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Paul McCord

"Paul McCord serves a full course with red meat and potatoes, 
not just saucy appetizers." 
Lyndon Barnes, Carlyle Fund Management
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Internationally recognized sales training and management thought leader and trainer, Paul McCord has influenced and changed the careers of thousands of salespeople, managers, and companies around the world.  His innovative thinking and training is based not in sales theory, but in the real world of sales and management.
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He is president of McCord and Associates, a Houston, Texas based international sales training, coaching and consulting company that focuses on helping individuals and companies grow their business through the use of sophisticated prospecting and marketing strategies.

His first book, Creating a Million Dollar a Year Sales Income: Sales 
Success through Client Referrals, published by John Wiley and Sons, is quickly becoming 
acknowledged as the authoritative work on referral selling.  His newest book, SuperStar Selling: 
12 Keys to Becoming a Sales SuperStar, to be released in late February 2008, is anticipated to have 
an even more profound affect as it deals with crucial foundations of establishing a top producing 
sales business.  
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“Strong presentation.  Incredible information. We need you at our national
        conference and I’m going to see about getting you there.”

Rich Bonn, IndayMac Bank

        “Thank you so much.  Not just for a great presentation, but also for giving
        us a whole new view of how to market.  Not only was your discussion
        enjoyable, but the information was powerful.”
Kim Kieschnick, NAIFA

       “One of the best presentations Microsoft has ever sponsored” 

           Comment from Microsoft After-Event Evaluation Form
Booking Information:
       Email: Debbie@mccordandassociates.com                            Or  Call Paul directly at:  281-216-6845

Or he may be booked through these speaker bureaus:

               National Speakers Exchange                                          CAL Entertainment
               Spotlight Speakers and Entertainment                           Spectacular Speakers

A Few of Paul’s Recent Speaking Clients:
· National City Mortgage

· Houston Association of Realtors

· Microsoft

· Business 21 Publishing

· National Association of Insurance and Financial Advisors

· Advanced Automation

· National Association of Health Underwriters

· NECCI Consulting, Lagos, Nigeria
· Houston Executive Forum

· Sage Industries

· Women’s Council of Realtors
· UBS

· Merrill Lynch

· Midwest Leadership Forum

· OMNI Recruitment and Training Services, Trinidad, West Indies

· Landslide Workspace Management
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Some Recent Articles and Interviews


60 august 2007                                        Reprinted with permission from Advisor Today
SALES AND MARKETING
SalesandMarketing
Asking for Referrals
Don’t put the burden on your client to come up with names. Instead, do your homework and draw up a list of names to ask him about.

Paul McCord

How often have you asked a cli​ent for referrals, only to get this answer: “Sorry, but off the top of my head, no one comes to mind.”  If you’re like most advi​sors, you hear that more often than you care to count. But just because a client says he doesn’t have refer​rals doesn’t mean you have to walk away empty-handed. It just means you have to do your homework be​forehand, so the next time you’ll ask the sorts of questions that jog a client’s memory. 

Remember, in referral selling, just as in the entire sales process, you want to retain as much control as possible. Knowing the details of your client’s life—the business and civic organizations he belongs to, for example—is a way of generating pos​sible names to ask about. This approach also puts the client more at ease and elim​inates his having to figure out who might be a good referral for you. 

Powers of observation
Discovering your client’s possible con​nections is more a matter of reconnais​sance than interrogation. You need not pepper your talk with invasive questions. Rather, through observation and the nor​mal flow of conversation, you can devel​op a list. 

By proactively developing this list, you can double, triple, even quadruple the number—and quality—of referrals you receive. The result should be a much higher close ratio, and, ultimately, a busi​ness based entirely on referrals. 

If you meet a client at his home or of​fice, take mental note of your surround​ings. For one, look at his bookshelf. Does it include any membership direc​tories of business, civic or indus​try associations? Are there plaques and awards on his wall? And what organizations presented them? Are there photos on his desk taken with any civic or industry figures? Lapel pins, business cards and car stickers are other clues. But where lapel pins on a business suit tend to indicate strong involvement in an organiza​tion, references on business cards may simply indicate the company’s involvement, not the client’s. And bumper stickers may simply suggest support for a cause in theory, but no personal involvement. Still, all are worth keeping in mind.

Your day-to-day conversations with clients also offer opportunities to discover possible connections. Casu​al conversation about your clients’ hob​bies and pastimes can reveal the names of country clubs, sports clubs, houses of worship or other organizations they’re involved in.

Research time 
Once you’ve drawn up a list of your cli​ent’s possible affiliations, research them. Your research should center on identi​fying people within a particular organi​zation who might be solid prospects or strong referral sources themselves. Many organizations will post their member​ship list on their websites, while others may have their membership directories housed at the local library. For organiza​tions like country clubs that don’t have a membership directory easily accessible, try polling friends, acquaintances and coworkers to see if they know someone (who knows someone) who goes there. 
When you meet with your client, get out your list; it should contain 15 to 25 names on it. You need not go into detail about where you got them. Simply ask if you can rattle off a few names. You’ll probably find your client knows any​where between three and eight of the people listed. 

