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IDENTIFYING GOALS

What I Want -  
my business goal:

Why I Want It - 
my “why”: 

My Current Reality - 
(my business, my team, 
my income): 

The Gap - what I 
need to achieve 
my goal:

With that in mind, I created this handy assessment so you can 

identify, for yourself, exactly what might be getting in the way of 

your success. To get a frame of reference, let’s begin by identifying 

your goals and examining your current reality.  Once we know   

   what you want and where you currently are in your business, we 

    can uncover exactly what is causing the “gap” and take the  

     appropriate actions  to close it. So please, get comfortable 

     and take a few  moments to answer the following questions.  

I’m thrilled you’ve decided to take some time today to take a look at 

yourself and your business. As a business mindset expert, I’m always 

looking for ways to help you get more out of your brain so you can 

achieve all that you desire in your life and your business.

Hi there, I’m Deb Erickson 
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INNER & OUTER ICAN

Your Inner ICAN

Outstanding! 
Now that we know what you want and where you are starting, we need to answer the question, “What is 
causing the gap?” Or perhaps a better question is, “What is getting in the way of me achieving my 
business goals?”

In order to answer that very crucial question we must look deeply into Y.O.U. - your mindset, your 
emotions and your behaviors. Personal awareness is the first step to discover how to maximize your assets 
and move yourself more powerfully into action toward your goals. Challenge yourself and be honest 
about exactly where you are. The following questions will help you identify more clearly what is getting in 
your way both personally and professionally.

This self-assessment is split into two distinct segments. First, we will look at your Inner Game of 
Success. I call this your “Inner ICAN” a.k.a. your ability to empower yourself by maximizing your 
inner resources. This includes your ability to manage your mindset, master your emotions, and 
move yourself into productive action in building the business of your dreams.

Your Outer ICAN

Your Outer Game of Success, or your “Outer ICAN,” represents your practical business skills and your 
leadership abilities. Network marketing and direct sales require you to have unique skills, knowledge, and 
strategies including selling and recruiting in order to be successful. In addition, the executive level 
professional skills of coaching and leading are necessary to build, develop, and manage a high 
performance team or downline. 

“I didn’t know what I didn’t know, but I knew that SOMETHING was missing. Deb changed all of 
that. Her programs helped me find my greatness and unlock the best version of me."

Becky D, Sales Director
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INNER ICAN

Your Inner ICAN: Personal Development

MINDSET
I have clear goals and dreams for my business, but all too often I let the following mental 
blocks get in my way: 

Lack of confidence (I can’t) 1 2 3 4 5 

Negative self-talk (my own) 1 2 3 4 5 

Negative self-talk (from others) 1 2 3 4 5 

Low self-esteem / self identity (I’m not enough) 1 2 3 4 5 

Low commitment level 1 2 3 4 5 

Lack of value / deservability / worthine ss 1 2 3 4 5 

Other:

No 
impact

Moderate 
impact

Significant 
impact

Choose 1 if you feel the item has no impact on your business Choose 3 if you feel 
the item has moderate impact on your business Choose 5 if you feel the item has 
significant impact on your business

For the questions below, rate yourself from 1 - 5 according to how much each mental 
*LIMITER impacts your business:

Remember, we are looking for your personal and professional LIMITERS.

*LIMITER: A factor that is currently limiting your business growth
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INNER ICAN 

EMOTIONAL

I have big goals and dreams for my business but all too often I let the following 

negative emotions hold me back:

Fear of success / failure / rejection 1 2 3 4 5 

Doubt in my abilitie s 1 2 3 4 5 

Anxiety / worry 1 2 3 4 5 

Disappointments / frustrations 1 2 3 4 5 

Impatience (not happening fast enough) 1 2 3 4 5 

Comparison (judging myself against others) 1 2 3 4 5 

Lack (there’s not enough money, time, etc.) 1 2 3 4 5 

Other: 

ACTION 
I know what to do but all too often these negative habits and patterns affect my business: 

I avoid critical business activities (phone / networkin g) 1 2 3 4 5 

I let life’s obstacles distract or derail m e 1 2 3 4 5 

I procrastinate / resist important action 1 2 3 4 5 

I freeze and go into overwhelm / do nothin g 1 2 3 4 5 

I am disorganized 1 2 3 4 5 

I waste time or lose focus 1 2 3 4 5 

I don’t follow-through or finish what I start 1 2 3 4 5 

Other: 

No 
impact

Moderate 
impact

Significant 
impact

No 
impact

Moderate 
impact

Significant 
impact
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OUTER ICAN 

PERSONAL SELLING 
I love my product and have big goals but my personal sales numbers are not where they 
need to be. All too often I allow the following

to sabotage my sales goals: 

I know what I should be doing, but I’m not doing  it 1 2 3 4 5 

I resist picking up the phone / booking appointments 1 2 3 4 5 

I’m afraid that I will bother other peopl e 1 2 3 4 5 

I don’t want to be “pushy ” 1 2 3 4 5 

I can’t find the right people 1 2 3 4 5 

I don’t know what to sa y 1 2 3 4 5 

I lack confidence in selling 1 2 3 4 5 

Other: 

