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The Four Stages of Growth

1

Consciously Incompetent

Unconsciously Competent

Consciously Competent

Unconsciously Incompetent

Bryan’s Purposes:

1. Expand your existing knowledge 

2. Build better relationships 

3. Develop confidence as a sales professional 

4. Identify your behavioral style 

5. Have fun and enjoy ourselves!

Where are you on the Growth Stage Diagram?

1

1.    Develop the 24 hour Champion

2.    Build Confidence

3.    Maintain a Proper Attitude

4.    Appreciate Your Teammate

5.    Have Fun As We Learn!

Our Objectives:
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I’m Super Good, But I’ll Get Better.

This seminar is designed to get you into ACTION! Zig says, “It doesn’t matter what your circumstances
are, you can choose to feel positive by telling the truth in advance.”

We want you to ACT upon that philosophy immediately. Print four or five positive adjectives or
phrases about how you intend to feel today.

When directed, you will share these positive statements with other participants in the seminar.
Remember, “Logic won’t change an emotion, but action will.”

Today I’m going to be (truth in advance):

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________
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First Understand...then be Understood

2

In a prospect-centered approach to professional selling, you must understand 
the needs, issues, and concerns from the other person’s perspective! 

List three (3) products/services you provide:

1.

2.

3.

List three (3) things your prospects want:

1.

2.

3.

3

In a member-centered approach to professional selling, you must understand
the needs, issues, and concerns from the other member’s perspective!

List three (3) products/services you provide:
1.
2.
3.

List three (3) things your members want:
1.
2.
3.
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Human Bingo Card

INSTRUCTIONS:

1. Each blank space identifies something about the people in this seminar.

2. You are to find out about the other participants.

3. If one of the listed items pertains to them, ask them to sign their name in the appropriate place
on your card (24 different names).

Has 4+ children Likes to garden Can recite a
poem

Served in the
military

Lived in a
foreign country

Is wearing denim

Can tell a joke Contributes to a
charity

Drives a
sports car

Has a video iPod Been sky diving Been in a hot air
balloon

Been on
television

Has a pet Likes to sing Knows what a
Flea Trainer is

Wears glasses Participated in a
marathon

Drinks coffee Likes camping Has read See
You at the Top

Owns a
motorcycle

Has a famous
relative

Been on a cruiseHas been to 
Dallas, TX
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Looking for the Good

The picture in your mind’s eye (to be done INDIVIDUALLY)

We all have a “mental picture” of ourselves, a view of our PERSONALITY and the type of person we see ourselves
as being. For the next five minutes think about that and write down a few notes about the picture in your mind’s
eye. Be prepared to share these ideas with the rest of your group. Please use complete sentences.

I see myself as:
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________

Others probably see me as:
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________
___________________________________________

energetic
enthusiastic
understanding
creative
confident
caring
disciplined
positive
assertive
attractive
articulate
consistent
open
warm
affable
professional
reserved
vivacious
animated
dignified
decisive
cheerful
modest
calm
gracious

knowledgeable
communicator
goal-oriented
persuasive
ambitious
motivated
action-oriented
determined
loyal
honest
healthy
intelligent
sensitive
charismatic
dependable
friendly
sincere
radiant
mature
dominant
witty
sweet
trusting
considerate
gentle

Personality Characteristics
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Giving and Receiving Sincere Compliments
 
Part II:
 
 
As you listen to your fellow classmates at the table, think of at least one sincere compliment you can 
give.  Be sure it has to do with who they are, how they work, how they communicate and other positive 
characteristics you’ve observed or heard.  After the person has finished speaking, write the compliment 
on the “I Like” note.  Read aloud your note and then hand it to the person.
 

After hearing/reading the compliments, answer these questions.

1.       How do you feel hearing/reading these compliments?

2.       What was more difficult, giving or receiving the compliments?

3.       Why?

4.       How will your response affect how you give feedback to others in the future?
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Your “Areas” for Achievement

CONFIDENTIAL
Each of the “spokes” coming from the “hub” below represents an area for achievement in your life.
Rate your proficiency in each by placing an “X” through the number that best represents
where you are today (1 is poor and 10 is excellent).

