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Sales and Marketing is the foundation of every great success story

Everybody wants to be successful and make a lot of money.
But it is not intelligence or technical knowledge that make you rich.

It is the ability to sell yourself, your ideas and products.

Most people hate selling (and salespeople) but they never realize that they are always selling - whether 
or not they realize it. Asking for that promotion, convincing your kids to listen to you, getting that date; if 
you want to be successful in life, you need to master sales and communication. Knowing how to sell it's 
useful for EVERYTHING in your life, not just business. There are sales people who earn over one million 
dollars per year. I will teach you what they know because I once was one of them.

Marketing is a key topic that determines your success and failure in business. Marketing is everything that 
helps your business to win clients and make sales. 

No matter what you company o�ers; it is first and foremost a marketing company for your products. 
This is why you should become an expert in marketing.

Whatever business idea you might have, in the end it all comes down to selling a product or service to a 
customer. The more sales you make the higher your profits will be. The foundation of every business 
transaction has to do with selling.

If you want to know the secret of making money you should study everything there is to know about 
sales, communication, psychology and marketing. It will give you the tools and the understanding in 
dealing e�ectively with other people.

My personal sales story

Success is having high sales. Failure is low sales. All else is commentary.

At the age of 20 I got into straight commission sales in a financial planning sales organization. By the time 
I was 23, I became the number one sales team leader in our company in Europe (beating over 1000 other 
team leaders). By that time I had hired and trained over 75 sales people in my own team. In the six years I 
was with this financial planning company I have had over 3000 face-to-face meetings with clients.



In my entire career I have raised over $400 million in financial and insurance products for private clients 
and over $600 for institutional investors. I taught other sales people how to become better in sales. I 
taught them topics like sales techniques, communication, financial consulting and financial basics.

Later on I built my own sales teams and organizations and sold stocks of my companies and raised over 
$40 million for them.

If others have done it before, you can do it, too.
Find out what they have done and then copy their actions.

I have found that almost anybody can become a sales person. Sales skills are learnable and I have seen 
average people turn into great sales people. In the end you need to do the things that other successful 
people have done and then copy their strategies and actions.

Sales and marketing is the foundation for every business success

74% of all self-made millionaires are directly involved in sales.

74%! That is almost everybody! That is why it is so important that you learn everything about selling. 

Remember that buying and selling is the very foundation of each business transaction. You can have 
the best products in the world but if you don’t sell anything, you won’t have a company for long.

Your main focus must be on getting new clients and generating sales. You can only achieve this if you 
make marketing and sales your number one priority. 

Your product doesn’t matter, your philosophy is irrelevant, and your product design is pointless if you 
don’t make marketing and sales the number one topic. You need to become a master at marketing and 
sales. 

Actually, every one of us is already an expert. You are being bombarded daily with o�ers and people who 
try to sell something to you. Instinctively, you know what works and what doesn’t. Often, common sense 
is a better judge than any fancy strategy that someone is trying to teach you.
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Marketing is something that can be learned. Read and learn everything that you can about marketing and 
sales. Become the best at it. You need to learn and understand the psychology of what drives and 
motivates people, what makes them tick and how to best present your products. There are hundreds of 
great books about this subject. Selling is not bothering people and trying to sell them something that they 
don’t need but rather the art of helping people to get what they want (even if they don’t know it yet).

You need three things to be able to sell something:

1.  A product or service 
2.  A sales message or promise
3.  A sales channel

Most people focus too much on the product. Much more important is the message and how you are 
selling the product. You need to understand human psychology so that you can position your products in 
the best possible way. You need to become a specialist in human behavior and develop your 
communicative abilities. 

Everybody wants to be successful. It is not intelligence or knowledge that determines success. It is the 
ability of how someone can sell his ideas, products or himself.

There are a number of things that can go wrong. The 3-steps approach is very simplified and you must 
pay attention to what works and what doesn’t work.

