CD 3:
GREET & QUALIFY

Track |I:
Greeting Your Warm Market

Part one of the Inviting Formula is Greeting. The definition of Greeting is: “Polite
verbal and non-verbal expressions used when meeting or talking to your
prospect.” Verbal expressions are pretty simple, but what would be examples of
non-verbal expressions? A hand-wave, a big smile, a handshake - to name a few.

The purpose of the Greeting is to get your prospect willing to talk freely and
openly to you. Most people never think of this — they think a greeting is simply
a “Hello.” A simple “Hello” is part of the Greeting but not the whole thing.
The Greeting is not complete until you’ve achieved the purpose of the Greeting,
which is to get your prospect to talk freely and openly to you. So in most cases,
a simple “Hello” will not fulfill the purpose of the greeting — it’s only the start.
If your prospect is not talking freely and openly to you, do not move to the next
step - which is Qualify.

I hope that makes logical sense to you. See, if you progress too quickly out of
Greeting and into Qualify — and the purpose of Qualify is to find out what they
need or want — if you’ve not gotten them to talk freely and openly to you in the
Greeting, then they won’t tell you what they really need and want! You will
get an “on the surface” type of an answer. So the Greeting is very critical in
setting up the rest of the formula to work correctly.

If you think back to times your calls to prospects haven’t gone well, you may see
that you jumped too quickly to qualifying them; or worse yet, you jumped
straight to inviting them before you had them willing to talk freely and openly
to you, or finding out what they needed and wanted. Alright, now you know
the purpose of the Greeting - now let’s talk about how to do a greeting correctly.

Greeting Your Warm Market

Let’'s talk about greeting your warm market. Greeting someone involves
communicating with them by making statements and asking questions.



Typically the greeting starts off with simple questions; “How are you?” - that
then lead to slightly more in-depth questions based on the prospect’s response.
Then to more in-depth questions. ’

In the case of people you know, the greater you know someone, the more in-
depth you can start the greeting; such as “Are you still working at Best Buy?”
The smoothness with which one moves from simple questions to in-depth
questions, and have the prospect follow you, is the mark of great
communication.

A common error in greeting people is thinking about what to say or what to ask
next, while the prospect is responding to your earlier question. This couldn’t be
more incorrect. This causes the prospect to not feel as though they were heard.
It also causes inappropriate responses from you that prove to the prospect you
didn’t hear them. And it causes you to not be able to recall what the person
said. And the basic incorrectness is that you're not truly being interested in your
prospect. Instead, you were interested in your next question to the prospect.
This is the root of forgetting someone’s name immediately after they’ve said it.
You were simply more interested in what your response or question would be.

Track 2:
Live Calls - Greeting Warm Market

Alright, let’s start the live calls. Before I do, I want to explain how these work.
I have three different sounds that alert you to something happening on the call.

When you hear this ring —Ring— it means the call is starting. You'll also hear
the same ring when the call is completed.

When you hear this chime —Chime— it means that I had to edit something out,
like a person’s phone number, or their last name, or if they happen to say
something personal that I don’t think the person would feel comfortable having
someone else hear it. I also edit out anything I might say that would be specific
to my company.

When you hear this chime —Chime — it means that I'm going to insert my voice
in the call to point something out to you. The chime is so that you can tell when
I'm talking to you versus talking with the prospect. Also, my voice will sound



slightly different. At the conclusion of my insertion you will hear the same
chime again indicating I'm returning you to the live call. That way, you know
that I'm no longer talking to you, but I'm now talking to the prospect.

Alright, listen to this live call with a referral named Catherine. On this call, what
[ want you to listen for is the exact moment I accomplish the greeting.

‘S _Ring—
Hello?
Tim: Hello, can I speak to Catherine?
Catherine: This is she.
Tim: Hi, Catherine, my name is Tim Sales. You know Sue —Chime—?

Catherine: Oh, yeah.

Tim: Well she gave me your telephone number and suggested that I
call you. I am working on a project and I want to talk to you about it
—canI?

Catherine: Sure.

Tim: She said that you're a bookkeeper. Is that what you do?
Catherine: Yep.

Tim: How long have you been a bookkeeper?

Catherine: Oh gosh, maybe 15 years now.

Tim: 15 years?

Catherine: Hmm-hmm.

Tim: Oh, alright! So, have you ever done anything else?

Catherine: Um, well [ had my own business, and that was a house-
cleaning business, and I had a lot of employees then, and um, did some
work for my church - and then that was about it.

Tim: Ah, so you've been an entrepreneur?

Catherine: Yeah.



Tim: How did you get into the house-cleaning business?

Catherine: Um, I'm actually natively good atit. I'm Irish - so that just
makes us good at that, and um...

Tim: Oh, so you have to be from Ireland to be good at business - is that
what you're saying?

Catherine: That's right, but we can’t cook! (laughter)
Tim: (laughter)

Catherine: So, anyway, I don’t know, it’s just something I was good
at and there was a big demand up in the Bay Area, so... It was a good
business.

—Ring—

Alright! Could you hear at the moment she started laughing she really opened
up and was willing to talk openly to me? When I listen to the playback of that
call, I could literally feel her defenses drop right when she laughed.

This next call is a really nice lady named Lynn that  met on a yacht about a year
ago. There were about 20 other people on the boat and so we had talked as a
group and she and I had had some one-on-one conversation as well. She’s a
singer — a very talented one, I might add. We’ve talked a couple of times since
that first meeting. When I called her, we had not talked in about seven months
or so. If, instead of listening to what we're saying — and it’s hard because you
get caught up in listening to someone else’s conversation - but if you listen
exclusively to the Inviting Formula at work, you will hear three questions or
comments from me and it isn’t until the third one that I accomplish the Greeting.
See if you can detect that.
Oy .
b —Ring—

Hello?

Tim: Is this Lynn Rose?

Lynn: This is Lynn Rose. Who's this?

Tim: This is Tim Sales.



Lynn: Tim Sales, how are you doing?
Tim: How are you doing?

Lynn: I'm good. Nice to hear your voice!
Tim: You too! Whatcha been up to?

Lynn: Uh... busier than busy. Working away, working at a couple
different projects - but it’s all good.

Tim: Yeah? Are you still using that incredible voice of yours?
Lynn: Oh, too sweet.... (laughter)
Tim: (laughter)

Lynn: Tam, I am. I am going to be actually traveling very soon and
doing some concerts - and very happy about it.... (laughter)

Tim: Is it like, you know, big stuff? You know, is it something that I
can like watch on TV here?

Lynn: Oh, isn’t that nice! (laughter)

Lynn: Um... no, I can always show you a video if you want. But, no
[ am just going to be going to Japan, and I am going to speak and sing
over there; have a translator as well, which is going to be fun. Um,
but like speak for 15 minutes and then do a... do a little mini concert
afterwards. And then I'm going to go visit some old friends, and sing
at some places [ used to sing at there... It's gonna be great.

