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FOLLOW.THROUGH

Track l:
Follow-Up Basics

The purpose of the Follow-Up is to re-contact your prospect and move him or
her towards what they've stated they need, want or don't want. The purpose of
the Foliow-Tfuough is when your prospect indicates readiness to act (oin, enrolf
sign-up); then you follow through by delivering all he or she needs to get what
they've stated ihey need, want or don't want. This starts with completing
simple distributor agreements, getting products or signing them up for services
etc., then moves on to training them how to do each step of the business.

Being effective at Follow-Up depends on the previous step of the Inviting
Formula - Close to Action. When you closed your prospect to action, they
agreed to do some things, and you agreed to do some things. One of those items
r,vas for you to re-contact them at a scheduled time.

Do that. That's follow-up.

You may need to follow up or re-contact your prospect several times to get them
to the stage where you follow through with them.

Now, I'm not going to pretend that follow-up is fun. It most certainly is not. The
reason it's not fun is because here is where you're going to get the objections.
And here is where prospects who don't have the ability to communicate will
avoid your phone call. But follow-up is a requirement to your success.

I've identified three main areas about follow-up that need to be understood in
order to be successful at it - therefore sllccessful at network marketing.

1. Close to action well, and your follow-ups will work out a lot better.

2.Do foilow up. Most network marketers (and salespeople for that
matter) don't - that's why most don't succeed.

3. It's not you. I know that doesn't make an ounce of sense - but listen
on and it will.
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I wrote a piece in a newsletter that I want to contribute here, because I think it
will help yolr see the big picture of what follow-up really is. So let's just picture
what's going on here. ' ,

Mr. Prospect has this need lwant. For this discussion I'm going to say he needs
money and get what he calls "breathing room." I could interchange time or
anything else here, but for this discussion I'm going to use money. So

Mr. Prospect is very, aery worried about his credit card bills. He's gotten himself
in over his head. There was a time when he didn't have credit card biiis. He
could pay off the credit card the same month the charges came in.

Once or twice he charged something that required two or three months to pay
it off. He used a little bit of discipline and reduced his expenses in other areas
and with pride he sent in the payment and paid it all off. And then at some
point he sunk too deep and wasn't able to pay it off in a month or two. F{e's now
in debt and has been for years. But Mr. Prospect has pride. He is completely
convinced he will pay it off. So convinced, he starts erecting even more
determination. His determination is so strong that it has acfually become "Walls
of determination." What do I mean by "Walls of determination"? Well, he starts
making very strong statements such as, "I will not spend any money on
anything I don't need!" He says to his family, 'Alright, family, we need to
tighten down on spending money." He's always making the statement, "We
can't afford that."

His wife asks, "Honey, can we go to the movies tonight?" He responds, "Good
grief ! Can't you see we can't spend any more money!? The debt is killing us!"

A postcard hits his mailbox about making money from home. He calis and
leaves a message that starts with something like this, "I'm just curious about
this.. ." on. your message machine. You call him back. You do a good Greeting
and Qualify. He doesn't express ali this grief he has - remember, he's got pride.
He wraps all his grief up in a tiny statement like, "Just looking to make some
extra cash."

The whole time you're talking, he's got one thing on his mind: "What's this
going to cost me?" If it costs anything he's going to put that wall of
determination between you and him. This "What does it cost?" question doesn't
come up because you're moving right through the Inviting Formula and the
formula was created with the purpose of minimizing objections. You conciude



that he does in fact qualify and you invite him to look at an online movie. He
agrees and you schedule a time to follow up.

You call at the designated time - he doesn't answer the phone and doesn't return
your phone call. Yott think it' s you. Yo u thirlJr. he' s turning you down. You think
you need to go back to the drawing board because, "This thing isn't working."

Networker - Mr. Prospect needs your heip. FIe's trapped himself behind his

wall of determination! You need to help him get around, under, through, or
over this wall... which requires you to continually follow up with him. Don't
sit around looking at your issues and dreaming up all kinds of stuff - it's not
you. That was point number three that I mentioned earlier - it's not you.

Cali the man back. Cail him agairy call him again - and keep calling'til you reach
him - hold his hand and walk him through his wall. That's what Follow-Up is
ail about. It's not fun - but it's honorable. When thinking about, or dreading,
"Doing the numbers," remember that every number is a human being. Help
that human being. And then, follow-up is a lot easier.

There are going to be many times when you are not going to be able to get your
prospect around his wall, whatever that wall is. That wall could be time, that
wall could be not interested in MLM, it could be that he just doesn't want to
work with you. But the point is, yon must keep trying to help him. I'm going to
give you suggestions a little later about how often you follow-up and when you
cail it quits on following up with a specific prospect - but I want you to see the
big picture of what you're really trying to accomplish with follow-up and let the
"big picture" be your guide.

Track 2:

Follow-Up Procedures

* The procedures to do a correct follow-up are as follows:

1. Refresh your memory. Before your follow-up call, briefly refresh
your memory of the prospect's needs, wants and don't wants. As
stated earlier, this gels andkeeps your prospect's attention.

2. Put caller ID block off.Whenyou call your prospect at the scheduled
time, you want him or her to know it's you.



3. Call at the scheduled time. Don't be late or early.

4. Be prepared to leave a messagg. Don't be surprised by an answering
machine.

5. Greet prospectbriefly. "Hi, Mark, did you have a good day today?,,

6. Qualify and prompt. You qualify your prospect by asking if he
watched the movie. If no, handle that (i'11 discuss that later). If yes
(meaning the prospect did watch the movie), ask the prospect if he
found the movie educational. Normally you can briefly add your
own experience here to prompt the prospect, such as, "Do you
remember the part about the basketball moving through the garden
hose? That really made a lot of sense to me - what did you think of
thatpart?"

7. Merge their needs/wants/don't wants with the movie. Remember,
you refreshed yaur memory of their needs/wants/don't wants in the
first step. Merge those with something in the movie. An example
would be: "You know when you told me that you really wanted to
spend more time on the golf course? well the section on leverage
was what prompted me to send that movie to you. Did the leverage
part make sense to you? Can you see why I wanted you to see the
movie?"

8. Merge your productlservice to the trends discussed in the movie.
Here's an example: "In the discussion on the basketball through the
garden hose, the gentleman mentioned the future trends. one of
those trends was health. Do you see health as being a big trend?
Well, that's the trend we're taking advantage of by offering people

" (Then insert whatever it is that your product does to
make people's life better.) Such as... a way to increase their health.
"You can see that there are a billion people who are getting old right
now and they want their health back. Do you take supplements?
What's the number one reason you take them?"

Let's do a couple of live calls. We'll start with Tisha. She's the sharp lady I met
in the gym. She brings up some very good topics that I think you can really
learn from.



.IR
-Ring-
Hello? , 

.

Tim: Is this Tisha?

Tisha: Yeatr, it is.

Tim: Hi, Tisha, this is Tim Saies calling, how are you?

Tisha: Good. How are you?

Tim: I am doing good.

Tisha: Good!

Tim: Ah, so your day going well?

Tisha: So far, but it's still early.

Tim: Yes, it is indeed. so did you get a chance to watch the movie?

Tisha: I did.

Tim: Ah, good girl! You did your homework.

Tisha: I found time, it was like 10 minutes before this phone call, but
I got it.

Tim: Oh, good.

Tisha: (laughter)

Tim: so tellme, did you... is there a particular part that you liked?

