INSIDE OR OUTSIDE...
IT°S YOUR CHOICE

#We have all heard the phrase “Think Outside the Box” and
thave likely been asked to try this at some point or another. So

e ask ourselves, just what is “Thinking Outside the Box”?
And which kind of thinker

Status Quo; the “Norm”

Take a look at what is inside the box. This box
probably represents the way many of us look at
things; there are no new ideas! This kind of — . m
thinking can be an idea and enthusiasm killer. It'sal r'eﬂdy been tried

The “box” is a way of looking at situations.
Inside the box are the automatic assumptions |EXCUSES
we make each and every day. It helps us
maintain a certain comfort level, but ask
yourself if “In the Box Thinking” is currently Disinterest
working for you. Challenging these

“That will never work”

Apathy

assumptions is the technique needed to

“Think Outside of the Box”. The difficult part for everyone is identifying
these assumptions that we inherently just have! Are you getting positive results?
If the answer is no, then consider the risk of getting outside of that box; look at
things in new and different way, from a new angle, through a different lens.

Why am I so adamant about the Box right now? Bottoms Up....I have found as
history repeats itself, that after the bottom is the top.....but what we learn, and
put in place when in this precarious position we are currently in, is what makes
the difference in what happens at the top, and better yet if it happens at all for
you.

If we believe the bottom is here or near...what are you doing outside the box to
be creative, and reenergized with fresh new feelings, ideas and ways of looking
at things?

TIPS and TECHNIQUES to
get Outside the Box

1) Write down the assumptions you have on an issue or
idea, not because you want to prove them wrong, but
seeing them and challenging them leads to creativity.
And Voila, new thoughts!

2) Another way is to “go for the absurd”. All you have to
do is make sense of the absurd and you have a new
creative out of the box idea! Don’t be afraid of it.

3) Start “What if-ing” all the time; my favorite. What if this, or what if that? Suddenly I have
“what if-ed” myself into a genius idea!

4) Last but not least, literally do your thinking Outside the Box. Get out of the house, your office,




your cubicle! Look around at how others are doing things, and see how you can find a “match for
that”.

Don’t let being inside the box become to comfortable; great things await you outside the
box!

Kerry

FREE Advice from Kerry

What came first... the chicken or the egg? Sometimes we put our cart
before the horse! Are you seeing a common thread?

Is it...
Sales & Marketing
or
Marketing & Sales?

http://news.kerrymulcrone.com/

From the Desk of Ella Kate:

Nana this is great, Getting outside of the Box. I remember how fun it was
climbing outside of a box when I was playing, wondering where I would
land when I finally did roll out! It never really was as scary getting out, of
the Big Ole Moving Box as I thought it would be, even if there was no one
there to help me out.

You see, sometimes the box has some good things in it, like mine did with
some of my favorite toys, some of which I just didn’t want to quit playing
with. But once I climbed out, I found that I had

even more things outside of it, which were even

better to play with!

I say” Keep some of the good things that you { !
really like to use that are inside your box, but ‘ “fljump out every once
in a while! Really FUN things are waiting for ! [ Ryou!”

PS--- School is out, have a fun summer with { N o # Byour kids!

Love,
Ella

Insight into On-Site & On-Line in 2009!




Don't miss this Action Packed Series!!

Featuring National Sales & Marketing experts Kerry
Mulcrone and Meredith Oliver.

Looking for fresh ideas and sales
techniques?

Look no further! Kerry and Meredith will
present 6 web seminars

1) Personal & Professional Business Plans —
February 19, 2009
What is your 2009 Personal Resolve? Begin with a fresh Personal and Professional Business
Plan. Learn how to create and develop your "Preferred 2009 Future".

2) What is your P.C.C. Quotient: Prospecting, Creativity, and Calling? -- April 16,
2009

These are an Art as well as a Science; see how you can master turning the ordinary call and
conversation into prospective new business.

3) Collaborative Selling -- The Sales Process vs. Buyer's

Journey -- June 18, 2009
Make the Sales Process work for you considering today's new buyer and their new Sales Journey.
Listen in to understand how you can match the Sales Process to the new Buyer's Cycle.

4) How to Win the Battle of Indecision -- August 20, 2009
Tune in for great ideas that will help you work with today's buyers; their stall tactics and
ambivalence. Get Buyers off the fence by conditioning them to make decisions!

5) The Power of Persistence and Persuasion -- October 15, 2009
Are you bound and determined; in for the long haul; tenacious and unshakable? Buying cycles
are longer...Learn to position yourself for the delayed sale!

6) The Keys to Great Customer Service and Experiences -- December 10, 2009
8 Keys to acquiring the natural desire for delighting customers and gaining referrals.

These seminars require a high-speed Internet connection and each seminar is recorded for your
convenience. The recordings are delivered via email with a link for download and require a
computer that plays Windows Media files. You may view each seminar unlimited times. A
participant guide is included for each web seminar. Seminars will be approximately one hour
each and begin at 10:00am CST.

Questions about our web seminars? Call Amy at 321-285-1660 ext. 3 to request more
information.

Order NOW! Limited Connections Available!

This series will sell out FAST!
ALL SIX Web Seminars --
Price $149.99

Price Per Web Seminar --
$29.99 Each




What People Say....

“Two things you need for effective training: content and style. And Kerry brings those elements
in buckets. Her energy is contagious and her insights are fresh and relevant. One of the really
great business thinkers in homebuilding today, and one of the most delightful human beings you
will ever meet!”

Jeff Shore CEO: Shore Consulting Inc.

TIPS from Kerry!!

Would you like more sales?!?!
Do you want to Increase your Model traffic this Summer ?!?!
Do you want your Model visitors to get the most out of each visit?!?

IF you said YES to any of these ...
Call TODAY for your

FREE Personal Consultation

Keep your Sales Team ENERGIZED through the
Summer months

Implement "Outside the Box" Marketing Ideas
Sales Meetings that will send your Team off Selling

Prepare NOW for the Fall Parade of Homes (you can never
be too Early... just too Late!)
www.kerrymulcrone.com
612.817.4089




