The 6-Step Business Building System.  

The six step rotational repeated pattern is the lifeblood of your EcoQuest Business.  Here is the 6 Step System.
1.  The New Dealer must make a list of “20 Reasons why they are doing the business”

2.  The new Dealer must make a "Master List" of people to contact.  

3.  The new Dealer must contact a prospect with Deliberate Purpose.  

4.  The new EcoQuest Business Owner must present our opportunity in a manner to get the prospect as a new Dealer, a new customer, or a source of referrals.  

5.  The Dealer must follow up with the prospect repeatedly to answer objections and move the prospect towards making a decision.   

6.  When a prospect becomes a new Dealer, there must be a formalized "Getting Started Training" within 48 hours.

Notes on each step: 

1.  The new Dealer must make a “20 Reasons List of why they are doing the business.”  This is self explanatory but absolutely critical for success.  Without knowing the WHY, a person is not likely to hang around when they encounter challenges…and there will be challenges.  

2.  The new Dealer must make a "Master List" of people to contact.   The new Dealer will have influence and credibility with some of the list, increasing the probability of sponsoring some of them onto the team.  Family and friends may be sympathetic and supportive of the entrepreneurial effort, and buy products to aid in the new business launch.  Both will create early results and small successes which is vital to building the new Dealer’s confidence.

Building the list also creates discipline and focus.  EcoQuest is truly a business of sorting and sifting, not of convincing and selling.  

Building the 100 names list is really only step one.  Remember the gold is in the database?  That list MUST continue to grow with referrals, new contacts, lead generation etc.  Your new people must be taught how to grow this list for the duration of their careers - Bob Giddens Spiral Notebook is a great for growing this list.

If you hear, "But I don't want to talk to my friends and family,” it means there is a deficiency in belief.   That person will likely fail within 6 months if you weaken and allow them to follow an easier’ path.  That individual's only hope at making it long term is to undergo a rigorous personal development program, and intensely work on themselves and their belief systems. 

When someone says they run out of warm market names, then that is a sign they never worked this system properly.  If you will remember, we gave you an example of how you extract 10, 15, 100 names from prospects for their key positions during the initial presentation.

Another reason this list is so important is if your new person flakes out, which 40% or more will, you have more names, plus for the most part, they are going to be local and FREE leads.

Of course it is in your best interest, and theirs, to go deep under the new guy with his names because once he starts getting a bonus check and sees that it works, he will get more excited and won’t quit.  You are working with your new person with 2 on 1’s and follow ups.  Following up includes promoting the next event, the next home meeting, or the next hotel meeting.  Once you get going, excitement abounds at these meetings, and it was all accomplished with free leads.

3.  The new Dealer must contact a prospect with "Deliberate Purpose.”  You have already received scripts and training on WHY you are calling a prospect.   You now initiate Focused Action - It is the one constant of success.  I’ll now describe Initiating Focused Action with this scenario with your new Dealer.  

You and your new Dealer are at their Business Planning session.  You are sipping a cup of coffee, sitting at the kitchen table of this wonderful new couple that you personally sponsored.  You've done a Fast Start Planning Check List; you've built a list of 100 names, now what?  

They're staring at you.  It's time for you to shine, to show your leadership and begin to Initiate Focused Action.  

If you look back to the Fast Start Form, we make a mini-list of the top 6 prospects, plus we schedule their first in-home presentation 10 days or so into the future.  

Why do we do that and what result does it produce?

It gives you a focused starting point. This is Critical!  The new person is tentative, sometimes even scared.  As their sponsor you need to help them to get some momentum, to get the ball rolling.  That's the principle of Initiating Focused Action.  

Give them a script; find out which one they are comfortable with and then practice, practice, practice (role play with them).  

4.  The new EcoQuest Business Owner must present our opportunity in a manner to get the prospect as a new Dealer, a new customer, or a source of referrals.  Failure to do any of the three is a massive waste of time and resources to the new Dealer.  You and he do not have time to waste.  If you can’t show the plan, or do a presentation, you will never build a business.  Refer to the Presentation I sent you.  You all know how to do it “right” now, so your success rate is going to be climbing as you gain experience.  

5.  The Dealer must "Follow UP" with the prospect repeatedly to answer objections and move the prospect towards making a decision.   Lack of any formalized follow-up procedures or training creates a dismal result in most organizations.  The fact is, most downlines are devoid of follow-up scripts, tools, and a system.  Of course, Team Zenith has all of the above and that’s why you have a better chance of becoming successful. 

6.  When a prospect becomes a new Dealer, there must be a formalized "Getting Started Training" within 48 hours to calm buyers remorse, and to remove the sting of critical family members, and to capitalize and focus the new recruits enthusiasm into productive action. 

