Timeline
Workshop Timeline:

Every workshop will follow approximately this time line:

Begin:

Shaping: What’s working and what do you need help with?
Commitments Debrief their commitments - -Keep it brief.

Commitments to the workshop (i.e. data collection, Business Analysis, cell phone etc.
Material to be presented
Commitments for next session

End

Coaching Timeline:  (yellow = Coaching session an DVD)
	Wk
	Coaching
For Agents 
	Recruiting
For Managers
	Need on DVD

	-1
	Invitations go out to the appropriate agents for Transaction Group
	Install and learn Real Data Strategies database system,

Collect the agents appropriate for recruiting
	Trainer: Instructions in Work Book

	0
	Orientation – 1½ - 2 hours
(On DVD) Interactive with Manager and DVD
Who wants to commit?

Make appointments with the ones who say yes.

Invite them to second interview.
	Phone Call to Coach

Have meetings with candidates. 

Select the group.  
  (More than # needed.)
Go over the needed commitments to time. 

Do RDS data for selected agents
	Trainer:

Either use the DVD or do it live.

Orientation on DVD for use by Manager.


	1
	Coaching Workshop 1 – 1 to 2 hrs
Commitment to coaching series.

Everyone commits to the timeline.

Foundation for group

Hand out Business Analysis
Commitments to collecting the data
	Phone Call  to coach

Have prepared Business Analysis sheets for Selected Agents to be used at SELL with their permission
	Trainer instructions on foundation. 

Agent:
Foundation

License

This is Your Training

	2
	SELL I and II

Hold Agents accountable for supplying data on Transactions.
	Attends SELL

Meeting with QMS Coach.
Recruiting scripts Practice

Review doing Business Analysis for recruiting.
	

	3
	SELL III  

Sample Business Analysis for 2-3 people at training

Demo #/Source, income/Source, Volume/Source
	Attends SELL

Meeting with Trainer

Starts Making Coffee meetings with Trainer
	


	4
	Coaching Workshop 2 – 2 hours
Manager does analysis on people who were not done at SELL

Get commitment to collect SOI/Past Clients/leads names, email, address, phone, etc data

Commitments to the Time management learned in SELL.
	Phone call to coach re recruiting calls made.
Review using RDS data and Business Analysis for recruiting.
	Trainer: instructions on doing the Analysis

What the Analysis means 

Agents: What it means to you

What to look for.

Excel spreadsheets



	5
	Scientific Marketing

Use the Business Analysis data generated
	Meeting with Trainer

Debrief Coffee meetings
Look over Business Analysis for recruiting for prospects.

Review scripts.
	

	6
	Coaching Workshop 3 – 2 hours
Generate Business Plan for each person. Based on Scientific marketing and Business analysis.
Get commitment to bring client information, including contact and address.


	Phone call to coach
	Trainer:  instructions
How to generate the business plan.

How to ask for the right commitments
Agents: Review the protocols for Jelly Bean Jar
Introduce IMS system

	7
	Coaching Workshop 4 – 2 hours
Making Data Meaningful

Get the data into a format so that it can be sent, contacted, etc.

Introduce Impact Marketing function…Website

Commitment to data in place by next session.

Bring cell phone and data to next session.
	Phone Call to coach
	Trainer: Using IMS

Agents: Review of Scientific Marketing principles for Veterans.



	8
	Coaching Workshop 5 – 2 hours
Scripts Practice and memorization

Schedule a call night.  Get Commitments to attendance.
Review of S. M.: Red vs Green, protocols, using it in Business Plan. 
Commitment to a number of calls to Jelly Bean Jar for permission.

-Or (if not enough JB)

Add 10 to JBJ /call what there is.
Commitments to BP actions.
	Phone call to coach
	Trainer: Further review of Scientific Marketing for use by veterans
What kinds of commitments you are looking for.
Agents: Further review



	9
	Coaching Workshop 6 – 1 hours
Accountability for calls made and JB added

Pin Analysis for past weeks
	Phone call to coach
	Trainer: Review accountability language

Agents: Review PIN
Prioritizing vs. AND thinking.

	11
	Committing Communications™

Probing/Consultation Training (3 days)

	Meet with coach
	

	12
	Coaching Workshop 7 -  1 hour

Wrap up
Discussion about changes

Team up with partner.
	Phone call to coach
	Trainer: creating closure, wrap up, inspiration.
Partnerships in accountability

Get referrals to OB agents for office


