Phase 2 Step 2:  Invite

INVITING

Objective of the Phone Call:

–Create curiosity and get them to a “tool” (Webinar, CD, Video Presentation or Coffee shop meeting.  NOT PRESENT)

 “Send prospects to the tools and let the tools do the heavy lifting”

--The tool sorts and sifts

–Your follow up is critical

Inviting Format Script  #1:

This is a guide,  You must try and make it "you"  but the format is key.  It is straight forward, professional and easy to follow. 

Hello __________There is something important I would like to talk to you about - is this a good time?  

I am working on a new project that I am very excited about and it allows me to invite others whom I admire and trust to participate.  This may or may not be right for you but I  just wanted you to be informed.  There is a webinar (Tonight 8 PM.....you select your time zone) that gives an overview by one of my partners.  It will last about 30 minutes.

Could you be at your computer and able to join us?  

If yes:  Great thank you for your time.  I believe it is important to let you know I am not trying to talk you into anything....just provide meaningful information about something I am very excited about.  

Questions or Objections:  Remember, Control yourself and “don’t talk to much”.  

If "What is it"  __(their name) _____I thought you might be interested!  My objective is to invite you on the webinar so that you can get all the facts!  Right now, I’m not the expert and if I tried to tell you what this is I would probably miss some key points.  I don't want you to miss a thing.  

Can I count on you being on the webinar?

Another Possible Question or Objection   If:  "Is this MLM"?   Yes, and the Company is XANGO and they are setting records around the globe.  We definitely want to be a part of this explosive growth.  This may or may not be for you but I am confident this is the next "big one".  Can I count on you being on the webinar?  

4 C’s of Inviting

1.  Compliment them

2.  Create Curiosity

3.  Control Yourself

4.  Commitment, get the commitment

Then, send them the link via email and tell them you will call them right after the webinar.  This is crucial as they must know you will be following up.  

Calling Script # 2

Clear the time: “Did I get you at a good time?” or “Do you have a minute or so?” If they are running out the door, in the middle of something or in any way express it is the wrong time (this means really listening) ask when there’s a better time to call. Do NOT go into any info at this time.

When it is a good time, continue;

“ Under ordinary circumstances I wouldn’t even bring this up to you but what I’m about to share with you is anything but ordinary!  This may or may not be for you but when I first came across this I immediately thought of you.  (Edify them,  Think of the genuine and authentic reasons you thought of them and/or whey you want to be involved with them in this business) or “I want you to know I am not trying to sell you anything you don't want or get you involved in something you don’t want any part of. Ok?”

 “Let me tell you what we (or I) are doing. or “The reason for my call is...

“We have partnered with a global leader of wellness products that are leading edge and proprietary. The science and results of people from around the world have been extra-ordinary. I/We are putting teams together to capture market share (or I am putting a team together in your area to capture...). I have thoroughly checked this out and I am confident this has huge potential for those who treat this serious and we are having a lot of fun doing this.  ________ “I’m really trying to intrigue you”  with a smile in your voice,  “ How am I doing?”  

Then it is time to STOP TALKING and LISTEN!

This may or may not be right for you but I just wanted you to be informed.  There is a webinar (Tonight 8 PM.....you select your time zone) that gives an overview by one of my partners.  It will last about 30 minutes.  Can I count on you to listen in and give me your opinion after the webinar?  I am not trying to talk you into anything or sell you anything.  I am merely trying to expose you to something I am very excited about.  Can I send you the link and count on you to be on the webinar ( or give you a CD and have you listen, or Sit down with my partner at Starbucks, or Can I send you a video for you to review?
Remember; the objective is to get them to a tool; (cd, audio, video, webinar, coffee shop meeting)

