7Do You REALLY Understand Benefits?

By Lee R. Van Vechten

Most salespeople don't really under-
stand the difference between features and
benefits. Benefits are often expressed in
terms of dollars saved or enhanced, time
saved or enhanced and/or reduction of
risk. lt's just that simple and not any more
complicated than that.

This column will either be a review for
you or a brand new understanding. Ei-
ther way, we are introducing the bridge
element that is cften used between fea-
tures and related benefits. If the benefit
can be made precisely clear, sellin; or
negotiation becomes much more easy.
The bridge is often called the advantage.
Mechanically, this technique looks like this:

'+ Because it has (FEATURE)
* You will be able to (ADVANTAGE)
» What that means to you is BENEFIT

Take notice that there are three rarts
to the FAB technique. The program can
aiso be reversed (BAF). The benefi’ ~an
come first, th n the advantage, anc fi-
nally the feature. Let's take a ook at . 1
example of FABs.

1. “Because our software has
wordless typing ...”

2. “You will be able to type key
words and sentences with function
keys...”

3. “What that means to you is a
60% savings in time for each sales
rep allowing more productive sell'ng
calls and less fuifillment or supp srt
time ...”

In review:

1.The teature was: wordless typing

2. The advantage was: iype key words

anrd sentences with a function key

3.The benzfit was: save time. allcw |

more time {or selling
The reverse {BAF) wouid be:

1. “If you want to save time and
allow more time for selling we have
the answer.”

2. “We use function keys to spell-
out word phrases and full sentences.”

3. “The feature that can do itall :

for you is what we call Wordless Typ-
ing.”

Note that benefits often appeal to the
individual and their business motivation
(most commonly referred to as greed).
“How do [ get more productivity” isa pure
greed motivation.

Remember, there are only three moti-
vations to buy: fear, need, and greed.

Most business selling is through the
greed motivation: more sales dollars,
more profits, save time, enhance time,
save axpenses, etc.

OK. one more example:

1.“Because we compound your
interest on your IRA daily and since
vou do not pay tax until withdrawal

s

2. “The advantage to you is your
interest will be tax-free until retire-
ment...”

3. “What that really means is

lower taxes while your earnings are
high. That saves hard-earned dollars.”

Two big run-on conversational sen-
tences will do it for you.

The flow of the FAB method is
smooth, easy, nice.

Here's your homewerk Do this exer-

cise yourself. Take the features—the |

facts—abeut your products and services.
Follow this format and come ugp with the
advantages and benefits. Then put them
in a format that sounds conversational.
And don't forget to create the questions
that will help you to determine if the ben-
efits truly are benefits.

Gocd selling!

(Lee R. Van Vechten is
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Solutlons for Your Pharmacy’s Most Urgent
& Difficult Business Problems!

If vou have this business problem:

If your margins are shrinking to the
point at which even strong sales have
little impact on your bottom-line...

- eem e e et aa N .

If your customers only buy from you

one time— and then purchase from T

your competition...

If you have difficulty finding good
employees— and keeping the good
ones vou already have...

If you find there aren’t enough
hours in the day to get everything
done...

e o ———— v — ety —— ——— i & o gt & s e

If vour marketing is not making
money for you...

We give vou this total solution!

...we show you ways to increase your

margins and your markups— without

' any detrimental effect on sales.

...we provide you with strategies and

"marketing to get your customers to return
.more often & spend more each time.

e = e m 4 o e A g b B ABr s e . s = & b e ———

...we supply you with a classified ad that
attracts the most qualified applicants—
and a reward system that w111 keep them

..we give you a time-management
svstem that lets you get more work
done— without workmo longer or harder.

~ arm ammir & e %o —a—n o —— e e e (a6 —

..we create ads Ierters brochures and
other marketing materials that give you
direct, measurable sales results.

Even the most successful pharmacies develop bottlenecks in their sales and marketing processes. It does-
n’t have to be that way! Just as a plumber would fix vour sink if it backed up, we’re the ones to cali 10
help uncloe vour sales and marketing bottleneck and get the sales flowing to the level vou want.
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I'M READY TO TRANSFER MY MUST VALUABLE
SPECIALIZED HOW-TO STRATEGIES TO YOU, RIGHT NOW

My friend, Foster Hibbard, who lectured for my company for years
and is very familiar to many chiropractors, often pointed out that one of
the 17 key success principles enumerated in 'Think And Grow Rich' by
Napoleon Hill was: specialized knowledge. Of course, you have that in
terms of your technical expertise. But you probably do not have
specialized knowledge of advertising, marketing and promotion. You
weren't taught it at chiropractic college, that's for sure. Many seminars
only touch on it or just regurgitate the same tired old saw: be so good at
what you do, you don't need it. Well, today brings us a very sophisticated,
complex, competitive marketplace. To succeed, you do need somebody on
your side who can transfrer specialized marketing know-how to you, in jf

: . That's me._.. : d
v?