Here are 15 factors that can lead to business failure:

1.  You have not defined your target market
2.  Your product has no promise, o�er or result. 
3.  You have failed to answer the question: What is in it for me?
4.  Your product or company has a poor name
5.  You don’t have a good, exciting or sexy story
6.  You don’t have a powerful promise that gets people excited
7.  You fail to provide fun and emotions
8.  You are using old online marketing strategies that are no longer e�ective 
9.  You fail to get enough tra�c to your website
10.  You fail to turn the leads into customers
11.  The quality of your material or product is poor
12.  Your email mostly land in the spam folder of your clients
13.  You are using too much pressure to get leads and people get annoyed
14.  You email your clients too many sales o�ers
15.  Your information is irrelevant 
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O�er something meaningful and of value so that customer come to you. It will be much more rewarding 
than using annoying and ine�ective methods. Use common sense and try to see the situation from the 
customer’s point of view. You need to do test marketing to find out what is e�ective and what is a waste 
of time, money and energy. It can take months until you have identified the right strategy.

Always deliver more than is expected of you.
This will motivate people to come back for more.

There are 3 things that you need in order to market your information:

1.  An interesting story
2.  Expertise that people want and need
3.  A strong marketing plan

Turn your life’s story into money. You can even do this if you failed miserably. The author can talk about 
how ugly, fat, lonely, addicted or unhappy he was and how he turned his life around. The special 
knowledge that he has obtained helped him to make a positive change in his life.

Anthony Robbins is the most successful motivational speaker in the world. He also talks about a time in 
his life where he lived in a small 400 square foot apartment and then decided to change his life.

Susan Powter, the author of the book “Stop the Insanity” has found a way to lose weight without a diet. 
She used to be 133 pounds overweight.

Brian Tracy used to do laboring jobs digging ditches before he got into sales. Today he is one of the 
greatest sales and management trainers.

Basically, you need a good story that people want to hear and that they can relate to. Usually, stories of 
times of hardship that someone had to overcome are much more appealing to the general public.

Is there anything that you know, did in your life or had to overcome that could help other people to improve 
their lives? Do you have a certain skill or expertise in an area that people need and want? Are you an expert 
in accounting? Are you a great basketball player? Do you know how to how to communicate with spirits?

No matter what your talent, knowledge or ability might be, there are people out there 
who don’t have the same level and would love to learn from you.
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Ways to increase your sales

There are three possibilities to increase your sales:

1.  Increase the number of clients
2.  Increase the number of transactions per client per year
3.  Increase the transaction size per client

If you had 1000 clients who buy once a year for $100 per transaction you will have enough to make a 
good living. In that case you would make $100,000 in sales per year. 

Over time, you will increase the number of your regular customers. If your success rate to get new clients 
is 1% you will need 100'000 new names to reach your goal of 1000 clients. 

If you are able to increase the average transaction per client to twice a year and increase the average 
transaction size by 50% to $150, your income will triple. In that case you would make $300,000 per year.

Everything is based on numbers and the amount and quality of your contacts.

Sales is like math. Success is predictable.

The science of influencing others

Influencing others isn’t luck or magic – it’s science.

Being able to influence other people is power. You will have the power to get what you want by 
influencing other people. And it doesn’t matter if it is your clients, family or co-workers.

Interestingly, most people function based on the same principles. We all have the same motivations, 
behavioral patterns, emotions or thoughts. Once you have understood all these psychological factors 
you can use them to influence others. 

Once you have understood the basic principles and secrets, the world will never be the same.
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Being able to communicate e�ectively can make you a lot of money. Top sales people use a lot of these 
techniques to earn six or seven income figures. Marketing professionals know and understand what 
messages will trigger buying signals and therefore they can use that approach in their businesses. 

In order to influence someone you need to touch him or her on an emotional level. 

In my programs you will learn the basic techniques to motivate and influence other people. The goal is to 
apply them with integrity so that you can achieve your personal and financial goals as an entrepreneur, 
businessman or sales person. If you include these techniques in your sales presentations or marketing 
material you will be more successful than ever before.

Influencing others isn’t luck or magic – it’s science. There are proven ways to influence other people. 
And it doesn’t matter whether you are a marketing expert, sales person or a politician.

In order to influence and persuade someone there are a number of principles and techniques that need to 
be applied. Sales and marketing strategies have changed – your attitude must change, too

Times have changed. Things that worked 5 years ago are no longer e�ective today.

The days of the aggressive sales person are long gone and while there are still a few old school sales 
people out there, there has been an evolution of the type of attitude that is needed for a successful sales 
person. 

Today’s highly successful sales people are the masters of relationship building and understand that 
subtlety and listening are the keys towards making a sale.

Relationship building has never been more important in the sales process. 

You need a sales person who understands that they need to listen to their prospects, ask them about their 
needs and come up with solutions that meet those needs. They also need to be willing to nurture their 
leads, even if they get a no the first time. 

