
how to prospect in network marketing
how to prospect in network marketing is a vital skill for anyone aiming to build a
thriving business in the direct sales or MLM (multi-level marketing) industry. This
comprehensive guide explores proven strategies, essential techniques, and actionable tips
for effective prospecting. You will learn what prospecting in network marketing really
means, why it matters, and how to identify and approach potential leads. The article
covers both traditional and modern prospecting methods, the importance of building
relationships, utilizing social media, handling objections, and following up successfully.
Whether you’re a newcomer or a seasoned network marketer, these insights will help you
consistently grow your team and increase your sales. Read on to discover step-by-step
guidance and practical advice for mastering how to prospect in network marketing and
achieving sustainable business growth.
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Understanding Prospecting in Network Marketing

Prospecting in network marketing refers to the process of identifying, connecting with,
and qualifying individuals who may be interested in your products or business opportunity.
Unlike general sales, network marketing prospecting focuses on building relationships and
trust, as it often involves recruiting team members and customers for long-term
engagement. Mastering how to prospect in network marketing requires an understanding
of human behavior, effective communication, and consistent application of proven
techniques.



Successful prospecting is the foundation upon which every network marketing business is
built. It’s not just about finding anyone; it’s about finding the right people who are open to
what you offer. This approach ensures higher conversion rates and better team retention.

Why Prospecting Skills Matter

Developing strong prospecting skills is essential for network marketers seeking
sustainable success. The ability to locate and approach quality prospects determines the
pace of business growth and the stability of your team. Without effective prospecting, even
the most compelling products or compensation plans can go unnoticed.

Additionally, prospecting skills enable you to maximize your time and resources by
focusing on individuals who are more likely to become customers or team members.
Understanding how to prospect in network marketing also boosts confidence and helps
overcome common fears associated with reaching out.

Identifying Quality Prospects

The key to successful prospecting is not simply speaking to everyone, but rather
identifying individuals who are most likely to benefit from your offerings. Quality
prospects are those who fit your ideal customer or business partner profile.

Characteristics of Ideal Prospects

Have a genuine need or interest in your products or opportunity

Are open-minded and willing to learn

Possess a positive attitude and strong work ethic

May already be searching for additional income streams

Have experience or interest in entrepreneurship or sales

When learning how to prospect in network marketing, start by analyzing your current
network and expanding to new audiences who match these characteristics.



Traditional Prospecting Methods

Before the rise of online marketing, network marketers relied heavily on traditional
prospecting methods. While digital strategies are prominent today, these classic
approaches remain effective and can supplement modern techniques.

Face-to-Face Networking

Meeting people in person at business events, community gatherings, or social functions
allows for genuine connections and immediate feedback. Prepare a concise introduction
and share your story authentically to spark interest.

Warm Market Prospecting

Your “warm market” consists of friends, family, colleagues, and acquaintances. Approach
them with professionalism, ensuring you respect their boundaries and focus on how your
products or opportunity may benefit them.

Referral Generation

Referrals are a powerful way to expand your reach. Ask satisfied customers or team
members if they know others who might be interested, and offer incentives for successful
referrals.

Modern Prospecting Techniques with Social
Media

Social media platforms have transformed how to prospect in network marketing. With
billions of users worldwide, these platforms provide unprecedented access to a global
audience.

Building Your Personal Brand Online

Establish a professional and authentic presence on platforms like Facebook, Instagram,
LinkedIn, and TikTok. Share valuable content, success stories, and educational posts to
attract your target audience naturally.



Engaging in Groups and Communities

Join relevant groups and online communities where your ideal prospects spend time.
Contribute meaningfully to discussions, answer questions, and build relationships without
coming across as sales-focused.

Utilizing Direct Messaging

Use direct messaging to initiate genuine conversations. Ask questions, show interest in
others’ needs, and only introduce your opportunity when appropriate. Personalization is
key to avoiding spammy approaches.

Building Genuine Relationships with Prospects

Relationship-building is at the heart of how to prospect in network marketing. People are
more likely to join your business or purchase products if they trust and feel connected to
you.

Take time to understand your prospects’ needs, challenges, and goals. Listen actively and
provide value before ever mentioning your business. This approach fosters trust and long-
term loyalty.

Effective Communication Strategies

Clear, confident, and empathetic communication is essential. Tailor your message to suit
each prospect’s personality and preferences, and focus on benefits rather than features.

Active Listening

Pay close attention to what your prospects say, ask clarifying questions, and reflect their
concerns in your responses. This demonstrates genuine care and increases your chances
of success.

Storytelling

Share real-life stories of transformation or success—these are powerful tools for
illustrating the benefits of your products or business model. Stories are relatable and
memorable, helping to overcome skepticism.



Handling Objections and Rejections

Objections and rejections are a natural part of prospecting in network marketing.
Learning to handle these professionally can turn a “no” into a “maybe,” or even a “yes” in
the future.

Common Objections

“I don’t have time.”

“I don’t have money.”

“Is this one of those pyramid schemes?”

“I’m not a salesperson.”

Address objections by empathizing, providing information, and sharing how others have
overcome similar concerns. Never pressure or argue; instead, respect their decision and
keep the door open for future discussions.

Following Up for Maximum Results

Consistent follow-up is a critical component of how to prospect in network marketing.
Most prospects need multiple exposures before making a decision. Develop a system for
tracking interactions and set reminders for timely follow-up.

Best Practices for Following Up

Send a thank-you message after initial contact

Share relevant resources or testimonials

Respect their timeline and avoid being pushy

Stay in touch with periodic updates and check-ins

Following up shows professionalism and genuine interest, increasing your chances of
conversion.



