Fast Start System

Ask the question: “Do you want to go fast or slow?”

7 Items for someone that wants to go fast:

SECTION I

FAST START

1. Product Result / Develop Product Story

2.    List 20  "why's"  for doing this business / Then pick top 3, combine into one statement

3. Grand Opening:

a.  Purchase 10 small Thermojetics Herbal Concentrates (approximately $185.00 with 25% discount
after T/S/H)

b.  COI --Make a list of 50 people / Then pick top 10 – sort by who has a big heart (caring qualities, wanting to make a difference, and who has big desire (has great dreams, wants more in their life, wants to achieve great things)

c. We call the top 10 and let them know you are in business using the grand opening method (use grand opening script)   

1.We tell them a key to our success is our customer service.  We always put the customer number one, and our immediate goal is to better our customer’s lives with our fantastic products that have helped 25 million people for 19 years enjoy a healthier, more energetic lifestyle.

2. We need to practice our customer care, and are asking them for help.

3. We will give them a free Herbal beverage (retail value $23.00 ) for helping us out  Quickly give 3 benefits of the beverage stating the benefits they will receive:
  --Great antioxidant (poisons in food damage our cells—antioxidant’s repair)

--Oral care (compare to fluoride—fluoride is like a Volkswagen, compared to our herbal concentrate which is a Rolls Royce.  Asians have great oral care.  They drink so much of this (green tea) that next to water this is the number one consumed beverage in the world.  The Asians widely promote the oral and overall health benefits of green tea. (thermo)

   --Energy (talk about feeling great, I literally feel my eyelids start to lift up within minutes of taking a glass.  It’s like giving yourself a brand new morning any time you want.  It’s a healthy, wonderful lift)

d. If they will help you out, and get the free beverage, they have 3 obligations:

1. Watch the video that comes with the beverage before doing anything (include a product video) Then, take the beverage 3 times a day.

--Immediately upon waking (mix a glass before you go to sleep at night, upon waking “down it” before brushing teeth, or using restroom—This gives the true FAST START!

--Mid-morning

--Mid-afternoon

2. I will call you 3 times in the first 7 days to give your customer service and practice your follow up ( 5 to 10 min. each call)

3. If you like the beverage and feel it has helped them, will you give me a few referrals?

That’s it ---no strings attached and no further obligation.  It’s simply a win-win situation.

If they agree to the 3 things then say, “Great, lets get started!”

NOTE:  

They key to this system is impeccable customer care.  You have to care more about them getting a great result and feeling good about themselves, Herbalife, and you, than anything else.  Don’t care about money, or anything else other than making this the most pleasurable experience in their life!  Few people get quality attention during the day.  Most are simply “talked to” throughout the day and seldom have the chance to really be heard and appreciated.  Just as important as the health and energy benefit you will be giving them is the attention you will give them.  Actually, in the beginning, the way you treat them and listen to them will be more important.  They will remember this and it will get them to pay more attention to everything else, which will allow you to probably help them with other products in the future if they wish to go further.

The above method gets your new person helping 10 people on our products immediately. This is extremely important.  We know the more a new person does in the first 3 days the more success they will have in their business.  How many people are going to feel uncomfortable about calling ten of their friends and family when they are giving them something?!!

Your new person will:

--Feel great right away because they will be seeing how they are helping people as they hear the feedback from their 10 “customers.”

--We will get the point across to our new distributor’s that Herbalife is not about “selling” someone, it’s all about sharing.  We want others to experience the incredible benefits that we have on the products.  This system gets them to see, and experience that in a non-threatening way.

--We know the “1 out of 5” rule will come into play and your new distributor will get re-orders and some will want to do the business.  Immediately have that new person give the beverage to 10 people.  

If they show interest in other products, offer them a 15% discount for ordering a quickstart, advanced, or ultimate program within 10 days of starting on the beverage. (remember---we offered them a no-strings-attached deal.  Never try to sell them on anything else—let them bring it up.  They have to watch the product video before starting the program, so they know other products are available.  Just focus on taking care of them---everything else will take care of itself---Integrity is the bedrock of this program.

By seeing others benefit on the products your new distributor will get more excited about his/her own results and will get more and more passion for the products and the business.

As this duplicates, new distributors will start by getting 10 people on the beverage------- just think about the numbers!!!!

(This finishes the 3rd step of our fast start program.  Your new distributor should be finished with these 3 steps within 72 hours of beginning their Herbalife business—the more you fit into the first 72 hours the more success your new distributor will have.  This point cannott be emphasized enough—it is the most crucial time period in the business!

4. Supervisor order

5.    Go to STS

6.    Get retail & Recruiting lead generating systems going (fill box with leads using cold & warm market methods)

7. Get on Monday night training calls / HBN / sign up  and go through each training call, write down questions for sponsor

Items 6 & 7 should be completed within the first week

The STS is the first available

Duplicate immediately upon signing first distributor (see section II)

KEY =    URGENCY!

SECTION II

DUPLICATE  

1. Teach and implement the simple 7-step fast start method to everyone entering your team.

2. Make sure your front line understands, and is completing each step, by using the “Tell, Show, Try, Do” method.

3. “Tell” your front line how to teach this to his/her new distributors.

4. “Show” your front line how to duplicate this system by teaching it to your 2nd line while your front line is listening, or watching.

5. “Try”: Listen in, or watch while your front line teaches this system to his/her new distributor.

6. “Do”: Now your front line needs to go through this same process teaching his first line distributor’s how to duplicate by doing the “Tell, Show, Try, Do” method with his/her new distributor’s front lines.

This process will build an organization that will continue to duplicate.  With your diligent effort of: 

--Continuously talking to people

-- Doing the basics day in and day out

--Making sure your distributor’s duplicate the process

 Sooner than you might expect you will be on your way to the Get Team!

