









[image: ]

A Bold Approach to Sales and Service






Stephen C. Lundin, Ph.D.
and Carr Hagerman, PSP*

*Prosfessional Street Performer



[image: ]





To our moms, Dorothy Lundin and Marilyn Dean,
who both died while we were writing this book and without
whom there would be no book at all





TABLE OF CONTENTS

Cover

Title Page

STEVE’S INTRODUCTION

PART ONE: BURNED OUT AND NEEDING A BOOST

Jim

Jensen Pharmaceuticals

The Grind (A Journal Entry)

Mom

Mom’s Legacy

The Camera

PART TWO: FINDING MYSELF

The Hat

Trafalgar Square

The Globe Theatre

Covent Garden

Top Hat Appears

The Envelope

You’ve Got to Be Kidding!!

Notes from the Plane Ride Home

PART THREE: NOW WHAT?

Back on the Job

Looking for the Rat Catcher

The Red Rope

The Rat Catcher

Brushed Off

Rat Catcher Round Two

Round Three

Opening of the Envelope

Natural Energy

PART FOUR: THE LANGUAGE OF ENERGY

Claim Your Pitch

Juice the Jam

Mine the Mess

Develop Insurance

Choose Your Close

Pass the Hat

Build a Circle

Contemplating a New Life at Work

Back with the Hat

The Daydream

A Final Envelope

PART FIVE: TOP PERFORMER AT WORK

Back to Reality

The Next Step

The Commitment

The Contents of the Envelope

The Bee

EPILOGUE: From Carr Hagerman, PSP

ACKNOWLEDGMENTS

ABOUT THE AUTHOR

Also coauthored by Stephen Lundin, Ph.D.

COPYRIGHT




STEVE’S INTRODUCTION

When I first met Carr Hagerman I was immediately impressed and intrigued. He was a street performer and a self-taught student of business with little formal education, and he gave no quarter to matters of theory or reason. Our differences were enormous—I have a Ph.D. from a great academic institution and he was street smart—but what we shared was even larger. He saw in my work the expression of many of the values he had discovered as crucial to success in his work. I saw in him a new way to look at much of what I had come to take for granted.

Carr taught me, by example, how to speak, interact, engage, and just be in the world in a way that was consistent with my values, and I found his ideas provocative. He brought me on a journey to a new place in my work; a vibrant place with infinite possibilities, where things are simply accepted for what they are.

As we co-facilitated sessions and developed materials together, we also developed a bond that became stronger with each meeting. As my book FISH! became more and more successful, the demand for presentations became so great that we could no longer afford the luxury of working together. It was actually good timing because we had started stepping on each other’s toes. So we went our separate ways, occasionally checking in from our respective hotels as we traveled the globe conducting Fish!-related programs.

And now, with delight, we once again merge our separate journeys as we bring to the written page our observations about the single biggest untapped force for good in any enterprise: We have come to call it natural energy. And our book focuses on how you can use this force in all your sales efforts in business and in life with dramatic results.

Organizations run best on natural energy and nowhere is this more true than in sales. When sales runs on natural energy, there are few toxic emissions, as natural energy burns clean with a mixture of spontaneous expression and commitment. It may sound impossible, but all that is often required to find a source of natural energy is a ten-degree turn of your head. Come along with us and you will see what we mean while meeting some rather unusual teachers.

OEBPS/images/9781401385941_001.png
TOoOPR:





OEBPS/images/9781401385941_L01.png









OEBPS/page-template.xpgt
 

   
    
		 
    
  
     
		 
		 
    

     
		 
    

     
		 
		 
    

     
		 
    

     
		 
		 
    

     
         
             
             
             
             
             
             
        
    

  

   
     
  





OEBPS/images/9781401385941_cvi.png





