
 

 

Question 1: Green Circle – Business Focus 
Q1_1 How’s business Trevor? 
Q1_2 Trevor my first question is about that old favourite, the bottom line, how are your figures this quarter? 
Q1_3 I’ve got the figures here. Tell me how you fit into the team’s current performance? 
Q1_4 Cut to the chase, bottom line, how are you doing? 
Q1_5 How would you describe your performance Trevor? 
 

Trevor on his performance 

A1_1_1 
I’ve already beaten my target to 
be fair so that’s that isn’t it. Do it 
every year mate. Year in, year 
out. I know how to do it. Look, if 
you get your figures in then that’s 
all they care about. They talk 
about other stuff but that’s 
because they’re made to. I blame 
HR and the training department 
myself. It’s just a load of guff. 
(looks around and sounds 
disinterested – yet obviously 
successful and confident) 

Cynic Top Performer 

A1_2_2 
In answer to your question it’s 
going great. Well, you’ve got the 
figures there, check it out. I’m in 
the top 10%, so I’m feeling good 
about that. Really good. Because 
this is as good as it gets isn’t it – 
and this is what I’ve been working 
towards for ages. 
(looks and sounds confident) 

 A1_1_2 
I’ll just meet my target yet again. 
Not the best attitude I know but 
it’s the figures they really worry 
about at the end of the day. I’ve 
done enough to make sure they’re 
off my back until the end of the 
year and then it all starts again 
doesn’t it? Luckily, being a bit 
more experienced I could fall back 
on some of the old sales patter 
you know – tried and tested. 
(looks and sounds confident with 
elements of shifty unease) 

A1_2_1 
Well I’m doing ok at the moment. 
Moving in the right direction. I 
meet my target pretty much. 
Some business takes a while to 
come through, it’s a long term 
thing you know. I run a good, solid 
sales track and it seems to work. 
Well you can see that. 
(looks and sounds confident) 

 

A1_3_1 
Figures aren’t everything. I’m 
doing okay – keep my nose clean 
you know. 
(Further questions uncover he is 
60% of target) 
Yeah, yeah – it’s always like it 
isn’t it. In fact anything over about 
75% and they let you off. But, 
shhhh, really you see I’m not into 
this. I want to get into private 
banking. 
(cavalier attitude) 

Passenger Try Hard 

 

A1_3_2 
We’re not supposed to discuss 
figures you know. You shouldn’t 
ask about those. Who are you guys 
anyway? 
(Further questions uncover he is 
50% of target) 
Let’s talk about something else. 
Like I say this is confidential. And 
it’s a tough market out there. So 
it’s nothing to do with me anyway. 
You should speak to someone at 
head office really. 
(looks like he wants to get out of 
the spotlight, reluctant to answer 
questions, hesitant) 

 A1_4_1 
Yep. I’m out there every single 
day, chasing down the business. 
Yet again. I got quite a way to go 
yet to close the gap, but I guess if 
I keep on getting out there I’ll be 
alright in the end. 
(Further questions uncover he is 
75% of target) 
Well I know. Last time I was 
observed I had a few things I 
needed to change. Quite a few 
things actually. 
(looks slightly exasperated and 
tired)(danger of becoming 
passenger) 

A1_4_2 
Yep. I’m out there every single 
day, chasing down the business. I 
got quite a way to go yet to close 
the gap, but I don’t mind putting 
in the hours you know. 
(Further questions uncover he is 
75% of target) 
That should work itself out soon. 
Just by the luck of some deals 
coming off. I’m tearing around 
having meetings. 
(looks slightly exasperated) 
It’s good to sit down with 
customers and chat about their 
businesses. Plus we’ve got a new 
stock of corporate gifts in and it’s 
a nice feeling to hand those out. 

 

Randomiser 



 

 

Question 2: Red Circle – Personal Growth 

Q2_1 How important is a bit of self reflection to making sure you’re successful? 

Q2_2 Trevor, no one reaches target by luck do they? So how much do you work on self reflection, personal growth, ideas 
like that? 

Q2_3 Finding time away from immediate business of difficult, we know that. Do you get time for reflection? 

Q2_4 Trevor: Anyway, there’s more to being in sales than just hitting the figures all day every day. 
Tim: I guess you mean things like finding time to reflect on what works, what doesn’t – continual learning 

Q2_5 The Platform is about 3 circles. I want to move away from the green circle for a moment and ask about how much 
time you get in the red circle. The one about Personal Growth and reflection. 

 

Trevor on his personal growth 

A2_1_1 
I do use it yes. I use it when I do 
my coaching of the under 14s 
football team. Just a local thing 
you know. But spending that time 
after the match reflecting on what 
you’ve done, what needs 
improving, what you can learn. It 
really helps. But you know how it 
is, here, over time, it seems less 
and less important with your 
manager just banging on about the 
next days figures. So… 

Cynic 

A2_2_1 
I reckon if you take time out to 
look at your own behaviour and 
the behaviour of others then that 
probably makes a difference over 
the long term. 
(projects more certainty than the 
words sound like) 
Let me give you an example. I 
found that when I was on the 
phone I would say ‘Hello, it’s just 
a quick call about’ – and reflected 
on how that might seem like I’m 
not confident about the call. So 
I’ve stopped doing that. 

 

 

 A2_1_2 
I used to be into it. But recently… 
well maybe I should get back into 
it, I’m not sure though. I 
challenged people to tell me what 
I was doing wrong. They didn’t say 
much that was that useful really. 
Sometimes it just felt like you 
were raking over bad news with a 
fine tooth comb. 

