Scripts for Local Leads (could be adapted to distant leads)
Hello, I’m calling to speak to Fred Williams (Prospect’s Name) .”  This is Fred speaking….. 
“Hi Fred, this is James Clendenin (your name).  Fred you indicated that you might have an interest in starting your own business. Do you still feel that way sir?”  Fred says “yes I do”.  Fine. Do you have a minute you could talk about that now.  Fred says Yes.  Now you have his attention. You say, “Well Fred to introduce myself to you a little better I’m an independent representative with EcoQuest International.  Have you ever heard of them before?  Fred says, No I don’t think I have. “Well we’re in the business of marketing high tech air purifiers that help people breath cleaner fresher air in their homes and work places, and we also market health care products that help people live a better quality of life, feel younger and have more energy and maintain a healthy weight.  

Along with that Fred we have a business program that allows people to work out of their home an earn a significant amount of money without changing anything they are doing right now.  Before we go any further Fred, I need to ask you an important question.  May I?  Fred says, yeah. 

Fred, if I could show you a business you could do out of your home, you feel completely comfortable doing it and you see you could earn a significant amount of money with it , how soon would you see yourself getting started with such a thing.  And he says, Well right away, and you say, “well fine..., of course Fred, I don’t really know you and you don’t know me and you don’t know this program.  I wouldn’t want to waste your time and I wouldn’t want to waste my time either so before we continue I need to see if there is a fit between what you might be willing to do and what my company can offer you.  May I ask you a few questions?

POW!  You have really got their attention now.  You have used powerful language conveying that they have to qualify… Which they do.  And it gives a whole new perspective, a whole new atmosphere. This changes everything - now this person is leaning forward listening very carefully and saying wow I’ve got to answer some questions to see what this is all about …...and the questions you ask are relevant questions.  A lot of times I hear people make prospects calls and they ask somewhat irrelevant questions like “How old are your children” or “are you looking to replace your income” or “what kind of work do you do now, do you like what your doing”.  For right now, these are dangerous questions.  Do you like what you’re doing now?  Every one will say yes and try to justify that … that’s the way human nature is ... So don’t ask that…yet.  Here’s the kind of questions I like to ask which really tell me if this is the kind of person I want in my business.

1.  Well Fred, for you to earn significant money with this program you would need to devote 8 to 12 hours a week.  If you like everything about it, could you set aside 8 to 12 hours a week to do it?

Now if he says, “No, I don’t have that kind of available time, then you say “then this is not for you.  If anything changes in your life, please let me know.  Have you any questions before I go?  If no, say, “Have a good day, bye-bye…..and leave the call - he’s not qualified.  Don’t make a big deal about it.  But if he says, “Yeah, I’ve got 8 to 12 hours a week, then you go to your next question which is……. 

2. Fred, there’s no aggressive selling involved in this business, but it is a program where you are meeting and talking to people, do you enjoy meeting and talking to people?  
Most likely he’ll say, “Well yeah, I do.”  By the way, you also take out the objection of selling out in this questions before it even comes up.

3. My company has a training program and if you follow the training you’ll have every advantage possible to be successful.  Tell me Fred, are you pretty good a following directions, do you feel like your coachable?  And he will say “yes.”

“Fred, of course this is a business and any time you own your own business you have start up cost.  With my company, the investment to get started, your looking at around $400 to $3,500 to get started.  Fred does that fit within your budget at this time?”  

Now if he doesn’t have any money and he’s bankrupt and destitute then you want to get out of there because that’s not likely the kind of person who’s going to build a business quickly.  There are exceptions of course and I am one of them, but don’t build your business on exceptions.  Do your charity work after you have become successful.  Right now you want to focus on leveraging your time and your energy.  But most likely Fred will say, “Yes, if I like the program I’ve got the money.

4. What other qualifications do you have Fred that leads you to believe you could be successful in your own business?   And he’ll ramble on, “well I’m motivated, I want things in life, I know a lot of people.”  You say, “Yes that sounds good, what else?” ...and he’ll sell himself to you.

