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			Dear Small Businessperson, Salesperson, and Entrepreneur,

			This book is dedicated to you.

			You started this journey chasing freedom and prosperity—only to find out it’s tough as hell.

			Maybe you’re just starting and trying to figure things out. Or maybe you’ve had a killer sales month…followed by crickets. Maybe the money’s flowing, but your time isn’t yours anymore.

			Yet, you keep going—because that’s who you are. Determined. In control of your future.

			So how do you create No Broke Months without working yourself into the ground?

			Keep reading. You’ll find out.
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			I’m guessing that you bought this book because you are struggling to figure out where your next sale will come from, or you’re currently at a standstill in your business and don’t know what to do next.

			Maybe you’re worried that if things don’t change soon, bills won’t get paid, and your family’s needs won’t be met.

			Or perhaps the thought of going back to a nine-to-five job or starting over in another career makes your stomach turn.

			Here’s the truth: If you spend more time trying to figure out how to make sales than actually selling, you’re on the fast track to running out of cash.

			This book will show you how to change that—so you can sell more, stress less, and never worry about another broke month.

			Who will benefit from reading this book?

			This book is for:

			•The hungry newcomer trying to land their first deal

			•The seasoned pro looking to break through the plateau

			•The top producer who wants to scale their success

			Sales isn’t about luck—it’s about process. And you’re about to master it.

			[image: ]

			How will you learn from using this book?

			Visit www.NoBrokeMonths.com/TeachToSell to download the worksheets that accompany this book. These resources will help you apply the lessons, take action, and create real results.

			Each chapter follows a structured approach to ensure your success:

			•Relatable Story—A real-life example to illustrate the topic

			•Pre-Decision Compass—A tool to help guide your thinking before you apply the concept

			•Key Concepts—Clear explanations of what you need to know

			•Teach to Sell Exercise—Learn how the methodology applies to the topic and how to use it in real-world sales.

			•Chapter Summary—A recap to reinforce what you’ve learned

			•Commit or Quit Challenge—A push to take action and implement the lessons

			This structure ensures that you’re not just reading—you’re learning, applying, and growing.

			What Makes This Book Different?

			Teach to Sell isn’t another sales book. It’s a step-by-step system designed to make you unstoppable. It will show you:

			•Proven frameworks that work in any industry

			•How to sell AND elevate yourself in all areas of life

			•Tactics that come from real-world sales—not just ideas

			This isn’t fluff. It’s decades of success and failure, boiled down to a formula you can follow.

			Why Did I Write This Book?

			I have been in business and sales for most of my life and have gained immense experience. During the journey, I had, unfortunately, witnessed hundreds (and thousands) of people failing in business—a true shame.

			A few years ago, I faced a major setback and had to sell the large real estate brokerage I had owned for over a decade.

			Have you ever taken a step back, feeling frustrated, only to realize later that it allowed you to move forward, no longer held back? That was my experience.

			During that time, I felt uncertain about my next move. So, I reached out to the most influential person in sales for guidance. I made a commitment to myself that if he agreed to mentor me, I would follow his advice to the letter.

			He agreed to mentor me based on one condition. He asked me to write this book to tell all the steps I learned and share them with others.

			After many years of learning the sales business, I wrote the blueprint you now hold in your hands.

			I invested my time, knowledge, and money into writing this book because being a salesperson has helped me live the life I want, and I am passionate about helping you do the same.

			Where Did I Learn What You Will Read?

			Over the past twenty years, I’ve researched and studied the habits of over five hundred successful entrepreneurs to uncover their secrets to success. I’ve started, owned, bought, and sold multiple businesses along the way.

			It took more than two decades to learn sales and persuasion techniques and nearly as long to master them in sales, forming this book’s foundation.

			This book shares the wealth of knowledge I’ve accumulated, presenting it in a captivating and easy-to-understand format.

			Throughout my career, I’ve traveled the country, attending hundreds of seminars and workshops, always hungry for knowledge.

			I’ve stood onstage as a keynote speaker, presenting to hundreds of audiences—and with each one, I’ve gained just as much insight as I’ve shared.

			In addition, I have paid an estimated over $1M for coaches to guide me (and another $1M for those I have led).

			I have trained in the specialty area of neuro-linguistic programming and hypnosis. But don’t worry—I’m not going to try to make you cluck like a chicken (unless you are into that sort of thing). Instead, strategies will be explained to create desire and urgency, helping others to decide.

			The pages that follow condense much of this knowledge.

			When you study this guide, you will learn what I learned (without investing the time and money that I did).

			How Is This Book Unique?

			Teach to Sell stands out from other sales books. It provides specific systems and processes for success and helps you become the best version of yourself. To be the best salesperson, you could choose to excel in all areas of life.

