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Overview  
Teaching remains the most underutilized skill in small 
businesses and in sales.  

 
“You can never learn less, you can only learn more.”  
Buckminster Fuller 
 
Why? From the time we are small children we are taught to learn 
individually and on our own. Reading books and listening to teachers 
or experts are the primary vehicles for learning, but as you will learn 
today, they are not the most effective methods for creating great 
teachers and learners. In our opinion to be effective trainers and 
teachers, we must be able to transfer the skills and information, not 
just teach, we know will help others grow. This is extremely difficult 
to accomplish if we do not understand how people actually learn and 
we do not have the understanding of why it is important to continue 
learning.  
 
During this training, you will explore the learning process that all 
humans take on, the learning styles that determine teaching 
methodologies, and why teaching could be the game changer in 
scaling your business.   
 
 
 

 

 

 

 

 

 

 



  

 TEACH THREE HOUR TRAINING 

 

 

 
© 2012 SalesPartners World Wide Community 

Rough Draft 90 Day High Impact Training 
Developed by Curriculum Leadership   

Page | 3 

Setting A Strong Foundation For Success 
 

 Follow the steps laid out in this book  
 Be consistent and demand that your participants are consistent.  

This Trainers Curriculum Program (TCP) was designed for you 
and the participants   

 Start on time and end on time ALWAYS  
 Always acknowledge the participants for starting and remaining 

in the training 
 Once you have gone through your Earn the Right, lay down 

some rules and gain agreement from all participants: 
o No cell phones 
o Use only the workbook and pen that has been provided  

 Gain agreement to begin the training with “What I Feel Like 
Saying.” Explain the process and the importance of the ritual 
and make sure you hold all 
participants to the process. 

 Sales are an outcome of 
focused measurable activity.  
If the participants cannot sell 
during this program, then do 
you want them on your team? 

 

Logistics For Training  
 

 Set up the room at least one hour before training  
 Set room up with only enough chairs for those who have paid 

and registered for event  
 All chairs face towards the front of room positioning towards 

flip charts  
 Place two flip charts in the front of the room  
 Use SalesPartners branded flip charts  
 Use specific SalesPartners four color markers Place workbooks 

on tables with four SalesPartners color markers and pens for 
participants.  
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Outcomes For Three Hour Trainer  
 

These outcomes are to be achieved within this three hour training 
session.  
 
Outcome # 1: Participants Have A Greater Understanding 

 We want the participants to leave this workshop with a greater 
understanding of how all the principles and rules that are 
discussed in the training work in their specific instances. 

 
Outcome # 2: Participants Agree to Apply Knowledge  

 Participants clearly understand how to take the knowledge they 
have gained during the training and apply it in their business or 
organization.   

 
Outcome # 3:  Participants Have  Plan of Activity  

 What the participants accomplish between the trainings is 
where the magic occurs.  
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Getting Started 
Once you have completed your Earn The Right in front of the room, 
begin the three hour by introducing the participants to “What I Feel 
Like Saying.” 
 
Ensure that all participants understand why the ritual is important 
and why the training begins with the exercise. 
 
Once all participants have finished, have them turn to page two of 
their workbook and read the following paragraph. Discuss with the 
participants the key words in the paragraph, making sure to highlight 
such words as design, engineered and consistently as these words 
are extremely important for them to understand in this process. 
 
Teaching remains the most underutilized skill in small 
businesses and in sales.  

 
“You can never learn less, you can only learn more.”  
Buckminster Fuller 
 
Why? From the time we are small children we are taught to learn 
individually and on our own. Reading books and listening to teachers 
or experts are the primary vehicles for learning, but as you will learn 
today, they are not the most effective methods for creating great 
teachers and learners. In our opinion to be effective trainers and 
teachers, we must be able to transfer the skills and information, not 
just teach, we know will help others grow. This is extremely difficult 
to accomplish if we do not understand how people actually learn and 
we do not have the understanding of why it is important to continue 
learning.  
 