Tisha: To be honest, there wasn't aparticular part that rang true with
me. But I got the overall concept of how different customers and their
spending habits and what's important to them, and what they value
are so uniquely different that I think it's caused me to go back and take
another look at my business plan. Because you know, I perceive if you
have a great product, everybody's going to want it. well, it doesn't
seem to hold the same value to various types of customers throughout
various types of generations. So I got that, and that I think probably
held more significance to me than anything. So that I can go back and
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do that kind of reassessment and re-address who I think my target
audience should be.

Tim: Oh, good, good. ' '

Tisha: Yeah.

Tim: Can you see why I thought of you as it relates to you being able
to get back this thing that you want called "Tirrre"? There was an
example that I gave at the end about if you have 50,000 peopie and
each of those work for one hour, then you're being paid on 50,000
hours. If you were to wake up tomorrow morning and try to put in
50,000 hours tomorrow, it would be kind of hard to do, right?

Tisha: That would be a long day!

(laughter)

Tim: And so could you see now how, as it relates to time, that that's
how you actually get more of it?

Tisha: Yeah, I do, but if I can be honest,I've had this perception and
it's kind of a stigma - and it's just perhaps only my perception - of
individuais have approached me for various things, you know,
Pampered Chef pafi!, consulting, Mary Kay, you know, this that and
the other; and I have this perception of these individuals that I didn't
want to have the same association or have any of my friends or
cnstomers or anything else perceive me thatway. And it seems to me
that a vast majority of them either don't believe in the product they
sell, they're not knowledgeable in the product that they sell. They
don't really hear you; they're pushing a product and when you say
no, they still don't hear that, they just keep pushing. And so, you
know, they call at all hours of the night, irrespective of yoLlr time,
there's no appreciation for that and I just... I get really turned offby
that, that pushiness. It's a salesmanship, not a profession. But I'11give

you credit, with the video that I saw, it seems like the approach that
your group or what have you is taking is a iot more professional-based
than what my past experiences have been. (Sirens)

Tim: I'm sorry for the. . .. (laughter) for the fire truck that is driving into my
living room here. (laughter) If you could just restate what you just said.



Tisha: Well, yeah, the website, you know, it just seemed that that
approach was a lot more professional, it seemed more thought out,
like there had been some integrity.behind what you guys were seeking
to do, instead of the, you know,7:00 phone call right in the middle of
dinner, you know - it just seems to have more of a professional flavor
to it.

Tim: Oh, you're talking about the movie itself.

Tisha: Yeah.

Tim: Well, thank you for that, that's quite a compliment. If you don't
mind, can I just, not like retaliating or anything like that, but just reaily
more acknowledging your observation of something?

Tisha: Okay.

Tim: On those things you brought up (you said them pretty quick,
but I was trying to capture them alil); a few of them were they don't
believe you when you say no, they don't listen to you when yolt say
no, they are too pushy, and they call at all hours of the day and night,
not respecting your time.

Tisha: Right.

Tim: Right, that isn't necessarily an industry.

Tisha: Ob I understand that, I do.

Tim: Right, good. That's an individual. And an individual's choice.

Tisha: Absolutely. I believe that an individual has a responsibility to
have the integrity to know, you know, their discipline and to prepare
themselves and train thenrselves for it. And it's a personal choice if
they take that initiative or that they don't. And so, unfortunately, I
think I've just been coincidentally the recipient of all of the individuals
that don't There's just a whole bevy of individuals that I realize it's
not an industry and I've just probably been coincidentally subjected to
the poor ones. But, I have, and so because of that, I have this perception
of them and unfortunately, I didn't want to participate in something
that might potentially give someone else the same perception of me, in
that manner.
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Tim: Right. And if you called somebody at 8:00 on Saturday morning,
and if you called somebody at 7:00 p.m. in the evening when they're
having dinner, and if when you t?llk to somebody,you'renot listening,
you're somewhere else, or just saying, "Yeah, yeab yeab say what you
are going to say so I can say what l'm going to say..."

Tisha: Right.

Tim: You know, if you do all those things, then you're going to
basically be the same thing. And it's important, Tisha, to separate out
and say, okay, which part of this is an industry issue and which part
of these are individual issues. Those are people who a) didn't receive
training; b) didn't listen to the training.

Tisha: Uh-huh.

Tim: But the fundamental of the industry itself is it moves a product
to the end consumer, right? So whether it's a vitamin or it's a

kitchenware - whatever it is, it's a product moving to an end
consumer.

Tisha: Right.

Tim: How many commercials or advertisements in some kind of a
way do you think you get in a day?

Tisha: Hard to say - some of them are subliminal, some are blatant.

Tim: Well, if you think audio, radio, TV, Internet, signboards.

Tisha: Obviously, att uneducated guess would be 50 to 100 a day.

Tim: Okay. And so if one of those is network marketing, view it in the
total. In other words, a lot of times you think, "Ok! well there's all these

people." Well, all they're doing is trying to rnove a product to a consumer.

Tisha: Uh-huh.

Tim: Just like, if you iisten to the radio and you're hearing something
on the way to work, they are, too.



Tisha: Right.

Tim: So it's just another method.

Tisha: Sure.

Tim: Now, when you get a customer, you're going to earn income
from that particular customer for as long as they are your customer.
And if the product is consumable, then you get to keep earning that.
And so that's the reason people are out there trying to do it - it's just
that they don't have a lot of technique when they're actually doing it.
And so you would be different, correct?

Tisha: God willing! (laughter) And that's... I11 tell you, that's some
concern as well, because I know that I dohave the integrity, that when
I'm going to approach something that I'm going to give it all of the
time and dedication that is necessary. So there's some trepidation
about, you know, one more pursuit. Because this one more pursuit
requires my time; it does require my dedication and that seems so
limited as it is, you know, that obviously, looking in the long term,
you know, what am I gaining? Ultimately, will this provide me more
and so forth? Yeah, it probably would. I just feel so pressured with
the limited time that I do have now and everybody seems to need or
want more of it and there's less there for you. You know, there is that
reservatiory so...

Tim: Okay, good. Thank you for sharing that with me. And do you
remernber this little piece of paper that we divided into three parts?

Tisha: Yeah. (laughter)

Tim: Okay. A hard thing to get out of your head once you see that, by
the way! (laughter) And on the right-hand side we had eight hours of
"stuff," right? Now, some of that stuff is important. But if what you
do is that you dedicate that block of eight hours that you can do - let's
say that you can carve out two hours in a day - to actually contribute
to gaining you back more of the other eight hours that you spend at
work. And I'm not trying to demoralize or anything - I'm just saying
that what that's going to do by you being there every single day, is
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that it gives you the short-term benefit of having income, but not the
long-term benefit of having your dreams and goals and financial
security.

Tisha: Right.

Tim: And so if you can take a block of that eight hours on the right-
hand side, work until you gain more of that eight hours that you were
working for somebody else -now you've got16 full hours that you can
work towards creating your dreams and goals. You know, at the
immediate front, you see,, "This is another thing to add to my already
busy schedule." But the difference is, this one is contributing towards
long term.

Tisha: Right.

Tim: And it didn't take me long; it took me four months to do that.
Four months in the total of things, where I had been in the miiitary for
ten years. So ten years worth of effort and then in four months I was
able to create that same thing. Now I'm not saying that you would or
anything else; I'm not trying to give you any kind of, like, promise.
It's just that that is where I gained back that middle block of time.

Tisha: Um-hum.

Tim: And so that's the difference. Did that make sense?

