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Follow me on: 

I met John Assaraf, 7 years ago at a mar-

keting event and it was a surprise ap-

pearance. I have been a big fan of his 

work so it was a pleasant surprise.  

He spoke about performance.  

The main message that he talked about 

was how we all have subconscious 

thoughts and patterns in our lives that 

sometimes block us from moving for-

ward or doing something different 

(better), whatever that may look like to 

each of us individually.  

The event popped up in my Facebook 

timeline and it reminded me of an anal-

ogy that he used.  

The story goes like this: 

For the first 20 minutes he laid the foun-

dation that it’s important to be aware 

and “tune in” to the things that will 

move the needle for you in your life.   

Then, as he finished his introduction, he 

paused and asked the group: “Is there 

music in this room right now?” 

A few people immediately answered 

“No,” some where confused and others 

said “Yes.” 

Of course, I was looking for the  “right” 

answer because I could see that it was 

probably a trick question (wrong thing 

to do, haha) and he was leading us to a 

much bigger point.  

He then asked a follow up question to 

the group, who by that time agreed that 

there was, in fact, no music in the room! 

So he dug a little deeper. 

He asked:  “is there music frequency in 

this room?” 

Everyone, slowly changed their answer 

to, yes! John went on to explain that 

there is music in the room, by way of 

radio frequency 

and that if we 

were to bring a 

radio into the 

room and tune 

into a local sta-

tion, we would 

hear the music.  

Everyone sighed and agreed in a appre-

ciation of the simple analogy.  

Admittedly, I felt a little silly to have not 

seen this one coming.  Of course there’s 

always radio signals in the air, you just 

have to tune in. Got it!   

His suggestion from there was obvious: 

to not only focus on becoming aware of 

signals and clues that are all around us 

but to actively look for them so you can 

use them to effect positive change in 

your life.  

That has stuck with me for years and 

I’m always on the lookout now! —— 

Visit the link below to see all archived issues of this 

monthly newsletter as well as the tips, tools and refer-

ences mentioned in the monthly issues:  
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If you’re a QuickBooks user like many businesses are, you can 
integrate your CardConnect merchant account into Quickbooks 
via a partner plugin called Instant Accept. 

It’s primarily suited for businesses who send invoices and do 
non-retail transactions but hardware (like USB swipers) are 
available. So if you need to connect QuickBooks to your virtual 
payment workflow, here’s your solution.  

It is compatible with the following versions of QuickBooks:  

Point of Sale (v. 2006+) , Enterprise (v. 2006+), Premiere(v. 
2006+), Pro (v. 2006+), and Online. 

There are demos available so if you’re in-
terested in taking a look at the workflow 
and process of setting it up in your busi-
ness, reach out to me or just schedule an 
appointment with me at: www.brianmanning.CO/call 

Everyone loves a good story.  Just think of your favorite book or movie and 
you’ll have to agree with me!  There’s plenty of ways to use storytelling in 
business and the case study does just that. It can be a powerful sales tool if it’s 
used correctly. It’s different than a simple testimonial so let’s quickly define 
what I mean by a case study.  

It’s a written (or video) demonstration that tells a story of how you, and/or your 
product helped solve the needs and problems that a client has. It should be used 
then, as a sales tool to demonstrate how you can help people by showcasing a 
real world example of how you work with customers/clients. It’s used as proof 
that your product/service can be used and trusted by your potential clients.  

Presenting it as a story is what makes it effective.  It gives the reader the ability 
to identify with elements of the entire story.  Maybe they have they same prob-
lem.  Maybe they are in the same exact type of business or if you have a con-
sumer product, maybe it they are experiencing the same issues as the family 
that is being showcased in the case study.  

A case study typically follows this outline:  

1– Problem Analysis:  Focus your  attention 
on identifying the problem that readers will 
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Customize Your 
Receipt 

You can change the elec-
tronic receipt that auto-

matically goes out to 
your customers after run-
ning a transaction in the 
CardPointe Virtual Ter-

minal by going to the 
ADMINISTRATION tab 

inside of your Card-
Pointe account dash-

board.  You can custom-
ize the subject line head-
er as well as other fields 
that you may have en-

tered at the time you en-
tered the transaction. 

The Power Of Storytelling 

CardPointe + QuickBooks 

Multiple Users 
You can add unlimited users 
to your CardPointe account 

(for free) by entering an 
email address and register-

ing them under the Admin > 
Users tab. Once a user ac-

count is activated, all transac-
tions and data unique to a 
specific and particular user 

can be tracked via the report-
ing tab and searchable per 
user, by any administrator. 

You can also set specific user 
permissions for staff to limit 
functionality of any user ac-

count within your Card-
Pointe account.  



 

Have you ever heard of this analogy?  

Email ping pong simply means to go 
back and forth with someone, often 
times exchanging tedious and unneces-
sary details that could be otherwise 
avoided.  

One of those tasks would be scheduling 
appointments.  

You know, it sometimes looks like this:  

ME: “What’s next week look like?” 

