Special Reports and sell 
them along with your other products. 

• You can write a book, and sell it in the back end. 
 
You know, some people have other misconceptions 
about writing books.  Things like: 

• I don’t have time - it takes too long. 
• I can’t write. 
• I have to have a lot of money. 
• Who would buy it? 
• I don’t know anything. 

 
Guess what, it took one of my clients 1 day to pull 
together a magnificent book that I am sure is going to 
fly!  The interesting thing is, she has a whole series. 
One thing you must think about is how to get your book 
on the market place.  Should you go to a publisher, or 
should you self publish.  I have included an article 
written by Kimberley Langford-Fluet to help you evaluate 
this important question. 
 

Self Publishing - Is it for You? 
 
Writing a book is huge endeavour and authors live for 
the day when their manuscript is finally finished! 
 
Many authors who write good books find the prospect of 
sending their manuscript to various publishing 
companies and searching for a good agent, both 
frustrating and intimidating.  For one thing, the 
publishing industry is highly competitive and agents 
require a percentage of book sales.  It doesn't come as 
a surprise that many new authors are turning to self-
publishing. 
 
Contrary to what people may believe, that authors 
choose to self-publish because their books aren't good 
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enough or marketable, is the growing phenomenon of 
successful self-published authors.  One Calgary, Alberta 
based published author who comes to mind is Patricia 
Morgan.  Her book, "Love Her as She Is -- A daughter 
stolen by addictions" has had coverage on both the local 
news and CBC across Canada!  Over 1000 copies of her 
book have already been sold through Amazon.com and 
Chapters online.  Kathleen Mailer, Canada's Connection 
Coach and who is a successful entrepreneur based in 
Calgary, self-published her first book, "Breaking Through 
Your Business Barriers."  This book was swept up by a 
high profile marketing company in the United States, 
and is now available in Canada.  Her book has had 
favourable reviews in many magazines and newspapers, 
including “Women's World.”  She has appeared on 
numerous nation-wide radio and TV shows to promote 
her book. 
 
There are several things you need to consider if you 
decide to self-publish your book: 
 

• Costs.  You will need to factor in the costs for a 
printer, illustrator or photographer for your cover, 
and how much you will charge for your book.  
Make sure you add the cost of time for finding 
these contacts. 

• ISBN numbers.  If you are going to sell your 
book and have it registered with the National 
Library of Canada; you will need an ISBN 
number.  No bookstore will allow you to sell your 
book without this and you will also need a special 
barcode that incorporates this on your book. 

• Where to sell your book.  How can you pre-sell 
your book so that you can make enough to get it 
done?  Who is your target market?  You would do 
well to research various book distributors and do 
your homework before you start the publishing 
process.  If you are selling a how to or 
motivational book and you happen to be a 
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motivational speaker, selling your books at your 
workshops and after your presentations may 
generate more income for you.  

• Find a good Editor.  A book is as good as its 
Editor.  An Editor can help you fine-tune your 
book and make any necessary grammar and 
spelling changes.   

• Media Kit.  If you want your book to get the 
Media's attention, a Media kit is vital.  Include a 
backgrounder with information about yourself. 

• Research the publishing industry and self-
publishing in particular.  Two books I highly 
recommend are: 1001 Ways to Market Your 
Books by John Kremer and The Complete Guide 
to Self-publishing by Tom & Marilyn Ross. 

• Self-publishing your book can be an empowering 
and positive experience -- it's all up to you and 
how you make it work for you!  What many 
authors have found, is that it is easiest to put 
your book on the market if you hire a mentor to 
show you the ropes.  

 
Aurora Publishing will give you the start you need!  The 
company is designed to help authors self-publish their 
books in an empowering way.  For more information, 
please feel free to contact me and I would me more 
than happy to give you more information. 
 
Kimberley Langford-Fluet: Author/Editor-in-Chief of 
Insight News Magazine CALL: 403) 275-4647 or EMAIL: 
langford@calcna 
 
I hope that helps you out.  Many of the “GREATS” self-
published to begin with.  It shows courage, stamina, and 
persistence.  It also shows off your work.  I pray that 
you look into this avenue of sales and promotion.  There 
is nothing like having your book in the market place and 
doing book signings.  Good Luck and keep writing.   



 

 



Breaking Through Your Business Barriers 

Building Instant Credibility 
- 84 - 

CCHHAAPPTTEERR  SSIIXX--  BBUUIILLDDIINNGG  IINNSSTTAANNTT  
CCRREEDDIIBBLLIITTYY  

 
What does it mean if a company or individual is 
“credible?”  
 
If someone has credibility with you, what does that 
mean to you?  It probably means, first and foremost, 
that you can trust them.  To be credible you are 
believable, tenable, plausible, worthy of faith, reliable, 
and unquestionable... and you have a growing track 
record to prove it!   
 
Wow!  What if all of your prospects could see you that 
way?  Do you think you would have any trouble 
whatsoever skyrocketing your sales?  Let’s imagine for a 
minute that you have a magic powder that you can 
sprinkle on everyone you meet.  What this powder 
would do is let their guard down for a few moments so 
that you could show them your product or service in 
unbiased eyes.  Wouldn’t that be incredible?  
 
Well, in this chapter that is exactly what I am going to 
show you how to accomplish.  It won’t be magic 
powder, but something even better.  It’s called a 
“Credibility Kit.” 
 
The kit has four sections: 

1) Personal/ Who Am I? – About YOU page 
2) My Success Journey 
3) Feature sheet on your Product or Company – 

Benefit Sheet 
4) Testimonials 

 
I will give you plenty of examples to follow and show 
you a great way to breathe even more credibility into 
your business. 
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Fasten your seat belts, you are IN for a ride! 
 

1. About You 
 
This is a powerful tool in any business.  Your customer 
wants to know about you.  Even if they love your 
product or service, most are a little leery of buying from 
a stranger.  This is easily eliminated with a short 
biography that allows them to feel they know you better. 
 
It is important to start your biography with your own 
personal mission statement or a motto.  It can be a 
quote or a few sentences that describe who you are in 
essence.  Be sure to write it in the third person, as if 
someone else is writing it.  Let me show you an example 
from my first biography. 
 
