How To Call Your Warm Market 

Step 1 - The Master List

The bigger the Master List, the easier the process of recruiting is psychologically on the new EcoQuest Business Owner.  If you have 10 names, and the first 5 say “No!” then you’re halfway out of the business. If you have 200 names, then it’s a drop in the bucket.

WARNING!  If you send new recruits home to make the list on their own, they will fail. They will never make the size of the list you require.  You must create the list with them using memory joggers like the one I sent you and/or the Yellow pages, etc.  They must realize that you are looking for very lukewarm, casual acquaintances in addition to immediate warm market.

I recommend that you always get a photocopy of their list. They may occasionally have resistance to this. Explain that you are not trying to steal their names, but rather work them in partnership with 3​way calls and 2 on 1 presentations.

Here’s a true story. I sponsored a guy in December 1996, who quit in January 1997.  He was a junkie in about 4 other programs.  He never would build a list with me; in fact, I only ever got 6 names out of him. But when he quit I called the 6, and sponsored 1.  That one eventually led me to a leader in depth.

Here’s another true story.  I was at the Home Office in Greeneville, TN in June 1997.  Mike Jackson asked me and several others to speak at the Monday night meeting.  One of the guys Mike asked to speak was a Senior Sales Manager.  When I got on stage, I instantly got a nauseous feeling.  This guy was on my Master List.  He was a mayor of a small town in Pennsylvania and I had known him in another MLM years before and I thought 1 had lots of time to contact him.  Nearly a year went by, and someone else got him before I could call him.

Today, he has thousands in his downline.  I missed a leg that would have produced an extra $1 million per year in sales.  Every time I see him I get queasy.  The one that got away ....

The key though is not to overlook those potential leaders right “next door” to you who are currently your friends or neighbors.  There’s the tendency to think, “Nobody I know would be interested.” Depending on how “down in the mouth” you are on a certain day you might even say “everybody here is a loser; nobody around here has any desire”.  But you could be seriously wrong. 

Although this didn’t happen to me personally, it did happen.  A distributor signed up his sister into the business.  She hadn’t done much because she kept thinking, “nobody here is interested in MLM.”  A few weeks later a large network marketing company went out of business.  Their leaders were busy scrambling for a legitimate and stable opportunity for their now “homeless” downline.  They answered an ad for this lady’s company and joined promptly under another distributor in the same company. They lived lust a few doors away from this lady!

If this lady had worked just a bit harder to work her “acres of diamonds” in her own backyard, she may have met these people, developed a relationship with them while they were in their former company, and suddenly found herself with hundreds of new recruits in her downline!

Just think, she could have seen her bonus check increase by thousands of dollars per month “overnight”.  But it never happened because she thought - mistakenly - “nobody here is interested!”

Remember as you’re making your list, “Somebody near me right now could be really interested.  They might help get my career off to a fantastic start.

Explain the process to a new person this way. Either you’ll get your future leaders, or someone else will ...
Step 2 - Contacting & Inviting With a Specific Purpose

Fear and then …... More fear.

You know, that gnawing gut level panic.  Sweat forms instantly on the palms, the top lip, the brow, beading and slowly rolling under gravity’s gentle tug.  Irrational images flash across the movie theatre of our minds reinforcing the pain of fear and pangs of doubt.  The phone sits mocking us and the law of physics are bent.  The 6 oz. telephone defies gravity and instantly changes its density to more than 300 lbs of tortuous weight.  “I can’t” you mutter. “I just wasn’t mean to be successful. ... “

This scenario is played out nightly in tens of thousands of homes across the world.  Perhaps you are familiar with it.  Like me, perhaps you’re intimately familiar with it. ..

How can we grow our EcoQuest business if we and the people we sponsor are terrified to pick up the telephone?   Does it make sense to do everything in our power to make this initial experience as positive as possible?  Does it make sense to give the new guy every advantage, every possible tool that can turn the tide in his favor and make his efforts as productive as possible?  Yes, of course it does!

I think the phone should never be touched until a Specific Purpose is determined.

What is Specific Purpose?

Before every phone call, we must teach ourselves and our downlines to ask a simple question. “Why am I picking up this phone?”  Or stated another way, “What outcome do I want to achieve by making this phone call?”

That is what I mean by Specific Purpose.  No wasted energy.  No wasted time.  Focus.  A game plan. A clear agenda.  Stress drops proportionate to the strength of the Specific Purpose.

Mentally go back to the scenario with you in the kitchen with Joe the new EcoQuest Business Owner and his wife Mary.  You want to book 5 appointments with him and his best prospects to show the plan.  It’s critical that you first communicate the need to determine Specific Purpose with Joe before he blows away his best people and the rejection factor cripples his enthusiasm.

Why are we making this call?

I believe the specific purpose at that moment is to invite the prospect to look at a way to make an additional source of income.

It’s my belief that a new Dealer 9 times out 10 has absolutely no idea what business they are involved in. They think that if they sell an air purifier or a box of weight loss meal replacement or sign up a customer on Triple A that they are “doin’ da bizness.”  This misconception has contributed tremendous pain to the masses of new Dealers who quit EcoQuest  and give up on their dreams of financial independence.

