Tell Your Story and Dream Building

Here is an example of the story telling and dream building part of your presentation.

Tell your story, with specific purpose.  Your specific purpose is to build rapport with the audience, and provide a working example for the Dream Building exercise.

This is a critical step.  By telling your personal story in a particular way, it sets the stage for them to reveal to you their unfulfilled needs.  You have to share yours first, which gives them permission to share theirs.  

Rather than explain further, I’ll give you an example dialogue.  You will get the idea of how to use your story in place of this one.

Remember, you would either be drawing on a pad of paper if you are doing a one on one, or a whiteboard if you are doing a home business briefing.

“Ladies and Gentlemen, it is indeed my privilege to be the one that gets to share this business with you this evening.  I guess a good place to begin would be at the beginning of the story, with how I was introduced to EcoQuest.

In July 1995, I was 47 years old, living in Melbourne, FL in a 850 sq. ft house for $450 a month in rent. That should give you an idea of what the neighborhood was like.  I was driving a two-tone van.  I call it two-tone because it was blue and rust.  I bought it for $800.

I would get up every morning to the sound of an electric rooster at 5:45 am.  It wouldn’t matter how great my dreams were, or how tired I was.  I had to get up.  I would grab a quick shower, and something to eat on the way out the door.  Usually it was a pizza crust from the night before.  I would see everyone else coming out of their homes at that ungodly hour of the morning, and try to start the big old van.

I would creep along the highway at 5 miles an hour, and sit behind a desk for 9 straight hours listening to other people’s problems.  I would head home along that same highway, creeping along trying to imagine what I would order in for dinner.

I would do that for 5 consecutive days, then on the 5th day my boss would hand me a white envelope, with a little window.  Inside was a blue check, with a whole bunch of money taken off for taxes and a bunch of government programs that I never seemed to get a piece of.  I still remember one Friday just after my 47th birthday.  I sat down, exhausted, on my old couch and held that envelope up to the light.   I asked myself, “Is this all that I’m worth?  The bad news was only 15 more years to go until retirement.

All of this changed after I became engaged to be married.  Any married guys in the room tonight?  Have you heard the rumor that 2 can live together as cheaply as 1?   Well, that’s only true if 1 of them stops eating!

I started pricing out what a wedding was going to cost.  I was only about $15,000 short.  I said,  “Good news honey, we can afford to get married in about 11 years!”  She wasn’t buying it.

I went to my boss on Friday, November 4th 1995 to plead my case for a raise.  I’ll never forget that day, because it changed my life.  I took him to The Roadhouse on Wickham Rd. for lunch.  I had been rehearsing my speech for weeks.

He had chicken wings for an appetizer and steak and potatoes for the main course.  He ate as I told him how loyal was, how I was doing the work of three men, and how if he gave me a raise of $10,000 per year I would work for him forever.

He made grunting noises of agreement as I gave my little speech.   At the end, he took a chicken wing from his mouth and used it to point with.  He emphatically agreed that I indeed deserve a raise.  Then came the 3-letter word starting with the letter B that changed my entire life.”

“BUT James, times are tough.  No one is getting a raise for at least a year.  But when we do give raises, you’re at the top of the list.”

“He thanked me for lunch, got into his Cadillac Escalade and drove away?

I swore that day that I would no longer be at the mercy of a paycheck.  All weekend I sat, trying to figure out how I was going to get free, and make enough money to give my fiancee the life she deserved.

As luck would have it, on Sunday afternoon, Bob Giddens called and said, “James, I’m up in Minnesota and I got something I want to run by you.  Bob talked a little bit about some famous scientist who had started a research company in a spare bedroom and was expanding the distribution of its product lines.  He talked of a top marketer from Minnesota that was leading the expansion and making a pile of money.  It seemed fascinating.

I studied more information about his company, it’s manufacturing, and its compensation program.

A few days later, Bob Giddens come knocking on my door.

He said, “James, if you do well at this business, you’ll get two very important things: more time, and more money.  Which do you want to talk about first?”

It really confused me.  I was expecting some technical business presentation.  

