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21 Ways You Can Out-Think, Out-Perform
and Out-Earn the Competition

JAY ABRAHAM

JAY ABRAHAM is one of America’s leading marketing experts. He is the founder and CEO of Abraham
Group Inc. Mr. Abraham has consulted with more than 10,000 clients in 400 different companies including
IBM, Microsoft, Citibank and Charles Schwab. Mr. Abraham specializes in uncovering hidden assets,
overlooked opportunities and undervalued possibilities. His marketing methods and approaches have been
profiled in The New York Times, the Washington Post, the Los Angeles Times, USA Today, Success, Inc.
and Entrepreneur magazines. His Web site is http://www.abraham.com.

SUMMARIES.COM is a concentrated business information service. Every week, subscribers are e-mailed
a concise summary of a different business book. Each summary is about 8 pages long and contains the
stripped-down essential ideas from the entire book in a time-saving format. By investing less than one hour
per week in these summaries, subscribers gain a working knowledge of the top business titles. Subscriptions
are available on a monthly or yearly basis. Further information is available at http://www.summaries.com.
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MAIN IDEA

To increase your income or rate of success

Maximize what you have ‘ ‘ Multiply your maximum ‘ ‘ Continue to grow and improve

To increase your income or rate of success in everything you do:

1. Take full advantage of what you already have -- your hidden assets, untapped opportunities and overlooked possibilities.
2. Create multiple sources of income or success -- so you aren’t reliant on just a single approach.

3. Change the way you think so you can continue to grow and improve indefinitely.

Embrace these strategies and apply them well to achieve financial security, influence, recognition and the success you deserve.

Section 1 -- Maximize What You Have . . . . . . . . . . . e e Page 2

—{ 1. See the big picture
—{ 2. Create breakthroughs

—{ 3. Inventory your strengths

—{ 4. Put the client’s needs first

Maximize what | 5. Calculate lifetime value
you have |

—{ 6. Develop a USP
—{ 7. Apply risk-reversal strategies
—‘ 8. Cross-sell and offer add-ons

—{ 9. Test everything
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—{ 10. Host-beneficiary alliances

—‘ 11. Generate referrals

—{ 12. Reactivate past clients
—{ 13. Use direct mail effectively
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—{ 14. Pre-qualify your marketing ‘
|

|

|
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—{ 15. Use telemarketing
—{ 16. Use the Internet
—‘ 17. Business bartering

—‘ 18. Network and keep in touch

Section 3 -- Continue To Grow ANd IMProve . . . . . . . . . o 0 e e e e e e Page 8

—{ 19. Set new goals ‘

Continue to grow 20. Think bi
: g ‘

—{ 21. Know your true assets ‘
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The Ultimate Business Library

We condense 300+ page business books into
8-page summaries.

By reading summaries, you'll get the key ideas in
30 mins, so you can spend more time turning your
ideas into dollars.

Knowledge is Power — Invest in Your Future

For just $2 per week, you will...

> Learn from the mistakes and success of the smartest people in business;

> Get fresh ideas, strategies & motivation that could be worth millions to you;

> Follow emerging trends, so you can catch the wave before your competitors do;
> Catch up on the classics you always wanted to read.
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1,000 Top Business Book Summaries s
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Our catalog includes summaries on a range of topics for

aspiring entrepreneurs, managers, and consultants.
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BUSINESS PLANS MANAGEMENT PRESENTATIONS '\
SALES LEADERSHIP MOTIVATION STRATEGY

AND MORE



