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That is atleast how the old saying goes.   It
applies to everything from how to have
great Agent Sales Meetings to Zoom calls.
That is evidenced by the fact that 6 months
ago “you are on mute” likely only had 2
meme’s that were each shared only 4 times
on the entire internet and now you are hard
pressed to �nd a Facebook account that
does not have that on their timeline
somewhere due to Zoom, COVID19, and
social distancing! Zoom is not a hard
platform to work on and has been a life
saver but again, so many things are “easier
said than done”! So what is the key to
making things like recruiting that are
inherently complex more simple to get done
day after day? Among many things,
consistency is at the top of the list. Here are
a few guidelines for making consistency
easier in your recruiting e�orts.

EASIER SAID THAN
DONE

Know what your focus
is before you start and

then …….stick to it.

It is extremely hard to do the same thing
over and over if you are not clear on what
the same thing is! As an example, in our
group coaching sessions we discuss making
sure our members know how to deal with
missed appointments. If your sta� has a
protocol of what to do when you have a “no
show” and does it EVERYTIME you have a
“no show” you will hire more agents. Why,
because there is not just one reason why
agents miss their appointments. When they
see that you care about their WHY and that
you are a professional about how you deal
with issues that come up you will attract
talent that appreciates those traits and will
want to grow their business in partnership
with that type of leader.



You must have a
system.

Having a systems does not mean you are not
�exible and it does not mean that things do
not change. It means there is a reason
behind the changes that are made. That
reason for change should have reliable data
to back it up which means it must have
been collected the same way over and over.
The sure way to do that is by having a
system to create data receiving
opportunities and then a system to track
the results of it. An example of that would
be a franchise system that o�ers not only a
system for sending out month newsletters
but that also tracks the monthly and
aggregates the campaign results of
deliveries, unsubscribes, bounces, and click-
thrus. That way 6 months later you can look
back and see if your “monthly pie recipe”
recruiting plan is getting you more tra�c,
the same amount, or less. Hint – the pie
recipe recruiting plan is failing. I am pretty
sure of that WITHOUT that data!

"Put a good person in a
bad system and the

bad system wins every
time!"

W. Edwards Deming



You cannot read a good business book with
out there being some passage or chapter
about businesses not succeeding without
the “ability to accept change”. The reason
why as we all know it’s true due to the
inevitability of change. So we need to
embrace change and that is not just a
business cliché’ but it is a foundational
principle. If we know that change is eminent
they only way that can be proven if there is
a change from the constant, expected, or
predictable. So for you to truly know what
change looks like and when it is happening
you must �rst know what is normal. What is
expected to happen, what is predictable?

An example in recruiting would look like the
following. If I make 40 calls to experienced
agents using the same script I could get one
appointment on the initial calls and if I
continue to call the same 40 once a week
for 8 weeks I would get 6 more
appointments all leading to 3 hires. If you
know that, if you expect that, if you can
predict those results, and then it changes
you have solid data of what type of
adjustments you need to make to ensure
that the change are in the right direction

Embrace predictability

Maybe it’s just your script or someone in
your market started using that same script!
Maybe you did not have anyone being
aggressive in your market and now you do.
All of these things will help you understand
what change needs to be made because you
had predictable results and now you are not
getting those results. Change is happening
but because you embraced predictability
you know that it is happening and likely
have a great understanding of why it’s
happening.



The reason why these three are especially
important when creating consistency in your
business is because together they will create

habits and rituals that will become part of your
overall company culture.  When you can

implement these into your business the staff and
agents will want to be part of the structure that

spins off results that they get recognition for
accomplishing.  All of that leads to a culture of

growth that is fueled by consistency.  It is win/win
for everyone involved and grows your of�ce while it

grows you culture. 
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