KEY PHRASES:

“Have you ever wished you were in the right place, at the right time, to take advantage of something huge?  I’ve come across an amazing liquid discovery-and you need to be a part of it.”

“Would you be willing to try this product that I know nothing about –it comes with a money back guarantee, but I know you’re facing a health challenge-what if it works for you – would you be a part of it?”   “I see this as a financial vehicle and I’m looking to figure this out and you can be a part of it with me if you want, if not –bless yourself with good health.”

“I’ve come across something I think might interest you. Would you be willing to meet me at Starbucks and we’ll talk about it over a cup of coffee.”  (you don’t have to be trained to invite a friend to coffee!)
-then we just sit down and I’d ask them “is there a need for this in your life?” – you are just sorting to see who wants to be involved.

People always say, “I don’t know what to say” – Well I DO know what to say, so why don’t you bring people to me and I’ll do it. 

“List of 10 people- let’s work out a mutual arrangement here – it takes people to grow this business and you know 10 people I don’t know, but I know what to say – why don’t we merge our energies.”

Someone you meet: (to get to coffee shop)
“I’ve come across an amazing liquid discovery that I’d love to share with you – now it may or may not interest you- but I think after you meet some people on Vemma, you’re going to see why I thought of you for this product.”
-then make sure that they meet and connect with people just like them!

Say to me:
“There’s a new couple I brought here tonight and the reason I brought them is because:_________” and tell me why.  So then I’ll make sure I grab someone who they can connect with and take them over to meet them. 

We will create an environment for you to bring people – to build their belief.
A person’s belief determines their feelings, which determine their attitude, which determine their behavior, which determine their actions! –this determines whether someone succeeds or fails!

So, BELIEF:
1.Product –helps them to hear testimonials.
2. Opportunity/Industry – 
 	Industry – show them there are people making a lot of money who are just like you and I. 
	Opportunity- 2 leg system; free membership; no inventory;

1-on-1:
“The one thing I’d like for you to do, so you don’t have to just take my word for this –I’m inviting you to get connected with my group, we meet at____”
*people want to talk, they want to network!

What to say depends on WHO you are talking to!!
-connect them and share your story.
-people share their story, it becomes a habit! It’s duplicating!

Ex –“Donna, I’ve come across something that I think would be very beneficial for what you’re facing with your health challenge right now – would you be willing to try it with a money back guarantee?” – she may start with the product, but then after getting her connected, she’ll realize that all she has to do is share her story!

Donna’s story-“It took me a year and a half and flying all the way to San Diego for a training to realize that I’m sitting on an opportunity of a lifetime – I have now purchased a builder pack to impact the lives of 10 people and the reason for my call is – I would like for you to be one of my 10 people to go the product.”

If you’re struggling, you’re probably trying to “sell” Vemma. It’s ALL about EXCITEMENT!!

“You know, I’ve heard of an amazing liquid discovery and this is what it’s done for me – There’s a wonderful group of people that meet at Panera for a cup of coffee – would it interest you to hear from a couple people who have put 6k people on Vemma that may be able to match someone with your same condition to see if it can help you.”

“I was looking to be in the right place, at the right time. I happen to represent an incredible product that’s sold with a money back guarantee. The side benefit to that is, I wanted to make $500/mo” (everyone can relate to that!)
“I accidentally went past that and my last 4wk income was $35k”  HOW?
I do the same things today as I did in the beginning, I’ve just done it longer than you. I tell my story everyday to someone who wants to hear it – every single day I share my story!

Price objection –
I don’t get a price objection because I’m not offering them a $60 supplement! My STORY is about what Vemma has to offer – all of a sudden, it’s about a “spot” in the organization, it’s about an opportunity – it’s about, can you get your product for free – it’s about warm phrases that don’t sound like they have to go out and sell.

The best thing you can say is-
“You’ll be relieved to know that you’re under no obligation to sell Vemma to be a part of what Vemma has to offer.” (then they’ll order and share it with a few people!)

