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TOUGH TIMES ARE GOOD!






TOUGH TIMES ARE'GOOD!



s1
TOUGH TIMES ARE RELATIVE



TOUGH TIMES ARE RELATIVE
TO YOUR OWN EXPERIENCES

Not the experiences of others!!!



YOU NEVER KNOW HOW STRONG YOU ARE UNTIL
BEING STRONG IS YOUR ONLY OPTION.
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TOUGH TIMES IMPACT DECISION MAKING
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FOCUS ON
WHAT YOU
HI (]




INTERNALZEXTERNAI

What is your locus of cofpirol? |



Everything can be taken from a man
but one thing: the last of human
freedoms - to choose one's attitude
in any given set of circumstances, to
choose one's own way.

— (fiktor & Frankl —

AZ QUOTES
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WHAT YOU
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POLLING QUESTION



BUILDING MENTAL
STRENGTH




OVERCOMING MENTAL
HURDLES




LOOK AT THE FACTS




MINIMIZE DON’T MAGNIFY



 ‘







BUILDING MENTAL STRENGTH
BEGINS WITH ATTITUDE




POLLING QUESTION



BUILDING MENTAL
STRENGTH

What is your first response to adversity?







MONITOR YOUR
SELF-TALK




BUILDING MENTAL
STRENGTH

How are you focusing
your attention?




BUILDING MENTAL
STRENGTH

How are you

expressing gratitude?




GRATITUDE BY THE NUMBERS

23% lower 50%
cortisol Increase In
levels activity



BUILD A POSITIVE PERIMETER



DALY MEeNTAL FLEXC

WEEKLY Focus:

SELLING THROUGH
f TOUGHTIMES —

TOUGHTIMER.COM

Exercise 1

GRATITUDE

List balow; then
journal a halfpage on
wihat you are
thanktul far. if

gratitude sy
focal exercis
a full page.

Exercise &

PRUNING AND
PLANTING
List one way you will
prune negat f'-'it_'l." or
plant posithvity. IF this
is your Mcus éxercisa,

then st two ways.

Exercise 2

CONTIMUOUS
IMPROVEMENT

MNote balow a
I:Erl't[lr'lul:'lJS.-H'r‘lpl'I:r'-.l'E
ment activity, then
spend 15 minutes on
this actvity. if
CONtINUDUS
Improvement is ywour
weekly focus, spend
30 minutes.

Exercise 5

POSITIVE
REFRAMING

Think of something
negative that
happened today, and
finda p
outcoma resulting
Fram this ne
avent. If this is your
 Tacus, think of
two evients, List
below,

Exercise 3

DISCIPLINE

Complete a task that
yvau don't feel like
completing. If
discipline = your
weelkly focus, then
complete bwo tasks
that vou don't fee]
like completing. List
[=T=3[=1T Y

Exercise &

REDUCING
FRICTION

Complete one
activity to
make tamorrow's
goals gasier to
schiewe, T this is your
weekly focus,
complate two
hes. List below,
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“I REALLY BELIEVE WHEN 2020
GETS HERE WE'RE GONNA
LOOK BACK AND THIS IS
GONNA HAVE BEEN THE BEST
DECADE IN CLEMSON
FOOTBALL HISTORY. THAT'S
WHAT | BELIEVE. “




LEADING THROUGH TOUGH TIMES

“It is principles, and everlastingly principles, not
data, not facts, not helpful hints, but principles
which the rising generation requires if it is to find
its way through the mazes of tomorrow.”

Robert Hutchins, President of Yale University



TOUGH TIMES LEADERSHIP
PRINCIPLES

Put others first

You get what you expect

You set the tone






!

YOU GET WHAT YOU EXPECT



YOU




TRANSLATE THESE PRINCIPLES INTO DAILY ACTION

- -




MERCHANT OF HOPE



GET IN THE FIELD
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ACCEPT PROGRESS AND CELEBRATE SUCCESS

—q' u
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SEEK YOUR TEAM'S




CHALLENGE
YOUR TEAM
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PRUNE NEGATIVITY




POLLING QUESTION
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Paul REI"Y n Tom Reilly Training

Amazon #1 Bestseller Value-Added Selling & Selling Through
Tough Times | Professional Speaker | Host of The Q and A Sales
Podcast downloaded in 78+ countries | Sales trainer helping you

sell more profitably

psed  Webster University



THE =
QANDA SALI
&SPODCAST

ABOUT

PODCASTS DOWNLOADS PAUL'S KEYNOTES

www.TheQandAsalespodcast.com

THE Q AND A SALES PODCAST

wih PAUL REILLY

Salespeople constantly have questions running through their minds, and

the purpose of this podcast is to answer those questions.

¢» LISTEN NOW

.' APPLE

'
l!!il GOOGLE

LISTEN ON

e SPOTIFY

CONTACT

ASK A QUESTION
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