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Rejection Is a Rep — Sales teams hear ‘no’ fifty times a week. Turning explanatory style and comeback stance into
countable daily reps, with a programme design that never touches quota time.
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A &1 JITH FRter g e BTl

IR A 01 Executive summary 06 Measurement
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03 Why current approaches fail 08 One-page checklist the reader can run
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05 Sales team resilience training: the 09 FAQ
sales-floor rep protocol 10 References
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‘ © Executive summary l

31 March 2025 de & ATed H HRATT oIT2Wh SR huafdl =
11.15 &Rd Uole 3 | 34T ATed 8.87 oA Tule fAahTed fdT U |
FHHdD T (Comeback stance) AT & ST AT TAT ST @: oIt
FHT 3TTUP g1 B &1 2T, 31k 39 a1 34 R i T ed & |
I A ISfAUT efAT (sales team resilience training) 39 &g
I S 1A ST 9T 39 ot a8 aeATdl & | AT T &l al ek bl Ueh
Uoie SIUER ddh Urdd] ‘AT GAd1 ¢ | S BT 8IS edl @ | 37Telt
AR a9k 3qh! Th W AATAH &rdT e |

U ATSH-3 TR Y Toic foldd! HalHT §dT- ot 31Ted dgd? &ff, d A7l arfai
A SIHAT S W | 166 BT ReI-Afdd Ao Toicl &b GIUTH | 3776 AglH
T 3R 12 HIAcT T 4 BIAST IR 3T 77| & Teslol Trsed [ardt g1 I
T & fddh T84 & ded & | & Tod &l dTel el ol

Salesforce &l State of Sales 2024 &1 {37 e 7 UG ATed Fod 37T
34 HIFET 9dTAT1 3,911 HRATT A’ WIthTed H & 60 HIadT 24 HEA H
Tt ©IeAT a1 81 Sf39T S &l ot 3TTERM 16.2 AT TR &7 UsT 2
e Tl ST g31T| HIfedRMAeT 3ThaATse HAR deb 33 SiTdl 21 Aok FaRk
firaTa 1 T 781 AT | Ao & ASfegd 7 i fiqe & @rgou 3w
¥ dodt 81 ardiel eTgH gl WeidT | IR f3eT &: Flip the Blame Script; You
Own the Comeback, Not the Blow; Collect the Receipts; Let the Good
Stick | SpUHAT fiAdt, Thep, el Bt TleTe 3TR HIMieRT Sxadt &1 foefhal
ScT ST 78T o dT | BE 89 bl UTdele 39 37K B &bl 31eT A14dT 8l

G T

‘ © The problem in India l

T TR AT B34 BT HIAH &1 oIt fehdT &, 98 A7 FAd? HT 37TTed! it
AT 2| Tel Aol I Hedd TheAd 21 g A8l | o’ §43713¢ 53T (sales
burnout India) 3T 719 & §&dT & ST&l 2 T 37d 37f¢[ &7 8 37k I
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The replacement
machine

The cooler national
average hides a
hotter sales band
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2P 3nft TRA B

Insurance Regulatory and Development Authority of India EREICIRTGECIT
ATSh TR 4 FY 2024-25 31.23 o1 3TcTT-37Te1T Usicl R & fohdT| U
TTeT U8 28.95 ¢IIRd | ATl 1R & 11,15,026 TUsie 31 Y| 8,87,020 Tsic
fAhTet fCU U | YfseTdh Tcre? ATe™ SAIRT 1 4,94,530 3 | 4,22,422
fAhTel | UTSdce T1eWh SRARY 4 6,20,496 4 | 4,64,598 TARTA | TE HITR
T8 81 I Ieo &l 7 21

Deloitte @1 Modernising Indian Insurers (2026) Ggcd ATl ohl dhele ATH
PHEd! &: P 30 HIAST ATSH-3TR Y Toic Ugal ATl § fAdhel oifd & | TR
fopdTe 37T I SITdT & | UTEP bl USATSoR AT SfTdT & | ST &I oht
HIHd @Idl 8| Wil Sl &l hida Wi @rd! 21

3R Y Ty §81 Tdoif1ch fopdTd &1 3Thai! Tal &l Salesforce 3 YRR H 300
ol TR d Y&T | g 5,500 oIl ol Teildel State of Sales &gl &bl
/T o (March—April 2024) | HRd & Ao w1831 7 (USel 9T TIh
cHA3NdR 34 HIAST FATAT| 57 BT I it deoid & aR H Fa I8 I

upGrad Enterprise &I GRAND Sales & Workplace Report 2024 7 3,911
YRATT A’ T & G811 60 HIAST 24 HEA | 37941 YA hT BIgAT
ATEd &1 40 IS Ueh ATl & | 80 et 39 YfHehT & fov dUR T8l 7eqd
&I ST FTT ATE TS &1 ST H F AT hgd 8 37 oKk gHeel 78! ad| 79
HIact 378y Baoiic 3Tl &l T8 &I HRUT §dTd &1 90 WHiae! sl IToR
H I &1 78 WISt Phed & 31! bl ST & 3 3R FehiT| 92 Bt oidl
TCHds WIUTH &l BIET Sdaierolt 9 §8d? A1d 1

