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 SEQ CHAPTER \h \r 1 Antiaging Monopolies
ThePlanOfAction.com
Workbook
BEFORE GOING, ANY FURTHER
CALL 512.703.6704 FOR A SHORT INTRODUCTION
Workbook For: 
 Date: 


Home Ph: 
 Wk/Cell Ph: 
Email:

Your ID#:
 Check off each item in sequence as completed. 
Completed Tasks on ScannerSuccess.com “New Rep Start Here”
1. ( Listened to web-audio and Identify your “Why” 

Write a brief description of your “why.” What is your purpose for participating in this business? Don’t just write I want to make $5,000 per month; That is too vague. Be more descriptive. What will that $5,000 per month income allow you to do?  Where would you go?  What would you pay off?  How would your lifestyle change?  What cause might you be able to support?  For example, “I want to earn enough money to put my 2 kids through college; or I want to earn enough so that my wife can quit working.”
2. ( Completed Step 2: Listened to web-audio and scheduled Business Launch 

3. ( Completed Step 3: Listened to web-audio: “Who do I invite?” and developed your “Warm List”
4. ( Completed Step 4: Listened to web-audio: “What do I say?”
a. ( Role play initial scripts with your sponsor (critical)

5. ( Completed Step 5: Listened to web-audio “How do I create residual income here?”

6. ( Completed Step 6: Add your information the correct email list on scanner web site


7. ( Put the following calls on your calendar EVERY WEEK

a. Saturday Millionaire Training Call: 8:00 AM Pacific Time, 512-225-3400 560203#. - Free Millionaire mindset training. Learn from millionaires how to be one.

b. Sunday Night Training Call: 6:00 PM Pacific Time, 512-225-3400, Pin: 77546#. Hands-on, bottom-line training on how to build your business by Blue Diamonds and Team Elites

c. Monday Morning Focus Call: 8:00 AM Pacific Time, 512-225-3400 - Pin: 77546#. Weekly calls detailing where to focus your Pharmanex efforts for the week

8. ( Mark your calendar with the future dates for Team Elite
Fax this completed page to your sponsor. Fax number:

Personal Plan For: 
 Date: 


Home Ph: 
 Wk/Cell Ph: 
Email:

Your ID#:
 Check off each item in sequence as completed. 
1. ( I will establish a work area.


2. ( I have a daily planner
a. ( I have “blocked” my family, work, training, worship, etc. time.

3. ( I will establish my business hours and schedule below Launch Events & 3-Ways with my sponsor. 

4. ( I will dedicate ____ productive hours per day and ____ productive hours per week to achieve these goals. 

5. ( I will invite ___ people a day ___ people a week to look at the business.

6. ( I will listen to at least one (1) live business conference call per week.

7. ( I will listen to the Sunday night training call, Monday morning Focus Call, and Saturday Millionaire Circle Call every week.

8. ( I have set up my Voicemail [You have reached the offices of John Smith and the Anti-oxidant Laser Scanner project. Please leave your name, number, and the best time to reach you at the sound of the tone. Make it a great day!]

9. ( I have, and know how to use, 3-Way calling.

10. ( I want to move FAST. 
( I want to move SLOW. 

I plan to build my business: 

( Full Time

( Part Time 

( Spare Time

11. ( I will make a long-term, 2-year productive commitment to the business, remembering that success takes time.

12. ( I will be coachable.
13. ( I am willing to do whatever it takes to achieve my goals and have my dreams become reality.

14. ( I realize I am fully responsible for my success or failure based on my decisions and actions.

Fax completed pages to your sponsor.
Fax Number:

Personal Goals (your sponsor will help you with this).

I will be earning $________ per month in 1 year
I will be earning $________ per month in 3 years
I will achieve Ruby Executive level by _______, 20__ 
(Average 2005 Income 36,000)
I will achieve Blue Diamond by ________, 20__ 
(Average 2005 Income 491,000)
I will achieve Team Elite status by ________, 20__ 

Your Senior Partner List:

	
	Name
	Primary Phone
	Secondary Phone

	Sponsor
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	

	Senior Partner
	
	
	


Print this page and insert in your daily planner.
· Learn how to tell your story!

One of the best techniques you can learn is how to tell your personal story. We follow a simple outline to accomplish this. We share the following:

1. State your name.
2. Where do you live? 
3. Background: What do you currently do for a living or your previous occupation?
4. What attracted you: What were you looking for or hoping to gain by coming onboard with the company?
5. “And, the best part is” What has changed? What have you gained? What health, time or financial benefit are you receiving or see yourself receiving?
My name is John Smith. I live and work in Provo, UT. I was formerly a stockbroker for 10 years but I was growing tired of the rat race. When I looked at this company, I saw a business plan that rewarded leadership very generously. I saw a plan that could provide my family and me with both financial freedom and more time to enjoy that success with my loved ones. The best part is, with just a little extra effort on a part-time basis, I can already see that I am reaching my goals. 

