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Overview  
 
Definition: 
Acceleration (noun) 
1. Increasing in the rate or speed of something. 2. The rate 
of change of velocity per unit of time.   
 
Welcome to week seven.  You are more than half way finished with 
your 90 day training program.  Use all of the progress you have 
made and the things you have accomplished to propel you to a 
strong finish over the next six weeks.  
 
This week you will be introduced to two of our most important 
products within our brand; the Six Week Little Voice Mentoring 
Program (LVMP) and the Monthly Partnering Program.  
 
Adding the LVMP to your offerings will allow you to accelerate your 
sales and increase your margins substantially.  In addition, the LVMP 
is a strong lead-in to convert an existing client into a partnering client 
and enroll them in our Monthly Partnering Program.    
 
Additionally, your trainer will outline how we work with clients on a 
weekly basis in our Monthly Partnering Programs.  These Partnering 
Programs” are annual contracts with businesses in our local 
communities that Local Area Franchisees gain exceptional value from.   
For the past six weeks you have been discussing, and learning the 
key components of how we structure these meetings and today we 
will begin putting it all together for you.   
 
Take strong notes and enjoy the learning.  
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Debrief  
 

Over the final six weeks of the 90 day program, the participants will 
run the debriefing sessions. Facilitating the debriefing process is a 
great exercise to gain practice in driving our methodologies. You 
have to facilitate the conversation, drive the participants to a learning 
experience and get them to a place of clarity to take well defined 
action.  
  
Take your fellow participants through the following questions.  
 
What Happened? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What Worked? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What Didn’t Work? 
 

_______________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Debrief 
 
What did you learn? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
 

What did you learn about yourself? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
 

What would you do differently? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Outcomes For Week 7 Training 
 

 Outcome #1: Partnering: An Overview  
o Understanding the key components to facilitating a 

successful partnering meeting 
 
 Outcome #2: 6 Week Little Voice Mentoring Program: 

Product Knowledge  
o What you need to know to confidently offer the “Six 

Week Little Voice Mentoring Program”?  
 
 Outcome # 3: Sales Accountability & Responsibility  

 
Outcome #1: Partnering: An Overview  
 Understanding the key components to facilitating a successful 

partnering meeting 
 

Over the next four pages we will outline the basics you need to 
understand to facilitate an effective partnering session. Read the 
following, answer the questions and discuss. 

Definition of Partner: 
 
1. a person who shares or is associated with another in some 
action or endeavor; sharer; associate.  

2. a person associated with another or others as a principal or a 
contributor of capital in a business or a joint venture, usually 
sharing its risks and profits.  
 
At SalesPartners we are MORE THAN COACHES! While there are many 
people in the “coaching” industry, our position is that we are “PARTNERS” 
versus just “Coaches”. A coach is someone who gives advice and shouts 
directions from the sideline. The coaching conversation is often one-way.  

Being a partner, however, implies shared risk and high vested interest. A 
partner is someone who rolls up their sleeves and stands shoulder-to 
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shoulder with business owners and leaders to make things happen. We 
have a shared reality both emotionally and psychologically with our clients.  

Our point of view is that we are part of our client’s team and do whatever 
it takes (as long as it is legal, ethical, and moral, of course!) to make sure 
our partners win. 

 

What is Partnering? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
How does partnering differ from coaching or even consulting? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
Why would someone want to partner with us? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
How would have participating in the monthly partnering program 
helped you in your previous or current business/profession? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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PARTNERING OVERVIEW 
 
Step 1: Start With Our Rituals:  
 What I Feel Like Saying  
 Celebrate All Wins 

 
Read the passage below and then discuss the two rituals we use 
every time we facilitate any type of meeting. Answer the questions 
that follow.  
 
The Value of Ritual in Your Workday   
By: Peter Bergman - Harvard Business review 
I recently saw the movie The Last Samurai for the second time. Set in Japan in 
the 1870s, it tells the story of an American civil war veteran who was captured 
by samurai fighters and, over time, learned to honor their ways. 
 
The first time I saw the movie, when it came out in 2003, I was enthralled by 
the beautifully choreographed fight scenes. But this time, I was most moved by a 
scene I don't even remember seeing the first time: a samurai drinking tea. 
Sitting at a low table, he moved deliberately, singularly focused on his tea. He 
contemplated it. Then poured it. Then sipped it, tasted it, and, finally, swallowed 
it. This, I realized, was the source of the samurai's strength. His acrobatics were 
impressive, but they were merely a demonstration of his strength. The source 
was this tea ritual and many other rituals like it. His power as a warrior came 
from his patience, precision, attention to subtlety, concentration, and his 
reverence for the moment. The power of ritual is profound and under-
appreciated. Mostly, I think, it's because we live in a time-starved culture, and 
ritual is time-indulgent. Who can afford the luxury of doing one thing at a time? 
Who has the patience to pause and honor an activity before and after we do it? 
We all should.  
 