I am a firm believer in the use of a Unified Training System.   A unified training system means that you have one road map that EVERYONE follows without exception when they first get started.

Once they have been "activated” or seen results through this system, they can expand in different areas like business briefings, meetings, drop cards, the whole gambit of prospecting techniques, etc.  Whatever suits their strengths’?  Clendenin’s Local Prospecting CD’s and Manual is a good place to start.

Here is why it is so important to teach ONE single system in the beginning to the new EcoQuest Business Owner:

1.  A single focus produces repetition and belief.

2.  Belief produces confidence.

3.  Confidence produces results.

We are teaching you what we did to grow our EcoQuest business when we first joined.  It is the most effective business building system you can find.  When you have a huge group that will function without you, then you can go experiment, but until then, I advise you to Master what we are teaching ….Then Teach it … And Preach it without deviation.

Imagine the chaos and confusion that would arise if you introduced a new system or method to building the business every 30-60 days.  How can anything ever get taught or duplicate if it keeps changing?  How do you instruct a new generation of future trainers or conduct team wide training calls if one leg of your group just does meetings and uses tool A, and the other calls leads and uses tool B?

Your new team members are going to sit there confused as they can be and without belief because they don't know who is right or which system works better.  They don't want to make a mistake, so they will just sit there and do nothing.

A unified training system means that EVERYONE, from your personally sponsored Dealers down to your 50th level receive the EXACT same training.  

Look at McDonalds.  Do they give you a choice between 3 training manuals and 3 ways to run the restaurant?  Of course not!  They came up with the best possible method, and live by that method without exception.  That is how they can take an 18 year old with a high school degree and put him in charge of a million dollar business.

Another piece to a unified training system is the inclusion and repetition of CLEARLY COMMUNICATED EXPECTATIONS.

What kinds of expectations to you communicate to your prospects and to your down line?  Do you cater to weakness?  Do you let just anyone join at any level?

"But James, I can't afford $800 to start.  Can't I just buy the $49 kit, or maybe just a Fresh Air Buddy?   Do I have to get so much product and on Triple A autoship?"

Here is the translation of that statement: "I know deep down I'm going to fail.  I just want to buy some hope so I can tell myself I tried, but I want to buy that hope for as little money as possible."

Folks, this is not the type of person you are looking for!  NEXT!

If the dream is there, they will find a way, which is why the “dream building” part of your presentation is so important.

My advice, you do it right the first time, or you don't do it at all.  These are the training calls you WILL BE ON.  This is what you will do the first 30 days in the business, you will have a minimum of  3-5 product customers within your first 30 days, etc.

Those are the expectations.

I highly recommend everyone who joins our organization, join with the same minimum purchase or greater.  Of course the different product kits change periodically with the addition of new products and all, but if someone doesn’t come in with about $1000 worth of products, they are just product buyers, not business builders.

When you start, you pick up XXXX amount of product on your initial order, and then go on autoship with XXXX amount of product per month.  That's it.  You can not come in with a Fresh Air Buddy.  You can't come in with a $49 kit.  (Preferred Customers of course, do not fall within these rules).  You either do it right the first time, or you don't do it at all.

Not only does this ensure duplication, but it takes the pressure off your new guys when asking for an order because they don't have to twist their prospects arm or sell them into buying sufficient product AND to get on autoship. "This is what it is.  Take it or leave it."  If you want to join our team, this is how you join ... Period.

You must communicate leadership, responsibility, and the expectation of strength while prospecting, or the foundation of your business will be based on the wrong type of person.

Of course you want to get your new guy off to a good start, but what you REALLY want to do, is train your existing Dealers to become TRAINERS!  Our ultimate goal and product are well trained Dealers.  And the only way you can produce a walk-away income is if you train and produce leaders.  So, train your people to become TRAINERS!

Aids to help you accomplish the 5 - Step Rotation - Unified Training 

(These will help you build momentum and duplication.)
1.  Memory Jogger - (provided by email Aug 22)

2.  20 Reasons List (template provided Week One – Aug 14)

3.  Warm Market Scripts for calling and mailing (provided by email August 30)

4.  Elements of the Presentation also known as, “How To Show The Plan” (provided Week 4)

5.  Follow Up (Answers to the Objections provided by email on Oct 23rd)

6.  Getting Started Training (check list provided Week 10)

If you did not receive any of the above, email or call us and we will ensure delivery.

James and Jennifer Clendenin

4062 Mallard Dr.

Melbourne, FL  32934

(321) 254-6567

www.Secrets-To-Lifetime-Income.Info – Team Zenith’s Training Website 