During this training, you will explore the learning process that all 
humans take on, the learning styles that determine teaching 
methodologies, and why teaching could be the game changer in 
scaling your business.   
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Have the participants turn to page three of their workbook and read 
through the outcomes that have been designed for the three hour 
training.  

 
Outcomes For Teach Training   

 

These outcomes are to be achieved within this three hour training 
and over the following months:  
 

Outcomes For Three Hour Teach Training   
 

These outcomes are to be achieved within this three hour training 
and over the following months:  
 
Outcome # 1: Understanding “Why” we must teach 

 What is education?  
 Utilizing effective teaching strategies  

 
Outcome # 2: Gain Experience Being A Dynamic Teacher     

 Test your understanding of the learning styles  
 Discover the difference of being dynamic  

 
Outcome # 3: Establish action items to implement the 
learning acquired 

 Holding you and your team accountable to the necessary steps 
required to build a learning organization 
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Have the participants turn to page four of their workbooks. You will 
now be discussing the boundaries that will need to be set in order to 
ensure optimal success throughout the program. Have your 
participants read through each one and discuss what each boundary 
means to them.  

 

Setting The Boundaries For This Program  
Explaining the Model:  

 Blue Outer Circle = Universe  
Universe is the greatest boundary.   
You can never be outside of 
yourself. 
   

 Black Outer Circle = Time  
You are always moving across time.  
In business you don’t do things fast you 
do things in TIME.  
  

 Red Outer Circle = Rules  
In the absence of rules, people will make them up on their own. 
Discipline is the greatest secrete rule in business.  Without rules it is 
hard to set boundaries and without boundaries you have no wealth.     

 

 Green = Environment  
Environment is greater than WILL.   

 

Have the participants turn to page four of their workbooks and 
continue the discussion of Environment is Greater Than Will. 
 
The picture showcases the idea that the 

environmental factors of nature; 
TEMPERATURE, ELEVATION, and FOOD, all 
play a part in our ability to survive and or 
thrive.  The human has a MIND as well.  It’s 
ability to survive and thrive are just as much 
predicated on physical environment as it is the 
metaphysical  we choose as our reality. 
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Simple Set Of Rules For This Training  
 
Review the rules below, gaining agreement from the participants that 
they understand why each rule is important. 

 
 Actively Listen 

 Speak supportively 

 Understand that there are many ways of doing things 

 Be prepared to hold your own point of view 

 Be open to all points of view 

 Be on time 

 No phone or phone messages 

 Give your full attention 

 Have fun 

 There are no stupid questions 
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Have the participants turn to page seven of their workbooks. This 
training begins upon the idea of understanding what education truly 
is, why it is important for us to teach and how we utilizing effective 
teaching strategies can and will help you to become a better teacher 
and trainer. Start by asking each participant to answer the question: 
“What does education mean to you?” Go through the definition of 
education and ask each participant to answer: “What patterns do you 
see in the definition of education?” Discuss with the room. 
 
Outcome # 1: Understanding “Why” we must teach 

 What is education?  
 Demonstrate the importance of active learning  

 

The Roots of Education  
 

 What does education mean to you? 
 
Definition of Education:  

1. to provide schooling for 
2. to provide with information 
3. to train by formal instruction and supervised practice especially 

in a skill, trade, or profession 
4. to develop mentally, morally, or aesthetically by instruction 
5. to persuade or condition to feel, believe, or act in a desired way  

 
 What patterns do you see in the definition of education? 
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Facilitate a discussion on the origin of the word education and how 
its roots differ from the traditional definition we discussed above. Use 
the following questions that appear on pages 7 and 8 of the PCW to 
reinforce the discussion and their learning.  
 
The Etymology of Education  
From Latin educare, to rear, from educere, to bring out and 
from ducere, to lead forth   
 

 How has your understanding of what education means changed 
in the last five minutes? 

 

 How did you learn what you know about your business or 
selling?   

 

 How is the way in which you learned different than the 
definition of education? 