PERSONAL RECRUITING 
I’m great at personal and team sales but my personal 
recruiting is limiting my business growth: 

I know what I should be doing but I’m not doing  it 1 2 3 4 5 

I resist picking up the phone or networkin g 1 2 3 4 5 

I’m recruiting / enrolling the wrong peopl e 1 2 3 4 5 

I don’t want to be “pushy ” 1 2 3 4 5 

I can’t find the right people 1 2 3 4 5 

I don’t know what to sa y 1 2 3 4 5 

I lack the confidence in recruiting 1 2 3 4 5 

Other: 

Your Outer ICAN  Business Development

No 
impact

Moderate 
impact

Significant 
impact

No 
impact

Moderate 
impact

Significant 
impact
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OUTER ICAN 

YOUR TEAM’S SELLING ABILITY 
Perhaps you’re a superstar salesperson but you are struggling to get your team to duplicate 
your skill level.  Which of the following are impacting your team sales?  

They know what to do but aren’t doing it 2 3 4 5 

I don’t know how to get them unstuck / into acti on 1 2 3 4 5 

I think I have the wrong people on my tea m 1 2 3 4 5 

I don’t know how to motivate my peopl e 1 2 3 4 5 

They lack the confidence and I don’t know how to help 1 2 3 4 5 

Other: 

YOUR TEAM’S RECRUITING ABILITY 
My personal recruiting is really strong but I am struggling to get my team to 
duplicate my skill level: 

They know what to do but aren’t doing it 1 2 3 4 5 

I don’t know how to get them unstuck / into acti on 1 2 3 4 5 

They resist recruiting 1 2 3 4 5 

They are recruiting the wrong peopl e 1 2 3 4 5 

They lack the confidence and I don’t know how to help 1 2 3 4 5 

Other: 

Your Outer ICAN  Executive Leadership

No 
impact

Moderate 
impact

Significant 
impact

No 
impact

Moderate 
impact

Significant 
impact

1 
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OUTER ICAN 

I’m investing time in the wrong peopl e 1 2 3 4 5 

I don’t know how to get someone unstuck / into acti on 1 2 3 4 5 

I feel like a cheerleader instead of a coac h 1 2 3 4 5 

I feel like I’m pushing and dragging too muc h 1 2 3 4 5 

I’m training on the same thing over and ov er 1 2 3 4 5 

I’m not happy with my marketing resul ts 1 2 3 4 5 

I keep taking 2 steps forward and 2 steps bac k 1 2 3 4 5 

I’ve done everything I can - now what? 1 2 3 4 5 

I can’t seem to move them as fast as I want to 1 2 3 4 5 

I’m attracting the wrong peopl e 1 2 3 4 5 

I know I’m capable of more 1 2 3 4 5 

Other: 

No 
impact

Moderate 
impact

Significant 
impact

COACHING AND LEADING 
I am already a significant leader in my organization, or intend to step into a greater level of 
leadership, but I’m struggling to get my organization moving and growing at the pace I need 
them to grow. 

SA life without limits is waiting for you
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YOUR RESULTS

Whew! Great job!
Now, review your scores and highlight each item where you scored a 3 or above. These areas 
are your LIMITERS. They can restrict, slow down and even stall your business development. The 
higher your score, the stronger hold that mental limit, emotional block, or negative  behavior has 
over you.  

What you need is a strategic plan to release each LIMITER. If you continue down your current 
path, it will feel as though you are sprinting toward your goals with lead boots on your feet,  
dragging heavy baggage and carrying your team on your back. No wonder you feel 
frustrated! You are working way too hard for the results you are currently seeing.  

The Not-So-Good News - If you have 1 or more LIMITER in any category, you probably 
feel as though you are spinning your wheels – and with good reason! You’re wasting 
valuable energy, time and money. When you work this way, you are usually “out of sync,” 
using willpower and discipline to push through, dragging yourself and your people. This 
strategy just doesn’t work for you and it leads to burnout and high turnover in your team.  

The Great News – There is hope. Say it with me. There is hope! No matter where you 
find yourself and your business today, you can experience a different tomorrow. At The 
ICAN  Institute, we teach you how to uncover the biggest LIMITERS in your life and your 
business, release them, and replace them with strategies specifically designed to work for 
people in this industry. We’ll show you how to master your mindset, shift your energy, and 
free up your personal greatness today.  The result will be business growth that happens with 
grace and ease – not pushing and forcing – and a happier, more balanced you. 
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ABOUT DEB ERICKSON 

I want you to know... 
I’ve walked in your shoes. I’ve achieved the highest levels of success in 2 different network 
marketing companies and developed top-performing teams.  I’ve designed unique sales training 
programs that work, and launched my own company all dedicated to empower people in this 
industry.  As a business mindset expert, I’ve helped thousands of people get the most out of their 
minds and achieve the highest ranks in some of the most prestigious network marketing and 
direct selling companies in the world. I know I can help you, too. 

"Deb Erickson’s programs are the most revolutionary training I have experienced in my more  than 30 
years in the Direct Selling Industry. I have worked with dozens of coaches and attended  hundreds of 

training events but Deb’s teaching and tools are unequa led. They have changed my life and my 
business. What I’ve learned from Deb is priceless."

- National Sales Director
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