NOTE:  If your goal is to build a downline organization that moves large quantities of products that provides an  above average income for your family, then you MUST focus on becoming a Professional EcoQuester.  Not a sales person, not a recruiter, but a Career Professional EcoQuest Business Owner.

I truly believe the entire recruiting process is a giant sorting mechanism.  Joe New Guy is sitting there  with his database of 100+ people.  I know if it was me sitting there, I’m fairly confident that Joe and I could sponsor at least 3-5 people out of that 100.  Plus we would create at least 5 new customers.  About 10% of his list will be receptive to some extent.  The problem is we don’t know which 9 out of 10 will say “No Thanks”.

Before we can get someone to say “No Thanks”, first they have to look at what we have so they can make an educated business decision.  For that to happen we need to have the right timing in the prospect’s schedule. Let’s face it, most people are really busy just getting by. They are currently finding a use for all 168 hours in their week, and the stress of hunting and gathering is more than they can handle. And here you and I come along, “La de da, I’m here to save you!” and no wonder why most say “no”. They barely know what bloody day it is!

Hence, the need for patience. I really think endurance is the single most important attribute to succeed in EcoQuest today. Seriously. It’s that awesome resilience to just tough it out month after month until your competency develops, and your database develops, and lady luck smiles on you with a downline leader or two.  I admire endurance above all other qualities in this industry.

Before someone can say NO, they need to look at the entire business so they can make an educated decision. Too many rookies go in for the close right then - 10 seconds into the call.  Just like I did in my early days. “Hey John, its James!  Better sit down, this news is gonna floor you. You and I are gonna be rich!  Richer than astronauts!  Remember that cookie pyramid we were in?  Well, instead of cookies they use purifiers and vitamins, and it’s legal, and you and I can sponsor 6 front line, and there’s a car bonus, and we need to go to a secret meeting at the Hilton tonight so you can meet the guy that got me into this!” 

Oh yeah. Can you feel the love in the air?

Approximately 95% of the time, the Johns of the world are going to shoot a hole in the James’s of the world so huge you could put your mother-in-law through it.  With that said, about 5% of the time John is going to be just crazy enough to get fired up about that pitch because the cookie deal may have worked for him for a little while and, “If James says we’re gonna be rich, well then by gawd we’re gonna do it!” 

With odds of failure better than 90%, we’d better do a better job training James, otherwise he’s going to get crushed, and within a few calls he’s going to quit, discouraged and hating himself and blaming you for getting him into an obvious scam. 

If I was sitting with John, I’d work a script up and role play and rehearse it until he sounded natural and comfortable with it before letting him anywhere near a telephone.  If Joe the Prospect hears John New Guy with a phoney-sounding script, he’s going to blow him out of the water.  So we try to naturalize it using John’s own vocabulary and style. 

When you pick up the phone, you want to establish a tone for the call.  Start by clearing the call, so you’ll know that you can chat for a minute with the prospect.  If he’s in the middle of changing a diaper, call back when you can get 60 seconds of attention. 

Create posture by stating that you only have a minute, and that you’re on your way to an appointment.  Also have a back-up plan to escape from the call if need be.  I used to get sucked into defending and explaining and answering questions.  That would ultimately reduce the number of appointments I would get. 

I want my new people to get better than an 80% appointment ratio with warm market. A prospect cannot say “Yes or No” to an opportunity until they get a full picture.  Rather than getting sucked into a phone   debate, I will often unplug the phone, knock over a pile of books, or drop a pot on the kitchen floor to create a noisy diversion so I can get off the line. 

When you realize that you own the opportunity, and you own your own telephone, you will no longer be scared to make the calls. 

Helpful Pointers.

People don’t buy things or ideas.  Nor do they buy because you think you might have the greatest solution in the world.  What they buy is what those ‘things’ will do for them, and how it will make them feel. 

For example; Joe doesn’t really want extra money because he wants to play more golf.  He wants to be able to get rid of the depressed feeling or lack of self esteem he has from not being able to keep up with his friends who can play golf at any time because they made a bunch of money on the market, and he didn’t. 

Treat each person as an individual with potential specific needs. Don’t bunch them into one category and pound away at them with a non-descript script (pun intended!) that focuses on you and your reasons why they should buy or get involved. If you do, you’ll lose more opportunities than you’ll gain. 

Make a list all your solutions (products and business opportunity benefits) and put the relevant ones next to the people on your list that might benefit from using them. 

Put yourself into the mind and shoes of each person you want to call. Write out what he/she has said or indicated in the past that has revealed a problem or need that one or more of your solutions will satisfy. 

For example; One of your contacts is overweight - think what he/she might have said about his/her weight. The more personable and ‘What’s in it for them’ you can make your opening remark, the more they will be open to wanting to know more.

Be thorough in this.  If you can’t think of something they have said, then find out, and call some other time. 

Use this information to build and open with a script that focuses on their needs. Here are 2 examples: 

You might have heard a comment like this from someone, “You know, I’ve tried everything and I just can’t seem to get this weight down. It’s really depressing.” You could call and then say; “Mary, you know how you said you’ve been feeling depressed lately about your weight, and that nothing seems to work for you?” 

