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Noble Business Mindset Triangle

Your Noble Business Purpose

LEAD

CONNECT

REFLECT

Your Sales Goals Your Client

This triangle is a thinking model that you can use to reframe your thoughts during every
phase of the sales cycle.

Other techniques will include evaluation and interviews of the client’s team members.
Write questions that help you understand the following about your potential clients:

What keeps them awake at night?
How do they measure success?
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The Five Noble Business Mindsets:

GOAL #1: Hold Two Goals:

All client interactions are your main focus. Keep their goals as your focus.
Focus on your NBP

GOAL #2: Confidence

GOAL #3: Begin and End with Client goals first - -at the top of your mind

GOAL #4: Your Definition of Success

GOAL #5: Passion and Love

TRIANGLE PLANNING TOOL
List what you know about your potential client:

Describe their work environment?

What are their top three goals?

What are their challenges?
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What does success look like for them?

What does lack of success look like?

Exploring Client Truths

What is going on in their business and/or life?
What do they need to accomplish?

What are the worried about?

What obstacles do they face?

What are the passionate about?

What will happen if they don’t accomplish their goals?

Reverse Engineer Your Call Plan
Reflect Embrace AND sit with uncertainty.
Breathe

Think

Feel Love

Connect Explore information and convey caring.
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Attentive Presence

Engaging Opening
Curiosity Questions

Lead Create success and ignite passion.
Elevate Thinking
Articulate Solutions

Engage Actions

Your Client Call Plan

Your magic bullets may look like this:

“I know that a lot of dentists are concerned about all the holes in their schedule. What
impact will this have on your dental practice financially in the next year if this

continues?”

Spend half of your time during the sales cycle exploring what is in front of your client’s
mind.

Ask yourself “What impact can | have on this dental office?”

Reverse Engineering

Reflect about the benefits of your service or product before you begin telling the
potential client about your product or service.

Connect - Talk about the problem your client faces, the benefits and then the service or
product that offers a solution.

Lead: Open the sales conversation with an overview of the most pressing issues facing

your client. Then you can talk about your product or service that will create solutions for
the client.

An example of this conversation may look like this:
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“l understand that you are not seeing the same amount of new patients each month as
you did 3 years ago. | see the holes in your schedule and | know the impact this has on
your dental practice and the profitability. What we can do to create more new patient
numbers is A, B and C. This will also help eliminate some of those holes in your schedule
although to take a deeper dive into solving that problem with the holes in your
schedule, we will do D, E and F.” We will help you achieve the financial goals by adding
more patients and also be bringing in many overdue hygiene patients.

We have had offices do X,Y and Z which resulted in 10 New Patients each month and we
were able to use our continuing care system to reactivate 50 overdue hygiene patients
in the first 30 days when we worked with our other offices.”

Really be focused on the client goals. Don’t just act like you care about your client’s—
CARE about Your Client’s!

Ground everyone around you in a larger vision. If you have a team surrounding you,
then remind them how your business products and services affects others lives.

Really—deeply understand how you affect the lives of your clients.
Love Your Client’s and Your Team

People will really feel it when you truly care about them!

Your Ten Second Game-Changer

o My goals AND their goals
o | have a plan AND I’'m flexible

o Get your brain on love
o Imagine someone you love
o Bring a photo with you for your ten seconds and imagine your love for

this person or even your pet
e

Legal Disclaimer: The speaker/author of the foregoing audio and transcript make no
representations or warranties with respect to the accuracy, applicability, fitness, or
completeness of its contents. The information contained in the audio and transcript is
presented strictly for educational purposes. You are responsible for the results, should
you choose to apply any of the information provided to the operation of your business.
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There is no guarantee that you will earn any money using the techniques and ideas
contained in these materials. Earning potential is entirely dependent on the person using
our products, ideas, and techniques.

Every individual’s success depends on many factors, including his or her background,
dedication, desire, motivation and the nature of the business in which he or she is
engaged. Your level of success will be affected by the time you devote to the ideas and
techniques presented in the audio and transcript, as well as your finances, knowledge
and the various skills you possess.

Any claims made in the foregoing audio and transcript of actual earnings or examples of
actual results will be verified upon request. We cannot guarantee that your success or
income level will be the same or similar to the examples given.

The speaker/author disclaims any warranties (express or implied) of merchantability or
fitness for a particular purpose. The speaker/author shall in no event be held liable to
any party for any direct, indirect, punitive, or other consequential damages arising
directly or indirectly from any use of this audio and transcript, which is provided “as is,”
and without warranties.

The speaker/author of the foregoing audio and transcript is not qualified to provide
legal, tax; accounting or financial planning advice and nothing in the audio and
transcript shall be construed as such. As always you must seek the advice of competent
legal, tax, accounting and other professionals as needed. The speaker/author does not
warrant the performance, effectiveness, accuracy or applicability of any websites listed
or linked to in this audio and transcript. All links are provided for information purposes
only.

This audio and transcript is (copyrighted) by Dental Practice Solutions audio and
transcript and its contents may not be reproduced or used in any way, in whole or in
part, in any format, without prior permission from Dental Practice Solutions.
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