Kathleen’s motto in life is, “If you help enough people 
get what they want, you will get what you want.”  Zig 
Ziegler. 
 
From this you can see that my true essence, if you will, 
is that I care about and want to help others. 
 
If you do this for your clients they immediately lower 
their guard.  You have shared with them an intimate 
piece of information and they will respond positively to 
this bit of vulnerability. 
 
The body of your biography deals with the things that 
make you tick.  Where did you come from in terms of 
business?  Have you won any awards that are pertinent 
and your business?  Why are you here today in your 
field?  How about family and friends, are they important 
to you?  Do you have dogs or cats? 
 
At the bottom, share your contact information.  How can 
the person reading this biography get a hold of you?  
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The more options you have, the more convenience for 
you customers, the more likely they are to respond. 
 
 
Those are a few guidelines for the content of your 
biography.  Review the information you have included.  
Make sure that your client or customer comes away with 
a feeling of warmth and confidence that they did the 
right thing by doing business with YOU.  
 
Here is an important must-do: put your picture on it.  It 
not only works as good ID, but it gives it a more 
personal touch.   
 
Make your biography exactly one or two pages long, so 
you can put it on an 8 X 10 sheet of paper, double sided 
if need be. 
 
A final point, which should be applied to every single 
document representing you or your business.  Perfect 
spelling and grammar usually go unnoticed, but even 
one spelling error leaves an impression of carelessness.  
Be sure to have someone edit it. 
 
When you are dealing with books, such as this one, 
there are often mistakes that get missed by the editors 
even though they are very careful to edit, and re-edit.  
However when you are dealing with a one or two page 
marketing piece you shouldn’t have that problem. 
 
We have excellent in-house editors that are willing to 
give you, my reader, a price break - If you are looking 
for one.  Often times it will cost you less than $15-$30 
for your “About you” page.  How is that for efficient!!! 
 
I will attach my About Kathleen D. Mailer page, in its full 
version form.  That way you can have a look at it and 
see if you can adapt some of the things for yourself. 
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The only thing that is missing is my photo.  It will also 
be more than one to two pages the pages of this book 
are smaller than the sheet.  In reality, my About Me 
page is one sided with two columns.  That seems to 
work well. 
 

About Kathleen Mailer 
 
Kathleen Mailer is the Dean and founder of the world-
famous Opulence Academy.  This school’s only mission 
is to teach its’ students how to “work less and make 
more life™.” 
 
Kathleen is a motivational speaker and the author of 
several books: 
Leadership Wisdom From the Rock: Transform Your 
Thoughts, Manifest Your Dreams 
3 Editions of: Breaking Through Your Business 
Barriers! - An Entrepreneurial Handbook 
Soon to be released: Self Sabotage, IS an Integrity Issue 
& 
The Evolution of The Entrepreneurial Couple  (Which 
she co-authored with her husband, Dan.) 
 
As a life directions coach, Kathleen specializes in giving 
you a hand up NOT a hand out.  Her workshops and Key 
Note speeches talk directly to her students’ hearts.  She 
helps them realize that “Limitations are Just Illusions.”  
They can achieve any success they desire if they 

• know what it is they’re fighting.  (The blockages 
they have.)  

• posses a readiness to clean and clear those 
blockages. 

• have a clear picture of where they want to go. 
• have a willingness to learn and grow, and a 

strong desire to give their special “genius” to the 
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world in order to make it an even better place to 
be. 

• posses an expectant mentality where they KNOW 
and EXPECT the desired outcome they are 
looking to achieve. 

Says Mailer, “If you feel like you were meant to BE 
somebody and DO something HUGE with your life, 
YOU ARE RIGHT!” 
 
This statement is never more evident than observing the 
multitudes of Students, Authors, and Heart Talk 
Coaches, who are out there changing the world because 
of Kathleen’s gentle but firm, guidance. 
 
Kathleen and her husband went from the bondage of 
bankruptcy and jobs to financial freedom, which resulted 
in her husband retiring at the age of 36. 
 
Ms. Mailer has the financial freedom to retire, travel, 
and spend time with her family.  She chooses to continue 
to share her journey to help you change from poverty 
mindsets (in business, health, relationships, and spiritual 
journeys) to those of prosperity and abundance.   
 
As a very prominent business coach, Kathleen works in 
the realm of “balance.”  She believes that in order to 
have a thriving business, an entrepreneur needs to strive 
for balance in all areas.  “Prospering in one [area of life] 
without the others is pointless.  You CAN have it all.  
You DESERVE it all!” 
 
Kathleen’s media exposure has come in many forms.  
She has been interviewed for Women’s World Magazine, 
Business Dynamics, Connecting Women, Rising Women, 
Insight News Magazine, $Millionaires in the Making! - 
Special Report, etc. 
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She has been interviewed on TV stations such as: CFCN 
Breakfast Show, A-Channel Big Breakfast Show, Global 
TV, etc. 
 
She has been a guest host on radio programs like 
NewsTalk Radio, CJWW Business Hour etc. 
She has had rave reviews from many different 
Newspapers like: Saskatoon Star Phoenix, Davidson 
Leader and more. 
 
Ms. Mailer’s accomplishments also include: 

• Producer of Insight News Magazine for    
Entrepreneurs 

• The Leadership Wisdom Series™ 
• “The Prosperity Matrix ™Series” 
• “Heart Talks Boot Camp™” 
• Students favourite Key Note: “The Dandelion 

Syndrome™- - Limitations are just Illusions.” 
• Being Elected Entrepreneur of the Year for 2 

years in a row.  As a result… 
• She was Elected into the Entrepreneur Hall of 

Fame 
• Being nominated for a few Best in Business 

Awards (ex: Best in Professional Integrity.) 
 
Kathleen, her husband Dan, daughter Dannielle, 3 dogs, 
and a cat can be seen travelling North America in their 
RV on a Speaking Tour and tending to their Real Estate 
Business. 
 
