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INTRODUCTION 
 

A real story. 
 
I had to create revenue now, the reason was that my 
company went bankrupt. What I had built in fifteen years 
was gone in fifteen weeks. It was February 2009, and I was 
forced to have my companies declare bankruptcy. I had to 
start from scratch. Luckily I did not go bankrupt 
personally, (only) my companies did. That was a big 
problem also. Two years before I met my current mentor, 
business partner and co-author of this book, Eric 
Lofholm. Eric was a speaker at a seminar I went to in 
Scottsdale, Arizona. He presented his sales information, 
and I decided to become a client right on the spot. For 
more than two years I did not use the information he 
provided me about sales.  
 
But after the start of the drama of bankruptcy, I had to 
create revenue, and I remembered investing in Eric’s sales 
information. I looked up the information and started 
studying it. The result was that it gave me confidence to 
rebuild my business, and not to go work for an employer. 
My conviction was, and still is, that I can be of more value 
to my clients directly, than I can ever be while working for 
an employer.  
 
In the journey of Create Revenue Now, it was important, 
and is still important, that I had to focus on income 
producing activities. In my case, that is selling my time for 
billable hours. I had been doing that before. In 1994 I 
started my business first selling food supplements with an 
MLM company. In 1997 I started my IT company, built it 
for ten years and sold it in 2007 to employees. Back then, I 
had invested enormous amounts of money and time to 
study marketing and sales. For me the best way, to study 
marketing and sales is in America.  
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In the Netherlands and other parts of Europe I was not 
able to find, and not able to find yet, a positive 
environment where people can learn marketing and sales. 
Since January 2000, I have flown to America numerous 
times, spent literally tons of money, and months of my life, 
studying sales and marketing masters. I invested in 
information products, seminars, mastermind groups, and 
personal coaching, from people like Jay Abraham, Dan 
Kennedy, and Eric Lofholm, the co-author of this book. 
 
In January 2000, I went to a Jay Abraham $ 5000.- seminar 
in Los Angeles, about internet marketing. There I saw 
people on stage speaking about the possibilities of the 
internet. I got inspired and decided to help my Dutch 
small business clients with internet marketing and with 
websites. Back then Facebook didn’t exist, nor did Twitter 
or LinkedIn. Google was just starting back then. Yahoo 
was the major search engine. On stage, I remember, I saw 
Mr. Jakob Nielsen talk about this new search engine called 
Google, and I decided to use Google since January 2000.  
That year, coming back from the USA, I also decided to 
become an internet service provider, host my own 
websites, and the websites of my clients.  
 
That year, in September 2000, I also visited a seminar in 
Boulder, Colorado from Jonathan Mizel. I was there on 
invitation from Declan Dunn, who I met in January that 
year in Los Angeles. He was a speaker at the Jay Abraham 
seminar, and I am still in contact with Declan. I especially 
like the concept of the American dream, that you can 
accomplish anything you set your mind to accomplish. The 
book Think and Grow Rich, from Napoleon Hill, is also a 
great inspiration.  
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WHY CREATE REVENUE NOW 
 
This next section of the book contains a transcription 
from a recorded conversation between Tom & Eric. We 
want you to have a look behind the curtain of how this 
book was created. This is a transcription of a coaching 
session. 
 
Tom was coached by Eric and Tom suggested to write this 
book. Eric asked Tom why Tom and Eric wanted to write 
this book. Here is Tom’s answer. 
  
Tom: We are writing the book to help people create 
revenue because we know that a lot of people are 
struggling to make sales, and we can offer them help to 
create revenue on demand. 
 
We have developed a system to help ambitious people 
make more sales, to help entrepreneurs make more sales, 
we have basically created a system for them to create 
revenue at will. 
 
The purpose of this book is to show people that it is 
possible. That it’s not difficult to do if you know how to 
do it, when you have the right mentors, attitude, mindset, 
strategies to do it, if you take enough action and when you 
have someone mentoring you in the process of creating 
the revenue. 
 
Eric: Okay, so in addition to that, I like all of that. Both of 
us when we started our businesses, had to create revenue. 
There’s a concept called the burn raid, have you ever heard 
of that before? 
 
Tom: No. 
 
Eric: So, some companies that raise investment capitals as 



21 WAYS TO CREATE REVENUE NOW 

6 

part of their business plan, have a burn raid. Maybe they’ve 
raised a couple million dollars, and they’re projects like 
Twitter, Twitter was projected to lose money for many, 
many years, so they have a burn raid. 
 
Entrepreneurs like us, we can’t afford to have a burn raid, 
we have bills to pay, we’ve got things that need investment 
financially. The reason I got good at creating revenue now 
and I’m sure you did as well, is, we have to. 
 
When you want to be successful in business you have to 
have revenue and you have got to come up with strategies 
that get you short term, immediate revenue. Not 
everybody knows how to do that. So, this book is going to 
teach 21 different ways you can do right now to increase 
your short-term cash flow. 
 
Tom: The book is also created out of desperation from 
what you have gone through and what I have gone 
through, my story is the bankruptcy of my companies in 
2009 and I remember you telling a story about that you 
had to create revenue and you focused on income 
producing activities right?  
 
Eric: Yeah, it starts in 1999, when I launched the company. 
I had just left the Tony Robbins organization. I had a 
mortgage, a car payment and cell phone bill and I didn’t 
have a lot of money in the bank, so I had to create 
immediate revenue to cover my expenses. Then being a 
business owner, meeting payroll and so forth.  
 
Then that situation happened to me in 2003 when I was 
upside down $150,000.- and the thought of focusing on 
revenue producing activities, that story came out of 
desperation as you stated, so ever since 1999, I’ve been in 
this situation, where I had to produce revenue.  
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Failure was not an option, and it required to come up with 
concepts that were going to produce financial results. 
 
Tom: My story starts in 1988 when I was hired as a 
bookkeeper at the local office supply store. That was what 
I was educated for, to be a bookkeeper, but that company 
also sold copy machines, pens and paper, but also the first 
personal computers, and other office machines, like 
typewriters and copiers.  
 
I got very interested in these office machines. I took a 
typewriter, brought it home, studied the typewriter and 
basically started my selling career very early in the days, the 
late 80s, by just selling typewriters and office machines 
next to my bookkeeping job. Later, came the personal 
computers, and my experience with sales was also selling 
computers and being professionally trained to sell pc’s 
from the IBM Company. So, in the office supply company 
I worked for, I sold IBM PS/2 and PS/1 personal 
Computers. 
 
In order to maintain that dealership, someone from the 
company had to go to the IBM headquarters in 
Amsterdam to attend a professional sales training for their 
IBM PC’s. I was the lucky one to go there. That was the 
first professional sales training I got, and it produced great 
results.  
 
I believed everything they said and applied it. During my 
stay at an Amsterdam hotel, I watched TV late at night. 
There I saw a Tony Robbins infomercial, selling Personal 
Power. I invested in Tony Robbins’ program. It was on 
cassette tapes back then. I actually bought the tapes at the 
first night I went to the IBM seminar and I applied the 
information way back in 1992/1993. It gave me huge 
boost in confidence and results. 
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It took me all the way to early 1995 when I left the 
company and started my own business, actually, I started 
on my birthday at October 13th 1994. With a direct selling, 
multi-level marketing company called Herbalife. I went 
out, onto the streets and sold Herbalife products and that 
was my second experience with professional sales. 
 
In leaving the company and doing Herbalife, I had to 
create revenue immediately, so there was an urgency to 
create revenue, later on from the multi-level company 
Herbalife, I switched to another company. Which was 
called Vision International People. That was in 1996. 
Vision International People was a new company, and they 
were starting out in Russia at first. 
 
So, I went to Russia, to Moscow, and basically did 
hardcore selling on the streets. We recruited people who 
we thought were good candidates for our business. We 
were basically instructed to find (I am embarrassed to say) 
the Herbalife people with the buttons on them. I managed 
to build my team from there. 
 
The company promised to come to Europe, to Germany, 
to the Netherlands, and to Belgium but eventually they did 
not. And late 1997, I decided to pick up my old profession 
and my own love for the IT-Industry and I started my own 
IT-Services company.  
 
I sold computers and software to local business owners. I 
delivered and installed the computers and made sure that 
they kept working. I had to create revenue from there also.  
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I always managed to do so because I was professionally 
trained at sales. Later, the same people who bought the 
computers from me and my company, were asking me 
about this new thing called the internet and websites. So, 
in the late 90s I started selling websites to some clients, 
that I also sold computers and software to. I didn’t build 
the websites myself I sold them and someone else built 
them. 
 
I maintain the contact with the customer, I knew what 
they wanted and I provided them with what they wanted 
and they paid me my hourly rate for it. I also started my 
own webhosting company, selling domain names and 
internet access subscriptions which were new back then. 
 
And these same clients, asked me, “Now you’ve built me a 
nice website, how do I get traffic to the website?”. I said I 
don’t know, but let me find out. Because I invested in 
Tony Robbins’ Personal Power tapes in 1992, I was also 
on a mailing list of Tony Robbins. I received a direct mail 
piece one day, from Jay Abraham (a joint venture partner 
of Tony Robbins), in late 1999, inviting me to come to his 
$ 5,000.- internet seminar in Los Angeles in January 2000. 
Visiting that seminar was working “on” my business. More 
about the importance of working “on” your business, and 
not only “in” your business, can be read later in this book. 
For now we like to share with you the 21 ways.   
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1: Have the Intention to Create Revenue Now 
 
In the dictionary, we learn the following meaning of the 
word intention: “something that you want and plan to do”. 
 
You notice 2 parts. One is “want” and the other is “plan”. 
Eric shares an example from his coaching practice: 
 
A lot of people wake up January 1st with no vision of 
creating any money in the business. I’ll get on the phone 
with them on January 1st and the conversation goes like, 
so how much money are you going to create in your 
coaching business this month!?  
 
And they say: “I don’t know I haven’t thought about it.”  
 
A lot of people are in that mindset, people that started a 
business, people that started a second business. They have 
no clue what they want. They have no intention. 
 
If you do not have the intention to create revenue, it most 
likely will not happen by accident. The intention, your 
intention, should be repeated to yourself again and again, 
until it becomes a habit.  
 
Once it is a habit, once you ask yourself every single day 
how you can create revenue, than will you attract the ideas 
an circumstances to create revenue. It is however your job 
to take massive action on these ideas and circumstances. 
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2: Joint Ventures 
 
Another technique would be to find joint venture partners 
who can promote you to their network. That is an 
immediate cash flow strategy, you can work in two ways, 
you can work top down and you can work bottom up.  
 
Top down means that your joint venture partner has 
already established connection with a group of people with 
he or she has influence. Next step is that they 
communicate to their group of people what benefit you 
have for them. Bottom up means that your contact is not a 
person who has a big network yet but, knows someone 
who has.  
 
Bottom up means that you influence that person to get 
you into contact with the person higher up who has the 
big contact list. Joint ventures can be used to get one on 
one referrals or group referrals.  
 
Depending on the business you are in, it is easier to get 
one on one referrals. In Tom’s business, he gets a lot of 
business from referrals. It means that current clients refer 
Tom to their business associates.  
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3: Have a Sale 
 
Another one would be to have a sale. Eric shares an 
example. At the end of the year, in December, he has 
offered a New Year special. He makes it very attractive to 
buy from him during a short period of time. 
 
You also see it in retail. Not in December, but often times 
at the beginning of the year, or around the Summer 
holiday times. Products are offered at very attractive 
prices, during a short period of time. 
 
There is, however, also a disadvantage. When you train you 
customers to only buy during a sales, a lot of them will 
wait to spent money with you until you have your sales. 
 
In your communication with your customers, it is 
recommended the you not only promote your sale, but 
also other products that you offer during the year. Not 
every customer wants to buy at a sales. A lot of affluent 
customers want the new products as soon as they are 
available. They want the first choice. They want to be the 
first one to buy. They want to be seen as leaders and some 
want to show off their purchase to their friends and family.  
 
