Week NINE - T.E.A.M. Zenith  Fax to (321) 254-3214 or email James Clendenin
Actions Speak Louder Than Words - Make This Week An Action Week!

Focus Of The Week

This week choose action, and in action, you will find true self-fulfillment.  Action just for action’s sake is pointless.  Instead, seek to create a positive and lasting effect with yourself and individuals.  Always know that to take action, not only must you make a firm decision, but also you have to set a pace and persevere until you achieve your objective.

Action Steps

1.  Contact another 10 prospects from your Master List.

2.  Obtain 10 referrals in the next 7 days (see how in these notes).

3.  Schedule at least 2 presentation appointments in the next 7 days.

4.  Have at least 1 guest on the next training call and/or LifeLine Call. 

5.  Do 5 three-way calls with your downline.

Results
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Self Evaluation

*  What is the most important thing I learned this week? __________________________________________ ________________________________________________________________________________________

*  Looking back on this week, what could I have done different to make it better? 

________________________________________________________________________________________

________________________________________________________________________________________

To-Do-List


1.





4.


2.





5.


3.





6.

“Taking action despite fear is a proof of courage.  Surprisingly, we act this way almost every day.  If we were unable to face our fears, which of us would ever have changed jobs or moved to another city?  Furthermore, which of us would tackle the need to arrive at a better understanding of ourselves if we are devoid of courage?”   - Sure Patton Thoele

Team Zenith’s Recruiting Process

The Goal of Team Zenith’s recruiting system is to create a simple, duplicatable way for a new EcoQuest Business Owner to qualify prospects, present the business, involve the serious ones, and help them achieve success.

Recruiting means:  “Get them in”

Sponsoring means:  “Keep them in”

Sponsor: To be responsible for someone

Please Note: No one cares how much you know, until they know how much you care.

Notes:  ________________________________________________________________________________________________________________________________________________________________________________

The Process

Telephone your Hot List.

Read the script in Team Zenith Training Week 3 - Getting a Fast Start to Success.  This script is also included in this training.  You may also remember that I sent you during Week 3, many other scripts that have proved effective.

Give the prospect a presentation on our EcoQuest program (Week 4).

3-way with your Upline/mentor, ask the key phrase:

“On a scale from 1 to 1 0; 1 being horrible and 1 0 being awesome and your wish you got started yesterday, what would you rate your interest level at?”

Yourself and/or your Upline answer their questions regarding the business or the product(s).

Once all their questions are answered, give the killer closing line: “Are you the type of person that can refer a product without trying it?”  or “Are you ready to take the next step?”
Get them involved and started right.

Invite them to the next event.

Notes:  ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Fear vs. Facts in the Recruiting Process


FEAR:
  I don’t want to sell to my friends and family.

FACT:  70% of people who join EcoQuest are introduced by a friend or family member.     Your underdeveloped 4 beliefs cause you to think of this as selling.  Through ongoing education, you’ll realize that you are offering them the greatest gift in the world: helping people and creating wealth.  People all over the world go to bed praying for this to fall in their lap.

FEAR:  I’m not good on the phone.

FACT:  Phone skills will be developed with practice, but so will attitudes of confidence, belief, and motivation.  Be patient!  Even the best EcoQuester struggled at the start.  You don’t need all the answers before you start.  Practice makes perfect!

FEAR:  I don’t know all the answers.

FACT:  You probably don’t know all the questions either.  That’s why we use presentations and audio websites to tell the story.  Remember - systems are duplicatable, personalities are not.

FEAR:  I don’t have any credibility with my family and friends.

FACT:  You’re the messenger, not the message.  People are not saying NO to you; they are saying NO to our EcoQuest program.  Don’t take it so personal!  It’s part of every striving business.  Let the presentation and the system do its job.  Smart people will see the BIG picture.


This business is simple, not easy.  Striving to achieve your financial goals in today’s society is a challenge.  If it wasn’t hard, then everyone would do EcoQuest.  Suck it up, and 

JUST DO IT!