			Decades of learning, failing, and succeeding in sales have been documented and explained in the lessons that will be poured for you.

			The more you study this guide, the more obvious it will become that you will achieve success. The truth of how to succeed in sales is right in front of you.

			Teach to Sell Application—Why Do So Many People Fail?

			Sometimes people go into business for the wrong reasons.

			They falsely believe they can make easy money, and lots of it.

			Average salespeople earn about $60,000 a year, and sales are one of the hardest (not Alaskan crab boat fisherman hard, but emotionally hard) professions worldwide.

			Yet the top performers make six and seven figures. Why? Mastery of the craft.

			Here’s the hard data:

			•Only 28 percent of sales professionals expect to hit quota. (Burdett, 2024)

			•Around 44 percent of salespeople quit after just one follow-up, but 80 percent of sales require at least five touches. (Sales Stats, Quota and On-Boarding, 2023)

			•Just 29 percent of sales professionals consistently close deals. (Storm, July)

			Without the right skills, most salespeople will continue to struggle. This book fixes that.
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			Pre-Decision Compass

			How can you effectively anticipate and prepare for difficult decisions in your personal and professional life?

			You can choose to make the most critical choices before the moment of decision arrives.

			Imagine having a reliable guide in your pocket, ready to help you make the best decisions, even before the moment arrives.

			With the Pre-Decision Compass, you will learn a simple yet powerful method to anticipate your choices. When these difficult situations happen, this compass will remind you of the decision you’ve already made, helping you stay true to your values and goals.

			Summary: What Is Your Priority in Sales?

			Business exists to create clients. If you’re uncomfortable seeking out clients, you’re limiting your potential.

			This book will teach you how to Teach to Sell, so you never have another broke month again.

			Commit or Quit Challenge: Will You Do the Work?

			This book isn’t just theory—it’s an action plan. Throughout, you’ll find Teach to Sell Exercises. You can skip them or do them. The choice is yours.

			Your challenge: Commit to applying what you read. Skip steps, and you’ll struggle. Engage fully, and you’ll win.

			Final Thought—Will This Book Change Your Life?

			That’s up to you. My team and I have made millions using these strategies. The following pages will show you how.

			To your success!

			Dan Rochon,

			Clifton, VA

			March 2026

		

	
		
			Part I

			Believe in Yourself
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			Chapter 1 
What Does It Mean to Teach to Sell?

			A Story of Trust and Transformation

			Imagine being a ten-year-old kid whose world had just fallen apart.

			Your dad left, and your mom, who had always been there for you, had to start over. She worked during the day to pay the bills and trained in the evenings to become an X-ray technician.

			You were a latchkey kid, no guardian at home.

			You endured brutal beatings from your older brother that left you paralyzed with fear.

			If someone had been your friend, they might have visited you in a roach-infested apartment across the Oak Park Mall in Overland Park, Kansas.

			Your lunch was most often a peanut butter sandwich—jelly was too expensive of a luxury.

			Times were tough for that child.

			That kid was me.

			Then, Mr. Kasper came into my life.

			He was my sixth-grade teacher, and he cared. He showed me I was worthy, and that belief helped me through those hard times.

			It’s been over forty years, but if Mr. Kasper walked into my life today and offered advice or asked something of me, I’d follow him without question.

			Mr. K earned my trust back then.

			The Power of a Great Teacher

			Do you remember your favorite teacher, coach or guide?

			Think back.

			Who was your number one?

			What grade were you in?

			What made them special?

			It likely was more than teaching subjects like algebra, history, or English.

			They helped you solve a problem or reach a goal. Maybe they listened when you struggled with your self-image or a bad breakup.

			They cared.

			Imagine your trusted teacher appeared today.

			Would you take their advice?

			I bet you would.

			Why?

			Because they earned your trust.

			Mr. Kasper taught me, and your favorite teacher taught you. They earned our trust.

			The example above illustrates the concept of Teach to Sell.

			The Core of Teach to Sell

			What Is Teach to Sell?

			As you might imagine, businesses live and die on sales.

			And if you really want to sell, you must understand that it’s not about you. It’s about understanding the other person’s perspective.

			[image: ]

			Sales thrive on trust.

			And how do you build trust?

			Through mastery.

			That’s where Teach to Sell comes in. Teaching someone shows them you know what you are talking about, which leads to sales.

			Teach to Sell is the ONLY system that ensures No Broke Months.

			You build deep trust by guiding your clients and showing them the true value of what you offer. This trust turns into loyal customers, more sales, and a steady, abundant income.

			When you embrace Teach to Sell, you will transform your business and have financial freedom and success.

			Applying the tactics and strategies in this book will prevent predictable transaction problems, sparing you from constantly reacting and spending your days putting out fires.

