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tomkelly@potentialinmotion.com
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How many of you
would like more
business?
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Agenda

» Define Attraction vs. Selling

« 5 Key Shifts You Need To Make To Attract Business
« Example — Building an Attraction System

* Questions & Answers

« Special Bonus Giveaways!
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hift #2

Be A Walking Billboard For Your Business!




Keys To Shift #2

» Work on yourself — be the best that you can be
» Get your needs met outside of your business!
* Be an expert — add immense value for people!

* You must become the person that you need to be
iIn order to achieve the success that you are
striving for




You are the bottleneck in your
business!
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Key Beliefs of Business Builders

* You have the intention of building your business

* You don’t have any hang ups or disempowering
beliefs about building your business

* You are in integrity — givers gain!
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Key Beliefs of Business Builders

* You align your actions with your intentions
by having an attraction system to build your
business

* You believe that you add massive value, and
deserve more
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age = your identity
you say to yourself
't believe, no one else will

ale you make is always to yourself!




Language of Business Builders

| am a master of what | do and | add massive
value for my clients

* | believe in growing my business and the
philosophy of abundance

« | attract everything that | want and need with
ease
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A Sales Effort Is...

* You are selling (convincing people to buy)
— May not be In integrity
— Are you matching your product/service with the

clients needs, or selling something to meet your
needs?

* It requires effort
— Hard work!
— It requires you to motivate yourself
— You are pushing — this is very hard to sustain
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Traditional Sales Effort
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Traditional Sales Effort

Suspect
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Traditional Sales Effort

Active Sales

Suspect
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Traditional Sales Effort

Active Sales

Suspect
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Traditional Sales Effort

Prospect
Leaves
Sales Active Sales
Meeting
Suspect
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Traditional Sales Effort
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Prospect <
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Sales Active Sales
Meeting
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2% “Churn and Burn” Selling
RS Will Cost You...

40-60% of Your
Sales
Opportunities!
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A Passivl e

* Passive
— Requires little if no work on your part once it is set up®

— Allows you to leverage your time and maximize the amount ¢
people you touch

* A system
— Sustainable and repeatable
— Generates predictable results
— Puts prospects into your sales funnel =~ BEGIN.




Why Is This Important?

Consumers today encounter from
3,900 to 5,000 marketing messages
per day, vs. 500 to 2,000 in the 1970s

Yankelovich Consumer Research — 2012 Study
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It takes 26 impressions to move a
consumer from apathy to “ready to
buy”

Yankelovich Consumer Research — 2012 Study
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Attraction System
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Attraction System

Suspect Suspect
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Attraction System

Passive Marketing Active Marketing
Suspect Suspect
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Attraction System

i
Passive Marketing Sales Active Marketing
System
Suspect Suspect
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Attraction System

Passive Marketing Sales Active Marketing
System
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Attraction System

Passive Marketing Sales Active Marketing
System
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In Summary...
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There are 5 Keys Shifts to
Building an Attraction System




The 5 Key Shifts

Stop selling to just anyone and attract i [ ) 3 1 8 (3 (6 (A A A R

the clients you really want mOnnnnoonone
- -  FLECEGEELEE
Become a walking billboard for your SE0DO000Eana|

business L LELJE = RS

Build an attraction system vs. having a
sales effort

Maximize your attraction potential by
leveraging yourself

Detach from the results ‘







Special Bonus #1...

The Biz Whiz Success Program

100 Keys Factors to Consistent Business
Success and Profitability
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Special Bonus #2...

The 5 Keys to a Great Referral System

Generate more
referrals in a
predictable,

sustainable and

consistent way!

Tom Kelly
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Want my slide deck and bonuses?

tomkelly@potentialinmotion.com

Subject Line:
Attraction Principle Slide Deck
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Tom Kelly, MCC
Professional Business Coach

Potential In Motion, Inc.
1602 Cannon Court
Wheaton, IL 60189

(630) 379-6055
www.businesscoachchicago.com
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The Bad Guy Notice:

This document is copyright 2018. It is illegal to copy, distribute, or create derivative works
in whole or in part, or to contribute to the copying, distribution, or creating of distributive
works of this document.

If you try to copy, steal, or distribute any part of this document without permission, | will
have my attorney contact you and prosecute you to the full extent of the law.
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