Tracking and Improving Your Prospecting Process

To consistently improve your results, it’s important to track your prospecting activities.
Use spreadsheets, CRM tools, or dedicated apps to record prospect information, track
conversations, and measure conversion rates.

Regularly review your approach, identify what’s working, and make adjustments as
needed. Continuous learning and improvement are key to mastering how to prospect in
network marketing and achieving long-term success.

Trending Questions and Answers about How to
Prospect in Network Marketing

Q: What is the first step in how to prospect in network
marketing?
A: The first step is to define your ideal prospect. Identify the qualities, needs, and interests
of people most likely to benefit from your products or business opportunity. This clarity
allows you to focus your efforts and approach the right individuals.

Q: How can I use social media to prospect effectively in
network marketing?
A: Use social media by building an authentic personal brand, sharing valuable content,
engaging in relevant groups, and initiating personalized conversations through direct
messaging. Focus on relationship-building rather than hard selling.

Q: What are some common mistakes to avoid when
prospecting in network marketing?
A: Common mistakes include targeting everyone instead of a specific audience, being too
pushy or sales-focused, neglecting follow-up, and failing to build genuine relationships
with prospects.

Q: How should I handle rejection during network
marketing prospecting?
A: Handle rejection professionally by thanking the prospect for their time, addressing any
concerns if appropriate, and keeping the relationship positive for possible future



opportunities.

Q: How often should I follow up with a prospect in
network marketing?
A: Follow up within 24-48 hours after the initial contact, then periodically based on the
prospect’s interest level. Always respect their timeline and avoid excessive messaging.

Q: How do I find quality prospects for my network
marketing business?
A: Quality prospects can be found in your existing network, through referrals, at events,
and online communities that match your target audience profile. Social media platforms
are also excellent for discovering new leads.

Q: What is the difference between warm and cold
market prospecting?
A: Warm market prospecting involves reaching out to people you already know (friends,
family, colleagues), while cold market prospecting targets strangers or new contacts,
often through online or offline outreach.

Q: Why is storytelling important in network marketing
prospecting?
A: Storytelling is important because it makes your message relatable and memorable.
Sharing real-life success stories helps illustrate the benefits and builds trust with
prospects.

Q: Can traditional prospecting methods still work in
today’s digital age?
A: Yes, traditional methods like face-to-face networking, warm market prospecting, and
referrals remain effective, especially when combined with modern digital strategies.

Q: What tools can help me track my prospecting
activities?
A: You can use spreadsheets, customer relationship management (CRM) software, or
specialized network marketing apps to track interactions, follow-ups, and conversion rates
for ongoing improvement.
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How to Prospect in Network Marketing: A Proven Guide
to Building Your Downline

Are you ready to build a thriving network marketing business? The key unlocks success lies in
effective prospecting – the art of finding and engaging potential distributors and customers. This
comprehensive guide will equip you with the strategies and techniques you need to master
prospecting, turning leads into loyal team members and satisfied clients. We'll explore everything
from identifying your ideal prospect to crafting compelling pitches and nurturing relationships for
long-term growth.

1. Identifying Your Ideal Prospect: Who's the Perfect Fit?

Before you even think about reaching out, you need a clear picture of your ideal prospect. Who is
most likely to succeed in your network marketing opportunity? Who would genuinely benefit from
your products or services? Don't waste time on cold calls to everyone; instead, focus your efforts on
those most likely to convert.

Consider these factors:

Demographics: Age, income, location, occupation – these factors can help you narrow your target
audience.
Psychographics: What are their values, interests, and aspirations? Are they driven, ambitious, and
entrepreneurial? Do they have a strong desire for financial independence or personal growth?
Needs and Pain Points: What problems does your product or service solve? Who is actively seeking
solutions in those areas?

#### Creating Your Ideal Prospect Persona:

Take the time to create a detailed persona of your ideal prospect. Give them a name, backstory, and
specific characteristics. This visualization will make your prospecting efforts more focused and
effective. The clearer your picture, the easier it will be to identify potential recruits.
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2. Finding Your Prospects: Where to Look for Potential Leads

Once you know who you're looking for, you need to know where to find them. Effective prospecting
isn't about spamming everyone; it's about strategically identifying and engaging the right
individuals.

Your Warm Market: Start with your existing network – friends, family, colleagues, and
acquaintances. These are people who already know and trust you, making them ideal initial
prospects.
Social Media: Platforms like Facebook, Instagram, LinkedIn, and even TikTok offer vast
opportunities to connect with potential prospects. Use targeted advertising, join relevant groups,
and engage in meaningful conversations.
Online Communities and Forums: Participate in online forums, groups, and communities related to
your product or service. Offer value and establish yourself as an expert before promoting your
opportunity.
Networking Events: Attend industry events, workshops, and seminars to meet like-minded
individuals and build connections.
Referrals: Leverage the power of referrals. Ask your existing team members and satisfied customers
to recommend your business to their network.

3. Crafting Your Prospecting Message: Making a Compelling
Pitch

Your prospecting message needs to be compelling, concise, and genuinely engaging. Avoid generic
sales pitches; instead, focus on building rapport and addressing the needs and aspirations of your
potential prospects.

Focus on Value, Not Just the Product: Emphasize the benefits and opportunities your network
marketing business offers, rather than simply listing features.
Tell a Story: Share your personal story and how your network marketing journey has transformed
your life. Authenticity resonates strongly with potential recruits.
Ask Questions, Don't Just Talk: Engage your prospects in a conversation. Ask open-ended questions
to understand their needs and motivations.
Keep it Concise: Respect your prospect's time. Get straight to the point, highlighting the key benefits
and opportunities.

