Week FOUR - T.E.A.M. Zenith

Time Waits for No One - It’s What You Do With The Time You’re Given 

That’s Important Never Settle For Second Best.

Focus Of The Week

This week ... take action!  All too often people wait and let too much time go by before they take care of certain problems & difficult situations. You must stop putting things off until tomorrow.  Take confidence in knowing that you are capable of living with the consequences of your choices and actions.

Action Steps

1.  Mail out 100 Warm Market Letters to your Master List.

2.  Continue practicing your Warm Market Scripts in front of a mirror.   Role play the scripts with your sponsor.  Ensure your active sponsor and upline Manager have your Master List.

3.  Get 3 - way calling on your phone.

4.  Research and find 1 more local networking event you can attend one time or on a weekly basis.

5.  Continue putting names in your “Spiral Notebook”

Results
______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Self Evaluation

*  What is the most important thing I learned this week? _____________________________________ ____________________________________________________________________________________________________________________________________________________________________

*  What one thing have I been procrastinating on that can greatly help the success of my business? 

__________________________________________________________________________________

__________________________________________________________________________________

To-Do-List

1.






4.

2.






5.

3.






6.

“You pile up enough tomorrows, and you’ll find you’ve collected a lot of empty yesterdays.”  

Professor Harold Hill (The Music Man)

Giving the One-On-One and Living Room Presentation

Giving a presentation is an essential part of your EcoQuest business.  It’s probably the most  important part of the prospecting process.

In EcoQuest there is a presentation style that is used to give the prospect what they need to make an educated decision.  The EcoQuest Presentation Booklet serves a purpose but is not as effective as what you are going to learn today and on the next Team Zenith Call.

A presentation can be given using various methods:

A 1-on-1 format - just you and the prospect.  This can be done face​to-face for local prospects or over the phone for long distance prospects 

A 2-on-1 face-to-face format with your sponsor 

An information conference call 

An online visual & audio presentation 

With a video or DVD 

With an audio tape or CD 

An in-home business briefing 

At a group business briefing 

If you are not happy with the sign up ratios you have with your current presentation, then may   I suggest you follow this format.

Here is a 7-part outline you can use to create a great Presentation:

Step #1 - Intro (3 minutes)

  *  EASE THE TENTION - Take a minute and talk “chit-chat”.  i..e. weather, current events, their FORM (Family, Occupation, Recreation, Money) etc. -  Mention your goals for the next 12-24 months in your own EcoQuest business.

  *  Tell your story.  Say your 1 to 2 minute testimonial on our product and income opportunity.  If you don’t have one, use your sponsors or some else in your upline. (You need to develop your own story as soon as possible!)

Step #2 - Interview Process (5 minutes)

  *  Have an “Employer” mindset - don’t be nervous, you are looking for the right person.  Always remember:  They need you more then you need them!

  *  Ask 4-5 open-ended discovery questions.  i.e.  “What’s the one thing you are most dissatisfied with in your life?” and “Are you ready to change that?” - Look for problems with them, and conjure the pain about that problem.  Incorporate Dream Building

Step #3 - The Economic Rut (4 minutes)

  *  This is the dark part of the presentation.  Paint a grim picture.

  *  Speak about unemployment, no security, poor pensions, low salaries, economic uncertainty, 

      3 income families, living paycheck to paycheck,   

  *  The Bureau of Labor Statistics reports that out of 100 people who start working at age 25, 

      by the age of 65:  1% are wealthy;  4% have adequate capital for retirement;  3% are still 

      working; 63% are dependent on Social Security, friends, relatives or charity:  29% are dead.

Step #4 - Solution (5 minutes)

  *  You, your team, our team, and EcoQuest.

  *  Benefits of owning your own business from home.  i.e.  tax breaks, be your own boss, make 

      your own hours, no commute to work, Focus on how we can solve their problem, etc.

  *  We have a great training program.  “We will show you step-by-step what to do to start 

      making money immediately.”

Step #5 - Company Explanation (5 minutes)

  *  Talk about EcoQuest  i.e. how long we have been in business, the corporate team, the 

       product(s), your upline, marketing, customer base, countries in operation, cost, etc.

  *  Member of the Direct Selling Association.  Product that is certified by NSF.  Products 

      that are endorsed by 4000+ medical professionals.

  *  Three year parts and labor warranty *  Certified Space Technology * Scientific proof

  *  We solve the number one environmental concern as stated by EPA and Congress.

  *  Financing both retail and wholesale

Step #6 - Benefits (5 minutes)

  *  PROSPECTS WANT BENEFITS - Answer their question, “What can you do for me?”

  *  Go through the benefits of our product(s)  i.e. team testimonials, savings over traditional 

      companies, income potential, trips/incentives, etc.  All of our products are proprietary and 

      patented.  That means your prospects can only buy them from you.  You get customers for life.

   *  Breakdown of wealth in America:  74% People who own their own business;  10%  Top 

      executives and CEO’s;  10% Professionals like doctors and lawyers;  5% Sales People;  

      1%  Everyone else

Step #7 - The Big Picture (10 minutes)

  *  Draw out 4 circles across the pad - insert key names of people they know who are ambitious. (this forces them to visualize their downline actually growing with people they know.)

  *  Assign QV to the circles and show how much money they will make, both wholesale and retail.

  *  Depending on how much money they currently make - take it down several levels.

Step #8 Closing and Options (3 minutes)

  *  Give them 3 options -  
3.  Someone with no dreams left.  Afraid to change their life.  Thank 





     them for giving up an hour to explore a better way to live.  Good luck 





     in their future endeavors.





2.  Someone who is skeptical about the business, maybe feel they just 





     don’t have the time to make more money, but the products fascinate 





     them.  Give them a First night package to take home with them.  





     Include product info.





1.  A person who still has dreams unfulfilled and current job isn’t going 





     to do it.  Has questions on how it works, what kind of training they’ll 





     get, etc. 

  *  Answer their questions and get their interest level.

  *  Thank them for their time and give them some follow-up information.

  *  BOOK THE NEXT MEETING WITH THEM! - Very Important 
The Follow-Up

The Follow-up conversation can happen immediately after a presentation or at another time (but must be within 48 hours after the presentation is given).

Key phrase:  

“On a scale from 1 to 10;  1 being horrible and 10 being awesome and your wish you got started yesterday, what would you rate your interest level at?”

What do you say on the phone call to your prospect within 48 hours?  Very little if you have the power of 3-way calling.  It is an incredibly powerful and effective tool (call your phone company right now and get it if you do not have it already).

3-way calling can be used to get your upline/mentor/coach and your prospect on the phone at the same time.

Your job on a Follow-Up call is to answer all the questions that the prospect has.  Once all of those questions have been answered, you will want to put them into a closing situation.  This is when you can use the “Killer Closing Line” to help the sign up process.

Killer Closing Lines:

“Are you the type of person that can refer a product without trying it?”

“Are you ready to take the next step?”

Notes: _______________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________________________

Let’s Review

The Fast Start to Success Training must be done within __________________

What do I do at The Fast Start to Success Training?

1.

2.

3.

The Follow up Key Phrase:

On a scale of 1 - 10 :  ___________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

Killer Closing Lines: _____________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________

Notes:

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
_________________________________________________________________________

_________________________________________________________________________

_________________________________________________________________________

_________________________________________________________________________

___________________________________________________________________________________________________________________________________________________________________________________________________________________________
_________________________________________________________________________

_________________________________________________________________________

_________________________________________________________________________

_________________________________________________________________________

__________________________________________________________________________________________________________________________________________________