He took out a pad of paper and pen, and looked at me.  I asked him what he meant. ‘

He said, “If I’m going to show you a way to get something different out of life, I need to know that you want something different out of life.  If you had more time and more money, what would change in your life?  Who would you spend more time with, who would you spend less time with, what would you do differently?”

I said quickly, “Well, that’s easy. I would spend less time at work.  I want to quit and own my own business.”

He drew a large circle in the top left side of the page.  (You draw a similar circle on a pad or whiteboard for your prospect.).   He labeled it GOALS.  (You label the circle the same way on the pad or board.).  In the circle he wrote down “BE OWN BOSS.” (From here on in, assume that anytime I say ‘he wrote’, you draw the same thing on your pad or whiteboard if you are doing a home meeting with lots of guests.)

He said, “Good.  If you’re your own boss, is your wife going to keep her job?”

That was a bit of a sore spot with me.  My fiancee had to get up at the crack of dawn too, and even though I wanted her to stay home, she had to work because we needed the second income.  

I said, “Naw, if I had the money she’d stay home.” He wrote that in the circle.

He asked me, “If you had more income, would you keep driving what you’re driving?”

I laughed out loud at that one.  I said, “Nope, I want a car that starts on a cloudy day and gets over 4 miles to the gallon.” 

He got ready to draw in the circle.  “If money was no problem, what kind of car would you drive?”

I said, “I dunno.  Maybe a Honda Accord.”

“What color?”

“Black.”

“Sun roof?”

“Yup.”

“Cold air conditioning?”

“Absolutely!”

He made notes in the circle about the car.

“If money was no problem, would you keep living where you’re living?”

“I want to buy a house for my fiancee eventually.”

“What kind of house?”

“I dunno.”

“If you don’t know, how will you know when you find it?”

“I dunno, maybe 4 bedrooms in a nice neighborhood , with a pool”

“Big kitchen or small kitchen?”

“Big kitchen, and a big screened in patio, and someone to cut my grass!”

“Excellent, now we’re getting somewhere.”

This exercise went on for 10 more minutes.  We talked about taking a Caribbean Cruise one day.  We talked about furniture for the house.  We talked about supporting charities.  That was a sore spot with Jennifer, she couldn’t afford to sponsor a foster ​child anymore.  We talked about retirement.  We talked about college for our children.   We talked about spending time with our families.  Every time a goal popped out of my mouth, he wrote it in the circle.  Eventually it was completely full of the kind of life that I always wanted to have, but could never afford. 

On the top right side of the page, he wrote down 40 hours.  He asked me, “Do you work 40 hours per week at your job?”

I said it was more like 60 hours a week.  He corrected the number on the page.

He said, “What I’d like to draw here is a circle that represents the current income you make at your job, in relation to all these goals you told me you wanted out of life.  Do you want me to draw a circle the size of a grapefruit, a plum, or a raisin, or do you want to draw the circle yourself?”

I took the pen from his hand.  I thought about not getting the raise, not being able to afford a wedding, not being able to afford a decent car or a nice place to live.  I looked at the circle filled with things that I wanted out of life but weren’t able to afford.  I said, “I don’t know how to draw an inside out circle, so this dot represents what I make now in relation to what I want out of life.”

He smiled sympathetically, and asked me, “Is there any way that you can have this kind of lifestyle if you keep working 60 hours per week at your job for 20 more years?”

I said, “No way.  Absolutely no way.”

He smiled and took back his pen.  He then began to draw a series of dotted circle around my central dot, a little bigger each time, like he was drawing a bulls-eye target.

“What I propose is that you join our team and start your own home-based EcoQuest business. You can work with us 10 hours per week in your spare time for about 2 - 5 years.  These concentric circles represent the extra income that this business generates.  The first year, it’s just a trickle.  But within a year or two you can get out of your job, and within 5 years you can afford everything over here in your goals circle, plus have the time and freedom to enjoy them.”

He put down his pen, and looked me in the eyes.  He said, “James, does the thought of working 10 - 12 hours per week in your spare time for the next 2-5 years in order to have total financial freedom sound like something you’d be interested in hearing more about?”
I’m not sure if my mouth was hanging open or not, but I know I couldn’t speak.  I just nodded my head in agreement.  He said, “Good”, and then turned the paper to a blank page? 

