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1.  What is rejection? Webster’s dictionary defines rejection as; to refuse to accept, consider or submit to.  Rejection is something that every salesperson in the sales industry is faced with on a daily basis.  Without rejection, there would be no need for salespeople. The bottom line is that rejection is a negative response, it’s anytime you don't get the response that you are probing for.  As a result, it tends to send you into a paralyzing state.  We have learned that a paralyzing state is one that keeps us from maintaining a positive mental attitude.  Without a positive mental attitude, we cannot be a success on recruiting duty.  

2.  Rejection in the FMF  


    a. Receiving unexpected orders. (I.E.-RECRUITING DUTY)

    b. Long periods away from ones family.


    c. Not receiving an expected promotion.


    d. Quality of life. (I.E.-LIVING CONDITIONS)


    e. Limited Growth potential.


    f. Loss of comrats when deployed.


    g. Unjust biased differences between male and female Marines.


    h. Lack of appreciation by officer ranks.


    i. Changes in traditional behavior.
3.  Rejection as a Marine Recruiters encounter:  


    a. On the phone while conducting phone calls to make appointments.


    b. While Area canvassing trying to get leads or appointments.


    c. During homes visits to prospective applicants homes.
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    d. At the end of a sales presentation when we ask for a commitment.


    e. During the processing phase, when an applicant is rejected due to ASVAB scores, a physical problem, or possibly a change of mind prior to swearing in.


    f. When a poolee decides that he or she does not want to ship to recruit training due to a change of heart.


    g. At a high school or community college, when the Marine Corps is not wanted or welcome due to past recruiting practices.  Some schools are generally indifferent about the military service and perceive no need for the services being in their school.


    h. When a girlfriend, boyfriend, spouse, or other loved one has difficulty with the applicant leaving home. They can often have an impact on the applicant’s willingness to commit.

4.  The way we communicate to ourselves and others will ultimately determine the quality of our lives. What we communicate to ourselves determines our state. State is what we are feeling at any moment in time. There are two different types of states, they are:


    a. Enabling States: I.E., Confidence, love, joy, and inner-strength.


    b. Paralyzing States: I.E., confusion, depression, fear, sadness.

5.  The difference between those who fail to achieve their goals in life and those who succeed is that those who constantly succeed are able to keep themselves in an enabling state. An enabling state that helps supports their goals, or outcome. There are two main components of state, they are:
               1. Internal Representations: Is derived from those people who we have modeled or have come in contact with through out our lives. (I.E., parents, teachers, peers)

               2. Physiology: Is the way your body reacts when you are either in the enabling or paralyzing state. Internal representation and Physiology work together in a cybernetic loop. Anything that affects one will automatically affect the other.

6.  PARALYZING STATE: 

    a. He/She sees a negative response as the end, not as an opportunity to succeed.


    b. He/She sees no light at the end of the tunnel.


    c. He/She feels helpless.


    d. He/She pictures their self as a failure.


    e. His/Her world starts to crumble. 


    f. He/She gives up and is on their way to being relieved from recruiting duty.

7.  ENABLING STATE: 

    a. He/She sees a negative response as an opportunity.


    b. He/She accepts everyday as a challenge and knows they will succeed.


    c. He/She feels empowered.


    d. He/She pictures their self as a success.


    e. The world is his/hers.


    f. He/She never gives up and is well on their way to accomplishing a successful tour as a recruiter.

8.  Internal Representations are formed by Neuro Association Bands: 


    A. NAB’s are formed from your own personal experiences as well as those experiences that are related to you by others.  For example; prior to your arrival here at Recruiters school, your perception of recruiting duty was already formed. If all of your experiences of recruiting duty are 
negative, then the NAB that you form will be that of a negative one. The result will be a negative perception of recruiting duty. If however everything you have experienced 
is positive, then the band that you form will be a positive one.

9.
  Neuro Association Bands become so strong, that they form what is known as anchors: 

    a. There are people who get goose bumps every time they see an American flag. It's an odd reaction if you think about it analytically.  After all, a flag is just a piece of cloth with a colorful, decorative pattern. Although. The flag is just a piece of cloth, yet it has come to stand for all the virtues and characteristics of our great nation.  So when a person sees a flag, they also see a powerful, resonant symbol of everything our nation stands for.

     b. Anchors have a great power because they can instantly access powerful states both paralyzing and enabling. That's what happens when you see the flag. You immediately 

experience the powerful emotions and sensations that represent how you feel about the nation as a whole because these feelings have been linked to or associated with this particular color and design of cloth.


    c. Anchors get created whenever a person is in an intense state to where the mind and body are strongly involved together and a specific stimulus is consistently and simultaneously provided at the peak of the state. The stimulus and the state become neurologically linked.  Then, anytime the stimulus is provided, the intense state automatically results.  Understanding how anchors are formed is important because it helps us to realize what type of state a certain anchor is putting us in.

10.  People who have attained excellence follow a consistent formula. This is called the Ultimate Success Formula. This success formula is broken down into the following steps. 
  a. Know your Outcome: That is to precisely define what you want.


    b. Take Action: You must take the types of actions you believe will create the greatest probability of producing the results you desire.


    c. Develop Sensory Acuity: To recognize the kinds of responses, and results you are getting from your action, and 
to note as quickly as possible if they are taking you 


closer, or farther away from your desired outcome. 


    d. Develop Flexibility: To develop the flexibility to change your behavior until you achieve your desired outcome. 

    e. Mastery of Communication: The way we communicate to ourselves and others will ultimately determine the quality of our lives.
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