Tisha: Yeah, it does make sense. I think to go inside - not that I'm trying
to provide you exclrses for anythirg - buf you know, aside from the
time trepidatiory there's always the trepidation as well as, you know,
"Is this the right decision for me?" A11 the time I've invested in work
and school, and those types of things to get me where Iamnow;putting
those aside and pursuing this other venture, how much risk is it if I fail
miserably? You know, am I going to blow everything that I've done to
date to get me where I am? Because you can't predict what's going to
happen in the future - whether this decision is a good decision for you
or not. You know, there's some reservations there, too.

Tim: Well, doyouhave the ability to look and decide what your future
is going to hoid? In other words, you might not be able to predict the



next time the earthquake is going to hit California,but what you can
predict is whether or not this would be a good logical avenue for you.
Because what you haae alrdady determined... how long have you
worked in project management?

Tisha: Since I was 19, so 15 years.

Tim: Fifteen years.

Tisha: Yeah, I mean in increments. I went through... obviously I was
not always at this caliber, but...

Tim: Yeatu and if, Tisha, you're totally huppy where you're at now,
and looking forward you say, "You know what? Within five years I'm
going to be at this particular position and that is my dream inlife," then
I would say don't stop what you're doing!

Tisha: Yeah.

Tim: But if you look at it right now and you go, "Wow, the best years
of my life I'm not spending the way I want to spend them." Yorr know,
because it is a fact that the older you get, the less marketable that you
are in terms of "for society." And all you have to do is look at the
people who are 65 and plus, and look at the jobs that they occupy.

Tisha: Yeah.

Tim: Right?

Tisha: Wal-Mart greeters.

Tim: Yeah. (laughter)

Tisha: I1l be honest with you, Tim, the job I'm in is not my dream job.
I mean, I fell into the type of work that I do, and I just happened to
catch on and I did okay and you know, I'm sure you understand the
whoie scenario. Somebody saw that I did okay and gave me a little
more work to do, a little harder and a little more difficult/, and I did
okay at that. And so, it's just been this natural progression. At some

point in life, you know, the lights went on and said, "Okay. Well, I
could make more money if I worked a little harder and acquired the



credentials that it takes to get me to the next level." And so I did that,
and I sought the time to get there and did it. So I guess I'm trying to
tell you is that the reservation is... is there's some concern that is
everything that I've done to date going to be superseded now and of
non-value because I've jumped into this new career? But I can't
necessarily foresee the outcome of it. I mean, one, because I don't
obviously understand what the product is or what the training is or,
you know, what the requirements are for it. But it's kind of a rude
awakening when you find out that you've spent 15 years doing
something that potentially hasn't had much value and to change
within the course of four months. So...

Tim: Alright. Well I'm going to bring up an analogy that you're going
to love, because you're a female, okay?

Tisha: Uh-oh! Okay.

Tim: I'm going to pretend that you are like with your husband and
you're driving down the street and you have this feeling that you're
going the wrong way for a long time. So, the question is, is how far do
yoll go down the wrong path before you turn around?

Tisha: (laughter) It's funny you bring that up - I do that quite
frequently!

Tim: (laughter)

Tisha: I went to take my husband out for his birthday dinner and I
drove, he fell asleep in the car, and ten minutes before our reservations
were supposed to be ready, I realized I'm on the wrong freeway. So

that rings true farther than you realize! ....(laughter) But, you're right,
I do see what you are saying, the more time I spend on this career that
does or doesn't help me realize what it is I'm trying to realize, the less

time I have to dedicate in the future. So...

Tim: Does it? In other words, that's kind of like at some point we're
going to have to get to that decision point...

Tisha: Right.



Tim: Does it give you your dreams and goals?

Tisha: Right.

Tim: Does it?

Tisha: No, it doesn't.

Tim: Okay.

Tisha: It satisfies the requirements of today. it pays the bills, it allows
me money in my pocket and savings - but beyond that, you know, we
do okay! we're not hurting for anything, but it still doesn't allow us
to go beyond that. So...

Tim: Alright.

Tisha: I'm interested in what you have to say. I genuineiy am. But
there's just this inherent trepidatiory that's all.

Tim: And it's okay. And I welcome it and I don't discourage it at all
* and please, every single time you have any of that skepticism or
trepidation, anything at all, bring it up. Because...

Tisha: You know, everyone has fear of the unknown. So I think that's,
you know, in its truest form, that's all it really is.

Tim: That is all there ls to fear.

Tisha: Yeah.

Tim: Because once you look at the thing, it's never as scary.

Tisha: True!

Tim: (laughter)

Tisha: Plus you transcend to... you know, you start to understand
what it is and so the unknown factors aren't there any longer either.
So....

Tim: Yeah. In other words, I was forever afraid of the people who
lived under my bed as a kid.



Tisha: (laughter) Yeah, it was sharks for me, but yeah.

Tim: And once my mom made, me clean under the bed about four
times, I realized there's nobody there.

Tisha: Righf right.

Tim: (laughter) But I lived with fear, leaping off my bed and almost
reaching the bathroorn from jr-rmping from my bed so that they
couidn't reach and grab my feet!

Tisha: Yeah, yeah.

Tim: Okay. So if it's okay with you, I would like to tell you a little bit
about the company. In other words, I'm assuming here - and I don't
want to assume without you following along with me - but I am
assuming that you have at least enough interest in terms of the
industry itseif, provided that we do it in a professional way and
provided that I supply you with very effective training, that I am
assuming that you are satisfied to that point and then the next would
be for us to take a look at the company itself

Tisha: Yeah.

Tim: And the products they are going to have to be - you know,
products that you approve of and desire, and feel as though that other
people should also have it.

Tisha: Yeah, because I don't think I would be a real good salesman in
encyclopedias. You know, I can access it on the Internet now, there's
not really a value that's behind it. But if it's other stuff that relates to
more along the lines of what I do, I mean, I could probably get behind
the product. So yeab I d be interested.

Tim: Cood, so there's a website that I want you to take a look at, if
you want to write this down.

Tisha: Okay, I can do that.

Tim: It is -Chime-. Sound like a plan?

Tisha: Sounds like a plan.
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Tim: Alright, so thank you so much for all that you've shared with
me in terms of, you know, some of these things are personal and I
appreciate it. But we will mArch on from here.

Tisha: Sounds good.

Tim: Alright, Tish, thanks so much.

Tisha: You bet. Bye-bye.

Tim: Alright.

-Ring-

Track 3:

Follow-Up Live Call - Ruth

This next call is with Ruth.

In the section that follows these live calls, I will discuss the procedures for
leaving messages. On this live call, I've included a message I left on Ruth's
answering machine. Then she called me back. So the call will pick up shortly
after I answer the phone. Ruth's call went very well. Remember, she was the
lady who, as soon as we got on the phone, she immediately opened up and
started telling me what she was looking for in a business. What I want you to
hear in these live calls is how I make the transition from Brilliant Compensatiort@

to my company. What you zuon' f hear is anything specific to mv company. I
tried to leave as much of the call intact as I could, but I cut out anything I say that
is specific to my company, because I don't rvant any information in Professionnl

lnaiter that might seem promotional towards you. That's why I cut it out of the

call. Again, what I want you to learn is how I use Brilliant Compensntion@ to
transition to the specifics of my company.

g 
-Ring-
Answering Machine: Hello, no-one is available to take your call,
please leave a message after the tone.

Tim: Hi Ruth, Tim Sales calling you. I am available, if you want to call
me back. I am at202 -Chime-. Again 202 -Chime-. I will be
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pretty much in and out all day, and try to reach me and if not, I'11 try
to reach you as well. Alright, take care. Bye-bye.

