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Within each super salesperson is an expert detective as skilled as Sherlock Holmes. Now, Omar Periu, nationally
renowned |dquo;high energyrdquo; sales trainer, provides readers with the secrets of becoming atop sales professional
through investigative selling techniques. The author not only details vital skills, but also explains the most effective
way to apply these proven techniques to arange of sales activities, from prospecting to presenting to closing.

"Omar Periu exemplifies the work ethic of atrue Champion sales trainer. Read the book, then, reap the rewards!" --
Tom Hopkins'Omar isatrue success story. You'rein for areal treat!" --Zig ZiglarAbout the AuthorOMAR PERIU has
been educating entrepreneurs, salespeople, and business leaders worldwide for over twenty years. He's personally
delivered more than 5,000 seminars and trained more than four million people in 100 of the Fortune 500 companies.
Omar has published 18 books with book sales numbering above 150, 000 copies. He has been honored to have the
forewords written by the likes of Tom Hopkins, Mark Victor Hansen, and Zig Ziglar.Omar was born in Cuba. His
family fled Castro's regime when he was only seven years old. They arrived in Miami with absolutely nothing other
than the clothing they were wearing. They had no money and knew no one in the United States. It was truly a case of
starting over from nothing. Omar had to learn the language and to adapt to a new culture in order to get by.Fortunately,
Omar's father instilled a positive outlook in his children. He would repeatedly tell his children, "It doesn't matter who
you are, where you're from or what color you are, you can do anything you put your mind to." Omar put his mind to
achieving wealth.K eeping his father's words in mind as he began hisworking life as a personal trainer, Omar went
from earning $147 amonth at age 21 to achieving multi-millionaire status by age 31 through ownership of his own
businesses. Omar has direct, personal experience in launching and growing successful businesses in the fields of health
fitness, network marketing, restaurant, and real estate investments.Omar accomplished tremendous success by
studying everyone he encountered who was doing better than he was. This spark of learning grew into afull flame as
he not only studied the works of the mastersin the field of self-development and business, but created opportunities to
meet with them personally and become lifelong friends with many of them.As a member of the National Speakers
Association, Omar has been inducted into the prestigious International Platform Association. He is on the Board of
Directors to Wayne Huizenga's School of Entrepreneurs Nova Southeastern University. He won the Business Man of
the Year award in Floridain 2013, which was given by the Florida Business Advisory Council. Today, Omar has
articles published in Success Magazine, Sales Management Magazine, Selling Power Magazine and many more. His
content is rich with both inspiration and practical skills for business professionals. His story is simply
unforgettable.Excerpt. copy; Reprinted by permission. All rights reserved.Introduction My Inspiration for
Investigative Selling For over twenty years, | have been fighting a battle with the salespeople Irsquo;ve been training
in my businesses. As| now conduct training for companies al around the world, | continue to fight the same battle
with potentially good salespeople just like you. The battle isin helping each salesperson to reach his or her peak
performance, day after day, week after week, month after month, year after year. Thatrsquo;s when selling becomes
fun; when you are consistently outperforming your own expectations. Donrsgquo;t we all want to do more of what we
do best? The better your sales performance, the more yoursquo;ll sell. The more you sell, the more success and
happiness you will experience. Itrsquo;s a chain reactionpositive action promotes positivenbsp;feelings promotes more
positive action. In the beginning of my sales and management days, not only was | experiencing a battle over how to
teach selling skills that bring about consistently positive actions, but the battle was quickly escalating into afull-
fledged war as well. The need to improve selling skills was the battle; the war was much more difficult to identify and
win. It was awar in the salespersonrsguo;s own mind. Because my salespeople shared with me their frustrationsin
establishing ongoing, consistent success, | decided it was time to evaluate the source of their frustration and find a
teachable solution. Thatrsquo;s exactly what Irsquo;m going to share with you in this book: How | won the battle and
how you can too! Consistency Was Critical | needed to create a fresh strategy to form amold that salespeople could fit
themselves into and, in doing so, experience immediate and consistent successin sales. | got to thinking about the
salespeople who were thought of as |dquo;naturals.rdquo; They all had certain characteristics that gave them consistent
positive end results. Thatrsquo;s exactly how Investigative Selling was bornright out of the needs of the salespeople |
train! Getting into character! That was the key! | would encourage the salespeople to get into character. | had quite a
bit of experience on stageacting and singingand realized that the same stage training could be applied to salespeople.