When you come to a name he recog​nizes, ask him if he would feel comfort​able referring you to the person. This is a key point, because you’ll want to make sure you understand the relationship be​tween your client and the prospect. If the prospect trusts your client, he will unconsciously extend that trust to you. Conversely, if the prospect distrusts your client, he will unconsciously extend that distrust to you.

Your research will take time. However, as you draw up more and more lists, you’ll find that the time it takes to prepare a list of quality referrals for each client will dimin​ish. In fact, once you have the process down pat, it’ll probably take no longer than one to two hours per client. 

Paul McCord, president of Paul McCord and Associates in Houston, is the author of Creating a Million Dollar a Year Sales Income: Sales Suc​cess through Client Referrals. For more information, go to www.powerreferralselling.com, or email pmccord@mccordandassociates.com.

Reprinted with permission from Advisor Today
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    Book Review by ChangingMinds.org
Creating a Million dollar a Year Sales Income 

by David Straker, ChangingMinds.org
 

Book reviews > Creating a Million dollar a Year Sales Income

 

McCord, P. (2007) Creating a Million dollar a Year Sales Income: Sales Success Through Client Referrals, Hoboken, NJ: Wiley

 

From the title of this book you might guess that this is just another sales book that over-promises and under-delivers. Fortunately, you'd be wrong: This is a serious and practical book that can deliver what it says on the tin and more. What McCord has done is identify the most powerful way of gaining sales leads, taken it apart and re-built it into a powerfully more effective process.

The heart of McCord's method is the transaction that you build when you make a sale: a deliberate deal where you ask for solid referrals in exchange for proven great delivery and service. Of course you have to deliver on this promise, which then entitles you to ask for a separate meeting just for getting referrals. In this meeting you seek not just names and addresses but also introductions that make the referrals far more likely to lead to conversions.

The neat framing that McCord suggests you can add to conversation and personal branding that actually legitimizes your referral approach is the 'spiral of success' that: (a) by delivering great service you get great referrals, and (b) by getting great referrals you save so much time in prospecting you have the space in which to deliver great service.

Overall the book is very readable and stuffed full of tips, examples and strong how-do detail. It is, quite simply, the best manual on gaining and using referrals I have found.

The only thing I would change about this book is its title. All sales people know that referrals are by far and away the best way of gaining more sales and the 'million dollar' title is a distraction that can be interpreted as cheap sales pap. Personally, I would call the book something more direct such as 'Referral selling' or 'How to make referrals really work'.

In the end, the joy that earns this book a rare five stars is the practical, thorough and innovative treatment of referrals that can have literally massive benefit to anyone, not just in sales, who wants to connect with valued other people.

Praise for Creating a Million Dollar a Year Sales Income

Selected for inclusion in the prestigious Forbes Book Club

David Straker, persuasion guru, business methodology consultant, webmaster of ChangingMinds.org

“The joy that earns this book a rare five stars is the practical, thorough and innovative treatment of referrals that can have literally massive benefit to anyone, not just in sales . . .” 

Stu Taylor, Nationally Syndicated, award winning host of Stu Taylor on Business and Equity Strategies

“A great book.  This is one of those books every salesperson should read and keep by their desk and constantly refer to--this is a career changing book.”

Frank Rumbauskas, Jr; NY Times best-selling author, “Never Cold Call Again”:

"Referral selling is a cornerstone of sales success.  This amazingly  effective and detailed plan will fill your pipeline with hot, ready- to-buy referral leads, fast!  Hands-down, the best book on referrals there is."

Joe Vitale, NY Times best-selling author, “There’s A Customer Born Every Minute”:

“A terrific book revealing a . . . proven strategy for changing poor to average salespeople into record breaking salespeople.  Get this book if you are serious about your career and income!”

Dave Anderson, NY Times best-selling author, “Selling Above the Crowd”:

“Paul McCord has hit a home run!  Rather than simply admonish you to get more referrals, he shows you how to build the ‘two comma’ income you’ve always dreamed of!”

CRM Magazine: “Required Reading”

SellingPower Sales Management Newsletter
 “Referrals must be an integral part of your sales approach, from first contact through
 post-sale. (McCord’s) . . . system addresses the issues that keep sales people from
 generating large numbers of quality referrals.”

Overview of Some Recent Speaking Topics:
MisMatch: Why Your Marketing Doesn’t Connect with Your Prospects 
Formats:  Keynote; 1 hour breakout; 1 to 3 hour seminar or workshop
Category:  Sales, Personal Marketing


     Buyer behavior has changed. Buyers, both individual and business, no longer need and a growing number no longer want to work with salespeople. There was a time not too long ago when buyers needed salespeople. They needed salespeople for information, for guidance, and to execute the sale. 


