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FOUR IMPORTANT CONCEPTS

A DE

YOU ARE WHO YOU THINK YOU ARE

- YOU SOUND LIKE WHO YOU THINK YOU ARE

- YOU'RE HERE BECAUSE YOU ARE SPECIAL

- WE'LL TEACH YOU THE RIGHT WAY TO DO THIS BUSINESS

- MAKE THE EMPLOYER AND THE CANDIDATE WORK YOUR WAY
MAKE THEM AWARE OF YOUR LEVEL OF PROFESSIOMNALISM

CAPACITY FOR HARD WORK

- THE HARDER YOU WORK, THE MORE YOU'LL EARN
- YOU'LL MAKE YOUR % ON THE TELEPHONE, NOT SHUFFLING PAPERS

STAY ON THE FHONE DURING THE DAY, DO THE PAPERWORK AT NIGHT, WEEKENDS, AND
EARLY AM

- HOMEWORK: NIGHT AND WEEKEND CALLS

LISTEN

- 80% OF YOUR JOB IS LISTENING
- DON'T INTERRUPT CANDIDATES AND EMPLOYERS
- TUNE INTO THE TONE OF VOICE, HIDDEN OBJECTION

WHEN THE PERSON ON THE OTHER END OF THE PHONE IS TALKING. DON'T BE THINKING
OF WHAT YOU'RE GOING TO SAY NEXT - LISTEN TO WHAT HE’S SAYING

DON'T FEED ANSWERS
- IF YOU DON'T UNDERSTAND SOMETHING, HAVE HIM EXPLAIN IT
- IF YOU MISS SOMETHING, HAVE HIM REPEAT IT

PLANNING

- PLAN THE FOLLOWING DAY AT 4:30 EVERY PM FOR ONE HOUR
PULL OUT COMFPANIES TO BE CALLED

- PULL OUT APPLICANTS TO BE CALLED

- ASSEMBLE NAMES T(} BE RECRUITED

- 20 MINUTES PLANNING TOMORROW’S MARKETING CALLS

- 20 MINUTES PLANNING TOMORROW’S RECRUITING CALLS

- 20 MINUTES PLANNING TOMORROW’S FOLLOW-UP







