PUT SPRING IN YOUR SALES

Spring has arrived, and with it the promise of green
and new growth. It’s the season of light, energy and
that growth. It’s the time of planting, cultivating
and the promise of enjoying the benefits of our
planning and hard work. Let Spring be your cue to
regenerate, nurture and tend to your own “personal
garden”. How can we take these changes of time
and seasons, of light and energy, and put them to
work for our professional sales life?

at’s in your personal garden? As a salesperson,

you are providing a service. By developing and

growing yourself, you improve your service and

increase the rewards that await you and those you
help. These rewards can be substantial. They include much more than money
(think green!) and status. They are happiness, a greater sense of fulfillment,
peace of mind, and stronger, long-lasting relationships both for you and your
customers!

In sales as in life, there is a definite relationship between personal
development and success. The rewards you gain in sales are a direct result of
the value and time you place on the growth of your personal garden! The best
way to increase growth is to develop yourself and your abilities with this new
opportunity we are given of “Spring Time”

How do you cultivate your “personal garden”? Just like your outside garden
which needs light, water and yes... fertilizer, your personal garden needs the
same attention. Tending your personal garden will lead to an inner feeling of
personal success, which in turn leads to an outer success, just like the
blooming of the new flowers we will soon be seeing! Outer successes can be
expressed as increasing your value to all of your relationships. Before you can
obtain success on the outside, you must first be a success within yourself! This
is the reason for nurturing your garden this spring with self-
development...People at their peak in the area of self-development experience
life in a more positive light. They are successful in business and other areas of
their lives. If this is how you want to live, begin by changing and becoming
what you want others to see you as!

We plant and grow our gardens with exactly what we want to see bloom in the
spring. The bulbs are placed and the soil is tilled in hopes of seeing and
harvesting the beauty a new season can bring! We use this extra daylight to
ensure more time to accomplish these beautiful settings. Think if we also used
this time and energy to plan for growth early in the year. Do a self-check now

to see how we are Eersonallz %rowin%, and how we can best harvest those
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lofty goals we have set for ourselves!

You are responsible for your “Personal Garden” and your self development,
and in turn your success! Think Growth, Energy and Light as you move into
this new season.

Happy Spring!
Kerry

8 Tips to Put SPRING in Your Sales

1)  Compete only with yourself: Challenge yourself, not others, because
when you work to improve your own score, everyone gains!

2) Become and stay Productive: Sales is not a sprint, it is more of an
endurance race. Find your best pace and stay with it. Be patient. Like the
beautiful flowers, the rewards (business) will come.

3) Innovate: Make yourself genuinely distinctive. Put your personal stamp
and brand on everything you do, with everyone you work with.

4)  Continually seek Self Improvement: Increasing your knowledge and
learning pushes you beyond boundaries. Work to improve yourself every day.
Cultivate and seek growth.

5) Strive for a Positive Environment: Create an atmosphere that motivates
you. Spend time with those who build you up, support you, and are like-
minded in your journey! They will energize you and stimulate your growth.

6) Become a balanced person: Personal Development is the process of
growth and transformation (like our gardens) that result in a more complete
and balanced person. Work on developing the four keys areas of your life:
Mental, Spiritual, Emotional and Physical.

7) Leave your comfort Zones: Self-Development will push you to new
levels! To get to a new place you must travel a new path. Staying the same is
really falling behind. Think about being a “hybrid”... be different.

8) Learn to Sell: Professional Selling is a career choice, learning the Sales
Process is perhaps the most powerful choice you can make.




From the Desk of Ella Kate:

I bet after that note from Nana regarding
your personal gardens, you are wondering &
how mine is growing? Well I may only bel§
2 years old, but I plant seeds all the time... -
everywhere in everyone’s gardens! Do

you know why I plant seeds in other J
people’s gardens? Well, I do like to dig...
but also because the seeds I plant are
thoughts that keep people remembering

me! That way, when people see me they
say “Hey Ella, you sure are growing up

into a nice little girl.” How do they know |
that? Because my seeds of special '
thoughts are planted in their personal
gardens, and then they remember me!