Tim: (Answering phone) Hey, this is'Tim.

Ruth: Hi, Tim, it's Ruth. How are you?

Tim: I'm doing good! How are you doing?

Ruth: I'm okay. Sorry I had to run out, you know, farming, it's harvest
season, so you never know.

Tim: And you're in grain, right?

Ruth: Yes.

Tim: It is harvest season.

Ruth: Yes, it is.

Tim: Alright. So did you watch my little animated character?

Ruth: Yes, a couple times.

Tim: So, what did you think of Brilliant Compensation@?

Ruth: I thought it had all the earmarks for success, I guess, depending
on what the product is. You know, it sounds good. I meary you got
original products, you got residual income, consumable products, no
employees. But, you know, it does concern me about getting people
onboard that want to do it. You know, uniess it really intrigues me, I
don't see where it would really intrigue somebody else. I guess it
depends on the product, you know.

Tim: Uh-huh.

Ruth: But I mean it sounded like it had everything it needed, except
for, "What's the product?t' -*.

-Chime-
An additional question Ruth asked me was how to interest other
people into the business. We'llpick back up with me answering her.

-Chime-



Tim: So here's the whole reason that I send that particular movie out
first. Many, many times, Ruth, peopie do not know how to evaiuate
a business. ' ,

Ruth: Exactly.

Tim: And so I am trying to tell them the assets, if you wanted to call
it that, or the good parts of a business...

Ruth: Uh-huh.

Tim: And they don't know how to eaaluate a business. And so that's
the first thing that I send out; is that I want them to know how to
evaluate a business. Alright. From that then the rest of it I can then
explain and it makes logical sense.

Ruth: \'eah.

Tim: And so...

Ruth: But, you know, you're explaining to me that basically you're on
the front end of this market. You're one year into a 15-year patent, so

you have originality.

Tim: Uh-huh.

Ruth: You know, we're in the baby boom era and baby boomers do
spend more money in a lot of areas. I know, you know being 44,I do
myself !

Tim: Sure.

Ruth: You know, and I'm at that area where I'm concerned about
healthcare and I'm concerned about aging and the way I look, and
vitality and dah, da, dah, da.....

Tim: Correct.

Ruth: You know, so...

Tim: Very good.

Ruth: I would think, yeah, you'd be more on that end of i! you know,
versus someone on the lower end.



Tim: Right. And that's what I try to establish first with the basketball
moving through the garden hose * is for people to, first and foremost,
realize that trends is what dri{zes a. market. That's the first part,
basketball going through the garden hose. And everybody, when they
age, from cradle to grave, they all buy similar types of things. The first
thing a baby needs when he's borry is food; the second thing he needs
is diapers; the third thing that he needs is shoes, and then he goes into
toys, and then he goes into music, and then he goes into cars, and then
he goes into... In other words, it's just like this logical transition

Ruth: Oh yeatr, I have four teenagers. Well, older than teenagers.

Tim: Huh, youknow what it is that people need. Alright, the second
thing that I like to have people to understand is that you go a little bit
deeper into trends and you say, alright, now, you can sell bowling
balls and there is a stage that people are going to go through where
they might bowl. But yet how often do they re-buy a bowling ball?
So, that's the reason that ....

Ruth: I don't know how often does everybody iike bowling? I hate it!

Tim: Yeah. But the point is, is that once you look at trends, then the
next thing is - is it important to have "consumablllty?" Well, if I'm
going to go through the effort of marketing something, then what I
would like to have is, is that I don't have to resell them every single
month, or every year, or every three years or six years, like a car or
whatever it is. So I like to do it one time and then have repeat business.

Ruth: Exactly.

Tim: That's where that part is. And then I move forward with
bringing in the logic of - you can hire employees, and that is normally
where a business person comes in; they'll try to do it all themselves
and then they say, "l can't." And then the next step that they try to do
is they say, "I want to hire employees because I can't do it a11." And
then as soon as you hire employees and you train them correctly, if
they have any entrepreneurial spirit, they're going to turn right around
and take your business from you.
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Ruth: Yeatu of course, that makes sense, you know with your pyramid
going down, and they're not employees, and basically they're brokers
themse1ves... '

Tim: Yeah.

Ruth: And they're in business for themselves, and you times the

manpower times the hours and of course r f oa could never do it
yourself.

Tim: Right.

Ruth: You know, all that makes sense!

Tim: Okay, very good. So that's the reason that I like to have people
first see that before I really get into depth on. ..

Ruth: Yeah, yeah, it makes sense.

Tim: ...what my offer is, if you will. Alright, so moving into my
particular company and the reason that I participate in this particular
company is because, number one -Chime-, dt the end of any

successful business is a consumer that needs a product and a product
thatmeets that need. Okay? And so there is a big, big value in terms of
that the product is good. Now we can... -Chime-. Do you know
what an antioxidant is?

Ruth: I surely do.

Tim: Alright. If I was a 10-year-old and you were explaining an

antioxidant, what would you say it does?

Ruth: Oh, IA say it would be like a monster gobbling up boogeymen.

Tim: Alright. Excellent!

Ruth: You know, and once it gobbles them allup, then you're safe.

Tim: Cood, and you're safe from what?

Ruth: Free radicals.

Tim: Very good, and what do free radicals do?



Ruth: They damage the body, cause cancer, cause aging, wrinkles, age
spots.

Tim: Very good.

Ruth: Something that people my age are very concerned with!

Tim: That's it!

Ruth: I spend a lot of money on creams and potions, and vitamins,
and hair colorings, and... but, if I could get something like that

-Chime-, then you want to know the proper products.

Tim: That's right. A man...

Ruth: Do you know - I'm sure you do, because I do! - do you know
how many areas that free radicals destroy?

Tim: Oh yes!

Ruth: And do you know that somebody - I don't know how old you
are - but someone my age is totally interested in looking as young as

possible. \ -
Tim: That's correct.

Ruth: And we spend so much money on crap that sits up in my
medicine cabinet because it doesn't work.

Tim: That's right. I always do business from this one perspective, and
that is, is you got to make people's lives better. The consumer's iife
better is the ultimate better that we're doing.

-Chime-
Listen very carefutty to the noise in the background. I can tell she's
multitasking, so I ask her a question (which she can't answer because
she's multitasking) to bring her back into the conversation. If you
remember back to General Tip #10 which is observe. That's what I'rn
doing when I ask her a question that brings her back to the
conversation.

- Chime - !



j

Tim: And so the procedures that we do is...Why don't you explain
back to me what you understand about this so far, so that I can see

what you see, and then I cari fill in the blanks if there are any.

Ruth: Okay, um, what it looks like to me is all the things that we
discussed. You have a good product that's fairly new. You have... it
looks like to me... am I going to like go out there and sell the original
product as well as the vitamins and nutrition that go with it?

Tim: Okay.

Ruth: Like being on the ground floor? Because, if it is, it's a win-win
sifuation.

Tim: Of course it is.

-Chime-
Did you notice she wasn't able to answer my question? And that's
okay because I only asked her the question to bring her back to the
conversation.

-Chime-
Ruth: Okay.

Tim: We train them very thoroughly so that they can get the same
results that we get.

Ruth: Oka1,.

Tim: And then once you have trained them properly, and the only
way you can say that they are trained properly is if they are getting
customers.

Ruth: Oh, my God, this is so cool!

Tim: (laughter)

Ruth: I mean, I don't get excited about things, okay, because, I always
try to look for something wrong. But when it comes to the medical
field, knowing what someone my age needs and wants. I mean, hell,
I know for a fact that if I were to get -Chime-,I'rrt going to take
these vitamins. ..



