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FOREWORD 

“You will be the same person in five years as you are 

today except for the people you meet and the books you 

read.”  Charlie Tremendous Jones 

When I was working in a sales manager role (2001-2004), 

feeling far less than fulfilled, financially and otherwise, I 

began to dream of a better future for new family and 

myself. I knew that what I had been doing, working 60-80+ 

hours a week and still not gaining any momentum, was not 

a recipe for joy, happiness or adventure. This was more of 

a path to stress, being overwhelmed, struggling and 

feeling as if I had become a failure. I, who didn’t even 

come close to realizing my full potential, was missing out 

on my children’s lives. My life was my work for this 

company, and it was passionless and pathetic. 

I knew that if I didn’t make any changes, my results 

wouldn’t either. 

That’s when I started tapping into some of the wisdom 

through books, audios, videos and live events from people 

like: Jim Rohn, Zig Ziglar, Tony Robbins, Brian Tracy, Joe 

Vitale, Joseph Sugarman, Mark Victor Hansen, David 

Bach, Robert Allen, Ted Nicholas, Dan Kennedy, Jay 

Abraham, Michael Masterson and most all of the top 

Internet Marketing experts through working side by side 

with Mike Filsaime (2006-2011) and Rich Schefren (2011 

to present). 
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One step — a book, an audio, a video, and a live event at 

a time.  

I was able to take myself from where I was to where I 

wanted to be. Darn close to five years on the dot from 

when I took this journey seriously (2001) and began 

reading and meeting people, as the quote from Charlie 

Jones states.  

I have met all of my heroes listed above, and many more, 

which have helped bring me from that corporate path of 

frustration to my incredibly fulfilling entrepreneurial 

journey, which included assisting in over $25 million in 

results from online sales since 2006. The small percentage 

of those results, which I have been blessed to keep, has 

allowed me to live a life that I had once only dreamed of. It 

includes cultivating an incredible relationship with my two 

amazing children. We often create memorable moments 

together. 

What excites me is that if I, who was a master of self-

sabotage can do it, then so can you. What excites me 

more is that you are now holding this powerful book, which 

can and will shortcut your journey significantly. This fact 

alone tells me that, You will Stand Up! You will Stand Out! 

And, you will leave the Standing Aside to others! 

Regardless of where you are right now, you must always 

remain vigilant and observant to the one thing that can 

make or break you, and that is change. Change happens! 

You can either adapt to it and benefit from it, or be a victim 

of it and allow it to ruin all of your hard efforts. 
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In this book, Steve Brossman clearly points out how and 

why the business landscape and the marketplace has 

changed, how most people are continuing with business 

as usual, and how you can adapt to these changes and 

benefit widely while others struggle and scratch their 

heads at their hard work and lack of results.  

While your competitors are working twice as hard for half 

the results, you’ll be learning how to stand out in the 

marketplace amidst all of the noise. You’ll learn how to 

cultivate a true relationship with your prospects and 

clients, and make the transition from being a hunter of 

sales to a creator of raving fans who will push your results 

beyond what imagined.  

Imagine living the lifestyle you have always dreamed of 

while doing what you truly love and are passionate about. 

In essence, you’ll be getting paid extremely well to play.  

This book you are now reading will open your eyes to how 

you can make that a reality. You will learn how to Stand 

Up! You will realize a life with passion, excitement and 

adventure. Then you will learn how to Stand Out, in a 

crowded, noisy marketplace and gain raving fans who will 

move Heaven and Earth for you. Your competitors will 

have no choice but to Step Aside as you stride past them 

through implementing, all that Steve teaches you to do in 

this results creating book. 

Steve Brossman is a man who walks his talk. He loves life, 

he loves his family, he is great at and loves what he does, 

and he loves you, his readers, prospects, and clients. I am 

proud to call him a friend and was honored to be asked to 

write the foreword to this powerful book.  
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My intent and desire is that these brief words get you as 

excited to be holding this life and results changing book in 

your hands as I am for you. My hope is that you are not 

one of the statistics who purchase a book and never read 

it. Do yourself and your future a favor, and carve out the 

time now to read this book. Skip TV time, skip a movie and 

read it. If you are like me, you’ll be thankful that you did, 

and will most likely read it many more times to come.  

Make Today Great! 

Tom Beal 

How to make the most of this book 

This book contains strategies, case studies, stories as well 
as questions and other information to help you through this 
process.  

There will be links via QR Codes, urls and videos for you 
to watch me explaining, in more detail, some of the 
strategies.  

These will give you access to worksheets that were too 
large to put in this book.  

To get your QR Code scanner apps, visit the appropriate 
website link below. 

Android : 
http://magneticdigitalmarketing.com/redlaserandroid  

Apple: 

http://magneticdigitalmarketing.com/redlaserapple  

http://magneticdigitalmarketing.com/redlaserandroid
http://magneticdigitalmarketing.com/redlaserapple
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If you are more comfortable not standing out in your 

market, put down this book, it is not for you. 
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INTRODUCTION 

WHY STAND UP NOW? 

Over the past 10 years, many things have changed 

that have affected businesses dramatically. Things 

like technology, how we communicate, social media 

and even the Global Financial Crisis (GFC) are 

attributed with (or blamed for) how we do business 

and the current business environment.  

Many people are blaming the rapidly changing 

technology for their own reduction in results in their 

marketing and business.  While others are jumping on 

every piece of new technology possible, with limited 

results and return on investment (ROI).  

I personally believe all of that is just a cop-out for not 

getting the basics right.  

Let me take a step back to marketing 101 and give 

you my take on it, plus bring in some concepts from 
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other people to give you a clearer picture of the 

current market and how to successfully navigate it for 

your business survival. 

In today’s world, it is first about identifying a MARKET 

with a particular problem and providing a unique 

solution to their needs, wants and desires, then 

communicating the RIGHT MESSAGE to them using 

the RIGHT MEDIUMS.  

Dan Kennedy keeps hammering that marketing is 

about Message, Market and Medium and, I for one, 

agree with him wholeheartedly. 

Because of the rapid changes in technology, and 

people wanting to push their particular product or 

service, they often fixate on what mediums to use. 

They lose sight of the most crucial part of marketing, 

your products and services, which is just providing 

solutions to the right market, at just the right time that 

they are ready to receive it and take action.  

In fact, the old school “push marketing” where you 

have a product or service and all you do is market the 

heck out of it using every possible medium that you 

can, is producing very limited results these days. 

Moreover, business owners are aware of this, but they 

don’t know what else to do because that is what they 

have always done and sadly their marketing has just 

become a habit with dwindling results. 
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In the recently released book, The Pendulum by 

Michael Drew you will read that every 40 years we 

transition through a “ME” focused society to a “WE” 

focused society and then it returns again 40 years 

later just like the swing of a pendulum (brilliant 

analogy I thought). In this brilliant book, he documents 

that 2003 was the start of the new WE focus where 

we have moved from the big loud “buy my products 

because it is bigger, better and you need it” type 

marketing messages. These may have been 

successful in the ME society to a solutions and 

relationship based, trust and transparent marketing 

message of the WE period.  

When I read this book, late in 2012, everything I had 

been using in my own businesses, and teaching 

others to do in their business, just made sense. 

Over the past 20 years, I have built several highly 

successful multi-national businesses, and there have 

been some common themes throughout each of them. 

Solve a problem, build relationships and don’t 

compete on a level playing field. (Later, in this 

book, I will talk about the “Change the Game” 

program which I was able to track back to using in my 

own businesses as far back as 1983.) 

Even today, I see most businesses are not leveraging 

their unique differentiations from their competitors as 

an attraction tool in their marketing. Instead, they 

compete on the Same Playing Field using the Same 
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Message to the Same Market and believe that by 

talking louder and using a few different mediums that 

they will “stand out” in their industry and attract their 

competitor’s customers.  

Big mistake! 

That can only result in one thing, and that is a price 

war. In the end, no one really wins in those wars do 

they?  

This book is designed to show you firstly, WHY you 

should change and HOW you can BOOST your profits 

using some simple and very practical strategies and 

techniques that I have personally been using, 

learning, teaching and refining for over 30 years.  

Oh, and just to clear things up — I am not an 

academic, yet I study extensively what I need to know 

directly from successful leaders in marketing mastery 

on a global scale. What I call the best of the best. 

While, this book may not be declared a literary 

masterpiece, you will find that it is written in a down to 

earth style that is full of practical information that is 

easy take action on by implementing very simple 

steps, systems and strategies into your business in 

the next 30-60 days. 

Since 1983 when I purchased my first Marketing and 

Sales training program with cassettes and workbooks, 

I have known the value in investing in my education 
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and training. Over the past five years, my wife Pam 

and I have invested heavily in our own education. We 

purchased courses, traveled around the world to 

attend live events and paid for high level personal 

mentoring by the best in our industry.   

Because, our attitude is to enable us to provide our 

clients with the best — we have to learn from the best. 

