For everyone working resume leads (REC group leads and others):

 

I have been experimenting to find a process that works the best in terms of word tracks, etc.  I think we have nailed down the right formula, or SYSTEM.  By definition from Harv Eker, a "system" is a repeatable process that produces success.  There have been many scripts sent out and used, none of which have been repeatable or have produced consistent success.  After speaking with Terry, Denny, and Karen extensively... it became abundantly clear that we needed to SIMPLIFY significantly.  

 

Afterall, the goal is to get our resume prospect interested(create curiosity), and then get them on a live or recorded overview of your choice... then a 3way call.  The feedback we have been getting, is that long scripts are hard to follow for the average Rep... and give too much detail.  The prospect has many questions, and in that Q&A session the prospect makes a "snap decision" that this is not for them... they don't want straight commission, they don't like network marketing, etc.  And the tragedy is, they never got the whole story.  Same thing with Jeff Mack's 2 minute message that many of you have used.  Too many questions came up afterwards.  Remember, our goal is to get them on one of the 25 minute overviews.  So, we have eliminated the requirement for the 2 minute call in the "Create Curiosity" step of the 1-2-3way Prospecting System.  Now we are down to just a couple lines of what we say... ask the prospect a couple questions about themselves... and then schedule them for a 25 minute group conference call where we will be explaining our company to several people at once( b/c of our overwhelming response).  Short, sweet, to the point... duplicatible and successful!

 

I have been using this the last week or so... and 9 out of my first 11 prospects I spoke to actually got onto the live calls.... the best part was, I did not have to 3way them in!  Does that sound good to any of you part-timers or full-timers?  I scheduled the appointment time, gave them the number and pin code... and then sent them an email reminder with that same info.  Part of that is because I am coming across as a potential employer. I am certainly not saying that I am... but I am not lying by not telling them that I am not an employer.  I am simply telling you not to ask "if they are open to something outside of what they are doing".  I got on the call 3-5 min early so I could hear them announce themselves.  And they did!  Is that doable and of interest to any of you?  I certainly hope so.  So, below is the repeatable, duplicatible, successful approach I am suggesting that you use:

 

 

1. CREATE CURIOSITY
    A. Email your resume leads the following(just cut and past... this is part of "creating curiosity" step).  Some of them will then call you back, and those should be the first that you respond to.  Even if they do not reply, it warms up your initial call significantly to be able to tell them you sent them an email and you are "following up".  I recommend not to include the name Pharmanex, and do not provide a website.  So here is the email to start with:
 

John-

 

Thanks for responding to our Sales Opportunity posted on Hotjobs.com.  Our response has been overwhelming, and we apologize for the delay in getting back to you.  However, after reviewing your resume and background I would like to speak with you and discuss a possible fit with our dynamic organization. 

 

Our company is 22-years old, doing $1.2 Billion in sales in 44 countries.  We have been working for 36-months on the Beta Testing phase of a breakthrough new health technology.  Our company owns the global exclusive rights for the next 19 years to the only device in the world that can (non-invasively) show someone how healthy they are.  We are looking for Reps. to help us bring this patented technology to the market.

 

We already have nearly 2,000 of these scanners being used nationwide in the offices of Medical Doctors, Chiropractors, Wellness and Anti-Aging practices, Health Clubs, and several other locations.  That is an average of less than 40 per state... analysts predict the market potential to be approximately 500 to over 1,000 scanners per state.  

 

Call me or email me at your earliest convenience to discuss this opportunity further.  I can be reached at 702-240-0096, M-F 8am-6pm PST.

 

Regards,

 

Your name

702-240-0096

ekarlen@bigplanet.com  (personal email as I will be working from my home office for the next several days)

 

Note: this is for an REC group lead.  If it is for a regular resume, start the first paragraph with the following instead:
"One of my associates forwarded me your resume and thought we should speak.  After reviewing your resume and background I would like to discuss a possible fit with our dynamic organization." Then continue with "Our company..."

 

 

    B. Initial Call (this is now a semi-warm, "followup" call.  They may or may not have gotten your email, but that is okay- it gives you an "icebreaker" to start with and "break the ice").  Keep in mind that this initial call is still to create curiosity, and get them to listen to an overview.  The key is that they are under the impression that we are a potential employer-- that is a good thing.  So control the conversation, get them more curious, and then get them on the live or recorded overview of your choice.  DO NOT ANSWER ANY QUESTIONS!  Tell them "that is a great question... and that will be addressed on one of our overview calls."  You must master this posture.  The great thing as well, is that since they think you are a potential employer, they will make sure to dial into that call... otherwise they will appear "flakey" or unworthy of you hiring them(a form of "fear of loss)... so your "show rate" will be high even without having to 3way them in(although you certainly can if you want).  Also, tell them the overview is 25 minutes-- that seems like a lot less than 30 minutes.  So here is the script:
Hi John?  This is Eric Karlen from Pharmanex.  You recently submitted your resume on Hotjobs.com, and I am calling to followup with you.  We are looking for Reps. to market our new patented health assessment device.  I actually sent you an email as well that you may have received.
 

Let me ask you John, can you give me a brief idea of your background?  (LISTEN and take notes.  Whoever talks the least, wins.) 
 

Great.  And so what are you looking for?  (Again, LISTEN and take notes.  They might say something that would be helpful to relate to our business)
 

Okay, excellent.  Well just to give you an idea... our company has the ONLY laser scanner that can measure someone's health.  Again, we are looking for Reps. to help us bring this scanner to market.
 

John, we have actually had overwhelming response to our national advertising... so we have arranged to have a couple of conference calls set up to explain the Pharmanex Marketing Opportunity to several people at once.  I want to invite you to listen in on one of the calls coming up.  This call will discuss who we are, the scanner technology, as well as what we are looking for, the compensation structure.  It won't be very long, about 25 minutes.  Many of the details you will want to know will be discussed on this overview call.

 

Are you available at (insert time)?  Great.  Do you have a pen and paper?  Write this number down.  (Take charge, be authoritative and wait for them to get one, then give them the number and pin code.  Choose the live or recorded call of your choice).
 

Okay, I'm going to schedule you for that time slot.  We have a limit on the amount of incoming lines we can use so make sure you are on the call a couple of minutes early and all you have to do is announce your name and the city/state you are calling from.  Okay?

 

Then, following the call, I will call you back to answer some of your questions and take the next step in our process.  Can you be available then?  Great, talk to you then.
 
 

    C. Confirmation/Reminder email.  I send this email.  Do not include the name Pharmanex, and do not include a website.  We don't want them doing Google searches before they get the big picture.  The key is to get them on the overview.  This is just a friendly reminder like the dentist does for your appointment:
 

John-

It was nice speaking with you earlier.  As I mentioned, the call tonight is at 6:00pm.  Call our conference bridge at 563-843-7400, pin code 1065383#.  Again, this call will cover who we are, the scanner technology, some of the target markets, what we are looking for, and how you benefit financially by being part of our marketing team.  

 

I will call you right after the call to followup and answer any additional questions that you have.

 

Regards,

Eric

 

 

2. MORE INFORMATION (they listen to live or recorded call).  Remember, the more people you get on these live or recorded overviews... the more 3way calls you will be doing... which means more signups... more volume... and more income for you.
 

3. 3WAY CALL  (I suggest using multiple different upline or crossline partners for 3ways.  You can learn something from everyone!)
 

 

I hope this is helpful to everyone.  Good luck!
 

Eric
 

 

 

 

 

