Week SEVEN - T.E.A.M. Zenith  (fax to (321) 254-3214 on completion
Congratulations!  If you’ve been doing your homework, you have come far!!!

Commit to a Week of Perseverance - Sow the Seeds for Your Success

Focus Of The Week

Choose to be a perseverant individual.  Sometimes getting the results you want can take some time.  Believe that you can stay on course and that you can keep focused on the objective you want to achieve.  This week ... take action and be perseverant because you want to build a successful, happy and creative business.

Action Steps

1.  Pull out your Top 3 Reasons and Review them again.

2.  Write out your weeks goals and commit to them.

3.  Contact 10 prospects from your Master List and 10 prospects from your downline’s master list.

4.  Follow up with all prospects in your Prospecting funnel.

5.  Prospect 10 business cards you collected over the last several weeks.

Results
_____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Self Evaluation

*  What is the most important thing I learned this week? _________________________________________ _______________________________________________________________________________________

*  If I were my own boss...would I Hire or Fire myself based on my activities over the past two weeks?  (circle one) 

______________________________________________________________________________________

______________________________________________________________________________________

To-Do-List

1.





4.

2.






5.

3.






6.

“Continue to sow, for no one knows which seeds will grow...perhaps all.”  

Ecclesiastes

Tips On Presenting To Your Warm Market

It is very difficult to make it to the Top in EcoQuest with your friends and family alone - but it is almost impossible to make it to the top without them.

Friends and family are the easiest to book an appointment with but they are also the most critical and skeptical.  That’s OK because you need that toughening, you need that going through the presentation 40 and 50 times to get strong and competent, so the bottom half of your Master List are the best people to practice on.  Especially if you are lacking in confidence - practice on your bottom 40.

I am sold out to the fact there are at least 4 people on your Master Names list of 100 that are going to join and do the business in some capacity, it is probably closer to 8 (A deck of 52 cards has 4 aces in it - Your Master List has close to that many aces too.)

If you sponsor someone and leave them alone, 9 times out of 10 they will fade away.  They need that help to build depth.  You have to sponsor someone off your new person’s Master list within 30 days to boost their confidence.  They will become more excited because they have someone to become more excited about in their business.

Question:  How many presentations do you do for your new person off of his Master List to get someone sponsored?

Answer:  As many as it takes!!!  You show the business anywhere, any hour of the day or night within the 1st month to get someone off of your new person’s list.

You want to bring in as many as you can.  Let’s say you get three of them.  You invite them to the next home or hotel business briefing.  That’s when you find out who you are going to be working with.  Because you are checking with them, are they reading books, are they listening to tapes?  At the business briefing you look for people leaning forward on their elbows, taking it all in, taking notes.

When you find one like that, you tell them, “Hey, there is going to be a very important business briefing next Tuesday night and you are going to want to be there because it is at your house!!”

Seriously, offer to do presentations for them to their Master list of 100.  Sit down with them, go over their goals.  Do presentations for them, with them learning from you.  Then repeat the process with their new recruits.   Drive downline, you will find someone who will really take off.  This is true duplication—you do not stack people!!!  You work their list!
Contacting your Master List of 100

The first thing you need to know is “What is your Specific Purpose of the call/letter.

When you call your list, you need to remember you can not tell people into the business, you can only show them in.  (Too many people talk too much about features - don’t do it.)

Practice your scripts until it becomes second nature.

When calling, keep in mind you have to create a sense of urgency, then clear the night and then book the appointment.  It goes something like this for someone you know well:

If  you have a big fear of the phone like most of us, then may I suggest you run around the room a few times, or listen to some loud music that gets you pumped up and talking fast. 

Hi Joe, I can’t talk but a minute, I am just going out the door to an appointment.  I need to know what you are doing tomorrow night at 7:30 besides watching TV.

Or something like - Hey Joe, I’m very excited, I’m in the process of expanding a business project (notice I did not say business opportunity), I’m on my way out the door to another appointment so  I can’t talk now, but I think you and I can make a lot of money together, I want to show it to you, it will take about 45 minutes, I have Tuesday night open and Thursday night, which is better for you?  (It doesn’t matter if you have the next 10 days open, don’t let them pick a day - if they are not available on either of those days, you say, “I’ll have to get back with you.”).
If you haven’t talked to them in a while you might say something like:  Hi Joe, it’s James Clendenin, you probably remember me, we went to high school together.  I don’t have a lot of time, I’m on my way to an appointment.  I’m calling on a business matter.

Note:  Do not say Hi Joe, you probably don’t remember me - that implants a negative implication.

If they ask, “Well can you tell me a little about it?”

You say “ABSOLUTELY”, (Don’t say “No, I can’t tell you anything about it until we get together!” - Think about it, what does the brain hear ?  The brain hears …”NO”.

You say, Absolutely, in fact, I will bring you an information package that has a brilliant DVD.   You have a DVD player don’t you?

Here is a couple questions that they may ask and your answers.

If they ask what do you do?  You may want to say something like, “I’m working with some  people from Freedom Unlimited and Associates, you have heard of them before, right?  (You will be surprised at how many people will say ..ahh yeah, I believe I have.” )  Use something catchy.)  Joe, I need 45 minutes and a coffee, what’s better, Tuesday or Thursday?

Maintain control of the conversation by asking questions.

The presentation is visual, I want to talk to you about marketing.  Do you have any marketing     experience?

If they say “No”, you say don’t worry, that is not an prerequisite.

If they say something like, I don’t like to sell.  You say, “Great, yeah, I know what you mean, a lot of people don’t like to sell.  I’m looking for more management type people.

You then may want to compliment them on a character they have that you believe will help them become successful in our business ….and then, “I think you are destined for success.”

You need to know that today most people are busy, stressed out, overworked and flying by the seat of their pants.  They are living paycheck to paycheck and they’re certainly not organized.

Consequently, you will try to get the appointment at their house.  That minimizes no-shows.  Otherwise, like I have done so many times before, you will sit at Denny’s many hours waiting for no-shows.  

Always present to both the husband and wife if at all possible.  If the man is the head of the house, the wife is the neck and the neck turns the head.

If by chance you are met at the door with hesitancy, say, “That’s OK, I’ll cut this short for you.”  (they don’t know how long your presentation is, so continue as planned.)

When you go to the appointment, use the kitchen.  Not the living room.  The wife will usually want to use the Living Room because that is where she puts strangers, but there is too much empty space between you and your prospect.  Tell them you will be more comfortable in the kitchen and it will be easier to show the project to them both at the kitchen table.

To establish report, use F.O.R.M ( Family, Occupation, Recreation, Money).  (Don’t say bad things about where they work.)  Keep everything as positive as possible.

You sit at the head of the table (power position) with one of them on each side of you.  

You have come into the house with a notepad.

Your opening statement of the presentation is:  (Practice this - it is very important!)
I just want you to know there is no possible way I can give you all the information to make a decision tonight, so what I am going to do is give you an overview and some key concepts and then I am going to go out to my car and get a package of information to leave with you...Now, it is very important that I get that back as soon as possible.  Today is Monday, how is Wednesday at 7:00.  I won’t be able to stay more than 15 or 20 minutes, but I will be able to get your questions answered.

Do you see what you have done here?  You have accomplished two important things.  One is you have relieved any pressure and most importantly, you have booked your next appointment with them.

If you are brand new and your sponsor is not doing the presentation for you, you may just want to do the dream building portion, find out what is missing in their life, what they are discontented with, and then watch the DVD together.  Leave the info package as promised.

(Have an air and water purifier in the car, and samples of our consumables should they want to try them after viewing the DVD. )