When | discovered how well the Principles of Investigative Selling worked, | decided to write a book on the subject
and make teaching those principles my number-one goal. What would | accomplish? Irsquo;d win the war! Irsquo;d
help salespeople to consistently act and feel like the professionals | knew they could become. First thingsfirst, though.



| had to discover what created the inconsistencies. | began to ask questions, listen, observe, and take notesin order to
solve the problem of what made some sal espeopl e outstanding performers while others appeared to work just as hard
and get nowhere. Every day for five and a half years | would ask myself the question, Idquo;What did superstar
salespeople do, or not do, that separated them from those who were average performers?rdquo; My research
continued, and for two decades, | have observed the industry greats and listened to their messages. | have attended
hundreds of seminars and watched and listened to every audio/video tape | could find on sales. | have read hundreds of
books and recorded every detailed technique, no matter how seemingly insignificant, in order to discover the specific
sales methods and strategies that separated the exceptional from the average. | was focused on a missiona mission to
gather information on every aspect of sales and find solutions for every type of selling situation. As | gathered the
information to write this book, it became apparent to me that | was also practicing the exact skills necessary to become
a highly successful salesperson. | was asking questions, listening, observing, taking notes, problem solving,
discovering new closes, and practicing effective follow-up. | was acting as an investigator! | also came to the
realization that adopting this styleiswhat | had been doing all along in my selling career, and it worked. Telling when
you should be asking is one of the easiest habits to fall into and the most difficult to break. One of the most important
keys to successful selling | discovered was that almost all salespeople had a natural tendency to tell, not ask. Sound
familiar? If this sounds like you, yoursquo;re keeping company with many other salespeople who have leveled off in
their production and feel forever stuck in mediocrity. The challenge when yoursquo;re telling is that you are not
discovering all the things that can most benefit your customers. In this book, you will learn a method of control or, as|
prefer to call it, amethod of mastery. This mastery is not new in theory but is, for many salespeople, very new in
practice. The theory is called Idquo;self-mastery.rdquo; Sure, average salespeople usually understand that they need to
learn about their profession, but in that learning process, the two most important things commonly overlooked are:
nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; 1.nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; Mastering
the fundamentals of sales. nbsp;nbsp; nbsp; nbsp; Nbsp; Nbsp; nbsp; nbsp; nbsp; nbsp; nbsp;

2.nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; Understanding the need for mastering yourself. Y ou may be asking
Idquo;What do you mean by that, Omarthat we will manage the sale by first managing ourselves?rdquo; Exactly!
