Why People Fail
1.  Don’t learn their sales talk correctly and engage their territory


-3 stages-memorize, internalize, personalize- They personalize too quickly


-Need to spend 30-45 minutes/day reviewing it


-Listen to the audio CD in their car


-New Territory Worksheet

2.  Communication is Key


-Call in stats nightly-NO EXCEPTIONS (will eventually text and then put in yourself)


-Call when you need support-Frustrating days


-If you get a message, return call asap

3.  Expecting too much too soon


-This is a lot like learning to ride a bike-you will fall a lot on your way to success


-Most people think they are going to do awesome from the start



-Some do, but for most there is a learning curve


-Because we expect too much too soon, it can be discouraging in the beginning.


-You may do well from the start though

4.  They don’t get on a good, consistent schedule


-Your schedule is your lifeline.  PERIOD.


-You have to work it like it’s a job.  Start on time and work through your finish time.


-Don’t let the freedom of not having a boss standing over you making sure you are on time let you 
abuse your schedule and not work your schedule.


-We give ourselves a schedule and report it by Monday 8am on a WCP (Go over)

5.  They don’t have correct spousal support

-Sometimes spouses see how much time this takes in the beginning and think that is the 
way it will 
always be.


-Sometimes spouses don’t understand effort doesn’t always produce results in the beginning.  But 
effort is the most important thing.



-Explain to them they need to not ask you if you sold anything at the end of the 


day.  They need to ask about your effort (2 out of 3)

6.  They don’t make the 2 out of 3 principle their focus each and every day


-Explain the 2 out of 3 (9+ hours (for newer people), 6+ demos, 1 F.P.)


-It is controllable.  You can always work 9+ hours and give 6+ demos even if you don’t protect any 
families)

7.  They don’t understand the importance of trainmores, especially in the beginning


-No one likes to be away from home/family for a week but it’s critical to your success


-Our trainmore schedule is already set.  These are weeks to focus really on our 
businesses and 
eliminate distractions (Tell when next one is)


-Explain how they work and why they are beneficial

