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I have had the pleasure of building not only one but two great businesses with my big brother, best friend, and business partner Chris. I say brother first because we are; we’re brothers first and business partners second. People have always asked me how we do it. How do you run a business with family? For us, it’s never been that difficult. My philosophy has always been to keep your ego out if it and to treat everyone you do business with, whether it be family, partners, clients, team members, or vendors, the same exact way you would want to be treated. It really is that simple.



You read about famous family business partners who get into ugly battles over money, and in the end they would rather ruin the business they put their entire life into, their golden goose, than just put their egos aside and continue to work hard as they always have and build a great business. I realize these types of family feuds run much deeper than how I just generalized them, but we all know the fight doesn’t start out being about money. It usually starts with something like what kind of paper clip the corporate office should buy, and then the pure essence of their emotions kicks in.




I will never forget the feeling of gratitude I have for my brother. We both know that neither of us would be where we are now without the other. I guess it just goes back to the way our parents raised us, as good honest people. Those are the values that were instilled in us by our parents, Francesca and Thomas Noon. Chris and I are two of four children, and we have two sisters: Katie and Angela Noon. Growing up, we were all very close, as we are to this day. If asked, all four of us would take a bullet for the other in a second.




The day in college when I called my brother and asked him to come home and help me run and manage my small landscaping business was one of the best days of my life. Others at the time asked me, “What do you need him for? You already got the business off the ground and running.” As someone who understands their own strengths and weaknesses, the answer was easy. I knew Chris was a sales genius my entire life, so as an entrepreneur, I was just putting the pieces of the puzzle together. I have always been a team player, and my own ego has never clouded my judgment about what I needed to grow a fabulously large and profitable business. I had the vision to execute an opportunity I saw within a marketplace, and Chris had the business and sales strategy to make it happen.




Chris is unlike any salesman I have ever met. He can sell anything to anyone as long as he believes in it. He has an innate and unique ability to read a sales prospect’s mind. It’s as if he can psychologically plant himself within the other person’s brain. He dials into them by reading their speech patterns and mental language. It’s an ability I have witnessed in him over and over, both in business and in the broader landscape of life. I don’t think he is even conscious of what he is doing, but I have always said he can sell a snow blower in the summer and lawn mower in the winter. I believe he was simply born with a gift of business street smarts. When Chris sells or negotiates, it’s as if everything around him is blocked out. He has a laser sharp focus that allows him to think only about the sale he is about to make or the deal he is about to close. It’s as if all other areas of his brain shut down and he goes into “the zone.” He dials deeply into the other person’s mind and psyche as he mines for his gold, like a master of Jedi mind tricks. I have personally witnessed him sell 20 new lawn care customers in one night in the dead of a New England winter with a foot of snow on the ground.




The most rewarding part of watching Chris sell is the excitement and energy he generates within the salesroom. I truly love to watch his sales team’s awe and excitement as they witness my brother in action. And the best part, the part I most truly enjoy, is listening on the phone recording to a new client he just sold. They are just as excited about what they have bought as Chris is to have sold it to them. I am convinced that they aren’t even excited about the product or service itself that they bought, although that is great too. I believe they’d have bought anything from him, because they aren’t so much buying the product or service as they are buying him. Watching Chris in action selling is like watching a stage performer. There is a beautiful rhythm and craft to it, so it really is like watching an art form.




But unlike many other people, Chris has never wasted his great gift. He leverages it with his extreme work ethic and drive to make the next sale! Being his brother, I might sound biased, but at the end of the day I’m a capitalist, and I only invest in people and capital that are going to increase the value of my business. I am well aware that I could never have built a business nearing $10 million in revenue in fewer than eight years without him and other key people in our company, such as Stephanie Lee, our CFO, and John Guariano, our vice president of operations. Mind you, we did it in a mature industry and one that is not in hypergrowth mode like the tech industries that are going through a bubble right now. Furthermore, we are just in the infancy of our growth strategy, and I am very excited for what is to come in the near future for our business.