Doesnrsguo;t 1dquo;masteryrdquo; mean the same as ldquo;controlrdquo;? There is aworld of difference between
mastery and control. The average salesperson will attempt to establish control and self-importance through nonstop
talking. That isthe kiss of death in sales. The first thing you must learn to do is master your own actions. Choose to be
as good alistener asyou are atalker. Master your selling situations by mastering yourself. Make up your mind in the
very beginning to do much more asking than telling! During my sales seminars, | found myself spending the majority
of my time trying to get salespeople to limit their talking, and training them to ask insightful questions and gather
important information instead. It was my goal to convince salespeople to focus most of their attention on being active
listeners. Although salespeople heard my message and practiced these skills for awhile, the natural pattern seemed to
slowly fall back into talking rather than listening. They did master their actions; unfortunately, their habitual actions
were the ticket for a quick exit in selling and an income far below what salespeopl e are capable of attaining. By
learning better selling skills, by thinking and acting like an investigator, my own personal production and the
performance of those | was training grew to limitless proportions. Not only did the performance levels of my people
continually go up, but they were also able to sustain their best sales performance peaks. Thisiswhat Investigative
Selling does for you. It allows you to maintain consistently high levels of production. No more peaks and valleysin
sales, or better yet, no more burned out feelings of total failure. That is my purpose for writing this book, to teach you
to set aside your natural tendency to tell instead of ask. In the process, yoursquo;ll become a superstar salesperson all
the time, not just during one or two high points every sales quarter. Being an investigator is aldquo;slump-proofrdquo;
method of selling! Assuming a character is nhot a new concept. ltrsquo;s something wersquo;ve al known how to do
since childhood. Do you remember playing Idquo;pretendrdquo; games when you were a child? Everyone has at one
time or another. Y ou may have taken on the characters of your favorite television hero or a sports figure. Perhaps you
even pretended being another member of your family. Girls often pretend being |dquo;mommy,rdquo; while boys
pretend filling their dadrsquo;s shoes. When we grow up, many of us forget how much fun it was portraying someone
else. Some of us, however, continue the magic through theater or singing opportunities and it can prove to be a great
advantage. When | was young, | trained to be a professional opera singer. In the opera, singing and acting requires
much more from you than just learning lines and staying on key. To deeply move the audience, you have to really get
into the song and live the part until you become the person in that particular piece of music. It is no longer a pretense
but, instead, you are in a changed state. Y ou have taken on new traits, feelings, and actionsin this new state. To make
your part cometo life for your audience, you must become the part. True top performers draw on their own
experiences, causing them to feel and act the same way as the characters they portray. Believeit or not, you can apply
the same principles to becoming an outstanding salesperson. How? The role of investigator isrealy very simpleto
assume. Think about it: Y oursquo;ve grown up watching this role played by dozens of people who all adopt the same
characteristics. They all ask questions. They all search for facts and information, and in the end, with alot of hard
work and determination, they solve the case. Get into character. Just like the great singers, actors, and actresses who



move their audiences, you can get into the character of a great investigative salesperson and move your customers to
own your product and service. What | have learned, and what | teach, is the importance of becoming awarm and
friendly fact-gathering professional who listens to answers and takes notes. | have learned the value of being a
salesperson who |leaves no stone unturned to discover any clue that will help the customer. How did | do this? | got
into character and became the investigative salesperson. | asked questions! | soon discovered the only way | could
learn while | was talking was if my words were in the form of a question.The following story illustrates how my sales
career skyrocketed to alevel Irsquo;d only dreamed of achieving, simply by becoming an investigator. Here isthe
story of my experiences and how some of those experiences influenced my selling career. Early inlife, | felt all the
odds were against me. | was born in Cuba, but was brought to the United States at the age of seven. It was 1961, and
communism in Cuba was closing in on successful businessmen like my father who prospered by doing business with
American-owned companies. My father knew that Castrorsgquo;s propaganda about the evil Americans was not only a
lie, but would also end up crippling the Cuban economy and the spirit of its people. There was nothing left for my
father to do but plan his familyrsquo;s escape to America. nbsp;Although | remember very little about our secret flight
to Miami, | do recall the fear in my motherrsquo;s eyes as we left my father behind, telling our neighbors we were
taking a short visit to friends. We couldnrsquo;t take the chance to leave as afamily for fear we would be detained and
Castro would discover our plan. Communism not only destroyed our financial security, but also threatened to take my
fatherrsquo;s life. Circumstances had dealt my parents aterrible blow, but they chose to turn their loss into one of
lifersquo;s great lessons for themselves and their children.nbsp; My parentsrsquo; journey was a long one to freedom,
and it was then that | learned one of the most important lessonsin my life. Free enterprise israrely free! It had cost my
father his business and successful career, my mother her home, and all of us our friends and family. Asit turned out, |
was very blessed! My father did not give up! Instead, he got out of Cuba, following usto Miami several weeks later.
