It’s Just Training.

Training, training, and training – everyone wants more training.  Let’s talk about….you guessed it, training. 

Sure, new agents want to join a reputable company and have the best sales tools to support them in their new endeavor, but.. the most important piece is training.  So we sign them up, put them under a waterfall and tell them to drink.  This would be the ever so popular “2 week training program”.  Then, we’re surprised a few months later….they aren’t making it in the business.  Why?  It’s just training. 

You’ve heard the famous line,  “If I can get just “one tip” at this seminar, it will be worth it”.  After the fact, what percentage of agents attending the seminar actually put that “one tip” into action?  I think you know the answer.

The challenge with agents is not training - it’s getting agents to take the action steps from the training.  Where is the training to “take action”?  Well, Tony Robbins has the training, but he’s not stopping by the office any time soon.  Here’s what happens.  Go to the training, get all excited, tell everyone everything that you’re going to do and then….get right back on the treadmill of unconsciousness and all the old habits.  What’s the result?  No action.
So now what?  

Action only takes place when there is tension - I don’t mean stress, I mean tension; a specific, measurable and actionable commitment with a “by when” date of delivery.    How are you challenging your agents?  How are you inspiring your agents to take action?  Are you coaching your agents?  Here is the critical question……WHAT KIND OF ACCOUNTABILITY SYSTEM DO YOU HAVE IN PLACE WITH YOUR AGENTS? 

The Agents Have Spoken
The agents have spoken and here’s what they are saying…. “We want coaching and accountability”.  How do I know?  Take a look, how many of your agents are currently being coached by someone other than yourself?

The Experienced Agent

Don’t kid yourself, they want training too.  Top-producers are flocking to coaching programs because of the missing “ingredients” that all human beings need to experience, growth and accountability.  Why aren’t you holding agents accountable?  The answer many times lies in the mirror… you don’t like to be held accountable so how can you hold someone else accountable? 

Look within and discover what it is about accountability that doesn’t feel good to you.  Break through that barrier, hold your agents accountable, create healthy tension in your environment and watch your agents experience unprecedented growth.  Serve your agents by holding them accountable.  

Remember, without accountability, “It’s Just Training”. 
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