Aon T Annual Salary Increase and Turnover Survey 2025-26 45 33& 1
P 1,400 A SATCT HUFTA BT AR HIdT 21 ST 3 371IRIT 2025 & 16.2
el 81 2024 § 17.7 B9t ATI 2023 H 18.7 WIS T GRf &I 3{19d &7
21 38T &1 T aTedT hTH 39 31tad & 8 J&dT|

McKinsey Health Institute ¥ April ¥ June 2023 & 1< 30 ¢=fi & 30,000 &
SATeT HHATRAT & T | HRd H d-3713¢ & o107 dad sa1el &, 59 hidal |
ST BT 3Tichel B 22 HIAGT &T| T foedTehel Tdtoll &l &1 I fath
Ao T T AET &1 TS G20 T HIFH 2 foidH WA dod ST &hlH dhidl 2l

Gallup &7 State of the Global Workplace 2026 &t HIRd SeT (d1- AT &l

T 3119d, 2025 TR T ) SToThe 23 HiIge! §dTdl &1 IR 9Tl ol el
a3 | fUser Qe 3iad & a1d uise 71 59 Hiaet giios T8l 21 18 Hiwet
Afehd BU A f2agise 81 Tt 17 BT HRATT HHART didehl Hedd did
21 PIT &t IRd Ided! &: HRRd B FAoR Shetic 2024 & 39 HiIgeT ¥ 2025
o 30 BT TR 37T 4T

emotionapp.in/research/rejection-is-a-rep 4/16
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Y T §73T Ues AT ATaT 21 RSAIaRM BT S1eT| St ol §1eT| Tt

hI T TR |

Table 1. India snapshot — attrition, intent, load

Slice Figure Source Period

Life-insurance agents appointed 11.15 lakh IRDAI Annual Report FY 2024-25

Life-insurance agents terminated 8.87 lakh IRDAI Annual Report FY 2024-25

First-year life-agent exits About 30% Deloitte, Modernising Indian 2026
Insurers

Sales staff turnover reported by leaders 34% Salesforce State of Sales India 2024

Sales professionals planning to leave in 24 60% upGrad Enterprise GRAND 2024

months

Sales professionals planning to leave in 12 40% upGrad Enterprise GRAND 2024

months

India Inc overall attrition 16.2% Aon 2025

India employees reporting burnout symptoms ~ 59% McKinsey Health Institute 2023

India employees engaged 23% Gallup State of the Global 2025
Workplace

India managers engaged 30% (from Gallup 2025 vs 2024

39%)

33T S & 31T T ot 21 Jo 35 W AT 2

€ Why current approaches fail

The offsite is a HIfeaRMe 3ITHATSE AT BT Udh ATTAR 8, 0T & d1e? fehet Ralld &
‘I;"re;':fc“ed’ nota STeT%H H | o7 8Tt T Boch Bl fHhald o | HITeTdRR db d 34T RTAT

UT3YelTed R @l 37Td & | AR ddb ANTYR &l Udh Uoic ofd & Ugel diaRT AT
I gob! &ld! & | STeT%H aTeT TEATd 38 Il ardT 2| 3MMFE AT Y dgr!
EEESU

o FYSTaRM HTSSYC (sales rejection mindset) &1 & STIRM &1 3TR &1
STTdT | 98 Hfehed fohU 1T heHT-dR-ailds ohl 3TR SiTd! 21 Seligman and
Schulman (1986) 7 Metropolitan Life & TTsH-SARY Usicl bl olId & |
94 3T THdT Uoict i thid-HAdR[Ae] Tl H hel1-ThiX &b HUIT 3 3 Uged &l
AT | 37 WHIACT SITET $ARF 9T | Taet 378 & SATET| 103 AV Usicl ot

emotionapp.in/research/rejection-is-a-rep 5/16
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No daily practice, no
new weight

Managers coach the
number, not the
stance
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Udh ATl Bl BIRde Ieet H HURT e et 3779 & SIHT &3 R e 67
THIAET §ATH 33 HiAeT | A8 HUR df dteiTe Jad A1 &l dters I Hid diq
AT fehl: 74 BrHAET §HTH 26 HIACT |

g Th &I Aol 21 T 3& 78 21 Sl Uoie feds, I SR HTYOT g dTel
T8 ¥ 3 I A ST fehioe wardt [Ty &ff, 3rmedt oft, 3R sarfAaa w®
g T8 oft |

Proudfoot, Corr, Guest and Dunn (2009) 3[1’8‘[: T Ig Ty TaErar Sif
ThdT &1 166 BT ATA-AfdH Jodd Tole Ueh g1 foifer s d 1 32
ITd 8% & cognitive-behavioural ST WIITH T AfT foiee H dic! & A8
§IeT T RCT (T T2t o il &bl iledt ol dRg &l U § diel STl 8) |
T/ g H i 8¢ ToT| 21 FATHSH T | Thi Bg g0hd 3i1(thd H §-1T
TEAT| 316 HelH H ¢8 Y &l e+ 3MaR 4 HIct a7 | afer foie 1R 12
BHIAcT | 38 GhTdol fTRTAE 66 BIAGT | dhteld 8¢ &l by  HU dTed
37 HIdct § 10 HiAct I 0|