We were poor, but safely deposited on American soil. To thisday, | thank God for St. Patrickrsquo;s Church, which
sponsored our family and welcomed us to the United States. It was a stressful time for all of us and those early yearsin
Americawere tough on everyone, but | always felt protected by the love of my mother and father and their reassurance
that we would find happiness. Going to school in a country where you canrsquo;t speak the language came with its
own set of special opportunities. To most of my schoolmates, | appeared to have nothing. My father taught me
otherwise. He taught me to be awinner! The more he reinforced my ability to achieve, the more | did just that. When |
wanted to win the 100-yard dash or become the number-one weight lifter in my school, my father told me stories of
the long line of men in our family who were the fastest and the strongest in al of Cuba. He gave me a precious giftan
unwavering belief in my abilities to succeed, no matter what. He instilled in me the true spirit of a super salesperson. |
hope to achieve with you what my father did with mecreating that Idquo;l will succeedrdquo; belief in yourself that
refuses to be compromised by hardships and temporary failures. | didnrsguo;t even recognize the importance of what
my father was teaching me back then, so distracted was | by rejection, failure, and countless disappointments. | am no
smarter than you, but | have learned to use my skills and take massive action in order to get the best return on my time
and efforts. Do you give up or get up? | chose, like my father before me, to get up, but | must admit to a stumble or
two before getting my bearings. If you have great personal difficulties that sometimes get in the way of your success,
you have two choices. nbsp;nbsp;1.nbsp;Y ou can choose to let them burden you and inhibit your performance
nbsp;nbsp;2.nbsp;Y ou can choose to rise above the occasion and follow your dreams. One stumbling point was when |
was nineteen years old; | felt my future slipping away. Suddenly all my plans had gone awry. | was studying voice
performance at Southern Illinois University. Halfway into my third year, my father suffered a serious heart attack.
There was no question about it: | flew home to be by his side and offer him the love and encouragement he desperately
needed. Having been away from school for afew weeks, my return to the university was less than the welcoming
home of the prodigal son. Professors had already administered and graded finals, and they were none too excited about
the prospect of make-up examinations. | was just another kid who had hiswhole life ahead of him. What was a six-
month delay going to hurt? To them, six months was nothing; to me, it was alifetime. | wasnrsgquo;t about to lose that
time, so | decided to show them. | quit school! Looking back | realize it was a big mistake. Irsquo;ve always regretted
not staying in school and getting my degree. | guess there are few people who could say they have lived their lives
with no regrets. One thing Irsquo;ve done, however, islearn from that mistake. | help others do the same by speaking
to students around the country on the importance of staying in school. Instead of dwelling on the negatives, | choose to
move forward and be productive. In sales, we must practice that same principle. Dropping out of college solved
nothing; it only served to make me depressed, desperate for money, and incredibly angry! Forget it, | thought! | would
save some money and go to California and make it as a top recording artist. However, in order to save money, you
have to make money. So, | lived in my brotherrsquo;s basement in Joliet, Illinois, and found ajob as alaborer in a
stone quarry. Dwelling on the negatives only makes those negatives stronger,nbsp;but learning from them makes the
experience worthwhile and willnbsp;bring about future successes for you and others around you! | donrsguo;t know if
you are familiar with what working in a stone quarry islike, but let me give you alittle picture of my own corner of
hell. Itrsquo;sten hours a day working approximately thirty feet under the ground, wearing a complete hearing and
breathing apparatus, and decked out in a hardhat and padded clothing to protect you from the flying stones. For me, it



meant swallowing more stone dust than solid food. Day in and day out, it was my job to repeatedly clean and grease
the pulleys that were caked with the residue of finely crushed stones. | came home every day with a broken back and,
even worse, a broken spirit. It was a hopeless, thankless job and that is exactly how | felt. Have you ever had ajob that
you hated so much it brought tears to your eyes? If so, yoursquo;ll know exactly how | felt. Angry! | hated my job. |
hated my life! After almost ayear, | saved up enough money to pack my GTO with a U-Haul carrier on top of my car,
and off | went to California. The thing about life is that events happen that you least expect, and so went my trip to
stardom. A heavy wind blew the U-Haul carrier off the top of my car and all waslost. When | arrived in California, |
paid for the damaged carrier and had just enough |eft to rent atiny studio apartment. My voice had taken a beating
