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			Advance Praise for Quote 3

			 

			“Nobody lives long enough to make all their own mistakes. That’s why we must learn from others”, to paraphrase Sam Levenson. Quote 3 by Michael Weaver is one of those books that gives us lessons from losses that help us win bigger and faster.

			Quote 3 is full of life lessons that will magnify your results. Realizing that “How you do one thing is how you do everything” alone will change the way you think, work, and lead. Michael reveals the critical value of discipline and routines to sustainable success. He explains how working with the right people is the right way to build a business and that it is not just good enough to reach out to prospects, you must talk with them.

			And his 12-Second Approach idea can change your results for the better forever. He provides relationship building and questioning tactics that will help you be more referrable and grow your business, whatever you do. You’ll discover the little-known secret to successful closing, that escapes so many sales professionals and I assure you he is bang on! Truly, the very premise of the book, Quote 3 alone is a simple game changer.

			Finally, Michael wraps up the book by showing you how to apply his experience to your teams, so you don’t just talk about success, you make it happen. You can be the best when you learn from the experience of those who’ve been there, like Michael Weaver.”

			— Jim Ruta, President, Advisorcraft Media Group
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			To my wife, Courtney, thank you for your unwavering support and for always being in my corner on both the good days and the hard days. I love you!

		

	
		
			Introduction

			You are in sales. You work hard, day in and day out, to hit your targets, to reach your quota, to make your numbers. You know it’s a grind. You know it’s hard. But you’re fine with that. You knew the game when you got into sales, so challenge accepted. But those targets are becoming harder and harder to hit. And grinding it out, putting in that extra time—those extra hours and days each month—doesn’t seem to be paying off like it used to. Is it you? Have you lost your touch? Have you forgotten how to close? Self-doubt creeps in.

			But it shouldn’t. Because if you’re like most people in sales, you were sold a giant lie when you first got into the game. Yep, you heard me right—lied to. We all were.

			So what’s the lie?

			“Just do more!”

			Make more calls. Take more appointments. Do more quotes. Buy more leads. Hire more people. And of course, my favorite: work more hours. Just do more, and more, and more…and then after that, when you think you’ve done all you can, do some more.

			Sound familiar?

			This is exactly what I was taught. My career in sales started when I was twenty-one years old. I was a junior in college, still didn’t know for sure what I wanted to do in life, and was leaning towards going to law school. I needed an internship prior to my senior year so I could graduate when I completed my upcoming senior year. So instead of going to Panama City Beach for Spring Break to party my ass off, I decided to do the responsible thing and look for an internship for the upcoming summer.

			I went around and applied at multiple law offices, as well as a bunch of banks. All of them felt literally like funeral homes when I walked into them, and I was dreading the upcoming summer. Good news for me—none of them were interested anyways. So then I started applying at insurance agencies. Again, they all felt like funeral homes—until I stumbled into a young, energetic insurance agency.

			The office had a cool, high-energy vibe. I was thinking to myself, “This is what I’m talking about!” Even though it was insurance, at least the office environment could be fun. So I applied, interviewed, and was told to come back upon graduating, which would’ve been great except for the small fact that I had to have an internship prior to graduating. I decided I would go back the next day and try to convince the owner to hire me.

			I showed up before anyone else. As I was sitting in the parking lot, I saw a silver Lexus pull up and park. As the owner of the company got out of the car, he looked over his shoulder, and we made eye contact. I thought to myself, “Well, here goes nothing.” So I got out of the car as he unlocked the office and walked in. I followed not too far behind. He greeted me in somewhat of a confused manner, which makes sense because, well, I didn’t belong there. But he didn’t kick me out, so I told him I planned on showing up daily until he gives me a job.

			Reflecting back on it all, it sounds pretty insane. But sometimes crazy is what’s required, because he agreed to give me a shot. He gave me an opportunity a few days a week as their marketing intern, which really meant I was a combination of a cold calling expert and the office janitor. I was responsible for lead generation and doing everything in the office that no one else wanted to do.

			By the time the summer was over, he offered me a full-time position when I graduated, which would be May of 2010. And boom! Just like that, I had a job coming straight out of college. This was also the birth of my sales career.

