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What question am | asked over and over again without fail? How to get OVER the fear of prospecting. The truth is you
don’t get OVER it. However, you sure can get through it, and get great at prospecting — and when you do — your confi-
dence goes up, your results go up, and your ability to touch more lives goes through the roof. Keep those three things in
mind as we dive into some strategies!
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Work from your COMMITMENT, not your FEAR. What are you committed to? A better life for your family? Your
name on the listing leader board at the office? A new car? What is it? When you focus on what you are committed
to rather than the fear, you’re able to dig in and do what you have to do.

o Commit to the ACTIVITY, not the RESULTS. For example, commit to making your calls at least three days a week
for at least an hour. That’s the activity. Whether you get a yes or a no to an appointment is not the goal. The goal
is to do the activity. When you’re living in fear of your expectation or results, you shut down. It’s like when you’re
on a diet and you’ve lasted a whole day and step on a scale and the needle doesn’t move. You feel crummy-right?
Stick to the activity schedule — the results will come.

o Commit to the RELATIONSHIP, not the APPOINTMENT. When you are calling and your only focus is to get the

appointment, you set yourself up for a win/lose game that doesn’t make ANYONE feel good. It causes more stress,
you beat yourself up more, and you get stuck in a negative cycle. However, if you look at every call as an opportu-
nity to move a relationship forward, offer service, ask questions — that’s a win. Focusing on the relationship also
makes you more effective at your calls because you are forced to be more empathetic, to listen more and be
present in the conversation.

e You've got to fit prospecting INTO YOUR LIFE, rather than fitting life into your prospecting. I'll share a story with

you. Years ago | committed to running the NYC Marathon for Children with leukemia. (What can | say, I'm a sucker
for kids!) I’'m not a svelte guy. And | hate exercise. And there was nothing about training for that run that I liked.
Nothing. But | had to train in order to do it. My life isn’t conducive to training for a marathon, so | couldn’t just
“fit” running into my life —I had to shift my life to make room for the running. It’s the same with prospecting.
When we have something we don’t want to do — you can’t wait until everything is perfect to do it. You’ve got to
put that first and mold everything else around it. The good news is when you get good at prospecting — then

business improves. Life improves.
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