I8 U 39 FATIHH Dl Tgl SIdl | Sahig ©ic Fdiel ersH &1 HIH &t a1d
T3l B: hall Bl il fRedT | di Hela a1g Ht f&elT 87| e 37ier aref @l

SIT Hised 9 HelH § Ueh dR 37941 a9l daaldT &, a8 TRaRT 3iharse
31¢h SITdT 2| @l Yo SirdT & | T & IfSIfeied ¢fA1T Sff ATl & chais? H
Tgdt &, I8 el Hedt 21 37ed ot FRad a1t 81 &g dg SfdTe g il alel &
Tt FaR R AT BT 30 T & o R fEpe Sftadt &: ar & §; a8 g
<8TIT; IE &R SI1TE &

upGrad ST HoT ST GFRT @R A Igt 1Y ferdr 81 <& § & 1 WRdTa Ao
TORRITed ShEd & 37cb HAoR BHeal T8l 3Wd | 80 HIdd! daR T8 Hegd
FIA| 79 WIS 37GHd 3Gl bl T T HRUT IdTd &l ol TR Uged &
3T HegH T g, 34 Bl & dlcioH d HIHd A8t ardi |

SATGTAR G7-C-a $RAETS WA Tl 3 oild &1 UTgUciTs haiol |
Tfereferct | Teaitel| ok STt &1 Tt Tl 81 Stel ged o dTe PTH ol Fdrel
g el ¢ fob “arl b TTU” | ATl TE 8“1 hHT 31Tah g1l § gl 2T, 31k
379 3179 R 17 | TEE hHaD &id &1 SITGTaR HAoR| &bl Ig T&T et
f&GTaT T | Gallup Y HRA AT sardt 2 1 ol sgdr & #aoR ierie
Ueh ATc1 § A1 gige TRT1 fEagios drd FeRite TR Iell SirdT ¢ | BSRiie Sare
gt adT|

Ured €14 T dRTehsT ot b Udh WX Ueb 2| 3iTharse fordds I Hileld R

TE! | TIRd fordds UT I &1 | HAoR St Aol Ue ddhdl & 31K wid gl
& g |

emotionapp.in/research/rejection-is-a-rep 6/16
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‘ € The emotional-fitness model applied l

&R HEMI-dR a1l 77 Tsle AT R IR féabs |

SHIRMUY (EmotionApp) HRATT TThR[Ae & TeiT A1-fdeifdhed SHIRMA
f%cad (Emotional Fitness) I THcHIH 21 Ig foodf1oh T8l 21 I8
STAYITEA 8l Bdl | SoATSl Ael odl | RUT 981 ¢dr| gifsifca-arsehiaiioil &
qReh T ST dTed IST o 39T §9d & | U3TTE B Ugedl UTH FHTerdl 2| 31
HId d9 o1dT & ofd 3419 d1feV | f3efia’t |TgUU-Hhic 2| Yisde 23 HRdld
YTYT3TT & TeTdl 8| 3T HIRd H I8dl 8| ¥ DPDP & HdTfad &7 8| 3iTaRfe
f&eH 1S0 9001 37R IS0 13485 & A1 §&dT &l

AT TEAHT IR ATH dTed! 3ol 81 & Ueb hicd o o916 did fHAC BT T &1 hlg
ordiel soldh gl JleddT |

Flip the Blame Script g1 §dT ol diTdb] §11 TCAT bl STE S &l 37ad 8| SRR THhE 37T &,
et 3R O3 et & # g @Hw ; IO SRR I@T; IS R FATR 81 B
o T&hte W1, 3T 3R HAd gldl 8: 37 WGR & UTd 4 HelA Soic
& T; 37Teil it gAY Bl 21
Seligman and Schulman = fSHTAT g 31Td ddTdl & i fedhdT 2l
Proudfoot 7 f&zaTaT 31T{thd WIUTH 37Ted féeil dahdT 21 Flip the Blame
Script ST ATAT BY &1 AT & &1¢ Y Udh o8 foiddl o: hIRUT Sl 38 a1
H €T | Uob clTg: 31T SBTH Sil g hT | TITed dd gl o | Udh Hel g1l
I 21 98 rfaad Tgt |

Ueh g 3TeT &1 I 77T | 37€RT &l 1H 8Scd HTYUTT H St oifal &: Tatdl
fRgaht &f | HBTH BT HeH 2ATd 2: Th TS SoIc oiol U1, Udh dATeT 37TTeT
Hled W | O STTA|

You Own the PHHAD I AT & ST AT 7T STaTd &: Si HH gl & g 2T, 37k 38 a1

g?:;veb“k’ Not the O3 Y a7 foRdT STTAT 81 el dToTRR 8, [RTAT A3l 8, ersfH &, 37da
BT 81 HHD 3MTTel! ST &, JLRT TaTel 7, ATH Blatl-377 8, 37Tl
AT A U s Toh bl TFdh? 2l

emotionapp.in/research/rejection-is-a-rep 7/16
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Collect the Receipts