Then you say, “Fred based on what I hearing you sound like you might be the kind of person I would be looking to partner with.  (Notice I didn’t say you are the kind of person or your are perfect.  I said you might be the kind of person I would be looking to partner with.)  but I don’t know that 100% for sure so may I make a suggestion?  And he will say, “Yes”.

Let’s set a time where we can get together with you and your spouse and I will show the business to you, it takes about 45 minutes.  And when I’m finished if you are sufficiently impressed and if I feel like you will make a good partner for me, you and I can discuss the next step ...and if for any reason Fred you feel this is not for you or I feel like your not the kind of partner I’m looking for, I’ll be the first person to advise you to pass on this.  Does that sound fair Fred?  (They will say yes every time!)  
What’s a good time to get together?  And you schedule a time to get together. (Don’t use that old sales technology, would 3 o’clock be better or 4, that old alternate technology close stuff.  That’s old sales jargon.)  Just say what’s a good time we can get together? 

Now look at what we’ve done so far here.  You have done no prospecting and no rejection.  You have qualified that person by making sure this person is willing to do the things necessary to build a business.  They’re willing to work the hours necessary, they’re willing to learn the business and go out and meet and talk to people, they have the money and the desire to get involved. 

They told you all these things. You have a 100% qualified person now, and not just any person but a link to other people.  That’s the leverage in this business. Remember also that you’re about to set the stage where you go for a face to face presentation and there are no presentations any better than face to face with your prospect.  In a face to face, you have the body language and the energy and the rapport all going for you.  Use the DVD or the EcoQuest Presentation Booklet and it’s a done deal.

Step three is we now have to give this person a presentation.  And how do we make that presentation effective and almost irresistible.  How do we get them to committed to joining the business  before we even show them the EcoQuest program.

Let’s say now you’re meeting with Fred William’s at his home the next night at 7 o’clock.  It could be a restaurant, but now you come and meet with Fred, and he invites you into his home and you say, “Fred could we go to the dining table, I have some things I want to show you and he says yes.  Then you sit down with him and his wife and you reintroduce yourself.  You say, “Fred as I said on the telephone I’m an independent representative with a company called EcoQuest International.  I also said we market air purifiers and healthy products for people to manage their weight and stay healthy and have more energy and feel younger and look younger.   As I said we have a business program that allows people to work out of there homes part time without changing what they are doing right now and I’m here tonight to explain this business to you and let you judge the value for yourself.  I’m not here to sell it to you or anything like that, I just want you to judge it for yourself and please stop me if there is any part of this program that you don’t feel comfortable doing. That OK with you?”  (They always say, Yes!)

Well before we get started Fred what was it about this that made you decide to take a look at the business?  In other words what motivated you to even look at something like this?  Now, listen very, very carefully to what Fred says.  He might just say well I just want to have my own business. Or maybe, I want to fire my boss.  He might say, I would like to spend more time with my children.  He might say I’m burnt out with the kind of work that I’m doing.  It could be a lot of different reasons but regardless of what he says, he is going to tell you a little bit about his motivation of why he invited you there. And whatever Fred says, this is what you say…
“Of course Fred, this may or may not be the solutions to your needs, I’ll let you decide that.  Let him know that he has a right to say no to the business.  Don’t scare this person by saying, “I have an awesome program that has changed my life.  You’re gonna love this, it’s this, it’s that...

It’s too soon to do those kind of things - just say, “hey, this may or may not be your cup of tea.  I’ll let you decide that for yourself.  By the same token, Fred I’m going to size you up and see if you’re the kind of person I’m looking for and I hope there will be no hard feelings either way if it’s not a good fit.  Is that OK with you Fred?

POW right between the eyes. You’re letting him know he has to qualify.  Now you have a strong posture. This is really the way you give a strong presentation.  This is how you really attract people to you, not by hauking our stuff or jamming it down their throat, but by giving a professional interview and making them qualify and letting them know you’re particular about who you sponsor into your business. Most likely he’ll say “ok, yes that sounds fine.”  

