
HI EVERYBODY!

( Hiiiiii Kennnn… )
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You are probably 
wondering?

• HOW MUCH WILL IT COST?

• WHEN CAN THE WORK BE SCHEDULED?

However…



P1 = Problems
Determining & Qualifying Your Needs

Questions You
Should Ask:

• What is the proper design or scope of the work for your project?

• What are the specifications that will achieve the scope of the work?

• What criteria are required for Qualifications and Selection?

• Does “The Stress Relief Guy“ have adequate insurance?

Let’s take a look at P2…



P2 = Product

Satisfaction and Trouble-Free Service

Questions You Should Ask:
• What are the preparation requirements that impact long-term performance?

• What are the proper training and materials for the project?

Let’s take a look at P3…



P3 = People
Never Buy a Product… Buy “The Stress Relief Guy“ 

Questions You Should Ask:

• How long has “The Stress Relief Guy“ been in business? 

• Can “The Stress Relief Guy“ provide references? 

• Is “The Stress Relief Guy“ licensed/registered with the State? 

• Is “The Stress Relief Guy“ approved or certified?

• Is “The Stress Relief Guy“ a  member of his trade organization?

Let’s take a look at P4…



P4 = Price
Expense 

or Investment 

Questions You Should Ask:
• How do you determine the price is right?

• Has “The Stress Relief Guy“ worked nearby for price comparison?

• Has “The Stress Relief Guy“ done similar projects in scope and size?

• Are there potential and unforeseen and unknown extra costs?

• Is “The Stress Relief Guy“ proposal clear and understandable?

Which of these questions 
would you like to review?
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Insurance Courtesy of 
Cindy Sams of AAA

*( Formerly of Monteith Insurance… )



P2 = Product

Satisfaction and Trouble Free Service

Questions You Should Ask:
• What are the preparation requirements that impact long-term performance?

• What are the proper training and materials for the project?

Let’s take a look at P3…





Option 1:

Close your eyes, I’ll chatter for 47 minutes. 
Stop Smoking and Forget it!

Or
Option 2:

Laugh, Learn, and Feel Fantastic 
EVERY TIME 

You SAY NO to tobacco.

Use on any other Habit you choose!



As Ron White would say, 

“Take the donkey or take the tram. It is the same price.” 



P3 = People
Never Buy a Product… Buy “The Stress Relief Guy“ 

Questions You Should Ask:

• How long has “The Stress Relief Guy“ been in business?

• Can “The Stress Relief Guy“ provide references? 

• Is “The Stress Relief Guy“ licensed/registered with the State? 

• Is “The Stress Relief Guy“ approved or certified?

• Is “The Stress Relief Guy“ a  member of his trade organization?

Let’s take a look at P4…



That’s 18+ Years
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P4 = Price
Expense 

or Investment 

Questions You Should Ask:
• How do you determine the price is right?

• Has “The Stress Relief Guy“ worked nearby for price comparison?

• Has “The Stress Relief Guy“ done similar projects in scope and size?

• Are there potential and unforeseen and unknown extra costs?

• Is “The Stress Relief Guy’s“ proposal clear and understandable?

Which of these questions 
would you like to review?



I’ve been here for 18+ years…. 
If price is too low, I’d be out of business.
If price is too high, no one would buy.
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Yes! It is almost absolute that each one of you 
know at least 2 people I have worked for.

Some have called me 

“Their family “Stress Relief Guy”!”
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• Are there potential and unforeseen and unknown extra costs?

• Is “The Stress Relief Guy’s“ proposal clear and understandable?

Which of these questions 
would you like to review?



Habits are habits. 

I only do habits 
If it makes it through my filter,

It is my scope and size.
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Yes… Rarely.

Sometimes there are issues we didn’t see.

When that happens, We find the glitch, 
make a plan and….

We have an hourly rate until that is handled.
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Umm… Let me Ask….

Like all things, it is being improved constantly.



P5 = Peace of Mind
Practice Makes 

Perfect

“An Informed Client Is 
“The Stress Relief Guy’s“ BEST Referral Partner”
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