—Ring—

Alright! Hopefully you were able to detect the three questions or comments I
made to get her to talk freely and openly to me.

Track 3:
Greeting Strangers

Now let’s talk about greeting strangers.

In greeting strangers in person (as opposed to being on the phone) there are
basically two ways to do it.



1. Start the conversation by bluntly asking a question such as, “Do you
take supplements?” It's abrupt - but if delivered well, and the
stranger has an interest in the question, it can work. This is the basic
approach to doing surveys. By “survey” I mean you walk up to
someone and ask if they’ve ever thought about owning their own
business, or if they take supplements.

2. The second way to start conversations with strangers is by talking
about items in the environment: temperature, chair, elevator speed,
table, earrings — anything! With things in the environment you
point out some interesting item and start the conversation about it.
“I've not been outside today - is it cold out?” See, you're getting
your prospect to focus on the environment. Or, “I see you have a
large bag of wheat in your cart — what do you use it for?”

See, the item in the environment is what you direct the prospect to look at and
talk about. Then take their response (or lack of) and build from there. Greetings,
which turn into conversations that then turn into relationships, are created by
finding things, then more things, the two of you agree on. No relationship “just
happens.” Someone creates it.

The way I think of this is that there are three separate entities. Entity one is you.
Entity two is your prospect. Entity three is the relationship that is formed
between the two entities. The third entity - the relationship entity - requires
both entity one and two to exist. If you've ever been in a one-sided relationship
you know how true that statement is. The relationship is not just you and it’s
not just them - the relationship is both of you. That’s why I view the relationship
as a separate unit. So no relationship just happens. It’s not fate that you meet
someone - you or they cause the relationship to start and continue and end.

Sometimes it’s both people. But in the very beginning seconds one person
continues to create it long enough for the other person to start contributing to it
also. Once the stranger is contributing to the conversation, the third unit or
entity begins to develop. Then, a blunt question such as, “Do you take
supplements?” isn’t so blunt. It should be no surprise to you that I'm biased
towards starting conversations this way instead of the blunt question approach,
simply because you're actually fulfilling a proper greeting — which is to get the
prospect to talk freely and openly to you before you ask a qualifying question.



On the communication qualities I pointed out earlier, not having too much
assertiveness is vitally important when meeting people. Too much assertiveness
creates apprehension on the part of the prospect. The closer the proximity of the
item you're talking about to the stranger, the riskier that conversation is of being
too assertive. “Wow, this elevator is fast,” is a much safer greeting, in terms of
assertiveness, than, “I like your earrings.” But the latter is much more personal;
if accepted by the stranger will move you more quickly towards conversation
than the elevator statement. It all depends on the prospect’s openness to being
communicated to and the delivery of your greeting.

Oddly, in meeting people, you don’t “be interested in the prospect” at the very
beginning, because you want to reduce the amount of assertiveness displayed.
Instead, “be interested in the item.” Then, as the person begins to contribute to
the conversation about the item, shift slowly to being interested in the prospect.

The most important determinant in successfully greeting people is your intent
in meeting the person. Again, “Intent” means “An aim or purpose.” What's
your intent in meeting someone? If, during the meeting of a new person, you
hold to successfully accomplishing each step of the Inviting Formula by starting
out with a sincere intent to only meet this person, learn about this person, get
to know this person, your greetings will go smoothly. If instead your intent is
to prospect, get this person in your business, sell, manipulate, trick this person,
you will find your greetings are strained and unsuccessful.

Remember, step one of the Inviting Formula is to Greet, step two is to Qualify,
and then step three is to Invite. Just have fun greeting and meeting people with
your intent only to greet and meet. Then, confirm that they are open to talking
with you, and then find out what they need and want. And if they qualify, and
you see you can help them, move towards inviting them and making their life
better.

If you set up to meet someone with the intent of prospecting them, it is very
uncomfortable and scary. If you see someone you want to just meet and say hi
to — it’s not uncomfortable. If, after meeting the person, you find that you
wouldn’t want to work with them, then no harm done! You’'ve not invited them
to look at anything — you just met someone! And you might have gotten into
the Qualify step, but at some point you decided against it — no harm done.



[ sure hope this is of value to you in meeting strangers. It took me quite a long
time to figure out the mechanism behind meeting people. It seems awfully
simple when you hear it. But no-one has ever really examined that focusing a
stranger on an item and starting a conversation about that item, and then having
them contribute to the conversation is basically the way two strangers meet.

[ tried to get some recordings of me meeting strangers, because it really works
like a charm. But the strangers’ volumes were too low. And it wasn’t like I
could just put a microphone up to their mouth and ask them to speak louder.
But you will hear a couple of people in the Qualify section that came as a result
of me talking to strangers.

Track 4:
Greeting Newspaper Ads And Direct Mail Leads

Alright, let's move to another section of Greeting people.

How about greeting people you've met as a result of them responding to an ad
in the “Help Wanted” or “Business Opportunity” section of a newspaper by
faxing or emailing in their resume?

When you’ve received a resume, you're basically in the role of evaluating
someone for a position. So immediately you're in a Qualify position - but you
don’t forgo the Greeting step. You just ask a couple of qualifying types of
questions and then circle around and get to know them a little, and make sure
they’re open and talking to you. When I'm calling someone from their resume,
here’s an example of what I say:

Scripts

“Hello, is Bob Parker in? Hi Bob, my name is Tim Sales. You responded to an
advertisement in the Washington Post newspaper by sending us your resume. I

have it in front of me and I have a couple of questions — do you have a moment
to talk?”

This is your initial greeting. It's friendly and it gives you a good posture
position. Here’s how I circle back around and make sure that I've done a good
greeting with the person.



“I see here on your resume you worked in a sales position at Cisco - tell me
more about that position.”

Their answers are normally somewhat sterile. Then a little later, I might say
something like, “So what does Bob really want to achieve in his life - not just that
he wants a job, but what are his ambitions?” By the way, I ask it just that way.
Have him look at “Bob” as a second person. This type of question can serve as
a qualifying question, but at the same time it’s asked in such a way that it will
cause the person to speak more freely and openly to you.

Here’s a live call with someone from an ad. What I want you to hear in this one
is the way I circle back around after a few questions and accomplish the
greeting.
Oy .
ud —Ring—

Tim: Hello, can I speak with Madison —Chime—, please?

Madison: Uh, this is her.

Tim: Hi Madison, my name is Tim Sales. You responded to an
advertisement in the LA Times by sending us your resume. The
advertisement read something like “Health company seeking top-level
sales rep to —Chime—."

Madison: Yes, yes, I remember.

