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The 10X Sales System

1. Idea/Target

2. Attention

3. Leads

4. Lead Management

5. Sales

6. Managing the Money

7. Scale



Conversion Management



Sales Truths for Service Pro’s
1. Make intentions and process clear 

2. Always agree with the customer

3. Buyer makes decision before you

4. Always Present a Proposal

5. Always use a third-party touch

6. Price is a myth

7. 2nd Sale is easier than 1st

8. Ask hard questions



Hard Questions

1. Who else is involved other than yourself?

2. When was the last time you invested this service? 

3. Why are you considering this? Why now?

4. How can you make sense of an investment of this size? 

5. Is there any reason you would change your mind? 

6. What is your current budget for this? 

7. Why didn’t you choose us earlier?



WHY PEOPLE DON’T BUY FROM YOU

1. Lack of time.

2. Personal issues.

3. Concerns about cost.

4. Change of guard.

5. Not the decision maker.

6. Wrong product.

7. Not ready to buy.

“You are responsible, REGARDLESS of the reason.” - GC
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Objections Fall Into 5 Categories

1. Product 

2. Time

3. Stall 

4. Money 

5. Unspoken



OBJECTION STRATEGIES

LISTEN ACKNOWLEDGE ISOLATE DETERMINE TYPE 

OF OBJECTION
CLOSE
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Client Success

“We ended 2023 at $14.5 Million. We went 
through the Cardone Programs, we are 

now on track to finish at $20 Million this 

year. Last month was our record breaking 
month, we did $3 million.” 

- DARYLL ZALESAK
CEO MALEK SERVICES COMPANY
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Client Success

“Cardone’s training align and develop the 
team ultimately growing our revenue AND 

profit. We went from $11.2 Million to $15 

Million in Revenue with a 113% growth in 
Profit.”

- PATRICK SOMERS & 
FRANCISCO RODRIGUEZ

GENERAL AIR CONDITIONING & PLUMBING


	Slide 1
	Slide 2: The 10X Sales System
	Slide 3
	Slide 4: Sales Truths for Service Pro’s
	Slide 5: Hard Questions
	Slide 6: WHY PEOPLE DON’T BUY FROM YOU
	Slide 7: Objections Fall Into 5 Categories
	Slide 8: OBJECTION STRATEGIES
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16