To contact Kathleen to speak to your group or 
organization, please call The Opulence Academy.  OR 
check out Kathleen’s new website: 
www.kathleenmailer.com 
 



Breaking Through Your Business Barriers 

Building Instant Credibility 
- 90 - 

 
(Dean/Author/Mentor Master/Entrepreneur) 
 
The Opulence Academy  
Suite #354-300 8120 Beddington Blvd. NW 
Calgary, AB  T3K 2A8 
Phone: 403-230-5946 ext. 1 
Toll Free: 1-877-751-8037 
Fax: 403-230-1156 
E-Mail: millionairesinthemaking@shaw.ca 
 

2.  My Success Journey 
 
This is your time to shine!  IF you have anything related 
to your business, or anything interesting to share, this is 
the time to put things together.  If you have taken any 
courses, or received any diplomas in your field, put this 
in your credibility kit.   
 
You can even piggyback on the success of others.  This 
means showing your clients that you are connected in 
some way to some very “big players.”  If you have gone 
to any conventions or seminars that pertain to your 
business (and you still have access to the leader) then 
get your picture taken with that person!  As a rule, most 
speakers are more than glad to have their picture taken 
with a student.  Ask the speaker if he has any 
promotional material for himself (all of them do).  Not 
only can you then include a brief biography of them, but 
you can also use their promotional material to generate 
ideas for your own credibility kit. 
 
Your “Success Journey” will show how you have 
“prepared” for this business all of your life.  Place each 
certificate, seminar picture, award (or picture of you 
receiving the award), in chronological order.  Head each 
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with a brief explanation as to why you received the 
award, and how it pertains to where you are today. 
 
It may help you to know what I had in my Credibility Kit.   
 
The first step to my success journey in business is my 
college education.  I have diplomas in Accounting and 
Computers, Secretary and Bookkeeping, and Business 
Administration.  These are the foundation of my 
business administration education.  I know the ins and 
outs of how business runs.   
 
So in my “Success Journey” portfolio, I put my 
graduation picture (holding my diplomas) followed by a 
reference letter from the principal of the college.  In this 
letter she talks about my ability to lead, and the qualities 
I have that compliment a great mentor or leader.  Do 
you see how that helped get me where I am today? 
 
Next, I focus on awards and certificates I received while 
I was with a company called Primerica Financial 
Services.  I was recognized for several achievements.  In 
my “Success Journey” portfolio I wanted to include a 
few of the most meaningful awards, with a caption 
under each mentioning how this company had taught 
me to lead.  I included the fact that this was where I 
had my first speaking engagement, sharing with others 
the tools of my success, and mentoring those in my 
sphere of influence.   
 
So in these pages of the kit, I first have a picture of 
myself receiving an award for a promotion to Regional 
Manager.  Then, I put a letter from two National Sales 
Directors (both multi-millionaires), who comment about 
my abilities to speak and share with others.  I attached a 
picture of myself with them.  I also selected a few other 
priceless moments that contributed to my growth today.   
 
Next, I have certificates of various courses and pictures 
with those I call my mentors.  Under each picture I have 
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a description of how this course encouraged me, 
prepared me to run my companies - or both, or how 
each mentor contributed to my life and career journeys.  
I have included a brief biography for each person and a 
comment about our mentoring relationship. 
 
It is important to note that if you have had little 
experience, or if you are starting your new career and 
haven’t much to build on, you can build this portion 
quite easily and quickly.  Join classes, take courses, and 
go to seminars or workshops that pertain to your 
business.  BE SURE TO TAKE YOUR CAMERA ALONG! 
 
The “Success Journey” is an excellent place to put 
ANYTHING about yourself that has appeared in print, on 
TV, or on radio.   
 
Let’s talk a minute about this.  You could call this your 
publicity piece, if you will.  I know this part might scare 
you out of your wits.  Don’t let it!  This is a HUGE part of 
your credibility kit.  People believe almost anything that 
has been written in magazines or newspapers.  I am 
stopping right here to make another very important 
point.  Please be sure that whatever is in print is full of 
integrity and truth.  Tricking people will lead to disaster. 
 
Many times you can get on the early morning breakfast 
shows in your city for FREE, if you have something 
newsworthy to say.  You must figure out what about 
your product or service can be considered newsworthy.  
If you can’t think of anything, do something outrageous 
to raise funds for the community or a local charity, and 
have your company sponsor it.  Call the press and let 
them know about it! 
 
Your “Success Journey” is a book that you can put in a 
very nice photo album or a nice binder with clear plastic 
document coverings.   
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FACT: 
 
Millionaires 
know the 
POWER of 
testimonials!  
You NEED to 
use them too!

I recommend you do this so that YOU can see how far 
you have come.  This is for YOU to break free from the 
“I am not qualified”, or, “I am not worthy” belief.  This is 
for you to track how far you have come and help you 
envision where you want to go.   
 
THIS BOOK IS NOT FOR YOUR CLIENTS UNLESS THEY 
ASK.  Some people put it on their coffee table so that 
their clients can browse through it when they come in.  
That is a very good idea.  Please keep in mind we WILL 
use some of these pieces to put into a smaller version of 
your kit.  For this we will take all of the fluff out of it.  
You will be left with only “meat and potatoes.”  The 
great thing about this is that your credibility kit will be 
something you can give the media and your clients alike.  
Doesn’t that sound delicious? 
 
Newspapers often have sections in which you can run 
FREE community bulletins, or put a “blurb” about your 
local company. 
 
Network, and get to know 
editors of local magazines 
and newspapers.  Ask them 
straight out if they would 
like to do a story, or put an 
article in their 
magazine/newspaper, 
about you. 
The important thing here is 
to KEEP ASKING!  Keep 
checking around.  In my 
own experience, I found 
that once one newspaper had an article about me in it, 
the phone calls came flooding in.  That is when you 
know you are in the right business at the right time. 
 
I believe that a press release is something EVERY 
businessperson should have.  There are a few guidelines 
that will help you create a perfect press release. 
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3.  Press Releases 

Tips on creating the perfect press release: 
Make it newsworthy!  Don’t and your name will be MUD.  
People want human-interest stories and drama, not 
advertising when they are reading the news.  Give them 
what they want, and you will get what you want. 
 

• Decide that this is something you are giving for 
FREE, just because you truly want to help others 
understand or learn something new.  Some 
characteristics of your press release should be: 

• 1 page ONLY. 
• Make sure you have a catchy headline. 
• Make sure you include your contact information. 
• Make sure you end it with ### at the bottom of 

the page so that the editor knows there isn’t 
anymore coming. 