- P
A SIMPLE "QUIZ": HOW MANY OF THESE MAKE SENSE TO YOU? ¢
APPEAL TO YOU? COULD ADD ENORMOUS VALUE TO YOUR PRACTIC

There are # basic 1deas pehind everything I bring to you. If these #
make sense and are appealing to you, then reading and considering the
rest of my message here is the right thing to do. If not, trash the rest
unread without a second thought.

1. 1want to help you diversify your new patient acquisition, soO you
have multiple sources of goad new patients working for you at all times,

which prevents slumps, porovides consistency, and fosters peace of mind

THIS INCLUDES REV. ROBERT SCHULLER'S AMAZING, PRACTICAL
"SECRET" THAT GUARANTEED THE SUCCESS OF HIS ORIGINAL
FUNDRAISING EFFORTS FOR THE CRYSTAL CATHEDRAL, AND HAS
SUBSEQUENTLY BEEN REPEATEDLY USED TO GUARANTEE REACHING
EACH NEW GOAL. I've been fortunate to speak on a number of events with
Rev. Schuller over the past handful of years, and have been equally fortunate to
hear and grasp the importance of a simple "action" he took to make certain his
plans wouid succeed. Do you know his "secret"? | doubt it. (By the way, |
learned a variation of this "secret" about 20 years ago from a chiropractor who
built more than one million-dollar-a-year practice from scratch.) Oh, and this is
?rst anty'tt:jing as esoteric as "faith" or "possibility thinking" - it is a very pragmatic
ing to do.

2. I want to stop vou from wasting money on advertising or promotion
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125 .
that simply does not work. Based on unders&di he real
economics of external marketing, you will be able to advertise
successfully in a variety of media, when you choose to.

Here, | will reveal the single biggest, overriding advertising mistake made again
and again and again by just about every chiropractor in North America. The
"antidote” is a truly RADICAL CHANGE in the way you advertise. I'll also reveal
a powerful advertising strategy [ invented for a cosmetic surgeon in Beverly Hills
awash in intense competition, incorporating this RADICAL CHANGE, that
instantly transformed his advertising from losing money to returning a giant
muitiple on invested dollars.

3. I'want to dramatically increase the number of referrals you gain

from each patient, so that most of your growth comes from within.

WALT DISNEY'S #1 MARKETING SECRET, applied via an Action List of ten

things you can do, beginning immediately, at virtually zero cost, that convert
"patients" to "raving fans". This Secret, wonderfully applied by a pediatric
dentist ten-timesed his practice in one year without a dollar increase in
advertising, all through referrais.

4. Iwant to equip you with methods and strategies that not only
provide g;eat results but that have high integrity, and that are

simple to implement, so you and your straff will use them.

eakthrough profit idea from carpet cleaners. What good is hearing about
things you'll never do, methods you'll never use? Over the years, I've become a
hardened realist. | know techniques that get great results, but that 90% of ail
doctors refuse to use - so they're no better than lousy strategies! Yes, you can
"bulk up" a how-to program with these things, but it's an exercise in illusion and
deception. | know how chiropractors think. | know what you will and won't do.
For example, I'll give.you a proven strategy for adding thousands of dollars a

month to your bottom-line without a minute of extra work, pioneered and
developed for us. by (of all people) carpet cleaners.....this is a sales technique

for people who hute to seil and won't sell. (How do | know about this? | have a
client who devises and provides unusual marketing strategies to over 4,600
carpet cleaners - many of whom pay as much as $2,000.00 each to attend his
special "marketi..g boot camps.") .

5. Iwant to make certain you get the "quality" not just the "quantity”
you desire.

This should NOT be about flooding your office with a ton of cheapskate
N.P.'s or doing a mountain of free exams. Why shouldn't you be able to
CHOOSE exactly the kind of good, respectful patients you really want to
have? Forget what your mother told you: you CAN have vour cake and eat
it too. There are only two options when it comes to attracting "quality”
patients. I'll explain both in detail. (In the process, I'll reveal the insider-
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secret that took a health-related newsletter's direct-mail response rate

when soliciting new subscribers from 1.8% to a whopping 11% - a secret
that just might change the "who" you seek out as new patients forevert)

6. 1want to immunize and protect your practice from present and
future threats and ravages of "managed care."