Chris is not only a great salesman and negotiator but also a skilled teacher. He has trained hundreds of sales professionals using the sales techniques that he is so passionate about. In turn, they too have enjoyed the success of selling the way he does. He has turned many young people into sales stars by showing them how to sell the way he sells, and this includes me as well. For two years as we were building our second company, I sold on the phones with him. I have always been a reasonably good salesman—as an entrepreneur I have had to be—but cold-calling on the phone is a skill he personally taught me. That changed my life, and I learned something very valuable about selling in the process. Everyone can be a great sales person if they put the effort in and have the desire to be successful at selling. I turned out not just to be a good salesman but a great one, which in turn increased my confidence. Overcoming the fear of rejection on the phone made me fearless in every area of my life because it is such a challenging skill to learn.




As we move Noon Turf Care out of its early start-up stage and into a mature business, I am excited to see where Chris will use his special gift next. His achievements in this industry have created quite a stir and buzz from other company owners. He is now consulting, because of all of the phone calls he gets from business owners around the country, and even the world, who want to learn his selling techniques. Just last week a business owner he consulted for visited him from England. I am so happy to see Chris start his new consulting venture, Green Light Consulting, as I know it will help enhance the lives of many others.




It gives me great satisfaction to know that I was responsible for getting him into the lawn care industry. Making that call to him to propose going into business changed both of our lives forever. The future is wide open for our company, and every year as we grow in size, quality, and strength we help grow the entire lawn care industry. But what gives me the greatest level of satisfaction is the fact that we grow jobs. Each year, we recruit more and more talented young people and teach them job skills that will last them a lifetime. As we do this, we instill the core values of our company to mold the minds of younger professionals, and in doing so we open many doors for many people. None of this would have been possible without Chris’s bold sales innovation. You are about to learn how to build a hugely successful business in just about any industry. The secrets are all laid out in this book, but one must not forget that you can never teach passion, drive, and perseverance—the key ingredients to being successful in anything you do.




—Matthew Noon
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ONE-STEP SALES



I have been an entrepreneur for most of my 18-year career. The first business I owned was a landscape maintenance and construction company I built with my brother and business partner, Matthew Noon. We grew that business into a $2.5 million firm in six years. We sold the business in 2008, only six years after we started it, so that we could focus our efforts on starting a new Internet business model in the lawn and tree fertilization industry. For those of you who are not familiar with the lawn and landscape industry, it is fragmented—similar to many other industries—and many business owners decide to specialize in just one segment of the industry. This is what we did when we launched Noon Turf Care in 2008. We chose to focus solely on building an organic and chemical lawn service that specialized in the science of lawn care through the application of these products. We went to work on our new company the very same month we sold our full-service landscape company.



The first year was challenging. We had to start a new business from scratch with limited capital and resources. Aside from our head controller and office manager, whom we kept on, the buyer of our landscape construction company hired most of our staff. It was October 2008, and we had to book new business for the following spring—and we had to do it fast. Out of necessity, I started cold-calling for our new business, Noon Turf Care, and personally attracted more than 1,000 new residential clients without meeting one of them in person, as it is traditionally done in our industry. By the end of winter 2009, I had sold three entirely new lawn care routes worth of business. That is when I experienced an epiphany and developed the concept I later named One-Step Sales. Due to the fact that we had no money to support an outside sales team to perform traditional face-to-face, on-site lawn estimates, I had to quote and sell new lawn care customers right over the telephone. As Plato once said, “necessity is the mother of invention,” and this holds true in our company to this very day. It has turned into the ethos of our company’s culture. We had so little time and money to start the new company that I did not even leave my desk in the makeshift office we had set up in a garage, and I sold all of our new customers right over the phone despite their stated preference for an in-person lawn care quote. This was the moment I realized the power of persuasion, and at the time I did not realize I was changing the way our entire industry sold new business. The average new account value for a customer in our business was $800. So in my first year, I totaled $800,000 of new business with a $25 phone and a one-page sales script. We booked more than 1,000 new lawn care clients that winter, and we didn’t yet even have a truck or fertilizer spreader to service these new customers in the approaching spring season as I’d promised. This was one of the most challenging and fulfilling years of my professional career. I cannot think of many years when I have worked that hard. My takeaway from my first year in phone sales was that it is possible to build a profitable company very quickly when you combine a telephone, a phone list, and a persuasive salesman mastering the craft of telleselling.