• Fill it with facts, NOT fluff.  Lies have a way of 
being found out.  We know you come from a 
place of integrity.  Keep it and you will go far. 

• Let them know that they can review your media 
kit, book, or both, if they so choose. 

 

Good ideas: 
Do an online media kit.  Check out 
www.kathleenmailer.com.  This way all of the 
information they need is here.  However, if they ASK for 
a PHYSICAL copy, by all means, give it to them.  They 
make the rules, NOT you. 
 
Don’t complain: Media often gets their facts wrong.  
Don’t complain to them, just accept it.  IF you get a bad 
review, turn it around and use that as a stepping stone 
in your marketing.  For example, I only have had one 
“bad” review for my first book, Breaking Through Your 
Business Barriers! – An Entrepreneurial Handbook. 
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The person that reviewed it said it was too expensive 
and almost everything in there you can get for free if 
you go to this organization, that organization, or surf the 
net here and there.  True enough!  So, in my marketing 
materials I said, “You can get this information for free if 
you put hours of time and effort…  For only $12.95 you 
can get it at your finger tips in an easy to use manual.  
You are a successful entrepreneur, what is your time 
worth?”  See?  I am grateful for that review because 
now I can stop that objection BEFORE it arises. 
 

Company Profile & Benefit Sheet 
 
At this point you can explain your company’s mission 
statement.  Give a “biography” of your company, 
product, or services.  If there has been any literature 
written, or announcements made about your company, 
products, or services, include them in this section.  Be 
clear and straight to the point. 
 
When you are doing a Feature Sheet - or as I like to call 
it a Benefit Sheet of one or two of your most important 
products, services - or both, be sure that you list the 
benefit to your client, NOT the features of the product. 
 
Let me give you a few examples: 
 
If you sell a dishwasher and it has a timer on it: 
 
Telling your client that there is a timer on the 
dishwasher isn’t enough.  Also give the “benefit” to the 
customer.  Let me show you. 
 
This model features a state-of-the-art timer so that you 
can set your timer for 12:00AM and when you awake 
your dishes will be magically cleaned. 
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You see?  It told of the feature but GAVE the benefit.  A 
great way to always remember how to do this is to 
remember the Marketing Success Equation.  Feature + 
Benefit = Success. 
 
The plus sign equals three magic words.  “So that you…” 
Honest!  It works every time.  Let’s practice on the next 
page and I will show you how easy it is to have a 
feature sheet.  Ready? 
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Marketing Success Equation 
 
Product Feature PLUS Benefit 
Bike helmet Resists 

breakage up 
to 70KM/hr 

So that 
you 

Enjoy the 
freedom of 
knowing you are 
safe when you 
are biking. 

Investments 18% So that 
you 

Don’t retire 
broke! 

Audio book Time saving So that 
you 

Can quickly get 
the tools you 
need to increase 
your sales. 

Telephone Indent-a-call 
Feature 

So that 
you 

See who your 
caller is and 
therefore 
CHOOSE if you 
would like to take 
the call now or let 
your voice mail 
receive it. 

Cars Air 
Conditioning 

So that 
you 

Can take a break 
from the heat of 
a HOT summers 
day 

Recliner 
Chair 

Soft and cozy So that 
you 

Can relax after a 
long day at work. 

Makeup Anti-wrinkle 
formula 

So that 
you 

Can look young 
and beautiful all 
of the rest of 
your days 

Houses Dishwasher So that 
you 

Can spend your 
time enjoying 
your new hot tub 
instead of slaving 
in the kitchen 
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REMEMBER:
 
A client who is 
clear about 
who, and what 
you are is clear 
about what 
they are going 
to buy! 

You get the picture.  Benefits sell your product/service, 
NOT features. 
 
Do up a nice Benefit Sheet for a few products and 
services.  Again, remember to get it edited before you 
put it in your kit. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Testimonials 
 
This is the NUMBER ONE credibility builder, and the 
most powerful tool you could ever have!  This is the 
“meat and potatoes” of your Credibility Kit.  Clients can 
“see” what your product/service has done for others. 
 
How do you get this incredible portrayal of your honour?  
This is so easy!  It just takes a little planning, and 
building a new habit into your daily routine. 
 
Here is how you begin.  Write down every objection that 
has ever come up for you in your business.   

• “It is too much money.”   
• “I don’t have the time.” 

NOTE: 
 
Your company bio 
should be one page 
long, maximum.  Any 
longer than that and 
your reader gets 
confused with all of 
the information you 
have placed in front 
of them.   
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• “I am not ready for this at this time.” 
• “Well, I have to think about it and get back to 

you.” 
  
Any of these sound familiar?  Keep at it.  Think back to 
all of the sales you have lost.  What was their excuse 
not to buy?  Better yet!  What about the sales you won?  
What were the objections that your current clients once 
faced and you somehow overcame?    
 
When you have your list, go through it and evaluate it.  
Some of the objections you have written down are 
interrelated.  Link those together to shorten your list.  
(The idea here is to end up with a fairly short list which 
leaves out nothing!)  At this point you can eliminate 
those objections that you have no control over.  For 
example, if you were trying to sell a wedding package to 
a couple who changed their mind and eloped.  The 
objection is “We decided to elope.”  This is an objection 
over which you have no control.  
  
Once you have your objection list in front of you, pick 
out your most popular objection.  Let’s use, “It is too 
expensive.” as an example. 
 
Call up one of your customers whose original concern 
was that your product or service was too expensive.  
Somehow you were able to turn it around and they saw 
the value in it.  When you call them, ask them first how 
they enjoy your product and service.  Are they happy?  
If the answer is yes, ask if they would mind doing a 
survey for customer relations.  Fax, e-mail, or mail the 
survey to them.  On the survey you can ask whatever 
kinds of questions you wish - including, “What was the 
exact thing or things that you found the most valuable?  
In one or two sentences how would you describe the 
value of the product or service?”  Remember to ask, 
“May we quote you on any of the above answers?” and 
have a spot for them to sign.   
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The best option is to approach a very satisfied customer, 
and ask for a testimonial from them.  Use it when you 
need it. 
 
You are now armed with a virtually impenetrable suit of 
armour.  Every time a client comes up with a concern, 
you can say, “I have a client who said exactly the same 
thing.  Mr. Smith decided to buy after all, and here is a 
letter I received from him.”  Your problem is solved.  
You have an answer for everything. 
 
