
	   	   Revolution	  District	  2015	  
	  

DAY 2 PUMP AGENDA 
 

INTRODUCTION (25 minutes) 
 
Lets get started.  I am excited for training. For those of you who I have not met yet, my 
name is _________ . I am the ______  Manager of the _______ office.  I started when I 
was __ years old after my ___ of Year University. At first I was working here just as a 
summer/PT job to make enough money for my tuition. It was just suppose to be a 4-
month/PT thing but I ended up loving the job and selling CUTCO. It was so much fun, 
being paid to hangout with house wives and eat their foodJ 
 
We want to have a championship team and that is why you are here. We took over 
_____ calls for the position over this past week. We funneled through and this is what 
we came up with. The reason why we got you into training right away is because we 
only want champions on our team. You are only as strong as your weakest link and we 
are only going to accept people who have championship caliber attitude, championship 
caliber work ethic and that's is what we are looking for. So congratulations on being 
selected to the team and welcome to the _______ office.  You are already part of (rank 
of office/District) office. Does it feel good to be on a championship team?  
 
The reason why I tell you the success about our office is not to impress you but to 
impress upon you the opportunity you have working in the _______ office. When you’re 
part of a great culture and part of a great organization, we just expect great results.  
 
CUTCO is easy. You cut tomatoes and smile and it sells itself. It’s all about attitude and 
work ethic. The harder you work, the more smiles you have on your face, and the better 
you are going to do. So I am excited for you guys to get started, are you guys pumped 
to? 
 
Keys to getting the most out of training 

-‐ Focus: Don't be distracted by your neighbor or your cell phone 
-‐ Take good notes and be engaged  
-‐ Leave your problems at the door 

-‐ You can pick them up when you leave 
-‐ We all have challenges and obstacles that we deal with, but if you have 

things that are going on that are distracting you, just let it go for a while. 
There is nothing we can do about it right now, you can deal with it after you 
leave training. Does that sound good? 

 
-‐ Have professional fun 

-‐ I am going to have a lot of fun during training so I want you to as well. 
-‐ Treat yourself like a CEO or an executive, because at this point you own your 

own business, you are the CEO, CFO and COO of your own corporation and 
that's exciting! So take yourself seriously like a business professional  
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-‐ Get enough sleep 
-‐ I know its summer time (or weekend), and all your friends are texting you and 

calling you about all the parties and all the cool things that are going on. Wait 
until after your fast start. Wait until you make your first big pay check. 
Especially over the next 2 days during training, you want to make sure you 
get enough sleep as we are going to be intense. We have a lot to do.  I want 
to put this into perspective. What if the energy you put in over the next 
several days can set you up on a path towards financial success and security 
for the next 3-5 years. If I can guarantee you, that you will never have to 
worry about money ever again for the rest of your life, if all you did was 
commit 100% fully to the next 2 days of training and focus on the 
assignments I give you, would you do it? 

-‐ Now I can’t promise that's going to happen to anyone in here. But I can 
promise that you have a really good chance. When I was 20, I worked my 
butt off, I focused in training and I never had to worry about money again. 
Paid my way through university and graduated debt free and its was because 
of the energy I put into my CUTCO training.  

-‐ I have former reps working downtown in major engineering firms and oil and 
gas firms. I have engineers, nurses…. 

-‐ (Read Mateo Arias’s Cover Letter) 
 

-‐ My Vector Internship 
 
The University of Calgary’s Schulich School of Engineering has a Co-
op/Internship program with various companies in the world. The way it works 
is students from different disciplines are rated based on academic merit after 
an extensive application process. Employers then post job opportunities for 
young engineers in training to apply to and then chose out of the ones that 
apply. I never had the best grades or anything in my resume that really stood 
out and had a very small professional network to work with. Those things 
didn’t really say anything about my work ethic, technical skill or ability to 
learn. Engineering at the U of C is famous for its 50% drop-out rate and a 
“C’s get degrees” culture so survival is the main objective. I wasn’t able to 
find a job in my field after 2 years of school, which again was pretty ordinary. 
Then along came Vector. It’s hard for me to even describe all the things I 
learned or the skills I was able to develop. It was everything from making a 
sale or dealing with objections to being able to control conversations and 
speaking publicly with a comfort that was unnatural to me. This process 
brought along a sense of awareness that I’ve grown to cherish and apply to 
every aspect of my life.  
 