NOTES:
How to Handle “No Shows”

“Occasionally” during your EcoQuest career, people will promise to meet you, only to miss the phone/face-to-face appointment.  It is quite amazing the excuses that come up.  It is important that your new Dealers understand this and have a scripted system to overcome discouragement and retain their posture.

The first time a prospect misses their appointment, call them and say this:

“Hi _(prospect)_, it’s _(your name)_.  You indicated an interest in looking at my program. Were you serious or just kidding?

If they no-show again, use this key phrase word for word:

“Hi _(prospect)_, it’s _(your name)_.  I have a lot of people waiting to look at this.  Are you ready, or can I scratch you off my list?”

The fence sitters will be moved to action.  No one wants to be scratched off any list.  Every prospect gets 2 chances to change their future.  If they miss a third, then they were not a qualified prospect to begin with.

Please Note:  If a prospect missed an appointment and all you get is their answering machine; you leave this message.

“Hello, this message is for _(prospect)_.

It’s _(your name)_ calling; we had a meeting set up for today at _(time)_.

I hope everything is okay, as I didn’t hear from you.

_(prospect)_, integrity is very important in my business.  It’s probably the most important characteristic I look for in a business partner.  When you get this, call me at my home office number to reschedule; it’s _(phone number)_.   If I don’t hear from you by _(48 hours)_, I’ll assume you’ve solved your financial troubles, and I can scratch you off my list.

I’ll look for your call.  Bye.”

Here are some thoughts to maximize this message:

You can use this message for ANY missed phone or face-to-​face appointments during the prospecting process.  Give the prospect 48 hours to get back to you, but don’t say “48 hours”.      Example: “If I don’t hear from you by Wednesday at 7:30 pm ... “ instead of  “ If I don’t hear from you within 48 hours ... “ It’s better because it does not sound rehearsed.

Don’t be shy in leaving this message.  Have the EMPLOYER mentality and be confident.  They need you; you do not need them. 

Notes:  ________________________________________________________________________________________________________________________________________________________________________________

The 90-Day Slump!

Every single Dealer goes through a “slump” during their career.  Over 85% of Dealers who quit do so within their first 90 days.

Reasons:

4 beliefs are low

Skill level is low

Rejection still hurts (skin is thin - not thinking like an “Employer”)

Organization is still in its infancy

False expectations

Time, family, financial pressures

It is imperative that you have a system to identify the slumps in your organization, and to help your Dealers through the challenge.  How do you know when someone is in a slump?

When they have missed two consecutive appointments - What is your immediate reaction?

Mail them their 20 Reasons sheet and phone them.

The topic of the call:  Tell them what they missed of value at the last meeting, and book a time to get together.

Notes:___________________________________________________________________________________________________________________________________________________________________________

Referrals, the Lifeblood of Your Business

How to Get Referrals

One of the keys to the EcoQuest business is the ability to build your prospect list through referrals. You should be constantly asking the question, “Whom do you know that ... ?” every time someone is in earshot.  Who do you know that ... is entrepreneurial?  Has a business?

Is a good people person? Has a large family? Reads a lot?  Lives out of town?  Has a big circle of influence?  Knows a lot of people?  Always seems busy?  Is looking for an extra $1,000 per month part time?  Etc., etc., etc. 

Get creative when you are asking people for referrals.  Help to jog their memory - it can be very profitable!  Write down as much information on the referral as possible, and double-check important details like name and number.  

USE THIS LINE: “John, good referrals are key to my business.  I pay $50 cash for every referral you give me that gets started in my program.” That will get their attention!

Contacting: Your Referral by Phone

“Hello _(referral’s name)_, this is _(your name)_.  We have a mutual friend; their name is _(Name of the person who gave the referral)_.   He/she asked me to call you.

Do you have 2 quick minutes? (Listen to response and reply appropriately).

_(referral’s name)_, I’m calling because _(Name of the person who gave the referral)_ thought you could help me.  My colleagues and I have gotten started in a business together and we think we can make a lot of money together with it.   I had _(Name of the person who gave the referral)_ make a list of a couple of people who he/she knew that could help me out, and who he/she thought would be great for this.  As you can see _(Name of the person who gave the referral)_ thinks very highly of you.

