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An Appointment
You Shouldn’t Miss
Thirty minutes to change your life
Editor’s Note: In this column space of Vet-Advantage, we will give you insight into both basic and advanced tactical selling
techniques that will help you serve customers better than ever before. But let us preface this with a warning. The material in
these articles is not for salespeople who are not ready to push themselves harder than ever before. It is for the professional
who seeks constant improvement, fresh ways to serve customers, and constant learners who are never satisfied with being
average. If this is you, it’s great to have you on board. Now let’s get to work!

W

ell, 2011 is here and we are about
to see some of the biggest changes in medicine in decades. While
you don’t control what happens in the marketplace you serve, you do have control over
one thing … you. But you should know, the
way you serve customers can not stay the
same. While the healthcare system is overhauled, you too need to consider an overhaul.
This isn’t to say that you are flawed, it just
says that in business there is no stagnation.
Individuals and companies are either improving or getting worse. Which do you choose?
There are two ways people look at
change. Top performers love it, because they
know that their average or below-average
competition can’t keep up. It is a barrier that
separates them from the pack. So let’s look
at the attitude that fuels each.
The below-average performer sees change
in this way:
• Change slows me down.
• Change lengthens my workday.
• Change creates useless work.
• Change is something others
try to MAKE me do.
• Change creates stress.

Top performers view it this way:
• Change makes me faster.
• Change will save me time.
• Change will make me more
efficient and profitable.
• Change is something I will initiate.
• Change creates excitement.
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Think of
history’s
greatest
leaders.
They
became
famous
because
they decided
to change
something.

Read that list again and ask yourself
which list best describes you. If you chose the
second list, congratulations! You are ready to
make 2011 the year you look back on as the
one that made you famous in your company
and industry.

Making your lists
Now that you have the right attitude, what
can you do to initiate change within your
sales territory or company? Let’s start with
the following exercise:
• Grab your calendar, find a day in your office
and mark your calendar with an appointment labeled CHANGE 2011.
• Make the appointment 30 minutes long.
• On appointment day, set an alarm for
exactly 30 minutes.
• Make two lists, one professional
and one personal.

• S tart the timer and take 15 minutes to write down everything you want to see changed in your professional life.
Keep your mind positive. “I want to change my freaking
boss” is not a good one to put on the
list, for instance. Better examples might
be, “I want to change what time I wake
up in the morning. I want to change
how much time I spend learning that
new CRM my company invested in.”
• Write down as many changes
you can for 15 minutes.
• Next, make your personal list. Again,
spend 15 minutes writing down as
much as you can.
• Dream big. Nothing should be
left off the list.
• Your two lists should contain at least 25 changes each.

Your next task is to walk away from your computer or notepad for 30 minutes. When you come back, take a look at your
two lists and pick five “changes” from each list that, if you make
happen, will have a substantial impact on your
life in 2011. Next, take your 10 “changes” and
put them on one sheet of paper. Print that sheet
out and post it somewhere in your office so you
must view it every day. Another idea is to save it
as your screen saver so every time you fire up
that computer, you will be reminded yet again.
Once you become proactively open to
change, and others see it, they will begin following you. Don’t believe it? Think of history’s
greatest leaders. They became famous because they decided to change something. In
addition, almost all of them became famous when times were
tough. Well here’s the good news … times are tough. So all
you need to do is decide to be a leader who finds something
that needs to be changed ... and go change it. But remember,
change should start with 30 minutes, a closed door, and a
commitment to take time the time to first change perhaps the
only thing in life that you control. And that’s you!

You will notice
that the more
you write, the
wilder and
more creative
your ideas
become.

While writing, don’t stop to think about what you just
wrote. Get out of your brain’s way and go as fast as you can.
You will notice that the more you write, the wilder and more
creative your ideas become.
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