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When owning or operating a business, it's inevitable that sometimes, people will not buy your product
or service. This might occur early in the contact cycle, or it might occur later, after you've expended
some amount of time, money, and effort. While this never feels good, here are 10 ways you can
minimize its impact on you and your business.

1) Maintain a very high level of regular self care. This means that you make a commitment to your
health and needs for sleep, exercise, good nutrition, and relaxation. It means that you have adequate
reserves of time, money, and resources so that you have more than you need in all these areas. If you
don't, today, have "more than you need" getting to this level should be one of your first priorities. There
is little worse than "needing" a client to buy so you can meet your monthly rent payment. Take strong
action to increase your reserves.

2) Find a different spot to stand in. This means that you find a way to shift your perspective on the
process. Some will take rejection and use it as an excuse to never try again. Others will find a way to
use the experience and make it in something bigger, more generative, and more powerful. Which
approach is more likely to foster success?

3) Consider that the solution might be "not this way − try another". This means that this event might,
actually, give you a guidepost of how to move forward on your next attempt. If you can, find out why
the prospect did not buy your product or service. A simple follow−up call can show you ways to improve
your selling process for next time.

4) Remind yourself that it's not personal. This means, don't make the person's decision as reflective of
your talents, or your abilities. Some people are not right for you or your company, and some people
are. When someone has said "No" be glad. They wouldn't have been happy with what you offered, and
may have cost more (in time, effort, special requests) in the long run. It's easier to do this, by the way,
when you don't "need" the sale − see tip #1.
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5) Decrease the time you spend with people who don't respect you, your product, or your service. This
means, instead, spend more resources cultivating people who value what you offer. Generate an "ideal
prospect" profile and stick with this. Your bottom line will reflect the difference.

6) Keep moving on. Very often, we take a "no" and we think about it...re−live it... plan what we'll say
next time...in short, we live the event hundreds of times when, in fact, it was just, really, a few minutes
in our life. The best antidote to this is to take the next action, and the next, and the next. Keep moving
forward and don't dwell on the past.

7) Broaden your definition of success. The number one reason people feel bad when someone says,
"no" is because they feel a strong attachment to the outcome. Instead of looking at outcomes, or being
attached to how things turn out, perhaps you can look at success as getting out there in the first place.
How would it be if you went for effort rather than outcome, even sometimes?

8) Start a success journal − immediately. For every No you've ever experienced, you probably could list
tens (if not hundreds) of situations in which people said "Yes!" to who you are or what you offer. When
you feel upset or down about one particular situation, aim to list at least 100 things you've succeeded
in already.

9) Shift your focus from what happened. Distract yourself by thinking of all the good and fun things you
want to attain or achieve. Whatever you think about gets bigger in your life, so make sure you're
thinking good thoughts. Take each experience as an isolated occurrence, not the absolute, ultimate
truth.

10) Commit to routinely attracting more customers than you need. "No, thanks" is much easier to
handle - economically − when you have a steady flow of qualified prospects streaming in. If you aren't
in this position, be sure to revisit your marketing plan and recommit to daily marketing actions. It's easy
to get away from this when business picks up, and harder to generate momentum when business goes
down.

Taken together, these strategies will help you overcome "No, Thanks."while building a more successful
business.

© 2003. Dr. Rachna D. Jain. All Rights in All Media Reserved.

The 3rd Plan Missing from your Business

By Patty Gale

If you're like most people, you probably started with wonderful ideas of fulfilling your dreams, to be
successful and to take charge of your own destiny.

I hope you have achieved those or are well on your way.
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You wouldn't think of starting your business without a business plan and you shouldn't even consider
marketing your product or services without a marketing plan. A solid business plan and marketing
plan are your roadmaps to help you to know where your going, how to get there and to achieve your
goals, whatever they may be.

Nobody likes to think about what would happen if those accomplishments were suddenly pulled out
from under you, yet unfortunately it does happen.

As of this writing, we have seen this directly with the recent rash of hurricanes that have devastated the
Caribbean, Cuba, Florida and our Gulf Coast. Thousands of lives have been temporarily or
permanently disrupted.

Do you have a plan if this should happen to you? Can your home business survive in the event of an
emergency? If not, then it's time to start thinking about adding a business continuity plan to your list of
things to do.

What is a business continuity plan? Very simply, a business continuity plan is a complete set of
well−planned and documented procedures that will help your business get back on track in the event of
an emergency.

If your business is managed from your home, both your residence and your livelihood are at risk due to
unexpected loss.

Natural disasters are not the only risk factors. As devastating as it is to think someone else was in
your home, robberies can happen anywhere.

Something as basic as a hard drive crash can cripple your home business indefinitely. I recently spoke
with two people in the last month that with this very distrupting experience.

When you think of how much time, money & effort you have invested in your home businesses, it only
makes sense to make sure it is protected and can survive an emergency.

A solid business plan, a strategic marketing and a complete continuity plan are essential elements to
your long−term success and peace of mind.

© 2004 Patty Gale - All rights reserved
Cornerstones Consulting, LLC

Patty Gale is a business continuity and disaster recovery specialist serving the home & small business
community. She is co−author of the "Home Office Recovery Plan" and manages her company,
Cornerstones Consulting, LLC from her home office near Milwaukee, WI.

Visit her site to receive your complimentary info−pak containing sample chapters from the book.
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