SCC Teleconference - June 2008

I.  Introduction of The Go-Giver, by Bob Burg

Many may be familiar with Who Moved My Cheese, which addressed the need to move with the change in the marketplace, The Go-Giver addresses the pursuit of business success in a parable form.  The Go-Giver tells the story of an ambitious young man named Joe who yearns for success.  Joe is s true go-getter, thought sometimes he feels as if the harder and faster he works, the further away his goals seem to be.  And so one day, desperate to land a key sale at the end of a bad quarter, he seeks advice from the enigmatic Pindar, a legendary consultant referred to by his many devotees simply as the Chairman.

Over the next week, Pindar introduces Joe to a series of “go-givers”: a restauranteur, a CEO, a financial advisor, a real estate broker, and the “Connector,” who brought them all together.  Pindar’s friends share with Joe the Five Laws of Stratospheric Success and teach him how to open himself up to the power of giving.  Joe learns that changing his focus from getting to giving – putting others’ interests first and continually adding value to their lives – ultimately leads to unexpected returns.
As SCCs, we already do many of these without realizing what we are doing, but I felt that by learning more – even identifying what we do – we can more conscientiously apply the laws.
Joe first meets Ernesto – used to have a hot dog stand, but is now a millionaire with a string of restaurants and real estate holdings.  How did he do it?  He made having a hot dog a dining experience, by remembering customers’ names, kids, birthdays, special events.  He provided a higher quality experience than money customers were spending.

Not – “exceed people’s expectations and they will pay you more”…rather give more because you love to give, and the results will come later.  (Christian perspective)

1. The Law of Value

 “Your true worth is determined by how much more you give in value than you take in payment.”

As SCCs we provide a valuable service in making ourselves available to customers both in booth and year ‘round.  My plan is to also offer resources to my customers to help them in their endeavors – I have used info gleaned from the Judy and Jill’s teleconference and Lynn’s workshop to write an article that I will send to first-time Core purchasers with a personal thank you.  
The next day Joe meets the CEO of Learning Systems for Children – a woman who started off as a school teacher who felt stifled by the materials they used so she developed her own materials, but then realized that in the classroom she was limited in the number of children she could reach.  However, through her company, she could impact millions of children and adults.

2.  The Law of Compensation
“Your income is determined by how many people you serve and how well you serve them.”

If you want more success, find a way to impact more lives.

Expand the number of events you attend (even if not sponsored), talk to local support groups, start a website (Prof Teaches program will help), numerous ways to expand your influence

Karla shared about blogging – some post diary-style, some post by meme (theme) and linking to other sites.  Blog doesn’t necessarily need to be exclusive to homeschooling but can put affiliate links on blog spot, gives networking opportunity [promote referrals – we all need to work at this, give extra catalogs]

On the third day, Joe met Sam Rosen who had been a poor insurance salesman until he figured out that through networking he could create an abundance of people who cared about his success.  How/why?  Because he quit keeping score and started putting other’s interests first.

3.  The Law of Influence
“Your influence is determined by how abundantly you place other people’s interests first.” Putting other people’s interests first creates influence -- Givers attract like magnets.

Don’t come in with the sale as the first priority, don’t view booth visitors with $ signs on them – be realistic about their needs…get to know a bit about them, offer the Newcomer pkg or customized pkg; by recommending delaying purchasing of electives, not changing a Math program than is working for them, simplifying their approach by combining children – 

you demonstrate that you are on their side as opposed to pushing for a large sale.
Joe’s next encounter was with Debra Daniel, a single mom who was struggling as a realtor until she finally discovered that being a polished sales person isn’t the answer, she needed to add value for each of her customers and the greatest value she could offer was herself – caring, making people feel good about themselves, the personal contact is vital in this info-age


4.  The Law of Authenticity (this is where we already shine)
“The most valuable gift you have to offer is yourself.”

You are the most important commodity you have to offer – you are or have been in the trenches right along with the customers, you understand their struggles, you can show them that it can all work out …
Lastly, Joe was challenged by Pindar to recognize the necessity of receiving – virtually everything in our universe demonstrates giving/receiving:  inhale/exhale, heart relaxed/contracted … for every action, there is a reaction … Pindar called it 


5.  The Law of Receptivity
“The key to effective giving is to stay open to receiving.”

(An illustration not included in the book but that can help clarify could be the Sea of Galilee vs the Dead Sea … the Dead Sea supports no life because it only has an inflow, the only exit for the water is through evaporation, so it is stagnant; whereas, the Sea of Galilee is teaming with life because the water stays fresh with inflow and outflow.)
An excerpt from book:

“A horse!”

