Its the 4th quarter and EVERYONE has conditoned reasons to fail or succeeed. Its our job as we know as managers our staff are reflections of us - so how can we get staff to see the light. What are you going to do to get people to overcome fears, excuses to not succeed, etc.
 

Here are thoughts possibly going through their head ...
 

Can't sell in October. The end of the year thoughts are staring now, do you know how each person is feeling? What success decisions have they made? Its your job to find out and coach them to success . I'm going to focus on selling hard over the next two months. I'll finish the year strong.

Can't sell in November. We are now 60 days away - who is wavering and who is showing the sense of ugency to finish strong??? You see Marc, Phil, and Steve walking down the hall and they ask "What are you doing to help your staff finish strong this year"? What are YOU going to say? becuse you know our staff are reflection of us, right?

 

Thanksgiving, ya know. Very short month. I don't think any of my contacts have their budget yet. Can't buy without a budget. Man, December is going to rock!

Can't sell in December. 30 Days left and their minds are on tyhe holidays ... oh what is a manager to do? What can you possibly do to ignite a fir with only 30 days left? Thatsb why you are inmanagement.

 

 

Everyone is on vacation in December. I know I am! Who can focus on buying with the end of the year so close? There is no way I can sell anythhing this month.
 

Can't sell in January. Between the terrible weather and everyone coming back from vacation, how can you expect someone to focus on buying now? They just got back from the holidays and they are just getting back on their feet