4. Following Up and Nurturing Relationships: The Long Game

Prospecting is not a one-time event; it's an ongoing process. Following up consistently and nurturing
relationships is crucial for building trust and converting leads into active members.



Consistent Communication: Stay in touch with your prospects regularly, but avoid overwhelming
them.
Provide Value: Share valuable content, tips, and resources related to your niche.
Build Rapport: Focus on building genuine relationships based on trust and mutual respect.
Handle Objections: Be prepared to address potential concerns and objections with empathy and
understanding.

5. Measuring Your Results and Refining Your Approach:
Tracking Your Progress

Track your prospecting efforts to see what works and what doesn't. Analyze your results, identify
areas for improvement, and refine your approach accordingly. This data-driven approach will
maximize your efficiency and ROI.

Conclusion

Mastering prospecting in network marketing is essential for success. By focusing on identifying your
ideal prospect, finding them strategically, crafting a compelling message, and nurturing
relationships, you can build a strong and thriving downline. Remember, it's a marathon, not a sprint,
so be patient, persistent, and always focus on providing value.

FAQs:

1. How many prospects should I contact each day? There's no magic number. Focus on quality over
quantity. Contacting 5-10 well-qualified prospects is more effective than spamming 100 random
people.

2. What if someone says no? Rejection is a part of the process. Don't take it personally. Learn from
each interaction and refine your approach.

3. How can I overcome my fear of rejection? Practice makes perfect. The more you prospect, the
more comfortable you'll become. Start with your warm market and gradually expand your reach.

4. What are some effective prospecting tools? CRM software, social media scheduling tools, and
email marketing platforms can significantly streamline your efforts.

5. How long does it take to see results from prospecting? It varies depending on your efforts and
market. Be patient, persistent, and consistent; results will come with time and effort.

  how to prospect in network marketing: Go Pro Eric Worre, 2013 Over twenty years ago,
Worre began focusing on developing the skills to become a network marketing expert. Now he
shares his wisdom in a guide that will ignite your passion for this profession and help you make the
decision to create the life of your dreams. He shows you how to find prospects, present your



product, help them become customers or distributors, and much more.
  how to prospect in network marketing: How To Prospect, Sell and Build Your Network
Marketing Business With Stories Tom “Big Al” Schreiter, 2019-12-06 One tiny story ... changes
everything. A ten-second story equals the impact of 1,000 facts. Now we can use micro-stories to
communicate our network marketing message in just seconds. Our prospect becomes involved in the
story, and instantly sees what we see. And isn't that what we want? Forget the flip chart, the
presentation book, the website, the PowerPoint, and the video. Instead, use stories to get that Yes
decision now. Later we can do our boring, fact-filled presentation. As an added bonus, stories
answer objections. No more frustration or push-back from negative prospects. And of course, stories
are easy to remember, both for us and our prospect. Here are the actual stories I use,
word-for-word. Join the top earners now and become a professional storyteller. Order your copy now
and start enjoying some great MLM and network marketing stories to move your business forward.
  how to prospect in network marketing: How to Follow Up With Your Network Marketing
Prospects Keith Schreiter, Tom “Big Al” Schreiter, 2019-12-05 Not every prospect joins right away.
They have to think it over, review the material, or get another opinion. This is frustrating if we are
afraid to follow up with prospects. What can we do to make our follow-up efforts effective and
rejection-free? How do we maintain posture with skeptical prospects? What can we say to turn
simple objections into easy decisions for our prospects? Procrastination stops and fear evaporates
when we have the correct follow-up skills. No more dreading the telephone. Prospects will return
our telephone calls. And now, we can look forward to easy, bonded conversations with prospects
who love us. Prospects want a better life. They are desperately searching for: 1. Someone to follow.
2. Someone who knows where they are going. 3. Someone who has the skills to get there. We have
the opportunity to be that guiding light for our prospects. When we give our prospects instant
confidence, contacting our prospects again becomes fun, both for the prospects and for us. Don’t we
both want a pleasant experience? Don’t lose all those prospects that didn’t join on your first contact.
Help reassure them that you and your opportunity can make a difference in their lives. Use the
techniques in this book to move your prospects forward from Not Now to Right Now!” Scroll up and
order your copy now!
  how to prospect in network marketing: How to Follow-Up Your Prospect Sai James,
2016-11-04 How To Follow-up Your Prospect: Step by step From Newbies to Professionals
  how to prospect in network marketing: Ice Breakers! Tom “Big Al” Schreiter, 2019-12-05
Want to get your MLM and network marketing prospects to beg you for a presentation by using Ice
Breakers? You can turn any warm or cold prospect into a hot prospect, wanting to know all about
your business. How? By learning how to effectively introduce your business into a social
conversation with an easy, rejection-free sequence of just a few words. Prospects want what you
have to offer, but they are afraid of someone selling them. However, prospects love to buy and join.
So why not use socially acceptable word sequences that compel any prospect to literally beg you for
a presentation? This book contains several effective formulas with many examples of each formula
that you can use or modify. Once we know how the formulas work, we can create unlimited Ice
Breakers on-demand to use and pass on to our downline. Your distributors will no longer be afraid of
prospecting; instead, they will love prospecting. It is much more fun when we are in control.
Distributors want to work hard, but just don't know what to say. Their opening random remarks ruin
their chances and they suffer bad experiences. That experience trains them to avoid prospecting.
But with trained words and phrases, everything changes. Quick and positive results. Prospecting is
fun again. Enjoy learning how to prospect negative people, positive people, relatives, co-workers,
strangers, leads, cold prospects ... anyone, by using fun Ice Breakers that even the prospects enjoy.
Spend the entire week giving presentations, instead of spending the entire week looking for
someone to talk to. And never again will you have to hear one of your distributors complain, I just
don't have anyone to talk to. Ice Breakers are the best way to energize your MLM and network
marketing business. Order your copy now!
  how to prospect in network marketing: Go for No for Network Marketing Richard Fenton,