-‐ By the time internship interviews came around, I had already gone through a 
bit of management training at Vector and was intent on coming back to the 
Calgary office as an Assistant Manager. I had four interviews for four different 
internships positions at four different companies. After ten days I had four 
offers for internship. I had the privilege of choosing which one I wanted to 
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pursue, how many months I wanted to work, and even how much I “thought 
was fair” to get paid when the majority of my friends couldn’t even get a call 
back. 

-‐ Two weeks into my internship, a representative from the internship program 
gave me a call to check up on how it was going and to see if I was struggling 
at work. He was surprised and impressed with the ease of which I was able 
to handle any technical and interpersonal problems I had encountered so far 
and was even more surprised when he talked to my supervisor and mentor. 
Apparently I had been sought after because of my interview skills. My 
supervisor told them that he couldn’t figure out how I took the conversation 
from technical questions about valves and pressure control systems to his 
soccer team, his trip to South America, and what kind of music he grew up 
listening to. 

-‐ The bottom line is I now have the confidence and the skills to go anywhere I 
want, and walk whatever path I could possibly think of. Vector opened my 
eyes to an infinite amount of doors and possibilities. Not to mention the great 
people I met and the amazing relationships I got to develop. My father, who 
has over 30 years of experience as a professional engineer, told me that he 
wishes he had the skills I learned at such a young age. It’s crazy how it all 
came from selling knives. 

-‐  
-‐ Mateo Arias, E.I.T. 
-‐ Project Engineer 

 

 
 

-‐ (Add in other examples) 
 

-‐ Would you agree, if you worked hard during training, it would set you up on a 
path to hit several promotions in your fast start? 

-‐ And if you hit a couple of promotions in your fast start, do you think you will 
be on track to hit 50% as a CUTCO rep? If you are making 50% as a CUTCO 
rep, do you think you will worry about money when you are in school? You 
are going to graduate debt free, during the process, with the personal and 
professional skills that you gain, do you think you will land that dream job in 
the future. And if you land that dream job in the future, do you think you will 
worry about money? Not at all.. 

-‐ So what if the next 3 days meant the rest of your life for financial freedom and 
flexibility? That's scary to think about, but ___ yrs ago, I was in the same 
position you are right now saying “what if”. So I want you to put your energy 
into it, I want you to put your effort into it because this can be an unbelievable 
experience to put you on a great path for the future. 

 
-‐ Work Hard Inside, but also outside of training 

-‐ Assignments are crucial 
-‐ This is not school. In school, you get a report card or a grade, here you get a 

pay check 
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-‐ SO when I gave you an assignment, I really want you to work hard at it  
-‐ I want you to go the extra mile 
-‐ The reason you are here, is because you are an over achiever. In most 

things you do in your life, you are better than average.  
-‐ If you were just an average person, you wouldn't be here.  
-‐ Average people don't do well at this job, why? Because average people have 

a clock in, clock out mentality, where they are told what to do. In school, 
sports or whatever it is, you generally are above average. That is why you 
came in for a job like this. You know you are worth more than an hourly pay. 
You deserve to be paid for your value and not your time 

-‐ So when I give you an assignment, I want you think how can I go the extra 
mile? How can I go above and beyond?  

-‐ The reps in our office-that is what they typically do. They work harder than 
the average rep and that is why we sell more, make more and advance more 
quickly than anyone else in our company.  

 
This job is not for everyone... 

