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Recap 

The meeting had a business-focused agenda covering sales strategies and intellectual property 

monetization. Mitch shared his approach to sales, emphasizing the importance of understanding 

client needs and creating tailored solutions, while introducing various concepts like "rejection-

proof networking" and the "3 magic words" model. The session concluded with discussions 

about identifying and leveraging valuable intellectual property, including specific advice about 

extracting repeatable models from her therapy and business management work, along with an 

invitation for participants to share ongoing deals and prepare for the next session. 

Customer Journey Optimization Strategy 

The meeting began with Mark introducing his company's focus on optimizing customer journeys 

through physical products, emphasizing the blend of digital and physical experiences. Mitch 

shared his excitement about a package he received from Mark and mentioned a noon 

discussion about distribution. Mitch outlined the agenda, which included feedback on the 

previous session, assessing and selecting valuable IP, identifying unique service advantages, 

and finding low-hanging fruit for potential buyers. Mitch explained his approach to selling, 

emphasizing commitment over closing techniques and the absence of modules on handling 

objections, as objections rarely arise in his method. 

Sales Objections and Closing Techniques 

Mitch discussed the concept of objections in sales, emphasizing that people do not object to 

receiving what they want and need but rather to being sold something they do not want. He 

highlighted the importance of pricing strategies, including ROI 1 (Return on Investment) and the 

value of diagnosis in sales. Mitch also introduced the "3 Magic Words" model to help sales 

professionals secure commitments from clients without feeling the pressure to close the sale 

themselves. He mentioned a special offer for joining a club reopening in January. 



IP Monetization and Client Feedback 

Mitch discussed the importance of identifying and monetizing valuable intellectual property (IP) 

by assessing and selecting IP based on understanding and client feedback. He emphasized the 

need to ask clients specific questions to determine which parts of a larger product or program 

are most valuable, allowing for potential repackaging and increased sales. Mitch also 

highlighted the concept of value pricing and experience pricing, where different clients may be 

charged different prices for the same deliverable based on their specific needs and potential 

returns. Bruce shared insights on the importance of proper diagnosis and addressing client 

objections by understanding their specific pain points, while also acknowledging the challenge 

of applying this approach to a larger, more general audience. 

Customer Needs Diagnostic Approach 

Mitch emphasized the importance of diagnosing customer needs in one-on-one settings versus 

group presentations, and highlighted the value of asking questions to guide prospects towards 

making informed decisions. David acknowledged the need to move beyond using soundbites 

and to genuinely understand customer needs, while Mark proposed developing a diagnostic tool 

to better serve clients across different business areas. Mitch concluded by reiterating the 

potential for significant earnings through licensing models and frameworks, encouraging 

participants to explore opportunities for monetizing their intellectual property. 

IP Assessment and Client Engagement 

Mitch discussed the process of assessing and selecting intellectual property (IP) for business 

use, emphasizing the importance of understanding client needs and creating tailored proposals. 

He outlined a five-step process for engaging with clients, including identifying needs, creating 

proposals, and securing commitments. Mitch also introduced the concept of “Rejection Proof 

Networking™" and highlighted the value of asking clients why they choose a business, which 

helps in identifying unique service advantage. He encouraged participants to focus on clear 

communication and to identify potential buyers who are "needy, ready, willing, and able." 



Client Engagement Strategies Overview 

Mitch discussed strategies for effective client engagement, emphasizing the importance of 

alignment, agreement, and commitment in sales conversations. He outlined three approaches to 

connecting with buyers: being discovered, being introduced, and being recommended, with the 

latter being the most effective. Mitch introduced the concept of the "3 magic words" to help 

sellers align with buyers' needs and outlined key steps to achieve client commitment, including 

creating a rejection-proof proposition and identifying target buyers. He encouraged participants 

to take action by conducting an IP asset inventory, drafting a proposition, and compiling contact 

lists, while also emphasizing the importance of understanding client needs and building trust. 

Client Needs Assessment Strategy 

Mitch emphasized the importance of focusing on one key action step: assessing and 
understanding client needs through a structured conversation involving five critical questions. 
He highlighted the value of this approach in identifying opportunities and refining business 
practices. Matt shared a timely example of how recognizing employee surveys as a tool for 
organizational learning could have led to more proactive business development. Mitch also 
discussed the three pathways to IP money, including a do-it-yourself option, a mastermind 
group, and private mentor ship, and offered a special January promotion to encourage 
membership in the IP Money Club Mastermind. The session concluded with an invitation for 
participants to share ongoing deals, seek help, and prepare for the next session, which will 
cover the final steps of the Ultimate Licensing Formula. 

Monetizing Intellectual Property Opportunities 

Mitch discussed the importance of balancing art and commerce in one's professional life, 

emphasizing the need to identify and leverage valuable intellectual property (IP) that can be 

monetized. He advised Dawn to focus on extracting repeatable models or frameworks from her 

therapy work and business management expertise that could be licensed or sold to 

organizations. Mitch also suggested conducting pilot programs or trials with potential clients to 

test the viability of these IP offerings. He encouraged Dawn and other participants to nurture 

relationships with clients and leverage their unique IP, whether in tangible or intangible forms, to 

create opportunities for passive revenue.