Frequent communication with your customers can not 
only be done by 1 on 1 contact, but also using marketing 
strategies such as e-mail, direct mail and social media 
advertising. 
 
A Sale can be done, whenever you choose. When you give 
people a reason to buy, and your offer is attractive, they 
will come and spent money with you. People will buy 
today, when you give them a reason to buy today. 
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4: Up Your Sales Skills 
 
When you only do what you know, you will produce the 
same results you have produced in the past. That is a 
Dutch saying. It means that you should not expect radical 
differ results, when you (only) do the same things you have 
been doing in the past. 
 
Eric Lofholm teaches that you can only grow, when you 
break through your comfort zones. Expanding your sales 
skills can bring you huge benefits.  You see, sales is not 
only used to sell products and services. Sales is used in all 
communications, with all people. Once you want to get 
something done, you have to convince someone to take 
the action you want that person to take. That requires sales 
skills. You see, part of what you learn in this book about 
creating revenue, can also be used in other areas of your 
life, like in your family, with your partner, children, parents 
and other family members.  
 
How can you up your sales skills? The answer is to find 
people who have been where you want to go. People who 
have experience in sales and who can teach and coach you. 
Eric and Tom are those people. Combined, they help 
thousands of people worldwide to sell professionally. Via 
the website https://www.saleschampion.eu you can 
download Eric’s best-selling book The System for FREE. 
This will help you to Up Your Sales Skills. 
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5: Adjust Your Business Model 
 
When I first started my IT business, way back in 1997, at 
first I was only selling my consulting time to companies I 
could help with bookkeeping software. That was 
something that I have done working for an employer for a 
long time. I knew that people liked my help, and were 
willing to pay for my time. I was natural for me to sell that 
service. 
 
Soon I found out that the market for that service was quite 
small. It was hard for me to find clients. In my study of the 
ideas of Tony Robbins and Napoleon Hill, I knew I had to 
adjust my business model and expand my business to the 
next level.  
 
My clients would tell me what they wanted, so I asked. It 
did not take long for me to find out that a lot of small 
business had problems with their computer infrastructure. 
Back in the late 90’s computers had Windows ‘95 installed, 
as well as Windows ’98 and Windows NT. They had 
trouble of having these computers connected in a network, 
have the printers working properly, have the scanner work 
properly, and other technical difficulties. That was an 
opportunity. There was a market gap. Helping small local 
businesses with their IT infrastructure, as a technical 
engineer, who also was able to help with administrative 
software. My business model was adjusted and I got new 
clients. 
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6: Low Hanging Fruit 
 
These same client were coming back to me for my help. I 
was available for them whenever they needed me. It did 
not take long before I sold IT hardware like personal 
computers and printers. The clients I helped with their 
technical IT challenges were growing their business and 
hired extra staff. These people had to work with 
computers too, so I sold them the computers they needed. 
 
That is strategy number 6: Low Hanging Fruit. 
 
Eric says: Ask yourself the question, what is my low 
hanging fruit right now. What opportunities do I have 
right now to bring in business? 
 
For me, that time in the late 90’s was to sell computers to 
my IT service clients. Later, these same clients needed 
internet access, e-mail addresses, websites and hosting. All 
so called Low Hanging Fruit for my business. 
 
It was available for me to pick op with little or no extra 
effort. One client was bringing me work over and over 
again. Although I knew how to sell, I found out that, once 
I had a few good clients, they provide me with enough 
work, and income to make a very nice living. 
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7: Follow-up with Sales that have not Closed in the 
Past 
 
Not all the prospects I contacted in the past became 
clients. To tell the truth, most of them did not become 
clients. That is how business works in the real world. 
 
Sometime it takes a long time to get a client. Most sales 
people and entrepreneurs stop with follow up after a few 
tries. Let me tell you a story of getting a client that was 
worth € 20,000.00 (that is twenty thousand Euro’s) in my 
own billable hours.  
 
In 2012 I created Regionaal Sociaal in The Netherlands 
(https://www.regionaalsociaal.com) This is a portal 
website with information about local businesses and 
cultural events in my home region Oude IJsselstreek. 
 
I needed clients so I started to build a list of all the local 
companies in my region. I had a student in my office, and I 
had that student make a list of about 800 companies.  
 
I had him contact each and every company with a script. 
Back then I already knew what Eric Lofholm was teaching 
and how important sales scripting was.  
 
I created a script, had my student contact these companies 
with the script. I had the student send an email to each 
company, in the email I offered my free services to come 
to the company, do an interview or free video, and publish 
it for free on my Regionaal Sociaal website.  
 
That got me the first clients in my Regionaal Sociaal 
business. The first contact with restaurant Van Hal, the  
€ 20,000.- client dated back to spring 2012. It took more 
than two and a half years, almost three years, before 
restaurant Van Hal became my client.  
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After several times of follow up with the owner, I 
eventually got a phone call from him in the month of 
January 2015. Since then I helped restaurant Van Hal get 
more guests in their restaurant and increase their sales. I 
billed my time for euros and the lifetime client worth is 
tens of thousands of Euro’s. That means that I am able to 
sell my services to them for my hourly fee, for years to 
come. That is what I have done since they became a client 
of mine, up until the publishing of this book. 
 
The nice thing of this way of doing business is, that you do 
not need a lot of clients to make a nice, decent income. 
The catch however is, that you need to prove to the client 
every time, that you are worth your money. That is what I 
have to do also. It is not obvious for me that clients like 
Van Hal stay with me. I am thankful for that. I am also a 
business man and so is Van Hal. He knows that, as long as 
he is making more money from my actions, compared to 
what he is paying me, then he will not replace me by 
someone else.  
 
It is my job to make him more money that I charge him. 
Not only that, it is also my job to let them realize that time 
and time again. I have to sell myself to him time and time 
again. I have to add so much value to him and his business 
that it is more painful for him and his business to let me 
go, then to keep me on as a trusted advisor, consultant and 
supplier. 
 
Follow up is part of your position as an entrepreneur and 
sales professional. It is not the most fun thing to do, but 
the rewards can be huge. 
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8: Collapsing Timeframes 
 
What would happen if you take massive action and for a 
period of 2 weeks’ time, you do prospecting work that 
would normally be done in 90 days. That is the principle of 
collapsing timeframes. Let me give you a real life example. 
 
When you take that much action, you set a lot into motion. 
It is hardly impossible not to see results. You will see 
results fast. Tom will show you an example from his own 
coaching practice. 
 
About 2 years ago he was prospecting for new clients. He 
decided to hire some help and put out an ad 
on indeed.com. Indeed.com is a website where employers 
and employees can find each other. He posted his job and 
told people he was looking for sales help. He got a lot of 
people to respond on the ad, did a lot of phone interviews 
and invited the best candidate for a meeting in his Dutch 
office in Silvolde, The Netherlands. 
 
He hired one guy who already had experience selling 
websites to companies. He went out and brought back a 
prospect. The prospect was a realtor and the realtor 
became a client. A new website was built, as well as an  
e-mail marketing campaign and Google Apps (now G-
Suite) was installed to deal with the company e-mail.  
 
It was a decent project and what happened next was very 
exciting. 
 
The realtor was on the board of a non-profit organization. 
That organization was based on voluntary work. They have 
tried to build a professional website with their volunteers, 
but they were not able to make the progress they wanted. 
 
Tom got an appointment with the CEO and chairman and 
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sold a website. During the work on the website project, 
Tom found out that the company was able to benefit even 
more form other sales, marketing and IT work that Tom 
could provide.  
 
Tom was allowed to do the work and sent invoices for the 
hours he worked. As a result the company made more 
sales and grew like they never did before in sales. Tom 
even built a team of volunteers to take over the sales and 
marketing processes that Tom had built for the company.  
 
He was able to bill hundreds of hours over a period of 2 
years’ time. One client can be worth a little in gross sales, 
or like the client above, a lot of money in gross sales. Since 
Tom was selling his time for money, almost all the gross 
sales were also net profits. 
  
Tom uses the concept of collapsing timeframes whenever 
he needs new, so called end-user, clients to do consulting 
work for.  
 
Tom’s practice is filled with a lot of clients who bring in 
little work during a period of 12 months’ time, as well as a 
few clients he works for almost every month. Most of his 
business is repeat business from a group of 30 to 40 
clients. 
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9: Product Line Extension 
 
Product line extension means that you can extend your 
product line by selling products and services that come 
before your core product, and after your core product.  
Let me explain. In the examples I gave earlier about selling 
my time as a consultant for book keeping software, the 
product that came before it, and which is a product line 
extension, are computers and technical infrastructure.  
 
The products and services that come after it are, in my 
case, internet services like internet access, websites, 
domain names and webhosting.  
Take a look at your business, at your core product and ask 
yourself, what do your customers, clients also need before 
they buy your product or service and after they buy your 
products or service.  
 
Make a list of these products and services and take a look 
if it can be interesting for you to extend your product line, 
by delivering these products and services yourself or by 
doing a joint venture with someone else who is selling 
these products and services also to your clients and 
potential clients.  
 
In looking at your business this way it might create a 
breakthrough. It is not unusual that by this way of thinking 
you establish new markets, you establish new ways of 
generating income. 
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10: Social Media 
 
At this moment, social media is a well-established media. If 
we look at the broad picture, social media belongs to 
media in the marketing mix. Besides media we also have 
message and we also have market. These three things form 
a triangle. Imagine the triangle with, on every edge, a word. 
On top it says market, on the bottom right is says media, 
and on the bottom left it says message.  
 
If you think in this triangle and you see social media then 
you notice that social media is only a part of media. If you 
use social media to create revenue you need to know what 
your message will be and what your market is. Write down 
on a piece of paper who your ideal client is. Create a so-
called avatar. This avatar is your ideal client.  
Imagine what the characteristics are of this client. Is it a 
man, or a woman. Can it be used by a woman and also by 
a man? What are their interests, what are their fears, who 
do they hang out with, where do they hang out on social 
media?  
 
Once you know that, the next question is, what social 
media will be the best media to contact these people. If 
you sell to consumers, then Facebook is the best way. If 
you sell business to business I also recommend using 
LinkedIn next to Facebook. Both on LinkedIn and 
Facebook, you’re able to contact people with a direct 
message. Also, you can use advertising.  
 
But keep in mind that it’s important to communicate your 
message to your ideal client using your ideal media. Also, I 
recommend a concept called diversity leads to stability.  
Let me explain. Diversity means that you not only use 
social media to create revenue, to get clients, to get 
business. But you also use other kinds of media and 
communication.  
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The highest bandwidth of communication is personal face 
to face communication. Next in line is personal 
communication using skype video or video using apple 
facetime or google services or other means of 
communicating through the internet, and the ability to see 
and hear each other live. The higher the bandwidth, the 
more tools of communication you can use.  
The biggest form of communication is nonverbal 
communication. the second biggest form is the tone of 
your words, the tone of your voice, the least impactful are 
the words. If we look at the percentages, then more than 
50% of communication is nonverbal, more than 25% has 
to do with the tone and less then 25% have to do with the 
words.  
 
That means that if you only communicate in words its 
more difficult to sell, it’s more difficult to create revenue 
then if you also use sound and images. In using social 
media and advertise on Facebook and advertise on 
LinkedIn, I recommend using compelling copy combined 
with compelling images. These are pictures and are videos.  
 
What you may consider is creating a YouTube video of 
you presenting your product or service and share the link 
to this video with your target market, you can do that by 
using email or you can do that by putting it on your 
website or you can do that in a Facebook direct message 
or on a Facebook page, which is your fan page and put a 
post on your fan page. 
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11: Create an Offer and Present it Attractively 
 
Tom: I do a lot of marketing and selling for my clients.  
I use Facebook, create an offer that people can respond to, 
a very clear offer. People know exactly what to buy, where 
to buy it, when to buy it. I do that for a couple of 
restaurants and for a retail shop. So, if they have a sale on, 
for example, men’s clothing, which is a second-hand retail 
item, we promote that on Facebook. We get the direct 
effect that people see it on Facebook, and come to the 
store to buy, or look at it. 
 