“Well, if you’re still feeling this way and want to get your weight down and feel good about yourself again, I’ve discovered something that might work for you... if you’re interested I’d like to share that with you.” 

Here’s another example... 

“Anne, you know how you’ve been saying you’d love to find something different than you’re present work because of the low wages, lack of job security and zero fulfillment you have there?” 

“Well, if you’re still feeling that way, I’ve discovered something that could have you out of there and have your life back on track again. If you have time I’d like to talk with you about it.” 

Reminder: For the same reason people don’t buy toasters (they buy them to make toast) people don’t buy weight loss products to lose weight. They buy them for how it’s going to make them feel when they lose the weight. 

My last tip is to tape record your efforts. You will learn a lot by reviewing yourself.  Phone skills take practice, and in time you will become great at it! 

The following are some example scripts that I have used in the past.  It is imperative that you adapt these for your own style. 

The Traditional Biz-Op Contact Call To Your Warm Market

The traditional method (the one that I started with and worked well) is to call them up and say, 

“Hey, Joe, this is James, how are you doing?” (Go ahead at this point and do some small talk and do some catching up if necessary with their life and yours.) Then say, “I don’t know if I ever told you or not Joe, but I’ve started a business that is going very well for me and I’m looking for 2 or 3 key people to bring on in the next 30 days and train them.  What’s your current situation, would you be interested in making an extra $2000 to $3000 a month?”  

Of course everyone can use more money; the problem is they will want to know what it is and what they’d be doing.  Instead of giving someone too much information on the phone (so they think they can make a decision on the spot)  I recommend that you create a little curiosity and say, 

“Joe, it’s difficult to give you an interview over the phone, instead what I’d like to do is sit down with you for about 15 to 30 minutes and let me map out for you EXACTLY what I’m doing.  Then based upon your available time and ambition level, I can tell you which area you’d qualify for.”

If they say they probably wouldn’t be interested, then ask for a referral. 

Say, “Joe, do you know of anyone who is sharp, ambitious and would be interested in making an extra two or three thousand a month?”  

You’ll either get a “NO”, or a “wait a minute, I’d be interested in making that kind of money.”  You probably won’t get many referrals but the purpose of saying this is to re-establish your posture with your prospect.  You’re checking to see if they are just ‘blowing you off’ or if they really aren’t interested!   If they are re-interested then you have regained posture.

Set the appointment quickly and say, 

“Joe, I have two times left this month.  One is on the 14th and the other is on the, 24th. Which night is best for you?” Don’t even give them a chance to ask anymore questions.  Take control, set the date and get off the phone!

I used this a lot when I first began and it works.  If you are using a different script “that is working”, then use it.  My goal is to inform and educate you, not confuse you!  The point is, when you’re calling someone and they are “looking”, they’ll meet with you regardless of what it is and what you tell them.  A few of the prospects I talked to said, “when can I meet with you and where?”  If you get someone who wants you to explain the entire program over the phone or they won’t meet with you, then my experience has shown me that they aren’t “looking”.  Or, they are looking for something that is “easy” and doesn’t require any work or time (as if that program existed!).  Pass these folks up.  If they persist simply say, “Joe, like I said, the business is going very well and I only work with 2 to 3 people a month.  My objective isn’t to interview you over the phone, I do that in person.  If you don’t think you have the time to meet with me, then this probably won’t work for you.”  

This is what I call the “take-away” technique. You’re looking for lookers. You must maintain your posture throughout the entire interviewing process or you LOSE.  If your prospect thinks they have control of the conversation then they are in charge of calling the shots.

The Preamble. .. 

“Hello, ?_ This is ______ I’m calling on a business matter, do you have 60 seconds?”

If “No”. “That’s alright.  I’ll call back later.” 

If “Yes” “I can’t talk long, I have another appointment.  I’ll get right to the point.” 

“I’ve started a new business venture.  The reason I did this is because I wanted the financial freedom to do more of the things I enjoy doing.  The business is growing now and I need a special person to help me out.  I thought of you because I know you like having several income streams.

If I could show you an attractive business venture that could provide you with a significant income, without affecting your present situation, would this be something that you’d want to know more about?”

“(Yes)”

“May I make a suggestion?”

“(Yes)”

“Why don’t we schedule a time for us to get together for about an hour and I’ll show the program to you ...what’s a good time to do that?”

**********************************************************************************
“I’ve started a new business venture. The reason I did this is because I was not happy being away from my family so much. The business is growing now and I need a special person to help me out.  I thought of you because you’re already a seasoned and successful businessperson.

If I could show you an attractive business venture that would give you the financial freedom to do whatever you’d like to do, would this be something you’d consider?” 

“(Yes)” 

“May I make a suggestion?”

“(Yes)”

“Perhaps I could drop a CD/DVD in the mail for you to listen to.  It’ll give you a very good overview of the program.  I’ll call you after you’ve had a chance to evaluate the program and see if you want to discuss the next step.  Would you like for me to do that? **********************************************************************************“*My wife and I have started a new business venture. The reason we did this is because we were concerned about being laid off.  The business is growing and we need a special kind of person to help us out.  We thought of you because we know you’re not happy doing what you’re doing now and we thought this could be a fit for you. 
If we could show you an attractive business venture that would allow you to fire your boss and have your own business, would this be something you’d find attractive?” 