Warning: watch out for increase workload, shrinking margins - it'll
eventually eat you alive!

7.  Iwant to help you capitalize on the present and developing boom in
consumer responsiveness to alternative health care. Right now, the
chiropractic profession as a whole is not getting its share, not
keeping up, not in sync with this explosive growth frend. You can be.
You can ride this wave to truly dramatic growth and success.

HOLLYWOOD MARKETING SECRETS: I've been directly involved in selling well
over 100-million dollars worth of consumer products via TV infomercials,
including tooth whitener (with Vanna White), skin care products (with Victoria
Principal and Connie Selleca), acne treatmets (with Gloria Loring and with
Judith Light), herbal formulas, alternative health information, etc., etc. — and
can let you in on the INSIDE SECRETS REQUIRED TO "SELL HEALTH" that
99% of all chiropractors clearly do not understand. | will tell you two simple
things to do.....that you can do in vour office, in your ads, in vour newsletter,

even in your dialogue with patients based on these inside secrets certain to
improve your results. (Just two things!)

8. Iwant you to literally become "famous", as both a credible expert
and a celebrity in your community, which automatically multiplies
the results of all marketing efforts.

TONY ROBBINS went from obscurity to "household name" fame aimost
overnight thanks to just three factors - and you can use all three of them (even if
you think you'd need a "charisma transplant” to be like him. I've been on severai
events with him; he and | were co-authors of a tape series for Entrepreneur '
Magazine; the company that produces all his infomercials (Guthy-Renker Corp.)
has been a client of mine since before the first Tony show. | know what's made
this Godzilla-sized celebrity virtually out of thin air. Okay, admittedly this is an
ADVANCED STRATEGY that you may not choose to use immediately - but !'l]
do my darndest to convince you that you shouid, and I'll tell you how to do it.

9. Iwant vou to intelligently use and benefit from the newest
Keling ties. including the I

I'm a computer-klutz. My step-son has to order books from amazon.com for me
So I'm probably the last guy who ought to be talking to you about using the .
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Internet to promote your practice, right? Wrohg. | am the guy. Because | am
making money with my web sites, because I've been reluctantly drug into this
kicking and screaming and protesting, because I've been a huge skeptic and
cynic, because | will definitely not "hype" you about this, and because | can give
you a sensible, honest, realistic approach to actually using the Internet
successfully. (By the way, one of the largest health-care related internet-

marketing companies in the entire world is my client. and. last month alons, paid

e over $36.000.00 for dvice and assistance.)

10. Iwant you absolutely freed from any worries about where your next
patients are coming from, once and for all, and forever. (Mine will
be the last practice marketing teaching you ever need.)

As [ hope you can see by the little passage. highlighted here by
printing them in red ink, I have information, experiences and insights to
share that are very, very different from anything you'll hear from any
other "guru" (pardon the term). That's because I've worked hands-on
with everybody from Fortune 500 leaders to amazingly successful
entreprneeurs, with mavericks and innovators, with fascinating businesses
like TV infomercials, in fact, in over 136 different product, service and
business categories in the past 5 years alone!

Hopefully, you are also gett'ng the point ti:at I am eager to do MORE
with you that just provid some new advertising iG2as.

THE TERRIBLE, UGLY TRUTH ABOUT "ADVERTISING"
NO OTHER PRACTICE GROWTH GURU W/ 4TS TO TALK ABOUT
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A Partial Sampling Of The Strategies You'll Discover
And Surprising (Information Revealed
At This Seminar..

-"‘/ _Check Off The Ones Of Greatest Interest To You!

” New asset protection Strategies for these turbulent, uncertain times.

How the 400+ changes and proposed tax code changes affect you, "ina

nutshell."

How to sell assets you own that have appreciated in value without
paying so much as a nickel in taxes, legally. How to sell appreciated

property and legally pay ZERO capital gains tax.

How to create more financial privacy, in an increasingly un-  private world. How to
protect yourself and your money from  predators an opportunists.

The #1 tax mistake -- how to stop making it.

Two pages that will save vou $15.000.00 on income taxes.

How to legally deduct 100% of all your health care expeses, including
chiropractic, acupuncture, massage, vitamins, a home  treadmill, etc.

How to legally make vacations and cruises no less than 25% to
100% tax-deductible (and be "audit proof")

Hidden dangers of 'joint ownership' and how to avoid them

Discover how to build a 100% legal, 100% solid fortess around evervthing you own,
so NO unforeseen attack or tragedy can take them --- health crisis, disability, business
failure, creditors, lawsuits, divorce, no "wolf at the door" can get in!

Are you making THE SEVEN DEADLY MISTAKES with your
wealth? Even "smart" people do.

