3-Way Calling With Your New Business Builder plus some super scripts that we ripped off from amazing leaders in this wonderful company! (
For the scripts below: Bold font is the mentor. Regular font is the new enrollee. Red is the contact/prospect.
Ok, Tina, let’s set some appointments and get you to director! Who is the first person on your list? 

Alan
Great! Why do you think Alan will like Melaleuca?

He struggles with asthma and the wellness aspect may appeal to him.
That sounds great. Tell me Tina, what do you like best about Alan?

Well, he’s my brother and he's super supportive and nice. He's also really outgoing.
Perfect. Let's call him. You're going to use the script to introduce me and then I'll do the rest, ok?

Sounds good.
Hi Alan, it's Tina, do you have a second? SURE. Great, I have my new business partner on the line, Elaine, and I wanted to introduce her to you. Alan this is Elaine, Elaine this is Alan. (then you're done)

 

Hi Alan, it's nice to meet you over the phone! Well, listen, the reason we're calling is that Tina and I have partnered up and we're working a business together that we're really excited about. I'm helping her get her business off the ground. I asked her who she knew that was super supportive and nice and she said You! Isn’t that nice? Yeah! What we'd like to do is set up an appointment so that Tina can practice her presentation with you. We'll need about 45 minutes. We'll show you all the details and we think you'll love it,especially because Tina said that you struggle with asthma and there are some things that may help you here but if it's not for you that's OK. We'll just get your feedback and after you know exactly what we're doing you'll be able to refer some people to Tina to help her get off to a great start. When works best for you, mornings, afternoons, evenings? 

I GUESS EVENINGS ARE BEST. 
Great, would tonight or tomorrow be better?

TOMORROW.
Super, 7 or 8pm?

8pm
Great do you have a day planner? 


YEAH I’VE GOT IT DOWN.
Great, bye Alan.  
So there are 2 key components. 

1. Give the contact a sincere compliment

2. Ask them for help or referrals

Occasionally the contact will want to know more before setting the appointment. Here’s what that will sound like and some good ways to handle that for your new builders.

OK Tina, so we have an appointment with Alan, now who is next on the list?

John- he's a coworker of mine. 

What do you like best about John? He’s not happy with his job and he could be really good at this if he wanted to.

Why do you think he'd be good about it?
He's very business minded and he's a hard worker.

Great, let's call him! You introduce me and I'll do the rest.
Hey John, it’s Tina calling do you have a minute? Sure, what’s up? Well actually I’ve got my new business partner on the line and I wanted to introduce you to her. John this is Elaine, Elaine this is John. Hi John! It's great to meet you. Tina and I have partnered up, we’re working a business together that we’re really excited about and I’m helping Tina get her business off the ground. I told her to put down the names of some people she wanted to talk to and you were at the top of the list! WOW THAT’S NICE. Yeah. She told me that you’re very business minded and you're exactly the kind of person that she’d love to have in her business! I know you're really busy with your job and I'm not sure if you're looking for a way to bring in some extra income on the side but we'd love to run it by you. If it's for you, great, if not then once you know exactly what we're doing you'll be able to refer us to some great people! It will take about 45 minutes and we can do it right over the phone. When works best for you, Thursday or Friday evening? 
WELL, WHAT’S THIS ABOUT?

Well, Alan, we’re partnered with a company by the name of Melaleuca, have you heard of us before? 
NO.
We’re a wholesale shopping club similar to Costo but we found a way to save you time and money and also your family’s health. It’s also a great way to earn extra money on the side or gosh, you could just go crazy with this. We want to sit down with you for a few minutes to share this information with you. Again, we promise not to waste your time. After you hear our presentation this may really interest you. If not, that’s OK. After you know exactly what we do I’m sure you’ll be able to refer us to some people who would really love this and who we could help. So which is better- mornings, afternoons, or evenings?
OK, I GUESS I HAVE SOME TIME IN THE EVENINGS.

Great, is tonight or tomorrow better?

TOMORROW AFTER 8 WOULD BE OK.
Great- we’ll give you a call at 8:15!

Ok- Tina, great so we have another appointment set- that is so great! 
Yea, I’m excited.

Again, another key point is that we’re not worried if they’ll join or not- we just want them to take a look. Everyone you know is not going to join Melaleuca but everyone you know KNOWS someone who WILL! Don’t worry if they’ll join- we’re just going to call them up and see if they’ll take a look at it with us. After they hear the presentation they’ll either love it or they’ll refer us to some great people.

So Tina, who is the next person on the list?

Sarah. She does Creative Memories and I would love her to see Melaleuca. She'd be so good at it because she has home business experience.