Religions understand and leverage the power of ritual. In Judaism, blessings are 
as plentiful as iPhone apps. Wake up? There's a blessing for that. Wash your 
hands? There's a blessing for that. Experience something new? Eat a meal? Go 
to the bathroom? There's a blessing for each one. Every religion I know has 
similar practices to make our experience of the world sacred. 
 
Which might be why we avoid ritual in the business world. Religion is so loaded, 
so personal. But ritual doesn't have to be religious; it's just a tool religions use. 
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Rituals are about paying attention. They're about stopping for a moment and 
noticing what you're about to do, what you've just done, or both. They're about 
making the most of a particular moment. And that's something we could use a 
lot more of in the business world. 
 
Imagine if we started each meeting with a recognition of the power of bringing a 
group of people together to collaborate and an intention to dedicate ourselves, 
without distraction, to achieving the goals of the meeting. Perhaps even an 
acknowledgement that each person's views, goals, and priorities are important 
and need to be heard. Of course, that would require that every meeting have a 
clear goal, an agenda, and a purpose. But those are just nice side benefits. 
What if every performance review began with a short thought about the 
importance of clear and open communication? If every time we worked on a 
spreadsheet someone else created for us, we paused to acknowledge the 
complexity of the work she did and the attention to detail she brought to it? If at 
the beginning of the day we paused to honor the work we are about to do and 
the people with whom we are about to do it?  
 
Here's what makes it easy to get started with this: no one needs to know.  
Start with just yourself. Sit at your desk in the morning, pause before booting up 
your computer, and mark the moment. Do this by taking a deep breath. Or by 
arranging your pens. Whatever it is, do it with the intention of creating respect 
for what you're about to begin. Do the same before you make a phone call. Or 
receive one. Or before you meet with a colleague or customer. 
 
Each time we pause, notice, and offer respect for an activity, it reminds us to 
appreciate and focus on what we're about to do. And by elevating each activity, 
we'll take it more seriously. We'll get more pleasure from it. The people with 
whom we work will feel more respected. And we'll feel more self-respect. 
Which means we'll work better with each other. And produce better results. 
 
That focus will help us accomplish our tasks more carefully, more proficiently, 
and more productively, with fewer distracting under-the-table BlackBerry texts.  
And all the research shows that that kind of singular focus will make us far more 
efficient. In other words, that time-indulgent ritual thing? It might just be the 
perfect antidote to a time-starved world.  

 
 
 



  

 High Impact Business Training 

 

 

 
© 2012 SalesPartners World Wide Community 

Rough Draft 90 Day High Impact Training 
Developed by Curriculum Leadership   

Page | 9 

What is the purpose behind What I Feel Like Saying and Celebrating 
All Wins in a partnering scenario? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What are the key words you want use when setting up WIFLS and 
CAW with your partnering client and their teams? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

Why is it important to do this every single meeting? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Step 2: Scoreboard (Sales, Revenue, & Cost) 
 Review numbers (KPI’s) on a weekly basis 

o Prior weeks numbers 
o Month – to- date numbers 
o Last year vs. this year comparison 

 Why are the numbers what they are?  
 

What are the numbers we want to review on a weekly basis? 
(Depending type of businesses leads to discussion) 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

Why is it important to review the numbers on a weekly and monthly 
basis?  
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What are we really looking for?  
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What do the numbers have the ability to tell us?  
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Step 3: Holding a High Level of Accountability  
 How well do the clients hold themselves and their staffs 

accountable? 
 Are they on time, prepared and present for the call?  
 Did they accomplish their action items from the previous week? 

Why or why not? 
 Do they know their numbers and statistics (vitalistic)? 

 
Performance improvement requires both identifying the vital numbers 
(“vitalistics”) of the business and creating a culture of accountability 
to those numbers. SalesPartners is the only training organization that 
combines this “vitalistic” measurement with high doses of personal 
development training. This allows us to watch, predict, and adjust 
behaviors by managing the patterns of the numbers and tuning the 
training to improve the results. 
 
What does accountability mean to you? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
What are the ways in which we hold our partners accountable? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
Why is important to hold our partners accountable on a weekly basis? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Step 4: Setting Agreements   
 Set agreements (action items) to complete 

o Assign who is doing what.  
o Gain an understanding of why they are important.  
o Clarify goals or expectations for action items.  
o Identify key resources to accomplish action items. 

 
Write down all the reasons why we set agreements on a weekly 
basis.  
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What are the key elements to setting clearly defined agreements? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

 
Step 5: Finish with our Tradition  
 What I feel like saying   
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Outcome #2: LVMP: Product Knowledge  
 What makes the LVMP so unique and important in the small 

business and entrepreneurial market place?  
 What you need to know to confidently offer the “Six Week Little 

Voice Mentoring Program”?  
 

Begin this section by reviewing the LVMP Kit in its entirety. 
 
What is the first thing you notice about the kit?   
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

Why are the contents important?  
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

 

What statement does it make about our brand? 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Why the LVMP? 
 
Read the following passage and discuss: 
 
This program is designed to systematically move the limiting “Little 
Voices” out of the way, dissolve the self-sabotage that stops growth 
and drive incredible levels of commitment, passion and energy 
toward whatever the person desires. 
 
