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Henry interviewed so well, but I can’t get him to prospect! I d
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“Hey, I’ve already made it big! What would you think of me if I actually had to go look for 
business?” or “I sell only the big stuff. Everything else is a waste of my valuable expertise.” 
 
In managing Hyper-Pro salespeople, here are some tips: 
 

• Don’t let them take over your meetings. They can dominate if you let them. 
• Compliment before criticizing. They always want and need more recognition. 
• Don’t try to impress them. You can’t. 
• Don’t give them special perks. It only proves to them that they’re different from everyone 

else. 
• Don’t put them down. 

 
To get Hyper-Pro Henry to prospect more, you might say something like the following: “Henry, 
you’re a really talented guy, and I know you want to be a top producer. I know you can do it, too.  
What it will take is a commitment to more prospecting and a plan to track how much you’re 
doing. Without it, you won’t get the rewards you deserve. Let’s set some prospecting goals and 
I’ll work with you to make sure you reach them. Will you make a commitment to that?” 
 
If Henry has a lot of Hyper-Pro behavior, you may not get through to him. He may spend his life 
looking for the job where he’s recognized for what he’s sure he innately deserves. All you can do 
is require and support behavioral change. 
 
The next time you interview a really impressive candidate, dig below the surface! 
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