From my pictures you can see I am growing up. Nana says I need to grow as
nice on the inside as [ am cute on the outside (she is a little biased you know)
but I think I understand what she means. Be the best that you can be, and
nurture others around you to be that way too.

Can you believe how great all the personal gardens in the world would look if
everyone did that?

P.S. I got a watering bucket from the Easter Bunny, so I can water any gardens
that you may need help with!

Love,

Ella Kate

Upcoming Events

Effective Marketing on a Shoestring
Budget
(7 Real Estate Credits)

Date: TOMORROW April 14th

Time: 8:00-4:30

Location: Builders Association of the Twin Cities

Register: http://www.batconline.org or Call Kimberly: 651-697-1954

THIS WILL BE WORTH IT!!




Sign Up NOW

What People Say...

As always, it was indeed a pleasure to have you conduct our training session.
You are knowledgeable, informative, entertaining, and can certainly relate to
each one of us having been in sales. Your ideas are very practical, useful and
‘today!’
Janice Guerra
Tampa, FL

Kerry has been in the trenches of the Home Building business and has learned
what works and what does not work when it comes to making sales. She has a
credible presentation style and can instantly communicate to her audience the
key memory points that will help your team achieve immediate results. I
highly recommend Kerry Mulcrone as a top notch professional trainer or
speaker for your organization!

Jack Gallagher, MIRM
President of GMG Inc.
(Gallagher Marketing Group)
North Topsail Beach, NC

On-Line Store

Do you sell New Homes... EVERYDAY BUILDING
Do you manage New Home Sales

Professionals...

Are you a Builder in charge of ALL

Operations??

This book is for you! Get the BEST
Tips, Tools, and Take-Aways of the
Trade.

Topics Covered:

EVERYTHING YOU NEED |
What to Look for and How to TO MAKE YOUR JOB EASIER

Hire New Home Sales A“%Logg ég'-s'i:sl}fm
Professionals

Sales Meeting Ideas Kerry Mulcrone; MIRM, CSP, CMP
How and Where to BEST

Position Yourself and your Sales Team
_—
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Scripts

Forms
Checklists
and Much, Much More...

YOUR COST: $24.99
(NO Shipping and Handling if Purchased by April 30, 2009)

Kerry's Stimulus Package

Your Model Homes and Sales Teams are building their Pipelines! Let Kerry
help you learn to move them through the line so they don't get clogged.

What will you do next with them?
How do you turn them into a Sale?

Call TODAY for your Reduced Price
"Sales Stimulus Training"

Regular Price: $500.00

Stimulus Offering: $375.00
(if Booked by April 30, 2009)

To ORDER Contact Mulcrone & Associates Inc:

www.kerrymulcrone.com or 612.817.4089

Insight into On-Site & On-Line in 2009

Did you Miss the 1st Webinar?
Don't miss the rest of this Action Packed Series!

Looking for fresh ideas and sales techniques? Look no further!

Kerry Mulcrone and Meredith Oliver will present 6 web seminars
(approximately one hour each; all web seminars will begin at 10:00am CST)
that cover the following topics:

1. Personal & Professional Business Plans

Februari 19, 2009




]
“Preferred 2009 Future”

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

o 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. the Buyer's Journey
June 18, 2009

o 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

o 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

e 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

o 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.

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

Call Amy at 321-285-1660 ext. 3
to Order or request more information

Where's Kerry in 2009?2!?!

Tampa FL
Huntsville AL
Des Moines 1A
Las Vegas NV
Milwaukee WI
Hudson WI
Denton OH

Are any of these cities near you? Book Kerry for a Seminar and you will save
$$ and travel time! Contact us NOW for available dates.

www.kerrymulcrone.com

llN LOCK THE POWER OF
NEW HOME SALES SOLUTIONS

kerry@kerrymulcrone.com
www.kerrymulcrone.com

612.817.4089




