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James Schramko here with a business news update. 

In this episode we’re going to talk about how to train your staff, how to get paid from 
customers who pay you badly, how to get rid of that annoying problem where 
customers overextend their meeting allocation, plus we’ll have a look at what happens 
when your business doubles and also we’ll cover marketing segmentation. Let’s get 
into it. 

Be in control of your time during meetings 

When you have a client that just wants to have more meetings than they should be 
having and the meetings blow out and you just hear “wah wah wah wah.” Then what 
you want to do is schedule the meeting with that client before another meeting. And 
when the meeting starts, just let the client know and you can even gesture to your 
watch and just say, “I have another meeting in about 30 minutes from now, let’s go.” 
So now you’ve framed the meeting with a specific deadline. 

With Parkinson’s Law we know that things fill to accommodate the time available. So 
when you have a specific time, things will speed up. Also if they want to meet more 
frequently than required, firstly you can signal that that’s different to what normally 
happens so they are a little bit of an exception, not the norm. Make sure you gently 
remind them that. And secondly, you can actually suggest that they move to a different 
plan. Just say the plan you’re on allows for 1 meeting per ‘X’, if you’d like to do more 
than that we can accommodate that it’s just going to be on a different plan and of 
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course you should charge more. You need to charge a premium for clients who are 
going to suck up more of your time and energy because there’s a value on your time 
and energy. Make sure you get compensated for all that extra hassle. 

What happens if people pay you in a delayed methodology? 

It’s pretty common especially when things slowdown in the economy. The client is sent 
the invoice, you do the work, you don’t get paid. Now in other episodes I’ve covered 
get paid up front. What we can do though is we can delay the services which 
effectively get us the same results. You send invoice, when it gets paid, start the work. 
That’s the delayed payment method. 

Another method is to put every client on direct debit so that automatically it comes 
from their bank account and you’re not relying on a paper invoice or even an electronic 
invoice that actually requires someone to sign off on it and send it manually into your 
bank account. 

The third thing you can do is make an allowance for the fact that you might have follow 
up, you might have debt collection so you need to charge more. 

If clients insist on paying late, be sure to charge more because cash now is worth more 
than cash in the future and the reverse is true when it’s owed to you. When someone’s 
paying you in the future, the same amount that you could get today is not worth as 
much. So what you want to do is charge a premium for that customer. 

Here are 4 things I love for training staff  

#1 Dropbox, it’s a folder system that you can share on the cloud between different staff 
members on their computer. #2 Jing, Jing is a great software that allows you to make 
short videos and it’s free. So you can make quick little videos and drop them into 
Dropbox. #3, software called ScreenSteps by Blue Mango Learning, this software 
allows you to put pictures and text together to quickly make a procedures manual. And 
4, I like Google Docs for sharing standard operating procedures. You’ll hear me talk 
about this all the time. 

Open up Google Docs, share it with the people who need to see it and start it off with 
SOP – How to ‘blah blah blah’. Replace ‘blah blah blah’ with whatever it is that you’re 
training on. And just put steps 1 through to whatever and share it with the people and 
they can see it and use it every time and update it. You can even see who’s on the 
document at any one time. 

Marketing segmentation 

This is simply where if you have a database, you divide it up and you communicate to 
people specifically to whatever it is they’re interested in. This way, you are having the 
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most relevant conversation with the right person at the right time. This can apply to 
email, direct response, tele-sales. 

The main thing is segment your database into sections of like groups. It could be 
people who were inquiring but didn’t purchase. It could be people who purchased, it 
could be people who purchased the highest priced offer you have. They should be in 
their own segment and you should have special communications for them so that 
you’re talking on the same page. 

What happens when your business doubles? 

My big takeaway for this week is what are you going to do when your business 
doubles? What’s going to blow up first? Will it be your support? Will it be your ability to 
deliver? You can’t physically handle the stock. Will it be that you need sales people? 
Will it be that you need accounting support? Whatever it is, think about it now. Once 
you think about that, and once you’ve solve that problem, then your business is ready 
to go to the next step. That’s what we do each week in SilverCircle. I do hope you get 
to participate, I really look forward to every moment we have together when we’re in 
SilverCircle. So what I’d like you to do this week is comment below this video, what are 
you working on with your business so that you can double? 

I’ll speak to you next week. 
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