
The Difference
· Average thinkers don’t buy stuff for themselves to help them 
succeed if they can’t expense it out.
World-class thinkers equip themselves for success, even if it 
comes out of their own pockets.

· Average thinkers wait for training until their company provides it.
World-class thinkers have a personal growth program that is in 
conjunction with, and regardless of, their company’s efforts.

· Average thinkers are more concerned with activity.
World-class thinkers are more concerned with results.

· Average thinkers provide customer service.
World-class thinkers produce customer loyalty.

· Average thinkers are more concerned over the client’s cash.
World-class thinkers are concerned about the client’s confidence in them.

· Average thinkers know everything about themselves.
World-class thinkers know everything about their clients.

· Average thinkers avoid risk.
World-class thinkers manage risk.

· Average thinkers love to be comfortable.
World-class thinkers are comfortable being uncomfortable.

· Average thinkers hunger for security.
World-class thinkers don’t believe security exits.

· Average thinkers sacrifice growth for safety.
World-class thinkers sacrifice safety for growth.

· Average thinkers look for short-cuts.
World-class thinkers know there are no short-cuts.

· Average thinkers handle work as it’s given to them.
World-class thinkers work at growing their business.

· Average thinkers work on time management.
World-class thinkers work on self-management.

· Average thinkers are reactive.
World-class thinkers are proactive.

· Average thinkers work on getting the next sell from the customer.
World-class thinkers work on getting all future sells from the customer.

· Average thinkers work on trying to sell the customer.
World-class thinkers work on trying to serve the customer.

· Average thinkers work to increase the size of the transaction.
World-class thinkers work to increase the amount of satisfaction.

· Average thinkers work to satisfy the customer.
World-class thinkers work to amaze the customer.
· Average thinkers give criticism.
World-class thinkers provide coaching.

· Average thinkers have reason.
World-class thinkers have faith.[image: image1.png]
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