Andrea Waltz, Ray Higdon, 2017-03-04 The proven strategies for failing your way to success in
network marketing! Everyone loves the sound of the word yes! It's so positive. So empowering. And
then there's No. For most people, NO is just the opposite: negative, draining, the antithesis of Yes.
But what if everyone's wrong? What if NO could actually be the most empowering word in the
world? What if you could hit every quota, reach every income goal, and achieve every personal
dream by simply learning to hear NO more often? Well, you can.--Page [4] of cover.
  how to prospect in network marketing: First Sentences for Network Marketing Tom "Big Al"
Schreiter, 2015-03 Attract more prospects and give more presentations with great first sentences
that work.
  how to prospect in network marketing: Dig Your Well before You're Thirsty Harvey
Mackay, 1999-02-16 Bestselling author Harvey Mackay reveals his techniques for the most essential
tool in business--networking, the indispensable art of building contacts. Now in paperback, Dig Your
Well Before You're Thirsty is Harvey Mackay's last word on how to get what you want from the world
through networking. For everyone from the sales rep facing a career-making deal to the
entrepreneur in search of capital, Dig Your Well explains how meeting these needs should be no
more than a few calls away. This shrewdly practical book distills Mackay's wisdom gleaned from
years of swimming with sharks, including: What kinds of networks exist How to start a network, and
how to wring the most from it The smart way to downsize your list--who to keep, who to dump How
to keep track of favors done and favors owed--Is it my lunch or yours? What you can do if you are not
good at small talk Dig Your Well Before You're Thirsty is a must for anyone who wants to get ahead
by reaching out.
  how to prospect in network marketing: Beach Money Jordan Adler, 2008 Unravel the
mystery around creating a large residual income in network marketing! Have you ever wondered if
the average person can really make it big in network marketing? Have the secrets to success in
network marketing always been a mystery to you? Have you given up on your dream lifestyle
because it just seems too difficult or too far out of reach? Beach Money shows you how to compress
a 30-year career into 3 to 5 years, design your life around your free time instead of around your
work schedule, and turn your yearly income into your monthly income!
  how to prospect in network marketing: A Mind for Sales Mark Hunter, CSP, 2020-03-31
For salespeople feeling stressed and disappointed that their customers don’t want to hear from
them, this guide is the key to developing the mindset and habits required to reach a new level of
sales success. The world of sales can be tough, so it’s easy to get discouraged when the rejections
start piling up and your customers stop answering the phone. This allows the wrong thought
patterns to start developing, soon you aren’t making quotas and then you begin looking at job
listings waiting for your next downfall. Sales expert Mark Hunter can relate as his start to sales was
discouraging. The lessons he’s learned throughout his career are revealed in A Mind for Sales. He
discovered that sales can be incredibly rewarding, such as customers calling you for advice,
thanking you for improving their business, and referring you to colleagues. The difference is simply
developing mindset and momentum habits. In A Mind for Sales, you’ll learn how to: Feel energized
by renewed purpose and success in your sales role by following the success cycle approach. Receive
practical strategies on how to change your mindset and succeed in sales. Learn the daily habits
needed to maximize productivity and make hitting the ground running strategy #1. Gain real-world
insights from Hunter’s vast experience as a successful sales professional and sales coach. Let this
book inspire and prepare you to form the new habits you need to succeed and to realize the
incredible rewards that a successful life in sales makes possible.
  how to prospect in network marketing: Your First Year in Network Marketing Mark Yarnell,
Rene Reid Yarnell, 1998 How to Keep the Dream Alive! Network marketing is one of the
fastest-growing career opportunities in the United States. Millions of people just like you have
abandoned dead-end jobs for the chance to achieve the dream of growing their own businesses.
What many of them find, however, is that the first year in network marketing is often the most
challenging—and, for some, the most discouraging. Here, Mark Yarnell and Rene Reid Yarnell, two



