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Foreword 
 

Contrary to  systems or cultures where everybody gets rewarded for simply 

participating and no matter  their attempts, abilities, or even the score—the sole 

position that in the end adds up in business—and the one that brings in the 

highest rewards—is, naturally, first. If you aren’t in the dominant spot in your 

market, then you're at risk.  

 

When economic systems are full of business, the company in first spot continues 

to acquire clients and enlarge its size and presence while the feebler players 

squeeze out increasingly littler gains, assisted along entirely by the rich nature of 

the market. But, once these fruitful times decline, the dominant company profits 

from its 1st place spot and snaps up market shares away from all the additional 

competitors while those in every other spot pay the price. So stop compromising 

and being “fair.”  

 

Let’s get you combat-ready—each moment of each day—for the number 1 position 

in your business. You need to be on top when the market is excellent and take 

market share once it isn't.    

Alpha Dog Internet Marketer 

How to be ahead of the pack and lead the way.
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Chapter 1: 
Recognize Your Power 
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Synopsis 

 

I’m going to put you on the path with a plus that I recognize 

you have: power. Regrettably, most individuals deny knowing 

that they even have a place of mightiness. They genuinely trust 

that they've nothing to begin with. Not genuine. Everybody has 

a place of power; we merely don’t all recognize or use it. 

Rather, we go backward by attempting to establish a business 

in a place where we don’t already hold power, with individuals 

we don’t know. This is the hardest way to forge a company. 
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Your Might 

 

 

 

Everybody has an existing place of power. The individuals you know- 

acquaintances, loved ones, relatives, classmates, past employers, 

existing employees, and even your foes -are all components of it.  

Power doesn’t stay the same throughout your vocation; it will mature 

(or cease to mature) depending upon the sum of attention you 

provide it. To cultivate and better the caliber of your place of power, 

merely begin with what you have. Network marketing companies are 

effective as they depend nearly solely on using and optimizing 

people’s place of power. Blend a committed and relentless contact of 

this strength with excellent products, and you'll produce a company 

that benefits during any economy. 

 

That's why so many businesses center so intently on client 

satisfaction and knowing how much buzz renders future sales. 

Businesses tend to bomb when they bank too heavily on ad 

campaigns and claim allegiance to client satisfaction without 

organically energizing the place of power. Once you effectively trigger 

your place of power, you'll discover individuals who are qualified to 

buy your products and moved to tell others. 

 

Your place of power is the single most lucrative method to yield 

immediate business. Traditional ads has become “the dependency” of 

the 21st century whereby the company’s power to yield business rests 

entirely with mass advertisement to individuals you don’t know who 

might or might not be qualified or even intrigued in your product. 

The bulk of ad budgets are lost to these individuals. This technique of 

contact might not be an affordable choice -even for big businesses- 

when you really have to watch each penny spent. 
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Although reactivating your place of power is really cost-efficient, it 

does call for some level of effort. Don’t fret when you start whether 

these individuals are qualified or even interested in your 

merchandise; simply create your list, then get hold of those on it. 

Remember that the individuals you know as well know other people 

in turn who might be more suitable leads. You need to reactivate each 

possible contact you have and get your place of power to begin to 

work for you.  

 

Begin connecting with acquaintances, family, relatives, and past 

employers and acquire a genuine interest in them. Discover what 

they're doing; enquire about their lives, their careers, and their loved 

ones. Individuals love to discuss themselves, and they truly love it 

when other people take interest in them. Let them know what you're 

doing once it comes up, but realize that this isn't a sales call. You're 

merely reconnecting with somebody with whom you've been out of 

touch. 

 

A call is more useful than mail but can and ought to be accompanied 

by mail or e-mail the same day. Make it clear-cut that the aim of your 

call is to catch up with those in your place of power, not to market 

your products or services. 

 

During all economies- great, bad, and so-so but particularly during 

down turns -contacts and relationships are everything. The 

individuals you know either have the revenue you need or know 

individuals who do. It's those individuals who want and require your 

service. So the more individuals you contact, the better probability 

you have of detecting and marketing to those who are members of 

your target market. 

 