….And this is where you go into the Economic Rut of the presentation….
One more thing.  After you have asked, “Does the thought of working 10 – 12 hours per week in your spare time for the next 2 – 5 years in order to have total financial freedom sound like something you’d be interested ion hearing more about?

Remain Silent!

If the prospect says anything except “YES”, then you take out your business card, put it on the table and say, “Mr. Prospect, I’m looking for people who want more out of life.  When you realize that your financial vehicle cannot take you where you want to go, give me a call.”  

Then, get up and head for the door.

By doing this, you have maintained posture and saved yourself a lot of frustration and time.
Important Notes/Tips about your presentation:

Somewhere in your presentation you want to say, “Mr. Smith, if this isn’t the right time in your life to participate in building a residual income, I would really appreciate it if you would at least become my customer.  Fair enough?”
Your presentation needs to be Prospect Centered. 
In order for someone to join your team …

They must have a pressing need in their life.

Their brain must translate your presentation into solving that need.

A good First Night Package is not too full of information to risk overwhelming the prospect, but contains enough exciting content to motivate the prospect to take a closer look.  I like to have EcoQuest’s recruiting CD/DVD, a testimonial booklet, the product testimonial DVD, plus the Success Magazine (it is loaded with stories and credibility building third party endorsements.  You are going to address the 3 modes of learning -  audio, visual and reading.

When the prospect has had a presentation and you return to follow up, here is what to say if the prospect says “NO”.

“Prospect’s name,  I can appreciate you probably feel that you don’t have the time nor the qualifications for this opportunity.  But since I’m here anyhow, would you like me to show you how    I help people earn an extra one thousand, four hundred and forty four dollars in the next 72 hours    to 28 days?  It will take about 8 minutes.”
Vitally important – Team Zenith’s – Let the prospect see themselves doing the business.

Sitting there with almost any prospect we’ll create a names list of anywhere from 15 to more than 30 prospects in about 2 minutes as we’re explaining the plan on how they can make some money. 

Here’s how to do it.  It’s a little tricky to describe, because I draw it on paper with the prospect.                    I draw them at the top, then 4 circles below them representing their frontline.  

I ask them, “Who would you like to place in this critical spot?  This should be someone ambitious, dissatisfied with their present career, someone who is active and likes new things like a new car or new house, likes to travel, or is a good coach or teacher.  Do you know anyone like that?”  I write the first name into the first circle.

Repeat the exercise until all four spots are filled.  

You are going to have to exercise some patience because this can be like pulling teeth.   But stick with it.   Then ask them why they picked each person for each circle.  Get them to describe that person’s profession, city of residence, marital status etc. Use those prompts as Memory Joggers.

For example, “Oh, you picked Mike because he’s a little league coach in Miami, FL and drives an old car.   Do you know anyone else with kids in little league?  Do you have any relatives that can play baseball?  Do you know anyone else who lives in a hot climate?  Do you know anyone in Florida, Texas or Georgia?  Who else drives an old car that you know?  Who drives the nicest car?  Anyone you know drive a huge monster SUV like a Lincoln Navigator?  Coaches baseball?  Know any other sports coaches?  Know anyone who teaches ballet or teaches school?  Who are your kids’ teachers?  Etc. etc.”
Write down the side of the page the names of people they throw out to your questions.  If you see them stuck on a question, get them to move on.  You want spontaneous names.  You do this with all four of their key frontline prospects.  This always gives us at least 15 or more names to draw from.

Then you put a check mark next to anyone on the whole list who they’ve talked to personally in the last 30 days.  You put a check mark next to anyone who lives within 50 miles.  These are the key people that we want to talk to first.
Thought of the Week:  

The greatest opportunities in life often come disguised as tremendous difficulties.  Seeing every difficulty as an opportunity inevitably leads to improvement and certainly raises the “self responsibility” standard.  The key to unleashing the unlimited potential within is self-responsibility!  To do that, there can be no blame.

