Ten Commandnents of Power Prospecti ng

Peopl e ask all of the time about tips for power prospecting over the phone. Bel ow are
ten specific tips that when applied will prove to show trenendous results!

1. Set aside a specific tinme each day for prospecting calls.

Set appointnments for yourself. Schedule tinmes to call as well as tinmes to break and
refresh yourself. Be disciplined making sure you stick to your schedule or you wll
cheat yourself, and your business.

2. Make as many calls as possible.

Don't waste tinme on calls that you know are not going in a positive direction. Do not
all ow people to steal your tinme. |If you just nake that one extra call each tinme, your
overall call volune for the year will be much larger! IF YOU DESI RE FASTER RESULTS
SCHEDULE MORE Tl ME TO CALL MORE LEADS

3. Make calls brief.

Know t he objective of your call and get to that objective w thout unnecessary talking.
Speaking with a firmand | ouder (not scream ng) tone of voice demands attention
Speaki ng at a quick pace shows you are busy; busy people are successful! Any questions
that the prospect mght have will be answered in the information you are sendi ng them
Let the information sell the opportunity do not try to convince themyourself. Wrst-
case scenario you should answer all questions with a question to them whoever asks the
guestions leads the call, do not let the prospect control your business. Again, don't

| et people steal your valuable tine.

4. Have a prepared and organi zed |list before starting your calls.

A good rule of thunb is to have at | east 2 weeks of prospecting calls at any given
time. Always have a constant flow of prospects to call through. If you do not have
enough | eads you will devel op “Lead Poverty Consci ousness”, which neans you wil|
devel op an enotional attachnment to your |eads. An enotional attachment will cause you
to hang on to the leads trying to convince them (NOT GOOD). Remenber a successfu
person (YQU) does not need anyone, people are attracted to a successful person, and

t hey need you! The nmajority of people who join this opportunity are a surprise; it's
usual Iy not the person you thought was going to join!

5. Work without interruption
CGet to a quiet place where you will not be interrupted or distracted. Do not have a

radio or TV on in the background. Make everyone in the house aware that you shoul d not
be di sturbed during the tinme you are maki ng your calls.



6. Consider doing your calls at different tinmes of the day.

Many people call the sane prospect at the sane tine of the day over and over again.
Then they will get frustrated because they get an answering machi ne each tinme. Conmon
sense is to try calling prospects

at different tinmes of the day. Rely on the date/tinme/remarks section of your
‘Lead/dient-tracking sheet to know when you have called. By doing this you wll
drastically increase your chances of talking to a live person

7. Be organized.

Use our ‘Daily Planner’ sheet to schedul e your appoi ntnents. Consider using a
conput eri zed contact managenent system These will help you with followup calls as
wel |l as allow ng you to keep detailed notes on previous conversations.

8. Establish a CGoal.

How many calls do you want to get through? How many conversions are you getting? Wat
is your ratio between the two and is it inproving? You will only know this if you set
goal s and keep track of them Your

skills and confidence will grow and grow if you are aware of your inprovenents.

9. Don't Stop.

Persistence is the key quality that every successful network marketer has. They
understand that each 'no' will lead themto the big 'yes'. They are aware of their
nunbers and are always striving for inprovenment. They never just stop and give up
Renenber, nobody fails at network marketing; they quit.

10. Have some fun

Renenmber to keep it fun. If you don't enjoy what you are doing, it becomes drudgery.
Peopl e who enjoy what they do for a living are always good at it, and thus successful
If you don't want to reach out and talk to and share your opportunity with as many
peopl e as you can, then you are probably in the wong industry. |If you are having fun
and are enthusiastic about these calls, it will rub off on the people you are calling
and you will have nore success.