-‐ 80% Love it, make great money, and get a great experience 
o They use it as a stepping stone and make incredible money 

-‐ 20% Don’t love it 
o They don't last very long, and why do you think that is? 
o They don't put in the effort, they don't focus during training, they miss the 

little things, and they are couch potatoes. 
o Someone once asked me what the catch of the job is? This job is what 

you put into it, is what you get out of it. If you are lazy, you aren’t going to 
make any money. It definitely is a mirror. 

o Some people, it’s just not for them. And unfortunately some of them slip 
through the cracks. We try to do the best job during the interview process 
to weed those people out and I think we have done a good job because 
this group looks really good.  

o But sometime some people slip through the cracks and unfortunately, in 
other parts of the company, people work the job and it wasn't for them 

o And when someone doesn't do well with something, whom do they usually 
blame? Somebody else. Some people don't take responsibility for their 
own failure. 

o So of course there are people out there who didn't do well with CUTCO 
and complained about the company. Just like with any other company.  

o BTW all that stuff you see on online and youtube, I am sure some of you 
have seen it, its HILARIOUS and ridiculous. Most people didn't even work 
here. Most of the stuff is really old anyways. But if somebody doesn't do 
well, they usually blame other people. (tone is matter of fact) 

o So if you focus on training and work hard, of course you are going to 
succeed 

o So now in our office, most people absolutely crush it and kick butt. I can’t 
speak for every office in the company, but we do extremely well here.  
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Here is my rule: Try it out for 2 weeks. 

-‐ If you love it, keep doing it. If you hate it, find another job. No big deal. What is 
the worse thing that can happen? If you really invest your energy, time and 
commitment for the next 2 weeks, if you don't love it, at least you have a really 
cool set of knives and a nice pay check. That is the worse that can happen. 

-‐ You know what, you will be in the exact same position you are now, jobless or 
with another part time job.  

-‐ My rule was give it 2 weeks, and if I love it, keep on doing it, ___ yrs later, I am 
still loving it and that is why I haven’t stopped.  

-‐ Is that fair to everybody? Because if someone tries it out for 2 weeks and they 
don't put their all into it, is there anyway they can make a good judgment whether 
its for them or not? No, there is not way. 

-‐ That is why it’s important to give it your all and give it a good effort. Otherwise 
you will always wonder “what if” 

 
 
Keys to Success in Vector 

1. Positive Attitude 
-‐ We only work with positive people, I can’t stand negative people, they don't last 

very long in this job.  
-‐ You are going to have good days and bad days. A good day is what we call a 

grand day. Grand day is when you sell over 1000 dollars of CUTCO that day. If 
you have two good days a week, you will be one of the top reps on our team. 
You can have 5 horrible days, but if you have two good days a week, you will be 
a rock star. Now if you think about it, if you two grand days a week, that's 2k at a 
minimum. At 20%, that's 400 dollars a week. 400 dollars a week doesn't suck. At 
30%, that's 600 dollars, at 50% you are making 1000 dollars. And that is only 
two good days with the rest of the other days horrible.  

-‐ What is the difference between most of the reps in the company and the reps in 
our office? Its attitude. Its how we respond to challenges and how we respond to 
failure. If someone has a bad day, and they get frustrated and angry, they are in 
a negative mood, will that negatively affect his next day? 

-‐ But we realize that our best days always come after our worse days. And our 
biggest sales always come after no sales. It’s strange how it works but whenever 
you have a horrible day, it’s not a bad thing. But with most reps in the company, 
do you think it's a bad thing for them? Yea they think it's a horrible thing. Our 
office we get excited about it. If you have a crappy day, you are going to be 
pissed but I am going to be pumped. The reason I am going to be pumped is 
because I know the next day will be awesome. Just based on the averages, 
CUTCO karma has built up and the next day will be great.  

-‐ That's the difference in our office. It's the mental understanding of knowing that a 
bad day is always followed by a good day.  
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2. Strong work ethic 
-‐ We judge reps based on performance and not results. 
-‐ You cant 100% control your results, but you can control your performance  
-‐ So if (trainees name) works really hard and does all the activities that it takes to 

hit his goals, he should feel good about that regardless of what the results are. 
-‐ Some weeks you will have good weeks, sometimes you will have bad week, but 

as long as the effort is there, you got to feel good about yourself no matter what.  
-‐ I judge my reps based on work ethic and attitude. 
-‐ I will never judge reps based on their results because you are going to judge 

yourself enough on it 
-‐ I will never get upset with somebody as long as they are working hard and have 

a great attitude. 
-‐ Never on results, just isn’t fair. 