An option would be to let the customer browse through 
the book before you do business with them, put the best 
testimonials, newspaper clippings, etc. up on the wall.  
You can laminate them to keep forever. 
 

Media coverage 
 
I would like to start this section by saying, “I AM NOT 
AN EXPERT.”  However, I have had some experience.  I 
have been interviewed on radio, TV, in national and local 
magazines, as well as in various newspapers and other 
media ports. 
 
The suggestions I am giving you will help make your 
journey a little easier.  Find an expert, or read as much 
as you can on the subject to ADD flavour to your own 
experience. 
 

Why Media Coverage? 
• FREE advertising. 
• Gain credibility as an expert in your field. 
• Have fun! 
• Jump start sales. 
• Attract the right type of clients. 
• Gain exposure. 
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• Meet other like-minded people that you can joint 
venture with to exponentially multiple your 
efforts. 

 

Getting the word out: 
You can get the names and numbers of editors and 
producers etc from many different sources. 
 
You can hire someone to do the press release and send 
it out.  This is often very expensive.  We are currently 
working on putting an in-house publicist together that 
will NOT cost you an arm and a leg.  I suggest that you 
do your own coverage. 
 

How do I get coverage? 
To get you started, I would like to offer you a chance to 
be interviewed in our $Millionaires in the Making! - 
Business News.  You can fill out the interview questions 
and when the next publication comes out (quarterly 
newspaper); you will have your very first interview to 
place in your kit.  Go to www.insightnewsmagazine.com.  
You will find a connection to the FREE INTERVIEW. 
 
Another avenue is to write articles for magazines and 
books.  This helps you increase your credibility.  One 
place that offers a package that provides a fantastic 
investment in advertising, but also gives you a chance to 
participate in credibility building articles is the Small Biz 
Almanac: AND, you can also place a FREE 20 word AD in 
the classifieds.  
 
It comes out in November of every year.  For more 
information, read info at www.amazon.com.  Also, go 
to our website www.makingmillionaires.com for 
writer’s guidelines.   
 
For more information contact us at: 
csmallbiz@shaw.ca.  We will also send you a copy of 
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your article via email so that you can keep it 
electronically and email it to all of your clients and 
friends! 
 
Both avenues will help you build your credibility kit.  
Once you have one source of media, then others seem 
to follow. 
 

Pulling it all together 
 
What does your credibility kit look like now that we have 
done each section to the best of our ability?   
 
Let’s review and put it in order.  It consists of the 
following pieces: 

• About YOU. 
• Press Releases. 
• Any press coverage you have had.  
• Testimonial page. 
• Benefit Sheet. 
• Contact information. 
• Remember to add your picture. 
• Thank you card thanking them for taking the 

time to look through your press kit.  Add another 
business card to supplement this. 

 
Place all of this information in a folder you can get at 
any stationary store.  Put a picture that represents your 
company and products and/or services you are offering. 
 
Here is a sample below of what your kit will look like 
when it is opened: 
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About YOU 
 
 
 

Press Releases 

Benefit Sheet Media Coverage 
 
 
 

Testimonials Contact Information 
 
 
 

Remember to place a thank 
you card 

 

 
 
 

 
 
 

Business 
Card 

Your 
Picture 
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CCHHAAPPTTEERR  SSEEVVEENN--BBUUIILLDDIINNGG  AA  BBUUSSIINNEESSSS  
PPLLAANN  TTOO  AACCQQUUIIRREE  FFUUNNDDIINNGG  

 
Every business needs to have a plan of attack called a 
Business Plan.  You need to define clearly not only who 
you are and where you are going, but also how you are 
going to get there.  A profitable business always has 
these steps right at their fingertips.  Call it a “road map 
to success.” 
 
Many people make the unfortunate mistake of missing 
this critical step.  You have heard it said that many 
businesses don’t plan to fail, they fail to plan.  This is the 
honest truth.  The following chapter will lay out step by 
step a fabulous Business Plan. 
 
Take your time and carefully fill out each section to the 
best of your ability.  Be sure to make it concise and to 
the point.  Separate it into sections to help make it clear 
and organized. 
 

Section One: State Your Mission 
This section addresses the following questions:  

• Why are you doing your business?   
• What are your intentions with your business?   
• Who is your target market?  

 
Keep your mission statement short, simple, and precise.  
Let it identify the products and services that you offer.  
Many businesses print it and put it up on the wall.  This 
helps you maintain your focus. 
 
This statement is your opportunity to share your vision 
of your business.  Take your time in formulating your 
mission statement.  After all, your business’ values and 
purpose may be obvious to you, but others need help to 
see what the primary goal of your business is. 
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Section Two: Define Your Business 
If you wanted to define your business in one sentence, 
what would the definition be?  How would you describe 
what your business is and does?  This is a good time to 
use the one-minute introduction we created in the 
networking chapter, the one that we called the “Elevator 
Close.” 
 

Section Three: Define Your Market 
Who is your Target Market?  Who will buy your product 
or service?  It is critical to define one very specific 
market.  Remember, if your answer to the question 
above is “everyone” and you are not a toilet paper 
manufacturer, it is the wrong answer!  Get an exact 
market and you will be able to focus your plan of attack 
with confidence and ease.  We talked earlier about your 
target market.  Review what you decided that your 
business would “specialize” in and plug that into this 
section. 

 

Section Four: Map Out Your Marketing 
Plan 
Put together every idea you have and follow it through 
on paper.  We have already delved into the fine-tuning 
and creativity of your marketing plan earlier in the book.  
This section should outline a detailed strategy that 
covers a least one year and includes your budget, 
specific tasks, projects, and the expected results.  Plan 
and budget for continued marketing even when business 
is good.  That way you will keep a steady stream of 
business coming through the doors and will never have 
to suffer the loss of downtime. 
 
It is helpful when you are creating your marketing plan 
to study in great detail the potential demand for your 
products and services.  To create an effective forecast, 
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you need to have legitimate numbers that are based on 
credible research.  You can gain this information by 
talking to masters in your field, and doing a test market 
survey.  You can also hire a professional market 
research firm, but I suggest you shop around first…  And 
definitely check their references. 