of the industry's most respected and successful professionals, offer you strategies on how to
overcome those first-year obstacles and position yourself for lifelong success. The Yarnells provide
you with a wealth of savvy advice on everything you need to know to succeed in network marketing,
such as proven systems for recruiting, training, growing and supporting your downline, and much
more. In an easy, step-by-step approach, you will learn how to: ·Deal with rejection ·Recruit and
train ·Avoid overmanaging your downline ·Remain focused ·Stay enthusiastic ·Avoid unrealistic
expectations ·Conduct those in-home meetings ·Ease out of another profession You owe it to yourself
to read this inspiring book! This will be the Bible of Network Marketing. — Doug Wead, former
special assistant to the president, the Bush Administration
  how to prospect in network marketing: How To Get Your Prospect’s Attention and Keep
It! Keith Schreiter, Tom "Big Al" Schreiter, 2019-10-26 Two distributors meet the same prospect.
One distributor gains a new team member. The other walks away empty-handed. What was the
difference? The words they used. Certain phrases hold our prospects’ attention long enough for us to
deliver our sales message. Prospects have one focused thought at a time. We want that thought to be
about us. The most important currency of this century? Attention. Everyone is fighting for our
prospects’ attention. Intrusive ads, notifications, shiny objects, constant messaging and more
combine to pull our prospects’ attention away from our offer. We want effective phrases for:
Clearing distractions from our prospects’ minds. Closing our prospects. Getting final decisions.
Reading our prospect's minds. Engaging prospects during presentations. Removing rejection.
Bonding with our future team members. In seconds, we can take control of our prospects’ minds and
deliver our concise message. Now they can fairly decide if our sales message will serve them or not.
Getting attention is the easy part. Keeping that attention requires using these magic phrases to ward
off distractions. The rewards are huge when we master the art of controlling attention. We deliver a
great sales message and prospects hear it. Prospects are smart. They have common sense. They will
gladly take action on what serves them best. Stop delivering presentations, sales messages, and
benefits to prospects who are not mentally engaged. Instead, make full use of these magic phrases
and become the most interesting person of the moment. Order your copy now!
  how to prospect in network marketing: 51 Ways and Places to Sponsor New Distributors
Keith Schreiter, Tom “Big Al” Schreiter, 2019-12-06 Where can you find great prospects for your
network marketing business? Who are the best prospects? Where can you find groups of these
prospects? And how can you attract these prospects to you and your multilevel marketing business?
In this book, 51 Ways and Places To Sponsor New Distributors, you will learn the best places to find
motivated people to build your team and your customer base. So instead of searching and wasting
time, you can get right to the very people who want your business and products. Why 51 different
ways and places? Because not everyone wants to build a business the same way. Some people are
comfortable on social media. Other networkers like building in person. Or maybe you just like using
the telephone from the comfort of your home. And no matter which method you prefer, other people
in your group may choose another method to build their businesses. There's something for everyone.
Talking to people at random is fine. But if you want to build your organization fast, you want to
target your efforts directly to prospects who want your opportunity and products. Save time. Save
energy. Focus on prospects who feel now is the best time for them to make a change in their lives.
Whether you choose the Stair-Step Technique, the Bird Dog Technique, or a Promotion Party, you
will actively fill up your calendar with great appointments for your presentations. Just pick one that
is comfortable for you and start building today. Order your copy now!
  how to prospect in network marketing: First Sentences For Network Marketing Tom “Big Al”
Schreiter, 2019-12-06 Prospects make shallow, instant judgments. We want prospects to judge in
our favor. Is our first sentence good enough? Our first sentence choices will interest and engage our
prospects ... or turn off their confidence in us. Do our new distributors have proven first sentences
that work? Do we? Are we creating new first sentences with trained formulas? What happens when
our distributors don't have effective an first sentence? They stop talking to prospects. Game over.
Our prospects guard their time. They give us a chance for about ... a sentence. Then, they decide to



proceed with our conversation or not. Let's wow our prospects in our first few seconds. Discover
many types of successful, fun first sentences in this book that get positive reactions from our
prospects. We can't start with a second sentence, so our first sentence better be good. Order your
copy now!
  how to prospect in network marketing: Get Over Your Damn Self: The No-BS Blueprint
to Building A Life-Changing Business Romi Neustadt, 2016-09 Romi shares exactly how she
talked her way into a Seven-Figure network marketing business and how you can too. You'll learn:
The Posture to confidently connect with anyone about your business and your products.The
Possibilities for a lucrative, efficient and enormously fun turn-key businessThe Power that's already
within you to build the life you really want'if you dare.Romi Neustadt is a former corporate chick
(lawyer, PR executive) who traded in the billable hour for time and money freedom. She's built a
7-figure business that allows her and her husband John and two kids to LiveFullOut. And she's
devoted to helping others design the lives they really want too!
  how to prospect in network marketing: How to Build Network Marketing Leaders
Volume One Tom “Big Al” Schreiter, 2019-12-06 Do you want to be a leader? Or, do you want more
leaders on your network marketing team? The strength of your network marketing business is
measured in leaders - not in the number of distributors. Leaders are the long-term foundation of
your business. Everyone says they want to have more leaders, but how? How does one find leaders?
How does one create leaders? What are the things we need to teach ordinary distributors to do in
order to become leaders? Successful leaders have a plan. They want to duplicate themselves as
leaders. This plan doesn’t happen by accident. Follow this plan. Instead of wishing and hoping for
leaders, this book will give you the step-by-step activities to actually create leaders. Yes, there is a
plan for building leaders and it is simple to follow. Discover how to give ordinary distributors a
leadership test to determine if they are ready to enter the path of leadership. Then, learn how to
start their training process with the biggest leadership lesson of all: problems. When you have an
organization of leaders, network marketing gets easier. Instead of spending the day with repetitive
activities with distributors, you will enjoy the free time this business offers. Spend the time to build
and create leaders, and then you will have the freedom to visit the beaches of the world. This is the
perfect book to lend to a new distributor who wants to build a long-term MLM business, and would
like to know exactly how to build it. Creating network marketing leaders should be the focus of every
business-builder. Order your copy now!
  how to prospect in network marketing: Network Marketing Secrets Russell Brunson,
2018-02-14 The Hidden Funnel Strategy... That Easily Attracts The RIGHT People, Who Are SO
SUPER INTERESTED In What You're Selling, They Actually Raise Their Hands And Ask You To Sign
Them Up!This book will take you behind the scenes of the three funnels that have built 99% of ALL
successful network marketing companies, and show you how to replicate them online with simple
sales funnels. You'll be able to plug your network marketing opportunity into these funnels within
just a few minutes. I'll also tell you the one step that everyone forgets. Miss this step and your
funnels will never gain the momentum you need to be a top earner. Ready? Good. Me too!
  how to prospect in network marketing: How to Sell Anything to Anybody Joe Girard,
2006-02-07 Joe Girard was an example of a young man with perseverance and determination. Joe
began his working career as a shoeshine boy. He moved on to be a newsboy for the Detroit Free
Press at nine years old, then a dishwasher, a delivery boy, stove assembler, and home building
contractor. He was thrown out of high school, fired from more than forty jobs, and lasted only
ninety-seven days in the U.S. Army. Some said that Joe was doomed for failure. He proved them
wrong. When Joe started his job as a salesman with a Chevrolet agency in Eastpointe, Michigan, he
finally found his niche. Before leaving Chevrolet, Joe sold enough cars to put him in the Guinness
Book of World Records as 'the world's greatest salesman' for twelve consecutive years. Here, he
shares his winning techniques in this step-by-step book, including how to: o Read a customer like a
book and keep that customer for life o Convince people reluctant to buy by selling them the right
way o Develop priceless information from a two-minute phone call o Make word-of-mouth your most