Tim: Alright. So I've got your resume in front of me here... uh, do you
have a second to talk?

Madison: I do! Absolutely.
Tim: Okay. I see sales, sales, sales and more sales.
(laughter)

Madison: Yes, uh, you know you are born with the ability - it just
kinda comes out, right? So yes, go ahead.

Tim: Alright, so you like sales I take it?
Madison: Obviously, yes, very much.

Tim: Good, what do you like about sales?



Madison: Um... I really enjoy people. I like the immediate gratification
of having somebody - if I believe in the product of course - you know,
receiving the product and also getting to know that person’s desires
and then meeting them. That immediate gratification at the end of the
day when you hit numbers, you know, you’ve been successful. Ilike
that.

Tim: Good! What kind of things have you sold in the past?

Madison: Well, I started off with Cutco knives when I was... [ don’t
know 15-years-old, going door-to-door. I've sold everything from
insurance, to classes, you know, seminars, to... Actually in the health
field, I was very interested in some nutrition and I was working with
kind of a trainer, so I was interested in that area, selling that. So, yeah,
['ve sold everything... except for cars and planes, which people say
that should be the next thing, and houses; but no,  haven’t sold any of
that yet.

Tim: Alright, well, well done. So, off the professional direction and
more on... what is it that Madison most wants to accomplish? You
know, in other words, yes you want a job, but what does Madison
really want to accomplish in her life?

Madison: Hmm... well ideally I am seeking something... I am seeking
something that I can sink my teeth into and obviously create value in
a larger scale. I'm very philanthropic and would like the ability to do
something in that realm, where I am helping a lot of people. Freedom
is very important to me; I like to set my own hours, I like, um, you
know, that’s important. But I'd also like to make a lot of money. So, I
have those three as the top of my list as things I want in my next career,
S0.

Tim: And that was freedom to set your hours?
Madison: Uh-huh.
Tim: And...

Madison: Variety.



Tim: Variety.

Madison: Uh-huh, and making a difference in society somehow and,
you know... And, make a lot of money. Okay, four things!

(laughter)

Tim: Uh, should we leave the tab open?
(laughter)

Madison: Yes, please!

Tim: You can add something more later?
Madison: Exactly.

(laughter)

Tim: Okay, good.

—Ring—

Could you tell the way she opened right up and gave me the “real Madison”
after I asked her the question about what she wants to accomplish in her life?

Greeting Direct Mail Responses

Alright, let’'s move to discussing calling people back after they’ve left a message
on your answering machine such as in response to a flyer, postcard, or some
other type of direct mail promotion. It's very similar to the earlier example of
resumes. The most noticeable difference is that you don’t have as much posture
because the prospect is more skeptical. Here’s an example of what I say...

Scripts

“Hello, is Mark in? Hi Mark, my name is Tim Sales. You responded to our
postcard...” (if it was a flyer or door hanger, you would say that) “...concerning
a home-based business by leaving a voice message. I'd like to talk to you about
it. Do you have a moment to talk?” And then I'd ask just general types of
questions; “What area are you in?” - things like that. And then I would ask, “So
what attracted Mark to answer an ad about a home-based business?”



If you happen to answer the phone when someone calls in, it’s only slightly
different. Here’s an example. I would answer the phone something like this:

“Hello, this is Tim.”

Prospect says something like: “Yeah, I'm calling about the advertisement...”
and then they might say a little bit more.

And then my response back would be, “Hi — who am I speaking with?”
Prospect says: “My name is John.”

“Nice to meet you, John! What was it about the advertisement that interested
you?”

Typically you'll get a response like, “Oh, I was just curious...”

What [ normally respond to this type of typical reply is, “Okay, well, is working
from home something you're just curious about, or is it something you’ve
seriously thought about wanting to do?”

Track 5:
Greeting A Purchased Lead

Alright, let's move to how to greet someone from a purchased lead. One of the
most important points to know when you buy a lead is how that lead was
generated. The more information you know, the better. This is how you connect
with the prospect. If you don’t know how the lead was generated, it’s just a
shot in the dark.

Scripts
Here’s a couple of examples.

”Is John in?” “Hello, John, did you fill out a questionnaire indicating an interest
in working from home?”

With a good lead the answer will be yes. With a bad lead the answer will be no.



I then ask, “Do you have an idea what kind of home business you're looking
for?”

This normally opens the prospect up and the Greeting step gets fulfilled. If the
lead answers no, they didn’t fill out a questionnaire, I normally fish around and
see if they're willing to talk to me. If not, I end the conversation.

With this first live call I was testing some leads of a company that promised us
they were the best leads we could get. They actually ended up being terrible
leads. What I want you to listen to is how I fished around to see if he had an
interest. Then, when I determined he didn’t, I ended the call.
Oy .
b —Ring—

Hello?

Tim: Hello, is this Ben?

Ben: Yeah.

Tim: Hi Ben, my name is Tim Sales. Did you order a package called,
“T Got There, You Can Too”?

Ben: I don’t believe so, no.

Tim: It was from a TV commercial, something, you might have went
to a website, 4freekit.com, something like that? '

Ben: No, [ didn't. I don’t remember that.

Tim: But it had to do something with home-based business or taking
your business to the next level, if you already had one.

Ben: No, don’t think so, no.

Tim: You didn’t order it... Huh, so, do you have any interest in any of
those two things?

Ben: No.
Tim: Alright! Well, sorry to have bothered you.
Ben: Okay, bye.



Tim: Bye-bye.
—Ring—
You can hear that it wasn’t a good idea to continue pursuing that prospect.

The next live call is a purchased lead from our regular real-time leads which
only get sold to two people. With this call, the lady brings up the fact that she
was called by someone else. So I just used that as a way to accomplish the
Greeting. See if you can detect how I used that.
Oy .
b —Ring—

Hello?

Tim: Hello, can I speak with Nadira?

Nadira: Oh yeah, this is she.

Tim: Hi, Nadira, my name is Tim Sales. Did you fill out a
questionnaire having to do with a business that you could work from
home?

Nadira: Yeah.

Tim: Yeah, do you have an idea of what it is that you're actually
looking for? Is it just a business in general, or did you have a specific
idea in mind?

Nadira: Uh, well, you know... Somebody called me this afternoon
and we had a long talk and apparently it's not working for me.

Tim: Um, okay, what specifically isn’t working?

Nadira: Well it was about my background. It was about what I
wanted to... my income, my yearly income and uh, yeah.

Tim: Oh, well, I'm sorry, I am not that person and I am not calling in
regards to that person.

Nadira: Uh-huh, seems like I had no chance to work at home.

Tim: Well...



Nadira: Uh-huh...
Tim: I disagree with that. (laughter)
Nadira: Well, yeah.