THEM: “I’m open, how’s Wednesday” 

ME: “No that won’t work... Thursday?” 

THEM: “No I can’t then. How about 
the week after?” 

And on, and on.  It’s very frustrating 
every single time and no one likes to get 
caught in this silly time waster.  

So, today, let’s talk about OnceHub 
scheduling software.  

It’s an online scheduling and appoint-
ment booking software. I’ve been using 

it for about 6 years, and it’s been a very 
valuable asset to my business.  

For about $19/month, you can get a 
software that will automatically sync 
with your Google or Outlook calendar 
so when you schedule, it automatically 
gets added to your calendar! 

You can then, send this link to everyone 
you’re in contact with and they can eas-
ily pick a time to get together with you, 
thus eliminating the game of ping pong! 

With the service, you get multiple op-
tions to show the calendar to others and 
the 2 most commonly used options are:  

1. Hosted links that you can email like 
this one for example:  https://
go.oncehub.com/BrianManning 

2. Embed the calendar on a page of 
your website like this:  https://
www.brianmanning.CO/call 

 

 

And one final note, this software is well 
equipped to handle multiple booking 
pages if you have an entire team that 
needs the software.  You can get a free 
trial at Oncehub.com 
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Welcome 

to 2020! 

Just in case 

you don’t know, I have a 

YouTube channel where I 

publish free tutorials & 

quick tips on CardPointe, 

payment system and other 

business related efficiency 

processes.  

In the last # of years, the top-

ics have expanded and now 

you’ll find informational vid-

eos spanning topics such as: 

Invoicing software 

 Invoicing Software 

 Billing Systems 

 Form Builder Payment 

Workflows 

 Lead cap-

ture and 

website  

forms & 

much more!  

You can find it by searching 

on YouTube for the name: 

“Bancardsales” 

identify with as they read the case study.  

2– Uncover possible solutions:  These could be changes that are needed 
to the situation, software tools for example in a B2B setting or specific pro-
tocol if it’s in a business to consumer market. In between steps 2 and 3 will 
be evaluating each course of action and pointing out Pros/Cons of each. 

3– Select the best solution:  This includes an explanation of why it’s the 
best solution and how the prospect goes about using the solution. A list and 
link to all the corresponding web pages is appropriate and provides addi-
tional material for the prospect to read.  

Stop Playing Email Ping Pong 



 

Everything Should Balance, Right?  
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You hear a lot about the idea of balance.  If you Google 
“life balance” you’ll find several well known blogs that 
showcase articles like: “’X’ number of things you should 
balance in your life.”  

Some of them are “cute” and meant to be light hearted, 
like balancing your checkbook for example, but others 
are a bit more serious and meant to imply that you must 
balance your time, life, and relationships (equally and 
constantly) in order to live a well-rounded life.  

Here’s my take on balance.  

I don’t think balance really ever exists, at least not in the 
traditional sense that people think. Here’s why.  Balance 
implies an even distribution of 2 things just like the scale 
shown here. 

And thus, most people have 
balance as something that is 
50/50 with the sum being 
100%. And if you’re not at 
roughly 50/50, then you’re 
out of balance. Therefore, by 

nature, you’re always trying to keep everything even in 
your life.  And this constant battle is what makes it very 
difficult to accomplish.   

Balance makes sense on the surface, but anyone who has a 
demanding work schedule or kids in their life (just for ex-
ample), knows that things don’t always go as planned.  

If you think you need to balance time, by spending equal 
amounts of time on all the major categories of life like do-
ing chores around the house, spending fun time with fami-
ly/friends and work, perhaps think twice about it! 

Balance is not a zero sum game. In my humble opinion, life 
should be lived as “100% all in,” on one-thing at a time. 

Try to be fully present and dedicated to what you are do-
ing and file the idea of balance in the trash.  

Go 100% all in on the thing your focused on. Be present for 
your family, your customers and others you’re interacting 
with.  If something is out of line and you feel that you need 
to adjust your life then go ahead and do it, just don’t feel 
like you have to keep the balance scale even all the time.  

Credit card authorization forms are a thing of the past!  If you’re still using 
them, consider watching this video linked at 
www.bancardsales.com/newsletter to see all the details of what 
I recommend using instead and how to go about implementing it.  
These forms are free and I’d love to send them to you so if you’d 
like them, just shoot me a message and I’ll email them over.  
 
In the video, I explain that credit card authorization forms are not secure 
because you are asking your clients to write down their credit card number 
on a piece of paper.  Don’t do this.  It’s not PCI compliant and it’s generally 
not safe for you or your customers.  
 
Instead, take these forms and have your customer simply write down the 
“last 4” of their card while signing the form, so they are authorizing current 
and future purchases to that card and direct them to a different way of col-
lecting the FULL card number to be securely stored in your CardPointe or 
CRM vault. Once the credit card is stored, it’s likely 
encrypted and you’re able to bill your customer ac-
cordingly in the safest and most secure 
way possible.  
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Video: Free Credit Card Authorization Forms 

Found on Youtube:  


