Showing the Plan

Step 1:  Introduction

Step 2:  Probe/Interview

Step 3:  Why you? Why us? Why now?
Step 4:  Company information 

Step 5:  45-year plan vs. 2-3 year plan/Horizontal vs Vertical 
Step 6:  MPCP explanation

Step 7:  Close and book follow-up

Step 1

Hi_____________________.  Thank you for sitting with me (us) today.  How are you doing?  Great!  Blah blah blah, conversational things for about 2-3 minutes.

Step 2

Well, what I’d like to do is give you some information about me, learn more about you, give you an overview of the Company, and see if this is something that may be a good fit for you (or ________tells me you are well-connected and may be able to help us to lead to the type of individuals we’re looking to work with—if the evaluation or referral approach was used).

The only thing you need to decide when we are finished is if you want more information.  I understand that this isn’t for everybody and not everyone qualifies, but if you aren’t interested, maybe you could refer me to some people you think may be a good fit.  Is that fair?

PROBE & LISTEN

So what do you do for work?  How long? What do you like most?  What do you like least?  If time/money weren’t an issue would you still work there?  What would you do if you had $1 million?  What amount of income would make a difference in your life right now on a monthly basis?  $300, $1000, more?

Well, I can understand where you’re coming from, when I looked at this, I________2-3 min commercial.

Steps 3-5:

Ask “trial close questions” like:  don’t you agree?  Is that fair?  Does that sound good?

Then get referrals during the 45-year plan. “Who do you know…?”

Steps 6-7:

These steps may happen at a separate appointment.  Follow-up material suggestions are in the “New Four Step Process” document.  Then get to their Names and involved in the process without putting a penny down.  Lead to people and try products, book them into an event, and start the ABC Pattern.

