GETTING STARTED WITH VEMMA

It’s best to make a list so that you don’t forget anyone.  Think of whom you might invite to a wedding or a funeral.  NEVER EVER pre-judge anyone! Then put your contacts into 1 of the following 8 categories.  Ask yourself, who do I know that…
1. Is facing a health challenge?

2. Has overcome a health challenge?

3. Has tried network marketing in the past with either no success or limited success?

4. Is already successful?

5. Is looking for a plan B, a career change, has been recently laid-off or is looking for a part-time job?

6. Is fun?

7. Is athletic or a health buff?

8. Is in your warm market that you love and care about and would like to bless with good health?

So, here’s what you say to get them to talk with me or another leader.  When you have a reason to call and share that with them it saves you from feeling uncomfortable, especially if it’s been awhile since you have talked to them.  DON’T’ SHARE TOO MUCH INFORMATION, LET US OR THE 18MIN CALL DO THAT FOR YOU.  Especially in the beginning we are so excited, we tend to “BARF” all over our prospects.  That is success suicide…so use this method, it is a money making machine!!
Hi, (name), it’s (your name).  I’m calling to share with you a product (or opportunity) I’ve recently come across and I thought of you because (list one of the things above).  It’s for that very reason that I’ve contacted you today.  Now, I don’t know if this will be for you or not, but would it interest you to speak with a product (company) expert to learn more.  If it’s for you, great.  If not, that’s great too.  Either way, I’ll feel good knowing I’ve taken a step to share this with you.

Another way would be:

Hi, (name), it’s (your name).  The reason for my call is that I know (list one of the things above).  I’ve come across a liquid discovery that may be of benefit to you.  Would you be willing to meet with (or speak to) a product expert who could share more about this product (or opportunity)?  If it’s for you, great.  If not, that’s great too.  Either way, I’ll feel better knowing that I’ve at least shared something that could improve the quality of your health (or finances).

When your person agrees to talk with one of us, be sure to give us at least 2 days and times to either do a conference call or have a one-on-one meeting.  We will be able to make one of them work.  

Another way to get information to your prospects is to share with them the 18-minute call.  This is a great time to play stupid and use the call to your advantage.  If I have an opportunity, I try to go ahead and give them a sample so they at least have a frame of reference for what it tastes like.  I then say something like this:

Tastes great…right??  You know, I’m not a product expert, but I was just curious.  If I were able to get you on a live call either tonight at 6 p.m. MST or tomorrow morning at 10 a.m. MST, which one would you be more likely to get on?  (Let them tell you).  Great, now, before I give you the number along with the invitation code, I need to know that you are fairly certain that you’ll be able to get on that call as there are a limited number of  dedicated lines.  There’s no pressure as the call goes pretty fast and it’s designed to get as much information to you in 18 minutes or less…so it’s kind of like a buffet…take what you want and leave what you don’t.  I can then follow-up with you after the call to address any additional questions you may have.  If they give you commitment, then go ahead and give them the number, which is 218-486-1300 invitation code 482480.  Then, get their number and then follow-up when you said that you would. 
 Remember that the “fortune is in the follow up”; this is the critical closing step.  When you do reach them, say something like, “wasn’t that great information?”  Then just zip it and wait for them to reply.  You might ask, “So what did you like about what you heard?”  They are most probably just waiting for you to tell them what their next step should be.  Based on their response, they will either be ready to get on the product or meet with your “expert”. 
If you want to approach someone that you have approached before, literally just open your heart and tell them that it is awkward or uncomfortable, but you realize that their situation may be different now, and you don’t want them to miss out.  

For those of you that have been in the business for awhile and have folks who have some accumulated volume on one side of their business, that fact is a great reason to give them a call.  You might say something like, “The reason for my call is I know you love taking Vemma!  Our company is absolutely exploding right now, would it interest you to hear more about what Vemma has to offer?  
The main thing to remember is to keep things as simple as possible and push off as much as you can to an up line leader!  We’re here to help you and get your businesses off the ground.  By allowing us to help, you’re doing yourselves a favor…because it takes the pressure off you!!  Remember too that with your WARM (people you already know) market; you have their trust, but no credibility with this product or opportunity YET.  So in the beginning, it works like a charm for you to say really great things (edify) about your up line leader, and then just get us in front of them.  Either on a 3way conference call or even just for coffee. 

Please remember that this is a numbers game! The more people you present 

the product and opportunity to, the more successful you will be(
