Week Eight - T.E.A.M. Zenith    fax to (321) 254-3214 or email James Clendenin
Face Adversity with Open Arms - Success Involves Conquering Challenges

Focus Of The Week

This week understand the road to success is filled with obstacles.  Commit to overcome difficult situations, mistakes, problems and misfortunes.  Be prepared to face any kind of adversity that life may bring you.  Genuine success calls for strength and the ability to face and overcome adversity.

Action Steps

1. Schedule all your current customers in your day planner using the 3 Step Process to turn customers into
     a Dealer.  (See Notes)

2.  Create a 20 person Master List of customers and call them with the retail script in notes.

3.  Create 3 new customers in the next 7 days.

4.  Study and use how to retail machines at:  www.chippynews.com/marsha_clark.htm  and

     3-Day Home Trial experiments at: www.chippynews.com/3-day%20trial%20experiments.rtf
5.  Complete the 6 Steps as described in Chapter 1/Step 1 in Think & Grow Rich, by Napoleon Hill

Results

____________________________________________________________________________________________________________________________________________________________________________________

Self Evaluation:

*  What is the most important thing I learned this week? ____________________________________________ __________________________________________________________________________________________
*  What’s the one big obstacle you are committing to overcome? _____________________________________
__________________________________________________________________________________________

To-Do-List

1.






4.

2.  






5.

3.






6.

“Today, I live life to the fullest; I embrace the adventure that is life.  I no longer run away from risks.  Because I searched for security, I created a routine that robbed my life of all excitement.  Today, I want to explore and to broaden my physical, mental and spiritual horizons.  I want to enjoy the euphoria that comes with new experiences.”  - Rokelle Lerner –
Building Long Term Retail Profits

The Goal of Building a Retail System is to create:

A simple, duplicatable way for a new EcoQuest Business Owner to put $250-$1000 into their pockets in their first month aside from sponsoring business builders.

What are the Advantages of a Strong Retail Base?

- Puts profit into new Dealers' pockets fast and consistently

- Creates confidence and better people skills in distributors

- Creates loyal customers (repeat sales)

- Increases group volume

- Creates endless referrals and more customers

- Retail to Recruit

Sometimes your best customers will become very good Dealers.  Many people want to try our product(s) first before they will actively speak to others about it.

Where Does the Confusion Lie?

What do I say?

Who do I say it to?

Do I know all the answers to their questions?

How do I follow up?

Is there a simple way to do this?

Notes: __________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

What are the 3 Keys to a Strong Retail System?

A duplicatable way to get customer prospects

A step-by-step method to introduce the product

A powerful follow-up system to turn customers into EcoQuest Business Owners

Customers NEED:  Food, clothes, clean water, air, shelter

BUT … They WANT:

To be healthy and feel great!!

Retail Customers buy what they want" not what they need!

The Solution?

Introducing the Team Zenith Retail and Service Program"!

Notes:

_________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

How Do We Market the NEW "Team Zenith Retail and Service Program"?

1.  Get the prospect's interest and attention

2.  Use the product(s)

3.  Create your product(s) story

4.  Tell others your story

2. Give a Product(s) Presentation

F ace - to - face

Online presentation

Home/hotel meeting

Information Conference Call

3. Get a commitment

to the product(s)

to the time

to the program

Within 72 hours a new Dealer can be creating retail profits, lifetime customers and a thriving business.

Notes:

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Getting Your Retail Business Started FAST

1.  Identify 20 people on your Master List who would like to try the product(s) for the various benefits our program provides.

Please Note: If you have your Master List in your day planner, then give yourself a pat-on-the-back!

Accomplishment deserves recognition!  Make sure you reward yourself for a job well done. You deserve it!

2. Telephone these 20 prospects with the script in this Training.

3.  Qualify suitable candidates with a 2-on-l presentation, information conference call or an in-home meeting.  Use samples if possible.

4.  Get these new customers on the "3 Steps to turn ANY customer into a Dealer" Program located in this Training.

5/  Introduce customers to the Preferred Customer and the Triple A Autoship Programs.

6. Develop new referrals and customers from existing customers.  You may want to offer incentives to them for names and phone numbers.

Notes:

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Retail Customer Phone Script

Begin qualifying your Top 20 customer list using the following script:

"Hi _(prospect)_, its _(your name)_, how are you?