___How to transfer assets of your choosing to family members or charities,
without losing control over them

The truth about asset protection opportunities you've read or heard
about, like family partnerships, living trusts, offshore trusts, LLC's,
etc. - how to intelligetly compare these options

DOCTORS: How to save thousands of dollars a year on malpractice
insurance, yet be better protected than before. (if you have a friend
who is a Doctor, do him or her a big favor: call and tell him or her to get
to this Seminar without fail.)

A SPECIAL LETTER FROM US TO DOCTORS IS POSTED ON THE
INTERNET AT WWW.INSERTNAME.COM - Call your doctor friend(s) ad
give him this web site address!
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How to make sure your estate is protected from creditors, the government or warring \* "’j
relatives, and is distributed exactly as you intend it to be. (Note: Wills are routinely ’
contested, trusts frequently pierced.  There is a more certain Strategy.)

Understanding surprising risks of owning property in joint tenancy, even ™
with your spousel!l! i

How to guarantee no lawsuit or creditor can ever go after your
paid-for home, so you live there with 100% peace of mind

How to safely sell your primary residence and use the proceeds, yet
continue living in your home for life. rent-free!

ow to make up for lost time as a "late wealth accumulator” by
muitiplying your wealth accumulation through huge tax savings, then  making
both the accumulation and the income you later take from them tax-free (You CAN
create a retirement requiring 40 years of diligent saving for most people in just 5 to
-

7 years!) =
’ § . . . ‘
[ J'secrets” anybody involved in a "family business" MUST know
BEFORE doing any estate planning o
W
Three reasons the IRA is a lousy tax reduction and investment device. R,
What the bankers NEVER tell you about IRA's. Dl ) "."/"m
|
How one sentence on one piece of paper can eliminate capital gains :
taxes on the sale of any asset. And you don’‘t need a fancy-pants law er :
in a thick-carpeted office to draw up this document for you. You don't i
need a lawyer period. You just need a plain 8-1/2x11" sheet of |
ordinary white typing paper and a pen. It will take one minute. At the
Seminar, we will tell you exactly what to write, word for word, then how to -
use the "document” you created to absolutely, legally wipe out 100% of the J
capital gains tax on any asset you chooseto sell --- stock, bond, entire )
business or practce®, copyright, patent, house, boat, car.
*DOCTORS: How to sell part or all of your practice TAX-FREE! ‘"’}‘
- How to protect your business accounts receivable and future income -
- from judgements of any kind. |
How to cut the cost of your next new car in half.. A 50% savings.
‘ ™
How to break the cycle of 'the more you make, the more tax you pay'. This vicious cycle f
keeps most people racing faster, running harder yet staying even year after year. You
MUST break this cycle in order to convert 'work' and ‘income’ to wealth. o
. . |
How to reduce income tax's bite by as mucﬁw wiy ONE key '
strategy. - ; -
How can a relative obtain Medicaid benefits but still protect his or T
her assets legally - and avoid edangering yours.
m

Why you may NOT want a "living trust.” The benefits of "living trusts" |
have been grossly over-hyped, over-sold. for most people, thisis NOT the
best asset protection answer. (PS: Wills and trusts are
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obsolete for estates over $675,000.00!) ¥\ ‘

Why you may NEVER want an =offshore trust." This sounds exotic. But your .
assets are right here, in America, underfoot, and readily accessible to the LR.S., to

lawyers, to anyone knowledgeable about such things. Privacy is gone. And many of the
benefits of ofishore trusts have been pierced and taken away in recent years.

Bottom-line

Reduce your income taxes by up to 45% - now!

Pay zero capital gains taxes, starting right now!
Kee?tlTuch more of what you earn, to more rapidly create
wea

Work less, make more!

Protect your assets from lawsuits

Protect your assets from creditors

Protect your assets from family disputes

Protect your assets from unecessary, xcess taxes
Protect your estate from unnecessary taxes

Protect your financial privacy from the nosy or the malicious

-
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- \aiiibe opportunities thai the tax iagw allows
.and bow o iake advaniage of them

@ Create big tax savings by giving the
husiness’s real estate to family members.
{Chapter 2/page 1)

@ How to raise owner's salary—and kccp it
trom being declared * ‘unreasonable
compensation.” The safest ways to do it
{Chaprer 8/page 1)

A Family members lend money to the
business-and pay no wtaxes on interest they
receive. And the business gets deductions.
{Chapter i/page 1)

& Get money out of the susiness and 1o
vour children the most efficient way.
(Chapter +/page 0)

A Create 3 pension plan that gets you the
greatest share of the company's
contribution. (Chapter T/puge 2)

s is just the beginning of the good
aavice you'll get from Marvin J.
Dickman, author of this eye-opening
volume. A partner with a Big 8
accounting firm, Dickman has over 29
vears of experience in handling the
special tax pianning needs of closely
held businesses. He has the authorit
and knowledge you can count on.
Here’s a sampling of what vou'll learn
from him. ..