Since taking on this attitude, we have never looked 

back and even throughout the GFC, when most 

businesses were going bust or struggling to survive; 

our businesses were thriving, and so can yours. You 

just have to learn how to Stand Out and in this book I 

am going to give you some strategies to do that. 

The two people that have had the biggest impact on 

my professional journey are Rich Schefren and Dan 

Kennedy.  

Rich is one of the smartest marketers you can learn 

from. His attention to detail and his depth of 

knowledge in marketing, and in particular online 

marketing, is without peer. I have been part of his 

program for the past three years, and it has been the 

foundation for much of my success. 

Marketing and more specifically, Direct Response 

Marketing should never be mentioned without calling 

attention to my other mentor Dan Kennedy. His no 

nonsense, no bull, approach to marketing has 

influenced my journey immensely. 
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The reason I am telling you this is you will see 

influences from each of them filtering throughout my 

book. Just reading a book will not do it for you. You 

need to take action on what is in this book and 

ideally get a mentor that keeps you on track and 

accelerates your results. For the first part of 2013, I 

had Tom Beal as my accountability coach and he 

really helped me kick start the year and made sure 

this book was written. Thanks Tom. 

Plus, my wife, Amazon Best Selling author of five 

books, Pam Brossman, has been kicking my backside 

for the last 12 months trying to get this book out of my 

head and out there helping others who need to learn 

how to Stand Out in their business. 

Rich Schefren taught me the powerful creative 

process of using a journal each day. So, sit back, get 

yourself a journal, take many notes — and enjoy the 

ride.  

You will also see that the book flows through a simple 

formula of 7 P’s. This formula is from my Perpetual 

Profits Blueprint …. How to Create Predictable 

and Sustainable Profits. It is the same process 

where I successfully take my personal coaching 

clients through, and I’m inviting you to come on this 

journey too. 

Purpose: Your Why 
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Position: Unique Champion’s Position 

Package: The Unique Solution to the Problem 

Promote: Marketing 

Persuade: Sales 

Protect: Your relationships with prospects, clients and 

profits 

Propagate: Building additional profit centers.  
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CHAPTER 1   

STAND UP, STAND OUT OR STAND ASIDE 

This book’s title is a call to action for anyone who 

wants to succeed in this so called “new economy” as 

we get deeper into the WE era from the Pendulum. It 

basically says that you need to Stand Up and become 

the face of your business, identify why you are 

different, or as I put it, you need to become the unique 

and obvious solution and then communicate that 

genuinely to your market.  

If you don’t, you will be left behind, you will be seen as 

a dinosaur in your marketplace and very quickly fade 

from the memories of your prospects and clients 

forever. Loyalty can only carry your business so far, 

and if you are not keeping up with your market then 

eventually they will move on to a greener pastures. 

You can no longer hide away behind a business 

name, locked away in an office, shop or on a 
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computer and not form relationships with your 

prospects and clients. Today customers are very 

fluid, which means they can flow easily along a path 

of least resistance, jumping from one supplier to 

another unless they are diverted or a dam was built.  

That dam is your relationship with your clients and it 

will hold your clients and customers keeping them 

loyal to you while you provide value to their lives and 

communicate that regularly to them.  

The dam wall is your service and communication to 

them. It will only hold your clients and prospects in 

while you are continually maintaining it.  If you neglect 

the service and communications to your people, the 

wall will come down and they will flow on.  

 

http://magneticdigitalmarketing.com/standouttraining/ 

This book is not for everyone. While the concepts and 

strategies that I have put into this book might make 

sense, seem straightforward and relatively simple, I’m 

not saying they are easy. In fact, for many people, 

Standing Out is the last thing they want to do.  

http://magneticdigitalmarketing.com/standouttraining/
http://magneticdigitalmarketing.com/standouttraining/
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So, if you are thinking that soon everybody will be 

doing this, think again. If you follow the steps that I will 

be giving you in this book, you will rapidly jump ahead 

of your competitors and establish yourself as the 

leader because you will be one of an extremely 

small minority who will actually do it. 

STAND UP  

Make The Decision to Stand Up.  

Have you heard of Donald Trump, Oprah, Michael 

Jordan, Madonna and here in Australia, Mark Bouris? 

Do you think they started out famous? No, they 

started out just like you and me. 

They all had a goal and a burning desire to do 

something extraordinary. There are many people who 

dream of being Sports Stars, Pop Stars, and Business 

Moguls but remarkably few take that first step in 

making it a reality. 

That first step is the decision to Stand Up because 

you cannot Stand Out sitting down and being the 

same as everyone else. 

In this book, I will be showing you why now is the time 

that you must Stand Out to succeed and why it has 

never been easier if you follow some simple steps. I 

will be showing you ways that you can stand out, no 

matter what your market, profession or aspirations 

are.  
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Don’t worry, it is not about having to be big, loud and 

obnoxious to get attention! You could Stand Out by 

providing such awesome and caring service that you 

become legendary to your target market in a 

remarkably short period. 

However, it is about how you Position and Package 

that service and then Promote (communicate) it to the 

market that will have the biggest impact in the long 

term.  

I will also be sharing with you several times, from my 

own personal journey, where I have followed this 

process with amazing success and times where I 

foolishly ignored my own strategies and how that 

ignorance affected the results in my business.  

Therefore, while I talk about it all, starting with a 

decision, nothing happens until you actually take 

action. You can make all the decisions you want until 

you actually Stand Up, and that requires energy and 

commitment of the highest level. Until then, nothing 

will happen.  

Notice this book’s title doesn’t say, “stretch your neck 

up and take a look” or “Rise up just a little” no, it says 

“Stand Up! And stand up straight!” 

Do it with full commitment and do it in a way that as 

soon as you do Stand Up, you are prepared to be 

noticed and take action when the doors of opportunity 
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start flowing your way.  

A crucial part of the decision to Stand Up is who you 

are and when is the right time to Stand Up!  

Later in this book I will go into detail about your 

“Unique Champion’s Position” and how to find and 

communicate it.  

Important note: You Do Not want to stand up trying to 

be the same as everyone else because all you will 

have is to try to be louder than your competitors and 

that is not an attraction magnet strategy. 

Getting Life’s Rewards and “THE U-GAP”  

I am not going to get hyper-mathematical here so 

early in the book, however, I’ve been looking at all 

those who are actually achieving their life’s dreams 

and goals, and they all have one thing in common. 

They are not doing the same as everyone else. They 

are Standing Up and Out in some way. In addition, 

the greater they Stand Out the greater their 

rewards.  

Before I go too much further let me clear up an 

extremely important point first. This is as much about 

the rewards of helping others as it is about your own 

personal and family rewards.  

Once I clearly understood this, I developed The U-

Gap. The U stands for Uniqueness or how much you 

stand out.  
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The larger Uniqueness Gap between you and your 

competitors the smaller the gap is between what you 

have now and what you desire. 

Or, to put it another way… 

The more you can stand out above your competitor 

the closer you will be to reaching your desired goals.  

On the following page, I have an exercise to establish 

the U-Gap in your business. 
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EXERCISE  

1. Write down what you currently do. 

 

Write down what others in your marketplace do. 

 

Rate yourself from 1-10 as to how Unique you are 

and how you currently stand out in your marketplace.  

1 being “not very” and 10 being you “dominate it, and 

you are the go-to leader.” 

1     2     3     4     5     6     7     8     9     10 

2. Write down your ultimate financial and other 

lifestyle related goals. 

 

3. Write down where you are right now. 

 

Rate yourself 1-10 as to how close you are to your 

ideal goals.  1 being “very close,” i.e. just 1 step 

away through to 10 where “your goals are just a 

dream.” 

1     2     3     4     5     6     7     8     9     10 
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So, here is how it works … the bigger “The 

Uniqueness Gap” the more you stand out from your 

competitors, and the smaller the gap between your 

current lifestyle and your ultimate goals.  

For a more detailed example of the U-Gap, click on 

the QR code to watch video explanation or visit the 

link.   

 

http://magneticdigitalmarketing.com/standouttraining/ 

HERE IS MY FIRST EXAMPLE OF THIS IN ACTION:  

When I first opened my Health Centre in 1983, it was 

at the beginning of the Aerobic and Fitness craze and 

Gyms were the place to be seen as much as work out. 

Sometimes people didn’t go to the gym until they were 

already fit and in shape. Many gyms were just 

focusing on the body beautiful set.  

I decided right from the start to be different. With a 

distinct lack of mirrors and minimal heavy weights, I 

provided a place where the less fit and overweight 

could get started in comfort.  

http://magneticdigitalmarketing.com/standouttraining/
http://magneticdigitalmarketing.com/standouttraining/
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We had specific programs for the out-of-shape, kids, 

seniors, pregnant, sports-injury rehabilitation and 

specific weight loss.  

In a very competitive market, we stood out in a sea of 

sameness because even back then I made the 

decision to be different. We definitely stood up and 

stood out.  