WIIFM –“what’s in it for me?” –they want these questions answered, but they don’t know to ask you –
1. How much does your product or opportunity cost? “most people decide to join Vemma and to be a part of what Vemma has to offer because the price of the product is only $60 bucks +tax and shipping and comes with a money back guarantee.”
2. What’s the market potential? –“do you know anyone who’s ever done direct sales or NWM or anything?” they say, “mary kay” that product is mostly for women; “who does our product affect? EVERYONE!”
3. What tools and training are available? –“well, right here in our city, we have many, many successful people in here – the best tool that we have because  we are a “warm market specialist”  -you have a lot of successful people right here – all you have to do is bring your people to us.”
4. Who will help me build my business? That’s easy…I WILL!  - and even if you’re fairly new, say –“who do you think is gonna help you build your business- we are! We have a team of people; you’re not in this by yourself!”
5. If I decide to sign up, what’s my first step? – Your 1st step is – get on the product.  Your 1st step is to enroll and start using the product. Your next step is – create your story – what are you going to share with people? Why are you excited about Vemma? Maybe you’re not excited yet, but I’m gonna introduce you and put you in an environment where you hear so many stories, that that’s  what you’re going to go tell people! –can you start your business with someone else’s story? Yes! You just want to be excited about what you’re involved in!

Create a list of contacts –
This is the biggest mistake people make – if you’re trying to make money and create an opportunity out of this – you have to make a list of people that you want to tell about Vemma and be purposeful about it!

Key Phrases –
The most uncomfortable part of a phone call is when you call ‘em up and you’re chatting with them and you want to know how they’re doing and then you have to go “oh yeah, by the way”- that’s uncomfortable!

Just get to the point –
      “The reason for my call –is_________”

8 CATEGORIES OF PEOPLE & WHAT TO SAY TO EACH – call them and tell them why you thought of them!

1. PEOPLE WHO ARE FACING HEALTH CHALLENGES - “The reason for my call, is – I know you’re facing a health challenge. I’ve come across an amazing liquid discovery that I think you’re going to want to hear about. Now, it may or may not interest you, but if you’d meet me over at Panera over a cup of coffee, I’d love to share it with you.”
2. PEOPLE WHO HAVE OVERCOME A HEALTH CHALLENGE –ex. “the reason for my call Tom is, I know you’ve overcome a health challenge and I bet your health means more to you today than it did the day before you heard the words “you have cancer” –because there’s a wave that comes over your body that all of a sudden your health has a whole new meaning.”
3. PEOPLE WHO ARE FUN!! – “I’ve come across something. I’m putting my heart and soul into it, I want you to be a part of it – it may or may not interest you – I thought of you because you’re FUN!”
4. PEOPLE WHO ARE SUCCESSFUL – because people who are successful are always “interested in additional ways to make money.”
5. PEOPLE WHO WANT A 2ND STREAM OF INCOME WITHOUT A 2ND JOB.
6. ATHLETES – “The reason for my call, is – I consider you an athlete and I don’t know if you use ibuprofen to recover from tennis, but we’ve come across an amazing liquid discovery that acts as a natural anti-inflammatory, would it interest  you to try it?”  **NOTE-practice all this verbiage until it is as comfortable for you as it is when we say it!
7. PEOPLE WITH NETWORK MARKETING OR DIRECT SALES BACKGROUND – don’t look for people who are successful, ask – “do you know anyone who’s ever tried NWM? Or anyone who’s been drawn or attracted to the industry, who maybe didn’t do well?”  
*Sitting with them, say – “Mary, you’ve done NWM before, what drew you to the industry?” You’ll hear things like – there was a low start up cost, the people, I love people – “what didn’t you like about the industry?” – You’ll hear all the same things – “couldn’t make it work, spent a lot of $, didn’t make $” –
“Mary, I’m excited to share an opportunity with you that I think is finally for you! – the memberships are free, it’s the price of the product-that’s refundable, and you have me to help you and your business to become successful!”
8. PEOPLE WITH INTERNATIONAL CONTACTS – “We’re looking to get a certain product into _______. Would you know anyone who has connections to get us into that country that would be someone you could put us into contact with?” “Could I invite you to meet some key people in our area that are very connected with this product that we are trying to move into other countries.”

