
WINS - SUCCESSES - NOTES . . .
1. What WINS / Successes did I have in the last 30 days?

2. What did I learn?

3. What action will I take from what I learned?

4. What do I need to learn next?

These are designed to be 
three separate banners

These are designed to be 
stand up banners which can 
be used for speaking 
presentations at the front or 
side of the rooms and/or could 
be used for trade show booths 
as well.

Can print up to 36” wide 
posters, as can we.  They can 
be mounted on foamcore, or 
printed as banners and hung.  
Or, we could print on 42” wide 
paper, and you could roll up to 
carry with you.  Option 3, print 
each one as a 2’ x 3’ and 
mount on foamcore, and you 
could set on easels around 
the stage. 

Banner Code: B01:

The purpose of this banner is 
to motivate and inspire 
individuals to see that they 
are soooo very close to 
success and they could be 
just ONE SOLUTION away 
from greater success.

The different shapes will 
create curiosity, interesting, 
questions, and engagement.

Banner Code: B02:

The purpose of this banner is 
to help individuals connect 
success with systems and 
that every successful 
business has a BOS - 
Business Operating System.

If you are the first person to 
help them connect the dots 
they will value you and know, 
like, and trust you much 
faster.

Banner Code: B03:

The purpose of this banner is 
to help individuals connect the 
BOS with Personality 
Masteries + 5/30 Grid + 
Natural Laws = BOS and to 
introduce them to the 5/30 
Grid

B02

Do You Have What 
Every Successful 

Business Has?

Systems

Helping your business 
be the most profitable 
in your marketplace.

Build A Powerful Business Operating 
System . . . Gain Freedom

DNA...

+
+
= ©

B03

Is your BOS 
Business 

Operating System 
Pipeline Healthy?

Helping your business 
be the most profitable 
in your marketplace.

Build A Powerful Business Operating 
System . . . Gain Freedom

DNA...
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B04

Helping your business 
be the most profitable 
in your marketplace.

"You can NEVER 
SOLVE A PROBLEM 
on the level on which 
IT WAS CREATED."
             Albert 
Einstein

3 Steps To Anything 

Solution 
Examination 

Implementation 
Ken Marley Business X-Ray
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Helping your business 
be the most profitable 
in your marketplace.

"Whatever the 
MIND can 
CONCEIVE 
and BELIEVE 
it can ACHIEVE."  
                            
Are the people around 

us achieving their 
full potential?

  
If . . . those around us were to 
learn to think in a different 
way . . . what type of an impact 
would that have on our life 
and bottom line?

B01

"You can NEVER 
SOLVE A PROBLEM 
on the level on which 
IT WAS CREATED."
             Albert 
Einstein

What is your

BIGGEST
CHALLENGE?

One Solution 
away from 

Massive 
Success 

Which of these four shapes 
would you tend to like the 

most?

Helping your business 
be the most profitable 
in your marketplace.
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Presenters Outline - Event #3

Topic #2
Area 2: Pre-Sales

Objective
For each participant to understand that with a clear vision that many of 
their current challenges will go away.

Objective
If we have strong pre-sales we could potentially double our sales with 
zero additional resources.  

KEY POINTS
1. Does everyone see the benefit of having a map before going on a trip?  
Have a plan before we set out to build something?  

2. Think about the biggest challenge you are having.  Is there any 
possibility that with a bigger VISION, or a better communicated VISION or 
better clarity of our VISION, or a better connection of our vision to others 
that may be, just may be . . . our challenges would go away.

3. Walk each individual through the Vision Circle exercise.  

Assignment
Bring your Vision Circle back with you next 
month.

Next Month
We will show you how to create a 
Life Vision statement and how to 
connect your Vision into others.  
We will also learn how Belief &
Knowledge connect back into 
our Life Vision.

KEY POINTS
1. Most companies do not have Area 2: Pre-Sales

2. Pre-Sales individuals tend to be cube’s or circle whereas Sales tend to 
be more naturally pyramid or wavy lines.

3. “If you had 10 prospect, with a prospect being a name and a phone 
number how many of those would convert for you, the average in most 
industries is 1 out of 10, what would yours be?

4. If today’s event, or one of the events in the future, helps you to just 
convert 1 more out of 10, it could double your sales, without any 
additional leads - work - money - time - people . . . It’s learning to work 
smarter NOT harder.

Assignment
Start tracking 100% of your leads and bring a list of all your leads to the 
event next month along with one other person.  

Next Month
We will learn Area 3: The Sale - How to convert more of our leads into 
actual sales.

B01

"You can NEVER 
SOLVE A PROBLEM 
on the level on which 
IT WAS CREATED."
             Albert 
Einstein

What is your

BIGGEST
CHALLENGE?

One Solution 
away from 

Massive 
Success 

Which of these four shapes 
would you tend to like the 

most?

Helping your business 
be the most profitable 
in your marketplace.
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Analytic  - Strengths / Weaknesses
- Dot the i’s and cross the t’s                        - To Sell:  Lots of data
- Like to be done properly and in order          - Charts / graphs 
- Strong with detail and data                            - Give time to think
- Slower decision maker                                  - Don’t push but do . . . 
- Likes to think through things                          - Makes sense to buy

View Of Life: Ready - Aim - Aim - Aim . . . 

10 Min. 
Personality 
Masteries

The Value of Installing Systems
Culture & Values . . . . . . . . . . Area 1: Marketing
Vision . . . . . . . . . . . . . . . . . .  Area 2: Pre-Sales
Belief & Knowledge . . . . . . . . Area 3: The Sale
DO. . . . . . . . . . . . . . . . . . . . . Area 4: Servicing
GIVE. . . . . . . . . . . . . . . . . . . . Area 5: Client For Life
Legacy - Part 1 . . . . . . . . . . . .Leadership
Legacy - Part 2 . . . . . . . . . . . .Profitable Partnerships
Rock Solid Implementation - Mastermind MAGIC
DNA for People - . . . . . . . . .    Personality Masteries
DNA for Business - . . . . . . . . The 5/30 Grid
Installing a profitable BOS - Business Operating System

Agenda . . . 
30 Min. 

Networking
Before Event

10 Min. 
The 5/30 

Grid

10 Min. 
Natural 
Laws

10 Min. 

Q&A

10 Min. 
Great 
Things 

Next 
Month

Segment 1         2               3             4              5               6              7
10 Min. 

WINS & 
Biggest 

Challenges DNA for . . .

+
+
=

People

Business

Life

Topic #3 - Vision

Topic #1
DNA for People

Which of these four shapes would 
you tend to like the most?

Out Of
Order

Out Of
Control

Boring
Not Fun

Conflict
With 

Others

Which of these four things would 
cause you the most frustration?
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Helping your business 
be the most profitable 
in your marketplace.

Build A Powerful Business Operating 
System . . . Gain Freedom

888.230.2300