“(Yes)” 

“May I make a suggestion?”

“(Yes)” 

“Why don’t I drop off a CD/DVD for you to have a look at?  We’ll stop by in a couple of days to pick it up and see if you want to discuss the next step with us okay?”

 ************************************************************************************

“I’ve started a new business venture.  The reason I did this is because I was concerned about my company downsizing.  This business is growing now and I need a special person to help me out.  I thought of you because it’s obvious that you get along really well with people. 

If I could show you an attractive business venture that would allow you to spend more time with your family while earning a significant income, would you be open to something outside of what you’re doing now?” 

“(Yes)” 

“May I make a suggestion?” “(Yes)” 

“Why don’t I arrange a three-way call between my (sponsor/upline/team member, etc.), you and me. (He/ She) can explain the program to you and answer all of your questions right on the telephone ...okay?”

************************************************************************************

“I’ve started a new business venture.  The reason I did this is because I didn’t see myself going anywhere with my regular job.  The business is growing now and I need a special person to help me out.  I thought of you because I know you’re the entrepreneurial type and that’s the type of person I’m looking for. 

If I could show you an attractive business venture that could provide you with a significant income, without affecting your present situation, would this be something that you’d want to know more about?” 

“(Yes)” 

“May I make a suggestion?”

 “(Yes)” 

************************************************************************************

“A few of the company’s leaders and I are having a brief get-together this (date/time).  This could be an excellent way for you to judge the merits of the program for yourself.  With your permission, I’ll introduce you to some folks you might have something in common with.  How does that sound to you?” 

“(Great)”  You:  “Good, I’ll stop by at about ______ a.m./p.m. to pick you up ...okay?”

“Hi!  Listen, I’ve only got a moment, but I wanted to ask you something.  You told me a while back you wanted a Jaguar (or whatever they may have said - it cold be a house or a job, etc...)
Were you serious or kidding around?”

“I’m serious.”

“I think I’ve found a way you can have it.  I can’t go into it now.  What are you doing later?

Let’s get together.  I’d like to run an idea past you.”
 ************************************************************************************

“Hi ___!  Who do you know in Atlanta?”

“Why?”

“I’m expanding my business operations in Atlanta.  I’m looking for someone who would be interested in being in business for themselves.  It could mean an extra $4,000 to $6,000 a month.  Who do you know in Atlanta?”

“I don’t know anyone in Atlanta.  But, would you be interested in expanding your business here in    St. Louis?

“Well, I just might.  Why don’t we exchange numbers and set up a time when we could talk.”

************************************************************************************

Verbal Jousting

“Can you tell me more about it?”

“Absolutely!  I knew you’d be interested.  Rather than give you bits and pieces over the phone, how about I bring along a special DVD when we meet. You have a DVD player, don’t you?” 

NOTE: Always say “absolutely”.  When you say “No, I can’t tell you now until we meet”, the brain hears “NO!” and gets defensive.  Always give them a positive answer so the brain will stay open. 

“Is this ?_  (Insert favorite MLM here.) 

“Frankly John, if this was shovelling chicken manure, I would have still checked it out because it was so lucrative.” 

NOTE: you don’t have to use that one. After nearly 20 years, I just got fed up of pyramid questions, and cut right to the point. That line may not be right for everyone! (Obviously!) 

It’s amazing how much fun booking appointments can be if you keep it light and friendly. 

If you‘re getting drilled on the phone, and can sense the call is breaking down, try this line. “John, I’m sorry, I have to go.  Remember I told you I had another appointment?  Can we book something together now, or should we put this on the back burner for awhile?” 

3 - Way Phone Calling

When you first begin EcoQuest you feel like you have no creditability.  You haven’t had time to make any money.  You’re wondering how you can convince someone to do something you haven’t yet accomplished! This is where your upline comes in handy.   When people first start calling their warm market, they realize that many of their friends and business associates know they already spend many hours at their job and that they didn’t have the time to make a part-time business successful.  That’s when they realize that they needed to take advantage of their upline and use a tandem script.  
Here’s how it works. You call the people you know on your list.  Do a bit of chatting and then say, “Joe, I don’t know if you’re aware of it or not, but I’ve started a business recently.  I’m working with a gentleman out of (x town) with a company called EcoQuest International.  It’s going really well for him and he’s looking to bring on two or three key people in the next 30 days to help him with his expansion plans.  He’s in town today, and we’re out at my office and he asked me if I knew anyone who was sharp and ambitious and I thought of you.  At this point the prospect will either say, yes, no or what would I be doing?  Instead of you trying to answer all their questions simply say, “Joe, the best thing for you to do is talk with him, he’s the expert.  He’s sitting right here next to me and if you want I’ll give him the phone and he can answer all your questions.”

This script has a 75% success rate of booking an appointment with prospects.  It works best when used in the first 90 days with your NEW downline.  This script gets them on the phone as early as the very first day! When possible try to have several of your other team members meet with you at your office and/or home to do all your calling together.  