Great, now we’ll show you how to call people that have previous home based business experience.
Hi Sarah, it’s Tina calling do you have a minute?  SURE! Great! I want to introduce you to my business partner, Elaine! Elaine, this is Sarah, Sarah this is Elaine! Hi Sarah- it's so nice to meet you! You know, the reason we’re calling is, Tina and I just partnered up. I’m helping her get her business off the ground and I asked her who she knows who is a real go-getter and has some home based business experience and she said YOU! Isn’t that nice? YEAH! She said, you know, we’ve got to call Sarah, she’s awesome, she sells Creative Memories, and I’d really love for us to talk to her so that’s why we’re calling! I mean, take it as a compliment! So Sarah, are you still with Creative Memories? YES! Great! How long have you been with Creative Memories? GOSH ABOUT 3 YEARS. Well, listen, the reason we’re calling as I said is because Tina thinks a lot of you! And I’m not sure if you’re looking for anything else - you’re probably pretty busy with your Creative Memories business but we're so excited about our business and we're always looking for new leaders to team up with, especially people like yourself because people that have experience with a home based business are usually so successful in our business. I was wondering if you’re open-minded at looking at other ventures that could create maybe even an ADDITONAL income for you and it wouldn’t interfere with what you’re currently doing. We’d really appreciate you just taking a look at what we’re doing!  Are you open to that? 

Well what do you do? 

Well, Sarah, we’re with Melaleuca have you ever heard of us? 
Yes.

Great, Sarah, what do you know about Melaleuca?

Um, I think I used to have a friend that sells Melaleuca. It's kind of like Creative Memories but with house products, right? 

Well, you know what Sarah? You know, as far as is it like Creative Memories, well I don’t really know because I don’t know much about how Creative Memories works as a business but you know what? Let's sit down and show you what we're doing and you can decide if it’s the same or different and whether or not it might be a fit for something that you can do. If it's not for you that's no problem. We can just get together and network together. I'd be happy to refer people to you for your Creative Memories business and once you know exactly what we do you'll be able to refer people to Tina. When do you have 45 minutes, evenings or weekends?

I think tomorrow night would work.
Great, how about 8pm.

Sure.
OK great, Tina and I will pop over to your house at 8!

K, bye!
---

Ok, we’re moving on here to different types of people we call. Sometimes there will be someone on your new enrollee’s list that it wouldn’t be appropriate to call together. We don’t necessarily need to do a 3way call to a sister or mother as long as they’re supportive. 

Great. So Tina, who is next on the list? Let’s set some more appointments!

My sister Kim. She's nice but she's protective and skeptical so you being on the phone with me might be a bit strange.

OK, so we don’t need to 3way call your sister but let's practice and role play. What is the best thing about your sister? Well, she may give me a hard time but she might like the products.

Ok Tina, so this is what you can say and I know you have this script in front of you so let’s role play it together. I’ll be your sister.

Hey Kim, it’s Tina do you have a second? Sure, what’s up? Hey listen, the reason I’m calling is this:  I found a business I could work from home and I’m really excited about it. It’s called Melaleuca have you ever heard of them? No. Well great- I want you to take a look at a presentation for me and you know what Kim, I don’t know if it’s for you and I know I’ve tried a few things but I’m just asking for your help and support.  Listen, they manufacture some wellness products, I think you’d love to use them in your home, you’re all into health and wellness and I know you buy organic foods all the time so just take a look at it. You might enjoy being a customer, in fact I’m sure you would but at the very least you know what Kim, you might know someone that would be perfect for my business because I’m looking for some business minded people that maybe are sick and tired of what they’re doing or maybe women that are with party plan. So I just want you to understand how this is different and you can let me know where you want to go from there. When do you have 45 minutes and I'll pop over and show this to you this week.

I guess you can come over tomorrow night after dinner.
Great thanks, see you then.

Tina, that was great. Why don’t you hang up with me, call your sister and call me right back to let me know how it went. 
So you can see the idea here is to help your new builder make their appointment setting calls to ensure success. If they do make a call without you have them make one call and call you back and sort out how it went.

OK, Tina, who else is on you list?
Well, there’s this girl, Stacy. I don’t know her very well but somehow I ended up on her Avon email list. I’m not sure how to call her.

Well, that’s no problem, you introduce me and I’ll take over. If you reach her voicemail just leave your name and number and ask her to call you. Let’s give her a call! 