Section Five: Analyze the Major Trends 
and Issues, Implications and Risk 
Factors, And Describe Your Planned 
Response 
Your objective here is to indicate the major trends that 
affect your industry or business, whether they are social, 
environmental, geographical, technological, or related to 
lifestyle.  In today’s business you must know not only 
what your clients want today, but also what they will 
want tomorrow. 
 
By understanding and predicting the ever-changing 
trends, you have a fabulous tool for being prepared in 
business.  Your investor will be assured that you will 
have inevitable success in your business.   
 

Section Six: Design an Evolution Plan 
This is where you set short and long-term plans for the 
growth of your business.  It is a map to reach your goal.  
Be very clear and specific as you write down your one-
year, two-year, three-year and four-year plans.  How 
many people do you need to hire?  Have you recruited 
the “perfect” person for the job when the time comes?  
What is your hiring strategy? etc.  Show that you will be 
prepared for the tremendous growth that will develop in 
your company as a result of your entrepreneurial 
knowledge and skill. 
 
In your business plan, the very long term plan (i.e.: five-
year plan) can be somewhat less specific because of 



Breaking Through Your Business Barriers 

Building a Business Plan to Acquire Funding 
- 107 - 

unpredictable sweeping changes in economy, 
technology, or your particular industry.  
 
For example, if you repair televisions, your very long-
term plans will be altered substantially if televisions have 
been completely replaced by computers in five years.  
On the other hand, what if computers have been 
replaced by a television/computer hybrid, and your 
services are even more in demand (as long as you keep 
up with the changes!)  Be sure to connect your plans to 
the ideas given in section five on trends.  
You also need to develop an excellent service plan to 
keep your customers happy.  Remember that those 
existing customers are the key to much of your business’ 
growth.  In your Business Plan, describe your service 
plan (warranties, guarantees, return policy, etc), so your 
investors can see that you understand the value of 
existing customers.  
 
Your “Success Journey” book just might come in handy 
here. 
 

Section Seven: The Nature, Needs, and 
History of the Industry  
Give the details about the industry within which you plan 
to operate.  Answer the questions that someone would 
have about your particular industry.  
 

• What do your customers need, and how can you 
help them?   

• Are there any industry regulations governing your 
product or service?  

• Do large companies primarily dominate the 
industry?  

• Is the industry changing?  
• What are the particular predictable industry 

trends? 
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• What things and circumstances are different 
today than two, five, or ten years ago? 

 

Section Eight: Assess Your Competition 
Yes, I know I said there is no such thing.  I still believe 
this - however the bankers and some investors don’t 
look at it the way I do.   
 
Before you can complete this section, you need to do a 
little homework.  To begin, make a list of all your 
competitors.  Call them and find out what kind of service 
and benefits they provide their customers.  
 
From there, write down three lists: 
 
First List: All of the good things that they are doing for 
their clients (competitors’ strengths).   
 
Second List: The things you don’t like about what they 
do (competitors’ weaknesses).  
 
Third List: Write down all of the things that you do 
better (your competitive advantages).  Keep in mind that 
if you have several competitors who are extremely 
similar to each other, it is more helpful to list them as a 
category.  For example, if you sell fruit juice you might 
list grocery stores and convenience stores as two of your 
competitors, rather than listing every single grocery and 
convenience store in your area by name. 
 
Once you have this completed, you can incorporate list 
one with list three, and make sure you eliminate all of 
the things that are in list two from your own business.  
You will have a much clearer picture of what you want 
to do with your business, plus a very strong list of your 
business’ unique competitive advantages. 
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Now in your Business Plan, make a chart from the 
information you gathered.  Use the following headings in 
your chart: 

• •  Competitor  
• •  Type of Competition 
• •  Size of Company 
• •  Their Market Share 
• •  Their Strengths (List One) 
• •  Their Weaknesses (List Two) 
• •  Your Competitive Advantages (List Three) 

 
This will help you formulate your business practices 
proactively and assist you in avoiding the pitfalls that 
your competitor made. 
 
The next chart you need to make will help you assess 
your realistic share of the available market.   
 
 
Use the following headings:   

• Your service and products 
• Your customer base (a definition of your market 

geographically, demographically, etc.  For 
example, homeowners in the XYZ mailing code 
with dogs or cats and incomes over $40,000) 

• Size of your target markets (in units and dollars) 
• Your market share (i.e.: the percentage of that 

market you can capture) 
 
This chart will show what you expect the size of your 
market share to be.  It will also define the geographical 
region in which you plan on doing business.  With this 
information you can calculate the growth rate of your 
future business potential.  This is information any 
investor will surely want to see. 
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You can see the advantages and disadvantages to 
identifying several target markets.  It is from here that 
you will be able to find your niche, and a subsequent 
niche to target at a later date. 
 

Section Nine: Explain your Product 
Design and Development 
Explain how you came up with your idea, and what 
problem it solves for your target market.  Then go into 
technical detail about the product development stages 
and timeline, or the development of the service you will 
provide.  
 

Section Ten: Executive Summary 
The final section of your Business Plan is your Executive 
Summary.  It must be created LAST, after everything 
else has been worked out, figured out, tabulated, 
calculated, and mulled over. 
 
The purpose of this particular section is to capture the 
investor’s interest.  It gives a brief overview of your 
business and forms a picture of the main objective in 
receiving financing. 
You may be wondering why you need to create an 
Executive Summary after you have said everything you 
can possibly say about your business in the body of your 
Business Plan.  Well, here is the answer.  No investor 
has time to read every business plan that crosses his or 
her desk.  Investors are very busy people.  That is 
usually why they have the money to invest in a new 
business like yours!  They need a quick summary that 
will give them a very clear, concise, laser beamed 
picture of your business plan without having to read the 
whole thing. 
 
By now you are probably wondering why you can’t 
simply write the Executive Summary and forget about 
the whole Business Plan.   
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There are two important reasons.  The first is that when 
you create a Business Plan, you are challenged to take a 
microscope to your own business idea.  You are pushed 
to address issues which you need to understand, but 
which you might never have thought about without the 
right impetus.  So you have learned tons about your 
own business by creating your Business Plan.   
 