     No longer.

     With the proliferation of experts giving their opinions about everything from financial issues, to complex business problems, to the most intimate of personal and social topics in readily accessible  media such as magazines, the internet, TV, and radio, consumers have more than enough information to make well informed decisions without consulting a salesperson—even for the most complex issues. And more and more companies are making easier and easier for these buyers to execute their purchase without having to deal with a salesperson.

      Sales as we’ve know it is changing rapidly. Unfortunately, most salespeople don’t recognize it. They’re still out marketing their goods and services the same way they always have—only with poorer and poorer results. The problem isn’t with their effort or their commitment to their job. They are actually spending more time marketing than ever before. The problem is that they are dinosaurs. Salespeople and their marketing methods are dead.

     In the new sales environment, to be successful, salespeople must learn to establish themselves as experts in their prospect’s mind. People don’t want to be sold, they want information and they don’t trust the information given by salespeople. They do, however, trust information from an expert.

     This presentation challenges salespeople to recognize the foundational changes occurring in their profession and addresses the solution—how to become recognized as an expert in their field.

Mining the Gold in Your Client Database: The Secrets of the Sales Superstars
Formats:  Keynote; 1 to 4 hour breakout, seminar, workshop
Category:  Sales, Customer Service, Business Development


     Referrals are the most dynamic, efficient, and cost effective form of prospecting there is. Yet, few salespeople or professionals get many high quality referrals because they have never been taught how to sell by referral.

     This presentation based on the best-selling book, Creating a Million Dollar a Year Sales Income: Sales Success through Client Referrals shows a proven method to generate a huge volume of high quality referrals. The system is the same one used by dozens of million dollars a year income mega-producers to create their huge sales.

     I destroy the referral myths that keep people from selling by referral and show them exactly how they too can double, triple, or even quadruple their sales by simply generating referrals from their existing clients.

Master or Slave?  Attitude, Failure and Success
Formats:  Keynote
Category:  Motivation

     Salespeople fail because they expect to fail. Scientific studies have shown that people fail at activities, including sales, because of self-defeating behavior than for all other reasons combined.

     This motivational presentation addresses the very real obstacles salespeople throw in their path that guarantee failure and how to not only remove the obstacles, but to change the negative behavior to life changing positive behavior that leads to undreamt success.

Leadership Challenge: Integrating The Three Types of Leadership
Format:  Keynote; breakout
Category:  Leadership

     Integrating the various types of leadership in an organization takes skill and understanding the roles of each leadership type.  In this session, Paul identifies three types of leadership necessary for any organization to thrive and then reveals how to make each leadership role integrate into the organization:

· The Vision Leader:  Often a CEO, the Vision leader looks not at today or tomorrow, but at the future of the organization and can inspire others to see that vision.  Successful Vision leaders are often poor managers but, rather, surround themselves with great managers.
· The Managerial Leader:  Typically, in upper management although not mandatory, the Managerial leader understands where the Vision leader wants the organization to go and has the managerial skills to prepare the organization to move in that direction.

· The Action Leader(s):  Typically, in sales or business development, the Action leader is the catalyst that creates the new opportunities envisioned by the Vision leader.

     Integrating these leaders into a unified team is key to organizational success—or failure.  
Get the Barcode Off Your Forehead: Selling in a Commoditized World
Formats:  Keynote; 1 to 3 hour breakout, seminar, workshop

Category:  Sales, Marketing, Customer Service

     Are your salespeople finding they're selling in a commoditized world?  More and more prospects are looking at even sophisticated and complex products and services as commodities.  

   As more products and services become commoditized, more and more salespeople are walking around acting like they have a barcode on their forehead, simply selling price, as though their products and services were a bag of beans.  It need not be that way.  
     Despite the commodization of your industry, prospects will still pay for REAL expertise and unbiased advise.  Internationally recognized authority on prospecting and personal marketing, Paul McCord, shows your team how to take the barcode off and replace it with effective marketing that will eliminate price and competition as major issues.
SuperStar Selling: 12 Keys to Becoming a SalesSuper
Format:  2 to 4 hour breakout, seminar, workshop

Category:  Sales, Career Development

     Based on Paul’s newest book, this extensive and in-depth seminar or workshop examines the 12 key areas necessary to establish a top producer sales career.

     From understanding one’s sales history, to discovering one’s sales strengths and weaknesses and then finding the product/service, marketing channels, and marketing methods that allow the salesperson to fully utilize their strengths and minimize their weaknesses, this presentation is intense and highly demanding.
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Don’t settle for the same old 


feel good information packaged in a slightly different format—


bring 


Real Change


 Real Innovation, 


Real Training and Motivation 


to your next event.
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