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 EMPOWERING YOU  
TO BUILD RELATIONSHIPS 

  
FOR FINANCIAL FREEDOM 

Are you tired of spinning your wheels at networking groups?  Do you want to boost your sales, 
generate a larger income, and create a massive impact with your message that’s easily under-
stood? 

Well-meaning entrepreneurs unknowingly practice the habit of putting the cart before the 
horse. They have no concept of how to market and sell their product or service efficiently, and 
because they haven’t carefully defined who their target market is, they make massive, costly, 
golden mistakes. 

It’s important you learn who your target market is, develop and provide programs your clients 
want and desire, and learn how to market and effectively sell to your clients. Do not run around 
looking for people to sell to. Instead, create your foundational blueprint, learn the art of selling 
with heart, and then build a marketing plan to beam your light brightly so your clients can easi-
ly find you. This three-step process keeps you from running aimlessly from one networking 
group to the next looking for your people. 

By the way, have you ever seen a lighthouse running up and down the beach searching for cap-
tains? Me neither. Are you running up and down the beach trying to sell your books, products, 
and services? I did, too, in the beginning. That was one of my golden mistakes, and I hear the 
same thing from entrepreneurs all over the globe.  

I’m excited about sharing these 5 simple steps toward becoming Financially Secure, while 
building a lifestyle of fun and adventure through Heart Based Sales. 
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STEP 1 

DEFINING YOUR TARGET MARKET 

Well-meaning entrepreneurs unknowingly practice the habit of putting the cart before the horse. They 
have no concept of how to market and sell their product or service efficiently, and because they 
haven't carefully defined who their target market is, they make massive, costly mistakes. 

Your first step must be pinpointing and defining, succinctly, who your target market is. Many busi-
ness owners don't understand the importance of deciding on a specific target market, don't know how 
to find one, or what to say to create sales and generate an income. If you don't know who your people 
are, it's almost impossible to sell because you aren't speaking in a way that will get their attention or 
hold their interest. 

Working with everyone won't do and here's why: a) it's impossible to figure out how they think, b) 
you don't know what interests them, c) your programs may have content you enjoy teaching, but it's 
not conducive to their needs d) you don't know where to find them. As you can see, defining your 
target market in a way that you can connect with viable clients will save time, money, and the frustra-
tion of running from one networking group to the next, looking for your next sale. 

Working with a specific group of people makes it easier to develop 'easy sell' programs. Most entre-
preneurs come to me in pain because no matter what they do, they cannot sell. In this case, knowing 
how to sell may not be the problem. The challenge is to develop programs that your specific target 
market needs, and then they're easy to sell. Pretending you know what your clients need makes you 
run around looking for a needle in a haystack. Buckle down, do your homework, and decide who 
you're looking for. Then you'll know where to find them.   

STEP 2 

FINDING YOUR CLIENTS 
Once you've decided on your target market, and created programs they've asked for, it's time to begin 
opening sales conversations. The best place to open a sales conversation is in a place you know your 
potential clients hang out. If you enjoy networking groups, be sure to ask the coordinator a few criti-
cal questions before wasting your time. Here are some suggested items: What is the demographic of 
your group? What is the price point that they are willing to pay? How many typically attend your 
meeting?  
Each of the answers will give you insight and the ability to determine if that group fits your target 
market. If you don't ask the pertinent questions, you will be wasting your time and money. If they 
don't meet your needs, don't go. 

Go to the event early, so you have time to network before the room gets full and noisy. In other 
words, don't get caught up in the frenzy that others exhibit. Try to find five viable people you can 
work with and let the rest go. You can catch five more next time. It's not about how many cards you 
collect; it's about the quantity of the connections you've made, it's about the quality of the contacts. 
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First of all, no one wants to be sold. A perfect example is LinkedIn. Have you noticed that when you 
connect, you get an impersonal autoreply telling you all about what they do?  I don't know the per-
son, and they haven't taken the time to learn about me, so I hit the delete key. However, if someone 
reaches out to me and requests a meeting with me, I'm happy to oblige. 

The same thing happens at networking groups. You meet a bunch of people, hand out a lot of cards, 
and collect a handful of cards that you promptly throw away when you get back to the office. Why? 
Because no one took the time to ask you about your needs, what you are interested in, or take an in-
terest in you as a person. In other words, there was no connection, and you probably can't even re-
member what they said. 

Sales are natural if you've taken the time to build a relationship with the person beforehand. You 
won't even need to open the sales conversation because the person knows you cared enough about 
them to build a relationship, so they will listen as carefully as you did and then ask you for your help 
when they need it. They may not need it now, but they might need it later. 