Same thing for the restaurants, when they have a special, 
then I advertise the special with words and with pictures, 
with nice images. We put it up on Facebook, make it a 
promoted post, and we promote it to people who liked the 
page and to the friends of the people who liked the page. 
 
There is a direct result to us putting up the post and the 
people coming to the restaurant to order food, or buy a 
gift card. I have another client, also a restaurant and they 
sell gift cards for their restaurant. I created a promotion on 
Facebook for gift cards of that restaurant, and when I 
checked a couple of days later, they sold more gift cards 
then they did without that promotion, in the same period 
of time before. 
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12: Sell Larger Packages 
 
In helping my clients with growing their business, they 
need three things. They need infrastructure, they need 
marketing and they need sales. I create a custom package 
per client.  
 
The infrastructure part is building them a new website or 
managing their current website.  
In the marketing part, they need to put the word out, using 
one of several media. An example would be Google-
AdWords, another example would be Facebook, another 
example LinkedIn, another example would be email 
marketing. These are what we consider media.  
 
In marketing, we have a so-called Marketing Mountain. 
This mountain has two sides. The left side which is traffic 
and the right side which is conversion. What we want with 
the marketing is both things, we want traffic as well as 
conversion. It depends on the business you are in if you 
need skills to sell one on one.  
 
My observation is, that for a lot of my small business 
clients, it’s enough to bring them people in their business. 
A lot of them already know how to sell their products and 
services. What they need are more people who come in the 
door. I also know that if you sell your own billable time, it 
is different. Then you not only need traffic and 
conversion, but you also need sales skills and you need to 
know about the sales mountain.  
 
This book is about 21 ways to create revenue now. I added 
a 22’nd way as a bonus. This is the Sales Mountain. The 
concept of Sales Mountain comes from Eric Lofholm. It 
starts with lead generation, then appointment setting, then 
trust and rapport, then identify customer needs, then share 
the benefits and then close.  
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Please look at strategy number 22 for more details.  
 
You can also get more information in the free book, The 
System. You can get your copy of the book via this 
website: https://www.saleschampion.eu/.  
 
Getting back to selling larger packages you can ask 
yourself, what you can add to your current products and 
services that will help your customer, clients or guest get a 
better experience with you and gives them more value. To 
have a business long time, you have to provide value to 
your clients long time. This value has to be higher than the 
price you ask your client to pay you.  
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13: Give them a Reason to Buy Right Now 
 
People will buy today, if you give them a reason to today. 
People buy when you can help them with a need, a want or 
a problem. Give Them A Reason To Buy Now, is 
illustrated by the example of Black Friday. In the USA, and 
also, more and more in other western countries, at the 
beginning of the holiday season in November, Black 
Friday is getting more and more popular.  
 
During Black Friday people can buy products and services 
at incredible low prices. The offer is almost irresistible. An 
irresistible offer is a reason for people to buy right now. If 
we look at the sales concept, then we have to take a lot of 
action to get people informed about the products and 
services you sell, get them to want the product or service 
you sell, and when you give them a reason to buy now, it is 
more and more likely that they will actually buy.  
 
When they buy from you, it’s not a coincidence. Most of 
the time it is a well thought out decision. This decision is 
preceded by periods of investigation. Not so much 
investigating you, but investigating if they really want, or 
need, the product or service that you sell. When you first 
come into contact with your client, or potential client, you 
want to find out how far they are in buying process. It 
might be that they’re just starting out, and you’re one of 
the first people they talk to, in order to make up their 
minds about what they really want.  
 
It might also be true that they already know what they 
want, and you come in contact with them at the end of 
their search, and they’re willing to buy right now. In 
professional selling, it is your job as a professional sales 
person or entrepreneur, to know, by asking probing 
questions, how far the person is in their decision making. 
Once you know that, then you also know how much time 
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and effort you can spend in order to make the sale. When 
you combine this with an irresistible offer like Black 
Friday, then the chance will increase that you actually make 
the sale.  
 
What you also might do, is to use scarcity. This can be 
done in two ways, number 1, you can notify the person 
that you only have X number of units available, and once 
they’re gone, they’re gone. You may also tell the person 
that your offer will only be valid three to five days. That 
way you use scarcity and you use a deadline, and that will 
increase the probability that you make the sale. 
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14: Have a Clearance 
 
The next strategy is to have clearance. In the used car 
business, this is not uncommon. Used car salesmen, and 
used car companies, have a clearance in order to sell cars, 
that have been in the company for a long time. They 
position it in a way to make room for new cars. You might 
use the same strategy in your company. You can use a 
clearance to sell out old stock, or to make room for new 
stock, or to have a clearance for another reason.  
 
A reason might be that you are going to change locations. 
You are going to move to another office or another 
location. Another reason might be that you have a change 
of your company building, which means that you are 
remodeling your company space, and you have to get rid 
of excess inventory. In doing a clearance it’s important that 
you give a reason why you do the clearance. If you don’t, 
people will be suspicious. If you explain why you do the 
clearance, the chance is higher that people will use the 
clearance in order to come and buy from you.  
 
People are always looking for good deals. A way to 
announce the clearance is to use it in your regular 
communication with your clients. I say regular 
communication, because as a business owner or 
salesman/woman, communicating with your clients 
constantly is a necessity in order to build a stable business. 
This communication can be done manually, which means 
one on one. It can also be done in groups, using direct 
mail, internet marketing, social media, blogs, and vlogs. 
The thing is, if you do not frequently communicate with 
your clients, then your competitor probably will. It’s not 
unusual that clients will leave you, just because they feel 
neglected by you.  
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15: Use a USP to improve your sales presentation. 
 
USP means Unique Selling Proposition. A good USP 
answers the question, “Why should your prospect buy 
from you instead of someone else, or do nothing at all?” 
It’s possible that your business has more than one USP. 
But my advice is to start with one good USP.  
 
An example of a good USP dates back to the sixties from 
the USA. It’s from the pizza company Domino’s. It says 
“Fresh hot pizza, delivered in thirty minutes or less, 
guaranteed.” It doesn’t tell if the pizza is good. It just says 
that it is fresh, it’s hot, and it is delivered within thirty 
minutes. They also guarantee it. A good USP should have 
some guarantee in it. If you believe in your product and or 
service, and you are willing to give any kind of guarantee, 
that will make your USP even stronger. That will bring in 
even more customers in your business.  
 
It’s true that some people will use the guarantee, and 
maybe you get refunds, or people who return your product 
and want their money back, but that is part of the 
business. At the end of the day it comes down to, how 
many units you sold. How much money you made. With a 
good guarantee, with a bold guarantee, you attract more 
business to your company. Although some people will take 
you up on your guarantee, it should still be possible for 
you to make more money, then when you do not have the 
guarantee, and/or USP.  
 
My assignment for you is to start thinking about using a 
USP in your business. It doesn’t have to be something 
that’s already in your mind right now, but when you set the 
intention for a USP you might notice that you get ideas 
about a USP for your business in the next few days or 
weeks. When you write down your ideas and start working 
on them, that may be the first version of the USP for your 
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business. In this case completion is more important than 
perfection.  
 
It’s more important that you start with a USP, then wait to 
have the perfect USP. When you start with a USP, you can 
use that USP in all the sales and marketing you do for your 
company. If you wait for it to be perfect, then it might take 
too long, or never even happen. So start small, start with 
an easy, simple USP, and improve it over time.  



ERIC LOFHOLM & TOM KOSTER 

31 

16: Mastermind 
 
Napoleon Hill wrote the classic book, Think and Grow Rich. 
One of the chapters in the book is about The Mastermind. 
Napoleon Hill investigated the most successful people in 
America in the beginning of the last century. He was 
introduced by people like Thomas Edison, and Henry 
Ford.  
 
In investigating these people, The Mastermind was one of 
the most important ways for people to get rich. Not only 
then, but also in the 21st century, the concept of a 
mastermind is still a way to make sales, and from the sales 
make money, and from the money, you are able to invest, 
and even get rich.  
 
In order to build a business, products and services have to 
be sold. The position of the salesman is often a position 
which is looked down upon by a lot of other people. In my 
opinion it is not fair. If nothing gets sold, all the other 
positions in the company make no sense. You can have the 
best product or service you have, but it will not sell itself, 
you need sales skills in order to communicate the benefits 
of your product and service to your clients.  
 
The highest form of bandwidth is to sell one on one, 
person to person. The Mastermind can help you, giving 
feedback to the way you sell, to who you sell, and what 
you say. Also The Mastermind can give you referrals and 
introductions to prospective clients, and other people who 
have a relationship with your potential clients. A 
Mastermind should benefit all people involved all people 
in the Mastermind.  
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A Mastermind should also be stable and in good balance. 
For more information about Napoleon Hill’s work 
considering The Mastermind, I refer you to the book 
Think and Grow Rich, which can be bought amazon.com 
and of which a .pdf is available on the membership website 
at tomkoster.com/coaching. 
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17: Sales Scripting 
 
Eric Lofholm tells a story about how sales scripting 
impacted his business career. Eric was a sales 
representative working for a company. He needed to sell  
$ 10,000.- a month, and for a couple of months he didn’t 
make the quota. The deal with the company was that if you 
did not make quota, which was $ 10,000.- a month in sales, 
for three consecutive months, then you will be fired.  
 
Eric didn’t make quota two months in a row and he was 
afraid that he was going to get fired. Eric got into contact 
with Dr. Donald Moine, the most brilliant sales mind in 
the world. Eric applied Dr. Moine’s strategies about sales 
scripting, and in the third month, he made a total number 
of sales of $ 10,500.- that way he kept his job.  
 
The month after that, he did $ 16,000.- in sales, and using 
Dr. Moine’s system of sales scripting, he not only kept his 
job, but he went to become the top producer of the 
company for several months. In Eric’s book called Sales 
Scripting Mastery, Eric outlines seven ways to use sales 
scripting. These are the seven key steps, to writing sales 
scripts.  
 
#1: Pick a script to write. 
#2: Collect your five laundry lists. 
#3: Identify your sales model. 
#4: Outline your scripts. 
#5: Write your scripts section by section. 
#6: Persuasion engineer your script. 
#7: Revise, improve and update your script. 
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Number two is collect your five laundry lists. These five 
lists are: 
#1: Stories 
#2: Probing questions 
#3: Benefits 
#4: Offer 
and #5: Objections.  
 
Here is a list of the scripts you can write, there are several 
types of sales scripts, and here are a few: 
 
Main presentation script 
Appointment setting script 
Referral script 
Front of the room script  
Conference call script 
Objection handling script 
Follow-up script 
Recruiting script 
Voicemail script 
Customer service script 
Web copy script 
Sales letter script 
And last but not least, email script.  
 
To find out more about script writing, visit Eric’s website 
www.goldprotege.com 
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18: Referrals 
 
Referral clients are usually better clients when they come in 
your business, compared to clients who respond to your 
advertising. When you get a referral client, that means that 
someone else has promoted you, and just because of that, 
it is not only easier to make the sale, it’s also more likely 
that you can get paid the price that you ask. In comparison 
to advertising, a referral client doesn’t usually ask a lot of 
critical questions.  
 
A referral client usually already has a problem, a want or a 
desire, and has heard from other people that you may be 
able to help with a solution. If we look at advertising in 
general, people that respond to advertising, not only look 
at the company which is advertising, but also at other 
competing companies. Often times the price and the terms 
are important. With a referral client, it’s more important to 
have trust, than to have a low price or the best terms.  
 