Another example, talking to someone’s person for them:

“Randall, my name is Michelle Barnes. We met a few months ago over the product and opportunity called Vemma. Do you remember me?” “Yes, I do.” “Well, the reason for my call, it’s just to establish if there’s an interest in hearing – the system that we’ve created that’s making a lot of people money.”
-“like what are you talking about?”
-“well, first of all, is this a good time? Because I want your complete attention.”

“what we’re offering you is a system –if you’re attracted to the Vemma product (which I know he was) and you’re intrigued by the opportunity – I’d like to share with you our system that’s working – you see, because you’re a tailor – Randall, you make clothing, that’s your expertise – you do not want me making a suit for your contacts – it would not be good for your business. So, you make clothes, but guess what?  I feel I’m an expert in Vemma –but you know 10 people that I don’t know and if we can work an agreement together –where you open the door for me – to the 10 best contacts you have – and tell them you’re intrigued by an opportunity and you wan to put them in contact with someone making $30-40k/mo – all you’re doing is sorting thru your contact list to see who wants to talk to me – do you trust that I understand this business and I know how to create Cycles and do you trust that you don’t need to understand how Vemma works, that you just need to put people in front of me?” – he said yes, I said “does that interest you?” he said, “I’ll have my list of people the 1st of the week.”
-Now, do I have to teach him the Compensation Plan? NO!

Another guy, opened a pizza place –we did the same thing with him.
“John, you do not want us tossing your pizza, but we don’t want you trying to tell people about Vemma –we want your 10 best contacts and your job is to open the door and put them with us.”

What do you say to bring people into Vemma?  Some people can naturally do that, but we found many people struggle with that – So, what we teach them is forget about that then – we’re gonna teach you what to say to bring people to us because that’s our expertise and we are seeing people rank advancing like crazy because they are using a talent they don’t have and a talent they do have –we’re combining our efforts!!

**NOTE –It’s not WHAT you say, it’s HOW you say it!!! People getting people to come meet me are doing it with SUCH EXCITEMENT!!  “I just really want you to meet these people here in CO – Michelle Barnes & Diane Ryan –when would be best? When can you come?”

KEY PHRASES –
Always start off with:
“The reason for my call – is, I thought of you because you’re FUN! I’m involved in a product and an opportunity that I’m having a lot of fun with – developing people and helping people make money.”

“What I’m offering you today is a spot in my organization that will not be there tomorrow.”

“I think I’ve come across something amazing – I’m putting my heart and soul into this opportunity –I can’t tell you how it works, but I can tell you one thing- I’m doing it! And there’s a sense of urgency with your decision of when you’re gonna get in – what you’re gonna do is- purchase the product, which is refundable if you change your mind- but you don’t want to miss every person that I talk to from this day forward.”

“What I’m offering you today is a spot in my organization that won’t be there tomorrow – the reason I’m telling you this story is – there’s a sense of urgency on your decision today – you can change your mind and get a refund, but I can never offer you this spot right here again! –it’s gone!”

“what are you looking for Vemma to do for you?”

People are looking from direction from you!

“I’ve been introduced to an amazing liquid discovery.”
They will say one of 4 things:
1. “No” – “you know, what I’ve just shared with you today you’ll never forget- the stories I’ve shared about this amazing liquid discovery – you’ll never forget – and if there’s a day your health changes or you run across someone that could use a product like this, I’d like for you to have my card.  An opportunity may arise where you will be interested in this product –feel free to call me.”
2. “Yes, I want to try the product, but I’m not gonna tell anyone about it.”
3. “Yes, I want to try the product and I have two people I want to tell about it.”
4. “Yes, I can think of 10 people I could tell about this RIGHT NOW!”
That’s the person you spend your time with!!
Enroll them on the product.
Create your story.
Make a contact list.
Use these key phrases.
Simply put people in front of me –that’s all you’re going to do!

Remember, just say: “this may or may not be for you, I just want you to hear her story!”

If you’ve already contacted them and want to again, say: “would you be willing to take a 2nd look at a new opportunity?”

Get connected, stay connected, be on conference calls, stay excited about the product, be on the Monday Team Call, make your list of people, and if your talent is not getting people in – put them in front of people who can!! 







