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What do you do?
I teach people from nledlur_rl srzed
companies to sell over lhe
telephone and I organ se
aopointment setting - turnrng
cold calls into sales leads.

Why do you do l?
used to sell telephone svstems,

but I prefer 1o work wltlr people rather than things - they are less
rnclined to break.

What i3 tfour tavouriie at9ect ot the lob?
love being thanked for cloing a good iob which Im pleased io say

haooens quite a lol When I sold telephone systems people only
contacted rne when thlnqs wenl wronE'

What lt your lGart tavourllo arpcct?
lhate having lo talk down Llnrealistic expectalions, but it's betterlo
be honest ai the outset than to incur a clients disappointment later

What el.e mlghi tros havo dono?
I would ike to tle a motivational speaker - | want to be able to toucrr

business people's emotions in allthe right places But Ineed to be a

success at something else f rst
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