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TIMIDITY AND FEAR 

On occasions new team members or even experienced producers have been known to 
experience timidity and fear. These have brought 200-pound strong men to their knees. For 
example, walking in the door and approaching the teacher for the first time can be a very 
intimidating experience for a person experiencing timidity and fear. Although fear is a normal 
human emotion and is placed in your mind to protect you from things that hurt, a logical fear 
of this nature is not a protection, but a weakness. There are several ways that a new or 
experienced team member can overcome timidity and fear. They are: 

1. Memorize and use organized sales talks. 
2. The art of developing enthusiasm 
3. Deliberate use of self-motivators. 
4. The art of leaving gracefully. 
5. Practice smiling. 

By learning and applying these principles, you should, in a short period of time, be able to 
conquer timidity and fear. Remember emotions are not always subject to reason but are 
always subject to ACTION 

A prospect is never a bad prospect after you are finished with the enrollment presentation. A 
problem is never hard after it is  solved. 

IF THERE IS NOTHING TO LOSE BY TRYING, AND A GREAT DEAL TO GAIN 
IF SUCCESSFUL. BY ALL MEANS, TRY AND DO IT NOW! 
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