
A PLATINUM SESSION WITH SAM SILVERSTEIN 
Saturday, April 12, 2008 

Reserve the date, get here early and make the most of learning  
from one of NSA’s best leaders, Sam Silverstein, CSP.  

 
You have the opportunity to experience the humor, sarcasm and truth of an inspiring 

thought leader in our industry who will challenge us to be better business leaders in the 
world of speaking.  Sam is our President-elect for the National Speakers Association. 

 
Creator of The Strategic Business Acceleration System™,  
Mr. Silverstein speaks internationally and consults with  
companies and business professionals on selling more,  
building their business, and increasing income. 
 
A featured guest on The Big IDEA with Donny Deutsch  
on CNBC,  Sam has the background and the savvy to  
point out the obvious and encourage us to make “No More 
Excuses” on our way to building a successful business. 
 
Take advantage of this unique opportunity to spend a unique,  
fun morning with a thoughtful entrepreneur, author, business leader, motivation speaker and father of 
four. 
 

Saturday, April 12, 2008 
Time:      Location: 
9 a.m. to 12 noon    Homestead Country Club 
       6510 Mission Rd, Prairie Village, KS 

Schedule: 
8:30 AM    - Registration & Continental Breakfast 
9:00 AM    - Speaker Program 
12:00 Noon  - Buffet Lunch (included in registration fee) 

 
Cost:  $45.00 Members & 1st time guests   $75 for other guests  

Pre-Registration by Wed. April 9th  

Register Today at www.nsa-heartland.org or  phone 816-464-1940 
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Habits of Incredibly Unsuccessful Business Professionals 
(Excerpts from an article by Sam Silverstein, printed by permission) 

 
Weôve all heard the rhetoric: ñDo this and this and this and youôll be successful.ò  Over the years, my observations of high 
performing business professionals has led me to discover certain bad habits that characterize the real losers. 

 
Sure we can all fall into some of these traps from time to time.  Successful business professionals recognize their 
shortcomings and make the appropriate changes necessary to get back on the right track. 
 
 Itôs very simple.  If you can eliminate these habits you will find your business growing, expanding and prospering. 
 

1. Procrastination 
 
I know youôre cringing as you read this.  Most people procrastinate at one time or another.  The question is, can you eliminate 
or minimize the number of times that you procrastinate? 
 
In life, we are either moving towards something or away from something.  We are either trying to make something happen or 
keep something from happening.  We tend to procrastinate because we donôt want a possible negative result of a particular 
activity. 
 
At the beginning of the day, take five minutes and determine what three to five things must happen today for your time to be 
well spent, and for you to be happy with the way your day went.  Then, do those items first! 
 

2. Sell At Low Margins Just To Get The Business 

 
Weôve all run into the client that negotiates like Attila the Hun.  They simply, ñdonôt pay full price.ò  Maybe you donôt want to 
pass up the business, or maybe you just canôt stand the thought of your competition beating you out and getting the order, but 
we all run into tough customers at some time. 
 
If you lose money on the sale you canôt make it up on volume!  Remember, you have costs associated with every transaction.  
Your time, your assistantôs time, company resources, equipment, manufacturing capacity, and other overhead must be 
considered in your costs. 
 
Determine in advance the lowest possible margin you can work on.  Donôt get sucked into the emotion of the moment.  When 
faced with an opportunity that goes below your predetermined minimum margin, either come up with a creative way to up the 
margin, or pass on the business. 
 
Remember, when you pass on this low margin job and your competition takes it, they will not be in a position to take the next 
big job that comes along and it will be yours! 
 
 

3. Trying To Be Everything To Everyone 
 
This is the bane of most business professionals that I see wallowing in the mire.  They want to sell everyone.  They want to 
provide all possible products.  They must offer everything in every color imaginable. 
 
If you have heart problems, do you go and see a general practitioner?  Not me!  I want to see a specialist. Your clients are the 
same way.  If you try and promote yourself to be knowledgeable in everything, then they will probably see you as an expert in 
nothing. 
 
It is difficult to commit to focusing.  It can mean the possible loss of not selling those other products, services, or clients. 
What you are not able to calculate is exactly how much your business will grow because you are focused on specific markets, 
and your clients trust you more and give you more business, and then your referral rate goes up. Your closing rate will also 
increase, as prospective clients will be more comfortable doing business with you, the expert. 
 

 

4. Neglect Seeking Change 

 
There is an old expression; ñIf you do today what you did yesterday, youôll get tomorrow what you got today.ò 
 
I donôt think this holds water.  You see, the world is changing around us.  New businesses are forming, the internet is more 
robust, and people are more educated then ever before.  We must change just to keep up. 
 



What changes have you been resisting?  This is the first area to examine.  Have you been holding back from putting your 
business on line?  Have you been using old systems in your office?  Is there a software change you need to consider? 

 
There are so many things that you could evaluate for change.  Start small but think big.  And, even though all good things 
come from change, not all change is good. 
 
Only by considering change and looking for ways to proactively change can you then grow and outpace your competition. 
 

5. Failing to Say ñThank Youò 
 
Sometimes we get so busy that we forget to thank everyone who has helped us. 
 
Itôs quite simple.  We could not do what we do alone.  Our assistants, our suppliers, our clients, our family, the community in 
which we live, and even the UPS driver all play a part in our success. 

 
Saying ñthank youò creates allegiances.  If you want loyal customers, loyal employees, and loyal supporters just remember to 
say ñthanks.ò 
 
These bad habits will hold you back.  Eliminate them now.  Focus on your success, and you will be on the road to Building a 
Better Business! 
 
© 2007 Sam Silverstein Enterprises, Inc. 
 
About the Author: 
 
Entrepreneur, author, speaker, and business coach Sam Silverstein has a solid track record of building million dollar results. 
The numbers speak for themselves--he has sold over 100 million dollars of products and services and successfully sold one of 
his businesses to a Fortune 500 company. Sam works with business professionals who want more; more sales, more growth, 
more time to enjoy life, you get the idea. For a copy of his free BuildaBetterBiz ezine or more information on Sam Silverstein, 
please call 1-888-MOTIVATE (888-668-4828) or check out http://www.BuildaBetterBiz.com and http://www.samsilverstein.com 
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NSA ROCKS 

NYC 
2008 NSA 

Convention  

August 02, 2008 - 

August 05, 2008 

New York, NY 

Marriott Marquis 

New York  
 

 

 

 
 
 
 

 
 

 
 
 

 
 
 
 
 
 
 

 

 

 
 

 

 
  

 

www.NSA-HEARTLAND.org 
 

816-464-1940 
NSA/Heartland Message Line 

 

MOST SPEAKERS DON’T HAVE A CLUE! 
 

That’s because no one bothered to tip them off! 

 

Here’s a tip: 
 

If you attend the  

June 14 NSA-Heartland 
Speakers Meeting you will get 

more than a great lunch 
and a rockin good time. 

You’ll know what 
To expect 
In 2008! 

 
Special guest: Marc LeBlanc. 

Celebrate Chapter Success with Candy Whirley.  Start off  

the new year with incoming president Steven Iwersen. 

 

 

 

http://www.mynsasite.org/newyork
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