This creates an atmosphere of competition and it’s fun.  It also allows your newest members to see you get “No’s” and “Yes’s”.  When this happens they start thinking, “if James can do this, so can I.”  You may even want to read directly from a script when you’re in front of your downline.  Why?  Although you may have your script memorized, they don’t.  If you start talking on the phone with no script they are going to be saying to themselves, “I’ll never be able to do that!”  But, if you are reading from a script and you set an appointment, they’ll say, “that’s easy--even I can read from a piece of paper!”  The whole point is to always be sure everything you do is duplicatable.  I had a very hard time with this at first.  I didn’t like the restrictions of a “system”.  Instead, I liked being a maverick and doing things my own way.  But, what I found out is that the simpler your system is, the easier it will be for the “average” person to duplicate you.

The “Super List” that Nobody Uses! - Referrals

As you review the list of your friends-relatives acquaintances, etc., ask yourself, “Who do they know that I don’t who would be good in this business?” You might get even more names by reviewing your list and asking, “Who is the most successful person they know that I don’t?”

There are two reasons for asking these questions.  One is that not every one will automatically join our program as soon as they hear about what you’re doing.

Don’t let their indifference stop you.  For all you know, they got informed that same morning they were being audited by the IRS.  (You’d be distracted too!)

But when they say “no” or “not now,” your conversation should not end.

Instead, you ask them something like this: 

“Bill, I understand that you might not be interested in pursuing this right now.  Things get busy at times, and now may just not be the right time for you.  Can I get your opinion on something else for a second, before I go?

I was planning on calling (names from your list you think they know) about the material I’ve shared with you. What can you tell me about them?  Do you think they could be the kind of leaders we’re looking for?

[After they’ve talked a while, hopefully they say “Yes they could be a leader for you”.  If they don’t say nice things, maybe you want to suggest that name to someone else to see if this prospect is worth your time.  Believe it or not, once your business starts growing, you’ll have more prospects than you can have time for!  You’ll need to focus only on the very best prospects.}

Bill thanks a lot for your time.  See you later.  

Now you have someone to put on your “go talk to list” that’s no longer just a “cold name.”

When you call them, you now have a mutual acquaintance.  You should bring that up right away to help establish rapport.

Hi Mary!  I’m Joe Leader.  I’m calling because Bill Maybelater said you might be the leader our team is looking for.  I thought that was a pretty nice compliment …

[Usually {{you leave it at that, your prospect will say “Are you a job recruiter? What’s this all about?”]

Once your prospect starts asking you questions, it’s usually easier to talk to them (but don’t turn over control to them).

Don’t Miss This Special Step: 

Suppose Mary is the leader you’ve been looking for.  She’s excited, wants to “rock and roll” and is ready to get going.  Your initial temptation will be to sign her up directly under you.  But don’t to that.

Go back to Bill Maybelater and tell him about your good results.  Tell him how Mary is ready to really take off.  Tell him what he’s missing by not joining with a hot first level worker like Mary.  You might be calling Bill Maybelater “Bill Nows​A-Good Time”.  He may rethink his original hesitancy and decide to join right on the spot.

Remember to reward those who give referrals.

Sending Warm Market Letters - (Get your warm market to call you.)
Create your Dear Friend letter—use samples below.  Add your personal touches by filling in the blanks.  Make sure the last paragraph is your personal experience or that of someone you know, no hype.  Be specific.

Send at least 100 letters at a time to improve your odds of getting responses.

Use classy stationery.  Make each letter an original.  No Photocopies.  Go first class.

Dear ____,

Hi!  Just a note to let you know that I’m expanding my business, and I was wondering if you could help me.  I’m looking for a bright, friendly, ambitious person who might be looking for some extra income or, who might be looking for a career change.

Who do you know like that?

We market state-of-the-art, unique, patented _________ directly to consumers, like you and me, and the company pays us to find and train others to do the same thing.  We’re like reps for them, except we own our own business.

Anyway, who do you know who’d like to build for retirement, and wants to make some money with us helping others get the same?

If you know anyone or would like to try the product yourself, give me a call at (321) 254-8173 and I’ll fill you in.

Before using this product, I use to ________, now I ________.   Before doing this business I use to __________.  With this business, I get to ________, and make money now and for the future.  Neat, huh?

Anyway, nice thinking of you.

Warmly,

Jennifer Clendenin

************************************************************************************

Hey Kim, 

This is Joe.  I know I haven’t talked to you in a while, but I just wanted to send you this quick note and let you know I’ve been asking for a raise at my job for the last three years.  And every time I ask for a raise I feel like my boss just laughs at me.  I mean it’s just terrible...and I never got the raise.

Well a friend of mine gave me this CD.  I watched it and it made a lot of sense and in there they recommended I start a part time business so I decided to do that.  Well I just wanted to let you know.  I hope the dog and cat, and wife and kids are fine.

Warmly,

Joe 

************************************************************************************

Dear ________

Recently I started my own home business to help me ( include your personal goal here ).  So if it makes me a little bit crazy or distracted while I’m getting it established, please accept my apologies in advance.

My business mentor told me to tell you about this wonderful opportunity to (your favorite benefits of our EcoQuest program ).  I told him/her that I would mention that to you later when I became an expert on the products we offer.

Thanks for your support.  If you need any (your favorite products) please be sure to give me a call.  I’m especially looking for folks who are potential leaders and who want to start their own “mini franchise” in their spare time.