The process will drive clarity, focus and championship performance.  
Your client will accomplish more in six weeks than most people 
accomplish in six months!  Why?  Because most people are capable 
of much more than they think. Not only that, they can accomplish it 
much easier than they think they can.   
 
It’s not about what they have to DO.  This program is designed to 
get them to BE the person that can HAVE what they desire.  Through 
your mentoring process, you will see, hear and feel the patterns that 
stand in their way.  In that light, it will bring your own patterns to the 
forefront as well.  In other words, the more work you do with others, 
the more the process will automatically work for you as well.   
-Blair Singer 

 
What did you learn about the LVMP from reading the passage above? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

What do you think are the benefits of participating in an LVMP?  
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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Why would someone buy an LVMP from you?  
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
What makes the LVMP Unique? How is it different from reading a 
self-help book such as The Secret or working with a “Life Coach”? 
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
 

You will now discuss the structure, time commitments and 
expectations of a 6 Week Little Voice Mentoring Program mentor. Be 
sure to take good notes as this will be the foundation for your ability 
to set a strong context when starting the program with a new client. 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
________________________________________________________________________ 
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Outcome # 3: Sales Accountability & Responsibility  
 Are you holding yourself highly accountable to sales activity?  
 Are you taking full responsibility for the agreements you have 

made? 
 
Turn to page 18 of your Week 6 Workbook:  
Your trainer will now ask you a series of questions.  Please answer 
with the actual numbers written in your Week 6 PCW.   
 
What did you learn this week when your trainer asked you 
about your sales numbers?  
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
 

What story are your numbers creating as you go through 
them with your trainer? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 
________________________________________________________________________ 
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Doing It Now—Because It’s Already Here   
 
 TAKE OUT YOUR CELL PHONE AND START MAKING 

PHONE CALLS TO SELL A THREE HOUR SERIES FOR 
$375.  TO START YOUR WEEK.  YOU HAVE 30 MINUTES. 
YOUR TRAINER WILL START THE CLOCK.  
 

 Use the space below to write down the names of those you 
contacted and the result.  

 
1. __________________________________________________________________ 

 

2. __________________________________________________________________ 

 

3. _________________________________________________________________ 

 

4. __________________________________________________________________ 

 

5. __________________________________________________________________ 

 

6. __________________________________________________________________ 

 

7. __________________________________________________________________ 

 

8. __________________________________________________________________ 

 

9. __________________________________________________________________ 

 

10. __________________________________________________________________ 

 

11. __________________________________________________________________ 

 

12. __________________________________________________________________ 

 

13. __________________________________________________________________ 
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Quick Debrief  
 
What are the changes you have noticed since you first start 
making these calls? 
 
________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

 

How is what you are learning in the field helping you to 
make these calls today?  
 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 

 

________________________________________________________________________ 
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________________________________________________________________________ 

Selling Tasks For Week 7 
 
You remain the driver in this process.  
 

 5 REGISTRATIONS TO 3 HOUR EVENT SERIES  
3 Hour Series = $375  
 

 1 LITTLE VOICE MENTORING PROGRAM SALE  
LVMP = $2950 
 

 5 ONE-ON-ONE APPOINTMENTS SET  
In order to qualify must have: Full name, direct phone 
number, meeting time, date, and location defined   
 

 3 MULTIPLE UNIT OF EXPOSURE MEETINGS  
In order to qualify must have: Name of organization and 
contact, direct phone number, meeting time, date, and location 
defined, and logistics for meeting:  

 How many people at meeting?  
 How long do we have to speak?  

 

 

 

 

 

 

 

 

 

 

 



  

 High Impact Business Training 

 

 

 
© 2012 SalesPartners World Wide Community 

Rough Draft 90 Day High Impact Training 
Developed by Curriculum Leadership   

Page | 20 

Selling Accountability  

 
You must be ready to report the following numbers to your 
trainer during the next training.  Be sure to fill in the actual 
numbers below. 
 
ACCOUNTABILITY:  

 
 Total Phone Cold Calls  ________________ 

 
 Total In-Person Cold Calls ________________ 

 
 Units of Activity   ________________ 

 
 Units of Exposure  ________________ 

 
 Closed Sales   ________________ 

 
 Pending Sales   ________________ 

 
 Total Dollar Value of Sales ________________ 

 
 Margin Made   ________________ 
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Agreement For Activity & Exposure   
 
Do you agree to take action based on the definitions below:  
 

 YES I AGREE TO CLOSING 5 EVENT SALES 
Expectation: There is no shortage of people who need your 
help. 
 

 YES I AGREE TO TAKING SALES ACTIVITY BASED ON 
WHAT I KNOW  
Units of Activity: Face-to-Face or Voice-to-Voice contact that 
results in agreement to meet  
 

 YES I AGREE TO SETTING 3 MULTIPLE UNITS OF 
EXPOSURE MEETINGS FOR ME AND MY TRAINER  
Units of Exposure: Multiple Units of Exposure via an event 
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End of Week 7 Notes 
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