			When you teach your clients what to expect, you create a vision they can see and feel.
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			Pre-Decision Compass: Teach to Sell by Serving, Not Selling

			Before applying Teach to Sell, ask yourself:

			•What problem does my customer need to solve?

			•How can I educate them in a way that empowers them?

			•What objections do they have, and how can I teach them through it instead of trying to convince them?

			•Am I speaking their language or just pushing my product?
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			By answering these questions, you ensure you are building trust instead of just making a pitch.

			Pre-Decision to Make

			You can Pre-Decide that before every sales conversation, you will shift your focus from selling to serving.

			Instead of pushing a product, you will commit to understanding your customer’s problem, educating them with value, and guiding them through objections with trust—not pressure.

			By doing this, you position yourself as a trusted advisor, not just another salesperson.

			Teach to Sell in Action

			How Do You Build Trust Through Teaching?

			Studies show that when you feel supported, you become more capable, in control, and deeply connected.

			Researchers at Harvard University have examined the role of communication in building trust and agree that Teach to Sell works. (Smith & Brown, 2020)

			Their foundational research reveals how support fosters capability, control, and connection, leading to trust and enduring relationships.

			How Does Teach to Sell Work in Business?

			When you want something, you often grab an app and order the product or service you want using companies like Amazon, Netflix, or Uber Eats.

			Today, the consumer rarely relies on a salesperson when buying.

			To thrive in a world ruled by billion-dollar giants, businesses must shift from selling to teaching.

			Adopting a Teach to Sell approach builds loyalty and increases the likelihood that consumers will engage with and follow your business, giving you a competitive edge.

			What Are Examples of Companies Using Teach to Sell?

			Patagonia

			Patagonia, an outdoor clothing company known for its commitment to environmental activism, exemplifies the Teach to Sell approach through its campaigns.

			Instead of focusing solely on products, Patagonia educates its audience through documentaries, blogs, and social media, envisioning a future where responsible consumer choices and environmental concerns intersect.

			This strategy builds trust by aligning with customers’ values, portraying Patagonia as a clothing brand and a leader in environmental stewardship.

			HubSpot

			HubSpot, a marketing and sales platform, drives sales through education by offering free, valuable resources. These include blogs, e-books, webinars, and online courses that teach businesses effective marketing, sales, and customer service strategies.

			By educating its audience and providing practical resources, HubSpot builds trust and establishes itself as an industry authority, attracting and retaining loyal customers.

			Both Patagonia and HubSpot successfully blend education with their sales approach, creating a deeper connection with their customers and fostering long-term loyalty.

			How Important Is Understanding the Custom-er’s Experience in Driving Successful Sales?

			Teach to Sell is about gaining influence by establishing your authority and expertise. It is teaching others to gain their trust.

			When you share valuable insights and proven strategies, you don’t just teach—you inspire. You become a trusted leader, guiding clients to see your credibility and the true value of what you offer.

			With Teach to Sell, you don’t just gain trust; you create a following that believes in you.

			The Number One Sales Mistake

			What Gets in the Way of Teach to Sell?

			Salespeople often face various challenges due to common mistakes, including:

			•Talking too much instead of listening to the customer

			•Failing to understand the customer’s needs and offering irrelevant solutions

			•Overpromising and underdelivering, which can damage trust

			•Skipping follow-ups after initial contact

			•Not qualifying leads early, wasting time on unlikely prospects

			•Ignoring objections rather than addressing them directly

			•Focusing on price instead of the value offered

			•Neglecting to build rapport before pitching products or services
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			However, none of these is the top mistake.

			What Is the Number One Sales Mistake?

			The biggest obstacle to successfully implementing Teach to Sell is the pervasive feeling of being “not good enough.”

			Throughout this book, you’ll see a recurring theme that holds most people back from reaching their goals: self-doubt.

			You might think your sales process isn’t good enough, your website isn’t good enough, or, worst of all, you aren’t good enough.

			It’s easy to think negatively, especially when juggling multiple tasks.

			You might believe a potential client won’t buy because your service could be better or because you doubt your capabilities. This self-doubt can manifest in several ways, holding you back from achieving your sales goals:

			Self-Doubt: Lacking confidence can prevent you from even starting the sales process, stopping you from reaching out to potential clients.

			Unclear Sales Process: Without a clear roadmap, you might feel like you’re wandering through a maze, unsure of each step. This uncertainty can make you feel inadequate and stuck.

			Multitasking Overload: Taking on too many tasks at once can be overwhelming. You might feel like you’re not good enough to handle everything, leading to a lack of focus and productivity.

			Negative Assumptions: Prejudging a prospect’s interest, thinking they’ll never buy because you’re not good enough or your product isn’t perfect, can lead to missed opportunities.

