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                                             Jack Dalyõs  
                               Life Lessons Learned  
 

1. Important  must trump urge nt  

2. Grow the biz not run the biz  

3. Focus on that  which you have control of  

4. Itõs not what  you do but how you do 

5. Five big days per year  

6. Magnetic vision  

7. Key people, key spots thatõs the key! 

8. Winning cultures can be designed  

9. Proactive change agenda  

     10. There are no expenses in business, just investments. òWhat is the ROI?ó 

     11. When cutting back go early and deep  

     12. Delegate donõt abdicate 

     13. Things measured get done  

     14. Inspect  what you expect  

     15. Strategic networking is disaster i nsurance    

     16. Training is a process not an event  

     17. Winning is in the preparation  

     18. Recruit for skill, hire for attitude  

     19. Hire slowly, fire quickly  

     20. Systems ensure consistent recognition  

     21. You get the behavior yo u recognize and reward  

     22. Communication is a two way street  

     23. People are different, lead accordingly  

     24. First impressions are lasting impressions  
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                                   Jack Dalyõs  
                                Rear view Mi rror  
 
 
 

1. Evans Products / Posner 
 
 
 

2. Glenfed Mortgage 
 
 
 

3. The S&L experience 
 
 
 

4. Platinum Capital 
 
 
 

5. Family Crisis 
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Tools for 

Times of  

Prosperity 

or 

Adversity 
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                   ENTREPRENEUR INSIGHT 

   

1. _______________________________ 
 
 
 
 
 
2. _________________________________ 
 
 
 
 
 
 
3. _________________________________ 
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                        The Culture DNA 

______________________________________________________________ 

 

Four Outcomes Await: 

             1. 

 

             2. 

 

             3. 

 

             4. 

 

 

And How? 

Á Communication 

Á Team Building 

Á Reward 

Á Competition/Contests 

Á Fun 

Á Recognition 

Á Empowerment 
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Backward thinking:   

       Define success, chart back to the present.  
 

 

 

 
 

¶ Measurement 
 
 
 
 
 
 
 

¶ Accountability 

 
 

 

 

 

 

 

 
 

 

 
 
 



Jack Daly 

www.JackDaly.net 
1-888ð298-6868 

  

9 

THINGS THAT GET MEASURED GET DONE 

 

 

¶  

 

¶  

 

¶  

 

¶  

 

¶  

 

¶  

 

¶  

 

¶  
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RECRUIT ONLY THE BEST  

 

 

 

 

 

 
1. Recruiting is a process ï not an event. 

It must be on going and continuous. 

 

 

 

2. Recruit, donôt absorb. 

 

 

 

3. Define the ideal candidate:  the position profile. 

 

 

 

4. Discover the inner person. 

 

 

 

5. Recruit for skills; hire for attitude. 

 

 

 

 

 

ñHire smart versus managing hard.ò 
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SALESPERSON PROFILE 
 

 

 

 

 

¶ Personal integrity/Intellectual honesty 

¶ Sales skill/People skills Relationship manager 

¶ Vision/Mission/Goals 

¶ Success patterns/High achiever 

¶ Self -disciplined/Sense of urgency 

¶ Good work organization 

¶ Goal oriented/$ hungry through value 

¶ Positive outlook and attitude 

¶ High self-esteem 

¶ Industry/Company/Product knowledge 

¶ Client market-share oriented 

¶ Team player/independent yet supportive 

¶ Understands self responsibility 

¶ Assertive social style/Follow Through 

¶ Continuing education achievements 

¶ Public speaking ability/communicator 

¶ Generous with thank yous 

¶ Professional manner 

¶ Computer literate 

 

 

 

These are the attributes or character traits we have found 

in our own personal experience that represent the 

chemistry of  the most  successful sales professionals 
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                                     TRAINING: 

                          ITôS AN INSIDE JOB! 

              (Growing People = Growing Sales) 

_________________________________________________ 

 

      If youôre not________________________, youôre 

              not______________________________. 

 

 

1. Inspect the baskets. 

2. Hands on coaching. 

3. Role practice. 

4. Building the Success Guide. 
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RECOGNITION IDEAS  
 

 

 

1. Birthdays 
 

2. Company Anniversaries 
 

3. Handwritten Notes 
 

4. ñPSRò 
 

5. ñCaught In The Actò 
 

6. ñOut Of The Boxò Awards 
 

7. Associate Of Month- Quarter- Year 
 

8. ñRing The Bellò 
 

9. Digital Photo Cards 
 

10. Contests 
 

 
ñHow Many Of Your Associates 

Are Overly Recognized?ò 
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                     COMMUNICATION IDEAS 
 

 
1. Vision Sharing 
2. Offsite Planning “Advance” 
3. Daily Huddle 
4. Monthly Announcements 
5. Quarterly Updates: Live & DVD 
6. Quarterly Themes 
7. Email Blasts 
8. Voice Mail Blasts 
9. Annual “State of the Company” 
10. Newsletters / Yearbooks 
11. Orientation 
12. ”Re” Orientation 
13. Progress Reviews 
14. Associate Surveys 
15. Lunch with the President 
16. Key Metrics / Financials Sharing 
17. Senior Leadership Field Visits 
  
 

              Communication is a two way street 
 
                            Talking And Listening! 
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People Are Different,  

Lead Accordingly  

 

¶ People do things for their reasons, not ours. 

¶ People accept our ideas not so much because they fully understand our 

ideas, but because they feel we understand them as people. 

¶ Empathy with our dynamic marketplace and our different prospects is vital. 

¶ PEOPLE ARE DIFFERENT!  We know this, and we learn to adjust to 

people intuitively.  We can, however, learn to do so more effectively. 

¶ How you invest your time will define your personal management style. 

¶ An individualôs personal example creates the environment surrounding him 

or her.  ñYou are the message.ò 

¶ The determination of your style and an understanding of how your 

communication is processed by each of your associates is at the heart of your 

personal success. 

 

ñTwo people who want to do business together wonôt let the details keep it 
from happening.  If two people donôt want to do business together, the 

details wonôt make it happen.ò 
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    Interpersonal Relationships 

 

L E S S   R E S P O N S I V E  (Logic) 
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 M O R E    R E S P O N S I V E   (Emotion) 
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Jack Dalyõs 
Life Lessons Learned  

 

1. Important  must trump urgent  

2. Grow the biz not run the biz  

3. Focus on that which you have control of  

4. Itõs not what  you do but how you do  

5. Five big days per year  

6. Magnetic vision  

7. Key people, key spots thatõs the key! 

8. Winning cultures can be designed  

9. Proactive change agenda  

     10. There are no expenses in business, just investments. òWhat is the ROI?ó 

     11. When cuttin g back go early and deep  

     12. Delegate donõt abdicate 

     13. Things measured get done  

     14. Inspect  what you expect  

     15. Strategic networking is disaster insurance    

     16. Training is a process not an event  

     17. Winning is in the prepa ration  

     18. Recruit for skill, hire for attitude  

     19. Hire slowly, fire quickly  

     20. Systems ensure consistent recognition  

     21. You get the behavior you recognize and reward  

     22. Communication is a two way street  

     23. People are different, lead accordingly  

     24. First impressions are lasting impressions  

 


