
Running your office 

 

1. Personal goals 

What do i want out this business? 

What do i have to do to achieve this? 

 

2. Business goals/plan 

Where does my business have to be for me to achieve this? 

You get what you deserve out of a business! 

Do whatever it takes to be successful! 

Your plan must be one your guys can copy! 

Put your business first!!! 

 

3. Environment 

What type of environment do you want? 

What type of people do i want to attract? 

What standards do i want? 

Dictate your environment? 

 

4. Office set up 

Set office up based on what type of people you want to recruit 

Promote the things that are important to you 

Map locations in interview  

 

5. Office structure 

Have a consistent structure (everyday) 

Spend your time with positive people 

First thing meeting with leaders 

Don’t ever wait on guys 

Set time for everything 

Protect your attitude by surrounding yourself with positive people 

Split the good from the bad 

 

 

My job as a manager 

1. Office flow (make sure all of the above along with the training program is happening) 

2. Losing guys (find out where guys are getting lost and fix it) 

3. Thermostat (build a level and maintain it by always having the same attitude, you are the 

thermostat) 

4. Promoter (promote your goals, make a vision for them, promote positive people, promote 

what your business needs most, promote other offices and people) 

5. Talent scout (spend your time with people putting in the most effort, list who you are talking 

to and about what) 

6. Averages (we are a sales business, we need to know the averages so we know how far we 

can push our guys and what level we on) 



7. Recruiting  ( make sure you always have enough obs for your guys) 

8. Action (what can i do to create action? Show your guys action, setup road trips, change 

environment once in a while) 

 

 

Driving sales 

 

Why? 

Thats where the money comes from 

We are a sales company 

How? 

120% comes from you (you are the thermostat) 

3 variables in someone’s day 

1. Attitude 

2. Work ethic 

3. Pitch 

7 ways to drive sales 

1. Turn up the heat, be intense 

2. Push higher standards 

3. Get efficient at using systems and territories 

4. Set goals 

5. Use bulletin 

6. Incentives 

7. Competition 

 

Handling negatives 

Top 4 

1. Hours  

Cut down the hours, hit goals and go home 

2. Pay/commission 

Set budget, know breakeven point of (yours and teams) 

3. Life/work balance 

Work 100% life 100% 

4. Focus/confidence 

lack of focus happens when you don’t have a game plan and direction 

always know where your team is at, worry about your situation and move forward 

 

UNDER PROMOTE AND OVER ACHIEVE 

 

BE A GREAT PROMOTOR 

1. Understand our concept(why we specialise in direct marketing) 

2. Know the opportunity (no seniority, 100% promotion from within) 

3. Company growth and development(why) 

4. Your vision (share it) 

5. Know what to promote when( ob=no seniority, growth, management, retrain=basics) 



 

 

 

 

 

 