Let the Good Stick

Three-minute post-
call repson
WhatsApp
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HEHT A §h Wil | HAT HIAT 36137 Il | Bandura (1977) 3 Il d= A1t
el HTST H foRAT: 31Tl &hTH R Teh ol bl dd HdT & Hedd b &t
7 g, fohadT gairt, 3R R T3l & T fohadT ox feh | fRotarM
g&l 1 "eAT 8 oy Ao A1t §41 81 Toth-Ufthohd! Tchl & fdb 37Tl
1 37Tt 3ucsE 81 Stajkovic and Luthans (1998) 7 114 sl 31k
21,616 AT & HeT-UATIATad H Acth-Ufthdsat 37R BT & YelT & ofd
YTRd Fgdael .38 T | Barling and Beattie (1983) Ugal & TR Jod H
AT b & b Ufthahd! dhled, TTferat 37R BHIRM ST I I8! | ATH fohdAT
ST 2, T8 T8l SI8T| 3ATH 3TTeHT T B WR aT9d T8l ATdT | 37Tl BIH
oTar gl

Bande, Fernandez-Ferrin, Varela and Jaramillo (2015) 7 105 AT & 209
B2B o™ @Ml R ¢TI ISATH A fAhedd & bTd A et | hHdD wid
G CEEIGIRGIGIGE

Bandura 7 Ufthehdl & IR HId SdTV: W& PHch HIRIAT, AT bl T,
AT, 37R R &1 BTeid | S Hh AGAT Gad Holdd & | Collect the
Receipts 3T T1RG BT AT 2| il & §1¢ — Sifdl, R AT St — 31SHT Th
A UhsdT & off 384 §ATAT: SgdR JaTet, ATH 37T HeH, SIATSIT oIl Wl
TET 1 g3 7 | IS |

ST T3 §9d §, 9 3R A1 F 2AMet 98 id | 9 39T fgdd ad ¢ | THie
CRARICE]

ow fCATT THAT Uahg Tl 35 81 37d 11 §o1 AT SI&IVT | ga8 11 §of
ST 31281 31T, Y& SITUTT | Let the Good Stick 60 & 90 s BT TG &: 37l
TCAT BT ATH oI, diF o1 faaR0T &l, 38 WA &I &l | THIRMANY Tgt Hbidh
Good-Stuff Radar, Pocket the Pebbles, Marinate the Moment 31 Name It
to Frame It & U H qdT 8| ol ToilR W fgeT agt &1 Sl Sitd gof el gg, 79
38 fHer adhar 2l

g QRIS A8t 81 I8 a1 H §oM[T &1 Sif H13ed fith Tefdal U ¢f=1T evdr
2, 3 TFar 21 ST g1 3eTe’on R HY AT AdT 8, 378 il &bl 3TTHR
Haar g

TeThict del J8dl & STal MRt dod o T Uget & 3&dl 21 @TgQy | 74T
AT Tl | 7T 8l 7&l | hled & &1 did fHc: Flip, Comeback, Receipt, IT
Stick | U3TTE &g BicT YTFe @terdl 2| 3TTeHT 37 SITU al 9T I &M
THTAT & | dad HTYT3TT T HdoTd @ 373 ol §Td 381 HTYT § I8 Tehd! & folan
HTGAT 31T |

emotionapp.in/research/rejection-is-a-rep 8/16
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Ateam leaderboard  ATISI(ep ol GJT g8 I 37R F1h &bl ofieidle 21 g 19y el | Irgueirs

of reps, not deals T | ST & St IR &S aRelt &, 39 UTH Ul & CRM &1 St & Ha
T TR B Bl &, 38 QAT FhIRalS DMV | T, HeferATH Tt | ford §°
BRI & dT¢ UTd SHTICR URe-dhid 1 foid, 38 9 Tl 3 UTT |

Sales team resilience training:
the sales-floor rep protocol

ordlcT CTeH ¢ IgdT 21 39 e¥RI H 984 &: gl hlod 4 Ugdl, AT & §1¢, ‘&l
& §Te, 3R fea & 3id § | &R IR 9 fi+e I1 399 HH | hifd BT Th
RARMAIY AR T AT AT &, BTg0U R ol g foiddr g, 37 e

HEGETGIE
Before the call — 60 3Tl &1 Ae H ST Ueh diol 8T H &, 3TehT ATH ol | oIl Udh diof g1 § g,
seconds 39T ATH 1 | 2R ¢ HT: TP Big Sigh Reset — AT & & BT @14 31,
HE A UP oid] 19 d1&1 | TR STl 1T | T b AT ol AR 8l 21 T8
Ugol & foidT T arer 21