working in the stone quarry, and my pocketbook was just about as empty as my dream of becoming a singer. Being
resilient, | turned to the one thing | knew better than most: Weight lifting and training. Since | had broken almost all
the recordsin lifting, from high school through college, and knew how to build up the body through proper nutrition
and exercise, | got ajob working as atrainer in a health club. Now | could have some luxuriesin life, like food on the
table and aroof over my head. Being a personal trainer was natural for me, but | needed something more. That is
exactly what | saw. All around me, salespeople for the company were able to make alot more money selling, so |
decided to give sales atry. That Idquo;give it atryrdquo; attitude was my first mistake. | donrsquo;t need to tell you
that nobody ever made it big in selling with the attitude that they would give it a shot, right? It wasnrsguo;t much
different for me. | wasnrsquo;t exactly setting the world on fire with my $147 monthly income for my first nine
monthsin sales. Believeit or not, that need for more is the emotional rocket that acts as the catalyst for many
extremely successful salespeople. What other career besides sales can offer you financial freedom and limitless
opportunities to succeed? About the only thing | was able to set on fire was the carburetor of my ten-year-old GTO. In
fact, my friends used to tease me that it smoked more than the burning city of Atlantain Gone With the Wind. |
didnrsguo;t have to worry about what my dates looked like; | couldnrsquo;t see them anyway for al the smoke and
fumes. My car smoked so much oil | couldnrsquo;t see the light change at the intersection, and revving my engine put
the entire neighborhood in danger of respiratory attack. By all outward appearances, | was far from being special. The
other thing | couldnrsguo;t see was how | would ever be able to make a go of selling. Instead of thinking about
improving my skills and increasing my income, | was too busy feeling sorry for myself and being angry. Was success
meant for everybody but me? Here | was, personal trainer to the stars, surrounded by highly successful people, and |
was getting angrier by the day. There just had to be away to get more out of life! Pardon my intrusion in the story, but
many salespeople look at top producers and ask themselves the same question: Idquo;ls success meant for everybody
but me?rdquo; Let me take a moment to assure you that you are on the road to success right now as you read this book.
It is meant for you. Itrsquo;s definitely meant for you! However, | didnrsgquo;t quite believe this concept, yet. One
dayrsquo;s worry ran right into the next until the discouragement and depression were driving me further and further
from a desire to sell. Even more important, | began to doubt my belief in myself. Since | was ayoung boy, my father
had taught me to love America, to believe in my ability to become anything | chose. | knew he wouldnrsquo;t have
lied to me al those years. Why would he have brought me from Cubato America, the land of opportunity, if |
didnrsguo;t have as good a chance as everybody else to become a great success? Without even realizing the
importance and impact of what | was doing, | began to question my situation and myself. Late one afternoon | was
sitting at my desk at the health club where | worked, gazing out the window. Many of you would probably recognize
the activity. Itrsquo;s what many unskilled salespeople call [dgquo;prospectingrdquo; (yeah, right). | had, once again,
failed to close a membership sale and my thoughts were of an empty wallet and an empty future. Suddenly, my
attention was taken by alarger-than-life black 6.9 Mercedes that pulled up outside our doors. | had never seen a car
like that before, and being a mechani crsquo;s son, its smooth lines and powerful sound intrigued me. But what
intrigued me even more was the handsome, well-built man who stepped from behind the wheel. He wore the clothes
and jewelry of a powerful man. He just reeked of success. He walked with direction. He knew where he was going and
how he would get there. Idquo;Wow,rdquo; | said to myself. Idquo;If | could be just like him!rdquo; Have you ever
seen a man or woman with that kind of presence? Right then, | knew what | wanted. | wanted the same success, the
same self-confidence, the same respect he had. He walked inside, met with the owner, and then left before we had a
chance to meet, but | was determined to discover more about him. That evening | talked to David, the club owner, and
asked, ldquo;Who was that man who came in to talk with you today?rdquo; | was right. He was as successful as he
looked: part owner in the health club and a multimillionaire, and his business was sales. | then asked one of the most
important questions of my career. [dquo;David, would you introduce us?rdquo; | got my wish even sooner than | had
planned, as the owner of the powerful Mercedes would be returning the very next day. ldquo;Omar Periu, | would like
you to meet my friend and partner, Tom Murphy.rdquo; There was no more buildup; David |eft the rest to me.