A The major @ax sdvantages of separating
the business into different corporations.
(Chapter 2/page )

@ shift ownership and lower the tax
burden—with low-bracket family
members—while vou keep 100% control of
the company. {Chapier 2/page O

@ Hidden benefits of having customers pay
vou in installments instead of in & lump
sum. A ax savings often overlooked.
(Chupter S:page 2}

As 4 husiness owner vou nced clearn concise
advice. In TAX OPPORTUNITIES CF
CLOSELY HELD COMPANIES vou'll find
immediately useful informaiion on tax aress
maosi importanat to vou—and how the (RS
sees them . .

Owner's Compensation - Y:ur COMPUNY IS
oniy ailowed tax deductons for redsondalbic
safaries. Will vouss survive the RS tese? I

not, the money wiil be Jaxed 7ieice. Easy 10

MONEZBACK G ARANTEE
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avoid. (Chaprer 8/page 1)

3 Corporations-A rule violation that will
cause the corporation to come crashing
down. Simple protection. (Chapter 3/page 3)

Sale & Leaseback/Gift & Leaseback-The
4-part test that the Tax Court will appty to
these arrangements, Will you pass? Before
trving them. read Chapter 4/page 7.
Accumulated Earnings- Big penalties for
keeping too much money in the company.
But. . .the IRS will accept some reasons for
arge accumulations. (Some good reasons it
won't accept, wo. Chaprer 9/page 2.)

This hook is filled with the kind of
-dvice you probably thought only the
biggest companies had access to:
D.:kman shows you how you can
receive maximum benefits for your
cumpany, your family, yourself'

2 Best business “formars” to use if your
¢ mpany is a start-up. 2 growing operation,
» a2 mature success. (Chapter 3/page 3)

3 should you form an § Corporation?
Decision might depend on the kinds of
fringe benetits that are most important to
vou! tChapter 3/page 8)

;U How Clifford Trusts and preferred stock
get money out of the company and into the
“imily—at the lowest tax mtes possibie.

\ hapter 4/page 3)

“* How the stuement, “The corporation has
never paid a dividend.” can hurt you.
fChapter Y/page 3)

@ A way around the punitive Accumulated
Earnings Tax that gets divideads to low-
bracket family members. (Chapier 2/page 7)
@ How generosity o non-sharcholder
o..mpluvr:s could pay off if the IRS
challenges vour salary. (Chapter 8/page 3)
3 Your method of inventory valuation
could mean big ax savings—or a big tax
biil. How to choose the right one. (Chapter
Jipage 3)

A i vou're paid in advance for work you
do. there's a way o postpone the whoie
amount ull the work is done. Dickman
explains how. (Chapter S/page )

A O)ften overjooked technigue lets vou wait
2 years before reporting business income.
yChapter S/page T)

3 Bigaesi mistzke businessman cin make.
net providing tor fmily in eveat of deatdh.

! npicasant subject, but vital

3 Steps 0 ke now 1o insure continued
tiue o The Business after vou'te goae
SUhapiey iLpage D

3

M
|

@ How to shift future value of the business m
1o vour heirs. (Chapter 11/page 3)

Dickman gives you the information you
need to make the crucial tax planning
decisions. His book is easy to read, i
easy to understand because it is written |
for the practical business person. . .not '
for the specialist. Helps you know what
to discuss, ask when you sit down with o
tax advisor. !
@ Motivate key employees with a “*phantom j
stock’ plan. Lets vou maintin 100%
ownership rights. . .and get a tax ]
deduction. (Chapter 6/page 2) W?‘
3 How to qualify a trust for the annuai gift
tax exclusion. Add a short parageaph to the
trust agreement and save tax doltars.
{Chapter 10/page 2)
A Businessman chooses a defined
contribution retirement plan for the
company. Could be a big mistake. (Chapter
“ipage 2)
A Eswte planning. Tailor ownership rights
10 company o the strengths. . .and
weaknesses. . .of your children. Make sure
only the kids with vour business sense run ™

1

L,‘E

the company. (Chapter 11/page 3)

Order your copy now at the executive
discount price of only $29.95.
Boardroom pays postage. This book ™
carries a regular vear-round price of

$50. Please don't delay. And remember: |
the $29.95 is tax deductible.
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