It is wise to set up a formal referral system for your 
business. That means that you can think about a way to get 
referrals every single month. In setting up a referral 
system, it’s more likely you get referrals, than when you 
just wait for referrals to come your way. Part of the referral 
system is to use a script for referrals. Scripts are words in 
sequence that have meaning. You can ask for a referral 
from your current clients, your past clients, or your 
suppliers. It’s your job to let them know what a good 
referral for your business is. When you are able to describe 
how they can deliver referrals to you, what a good referral 
looks like, then it is more likely that you will get their 
referrals. It is also wise to reward the person who gives you 
a referral. The reward can be in money, or in the form of 
flowers, or another gift. Once people see that they are 
rewarded by bringing your referrals, the chance is higher 
that they give you more referrals.  
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19: Pursue Larger Opportunities 
 
Pursuing larger opportunities is a way to create revenue 
fast, let me give you an example: 
 
Suppose you are in the financial service business, and your 
client base at this moment, consists of clients with half a 
million in worth. Pursuing larger opportunities means that 
you not only pursue clients with half a million dollars of 
worth, but one million dollars or five million dollars of 
worth, so larger accounts. A larger opportunity means 
selling larger packages of services, it’s selling more to the 
same client, it’s selling at higher prices to the same client. 
It’s selling to new clients with potential higher value 
 
Tom shares an example of his IT business:   
 
In the early two-thousands, Tom built his IT business 
selling to small companies, starting with only technical 
services. Tom soon discovered that people were also 
asking for computer hardware. Tom decided to offer the 
computer hardware as well. The larger opportunity there 
was to not only offer his hours for money, but also offer 
equipment, and make profit on that too.  
 
Later on these same clients were also asking Tom for 
internet services. Tom decided to also offer these internet 
services. Tom discovered that the value of one client 
would go up and up and up, and Tom decided to help the 
clients with all the IT, and internet services the client 
needed. Also, he decided to grow his business with staff 
people and go after bigger clients. Think about your own 
business.  
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How can you pursue larger opportunities in your business. 
Think about your clients, what can you offer your clients 
as extra products or services that are currently offered by 
other suppliers.  
 
When you are aware of that, you can think about a way 
how you may become a one stop solution for your client. 
 
The advantage of your client is that they have you for all 
their needs. Look at what you’re offering now, and see if 
you can help your clients with more products and services 
than what you are already offering.  
 



21 WAYS TO CREATE REVENUE NOW 

38 

20: Track to Run on 
 
Eric Lofholm teaches that there are three ways to grow 
any business. 1. Lead generation, 2. Appointment setting, 
and 3. Lead conversion. He also teaches another group of 
3 things that can increase your sales results. 
 
#1: The Inner Game 
#2: The Outer Game 
#3: Action 
 
Let’s talk about the action part, let’s talk about the track to 
run on, the track to run on means, the effort you put in to 
produce results. Once you know what to do, which is your 
outer game, and once you know why you do it, which is 
part of your inner game, it’s time to take action.  
 
A track to run on is a metaphor for taking action. A track 
to run on also has to do with goal setting. What are your 
goals for the next quarter, what are your goals for the next 
year? How many sales do you want to make? How many 
gross sales do you want to make. How are you going to 
make them? Who are you going to sell to, what action do 
you need to take to make these sales? The track to run on 
will help you accomplish your goals, and find out what the 
results are. Once you take action, you notice for yourself, 
what the results are. After a day, after a week, after a 
month, each quarter, you look at your results. You start 
from where you are, and you start taking actions 
immediately. You improve step by step over time. 
 
Completion is more important that perfection, completing 
the action is more important than to do the perfect action, 
and put it off until you know and feel it’s perfect. Track to 
run on means getting into motion. Buckminster Fuller 
talks about the precessional effect. Bodies in motion create 
bodies in motion. This means that once you are starting to 



ERIC LOFHOLM & TOM KOSTER 

39 

move, and once you take action, things happen. You meet 
certain people, you get certain ways of looking at things, 
you get inspired to do things, you get inspiration to do 
things to complete things. A simple example of track to 
run on has to do with the number of sales calls you are 
going to make. How many touches do you intent to make 
tomorrow, how about this week, how about this month, 
how about this quarter.  
 
Suggest that you are willing to make ten touches each 
working day. A touch is a way to communicate with a 
(prospective) client. This can be a phone call, a face to face 
meeting, an email sent, a social media message sent, asking 
for a referral, sending out a letter. Just to name a few. 
Once you know how many touches you intend to make, 
which in this case is ten per work day, you start to take 
action. If we multiply five working days, a week, times ten 
touches, that is fifty touches a week. If we calculate the 
fifty touches a week with doing fifty weeks a year, that 
comes down to 2500 touches. That’s what we call a track 
to run on for a year. If you get 20% of these touches 
transformed into appointments, that’s 500 appointments. 
During an appointment, you give a professional sales 
presentation.  
 
Suggest that 20% will be your client. That is an extra 
hundred clients in a year. Now if you do the math, and you 
don’t touch ten people a day, but twenty people a day, 
then you double your results. The same goes if not only 
20% of your touches get transformed into appointments 
but 40%, that will also double the results. And the same 
goes with converting an appointment into a sale. If you 
double that from 20% to 40% it will also double your 
sales. If you double each of them, you make a quantum 
leap in your sales results.  
 



21 WAYS TO CREATE REVENUE NOW 

40 

21: Modelling 
 
In his sales career, Eric Lofholm used to work for Tony 
Robbins, Eric used to sell tickets to Tony Robbins’ events. 
 
In 1992 Tom was visiting a hotel in Amsterdam. That was 
for a sales seminar, selling IBM Personal Computers. One 
night, Tom was watching late night television, and he saw 
an infomercial about Tony Robbins on the screen. Tony 
Robbins was selling his personal power cassette tapes, and 
Tom decided to buy them. A few week later the cassette 
tapes arrived in the mail and Tom started using the 
information. Tony Robbins explained a success formula. 
He said that if you want success, study someone who 
already has success. Find out exactly what that person is 
doing, do exactly the same things and get the exact same 
results. That is called modelling, and that is the 21st way to 
create revenue now.  
 
You can model other successful people. Find out what 
they are doing, do the same things, adjust it to the way that 
feels good to you. Test it, modify it, and get results. The 
way Tony Robbins is selling the formula is good to start 
with, but eventually it’s advisable to make it your own. Put 
your own heart and soul into it. Make it truly you. If it 
feels good, if it produces results, you can use it long term. 
If you only use it to make money now, and it doesn’t feel 
good, it is highly unlikely that you will use it in the future. 
It is highly unlikely that it will produce good results for 
you in the future.  
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Whatever you are doing to create revenue, it needs to feel 
good inside, and with your mind, you need to accept it, 
and know it’s the right thing to do. You also realize, if you 
want to have it long term in your tool belt of making sales 
success, that you have to put in the effort, you have to run 
the miles. 
 
The concept of track to run on will help you with that. 
Success is not an instant thing, success is something you 
do every day, every moment. Modelling will help you to 
get started. Modelling Eric and Tom will help you to create 
revenue. But for you, to create revenue long term, it’s 
important that you create your own success habits. Habits 
that will make you feel good, and habits that will stimulate 
you intellectually.  
 
This will conclude the 21 ways to create revenue now, but 
this is not the end. We have two bonus ways for you. 
These are the Sales Mountain and Be Bold In Your Selling. 
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22: Bonus - Sales Mountain 
 
To bake a cake you need ingredients, and to successfully 
bake a cake, you need to put in the ingredients in the right 
order, if you do not do it in the right order, you will not 
get the result you want. The same goes for sales, sales has a 
recipe of success as well. The sales mountain is such a 
recipe. The sales mountain is developed by Eric Lofholm, 
and the sales mountain has several stages, it begins with 
lead generation, then we go all the way up the mountain to 
appointment setting, trust and report, identifying customer 
needs, share the benefits, and then we get to the top 25% 
of the sales mountain. We call that the “sweet spot”. In the 
sweet spot the prospect is making a buying decision.  

 
We have a process called The Close, there we close the 
sale. There we ask for an order, there we either get a yes, 
no, a maybe. Usually we get objections, and in this top 
25% we deal with these objections. The way we deal with 
this is with the metaphor of dancing. We call it elegantly 
dancing with the prospect. Which means that when 
prospects ask us a question, we respond in a certain way. 
We use a sales script. After we use the sales script, again, 
we ask for the order. We try to close, then it is possible for 
more objections to come up, or we get a yes or a no. If we 
get a yes, we get the sale. If we get more objections, we 
dance with the prospect even more, and what we want to 
do, is we want to progress with either a yes or a no. Either 
is fine. If we get a yes we get the sale, if we get a maybe or 
“I have to think about it” or “I have to get back to you,” 
then we have to follow-up. If we get a no that is fine too. 
No’s are no big deal. Eric Lofholm teaches that to get a 
no, is no big deal. You can use the concept of the sales 
mountain like a recipe to create revenue for you and your 
business. 
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23: Bonus – Be Bold in your selling. 
 

When we look up the word “bold” in the dictionary, we 
find that the word has several meanings, we find that bold 
means fearless and daring, it also means courageous, we 
also find that bold means requiring or exhibiting courage 
or daring. Bold in selling also has its place. Zig Zigler says 
that, “timid sales people have skinny kids.” Which means 
that if you are too shy, or not bold enough, you will not 
sell enough, you will not make enough money to support 
you or your family.  
 
When you are bold, when you are daring, when you are 
courageous, when you know that what you are selling is 
the right thing for your customer, then you are able to 
make more sales. Creating revenue is not accidental.  

 
In creating revenue you need to have meaning, you need to 
have purpose, you need to have a drive. In the book from 
Napoleon Hill, Think and Grow Rich, in one of first 
chapters, Napoleon Hill speaks of the importance of 
definiteness of purpose.  
 
When you combine your sales career, your entrepreneurial 
career, when you can combine your sales with your 
definiteness of purpose, and you are in sync with yourself 
and the products and services you sell, you become 
unstoppable. 

 
Once you know what your prospect wants, you can make a 
presentation to that prospect that also makes you 
irresistible. Creating revenue long term, building a business 
long term is much easier if you combine more than one 
strategy. The twenty-three strategies you’ve learned in this 
book can be used separately but can also be used in 
combinations.  
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Each strategy is a tactic, and tactics combined form a 
strategy. You can have more than one strategy to make 
sales, and in making these sales, in going out to people, 
you do the work “in” your business.  

 
In studying this book and other books of Eric Lofholm 
like the book, The System, and the sales scripting book, you 
work “on” your business. In being bold you have the 
courage to talk to people. Tom is sharing a three part 
strategy called, working “in” your business, working “on” 
your business and “talk” to people. Eric is teaching the 
inner game, the outer game and action, and each part has 
to do with boldness.  
 
If you want to produce great results, and you have some 
boldness inside of you, you take more action. When you 
take more action you get more results. Not to say better 
results, but more results. With the results you get and the 
boldness you develop. You can analyze the result and you 
can improve, and then take action again with boldness and 
courage, which produces new results, which might 
produce even better or worse results, it does not matter 
where you start.  
 
As long as you make a start. 

 
Analyze what your results are, see where you are going. See 
if you are getting closer to you goal, or farther away. If you 
get closer, keep doing it. If you go farther away, change it. 
Change it until you get the success you want.  
 
Tony Robbins shares a story about a baby learning to walk. 
He says that a baby is trying to walk until he or she walks, 
and a baby falls quite often until he or she starts to walk, 
and the parents know that eventually, the baby will learn 
how to walk. The parent don’t give up on the baby.  
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It’s the same with getting results and getting success. He 
calls it the ultimate success formula. Find out what you 
want, take action, and you either get the results or you 
don’t and you have to change the action until you get the 
result’s.  
 
In order to do that, you have to be bold, you have to be 
daring, you have to be fearless, you have to be courageous. 
If you include the boldness in all these other strategies that 
Eric and Tom teach you, you have a better chance of 
creating more revenue than if you are timid.  
 
Like Zig Zigler said “Timid salespeople have skinny kids.”  
 
Good luck with your selling.  
 
The next part of this book presents you with four of Eric 
Lofholm’s succesfull clients, Tom Koster interviewed 
them. 
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INTERVIEW BY TOM KOSTER WITH 
ONE OF ERIC LOFHOLM’S 

SUCCESSFUL CLIENTS:  
ARVEE ROBINSON 

 
 

Tom: Hi Arvee. 
 
Arvee: Hey, how are you? 
 
Tom: I’m doing very good, thank you, how are you? 
 
Arvee: So, tell me a little bit about you, and what we’re 
doing and all that great stuff. 
 