Thanks,

Your name

************************************************************************************

Dear _____,


I am writing to announce some good news in the Clendenin family and to ask a small favor of you.  We have obtained a dealership for a technology company that is one of the hottest companies in America -- EcoQuest International. 

We provide electronic air and water purification equipment for residential, commercial, and industrial applications.  The technology we are learning to use is so advanced that we literally have no direct competition.  You may have seen news of the company on TV or read about it in business magazines.

The reason for this company’s extraordinary success is timing.  During our training we have been surprised to discover that allergies, asthma, and other respiratory problems are on the increase, with nearly 70% of the population suffering to some degree.  According to the EPA,   indoor air is two to five times more polluted than outside air, even in big, polluted cities!  They report that indoor air pollution is the number one environmental health threat in America.  In addition to chemicals, airborne dust particles, pollens, pesticides, bacteria, dust mites, viruses and mold spores, many people pollute their own air with chemical-laden furnishings, cigarette smoke, pet dander, kitty litter boxes and household cleaning products and toiletries. 

Our technology literally creates mountain-fresh air indoors and has provided relief for people in over four million homes and commercial buildings to date.  Our most popular unit is designed for homes up to 3000 sq. ft.  This electronic marvel, about the size of a toaster oven, replicates the cleansing power of a thunderstorm to purify the air.  Many allergy, asthma, and sinus sufferers rave about this technology and the relief they experience.  We are using this technology in our own home and have researched the huge untapped market for clean, fresh, indoor air.  You probably can sense our excitement.  

But having a badly needed product is only part of our story.  The CEO, Darryl Jackson and the Chairman of the Board, Mike Jackson (no relationship) are committed Christians.  
EcoQuest’s mission statement proclaims:  “In everything we do, we strive to fulfill our primary purpose of glorifying God”  Moreover, the business is one that we operate from home, which allows us more time together while building a future for the family. 


As to the favor I mentioned, we would appreciate your help in expanding our business.  No, we don’t want to build our business by selling to all our friends and relatives, but there are two things you can do to help us and one of them will be fun and bring you some benefits without spending any money!   The company has thousands of testimonial letters from customers all over the country; but I need some local testimonies for our dealership.  Knowing that you will be objective, I would really appreciate it if you would test this technology for me for a few days and then jot me a brief note of what you think about its performance.  

After the test I will pick up the unit.  It rents for $30 per day but of course I won’t charge you anything. I’ll give you a list of things you can do with the product such as purifying your duct work, mattresses, closets, bathrooms, any musty areas, even make your worst tennis shoes or your car smell brand new!
And the company will allow me to give you one of our promotional gifts valued at $50.00 just for providing the field trial for their product.  After you see how the unit performs, any referrals you can give me of people who have allergies, asthma, and smoking or pet odor problems would be appreciated.  And they will thank you too, since our technology may provide them some welcome fresh air and you can trust me to treat them right. 

Lastly, we are currently staffing our business and have some excellent position slots to fill.  I would appreciate any recommendations you may give me for good men and women who may want to earn full or part-time income working with us.  Candidates should enjoy helping people, be teachable, have a Judeo-Christian work ethic, and be able to put in at least 10 hours per week, working by appointment.  Those with management experience or skills may qualify for a management slot with a generous compensation plan and benefits including factory career training, annual bonuses, travel expense account and a company-paid new car.

We very much appreciate any help you may give us as we expand our business. 


Furthermore, we think you will get a kick out of being one of the first people to field-test our latest equipment.  It is one of the hottest and most important new technologies in years.  Just give me a call at 254-8173 to schedule a time for me to drop by for about 20 minutes and show you how to conduct the tests. 

I look forward to seeing you soon.

Yours Truly,


Jennifer Clendenin

************************************************************************************

Dear Sally, 
I hope all is going well for you!  It seems these days I just don't have as much time to spend with my friends as I want to.  Just recently I was talking with my good friend, <friend's or sponsor's name here>, exactly about this ... well actually it was more about the fact that neither of us would probably get a decent raise at work, if we got one at all!  At the time, I was seriously considering getting a second job just to make ends meet ... but I was putting it off simply because I hated the idea of working even more hours! 
<Put friend's name/sponsor's name here> did me a big favor that day. <He/she> gave me a copy of a little book and urged me to read it right away.  I did, and am I glad I did!  It showed me all the different options I had to choose from to create an extra $500 to $1000 to put away each month so that I could do what the rich do -- have their money make more money for them! 
So ... I've decided to start a home-based business, one that I can work from home when I have the time.    It was one of the many suggestions offered in the book, the one that best appealed to me -- it sure beats getting a second job!  Hah! 
I just wanted to let you know.  I'll let you know in a few weeks how it's going for me.  Wish me luck! 
Sincerely, 
(sign your name here, in blue ink) 
<Jennifer> 
PS: I'd like to do you the same favor <friend's/sponsor's name> did for me.  If you'd like me to send you a copy of the book, called How To Get Rich Without Winning The Lottery, just let me know and I'll be happy to get a copy to you! 
************************************************************************************