While the other gyms were showing off their body 

building and body sculpting trophies we were helping 

change people’s lives (a lot of them), as we were the 

only ones providing those less glamorous programs.  

Pain vs. Payoff…. “But, sitting down really is quite 

comfortable.” 

Look, I know that some people are quite comfortable 

just sitting down doing the same as everyone else, 

always looking, longing and wishing, but never 

actually doing anything about it. I also know that 

Standing Up and Standing Out is a personal choice 

as well as a personal goal. Having said that, I 

personally believe if people just knew how easy it was 

to Stand Up and Stand Out, more people would do it, 

and that is my own personal goal to help more people 

achieve extraordinary things in their life! 

You see, to make that first decision and to actually 

Stand Up takes energy and sometimes discomfort and 

that feeling of vulnerability. Standing Out from the rest 

is what makes many people quickly sit down and slip 
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back into that comfortable sameness. 

Have you ever been sitting in one spot for a long time 

and then all of a sudden try and stand up? You feel a 

little stiff, don’t you? And, it isn’t till you start moving 

that you loosen up and feel better. Well this is the 

same thing but only in your business.  

Once you make the decision that you want to Stand 

Up, and Stand Out, take action to commit seriously 

and Stand Up. You must then start the forward 

momentum immediately and push through any 

discomfort, remain moving forward and not return to 

old habits, which is so easy to do.  

One of the best ways to do this is to get a coach, an 

accountability partner or join a mastermind group of 

likeminded people with the same drive and ambition 

as you to succeed and Stand Out.  

Those who have the desire, drive and a plan will push 

through the early discomfort and reap fantastic 

rewards.  

I remember enjoying athletics as a young boy. I was 

never brilliant, and I was usually the 3rd or 4th kid 

picked for our relay team, but I had fun. I gave 

athletics away for a few years in my early teens, but in 

my last year of High School I set a goal to win the 

Senior Athletics Championship. A significant goal as I 

had not even won a single age race throughout all of 
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High School.  

I shared this goal with Dad and he knew I was 

serious, so he sought out a coach to help me achieve 

this personal goal. Well I never had a coach before, 

and I decided to throw everything into my training 

sessions. 

My running colleagues still remind me to this day that I 

trained so hard in the first week that I was physically 

sick. Yes, I vomited during each of the first seven 

sessions, but I always continued to train through 

because my commitment to my goal was stronger 

than any physical pain. 

I guess you could say I more than pushed through the 

early discomfort, and it must have worked because I 

did win the High School Championship as well as 

become regional Champion and went on to make the 

finals in 100, 200 and 400 at State.  

Over the next seven years, I competed at open level 

and went on to win 10 State, one National Title and 

several prestigious professional races.  

It would have been different if I had not had a coach to 

hold me accountable, or if I had not been prepared to 

push through some discomfort. 

So, before you start this journey, know that there will 

be pains to go through first before reaching your 

desired outcome; however, the payoffs are 

unquestionably worth it.  
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WHAT TO DO BEFORE YOU STAND UP 

By now you have made the decision that you are 

going to Stand Up, but before you do, it is crucial for 

you to get a few things right.  

In this next section, I am going to take some analogies 

from sport and show you how you can apply them to 

your business. They are processes that I have been 

using successfully for over 30 years, and when I break 

it down for my clients, it helps them immensely.  

In many sports,  there are talent identification scouts 

who look for people with the set of attributes that are 

required to succeed in their selected sport and even a 

particular position in that sport.  

I have seen Gymnasts who have not quite made it to 

the top as a Gymnast, be scouted and become 

Olympic Divers and Arial Ski Jump Champions. I have 

also seen Netball and Basketball players who may 

have just missed the top level in their sport become 

Champion Rowers. It was just a process of identifying 

their right talents (core strengths) and applying them 

to a game they could win.  

In business, there is a myriad of personality tests that 

give you guidance (and sometimes misdirection) on 

who you are, your personality type and what you will 

be best at in business. While they have their place 

and there are some set attributes that you must have 

to succeed in business, I want to give you a different 



Stand up, Stand Out or Stand Aside | Page | 34 

take on it.  

I want to break it down very simply for you. First, we 

need to look at YOU and then determine what GAME 

you can play so you can win.  

 What do you love to do and why… Purpose and 

Passion? 

 What are your core strengths? 

 What is the Game that YOU can Play that you can 

easily Win? 
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CHAPTER 2 

YOUR PURPOSE AND PASSION 

They say, “If your WHY is strong enough you can 

make anything happen.”  

By now you will realise that I’m a straight shooter and 

not much into the woo woo, “follow your passion and 

the universe will provide” sort of thinking. However I 

do say “Without passion you are just a pulse!” 

To build a business that is going to survive, there will 

be times that you will need to be able to dig deep and 

put in that extra effort when the going gets tough. In 

addition, to do that you have to, know the real purpose 

of your business or as many put it know your WHY! 

One of the definitions of purpose is “the reason for 

which anything is done.”  

If you have a clearly defined purpose, then you will 

have a much greater focus and be less likely to stray 
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from your goals.  

I believe your purpose creates your passion.  

I was tempted to start the book with Passion; 

however, I have often seen that Passion without 

Purpose can be misguided. You will see that I do 

place significant importance on Passion because 

without passion, you really are just a pulse, and you 

just exist. 

Have you ever seen sports people lift for the last few 

minutes in a tight match to win? Or, have you seen an 

athlete find that extra little boost over the dying 

stages of a race to come from behind and win? They 

achieve great things because they have a burning 

desire to succeed and they are passionate about 

what they are doing.  

They have been passionate about their training and 

doing the extra things that people don’t see that 

makes the difference.  

For you to find that “extra” when it counts, you also 

need to be passionate about what you do and have 

that burning desire to succeed.     

Before we go too much further let’s get back to 

business. Dan Kennedy once said, “The purpose of 

any business is to make a profit.” 

I have added a little more…. 
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“It is what you do in the business, and with the profit, 

that is your passion.”  

Many people start in their business by following family 

tradition, get a job, or start a business because it 

seemed a reasonable “opportunity” at the time. Then 

they end up just existing without any real passion and 

drive.  

This is a recipe for disaster. Because, sooner rather 

than later, there will be times when you find yourself 

either putting in extra hours or resources to keep the 

business afloat or even to keep up with expansion. 

Your level of passion will determine your level of 

commitment as well as success. 

It is this level of commitment that will determine 

whether you will do enough to succeed. If you don’t 

have the passion and drive, then, it often won’t be 

enough, and you will either fail or at best just continue 

to exist.  

I’m not here to tell you that all it takes to be successful 

is to just do what you are passionate about, and you 

will automatically make money. Success is hard work, 

and there are so many more pieces of the puzzle that 

needs to be implemented to turn a passion into a 

profitable and successful business, which is where 

many people go wrong.  

They start with passion and forget all the business 

principles that must be adhered to. The number of 
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times that I have heard, “I just want to do what is 

congruent with what I believe in,” or… 

“I just want to follow my passion,” from people who 

are dead broke. 

Just as often, I see people slaving away in a business 

that may be a family business that they were expected 

to join, or in a business that grew out of an 

occupation, and they dread every minute of being 

there. 

Well, life is too short for you not enjoy it or get the 

rewards you really deserve. If you decide to follow 

through and Stand Up and Stand Out, then you will 

get much greater rewards and have much more fun 

than just sitting on your butt and watching life go by.  

NOW IT’S TIME TO CHANGE THE GAME 

I want to help you find your passion and purpose, 

combine it with your core strengths and the prospects 

needs, then give you the tools to develop a game 

plan to build a successful business. 

To help you get started, I want you to think about and 

answer the following questions. 

1. If you knew you could earn more than enough to 

support your desired lifestyle what would you want 

that to be? Some may ask what is your dream job 

or what would you do if you didn’t get paid and 
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money was no object. However, I want you to still 

think of having to get paid for what you do. 

2. Why do you want to/need to earn money? This is 

your big WHY? Is it to provide for your family, to 

support your favourite cause, to get out of debt or 

even to be famous? What is going to get you out of 

bed on the tough days? 

YOUR CORE STRENGTHS 

Without going into an exhaustive list of what your 

personal strengths could be, ask yourself a few simple 

questions  

3. What has got you to where you are now? 

4. What do you attribute your greatest successes to? 

- Business 

- Non business (personal, sporting etc.) 

5. What is it that other people say that you do well? 

6. What do other people say comes easy to you? 

You will find that you may come up with a mix of the 

following:  

Drive, Commitment, Creativity, Personality,  

Communication Skills, Leadership, Inspirational,  

Innovative, Passion, Compassion, Integrity  

and quite a few more. 

It is important to know what you believe are your core 

strengths and what others believe they are. That way, 

you can use them as the foundation to build your 
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Unique Champions Position that you will learn more 

about shortly.  

PLAY A GAME YOU CAN WIN 

There is absolutely no sense, whatsoever, selecting a 

game where you compete with the masses, don’t 

Stand Out and have very little chance of collecting 

the prize.  