Hi Stacey it’s Tina calling. I’m calling because I received your email regarding your Avon business do you have a minute? Yes. Great.  I’d love to introduce you to my partner Elaine. Hey Stacy this is Elaine, Listen, we’re calling because we have a very successful business that we work from home. Tina got your information saying that you’re in Avon and I’ve gotta be honest with you I’m always looking to partner up with dynamic people like yourself. You’re obviously very successful and I would love to expand my business in your area. So how’s Avon going for you? Well, I haven’t done very much lately. Well listen Stacey, I don’t know if you’re open minded but if you are I’d love to share with you exactly what we’re doing from home. We work with a company by the name of Melaleuca and you know, I don’t know if it would be a fit or something that you could work alongside your schedule but I think it probably is so why don’t we schedule for you to listen to a presentation. We can do it right over the phone. When would you have 45 minutes- tonight or Saturday?
You can use that same script for someone that you have seen their ad or biz card or car sticker, etc.

Now that we’ve shown you how to make 3way calls to set appointments, you’ll also want to team up to confirm the appointments you have set. When you have several guests scheduled for an in home presentation you’ll need to call them the night before to confirm.  As the In Home presenter, call each guest WITH the host to confirm their attendance. Schedule some times together on the day and evening before the presentation to get on the phone with the host to confirm their guests will be there.  Here’s how that sounds.

Hey Ben it’s Tina calling do you have a minute? Sure, what’s up? Great I want to introduce you to Elaine, she’s the one doing the presentation tomorrow night. Hey Ben, listen, I didn’t get a chance to call you the other night with Tina and I just wanted to say hi. Tina tells me how successful you are as a realtor.  I’m really looking forward to meeting you. Oh, well, hi! You know what Tina - Did you tell Ben 6:45 or 7?  7, right? You know Ben, if you could get there at 6:45 that would be great. I’d love to have you come a little early because I’d love a chance to chit chat a little with you before we get started. Sound good? Sure, I’ll see you then.
OK, so now that you’ve set 10 or more appointments with your enroller you may feel comfortable setting some appointments on your own. We’ll quickly run through a few appointment setting scripts to get you started. Find the scripts that fit you and practice!
Practice Approach (for friends and family)

Hey Craig, it’s Tina.  I just have a minute.  Do you have a minute for me?  I’m super excited; I just started my own business!  I’m not asking you to get involved, I just need some practice.  What I’d like is if we could meet for about 45 minutes.  I’ll run this idea by you and get your feedback.  We can meet for coffee.  I have Tuesday and Thursday this week.  Which is better for you?”

Help Approach:
Hi Susie, it’s Tina. Hope I caught you at a good time; do you have just a minute? Have you ever heard of a company called Melaleuca? It’s a Wellness company that manufactures safe products for the home and personal care. Well, I just started working with them and I need to practice my presentation on 10 folks and get their feedback to see if I’m making any sense at all in my presentation and I’d like for you to be one of the 10. Now when’s a good time for me to stop by; it takes about an hour-do you have an hour Wednesday or Thursday?

FRIENDS AND FAMILY-earn your business approach 

Hi Rachel, it's Elaine. I am so excited about this wellness company and I am so excited to be able to work for you. What I want you to do is give me a chance to earn your business. I want you to use me as your grocery store. Would you consider doing that? OK- this is what I'm going to do – I'm going to be learning lots about these products and I'm going to be telling you all about them.   I have heard so much about the vitamins and so much about their cleaning products; these are the things that I think you should start with. I need to make sure you enroll with me by the end of this month. When would you have 45 minutes, tomorrow or Saturday?

Referral Approach (someone you haven’t talked to in a while or you think they ‘won’t be interested’ but they are well connected)
Hi Calista, it's Elaine Stewart from Sinsheimer Elementary. How are you? I know I haven't talked to you in forever but I have been thinking of you. I'm calling because I would love your help. I'm not teaching anymore but I have my own business and I'm working hard to expand it in the SLO area. I'm looking for some positive, enthusiastic people that are interested in earning a part-time or full-time income from home.  It may be something of interest to you BUT ... I know you know a lot of people in the area and I would really love any referrals you could give me. Could we get together for coffee~ I can show you what I do and maybe you'll be able to think of some great people that could use my help. When works for you- mornings/afternoons/evenings?

Referral Approach (very effective with Chicken List, people you might be nervous to call but if you were to call them they’d probably be really successful in your business.)
Hi Paula, it’s Tina. I hope I caught you at a good time-do you have just a minute?

Paula, I was wondering if you could help me out? Have you ever heard of a company called Melaleuca? It’s an Inc 500 company that manufactures wellness products and it markets through referrals only. Well, I just started working with them; what I need is to explain to you what it’s all about so you can refer me to some people that you think I can help. Now, when’s a good time for me to show you what this is all about so you can start thinking… it takes about an hour-when’s better, Thursday or Friday?