			Fast forward to April of 2014. I am now about to start my own business as a “scratch” insurance agency owner. Scratch just means that I didn’t have any clients or a book of business when I started—in other words, I was starting from ground zero. Actually my wife, Courtney, and I started this business together. This was incredibly exciting for us, but it also meant we only had $5,000 to our name and now no source of guaranteed income between us. We put ourselves in a do-or-die situation—literally. We had no other plan other than to make this work. And if we didn’t make this work, we would end up with nothing. We burned the boats with no backup plan, baby!

			How did we come to make such a risky decision? Over the previous three years selling insurance products, I was the highest producing insurance sales person in the Kansas City area. I was ready for the next step and convinced Courtney this was the right move. I had planned on running the business similar to how I was taught at the insurance firm. Work a lot of hours, make 150 to 300 calls a day, quote as many new prospects as possible, train the team to do the same, and it will all work out. The plan was foolproof...until it all kind of fell apart.

			It started out okay. I hustled and got a lead company to give me fifty thousand leads to call. We were in business! The team and I got to work. Each person on the team was expected to make a minimum of 150 calls a day. My Territory Sales Manager at the time agreed this should be enough activity but that we may have to do more (there’s that word again) if it doesn’t get us the results we were aiming for.

			I was pushing my team hard. But that’s all I was doing—pushing. I wasn’t helping them. I wasn’t teaching them. My coaching skills at the time were terrible. I would just say what I was taught. I would spew the big lie: make more calls and work more hours if you need to. Just do more and do whatever it takes. Whatever you do, you have to hit your numbers.

			You know what happens, when you just keep telling people to do more and more and more—and they listen? They burn out. Seven months in I lost my first employee. He was toast. He was tired of making over 150 calls every single day. He said it wasn’t fun and he wasn’t enjoying what he did. He got into the business to change people’s lives and felt like that was an impossible task doing what I was asking him to do. Not only was he burnt out, he was unfulfilled.

			You would have thought I learned my lesson after this first incident, but nope! I was young and arrogant and, in hindsight, entirely ignorant of what I needed to do to be successful, to create a prosperous business. So instead of reflecting on my own failings as a leader or looking for flaws in the business model I had created, I blamed this one employee for not being smart enough or resilient enough or dedicated enough to do what needed to be done—which of course was simply more. Nope, instead of changing a thing, I just continued to run this same Model of More for the first eighteen months of my young business owner career.

			Then the unthinkable happened. I burnt out myself! I was working over fifteen-hour days, every day. I was cycling through team members. They came and went. I worked them until they couldn’t work anymore, and then I just got someone else in to take their place. But it was all so soulless. The same model of more, over and over again, with no regard for the people I had working for me or even what it was that we were selling. Through it all, I lost my passion for insurance and sales altogether.

			This isn’t to say it was all a complete failure. To the outside world and my industry more broadly, everything looked good. The numbers looked solid. To the industry at large, we looked like we were on solid footing. We looked like rock stars actually! We were one of the top one hundred agencies in the country out of over twenty thousand agencies. However, I was miserable. I had to take some time to really think about things. I had to reevaluate what I wanted, what I wanted from my business, who I was as a person—all of it—because I knew one thing for certain: Things had to change. And when I say things had to change, I mean everything.

			I decided I was going to do a complete 180 from the Model of More I had been running. Rather than go for sheer quantity, I was going to strive for quality instead. Moving forward, we would take a quality first approach in all facets of the business. This meant quality team members, quality conversations, quality clients, and a quality life.

			I started coaching the team to not focus on so many calls, but to focus on the conversations they were having with those who did answer the phone. We created an “ideal customer” avatar and focused on working with those types of customers. We began focusing on turning customers into raving fans by building and establishing relationships with them. We began to focus on a transformational interaction from start to finish versus a transactional interaction, which is all we previously did with our high-volume model of more.

			And as we changed our entire approach, everything actually did begin to change—for the better. My team and I began beating and then crushing expectations. We were helping more people and making more money than ever before. We went from top one hundred to number thirty-two. Even better, I was working less (not more) than ever! I was happy. I had found my passion again and was loving life.

			With our new model and newfound success, we decided to open a few more businesses and duplicate the sales blueprint we had created by implementing it in new and different sales industries. Courtney started an online fitness business and sold over $100,000 in services within six months of the launch. She then started a direct sales company selling skin care products. Within two years, she was ranked fourteen out of forty-three thousand! Then we started an SEO company and, like the fitness business, we made over $100,000 in less than six months.

			It was working. All of it. Not only had we been successful selling in different sales industries, but we opened a coaching business to coach insurance sales producers. We taught them the same strategies we were using so successfully, and they started seeing an increase in their sales and revenue as well.

			These same strategies and techniques we have implemented to build multiple six and seven figure businesses, and the same strategies and techniques we have taught to over ten thousand sales professionals on their roads to success are going to be exactly what we teach you about in this book with our proven Quote 3 method!

			Mind you, this is going to go against everything you’ve been taught. We are, first and foremost, tossing out the big lie of “more.” Even if you don’t read any further, please understand and take away this very basic truth: More and more and more of the wrong thing merely leads to more wrong things—and the wrong things never lead to the right things. It’s that simple. But it’s one thing to know what not to do, it’s another to know what to do. And if you are willing to listen, I am willing to help!

			It doesn’t matter if you sell tangible or intangible products, if you want to be successful in sales, this book is for you. It doesn’t matter if you sell insurance, cars, financial planning, private jets, or coaching services. Maybe you are in direct sales, yes, this is for you. If you own a business, definitely for you. If you manage a sales team, yep, this is for you. This book is going to teach you exactly how to be successful—and just as importantly, it’s going to teach you how to achieve success by doing less, not more! In fact, doing less actually leads to more—more sales, more money, more referrals, more confidence, and more fulfillment!

			Not only will you learn our Quote 3 method but you will also learn everything in between, from marketing to the sales conversation, to creating your ideal customer and turning them into devout fans! After reading this book, you will feel more confident than ever and be prepared to not only hit your sales goals every month, but be ready to crush them!

			Are you ready to begin changing your sales career, your business, and your life? Then let’s get started!

		

	
		
			Chapter 
1

			Embracing Change

			Charlie was a successful business owner. He owned an insurance agency and was in the top 3 percent of the company he represented. Charlie first approached me because he was a year into his second agency and both him and that business were struggling. His original office also began to have issues.

			I’ll never forget what Charlie told me on our first call when I was going through our initial discovery conversation. “Michael,” he said, “I feel like I’ve tried everything, but nothing is working. I’m about to just call it quits and shut the second location down.”

			You see, Charlie was frustrated. He was overwhelmed, he was upset, he was feeling like a failure. His business had high turnover. He couldn’t keep his employees in the door. He was working more than he had in years, and the worst part was that he was making less money than he was with just one agency.

			I wish I couldn’t relate, but it reminded me of my past all over again, when I was ready to hang it up and was questioning whether insurance sales and agency ownership were for me. That was exactly what I shared with Charlie. I let him know he wasn’t alone. I had been there and so had thousands of others. Wanting to quit and give up on your dreams is never an easy feeling to work through. It can be depressing and lonely, and I wouldn’t wish that feeling on anyone.

			“Let’s push the pause button on you shutting down your second business,” I said. “Let’s dig a little more into your business model and your approach to sales.”

			His answers were all similar. They all revolved around the Big Lie—the Model of More. He was spending more money on marketing. He was buying more leads. He was pushing his team to make more calls. He was hiring more sales producers. He was telling his team to do a minimum of ten quotes a day per person. He was working more hours and encouraging his team to do the same. Just do more! That was his plan. His only plan. And it wasn’t working.

			Sound familiar?

			The problem with more in Charlie’s case, my case, and very likely your case, too, is that more leads to more stress, more anxiety, and more feeling overwhelmed, but ultimately less money, less success, and less happiness. It also leads to more turnover and less production in the business.

			When I talked to some of his sales producers, they felt similar. They had no confidence and high anxiety; they weren’t reaching goals. They felt like they were letting both themselves and Charlie down. I remember one producer even saying, “We come in, we do more than we are asked, and we still can’t hit the goals. It sucks.”

			Can you relate?