It was that very winter in 2009 that I learned how to telesell. This small innovation that I created out of necessity, then tinkered with all year, finally clicked and changed my life forever. Little did I know at the time, but my first year of dialing for dollars would create the seed capital to build a company that today is approaching nearly $10 million in revenue with nearly 60 employees. It created life-altering wealth for me and my family, while at the same time thrusting my brother and I into the position of industry leaders. After that first year, we followed the same sales process, except we increased the volume by adding more manpower and more prospects into our phone database. That year we generated another million in revenue. The following years, we duplicated the process and averaged 30 to 50 percent growth for several years to come. Within five years we were a $6 million company, with the acquisition of new sales costing our company only $40 versus the industry average of over $150. We ran lean. We had no outside sales staff, no outside sales vehicle, no added tracking device for that sales vehicle, no estimate forms, no expensive sales presentation literature and folders, and no gas bill for the sales vehicle. We simply possessed a small office with a telephone and a team of very persuasive and persistent sales professionals who shared our vision of growing a great company.




In year three we were at $3.6 million in revenue and netted more than $1 million in earnings before interest, taxes, depreciation, and amortization (EBITDA). This was the type of revenue that had taken many of our industry peers over 20 years to grow. You get the picture: my One-Step Sales process is inexpensive, and it works. While many sales techniques can grow revenue, they don’t always grow the bottom line. My techniques do both, and they epitomize the term profitable growth. While many company leaders believe that the hyper-growth of a company comes at the cost of profits, my techniques contradict this and prove that both goals can be achieved simultaneously.




MY STORY



Since I was child I have always had a persuasive personality and entrepreneurial traits that I leveraged at a young age. I remember talking my parents into buying me large packages of candy and gum at those wholesale shopping club stores and then going to school and selling the candy individually to my classmates for a profit. I also remember when I was granted my first paper route how excited I was to get my first “real” job at the age of ten. However when I received my first paycheck at the end of the week I was so disappointed about how little it paid for the effort I put forth. As a kid it was no fun waking up at 5 in the morning to deliver papers for such little pay, so I created a solution. I vividly recall calling the district manager of the newspaper delivery company and asking if I could be assigned a larger route of customers to increase my pay. He told me that it was not possible because there was some internal rule at the company that limited the amount of homes every neighborhood kid could have in their route. So I persuaded my brother and younger sisters to also sign up to become paper route deliverers. By leveraging the help of my three other siblings I amassed a huge volume of routes that I delivered to thus increasing my weekly paycheck. Of course, this also entailed me having to persuade my father to assist in driving me to all the homes because there were too many houses for me to deliver to by foot or bicycle, and of course I did not have my driver’s license yet.



Another example of my persuasive sales skills was when I applied for college. I applied to over ten universities so there were a lot of applications to fill out, and of course this included the dreaded essays you would have to write. Since I was juggling my part-time jobs, academics, and athletics I talked my very smart younger sister into filling out all of my applications and writing my essays for me. I have always had the philosophy that delegating your weaknesses to others is the smartest way to work, so this was a natural solution to my challenges at the time.