Compliment Approach

(This is usually in the moment for someone you are getting service from… waitress etc…)

Wow! You are awesome at this!  You must love it.  I can totally use someone like you on my team. Well, I know now isn’t the time or place, but let’s exchange contact info and I’ll give you a call  later, and run this idea by you.  I tell you, you’re going to love it.  When’s the best time to catch you later tonight?  (Then exchange contact info)
Store Approach

Hey, Craig!  I found this awesome store, and I know you will like it! I’d love to tell you about it some time. Let’s grab a cup of coffee and I’ll tell you about it. Which is best, tomorrow or Thursday?  

Standing in line Approach

I have really enjoyed talking with you! You are really sharp (or whatever the appropriate and sincere compliment is). I’d love to have someone like you on my team. Let’s exchange contact information and I’ll give you a call to run it by you.
Product specific Approach

When you see someone suffering from a condition that Melaleuca’s products may help with tell them!  For example if you see someone’s child suffering from Eczema ask them, “Have you tried Melaleuca?”

They’ll say “Melawhat?” 

Tell them, “I’d love to sit down and tell you about it. Let’s exchange contact information and I’ll call you tomorrow. I’m so excited to see if these products will help with your son’s eczema.”

Out in the World Approach Every single day you will run into people that will complain about one of 3 things. They’ll complain about time, money or their health. When you hear them you can respond with:
You know, I might be able to help you with that. Let’s exchange numbers and I’ll give you a call later this evening to show you what I have.

Whenever you’re collecting someone’s contact information what you’ll do is take out 2 of your business cards, hand one to your contact and flip the other one over and say, “Well, here’s my number, let me write your number down.”
Casual conversation approach
Ask someone what they do, and then they’ll ask you the same. Tell them: “I run a small catalog company out of my home. I would love to show you more about what I do. You actually might really love it. I’ll give you a call one of these days and tell you more about it!”

Day Care Approach (this works with businesses that value health…Health Clubs/Gyms, Veterinary Clinics, Doctor Offices, Elder Care, Restaurants, etc. Now that we have the MSDS sheet for Sol U Guard, they will be so excited to use our products!)
Hi, is this ABC Day Care? Are you the owner? Great! What’s your name?

Hi, Cathy,  my name is Elaine and I work with several day care owners in the area. I have some information I'd like to share with you that I think will be of real value to you, and could help make your business more marketable.  I would love to meet with you and show you this information. It would take me about 30 minutes, and then you could decide for yourself if it's of value to you.

Cold Calling a Business (from a biz card or advertisement you saw)
Hi Gwen this is Elaine Stewart.  I'm sitting in my home office with your card in front of me- are you still with ReMax?  I'm a marketing executive with an international wellness company and I'm looking for enthusiastic, hard working entrepreneurs who are looking to earn a serious income from home. What I’d like to do for you is to set up an appointment so you can listen to a presentation about something that you could do alongside what you are doing now that would bring in a significant extra steam of income. When would you have 45 minutes, before work, after, or lunchtime?

Remeber to ask for referrals. That can sound like this:
“Hi Mary, who do you know who has in the past or is currently involved in a home-based business?” Ask that question once a day 5 days a week for four weeks and your business will explode!

If you experience negativity or resistance in setting any appointments, here are some effective detours you can use.

Say, “I promise I won’t waste your time. This may or may not be for you-I’m just asking you to take a look and give me your feedback and if it’s not for you then I know you’ll be able to refer me to some great people.”

Do not get into begging or convincing. You have a gift! You are only looking for them to take a look. Do NOT lose your posture. Practice is the only way to get good at this. 

Here are some basic numbers so you’ll have perspective on the amount of calls it will take to reach your goals. It will take 10 approaches to set 7 appointments to get 4 presentations to enroll 2 new shoppers. More posture and experience will give you better numbers.

Think like a kid-when you tell them no, they go ask their father. Do NOT get nervous at NO. Do not let a no or a negative person keep you from your goals.

You can NOT say the wrong thing to the right person or the right thing to the wrong person. Life is about timing. If someone is in a position to receive-you will NOT mess this up. People are looking for a strong, authentic business for their Plan B. Do not take this personally-no means not now, ask me again later.

Also remember the purpose of your call is to set the appointment ONLY. You are NOT calling to see if they’re interested, you’re calling to schedule an appointment. Don’t tell them ANYTHING until you can tell them EVERYTHING! Set the appointment to have them sit down and get the full New Horizons Presentation. When they have all the information in front of them it just makes sense. Don’t short change them by giving them a mini presentation. They will jump to conclusions and not get the full story. JUST SET THE APPOINTMENT. Then give them all the juicy details when you sit down with them!

Thanks so much for your time today. Visit www.myweeklycalls.com for great live and recorded trainings and 60+ live phone and web presentations.

Grab your enroller, enrollees and business partners and GET ON THE PHONE!! Congratulations on taking the first step to team up when setting appointments. We wish you success in your Melaleuca business! 