___________________________________
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“Factors” for Consideration

_______ appearance

_______ regular checkup

_______ energy level

_______ muscles toned

_______ regular fitness program

_______ weight control

_______ diet & nutrition

_______ stress control

_______ endurance & strength

_______ other ________________

Physical
_______ proper priority

_______ personal budget

_______ impulse purchases

_______ earnings

_______ living within income

_______ charge accounts kept current

_______ adequate insurance

_______ investments

_______ financial statement

_______ other ________________

Financial

_______ believe in God

_______ inner peace

_______ influence on others

_______ spouse relationship

_______ church involvement

_______ sense of purpose

_______ attitude for giving or donations

_______ prayer

_______ Bible Study

_______ other ________________

Spiritual
_______ recreation

_______ exercise

_______ friendships

_______ community activities

_______ hobbies

_______ service clubs

_______ quiet time

_______ growth time

_______ consistent life

_______ other ________________

Personal

On a scale of 1-5, with 1 being an area needing much improvement and 5 being an area needing no improve-
ment, rate yourself on these two pages. These are the “key factors” in each of the goal setting areas of your life.
If the factor does not apply to you, simply write N/A (not applicable) in the space.

On a scale of 1-10, with 1 being an area needing much improvement and 10 being an area needing no improve-
ment,rate yourself on these two pages. These are the “key factors” in each of the goal setting areas of your life. 
If the factor does not apply to you, simply write N/A (not applicable) in the space.
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“Factors” for Consideration

_______ attitude

_______ intelligence

_______ formal education

_______ continuing education & training

_______ creative imagination

_______ inspirational reading

_______ compact disc education

_______ inquisitive mind

_______ self-image

_______ enthusiasm

_______ other ________________

_______ other ________________

_______ well-trained for my job

_______ other ________________

Mental

_______ listening

_______ good role model

_______ principled but flexible

_______ forgiving attitude

_______ build self-esteem of others

_______ express love and respect

_______ meals together

_______ family relationships

_______ dealing with disagreements

_______ time together

Family

_______ like what I do

_______ understand my job

_______ co-worker relationships

_______ productivity

_______ understand company goals

_______ understand my activity in relationship

to company goals

_______ appreciate company benefits

_______ opportunity for advancement

_______ career transition

Career

9
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The Seven Steps

Using your General Goals Procedure Chart, volunteer a goal you want to work on.  
Your partner will help you decide how to best take each of the steps.

The Seven Steps in Goal-Setting
1. Identify the goal
2. List the benefits — what’s in it for me?
3. List the obstacles to overcome
4. List the skills and knowledge required
5. Identify the people and groups to work with
6. Develop a plan of action
7. Set a deadline for achievement

Sample Goals Statements

Family 1. Spending 4 hours per week with my children.
2. Having weekly “dates” with my spouse.

Physical 1. Walking 30 minutes briskly every day.
2. Enjoying the health club membership regularly.

Mental 1. Reading two inspiring books per month.
2. Discovering inspired ideas as I concentrate and meditate daily.

Social 1. Enjoying weekly involvement as a volunteer at the hospital.
2. Opening our home for neighborhood fellowship one evening each month.

Spiritual 1. Spending 30 minutes each morning reading the Bible.
2. Attending our church on a regular basis.

Financial 1. Saving $15 per week totaling $780 for the year.
2. Earning $400 per month with our part-time family business.

Career 1. Accepting more responsibility on my job.
2. Beating my monthly quota by 10 percent.

Recreation 1. Planning vacation to Hawaii.
2. Enjoying my new hobby.

10
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General Goals Procedure Chart

Identify Your Goals
__________________________________________________________
__________________________________________________________
__________________________________________________________

My Benefits From Reaching This Goal
__________________________________________________________
__________________________________________________________
__________________________________________________________

Major Obstacles and Mountains to Climb to Reach This Goal
__________________________________________________________
__________________________________________________________
__________________________________________________________

Skills or Knowledge Required to Reach This Goal
__________________________________________________________
__________________________________________________________
__________________________________________________________

Individuals, Groups, Companies & Organizations to Work With to Reach This Goal
__________________________________________________________
__________________________________________________________
__________________________________________________________

Plan of Action to Reach This Goal
__________________________________________________________
__________________________________________________________
__________________________________________________________

Completion Date
__________________________________________________________
__________________________________________________________
__________________________________________________________

