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In order to receive CPD credit
– Be sure to sign in or scan your badge for this session
– You must stay in the session for the duration of the training
– This session is eligible for 1 hour of CPD
– CPD certificates are emailed directly to you within 4 weeks of the conference date to the 

same email address you used to register

CPD Process













What brought 
you to this session?



What are you looking 
to learn or discover?
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SPEAKER
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"Don't look to jump 
over seven foot bars… 
Look around for one 

foot bars that you can 
step over.”

- Warren Buffett











“Top 25 Professional Networking Experts to Watch”





Wedding







Veuve Yurt

















Why am I here?



Will I be remembered?



How many people would 
show up to my funeral…





























Wife





















Relationships.













$84,000*



$84,000*
*72 hours
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line up for testimonials 







I wasn’t investing in the business…





You never know the value of 
your relationships until you 

really need them.





Your Word.



Your Word.
Your Relationships.













“You can’t connect the 
dots looking forward… 



Veuve Yurt



















You are not…



You are not…

ALONE.







55%



60%





What makes a good life?
Lessons from the longest study on happiness.





What makes a good life?
Lessons from the longest study on happiness.









Lion



Band in numbers







“A numberless multitude of people, 
of whom no one was close, and no one was distant.”

Leo Tolstoy - War and Peace (1869)





Veuve Yurt









“The most important decisions 
that businesspeople make are 

not what decisions, but 
who decisions.”



Seats on bus



“The bus, your company, is at a standstill, and 
it’s your job to get it going… 



You have to decide where you’re going, 
how you’re going to get there, 

and who’s going with you.



Leaders of companies that go from good to 
great start not with “where” but with “who.” 
They start by getting the right people on the 
bus, the wrong people off the bus, and the 

right people in the right seats.”













Social media fallacy
#Fake News







"Whatever challenge or opportunity 
you have, the solutions are never 
found in what, how or even why 
you do something. The solution 

always comes down to who
you need in order to resolve 

the situation."



All problems can be solved with the 
right peer group.









“If we were to meet a year 
from today with a bottle of champagne, 

what are we celebrating?”



60 Second time





When I was young I used to 
sneak out of my house to go 

to parties…



now I sneak out of parties to 
go back to my house.









Advertising is the tax you 
pay for being unremarkable.















44% Paid Online Advertising
43% Word of Mouth



"When money goes back into the 
customer experience, customers will 

do the marketing for you."





75% of their revenues come 
from repeat customers.



These customers have higher
average order sizes



and order at a frequency of 
2.5 times every 12 months.



Sometimes… 
The best clients are 

the ones you already have.





“I don’t want to be in 
the order business…



“I want to be in 
the reorder business…

- John Paul Djoria



If your business comes from relationships…



then relationships should be 
your business.
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We buy from people 
we like.



Being “likeable” 
is a learnable skill.







“Business, like life, is all about 
how you make people feel. 

It's that simple, and it's that hard.”
- Danny Meyer





MMT Year 2 
3200+ Entrepreneurs Apply







MMT Year 3 
$1000 Refund Incentive















MMT Year 4 
Sold out with no Speakers / Agenda



MMT Year 5 
Sold out 4 months in advance



MMT Year 6 
81% Conversion on Invites



MMT Year 7 
Sold out 13 months in advance.



Veuve Yurt





































Relationship Intelligence



Client Intelligence



Whether in the sales process, 
or when on-boarding a new client, 

what details do you capture?









Goals



Family Photos





Milestones

































Amazing people 
know other amazing people.



Amazing clients 
know other amazing clients.





Can be introduced CRM







“If we were to meet a year from today 
with a bottle of champagne, 

what are we celebrating?”







“In order to achieve 
(your goal), what do you 

need to solve or 
overcome?















• What they care 
about

• Who they care 
about

• Important
Dates, and 
Milestones

• Goals 
(Champagne 
Moment)

• Obstacles• Who they 
know

• Unique
Ability



Investment vehicles



What are some ways you invest
in your most important client relationships?





Resources





Biggest Fan



“The art of listening is not 
to hear what someone says… 

but to hear how they feel.”









“What if I don’t 
sell any copies?”



“What if nobody 
leaves reviews?”



“What if I get 
negative reviews?”





1. I bought 100 copies
2. I shared it on social media

3. I left a review upon it’s release











Marketing Budget



Marketing Budget

Biggest Fan Budget















Biggest Fan



Biggest Fan

Resources



GiftingThoughtful Gifting



Think back…
What is the worst gift you have ever 

received?



Gifting





Permanent

Perishable

PersonalGeneric



Permanent

Perishable

PersonalGeneric









Gifting



“What works in the 
military works in 

marketing, and that’s 
the unexpected.”



“What works in the 
military works in Gift 
Giving, and that’s 
the unexpected.”





Biggest Fan

Resources

Gifting



Gratitude



“The best things in life are free. 
The second best things are very, 

very expensive”



“Feeling gratitude and not expressing 
it is like wrapping a present 

and not giving it”





Gratitude



Inner Circle



Inner Circle



Biggest Fan

Resources

GiftingGratitude



Biggest Fan

Resources

Gifting

Inner Circle

Gratitude













If you want to care
about somebody…















Always invest in your
Relationships.



Inner Circle



Checking In





























Top-of-mind, 
Tip-of-tongue.



• What they care 
about

• Who they care 
about

• Important
Dates, and 
Milestones

• Goals 
(Champagne 
Moment)

• Obstacles• Who they 
know

• Unique
Ability



• What they care 
about

• Who they care 
about

• Important
Dates, and 
Milestones

• Goals 
(Champagne 
Moment)

• Obstacles• Who they 
know

• Unique
Ability

SEEN
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“People will forget what you 
said, people will forget what you 
did, but people will never forget 

how you made them feel.”

-Maya Angelou





Six Human Needs



Six Human Needs



Band in numbers







Biggest Fan

Resources

Gifting

Inner Circle

Gratitude

Check in





Circle your biggest or 
brightest takeaway



What’s your 
one foot bar?



60 Second time



Circle your biggest or 
brightest takeaway





















121,700 Successful Projects



12,607,498 Backers
121,700 Successful Projects



12,607,498 Backers
121,700 Successful Projects



12,607,498 Backers
121,700 Successful Projects

103 Backers







Caring is the ultimate 
competitive advantage.





Focus on JUST
5 relationships





Biggest Fan

Resources

Gifting

Inner Circle

Gratitude

Check in
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Questions?



Rate this Session on the QuickBooks Connect Mobile App

1.  Select Sessions 2.  Select Session Title 3.  Select Survey

Provide feedback to help us design content for future events

3.  Add Ratings



377#QBConnect 

1. Find the session on the agenda

2. Select + for more information

3. Download PDF of slides and/or
supplemental material

https://can.quickbooksconnect.com/agenda/

Material Download

https://can.quickbooksconnect.com/agenda/