Here is what we have to offer.

My colleagues and I have signed a contract with a company in Greeneville, TN.  This company has a product that they are looking to market further into the US, and overseas.  The product was first released in August 2006, and things have been growing ever since.  It’s currently in (#) countries and they have 5 million customers worldwide using this product already. They figure the number of customers will double this year.

It seems like everyone wants to get their hands on this!  There is a lot of money to be made.

I’ve been instructed to fill 5 spots on my team, and I wanted to see if you could do me a favor and take a quick look at it and tell me what you think.  Does that sound fair?

Great. Now _(prospect)_, the presentation will answer about 95% of your questions, the other 5% my friend (upline) and/or I will answer after we have gone through the presentation with you.

(Here is where you mention your presentation.  i.e. face-to-face meeting, hotel meeting, information conference call, online presentation, etc.)

What time works for you today or tomorrow? (Give a couple of time slots)

Great, my friend _(upline ‘s name)_ and/or I will call you back at _(time)_.  

Oh yeah, you will want to have a piece of paper and a pen to take down some notes.  

Speak to you then. Bye.

Notes:  ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

The Follow Up Conversation Script

This can happen immediately after giving the prospect a presentation or on another call within 48 hours after going through the business with them.  The presentation can be an in home meeting, information conference call, online presentation.  

A sample of an effective presentation is found in Training #2 - Getting a Fast Start to Success 

If you are doing the follow up immediately after the presentation, then do not use the intro in the script below.

INTRO: “Hello _(referral’s name)_, this is _(your name)_.  I’m _(Name of the person who gave the referral)_ friend.  We spoke _(time & date) _ regarding helping you make some extra money from home.”

(Listen to response and reply appropriately).

“_(referral’s name)_, can I ask you a quick question?

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?”

(Listen to response and reply appropriately).

IF A 5 OR HIGHER:

“Great, what questions can I answer for you to help you get to a 9 or a 10?”

(Listen to questions and answer them appropriately)

Once their questions have been answered, you will want to move into the closing role. You can do this easily by following the script below:

“Now that I have answered your questions, can I ask you a quick one?  Are you the type of   person that can refer a product without trying it?” or  “Are you ready to take the next step?”
YES - Great, what we can do is get you started with a business kit and some products from EcoQuest for $____.   Then I can email over the Training Manual to you that will have ALL that you need to get started in the program, and make it profitable for you.  I will also email my weekly schedule so we can get started right for you.  We will then plug you into our 8-week training program for new EcoQuest Business Owners.  That way, by the time you get the product(s), you will have already started the process.  How does that sound?

NO - Great, what we can do is get you started with a business kit and some product(s) from EcoQuest for $____. Then I can email over the Training Manual to you that will have ALL that you need to get started in the program, and make it profitable for you. I will also email my weekly schedule so we can get started right for you. We will then plug you into our 8-week training program for new people. That way, by the time you get the product(s), you will already know what to do when you are ready to start promoting the program. How does that sound?

IF A 4 OR LOWER:

“Sorry to hear that, but you are right; the business isn’t for everyone.  We do however feel that the product(s) are for everyone.  Would you like to try it out for a month?  It would mean a lot to me.  And because you went through the trouble of looking through my presentation, I will give it to you at the discounted wholesale price.  How does that sound?”

“_(referral’s name)_, I know you probably have some good reasons for not being able to get personally involved in this business like I am, and believe me, I understand completely.  In fact _(Name of the person who gave the referral)_ was unable to personally commit to getting involved in my business at the present time, but he/she was able to help me by referring some high-caliber people to me, like yourself, that he/she thought might be interested.”

(Pause before continuing)

“Let me ask you this, _(referral’s name)_, while you were going through the presentation, did anyone at your job, or your church, or a possible relative or acquaintance of yours come to mind as someone who might be interested in EcoQuest? Your recommendations would be most helpful.”

