Phase 2 Step 3:  Present 

Present the Opportunity:

After the invitation the work has been done by you to get them to the Presentation. 

The key point in presenting the opportunity is that there are tools that have been produced, written, edited, re-shot, edited, take after take, high energy videos’, webinars, CD’s and DVD’s that really have been well thought out and prepared to cover all the key points.  Don’t feel you need to be the expert on presenting and know it all.  You have tools that will do that for you.  Or, you may have a support line team where one of the team members, or three, who have given hundreds and hundreds of these two one one’s, in home’s or webinar’s.  Use them.  The tools, (and the biggest tool you have is your support line team members) will be your biggest ally in presenting the opportunity to your potential partners.  “You are never a prophet in your own land” and you actually will have more credibility by using a third party presenter than if you try to do it yourself.  “Why does the sun rise in the East?”  I don’t know but it is natural!  And so is using a third party presenter more effective than doing it yourself.  It is just the way it is.  Don’t fight it, embrace it.  

Possible ways for your potential partners to get a great third party Presentaiton:

1.  ABC  (A Team member, B you the bridge builder who knows and bridges the relationship between A and C the potential new “Customer or Partner)  This is a face to face in a Coffee Shop meeting, A skype 3 way Video conference or 3 way phone call.  B t’s up the meeting, introduces both parties and then sits back and listen’s mostly as A and C have a meaningful discussion.

2.  Webinar:

3.  Video Link

4.  CD or DVD 

Let the tools do the work.  Don’t try to do it your-self.  

The Gold is in the Follow Up

Now, the team or the tool has done most of the work for you.  All you have to do is follow up afterwards and see if your potential partner is interested in 1 of 3 things:

1.  Nothing at all,  and we graciously thank them for their time and ask for 2 things;  1.   if they know of anyone who might be interested; (ask for a referral)  2.  Ask them if it is OK if you check back with them in 90 days or so and fill them in on how things are working for you and see if anything in their life has changed?  (  I have never had anyone that I already have a relationship with say no to me.)  Then, follow up.  Us the tickler file to follow up.

2.  Interested in the Products   GREAT,  sign them up on the new CC customer connect program.  

3.  More information on the Business