Tim: I think that there would’ve been several people who have said I
couldn’t have done it, but I ended up being able to. Uh, did he give a
particular reason why he felt that you couldn’t?

Nadira: Um, not really.
Tim: Alright.

Nadira: But, you know, I just decided not to do it because, well, uh, I
try something else.

Tim: What are you going to try?

Nadira: Because I am foreign doctor, a medical doctor, from overseas,
and I'm here getting my equivalence. And in meantime I was looking
for ajob, and I thought working at home was the best way for me.

—Ring—

Did you see that by me asking her questions about the other person she opened
up? Then when Isaid, “Well I disagree with that,” was when the Greeting was
fulfilled. I became her friend.

And the last purchased lead live call is an interesting one, but you can plainly
hear how the greeting was accomplished.

—Ring—

Hello?

Tim: Hello, is this Vincent?
Vincent: Speaking.

Tim: Hey, this is Tim Sales, you had filled out a questionnaire wanting
a home-based business?



Vincent: Yeah, I wanted to get some information on it.

Tim: Have a specific idea of what it is that you're actually looking for,
man? '

Vincent: No, not really. Thave been out of work for a couple of years,
so I'm looking for something.

Tim: What kind of work have you done in the past?
Vincent: I was an automotive technician for 16 years.
Tim: And you live in Mechanicsville?

Vincent: Yep.

Tim: (laughter) You find that coincidental?

Vincent: Nah, because there’s a Mechanicsville, Virginia too, so -
(laughter)

Tim: And were you from there, too?
Vincent: Oh, no. Uh-uh, nah, that would be too coincidental.
—Ring—

Do you now see the value in fully listening to your prospect? See, I couldn’t
have accomplished that Mechanicsville conversation — which was the key to
accomplishing the Greeting — had I not been fully interested and fully listening
to my prospect.

And again, you'll know you've gotten a good Greeting when they open up and talk
toyou. If you're getting things like, “What's this all about?”, “How did you get my
number?”, “Why are you calling me?” — you are not out of the Greeting stage.

Track 6:
Qualify & Getting Below Surface Responses

Part two of the Inviting Formula is Qualify. The definition of “Qualify” is “To
affirm capable and willing.”



The purpose of Qualifying is to find out what the prospect needs, wants and
doesn’t want as it pertains to your business. This determines if he or she
qualifies to be invited to look at your'business. The reason “doesn’t want” is
included is because many times the prospect will state things like, “I don’t want
to work at the plant any longer,” or, “I don’t want to sit in traffic any more.”

In order to present your business in the best possible way you must use relevant
information concerning your prospect. “Relevant” means “Having to do with.”
This is critically important - logically!

In order to sell something, you must merge your product, service or business
with the prospect’s interests. The word “merge” means “to combine.” So you're
going to combine what your company offers with what he or she needs, wants
or doesn’t want.

Now with just knowing that your prospect wants a home-based business, you
could merge your home-based business to that want. But professionals want to
find out not just what the person needs, wants or doesn’t want - but why is there
that want or need? Meaning, what is his or her reason for wanting a home-
based business? An example might be “To be with his daughter, Precious.”
This information is relevant to the prospect. And selling and communication
has everything to do with the prospect and nothing to do with anything else.

When you gather, and use in conversation, relevant information about your
prospect, you get and keep your prospect’s attention.

Let’s suppose you're talking to a prospect and the prospect says something like,
“I want to do something where I can make more money.” To a novice
networker he or she would jump all over that and rush in and try to interest
them in their company. A professional networker would respond back, “What
would you do with more money?” You're looking for that item that really gets
the prospect interested.

Let’s suppose he said, “I'd buy a sailboat and cruise the Caribbean Islands.”
Now you have something. Now you can invite him to look at your business,
merging “sailboat cruising the Caribbean Islands.” And your prospect will be
interested.

I'm not successful at getting their reason for wanting a particular thing on every
call. But every call I try. I've identified two reasons why I don’t always get it.



1. The prospect may not know why he wants a particular thing. He
may have just answered an advertisement out of curiosity.

2. The second reason is because I've not been successful at building
enough rapport — sometimes a prospect needs more than one call
before he trusts me enough to share his reason.

Regardless, [ always try to get this information, because when you think about
it, if you're selling bowling balls do you care if the prospect is buying it because
he loves candy-apple red bowling balls or that he’s just realized that now that
hunting season is over he wants an indoor hobby? No, you don’t care! Other
than the fact that if you don’t know why he wants a bowling ball, every word you
say has a very low chance of interesting the prospect. That is the reason you must
qualify your prospect!

So how do you “merge” this information? First and foremost is that you must
remember that need or want or don’t want they’ve said - and then you educate
the prospect how your business will get him that sailboat.

So many times I've seen networkers go through this process and get this very
valuable information and then never use it again. Once you have this
information, you must use it frequently. You use it in the Inviting step, you use
it in Handling Questions and Objections, you use it in the Close to Action, you
use it in the Follow-Up, you use it in connecting your company and product,
you use it throughout your training of this person. And, you use it when you
congratulate him for achieving it!

The conversation about more money and more free time comes up naturally
when there is a discussion around a person’s profession. “What kind of work
do you do?” is a very common question, which is normally answered with them
naming their profession. Then a response question from you to the person like,
“Do you like your job?” or, “Are you happy there?” normally returns a surface
response such as, “It’s ajob,” or, “It's okay I guess,” or, “Oh, I love it!”

Qualify - Get Below The Surface

Your task as a professional is to ask appropriate questions to get below the
surface and find out your prospect’s true need/want/don’t want. A good way



to think of it is that your prospect’s surface response such as, “It’s okay,” is like
a tag that reads, “Pull here to find out more.” It’s a fun treasure hunt!

Keep in mind that if someone responds, “Oh, I love my job!” that’s okay!
Remember, you're just talking with someone and enjoying learning about them.
If they qualify, you will invite them. If they don’t qualify, you will not invite
them.

The correct way to get below their surface response is to take whatever surface
response is given and use it to base additional questions on. Let me give you a
couple of examples of this.

Scripts

You're talking with a friend who is a mortgage banker and she says, “I see my
job going nowhere.”

You could get below the surface by asking: “Where would you want your job
to take you?”

See, I used her surface response to ask an additional qualifying question.

Another example would be: In talking with an attorney that you just met on an
airplane he says, “I'm a little stressed because I have a trial when I arrive.”

Your first qualifying question might be, “Do you enjoy the stress?” The attorney
responds, “No, [ don’t particularly enjoy the stress.”

Then you could ask: “Is there something you'd rather be doing that’s less
stressful?”

One more: You're talking with a friend who recently started a new job. You ask
her how it’s going,.

She replies, “Okay, I guess.” Then she adds, “One of my bosses is a real jerk. He
hates women.”

