Area 4: Servicing

Turn our servicing
into a profit center

Area 4: Servicing is considered in most companies as a
rather than a profit center.
understand natural laws such as the Cluster Principle
and Seed Reproduction Principle, we discover ways to

cost center . . .

How do we gain more
referrals from clients?

make servicing the most profitable of the five areas.
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The Cluster Principle

It's not unusual that an individual will know between 3
and 9 other individuals who are interested in the
same product/service over the next six to twelve

months.

The number of leads from one
o lead can be in the hundreds
over the life of one's business.

Questions . . . Call the individual who provide you with this model or 888.230.2300
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When Box 12: Feed
Successes back into
Areas 1, 2 and 3 is
applied for massive
profits, we understand,
at a much deeper level,
how much value our
servicing team really
has.
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Turn our servicing
into a profit center

H Feed
Successes

into 1,2,& 3

ngster steps
pressure

points

Measure
all costs

JApply 5

Freedom

*0 Level 6 -

Fighters

ﬁlurn into

profit

center

The NEXT Dimension
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