Then you go back and you ask this kind of question… Fred you said that the reason that you’re looking at this program is because (you repeat here what ever he told you before) ie. you’re looking to start your own business,  or because you’re looking to have more retirement or your looking to have more time to spend with your family .. 
What ever he told you, just repeat it ...And add this to it, “Can you say more about that please?  (This is probing question and it causes the person to open up and tell you more - you will be absolutely amazed at what you will hear when you ask that kind of question.)  So if he says well I’m looking to start my own business and you say “well this may or may not be for you I’ll let you decide that as I focus on if your what I’m looking for.  

But you say you are looking to start your own business, could you say more about that, or could you help me understand more about that.  Just probe and get them to elaborate on what they just said.  And then watch what happens.

He may say well I’ve been in the real estate business for several years and my business is such that if the markets good, I make money, but if it’s a down market I don’t make any money.  I have to work on weekends and I’m away from my family which I don’t like.  It’s a cut throat business, highly competitive and I don’t like the guy I’m working with, etc.  You don’t know what he’s gonna say but I want you to listen very carefully to where is he hurting, where are his issues.  What are his problems.  Where is his pain.  I don’t mean physical pain - your listening for his emotional pain because that’s what really motivates him.  That’s what gets him emotional and if you can give him solutions to those problems they will come into the business almost every time.  

You see there is no selling here, no manipulation or persuasion.  Just simply find out what’s important to them, where are there frustrations, before you show them what the solutions are.  You get them talking about it, you get them thinking about it by saying “tell me more about that or help me understand that, what do you mean please, and they will open up. 
And when you hear two or three of these you come back and ask him to repeat what he told you his motivation is.  “Fred you said that the reason that you are looking at this business is because you’re burnt out of the kind of work you’re doing, you feel you’re not making enough money, you’re not having enough free time with your family, is that right? (whatever it is he said)   And he’ll say, “yes, because that’s what he said, then you’ll say this…” If I could show you tonight how my company can help you resolve those issues to your satisfaction are you ready to get started on this right away? 

WOW.. What a question. Now the odds of them saying yes to that question are extremely high. And the odds of them joining your business once they do say yes are extremely high.  Now think about what you have done. You have closed this presentation before even giving it. You have gotten a commitment that they are ready to join your business tonight, even before you talked about the business.  What’s the worst thing that can happen.  They say no, and if they say no, you say, “Not a problem but can I ask why you say that?  They may say, I won’t make a decision tonight but I may give it serious consideration. You say that’s fine and you still show the business, but you got a commitment that they’ll give it serious consideration. That good enough. It is not likely they will say they are not interested in the business.  Hey, they invited you there so they certainly want to see your presentation. But now it’s different because now Fred is not looking at it out of the corner of his eye thinking you have a dog and pony show but now he’s thinking “hey this guy may have some solutions to my problems and I’ve committed that I will go forward or give it consideration if he does so I’m going to listen up very carefully.
Now let go back and summarize what we’ve done…… 

First, you didn’t sell this person, you formed a new relationship by saying what can I do to share ideas with this person, how can I be a resource to this person.  (By the way, even if you don’t do a presentation right away, you may be able to help this person in their business and/or personal life and stay in touch with this person and then when the timing is right, do a presentation.

The second thing you’ve done here is you qualified this person to make sure they are the kind of person you want in your business.  Not a whiner and complainer or a time waster, but a real mover and shaker. That’s the kind you want in the business.  

Third thing you’ve done is you have staged your business presentation in such a way that it has become almost irresistible.  They are very curious, very attracted to what you’re about to say.  And that’s the way you deliver your presentation.  By the way, don’t forget to say somewhere during the presentation, “Fred, if this business isn’t for you, or if the timing is just not right, I would at least like for you to become my customer, is that OK?  (They always say, “Yes”.)
You use these three things and you will see immediate positive results in your business.  Train your downline this skill set and it will make a dramatic difference in their business too.  People that have someone guiding them or coaching them or mentoring them have about 88% success rate.  