The second reason is that, although investors do not 
want to read your entire Business Plan, they do want to 
have clear evidence that you have done your homework.  
If you have the determination and drive to work through 
the challenges of creating a Business Plan, you are likely 
to be able to apply that same drive and determination to 
making the business a success.  And everyone wants to 
back a winner! 
 
Your Executive Summary should be exactly two pages 
long.  On the following pages is a description of the 
information investors would be interested in reading.  
You may wish to use it as a guideline as you create your 
own Executive Summary. 
 

Executive Summary 
Business Profile: 
Business Name: 
Business Address: 
Telephone: 
Fax: 
E-mail: 
 
Type of Organization:   
Mission Statement  
Quote your one sentence mission statement from 
your Plan. 
Key Business Activities 
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This section deals with how you plan on making money, 
and why your clients want your product /service.  Also, 
put in how you plan to serve your target market. 
 
Note: If your business is specialized and unique, it is 
imperative that you explain your business in sufficient 
detail, so that the investor will fully understand your 
idea, products, and services. 
 
You need to equip the investor with a specific 
description of your products and services.  A small chart 
or list is a helpful way to provide this information as 
concisely as possible.  In a sentence, explain how your 
services and products will cultivate repeat business.  
Then outline what your products and services will do 
FOR your client.  (State specifically what client problem 
your business will solve.) 
 

Programs and Financing 
What exactly are you looking for in the way of financing? 
Company Management and Advisors 
Name 
Address 
Role/Experience 
Ownership 
 
Who are your key management and advisory people?   
Do you have any backup resources?   
You need names and addresses of each person who is 
on your company’s team.  List their degree of ownership 
in the company, their roles, and their experience in 
these roles. 
Include your banker, lawyer, accountant, and other 
business people who have assisted in putting your 
business together in this list. 
 
You may even include friends or business associates you 
plan on consulting to help your business.  These people 
comprise your Advisory Board. 
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Personal Profile 
It is important to include or attach a personal profile 
outlining your own background and experience.  Pull 
together the most important highlights from your 
Credibility Kit to complete this section. 
 

Wrapping it Up 
Pull it all together in a one or two page summary, 
containing strong points from every section above.  
Make it readable, concise, and clear.  Write in the third 
person (“The Business will”, rather than, “We will”). 
 
Remember that, although you created your Executive 
summary LAST, it must come FIRST in your Business 
Plan.  For your own purposes, keep this summary handy 
and update it whenever you make significant changes in 
your business.  Reading it will encourage and focus you 
on those days when you need to be reminded that you 
have an exceptional business idea and that you have 
what it takes to make this business a success! 
 
This wraps up your Executive Summary. 
 
This is a great place to use things you have built in your 
credibility kit.  If you have press pieces, by all means put 
them in!  It can only help your chances of growing. 
 
 

About Funding! 
You MUST have a Business Plan before you approach 
any Funding Agent.  It does take some time to plan and 
move through, but the results are worth it! 
 
Here are a few funding options: 

• Business Improvement Loans 
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• Funding for new or existing business (any small 
business).  Go to any banks that you deal with 
now.  Ask about their Business Improvement 
Loans. 

 

Operating Line of Credit: 
If your business is already up and running and has a 
proven track record and excellent credit, it is quite 
simple to apply for an operating line of credit.  The 
better news is that it is now possible to apply for a Bank 
Line of Credit for your business, based on your personal 
credit rating and assets.  This is especially helpful for 
very new companies with no credit rating.  Inquire at 
your bank. 
 

Business Development Bank of Canada: 
1-888-463-6232 or their web address is:   
http://www.bdc/products/vcap.html 
They can point you in the right direction for pretty much 
any type of business loan you require. 
They can help you receive information on a variety of 
options including: the following sections. 
 

• Micro Business Loan Program: 
Funding for new businesses with start up costs or 
expansion.  (Up to $25,000 in funding start up costs.  
Existing business up to $50,000) 
 

• Venture Loans: 
Funding for Incorporated companies that show solid 
growth and strong management.  (Must be an 
established company with collateral to back it up.) 
 

• Venture Capital: 
Same as the above, but for small businesses.  
Student Business Loans: 
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Helps full time students operate a business in the 
summer (must be over 15.) 
 
For more information on investors: feel free to contact 
me directly at millionairesinthemaking@shaw.ca 
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CCHHAAPPTTEERR  EEIIGGHHTT--RREEFFEERREENNCCEE  GGUUIIDDEE  FFOORR  
YYOOUURR  SSUUCCCCEESSSS  

Here are some resources to further help with your 
research in either building or starting your new 
company. 
 
This list of information could be handy.  I suggest 
writing each item on a separate card and putting it into 
your file index or computer. 
 

For Franchising: 
CANADA: 
Industry Standards Alberta Municipal Affairs 
16th Floor, 10155 - 102 St. 
Edmonton, AB  T5J 4L4 
Phone: 403-422-1588  Fax: 403-422-3033 
(Other provinces or states?  This Alberta office should be 
able to point you in the right direction.) 
 
USA: 
International Franchise Association 
1350 New York Ave., NW 
#900 
Washington, DC  20005 
Phone: 202-628-8000  Fax: 202-628-0812 
www.franchise.org 
 

For GST numbers: 
CANADA: 
Revenue Canada  
For Business Enquiries and Registration call  
1-800-959-5525. 
(If you make over $30,000 per year you must have a 
number.) 
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USA: 
Internal Revenue Service 
1111 Constitution Ave., NW 
Washington, DC  20224 
Phone: 202-622-4010 Fax: 202-622-5707 
www.ins.ustreas.gov 
 

For Patents, Trade-marks, Industrial 
Design: 
CANADA: 
The Canadian Intellectual Property Office Industry 
Canada 
Place du Portage Phase 1 
50 Victoria St. 
Hull QC K1A OC9 
Phone: 819-997-1936 Fax: 819-953-7620 
 
USA: 
U.S. Patent & Trademark Office 
2121 Crystal Dr. 
#2C02 
Arlington, VA    22202 
Phone: 703-305-8346   Fax: 703-308-5268 
www.uspto.gov 

UPC Codes: 
CANADA: 
Product Code Council of Canada 
885 Don Mills Road, Suite 301 
Don Mills, ON M3C 1V9 
Phone: 416-510-8039 Toll Free 1-800-567-7084 
USA: 
In the U.S.: 
Uniform Code Council 
7887 Washington Village Dr. 
Suite 300 
Datan, Ohio  45459 
Phone: 937-435-3870 
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For more information on licensing, registrations, etc., 
contact your local business development branch in your 
province or state. 
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HHOOWW  TTOO  CCOONNTTAACCTT  TTHHEE  AAUUTTHHOORR  
 
Mentor Master, Kathleen Mailer, is a professional 
speaker who has been dazzling and informing audiences 
nation-wide with her heart talks through books, 
workshops, and courses for almost a decade.  She 
speaks about recognizing your mindsets that hold you 
hostage, and teaches you how to break free of those 
barriers so that you can have balance and abundance in 
all areas of your life. 
 