successful tool Informative, entertaining, and inspiring, HOW TO SELL ANYTHING TO ANYBODY is
a timeless classic and an indispensable tool for anyone new to the sales market.
  how to prospect in network marketing: Network Marketing Like a Pro Neal Markowitz,
2020-05-25 Do You Want to Know the Fastest Way to Become Successful at Network Marketing? The
author, Neil Markowitz has been a network marketer since 2003. He has been called an expert by
many, and absolutely loves network marketing. He's worked with some well-known companies such
as Herbalife, Amco, and Cutco. He now spends his time teaching others how to become successful
network marketers. Table of Contents: Chapter 1: Network marketing Concept Chapter 2: How To
Find Prospects/ Generate Leads Chapter 3: Presenting The Product In Network Marketing Chapter
4: Inviting the Prospect in Network Marketing Chapter 5: Following up in Network Marketing
Chapter 6: Helping Your Downline To Get Started Chapter 7: Promoting The Events Chapter 8:
Measuring Multilevel Marketing Performance Chapter 9: How To Develop A Compensation Plan
Chapter 10: Comparison of Network Marketing and Traditional Marketing Chapter 11: Improving
Skills for Network Marketing Chapter 12: Network Marketing Business Essentials What Readers are
Saying: This is a brilliant idea of writing book on network marketing by Neil Markowitz, helped me a
lot in enhancing my network marketing work. Through this brilliant book I come to the best
guidelines to improve my network marketing skills and its advantages and disadvantages. Before
reading this book I was in a sea full of sharks and it was hard for me to find the path to get the
successful network marketing guidelines. This book gives me more than I wanted for my network
marketing work; it provides you the model of MLM marketing. If you are new in network marketing
like me then this book is the excellent choice, it helps you to get motivated, discusses the network
marketing business essentials, its opportunities and moreover the guidelines so you can improve
your skills and become network marketing professional. This book is a great leader for me towards
successful network marketing business.
  how to prospect in network marketing: How to Build Your Network Marketing Business
in 15 Minutes a Day Keith Schreiter, Tom "Big Al" Schreiter, 2019-11-02 Too busy to build a
network marketing business? Never! Anyone can set aside 15 minutes a day to start building their
financial freedom. Of course we would like to have more time, but in just 15 minutes we can change
our lives forever. How can we do this? With hyper-efficient ninja tricks, shortcuts, and focus on the
activities that will pay off now. Learn how to make invitations and appointments in seconds, with no
rejection. Get immediate decisions from our prospects without long, boring sales presentations.
Instead of chasing people, plant seeds so they will come to us. And follow-up? Easy when it is
automated. And what is the best part about having the skills to build in minimal time? Now we can
talk to even the busiest of prospects and assure them they can fit our business into their schedule.
Never worry about the “I don’t have time” objection again. Don't let a busy life stop us from building
our future. Discover the skills to change our lives in just 15 minutes a day. Order your copy now!
  how to prospect in network marketing: Magnetic Sponsoring Mike Dillard, 2014-10-20
Magnetic Sponsoring is unlike anything you've ever seen or read before when it comes to building a
network marketing or MLM business. This is NOT a book for people who want to follow the herd, or
get average results handing out samples, holding home parties, or buying leads. It is for the few who
want to become leaders in this industry. Who want to walk across the stage, and who want to earn
7-figures. It is for those who would rather be the hunted than the hunter. Who prefer to work
smarter, instead of harder. Who want to build a life-long business, instead of an opportunity, and for
those who value truth over hype. If you're tired of chasing your friends and family members, posting
fliers on phone poles, cold calling leads, and handing out business cards, then Magnetic Sponsoring
is exactly what you've been looking for. In this book, I will teach you... - How to get an endless
number of prospects to call you, with credit card in hand ready to buy your product, or join your
business. - How to create a life-long business with zero competition. - How to make income whether
your prospects join your business or not. - How to legitimately produce endless leads for free. - How
to create automated marketing systems that sell and recruit for you. - How to sponsor top industry
leaders instead of tire-kickers. - How to become an Alpha man or woman that people respect and