 
The training Manual is perfect 

-‐ There was an old philosophy when I first started, my training manual looked way 
different and it was very basic. It was a shell of training and it had blanks and 
one liners. It was awful. The old philosophy used to be, lets teach basic training 
first and after basic training, once a rep feels comfortable, once they start getting 
good, then will start teaching the advanced stuff later. 

-‐ My philosophy is I want to teach advanced stuff now. Because if I teach 
something advanced now right off the bat, it will never feel advanced because it 
will feel basic. Does that make sense? 

-‐ SO this manual is absolutely perfect. Everything word for word is what the top 
reps in our company use. All the value building phrases, all the cool one liners, 
all the important things that they say in their presentations, all of it is in here.  

-‐ So if you read this word for word perfectly, your demo will actually sound better 
than theirs because after a while, do you think they cut some corners here and 
there? Yea. So this book is a combination of the best of the best of all the top 
reps in the company. So if you read this perfectly, yours will sound better than 
them. Why do they still so much? Its just because they have been around for a 
long time and they are very passionate about the product and love CUTCO 

-‐ So follow the manual and you will be perfect. This manual isn’t just for training, 
its forever. Reps who are at 50, 60k in sales. Why? Because if it works, you 
might as well keep doing it.  

 
Now I am going to tell you what you can expect from me, then I will 
explain what I can expect from you 
 
Expectations of the manager (me) 

1. 100% Commitment to you 
a. Your success is our success. We only do well if our reps do well. I will 

never teach you anything that doesn’t work. If it doesn't work for you, it 
doesn't work for me. I am going to train you how to become the number 
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one sales rep in the company. I will give you the best training you can 
ever imagine. Nobody runs a better training than our office. So you guys 
are going to get the goods today. 

b. I am going to set you up for success, but everything I teach you, will 
directly impact your wallet. It will make no sense for me to teach you 
something or ask you to do something if it doesn’t impact your pay check 

c. All of your managers are on commission. They don't make a salary. I don't 
make a salary. There is no salary in CUTCO. We only do well when you 
do well.  

d. I am going to teach you how to become bad ass’s/awesome. Because if I 
can teach you how to be an awesome rep, you are going to help us win 
national championships.  

e. I don't care about the money, I do pretty well, I just care about winning 
number #1. All I care about is (breaking records/ winning silver cups/ 
trophies/being competitive/ beating ___ office/insert your goal.) 

 
2. Great support system 

a. We have something called PDI 
i. It is our communication. It is when you check in with the office (or 

team leader). (You will all be assigned an assistant manger. You 
are going to do your communication with them.) Basically you just 
call them/me after your appointments and let them know how it 
goes. Very very simple.  

b. PCs 
i. You will sit down with your managers every week. Just to go over 

your schedule and your goals. So that way we are on the same 
page. Because if (trainees name) has a big goal, and we know 
about that, that way we can coach them the right way. You will 
receive your first PC next week. 

c. Field trainings 
i. If you want to watch a presentation of a rep whose been here for a 

while. You can tag along. So if (trainees name) wants to go watch 
one of (top reps name) presentations, She can just go with her and 
watch the demo and takes notes. It will help her feel more 
confident about her own presentation.  

d. Team meetings 
i. Our team meetings are unbelievable  
ii. We do fun things afterwards. We have team night outs. Sometimes 

bowling or wings.  
e. Conferences 

i. We have conferences through out the year. The next one is (date 
and time_________) 

ii. That is preceded by push week which is a 2 weeks sales 
competition  

 
Expectations from you 
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1. Follow the program 
a. I have had reps fail this job. I’ve had many reps fail this job. It’s impossible 

for everyone to succeed. I’ve never had a rep fail the job though who just 
followed the program. I’ve never had a rep that follow the program fail this 
job. It’s impossible. We cut rope, smile and people buy knives. We ask for 
referrals, call them and do the whole process over again. Its really easy to 
sell knives. What’s the challenging part? Its just motivation. That's the 
only challenge of the job. If you push yourself and stay motivated, this job 
is a piece of cake. You literally sit at a kitchen table, drink ice tea and 
make small talk Mrs. Jones an then sell her knives. 