Dear _____,

How's your family?  Are you and Nancy busy helping the boys decide where to go to college?  It seems like yesterday that Carlene and I were doing the same thing!  I can't believe Alison is graduating from college in just a few months! 
Bill, I'm dropping you this note because Carlene and I have reached another milestone in our lives.  We recently started our own home business, and we think this could be the best decision we've ever made!  We chose a 19-year-old technology company named EcoQuest International. They market unique products that everyone needs.  The market is huge, and the experts are predicting this is only the beginning!  However, the biggest opportunity here is to bring other ambitious men and women into EcoQuest with us, and build successful companies together. 
Carlene and I made a list of the people we want to share this with, and you and Nancy were at the top! Bill, I don't know if this will interest you or if the timing is right, but I know you, and I think EcoQuest would be a perfect match!  I'd really like to show this to you. Plus it would be great to get together for a couple of hours. I'll call in a couple days to see if you'd be willing to look at some information.  Two of the benefits of an EcoQuest business are the ability to achieve financial independence and freedom from the]. O.B.  One of the best FRINGE benefits is seeing your friends achieve the same thing!  I'll talk to you soon, Bill. 
Sincerely,

(Your name)

************************************************************************************

Dear _______,
I'm not sure you'll remember me, but we met at your grandson's baptism last July.  My wife, Carlene, and I are good friends with Sue and Nick Sr.  Last Sunday at church I was telling Sue about the new in-home business we've started with EcoQuest International.  They market revolutionary products for the indoor environment and are growing at a remarkable pace.  I was telling Sue that we were attracted to EcoQuest because of our desire to achieve financial freedom and the ability to work for ourselves!  Sue got excited when she heard what EcoQuest offers and mentioned that her father "would be perfect for EcoQuest and would love to hear about it!" She suggested I contact you! 
John, I'm not sure what your interest-level will be, but I'd love to show you what EcoQuest is all about.  I'll call you in a few days to see if you'd be willing to take a look at some information.  From what Sue told me about your background and from our conversation in July, I agree with her that you and EcoQuest would be a good match! 
John, thanks for your consideration. I'm looking forward to talking soon! 
Sincerely,

(Your Name)

************************************************************************************

Dear Tom,

Carlene, and I have started our own in-home business!  You know how we've always wanted to work for ourselves?  We decided to build a business with EcoQuest International.  It's a technology company that specializes in products that make our homes and offices safer places to live and work.  They were the second fastest growing private manufacturer listed in the INC 500, and they're just beginning to penetrate the market.  The timing for this is great, so we're going to market their products and find other ambitious people who can help!

That brings me to the reason I'm mentioning this.  Tom, I believe you and Cathy would be great at this!  I'll be honest - I have no idea if you're interested, but if you are, I know it would be great building this together!  But if you look at it and decide not to get involved, that's OK too!  I'll still benefit from hearing your evaluation. I respect your opinion!  Would you be willing to watch our new DVD or visit my website, and give me your honest feedback?

Sincerely,

Jennifer

************************************************************************************

What do you say when they call?  (Depends on their interest! Product or Business)

Them:  Hi!  I got your letter, sounds pretty interesting.  Tell me more about it.

You:  Great!  Tell me, what attracted you?

If They Say Product:

You:  Great!  Well, let me tell you our most popular program is people with _________ have really benefited from _______.   As for me, I started with _____.  Before using ____, I use to _____ and now I ______.  Would you like to try it and see how it works for you?

Them:  How much is it?

You:  Well, let me tell you how it comes.  You get _______ and ____ and they give it to you for ____.  That’s why everybody buys it.  Are you ready to try it?  It’s only ___________.

Them:  Yeah, I’d like to try ____.

You:  OK, Great.  Do you have a master or Visa card?  You can order direct from the company ...and we can do it together...plus, if you want to register, just in case you decide to market it later, we can do that too.  Wanna do that?

Place their order.

They’ll ship it to you direct.  I’ll give you a call in a week or so to see how it’s going, OK?

Thanks!  Bye!
If They Say Business:  
Them:  More money.

You:  Well, let me ask you ..have you done any direct sales before like Mary Kay or Tupperware, Or any network marketing?  Or have you ever owned your own business?

Them:  Why yes …(let them speak)

You:  Great, what companies have you done??

Them:  (from “none—I’ve only had a job” to listing whatever else they’ve done.)  Jot down what they say.  You may use it later.

You:  OK, great.  Let me ask you this:  What, ideally, are you looking for?

(Listen carefully ...are they security/job oriented, or entrepreneurial and looking for a chance to make their own way?  Based on what they tell you:  Is this someone for whom EcoQuest looks like the right thing to be doing?

Them:  I’m looking for a home based business/$$$ for kids education/big bucks, etc.

You:  Great!  Let me tell you what we’re looking for, and we can see if there’s a match, OK?

Them:  OK

You:  We’re seeking friendly, ambitious and open-minded people who can help us recruit and train our marketing group in your area.  And, when we find one or two key people we’ll help them build their own marketing group ...so they’ll be getting overrides and commissions from everybody’s efforts in the region.  You know, like they do at Merrill Lynch or real estate offices around the country.  The top banana gets a piece of everything ...What do you think about that?  Is that something you could get excited about?

Them:  Yes, I could go for that!  How does it work?