follow. - How I used these strategies to make over $50 million online, and become the #1 residual
income earner in my opportunity. The Revised and Expanded Edition includes a new forward by Tim
Erway, access to BONUS chapters and action guide PDFs, a private online community, an attraction
marketing success interview series, and a BRAND NEW interview with me, which will help you apply
these powerful marketing strategies in your business as fast as possible. Thank you for your
leadership.
  how to prospect in network marketing: The Four Color Personalities for MLM Tom "Big
Al" Schreiter, 2018-03-20 Instant bonding, instant communication, and how to get your network
marketing prospects to fully understand and act on your message = fun!This is the most fun of the
25 skills of network marketing. Our prospects have a different point-of-view than we do. So how do
we give them our message in a way they ¿get it and enjoy it?By quickly identifying their color
personality.This isn¿t a boring research textbook on the four different personalities. This book is a
fun, easy way to know how your prospects think, and the precise magic words to say to each of the
four personalities. The results are stunning. Shy distributors become confident when they
understand how their prospects think. Experienced distributors have short conversations that get
prospects to join immediately.Why be frustrated with prospects? Instead, quickly discover the four
personalities in a fun way that you will always remember. You will enjoy observing and analyzing
your friends, co-workers and relatives, and you'll see the way they see the world. It feels like you
have 3-D glasses in your network marketing career.Of the 25 skills, this is the first skill that new
distributors should learn. Why? It gives new distributors instant confidence. It eliminates rejection.
It helps prospects listen with open minds.It gets instant results. What could be better than that?You
won¿t have to look for great prospects when you know the four color personalities. You will have the
ability to turn ordinary people into hot prospects by knowing their color personality and by saying
the right words.By using humorous, slightly exaggerated examples of the four personality traits, you
will remember and use this skill immediately. Life is more fun when you are the only one with the
3-D glasses.This is the one skill that you'll use every day for the rest of your life!Get ready to smile
and achieve quicker rapport and results.
  how to prospect in network marketing: Network Marketing For Dummies Zig Ziglar, John
P. Hayes, 2011-05-18 Network marketing has helped people all over the world achieve financial
independence—and it can help you do the same. As a profession, network marketing invites all
people, regardless of gender, experience, education, or financial status, to jump on board and build a
satisfying and potentially lucrative business. If you want to improve your current financial situation
and are ready to become your own boss, then networking marketing is the way to go. Whether you
want to work full-time or part-time; whether you dream of earning a few hundred dollars a month or
thousands of dollars a month, Network Marketing For Dummies can show you how to get started in
this business within a matter of days. If you’re currently involved in network marketing, this book is
also valuable as both a reference source and a refresher course. Network marketing is a system for
distributing goods and services through networks of thousands of independent salespeople, or
distributors. With Network Marketi ng For Dummies as your guide, you’ll become familiar with this
system and figure out how to build revenue, motivate your distributors, evaluate opportunities, and
grab the success you deserve in this field. You’ll explore important topics, such as setting up a
database of prospects and creating loyal customers. You’ll also discover how to: Get set up as a
distributor Develop a comprehensive marketing plan Recruit, train, and motivate your network
Maximize downline income Take your marketing and sales skills to a higher level Cope with taxes
and regulations Avoid common pitfalls Packed with tips on overcoming common start-up hurdles as
well as stories from more than fifty successful network marketers, Network Marketing For Dummies
will show you how to approach this opportunity so that you can begin to build a successful and
satisfying business of your own.
  how to prospect in network marketing: High-Profit Prospecting Mark Hunter, CSP,
2016-09-16 Search engines and social media have changed how prospecting pipelines for
salespeople are built today, but the vitality of the pipeline itself has not. The key to success for every



salesperson is his pipeline of prospects. In High-Profit Prospecting, sales expert Mark Hunter
shatters costly prospecting myths and eliminates confusion about what works today. Merging new
strategies with proven practices that unfortunately many have given up (much to their demise), this
must-have resource for salespeople in every industry will help you: Find better leads and qualify
them quickly Trade cold calling for informed calling Tailor your timing and message Leave a great
voicemail and craft a compelling email Use social media effectively Leverage referrals Get past
gatekeepers and open new doors Top producers are still prospecting. However, buyers have evolved,
therefore your prospecting needs to as well. For the salesperson, prospecting is still king. Take back
control of your pipeline for success!
  how to prospect in network marketing: Quick Start Guide for Network Marketing Keith
Schreiter, Tom "Big Al" Schreiter, 2019-11-02 Paralyzed with fear? Can't get started? Never again!
What if we could put our new team members into action immediately? How? With the exact words to
say and the exact activities to do. In just a few minutes, our quick start instructions can help our new
team members find the perfect prospects, close them, and avoid embarrassment and rejection. Our
new team members have never done network marketing before. Let's shorten their learning curve
while helping them get results in the first 24 hours. As with any profession, there are many skills to
learn when we start a network marketing career. But, we don't have to learn them all right away.
With just a few basic mindsets and phrases, our new team members can build a business while they
learn their new profession. To start immediately, they need to learn how to: * Say the right words in
the first 10 seconds. * Avoid rejection. * Never set off the dreaded salesman alarm. * Get others to
point them to high-quality prospects who are ready to take action. * Get appointments immediately. *
Give short answers to the biggest objections. * Talk about problems, not solutions. * Create better
results with Level Six communication. * Follow up in minutes, not hours. * Address the five trigger
points prospects use to make their final decision. Our new team members are at the peak of their
enthusiasm now. Let's give them the fast-start skills to kick-start their business immediately.
  how to prospect in network marketing: Success in MLM Network Marketing and
Personal Selling Gini Graham Scott, 2013-04-30 Done right, multi-level marketing, network
marketing, or personal selling, by whatever term it is called, offers you an opportunity to become
rich and successful by not only selling a product but by building a growing sales team. This complete
and easy-to-use guide reveals how you can sell virtually any type of product or service this way. You
can start from your home or set up a small office, and as your sales network multiplies, your income
grows from your expanding sales team. So the profit potential is almost unlimited. This book shows
you how to do it with techniques for: - getting started the right way - setting goals - prospecting for
leads - selling your product or service effectively - putting on presentations - building a sales
organization - working with distributors - hosting meetings and sales parties - participating in a
trade show - speaking to promote your product - doing your own publicity
  how to prospect in network marketing: Mini-Scripts for the Four Color Personalities Keith
Schreiter, Tom "Big Al" Schreiter, 2019-11-01 The perfect prospect. The perfect presentation. And
our prospect says, “No.” What happened? Our prospect did not connect with or understand our
presentation. Our presentation is clear to us, but our prospect understands the world differently.
Yes, our prospect understands a different language. There are four different color personalities, and
each of those personalities interprets our world differently. They have their own viewpoint and their
own language. They make their decisions based upon their viewpoint, and the language we use to
present to them has to match their personality. When we talk their language, magic happens. Our
prospects understand and appreciate what we offer them. Once we have this connection,
prospecting, selling, sponsoring, and presenting are easy. Learning the other color personalities’
languages is easy. We simply modify our most common phrases to match their viewpoints. If our
yellow personality prospect wants to serve and help the world, then why not present our opportunity
from that viewpoint? It is just that easy. In this book we will quickly learn the different personalities
and how to identify them. Then, we will learn proven phrases for connecting, prospecting, selling,
and sponsoring for each color personality. The reactions of our prospects will be amazing. As