[dquo;Mr. Murphy, Irsquo;m happy to meet you,rdquo; | said, as| offered my hand. Then | did something my mom
and dad had taught me. | asked, ldquo;Would you mind if | asked you some questions over lunch or coffee
today?rdquo; | sensed he could tell 1 was hungry for success. nbsp;If you want to learn from successful people, ask
them to lunch or outnbsp;for a cup of coffee and then question them about their success. |dquo;Certainly Omar,rdquo;
Tom said. During lunch, he asked, |dquo;What do you do at the health club?rdquo; Idquo;lrsquo;m in sales,rdquo; |



said. ldquo;Whatrsquo;s your average income?rdquo; he asked. Idguo;About a hundred forty-seven dollars a
month,rdquo; | whispered, expecting him to begin a heavy conversation of everything | should be doing to become a
successjust like him. Instead | heard him say with an undercurrent of humor, ldquo;Well, therersquo;s room for
improvement!rdquo; For the first time in weeks, | was able to laugh at myselfa very important thing to do in sales:
Keep your sense of humor. Highly successful salespeople can laugh at their mistakes. They recognizenbsp;that
everybody makes them, but the difference between learning from yournbsp;mistakes and letting them kill your career
might bein the ability to laughnbsp;at yourself. Laughter is a great medicine! Tom advised me to see a seminar given
by a man named Tom Hopkins, the nationrsguo;s number-one sales trainer, and it just so happened that Tom Murphy
was CEO of the company running the seminar. It sounds very impractical now, but | invested my last $155 to pay for
the seminar, and Tom kept his promise to give me books and tapes called How to Master the Art of Selling for free.
Therest is history, but it certainly wasnrsquo;t a story of overnight success. |dguo;Murphrdquo; became a great
mentor in my sales career and a close and respected friend, introducing me to other greatslike Zig Ziglar, Earl
Nightingale, Dr. Maxwell Maltz, Og Mandino, Dr. Norman Vincent Peale, Dick Gardner, and many others willing to
share their successes. Time passed and our relationship matured. | shared with Murph my desires of becoming a
professional singer and how | thought selling could get me thereif | could ever get the hang of it. At first Murph
laughed when | told him how much | thought salespeople were like those investigators | saw on television. | told him
that because of my operatraining, | was able to pretend. | was able to become the investigative salesperson. The more
we talked, the more we kicked around the idea that there were alot of common practices between great investigators
and great salespeople. More lunches, more workouts, more meetings of shared ideas, and Murph and | began to
envision this whole Investigative Selling process. He encouraged me to develop the investigative comparison, and
soon | knew that was the key to success, and my increased sales performance was evidence of that fact. Murph was
actually the consummate investigative salesperson, and he helped me to identify and develop the principlesin this
book. Not only did they make me a top salesperson in the sports medicine, health, and fitness industry, but they also
moved me into the arena of international speaking. Both Tom and | have certainly seen the overwhelmingly positive
results of utilizing and teaching the Principles of Investigative Selling. Irsquo;m more than convinced that you can
experience those same positive results as well. As our friendship grew, and my skills as an investigator improved, so
did my sales performance. | went from being a 147-dollar-a-month salesperson to being the top salesperson in my
industry, but | didnrsguo;t stop there. Next, | moved up to the position of general manager of eighteen health clubs,
till practicing the same proven principles with my salespeople that had consistently worked for me. Thatrsquo;s right!