 
 In your opinion, what is more valuable: formal education, self-

education or experimental education? 
 

 What is the difference between information and knowledge? 
 

 Why is it important to understand the way in which we learn? 
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Have the participants turn to page 9 of their workbooks. Here you 
will lead them through an exploration of the results we are looking to 
get when we providing great teaching and training and the things 
that hold us back from wanting to teach. In their workbooks there 
are 10 blank spaces for each of the following questions. Below is a 
sampling of 10 reasons for each to assist you in your facilitation. 
 
The Power of the Question 
 
Why do we want to teach others? 

 Want People to Win 
 Make money   
 Inspire others  
 Do less work  
 Show others new things  
 Leave a legacy  
 Share knowledge  
 To give back  
 To see the end product  

 
Why do we not want to teach others?  

 Afraid that they we will train them and they will leave  
 People may not like the things we like  
 Shy or timid 
 Selfish and don’t want someone else to know our job 
 Feel like we have nothing to offer  
 Don’t want to create competitors  
 We get frustrated when having to teach the same things over 

and over 

 We don’t understand or know how to teach 

 
Have the participants answer the following question: 

 So what did you learn about the Power of “Q”? 
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Have the participants turn to page 10 of their workbooks, which is a 
blank flip chart. Facilitate the Cone of Learning flip chart. Once you 
are finished, have the participants answer the following questions 
which appear on page 11 of the PCW. 
 

 How can you utilize what 
you learned from the 
cone of learning to 
improve your own 
education as well as 
those around you? 

 

 How does the cone of 
learning alter your view 
of your own current ways 
in which you train and 
educate? 
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Now you are ready to help the participants identify the three styles in 
which we learn: Visual, Auditory and Kinesthetic. This is important for 
the participants to gain a greater understanding of how they learn, 
and how the people they interact with on a daily basis learn. In 
addition, if they are to be able to teach effectively, they must follow 
our methodologies and touch on all three learning styles. 
 
Begin by asking the participants to turn to page 12 of the PCW, 
which contains a blank flip chart. Explain the following: One of the 
most common and widely-used categorizations of the various types 
of learning styles is Neil Flemmings VAK model. 
 
Ask the room if anyone knows the three main styles in which we 
learn as humans. Write V A K vertically on the flip chart.  
 
Always start with visual. 
 
Write Visual on the flip chart and then ask the participants to turn to 
page 13 of their workbook. Pick one person to read through the copy 
and then give the participants two minutes to answer the questions. 
When they are finished have them turn back to their flip chart page. 
 

 How do you learn visually? 
 

 Who are the people (co-workers, employees, friends, family) 
that you know are visual learners? 

 
Write Auditory on the flip chart and then ask the participants to turn 
to page 14 of their workbook. Pick one person to read through the 
copy and then give the participants two minutes to answer the 
questions. When they are finished have them turn back to their flip 
chart page. 

 How are you an auditory learner? 
 

 Who are the people (co-workers, employees, friends, family) 
that you know are auditory learners? 
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Write Kinesthetic on the flip chart and then ask the participants to 
turn to page 15 of their workbook. Pick one person to read through 
the copy and then give the participants two minutes to answer the 
questions. When they are finished have them turn back to their flip 
chart page. 
 

 How do you learn kinesthetically? 
 

 Who are the people (co-workers, employees, friends, family) 
that you know are kinesthetic learners? 

 
Once you are through the flip chart, have the participants partner up 
to answer the following questions which appear in their PCW’s on 
page 16. 
 

 What is your main learning style and why? 
 

 How are you going to utilize this information to make you a 
better teacher and trainer? 

 
 Write down any ah-ha moments you have had in learning about 

the three main learning styles.  
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Have the participants turn to page 17 of their workbooks. This page 
is a blank flip chart. This flip chart will explain one of our most 
important methodologies, High Frequency, High Impact, Short 
Duration. Why? Because we can teach them how to become a great 
teacher and give them great strategies, but if they are boring, take 
too much of everyone’s time and only teach or train every once in a 
while, no one will learn anything from them.  
 

