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Before you move on to Day 8, did you write your fears from Day 7 on a piece 

of paper and categorize them?   Did you pick out your biggest fear?  Did you 

play the “what if” game with those fears?  

Get Them Results- GTR- Day 8 

1.)  From the time you pique someone’s interests there is a  _________     

 ______________.   

 

2.)   From day 1, get people to ________, __________ and __________ you.  

 

3.)   What is Robert constantly doing that sets him apart from others?   

______________ 

 

4.)   Master the skill of ______________   ___   _____________________.      

 

5.)    What is the definition of reciprocity?   

____________________________________________________________

____________________________________________________________   

 

6.)   What does Robert say you need to do with each person?       

a  _________      _____     ____________. 

 

7.)   What  is the backbone of your business?     

____________________________________________________________ 

 

8.)   You don’t need a lot of people.  You only need between ___ and  ____. 

 

9.)    What does Robert say we all have?  _________________________ 
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     10.)   Explain how it works when you have potential.  Potential turns into  

               ____________ and  ______________ into results.  When you have  

               results, your ____________  goes up and increases your potential and  

               then there is more ___________ and then more results and more  

               _______________. 

    11.)   Does it really matter how many people you have to talk to in order to          

              get your 4 or 5 people?     Yes   or  No 

  

   12.)   What does Robert say is more important than the person joining?   

              __________________________________________________ 

      

   13.)   What is tap rooting?   

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________ 

   14.)   What does 6 degrees of separation mean?  

____________________________________________________________

____________________________________________________________ 

 

   15.)  What are the 3 groups of people who we prospect?  

            1.) _______________________________________________________ 

            2.) _______________________________________________________ 

            3.) _______________________________________________________ 

 

   16.)  Why don’t people call their chicken list right away?    

____________________________________________________________

____________________________________________________________ 
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    17.)  What is the way you make more money in the world?   

_______________   _______________   ________________________  

 

    18.)  Assignment:   Transcribe from this video what Robert says to the 

referral of the prospect who has no money.  Practice it over and over. 

 

    19.)  Get better at the things that make you _____________   and give you 

_________________.   

 

    20.)  Why don’t a lot of people want to call their own people?  

 

    21.)  We ________________  people on our list.   

 

    22.)   Do you have a list of people who you are afraid to call?  Write down  

              their names below and find a mentor to call them for you.   

              _________________________________________________________ 

              _________________________________________________________ 

              _________________________________________________________ 

              

   23.)  What did Robert say you need to do instead of going for the sell?   

            __________________________________________________________ 

 

Successful People Robert  Mentioned in Day 8- 

 

Roger Penske  

Jim Rohn 

 

Robert’s Success Quotes in Day 8-  

“Find out what others are doing and then do the opposite.”  Roger Penske 

 

“Every zero knows a hero.”   

 