Top Performer 

A2_2_2 
Well one of my first managers said 
to me – taking a few minutes out 
everyday to have a quick think 
about what’s gone well, what 
hasn’t is the most valuable thing 
you can do. So I continue to live 
that idea too. I’ve reflected a lot. 
I’ve made some serious changes, 
myself, some solid improvements. 
And I hope that other people may 
have picked up on that. 

 
 A2_3_1 

I’ve seen some of the others do 
that, yes. I gave it a go but… Well 
I’m not sure what they do that I 
don’t. But it works for them, it 
doesn’t work for me. So what? 
Move on. I won’t bother with it. 
(puzzled) 

Try Hard 

 

A2_3_2 
That’s just a silly idea. Doesn’t 
work. 
(have you tried it) 
Don’t need to. Looking at yourself 
in the mirror. What’s the point? 
Nonsense. Passenger 

A2_4_1 
Yeah. I mean I could see what they 
were getting at with the whole 
reflection thing. But perhaps it 
was a bit light on how you could 
actually do that, day to day. I gave 
it a quick go, well a couple of 
quick goes actually, by myself. But 
I wondered where it was all going 
actually. 

 

A2_4_2 
That was actually my favourite 
part of the Platform. I really liked 
that. I understood it, I could see 
it. It’s my thing. 
(Further questions and doing it) 
Try it soon as I can. What was it, 
think about learning more about 
how you work with others. Or 
something. 
(looks slightly exasperated) 
Not sure. I’ll have to get that disc 
out again. I’ll do it next month. 

 
 



 

 

Question 3: Blue Circle – Inter-personal Skills 

Q3_1 We’ve talked about the figures and your customers, we’ve talked yourself. What about how you work together? 

Q3_2 Trevor, are you the kind of guy who is always looking for that, a cliché term I know, a win-win, through the 
Contracting idea? 

Q3_3 Many sales people put contracting at the heart of what they do, how do you feel about that? 

Q3_4 Lastly I’d like to ask you about inter-personal skills Trevor. Particular contracting and working with others. What’s 
your views on that? 

Q3_5 The Platform is about 3 circles. We’ve looked at the green circle and the red circle. What about the last circle, the 
blue one. The one about Interpersonal Skills and in particular the power of contracting. 

 

Trevor on contracting 

A3_1_1 
That’s how I’ve always worked. 
Always. But what place, you tell 
me, what place does long term 
discussions, long term 
understandings, long term business 
relationships have in a world of 
‘product of the month’, special 
offers, product pushing? 
(sad about current reality) Cynic Top Performer 

A3_2_2 
I don’t see how any sales person 
can function without being a 
master of contracting. If it isn’t a 
winning sale for the customer it 
will never be a winning sale for 
me. That’s actually my opening 
line for new customers. Well, I’m 
paraphrasing – but you get the 
idea. And I only have to say it once 
because after that they know I 
mean it by how I work, day in, day 
out. 
In fact if you think about it we’re 
doing it right here. You wanted to 
get some views from me as a 
salesperson for your film. And I 
wanted to get my practise with my 
presentation skills. 
(looks and sounds confident) 

 A3_1_2 
I do it when I can, when the time 
is right. To be honest it’s a bit off 
the radar now. For a while it was 
contracting, contracting, 
contracting. It worked well while 
we did it, which was a couple of 
months ago. But around here its 
new month, new model. Like 
playboy or something. 
(light hearted, no bitterness) 

A3_2_1 
I was pleased to see Contracting 
actually on the disc if I’m honest. 
It’s one of my favourite 
techniques. 
(ask about do it every time) 
I try to do it every time. 
Sometimes it’s a bit difficult to 
draw out of people what it is that 
they want. I guess as salespeople 
we practice our pitch so we’re 
good at that. But we struggle 
when it comes to listening. 
What I’d end on was to say when I 
get it right, it works. It’s been 
behind my last 3 biggest sales. 

 

Passenger 

A3_3_1 
My view on contracting is simple. 
If they bring it up, if they want to 
use it – then I’ll go along with it. 
It’s not my job to impose things on 
customers. 

Try Hard 

 

A3_3_2 
I’m glad you mentioned it. 
Because contracting, well, its one 
of those things out of LSE or 
somewhere. Asking people what 
they want it’s silly. We’re 
salespeople. We know what they 
want. We’re sitting in front of 
them because they’ve asked us 
along. Why make that any more 
complicated that it is? Keep it 
simple. Take the order. Put it in. 
Get the sale. 

A3_3_3 
(A bluffer) 
It’s a good idea. 
(when do you use it) 
As often as possible 
(what works well) 
The whole thing 
(talk us through it) 
You know it. Let’s talk about the 
figures again. 

A3_4_1 
To be honest the first I heard 
about it was the CD-ROM. I mean 
its one of those things you do 
instinctively isn’t it really. Asking, 
listening and so on. So I will try it. 
I think. 
(definitely sounds like they are 
willing to try) 

A3_4_2 
To me, contracting is like my new 
secret weapon. It really is. I’ve 
just started trying it out with my 
new customers, some of my 
existing customers – just doing it 
you know. Trying different ways of 
doing it, seeing what works, what 
phrases feel good for me. 
Amazing. I probably, if I’m honest, 
I need a bit more work on making 
demands. That doesn’t come so 
easily. 

 
 



 

Ending: 

Ending Thanks for those honest answers Trevor. I appreciate that. 
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