ST
EP

1
ST
EP

2
ST
EP

3
ST
EP

4
ST
EP

5
ST
EP

6
ST
EP

7

11
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ϭ�>ŽƐƚ�Ăƚ�^ĞĂ�

>ŽƐƚ�Ăƚ�^ĞĂ�
�
zŽƵ�ŚĂǀĞ�ĐŚĂƌƚĞƌĞĚ�Ă�ǇĂĐŚƚ�ǁŝƚŚ�ƚŚƌĞĞ�ĨƌŝĞŶĚƐ͕�ĨŽƌ�ƚŚĞ�ŚŽůŝĚĂǇ�ƚƌŝƉ�ŽĨ�Ă�ůŝĨĞƚŝŵĞ�ĂĐƌŽƐƐ�
ƚŚĞ��ƚůĂŶƚŝĐ�KĐĞĂŶ͘��ĞĐĂƵƐĞ�ŶŽŶĞ�ŽĨ�ǇŽƵ�ŚĂǀĞ�ĂŶǇ�ƉƌĞǀŝŽƵƐ�ƐĂŝůŝŶŐ�ĞǆƉĞƌŝĞŶĐĞ͕�ǇŽƵ�
ŚĂǀĞ�ŚŝƌĞĚ�ĂŶ�ĞǆƉĞƌŝĞŶĐĞĚ�ƐŬŝƉƉĞƌ�ĂŶĚ�ƚǁŽͲƉĞƌƐŽŶ�ĐƌĞǁ͘�
�
hŶĨŽƌƚƵŶĂƚĞůǇ�ŝŶ�ŵŝĚ��ƚůĂŶƚŝĐ�Ă�ĨŝĞƌĐĞ�ĨŝƌĞ�ďƌĞĂŬƐ�ŽƵƚ�ŝŶ�ƚŚĞ�ƐŚŝƉƐ�ŐĂůůĞǇ�ĂŶĚ�ƚŚĞ�
ƐŬŝƉƉĞƌ�ĂŶĚ�ĐƌĞǁ�ŚĂǀĞ�ďĞĞŶ�ůŽƐƚ�ǁŚŝůƐƚ�ƚƌǇŝŶŐ�ƚŽ�ĨŝŐŚƚ�ƚŚĞ�ďůĂǌĞ͘�DƵĐŚ�ŽĨ�ƚŚĞ�ǇĂĐŚƚ�ŝƐ�
ĚĞƐƚƌŽǇĞĚ�ĂŶĚ�ŝƐ�ƐůŽǁůǇ�ƐŝŶŬŝŶŐ͘�
�
zŽƵƌ�ůŽĐĂƚŝŽŶ�ŝƐ�ƵŶĐůĞĂƌ�ďĞĐĂƵƐĞ�ǀŝƚĂů�ŶĂǀŝŐĂƚŝŽŶĂů�ĂŶĚ�ƌĂĚŝŽ�ĞƋƵŝƉŵĞŶƚ�ŚĂǀĞ�ďĞĞŶ�
ĚĂŵĂŐĞĚ�ŝŶ�ƚŚĞ�ĨŝƌĞ͘�zŽƵƌ�ďĞƐƚ�ĞƐƚŝŵĂƚĞ�ŝƐ�ƚŚĂƚ�ǇŽƵ�ĂƌĞ�ŵĂŶǇ�ŚƵŶĚƌĞĚƐ�ŽĨ�ŵŝůĞƐ�ĨƌŽŵ�
ƚŚĞ�ŶĞĂƌĞƐƚ�ůĂŶĚĨĂůů͘��
�
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ƚŚĞ�ĨŝƌĞ͘�/Ŷ�ĂĚĚŝƚŝŽŶ͕�ǇŽƵ�ŚĂǀĞ�ƐĂůǀĂŐĞĚ�Ă�ĨŽƵƌ�ŵĂŶ�ƌƵďďĞƌ�ůŝĨĞ�ĐƌĂĨƚ�ĂŶĚ�Ă�ďŽǆ�ŽĨ�
ŵĂƚĐŚĞƐ͘�
�
zŽƵƌ�ƚĂƐŬ�ŝƐ�ƚŽ�ƌĂŶŬ�ƚŚĞ�ϭϱ�ŝƚĞŵƐ�ŝŶ�ƚĞƌŵƐ�ŽĨ�ƚŚĞŝƌ�ŝŵƉŽƌƚĂŶĐĞ�ĨŽƌ�ǇŽƵ͕�ĂƐ�ǇŽƵ�ǁĂŝƚ�ƚŽ�
ďĞ�ƌĞƐĐƵĞĚ͘�WůĂĐĞ�ƚŚĞ�ŶƵŵďĞƌ�ϭ�ďǇ�ƚŚĞ�ŵŽƐƚ�ŝŵƉŽƌƚĂŶƚ�ŝƚĞŵ͕�ƚŚĞ�ŶƵŵďĞƌ�Ϯ�ďǇ�ƚŚĞ�
ƐĞĐŽŶĚ�ŵŽƐƚ�ŝŵƉŽƌƚĂŶƚ�ĂŶĚ�ƐŽ�ĨŽƌƚŚ�ƵŶƚŝů�ǇŽƵ�ŚĂǀĞ�ƌĂŶŬĞĚ�Ăůů�ϭϱ�ŝƚĞŵƐ͘�
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�
�

