
Date of Training:  ____________________ 

Lesson Category:  Fundamentals of Selling

Lesson Title:  The Top 10 Mistakes Recruiters Make With IMPACT 

Student Materials/Activities:
1. Students were instructed to listen to the audio “The Top 10 Mistakes Recruiters Make With IMPACT.”
2. Students were instructed to complete the Sales Success Worksheet.

Learning Objectives:
1. To learn about the 10 most common mistakes recruiters make regarding the IMPACT Selling System.
2. To have each student select the three mistakes (from the list of 10) that they are most often guilty of doing.
3. To have each student identify why those three mistakes are problems for them.
4. To have each student identify strategies they can use to help them avoid those problems in the future.

Lesson Outline: 
1. Identify and discuss the top 10 mistakes recruiters make with IMPACT that are mentioned in the audio.

a. Number 1:  Lack of pre-call planning – Recruiters rely on experience alone, instead of pre-preparing questions.  And they may
forget to inquire about changes in the applicant’s personal life or eligibility.

b. Number 2:  Failure to prospect – Recruiters may rely on temporary conditions such as Force Shaping, a bad economy, GRAP
referrals or a target-rich environment to carry them through.  Their prospecting efforts become reactive instead of proactive.

c. Number 3:  Dominating the conversation – The recruiter ends up doing most of the talking, in the form of telling, rather than
let the lead or applicant do most of the talking in response to questions from the recruiter.

d. Number 4:  The recruiter asks questions but answers the question himself or herself – Rather than accept a few moments of
silence while the lead or applicant thinks over their response, the recruiter answers for the other person.  And sometimes the
recruiter provides the wrong answer.

e. Number 5:  Failure to ask 3-deep questions – The recruiter asks some questions, but doesn’t dig deeper into the issue by
following-up with additional questions on the same subject.

f. Number 6:  Not asking enough questions – The recruiter asks only enough questions to uncover one or two needs (stars)
before trying to close the sale, instead of digging to uncover three to five needs (stars).  As a result, they cannot build enough value
for the applicant to take action.

g. Number 7:  Targeting solutions far off-target from the problem – When the recruiter doesn’t dig deep enough to uncover the
real problems, and when they don’t have enough product knowledge to recommend the right solution, they cannot deliver the
correct “personalized” solution.

h. Number 8:  Failing to use the Convince Step itself – After delivering a solution that appears to make the applicant happy, the
recruiter wrongly assumes the applicant is convinced and ready to commit.  Consequently, they don’t think it’s necessary to
“prove” their claims, and they end up running the risk of losing the applicant to “buyer’s remorse.”

i. Number 9:  Not having the courage to ask the applicant to take action – The recruiter either believes the applicant will “ask” to
join if they like the recommendation, or the fear of rejection or concern on the part of the recruiter over the length of the
commitment prevents the recruiter from asking the applicant to take the next step. 

j. Number 10:  Failure to use the IMPACT Selling System in the first place – The recruiter either fails to learn the system, or
they simply choose to ignore it and “wing it” instead.  As a result, they repeat the same mistakes over and over again.

2. Using the Sales Success Worksheet, participants were asked to identify the three mistakes they are guilty of doing most often.

3. Using the Sales Success Worksheet, participants were asked to explain why these particular issues were problems for them.

4. Using the Sales Success Worksheet, participants were asked to identify strategies they could employ to avoid these problems in
the future.
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