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What is the one thing that, if you did on a regular

basis, would make the greatest positive difference in
your business success?




The #1 barrier preventing me from initiating
contact with people i can help is




SEMINAR GOAL

To increase the number of people you
can help and give you greater control
OVer your success



OBJECTIVES

Minimize self-imposed limitations currently getting

In your way

Enhance your ability to create a positive prospecting

mindset on demand

Establish effective routines that will keep you
in the game



SEMINAR CONTENTS




PERFORMANCE
PSYCHOLOGY

“A positive approach to helping
individuals and teams perform at

the upper range of their
potential more consistently”




HUMAN PERFORMANCE

Anytime you harness your

energy and direct your focus to

achieve a desired outcome




|, THE INNER AND

NOUTER GAMES - '




THE INNER GAME

“The inner game played against such obstacles as
fear, selt-doubt, lapses in focus, and limiting beliefs
and self-imposed obstacles that prevent an
individual from expressing their maximum
potential.”



LFG MISSION: CLIENTS

To provide excellence in service and innovative
financial product design to help our clients
reach their financial objectives.



LFG MISSION:
ASSOCIATES

To enable you to reach your maximum
potential, even beyond that which you
currently believe is possible in all areas of
your life.



PERFORMANCE WITHIN
THE SALES CULTURE




CAREER MY THS

Barriers to success




MYTH The most competent and hardest
eee working get paid the most

TRUTH People who get paid the

most are those who make their
value visible



MYTH... Good work will speak

for itself

TRUTH Your good work and the value

you bring others must be
recognized before it is rewarded



MYTH It you stay loyal, you can trust
o000

that others will look after

your welfare

TRUTH,“ You are the only one

responsible for your success



PROSPECTING

The mechanism by which
you control your success

in a sales culture



CHARACTERISTICS OF
GREAT PERFORMERS













Great pe.rfor.rr;ersfle}a'h into their fears and self-doubts
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PROSPECTING POTENTIAL

e View of selling
e Belief in ability

e Personal values

A

e Sense of worthines
e Belief in product



PROSPECTING
INTERFERENCE







HIGH-PERFORMANCE IN
AN (IM)BALANCED WORLD
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Consistently performing
at the upper range of
potential in all areas of

your life and over a long

period of time



Rather than a place you arrive







STRAT

~GIC

ENGAGEMENT

Where our most effective

performances and most
meaningful experiences happen



TRANSITION RITUALS

T 1

Emotional Physical Spiritual Mental



RENEWAL
ACTIVITIES

Re-energizing the core capacities
needed to meet the demands of
your life



A ORGANIZATION

Executing around priorities




“Lite maybe one damn thing after
another, but it doesn’t have to be the
same damn thing over and over again.”



GETTING OUT OF
YOUR WAY

Understanding the Reluctant
Mindset



Reluctant
Mindset

* Motivation to prospect
¢ Goal achievement level

e Emotional discomfort




G.W. Dudley & S.I. Goodson

“The thick-skinned fearlessness expected in sales

people is more fiction than fact. It turns out that many

salespeople are struggling with a bone-shaking fear of
prospecting. This fear tends to persist regardless of what

they sell, how they have been trained to sell it, or how

much they personally believe in the product’s worth.”



WHERE DOES FEAR COME FROM?



Performance Anxiety

Prospecting ) Perceived > Physiological ) Behavioral

Situation Threat Response Action
e Perception e Social e Fight or flight * Avoid
of demands * Personal response stressor
e Ability to meet e Physical e Physiological e Approach
demands changes stressor

" Anxiety loop j



Performance Level

10

Optimal Physiology

Psych-down

1 2 3 4 5 6 7
Physiological Activation
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Sales Call Reluctance

“The emotional hesitation to initiate contact with
prospective buyers or clients in a sufficient number to
support career goals. .. can keep motivated, goal-
directed individuals from earning what they are worth.”



SPQO-Gold Assessment

The twelve faces of sales
call reluctance




SPQ Marker Behaviors
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SPO'GOLD": The Sales Call Reluctance® Scale

Graphical Swevwmary Report
At a Glance




YOUR
TARGET BEHAVIORS




Your Gremlin

“Your Gremlin is not your negative thoughts
and traumatic past experiences. He's not your
fears, regrets, or self-limiting concepts. He's
the one who uses them to create elaborate
cinematic works suited to your own
vulnerabilities."



Gremlin Characteristics

Main purpose is to make to make you feel small, scared, and
miserable

Wants you to believe primary purpose is to serve and
protect you

Uses negative past experiences and future projections to
keep you in your place

Is the main source of negative chatter in your head



Your Gremlin wants you to feel . ..

« Shame
 Guilt
« Hopeless

e Fear

e Self-doubt




TAMING
YOUR GREMLIN



My
Gremlin

you ARE NoT QEADY



GROWING YOUR
GUARDIAN

\l@ﬁ

I\.4



THE FROG AND THE
SCORPION




“You have made some mistakes and you
may not be where you want to be. .. But
that's got nothing to do with your future."



GETTING IN THE GAME

Creating a Positive

Prospecting Mindset




: 1s:{r E PRbSPECTING
MINDSET
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Is not a personality
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‘)SIUVG prospecting mindset

-undationa/ prospecting beliefs
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Foundational Beliefs




Prospecting isn't personal. . .

