3-WAY FORMAT AS SENIOR PARTNER

(Have Fun!)

1. ESTABLISH RAPPORT – Rep. introduces senior partner and edifies them; then SP edifies the rep.  SP should also compliment the prospect.
Rep: “Hi Bill, it’s Karen.  I actually have one of my partners Terry on the line with us.  Terry has been very successful with Pharmanex and launching the scanner nationwide, and between the two of us we should be able to answer any questions that you have.  Bill meet Terry, and Terry meet Bill.”
SP: “Hey Bill, very nice to meet you.  I’ve heard some great things about you from Karen.”
2. ASK WHAT PART INTERESTED THEM THE MOST/ CAUGHT THEIR ATTENTION (this will discover their “hot button”)
SP: “So from everything you have seen and heard so far, what part interested you the most?”  (let them talk and take notes; whatever their answer is, they are exactly right. This will likely be the reason they sign up).
3. ANSWER 2-3 QUESTIONS 

SP: “Absolutely Bill!  There is a lot of potential with this program!”  

“So what questions do you have at this point?”  OR   “So what questions do you have before getting started?”
(Don’t get defensive.  Questions are good—they show interest.  Refer to the “Overcoming Objections” document for how to answer some of the most often asked questions.  If you can’t answer something, simply let them know you will check into that and get back to them… then go on to the next one).
4.  INVITE THEM TO JOIN  (you must ask for the business)
SP:(if appropriate) “So Bill, seeing that everything makes sense to you… is there any reason we can’t call customer support and get you started

RIGHT NOW?  It only takes a few minutes.  They just need some basic information from you… starting with what address you would like your checks sent to.
OR:

SP: “So Bill, on a scale of 1-10… 1 being the lowest and 10 being that you are ready to get started immediately, where would you rate your interest level?
6+:
“What do you need to see from us to get you to a 10 and come on board with us?”
5-:
Referral:  “Who do you know who might be interested?”  (in their next financial home run?)

Also, ask them to Customer:  “Are you interested in improving your own health with LifePak or G3?  Keep in mind that we have a 60 day measurable money-back guarantee.”
Note:  This is a very duplicatible 3way call format, so that any Pharmanex Rep. can be the “senior partner”.  So if you cannot get ahold of your uplines, find someone to do calls with.  Your business will flourish as a result!
