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1. Personal Preparation: (Prior to meeting) 
A. Pray for each group member.  
B. Designate, in advance, two group members to share about their business (using the 

template provided in place of the lesson) at this meeting. 
C. Contact group members early in the week reminding them about the meeting date 

and time.  
D. Review the facilitator guide. 

 
2. Welcome and Open in Prayer: (5 minutes) 

 
3. First Key Business Presentation: (45 minutes) 

 
Set up for Key Business Presentation: 
 
A. Introduce the first presenter. 
B. Ask group members to make note of any questions they might want to ask the 

presenter at the end of the presentation. 
C. Remind members of the tips for asking good questions covered in the “group 

member orientation” 
 

a. If you are at a loss and need more information, or you can’t seem to reflect 
back what others are saying, then you can ask more clarifying questions such 
as: 

 
  “Tell me more about….” 
 

“Would you mind helping me understand what you mean when 
you say...” 

 
b. Avoid interrogation and beginning sentence with “why”. 

 
c. Avoid closed questions which elicit a yes or no response. (Did you pray about 

it?) 
 

d. Use open-ended questions which invite members to talk and for you to 
gather insights. (What are your thoughts on ____ or starting questions 
with___. Tell me about _____.  Describe____. Outline_____. Share more 
about _______. Discuss your thoughts on______.)  

 
e. Let the person know where you are coming from and where you are going. 

(Avoid leading questions or setting people up; leading questions are done to 
you vs. learning and discovery questions done for you. Avoid fixing with 
questions. Explore learning questions so the individual can solve the issue 
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and their own behavior or action. Ensure you are on their agenda or seeking 
God’s and not pursuing your own agenda.) 

 
f. Use softening statements to help explain why you are asking your question.  
 

Example: I appreciate your desire to bring your son into the business 
upon his college graduation.  I remember when my son graduated from 
college. Can you help me to understand why you have chosen to bring 
him in as the Vice President? 
 

D. Remind the presenter they have 45 minutes to share about their company and to 
get feedback. 
 

During the Business Presentation: 
 
A. Keep track of time. 
B. Let the presenter know when they have 10 minutes, 5 minutes, and 1 minute 

remaining. 
 

Feedback for Key Business Presentation: 
 

 Remind the group members of the importance of LAQR as they give feedback: 

A. Listen: Listen with your head (facts) and your heart (feelings). 
B. Acceptance: Accept what is shared with no judgments (should) or veiled criticisms. 
C. Question: Ask an open-ended question to get clarification and/or to help the 

member process and better understand what is happening in their situation. 
D. Respond: Members can provide feedback based on their experience or expertise, 

keeping it focused and succinct. 
 

4. Second Key Business Presentation: (45 minutes) 
 

Set up for Key Business Presentation: 
 
A. Introduce the second presenter. 
B. Remind the presenter they have 45 minutes to share about their company and to 

get feedback. 
 

During the Business Presentation: 
 
A. Keep track of time. 
B. Let the presenter know when they have 5 minutes and 1 minute remaining. 

 
Feedback for Key Business Presentation: 
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 Remind the group members of the importance of LAQR as they give feedback: 

A. Listen: Listen with your head (facts) and your heart (feelings). 
B. Acceptance: Accept what is shared with no judgments (should) or veiled criticisms. 
C. Question: Ask an open-ended question to get clarification and/or to help the 

member process and better understand what is happening in their situation. 
D. Respond: Members can provide feedback based on their experience or expertise, 

keeping it focused and succinct. 
 

5. Action Plan: (10 minutes) 
A. At the next meeting, group members should come prepared to report out on the 

action steps from the last meeting: 
a. Memorize Philippians 2:4. 
b. Go through the six steps of the sales process and think/pray about if you are 

following these steps and/or how you can start implementing these steps in 
your business.  

c. Pray for  each other to have a clear understanding of how to succeed at 
sales.    

B. As the facilitator, you may also want to write down and follow up on any action 
steps that the presenters from today talk about implementing in their businesses 
after their presentations. 

 
6. Summary/Closing Prayer: (15 minutes) 

A. Briefly describe the topic and preparation for the next meeting.   
B. Estimated time for homework: two to three hours to go through the steps of the 

sales process and map out a plan to implement the steps.      
C. Ask if there are any spoken prayer requests and close in prayer.  

 