Pindar turned and looked at him quizzically.

“A horse,” Joe repeated.  “To water.  You can lead a horse to water…”

Pindar cocked his head and waited.

“…but you can’t force him to take the water you offer.  That’s the last law, isn’t it?  Receiving?  Choosing to receive?” ....
Joe’s thoughts started coming in a rush.

“All the giving in the world won’t bring success, won’t create the results you want, unless you also make yourself willing and able to receive in like measure.  Because if you don’t let yourself receive, you’re refusing the gifts of others – and you shut down the flow… human beings are born with appetite, nothing is more naturally geared toward being receptive than a baby, and if the secret of staying young, vibrant and vital throughout life is to hang onto those most precious characteristics we all have as children but which get drummed out of us—like having big dreams, being curious, and believing in yourself—then one of those characteristics is being open to receiving, being hungry to receive … in fact, all those things I just mentioned – having big dreams and being curious and believing in ourselves – those are all aspects of being receptive, they’re all the same thing as being receptive …. So the secret to success,” Joe went on, “to gaining it, to having it, is give, give, give.  The secret to getting is giving.  And the secret to giving is making yourself open to receiving.”

In the context of what we do as SCCs … how can we apply these Laws to expand our success?
Listen first!  Offering a listening ear first and foremost – might get ideas for SL, might learn info that can equip you to answer someone else’s question
The Law of Value –

“Your true worth is determined by how much more you give in value than you take in payment.”

a. Expand value in the booth – adding teen assistants (we give our teens value in their eyes), offer phone consult appts for after convention (how does this get scheduled)
b. In contacts with customers – notes w/ tips and encouragement, in information you provide

c. Develop a Wiki resource where we can share pieces that we can offer to customers – post what we have developed for others to draw from in exchange for what they have developed – build loyalty in our customers by providing further personalized resources

d. Lynn’s workshops each summer – those with questions, those getting started, planning/choosing

e. Faye – shared how she got started in homeschooling as well as what she heard from others
f. Heidi – Sonlight family fellowship, support group for SL users w/ monthly Mom’s meeting & kid’s activities
The Law of Compensation – 

“Your income is determined by how many people you serve and how well you serve them.”

a. Expand the number of people you are reaching … new conventions, local support group workshops, MOPS groups [location resources], personal website/internet advertising
b. Working with homeschool stores – provide input/feedback on used materials, be a resource person to them, offer workshops, suggest Affiliate program for their website

c. Keep in mind that people will do business with and refer business to those people they know, like and trust … your interaction with people builds trust, ask for referrals

d. In the booth it’s not just about getting catalog in customer’s hands, but also looking them in the eye and letting them know that you care.

e. Personal letters (1/2 page) in catalogs seem to draw more responses from customers, especially those who were getting catalogs through friends or support groups

The Law of Influence – 

“Your influence is determined by how abundantly you place other people’s interests first.”
a. Seek to increase customer’s success, assist customers in use of the programs

b. When you meet someone who may be a potential customer, don’t start off presenting what you offer, instead ask how you might assist them – if they are self-employed ask for a card so that you can refer others to their business

The Law of Authenticity – 

“The most valuable gift you have to offer is yourself.”

We have a head start here … We are homeschool moms, already a product of our product

When someone asks if we have ___ to show in the booth and we don’t, turn it positively 
by saying “what I display is what I own and have used” … lends authenticity

The Law of Receptivity – 

“The key to effective giving is to stay open to receiving.”

A little harder to grasp this concept … like understanding theme in lit analysis
“You don’t get what you want, rather you get what you expect” … how do we respond to the comments about the price of Sonlight? Don’t be apologetic but instead confidently show them the value offered, share L2L and speed of shipment out of warehouse, compare to private school tuition
“what you focus on is what you  get – ‘go looking for trouble and that’s what you’ll find’ – ultimately, the world treats you more or less the way you expect to be treated.”

How do we better convey that we get paid only commissions? …

I don’t have everything to display:  I brought a sampling of what I use, these are books that I have used and felt people would be interested in seeing (demonstrate authenticity again)
Sign contact cards:  in additional to drawing entry, we work purely on commission basis and this information helps to ensure that when you purchase from SL we receive commission
When people gush about what you mean to them, suggest that they let SL know what a difference the SCCs representing SL in the convention booth make