This Change the Game process that we are about to 

go through is one that I have had a lot of success with 

for my clients and others that have used it in their 

business. 

It is all about determining the game that you can win! 

Not playing a game that is determined by your 

competition or by your market.  

When people start their business, they want to cover 

as wide a market as possible as they believe they can 

get more people and more money through the door. 

However, what that normally does is opens up as 

much direct competition as possible.  

That leads to a lot of people competing in the same 

marketplace and they won’t Stand Out. I want to 

show you how you can slice off a section of the 

market so that you can Stand Out and own it — 

where you will have minimal competition. 

A position, whereby, you become the “Unique 
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Champion,” deliver outstanding service and a 

unique solution to their problem. 

Click on the QR code below or visit the url to watch a 

video of me explaining in more detail the Change the 

Game process. 

 

http://magneticdigitalmarketing.com/ctgcoaching  

After watching the video, download the Change the 

Game Matrix that can be found below the video and 

follow the instructions. Remember the more honest 

you are, the bigger the shift in your business. 

Note: The answers given in the Matrix are usually not 

the definitive answers, but form the basis for me to 

ask deeper questions to uncover what your true 

unique and champion position is. This matrix is 

usually followed by a consulting session, whereby we 

determine exactly what your Why is and strategies for 

you to implement immediately to Stand Out and start 

winning the game, usually so quickly that your 

competitors don’t know what hit them!  

So let’s quickly go through the Change the Game 

http://magneticdigitalmarketing.com/ctgcoaching
http://www.magneticdigitalmarketing.com/changethegamenow
http://www.magneticdigitalmarketing.com/changethegamenow
http://www.magneticdigitalmarketing.com/changethegamenow
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process as seen in the video... 

 To understand your market; you need to be able 

to clearly articulate what their pains, fears, 

frustrations, hopes, dreams and desires are. 

 Identify who you are; what your core strengths are 

and what your personal uniqueness is in your 

business and/or industry. 

 How can your core strengths service the needs of 

your market? 

 Identify a section of the market that is already 

paying well for those services. I’ll say that again, a 

section of the market that is already paying well. 

You don’t want a section of the market that is not 

paying well. You must value you and your time if 

you expect others to do the same. 

 Slice off the section that is paying well. Identify 

what your Unique Solution is and package it in an 

outcome-based package or program. 

 Educate your section of the market as to why your 

product or program is the unique solution for their 

needs “right now,” not in six months’ time but “right 

now” ― and why you are the right and only person 

that has that solution. 

By doing this, you are shifting the goal posts onto your 

playing field and playing on your terms. Now you’re 

the person that’s kicking the goals for that section of 

the market and the competition is fighting over the 

rest.  
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WHILE OTHERS LAUGHED, I MADE MONEY 

It appears I have been doing my own version of the 

Change the Game program since I started in 

business. One classic example of not competing on 

equal footing took me to 12 countries virtually as a 

celebrity in my market.  

Back in 1994, I was regarded as one of the top three 

Children’s Activity presenters in the fitness industry, 

and I was asked to speak at an international summit in 

London. The organizers were also holding a large 

adult fitness convention the following week and said if 

I had an aerobics class to present, they would pay for 

the extra week and appearance fees.  

Well, I was a good aerobics instructor at best. 

Certainly not to the level of all the international stars 

that were going to be at this conference, but I could 

definitely hold my own when push came to shove.  

Back home at my gym, in Australia, I had a monthly 

themed fancy dress class and the most popular was 

the “Country themed Step Class.” I accepted their 

generous offer by telling them I had an awesome 

Country Step Class I think their attendees would love. 

Now to be truthful, I had only worked on about 15 

minutes of the class and the rest was finished off the 

week before the event, which was consistent with a 

favorite motto of mine… 

“Bite off more than you can chew, then chew like 
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crazy!” 

Crunch time came, and I fronted up with denim 

looking aerobic shorts, a black vest and black cowboy 

hat. That set the scene for the participants that it was 

party time!  

The first thing I taught was not even an aerobic step 

move. I was more interested in getting the mood 

happening in the room, so I got them to start yelling, 

“Yee hah!” really loud. The purpose of this was to 

give the participants permission to be loud and enjoy 

themselves while attracting more attention to my class 

from the other rooms. 

With the booming sound of good-ole country music 

and moves like Around the barn, Over the hay bale, 

The doh-see-doh, and Rattle snake to name a few, 

the class went wild, and they actually forgot they were 

working out.  

Technically, I would give it 5 out of 10, but the fun 

factor was easily 11 out of 10. Do you think I stood 

out? It was the most talked about class at the event.  

Other famous instructors came to see what all the 

noise was about and by the time it was finished the 

room was bursting at the seams with people who were 

told, “You just have to go and check this out.”  

NOTE: Sell the experience not the process! 
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In that 60-minute period, I went from the kid’s expert 

who was invited to speak only where they had 

specialty topics on kid’s fitness, to all of a sudden 

being known as “The Country Step Guy,” being 

offered invitations all around the world. 

I knew I had a hit on my hands. I went back home, 

polished up the routine, and added leather chaps and 

vest to add to the performance. In the following six 

years, I was invited to teach it in 12 different countries. 

Not only that, but the class was filmed and released in 

the USA on video.  

That is what I call Standing Out, and something you 

can easily do in your own business. Not necessarily in 

a pair of leather chaps, but you get the idea. 

Sure, there were aerobic purists telling me I looked 

like a male stripper on go-go juice and many who took 

great pleasure in having a go at my classes, but do 

you think I cared?  No way! Because I knew, they 

were not Standing Out.  

They were struggling to teach classes in their local 

Gym while I was being paid to travel the world, create 

a global brand and following and have a blast at the 

same time. Who do you think was laughing the 

hardest?   

But, more importantly, I changed the game so I wasn’t 

competing on the same field as everyone else and 

who was Standing Out and getting the business? I 
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was! 

It just proves that if you follow the Change the Game 

formula you too can go from obscurity to the leader in 

your market if you are prepared to Stand Up and 

Stand Out.  
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STAND OUT! 
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CHAPTER 3 

POSITION 

“Your Perceive Position Predicts your Profits” 

Today consumers have access to information via the 

internet and mobile devices that they can operate on a 

day to day basis. Meaning, they can now search and 

research anything they want to know about you, your 

brand, products and services while comparing you to 

your competitors like never before.   

To escape the ever-present price wars you need to 

“Stand Up, Stand Out or Stand Aside.” 

In the last chapter, we talked briefly about your 

Unique Champions Position. In this chapter, I will 

talk more on how to develop it and how to use it to 

boost your business.  

The continual improvements in technology, reduction 

in production costs and globalization of markets have 
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made it nearly impossible to build your brand by just 

being “better, cheaper or faster.” If you do, it makes it 

easy for someone else to come along and claim the 

same as you, which leads to you continually 

competing on price alone. 

I saw it explained once that in the 70’s if you were 

better, cheaper or faster, you could Stand Out. 

In the 80’s you had to be two of them, e.g. better and 

faster or cheaper and better to Stand Out. 

In the 90’s you had to be all three to Stand Out, and 

now, you have to be all three just to compete! 

Seth Godin in one of his talks said, “These days it is 

more important to be different than be better or 

cheaper because anyone can always claim they are 

better and sooner or later someone will make it 

cheaper.” 

In your market, there will always be a section that is 

prepared to pay a premium price for quality. It is in this 

section of the market that you need to position 

yourself as the unique solution to their current needs 

and wants.   

In the last chapter (and in the video example) you 

should have determined and identified your premium 

prospects and their pains, frustrations, desires and 

what they are currently prepared to pay for their 
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solutions in the marketplace.  

Now is the time to work seriously on your Unique 

Champions Position.  

 

People often are hung up on the “Uniqueness” that 

is required to be unique, and how different they need 

to be to Stand Out.  All Zebras are unique, yet to the 

human eye, they all look the same.  

When a Zebra is looking to attract a mate, they 

highlight their difference, not their similarity (I am only 

assuming this because at the time of this publication I 

have yet to be, or have any desire to be a part of the 

Zebra mating process). In the same way, you need to 

know what your premium prospect is looking for and 

find uniqueness in your positioning to highlight what 

will be attractive to them, their pains, wants, needs, 

desires, or solutions to a problem they have in their 

life right now.  

Below are just some of the 30+ areas we look at in 
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our Perpetual Profits Transformation program: 

 Your experience, qualifications or expertise  

 Your background and track record 

 A unique system or way of doing things (we talk 

about packaging shortly)  

 Product or program design  

 Team (service or delivery time and methods) 

You need to find something that is unique about you, 

or your business that cannot be replicated by your 

competitors. Or, you need to communicate it in such a 

way that if they do, they will always look like 

“copycats.” 

One of the best-known examples of positioning is 

Domino’s Pizza. They built their business on not being 

the best tasting or the cheapest pizzas on the market 

but “Delivered in 30 min or its Free.” 