Listen, I don't have a lot of time to talk, I'm on my way to an appointment. But I wanted to call you quickly, I was wondering if I could get your opinion on something.

I've stumbled on a product that you might be interested in _(prospect)_.  It gives people more energy and helps them feel better.

THEY WILL ASK, "WHAT IS IT?"

It's a health supplement designed to replace vitamins, minerals and other pills.  There are even scientific studies on how it helps with various health challenges.

I've got people on my team that have seen great benefits with product(s).

MENTION A COUPLE OF BENEFITS AT THIS POINT. i.e. good health reaction, money saved, testimonials etc.

I wondered if you could do me a favor and try it for a month, tell me what you think.  I would really appreciate it.  

Let's set up a time were we can meet up for 20 minutes, I will get over some information to you, and answer a couple of your questions.  What's better for you today or tomorrow?

SET UP A TIME TO MEET.

Great _(prospect)_, I'll see you then.  Oh yeah, before I go, if you know anyone who could benefit from using this product(s), mention it when we speak next.  I pay a $50 referral fee for referred clients.

Thanks for the help, I appreciate it a lot!

Speak to you then. Bye.

Notes:

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

3 Simple Steps to Turn ANY Customers Into EcoQuest Business Owners

You can dramatically improve your customer retention and Dealer sign ups with this process.   It can literally transform part-time incomes into healthy full-time residual businesses.

This 3 Step system is based on 3 phone calls or interactions with new and existing customers in your downline.

Step #1 - The 2-Day Call

(48 hours after they become a customer)

"Hi _(prospect)_, its _(your name)_, how are you?  Do you have 2 minutes?

Good, I just wanted to call and ask you two quick questions.

#1 - Did you receive the product(s) okay?  #2 - Have you noticed any benefits so far?

KEEP DETAILED NOTES OF THEIR ANSWERS

Great, thanks for the info; I will call you back in two weeks. Bye" (HANG UP)

Step #2 - The 14-Day Call (14 days after they become a customer)

"Hi _(prospect)_, its _(your name)_, how are you?  Do you have 2 minutes?

Congratulations!  You've made it 2 weeks.  I just wanted to call to ask you two quick questions again.

#1 - Are you still using the product(s) everyday?  #2 - What benefits have you noticed so far?

KEEP DETAILED NOTES OF THEIR ANSWERS

Great, thanks for the info; I will call you back in two weeks. Bye" (HANG UP)

Step  #3 - The 28-Day Call (28 days after they become a customer)

"Hi _(prospect)_, its _(your name)_, how are you?  Do you have 2 minutes?

Great, I was going through my records earlier today, and I noticed that you are one month into the program. Would you like to know how you could get your next month for FREE?

It's simple really, there is a referral program attached to my company, were you can get your monthly product(s) for free if you refer a couple of people to use it themselves.  Every time they buy the product(s), my company will pay you for the referral!  Are you interested in finding out more?

Great, let's set up a time to speak further. I have a presentation that will answer all of you questions.  Is today better for you or tomorrow? I have two time slots open _(time)_.

Awesome, before I go, make sure you have a piece of paper and a pen, you will want to take down some notes. I will see/speak to you then. Bye" (HANG UP)

Here are some thoughts to maximize this 3 Step Process

Book the 3 calls in your day planner as soon as you get a customer.

These 3 steps can be used for existing or new customers.

It is effective because you are implementing service tactics in a sales situation. You are not calling them regularly asking them to purchase more. You are simply just finding out if they are using the product(s), and how they are doing with it.

More customers will use our product(s) regularly, leading to consistent monthly reorders and better customer benefits.  This process builds greater loyalty in YOU - VERY IMPORTANT

You can turn up to 30% of your customers into Dealers with this process.

Let's Review

The goal of a good retail system is to create a simple, duplicatable way for a new Dealer to put ___________ 
into their pockets in there ____________________.

Retail customers buy what they _________ 
, not what they _________.

You can dramatically improve your customer retention and Dealer’s sign ups by using the

_________________________.

What two questions do we ask on the 2-day call?

What two questions do we ask on the 14-day call?

What specific phrase do we say on the 28-day call?

Congratulations!  You're on your way to creating a solid retailing foundation for your EcoQuest Home Based Marketing business.

Notes:

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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