Tom: Well we met a couple of years ago in one of Eric 
Lofholms seminars in San Diego. It was the seminar where 
Lisa Givens was also a guest presenter. Do you remember 
that? Lisa Givens from the secret?  
 
Arvee: I don’t remember, maybe I wasn’t there the whole 
time. I might’ve been there for one day. 
 
Tom: No problem, no problem. Well, Eric has this trainer 
program and I’m the initial trainer, I’m from The 
Netherlands, and at the seminar in San Diego I 
approached Eric and asked him to work together and if I 
could translate his silver and gold protégé to the Dutch 
language.  
 
Arvee: Nice.  
 
Tom: And that is what I did a couple years ago. From 
there on I was silver protégé, gold protégé, platinum, and 
also ELI trainer certified.  I recently went to his seminar in 
San Diego, his Create Revenue Now seminar. I made 
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another suggestion to Eric, that we do an E-Book 
together, with as title: 21 ways to Create Revenue Now. He 
agreed. 
 
Arvee: Okay, got it. 
 
Tom: So, that’s what we’re doing. 
 
Arvee: Okay, so this is for the book, now will it be in an 
interview form or more of a story form?  
 
Tom: In the form of and interview, as well as story. Our 
conversation now will be written down as an interview. 
The book is a compilation of 21 ways to create revenue 
now. We’d like to feature you as one of Eric’s success 
stories. 
 
Arvee: I am, yes I am. 
 
Tom: You are, yes.  
 
Arvee: I love Eric. So, Eric has made me a lot of money 
over the years. I just wanted to know kind of what 
direction we were headed with our conversation, because if 
we are talking about create revenue now, I mean of course 
you want the fastest ways to create revenue is to speak, 
right? So, I just did a webinar, you know, I don’t know if 
you want this in there but I’ll talk about it if you’d like. 
 
Tom: Sure, please go ahead.  
 
Arvee: So, I just did a webinar on, you know, I have my 
speaker training intensive my four day where I only work 
with ten people and I had a couple of seats left, right. So, I 
just did a webinar last week and bam, in an hour I made 
five grand; just by speaking. 
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Tom: Great job Arvee, can you remember when you first 
met Eric? 
 
Arvee: Yes, I remember, let me see, I think it was 2005 and 
I went to one of my mentors, another mentor’s seminar 
event, and Eric was one of the speakers and so I bought 
his program, his protégé program. Back then it was $495 
and you got a couple hours of coaching. So, like a lot of 
people do, I had the envelope and I didn’t do anything 
with it. Then I went on one of the protégé calls, and it was 
one particular call that was all messed up, you know, with 
someone that had dialed in and left it on hold and there 
was background noise so I thought, you know, what is 
this.  
 
And then I thought, well, I have got a couple hours of 
coaching, that’s really what I want. So, I call for coaching, 
so I called his office, got scheduled, now I didn’t even 
know Eric from Adam, right. So, I didn’t know he was 
going to make me tons of money, so he calls me, and the 
first thing out of my mouth, Tom, is: “You’re late.” I mean 
come on, what would you think if you call someone up for 
the first time in your life and the first thing you hear is 
someone saying “You’re late”, you know. I don’t know 
why I did it but he was so gracious that he didn’t hold it 
against me and then the rest is history.  
 
And then our very first calls, these two or three hours he 
called, he asked what I was doing and I showed that I was 
a public speaking trainer, then he asked what I charged and 
I showed him what I charged, and I like to bundle things, 
because I am from corporate America, so I am from the 
corporate world, where you pay the retainer and then 
when the job’s done you pay the rest, right.  
 
So, what sometimes happened was that not many people 
came to their last coaching session and pay me. I mean, a 
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lot of people would, you know. And he helped me change 
that model and then he asked about how much an hour 
would it be. I told him, and he said, “that’s not enough”. 
Then I asked, “Well, how much should I charge?” and he 
said, “$250.- an hour.” And I was like what, that is what 
attorneys charge, he said “yes, but attorneys keep you 
compliant, what you do, is make people money.”  
 
And boom, it was like overnight, right? And then we did 
some scripting together, closing scripts together. And I 
used it, and again, I didn’t use it right away because I 
wasn’t comfortable with the $250.- and I wasn’t 
comfortable with the closing script. So, finally I had a gal 
on the phone and I used the script, told her how much, 
and I asked “Do you want to be one of my ten clients?”, 
and she said yes.  
 
And after that I’ve never looked back, and I’ve taken 
everything that Eric has ever put out there. Including his 
top program which I was in season two, what was his 
platinum program back then. I never had to think twice 
about signing up you know. It was just yes, yes, yes. So, 
we’ve been coaching together ever since. I’ve even had 
him over at my house for private coaching for a day, a 
power day, and I’ve hired him. Every time I do, he makes 
me money. 
 
Tom: Okay, so, you teach people how to speak? 
 
Arvee: Yes, I teach people how to use speaking as a 
marketing strategy, to grow their business, to get their 
message out to the world and make a huge difference. 
 
Tom: Okay, and when we started our conversation, a few 
minutes ago, you mentioned that speaking is a very fast 
way to create revenue.   
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Arvee: Yes, it’s a fast way to create revenue, because it’s 
very personal. Here’s a couple examples: When you go out 
and speak, for your business and you just spoke once a 
week. Now this phrase, I don’t know if it came from Eric 
or anybody else, but it is, if you want more money you 
have got to get in front of more people, period. Speaking 
is the best, fastest and easiest way to do that. So, if you 
spoke once every week, to a small group of even twenty-
five people and you did that for ten months out of the 
year, let’s say you take off somewhere nice in December 
and January, then you’re in front of a thousand more 
people that you would’ve been. And what I teach Is, when 
people speak, is how to be a magnet to pull out the 
prospects. Pull out the hot prospects. And again, it’s a 
script that I use, so you can pull out about five hot 
prospects. Those are people that are interested, that are 
coming to you at the end of the meeting asking you 
questions and wanting to know more.  
 
So now you’ve got five hot prospects per speech, so five 
times four is how much? 
 
Tom: Twenty. 
 
Arvee: And twenty times ten is? 
 
Tom: Two-hundred. 
 
Arvee: Two-hundred hot leads, so whatever your closing 
process is, if you use Eric’s closing process you’ll close a 
lot but, you could close four out of the five. Let’s say you 
close three out of the five, right. So, you do a meet-up 
session, you get along with them, you do whatever your 
process is, now three times four is twelve and twelve times 
ten is one hundred and twenty. One hundred and twenty 
new clients, now what is one client worth? If you’re in real 
estate, one client could be ten thousand dollars. So, ten 
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thousand times a hundred and twenty, right, now we’re in 
the millions. So, that is how it works. 
 
Tom: So, what I hear you say, is that if people are in real 
estate, the brick and molder business, they can also use 
speaking for their business? 
 
Arvee: Any business can use it, and what I teach is a 
system, a powerful system, by which you can become 
persuasive, and be an influencer. So, it is all in the system. 
Because it’s a system, it’s duplicable, for any business, any 
length of talk, any topic, any subject matter. It doesn’t 
matter. No matter how long the talk is, it’s what I call my 
speech sandwich, so you can grow that sandwich and put 
more meat in it or you can make it smaller and take some 
meat out. Why do I do systems? Because I came out of the 
systems world in corporate America, I was in corporate 
America for twenty-three years, and I first started using 
public speaking in corporate America to get clients. And I 
failed at first, I mean, I was lousy at it, because I didn’t get 
it trained. And one day this woman came up to me, 
changed my life, and she said this: “Honey, I hate to tell 
you this, but do you know that after every single sentence, 
you say okay?” Bam, just like that I got it. I was the 
problem, it wasn’t the audience, it wasn’t my topic, it was 
me, because I didn’t know what I was doing. I thought 
that just because I could flap my jaw I thought this would 
be easy, only because I took one speech class in college, I 
thought I could do this thing called public speaking. A lot 
of people make that mistake, Tom, they think because they 
can just move their mouth a little bit, that they can public 
speak. And they fail. 
 
Tom: So, you were in sales in corporate America? 
 
Arvee: yes, I was in a systems work. My degree was in 
information systems, and so I went to work for one of the 
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big CPA firms and so within this CPA firm we were 
starting this new service. And it was automating small to 
mid-sized companies, on their computers. Having 
accounting automation, nowadays it’s not a big deal but 
back then in the eighties when I started this, computers 
just came out. Microcomputers, you know, at that time we 
had computers that were the size of a small livingroom. 
Big companies could afford to buy them and maintain 
them and write programs for them. So, it was a 
revolutionary time when in the eighties the microcomputer 
came out, and then there were plug-and-play programs, so 
it was huge in the beginning of that era. So, again, my boss 
wanted me to public speak because it was a CPA firm and 
we needed the word out that we offered this service. 
 
So, that is what we did. Once this one lady came up to me 
and said I didn’t know what I was doing speaking, I 
decided that was not going to happen again. I was going to 
get help. I started to go to seminars about public speaking 
and communication. I hired coaches and mentors. I joined 
speaking organizations, I did like anything and everything I 
could to get better and to learn. And then the most 
amazing thing happened, I went out there to speak and 
boom I got clients.  
 
I go blablabla, poof, clients, just like that, all the time. And 
then I got practices full, I hired people, my colleagues 
wanted to know what I was doing. So, I started teaching 
them. Letting them learn the kinds of things I was doing 
and then, they started getting clients also from speaking. 
So, that got the attention of the big boss, and the big boss 
called me in his office. He said: “I heard what you’re 
doing.” And I’m like thinking oh no, I’m in trouble now. 
And he said: “And I like it. As a matter of fact, I want you 
to go and teach your speaking skills on a regional basis to 
other staff and consultants”. 
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Tom: Oh, great. 
 
Arvee: Yeah, so I started doing that a couple of times per 
year for their continuing education credit. I did my systems 
work during the day, my life was great, went up the 
corporate ladder as high as I could, not being a CPA 
myself. Living the dream, driving my BMW making six-
figures, wearing suits, you know, all that cool stuff. And 
then bam, something else happened that changed my life 
forever. And that was 9/11.  
 
So, Tom, when 9/11 hit, I remember I was watching it 
with horror on my computer. But in that moment, I 
realized that I was no longer making a difference. You 
know, how quick the world can change and that I no 
longer was making a difference. And I looked around me 
and I had become a middle-manager. Not making a 
difference anymore, not blazing trails like I used to. I was 
just managing staff. And there was nothing that my staff 
could do, better, cheaper, faster, than I could.  
 
So, I decided it was time to make a change but I didn’t 
know what kind of change to make because this was my 
degree this was my career, I was in this train for over 
twenty years. And then I did what any smart girl would do, 
I prayed about it. And it wasn’t long before God gave me 
the answer. Poof, public speaking. And not just teaching 
people presentation skills, but teaching business owners 
and entrepreneurs how to use it as a marketing strategy.  
 
So, they too can do what they love, do their calling, 
whatever it is and make money doing it. Gain visibility, get 
out there in a big way and make a living of changing lives 
forever. I left corporate America thirteen years ago and 
started my own entrepreneurial company and if it wasn’t 
for my mentors like Eric, I probably would’ve ran back to 
corporate America. I didn’t know anything about being an 
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entrepreneur. But because of my mentors, like Eric, I am 
here today thirteen years later changing lives. I’ve given 
hundreds of speeches. All over the world, I’ve trained over 
five thousand entrepreneurs, individuals, service 
professionals. How they too, can use public speaking to 
grow their business and how to get their message out to 
the world and make a difference. 
 
Tom: Great, absolutely. I remember a couple years ago, 
that one of your goals was to be a home owner again. 
 
Arvee: Yes, yes, that was nine years ago I think, that just 
shows you how long I’ve been working with Eric. 
Absolutely. 
 
Tom: Can you talk a little bit about that? The period nine 
years ago. 
 
Arvee: Yes, absolutely, so again, working with Eric, you 
know, with all of his sales advice. What we did is, my 
business partner and I created an event called Speak Your 
Way to Wealth. Which was a multi speaker event and you 
know, we made $100.000 in a weekend. So, I got the 
money for the down payment for my house. 
 