Your possible reply would be: “Oh my! What are you gonna do?”

See, that’s how you get below the surface. See, all you're doing is taking their
surface response and asking an additional question to find out more. If there is
such a thing as a secret, or the key to inviting — I just gave it to you.



Track 7:
Control The Conversation & Qualifying Warm Market

Alright, here’s a good place to talk about an important issue. 1 call it
“Controlling conversations.” Observe any conversation and ask the question,
“Who's controlling that conversation?” The answer is — the one asking the
questions. This is quite contrary to what many people think. Many people think
the person who's talking the most is controlling it. Not true.

The Collins Dictionary gives the best definition for the type of control being
described here. Collins reads, “If something is under your control, you have
the power to make all the important decisions about the way it is run.”

Watch an interviewer on TV asking questions of the interviewee — who's
controlling it? The interviewer. Perhaps the best interviewer of all times is
Barbara Walters. There isn’t any doubt that she controls all conversations.
Controlling a conversation isn’t wrong unless your intent for doing so is
deceitful. If you're asking questions of someone to help them get what they
want, it’s very admirable.

Simply put, always be the one asking questions. Where the technique comes in
is when they turn the table on you and ask you a question — which shifts the
control to them. How you handle this marks a great communicator. The
technique is: Any time you're asked a question, answer briefly - don’t brush it
off - then ask a question to gain back control.

Let’s go to a quick live call so you can hear an example of this technique. We'll
pick back up with the ad call with Madison. Pay specific attention to when she
asks a question and how I answer her, but immediately ask another question
that puts me back in control.
Oy .
b —Ring—

Madison: ...And, make a lot of money. Okay, four things!

(laughter)

Tim: Uh, should we leave the tab open?

(laughter)



Madison: Yes, please.

Tim: You can add something more later?

Madison: Exactly.

Tim: Okay, good, alright.

(laughter)

Madison: So what is this product? What does the job entail?

Tim: Basically working with a device with a consumer, and so you'd
be interacting with a consumer in a sales type of position and then on
a sales development training as well, further on down the road.
Would you be completely afraid of straight commission?

Madison: No, I've worked on straight commission before. Obviously
I'd like to see what the numbers look like, and so forth. But, no, I'm not
completely opposed to that, no.

—Ring—

It's your complete but brief answers to their questions that cause the prospect
to not feel interrogated. If you find your prospect is matching your brief length
of answer, take a little longer in your replies — just don’t go on and on. Share
something brief, say 15 to 30 seconds or so, and then ask your prospect the
question. A professional does not blab about himself. He's interested in the
prospect. And don’t talk about the wonderful business you just got involved in!
That may come up later. In the Qualifying step you're just being interested in
your prospect and finding out what he or she needs, wants and doesn’t want.

Qualifying Your Warm Market

Okay, I've given you several qualifying scripts to use and also scripts on how
I get below the prospect’s surface response, as well as how to control
conversations. Now I'll give you a script that I use that I call the “direct
approach.” Tuse it primarily in my warm market and when my greeting didn’t
lead into a conversation about business, or if I've not talked to a person for a
very long time. However, always attempt to do a proper Greeting and Qualify.
So here’s the way the script sounds.



Scripts
“Hi, John, I'm calling to talk business, but first how are you?”
Another one would be:

“John, we’ve been friends for a while and we’ve never really discussed business
—would you be opposed if we did?”

Here’s another one:

“Have you ever thought of a business outside of ( _) (whatever his
profession is, law, accounting, bookkeeping, whatever it is...)?”

Another one would be:

“I've got a business idea. Would you be open to seeing something on it, or are
you completely satisfied now?”

Let’s hear a live call.

This live call is of someone that I met in the gym. With this call I use a direct
approach; I actually use two different direct approaches. The call also has some
good “getting below the surface” examples as well. I'll insert the chime just
before both of the direct approach examples — it won’t be cutting anything out,
it will just be there as a marker for you that the direct approach is coming up.
The first chime will come shortly after the call starts as 'm using the direct
approach to set up the call. Then, the second chime comes immediately after the
Greeting but before the Qualify begins. Just as a heads-up, the Greeting lasts
about three to four minutes.
Oy .
b —Ring—

Hello?

Tim: Is this Joel?

Joel: This is Joel.

Tim: Hey Joel, my name is Tim Sales. You and I met the other day at
the gym, we exchanged business cards, you remember me?

Joel: Uh, yeah.

Tim: Uh, yeah, you do, you sure?



Joel: Yeah, I do.

Tim: (laughter) Alright, what'd Ilook like? (laughter) Do you really
remember me? '

Joel: I do remember you, yes.

Tim: Ok, well you and I just started talking and I found a couple of
things intriguing and —Chime— I have an idea that may or may not
be interesting to you or not, but would just like to explore it. Do you
have a second?

Joel: Yeah.

Tim: What kind of work is it that you do? I remember you telling me
that you were in aerospace. What's like your typical day like?

Joel: I am a project manager and I have a small staff of about six
engineers that work for me and our main job is to take product,
usually it’s a physical product, and take that product and take it from
early development all the way through final delivery production, hand
it over to whoever the end user is. Typically these are physical types
of projects, so...

Tim: Physical, like, like what?

Joel: In this case we are dealing with very expensive multi-million
dollar tools.

Tim: Huh!

Joel: The company that [ am working for is building major assemblies
for the Joint Strike Fighter.

Tim: Joint Strike Fighter?
Joel: Yep. The F-35, the next generation fighter.

Tim: F-35, I'd say that’s next generation, the last one I remember is
like the F-18. (laughter)

Joel: Yeah, well, they have got the, since then they have brought out
the F-117 and F-22. Those are probably the latest versions. My
company builds the F-18 as well.



Tim: Oh, sweet! How about the F-14, do you build that, too?
Joel: My company built the F-14 as well, yeah.

Tim: Oh man, I love the Tomcat, I think those are so cool.
Joel: They’re great aircraft.

Tim: I'have a photo, it’s very, very rare, there was a guy on an airplane
that ended up sharing it with me - he sent it to me later. It's an F-18,
and there’s an aircraft beside it that was taking a photo and just
happened to snap it at precisely the moment it broke the sound barrier
and there was some kinda, a, it looks like a big round...

Joel: Condensation cloud?

Tim: Yeah.

Joel: It's a low-pressure scenario where it develops a cloud around
the, somewhere around the body of the aircraft.

Tim: Joel, it is the most amazing photograph I've ever seen and I
would have swore that somebody Photoshopped it in!

Joel: Yeah, it's uh, I've got some pretty interesting photos of a B-2 -
my company built that aircraft as well - doing the same thing. Yeah,
maybe I'll send you some, if you are interested.

