
Have you ever wondered why:
• 	Your sales cycle is too long?
• 	You can’t close business?
• 	You don’t get the referrals that boast 		
	y our growth?
• 	Important decisions don’t get made? 
• 	Issues you thought solved get re-hashed 	
	 over and again?

Have you ever wanted to:
• 	Be more influential: able to persuade 		
	 people to your 	point of view?
• 	Shrug off rejection and overcome  
	 objections to your message?
• 	More frequently achieve the outcomes 		
	y ou desire?
• 	Be confident in your communications  
	 and presentations?
• 	Project a heighted professional  
	 image that makes you stand out 
	 from the crowd?
• 	Effectively deal with difficult people and 	
	 challenging situations? 
• 	Build teams that follow you, collaborate 	
	 and pull together?

Why do some people seem to  
achieve more in life than you do? 
Why do they get what they want 
more often? Do you want to have 
more success in your life and career?

The answer is The Asking Formula:  
a simple, accessible, six-step process 
that teaches you how to more  
effectively ask for what you want.  
In sales. In leadership. In your  
professional and personal life. 
Whether you are just starting out,  
or a seasoned veteran: 
The Asking Formula - ask for what 
you want…and get it!
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What’s the cost 
of poor “asking”? 

•	M issed opportunity for growth 
	 and success.
•	W asted time, energy and money.
•	D elayed results, procrastination 
	 and disappointment.
•	U navoidable misunderstandings 
	 that cause resentment and re-work.
•	N on-ending and unproductive 
	 meetings where decisions 
	 don’t get made.

The Asking Formula is 
one-of-a-kind, and it 
empowers you to:

•	 Immediately implement the most effective, straight	
	 forward and high-impact process for structuring best-	
	 in-class persuasive communications and allow you to 	
	 achieve your objectives.

•	 Instill into yourself – and your entire organization – 	
	 a  winning attitude and a bias for action that gets 	
	 things done.
•	 Super-charge your communication effectiveness 
	 and influence.
•	 Avoid common communication pitfalls that sabotage 	
	 success and sap your professional image.

The simple truth is this: Better asking leads to  
better results. Learn The Asking Formula and 
achieve the success you are looking for.

How many times during the day – on a sales call, in a meeting,  
conducting a presentation, running a project, at work or at home –  
is it vital for you to ask for something that you want in order to achieve 
important goals? 

Take Action! 
Buy The Book. Engage John for an upcoming event. Get the  
training program. Find out more at www.TheAskingFormula.com.

John Baker is the creator of The Asking 

Formula, an award-winning author, business owner 

and entrepreneur. As Senior Vice President and Chief 

Operating Officer at such leading firms as American 

Express and Ameriprise Financial, John led global 

teams in sales, customer service and operations. 

Today John is CEO of READY Thinking, LLC, an  

organizational and leadership development firm.

John is an expert on getting people to ask more  

effectively for what they want and gain the  

outcomes they desire. He gets individuals and teams 

to cut through the unnecessary and deliver  

persuasive and influential communications 

that get things done. 

John’s wit and insight make him one of the 

country’s most sought after presenters, and 

John has brought his message to hundreds  

of organizations including the Department  

of Defense, the US Army, Fortune 500  

companies, small and mid-sized 

 organizations, national associations  

and trade groups.

For more information on John  

and his programs visit:   

www.theaskingformula.com.

The Asking Formula is the best book I have read in 3 years…maybe longer.”     - Roshini Rajkumar, CBS Radio 
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