NReeruviting” Takes |
Care oftEvery
Prabisem




The “"Problems”

1. No APay Checkso or |
Checkso

2. Busl ness Partners ar

3. No Growth, No Momentum, No BV or
IBV

4. No Ongoing Income




1.

The “"Cause”

Lack of belief in the system and
yourself

No Personal Growth
Lack of result producing actions
No Duplication




New Distributor’s Belief

Belief
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Successful Belief System

Belief
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The Power of Belief

You must program your ibiaim (aurrcampuites))
AProgramming creates your beliefs.

ABeliefs create your attitudies.
AAttitudes create your felings.
AFeelings determine your actions.

AActions determine your success or failure.




Program your Brain with
Affirmations and Knowledge

A Affirmations

A People are excited to
hear what | have to say!

Al am a powerful and
successful person!

Al am worthy of success!

Al am a Master Recruiter

A Listen to MP3 Player




Step 1: It's all about your
State of Mind!

ABe Enthusiastic! Be Passionate!
AEmbrace Personal Growth

ATap into your Inner Strength. Believe!
AGet Organized and Stay Focused

ASet Goals. Add 2, Call 1, Set 1
appointment.

AFollow the Simple System
ABe Yourself, Have Fun!




Definition of Prospecting

AThe art of asking questions and
listening to the answers! The purpose
IS to see If the person qualifies for the
UnFranchis€® and should eventually
be approached about the business.




Step 2:
Building a Names List

A 300 Names
A#1 i Wellkconnected, Motivated, H

A#2 i Good gqualities but timing may not be right, Cold
Contacts

A#3 i Lazy, Negative
A Top 10 for Retall
A Top 10 for Business
ARWho do you knowo |1 st
A Yellow Page Association
nGet Organized, PRM tool, etc.




Bio Siwet

UFO/Dist. Name 3-way, Interview, kick-off, FIU
Telephone No. Date
ATG Extensi Time

BIO OF PROSPECT
INFORMATION
Name

Address
Tel. #

Family:
Occupation

Plegse explain how vou know er met this person:

What is present status of prospect (What do they know about Market Americal What info have they received!
What products are they using/ What meetings hawve they plugged into, ete)?

Circle Top 3 Hof Buttons — would they be looking at the business]:
Money:
Supplemental Financial Residual Income College Fund Refirement
Independence
Time Freedom Mare Vacation Career Change Sick & Tired Burnt Out
Secure Freedom Be Own Boss ‘Work From Home Helping COthers Capitalize on
Contacts

Circle Top Three Positive Characteristics:

Well-connected Friendly / Fun Enthusiastic

Go-getter | Ambifious People-Person Professional

Sharp / Dynamic Entrepreneur Hardwarking

Sense of Humor Great Salesperson Open-Minded

Business owner | Mgr Outgoing Intelligent

Wedl-respected Influential Business-Minded
Eresent Status: (What do they know, what have they received, Are they on product, have they plugged info anything?)
Flease Explain:

Circle Approach: Direct f Evaluation / Referral




Step 3: Create Cunosnty

APeopl e are (or shoul b
Bo.

ADo you keep your options open?
ASuccessful people always have multiple

sources of 1 ncomeé.

ANo kidding! | 0m expand,;
AWe work very successfully with people
whoeé. .

Al candét promise you any

POWER STATEMENTS!




Step 4: Speak the Market
America Language

A Learn the themes of Market America.

Afiwhat is it?20o iwhat do
A Al franchise the fastest gr
|l nternet ! | t 0s over 3 ti mes

A Evaluation Approach / Referral Approach

PRACTICE, PRACTICE, PRACTICE!
CREATES POSTURE AND BELIEF!




The Evaluation Approach

A Help me out

Al 6m | ooking at a busi
A Compliment them

A | would appreciate your opinion

A You may or may not be interested

A You may be able to refer the right person

A 3 way Call works great!

A Sell the appointment not the Business
AYoubre fishing, not &




Talk in Themes!

AFranchise vs. UnFranchis@
A2 to 3 year Plan VS 45 year Plan

AMass Customization and One to One
Marketing

AProduct Brokerage Concept
APlan B, Leverage, and Early Retirement

AAnti-Aging Industry, the next trillion dollar
Industry
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Market America/Shop.com
“The Best Theme of ALL"

A The Ultimate On-line Shopping Destination!

A Almost 40 million products and services, almost 4 times larger that Amazon
A Search Engine powered by SHOP.COM

A Price Comparison

A Universal Checkout

A Cash Back 2% to 50%, %% for Referrals

A Get Paid for 90% of what you buy

A 19 yrs record breaking quarters

A MA is ranked #61 in Internet Retailer

A MA is the #1 most improved site

A MA will be a household name. LEAD THE PARADE, NOT FOLLOW!
A 58% has been paid in commissions

A ACQUIRED SHOP.COM

A DEMO THE WEB PORTAL



Perception

| d I dsayoshe stole the money.
| d I dsayoshe stole the money.
|
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Step 5: 1st Appointment
Conduct an Overview with your
Prospects

ABuild relationships. Make friends.
ATal k about them. Listen
AExplain the UnFranchis€ concept and Shop.com

AUse Horizontal vs Verticle Diagram, 6 Critical
Differences

A45 yr plan vs the 2-3 yr plan

ABOOK A FOLLOW UP







