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1. Answer the following questions honestly.
1. Do you always hit quota?
2. Do you always win contests at work?
3. Do you achieve every sales goal?
4. Are you in the top 10% of your company’s sales force?
If you answered ‘yes’ to at least three of four questions, you’re a benefit-seeker.
If you answered ‘no’ to more than one, you’re a consequence-avoider.

2. What is your 90-day sales goal? Be specific. For Example: I will sell $12,000 by   
    October 31st.
________________________________________________________________
________________________________________________________________

3. What is your reward for achieving it? Be realistic and make it something you really, really want! For example: I will get the HDTV I want.
________________________________________________________________
________________________________________________________________

4. What penalty will you impose on yourself if you miss your goal? Be tough on yourself. Think about what you would really miss if you had to give it up until you made your next 90-day goal. 
________________________________________________________________
________________________________________________________________

5. Share the reward and penalty with your sales manager, spouse and at least one 
    other person. This will help you be accountable to yourself and get the job done. 
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