
WITH OUT 
SELLING OUT

SELL YOURSELF 
YOUR PRODUCT 

& YOUR COMPANY 





My Childhood Bedroom

















“PROBLEM IS YOU 
LOVE THE MONEY AND 

USE THE PEOPLE…
“INSTEAD YOU SHOULD 
LOVE THE PEOPLE AND 

USE THE MONEY” 
 - MYRON GOLDEN



WHAT PART DO YOU 
HATE ABOUT 

SELLING YOURSELF?



CONVINCING SOMEONE 
THEY NEED IT, RIGHT?



REAL SALES IS ABOUT 
HELPING PEOPLE



HELPING PEOPLE IS 
THE OPPOSITE OF 

CONVINCING PEOPLE



CONVINCING = TRYING TO 
GET SOMEONE TO DO 
SOMETHING FOR MY 

REASONS



CONVINCING IS 
YUCKY FOR 
EVERYONE



SELLING IS ACTUALLY ABOUT 
HELPING PEOPLE MAKE A 
DECISION THEY ALREADY 

WANT TO MAKE FOR  
THEIR OWN DESIRES



READY TO HELP MORE 
PEOPLE?



-RAY LEONE

“ THE GREATER THE PAIN, 
THE MORE THEY WILL PAY 
FOR THE ASPIRIN”



YOU THINK ABOUT THE 
SERVICE YOU OFFER…
YOUR CLIENTS THINK 

ABOUT THE PAIN THEY HAVE





1. EXPLAIN 
THE PAIN

2. DEMONSTRATE 
THE DREAM



TEST ALL  
“FOUNDER ASSUMPTIONS”



ASK FOR ADVICE 
AND GET MONEY

ASK FOR MONEY 
AND GET ADVICE



TALK TO CLIENTS 
ABOUT THEIR PAINS



WHAT BOTHERS 
YOU MOST 
ABOUT X?

HOW DO YOU 
CURRENTLY DO 
X?



WRITE DOWN WHAT 
THEY SAY VERBATIM 

IN THEIR WORDS



WHAT DO YOU WANT 
MOST WITH X?

WHAT WAS YOUR BEST 
EXPERIENCE WITH X?

WHAT WOULD YOUR 
DREAM SCENARIO BE 
WITH X?



WRITE DOWN WHAT 
THEY SAY VERBATIM 

IN THEIR WORDS



HOW DOES YOUR 
BUSINESS SOLVE THE PAIN 
AND CREATE THE DREAM?



WHAT’S THE MONEY 
CONNECTION TO 

SOLVING THIS PAIN?





EXPERIMENT UNTIL YOU 
MAKE IT