Practice telling your story. You want to be able to deliver it in 30-seconds to 1-minute. Your story will have the most powerful effect on the people you will want to introduce to our business.
· Practice the Launch Call/Launch Meeting Scripts, with your sponsor, and start inviting to your Business Launch.

Our goal is to get the prospect in front of a professional presentation that will describe our business, with an open mind… and it is critical to follow the proven 1, 2 3-way PROSPECTING SYSTEM. 
Below is a VERY SIMPLE warm market script. This script is mainly for an initial launch call, but also works great with any warm market prospecting that you are doing. If you have not spoken to the prospect in a while, warm up the conversation first for 2-3 minutes.

Use F.O.R.M. format for ideas of what to talk about:

· Family – How are the kids doing?

· Occupation – How are things at work?

· Recreation – How was the vacation?

· Money – Did you get that raise?

Then say, "It is great catching up, but the main reason I called actually is business-related." The whole idea in prospecting is to get your prospect to listen to a live or recorded overview.  

You never want to sound like you are reading a script... and your goal on that initial call is to CREATE CURIOSITY ONLY to get them to take the next step (listening to the live overview).  It is not to try to sell them anything, tell them all the details, or try to answer questions.  Keep it brief, invite to the call or the meeting, and get off the phone.  

· Print the script pages and insert into sheet protectors for your use.

Launch Call script:

Hi [Name], it is [your name].  I am putting together a Team to bring a new, patented technology to market.  (Optional:  We have the only laser scanner that can non-invasively measure your health and immune system in under 3-minutes.).  I want you on my Team.

Optional: This may or may not be for you so “look at sizzle web site or listen to 3-minute sizzle call” of your choice.  I will call you back at ____ (today or on “day-date”) to see if it makes sense for you to move on to getting more information. Either way is ok with me. 
“Jot down your questions” or “Hold on to your questions.” One of the Senior Partners is going to do a 25-minute conference call to go over the details on _____day at __:__ AM/PM.  Can you commit to the time and be on the call?  Great, here is the number.  I will call you after to follow-up and answer any questions you have.

· Launch Meeting (same script but the last sentence invites them to the physical meeting): 

Hi [Name], it is [your name].  I am putting together a Team to bring a new, patented technology to market.  (Optional:  We have the only laser scanner that can non-invasively measure your health and immune system in under 3-minutes.).  I want you on my Team.

One of the senior partners is going to do a presentation and demonstration at my house on ___day at __pm.  Can you be there?  Great, let me give you directions."

· Here is another option called the "enthusiastic script"... 

Hi [Name], it is [your name].  Listen, I have found an unbelievable situation!  The company I am with has created several monopolies with antiaging technologies!  There are going to be millions made and you can be part of it.  
One of the Senior Partners is going to do a 25-minute conference call to go over the details on _____day at __:__ AM/PM.  Can you commit to the time and be on the call?  Great, here is the number.  I will call you after to follow-up and answer any questions you have."

· Introduction to “The” Business Partner

Immediately after setting the appointment for them to be on a corporate 5-point overview, start calling your Business Partner Three-way List to set up 3-way call with the prospect (Can be direct Senior Partners or Cross-line). 

Leave messages on all their voicemails, “Hi [Name], it is [your name]. My number is 555.555.1212 and I have prospect on a call at _:__AM/PM and I will need a Senior Partner three-way at _-__AM/PM. Please get back to me ASAP to confirm or deny availability. Once again my number is 555.555.1212.” 

This is the “3-Way” in the “1, 2, 3-Way System,” with a Senior Team member to help you close.

After the call, clear your line or hang up and call the Business Partner first. Then with your BP on the line call the prospect back.

3-Way format as “the” senior partner

1. Establish rapport: Rep. introduces business partner and edifies them; then BP edifies the rep.  BP should also compliment the prospect.


a. Rep: “Hi Bill, this is Karen.  I actually have one of my partners Terry on the line with us.  Terry has been very successful with NSE and launching the Antiaging Technologies 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. Business Partner asks, “What part interested you the most?” or “What part caught your attention?” to discover the prospect’s “hot button.”


a. BP: “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. Business Partner answers questions two or three questions:


a. BP: “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?” (Do not 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 cannot 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):


a. BP:(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.”


b. Or… BP: “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… moving from an apartment to a home; …making extra money for a new car; …retiring early; or hitting their next financial home run?”
Also, ask them to become a Customer:  “Are you interested looking years younger, or in improving your own health with LifePak or G3?  Keep in mind that we have a 60 day measurable money-back guarantee.” 
Create Your initial Prospect List
Who is on your holiday card list, in your cell phone directory, etc?

