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Celebrating 25 Years

by Todd Duncan

My vision in 1991 was to launch a conference that would help originators,
leaders, and industry peers gather together, and learn the art and the sci-
ence of mastering sales. Thanks to hungry success minded people like
you, the Sales Mastery Event has become the most trusted and highest
attended event in the history of the mortgage space, helping tens of thou-
sands of people succeed in their business and achieve significance in life.

While the Sales Mastery experience is a critical step, the real impact to
your business and life will be the ideas and actions you take to drive the
growth and success you desire.

Now is the time to put your plans in place, seek accountability, and expe-
rience your breakthrough!

Thank you for making Sales Mastery a success!

Todd Duncan
CEO - High Trust Coaching

LISTEN:
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OFFICIAL SALES MASTERY
SOUNDTRACK


https://open.spotify.com/user/22tmjpstyn6hagek7mvwkqjba/playlist/5FjlWba3EUmObfksBklhP0
https://open.spotify.com/user/22tmjpstyn6hagek7mvwkqjba/playlist/5FjlWba3EUmObfksBklhP0
https://open.spotify.com/user/22tmjpstyn6hagek7mvwkqjba/playlist/5FjlWba3EUmObfksBklhP0
https://open.spotify.com/user/22tmjpstyn6hagek7mvwkqjba/playlist/5FjlWba3EUmObfksBklhP0



http://www.brianfraserfund.com
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He also taught us a valuable lesson on a key theme of Sales

Mastery 25: How to find your lane and stay in it.




1. an act or instance of removing or surpassing an
obstruction or restriction 2. any significant or sudden
advance, development, or achievement







Things To Do For
Your Breakthrough

Advice from Todd Duncan

Find your lane

'\-h'-l
€O—_0O" Be the best at what you do best.
Don’t let distractions take you off course.

Trust is the hardest to gain, the easiest
To lose, and the more important to hold onto.

g)& Make trust your #1 priority

@ Make hope the centerpiece

It’s not what happens to you...
it's what you do about it.
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Real Stories

With JoJo Romeo

Look at everything as AFOG:
“Another F*cking Opportunity For Growth”

JOJO’s TWO TACTICS TO GROW:

1. Put Together a Vision Board - Pin the ideas and perspectives that you

want to achieve and what you want the future to look like.

2. List “I AM” Statements - “| am Grateful, | am Forgiven, | am Blessed, |
Am Amazing...” and remind yourself of these every day.







5 Best Practices To
Use Your Client Database

Advice from Laura Edwards

Categorize everyone into fans, supporters,
neutral, or inactive

In all marketing you do, ask for their business,
it is a gift to have it and to help them

Use all forms of communication that appeals to
your consumers: email, voice, text, direct mail, etc.

Look for opportunities (e.g. credit watch, savings
in refinance, social media cues of a change)

Set aside time every day for marketing
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My Non-Negotiable
Hours Each Week

10 hours

Intentional phone calls to
partners and past clients ‘

I\/I'aster DOOK WOk First-time meetings to
with agents

educate new customers

O
2 hours O

Disclosures
® 25hours

‘ Spend time with team
— be sure to stand up!

2 hours

Quiet time to plan the week
on Sunday afternoon



Keys 10

SUCCESS

Advice from Stacia Weishaar









https://himaxwell.com/?utm_source=PDF_Whitepaper&utm_campaign=Sales_Mastery_2017
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“The only way to achieve breakthrough is
to operate at level 10, in all areas of
life...with no apologies!”

Ehe New 1Jors
BESTSELLI




The Five Disciplines @
of Execution v

Advice from Tom Ferry £

Goal KPIs

Set a wildly Determine your key
important goal performance indicators

Scoreboard Accountability

Track your Up your cadence!
performance visually

Celebrate

Frequently make time
to celebrate success!
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to Improve Your Marketing

Advice from Tom Ferry

Simplify Your Offer
Model Best in Class Sites

Make it EASY to Schedule
Appointments

Create a Culture of ABT
(Always Be Testing)

Ask! - Email, social, mail, phone,
LP or chat?

RESOURCES FOR EASY SCHEDULING

CALENDLY - www.calendly.com
CRYSTAL KNOWS - www.crystalknows.com


https://calendly.com/
https://www.crystalknows.com/

Meet our 2017 Speakers

Click to learn more

Todd Duncan Deb Duncan Erin Lantz

—

Tom Ferry Sue Woodard Jonathan Roche

JoJo Romeo Justin Flom


http://salesmasteryevent.com/speakers/entry/todd-duncan
http://salesmasteryevent.com/speakers/entry/deb-duncan
http://salesmasteryevent.com/speakers/entry/erin-lantz
http://salesmasteryevent.com/speakers/entry/tom-ferry
http://salesmasteryevent.com/speakers/entry/sue-woodard
http://salesmasteryevent.com/speakers/entry/jonathan-roche
http://salesmasteryevent.com/speakers/entry/jojo-romeo
http://salesmasteryevent.com/speakers/entry/justin-flom
http://salesmasteryevent.com/speakers/entry/todd-duncan
http://salesmasteryevent.com/speakers/entry/deb-duncan
http://salesmasteryevent.com/speakers/entry/tom-ferry
http://salesmasteryevent.com/speakers/entry/jojo-romeo
http://salesmasteryevent.com/speakers/entry/erin-lantz
http://salesmasteryevent.com/speakers/entry/sue-woodard
http://salesmasteryevent.com/speakers/entry/jonathan-roche
http://salesmasteryevent.com/speakers/entry/justin-flom

[ status change

Oscar, you've been conditionally
approved for your mortgage!

Investment Account Statement

Technology is your asset to breakthrough and delight your borrowers.
Meet Maxwell, the lightweight borrower portal to connect you and
your team with the homebuyers and agents you serve every day.

We believe originators will win by betting on the augmentation of human
ability, not by replacing it with faceless technology. That's why producers
on Maxwell close loans 45% faster than the national average.

In 201/, Maxwell was named one of the most innovative companies in real
estate by HousingWire Magazine. Every day, our cloud software is used by
top producers across the U.S. to serve thousands of homebuyers. Maxwell
is funded by venture capital firms in Silicon Valley and New York City. We're
proud to be built in Denver, Colorado.

Request Info www.himaxwell.com



https://www.himaxwell.com/?utm_source=PDF_Whitepaper&utm_campaign=Attracting_And_Retaining
https://himaxwell.com/?utm_source=PDF_Whitepaper&utm_campaign=Sales_Mastery_2017
https://himaxwell.com/?utm_source=PDF_Whitepaper&utm_campaign=Sales_Mastery2017

Sales Mastey 2018,
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http://salesmasteryevent.com/
http://salesmasteryevent.com/

These hand-crafted

Visual Summaries
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at Sales Mastery 2017 in San Diego
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SALES MASTERY =<

| BREAKTHROUGH
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Unlock Awesome through Visval Thinking ’

WhiteboardAcademy.com

Mike Schlegel
,’MUddY’,

muddy@whiteboardacademy.com
@unlockawesome
919-295-0017
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