The way that people make buying decisions has changed.
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Imagine that you want to buy a new laptop computer. How do you go about getting one? Do you wait for 
a person to cold call you? Of course not! You go on the Internet and you look for the one you want. You 
compare di�erent models and then you either order it online or you go to the electronics store and buy 
the model that you have selected. The sales person there doesn’t have to “sell” you the computer 
anymore. All he has to do is to take the order and you will pay for it.

So why do you think you need to do a thousand cold calls in order to sell anything? The way that people 
buy products has changed. The job of a sales person is order taker and no longer product seller.

Cold calling is no longer e�ective. Most people are fed up with too many sales calls and too much 
damage has been done over the last 20 years. People hate to be bothered and technology has made it 
easy to see who is calling (caller ID) so they won’t even answer the phone anymore.

Old school sales people still believe that cold calling is e�ective but they are wrong. Cold calling is dead 
and it is a waste of time, energy and motivation. You need to learn NEW WAYS TO GET CLIENTS. In my 
sales and marketing programs I will give you dozens of new ideas and strategies that work today in the 
age of the Internet.

Positioning yourself as an expert and specialist

You are a professional with power and not a beggar. The problem with cold calling is that you put 
yourself down as a businessperson. You are not on the same level with your client if you have to call him 
and beg for the business.

You need to be seen as a business equal or professional – not as a sales person. 

People don’t really like sales people. They fear that they will be talked into a product that they don’t really 
need or want. 

People prefer professionals, though. If you need to get your taxes done, you don’t want to be cold 
called by an accountant. That would almost appear shady. You would look for a professional in the 
phone book or online and then try to get an appointment.

Once you are there, the tax professional is helping you and you are glad to be there. You don’t feel like he 
is trying to sell you his services (even though he is).
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The way you see yourself determines how others see you.

If you have any kind of product or service to sell, you need to be positioned as a professional and at 
least as a business equal. People need to be glad to see you. 

They need your advice as if they went to see a doctor or a lawyer. Therefore, you cannot solicit clients like 
a regular sales person. You need to find a new strategy. 

You will find a dozens of strategies and ideas on how to promote and sell your products in my programs.

Developing a new business idea

Find a problem that is PAINFUL AND URGENT.

In order to sell anything you must have a great marketing message. This message must be a solution to a 
problem that is painful and urgent. If the product or the message is “nice to have” but not “an absolute 
MUST”, then there is no need for a customer to act. 

It all comes down to identifying problems that are painful and urgent. The message "Prevent a virus attack 
on your computer" is nice and someone might do it someday but it is not a MUST.

Things like “Never cold call again” or “Stop my divorce” are that are painful and urgent. If the message 
applies to you because you currently have a problem and you are looking for a quick solution, you 
become an immediate buyer of the product. 

So ask yourself: What problem am I solving for people that is urgent and painful? This is the million-dollar 
question…

TRUST is more important than ever

People don’t believe anything anymore that is written on the Internet.
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The main problem today with the growth of the Internet and its sales o�ers is lack of trust. 

Where there is an opportunity to make money, there are also the scammers or the people who 
over-promise and under-deliver. It can be frustrating to get disappointed when things get 
over-promised and then the result is mediocre. 

People don’t trust the marketers anymore – especially on the Internet. 

Because trust is such a crucial factor these days, you need to refrain from presenting your products in a 
way that appears to be too sales oriented. If you write your emails and marketing messages like you 
were writing to a personal friend and in a “normal” manner, your response will be much greater. 

Don’t try to “sell” anything but rather give people value and show them that you are a normal person that 
they can trust.

In order to get clients you need to earn their trust and give them something of value in advance. 

People are still people – despite all the new technology.

Another great way to build trust and a relationship with your clients are YouTube videos. The more people 
can relate to you and see that you are a normal person, the more they will trust you.

You are responsible for your own success

There people in the same industry, in the same market, with the same products, 
selling to the same clients, making 10 times more than you.

You are the only person who is responsible. It is no one’s fault but yours if you succeed or not. There 
are no excuses and no one is coming to the rescue.

By referring to sales people I also refer to business people in general since every businessperson is 
automatically a sales person. 
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If things don’t work out, don’t blame anybody but yourself. You are always responsible for your 
success. It doesn’t mean that it is easy or that you don’t have to deal with obstacles or di�cult people 
but it means that you are ultimately in charge of your own fate. That is why you should take 
responsibility for your own life and study my materials about sales and marketing.