Name / Phone                                                        Name / Phone
	1. 
	2. 

	3. 
	4. 

	5. 
	6. 

	7. 
	8. 

	9. 
	10. 

	11. 
	12. 

	13. 
	14. 

	15. 
	16. 

	17. 
	18. 

	19. 
	20. 


Notes:


Road to Ruby Duplication Model

(60 Days to $14,000)

Month 1

Step 1:  Purchase Executive Order 01103377 for $1,250 ($2,500 value)
Step 2:  Sponsor 4 NEW Representatives with the Executive Order
Commissions: 

$250 X 4 (bonus on $1,250 Executive order) = 



$1000
12% (Q. Exec L1 Bonus from Comp Plan) X $4,000 
(4 X 1,000 volume from each new Rep) = 



  
  $480
Total income first month=






$1480
Minus the amount you spent purchasing your starter kit plus ERO -
$1250

You have recovered your entire investment, plus earned

 $230
You have now achieved the “Executive” earning level in your first month.

Month 2:

Step 1:  Maintain “Power Active” status with $200 ADR (qualifies you for Bonus Pools – simply includes product for your use plus some to sell, or additional Starter Kits to sponsor new people.)

Step 2:  Help 4 Representatives from Month 1 to each sponsor 4 NEW Representatives with the $1,250 Executive Order.

You will now have 4 Reps on your front line (from month 1) who each have at least $200 ADR, and 16 new Reps on your 2nd level, who each order their $1,000 order.  Therefore:
     Total volume 1st level:   



At least $200 X 4 = $800

     Total volume 2nd level:  


 At least $1,000 X 16 = $16,000

     Therefore, total Group Volume = At least $200 (your ADR) + $800 + $16,000 = 17,000GV
Commissions: 

6% (Exec L1 Bonus from Comp Plan) X $800 (Total 1st level volume, from above) = $48

13% (% earned on 10,000 to 24,999 GV as an exec) X $17,000 
(total Group Volume, from above) = $2,210

Bonuses:

Executive Bonus Pool (20 points X Approx. $200 per point)
           $4,000

Leadership Advancement Bonuses 




           $7,000*

*Gold of $500, Lapis of $1,000, Ruby of $2,000, for a total of $3,500, paid after 2 month of holding that Ruby title. Bonuses doubled by maintaining for total of 6 months.
Total income, Month 2  






$13,258

+ Total income, Month 1 






  $1,480
Total Income, first 60 days





$14,738
· Road to Ruby Dial-up: http://download.oneteamglobal.com/us/media/presentations/DuplicationModel_56k.wmv 

· High Speed: http://download.oneteamglobal.com/us/media/presentations/DuplicationModel_331k.wmv 

· http://www.oneteamglobal.com/us/members/download.asp?file=downloads/gettingstarted/DuplicationModel-60DayRubyPlan.pdf 

CONFERENCE CALLS AND WEBSITES

 ADVANCE \u 5I) Presentation Calls
Daily LIVE 30 minute Overview Calls: 712.451.6100 Pin: 495613#  

Pacific Time: Adjust for your time zone

	
	Sunday
	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday

	Noon
	
	x
	x
	x
	x
	x
	

	4:00
	x
	
	
	
	
	
	

	6:00
	
	x
	x
	x
	x
	
	


Recorded Overview Calls:

512-703-6702  


Option"1" - 2 min. "sizzle" overview by Terry Fossum
                        


Option "2" - 30 minute by Eric Karlen and Karen Johnson
512-703-6707  


Option"1" - 2 min. SPANISH overview by Roman DelPozo
Option "2" - 15 minute SPANISH Overview
512-703-6715  


Project Overview by Denny Pretz and Terry Fossum
(15 min)
512-703-6701


Healthcare Professional Call by Karen Johnson featuring Dr. Joe Chang, Pharmanex President (40 min)
Recorded Training Messages
· 512-703-6703 Startup Options by Eric Karlen and Karen Johnson (5 min)

· 512-703-6704 New Rep Training by Terry Fossum (7 min)
· 512-703-6705 Compensation Overview by Eric Karlen (10 min)
Add these calls to your day planner as extra curricular activities when you are ready. 