Everything you do must be….. 

 
Write High Frequency on the flip chart and then ask the 
participants to turn to page 18 of their workbook. Facilitate 
discussion based on the following questions. When they are finished 
have them turn back to their flip chart page. 
 

 What does high frequency mean to you? 
 

 Why is it important to have high frequency? 
 

 How can you increase your frequency with your team 
members, co-workers and/or staff? 

 
Write High Impact on the flip chart and then ask the participants to 
turn to page 19 of their workbook. Facilitate discussion based on the 
following questions. When they are finished have them turn back to 
their flip chart page. 
 

 What does high impact mean to you? 
 

 Why is it important to be high impact ? 
 

 What do you have to stop doing to make your meetings more 
meaningful and have a greater impact?  

 
 



  

 TEACH THREE HOUR TRAINING 

 

 

 
© 2012 SalesPartners World Wide Community 

Rough Draft 90 Day High Impact Training 
Developed by Curriculum Leadership   

Page | 16 

Write Short Duration on the flip chart and then ask the participants 
to turn to page 20 of their workbook. Facilitate discussion based on 
the following questions.  
 

 What does short duration mean to you? 
 

 Why is it important to have a short duration? 
 

 How can you decrease the duration of your meetings to make 
them more effective? 

 

 How does this methodology differ from the way in which you 
run your business, lead your team or are involved with the 
operations of your company?  
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Final Actions    
 
Review the Completing Tasks worksheet on page 21 of the PCW and 
the Agreements checklist on page 22 of the PCW. Both of these 
documents can be found on the following pages   
 
In addition, make sure you finish the training session by: 
 

 Confirming the day, time and location of the next training:  
 

 Reminding all participants that we will start and finish on time. 
 

 Thanking them for being a part of this training process. The 
hardest part of mastering anything is always getting started.  

 
 Finishing with “What I feel like saying.”  
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Completing Tasks 
 
What happens in these trainings is only a small part of what is going 
to make you successful. The real magic will occur when you take 
what you have learned and apply it in your business.  
 
To keep you on track and hold you accountable throughout the three 
hour series, you will now make an agreement as to the tasks you are 
going to complete in between sessions that will allow you to 
accelerate your success.  
 
Enhancing your training 
List two tasks you will complete prior to the next session that will 
allow you use the teaching strategies you learned today and become 
a more effective teacher.  
  

1. __________________________________________________________________ 

 

2. __________________________________________________________________ 

 
Teaching Your Team  
List two action items you will complete prior to the next session that 
will help you to teach what you learned here today to your team, co-
workers, partners…etc.   
  

1. __________________________________________________________________ 

 

2. __________________________________________________________________ 

 
Contact your SalesPartner to schedule an accountability conference 
call prior to the next training session to assess how well you 
accomplished your tasks.  
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Agreements 
 
Do you agree to take action based on the definitions below:  
 

 YES I AGREE TO TAKING ACTION THIS MONTH 
Understanding: During this program you identified key action 
items that will assist you in building a championship team.  
Using what you learned is the essence of growth.   
 

 YES I AGREE TO BE HELD ACCOUNTABLE 
Understanding: If you track something it will grow. If you 
track something and report your results, it will grow in multiple 
directions.   
 

 YES I AGREE TO ACCEPT ALL TYPES OF FEEDBACK FOR 
THE ACTION I TAKE   
Understanding: As humans we are tuners, what we tune-in 
to we can focus on; what we tune-out we never understand.   
 

 YES I WOULD LIKE TO ATTEMPT CERTIFICATION IN 
ORDER TO BECOME A “CERTIFIED SALESPARTNERS 
WORLDWIDE COMMUNITY ACCELERATED SMALL 
BUSINESS” 
Understanding: This distinction is given to a select group of 
small businesses by our global community.  It allows the small 
business owners and employees to enter into ongoing 
“Partnering Training”    
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