Everything can change in an instant

The keys to success are a single piece of information,
a single idea at the right time, in the right situation that can change your life.

The main reason why I write these programs is to encourage others. I know that most people read books 
of successful authors and many things that I write about are not new pieces of information. 

But what I am hoping is that you will get one insight, one single piece of information that will change your 
business life for the better. One idea or strategy can change everything. 

Sometimes we are doing everything right but the results are not satisfactory. By changing one thing or 
getting one piece of advice, things will improve.

Therefore, I urge you to read all my materials. I hope it will help you to improve your life.

What can you expect from my programs?

•  I have 20 years of sales experience from thousands of sales situations and it is the one skill that has 
    helped me to excel in business and financially. My experience is real and not theoretical. It comes from 
    over 3000 face-to-face meetings.
•  I will teach you everything I know about sales psychology, sales techniques and marketing to help you 
    to sell your products.
•  I have studied other successful people learned many valuable lessons about MODERN MARKETING. 
    Things have changed and what used to work 5 years ago is no longer e�ective.
•  It is written in an easy and simple step-by-step manner that everyone can understand.

For more information, please check out my programs at www.normanmeier.com



Statement

This brochure is based on my personal experience, my knowledge and influenced by many books that I have read. Everything that I 
have written is done with the best intentions. The strategies and tips have helped many people to improve their lives. I hope you 
understand that NM International, Inc. or I cannot be made liable for any statements made. If you would like to copy some of the 
content, please ask our head o�ce first for written permission. If you like what you read, please refer us to other people.

Do not duplicate or distribute without permission

This brochure contains propietary content and must not be duplicated or distributed without written permission. No portion of this 
material may be shared or reproduced in any manner under any circumstance whatsoever without advanced written permission from 
Norman Meier and NM International, Inc. No portion of this brochure or any Norman Meier or NM International, Inc. product or 
material is intended to o�er legal, medical, personal or financial advice. NM International, Inc. has been taken every e�ort to ensure we 
accurately represent these strategies and their potential to help you grow your business. However, we do not purport this as a “get rich 
scheme” and there is no guarantee that you will earn any money using the content, strategies or techniques displayed in the NM 
International, Inc. products. Nothing in these products is a promise or guarantee of earnings. Your level of success in attaining similar 
results is dependent upon a number of factors including your skill, knowledge, ability, connections, dedication, business savvy, business 
focus, business goals and financial situation. Because these factors di�er according to individuals, we cannot guarantee your success, 
income level, or ability to earn revenue. You alone are responsible for your actions and results in life and busines, and by your use of all 
the Norman Meier and NM International, Inc. materials and/or products, you agree not to attempt to hold us liable for any of your 
decisions, actions or results, at any time, under any circumstance. The information contained herein cannot replace or substitute for 
the services of trained professionals in any field, including but not limited to financial or legal matters. Under no circumstances, 
including but not limited to negligence, will Norman Meier, NM International, Inc. or any of its representatives, employees or 
contractors be liable for any special or consequential damages that result from the use of, or the inability to use, the materials, 
information or success strategies communicated through these materials, or any services following these materials, even if advised of 
the possibilities of such damages.

Results disclaimer

The results of using this products will vary depending on your circumstances, time commitments, and overall application of these 
programs. Based on these factors it is possible that the use of this product will generate little or no results for you. The use of this 
product do not guarantee financial improvement, business improvement, or personal improvement. Anything that you apply from the 
materials you learn, is done at your own risk.
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Norman Meier's Programs

Did you like this program? Then you should check out the rest of Norman’s collection:

START YOUR 
OWN BUSINESS

Program Length: 
10 Audio Programs 
and Brochures

+ MORE INFO

SALES 
PSYCHOLOGY

Program Length: 
5 Audio Programs 
and Brochures

+ MORE INFO

SUCCESSFUL 
INVESTING

Program Length: 
7 Audio Programs 
and Brochures

+ MORE INFO

EVERYTHING
IS ENERGY

Program Length: 
6 Audio Programs 
and Brochures

+ MORE INFO

ADVANCED 
SALES

Program Length: 
5 Audio Programs 
and Brochures

+ MORE INFO

LEADERSHIP

Program Length: 
5 Audio Programs 
and Brochures

+ MORE INFO