· Tuesday thru Friday - Herb & Friends: 7:00 AM 7:00 AM Pacific Time, 512-225-3400 - Pin: 77546# Training tips and techniques by guest Blue Diamonds and Team Elites 

· Tuesday Dr. Ron Fountain: 5:00 PM Pacific Time, 212-990-8000 5101# Dr. Ron reviews products and 

II) Websites:
· : http://www.ThePlanOfAction.com Fossum Team Representative Training
AntiAging
www.NSEOpportunity.com - corporate site including all aspects.  

www.Solutions4Antiaging.com - Presentation site for the overall business.  

www.fountainofyouthathome.com - Presentation, training, and resource site.  

 

GALVANIC SPA
www.GalvanicSpaTraining.com - Training site for Galvanic Spa. 

www.AgelessWay.com - Training site for Galvanic Spa.  Pay Site.

www.SpaBeautyatHome.com - Presentation site for Galvanic Spa.  

 

MYVICTORY WEIGHTLOSS
www.MyVictoryPlan.com - Corporate site. 

 

ANTIOXIDANT SCANNER
www.HCPScanner.com - Presentation site for HCPs and others.

www.ScannerSuccess.com - Training site for Scanner Business - some links out of date.  

 

OTHER:
www.NourishTheChildren.com - a look at one of our main Philanthropic activities - highly recommended.

 

HEALTH CARE PROFESSIONALS:
www.HCPScanner.com - Presentation site for Antioxidant Scanner

www.HCPTraining.com - Training Site for Antioxidant Scanner

Product Orders

· For ADR orders, to sign up new Reps with Executive Orders or to order any other products: 800-487-1000, press 1 then 1 then 1 

· (Executive Order# is 01103377)

Scanner support

· For any challenges starting or calibrating the scanner, or if scanner scores seem extremely high or low: 800-487-1000, press 1 then 2 then 3

Product support:

· For all product questions, 800-487-1000, press 1 then 3 then 3
	Time Management- Week of __/__/__
	
	
	
	
	
	
	

	
	Sun
	Mon
	Tue
	Wed
	Thu
	Fri
	Sat

	Time
	
	
	
	
	
	
	

	7:00 - 8:00AM
	
	
	
	
	
	
	

	8:00 - 9:00AM
	
	
	
	
	
	
	

	9:00 - 10:00AM
	
	
	
	
	
	
	

	10:00 - 11:00AM
	
	
	
	
	
	
	

	11:00 - 12:00PM
	
	
	
	
	
	
	

	12:00 - 1:00PM
	
	
	
	
	
	
	

	1:00 - 2:00PM
	
	
	
	
	
	
	

	2:00 - 3:00PM
	
	
	
	
	
	
	

	3:00 - 4:00PM
	
	
	
	
	
	
	

	4:00 - 5:00PM
	
	
	
	
	
	
	

	5:00 - 6:00PM
	
	
	
	
	
	
	

	6:00 - 7:00PM
	
	
	
	
	
	
	

	7:00 - 8:00PM
	
	
	
	
	
	
	

	8:00 - 9:00PM
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	Goal Daily Dials
	
	
	
	
	
	
	

	# Dials
	
	
	
	
	
	
	

	# Contacts
	
	
	
	
	
	
	

	# Websites
3-Min.
	
	
	
	
	
	
	

	# Messages Left
	
	
	
	
	
	
	

	# 30 min
	
	
	
	
	
	
	

	# 3-ways
	
	
	
	
	
	
	

	# Qualifying Executives
	
	
	
	
	
	
	


Dials: Record each number you dial

Contacts: Record how many people you actually speak with

Websites/3-min.: Did you refer or take the prospect to a sizzle call or website?

Messages: Record each message or phone deposit.

30-minute: Record each time you have a prospect on an overview call, tour your website or attend a briefing.

3-ways: Record each time you complete a 3-way with your prospect

QE’s: Record each new qualifying executive or executive 
Active Contact Worksheet

Contact Name:
Date: 



Business Name:
Occupation:


Phone: 
 Cell:


Email:
Fax:


Mailing Address (optional): 

City:
State:
Zip:

1 – 2 – 3-way and follow-up
1. Sizzled Interest…
( web
( 3-min. call. 
( Other:


2. Overview 
( Live Call 
( Recorded Call 
( Web

3. (3-way) Sr. Partner:




1. Follow-up Date/Sr. Partner:


2. Follow-up Date/Sr. Partner:


3. Follow-up Date/Sr. Partner:


4. Follow-up Date/Sr. Partner:


5. Follow-up Date/Sr. Partner:


Notes:

Make copies of this page for your follow-up. 
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