
Script for Working Cold Calls from Business Cards

Understand that business people leave their business cards around for one reason:  they want more business/more money!  People in real estate, insurance, mortgages, outside sales, etc. have the same skill set that it takes to build the UnFranchise.  They know how to set appointments, follow up and close the sale. These people make good prospects, although we cannot prejudge who would be interested in the 2-3 year plan for residual income.  Here is a basic outline of what to say to set an appt. with a business person from picking up their card.

“Hello __________.  I have your business card here and I see that you are in ______________.  Can you tell me a little about your business?” (After all, you might really be a prospective client/customer.  Let them tell you about what it is that they do.  Develop rapport, but get to the point quickly.)

“I am a business owner in the area, too.  I have an Internet brokerage business, and I think we might be able to help each other.  I help ____________ (whatever it is that they do) increase their bottom line. I’d like to meet for 20 minutes someday soon at your convenience to show you a quick overview of the concept.  

You may or may not be interested, but if nothing else, you might be able to point me in the right direction, as we are looking for some special people.  I also might be able to refer people I know to you. Would next Wed. at 11 work for you?” 

If they ask what it is, simply say that it’s a proven business system called the UnFranchise, that people are making alot of money with.  (They have probably never heard of it, but that’s what the purpose of the 20 minutes is for, to give them a quick overview of the concept). 

Set the appt, and DO NOT expect to show the plan at the first sitting.  

Develop a friendly relationship, find out more about what they need, and then explain the difference between linear income/trading time for money and residual income. 

· So "residual income" is a new term for you? Okay, it is simple - this is income that you obtain more than once for doing the work (whatever it may be) one time. This is the system that is used by practically any person (or company) that reaches financial success and freedom.
Many people use this method. You may have heard the term "Royalties" it’s basically the same thing. 
· Authors - only write the book once but get paid every time a copy is sold.
· Movie Personalities - They only star in the movie once but get paid every time it is aired, shown, or purchased.
· Inventors - They only invent their idea once but get paid every time their patent is used.
You get the idea. Wouldn't you like to have this style of income?

The only other options include:
•  Work an hour for an hours pay (no more, no less, a one time payment). This is called LINEAR  INCOME and gets you nowhere financially in comparison.
•  Invest in the stock market (which carries financial risk)
•  Open your own business (which will probably still only provide work=pay income)
Be prepared with the Success Magazine, Wake Up CD, Make Your Move CD, etc. to be able to loan to them, then set the 24-48 hour follow up appt. to get your information back (you need to give it to someone else who’s waiting….URGENCY) answer their questions, if they are interested…get referrals.
                                                                     *************************
How to make 1-2 minute calls for appointments
When working with your peoples’ people:  Elizabeth Weber
Introduction:

Hello ___________, you don’t know me personally . . . my name is______________. 

A good friend of yours/business associate, _____________ asked me to give you a call. (We are hoping that you can help us out).   Did I catch you at a good time?  Great…

Reason for the Call:

The reason for my call is… we’re expanding a very successful business in the area and are looking for a couple of key people (to help with the expansion).

Hot Button and/or compliment with Positive Characteristics:
________________tells me you are ______________________________.   (Refer to Prospect Bio Sheet)
And/Or

1) speaks very highly of you.

2) you’re just the type of person we’re looking for.

3) you’re actually one of the top three people he/she recommended I call.

4) we work very successfully with (whatever profession they are in), because they seem to possess the very   “skill set” we’re looking for. 

Book the Appointment:
I’d like to meet with you; (or) this may or may not be for you; (or) you may not be right for the business, but (with my success and experience, and your connections) an opportunity exists for a lot of money to be made (or this could be mutually profitable.) If nothing else you can help _____________ out. 

Can you make yourself available on _____________ (add date for meeting or kickoff)?

Nova’s…3 way calling script for setting appointments to show the plan

· New partner has names list and 3 way calling ability.

New partner says “Hi ______, do you have a minute?”

“Great, I have a good friend on the line with me that I would like to introduce you to.  ________ (prospect) this is _______(senior partner).” Speak slowly, letting them absorb that it is a 3 way call.

· Senior partner now sets the appt: 

“Hi _______, thanks for taking a minute with us.  We are hoping that you will be willing to help ________(new partner) with something very easy.  ________ and I are partners in something called the UnFranchise.  You’ve probably never heard of it before, but it’s a proven business system that people are making a lot of money with.  What we would like to do is find 20 minutes at your convenience, sometime over the next week or so to give you a quick overview of the concept.  We realize that you may or may not be interested, but if nothing else, you may be able to point ________  and I in the right direction, because we are looking for some special people. Would next Wed. at 7 work for you?”  

If they ask “what is it?” simply reply that we are an internet marketing company. A proven business system that people are making alot of money with, and the purpose of the 20 minutes is to share the information…the concept.

Offer to meet them wherever is good for them, in a quiet, undisturbed location, to be able to watch the intro portion if the DVD inside the Success Magazine, and talk about creating residual income. You will know within 20 minutes if you can set a follow up to show them the plan.  If they are interested enough to want to see the whole thing and have the time, show them!  You can’t say the wrong thing to the right person.

Come prepared to retail- bring a large OPC, Health survey, OPC brochure, catalog, B12 for shooters, pack of Mochatonix, etc, Success Magazine to loan them until you get together again, ticket for the next event, and SET THE FOLLOW UP appointment.
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