
Subject: Making Prospects INVEST-How to get them to listen to the 18 Minute Overview Call


Have you ever noticed what happens when you “chase” a prospect? They run away, don’t they? And isn’t it strange that you found some of your best people by “accident” and really they found you?

It’s no accident. It’s all part of the psychology of recruiting in our industry. If people perceive you as doing all the investing, they don’t trust it. On the other hand, if you can get them to invest something into the process, then they DO trust it.

All we are doing is screening people to find out if they’re going to fit into our opportunity. It’s not for everyone, that’s for sure (even though we wish it was).

I was talking to a friend last week that is a youth football coach in a very competitive league. I asked him if every kid who tried out made the team. His answer was “of course not”. I said, “Why not? What would they have to do in order to be a part of your team?”

He said, “Well, they’d have to have desire, ability to learn, willingness to work hard, they have to show up, be coachable, have a good attitude, a whole bunch of things.” I said, “Do you have the same standards when you talk with a prospect?” Well, that statement froze him in his tracks.

So many of us supplicate, apologize or beg when it comes to prospecting, it’s no wonder they run away. Remember what I’ve said before, YOU have the gift! They’re trying out to be a part of an incredible team. You’re just screening them to see if they have what it takes.

With that in mind, let me give you one of my favorite techniques that require a prospect to INVEST in the interaction and to do it quickly. It’s a series of 4 questions and it goes like this…

1. After using whatever opener you’d like, you say, “________, all the information you need to understand what I do and find out if it’s for you or not is on this 18 Minute Overview Call. IF I gave you the number (implying you might not), would you listen to it?” Then be quiet. Make them INVEST with their answer. Sometimes they might ask for more information. If that happens, you just point them back to the 18 Minute Call and tell them all the information will be found in that call, repeat the question, and silently wait for their answer. If they say no, or they’re not sure if they’ll listen to it, DO NOT GIVE THEM THE NUMBER. They failed the try out. They did not pass your screening test. Move on. In reality, almost 100% of the time, they will say, “Yes”. Important: Even if they say, “Yes”, do not give them the number just yet.

2. After they’ve said, “Yes”, ask them the second question, “When do you think you can listen to it for sure? Tonight or tomorrow morning?” Wait for their answer. We are asking them to INVEST again. The time and date isn’t important. It’s only important that they give you one. If they’re not sure, don’t give them the number. Wait for their answer. Once they give you the answer, you move on to question #3. You STILL don’t give them the number.

3. Let’s say they agreed to listen to the call tonight. Question #3 is “So if I called you Friday morning, you’ll have listened to it for sure, right?” (Or the day after whatever date they gave you). Again, wait for their answer. It’s their turn to INVEST again. If they say no, start over on question #2 and come up with a date they can really live with and then come back to question #3. If they say “Yes” (and almost they almost always will), you go to question #4. You STILL haven’t given them the number.

4. One, they’ve agreed to listen to the call IF you give the number to them. Two, they’ve given you the date when they’ll have that done. Three, they’ve confirmed again they’ll follow through. Now, question #4 is “What’s the best time for me to call and what number do you want me to use?” They will provide it for you. Write it down and say “Great! I’ll be in touch then! Here is the number. Gotta run.” (I’d suggest you put the follow up info in your phone, calendar, week-at-a-glance, or outlook, etc. as a reminder).

When you follow up when you said you would, there are two potential options. They either did what they said they would do or they didn’t. If they didn’t, just go back to #2 and say, “Okay, I understand life happens and I don’t want to waste your time or mine. When do you think you could listen to the call for sure?” Wait for their answer and go through the rest of the process and schedule the next follow up. You continue until they either listen to the call or admit they aren’t going to do what they said they would do. Either way, you keep your strong sense of self. They get to own their lack of follow through.

This process is GOLDEN. Here’s why it works so well...
1. You are coming from a position of strength
2. You are letting them know you have boundaries
3. You are screening them and putting them through a try out
4. You are making them INVEST early and throughout the process
5. You aren’t begging. You’re just asking a series of professional questions.
6. The questions are natural and don’t require a ton of practice.
7. Their answers create a box THEY built for themselves. One that THEY need to live with.
8. You aren’t being pushy. You aren’t “telling” them what to do or say. You’re just asking questions to help them through the process.
9. When you follow up, you aren’t bugging them. You’re just doing what you both agreed you would do. You are being PROFESSIONAL.
10. I’m sure there are more psychological reasons for this process, but I’m not a psychologist. I just know it works.

My mindset is always that I just want to help people understand what I’m involved in. Then they can decide if this is a good fit. It’s much more important for a person to get knowledge and understanding than it is to just sign up.

Go make it happen.