STEP 3 

GETTING YOUR CLIENTS TO CALL YOU FOR HELP 

Sales expertise is an entrepreneur's most necessary skill, but it raises the most fear and anxiety. The 
challenge is that there is a great divide between knowing what our service is and the developed ex-
pertise of sharing that information with others who don't even know they need it. Herein lies the di-
viding line between those who remain in business and those who become obsolete. Communication 
is key to supporting your clients in understanding your message.  

The clarity in your message supports you in the process of breaking through when speaking to your 
prospects. Time and again, I've witnessed business owners rambling on in lengthy explanations when 
asked what they do. Have you noticed this? After about the third sentence, the prospect has already 
lost interest and is looking for an opening for escape. 

You need to describe succinctly the benefits you provide in 5 to 7 words. In reality, you only get 
about 7 seconds to pique a person's interest. If you haven't mastered this, they'll instantly turn off and 
look the other way. You can visually see it in their behavior. If you blow it with that person, forget it. 
To this day, I've never found a way to recover. All you can do is move on and try again. 

When you're speaking with these five peo-
ple, it's essential to show a genuine interest 
in what they have to say. Stay focused on 
only that person while they're speaking to 
you. You'll find that they will take an inter-
est in you if you first take an interest in 
them. I've watched business owners at 
networking luncheons. They jump in front 
of someone, hand them a business card, 
start monopolizing the conversation with 
what they do, and then try to sell them 
right on the spot. No, no, no.
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My phrase (5 to 7 words) is 'Massive Visibility for Massive Income.' These five words elicit lean-in, 
and usually, my perfect clients will ask, "How do you do that?" Your tagline provides an opening of 
interest and elicits a question response. This simple phrase is an excellent way to avoid rejection. 
Think about creating 5 to 7 words that describe what you do that elicits a question.  

Once you've accomplished this challenge, formulate a plan to reach your target audience with your 
message. In a perfect world, 98 percent of the people in your target market will need your product or 
service. That means 98 percent of people will respond to your message. 

STEP 4 

IDENTIFYING THE FEAR AROUND SALES? 

The majority of entrepreneurs that attend my 2-day intensive say they are afraid of rejection. In reali-
ty, rejection is part of building your relationship muscle. I've learned that it's almost impossible to 
avoid rejection entirely if you genuinely want to develop in sales and as a person. Rejection helps 
you to unearth the real you. 

We all have deep, underlying fears, and it flares up around sales. If you feel it, you are not alone. In 
all of my research, I've found that fear comes from childhood experiences perpetuated over and over 
again throughout our lifetimes. If you take a moment to look back on your past, you'll discover that 
the same pattern of fear holds you back and repeats itself over and over again. You might think of it 
as a block that you can't get at and dissolve. But you notice its impact every time you try to step into 
selling your passion. It feels like one step forward and two steps back. When years have passed and 
there is still no flow of income, you may feel frustrated, angry, and ashamed. You may even be think-
ing it's time to give up and get a J-O-B. 
  

If we don't care enough and take the time to interact with our target market, speaking on 
stages, networking, and doing radio and television interviews will not be a success. Many 
times, we don't get sales because 1) people in our target market aren't aware that they need 
what we're selling, 2) we haven't built enough trust with them, 3) they don't know enough 
about our product or service to be convinced that it's right for them, 4) we haven't made an 
effort to find out why a  

 
client might need us and formulate our program around that need, or 5) we haven't built up a 
consistency of awareness so people have no idea of who we are and cannot trust our credibili-
ty.
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Being told 'no' is only the root fear layered over by others, such as the fear of asking for money be-
cause money wasn't discussed openly at home or being too pushy for fear of losing friends and fami-
ly. 

Living in Baja, I have an opportunity to see rejection in action because the Mexican people are tena-
cious about selling their wares to anyone in their environment. It's the only way they can survive and 
feed their families if they don't have a brick and mortar business. As they wander among the visitors, 
they are almost always told no, but they persist in offering different items for people to choose from 
and don't seem to hear the no's or feel rejected. They recognize that nos are not personal, and that's 
where entrepreneurs fail. They translate a no into a personal insult, take it to heart and give up. 

Don't let rejection get you down. Remember, there is nothing real about rejection. It's all about how 
we perceive the feeling. Rather than focus on the rejection, focus on the next prospect. Each time you 
get a rejection, you have an opportunity to grow your sales muscle. Stay focused and move forward 
while trying once again to get it right. Even Coronel Sanders hear 999 nos before he got it right. But 
when he did, he made a fortune. 