Tom: Great, so that gave you the possibility to become a 
home owner again?  
 
Arvee: Absolutely. And not only be a home owner but I 
bought, in 2007, right at the height of the market, and you 
know what happened in 2008 right? And again, because of 
what I’ve learned from Eric, is how I’ve stayed afloat in 
one of the worst recessions of our lives, and again, if it 
wasn’t for those sales skills and just all his coaching and 
mentoring, again, I don’t know if I would’ve made it. Now 
of course we are at the other end of it and this is just 
blooming and life is great. You know I’ve had a six-figure 
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business for a very long time, my whole entire career, 
because of Eric.  
 
Tom: Great, let’s wrap up this conversation Arvee. Thank 
you very much for the information, before we close. Can 
you share with our readers, one important thing about 
sales, about what you’ve learned from Eric, about the 
message that you want to share with all our readers? If 
there was nothing else to create revenue but one thing, 
what would that one thing be? 
 
Arvee: that one thing would be to go out there and speak. 
And the reason is this: Every person that is reading this 
book. Everybody has a message to share. That only they 
can share, that people can only hear it from them. And 
that message will save their lives. That message will change 
their lives or even change their business. Now I used to 
think and I used to tell people this, that if you can’t deliver 
that message from fear or whatever it may be. It could be 
taken away from you and given to someone else. Then 
here I am in church a few months ago, and the priest said 
this. He said, “each and every one of you has gifts, gifts 
from God, God is giving you gifts, and if you don’t use 
those gifts, they will be unused for all eternity.” And in 
that moment it was like a light went off in my head. I said 
that’s it. That is the same as a message, it is not going to be 
taken away from you it’s just going to be undelivered for 
all eternity. That means that the people that needed to hear 
it will continue to suffer. Continue to, you know, wait for 
you. Continue in agony.  
 
Tom: It’s your moral obligation to share your message!  
 
Arvee: Yes, absolutely.  
 
Tom: Okay, if people want to have more information 
about the services that you provide, Arvee, how can they 
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contact you? 
 
Arvee: Well, there is a couple ways, you can always email 
me at arvee@arveerobinson.com or you can call me at my 
office +1 909 949 8527. 
 
Tom: Okay, can you also show people a website you have 
or your facebook page?  
 
Arvee: Yes, my website is www.arveerobinson.com  
 
Tom: Alright Arvee, thank you very much for the terrific 
information you shared. 
 
Arvee: Thank you, Tom. 
 
Arvee: One last thing. There was a time where things were 
rough, when it was like 2008/2009 and any time things got 
rough, I called Eric and he would give me some fast, 
revenue generating ideas, and there was a moment where I 
only had like two thousand dollars in my business bank 
account, not even enough to pay the mortgage because 
that was like three thousand at the time. So, I would just 
feel devastated. So, I would call Eric and we’d do 
coaching, he would give me some quick tips ideas, like do 
a webinar, do a tele class, reach out to my list, a lot of 
things.  
 
And again, he just always supported me. One of the things 
that I often tell people, that I learned from Eric is an 
important one. “Act at the speed of instruction”. Thank 
God, that’s what helped me along. And one of the reasons 
that I tell people this, is because, I mean Eric is such a 
great mentor, he mentors from intuition, from the heart, 
he knows exactly what to say and how to say. That way is 
that I always moved at the speed of instructions. Because, 
I was afraid if I didn’t move at the speed of his instruction, 
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Eric might give up on me as a mentor. But he would never 
give up on people. 
 
There was this one time where he told me to put on a one 
day event. And I put it off. For a year he told me to put on 
this one day event, this is several years ago now. It was 
somewhat new, and I wasn’t comfortable with a one day 
event. I guessed I was afraid no one would come. So now 
it is December and now I’m thinking, “oh I’d better do 
this because I don’t want my mentor to give up on me” 
right? And I wouldn’t do it for him and he just said to me, 
“Arvee just do the event in a little room, do it for fifty 
people and teach your stuff, do it for free.”  
 
So, I did. And again, its December and thinking of that 
motivated me I have got to act at the speed of instruction, 
okay, I’ve got to do it. I had a hundred and thirty-eight 
people come, standing room only. I made one thousand 
dollars. And this is several years ago. Now my prices have 
gone up, so has my revenue and my results. Again, it is 
acting at the speed of instruction. Stay in a conversation 
with him and just trust that he knows how to make you 
money.  
 
Tom: Thank you for the great information Arvee. 
 
Arvee: Alright well, you have a great day Tom, and thank 
you for the opportunity. 
 
Tom: Thank you, bye.  
 
Arvee: Bye. 
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INTERVIEW BY TOM KOSTER WITH 
ONE OF ERIC LOFHOLM’S 

SUCCESSFUL CLIENTS: 
ALEX BRANNING 

 
 

Tom: In preparation of the book, Eric and I want to 
feature you as one of the success stories in the book. So, is 
it okay if I record our call, Alex? 
 
Alex: Absolutely, go ahead.  
 
Tom: Can you share a little bit with our readers what 
business you’re in Alex?  
 
Alex: Sure, the Branning Group, so, we’ve been building 
websites since the year 2000, we’ve been offering website 
development services, we build custom mobile apps and 
we are heavily involved in social media marketing, both 
creating engagement with current audiences, and then also 
helping our clients advertise on Facebook to expand their 
audience. 
 
Tom: So, you’re an internet veteran? 
 
Alex: Yes. 
 
Tom Cool, can you remember the days way back then in 
2000 and 2001? 
 
Alex: Yes, I was seventeen years old, and I was determined 
to create a better job for myself than the ones that I was 
finding, I enjoyed doing coding, so I got started with the 
business because I wanted to see my work on a broader 
scale, and the internet allowed me to do that. It gave me 
the opportunity for my work to be seen not just by the 
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people that I manually send that code to, but theoretically 
the entire world. And I also saw a very big opportunity 
with the coding aspect because I could take what I’ve 
written or I could be hired by somebody to. You know, as 
a sixteen-year-old kid getting paid twenty bucks an hour 
was amazing.  
 
I went up and down with the bubble of the internet. I had 
a lot of fun in the beginning and I learned a lot of lessons. 
Not having a coach opens you up to having a lot of 
challenging things and one of the things that happened, 
unfortunately, more than once, was that I got ripped off by 
clients.  
 
That was one of the things that I had to experience the 
hard way. I had to go through the life lessons of growing 
myself up, and protecting myself doing the work. At the 
time, I remember feeling very vulnerable and I remember 
feeling like I was just constantly trying to make sense of 
the chaos of being in business for myself. Now when I 
look at the company that I built, I have a lot of peace 
around my day to day, running my business, and I also feel 
confident that I’m protected, and with the support of 
coaches like Eric and others I feel like I can rely on, and 
that can help me get through all the ups and downs of 
running my own business.  
 
Tom: So, a coach is important to your business Alex? 
 
Alex: Absolutely, if it wasn’t for my coach, I would’ve 
been in a lot of trouble and I would be opening myself up 
to people and being taken advantage of. 
 
Tom: Can you give us an example of what Eric coached 
you on, which has a positive impact on your business? 
 
Alex: Yes, when I first came to Eric in late 2014, I came to 
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him because I knew I needed to learn how to sell, but I 
didn’t know how. So, at the time it was just myself and I 
had two other developers on my team. I worked with Eric 
on how to increase my lead generation and close more 
sales. And now, I have a much stronger company and my 
revenue has more than doubled in that short amount of 
time.  
 
I have so many more new opportunities ahead of me. My 
entire business model changed based on Eric’s 
recommendations and guidance. Eric has been one of the 
key drivers, and for me not only just building a business 
that is stronger, but also in building the ideal life, for 
myself, and for my family. Because with the guidance of 
Eric I have created a business with much less stress, much 
less chaos. I have gotten something that is strong and built 
for the long term. I no longer have to go project by project 
anymore.  
 
Eric has taught me how to create residual recurring 
revenue. Because of that, my business is strong even in the 
downtimes. If it wasn’t for Eric walking me through that, I 
would be in an atrocious position right now. So, I thank 
Eric, not just for the opportunities that he has given me, 
but also for guiding me and creating an environment that 
is much less stressful. 
 
Tom: You just talked about creating residual recurring 
revenue, and Eric has helped you with that. Can you give 
us an example of that residual revenue for you? 
 
Alex: Yes, I’ll give you two examples. The first is with 
creating hosting packages. What I have found is that many 
clients want me to host and maintain their website, 
because they’re not looking for a five-dollar option. 
They’re willing to spend more when they feel like their 
assets and their websites are being protected.  The second 
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is that they’re also willing to pay a minor small monthly fee 
for a maintenance package, if they know that, when they 
need work done, it will be handled at a timely manner. Just 
by offering those two things, I am able to create recurring 
revenue. And that recurring revenue helps to keep the 
lights on when things are slow. 
 
Tom: Great information. This is my next question: If you 
were to start all over again from scratch, and you had to 
create revenue this week. What would you do, Alex? 
 
Alex: That is a great question, if I was stuck and needed to 
create revenue right now, I start helping clients so I can 
map out their 2017 marketing plan. One of the things I’ve 
also learned is how to effectively coach somebody, so that 
they can wrap up their minds around the concepts I am 
teaching them. I can also walk them through step-by-step 
how to implement what I am teaching them so that they 
are able to get a really good bank for the buck.  
 
They’re to not only understand the concepts they are also 
able to implement them, so they can then share the success 
story. So, if I had to make money, I would offer consulting 
services because they’d be able to set the appointment, 
deliver on the product and the client would be able to see 
the effects in less than five business days. So that is how I 
would create revenue now. 
 
Tom: Excellent, and how would you go about finding 
these clients? 
 
Alex: Honestly, because I have a good relationship with 
Eric, I would probably reach out to him and ask him for 
appointments with his network. But also, knowing what I 
know now, I would jump on Facebook and start 
advertising.  
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Tom: So, advertising on Facebook and getting referrals, 
right? 
 
Alex: Yes. 
 
Tom: Okay, and can you remember how you signed up to 
become a protégé? Did you meet Eric at a webinar or a 
presentation? 
 
Alex: I was given his book by a friend of mine, and I 
reached out to Eric on Facebook. We were taking over 
Facebook messenger and he set up our coaching over 
Facebook messenger, he’s sold me over Facebook 
messenger. I got acquainted to him through his book The 
System. 
 
Tom: Okay, if people want to know more about your 
business, Alex, what would be a good way to get in touch 
with you? 
 
Alex: On my website, www.branninggroup.com and I have 
a 24/7 line, it is, 661 946 0888. 
 
Tom: Thank you for the interview Alex.  
 
Alex: Excellent, thank you so much Tom I appreciate it.  
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INTERVIEW BY TOM KOSTER WITH 
ONE OF ERIC LOFHOLM’S 

SUCCESSFUL CLIENTS: 
MANDY KEENE 

 
Tom: Hey, Mandy, good afternoon. 
 
Mandy: Hi, Tom. 
 
Tom: Thank you for allowing me to interview you. Can 
you tell our readers a little bit about yourself, Mandy? 
 
Mandy: Sure, my name is Mandy Keene, I have been very 
fortunate to have found my passion of coaching at a young 
age. I’m a professional coach, and now I live my passion 
and my dream, I coach and I train other people who also 
want to become successful and professional coaches. 
Whether that is in the personal realm as far as relationship 
dating coaching or in the business realm as far as sales, 
business, internet marketing. I love what I do, and I was 
taught incredible coaching skills by one of my first 
mentors Tony Robbins. I’m very grateful for the training 
I’ve received from him. I then went on to receive trainings 
from other incredible coaches and mentors.  
 
The one thing on my tool belt that was missing, was how 
to master the art of influence, and what’s interesting, is 
that I’m very grateful I had a sales job, I hated at one time. 
But I’m very grateful for that job, because it forced me to 
hire Eric and to be able to get the help that I needed to 
learn the skills. And guess what? That has skyrocketed my 
impact with my clients as a coach.  
 