Tim: Oh, heck, yeah, man [ am so fascinated with these things.
Because this particular one, it actually looks like the aircraft is like
coming out of something.

Joel: Right, right.

Tim: Because it’s right around the tail, this round circle thing, but yet
there is no cloud behind it and no cloud in front of it, but yet it looks
like it is coming out of something.

Joel: Right.
Tim: And, so, it’s just really, really cool.

Joel: Yeah, they travel right with the aircraft or, you know, I've seen
them travel at low levels off Point Magu area for, you know, as far as



the eye can see with that cloud, you know, hanging around both
F-15's and F-14's.

Tim: Wow! Yeah, I was just thinking, you know, my gosh, the
airplane that was taking the photo had to be going at the sound barrier,
or had to be at that speed in order to do that.

Joel: Of course, yeah.

Tim: To take that... That’s really, really cool stuff. —Chime— So,
would you have any reason to look at something outside of that? In
other words, if you're totally completely happy with that; what you
feel you're contributing, what you're getting out of life financially, and
what you're not getting out of life - in other words, what you could be
doing with your time otherwise. If you're totally happy, then, you
know, we leave it at that. But, if there’s an inkling of something else
that you'd want out there, then I'd like to pursue something with you.
Would you have a reason to look at a business outside of what you
are doing?

Joel: Uh, yeah. I've thoughtabout it in the past, yeah, sure... and, you
know, I think about it every now and then, when I'm not swamped at
work, you know.

Tim: (laughter) “When it’s real bad [ start thinking about what else
could I do.”

Joel: Exactly. Stress levels get too high.
—Chime—

Listen to the way I get below his surface answer about that he had
thought about a business.

—Chime —
Tim: So what’s come to your mind, in terms of what you'd like to do?

Joel: Thave looked at potentially somewhere down the line, opening
up my own business, a consulting-type firm, that would consult to
aerospace primarily, dealing with project, project management.



Tim: Good. What's like stopped you from achieving that, or going
after that?

Joel: Life. (laughter)
Tim: (laughter) Life.
Joel: Life in general.

Tim: Is it financial, is it, you know, time-wise? What's kinda stopped
you from that?

Joel: I think it’s been a little of both of those and other diversions...
you know, I have a daughter, so, I mean, there’s life, kid issues, you
know, home issues that go on, as well as the job itself. Irealize that I'm
in the middle of transitioning, uh, the company has a lot of
opportunities at this point. So I'm trying to make the most of my time,
my age, everything that I can take advantage of right now to achieve
whatever that plateau is within the company.

Tim: Um-hum.

Joel: You know, then I have a goal, you know, at some given point to
perhaps pursue more of this consulting, uh, even maybe pull my wife
into it at some given point as well. All those things as well as, I'm not
exactly certain about financial, to be honest with you. I don’t know
that it would require, you know, it’s not like going out and opening up
a Starbucks franchise, which, by the way I don’t think you can open up
a Starbucks franchise, but you get my point, you know - you're talking
about a lot of capital outlay. I don’t think it’s that type of business,
nor does it require that type of capital. So I don’t know if that’s
necessarily a big factor.

Tim: Right, yeah, because there would have to be the survival
resources while you get the business up and running.

Joel: Yeah.

Tim: Where with a franchise, such as Starbucks, well... first thing
you'd have to do is just move the other five stores over a little bit so you
could squeeze yours in. (laughter)



Joel: Exactly. Right.

Tim: You know that would be the first obstacle. But then, of course,
you're going to have to get the employees, and you're going to have to
get the inventory, and then pay the space that you're going to be
occupying.

Joel: Right.

Tim: Things like that. So there’s those. But in consulting, you don’t
have those particular start-up costs, but you do have your living burn
rate that you have to run through.

Joel: Right. And the other thing is I have been involved in some
businesses in the past, that were... one was retail, and there is
overhead, a lot more overhead than a consulting type business. There
is all the worries of having all of these employees, if they are going to
show up on time. So certainly I would want to stay out of that kind of
business.

Tim: Right. I totally agree with you. (laughter)
—Chime—

I'm about to ask the key question in this phone call to get the relevant
information - why Joel would look at a business. Pay close attention.

—Chime—

Tim: And if you had this consulting business, do you think it would
give you the dream that you have? In other words, what is it that you
would say, “You know what, ultimately what I'd like to do is blank...”
and if that is living on a yacht. You know, if that’s too personal and
you don’t want to tell me that, that’s fine, but...

Joel: Well, I guess you're asking the question, what do [ want out of
this? Is that what you're saying?

Tim: Yeah. What does it give Joel?

Joel: Ah, it would give me more financial freedom which... I don't
know if that’s living on a yacht, or just having the ability to, at some



given point in my life, 10 years, 15, 20 years down the road, that, if I
choose, I can have a lot more... certainly [ would have a lot more
control over my own, you know, destiny from a financial standpoint.
Be able to leave maybe a... there’d be some legacy, more of a legacy, a
larger legacy for my, uh, children, my daughter. —Bell —

Tim: That's awesome, man.

Joel: To pinpoint it to, yeah, I want to live on the beach - well, yeah, of
course, I would like to live on the beach - but, you know, that's farther
down the importance chain.

Tim: Yeah. So leaving a legacy for your daughter as well as be able to
have just more control over your own time and your own finances are
right now what you can see as that you want to achieve.

Joel: Exactly.
Tim: And you feel as though the consulting business would do that?

Joel: Uh, Ithink it's a good opportunity to do it without being heavily
soaked with a lot of upfront cost.

Tim: Good, yeah, I can see that.
—Ring—

Alright! There were a lot of good lessons in that call. The primary one was how
[ use the direct approach. You also got to hear that I have one more sound for
you. I didn’t tell you about that sound before because I wanted it to surprise
you. That bell sound you heard is what I use to indicate that we’ve located that
very valuable thing our prospect wants! [ want to get your ears calibrated to hear
the exact moment when the prospect says their need, want or don’t want.
Because that is what a professional networker is all about. They find this thing
a person wants and they help them get it.

So my dream, Tim Sales’” dream, is that whenever you hear your prospects say
their real need, want or don’t want, that a bell goes off in your head and that
bell indicates that you can now be of service to someone. You can help someone
now.



Alright! (laughter) Can you tell where my passion is? Alright, let’s move on to
qualifying purchased leads.

Track 8:
Qualifying Purchased Leads

When working with purchased leads it's pretty straightforward. In many
respects, it’s easier to work purchased leads than any other - simply because
they’ve somewhat qualified themselves as to needing or wanting a business
(unless your lead source has given you lame leads).

The downside of course is that other people may have purchased this lead and
have already called this prospect; or something may have changed between the
time they filled out the questionnaire and when you're calling them. Again,
much has to do with your lead source. Some of the biggest names in the
business sell their leads 20 to 50 times each.

