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Overview  
 
Week one is in the past and hopefully your participants  
have had many wins and learning opportunities.  
 
Last week we spent a great amount of time ensuring we set 
a strong foundation for the participants success in this 
program and we must continue stabilizing that foundation. 
Week 2 will begin with a strong debrief of the previous 
weeks activities. As is mentioned in the participants 
workbook “Feedback is the lifeblood of business and the 
worst feedback is no feedback.”  
 
Provide your participants with feedback that will drive them 
to greater success. 
 
In addition, the importance of knowing your customers and 
your products cannot be understated and this week we will 
start the process for the participants to understand their 
customers and the product they are selling.  
 
As is customary start off Week 2 with “What I Feel Like 
Saying” and by celebrating the wins of the participants! 
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Training Begins  
Take each participant through: 
“What I feel Like Saying” and have them state their wins from the 
previous week. Make sure one of the participants leads the cheers. 

 
Have the participants turn to page 2 and read through the 
introduction, then move onto page three for the debriefing process. 

 

Debrief  
Debrief with your participants the previous weeks activity and 
exposure agreements that were made. Make sure they understand 
the debriefing process and why it is so important? Take each 
participant through all of the following questions which are on page 
three of the PCW.  
 
What Happened? 
 
What Worked? 
 

What Didn’t Work? 
 

The following three questions appear on page four of the PCW. 
 
What did you learn? 
 
What did you learn about yourself? 
 
What would you do differently? 
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Have the participants turn to page 5 and discuss the following. 

 

Outcomes For Week 2 Training 
 

Outcome # 1: Know Your Customers & Products 
 Discuss with your participant why the three hour was 

developed, what’s important about it and why it is vital for the 
customer to buy (WIIFM).  

 Discuss what a “customer” is, who their customers are and the 
distinction between a customer and a consumer. 

 Also discuss the following quote from Alvin Toffler. 

 
“As knowledge is replacing material and manpower as the fulcrum of the 
new economy, the old roles, producer and consumer are blurring.  
 
We are no longer a passive market upon which industry dumps consumer 
goods but a part of the process pulling together the information and 
services.  Enter the “Prosumer.” 
Alvin Toffler, The third Wave 

 
You may use the flip chart to help guide the conversation 
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Have the participants turn to page six of their PCW’s and answer the 
following three questions.   
 

Product Knowledge  
 Why is it vital to know your products? Why is the three hour 

series important for you and SalesPartners? 
 

 Why is it so important for people to buy the three hour series 
(WIIFM)? 

 
 Write down any specific knowledge you gained regarding the 

“three hour series.” 
 
Have the participants turn to page seven of their PCW’s and answer 
the following three questions.   
 
Customer Profiling   
 

 What is a customer? Who are your customers? 
 

 What is the difference between a customer and a consumer 
and why is it important to know the difference? 

 
 What did you learn last week about your customers? 
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Have the participants turn to page eight of their PCW’s and read 
through Outcome # 2. 

Outcomes For Week 2 Training 
 
Outcome # 2: Sales Accountability & Responsibility  
You will now turn your focus to the participant’s accountability 
agreements for the week. It is imperative that you develop 
consistency with reviewing numbers and agreements on a weekly 
basis. Discuss with them the following two questions. 
 

 Are you holding yourself highly accountable to sales activity?  
 Are you taking full responsibility to what you have committed to 

doing? 
 
Have the participants turn to page 41 of their Week One PCW. This is 
the Sales Accountability worksheet they agreed to fill out. Listen to 
their language as they run through the numbers and ask questions to 
clarify the information they are providing. Prior to running through 
their numbers, ask the following question: 
 

 Why is it important to review our sales and activities numbers 
on a weekly basis?  

 

Sales 
Accountability 

Participant 
#1 

Participant 
#2 

Participant 
#3 

Participant 
#4 

Phone Cold Calls      

In-Person Cold Calls     

Units of Activity     

Units of Exposure     

Closed Sales     

Pending Sales     

Total $ Value of Sales     

Margin Made     
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Have the participants turn to page nine of their PCW’s and read 
through Outcome # 3. 

 

Outcome 3: SalesPartners Cold Calling  
 
SalesPartners Cold Calling Process  
This section is designed to help your participants gain a greater 
understanding of the language we use as a SalesPartners and the 
important definitions they must know in order to properly open up a 
new territory.   
 