Tom: Good job Mandy. Let me tell you a little bit of an 
introduction of how I met Eric. Would that be okay? 
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Mandy: Sure 
 
Tom: About ten years ago, I was at a seminar in Scottsdale, 
Arizona with Infusionsoft. Way back then I was an 
Infusionsoft user. It was in March 2007, and Eric was 
speaking on stage, together with Michael Gerber, the 
author of The E-Myth. Eric presented his Silver Protégé 
program, and I decided to become a member. So, I bought 
Silver Protégé ten years ago. I hadn’t used it for two years, 
and then my businesses went bankrupt in the crisis of 
2009. I had to start all over again. I started listening to 
Eric’s information and it inspired me to stand up and to 
rebuild my business from scratch. Not go work for an 
employer and help to get someone else rich. I might as 
well do it for my clients and myself. On the calls that he 
did a couple of years ago, I also remember a lady called, 
Mandy Pratt, who told Eric that she wants to become 
Eric’s top student. And that was you, right? 
 
Mandy: Yes, that was me. Now my last name is Keene, like 
my husband’s last name. 
 
Tom: Was that in your sales position back then? 
 
Mandy: Yes, that was when I was in sales. 
 
Tom: Okay, and can you share with our readers what 
company you worked for and what you were selling? 
 
Mandy: I would prefer not to say the company that I 
worked for, just because I am not proud of it, but I will tell 
you I was selling financial education and financial 
coaching.  
 
Tom: Okay, what was the reason you became a member of 
Eric’s protégé program? Of course, you wanted to increase 
your sales, was that the only reason, or was it influence or 
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something else that you can share with our readers? 
 
Mandy: It was pretty much 911 mode, because I was 
working for a company based out of San Francisco, and I 
was barely making $2000  a month, at the current sales 
jobs I had. If you’re familiar with the economy in San 
Francisco, with $2000 a month you’re on the street so, that 
is not enough to live in San Francisco. The thing I did 
have going for me, was that they nicknamed me the 
phonejockey, and that I made more dials and calls than 
anybody. But I sucked at it. I was jealous of some of these 
other sales people who would walk in at half past ten and 
leave a couple hours before me and they would make ten 
to fifteen thousand Dollars a month. I would call from 
07:00 AM until 07:00 PM and I was only making two. And 
I was like “there is something messed up,” and I realized 
they were doing something differently than I was and I 
didn’t know what that was.  
 
I met Eric through a mutual coaching friend of mine that 
has heard him speak. I’ve gone through other sales 
trainings before, but they were all about philosophy and 
mindset and the trainers were personalities I didn’t 
resonate with. They were like over the top, gregarious 
personalities. I am not that way. So, when I studied from 
them I was like, “I’m never going to be an over the top, 
gregarious personality”. When I heard Eric speak, I was 
like “this guy is so chill, and relaxed, and he is not over the 
top, and I liked that, and he seemed to have a heart and 
care about people.” And believe me, he does, because he 
has had more than one phone call of Mandy crying, and he 
never judged me and he was so patient and wonderful.  
 
I had to use my credit card to pay for my coaching with 
Eric, because I didn’t have the funds. I was at a point 
where it was either that, or I got to a point where I was 
going to have to move back to Idaho and quit, To have 
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quit back then, meant ultimate failure to me, so I didn’t. I 
believed I’m capable of figuring this out. So, I went from 
barely struggling and make $2000 a month, to hire Eric to 
help me with my sales. Eric taught me the sales mountain. 
He listened to my calls and gave me feedback on what I 
needed to do. What he taught me wasn’t rocket science. 
But you don’t know what you don’t know, as Eric says. So, 
he got to see where I was messing up, where I was losing 
the sale, and he thought me the skills and what to improve.  
 
It was hard and it wasn’t comfortable in the beginning, but 
within my second month of coaching with Eric, I went 
from two thousand to sixteen thousand a month. That’s 
why I am very passionate, Tom, about inspiring other 
people that sales is not natural. Yes, there are some people 
that have gregarious personalities, but it is very much like 
Eric says. Sales is a learned skill. I’m living proof that you 
can suck at it, and then be able to crush it. It is not rocket 
science, you just have to be coachable. You have to be 
willing to learn the skill, that’s it. 
 
Tom: Can you share with us, how many months or years 
you’ve stayed in that position, after you had made the 
$16.000, - a month of commission. 
 
Mandy: Oh, yeah, I stayed in that position for about 
fourteen months. 
 
Tom: Okay, fourteen months, in total? 
 
Mandy: Yes. 
 
Tom: And after that, did you start your coaching business 
or was there something in between?  
 
Mandy: Yeah, you know what interesting? I was a coach 
for a company where I got my clients from a silver platter. 
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Back then, I didn’t have to know anything about marketing 
or sales. I wanted to make more money, so I quit that job, 
started my own coaching business, didn’t know anything 
about marketing and sales, got beat up, and then I was 
forced to get a job. 
 
And that was when I got this sales job, and I missed 
coaching, because coaching was my heart, and I got this 
sales job to pay my bills, but it felt like a detour. But it was 
such a gift because then when I quit that sales job, I had 
the skills that I could take with me and I started my own 
coaching business, again, but this time it stuck, and went 
on to become a success. 
 
Tom: Great Mandy, so you coach coaches, right? 
 
Mandy: Correct. 
 
Tom: In the sales mountain, we talk about lead generation, 
appointment setting and lead conversion, right? The three 
steps and, also, lead generation, appointment setting, trust 
and report, identifying customer needs, sharing the 
benefits, how to close, follow up, referrals and 
qualification. If you think back about lead generation, can 
you share some information with us about your experience 
in generating leads for your coaching business Mandy? 
 
Mandy: Such a great question, and Eric is amazing at this. 
Eric has really helped me, because I know for myself and 
many business owners out there, we make this part very 
hard, and it doesn’t need to be. It is actually one of the 
easiest parts because it is all about relationships. And you 
know, Eric taught me how everything counts, and through 
him helping me plant my flag, and really develop the 
relationships to grow my coaching business, there are a 
few key players that I’d like to stay focused on. Eric’s 
advice for me was to just focusing on these top down 
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relationships.  
 
I didn’t have to go kill myself and go to a hundred of these 
networking meetings like most coaches do, and that’s 
something that I pass on to our coach students. I teach 
them what Eric taught me, as far as being more strategic. 
That is what I love about Eric, he is extremely strategic. I 
think that is one of his superpowers. So, he has helped me. 
I’m not naturally as strategic as he is, so he helped me 
become strategic with lead generation and developing the 
right relationships where people could be able to refer me 
clients. That way I can do what I love which is coaching 
and not going to a hundred network meetings a month. 
 
Tom: Alright, so, if you have a coaching client, can you 
share with our readers, for how long they usually stay a 
client of yours? 
 
Mandy: On average, it is about three years, just about three 
years. I will tell you, I still have a coaching client where he 
tells me he’ll never leave me, and I think he’s true, because 
it is 2017 now and he was one of my first clients back in 
99. That’s rare, I would say that is rare, but I would say, on 
average, it’s three years.  
 
Tom: That’s very nice, so that’s a long time residual 
income from the lifetime value of a client, right? 
 
Mandy: Oh, it is, it very much is. 
 
Tom: I think I can remember a couple of weeks ago, when 
I scheduled the call for today, that I had to go through 
your online calendar, and there were not a lot of positions 
open, so, your calendar looks quite full, Mandy. 
 
Mandy: Yes, I’m very grateful and I feel very blessed Tom. 
I’m not accepting any more private clients, I do 
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introductory sessions and I’ll recommend some of my 
students and clients, but I’m at a point where I am at the 
capacity where I am not able to accept any more private 
clients now. And there are so many incredible coaches out 
there, that I feel very honored to be able to refer to. If I 
hadn’t followed Eric’s advice, then I wouldn’t be where I 
am at today. 
 
Tom: Great, if you had to start all over again from scratch, 
and you had to rebuild your practice from zero, and you 
had to find your first clients, and you had to create revenue 
now, you had to create revenue fast, what would be your 
recommendation? 
 
Mandy: The first thing, because this is so important, if I 
had to start all over from scratch, then I would inundate 
myself in Eric’s community, I would listen to Eric every 
single week, I would do whatever I can to make sure I 
have his audio program. I would just inundate myself 
because it’s focusing on it, it’s like starting over again 
would mean I need throw myself back into that 
community and those habits, to where I am at today. So, 
that is the first thing like Eric says, it’s staying in that 
conversation.  
 
The very first thing I would do is tap myself into that 
community and stay in that conversation, and then do 
what I know, which is developing those relationships that 
Eric has taught me how to find and how to navigate that, 
and then offering my coaching packages. That’s such a 
great question because honestly, it would not be hard for 
me to do because I know what I would need to do in both 
the inner and the outer game that Eric teaches.  
 
Tom: Excellent, and can you share with us what your 
coaching packages are, Mandy? 
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Mandy: Yes, my coaching packages are six and twelve 
months, and if you want me for twelve months, it’s 
$10.000, -  and if you want me for six months, it is $7.500, 
-, and the six-month package has twelve sessions and the 
twelve-month package has twenty-four. 
 
Tom: And every session is about thirty minutes? 
 
Mandy: They’re about thirty to forty-five minutes. 
 
Tom: Great, if people want to know you a little bit better, 
Mandy, can you point our readers to a website you have or 
a Facebook business fan page?  
 
Mandy: Sure, our website is www.resultsincoaching.com 
and they can find my professional coach page at Mandy 
Keene on Facebook.  
 
Tom: Alright, thank you very much for your information, 
Mandy. 
 
Mandy: My pleasure Tom. I’m honored, please tell Eric hi, 
and thank you for this opportunity. 
 
Tom: Thank you, Mandy, have a nice day. 
 
Mandy: You too Tom, take care. 
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INTERVIEW BY TOM KOSTER WITH 
ONE OF ERIC LOFHOLM’S 

SUCCESSFUL CLIENTS: 
 KEVIN HUDOBA 

 
Kevin: Hey Tom, how are you doing? 
 
Tom: Hey Kevin, good afternoon. I’m doing fine, thanks, 
you’re driving in your car? 
 
Kevin: No, I’m not driving I’m a passenger. 
 
Tom: Oh, you’re a passenger, alright. Thank you for 
accepting the invitation to the interview Kevin.  
 
Kevin: No Problem. 
 
Tom: Eric told me a lot of great things about you, and you 
are one of his success stories. 
 
Kevin: Great, tell me a little bit about the book you guys 
are putting together. 
 
Tom: Yes, the book, we’re going to have it titled Create 
Revenue Now.  
 
Kevin: Oh, okay, great. 
 
Tom: And in there, we feature people like you, who are 
clients of Eric. In there we let the readers get to know you 
a bit, and find out how you create revenue in your 
business. With your permission, I’ll record the call so I can 
have it transcribed and put in the book. Would that be 
okay? 
 
Kevin: Okay, yes sure. 



21 WAYS TO CREATE REVENUE NOW 

72 

Tom: Okay, Kevin, can you tell me a little bit about 
yourself, we are Facebook friends, I know a little bit about 
who you are, but for the record maybe it’s better say it 
yourself. 
 
Kevin: So, I am twenty-nine years old and married, 
recently moved to Indianapolis, and I’ve been a real estate 
broker now for five years. Originally went to college music 
performance, and realized towards the end of my college 
days that I’d never make a living doing that, and I’d 
probably drown myself in a pile of debt before I finished 
school so, I kind of adjusted and became interested in real 
estate; after reading the book, Rich Dad Poor Dad. And 
since then, you know, probably ten years now that has 
kind of been my pursuit.  
 
Tom: Okay, so you started early at the age of nineteen in 
the real estate business? 
 
Kevin: Yeah. 
 
Tom: Okay, and you do private homes, you do condo’s, 
business buildings, what exactly do you sell in real estate, 
Kevin? 
 