As the Dean of The Opulence Academy (A 
correspondence school that teaches you how to work 
less and make more life), she is in high demand to aid 
the small business owner - including authors - on how to 
increase their sales, generate more dynamic marketing 
pieces, creating unique products and services as an “add 
on” to their all ready existing line.  You can also find her 
inspiring and motivating hundreds at spiritual retreats, 
business conferences, and learning centres. 
 
Kathleen would be pleased to extend her services to 
your next conference, fund-raiser, or special event.  If 
you wish to discuss hiring her, please contact her at: 
 
The Opulence Academy 
#354-300-8120 Beddington Blvd. NW 
Calgary, AB 
T3K 2A8 
PH: 1-877-751-8037 ext. 3 
Local Calgary, AB, CANADA number: 403-230-5946 ext. 
3 
Fax: 403-230-1156 
E-Mail: millionairesinthemaking@shaw.ca 
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AABBOOUUTT  TTHHEE  OOPPUULLEENNCCEE  AACCAADDEEMMYY  
 
THE OPULENCE ACADEMY’S ONLY MISSION IS TO 
TEACH HER STUDENTS HOW TO WORK LESS AND 
MAKE MORE LIFE! ™ 
 
How?  By assisting you to: 

• Identify your poverty habits so that you know the 
reason WHY your life is the way it is now. 

• And then easily reconstruct those habits into 
prosperity consciousness so that you can HAVE 
the life you have always wanted. 

 
NOTE: A poverty consciousness doesn’t JUST involve 
money.  Poverty reaches out and consumes our whole 
life.  It shows up in our relationships, spiritual life, 
health, as well as financially. 
 
Poverty means  

• scarcity 
• shortage  
• deficiency 
• lack 
• death 
• paucity 
• poor quality 
• neediness 
• want 
• absence 
• scantiness 
• fear 

 
DO THESE WORDS DESCRIBE YOU IN ANY AREA 
OF YOUR LIFE? 
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Will this school help you?   
Take the following test.   
Write beside each question: Yes or No. 
 

1) My business is struggling.  I work and I slave and 
it’s never enough. 

2) My relationships are broken. 
3) I have had tunnel vision in one area of my life.  I 

emerged only to realize I haven’t got a life! 
4) I can’t imagine myself being in a better place, 1 

year, 5, 10, or 20 years from now. 
5) I am “missing something” in my life, but I don’t 

know what it is. 
6) I want to BE somebody and DO something with 

my life! 
7) With all of the education and background I have, 

I should be a millionaire by now and I am not. 
8) I know I want MORE in my life, but I don’t know 

what or how? 
9) I have everything I need in terms of my 

business, and education.  What I need is 
direction, and contacts to make my dreams 
reality NOW.  I don’t want to wait. 

10) I want to change the world.  I need help to put 
my plan into action and get results immediately. 

 
IF YOU HAVE ANSWERED YES TO ONE OR MORE 
OF THESE QUESTIONS, WE CAN HELP YOU FIND 
THE ANSWERS.  
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Call us without delay.  Why would you wait?  WAITING 
TO MAKE CHANGES IN A STRUGGLING LIFE IS A SURE 
SIGN OF A POVERTY CONSCIOUS MIND. 
 
The Opulence Academy 
#354-300-8120 Beddington Blvd. NW 
Calgary, AB 
T3K 2A8 
PH: 403-230-5946 ext. 3 
FAX:  403-230-1156 
E-Mail: academy@makingmillionaires.com 
TOLL FREE: 1-877-751-8037 ext. 3 
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GGIIVVEE  TTHHEE  GGIIFFTT  OOFF  EEXXTTRRAAOORRDDIINNAARRYY  
BBOOOOKKSS  TTOO  YYOOUURR  LLOOVVEEDD  OONNEESS,,  FFRRIIEENNDDSS,,  

AANNDD  CCOOLLLLEEAAGGUUEESS  
 
CHECK YOUR LEADING BOOKSTORE OR ORDER HERE 
 
YES, I want ____ copies of Breaking Through Your 
Business Barriers! at $20 CAN or $15.95 US each, plus 
$3 shipping per book.  (Canadian orders must add 7% 
GST on order.)  US orders must be accompanied by a 
postal money order in CAN funds.  Allow 2-4 weeks for 
delivery. 
 
My check or money order for $_________ is enclosed. 
 
Please charge my:  

                                
 
NAME: ________________________________________ 
 
COMPANY NAME: _______________________________ 
 
ADDRESS (incl. postal code) ______________________ 
 
______________________________________________ 
 
PH: (_____)____________ FAX:(_____)_____________ 
 
E-MAIL: _______________________________________ 
 
NAME ON CREDIT CARD: ________________________ 
 
NUMBER: ___________________________EXP. ______ 
 
______________________________________________  
SIGNATURE 
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Please make your cheque payable and return 
to: 
The Opulence Group of Companies Inc. 
#354-300-8120 Beddington Blvd. NW 
Calgary, AB  T3K 2A8 
Call your credit card order to: 
1-877-751-8037 
local Calgary AB  403-230-5946 ext. 2 
Fax: 403-230-1156 
Email: millionairesinthemaking@shaw.ca 
 
Please note - if you are placing your order 
through various bookstores, shipping and 
handling prices may vary. 
Otherwise, in house processing for credit card 
orders will be processed through Focal Point 
Credit Processing.  Please note it for your 
statement, thank you. 
 

Thank you for your order! 
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