Admittedly I wasn’t the best student in school and in college. I just felt that there were so many other fun and more stimulating places to put my energy towards. Although I love learning I just never took to learning in a traditional academic setting. I just always knew that no matter what my academic outcome was, it would not impact the level of my future professional success. There was even one class in college where I literally showed up six times the entire semester. Rightfully so, I ended up failing that class. I was devastated, but I knew deep down that I deserved the grade. It was my senior year and without a passing grade in this class, I would not be able to graduate. Shortly after I received my shamed F and right before graduation, I picked up the phone and called my professor. Basically, I leveled with him. Reflecting back on this experience, I realize that I was already using my natural sales techniques during that very phone conversation. I was honest and forthright, and I blamed nobody but myself; however, I did explain to him that I was working a part-time job to help pay for my tuition and that I also was playing on the college’s Division I soccer team, which was a full-time job in itself.




I asked him if I could take the final exam over and perhaps write one of the papers again. My delivery was authentic; it revealed my state of panic, and it screamed out desperation. I chose my words carefully, and when I finally went in for the close, I said, “Professor Smith, I really need to pass this class to graduate. Would you be willing to grant me this one second chance?” And then, silence. I purposely did not speak first. I just let the dead air between us sit for what felt like an eternity. Then he told me something that I was not expecting. He said, “You know, Noon, I’ve seen students like you in the past struggle with studies, work, and even sports. I appreciate you being honest with me and not blaming your circumstances on others. I was once a poor bastard like yourself, I’m going to give you a B-, and I hope you learned a lesson with the mistakes you’ve made.”




I was speechless. I was fishing for a D, or a C- at best, and this professor gave me a B- for a class I rarely even showed up for? Now this is something that I am not very proud of, but to be perfectly honest, academics were simply never my strong suit, even when I put 100 percent into them. I did learn a valuable lesson that day—perhaps not the one my professor was hoping I’d learn but a lesson about the real world. It was invaluable. The lesson I learned was that you should never simply accept your fate and the reality of “what is.” There is room to move things slightly to your benefit when needed. The hand you have been dealt, or the hand you have drawn yourself, is not always the final hand.




Anyone has the ability to change the outcome of many things in his or her life simply by persuading or influencing the final decision, as I did with my professor. I am not encouraging people to just fast-talk their way out of the problems they have created for themselves; however, sometimes that is necessary. And I am by no means proud of my lack of effort in school. As you read on you will discover how hard a worker I really am when I am committed to something and love doing it. I am not a lazy person when it comes to work or raising a family, but I will admit that there were times when I did not put 100 percent of my effort into academics. Needless to say, growing up, I was a very poor student and rarely paid attention in school.




My father, a self-disciplined baby boomer, was always an excellent student, an officer in the air force and a business executive. He was perplexed as to why my homework grades were so high and my exam results were so poor. He obsessed about his academically struggling son and constantly expressed his concerns to my mother. She would always say to him, “Don’t worry, Tom. That kid is going to be a salesman. He already has the skills he needs for life, and he’s not going to improve them in algebra class.” That’s not to say that my mother didn’t worry, too, but this is what she told herself to justify all of the Ds and Cs on my report card. Years later, I would find out that I had an undiagnosed learning disability.




When I went into business on my own, starting a lawn care company, people thought I was crazy. Unfortunately, there are many linear-thinking people in the world who believe that the only way one can be successful is by going down a very traditional career path. I will always remember a friend’s mother who was very judgmental. Her conventional mindset always made her think that one had to be a doctor, lawyer, or business executive to be successful. She would make snide comments on the phone about other people’s less traditional careers. She would talk about how her family had the money to do certain things and how being a contractor, or a small business owner, didn’t pay very much. Her husband was a lawyer, so one understood why she thought this way.




Fast forward ten years, the first year of my new lawn care company. I had just learned telesales and was making calls using an old autodialer that I’d gotten on eBay. For those who don’t know what an autodialer is, it’s exactly what it sounds like. It is used to call phone numbers automatically so that the sales rep can constantly speak to prospects, minimizing the downtime between calls. It is a small piece of equipment that looks like a DVD player and is connected to a phone network—or a computer, for those using an Internet phone, in which case thousands of phone numbers can be uploaded from a computer database.




Only a few of us were making calls, and it was during one of our first weeks, so I still had doubts that we could sell to new sales prospects directly over the phone as a business model.
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