Recruiting:

Sample Script for Setting Appointments

Here is a time-tested, effective sample script for setting appointments.

Notice the three key phrases:

1. “I’ve got something I’d like to SHOW you.”

Notice this is SHOW, not TELL.  Obviously, you can’t show a person marketing materials or distributor information over the phone.  They have to see it.

2. “It will only take about 15 minutes of your time.”

People always have 15 minutes to spare.  If you ask for any more than that, they’ll have to stop and make a decision, and it does take only about 15 minutes to show someone the distributor information and get them signed up.

3. “YOU MAY OR MAY NOT BE INTERESTED.”

This relaxes your prospect.  Not everyone is going to feel they need a membership and that is okay.  YOUR job is to make sure they know it is available and how it can help them.  THEIR job is to decide if they want it, so make sure they know you just want to show them the information.

What if your prospect doesn’t make an appointment?

Don’t be put off if your prospect can’t find a time to meet right away.  End the call on an upbeat note, letting them know you understand and you are available when they are ready.  Find a good time, check in with them again, and then follow-up at the appropriate time.  Many Distributors have found a brief note after the call helps keep your prospect interested.

Remember, everyone gets told “NO.”

No matter how good you are in this business, prospects are going to tell you “NO.” Not everyone is going to see the opportunity that Zija offers.  You cannot let this discourage you.  Think about it this way, if even the top leaders in the company are told “NO,” isn’t only normal that you will too?

 The Approach

   Contacting & Inviting

In-Person Contact:
OBJECTIVE:    To raise curiosity and “exchange” information so



      that you can follow up by phone.

TIPS:

      Always make contact at the end of an event 



      Instead of the beginning to avoid questions.



      Always follow up within 24-72 hrs after initial



      Contact with a call or at least a note.

Phone Contact:
NOTE:  
     This form of contacting is the most powerful



     and duplicable way to build your business. You



     have more control over the “process” on the 



     phone and you tend to catch prospects with

                     their skeptical shield” down.

OBJECTIVE:    To ask a “qualifying” question to determine 



     Interest Level and move them into the 



     “Pipeline”.
TIPS:
            > Best time to call most people is Sunday from 



        5-8pm.

                    > Call Entrepreneurs Mon-Fri during their




business hours.



    > Work from a “prospect” list.

 

    > GET ON WITH IT! ..........Conquer call reluctance!



     > GET TO THE POINT! … No small talk!

 

     > GET OFF! ………Be Brief and respect their time! 

  The Direct Approach

NOTE:

In the direct approach you’re being “up front”




about Network Marketing or mentioning Zija




Before the prospect asks … “what is it?

TIPS:


Use this approach with friends, relatives,




and neighbors.

SCRIPTS:

“Hi Tom this is Jim.  You got a minute?  I’m




calling about a business matter.  I need to 




know what you know about network 




Marketing?”






   -OR-




“Hi Cedric this is Joan.  Quick question for




You, what do you know about Zija?”

KEY PHRASES

· “I value your opinion”
· “I can’t promise you anything”
· “You owe it to yourself to take a look”
· “I may be wrong but what if I’m right?”
· “Call if you’re not coming so I can give you seat to someone else”
STEPS:

1. Clear the date (unless you’re using a pre-approach packet): “Hey Jim its John Got a minute? Ok, quick question.  I got a business matter I’m calling about.  Are you doing anything tomorrow night or are you pretty much just watching TV?”

2. Ask the Direct Question:  “… quick question for you Jim.  What do you know about network marketing?”

*OR*
“… quick question for you Jim. What do you know 


about Zija?”

    3. DRAIN THE POISON: (if you get a negative response) with 
Feel, Felt, Found:


“… well a lot has changed in the industry since then and I 


found a company that I’m really excited about.  Now I 


value your opinion.  I wonder if you would be willing to 


take a look at this?”


“… Jim, I’ve looked at this thing inside out and I can’t find 


the flaws. But I value your opinion, would you be willing 


to sit down, take 15 minutes, let me give you an overview


of it and you tell me what the flaws are?  Because if you


can’t find them I think this is something you might be 



interested in.”