Secure the referrals with a phone number and if possible - an email address. Thank them for taking the time to help you. If they 2ave you a referral1 send them a ‘thank you’ note via email.

Notes:

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Let’s Review


Recruiting means _________________________________


Sponsoring means  ________________________________


No one cares how much you know until they know 
____________________________


On a scale from __________________: 1 being horrible and 10 being awesome and you


wish you got started yesterday, ____________________________________________


______________________________________________________________________

1st no-show:   You have indicated an interest in looking at my program.



 Were you ____________________________________?

2nd no-show:  I have a lot of people waiting to look at this program.



Are you ready, or can I _______________________?

How do you know when someone is in a slump?   When they have missed ________________?

What is your immediate reaction?  Mail them their ______________________________ and

___________________________________________________________________________

The topic of the call:   _________________________________________________________

Notes:  ______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Take Focused Action - Step #2 - Qualifying Warm Market Script
Begin qualifying your hot 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 have something I wanted to pass by you.

A couple of my friends and I have signed a contract with a company in Greeneville, TN.  This company has a product line that they are looking to market further into the US, and overseas.

The product was first released several years ago and it is just now catching on.  They are growing like crazy.  It’s currently in 6 countries and they have about 5 million customers worldwide using this product already. They figure the number of customers will double this year.

It seems like everyone wants to get their hands on this! There is a lot of money to be made.

I’ve been instructed to fill 6 spots on my team, and I wanted to see if you could do me a favor and take a quick look at it and tell me what you think.  Does that sound fair enough?

Great.  Now _(prospect)_, the presentation will answer about 95% of your questions, the other 5% my friend (upline) and/or I will answer after we have gone through the presentation with you.

(Here is where you mention your presentation. i.e. face-to-face meeting, hotel meeting,      information conference call, online presentation, etc.)
What time works for you today or tomorrow? (Give a couple of time slots)

Great, my friend _(upline ‘s name)_ and/or I will call you back at _(time)_.

Oh yeah, you will want to have a piece of paper and a pen to take down some notes.

Speak to you then. Bye.

PLEASE NOTE: If the prospect gives you any questions, mention to them that you wish you could answer their questions, but you have an appointment to go to immediately after this call.  Just say that the quickest, and easiest way of getting the information is by looking through the presentation with you. 

REMEMBER - if you answer questions you’ll lose.

TWO TIMES TWO IS FOUR

One way to show your prospect how LEVERAGE, one of the two secrets of the rich, is to show them this either before or right after you show them the EcoQuest presentation.

You want their thinking to be going in the right direction from day one.  What this will do is take the proverbial “Monkey off their back” in their thinking they have to go out and “sponsor the world” to make 
a large amount of money in EcoQuest.


This Presentation will also show them how important it is to work with their people and 
help them to get started.  It starts by writing down “2 x 2 is 4,” etc., and multiplying on 
down as shown in the figure at the right.

We tell a joke on people, that if they sponsor someone who can’t do this right here – 
PASS- because you are going to have trouble working with them.

Notice that we start using the word “sponsor” now.  To the right of the 2 x 2 column, 
write 3 x 3 ... saying, “Over here you sponsor three people, and you teach 
 (We also start to use the word “teach”) these 3 to sponsor three, making 
nine more.   Then you teach your 3 people how to teach those 9 to sponsor 
and now you have 27.  
Going on down 1 more level, you will have 81. “Notice the difference between
 16 and 81.  Bring it to their attention and ask them if they would agree that 
it’s a pretty good difference.  Then point out to them-the
 REAL DIFFERENCE is ONE!  

Everybody only sponsored ONE MORE!  You will usually pick up some
 reaction from this, but continue right on, it gets better. 

 Let’s say you sponsor 4 people into the business.
Moving right of the 3 x 3 column, you again run down a column 
of figures, writing them down as you speak.

“Let’s see what happens if everybody sponsored only TWO MORE.”
As you continue to write, you say, “You sponsor 4 and teach them 
to sponsor 4.  Then you help your 4 to teach the 16 they have, 
to sponsor 4, adding 64 to your group.