After a ‘no’ — three minutes

1. Flip the Blame Script. Tdh T8 Sl hHT 810 | &1 &T| Uch oATe: 37
FRIT B

2. You Own the Comeback, Not the Blow. 31T hTH 3116 2[sc] IT 399 HH
H el
3. Collect the Receipts. dicT d T A oIl JHIRT AT|
T T8 RTEUY W WSl | I&l 39 &
Aftera‘yes’—ninety et the Good Stick. Sitd &1 ATH ol | a1 OIF faaRoT ol | 37Ted ATH bl di%h

seconds U T HITY ST it TR-ShrAet &1 | St Sftd are & e §81, utad s e
ERIEERI

End of day —three Good-Stuff Radar: di =tsl i 8l g, T il 1868 €8 | Half-Won Is Still

minutes Won: f& <Y T8/ %eT Y STTE 0-10 311 (T A ST $& 1t Ied &

fdl § STcAT | Uh habs old H /AT — Udh T 3G AT |

R f&T IR RR 3R B9 3776 fHC 81 SATSTaR fed & &R doitit | gg Hi
ST BT 21

emotionapp.in/research/rejection-is-a-rep 9/16
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Six-week pilot design  Udh o1 IT Uh UIS TAT3T | ITATE AT Jed od bl HIhl & 37T 98
21 SCclTd S TITOIT 7 H | ThIRETE aTedl B g BT YT TEd B3|

Week 0. CRO 3R ZAScTH e Ui ol ATH dd ohd 8| iAok 45 fiAe &1 wig
SHTBIT &hd & — HIfCdRIAet HTYUT A8 | SqeTe: Higlel 90 fed &1 uesdrar

qTedT 37feRM, HiSleT ATTfedh Ufae de!, Higlal SAdathe § HITERT | i

foreTfAched Tt gt |

Weeks 1-2. RTgUT ol oI I31T | 16T UT8 & 70 WiAcT g%d H HH I &H Uid
I A | AR 39T U ATdoife 30 fe@rt| oifeiale 30 R @rsd g, tail
EEE N

Weeks 3-4. El--dTc JoTMT 3R faT-3-37d &1 I8R SiIeT | ot &b e,
3% Wie-hId B | 3T TR § 391 UTsUcATSd Hd hid B |

Weeks 5-6. o]0 &TH 3@ | AT4Y | Fhod IT Ich T BT i |

Pilot metrics — what you are allowed to claim
o Weekly participation: 9Ts &T &1 ST >5 3 foid |
e Streak length: ®H d &HH Uds 3T el ATTAR ST BT He |

e Emotional-vocabulary breadth: Flip 3iR Stick @81 § 37eATT- 37T
YTHAT-2reC] ! AT | TS 2rsg TR fAT=0T & a1 Ioid &1 SAETS 2l
a1 €, =7d TT |

e Manager modelling rate: oRT &I &1 ST >5 397 foixd |

* Retention watch: T&dTdT dTeil HhTH 37 Fh hT del $20al, A fohy
UTg & Hehldel, 89T 6 31 8T 12 WX |

* Minutes taken from quota time: o1& [ | @WW 31ifEe|

Si STaT 74T 8: 39~ 9@ IaRT, dhAdei (T, IT Hhig faelf-chel daalld |

TRAT-2 &t TRt 50 Wiaet A T & af UIre SR 4131 | e
Hd SISl |

emotionapp.in/research/rejection-is-a-rep 10/ 16
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‘ €©) Measurement l

A dashboard that
holds no clinical data

What the employer
never sees

HUAT IR AT St 2l

1. Rep counts. T3 T Flip, Comeback, Receipt 31R Stick gdc|
2. Streaks. o1 & folTH &HH & HH Tdh 3T T g31TI

3. Emotional-vocabulary breadth. 37e7T-37c1T HTGAT-2sC | ST fOth “Sieh”
T “TEII” g ThdT 2, 39 U1 THT 31Tk 21 & “fhTR IR, “Boahl”,
“PHHSIR” HE Thdl ¢, 39 ITg IIST 2| Tichid diers 4T ¢l foadt &F
iR fSfert R eR gt adTl

4. Participation. ATfAd ¢H o7 fE&T ST AT @b oThiy TR i |

I Ao A Hed fThedd U 3TIRRMA Afess &t avg ¢ o Siar fegar 2|
TI3TR BI3e o A1 |

STl cae | de ciafope | fafadhel ThR | ST D Adad | hig el oI
I o] bl HHART BIged AT ¢ | SHIRMATY Al-Tdel (el bIfiT 8l
HTLAT IET & Wigde 8| HIRd | T&4 aTell 3T 3Tk DPDP el Tdd W 8, sk
CANGIEREE

Gallup & ETISTHE HeT-UATIelfad (11th edition, 2024) 4 183,806 fasid
e 31R 3.35 AT HHATRET Bl S@T| SSTHE o HURT dlTe gfel 7
o I ATt 172 Yieforefact 18 WiAdT SaTeT fadTs | gTg-c437aR Fol o
cH3MeR 21 Hiact A a1 | Taelt dlTe & Hohldel | I8 99d & fob BIH I
SISTd Bh & AT TeAdl 81 TE Ao Tl TR Toredehed 37ITR 3@ &l B
& 21 I8 THIRMATY T Adtorr-arar H T8t &1 gAIRMATY 2RSTE gietic &l
ATSHIH T Sl g Te AT9dT | I FT9dT 2|

40 oM &Y 19 god B UTa 3 feidd @) B8 8 § 1,200 i ST I aTel
3dc §7d 21 Ig 22T I¢ CRO ATHAR i U dhdT 2| fohdl i Hiadt foiert
ECIGACEI
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€ Implementation — a 90-day plan

Table 2. Ninety days from decision to a held habit

Week Owner

Action

Metric

1 CRO + sales
enablement

2 Enablement + legal /
DPDP owner

3 First-line managers

4 Pod + AI coach

5 Enablement

6 Managers

7-8 Enablement

9 CRO + People

10-11 Enablement

12 CRO

Name the pilot pod. Write the one-page brief: Comeback
stance, no quota time, no clinical data.