Take your participants through the following definitions ensuring they 
understand each activity within the selling cycle. This is important for 
the participants to be accurate in their accountability. 
 
 

Selling Cycle Definitions  

 
 Units of Activity: Face-to-Face or Voice-to-Voice contact that 

results in agreement to meet  
 

 Units of Exposure: One-on-One or Multiple Units of Exposure 
via an event 
 

 Units of Opportunity: Sitting down One-on-One with 
business decision maker and getting to know your customer 
and uncovering the opportunities by knowing your products 

 
 Pending Sales: Is agreement to buy 

 
 Sales Closed: Is agreement signed and money exchanged  
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Have the participants turn to page 10 of their PCW’s. 

 

Cold Calling Process  
 

The cold calling process will ensure your participants stay in motion 
and create momentum when opening their territory. Have the 
participants read through each stage of the Cold Calling System and 
answer the questions along the way.  
 
** All copy from the PCW has been included below for you to 
guide your participants. 
 
Increasing business is a systematic event. This event is all about meaningful 
frequency of interaction (we call it Units of Activity). The interaction needs to 
have a focus and a clear intention of a desired outcome. 
 
In saying this, SalesPartners has different processes for differing stages of 
business development.  
 
Procedures For calling in a Local Franchise Area 
Stage 1 (Opening a New Territory): At this time it is the slowest and most 
important of all stages.  Your business is not well promoted and you may not be 
well known in the territory.  
 
Event 1:  “Get the SalesPartners WorldWide name known in the territory.” 

 
Event 2: “Get your products and services known.”  
 
The event at this stage is to get the customer to change from which they are 
currently using and begin purchasing from you.  
 
Your goal is to change the habit of the customer.  The most important aspect of 
this habit change is to have 3-4 contacts that the customer finds of value and 
doesn’t waste time or cost in 10 days. To do this we have to gather information 
from the customer. 
 
Participant Question: Why is the process to have 3-4 contacts with the same 
customer over the course of 10 days?  
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Have the participants turn to page 11 of their PCW’s. 

 

Cold Calling System  
The first type of contact you will make as a “Unit of Activity” is an In-Person Cold 
or Warm Call, which is also known as a Drop-In:  
 
In-Person Cold Call:  
This contact is often the hardest one to make. The key is to ask more questions 
than making too many statements. Always commit to do something. (Send a e-
mail, application form, give them something)  
 
Participant Activity: List the first five places to do cold calls in your area:  
 
In-Person Warm Call: 
Since there is some sort of prior relationship, these drop-ins can be easier to 
complete, but you must be careful and aware of your time boundaries. That 
same prior relationship can lead to wasted time and energy. Always remain 
focused on your outcome.  

 
Participant Activity: List the first five warm leads that you will drop-in on:  
 

Have the participants turn to page 12 of their PCW’s. 
The second type of contact you will make as a “Unit of Activity” is a Phone Cold 
or Warm Call:  
 
Phone Cold Call 
This is easy if you have a plan or script. Make sure you have an outcome and 
keep asking questions until you get what you want.  
 
Participant Activity: Make a list of 10 phone cold calls that you will make:  
 

Have the participants turn to page 13 of their PCW’s. 
Phone warm calls:  
Just like the Warm In Person Drop In Calls, these can be easier, but old friends 
or new friends can trap you into conversation outside of business.  Be sure to 
move your sales cycle process along and gain a clear agreement.  
 
Participant Activity: Make a list of 10 phone warm calls that you will make:  
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Have the participants turn to page 14 of their PCW’s. 

 

Cold Calling System  
 
What do you need to take on the first call: 
 

 A good  easy manner (open mind) 
 A genuine interest in who your customer is and what their needs are 
 Business card 
 Your SalesPartners Pad folio to take notes 

 
Important Note: The key to the first call is knowing that you will be nervous. 
Make sure you have a trained, practiced and role played and have an outcome in 
place. The most important outcome is gaining an agreement on a way back to 
the customer without wasting yours or their time. 

 
Sample SalesPartners Phone Call Script 
Take this opportunity to role play making a drop-in or phone cold or warm call 
utilizing the following script. 
 
Beginning/Intro 
“Hi, maybe you can help me or steer me in the right direction. My name is 
________ and I’m with SalesPartners _____.  I’m part of a team of business 
coaches and motivational sales trainers and our business is new to the area.   
 
