


Speedy Sales Machine

In Speedy Sales Machine, I want to take out the thinking and feeling for you about selling. That 
may sound a bit weird, but these two things are what stop people from doing the behaviors they 
need to do to make sales. 

They overthink.

And they worry about every little step.

This stops them from taking action.

But not you.

By giving you the instructions to a machine, I'm giving you something to follow. You don't need to 
think: all the steps are laid out for you. You don't need to worry; everything is proven and you 
can't make a mistake.

The machine I have chosen as an analogy is a sports car.

To propel this “sales sports car,” we will be looking at five key elements:

1. The Flashy Speedometer

2. Snap Listbuilding

3. Blue Streak Qualifying

4. The Hair Trigger Close

5. Lightning Exhaust.

Each of these is a piece of the vehicle that drives you to sales.

The first is the gauge by which you see how fast you're going.

The second is your gas tank, and the fuel that fills it

The third is the engine for processing that fuel

The fourth is the set of tires propelling you forward

The fifth is the exhaust system, or What Happens Next.

Let's quickly look at each.





Speedy Sales Machine Part 1: Flashy Speedometer

Where are you going? How will you get there? How fast will you get there?

Leave it all to chance and you will get somewhere...but very likely not where you were hoping.

Here are the questions you need to answer to get your speedometer working:

How much money do you need to make?

How long do you have to make it?

What are you going to sell to reach your goal?

Does the price/commission of what you're selling support your goal?

How many sales per day do you need to make? Are you limited to just week days and not 
weekends?

Is this realistic?

Do you need to adjust your price/commission/offer?

You must set a target. “As much as I can make” is not good enough; that's leaving things to chance 
and you can't build a machine out of maybes.

Knowing your target is to make $1000 in 30 days...

...that you will sell two templated websites for $500 to do so...

...and this means you need to make a sale every 10 working days...

...is powerful to know. It's energizing. It tells you that you're on the right track, that your target is 
achievable, and your offer is supportive of reaching that goal.

But if you discover you must make $2000 in 30 days...

...and your offer is a $50 “trial” service...

...that means you need to make FORTY (40!) sales...

...or TWO A DAY over the next 20 working days...

...and that is NOT supportive of reaching your target.

Are you with me? How does your speedometer read?





Speedy Sales Machine Part 2: Snap Listbuilding

Your prospecting list is your fuel system: tank & fuel.

Most people grab a list from Dun & Bradstreet or Infousa. But these are unqualified lists that are 
usually all over the place. 

What are the features, variables or indicators of a business that tell you, “THIS is a 
prospect who potentially needs my offering?”

An Excel spreadsheet is the fastest way to begin sorting. Dump your list into a spreadsheet. 

Delete or Hide all the columns of data you don't need...all you need are the company name, phone 
number and a contact person, for now.

Add in five or six (maximum) variables (eg. # employees, annual revenue, niche, know decision 
maker, have website)

Tick or color code or otherwise note those that meet your requirements under each variable.

Those with four or more marked are good; list them first.

Add 5 more columns: Dial, Conversation, Sale, Next Step, Qualified Out 

Now you'll know exactly where you are with any prospect.

How many leads do you need? 

You can use your machine to back into this number. Let's assume that you are new to phone 
prospecting. Your numbers will definitely improve, and quickly. 

But for now, we can safely assume you'll need to have 50 good conversations to get a sale. This is 
where you've reached the decision maker, they could talk, and you qualified them In or Out.

And to get those 50 good conversations, you will have to make at least four times as many dials 
(keeping in mind 1 in 4 dials on average reaches a prospect who can talk today) = 50 X 4 = 200 
dials.

For our web designer looking to make 2 X $500 sales, that's 400 dials. 400 dials / 20 working 
days = 20 dials a day. And I'd double this just to make sure...that's 40 dials every day Monday to 
Friday. 

Now you can bang these out in a couple hours tops. Two hours. You can do that, right?

We'll be using this list more in the next step.





Speedy Sales Machine Part 3: Blue Streak Qualifying

Qualifying is the Engine of your sports car sales machine.

Turn your brain off and follow the instructions. Just do the behaviors. Don't think about them: do 
the behaviors as fast as possible.

Remember that only 1 in 4 decision makers, on average, will be able to talk to you today. It's not 
personal. 

Use the Little Unsure technique to reach the decision maker.  Listen to the example linked to on 
the Speedy Sales Machine product delivery page.

Get a good callback time from the gatekeeper if you can't connect with the decision maker now. 
Write the name of the decision maker on the call sheet. Include the gatekeeper's, too, if you get it.

Use the sample script, and fill in your niche's pain points. State these typical pain points to the 
decision maker to begin engagement. First you are looking for a willingness to talk from the 
prospect. Then you are looking for them to admit they have one or more of these pain points.

Qualify for the three elements of Fit (qualified to be a potential client of yours):
• Need (pain points)
• Budget (size of problem, consequences of inaction)
• Personality (desire and comfort working with them).

If just one of these three is missing, they're Out.

“If they say it, it's true. If you say it, you have to defend it.”

Mark this information on your call sheet.

Each lead you qualify is a drop of fuel you are running through this engine.

Each lead is being qualified In or Out. And it does not matter which.

Use your Calendar to schedule callbacks and then DO THEM.

Qualify within five minutes.

If they qualify In, go for the Hair Trigger Close.

If they qualify Out, politely end the call. Move on to the next.

If you don't get pain on the table within the five minute period, Go For The No (see Lightning 
Exhaust section).





