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Timing is Everything
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Interpreting the Findings
Determining sales trends
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Increasing Your Slice of the Market
What is market share?
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How to gain dominance in your market niche
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Chapter 16: Keeping Clients for Life
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The value of a referral
The value of a testimonial
The value of repeat business
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The difference between unique and
one-size-fits all
Exceeding expectations
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One-time or transactional clients
Long-time or relationship clients
Establishing Awesome Service
Developing a service plan
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Treating time as your most valuable asset
Reorienting your mindset
Starting to work smarter, not harder
Understanding Pareto’s Principle: The 80-20 Rule
Making time for the things that impact your

SUCCESS
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Weighting your time to what matters
Focusing on income-producing activities
Addressing production-support challenges
Setting an 11:00 rule
Avoiding time-consuming fires
Time-Blocking Your Way to Success
Setting your schedule in time blocks
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Avoiding time-blocking mistakes
Killing the Time Killer Called Procrastination
Moving forward with a clear vision
Knowing your objectives
Setting your priorities
Giving yourself deadlines and rewards
Carpe Diem: Seize Your Day
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Stop letting others waste your time
Manage interruptions
Keep phone calls short
Use your car to gain efficiency and career

advancement
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