| trained the salespeoplein our health facilities to use the Principles of Investigative Selling, and soon decided to
purchase a health club and sports medicine facility of my own. nbsp;l not only discovered how taking on the character
of an investigator could help my sales performance, but | also found that all those skills could be duplicated. Other
salespeople could find the same success by practicing the same principles.

nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; Salespeople who worked for me began to enjoy increased
sales aswell. By teaching them to stay in character, to ask questions and gather information, they were prospering
right along with my health clubs. Thefirst club | owned was approximately 7,800 square feet and had a membership of
well over 10,000 people. Within six months, my Principles of Investigating Sellingnbsp; increased our sales volume
by 400 percent, and | was on my way to owning nine of the most successful health club and sports medicine facilities
in the United States. nbsp;nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; 1t soon became apparent to me that
my clubs werenrsquo;t experiencing the large employee turnover rates of other health clubs. Why? My salespeople
werenrsquo;t on that burnout, roller-coaster ride of sales, loving it on the way up and hating it al the way down.
Instead they were learning. The more they learned, the more their incomes grew. By developing investigative skills:
bull; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; Salespeopl ersquo;s success was no longer dependent on
market trends or on afluctuating economy. bull;nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; nbsp; Salespeople no
longer experienced the peaks and valleys of the industry. By being investigators, we were all experiencing consistently
increasing sales volumes and devel oping long-lasting relationships with our customers. Within the first year, we
attracted some salespeople in the business who wanted to join our team of winners. The more evolved and devel oped
my Principles of Investigative Selling became and the more | shared them with my sales force, the more everybody
benefited. My inner questions continued. If | could teach my own salespeople how to become that successful, why
couldnrsguo;t any salesperson in any field benefit from the same knowledge? That became my priorityto discover
whether the Principles of Investigative Selling could be duplicated in other areas of sales. In 1988, | sold my health
clubs and sports medicine facilities and began my dream of teaching and mentoring others to achieve their dreams. |
can honestly say it hasnrsguo;t been for the money, but rather for the personal rewards of seeing and hearing about the
countless successes of sincere students who have attended the seminars | have taught throughout the world in English
and Spanish. It all started and it continues because Irsquo;m able to stay in the character of an investigator, asking
questions of all those | meet. Salespeople who left my seminars began to feel as| did, that there was nothing better
than a career in sales. When owners saw the difference in their salespeople turned investigators, they actually began
offering to pay me to develop ongoing teaching programs specifically for them. | thought, |dquo;Hey, here | am back



on stage, only instead of giving an inspiring performance, Irsquo;m being inspired by all those putting the
investigative principles to work and sharing their stories with me." Well, thatrsquo;s some of how | got here, but
before you begin embarking on your own investigative sales adventure, Irsquo;d like to take a moment to thank those
who have meant so much to mein my career. | canrsgquo;t tell you the benefits of being associated with Tom Murphy
and Tom Hopkins. Their knowledge and experience has contributed so much to my success. | benefited from Tom
Murphyrsguo;s knowledge as mastermind behind the marketing, promotion, writing, speaking, teaching, and training
programs of Tom Hopkins International, Inc., and from Tom Hopkinsrsquo;s skills as an outstanding stage presence
and exceptional presenter. My years of experience with Tom Hopkins International allowed me the opportunity to
master the delivery of my message. | feel very fortunate to have been a part of their team, experiencing the wonders of
speaking to organizations from coast to coast, continent to continent. Now, itrsquo;s time for us to get started on your
training. Letrsquo;s get into character and start investigating!