network marketing leaders, we want to move people to take positive actions. Using their own color
language is how we will do it.
  how to prospect in network marketing: Building an Empire (Next Level Edition) Brian
Carruthers, 2020-07 Brian Carruthers has built one of the largest, most profitable downline teams in
all of network marketing in the last decade. His success system helped his team grow to more than
350,000 distributors, including countless stories of lives being changed for the better by the incomes
generated. Beyond the surface success of gaining wealth and living the dream lifestyle as an
eight-figure income earner, Brian's alignment of personal goals with a greater purpose of helping to
change lives has fueled his passion for this profession. Brian pours nearly 20 years of knowledge,
experience, and wisdom from being in the field working with thousands of distributors into this
groundbreaking book. Use it as your comprehensive manual/guidebook and you will save yourself
from going down the wrong paths, avoid the pitfalls that stop many networkers in their journeys, and
cut years off your learning curve. Applying the wisdom from this book will make you more effective,
more profitable, and you will have more fun on your rise to the top while you are Building Your
Empire!
  how to prospect in network marketing: The Essential Handbook of Prospecting for
Network Marketers Jonathan Yap, 2020-05-15 Everybody knows that prospecting is a key activity
in network marketing. Therefore, to be able to build a successful network marketing business, we
need to become good at prospecting. But I want to let you in on a little secret. You can be the most
hardworking person in your company and meet lots of prospects. But if you don't know exactly what
to say and do when you meet prospects, chances are you will have a tough time building a successful
network marketing business. The good news is that it does not have to be that way. You do not have
to struggle! If you are currently struggling with prospecting, I want you to know that prospecting
does not have to be difficult or uncomfortable. You can become a champion at prospecting. What you
need to do is to learn exactly what to say to prospects, so that you can start prospecting with
confidence and competence. In this book, I will show you exactly what to say and do when you meet
prospects, using a simple step-by-step formula which I have discovered. I invite you to come with me
on this learning journey and start reading this book today.
  how to prospect in network marketing: Retail Sales for Network Marketers Keith Schreiter,
Tom "Big Al" Schreiter, 2017-03-25 Get retail sales without stress, embarrassment or rejection. Shy?
Don't want to talk to your friends? Afraid to connect with strangers? Don't know where to start?
Don't know what to say? Never feel guilty again. Learn how to position your retail sales so people
are happy to buy. Learn exactly what to say to make your retail sales soar. Did you know that the
tiny questions technique is the best way to get instant Yes decisions? Learn how to create instant
rapport, and bond with your potential customers with four magic words. Easily approach even the
toughest and most skeptical people. And the best part is that we can avoid objections with our
direct, clear approach. Don't know where to find customers for your products and services? Learn
how to market to people who want what you offer. Selling is fun when we know how to do this. Make
retailing a pleasant experience while building your network marketing business. Plus, every satisfied
retail customer now believes in your product or service. What a great group of qualified prospects to
potentially become members of your team! Let network marketing experts and best-selling authors,
Keith and Tom Big Al Schreiter, show you the way to retail sales magic.
  how to prospect in network marketing: 10 Shortcuts Into Our Prospects’ Minds Keith
Schreiter, Tom “Big Al” Schreiter, 2019-12-05 Caution: Our prospects make up their minds before
we are ready. We have awesome facts, benefits, features, testimonials, videos, brochures,
PowerPoint presentations, proof, and inspirational stories. But what happens? Our prospects decide
if they want to do business with us or not, before we get to our good stuff. Why can't they wait? We
can complain, or we can help them make up their minds quickly in our favor. We only have a few
seconds before our prospects make their decisions. Use these seconds wisely. When we understand
how our prospects make their decisions, we can address those processes early in the conversation,
before they create a no decision. Of course, short is better than long. But how do we trigger our



prospects' decisions in just a few seconds? Questions, indirect statements, micro-stories, analogies,
and emotional programs help us navigate quickly through our prospects' brains. Why not effortlessly
take the direct path to getting positive decisions? When we give up the old paradigm of prospects
accumulating information, weighing the pros and cons, and processing the facts and figures to make
a decision, then moving prospects forward to a positive sales decision is easy. Leave the door-to-door
sales tactics of the 1980s behind. Instead, let's work with our prospects' minds to help them make
great decisions. Enjoy a faster and easier way to get our prospects to make great decisions. