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			Praise for Dave Dee 
& Sales Stampede

			Dave Dee’s program is incredible. I have done a lot of webinars and taken several speaker’s training programs, and this course had the most impact by far. I ran a webinar last week on my own, then I took Dave’s course, put his techniques in place, and did the webinar again. The second time, with a smaller audience, I had double the sales! I had doubled sales!

			—Kim Walsh-Phillips, Powerful Professionals

			I have another home run to report! Using Dave’s One-To-Many template led me to sell 40 CPAs a $1,997 product in Nashville, with a 75-minute presentation! This is better than drugs!

			—Michael Rozbruch, Tax and Business Solutions Academy

			I struggled to get attendees of my estate planning seminars to book appointments, but after following Dave’s system, I consistently close 75 percent of the room. 

			—Linda Sherfey, PC

			The techniques that Dave exposes and reveals are ones I’ve personally relied on to make billions for my clients and to sell more than a million dollars of my programs from the stage each year as a speaker. Everyone should pay any price to get trained to use these secrets.

			—Dan Kennedy, Professional Speaker and Author

			Dave’s One-To-Many System is simply the most comprehensive course on the topic that I’ve ever studied. I recently sold $270,000 in my best-ever sales presentation. 

			 —Andrew Lock, Marketing Consultant

			Dave’s course is one of the most effective training programs I’ve seen to date. I highly recommend this training for those who are serious about mastering their craft as a speaker, and more importantly as a sales-person. The result of this sales-speaking mastery will change your business and your life forever. 

			—Brian Tracy, Professional Speaker and Author

			Dave changed my life. By following his One-To-Many selling system, I sold $117,000 in just 75 minutes.

			—Alexis Martin Neely, Family Wealth Lawyer

			I just got back from event last week where I sold over $330,000 in one hour! Dave says he’s the master of One-To-Many selling, and he is! 

			—Vance Morris, Service and Business Consultant
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A Word from the Author 

			Any business owner can use the secrets in this book to position themselves as an expert instead of a commodity, acquire customers faster and more easily, and experience a dramatic, instantaneous increase in income.

			The truth is, though, this book is not for everyone.

			If you’re looking for “incremental improvement” in your sales and income, then this book probably isn’t for you. 

			The ideas in this book are so radically different that they transform your current business into a new business. They transform ordinary selling into a different process—not just an improved one. This provides you with new opportunity.

			Imagine A Secret Community . . .

			. . . hidden just over the horizon, where great prospects lived but where none of your competitors could ever visit, and you were the only one allowed in.

			That’s what the secret I’m about to reveal to you turns your business into. 

			The experience you create for your prospects is so different that you’ll be the only expert provider they’ll ever consider. 

			Imagine that.

			How to Get A Collection of One-To-Many Sales Tools—Free

			I know how this information in this book can transform your business life forever. For that reason, I have assembled a series of moneymaking gifts for you, which include my 7-Figure Sales Presentation Template, free video trainings, an e-mail newsletter and more. To get this gift, you must go online to www.davedee.com/freegifts.

			
About the Author

			Dave Dee, now known as “The King Of One-To-Many Selling,” was a struggling entertainer—a mentalist (mind reader), to be precise. Then he discovered the power of sales and marketing, and his business skyrocketed from three shows a month to averaging twenty-five shows a month in less than ninety days.

			Other entrepreneurs took notice and started asking Dave for his advice. Because he knew he could make a bigger impact on people’s lives as a coach, consultant, and speaker, his new business was born.

			In order to reach more people, Dave decided to master the art of one-to-many selling. He invested tens of thousands of dollars studying with some of the most powerful and effective one-to-many sales experts—people who were the very best at selling via speaking through webinars, teleseminars, and with video. 

			Based on what he learned and after a lot of trial and error, he developed his own bulletproof system and incorporated techniques he used in his mind-reading shows, including ethical mind control.

			Dave is now widely regarded as the world’s foremost expert on creating one-to-many sales presentations.

			He lives in Georgia with his wife, Karen, and their five children.

			
foreworD: “Dangerous” secrets revealed

			by Dan S. Kennedy

			Creating a sales stampede is near and dear to my heart.

			I believe I first witnessed it when still in my teens, as a spectator at an event where Zig Ziglar spoke and sent hundreds hurrying, some outright running to the rear of the auditorium—to buy. Many years later, Zig and I spoke on the same tour, twenty-five to twenty-seven times a year for nine years, mostly in professional basketball arenas, both of us creating stampedes. 

			Stampedes don’t have to be in a physical room, though. It can be a massive, fast response to a mailed or emailed sales letter with a firm deadline. Or accomplished online with a live webcast or a pre-recorded video sales letter. Or with a TV infomercial, a media I did a great deal of work with for twenty years. The “trick” is the same: motivating people to leap up and make haste to respond or buy now, before it’s too late, supplies limited. 

			Dave Dee has done a fine job of dissecting this process in his book Sales Stampede, like a magician violating the sacred code, to slow his hands and reveal the mechanics of an illusion. It is impossible to know by observation how the stampede trick is orchestrated and pulled off. You may think you know, but reading Dave’s book will certainly give you a deeper appreciation for the psychology, science, art, and performance involved. When it is happening to you, or in front of you, in a room, on a stage, on a screen, there are too many micro-moving parts occurring at too fast a pace with too much dexterity to follow and understand. 

			Over forty years at this, I have seen all of the great ones of three generations­—from the famous speakers who sell on stage to the never seen, anonymous to the public script writers and choreographers. I’ve worked with many of them. I’ve been generously classed as one of them by many of them. I can tell you with authority, Dave knows exactly how all their tricks work, and is letting you in on them in this book.

			I have witnessed mountains moved—mountains of products moved, in minutes, by the methodology bared and laid out with precision in these pages. Information products, kitchen appliances, nutritional supplements, travel and discount club memberships, cosmetic surgery exam appointments, investments, even B2B products like software systems and medical equipment. If you want to “move mountains” yourself, you’ve come to the right place. 

			You are in for a revelatory treat.

			You will also see one of the great, broader success principles manifested: deliberateness. No sales stampede happens spontaneously, no matter how wonderful the product represented. It is conceived, planned, every detail schemed, psychological appeals chosen and prioritized and woven, a compelling offer structured, a performance or presentation meticulously constructed. No other success happens accidentally or even haphazardly, either. Layers are peeled back, truth is exposed, deliberateness is found. Absolute intent, to the point of removing others’ free will and replacing it with them being moved thought by thought, act by act, to stampede. Is this dangerous? If you are able to so thoroughly alter a group’s or crowd’s normal behavior and send them stampeding, are you dangerous? You could be. Please use your powers gained by these disclosures responsibly!

			It isn’t that often in a lifetime that you are taken backstage, behind the curtain, the opaque made transparent, the secret recipe decoded and provided. That happens here, in these pages. Enjoy! And find opportunity. Maybe opportunity you never before considered. 

			Dan S. Kennedy

			Author, Speak to Sell; and Make ‘em Laugh & Take Their Money; and No B.S. Sales Success

			
Introduction: How To Create Huge Paydays on Demand 

			How does someone make $420,000 in less than four hours? Well, my client Michael Rozbruch did just that. Michael was a CPA who owned a tax-resolution-services firm that brought in $25 million a year. He sold that practice to focus instead on teaching other people to get into the tax resolution business. He didn’t really know how to market his course, and so he came to me. Helping entrepreneurs to sell more of their products and services is my business, and you’ll see in this book that I have proven templates that work in one-to-one sales situations, webinars, and in-person or group presentations.

			Michael already had created an excellent product that could show someone step by step how to get into the tax resolution business. But having a product or service isn’t enough, even if it’s the best on the planet. If you don’t know how to go out and sell it, then the quality really doesn’t matter. Michael decided he didn’t want to sell his product in a one-to-one format the way that most selling is done, but rather he wanted to use group presentations. 

			Following my proven structure, he put together an effective sales presentation that he started doing at small seminars. Results were good, but Michael wanted to take his presentation to a higher level. Instead of having to travel to put on small seminars, he asked me to put together a four-hour online event. You could call it a webinar, but that once-fresh-sounding word doesn’t do justice to what ensued. When the dust settled from Michael’s four-hour whirlwind online event, he had sold $420,000 worth of his product. 

			In this book, I’m going to share with you specifically how Michael did that and how you can do it too, giving you exactly the same template that Michael used to create his killer group-sales presentation. This book will be a game-changer for coaches, consultants, and information marketers, but, it’s also ideal for attorneys, dentists, financial services professionals, chiropractors—any business where appointments or consultations are booked.

			Sales Stampede shows you how to graduate from selling one-to-one to selling in a group format, whether in person or online.

			Used your one-to-many selling system to a “tee” and sold 40 CPAs (out of a room of 125 attendees) a $1,997 product on Saturday in Nashville, Tennessee  in a 75-minute presentation! This is better than drugs! I’m addicted for good! 
—Michael Rozbruch, CPA


			Generating Huge Paydays

			In one-to-one selling, no sooner do you make a sale than you have to go make another sale. We’re going to be discussing how to sell massive amounts of your products or services, generate huge paydays for yourself, create buying stampedes, and get many more people involved with your product or service en masse. You can do this in person at small or large events that you create or get invited to, but our system allows you to make your presentation online to thousands of people. You can be making, as in Michael’s case, more sales in a day than you currently do all year.

			I’m not saying that one-to-one selling isn’t important. In fact, I have an entire program teaching one-to-one selling techniques. But in this book, you’re going to learn the next step up in the evolution of sales.

			Right now, you’re leaving money on the table if you’re not utilizing group presentations. (In this book, all references to group presentations include those done in person and online, unless one or the other is specified.) I’ve written about the major benefit of creating huge paydays on demand, but group presentations have another, hidden benefit. A customer or client who sees you speak, in person or online, develops a tremendous bond with you. You’re doing something that most people don’t do. That translates to your audience perceiving you as what’s known as the ACE, or the Authority, the Celebrity, and the Expert. 

			Studies have ranked speaking in front of people as the number-one fear, even more than dying. This book will show you how to overcome that fear, if you have it, and how to become a powerful and confident presenter. Being up on stage—even if it’s just a riser in a hotel ballroom or an internet-based virtual stage—wins you high esteem in the eyes of your prospects, because you’re doing something that they won’t do. When you are perceived as an authority, a celebrity, and an expert by your target market, they’re going to want to do business with you, and price becomes secondary. People will base their decision on price if you’re perceived as just being a commodity like everyone else in your category.

			A third benefit of group presentations is streamlining: that is, if you are not doing them, then you’re working harder than you have to. Making one sale at a time, over and over, is a grind. How much better would it be for you if you could generate a whole bunch of new customers, clients, or patients in one swoop? That’s what we’re talking about. What’s even better is that once you have nailed your presentation, you can record it on video and have it play online automatically so that it’s selling for you twenty-four hours a day, seven days a week.

			Why Should You Be Listening to Me?

			The truth is, I have sold millions of dollars’ worth of products or services via webinars and live-group presentations around my home base in Atlanta, Georgia, as well as nationally and internationally. My private clients and people who have invested in my courses have gotten tremendous results, as well. What you’re going to learn from me is reality based, not theory based. I hate theory. Like you, I need things that work in the real world, not platitudes that look good on paper or sound good but don’t actually produce results. 

			I’m giving you the exact system that my clients and I have used so successfully. I’m going to tell you how to get the maximum value from this book and actually profit quickly from it. You see, my goal is not just to entertain you as you read this book, but rather to have you go and implement what you learned. Just reading the book is not going to do much for you, but taking from the book and implementing what you’re about to discover can make a huge impact on your business and on your life.

			Now, it’s important that you understand this: Every piece of this system affects another piece. So, you’re going to get the most you can from this book by reading it straight through, not by skipping ahead to chapters that sound cool or chapters that just interest you. 

			The order of the book is mission critical to your success, because it is the order in which you’re going to be building your group-sales presentation. The chapter order may seem weird at first. It may seem counterintuitive that I write about doing the close so early in the book, but eventually you will understand the method to the madness, as long as you go through it step by step. 

			Some business owners, professionals, and entrepreneurs will start reading my strategy and say, “Ah, that won’t work for me.” That’s how most people’s brains are wired. They hear something new and they immediately discount it, because they don’t give it enough thought. That’s the laziest way to react to a new concept. The really successful people, when they hear a new idea or strategy, ask, “How can I make this work for me?” 

			So as you read through this book, I want you to constantly ask yourself, “How can I make this work for me? How can I apply this system to my business so I can get the results?” 

			Here’s the Bottom Line

			From just the information in this book, you can get results quickly, in less than thirty days if you apply yourself. If you want further information on this to take your education and your results to the next level, I have plenty more resources, including workshops—an online version of the course where I take you through it step by step. 

			But here’s what’s in the book: First, you’ll discover how to create an irresistible offer, why that is so important, and why that’s where you and I begin as we create your presentation. By creating an irresistible offer, from the get-go we can make a presentation and a close that will generate a stampede of orders, with people begging to buy whatever it is that you are selling. If you can just increase your sales by 25 percent, that’s putting 25 percent in your pocket, because there’s no additional marketing expense for getting good at this.

			I know this might seem like hype, but you can literally create a rush to the back of the room with people having order forms in hand, or an online buying frenzy, at the end of your presentation, and it is thrilling. It never gets boring to check your inbox after you’ve done an online presentation when you see order after order pouring in. Repeating a seminar you have given in countless hotel banquet rooms never grows old when you watch people rush to the back of the room with credit cards in hand to buy whatever it is you’re selling. It’s not just exciting, but it also gives you great confidence, in addition to a good deal of money.

			Of course, not every presentation is aimed at creating cash sales. A longtime private client of mine, Linda Sherfey, is an estate-planning attorney, so when she gives a luncheon or dinner workshop, she is asking people to request an initial consultation with her. After studying my step-by-step system, Linda went from getting 20 to 25 percent of participants to 75 percent of the people in her workshop to make an appointment after her presentation. That was her version of the “buying frenzy.” How would that transform your business or practice? You’ll start to see in Chapter 1.

			It all starts with creating an irresistible offer. In Chapter 2, we’re going to be discussing in great detail the way you structure that offer. In Chapter 3, we begin going over how to create a presentation that leads to an effective close. We’ll take it from the opening remarks, to what I call the content section, to overcoming objections, to leading smoothly into the closing sequence. How you do that last transition makes a huge impact on your results.

			The middle part of the book (Chapters 4–7) will teach you how to create a killer presentation. Then, I’m going to teach you how you deliver that presentation. How do you deliver a group-sales presentation that keeps your prospects riveted to their seats from the very beginning? Or how do you keep their eyes riveted to whatever screen they’re watching your webinar on? Then, in Chapter 8, you’ll learn how you deliver your close, so you can create maximum impact and sales.

			By the end of this book, you’re going to have a specific, usable, step-by-step system for doing group-sales presentations either online or in person that will double, triple, or even quadruple your sales, if not help you sell more of your products or services in 75 minutes than you now do all year. 

			
Chapter 1: How to Read Your Prospects’ Minds

			My first big private client was a California lawyer, Alexis Martin Neely, who was launching a coaching and consulting business for other attorneys. She had no list of prospects, no product, and really no clue whatsoever where to start. She paid me $30,000 to help her create a presentation that would sell a nonexistent product. The results were that within six weeks, she was selling $117,000 worth of her product via a 67-minute teleseminar. It was not even a webinar—just attorneys dialing in by telephone.

			How’s that level of success possible within only six weeks?

			I’m going to take you through the exact procedure we used and explain what I call my Psychic Sales Million-Dollar Questions. I call them million-dollar questions because answering these questions helped Alexis kick-start her business from zero to more than $1 million in just over a year. 

			To start, we need to get inside the heads of your potential customers, clients, or patients. We can’t create a great sales presentation until we have an irresistible offer, and we can’t create an irresistible offer until we know what our prospects want and desire. Most people think that they should sell what their prospect needs. While that may be noble, the fact is that people buy what they want, not what they need. They buy what they desire, and then they justify it as a need. 

			For example, I recently bought a new Audi. My business is based in my home, so I absolutely did not need a new Audi. A less-expensive car would have done fine for my trips to the store. But, of course, I justified the need for a luxury car in my mind by thinking, “Well, what if I ever have to pick up a client at the airport?” How many clients have I ever picked up at the airport? Zero.

			We have to find out what our prospects want and desire. If we can sell them what they want and desire, then we can also deliver what they need. 

			If we know what our prospect really wants, what motivates our prospect on a very deep level, then we have the power to influence. We have the power to create an offer that is so perfectly matched with what our prospect ardently desires that the offer becomes, truly, almost irresistible. This approach gives us a huge competitive advantage, because our marketing and sales presentations speak directly to the hearts and minds of our prospects. 

			Million-Dollar Questions

			Before you can read your prospects’ minds, you have to learn a series of Psychic Sales Million-Dollar Questions. Don’t just read these questions. Write down the answers that apply to you getting deep into your prospects’ heads to determine what they really want and desire. 

			Question 1: What keeps your prospects awake at night? In other words, what keeps them staring at the ceiling unable to fall asleep, as it relates to your product or service? 

			You know that people are motivated by the desire to avoid pain and the desire to gain pleasure. The truth is that the vast majority of people are more motivated by avoiding pain than gaining pleasure. Therefore, if we can determine what’s keeping our prospects awake at night and what they’re worrying about, then we can create an offer that solves that particular problem for them. We can create a presentation that is focused around the problem. We can push their pain buttons and amp up what they’re feeling, making them want the solution more than ever. 

			Question 2: What outcomes or transformations do your prospects want to experience by buying your product or service? 

			To understand the difference between outcomes and transformations, let me explain what I call the hierarchy of persuasion. At the lowest level of persuasion in sales, you have features. Most people who are selling talk about the features. A car salesman talks about how fast the car goes, about the leather seats, and about the stereo system. All of those are features, and no doubt important to some buyers and worth talking about. But the next level up on the hierarchy of persuasion is benefits. 

			The benefits are what the features mean to you. A feature of a car is that it has airbags that deploy in an accident. The benefit is that you’re alive. Understanding the difference between a feature and a benefit, and knowing to talk about both, is Selling 101. But don’t stop there, because the next two levels up in the hierarchy are even more important: outcomes and transformations. 

			Let’s say I’m selling a course on marketing. The features could be the online video modules, audio recordings, and marketing templates that make up the course. The benefits are that you can start online at home when you have time, then review by listening to the audio while you’re driving, and so on. The outcomes are, guess what? You’re going to make more sales, and you’re going to make more money by going through this program. If someone who is selling gets to this point, congratulate them for covering the features, benefits, and outcomes. That’s awesome.

			But almost everybody misses the most important persuasive factor: transformation. When the features, benefits, and outcomes are added together, what does it do for your life? Transformation is almost always emotional. That is the highest level of persuasion. In the marketing course example, it’s easy to predict that your desired outcome is selling more and making more money. The transformation, though, could be that you’re no longer going to have to worry about your business. When you’re at your son’s soccer game or your daughter’s play, you’ll actually be able to be there not just physically, but mentally as well. You’ll be able to take your family on those vacations that you dreamed of. You’ll be able to live a life of freedom and have the business that you’ve always wanted to have. That’s transformation, which is infinitely more powerful than outcomes.
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