b. Not everybody succeeds, but as long as you follow the program you are 
going to be successful. 

c. Don't reinvent the wheel. Do you guys know people who are too cool for 
school? And they want to do things their way? Doesn't work in a job like 
this. 

d. The manual is perfect and it's the right way to do it. If you try to make this 
up on your own, I can’t promise you any results.  
 

2. Work Hard during training 
a. It’s like pre-season for a sports team.  
b. What if I can guarantee you that next 3 days will set you up for a lifetime 

of financial success and stability, would you take it? Would you go after it?  
c. Cant promise it but I can promise you will give yourself a really good 

opportunity. 
d. What if just this summer lands you a perfect internship next year? Would 

that be cool?  
e. I will give you an awesome recommendation letter, and you will get 

whatever job you want, whatever internship you want and I am really good 
at that 

f. But work hard to get off to that great start. So that way I can give you a 
glowing recommendation  

 
3. Be responsible for your results and your success 

 
a. You don't need to work all the time. You don't need to work 7 days a 

week. But when you are working, you need to put in 100% of your effort.  
b. This job is a reflection of you. The more you put into it, the more you get 

out of it. If you work a little bit you make a little bit. If you work a lot, you 
will make a lot.  

c. It’s all about the effort you put in. Again you don't get a grade, you get a 
pay check 

 
 
DEMO REVIEW  (15 minutes) 

• Literally read pages 1-6pm with them. KEEP IT SIMPLE 
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NAMES LIST (10 minutes) 
 
THE BEST PROSPECTS ARE HOMEOWNERS OVER 30 YEARS OLD 

• Why is it important to show your best customers first? 
o Sales momentum – Self confidence, income 
o Recommendations – Birds of a feather flock together 

 
Let’s pretend for a moment that you are opening a furniture store, of course you would 
have a grand opening.  
Who would you invite to your grand opening?  
 Everyone (some buy and some would recommend) 
 
Well, your furniture store is your sample kit.   
And this weekend is your grand opening. 
Open your manual to the training list on page ____ 
What we are going to do is get started on your initial training list.  
 
What I am going to do is name a whole bunch of different categories. After I name a 
category, I want you to write down as many names as you can in that specific category. 
 
This is your list. You aren’t giving it to me. Write down the names as you know them. If 
they have a nickname or you refer to them as “the Johnson’s” write that. 
 
If you don’t know a lot of people in a certain category, don’t be the lame guy or girl who 
starts complaining about it. Don’t ruin it for everyone else. Just sit quietly until I get to 
the next category. 
 
Write down everybody you know in the category, even if you are nervous to see them. 
The more people you have on your list, the more selective you can be. Do you think you 
might be more comfortable with the job in a few weeks? Of course. People who make 
you nervous now, won’t when you get more confident. If you don’t know the name of 
friends parents who fit in the category just write “Tim’s parents” 
 
Ok, lets get started, here is the first category (1 minutes each category) 

i. Family 
ii. Family Friends 
iii. Friends’ parents 
iv. Neighbors  
v. Church / Synagogue 
vi. Sports teams 
vii. High school directory 
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• That’s great! Basically, what you just did is give me recommendations , 
that’s how easy it is! 

 
 
By the way will people you know buy just because they know you?  No.  It isn’t a low 
priced empathy item like girl scout cookies and they know you get paid if they buy or 
not.  So there isn’t that same need to buy.  Which makes it great when they do, 
because you know they like the product. 
 
 
ROLEPLAY PAGES 2-6 ALTERNATING EACH PAGE (10 
MINUTES) 
 