Once you have a good lead source the main thing you want to do is find out
why that prospect wants to own their own business — then of course help them
get it. I'll give you the qualifying scripts [ use, starting with the Greeting — so
you get the flow of it. The Greetings go something like this:

Scripts

“Hello, can I speak with John? Hi, John, my name is Tim Sales. You filled out
a questionnaire indicating that you're interested in a home-based business.”

Then the qualifying questions go something like this:

“I'm calling to find out if you’ve found what you're looking for?”
Or

“I'm calling to find out what type of business you're looking for?”

Or

“I'm calling to find out if what you want is a match with our business.”



Then further qualifying questions are:

“Do you have a particular business in mind?”

“Have you ever owned your own business before? If so, what happened with it?”
“What do you want to achieve by owning your own business?”

“How would you quantify that?”

“What things would you not want in your business?”

“What, if you heard it, would you go, ‘That’s what I'm looking for!"?”

Let’s go to a couple of live calls with purchased leads. On these purchased leads,
if you hear me reference that the prospect has indicated something or has stated
something — what that means is that when the prospect submitted their contact
information to the lead company there were a few questions that were asked of
the prospect, like, “What's the main reason you want a home-based business?”,
“How much money could you invest in a home business?” — questions like that.
So that’s what I'm referencing when I'm talking to the prospect. Hopefully that
clears up or prevents any confusion you may have.

On this call we'll pick back up on Nadira. She is the foreign doctor who was told
by the first person who bought her lead that she didn’t qualify. I think that
person needs to hear Professional Inviter - what do you think? From the
qualifying scripts I gave you just a few minutes ago, see if you can pick them out
in the live call. Remember, the reason you do the Qualify step is to find out
what someone needs, wants or doesn’t want.

Oy -
b —Ring—

Tim: Oh, well, I'm sorry, I am not that person and I am not calling in
regards to that person.

Nadira: Uh-huh, seems like [ had no chance to work at home.
Tim: Well...
Nadira: Uh-huh...

Tim: I disagree with that... (laughter)



Nadira: Well, yeah.

Tim: I think that there would’ve been several people who have said I
couldn’t have done it, but I ended up being able to. Uh, did he give a
particular reason why he felt that you couldn’t?

Nadira: Um, not really.
Tim: Alright.

Nadira: But you know, I just decided not to do it because, well, uh, I
try something else.

Tim: What are you going to try?

Nadira: Because I am foreign doctor, medical doctor, from overseas,
and I'm here getting my equivalence and in meantime I was looking
for a job, and I thought working at home was the best way for me to
doit.

Tim: Uh-huh. Any particular specialty that you have?
Nadira: Yes, GI, gastroenterology.

Tim: Ah, gastroenterology, yes. And so are you wanting to work in
that particular field here in America?

Nadira: Well, I was... yeah, that was my first plan, but you know, I
know it will take a long time to get there, like at least three or four
years and, you know, everything can change...

Tim: Sure.

Nadira: In four years, you know, you never know what'’s going to
happen, so.

Tim: Well, unless you make it happen - one or the other.

Nadira: That's true, that’s true, yeah, I wanted to do something at
home, but related with at least the medical field.

Tim: Yes. Where are you from originally?

Nadira: Algeria.



Tim: Nigeria?

Nadira: No, Algeria.

Tim: Algeria.

Nadira: Yes, it's a, I am sure people know more Morocco.
Tim: Yes.

Nadira: You know Morocco. It’s just east of Morocco.
Tim: Oh, okay, how long have you been here in the States?
Nadira: Now it’s my second year.

Tim: Your second year?

Nadira: Yeah.

Tim: So what have you been doing for the last couple of years here?
And if I ask something too personal, just say, “That’s too personal,”
okay...

Nadira: No, [ came here because of the situation in my country and I
have a daughter, so I wanted her to have a better education.

Tim: Uh-huh.

Nadira: So, ah, and my husband is still in Algeria. He’s a doctor, too.
Tim: Uh, well that...

Nadira: So, that’s how, you know.

Tim: Well, that must be difficult that you two are apart.

Nadira: Exactly. Yeah, uh-huh.

Tim: Does he have plans to come here?

Nadira: Yes, yes, uh-huh.

Tim: Any particular date, in other words is it...

Nadira: Oh, not right now, not right now, no, no, no, yeah.



Tim: Well, um...
—Chime—

As you can easily tell we have accomplished the Greeting - she is
talking freely and openly to me. Now listen to my next question; it
pulls out her reason for wanting to work from home.

—Chime—

Tim: Let me ask you this; what particular reason is it that you would
most like to work from home?

Nadira: It's because of my daughter. And, as I told you, my husband
is not here.

Tim: Yes.

Nadira: So, you know, she’s at school and to me it’s better if I can
manage work and family. —Bell —

Tim: Oh, of course. How old is your daughter?
Nadira: She’s eleven.

Tim: Oh eleven, no kidding!

Nadira: Yeah, uh-huh.

Tim: Ah, so what, she’s just now going into... ah...
Nadira: Middle school.

Tim: Six grade, seventh grade?

Nadira: Yeah, middle school.

Tim: Yes, oh...

Nadira: She’s starting her first year there.

Tim: Big step!

Nadira: Yeah, yeah.

Tim: I bet you're very proud of her.



Nadira: Absolutely, and she is a good student, too. We are very proud
of her. .

Tim: Oh, oh, that’s so fantastic.
Nadira: Yeah. —
—Ring—

Did you hear that when I got her to say her want, that she seemed to be smiling
when she was talking about her daughter? Did you hear the pride she has with —
her daughter? Did you hear the frustration of not being with her husband? She
needs help. And that’s good - because that's what I do. —

This next call is with a lady named Ruth. As you’'ll hear, she just opened right
up and told me exactly what she wants in a business. If you tune into me, you
can hear that I'm trying to write everything she says. Then I circle back around
and fulfill the Greeting with her.
O .
b —Ring— o
Hello?
Tim: Hello, is this Ruth?
Ruth: Yes.

Tim: Hi Ruth, my name is Tim Sales. Did you fill out a questionnaire T
on the Internet having to do with working from home?

Ruth: Yeah, several.

Tim: You did several of them, uh? -
Ruth: Uh-huh. I want to see which one is the best one for me.

Tim: Alright. Well, what is it that you're actually looking for?

Ruth: Uh, something that I can sell that people want and that also
creates residual income, and that I don’t feel like it’s, you know, junk.

Tim: Alright. And what would define “junk” to you?
Ruth: Uh...



Tim: Thave my own opinion of that, but I'd like to hear yours.

Ruth: You know, stuffed animals, Beanie Babies, knick-knacks,
whatnots. You know, things that are a passing fancy.