As a child, we're told 'NO' over and over again. 
So we master the technique of 'people-pleasing' 
and avoid situations that open our hearts to the 
no. Rejection is the challenge because you may 
have clarity on how valuable your mission and 
message are, but it's easier to hide out at home 
than try to sell and get your feelings hurt by 
getting rejected once again.
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STEP 5 

UNRAVELING THE SECRET TO MAKING A SALE 

Did you know your people are waiting for you? The problem is they don't know where to find you 
because you haven't learned how to step up authentically where they can see you. I bet you've been 
so focused on looking for your clients that you haven't noticed they're right in front of you. 

Research has shown that people are suspicious and fearful of salespeople and their marketing tech-
niques. Why? They've already spent vast amounts of money on products that didn't work or worked 
for only a short period.  Fidgety clients mean we need to overcome and lower the level of fear of our 
clients' experience and instead build trust while they're trying to make an educated decision.  

Here's another consideration: People are selfish. Before you get your hackles up, I implore you to 
think hard about this. Wouldn't you agree that if spending your money on expensive products or ser-
vices don't provide a benefit you need; you probably won't purchase that product? If you said yes, 
then you're in agreement with the majority of the population.  

I don't know anyone who buys something just for the fun of it unless it's movie tickets or for some-
thing entertaining. Taking into account that most people are selfish, ask yourself, "What benefits do I 
provide my clients that fill a need?" Did I create a program I think they need, or did I take the time to 
talk to my target market and create a program I know they can't resist? That's called an 'easy sell' 
program. 

An 'easy sell' program is just that, easy to sell. Why? Because 1) you've defined your target market, 
2) you've taken the time to build relationships and learn about their greatest need, 3) you've created 
three integrated programs that answer their needs 4) you use the words and phrases that draw your 
perfect clients toward you and 5) you don't use scripts that sound pushy or sales-y.  These five steps 
build your confidence and allow you to stand authentically in your power while overcoming your 
fear of rejection. 

SUMMING UP WHAT YOU’VE LEARNED 

Making a sale is not about 
scripts, pushing others into 
buying something they 
don't want or need, using 
sales-y phrases, or running 
from one networking group 
to the next without results. 
Sales are about being au-
thentic, building relation-
ships, speaking a language 
your clients are drawn to, 
following a tested system 
that gets results, and focus-
ing on the benefits your 
clients are looking for.
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There's no use trying to sell without a well-defined target market. Thinking through this 
step will stop you from running from one networking group to the next, wasting your 
savings with nothing to show for it.

Your fear of rejection was generated when you were a child. Building heart-based rela-
tionships and understanding the needs and benefits your clients are looking for makes it 
easy to sell authentically without rejection.

Speak a message your clients are waiting to hear while offering a solution that 98 percent 
of your target market needs and wants.

Using words and phrases your clients are waiting to hear will prompt them to call you 
when they're ready, rather than you chasing them. Define who you are and shine your 
light brightly so your clients can find you. 

Sell authentically. You don't need scripts, and you probably won't use them anyway, be-
cause they will never sound like you. Stand firmly on your foundation of research and 
use your own words. Use words that feel like you.

Create 3 integrated ‘easy sell’ programs that answer the needs of your target market. 

Create a 5 to 7-word tagline that elicits a question. Your clients will never get lost in your 
explanation and it will pique their interest. 

When you attend an event check with the coordinator first to make sure the attendees 
match your target market.  If they don’t fit neither will you. 

At an event find five viable contacts you can invite for a zoom coffee date. Spend time 
focusing only on these five. Don’t forget to ask if you can follow up with them in the 
next day or two. 

Never take no’s personally. Just because they don’t need it now doesn’t mean they’ll 
never need it. In fact, you can ask, “Is it no for now or no forever?”
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Dr. Shirlene works with entrepreneurs and business owners struggling to grow their business. They're 
insecure about sales, their program isn't selling, and they don't have enough visibility for people to 
find them online. She supports her clients to become more confident and competent with the sales 
process, develop robust easy-sell programs, become massively visible online, and create a sustainable 
income. 
  
Awarded the' 'Exceptional Woman of Excellence 20'9' by the Women Economic Forum, Dr. Shirlene 
Reeves is an international, four-time award-winning best-selling author, media personality, and moti-
vational speaker who has journeyed from dumpster diving to diamonds. For seventeen years, she was 
the CEO of her nationwide corporation, which she bootstrapped from zero to multi-millions, with 
over 23,000 people working under her. She is currently the leader of the Authors & Speaker Visibility 
Playground FB group and hosts two syndicated web TV shows. Dr. Shirlene specializes in coaching 
small business entrepreneurs, authors, and speakers with proven strategies that build global, high-in-
come, heart-based awareness. 

     

“Let me help you sell authentically. It’s 
time to step through your fear and make a 
massive income. 

Did you know that eight students in my last 
class made $308,000 in 10 days? You can 
do it too.  Contact me today.” 

https://bit.ly/makesaleseasy 
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