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Use this worksheet to develop and

CRITICAL THINK TIME WORKSHEET enccute new ideas that can lead to

substantial growth in your business.

SESSION TITLE (OPTIONAL): |A better process for prospecting

Use your critical think time to process a new business idea that can lead to substantial growth. What will be the end

result or benefit? Consider what you will Start / Stop / Continue.

Start: Knowing where | stand on my prospecting numbers every day. This is simple, but not something | am consistently
doing.

Stop: Winging it in meetings! Use an agenda and a list of names to feed.

Continue: Using my language consistently. | feel good about it and it works well when | use it!

COMMIT to what you will APPLY in your practice based on this new idea.
Think through the WHAT, the HOW and the WHO of its implementation.

Knowing My Numbers:
Need to share my numbers with my team and ask for their help in keepi
my office to ask me each morning where | stand on my prospecting nu

ry day. Ask the guys in

this top-of-

Agenda & Feed List:
Need Lynn's help to build a system where every meeting has a's 2 at is prepared and reviewed 48 hrs
in advance of the meeting. | need to identify which meetings :
weekly basis.

Capture what you will share with your team at your next te
- How do these changes benefit the practice?
-What's in it for them?

Lynn and Ann know our goals for the year a that we can't achieve them unless | consistently get more
and better referrals. They are motivated towa overall production goals - however, | will add a weekly incentive for
having agendas and feed lists prepar

How will we communicate,on gular basis to ensure we are making sustainable changes?

Need to add this as a standing item for our weekly staff meeting. Lynn may have other ideas on how to keep us
accountable.

Parking Lot
You may want to keep
a list of “parking lot”
items — questions
or ideas that come
to mind during your
Think Time, but that
you are not ready or
\% able to address in the

i . moment.
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Look into a monthly service where your feed lists are prepared for you. Cost/benefits? This would
create leverage for Ann.
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	Session Title: A better process for prospecting
	Question 1: Start: Knowing where I stand on my prospecting numbers every day. This is simple, but not something I am consistently doing.

Stop: Winging it in meetings! Use an agenda and a list of names to feed. 

Continue: Using my language consistently. I feel good about it and it works well when I use it!
	Question 2: Knowing My Numbers: 
Need to share my numbers with my team and ask for their help in keeping this top-of-mind every day. Ask the guys in my office to ask me each morning where I stand on my prospecting numbers.

Agenda & Feed List:
Need Lynn's help to build a system where every meeting has a standard agenda that is prepared and reviewed 48 hrs in advance of the meeting. I need to identify which meetings I want a feed list for and then get Ann to run these on a weekly basis. 
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