Tim: Yeah.

Ruth: You know, I am so excited!

Tim: Good. (laughter)

Ruth: Because anything over 40, and you want to look young, you
want to feel young, you know you want to live as long as possible.

Tim: That's exactly right.

Ruth: Oh, my God, I'm so excited!

Tim: Cood! Alright I am... I have to run here. I think you've got a
picture of what it is that we do. I've given you all the scene, warts and
all. I am assuming here - and if I am wrongly let me know - but I am
assuming that you have an interest, if not a high interest, in this.

Ruth: I have a very high interest in it.

Tim: Cood.

Ruth: I'd like to at least... not, you know, I don't want to bring
anybody into it, but I'd like to say to a couple people, "If this I if that,
would you be interested irrit?"

-Chime-
Pay close attention to the way I handle this question.

-Chime-
Tim: YeatU that's up to you - you're doing your own little personal
survey there. It just depends upon what weight you put... in other
words, if you ask three people something, how much weight do you
put on the value of each one of them? Because if three people are
going to make your decision for you...

Ruth: Oh, no, I want to do it anyway.

Tim: Good. Um, alright...

Ruth: Because like I said, I'm part of the baby boomer, and being a

womanr you know, you've seen the commercials. Do we want to look
yotlng as long as possible, do we want to fight it every step of the way?



-Chime- You're damn right we do!

Tim: That's right. , 
*

Ruth: Why do you think hair color and wrinkle creams, and things
are so popular? But, you know what? That's a band-aid.

Tim: Yep, that's the outside.

Ruth: That's righf but you know what, if rve'Il spend that much on a
band-aid, we'll definitely spend more on the inside if it's proven to
work.

Tim: Yeah. Alright, what I'm going to do now is I'm going to get
together with Kim and talk with her about when we can actually, the
three of us, sit down.

Ruth: Okay.

Tim: So, I will be back in communication with you within probably
the next 24 to 48 hours.

Ruth: Okay.

Tim: Alright, nice to meet you, by the way, and I look forward to
working with you.

Ruth: Thank you and I look forward to working with you. Take care.

Tim: Alright. Bye-bye.

-Ring-

Tracl< 4:
Follow-Up Live Call - Catherine

Let's do another live call. This one will be with Catherine. If you remember,
she is the lady rvho previously had a bad experience with MLM.
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-Ring-
Catherine: Hello. / -. -

Tim: Is this Catherine?

Catherine: It is.

Tim: Catherine, Tim Sales calling you again.

Catherine: Oh, hi!

Tim: How are you?

Catherine: I'm fine!

Tim: So, did you do your homework?

Catherine: I did.

Tim: You did! Ah, that's awesome.

Catherine: Yeatu I didn't want to break my promise. Usually, you
know, usually when I tell someone I'm going to do something, I do i!
so...

Tim: I get that.

Catherine: Yeah.

Tim: I really do. I kind of get that from you.

Catherine: Okay.

Tim: And so did you kind of see anything in there that made logical
sense to you?

Catherine: Well, yeab it ali did and it was very interesting because I
never considered... I really did think that the people in a multi-Ievel,
you know, people at the top made more compensation than people at

the bottom. You know, and you think at this point, why would I even
waste my time?

Tim: Um.



Catherine: So that was kind of a fallacy that I had. And it actually
piqued my interest. I was surprised. Because I... to tell you the truth;
I didn't think... I was being riice to you. I mean, not that I'm trying to
pretend, but I really didn't think it would move me from my position
and it kind of did.

Tim: Well, very good.

Catherine: Yeah.

Tim: So what was the part that made like the most sense to you? That
you went "Alnt"?

Catherine: Um... Mr. King acLr-rally had a formula. You didn't seem
like you're just gone off the cuff and it wasn't a pep rally, and you
actually seemed to have some method behind your madness. And
so... Yeah, I mean, it definitely got my interest. I meary are you going
to be training me? Because, I would need someone to train me.

-Ring-
What I basically talked to her about was the training I would provide for her. I
walked her through every step I would do with her. Remember, when handling
the MLM objection, you put all the emphasis on training, so I wasn't surprised
when she brought up training.

Alright, I'm just going to play several calls back to back for you. Some of the
calls I cut short just because we headed off talking about odd subjects or
something where I didn't think it will be of any value to you. Pay close attention
to hovv I communicate at the level of the person I'm talking to, as well as how I
always follow the same procedure on each call and that it ls the procedure I
outlined to you. So, enjoy these calls.

-Ring-
Yen: Hello.

Tim: Hey, is this Yan?

Yen: This is Yen speaking.

Tim: Ah Yery I'm so sorry, this is Tim Sales calling. I spoke to you last

night.

g
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Yen: Oh, Tim Sales r fes,I remember you.

Tim: Yes, alright! So did you seg my... the website?

Yen: Idid, Idid.

Tim: And what did you think of the Flash?

Yen: It was very nice, very well done

Tim: Cood.

Yen: Good job, yes.

Tim: It's a good technology.

Yen: Yes.

Tim: You ever worked with Flash?

Yen: A few... two times, yeah, I've been doing a couple projects, here
and there.

Tim: Yeah.

Yen: Yeah, but I'm very familiar with Flash. Yeah, Flash is nice.

Tim: T loue working with Flash.

Yen: You work with Flash?

Tim: A little bit, I know the program, not kept up with it since its last
revision. But, yeah,I'ye programmed a little bit in it...

Yen: Yeah, uh-huh.

Tim: We1l, what did you think of the content? Did you watch both
movies?

Yen: I only watched the one that you mentioned. No, actually both,
yeah, I remember now. Yeah, it was r.,ery impressive, very, very nice.
It's interesting how people spend money, eh? (laughter)

Tim: Yes.

Yen: Different categories, eh?



Tim: Yes.

Yen: People who have no mgney, people who have a lot of money.

Tim: Wirat was like your favorite part?

Yen: I think the one that have different... different breaks, you know,
like brackets, different... it's like a pyramid.

Tim: Right.

Yen: Do you remember that one?

Tim: Yes.

Yen: That was very interesting.

Tim: So had you been exposed to network marketing before?

Yen: Ah, no.

Tim: No.

Yen: No.

Tim: And so you liked the part where I describe four levels deep.

Yen: Yes, that's it.

Tim: And then I compare that to a regular company where the only...
the top person/ the CEO, gets paid off the efforts of other people.

Yen: Uh-huh.

Tim: Good.

Yen: Yeah.

Tim: Alright! Did you pick up the part in the very beginning of Brilliant
Compensation@ where I talked about what trends are driving the
economy and I discuss the basketball through the garden hose, and
that if you can get in front of that basketball, then that's where you
make the most amount of money?

Yen: Um, okay.



Tim: Remember that part?

Yen: Uh-huh, I remember. , 
"

Tim: And the basketball represents the 76 million baby boomers.

Yen: Right.

Tim: And it's really a billion people worldwide, because we're in a
world market right now.

Yen: Um huh.

Tim: You know, everyone's our market now.

Yen: Yea[ everything is marketing right nory you're right.

Tim: If you can get in front of what a billion people want, then that's
the way to create a lot of income. The particular trend that I am taking
advantage of is the trend as it relates to health and wellness.

Yen: Right.

Tim: Because what you told me that you wanted was more time with
your family, right?

Yen: Correct.

Tim: And you want to spend time with your children and be there,
and things like that. Well, the way that you do it logically - it's the
only logical way to do, to look at this - is to get in front of one of those
big trends. We're taking advantage of the trend having to do with
health.