Their initial market was based near college and 

university students who were hungry late at night and 

wanted food fast. Notice, they didn’t talk about the 

Pizzas like most of their competition at the time?  

Note: I didn’t talk about USP, the ever popular Unique 

Sales Position. Today, it is not all about the sale, it is 

about building the relationship with your people. The 

sooner you can move from the Hunter that is seen to 

be preying on unsuspecting new customers (in for the 

quick sale), to the Farmer (cultivating a relationship 
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and providing value over and over again for your 

customers) the faster you will build a more secure 

business.  

Once you have decided on your Unique Champion’s 

Position (UCP) it should be communicated in a way 

that you, (your product or service) cannot be 

compared directly to your competitors. You need to 

position yourself in such a way that they are 

comparing apples to fruit salad instead of apples to 

apples. We will talk more about that in Packaging. 

A POSITIONING SHIFT THAT CHANGED OUR LIVES AND 

THE WAY WE THINK! 

Just over three years ago Pam and I were moving 

towards building a business within the social media 

industry as consultants. We diligently studied 

everything we could and even signed up and 

completed a very comprehensive course.  

We very soon realized that every second person was 

claiming to be a Social Media Expert and our 

“Perceived Position” was no different to anyone else. 

So, it was then, without having the process designed 

as it is now that I did the Change the Game on 

ourselves and find what it was that we had in our area 

of expertise that we could use to Stand Out and be 

Unique.  

I did not have to look far as: 
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 I had over 20 years in and around TV and Videos. 

I had written, hosted and produced a TV show for 

a National Network, appeared on TV in Europe, 

USA, Asia, New Zealand and Australia. I was also 

Executive Producer on a project with Warner Bros. 

I was very familiar with both sides of the camera. 

 I had 30 years marketing experience from my own 

local and multi-national businesses as well as 

consulting others for 25 years. 

 Pam, my wife, had developed her internet 

marketing skills and knowledge to quite a high 

level. 

 Videos were just starting to play a vital role in 

online marketing. 

When we put this all down on paper it was very clear 

to us that no one else had (or has today) our unique 

combination of expertise. Some people knew how to 

use videos on the internet, in particular, YouTube. 

Others knew how to produce them, and some were 

good on camera, but very few could show businesses 

how to use them in their day to day business outside 

of YouTube or social media.  

What was unique about Pam and I was our 

experience in marketing and communications, and 

how to use video to leverage small businesses offline 

marketing online. Immediately we knew we were onto 

a winning Stand Out positioning for our business, and 

the rest, as they say, in business is history (we say 
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profit). 

We moved from drowning in a sea of sameness in 

social media, to Standing Out in the early days of 

Video Marketing and are now globally recognized as 

leaders in this highly competitive niche market.  

At the time of writing this book, I have taught, face to 

face, over 800 businesses video marketing strategies 

and even more internationally via online coaching 

programs and business is booming! 

During the last three years, we have grown and 

morphed with the evolving needs of the market. Pam 

is now specializing in digital self-publishing via her 

new program, Digital Authors Academy, as well as 

teaching time-strapped entrepreneurs and small 

business owners how to create highly leveraged 

digital product funnels and campaign formulas via her 

new Digital Boost programs.  

As for me, I am more focused on a combination of 

Video, Digital and Relationship Marketing that can 

help businesses to build stronger foundations, attract 

a higher quality of long term customers while re-

establishing relationships with past customers using 

easy to implement “Stand Out” business models 

targeted specifically to their niche market and target 

audience.  

As you will also see in the chapter, called 

“Propagate,” later in the book, I have also moved 
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into high-end coaching and consulting due to the 

demand in my area of expertise, which I am enjoying 

immensely and was a natural progression for my 

business. 

 

You do not have to change stripes into spots to be 

different. 

When you are going through your Change the Game 

process or looking for your Uniqueness, you do not 

have to be totally different to be unique. Just like a 

Zebra doesn’t have to change their stripes to spots to 

be different. You only need to find that one or two core 

strengths that you do exceptionally well that will help 

you Stand Out in a remarkably short period of time.  

In the Packaging Chapter, I will show you that when 

you find your Unique Stand Out qualities within you, 

your business or the products and services you 
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provide, you will use them in the packaging of your 

products and services in a unique way as well.  

Let me take you through a couple of case studies that 

I have done for clients of mine so you can get an 

insight into the process.  

CASE STUDY 1 

One client was in Financial Planning and Mortgage 

Broking, which is super competitive and very hard to 

Stand Out. With very little diversity outside of 

qualifications, experience and product offerings, we found 

that he had a unique way of working with his clients 

personally. He conducted more regular reviews and 

worked closer with his clients than others did.  

He said, “It’s almost like how a Personal Trainer looks after 

their clients.”  

So, we positioned him as “Your Financial Personal 

Trainer” and reworded a lot of his language to 

incorporate a Fitness and Training theme to his brand, his 

product and service offerings. 

The combination of two concepts that do not normally go 

together also helped him to Stand Out. We went with that 

angle as it was self-explanatory.  He provides the personal 

attention that a Personal Trainer would give to his fitness 

clients, to his client’s personal and business finance. 

In addition, in his marketing, products and programs, 

he uses a combination of personal training and 

financial planning terminology to be unique and Stand 



Steve Brossman | #1 Best Selling Author 

 

Stand up, Stand Out or Stand Aside | Page | 59 

Out.   

Are you getting some ideas yet? 

CASE STUDY 2  

The second client was within the business-coaching 

niche, and that arena was just as competitive and 

hard to Stand Out in as the financial planning market. 

We went through the Change the Game process and 

gave her instructions on a simple uniqueness strategy 

to help her find that one thing to leverage in her 

marketing going forward.   

Here is what you can do if you are struggling to find 

your UCP (Unique Champion’s Position), or core 

strengths. Search for and read as many of your recent 

customer’s testimonials as you can. Then, uncover 

what it is that is most important to your clients using 

their own language and words to connect emotionally 

to your marketing message.  

After going through this with my client’s testimonials, it 

soon became clear, in the words of her clients that her 

unique quality most appreciated was as a Business 

Coach; that she delivered “accelerated results.”  

So while, giving it some thought, I happened to 

remember a topic back from my high school chemistry 

days that a catalyst is a substance when added to a 

chemical reaction that speeds it up without altering it.   
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I started to play around with these two ideas and 

combined the unlikely concepts of “accelerated 

results” and the word catalyst to produce a Unique 

Position for her and her business. That is when I 

came up with the final rebrand for my client. She went 

from being a Business Coach like thousands of other 

coaches in her industry, to being rebranded as the 

Business Results Catalyst for business leaders and 

the last I heard from her, business is booming! 

By using this form of positioning, it conveys her 

“outcome based” uniqueness, as well as, making it 

hard to directly compare her to anyone else in her 

marketplace. 

Is there an adjacent market that targets the same 

target audience as you, but in a different niche? You 

may be able to align the same analogy or buzz words 

to create a Unique Service Offering or Positioning 

Statement for your uniqueness to help you stand out 

in your industry.  

Have a look at your previous testimonials from happy 

customers and clients and see what you can create. I 

think you will be surprised by what your “wow factor” 

is for your clients, versus what you thought it was. 

How easy it will be to introduce it into your marketing 

copy, advertising and conversations. Remember 

consistency is key for success. 

Important Note:  Your UCP must be relevant to your 

market and serve as a unique solution to their current 
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and highest priority problems.   

STAND UP AND CLAIM IT! 

Once you have your Unique Champion’s Position 

you need to stand up and claim it. It is not beneficial to 

do all this work developing a strong unique position if 

you keep it to yourself and don’t tell anyone. You need 

to take the action of Standing Up and shouting out 

loud this is who you are. When I had my health club 

we had over 60% of all our new clients and members 

come from referrals and word of mouth. Over 70% 

retention rates and an unheard of low level of staff 

turnover. Why? Because we focused on creating 

relationships with our team and members. 

I have continued and developed relationship 

marketing through my other businesses. When you 

add that to my experience with videos and general 

marketing, it was remarkably easy for me, within 12 

months, to position myself as “Australia’s leading 

Video and Relationship Marketing Strategist.” You 

must do the same in your industry if you are to survive 

the current economic environment. Leaders never 

compete they just Stand Out and attract. You must 

become magnetic to your market, or you will go bust. 

Because of my unique background and experience, I 

felt completely justified in positioning myself as the 

leader in this specific area of marketing. By combining 

video and relationship marketing together, it became 
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very easy to become the go to person and attract 

affluent clients to my knowledge and expertise for 

their business.   

I was not a video marketer; I was not a video editor; I 

was not another marketer or business coach; I was 

Australia’s Leading Video and Relationship 

Marketing Strategist. Can you see the difference and 

how that would impact what you charge for your 

expertise? 

You will see that I have limited it to Australia in the title 

as 90% of my work is local, and it was very easily 

justified. If I were to claim the World’s Best… That 

would be harder to justify and potentially reduce your 

credibility. So be careful that your title does not reduce 

the credibility from the start. Don’t wait for someone to 

bestow a title on you because it is likely that it won’t 

happen. People are not laying awake thinking about 

what title to give YOU. Create your own positioning 

statement that is outcome-based to attract your ideal 

client while standing out at the same time. You will 

see an enormous impact on the way you market and 

attract clients into your business funnel. 

HOW TO COMMUNICATE IT 

Claim it then proclaim it! 

Following through with the Change the Game 

Blueprint, you have determined the section of the 

market that is paying well and that you can provide a 
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unique solution for. You have developed your Unique 

Champions Position, now, it is time to start 

communicating it to your highly targeted market and 

develop collateral to support your position.  

This can include videos, books, webinars, seminars, 

newsletters, etc.  

Your market and particularly where and how they are 

accustomed to receiving their information will 

determine what you use.  

VIDEO 

Note: that, by 2014, 90% of internet traffic will be in 

the form of videos and with YouTube being the 2nd 

largest search engine it makes sense that you should 

start communicating with your target market with 

videos. 

 Videos connect with the viewer quicker and form a 

relationship with them faster and deeper than any other 

medium online and offline. In a video, you can involve 

more senses and emotions as well as share some of your 

personality, which is why it has become an information 

delivery method of choice by all smart businesses both 

large and small.  

With the development of high quality video capabilities 

within the new range of smart phones, there is no 

excuse not to start filming videos and publishing your 

content to position you as the leader and logical 
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choice in your market. I always tell my clients if they 

are not watching your videos ― whose videos are 

they watching and how is that impacting your 

business! 

You will find the minute you start using videos you will 

Stand Out in your market and be seen as a leader. 

This window of opportunity will not last forever as 

more and more people start to realize they must use 

videos. The smart business owners see that this as an 

opportunity to lead, which is what we have done for 

the last four years, allowing us to Stand Up and 

Stand Out very quickly. The opportunity is there for 

you to do the same! What is even more exciting is that 

this is the most inexpensive marketing strategy that 

you could implement into your marketing funnel. 

In the Promotion section, I will cover several ways you 

can use videos to promote/market you and your 

business. 

A BOOK ― AUTHOR = AUTHORITY 

With the latest combination of Amazon, iPads, Kindle 

and other digital reading devices, it has never been 

easier to produce quality materials such as Books, 

Digital Books and eBooks that can position you as the 

Expert or Unique Champion in your market.  

Having a book, such as the book you are currently 

reading, is becoming an essential part of your armory 

and being an Amazon Best Seller elevates you 
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another level again.  

It becomes part of who you are and how you are 

introduced. “Steve Brossman ― Leading Video and 

Relationship Marketing Strategist, International 

Speaker and Amazon Best Selling Author” has a 

certain ring of authority to it don’t you think?  

We have moved from the eBook to the digital book. 

What’s the difference you say? Perception and 

positioning!  

Most recently, eBooks have been used as free 

giveaways to get people’s email addresses and, 

unfortunately, these days have very little perceived 

value. Whereas a book that has been published, and 

is on Amazon is perceived to have the similar content 

value as a fully published print book. Why? Because 

specialists and experts have books on their expertise, 

so if you have a book then you MUST be the expert 

on that topic. Therefore, you becom the go to person 

in that industry. 

Remember it is your “PERCEIVED Position that 

predicts your Profits” and the perception of being a 

published author is far more respected than someone 

who has written an eBook. 

Self-publishing is very easy, and I have personally 

gone through the whole process to publish and 

promote this book thanks to help and guidance of my 
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wife Pam who runs the Digital Authors Academy. If 

you are serious about your positioning, Pam’s courses 

and process make it so simple for you to have it 

written and published in just 8 weeks (or even less). 

She has some free video tutorials that you will find 

helpful on becoming a best-selling author. You can 

access them by visiting her website at 

http://www.digitalboostmarketing.com  

BLOGS, NEWSLETTERS AND MAGAZINES 

You have to realize that not everyone will want to “buy 

your stuff” the minute they meet you, whether it be 

digital or live. It is necessary to be continually staying 

in touch with your people, giving them superior quality 

content that will benefit them ― so that at the point 

when they need your product or service you are at the 

front of their minds and the logical choice.  

There are so many ways to stay in touch, and I will 

cover this more in the Protect section because it is 

specifically about protecting the relationship with your 

market and protecting your ongoing income.  

Later, I will also be showing you some truly innovative 

ways you can stay in touch with your audience, which 

is highly interactive, and includes easy to use formats. 

HOW TO MOVE BEYOND WORKING “ON THE BUSINESS” 

The majority of business people find themselves 

caught up in the day-to-day operations of performing 

their profession, spending most of their time running 

http://www.digitalboostmarketing.com/
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the business or working IN the business. Several 

years ago, Michael Gerber came out and spoke about 

the E Myth, stating that for your business to grow you 

should step away from working IN the business and 

start working ON your business. 

While I agree that you should have spent time working 

ON your business and getting it to be the most 

efficient and profitable it can be that alone will not 

make it Stand Out in this economy. 

You see the GFC has performed a massive clean out 

of inefficient unprofitable businesses leaving only 

“real” businesses that have their act together. What 

we are seeing now is everyone operating cost 

effectively, delivering fast and efficient products and 

services, and many are just focusing on the 

“cost/price” as their sole differentiating factor.  

As Seth Goden says in one of his videos … 

“There is a race to the bottom where people are trying 

to get cheaper and cheaper... And winning the race to 

the bottom sucks (as you will probably be so cheap 

you don’t make money).”  
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YOU as the business person need to Stand Up and 

Stand OUT as the leader, champion and go to person 

in your market …. To be the face of the business 

where people are attracted to you, who you are and 

what you stand for.  

When you start developing your collateral mentioned 

above and communicating your position to the market, 

people will be attracted to you because you are 

educating them that you are the unique solution to 

their needs. 

When you do that, it is what I call working over your 

business. Because you Standing Out you are 

elevating your position above the business and are 

not just defined by your business.  

People are attracted to people, not businesses. 

People deal with people, and when you stand out 

above your business as the Unique Champion, people 

will be attracted to you.  
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Hence, working over your business.  

Note: As you see in the video if you attempt to 

promote your business with “you” being the face 

without clear, unique and strong positioning, it will not 

work, and you won’t stand out.  

Some great examples of people being the face of their 

business and people being attracted to their business 

because of positioning are, Steve Jobs, Bill Gates, 

Oprah, Richard Branson, even Warren Buffet. 

Other classic examples here in Australia include Mark 

Bouris and Gerry Harvey.  

IT ALL STARTS WITH POSITIONING 

I am often asked by potential clients to help with sales 

and marketing for their business and I always go 

through this three-step process. Position, Package, 

then Promote.   

Results are significantly diminished if you are 

attempting to use the old school push marketing “I 

have a product or service― how I can sell it?” 

Versus, “I am the leader in your area, and I have a 

logical and effective solution to your problem.” 

If you are looking to commence a marketing campaign 

for anything, I urge you to go through this process 

first.  

Before you move onto the Packaging of your product 
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or services, download the Change the Game Matrix 

and use it as a template to develop your Positioning 

Statement.  

Note: When I work personally with clients, my review 

of the Matrix is not to find the definitive positioning 

statement, but to give me a guide to the next round of 

questioning. I urge you to complete the table as 

detailed as possible and as brutally honest as you can 

be. Then put it away for a day.   

Come back the next day and try to go another layer 

deeper into your UNIQUENESS and ask yourself is 

that really unique?  

When I really drill down with my coaching clients, this 

is the part that most frustrates them. Quite often when 

they say, “I’m really passionate about what I do, or 

I provide really good service.” 

I reply, “Can anyone else claim that?” 

The answer comes back, “well yes, but I am really 

good at what I do.”  

Again I say, “Can anyone else say that?” 

I continue this until either they hit me, or we have a 

lead into something that is unique that we can 

develop.  

The “which means” process  

This is best done live with another person and not just 
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sitting at a computer or with a piece of paper. You 

want the raw emotions as you talk about products, 

services and how it helps your market. (Note: this can 

get extremely frustrating.) 
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EXERCISE: 

1. Write down your top three areas of uniqueness. 

2. Pick your #1 area of uniqueness and say it to the 

other person.  

3. Then they ask “which means?”  Referring to what 

does that mean to the client or prospect? 

4. You then refine what you said, and they repeat 

“which means?”  

5. You refine it again and repeat this process until 

you have a positioning statement around a product 

or service that you provide which has a unique 

benefit or outcome for your prospect. 

6. Repeat that for your other two unique qualities or 

expertise and pick which has the strongest appeal 

to your market.  

Once you have completed that, move on to preparing 

a communications plan and then move on to the next 

chapter.  

1. What does my uniqueness mean to my target 

market and their pains? 