Working down only one more level, and before you know it, 
your group has 256 more.

And again you point out, “Now that’s getting to be a considerable difference right there, but the ... “  You will usually catch some sort of reaction again as they begin to pick up on the concept, and cutting in they will say before you do, “The REAL DIFFERENCE is that everybody only sponsored TWO MORE!”

We end it with five. 

They will usually pick up on it by now and mentally or verbally follow
right along with you as you write in the final column of figures.  By now 
you can leave out “sponsoring” and “teaching,” writing down the figures
and commenting, “5 times 5 is 25, times 5 is 125, times 5 is 625. 
Now that is a FANTASTIC DIFFERENCE!”  Again now, the REAL 
DIFFERENCE is that everybody only had to sponsor THREE more.

Most people can relate to sponsoring 1, 2, or 3 more, but usually find it
difficult to relate to the figures on the bottom line. (16, 81, 256, and 625).

So picture yourself in the last column, having had the time to sponsor 5 serious people into the program.  
The “5” at the top of the column represents the ones you sponsored who want to get SERIOUS about building a business of their own.  You may have to sponsor 10, 15 or 20 people to get these 5.

However, once you totally understand this presentation, you will find that your people will get serious QUICKER than people who come into your organization that don’t know this material.  

Notice in the figure at the top right, that when you have sponsored five, and they have sponsored five, 
and so forth, right on down the line ... you add all these up and you will have 780 serious people in your organization.  Doing this will help you answer the question, “Doesn’t somebody have to sell the product?”  You’ve all heard that question before if you’ve been at all active.  

So just go through this presentation with them and explain that 2 times 2 is 4 ... right on up to 780 distributors.

In EcoQuest, if you have 780 people just USING the product themselves, you have a tremendous volume. (And we haven’t even included those which are not serious but are just “product buyers. “)

Now if they all have 2, 3, 4, or 5 friends ... let’s just say they all had 10 customers from among their friends, relatives, and acquaintances, that’s 7,800 customers!  Add to that the 780 Dealers in your organization - do you think 8,580 customers plus the “product buyers” will be able to provide you with a profitable business? 
That’s how you make a lot of money in any business - by having a lot of people doing a little bit.  But remember, you are only working with 5 SERIOUS PEOPLE, not a whole army!

We run into people constantly in other EcoQuest organizations who are amazed at how FAST our own organizations have grown. They have been in EcoQuest longer than we have, but are scratching the “think tank” on top of their necks and asking, “What are you doing that I’m not doing?”

Our response to them is, “How many people in your FRONT LINE are you working with?  I will usually hear figures anywhere from 25 to 50 or more.  I know people who have a couple hundred people on their front line, and I’ll guarantee you, that once you understand the principles we have been teaching, you’ll pass those people up in six months, even though they have been in EcoQuest much longer than you.

Last week I covered the “Salesman Failure” syndrome and gave examples why it is so important to work in depth too.  

Consider the armed forces.  I was in the Navy for 21 years and I can tell you that from the lowest sailor to the top brass in the Pentagon, nobody has more than 5 or 6 people they are trying to DIRECTLY supervise.  (There may be rare exceptions.)  Think about it!  Here we have West Point & Annapolis with over 200 years of experience each, and they don’t think anybody should supervise more than 5 or 6 people.  So you tell me why people get in EcoQuest think they can effectively work with 50 people in their front line. They CAN’T DO IT!  That’s why a lot of them fail.  

NOTE:  I am not advocating stacking.  This is simply a demonstration of LEVERAGE and the necessity of working in depth.

You shouldn’t try to work with more than 5 or 6 serious people at a time.  However, make sure that when you sponsor them, you start working down-group.  There is a point when they won’t need you, where they break away as a Sales Manager and start organizations on their own.  This will also free you up to work with yet another serious person, keeping your number of those that you are working closely with at 5 or 6 at all times.  

Notes:  ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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