			The thing was, Charlie felt like the team was doing all the activities it took to be successful or at least what they had been taught to do to be successful in sales—yet the exact opposite was happening. Everyone was doing more and accomplishing less.

			When you run into a wall like this, it’s incredibly frustrating and disheartening. You have an overwhelming feeling of wanting to give up and throw in the towel. You feel like a failure, letting your employees down, your family down, yourself down.

			So I asked Charlie a simple question, “Would you be willing to try something new, a totally new methodology for ninety days?”

			He agreed. “I’m out of options,” he said. “I’ll try anything to make it work because what I’m doing now just isn’t cutting it.”

			I could hear the desperation in his voice. In fact, I’ve heard it in a lot of people’s voices. In a way, that’s a good thing. Because I know that person is passionate. I know that person cares deeply about what they do, and they care deeply about succeeding. As someone in sales, you know that this is the kind of passion and commitment you need to succeed—but it’s not the only thing. You also need the right approach. You need the right skills to truly succeed and come out on top of the competition.

			So if you can relate to Charlie or Charlie’s team, I ask you the same question. Are you willing to try something new? Something that goes against what you have been taught your entire sales career? Could you reset everything you know and completely commit to my method for ninety days?

			If you answered, yes, congratulations! You took a crucial first step to success. The first step to change is simply being willing to change. And that’s no small decision. Change is scary. Change is hard. To accept change means being willing to be scared, anxious, put out of your comfort zone. Being willing to change is also humbling because you have to admit you don’t have all the answers—that as much as you do know, you don’t know it all.

			But as scary and as humbling as it is, accepting change is also incredibly brave. Why? Because it’s scary and humbling! It takes a brave and honest person to try something new, to put themselves out there and push past the fear of the unknown. This is the first step to changing your sales career and your life—forever.

			I still remember the feeling I had in 2016 when I felt like I was at my breaking point and ready to throw in the towel on my dreams of running a successful business and insurance agency. I went through a state of depression and felt like an absolute and total failure. The hardest part, I felt like I had to hide it from everyone. My team, my peers, my parents and, yes, even my wife. I didn’t want to look weak. I didn’t want to look like I didn’t have my shit together. To the outside world, I was wildly successful, crushing business as a twenty-eight-year-old. I looked as if I was living the American dream. On the inside though, I was crumbling and felt like a fraud. Sure the “success” was there, we were top of the production charts and making good money, but I was miserable.

			Even though I didn’t verbally tell Courtney what was going on and was trying to hide it from her, she knew something was up and confronted me about eight weeks into it. You see, not only is Courtney my wife and business partner, she is my biggest cheerleader and supporter. She could see right through me and what was going on and was trying to let me go through the process of it all but eventually decided to step in and have a conversation. In all fairness, I was more edgy than usual and would snap at her for the littlest of things. It wasn’t fair to her at all, and she was incredibly patient with me—but one day she decided enough was enough.

			She approached me and said, “What’s going on? Something is off and has been off with you for a couple of months.” I tried to play it off, but she cornered me and said, “It’s okay, just tell me what’s going on.”

			And it was then that I just lost it. I broke down and started crying because I couldn’t find the words. Not only could I not find the words at that time, but I had been holding in all of these emotions for months and I couldn’t handle it anymore. Finally after a few minutes, I was able to gather myself and tell her what was going on. I told her that I was feeling like a failure, that I was unhappy, that I didn’t even want to go into the office most days, that I felt like I was in my own personal prison. I told her I was ready to quit and throw in the towel with the business and try to find something else to do with my life. I told her I didn’t know what I wanted to do yet, but I would figure it out and we would be okay. It was at this moment that she recommended we sit down and talk through the situation and what had happened to get me to this point. That was exactly what we did.

			Through this self-reflection, I discovered I was burnt out and that things had to change. Doing more of what I was doing was a recipe for disaster and unhappiness no matter how much money I made. It was at this point I realized I had to start doing things that lit me up and that I found meaningful. Not only this, but I had to change the way I was leading my team and organization and the way we were treating customers. How could I create a transformational experience for everyone involved, including myself? What did I really want for my future and the future of my business? How could I wake up every day on fire and enjoy what I did and have a team around me that enjoyed what they did?
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