2. How does it make me the unique solution to those 

pains? 

3. What collateral do I need to create to communicate 

this to them? 

4. What methods of communication does my market 

prefer? 
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CHAPTER 4  

PACKAGE 

What are you really selling? 

“People buy how they will feel when and after they do 

business with you.” 

This is where most businesses let themselves down. 

Particularly, if they are a service business and are 

used to charging for time based services. 

In this chapter, I am going to share with you several 

examples of how you can package yourself and your 

services to avoid the direct comparison trap and more 

importantly, be paid what you are actually worth. 

If you have followed the steps in the book you will 

have identified: 
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 Your market’s pains, needs, frustrations and 

desires that you can solve. 

 Your Unique Champion’s Position.  

 Which section of the market is already paying well 

for those pains to be resolved. 

It is time to package your programs and products into 

a unique and logical solution. Doing it in a way that 

best provides the outcomes your market needs AND 

wants. (I’m going to talk about needs and wants a little 

later).  

 

When people ask me, “how much do you charge?” My 

standard reply is, “I charge per outcome, not per 

hour.” 

Here is “My biggest bugbear. …” 

Let me get this off my chest first. People do not pay 

for an hour of your time! They pay for what you can do 

for them in that hour. 

I have not seen any problems solved by buying an 

hour of someone’s time, sitting beside them and 

saying nothing.  

REMEMBER: People do not buy an hour of your time 

― they buy one hour’s access to the sum total of all of 

your accumulated knowledge and previous life’s 

experiences. 
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Say you had to pay for access to a library. Would you 

pay more for access to a library with 10 books in it or 

4,000 books in it? 

Let me give you an example. 

A person walks into a dentist’s office and says, 

“Doctor I have this awful toothache. Can you fix it, 

please?”  

The dentist looks at the patient, drills for about 5 

minutes, puts a dressing on it and finishes by saying, 

“All fixed, that will be $300.00 thank you.”  

The patient is outraged at being charged $300.00 for 

10 minutes work, he is feeling totally ripped off.  

The dentist says, “Would you like to hop back up in 

the chair, and I will drill for another 20 minutes if you 

think that will make you feel better?” 

The point I am trying to make is ― would you rather 

pay more to have your toothache fixed faster or spend 

four hours in a dentist chair having your tooth drilled 

because you feel $300 should be at least four hours of 

the dentist’s time to warrant the expense?  

When you have positioned yourself as the Obvious 

and Unique Solution in the market, you need to 

package your products and services as the solution 

not the process.  
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I will digress a little to give you three more P’s that are 

crucial to your thinking to get all of this right. 

Most people are so ingrained and proud of what they 

do they just want to talk about the process, the what 

and the how.  

However, the old saying is true that people are really 

only tuned in to WIIFM, the “What’s In It For Me.”  

Do you think the guy with the toothache would have 

sat and listened to the Dentist explain, “Today I am 

going to use the Acme 350 D drill, the 0.7mm drill bit 

and it will be spinning at a speed of 2000rpm, blah, 

blah, blah?” I don’t think so. I’m sure he would have 

been more tuned in if the dentist said, “Pain free in 10 

minutes.” 

PURPOSE | PROCESS | PAYOFF 

With too many business people thinking that other 

customers and prospects are just as excited about 

their process as they are,  

I have reworked some traditional 3 P’s to packaging 

and presenting your product. 

Rule #1. Your customer only wants to hear: 

 Do you understand what I need? 

 Do you have something to help? 

 How can it help me? 

 How quick can I get it? 
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 How can I be sure it will deliver the outcome that I 

want? 

PURPOSE: 

The purpose is the reason why you create your 

product or service in the first place.  

These are your market’s pains, fears, frustrations, 

desires, hopes and dreams. You need to be able to 

clearly articulate to your clients that you understand 

what they dealing with and that you have a solution. 

PROCESS: 

This is where you need to develop your unique 

system; process or product that you use to fulfill your 

market’s needs and wants. I say unique because you 

need to package it in a way that you can talk about it 

briefly as a unique product or process that delivers 

specific results that your market wants right now! Not 

yesterday, not last month ― right now!  

For example the dentist could have said, “We have 2 

options…  

1. The standard process will take around 30 min, first 

we will numb the area, then I will drill to remove the 

decay, then I will…, then I will..., then I will, etc., 

etc. or 
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2. Our unique Fast Track Toothache Eliminator 

Process where we will have you pain free in 10 

minutes? Which would you prefer?” 

Option one is very process driven while option two is a 

unique system with benefits and is outcome based.  

Can you see how by packaging the desired outcome 

using the Unique Process Title it allows you to pass 

over what you are going to do and move directly into 

the Payoff?  

PAYOFF 

This is what people are actually paying for. They are 

buying the result! Therefore, if you package you, your 

product, service or program as an outcome based 

solution and spend more time talking about the 

Payoff you will be able to avoid direct comparison and 

price per hour based competition.  

Below is a recommendation of the approximate time 

you should spend on each when talking to your 

prospect, presenting or pitching or when scripting a 

video to reach a wider audience. 

PURPOSE: 

20% ― Clearly articulate their pains and that you 

understand them. 

PROCESS 

10-15% ― Your unique system to solve their problem. 
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PAYOFF 

65-70% ― What they will get and how they will feel 

when they get the results they are after.  

When I watch or listen to most people who are 

passionate about WHAT they do, I see the equation 

look very much like this. 

Purpose: 0% 

Process: 95% 

Payoff:  5% 

UNIQUE PACKAGING 

When you talk to a Coach, Trainer, Consultant or 

many other professionals such as Accountants, 

Lawyers and Health Professionals they focus their 

deliverables on the “per-session or per-hour” model.  

Personal Trainers and Life Coaches may sell their 

services for (example only) $50 per-session or a 10 

pack for $450.  

Can you see what it is that they are solely focused 

on? The $ per-hour! 

What do you think the prospect is going to do with that 

information? They are going to directly compare the 

only thing you have given them to make their buying 

decision, and that is PRICE! 



Stand up, Stand Out or Stand Aside | Page | 80 

Here is a simple format example that I have 

recommended for several of my clients: 

Step 1: Identify exactly what the market needs to get 

started and design a pack for that specific outcome or 

benefit. Examples: Fast Start Coaching, Rapid Weight 

Loss, etc.  

Step 2: Identify three to four processes that you 

include as a standard part of the sessions. Examples: 

Current Eating Plan Review, Goal Setting Session, 

Individual Program Design, etc. 

Step 3: Pick an odd number of sessions (like 7 or 9 

because people don’t like dividing by 7 or 9 in their 

head) and sell the pack and the outcome which 

highlights the benefits and outcomes that are included 

in the sessions.  

So let’s go back to the example of a Trainer who sells 

Personal Training for $50 per-session or 10 Sessions 

for $450. Most people who want to get started training 

want to lose weight, so that is what they are tuned into 

achieving ― their personal goal or outcome. 

For example, in the Rapid Weight Loss Starter 

Program we: 

 Review your current eating plan 

 Assess where you are currently; physically and 

with your fitness levels 
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 After the goal setting session, we prepare a 

personalised eating plan  

 We include seven fully-personalised training 

sessions 

 Customize your program so it is individually 

designed to maximise your initial weight loss 

 For just $445.00 (this is based on the original) 

Note: By selling the pack and picking an odd number, 

it takes out the direct-price-only comparison shopping. 

The sessions were included in the benefits, not the 

only thing you focused on, and the desired outcome 

(maximise your initial weight loss) was again restated 

just before the price.  

In another scenario, I remember enquiring with an 

Allied Health professional recently about some 

treatment. Their reply was solely focused on sessions 

and cost per-session, not whether they can help me 

and how would I feel after the treatment.  

“It will be 12 sessions and that will cost $70 per 

session.” All I heard was 12 and $70.  

What if they had said, “Yes, we can help you with our 

realignment program, which will reduce your pain and 

have you moving so much more freely? Most 

importantly, we will focus on reducing those nasty 

headaches you are having which are stopping you 

from sleeping and working effectively. It includes the 

Initial Review and 12 complete treatments for just 
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$840 or we can make it easier for you with a payment 

plan of three fortnightly payments of only $320, 

whichever best fits with your current situation.” 

Did you notice the pricing? The upfront was what the 

total would have been if they had paid individually per 

session and not a discount.  

The payment plan, which commits them to the regular 

treatment, and not the “pay as you go” or “turn up 

when you feel like it scenario” is an additional $10 per 

session. 

Can you see how price becomes irrelevant because 

he was addressing the bigger pain solution and 

outcome that the patient was looking for?  

The other set of professionals who can benefit greatly 

from Packs, not dollars per hour are the Financial 

and Legal groups. I won’t go into this in any depth, 

however they could benefit greatly from Fixed Fee 

outcome based packaging of services and 

Recurring Billing. This creates predictable work and 

income.  

SELLING THE PACKAGING 

After you have the packaging, here is my fill in the 

blanks way to sell it to your customers. 