Yen: Okay.

Tim: And what we specifically do is - Chime - .

Yen: And how about if we can continue talking on this topic... I'm at
work right now and...right now I cannot reaily talk, you know.

Tim: I get it.

Yen: You know?
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Tim: I get if so you'd love to talk about it, but you can't because you're
at work.

Yen: Right, right at this moment, yes. So how about if we do that
tomorrow or this evening?

Tim: Okay, let's talk tonight. What's a good time for you tonight?

Yen: How about if you give me your phone number... yeab I got your
phone number and I give you a call.

Tim: About what time, because I have several different things to do
tonight and I want to time it right. What's a good time?

Yen: When the kids go to bed, it's around 9:00.

Tim: 9:00?

Yen: Yeah.

Tim: That will work for me, okay. I will expect your call right at 9:00.

Yen: Okay.

Tim: Alright, thanks, man.

Yen: Thank you.

Tim: Bye-bye.

-Ring-

Track 5:
Follow-Up Live Call - Nadira

g
-Ring-
Nadira: Hello.

Tim: Nadira?

Nadira: Yeah.

Tim: This is Tim Sales calling.



Nadira: Oh, hi! Thank you for calling!

Tim: You're very, very welcome.- How are you today?

Nadira: I'm fine, thank you.

Tim: Good.

Nadira: Uh-huh.

Tim: So, you got a chance to watch the videos.

Nadira: Yes, yes I did.

Tim: And what did you think of them?

Nadira: Well, very interesting. (laughter) -
Tim: Good.

Nadira: Yeah, and...

Tim: Could you see a possibility to get your husband here?

Nadira: Well, I'm waiting for him to get his citizenship because I'm
applying next year...

Tim: Uh-huh.

Nadira: ....for the citizenship and with this he1l be here, as soon as I
get it.

Tim: Oh, that's excellent.

Nadira: Yeah, yeah.

Tim: Well, I want to heip you get him here.

Nadira: Oh, great.

Tim: Because I can't imagine what that must be like.

Nadira: Oh, yeah.

Tim: I've thought a lot about it...

Nadira: Uh-huh.



Tim: ...and you are so ambitious, and what an ambitious family that,
you know, he would get you out of harm's way and have you come
here.

Nadira: That's true, yeah, yeah absolutely. It's not easy, that's true.

Tim: No, but it is so worthwhile.

Nadira: Uh-huh, absolutely, absolutely, yeah.

Tim: (laughter) Okay, so you have questions?

Nadira: Well, it was about this network marketing, right?

Tim: Uh-huh.

Nadira: And I was wondering how I can fit in here, you know, with
my background?

Tim: Yes, well, here's the way that I see you fitting in...

Nadira: Uh-huh.

Tim: And ultimately what I'd like you to do is... one of the main
partners that I am working with, her name is Kim -Chime-. She's

originally from Malaysia.

Nadira: Uh-huh.

Tim: ...and a wonderful lady.

Nadira: Uh-hr"rh.

Tim: What I'd like to do ultimately is to have the three of us sit down
and we would create exactly how it is that we're going to do this,
working with you. -Chime- So could you make it into the city, into
Washington, D.C.?

Nadira: Yeah, r.ve live in -Chime-, so definitely, yeah.

Tim: Kim, she is going to be in the city both today and tomorrow.
She's done with what she's doing at around 6:00, 6:l-5.

Nadira: Tomorrow, r,vell tomorrow, I think I can do it, yeah.



Tim: You can do it tomorrow? Can you do it today?

Nadira: Today at 6:00, I am not sure I can do it.

Tim: Okay.

Nadira: Unforfunately, no.

Tim: Weli then. .. then let's just plan on tomorrow then. Do you know
where DuPont Circle is?

Nadira: Yes, yes, I do.

Tim: Well, I'11 tell you what, why don't we just plan to meet at the
corner of Connecticut and R Street.

Nadira: Okay.

Tim: And there is a Starbucks Coffee right there.

Nadira: Okay.

Tim: Let me give you my cell phone number, so that you can call me
in case you're lost. It is 818...

Nadira: 818 -Chime-, yeah.

Tim: Alright, so I will plan to see you there at about 6:15.

Nadira: Okay, I willbe there.

Tim: Alright. Well I sure look forward to meeting you.

Nadira: Me, too.

Tim: In face, and you'llloae Kim, she's a wonderful, wonderful lady.

Nadira: Good. Thank you very much.

Tim: You're Yery, very welcome.

Nadira: I will see you tomorrow.

Tim: See you tomorrow. Bye-bye.

Nadira: Bye-bye.

-Ring-
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-Ring-
Tim: I'm sorry, who is this?

Steven: This is Steven.

Tim: oku how are you? Are you the one that I was working with on
the computer?

steven: Yeah, yeah. I did watch those two what do you call them, CDs
or videos.

Tim: The two movies?

Steven: Yeah.

Tim: Alright, so you finally got your computer working?

steven: oh yeakr, I called a friend of mine and you know, he came and
did whatever he had to do.

Tim: okr, very interesting. okay, so you got a chance to watch the
movies?

Steven: Yes, yes I did. Uh-huh.

Tim: Alright, and what did you think of the first one about the
wealthy, the middle class and the poor?

steven: oh, that was really impressive. I mean, that is a really good
analogy. In fact, you know, I was just thinking about it at my work
yesterday. And I was trying to remember and write down what I
reca11.

Tim: Good.

Steven: That concept sounded reaily good.

Tim: That's been my lessons learned. My parents were, you know, on
the poor side and so I learned so much throughout just observing and
seeing, you know, when r did make money, you know, and then it. ..
all of a sudden it goes out. I find myself with a whole bunch of toys
and a bunch of things that cost me money every month and..., so my



wealth goes away. You know, and things like that. So, good, I'm glad
you enjoyed that. What did you think of the second video? What did
you like most about it? ' .

Steven: Ah, the network concept.

Tim: Ah, good.

Steven: Yeah, I meary that sounds... in theory that sounds very, very
good. I mean, also difference on the products that we deal with and
also the realistic approach of, you know, yeah, it is a little harder to
get it done. Also, the thing is really simple, I mean a real good fair
deal for everybody. Yeah.

Tim: What did you think of the basketball moving through the garden
hose conversation?

Steven: Yeah, tl-rat as well... actually that aspect of it gave me another
way of really analyzing this network type of business.

Tim: Uh-huh. Okay, good.

Steven: So, that analogy also gave me a different perspective to think
in terms of the network concept.

Tim: Good. Here's the reason that I wanted you to watch those. See,

because as I begin to discuss with you what I'm specifically doing, if
you don't know how to evaluate a business, then you won't
understand why my business hqs a value. And so one of the main
reasons that I created those videos is so that people would know how
to evaluate a irr.rsiness. And the basketball moving through the garden
hose has to do with what product you are behind. In other words,
what product is it that you actualiy promote? And if you promote a

product that is not centered around trends - like let's suppose that I
was selling bows, like bows and arrows, you know, for people who
Iike to deer-hunt.

Steven: Yeah.

Tim: That's not in the middle of any trend, you know? In other words,
it's fine, right? What if I was selling bowling balls? It's not in the
middle of any trend.
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Steven: Yeah.

Tim: Right? So, you have toget a product that is on the front edge of
that basketball, or at least...

Steven: Yeah, yeah. That's the concept which caught my attention in
that one.