Confirm India-resident processing, data-map and
employee notice. Load WhatsApp loop in the working
language of the pod.

45-minute stance briefing. Each manager logs five public
reps before the team is asked.

Team start. After-no protocol only. Human hand-off on
standby.

Add after-yes Stick and end-of-day radar. Publish the reps
leaderboard.

One-to-ones open with stance, not only the number.
“What was never in your control? What next?”

Repair drop-offs. Shorten prompts that people skip. Do
not add modules.

Mid-pilot read: participation, streaks, vocabulary breadth,
regretted exits versus matched pod.

If continuing, add a second pod. Keep the first pod on the
same four drills. No new content.

Ninety-day review. Retention watch at week 12. Minutes-
from-quota audit.

Brief signed. Pod list locked.

Notice issued. Loop live for
managers.

100% of named managers
have a week-1 streak.

>70% of pod log >5 reps.

Median streak >3 days.

Share of one-to-ones that
include the two questions.

Participation holds >70%.

Decision memo: continue /
redesign / stop.

Second pod hits >70% by its
week 2.

Written scale / hold / stop.
Zero quota-time hours.

AT STT-S81h? & 2| dal f3ed, gl di olre | 779 3a oIy, dd Hi 941

HTSIoT Al | T A 37Ted fdHTel IR it 2l
&<t # agt 90 fd, Hery #:

ERAT 1 — CRO 3R gAGeTHC UTIIC UTS JAd & | Ueh YA ol §1th: hHdD

T, odicl ersH Agl, fheifddhel sel gt |

BT 2 — HRd H 3¢, AIfed, TgUT o]y STH &l 9T H |

BRI 3 — HASR 45 fHe sitfthiT| &t & Ygal UTd ardoifAds I |
EHAT 4 — I (B | Tt AT-F-d1¢ WISt | 71 70 et i I |
BT 5 — ‘BI’-h-dTg 3R f&q-d-37d TR | T elisiaig |

BT 6 — I-¢-a7 W18 d God, fah TR 7T |
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BT 7-8 — ¢l &b U | His< o Ad SISl |
EHRAT 9 — ST BT A | STRT / SIERT §H131 / AT |
ERIT 10-11 — GHRT UTS, 98! IR 3|

AT 12 — Ted &7 &I FHTET| odlel 8e |

One-page checklist the
reader can run this week

O &1 W gfRUTST foial 3R HAoR &t 356 WR 3E]: HHdS wid
(Comeback stance) — AT’ & ST AT AT STAT: STl HHT g1 | &1 T,
31k 3T a1 R T oI R &l

o (JUSP Ui gAY | ATt ATH | b IToT | 3iTct-2g =Tvor &l |

o (Jodlel Cl8q R UTee | leldhidl aIRT | I&dT 2l

o OIS B 45 fAC sl &1 | 9 Ul ¥ ferdd, fopsft 37k @ Uga |
o (ORTEAY U 39 HTYT H WeT 3T Sif & T H et 2|

o OJI®RaE: Ot I 3R I | ST IS T Sod hid feursn|

o & AT & d1¢: &l elrg4 31R 37Tell B1H | i fHe|

o O P& d1e: 90 Adhs, 3t il fAydA gl |

o O % 3ia: i oot 61 &, fere b

o OIS AAhR: U I | HTGRT BT d1ed: 70 HiacT |

o (JhuHT SETS: fid, Tk, Al & disTs, IR |

o (JHUA 22ETE M T 7@ T eRe, fFafAha ThIR, SIS
g |

)T 6 37R AT 12 W 7 fohU UTE & JebTded Sb bl fATRTAT |

(O T8 YTeIC dTed fohat TolTgs | 397 I STdT gl |

() ofd & P H Hobe Hdbhd: Codl-ATTH 14416 |

O % § HIAT IET: Ig ATA-Tohel [ dhet SHIRMAA (hedd HIf 8| I8
ST, SoiTol a1 R4l Tl &1

0 TR f8th IR STad e dl I dhlel: IIRHTYT I8, Uis foite, ToR-Ugel
I, 31k Faler-ersH-g &l fAad|
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© FAQ

How much floor time does sales team resilience training
take?

FdTel sl § B T8l | & 3T il & &1 diF e BT FTgeT o’
21 Proudfoot oT FoITEREH WIUTH 211 8¢ IAT | BE g T UTIC,

TR U 3, 1 90 e ¥R &1 999 Ufd fth | Fdiel-sioh
TS |

@D Does a sales rejection mindset programme actually move
attrition?

U Met Life Toic S8R dhalH1-dlR W AT &3 I e (67 Hiac!
§ATH 33 HIEcT) | Proudfoot & ¢ el TTH T 3716 Held ol
cH3NaR 4 HIACT 87| dfcT folie W 12 BIAcT | Schd o de | 39 Bl

3TgATT 7€l |

What does the employer dashboard show — and what
does it never show?