Kevin: So, in the last five years my focus has been 
residential real estate, helping home buyers and sellers as 
well as investors in the purchase and sale of residential 
properties. You know, this year, I don’t know if Eric 
mentioned, I’m in the middle of a big shift transitioning to 
commercial real estate where I focus on apartment 
buildings. So, working with investors has always been a big 
percentage of my business, and I’m just trying to take it to 
the next level, because I have future aspirations of owning 
apartment buildings. So, the best way to learn that 
business, is to help others.  
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Tom: Great, and can you remember when you first learned 
about Eric Lofholm? 
 
Kevin: Yeah, so, it was almost exactly two years ago, I 
participated in his end of the year sales and marketing plan 
class, and I’ve always enjoyed goal setting and planning at 
the end of the year to get ready for the year ahead. So, I 
participated in that class and enjoyed the class and Eric’s 
energy so much that I decided to join the coaching with 
him. 
 
Tom: Okay, and at what level did you enter the coaching, 
Kevin? Silver? Gold? 
 
Kevin: I went into the guaranteed results program where 
I’m working with Eric 1-on-1. 
 
Tom: Alright, Okay, and how did that work out for you, 
Kevin? 
 
Kevin: It worked out great, I have been pleased with the 
increase of my business since I started working with Eric. 
The year that I joined him I was kind of on a plateau 
where I wanted to increase my business that year, but it 
was kind of down from the prior year. But last year, in my 
first year with Eric, I probably increased my revenue by 
over $80.000. And this year, you know half of the year I’ve 
spent transitioning, moving to a new state and moving 
from residential to commercial, but I still had my best year 
ever in sales this year even though my focus was, you 
know, only on residential real estate for pretty much this 
half of the year, in July I started that transition.  
 
Tom: Great results Kevin, congratulations, and if you 
think about create revenue now, what comes up for you?  
 
Kevin: I just start to think about thinks that I need to do if 
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I’m thinking, you know in the next thirty or sixty days I am 
behind the 8 ball and I need to generate business. So, for 
me, that’s always been going back to working with 
investors, so in my residential real estate business I would 
always start seeking out properties for my investor clients 
to purchase because I know that is going to be the shortest 
transaction time. So, those are going to be the cash buyers, 
they’re going to buy the properties quickly and they can 
buy as many of them as financially makes sense for them. 
So, in my business it’s been going to the cash investors 
because that’s been the quickest way. 
 
Tom: Okay, and can you offer out readers a 
recommendation to create revenue fast? 
 
Kevin: I think one of the best things I’ve implemented of 
the past years has been, just collaboration and strategic 
partnerships, I know when I started working with Eric, I 
had a lender that I’ve been working with for three years. 
And we enjoyed working together so Eric gave me the idea 
to approach him about co-investing into marketing. Where 
we would both receive leads. So, I brought up that idea to 
the lender and he didn’t even bat an eye, I probably asked 
him to spend like five hundred dollars per month on this 
marketing program. And he is like, great, let’s look at it 
and do it. And that something over the past two years has 
maybe generated over twenty leads a month for the both 
of us. So, that collaboration led to collaboration with our 
real estate attorney partner, because the more closings I 
have and he has, the more closings she has. So, 
collaboration is definitely the top thing and probably the 
top strategy that I’ve implemented in the last two years, 
that increased my business and to accelerate my revenue.  
 
Tom: Okay, great, people that read the book are also 
introduced to the concept of the sales mountain, do you 
use the concept of the sales mountain in your business, 
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Kevin? 
 
Kevin: Absolutely. 
 
Tom: Can you share some examples? 
 
Kevin: Sure, so, the sales mountain to me also goes hand 
in hand with a planned presentation, so I feel like in 
business, the times that I’ve gotten the best results is when 
I planned out my presentations and it has also positioned 
me as much more professional. Especially in situations 
where I’m competing with very talented colleagues where 
for a listing for example. You know, just taking the seller 
step by step through the process, I think it’s received much 
easier and understood much easier in the process. And it 
also positions me as more professional in their eyes.  
 
The other thing about the sales mountain that I realized 
through implementing it is that, sales is definitely a 
different kind of language. Like how you would present 
your product or service in a structured way, if done right, 
will lead the person to work with me but also perceive me 
in a different way. So, in the past, before I started working 
with Eric, I was mostly just winging my presentations as 
many real estate agents do and I was doing okay. Because I 
think I was communicating well but I didn’t really have a 
structured plan for those meetings or for those 
presentations but with using the sales mountain concept it 
definitely took me to a different level and allowed me to 
compete better in those situations where I was competing. 
 
Tom: Okay that’s great, and Eric also teaches sales 
scripting and having scripts written out for presentations, 
for objection handling, do you also have your scripts 
written out Kevin? 
 
Kevin: I do, and I use scripting quite often and especially if 
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I’m doing a lot of cold calling or prospecting over the 
phone. I just kind of write down how I imagine that 
conversation to go, so that I have more confidence over 
the phone especially. Maybe I do that because that has 
previously been an area that is challenger for me, cold calls 
or calling. So, I would do it with confidence and I know 
that when I do my scripting or when I write my scripts 
prior to those meetings or those calls I’d have a lot more 
confidence and get results.  
 
Tom: Okay, so the sales mountain starts with lead 
generation, and the purpose of making cold calls is to 
generate leads, right? Do you have any other means of 
generating leads also, besides cold calling?  
 
Kevin: Yeah, I’ve used quite a few strategies for generating 
leads in my business, asking for referrals, strategic 
partnerships, and I’m always trying new things. I think that 
is one of the interesting things about the real estate 
business, it’s that everybody lives somewhere so almost 
anyone can be a source of leads, referrals or a potential 
client in the future. So, building those relationships and 
finding better ways to communicate with them are ways 
that I increase my business.  
 
Tom: Okay, excellent. Are there some last things you 
might want to share with the readers of the book, Kevin? 
 
Kevin: I would say that, creating revenue now or 
increasing your business, the biggest challenge I think 
people have, is in trying new things. If you include that in 
your plan, or you practice many new things on a regular 
basis, it’ll become much easier to implement new things, 
but also to grow your business faster. Because, if for 
example I want to double my revenue I can’t do the same 
things that it took me to get to this level to get a different 
level. So, being flexible and constantly trying new things is 
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a huge key to getting to the next level. 
 
Tom: Okay, great, and if the readers want to contact you, 
Kevin, what is the best way to do that? 
 
Kevin: That is probably via email, you can email me at 
kevin.hudoba1@gmail.com 
 
Tom: Can you also refer people to your website or 
Facebook page? 
 
Kevin: Yeah you can find me on Facebook, I think it is 
www.facebook.com/kevinhudoba 
 
Tom: Okay, and you also have a website? 
 
Kevin: Yes, but I am also in the middle of transitioning 
from residential to commercial so, that is in transition as 
well. 
 
Tom: Okay, great, thank you very much for the interview 
Kevin, it was nice talking to you and learning how you 
built your business from the young age of nineteen to now, 
ten years into the future into a successful the real estate 
entrepreneur that you are. I wish you a good ride to your 
destination and thank you for participating in the 
interview.  
 
Kevin: Alright, thanks Tom, have a great day. 
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WORKING IN YOUR BUSINESS AND 
WORKING ON YOUR BUSINESS 

 
In this last section of the book, Tom Koster is sharing the 
Create Revenue Now Triangle. This triangle consists of 3 
parts. 1: Working “in” your business. 2: Working “on” 
your business. 3: Talk to people. 
 
Working in your business means you do the work that 
makes you money at this moment. You do work that you 
can send an invoice to right away. That work can be either 
selling products that can be delivered immediately and that 
you get paid for, or doing consulting work that you can 
send an invoice for, that can be paid immediately as well or 
after a couple of days or weeks. It basically has to do with 
activities which will bring you income short term. If you 
only focus on work that brings you more money now, that 
is a good thing for the cash flow short term.  
 
For long term however, it’s important you build a vision, 
and you start working “on” your business. Working “on” 
your business means that you have activities that will bring 
you income and money long term. To give you an 
example, I will show you how I do my work in my 
business and how I do my work on my business. Working 
in my business means working on marketing pieces, 
writing copy, sales scripts, do Google AdWords, and 
Facebook for my clients. For that work, I have an agreed 
upon price per hour with my client. It means that the work 
I do now, I will get paid in short term.  
 
Working on my business means that I have activities that 
will not bring me money and income short term, but long 
term. An example there is, writing this book. This book, 
Create Revenue Now is a small project that I do with Eric 
Lofholm. The time I invest to write the book, is time I 
cannot spend in my business. It means that the time I 
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spend writing the book will not bring me income short 
term, but long term. When the book is finished, the book 
is a so called “deliverable.” A deliverable means an object 
that is finished from A to Z. This book, can be read by 
hundreds of people. Can be read by thousands of people. 
Every person that reads this book, can get the information 
that I and Eric Lofholm have to share. The purpose of this 
book is two folded. On one hand it is to teach you how to 
create revenue now. On the other hand, it’s also a vehicle 
for us to get in touch with you, so you can experience who 
we are, and maybe for you to join our email list, or to 
become a client. Visit http://www.saleschampion.eu for 
more information. 
 
Another example of working on the business is the 
information in the twenty-one videos to make more sales, 
that we offer for free. The information in the twenty-one 
videos is constructed carefully, the videos are recorded, 
and the videos are digitally published online. The work is 
done once, and the time for the work is not billable time 
on short term. The time and energy invested in the videos 
can be multiplied once people receive the information of 
the videos. You can view these 21 video’s via 
https://www.saleschampion.eu/free/21-videos  
 
That means that we do the work once, and a lot of people 
can benefit from the information in the videos. I 
communicate my message in the videos, but I don’t have 
to be in one-on-one contact the person watching the 
videos. So, the videos share information and can also be a 
sales tool for my business. Working on the business is 
building the business long term. In my coaching practice, I 
have clients who tell me they do not have time to work on 
the business because they need money now. That is what 
this book is for, Create Revenue Now.  
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If you do not work “on” the business, eventually your 
business will suffer. Working “on” the business is also 
reading books about marketing, about sales, about 
personal development. It’s also being coached by someone 
like Eric or Tom. It’s also visiting seminars where you can 
get ideas and inspiration. If you do not work “on” the 
business and only work “in” the business, then it is highly 
likely that over a period of three to five years, you are 
worse up than you are now.  
 
That means if you need money now, and only work “in” 
the business, and you keep doing the same thing over and 
over again, then you probably do not add enough value 
long term. Only by working “on” your business and 
expanding your vision, are you able to maintain your 
business long term. Of course, there are exceptions to this 
rule, but in my experience as an entrepreneur since 1994, 
that’s what I’ve come to conclude.  
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TALK TO PEOPLE 
 

Besides working in your business and working on your 
business, talking to people makes the create revenue now 
triangle complete. Talk to people means talking to your 
current clients as well as talking to potential clients.  
 
Talking with your current clients is easier than talking to 
potential clients who have not heard from you before, 
have not seen you before, and do not trust you 
automatically.  
 
Selling to current clients is cheaper and easier than selling 
to new clients. The reason is that your current clients have 
already proven that they like you and trust you. The proof 
is in the fact that they bought from you. They spend 
money with you. With potential clients the game is 
different. With potential clients you need to establish trust 
and rapport first, before you can make an offer, before you 
can make a sale.  
 
The purpose of talking to people is to find out if they have 
a want, a need, or a problem that your product or service 
can solve. Talking to people you already know is called 
talking to your warm market. Talking to people you do not 
know and who do not know you, is talking to a cold 
market.  
 
In create revenue now the easiest way to start is talking to 
your warm market. Create a list of all the people you have 
done business with at this moment and in the past. First 
create a step by step plan on how to contact them, what to 
say and to find out if they have a want a need or a 
problem.  
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In talking to the cold market it’s important that you define 
who your market is, who is your ideal client?  
 
A way to describe that is to create a so-called avatar. An 
avatar is your ideal client. Once you sit down and write 
down on a piece of paper, or on your computer, who your 
ideal client is, where this ideal client hangs out and who are 
other influences to these people.  Then you can create a 
plan to contact them. Make an appointment. Give a 
professional presentation and close the sale. 
 
To your sales & business success.  
 
Eric Lofholm and Tom Koster 
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