			All-or-Nothing Thinking: The pressure to close every deal can be daunting. If you don’t see immediate success, you might feel discouraged and think you’re not good enough to succeed in sales.

			Procrastination: Delaying important activities like prospecting or following-up can stall your progress. You might procrastinate because you feel you’re not good enough to get the desired results.

			Lack of Guidance: Without proper training or coaching, you might struggle to refine your skills, making you feel like you’re not good enough to excel in sales.

			Limited Support Network: Feeling isolated can make your sales journey even more challenging. You might feel like you’re not good enough without a supportive team cheering you on.

			Giving Up Easily: Persistence is crucial in sales. You might be tempted to quit too soon because you feel you’re not good enough to achieve the success you desire.

			Recognizing these obstacles is the first step in overcoming them.

			Remember, the belief that you’re “not good enough” is just a mindset, and you can change it.

			Consider the story of Candy Lightner, the founder of Mothers Against Drunk Driving (MADD).

			In 1980, Lightner’s thirteen-year-old daughter, Cari, was tragically killed by a drunk driver.

			This devastating loss spurred Lightner into action. She created MADD to advocate for stricter drunk driving laws and raise public awareness about the dangers of driving under the influence.

			Lightner faced immense internal pain and external resistance.

			Many doubted her, seeing only a grieving mother, not an activist who could change the law.

			Yet, she persevered, drawing national attention to drunk driving issues.

			As MADD grew, Lightner encountered internal conflicts and was eventually removed as president. Despite this, her efforts led to over seven hundred new laws, including raising the drinking age to twenty-one, and enforcing tougher penalties for drunk driving. Lightner’s work saved countless lives and transformed public attitudes. (McCarthy, 2003)

			You might face doubts and a lack of support, with people questioning your sales efforts and urging you to find a stable job.

			This lack of encouragement can be disheartening but remember Lightner’s story. Her persistence led to monumental change, and your determination can lead to success, no matter what the obstacles.

			Overcoming the “not good enough” mindset requires action, guidance, and support. This book will provide you with clear directions and actionable steps to improve your sales efforts and build your confidence.

			Remember, it’s not about being perfect. It’s about taking the first step, learning, and growing. This book is here to guide you, help you navigate the challenges, and remind you that you are good enough.

			What Holds Us Back from Achieving Our Goals?

			Often, it’s our fears and doubts.

			Thinking about fears and doubts reminds me of a trip to a beautiful resort in Punta Cana when my daughter, Maggie, was about five. It was a magical place where performers from Cirque du Soleil practiced and put on incredible shows for us.

			Maggie met a trainer who encouraged her to try the flying trapeze. She was so excited, even though it was a bit scary.

			She put on a safety harness and started climbing the tall ladder step by step. But as she got higher, fear took over, and she climbed back down.

			When she reached the ground, I leaned in close, my voice filled with warmth and encouragement, as I spoke softly to lift her spirits.

			Maggie took a deep breath, gathered all her courage, and started climbing again. This time, she made it to the top. She jumped forward, and suddenly, she was flying through the air, her laughter echoing above the safety net below.

			It was breathtaking. When Maggie landed back on the ground, I asked her, “Sweetie, how did that feel?”

			She looked up at me, her eyes wide, and said, “Daddy, I was scared.”

			I smiled and said, “And you did it anyway. How do you feel now?”

			With pride and excitement, Maggie beamed, “I feel great, Daddy!”

			I hugged her and told her, “We all feel fear sometimes. You can live in fear or faith but not both.”

			In that moment, Maggie learned courage isn’t the absence of fear; it’s choosing faith and moving forward despite it.

			Commitment Fuels Resilience: The Bounce Back from Rejection

			Sales are often a rollercoaster. You’ll experience the joy of closing deals and the crushing blows of rejection. Without a deep commitment to your goals, discouragement can easily lead to quitting.

			Consider the story of Howard Schultz, the former CEO of Starbucks.

			When Schultz first tried to convince investors of his vision for a national chain of coffeehouses, he faced numerous rejections. Many thought his idea would fail. But his unwavering commitment to his vision strengthened his resilience.

			He transformed Starbucks into a global coffee empire through relentless effort and innovation. By 2024, Starbucks had over thirty-eight thousand stores worldwide, a testament to Schultz’s commitment in the face of immense challenges. (Howard Schultz: The Man Behind Starbucks’ Success, 2018)

			Commitment Breeds Focus: Sharpening Your Sales Sword

			Sales require multiple tasks: prospecting, lead nurturing, presentations, and follow-ups. Half-hearted efforts can quickly scatter your focus and lead to missed opportunities.

			Michael Jordan, regarded as the best basketball player of all time, is a legend for his laser focus. Despite his immense talent, Jordan’s unwavering commitment to constant practice and
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