“I believe what we have to offer would be of interest or value to your 
organization, but it’s not what I think it’s about what you think so may I just ask 
you a few quick questions? 
 
At this point ask fact finding questions 
 

1) “Who is responsible for driving sales in your organization? 
2) “And how many sales people do you have?  

 
Great thank you, based on what you just told me I really think what we do would 
be a great fit to show your top officials. How can I set up an appointment to 
meet with them?    
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Have the participants turn to page 15 of their PCW’s. 

 

Importance of Setting Outcomes 
 
At this point you want your participants to understand the importance of setting 
outcomes for each phone call or drop-in they make. Guide them through the 
following definition and characteristics of an outcome. 
 

Outcome Defined:  
 What a person will know or be able to do following an activity or event. 
 Something that happens as a result of an activity or process 

 
Characteristics of Outcomes 
An outcome that is easily achieved has five characteristics 

 It is focused on achieving something positive rather than avoiding 
something negative.  

 It can be described through, at least, the most basic senses – Visual, 
auditory and feeling language. Therefore ensuring the outcome is related 
to the world in which we live. 

 It is under the control of the individual setting the outcome. 
 It is of genuine benefit to the individual concerned  
 That the individual knows what the smallest next step that they can take 

is and can imagine themselves achieving 

 

Have the participants turn to page 16 of their PCW’s. 
 
Outcomes For In-Person Drop-In & Phone Calls  
Guide your participants to an understanding of the following three outcomes: 
 
Outcome #1: At the conclusion of your call, gain an agreement. You first 
outcome should be to set face-to-face meetings or appointments for group 
trainings for sales teams.  
 

Outcome #2: Be consistent in your calling and report your activity accurately 
weekly   
 

Outcome #3: Be diligent and timely in following up with previously made 
agreements.   
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Have the participants turn to page 18 of their PCW’s. 

 

Taking Action Now!!!  
Have the participants take out their cell phones and start making phone calls to 
sell a three hour series for $375. They will have 30 minutes to complete this 
task. Make sure the participants record in their notebooks who they spoke with 
and the result. 
 
Perform a quick debrief by having each of the participants answer the following 
questions which appear on page 18. 
 
What did you just learn about taking action NOW that was different 
from last week? 
 
What are you going to do differently during the week? 

 

Final Task & Homework    
Have the participants turn to page 19 of their PCW’s. They will take the 
SalesDogs Diagnostic quiz now and discuss their results in the room. As part of 
their homework for the week, have the participants review each dog breed and 
indicate what strengths and weaknesses they possess from each breed. 
 
Sales Dog Diagnostic: What is your pedigree? 
You will now take the SalesDogs Diagnostic quiz and discuss your results in the 
room.  
 
http://www.salesdogs.com/index.php/salesdogs-diagnostic/  
 
“You don't have to be an attack dog to be successful in sales. Every dog has 
special talents that should be appreciated and developed so that they can enjoy 
the success that is their due when they are operating fully in the areas of their 
strengths. Not sure what your SalesDogs strengths are? Take the SalesDog 
Diagnostic and discover your pedigree – and the talents that come with it. Once 
you play to your strengths, you will explode your communication skills, your 
sales success and your income!” 
 
Blair Singer 

 

http://www.salesdogs.com/index.php/salesdogs-diagnostic/
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Have the participants turn to page 20 of their PCW’s and read the 
following. The “magic” for the participants will happen in between 
your live trainings. They must be the driver for their own success. 
Gain agreements with the participants on the following items: 

 

Taking action this week: 
You must be the driver in between NOW and NEXT week.  In order 
to achieve success in this program, what happens between trainings 
is the magic.  TAKE ACTION with high focus and intention.   

 
 5 REGISTRATIONS TO 3 HOUR EVENT SERIES  

$375 per registration 
 

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

 How many people will be at the meeting?  
 How long do we have to speak?  
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Have the participants turn to page 22 of their PCW’s, read the 
following and gain agreement. 

 

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 HAVING CONSISTENT ACTIVITY  
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 

 
 YES I AGREE TO FILLING OUT THE SELLING 

ACCOUNTABILITY WORKSHEET ON PAGE ## PRIOR TO 
THE NEXT TRAINING  
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End of Week 2 Notes
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