Tim: Good. Alright, and then once you've decided upon a product
that you want to actually promote, the next thing that you have to
figure out is, "What's the best way to do it?" And you know, you
could go out and open up a store, you could hire employees. As soon

as you train them, they will become your best competition and it
happens every day.

Steven: Yeah.

Tim: The other option is, is that don't hire anybody else, you try to do
it all yourself. That doesn't make any sense because you'll work until
the day you die, right? You can't create any residual income that way.
And so that's the reason that I wanted you to watch those movies, is
so that you could see how to evaluate a business. So, do you want to
hear a little bit more about what I'm specifically doing?

Steven: Yeah.

Tim: Okay. -Chime-
Tim: If you've kind of figured this out, I pretty much run all my
business based upon, "YoLl have to make someone's life better." So

the first person's life that we make better is the consumer. That's the

ultimate person's life that we make better. And the way we make it
better is by they get more healthy. When someone is more healthy,
they get sick less, they have more energy, they feei better, and they're
less susceptible to the diseases that cause so many people problems.

Steven: Uh-huh. Tim. Sounds good, I'm really interested to learn the

business.

Tim: Good! (laughter) That's normaily the case, because it is a reaily
good program. Where are you located at?



Steven: Tacoma Park.

Tim: Tacoma Park. So you're ngt very far away from us at all.

Steven: Yeah.

Tim: What I'd like to do is have you meet with me and the main girl
that I'm working with, her name is Kim, on like maybe Monday. You
work during the day?

Steven: I think we have to set up an appointmen! because there are
some days I work and some days I don't.

Tim: Some days you do and some days you don't.

Steven: I mean I work, but it's kind of a really crazy schedule.

Tim: Okay.

Steven: I don't have kind of a fixed schedule except for three nights.

Tim: Monday or Tuesday - could you meet on either of those days?

Steven: Maybe. Not Monday, but Tuesday seems okay... do you have
any time tomorrow? - Chime -
Tim: Yeah, but it'llbe Monday or Tuesday that well meet though.

Steven: Okay.

Tim: Okay.

Steven: Creat.

Tim: Alright. Bye-bye.

Steven: Thankyou. Bye.

- Ring-



Tracl< 5:
Follow-Up Live Call - Madison

A -Ring-
Madison: Hello.

Tim: Is this Madison?

Madison: Yes, Tim?

Tim: Yes.

Madison. Hi.

Tim: Alright. Did you get a chance to watch the movie? Did you find
it okay?

Madison: I did. You know, I was saying to you in our earlier
conversation that I'd worked for that persclnal trainer and sold some
nutritional products - well, that was through a network marketing
company and.. .

Tim: Well, okay.

Madison: Yeah, yeah! Boy, based on the Brilliant Compensation@ video,
I should have str-rck with it! (laughter) I can't believe it.

Tim: (laughter)

Madison: I loved the rvhole concept of leverage. I mean, I know how
good I am at sales on my own - so imagine if I had, you know, a

thousand other people, a thousand hours I would say in a day, like
you had said, you know, when you were talking about leveraging
your sales. So that's what you meant when you were taiking about
team. So it's... I get it now.

Tim: Yeah. So if i train you, tlnen that's what I was taiking about
development, you know, personal development and human
development - it's just that, you knowz /ou train others.

Madison: Ijm-um.



Tim: This is the most logical way that it can possibly work.

Madison. Yeah" yeah. , 
.

Tim: So... go ahead.

Mad.ison: Yeah, I just never had any... I know that when I was doing
those sales, the person I was working for wasn't as... they just didn't
train, didn't, you know, take me under their wing. So...

Tim: Well, you can tell by our approach..

Madison: Uh-huh.

Tim: First of all, you know, we're not flying by the seat of our pants
here or anything. we know what we're doing. we have a particular
audience that we're after in terms of the consumer market, whether
it's health clubs or doctors' offices, or anything else. How we go about
if it's very precise. And so therefore our training is very precise. And
so we're just very articulate about what we do. ]ust like this process
here, it's just that we're walking you through; you know, first you have
to understand the industry because we can't have somebodf , you
know, a month later not understanding the industry, not realizing the
industry that they're in. ]ust like you before - you viewed it as selling
vitamins.

Madison: Right.

Tim: And then you watched that movie and you go, "There's a little
more fo this than selling vitamins."

Madison: Uh-huh.

Tim: You know, and so... So, in terms... if I can just go back in my
notes here, I wrote on your resume; you said that you wanted
something that you could sink your teeth into, you wanted something
that you could set your own hours, and that it made a difference out
there, and to make a lot of money in it.

Madison: Yeah, yeah, I'd love to know more about the product.

Tim: Of course.



Madison: You know, yeah.

Tim: Of course. What I'd like you to do is I'm going to have you go
to the web again.

Madison: Oh.

Tim: Alright. (laughter)

Madison: Okay.

Tim: This time it's about specifically -Chime-. Okay?

Madison: Oh good, okay, yeah.

Tim: So, the web address is "www -Chime-."
Madison: .com, okay, cool.

Tim: Okay. Alright your homework assignment is for you to look

-Chime-, okay. Whatever it is that Madison needs, something
where you can go, "You know what? I believe in the product." Every
sales rep that I have ever worked with goes through a stage of they
themselves believing in the product. And I don't know what that path
is going to be for you.

Madison: Okay.

Tim: Okay? And so obviously at some point here we're going to have

you trying the products, using the products, so that you yourself, you
know, cnnbelieve in the product. But I want you to review what you
need to review.

Madison: Yeah, um, Tim, is there any money that I need to put out to
start this?

Tim: Not at this time. A11 I'm having you do is review information.

Madison: Okay. Okay, good. Well, I11look at that and then ... are you
in the area? Am I going to be able to meet with you and the team?

Or...?

Tim: Actually, I travel back and forth across the coast. I have a place

on both coasts. Yes, you have a team. And so you'd be working with
them.
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Madison: Oh, good. Okay.

Tim: Okay? , 
.

Madison: Okay, well, yeah, I'm looking forward to doing the research
on this and then. . . When can we speak again or is there a way I can get
ahold of you?

Tim: Yeah, sure. Let me give you my cell phone number.

Madison: Okay.

Tim: 818- -Chime-. And you can reach me any time, don't worry
about the time at all, because if I'm asleep, then I turn it off. If I can't
answer it because I'm busy, then I don't answer it. Feel free to call at
any time, and you'll normally get a call back from me within four
hours or so. That's pretty much the time.

Madison: Great.

Tim: Alright.

Madison: Alright.

Tim: Let's just set a target date for when the homework assignment
will be completed. How'bout that?

Madison: (laughter) Okay, sounds good.

Tim: What do you think, maybe two days, a day - you tell me.

Madison: Tomorrow's Sunday - I should be able to look at it
tomorrow. So if you want to call me on Monday, that sounds great.

Tim: Alright. Monday, what time?

Madison: Um, why don't we... can we speak in the evening, like
after... around 5:00, 6:00, something like that?

Tim: Of course.

Madison: Okay, good.

Tim: Alright. Are you currently employed now? Are you working
somewhere now?
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Madison: Yeah, yeah, you know, Lt's just temporary until I find
something that obviously I like.

Tim: That you can sink your teeth into, that you can set yollr own
hours, that you can make a lot of money, that you can contribute to
people's lives.

Madison: Yes, yes - you're a good listener. Yes, exactly.

Tim: (laughter)

Madison: Uh-huh. So, yeah, you know, until then I obviously do the
normal things to bring in a paycheck, but I'm looking for something
more. So...

Tim: Cood.

Madison: Hopefully this is it.