Tim: Gotit. Alright, well, if you're going to create a residual income,
you’d want to make sure that it stays residual more than a week or
two, huh?

Ruth: Exactly! Something that people, you khow, need to keep
replenishing would be the best thing.

Tim: Alright! So, have you... have you had your own business before?
Ruth: My husband and I run a farming business.

Tim: Run a farming business - what do you farm?

Ruth: Ah, grain.

Tim: Alright!

Ruth: Well, actually he’s my ex-husband, but we still work together.
Tim: Are you still buddies?

Ruth: Uh-huh. Might as well be!

Tim: Might as well.

Ruth: Uh-huh.

Tim: You were married, might as well be buddies.

Ruth: Yeah, we were married, might as well be friends.

Tim: (laughter) That's awesome! So, farming is pretty much it, or did
you do something...?

Ruth: No, that was, you know, that was his... [ mean, [ grew up on a
farm all my life. So, you know, it was kinda obvious that I'd marry a
farmer, but I did other things. I'm also a CNA.

Tim: CNA?

Ruth: Certified Nursing Assistant. And I've also been an administrative



assistant, for not just this company, but for a nursery of roses and
plants, and shrubbery, and things like that. So, I've had various... and
sales, and things like that throughout the years, before [ married my
husband.

Tim: Ah, what kind of things did you sell?

Ruth: Car phones.

Tim: What is it?

Ruth: Car phones, you know, when they used to have to install them?
Tim: Ah, okay.

Ruth: Remember that?

Tim: Yeah.

Ruth: For Cell One. But then they merged with Comcast, so a lot of
people lost their positions.

Tim: Ah, okay, good. So the components you're really looking for in
a business would be a business that would have something you can
sell that you could make a residual income on, and the product needs
to be something of value, um......

Ruth: Exactly.
Tim: ...and that people want it.

Ruth: Yeah.

Tim: Alright. What you wrote down was that the main reason that
you were looking for a business was to be your own boss.

Ruth: Exactly.
Tim: Right, so that’s like the main point of why you want...

Ruth: Well,  mean when someone’s their own boss, they work harder.



—Bell -

Tim: Thank you.
Ruth: You know?
Tim: I agree.
—Ring—

Okay, did you notice that on my first question she just opened right up and told
me what she was looking for? That’s a great prospect. Then I fulfilled the
Greeting by asking her about what kind of work she’s done in the past and that’s
when the conversation about her husband came up and several others, which
showed that we had a good rapport with each other.

This next call is one where I was unsuccessful at getting the Greeting at the very
beginning. So listen how [ was able to work back in and then fulfill the Greeting.
Oy -
b —Ring—

Hello?

Tim: Hello, is this Yen?

Yen: Yes.

Tim: Uh, do you pronounce your name Yen?

Yen: Yes.

Tim: Okay, I didn’t want to mess it up there.

Yen: It's okay.

Tim: My name is Tim Sales, and I understand that you filled out a
form over the Internet.

Yen: Uh, today?

Tim: Ah, yeah, it was probably today. Having to do with a business
you could work from home.

Yen: Ah, yes, that’s right.



Tim: Alright, what is it that you're looking for? Do you know?

Yen: Um, well, um, I don’t know, do you... I don’t know what options
you guys have. I don’t know. '

Tim: Okay. (laughter)

Yen: I mean, [ just find it in the Internet and I'd like to see... find out
what it’s about.

Tim: Alright.
Yen: I don’t know, give me a list or whatever.

Tim: Okay, so whatever it is that I give you, you'll say “Okay, I like
that,” or “I don’t like that,” “I want that,” or, “I don’t want that,” huh?

Yen: (laughter)

Tim: Alright. Um, I got the form that you actually filled out and I see
that you want to spend more time with your family?

Yen: Yeah, that’s the goal, yeah.

Tim: Alright. So, do you currently work like away from them?
Yen: Yeah, 'm currently working right now, yes.

Tim: What kind of work do you do now?

Yen: I am a graphic designer, myself.

Tim: A graphic designer.

Yen: Yes.

Tim: Alright! Do you specialize in any particular field? Quark or
Photoshop or...?

Yen: Ah, yeah. Actually Quark, In Design, Photoshop, Illustrator, all
of that.

Tim: Oh, okay.
Yen: All the products.

Tim: So, do you do a lot of print work, or more web work?



Yen: Uh, mostly print work, print work. Occasionally I do interact
with the website.

Tim: Uh-huh.

Yen: I mean, try to, you know, put things in the website, but not full-
time.

Tim: Alright. So, do you work for somebody or are you freelance?

Yen: No, right now I'm with an organization that I, you know,
working right now and, you know, just try to get something aside,

maybe [ can get some more money, because this is not enough.
—Bell —

Tim: Tunderstand. You have a... a family as in children?
Yen: Yeah, I have two kids.

Tim: You have two kids?

Yen: Yeah.

Tim: Ah, how old?

Yen: Five years old, the boy, and 15 months.

Tim: Fifteen months?

Yen: Yeah, the girl.

Tim: Oh wow. Oh fun, it’s a lot of fun, and I completely admire the
fact that you do want to spend more time with them. The information
that you filled out there was you could work 11 to 15 hours a week,
right?

Yen: Yeah, that was the one I think I could manage, having my full-
time and spending longer hours in the weekends and weeknights, I
guess.

Tim: Right.
Yen: Whatever is working at home.

Tim: Good. Yes.



—Ring—

Could you hear how he just slipped in that “not enough” statement? Well, how
could you miss it when I hit you in the head with that bell in there, huh? See,
he has two kids and he doesn’t have enough money. Now his bigger need could
be he wants to be with the family - but what caused me to focus on money was
his fearful laugh when he said, “Not enough.” He’s concerned about that.

Alright — that’s a valuable list of scripts there. Remember, all these scripts I'm
giving you are not just things to say, but have been worked and perfected to get
results and minimize objections. And you can hear with your own ears that
these scripts work — have you noticed that there hasn’t been one objection yet?
I'd recommend you learn and use these scripts.

Determining Qualification

Alright, the last thing about Qualify that I'm going to discuss here is how to
determine if your prospect qualifies.

The absolute answer on this is, if they’ve stated a need, want or don’t want that
your business can fulfill, they qualify for an Invitation. This is, of course,
assuming that you’ve done a good Greeting and they indeed are speaking freely
and openly to you.

One point to emphasize here: At this point in the Invite you don’t know yet
whether the prospect qualifies for your business or not. All we know at this
point is whether they qualify for an Invite. We need to get them to look at the
industry and want to participate in it. And then we want them to look at our
business and if they like that — then they qualify for our business.

So all you're qualifying them for at this point is whether they have a need, want
or don’t want for something your business offers. If they do, you Invite them.



NOTES:
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