It's Performance



Prospecting is about managing discomfort

... not eliminating it




wn

The prospecting process
is the product




Strengths impact prospecting
outcomes more than weaknesses




Facts are necessary
for solid prospecting
decisions




Mental Prospecting Skills




T 1 THE PERFORMANCE GOAL

To let go of conscious control
over correctness and trust
what you already have



Performance Layers

68




When great
performers stop
trusting

They stop being
great pertormers




2 ALY

Courage

The will to act in the
face of your fear or doubt



Growth never takes place when
you are'comtortable




ACCEPTANCE

Perceiving things as they
are. ..

without judgment as good

or bad



“Tune the world out |
and your clientin.”

"Hold eye contact ana
isten to how they feel.”

- Ron Willingham, “Integrity Selling”



Enhancement Strategies




Enhancement Strategies

Self-Coaching

Visualization
Courage
Differential Relaxation
Trust
Attention Control
Acceptance
Energy Management

Preparation Routines




Selt-Coaching

Giving yourself what you need to stay Positive, Focused and Fighting




Selt-Coaching Strategies

« Monitor self-coaching
« Use values-based affirmations

« Reframe your Gremlin fears



Proactive Affirmations

“I can do this.”

“l am responsible for the energy | bring to this call .”

“l am choosing discomfort over resentment.”

“l will Let myself be truly seen.”

“What | have is good enough, | don’t need to do anything
special.”

“| create value for others, and enjoy higher rewards.”

“l will not be afraid; | will not be discouraged, for the Lord my

God will be with me wherever you go.”



Gremlin Retframing

“What am | afraid of?”

“What is the worst thing that can happen?”
“For what am | grateful”

“How can | make this an adventure?”

“How is this an opportunity?”

“What do | have to lose??
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Visualization Strategies

e Use mental rehearsal to program subconscious
e \Write a performance script



Performance Script

a sensory rich description of playing great




Detecting and releasing tension




Relaxation Strategies

* Deep breathing
« Progressive relaxation

« Targeted relaxation



Attention
Control
Focusing and

refocusing on task
relevant cues



Refocusing Attention

Drift
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Listening Focus



Energy Management

Creating positive emotion on demand




Energy Quadrants

Negative Emotion

High Physical

Angry Invigorated
Frustrated Confident
Anxious Challenged
Defensive Joyful
Doubtful Attentive
Tentative Focused
Hopeless Relaxed
Defeated Peaceful

Low Physical

Positive Emotion



Energy Management Strategies

)

Renewal Activities

Time Blocking

2-Minute Poses



Z2-minute Power Poses







Sales Call Routine

RESPOND w®sjp REFOCUS == READY == RELEASE

Give yourself what Mentally and Muster the courage Let go of conscious

you needfto s’ta)(/:I emotionaHy prepare to be open, present control over correctness.
ositive, focuse )

POSIIve, 1 for THIS call. and trusting. Trust what you already

and fighting.

have inside you.




Improving Mental Skills




High-Performance Journals



STAYING IN
THE GAME

Leading/and managing
yourself in a high-
performance culture

|




THE HIGH-PERFORMANCE LOOP

Passionate
commitment

management Leadership




PASSIONATE
COMMITMENT

... to helping others




PASSION LOOKS LIKE
DISCIPLINE FROM THE OUTSIDE

... But feels very different on the inside







Passion to be a person
of integrity



Integrity gives you
credibility

Credibility gives you
influence
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TRUST




Personal Integrity




SELF-LEADERSHIP

Self-determination




Selt-Leadership S/t’éfc,egies
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o Clarify core values




What are your core values?




Strategic Elements Vision

« How do you want to be?
* Where do you want to go?

« What do you want to do?



Personal Vision

| am a loving husband and a loving father who is mentally, emotionally and
physically available. | am a healthy and fit person who engages in regular

exercise.

| do my work with authenticity and integrity. | am a positive coach who

challenges clients to focus on the processes leading to their success.

| am fighting the good fight to overcome challenges and embrace

changes along my journey.



SELF-MANAGEMENT

The leading predictor
of positive outcomes in life

-
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EXECUTING AROUND PRIORITIES




SELF-MANAGEMENT ROUTINES

1. Sunday night planning
2. Daily preparation and wrap-up
3. Friday weekly zip-up



HIGH-PERFORMANCE JOURNAL

Sunday Night

Planning

1.Write Vision theme

2.Determine weekly
goals and priorities

3.Complete weekly
planner

Daily Preparation

& Wrap-up

1.Write affirmations
2.Use quadrate system

3.Complete pre-call
preparation

4 .Finish daily wrap-up

Py Friday Zip-up

1.Review notes and
tasks from week

2.Record times for
unfinished work, new
tasks and meetings

3.Release concern
and be present




Sunday Night Planning

e \/ision Theme

e Weekly Goals & Priorities

e \Week-at-a-Glance Planner



Daily Preparation & Wrap-up

e Quadrant system

e Notes

* Pre-call preparation

e Today's evaluation
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Friday Zip-up

e Review. . .Record. . .Release
e Quadrants

® Things to enjoy this weekend






Follow-up Coaching

e Dates and times sheet
e Procedures

e Questions




Be More Positive,
Focused and Fighting

Bill Moore, Performance Consulting