Tim: Well, I hope you've found if Madison. I really hope so.

Madison: Thank you, thank you.

Tim: Alright, well I look forward to talking to you again then
tomorrow at... I'm sorry what time did we say? Um, Monday at...

Madison: Mondaf , yeah. At iike, you know, 5:30, 5:00 would be
perfect.

Tim: Alright so instead of 5:30 or 6:00, let's just say 6:00.

Madison: You got it.

Tim: Alright, 6:00 p.m. I will call you at this number.

Madison: Okay, have a good weekend.

Tim: Alright, you as well.

Madison: Okay, bye.

Tim: Bye.

-Ring-



Track 7:

Follow-Up Obstacles

That was the Follow-Up procedure of noi to ho an effective foilow-up. The
key is hor,t, to transition your prospect from Brilliant Compensation@ to your
company's product or service. A11 of this section was assuming that your
prospect did everything they agreed to do in the Close to Action step. Now let's
go through a couple of scenarios that you will probably experience doing
follow-up calls where the prospect didn't do what they said they would do. The
first one is the most common - and that is...

What lf Your Prospect Didn'tWatchThe Movie?

There are three main reasons people don't watch the movie.

One is some kind of technical problem - primarily I'm talking about the online
movie.

Two is that some time element occurred which prevented your prospect from
watching it.

Third reason someone would not have watched the movie is because something
changed in their mind between the time you talked to them and the time you're
following up. Let's go through each of these.

Technical Difiiculty Watching The Online Movie

When your prospect tells you, "It didn't work," get the prospect to try it again.
Ask exactly what happens when clicking the link. If the movie (and audio) still

doesn't work, tell the prospect to click on the link at the top of the screen that
reads, "Problems viewing movie?" Have them fill out the form and instructions
will be sent to them. Then re-close them to action. Most of the time the technical
problem is either they don't have the software to play the movie or they have a
firewall that prevents it from playing. It is not advisable for you to try to
troubleshoot the problem. If you end up suggesting something that causes

something"weird" to happen with their computer, it will reflect poorly on you.
Brilliant Exchange (the company who handles tech support) is very adept at
handling these issues.



And the second reason prospects don't watch the movie is that some time eleruent
occurred. They got home late; the link was on the work computer so they didn't
have it at home; they left the video ifi the.car; the kids have the VCR in their
room and they're asleep now. Things like that.

With these types of situations, investigate what happened, help them solve it if
it requires your heip, and then re-close to action. It's very important not to show
any irritation or upset here - whether it's that you're surprised, or you feel bad,
or you're disappointed - this is unprofessional. Just say, "oh I see. So it
shouldn't be a problem tonight, right?" Then re-close to action and set another
follow-up time. Here's an example:

Scripts

@ "IHt,Bob,Tim Sales calling."

"F{i, Tim."

"Did you watch the online movie?"

'Actually Tim, I didn't get to it..."

"F{.e1c,I understand. Will you be able to watch it today?"

"Yeah, probably so."

"Cood - should I call you back later tonight or do you want to wait until
tomorrow?"

"Let's make it tomorrow because I'm going to take the kids to the movies
tonight."

"Oh, great - what movie you going to see?"

"Blah Blah -"
"Oh, fun. Well, enjoy both movies then. How does 8:30 p.m. work for you

tomorrow?"

"That will work great."

'Alright, I'11callyou at 8:30 p.m. tomorrow evening on this same nlrmber."

"Sounds good."

"Coodbye."



And the third reason someone doesn't watch the movie is something changed
between the time you closed them to action and now. They could have just had
a thought that caused them to decide to'not watch the movie. The way that
thought shows itself to you is they might seem negative, or disinterested. Here's
an example. Let's say you/ve talked to your friend, Cindy. She's been working
at the same place for 10 years. She's not happy with the money and knows she'll
never make her dreams come true working there, but she likes her co-workers.
She talks with you on the Invite call and gets excited about the possibilities of
making some of her dreams come true.

When she got off the phone with you, she went straight in and took a shower.
While showering, she ponders that if she no longer worked at her job she would
miss her friends there. That's all it was - just a quick thought. Doesn't mean
being around her friends is senior to her dreams - it was just that simple
thought. That would be enough to not watch the movie and just sort of lose
interest.

Your prospect could have just had a simple thought about that he has a lot to get
done and asks himself the question, "Do I realty have time?" Your prospect
could have walked in and mentioned something about your Invite cail to his
spouse and she commented negatively. My point is that it could be anything!

When you're talking to your prospec! I don't think it's worth digging into
unless something is actually said. Have you ever been asked, "What's wrong?"
by someone over and over and over? Pretty soon, something is wrong!

What I recommend you do is just continue with your follow-up procedure
unless something comes up. If it does, handle any questions or objections,
restore their needs/wants, and then re-close them to action.

* What does "Restore their needs/wants" mean? In my description of what _

commonly occurs with prospects, they focus on things that will stop themfrom
getting what they want instead of focusing on things that will. So the way you
restore their needs/wants is to get them talking about this thing they want. By
them talking about it, they take their mind off the bug and onto the thing they
want.

Let's say a Person wants to play more golf. The way I would restore their
need/want would be to talk to them about golf. "So what is it abor-rt golf you



enjoy so much?" "When did you start playing golf?" "When did you know you
were hooked?" "What's the best game you've ever shot?" "What was it that
caused you to do so well that particula'r game?" "How frequently had you been
practicing prior to that best game?"

Now, as you talk about this, they take their focus offthe bug, which is stopping
them, and put it on golf , which is what they want.

Flere's another example. This time let's say it's money. "John, when we spoke
before you told me that you wanted to make money so you could pay down
your debts - what would you do then?" "FIow would you make decisions
differently?" "what have you learned by being in debt that you'd want someone
else to know?" "So if you had an extra $1,000 dollars at the end of the month
(after all your bills are paid), what would you do with it?"

]ohn says, "I'd take my parents on a cruise."

"Really? Would you go with them, or would you send them by themselves?
Where would you go? How would you tell them about it - would you send
them their itinerary in a wrapped box... would you call and tell them? What
would you do?"

After two, three or four questions you will hear their voice begin to shift from
being negative, disinterested, distant; to being slightly interested, then
interested, then excited about it - that's when you close them to action again.

If you realiy want to do this right, do something towards their goal. Such as,

get the price for the cruise and a brochure on the islands or area the prospect
said he wanted to take his parents to. Work your compensation plan
backr,vards from the cost of the cruise and when you do your follow-up caIltell
him what you figured out for him. Tell him you figured out exactly how to take
his parents on the cruise 90 days from today, six months or one year, depending
upon how aggressively he wants to work. This is the extra step that wins big
- not just monetarily, but you vvill have the greatest feeling in the world when
you send flowers to their cabin congratulating their achievement. You did that.
That prospect couldn't lrave done that without you * or tirey already zuould

have.

So that's what you do when you restore someone's needs/wants.
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Again, you do that when you follow-up with them and they didn't watch the
movie due to some lackadaisical excuse - like watching a TV show, or they say
something like, "You know, I'm pretty m{rch huppy where I am. You know, I
got a good job and besides, my wife doesn't think I have any time to do anything
else." Or they say something like, "I just didn't get around to it."

Everything this prospect is saying is oniy because he went back to focusing on
the bug on his windshield instead of that thing he wants on the other side of
the windshield. You restore that thing he wants - which simply means get him
focused back on it, and it becomes a little closer to him, not so far away. And
then you get him to agree to look at the video again. Close to action and then
follow-up with him again.
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