ϯ�>ŽƐƚ�Ăƚ�^ĞĂ�

>ŽƐƚ�Ăƚ�^ĞĂ�ZĂŶŬŝŶŐ��ŚĂƌƚ�

/ƚĞŵƐ�
^ƚĞƉ�ϭ� ^ƚĞƉ�Ϯ� ^ƚĞƉ�ϯ� ^ƚĞƉ�ϰ� ^ƚĞƉ�ϱ�

zŽƵƌ�
ŝŶĚŝǀŝĚƵĂů�
ƌĂŶŬŝŶŐ�

zŽƵƌ�
ƚĞĂŵ�
ƌĂŶŬŝŶŐ�

�ŽĂƐƚ�
'ƵĂƌĚ�
ƌĂŶŬŝŶŐ�

�ŝĨĨĞƌĞŶĐĞ�
ďĞƚǁĞĞŶ�
^ƚĞƉ�ϭ�Θ�ϯ�

�ŝĨĨĞƌĞŶĐĞ�
ďĞƚǁĞĞŶ�
^ƚĞƉ�Ϯ�Θ�ϯ�

��ƐĞǆƚĂŶƚ� � � � � �

��ƐŚĂǀŝŶŐ�ŵŝƌƌŽƌ� � � � � �

��ƋƵĂŶƚŝƚǇ�ŽĨ�ŵŽƐƋƵŝƚŽ�
ŶĞƚƚŝŶŐ� � � � � �

��Ϯϱ�ůŝƚĞƌ�ĐŽŶƚĂŝŶĞƌ�ŽĨ�ǁĂƚĞƌ� � � � � �

��ĐĂƐĞ�ŽĨ�ĂƌŵǇ�ƌĂƚŝŽŶƐ� � � � � �

DĂƉƐ�ŽĨ�ƚŚĞ��ƚůĂŶƚŝĐ�KĐĞĂŶ� � � � � �

��ĨůŽĂƚŝŶŐ�ƐĞĂƚ�ĐƵƐŚŝŽŶ� � � � � �

��ϭϬ�ůŝƚĞƌ�ĐĂŶ�ŽĨ�ŽŝůͬƉĞƚƌŽů�
ŵŝǆƚƵƌĞ� � � � � �

��ƐŵĂůů�ƚƌĂŶƐŝƐƚŽƌ�ƌĂĚŝŽ� � � � � �

ϮϬ�ƐƋƵĂƌĞ�ĨĞĞƚ�ŽĨ�ŽƉĂƋƵĞ�
ƉůĂƐƚŝĐ�ƐŚĞĞƚŝŶŐ� � � � � �

��ĐĂŶ�ŽĨ�ƐŚĂƌŬ�ƌĞƉĞůůĞŶƚ� � � � � �

KŶĞ�ďŽƚƚůĞ�ŽĨ�ϭϲϬ�ƉƌŽŽĨ�ƌƵŵ� � � � � �

ϭϱ�ĨĞĞƚ�ŽĨ�ŶǇůŽŶ�ƌŽƉĞ� � � � � �

Ϯ�ďŽǆĞƐ�ŽĨ�ĐŚŽĐŽůĂƚĞ�ďĂƌƐ� � � � � �

�Ŷ�ŽĐĞĂŶ�ĨŝƐŚŝŶŐ�Ŭŝƚ�Θ�ƉŽůĞ� � � � � �

� � � dŽƚĂůƐ� zŽƵƌ�
ƐĐŽƌĞ�

dĞĂŵ�
ƐĐŽƌĞ�

�
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Discussion Questions
 
 

1.    How were decisions made?

2.    Who influenced the decisions and how?

3.    How could better decisions have been made?

4.    Did people listen to each other?  If not, why not?

5.    What roles did group members adopt?

6.    How was conflict managed?

7.    What kinds of behavior helped or hindered the group?

8.    How did people feel about the decisions?

9.    How satisfied was each person with the decision?  
       (Rate your satisfaction from 1-completely unsatisfied to 10-completely satisfied)  
       Go around the group and obtain a group average.

My rating:    _______ Group Average _______

10.  How would you do the activity differently if you were asked to do it again?

11.  Compare individual and group performances.  Why do you think it turned out this way?
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