4. BOOK THE APPOINTMENT:

· “… What are you doing for lunch on Monday?”

· “… great, is Tuesday at 7pm a good time or Thursday?”

· “… ok, then you give me a day when you’ll have 15 min.”

The Indirect Approach

NOTE:  The indirect approach is based on the premise that we 


    don’t want to tell a prospect anything until we can tell 


    them everything.

TIPS:     Use this approach with for casual acquaintances.

PROVEN APPROACHES
1. Were You Serious?...

Use this approach where people have given you clues

As to things they may be dissatisfied with.  Use that information when you contact them.  For Example:

“Hey John this is Kevin, Got a Minute?  A while ago you told me you hated your job.  Were you serious or were you just kidding around?  You were serious?  Great, I think I’ve got a way for you to get out of it.

2. If I Could, Would You?...

This approach works great when you’ve identified someone’s hot button.  It works like this:

“Hi Debbie this is Susan.  Got a minute?  I’ve got a question for you.  If I could show you a way to create an extra $500 to $1,000 a month without getting in the way of what you’re currently doing, would you be willing to take 10 to 15 minutes to review some information?”

3. You’re Big and I’m Little…

You should use this approach when contacting someone who is “perceived” to be better, stronger, and more successful than you.  In other words, when you are “recruiting up”, the basic philosophy is to play yourself down and play up to their ego.  Here is an example:
“Mr. Johnson? Hi, this is Joseph Smith. Do you have a minute? I haven’t had nearly the success in business that you have, and I’ve been shown a business that appears to have some real potential.  I wondered if you would help me check it out to see if I’m making the right decision.  Mr. Johnson, if I could get the information together, would you be willing to take 10 to 15 minutes and help me evaluate it?”

4. Who Do You Know?...

This is an indirect approach that works very well for people who are very successful or when you don’t know if they’re dissatisfied or their hot button.  It’s basically a “who do you know that would like to make a lot of money” approach.  It gives them the opportunity to say, “What about me?”  If they’re interested or provide you with some referrals.  For Example:
“Hi Susan this is Sally.  Got a minute?  Got a quick question for you.  I’m calling about a business matter.  My company is looking for some sharp people who are dissatisfied with what they’re doing now and would be interested in making some serious money.  Do you know anyone that might be looking for a change?”

“Hi Shawn this is Dan.  Got a minute?  I’m calling about a business matter.  Got a quick question for you.  I’m working with one of the most respected companies and we’re expanding in your area.  Who do you know that would be interested in making a serious six figure income in the next 9 to 12 months?”

5. Where Are You From?
If you’re talking to a stranger, the natural question that comes up is “where are you from?”  Here’s how to use that approach:

“Where are you from?  (Answer) Really!  I was thinking of expanding my business to that area!  Who do you know there that is sharp and would like to make some serious money?”

Final Thoughts on Contacting & Inviting

1. If you get a lot of questions resist the urge to answer 

Them, say:

“I can’t do business on the phone.  I’d love to show it to you.  Let’s get together for about 10 to 15 minutes over a cup of coffee.  You can’t buy anything, you can’t sign anything.  I just want to see if it sounds like something you’d want to explore further.”

2. Keep your dream in front of you at all times.  Have 

Pictures of what you want on your walls.

3. Recruit up.  Share the opportunity with people who are 

more successful than you.  You want the most talented, ambitious, charismatic people on your front line.

4. Casual acquaintances are a “gold mine”.  Just go out and 

Make friends to create a new “warm” market every 90 days.

5. Have a “turn” question.  This is the question that will turn

the conversation from business to product user if they’re not interested in the business. For example:

Q:  “Have you ever thought about developing a secondary

       income?”

A:  “NO.  Why would I do that?  My job is great and in 20

     Years I can retire and go fishing all day.”

TQ:  “I asked because my business is helping people 

        Find fortune in their health as well as their wealth.

6. Ultimately, you’re either buying “their” story, or they’re 

buying “your” story.