You:  Let me tell you what we do ...I represent a company called EcoQuest International.  We market all kinds of exciting specialty products directly to consumers, just like you and me, and we set other people up to do the same thing.  That’s how our company expands and that’s why they pay us so much.  Think you could do something like that ...if we showed you what to do?

(Be prepared to take script detours if the prospect throws a wrench into the wheel.  Always be ready to say NO first.)

Them:  You’re going to show me what to do?  I can do that.  So what are you selling?

You:  Let me tell you what we market.  Upscale air and water purifiers, nutrition’s, energy boosters, diet products, skin care and people can order direct through our catalogues/website/company order line:

Pretty neat, huh?  Of the kinds of products I’ve mentioned, what interests you the most?

Them:  __________ product.

You:  Great!  Well, let me tell you - our most popular program is _____, people with ______ have really benefited from ______.  As for me, I started with ____.  Before using ______, I ____ and now I _____.  Would you like to try it and see how it works for you?

Them:  How much is it?

You:  Well, let me tell you how it comes.  You get _______ and _____ and they give it to you for _______.  That’s why everybody buys it.  Think you’d like to give it a try before you decide to market it?  

It’s only ………

Them:  Yeah, I’d like to try _____.

You:  OK, great.  Do you have a Master or Visa card?  We can order direct from the company ...and we can do it together ...plus, if you want to register, just in case you decide to market it later, we can do that too.  Want to do that?

Three-way them in to the company—place their order.

They’ll ship it to you direct.  And in the meantime ...let me ask you a question.

Them:  OK

Them:  OK - tell me what you’re doing.

You:  Well, right now we’re looking for key people - the ones which we will help build their own marketing group.  Now, in scouting out an area, we always come across part-time people as well.  And that’s great.  So, let me ask you.  How do you see yourself?  As a key person?  Or more of a part-time person?

Them:  Oh, I’m a key person (even part-time), for sure!  I’m God’s gift to networking …., you’ll be able to retire once I get going.

You:  Great!  So, you’re saying you think you could do something like this? ...If we showed you how?

Warning - Do Not Sink Into the Tell-All You Know Trap.  Let the tools do the initial qualifying work.  Later, if they survive the qualification process, you get to help them decide how to get started.
Them:  Well, I’m definitely the stud type.  I just need to know more about what you actually do, more about the company, and how you make money.

You:  Great.  How would you like to take the next step?  Would you like to learn more about what we actually do to grow the business?  You could meet some of the team (either in person or on a conference call), and you could check out a website we use for our training materials. 

Or, if you want to know more about the company, they have a website, and conference calls, too.  So what’s your pleasure?

Them: (listen to them)

You: 

Option 1:  Ok, so our conference calls are on ____ day at ___time.  That’s a good place to meet some of the team, and hear how we work together/ or hear how other people are making it in this business.  I’ll call you at ___ and 3-way you into our call.  After that, you can ask any questions, and we’ll see where to go from there.

Option 2:  Ok, we’ll why don’t you go to the website and check it out.  I do follow up calls on ___day and ___,  Which is the best day/time to get back to you when you’ve had a chance to look over the info?  
Ok, we’ll talk then and see if there’s a match.

Have a lick and stick party.

Do everybody’s letters on somebody’s computer or go to Staples, Office Max or Office Depot and use theirs.

Everybody signs their letters (use color so readers know it’s original), and add any personal notes you wish—no hype—friendly notes only.

Optional:  Add brochure about your favorite product

Mail Everybody’s letters at once.

Break bread and celebrate together

Now think of the possibilities:  If 8 people do 100 letters, that’s 800 letters.  A 2 to 10 % response means you could get 16 to100 new prospects coming to you and to people in your organization. ...from people they know.  (by the way ...with no rejection)

This of course is only one way to get your business off to a good start.  You should be doing at least 3 different methods of prospecting and recruiting.    (Read Guaranteed Prospects by Mike Jackson and Local Prospecting by James Clendenin

Phone Technique Tips

      1.  Always sound positive, upbeat and enthusiastic, but never to the point that you sound fake.
2.  Don’t be surprised by an answering machine – be comfortable leaving a message.
3.  If your prospect isn’t curious when thy get off the phone with you, you have nothing.  Curiosity is what 
          you want to leave them with on the 1st call.
4.  When setting appointments for meetings, whether one-on-one, hotel, or home, confirm your meetings 
          the night before or the morning of the meeting.  Always confirm.
5.  Early in the processing cycle, get as much of the prospects contact information as possible.
6.  Whoever is asking the questions is controlling the conversation.  If you don’t end in a question, your 
          prospect will.
7.  The more you say, the more you are required to say.  This is a trap.  Keep it short.
8.  Never sell what they won’t buy.  (i.e.  You go into the store to buy a drill bit …or do you?  What you 
          really “want” is a hole!)
9.  Don’t carry baggage from one call to the next.  Don’t adopt the prospects views or their ideas.
10.  Observe (i.e. If baby in background, have them take care of it.)
11.  Don’t let them surprise you if they call you.  (Have them hold on till you get back to your desk.)
12.  Are you inviting for business or product.  Both work, but not at the same time!!!
Know what you are inviting someone to do.
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