Y fid, T, HTaT-2ree] St Tierd 31k WiteRT faarar 21 40

AT BT U8 89 UTd 39 WX ©& 89 | 1,200 T gde <ar 81 ST

e, de oiafhe I farfAdhel TR Mt Ag! fe@TdT| 3eT YRd §
I&dl 21 DPDP & HdTfad &7 &

@D We already run motivational offsites. Why would daily
reps work when those do not?

3fTRATSe dihUs &1 Wi HITeIdR &t 37Med &1 e & & 9t YR g dex

TR PEd & HoR gHeal 981 7@d | 80 BIAGT dIR T8l Hegd

BHId | Bled Ueh €9 & faT-ahid AT’ T&t GURAT| HIH i Thlg did
e 1T 2|
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@D Can we pilot one region without touching quota time?

&1 AT 1 B 40 AN BT UTE Al bl | HoR & A Uge 9T 3T
feaTl| AT 4: 70 1At BH T HH UTd I foid | ERdT 12: TEBdTaT

qTedT 37feRMA 3TR T &I ZR1eT, Hd fhU TS & Jobldel | Fdlel-dldh
e I B!

€) References

Bande, B., Fernandez-Ferrin, P., Varela, J. A., & Jaramillo, F. (2015). Emotions and salesperson
propensity to leave: The effects of emotional intelligence and resilience. Industrial Marketing
Management, 44, 142-153. https://doi.org/10.1016/j.indmarman.2014.10.011

Bandura, A. (1977). Self-efficacy: Toward a unifying theory of behavioral change. Psychological
Review, 84(2), 191-215. https://doi.org/10.1037/0033-295X.84.2.191

Barling, J., & Beattie, R. (1983). Self-efficacy beliefs and sales performance. Journal of
Organizational Behavior Management, 5(1), 41-51. https://doi.org/10.1300/J075v05n01_05

Deloitte. (2026). Modernising Indian insurers. Deloitte India.
https://www.deloitte.com/content/dam/assets-zonel/in/en/docs/industries/financial-
services/2026/in-fs-modernising-indian-insurers.pdf

Gallup. (2024). The relationship between engagement at work and organizational outcomes
(11th-edition meta-analysis). https://www.gallup.com/workplace/321725/gallup-q12-meta-
analysis-report.aspx

Gallup. (2026). State of the Global Workplace: India country-level data.
https://www.gallup.com/workplace/705650/state-global-workplace-india-country-level-data.aspx

Gallup. (2026). Quiet quitting is on the rise in India.
https://www.gallup.com/workplace/709277/quiet-quitting-rise-india.aspx

Insurance Regulatory and Development Authority of India. (2025). Annual report 2024-25.
https://irdai.gov.in/annual-reports

Hosted full text: https://lifeinscouncil.org/component/IRDAI%20Annual%20Report%202024-
25.pdf

McKinsey Health Institute. (2023, 2 November). Reframing employee health: Moving beyond
burnout to holistic health. https://www.mckinsey.com/mhi/our-insights/reframing-employee-health-
moving-beyond-burnout-to-holistic-health

Aon. (2026, 24 February). Aon survey projects slight uptick in salaries in India from 8.9 percent in
2025 t0 9.1 percent in 2026. https://www.aon.com/apac/in-the-press/asia-newsroom/2026/aon-
survey-projects-slight-uptick-in-salaries-in-india-2026

Proudfoot, J. G., Corr, P. J., Guest, D. E., & Dunn, G. (2009). Cognitive-behavioural training to change
attributional style improves employee well-being, job satisfaction, productivity, and turnover.
Personality and Individual Differences, 46(2), 147-153.
https://doi.org/10.1016/j.paid.2008.09.018

Salesforce. (2024). State of Sales: India insights.
https://www.salesforce.com/content/dam/web/en_in/www/documents/pdf/salesforce-state-of-sales-
india-insights-research-report.pdf

emotionapp.in/research/rejection-is-a-rep 15/ 16


https://doi.org/10.1016/j.indmarman.2014.10.011
https://doi.org/10.1037/0033-295X.84.2.191
https://doi.org/10.1300/J075v05n01_05
https://www.deloitte.com/content/dam/assets-zone1/in/en/docs/industries/financial-services/2026/in-fs-modernising-indian-insurers.pdf
https://www.deloitte.com/content/dam/assets-zone1/in/en/docs/industries/financial-services/2026/in-fs-modernising-indian-insurers.pdf
https://www.gallup.com/workplace/321725/gallup-q12-meta-analysis-report.aspx
https://www.gallup.com/workplace/321725/gallup-q12-meta-analysis-report.aspx
https://www.gallup.com/workplace/705650/state-global-workplace-india-country-level-data.aspx
https://www.gallup.com/workplace/709277/quiet-quitting-rise-india.aspx
https://irdai.gov.in/annual-reports
https://lifeinscouncil.org/component/IRDAI%20Annual%20Report%202024-25.pdf
https://lifeinscouncil.org/component/IRDAI%20Annual%20Report%202024-25.pdf
https://www.mckinsey.com/mhi/our-insights/reframing-employee-health-moving-beyond-burnout-to-holistic-health
https://www.mckinsey.com/mhi/our-insights/reframing-employee-health-moving-beyond-burnout-to-holistic-health
https://www.aon.com/apac/in-the-press/asia-newsroom/2026/aon-survey-projects-slight-uptick-in-salaries-in-india-2026
https://www.aon.com/apac/in-the-press/asia-newsroom/2026/aon-survey-projects-slight-uptick-in-salaries-in-india-2026
https://doi.org/10.1016/j.paid.2008.09.018
https://www.salesforce.com/content/dam/web/en_in/www/documents/pdf/salesforce-state-of-sales-india-insights-research-report.pdf
https://www.salesforce.com/content/dam/web/en_in/www/documents/pdf/salesforce-state-of-sales-india-insights-research-report.pdf

SHRAYY frt - wp19 11.15 oTRd 371V, 8.87 (IRG TT: Yo | & AT 379 ...

News summary: https://www.salesforce.com/in/news/stories/sales-ai-statistics-2024/

Seligman, M. E. P., & Schulman, P. (1986). Explanatory style as a predictor of productivity and
quitting among life insurance sales agents. Journal of Personality and Social Psychology, 50(4),
832-838. https://doi.org/10.1037/0022-3514.50.4.832

Stajkovic, A. D., & Luthans, F. (1998). Self-efficacy and work-related performance: A meta-analysis.
Psychological Bulletin, 124(2), 240-261. https://doi.org/10.1037/0033-2909.124.2.240

upGrad Enterprise. (2024). The GRAND Sales & Workplace Report. https://www.upgrad-
enterprise.com/reports/the-grand-sales-workplace-report
Primary PDF: https://cdn.upgrad-enterprise.com/salesreportTheGRANDSales&WorkplaceReport.pdf

Ministry of Health and Family Welfare. (n.d.). Tele MANAS.
https://telemanas.mohfw.gov.in/telemanas-services

©@ AEH S IRH

AEH F A H 31, 31 3MaTHT; Hag & Arsfopdricee 371 ¢ Refeg dia
3T, 37deT 31T Hag o ATsfohdTicie 3R ¢3 Releg HId & | 3] Hag & Tranquilo Meditek
Sytems Private Limited ® SHIRMATY §TAT | Hehdgc: UIfolfcd-ATShIcIloit ob dilds HIRd 1Y
TBRATH & Tl T A ST aTed 3ol & 3 F4T1 | T B iH RIgUU-HE 2 | 23 HRATg HTwT3fl 7
TIIAT 2 | 3eT HIRd W 3&dT & | DPDP, ISO 9001 31X 1SO 13485 W §AT & |

ATl Hd & Aswani A. Rejection Is a Rep. EmotionApp White Paper 19 (Hindi edition). Mumbai:
Tranquilo Meditek Sytems Private Limited; 2026. https://emotionapp.in/research/rejection-
is-a-rep

319se 22 September 2026

e e

SATRMUY Uk AT-faretfhed SHIRMAA fhead P ek 3R 3T RRATAT § §, df fopddt T
2198 IR Ufdeq, adiahi 3R SIfam & IR o 21 g 3R, 3arel, YIOhRMAeT A AT Tele-MANAS (14416) R
STIIE I HfSdhet TelTg 781 ¢ CiGk:d

© 2026 Tranquilo Meditek Sytems Private Limited, Mumbai

-emotionapp.in

emotionapp.in/research/rejection-is-a-rep 16/ 16


https://www.salesforce.com/in/news/stories/sales-ai-statistics-2024/
https://doi.org/10.1037/0022-3514.50.4.832
https://doi.org/10.1037/0033-2909.124.2.240
https://www.upgrad-enterprise.com/reports/the-grand-sales-workplace-report
https://www.upgrad-enterprise.com/reports/the-grand-sales-workplace-report
https://cdn.upgrad-enterprise.com/salesreportTheGRANDSales&WorkplaceReport.pdf
https://telemanas.mohfw.gov.in/telemanas-services

	11.15 लाख आए, 8.87 लाखगए: सेल्स में हर ‘ना’ अब एक रेप है
	Executive summary
	The problem in India
	The replacementmachine
	The cooler nationalaverage hides ahotter sales band

	Why current approaches fail
	The offsite is aweekend, not apractice
	No daily practice, nonew weight
	Managers coach thenumber, not thestance

	The emotional-fitness model applied
	Flip the Blame Script
	You Own theComeback, Not theBlow
	Collect the Receipts
	Let the Good Stick
	Three-minute post-call reps onWhatsApp
	A team leaderboardof reps, not deals

	Sales team resilience training:the sales-floor rep protocol
	Before the call — 60seconds
	After a ‘no’ — three minutes
	After a ‘yes’ — ninetyseconds
	End of day — threeminutes
	Six-week pilot design
	Pilot metrics — what you are allowed to claim


	Measurement
	A dashboard thatholds no clinical data
	What the employernever sees

	Implementation — a 90-day plan
	One-page checklist thereader can run this week
	FAQ
	References
	लेखक के बारे में