First, you have to remember that they have come to 

you as the trusted advisor because they genuinely 

believe you can help them. You should never let them 



Steve Brossman | #1 Best Selling Author 

 

Stand up, Stand Out or Stand Aside | Page | 83 

leave without doing everything in your power to have 

them take the next step to work with you. 

After you have had an email interaction, phone or 

face-to-face communication with your prospective 

client, and you have been given enough information to 

decide how you can help them ― here is how it 

should play out: 

“If I am hearing you right, you want to…” (Restate 

their goals and problems they want solved). 

“From what you have said, I recommend…” (Name 

the pack).  

 “Which includes…” (Brief overview of your unique 

system, program or pack).  

“And will…” (State what outcome is expected). 

“That makes sense doesn’t it?” (Then silence). 

Then you can use whatever closing techniques or call 

to action that is appropriate for you to close the sale. 

This is the easiest and most effective way to avoid 

selling yourself per hour.  

WHY KNOWING THE DIFFERENCE BETWEEN NEEDS AND 

WANTS WILL MAKE YOU WEALTHY.  

I see so many businesses struggling and frustrated 

because they have a product or service that they 

believe their market needs, and yet, no one is buying 
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from them. 

If all of us only bought what we needed, the world 

would be a very different place. For example, we 

would probably all be driving three-year-old beige 

Volvo Station Wagons because they are practical, 

safe, reliable and versatile and really, we do not need 

to go any faster than the speed limit. 

Yet, why are Ferraris sold? They only carry two 

people, they are hard to drive around town and why 

do you need a car that goes 2½ times the legal speed 

limit? It’s simple. It is because people feel great in 

them! They want to look fabulous driving it; they want 

to show it off to their friends and colleagues. Yes, of 

course they don’t need a car that powerful! 

People will pay more for “wants” than “needs.”  

So…market to their wants and fulfill their needs! 

Here are a quick couple of lessons about marketing to 

wants and fulfilling needs. 

LESSON 1: DON’T SELL THE PROCESS 

Not long after I opened my health club, the weight loss 

scene really started to expand and was becoming 

very aggressive in their marketing. There were weight 

loss centers, weight loss classes and those trimming 

and toning passive exercise machine clinics were 

springing up all over the place. 

The sad thing was as a professional I knew most did 
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not work; however, they were charging up to 10 times 

more than we were and we were selling excellent 

quality exercise programs which people needed to get 

fit. 

I travelled to a meeting of several leaders, from the 

fitness industry, to look at what we could do about it. 

They were talking about government submissions, 

etc., but in the middle of all that, it hit me. We were 

trying to sell something that generally most people 

don’t want to do. We were trying to sell what we 

believed the market needed. 

We were selling hard work and sweat and talking 

about getting fit. Most gyms, at that time, did not have 

any form of nutritional guidance. We were at fault. ... 

We were selling what the people needed not what 

they wanted. Over 90% of people who start exercising 

do it to lose weight (once they start they keep doing it 

because they feel better). Yet, we were preaching 

fitness. 

As my Buddy Paul Brown from Face2Face Fitness 

(the world’s leading health club retention program) so 

correctly states, “They come for vanity and stay for 

health.” 

We were trying to sell the process ― not the payoffs! 

Within six weeks, I had hired a dietician, a weight loss 

counselor and together we created a Weight Loss 
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program that focused on weight loss, nutrition and 

included some exercise.  

Here are some key points.  

 I called it “Shed ‘n Shape Budget Weight loss” with 

no mention of fitness. 

 Budget because it was less than half the major 

weight loss programs, yet twice my normal gym 

membership. 

 It included “trimming and toning routines” which 

were actually well designed low impact aerobics. 

Most of the participants had previously avoided 

exercise if it was called aerobics; however, 

everyone said that was a highlight of the program. 

 I started it in a church hall near my club that was 

already used for two other weight loss meetings, 

avoiding the initial fear of walking into a health 

club. Once everyone was comfortable, and they 

were getting fantastic results we did a “special” 

class at the gym and never left.  

 The program was so successful I sold it to other 

Health Clubs and Gyms across Australia and New 

Zealand.  

LESSON 2: FIND A CLEAR WANT 

This is a perfect example of someone implementing 

the Change the Game process. Identifying a section 

of the market where you can be the Unique 

Champion and specifically targeting them. 
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This lesson also comes from the fitness and weight 

loss market, and I find it is a fantastic learning area, 

because, with 70% of western populations being 

overweight or obese, weight loss and health (or lack 

of it) has become a massive and highly sophisticated 

industry.  

This example is more about identifying a clear market 

with a clear want (need) and servicing it with a simple 

solution.  

One of our early Video Marketing Bootcamp 

participants had a passion for helping childhood 

obesity, as did I, so I gave him a scholarship to one of 

our three-day bootcamps. During those three days, I 

covered so much more than videos ― a massive 

“aha” moment occurred. Here is a snapshot of what 

happened. 

His fiancé is a successful bikini model and fitness 

trainer and together they have put together a simple 

program. She shows young girls what she does to 

stay in shape and get ready for competitions.  

So, do you think there are a lot of young girls who 

want to look good in a bikini? You bet.  

The program promotes and teaches good quality 

nutrition, avoiding diet pills and fad diets, which many 

young girls do try hoping for short cut results. She 

promotes a regular, yet simple exercise program.   
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I’m sure they won’t mind me saying it, but, it is not 

rocket science, it’s not revolutionary but it is targeted 

and speaks in the language of the prospect. They 

provide online and live options, as well as a 

community forum that is very cost effective.  

They have become so successful that the purists, 

complaining that they are not teaching anything new, 

and it is just common sense, have publicly criticized 

them. These are the same people who are stuck in 

the “diet and exercise” mentality that is keeping them 

broke and our country fat! 

News flash ― if it was just common sense why aren’t 

people already doing it. How can you be criticized for 

teaching people to avoid short cuts and drugs.  

This is a perfect example of marketing to the wants of 

the market and fulfilling it with what they really need.  

They have packaged their program beautifully with the 

specific outcomes for their exact target market.  

As we move to the Promotion (marketing) section 

there is a quote used that says: 

“You must enter into a conversation that is already 

going on in your prospects mind.”  

They are more emotionally connected to their wants 

than their needs. The conversations in people’s heads 

are more about wants than needs! Now that we have 

your Positioning and Packaging set, you are now 
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ready to Promote… and start marketing.  
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Steve is a master of marketing and personal branding, 
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non-American to win International Fitness Instructor of 

the Year. 
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He has been using videos to successfully market 

himself and his businesses since 1995. Together with 

his wife Pam, teaches businesses and entrepreneurs 

how to market themselves effectively using video, 

digital marketing and social media marketing 

strategies. 

Steve’s success story is his son Hunter. He enjoys 

spending quality time with his family on the beaches 

of Sydney, Australia when he is not speaking and 

consulting around the world. 
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TESTIMONIALS 

 

Nic Lucas Ph.D. 

CEO and Founder, The Influence Faculty 

Steve’s greatest value is not in his technical expertise, 

which is substantial, but in his strategic out-of-the-box 

thinking. I’ve watched and learned as he, time and time 

again, has applied his lateral thinking to optimize, and in 

some cases revolutionize, the business strategy of 

seasoned professionals who are already expert 

themselves. For some reason, he has decided to reveal a 

lot of this thinking in this new book. Read it. Model it. And 

profit. 

 

Rich Waterman   

International Speaker, Business Success Coach. UK.  

I have had the pleasure of sharing a stage with Steve at 

the World Internet Summit and witnessed his cutting edge 

video marketing advice first-hand. This book combines his 

unquestioned authenticity and expertise with extremely 

powerful yet simple-to-follow business tools. If you want 

your business to “Stand Out” then   I 100% recommend 

this book. If not then “Stand Aside.” Great man.  Great 

book. 
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Vince Murdoch Ph.D 

Murdoch and Associates 

I've known Steve for nearly 40 years and am delighted to 

see him capture his creativity and experience in marketing 

and selling into a medium that can reach so many people. 

Stand up, Stand out or Stand aside personifies Steve's 

approach to business - clients use him because he shows 

them exactly how to make their business more successful. 

Many business books are heavy on theory and light on 

what to do. Not this one. It's straightforward and packed 

with practical examples and advice based on experience. 

The videos are an outstanding way to bring his tips, 

reminders and insights even more to life. Buy it - you'll 

learn a lot. You'll rethink your business and you'll generate 

ideas for growth and marketing strategies you can 

implement immediately. 

Joanna Rushton 

The Organic Chef  theenergycoachinginstitute.com 

Since working with Steve and Standing Out my business 

has not been the same. I am now an Amazon Best Seller, 

have been offered my own TV Show, am getting more 

speaking engagements and I am building products to 

reach a wider market.  Steve has taken me through the 7 

P’s in the book as his real life system. Thanks for sharing 

so much. 
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