TRAINING

“Reaching Out Methods”  
Eleven Techniques That Work!  
1. WARM MARKET
Keys:  

· Getting to Consultant  
· Establishing Immediate Income  

· Adds Power to Your Story  
· Building Product Belief   

· Always offer Disclaimer & Ask for Referrals

Common Challenges: 

Never calling Chicken List  
Expecting all to share your Vision   
Stopping at this Method  
Ignoring the Gap & Leadership Truths 

Examples: 
Anyone you know on a first-name basis is considered a warm market prospect. Be creative!
2. 3 FOOT RULE (Lifestyle Marketing) 

Keys: 

· Always a Recruiting Staple  
· Never Pre-judge 
· Be Prepared   
· Recruit Up  
· Be genuine  
· Compliment 

Common Challenges: 

Perfect Approach Creates Analysis Paralysis  
Talking too Much (remember your story is only 30 seconds long)
Examples:  

 Bank, Grocery Store, Hair Stylist, Mechanic, Massage Therapist, etc…

3. CANVASSING (Sales Calls with major emphasis on Sorting) 

Keys:  

· Look for the Energy of Positive People 
· Listen for the Questions 
· Share Short 30 Second Story & Then Share the Tools   
· Follow up to see if they are pro-active and in the looking zone
· Track your numbers & take safety in SINALOA. (Safety in numbers and law of averages)
Common Challenges: 

Talking too much  
Not playing enough numbers

Examples: 
Any publicly accessible business. Your next business builder could be behind the door. 
4. BREAD CRUMB TRAIL (Wellness Report or Health and Prosperity) 

Keys: 

· Use an affordable and duplicatable tool  
· Embrace the Numbers!   A minimum of 250+ tools in place weekly!
· Find locations that produce & keep supplied

Common Challenges:

Unrealistic Expectations   
Being Consistently Inconsistent  
Putting too much info on Tools

Examples: 
High traffic public areas, car washes, professional waiting rooms, gas stations, restaurant foyers, etc…  

5. NETWORKING GROUPS  (Very effective, they are everywhere)
Keys:
· Posture yourself as a successful business owner 
· Develop several different,  fun ‘ice-breaker/mini commercials 
· Use the tools!

Common Challenges:         
             Going to just one meeting   
 Posturing only as a product salesman
Examples:
            BNI (Business Network International), Toastmasters,    

             Professional Women’s Groups, Local Business Networking Groups, 

             Chamber of Commerce, etc….
6. EVENTS – As Vendor or Networking Participant
Keys:  

· Professional and orderly booth set-up   
· Use Media when appropriate      

· Have Lead capture cards (FREE Drawing)  
· Mingle and Network with Vendors

Common Challenges:         

  
Not reviewing the track record of an Event   
Poor preparation  
Poor follow up after the event 
Examples:   
Wellness Expos, Bridal Expos, Regional Fairs, Seminars, Personal Growth   opportunities, Health Fairs, etc.
7. BUSINESS CARD LEAD SOURCE

Keys:

· Approaching from a business owner perspective  
· Coming from a posture of Success and Strength, not of need!
· Sorting….Sorting….Sorting 

Common Challenges:         

            Sharing too much over the phone  
  
Allowing initial approach to become a convincing/presenting conversation


Examples: 
             Bulletin boards, restaurant Business Card section, business waiting areas, etc…  
8.  CALLING PROFESSIONALS

Keys:

· Target professionals that have the same background as you do
· Commission based professionals

· Work from a script and or bullet point outline

· Have a follow up system in place 

Common Challenges:

Sharing too much on the initial conversation

Not following a simple duplicatible system

Not playing enough numbers – embrace the law of averages

Examples:

Realtors, insurance agents, salon owners, massage therapist, chiropractors, mortgage brokers, director of sales and marketing, business owners, etc. 

9. MAGAZINE PLACEMENT

Keys:

· Placing magazines on a consistent basis  
· Pipeline mentality - keep it filled! 
Common Challenges:         

Lower traffic area placement, unrealistic expectations of calls

Examples:  
             Professional Office settings, areas with “quality” captive audience
10. ADVERTISING (Local) 
Keys:

· Generic, non Isagenix specific ad copy
· Use proven ads that have been tested in the field

· Professional scripted response  - your plan of action for calls coming in             
Common Challenges:         

              Unrealistic call expectations  

  No plan of action for leads 
 

Examples: 
             Contact your upline for compliant ad copy  
11.  INTERNET PROSPECTING ( www.Successway.com ) 
Keys:  
· Being smart and efficient with your time. 
· Working a proven System(s)
Common Challenges:         

             Re-inventing the wheel   


 
Getting off on tangents/distraction of the Web
Examples:  
       SuccessWay.com is the main Internet-based System that I have 
       had success with and endorse. 

12. LEADS (Use proven Source – www.Isa.NetworkerCentral.com )  
Keys:

· Sorting….Sorting…Sorting  

Common Challenges:         

              Very challenging for Newbie’s  
  Expecting a short recruiting process             

              Not embracing the Law of Averages


Examples: 
             There are a lot of lead providers out there…Have found the following, 

       Isa.NetworkerCentral.com to be one of the best, through Trial & Error!  

