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Your new distributor wants to build his business. So he turns to you, his sponsor, and asks you to

tell him exactly what to say and exactly what to do to build his business. If you can’t answer these simple skills questions for your distributor, who else will help him?

1.   What are the two sentences you should say to get almost 100% of the prospects that you talk to say: “Give me a presentation!”

Sentence #1: 

Sentence #2:

2.   Most prospects join because of three reasons. Our job is to understand these three reasons so that our presentations will be exactly what the prospects want. List the three reasons that prospects use to make their decision:

Reason #1: 

Reason #2: 

Reason #3:

3.   You have finished your small talk. You have talked about the weather, work, gossip, and television. You have asked your prospect lots of questions. But now, it is time to introduce your business opportunity to your prospect. Write down the exact sentence you will use to introduce the business opportunity to the prospect. In fact, write down three different first sentences so that you will have options:

Opening sentence #1: 

Opening sentence #2: 

Opening sentence #3:

4.   You want to close your prospect, but you want to avoid rejection and high pressure. List three different closing sentences that are rejection-free and won’t embarrass the prospect:

Closing sentence #1:

Closing sentence #2: 

Closing sentence #3:

5.   You want to ask the prospect for referrals, but the prospect fears that you will high-pressure his friends. What sentence you can use that will relieve the prospect’s fears?

Sentence:

6.   Why should every new distributor know the “Needs vs. Wants” principle immediately after joining?

Answer:

7.   To create a “Word Picture” in the prospect’s mind, what nine-word prefix instantly turns on their internal movie projector?

Answer:

8.   What are the four words you should say to instantly grab any prospect’s attention so that you can tell them about the benefits of your product or program?

Answer:

9.   Your prospect is in a hurry and doesn’t want to invest a lot of time with a long presentation or PowerPoint explanation. So, describe your business in one sentence so that the prospect completely understands what kind of business you are in.

My sentence is:

10. You want to get rid of the pyramid objection, and get the prospect to lean forward, showing interest in your business. What first sentence could you use in your presentation to accomplish this?

My sentence is:
~~~
How did you do?  How many answers are you comfortable with and can pass on to your team?

17 - Congratulations!  You are an honours graduate of The Big Al School of Skills!

13 to 16 - Well done!  You’re a professional network marketer well on your way to Leadership!
9 to 12 - Good start!  You’re a dedicated distributor who knows you have a lot to learn!
5 to 8 - Not so good, but almost ready.  At 8 points, you have half the tools you need to start the job!
0 to 4 - Yikes!  You’re not ready yet.  Big Al says, “If you don’t know what to say or what to do, you are roadkill, dead meat!”  Don’t approach anyone until you learn the skills.  Get prepared before you get talking!

No matter what your score, there’s lots more for you at www.BigAlSkills.com
Get the free list of Big Al’s 25 Essential Skills for Network Marketers, and see how your score/success/team/check can improve in a short time with just a few powerful words and sentences.  

Happy Prospecting The Big Al Way!
Bob and Anna Bassett

bobandanna@togethertothetop.com
519-371-1028










