Speedy Sales Machine Part 4: Hair Trigger Close

No more spinning your tires! Get traction and make sales with this element of the Speedy Sales 
Machine. There's a reason it's called the Hair Trigger Close: You're Gone in 60 Seconds.

When the prospect is qualified In on Need, Budget and Personality Fit, then you gently ask:

“Do you want to get started?”

Do not underestimate the simple power of this question when placed after the Blue Streak 
Qualifying process. Since it's simple, it doesn't generate resistance. I close five-figure deals with 
this deceptively straightforward question, and so can you.

Have your process of How to get started figured out.

Explain that process briefly to your customer.

Professional companies send invoices. Once they say yes, get their email address and immediately
send them the invoice.

Do not start any work until you receive payment. A sale is not a sale until you take the money to 
the bank.

But if you get a Yes and the email to send the invoice to, you're done. This should be completed in 
less than a minute. It's like a bear trap.

Record this information on the call sheet.

Then put your check marks and info in the five tracking columns (Dial, Conversation, Sale, Next 
Step, Qualified Out) of the list to track progress. If there is a Next Step, note the date and activity 
and then move on to Lightning Exhaust.

Keep good records. They will help you later. Fumbling for information and relying on a busy mind 
for remembering details will burn you sooner or later.

I recommend doing your dials, recording the information on the call sheets, and then transferring 
the information to the list spreadsheet afterwards. That way you won't lose momentum with your
calling.





Speedy Sales Machine Part 5: Lightning Exhaust

This is your Next Step if you have a prospect who doesn't qualify Out, but you just can't close right
now.

First, you want to discover whether this is a real objection or a smokescreen. Ask:

“What's stopping you from going ahead?”

Review the pain points. Get their agreement that these are present, that they are in this situation.

Review the budget. Confirm the size of the problem. Get their agreement that the investment is 
reasonable based on that size. 

If they struggle, nurturingly say:

“Sounds like this just isn't a serious enough situation for you to do anything about it. That's 
OK. Do you agree?”

This is a Take-Away—also called “Going For The No—designed to have the prospect either:

> qualify themselves out or 

> have them come back to talk more honestly.

This concept of Go For The No takes the pressure off you as the salesperson. The pressure in the 
selling situation should be on the prospect: after all, they're the one with the problem!

If you hear “I need to think about it”, ask:

“All right. Just so I understand, what do you need to think about?”

You want them to define any objections to see whether they are smoke or real.

If your prospect truly needs time to decide, set an Up Front Contract for follow up. This is a clear 
agreement between the two of you on a) how long they need to think it over, and b) what action 
will happen after the expiration of that time. Example: three days and they'll call you...and if you 
don't hear from them, you'll call them back on the fourth day.

Treat the opportunity like it's dead if you have set an Up Front Contract with a Think It Over 
prospect. Otherwise, you'll want to chase it. Chasing is bad for your self-esteem. In sales, if your 
self-esteem gets hurt, you will stop doing the necessary behaviors and go hide.

Protecting your self-esteem is therefore critical. If the opportunity comes back to life, great; if not,
your self-esteem stays safe.

Fill out your call sheet and then the list spreadsheet.



Running the Speedy Sales Machine Parts All Together

Get your Flashy Speedometer set up so you can see where you're going, and how fast you need to 
get there. Confirm your offer supports your revenue target. Change your offer if it doesn't.

Use Snap Listbuilding to rapidly dump list data into a spreadsheet, and then sort by a maximum 
of six variables to pre-qualify. Leads with four or more variables checked are good prospects.

Fire prospects through the Blue Streak Qualifying process to discover whether they belong In or 
Out of your funnel. Qualify based on Need, Budget and Personality Fit within five minutes. Strike 
One, they're Out. 

Qualify as many leads as your Speedometer tells you must be run through every day (number of 
Dials you must make to have the Conversations you need to make the Sales you want).

When a prospect qualifies In, hit them with the Hair Trigger Close. Use this deceptively simple 
method to lock them into a decision. Have your process of How To Get Started figured out and 
ready to briefly explain.

For prospects who won't qualify Out, but don't say Yes to the Hair Trigger Close, use the Lightning
Exhaust method to keep things moving. Either shoot them Out the door or get them to admit they 
do need help by Going For The No after the short qualifying period expires.

Uncover real objections and dispel smokescreens. Do not be afraid to qualify someone Out.

Remember, your self-esteem is critical to your selling ability. If you leave it out there to be beaten 
up by prospects, you will stop doing the behaviors necessary to sell. That is why we have 
minimized the thinking and feeling with the Speedy Sales Machine. Follow this process and apply 
it exactly as explained, and you will:

> continue to do the behaviors

> not have your self-esteem pushed around by temporary feelings and events

> make sales.

Whatever you do, make it Speedy.

Don't think. Don't worry. Just do the behaviors. Run the Speedy Selling Machine. And you 
WILL make sales...even faster than you imagined.



Speedy Sales Machine Call Sheet

Date:

Company Name:

Call Time:

Decision Maker's Name:

[  ] Pain Point 1

[  ] Pain Point 2

[  ] Pain Point 3

[  ] Other Pain (Describe):

Budget Notes:

Personality Notes:

Qualifying Decision:

[  ] In

[  ] Out 

Reason:

Company Name:

Call Time:

Decision Maker's Name:

[  ] Pain Point 1

[  ] Pain Point 2

[  ] Pain Point 3

[  ] Other Pain (Describe):

Budget Notes:

Personality Notes:

Qualifying Decision:

[  ] In

[  ] Out 

Reason:


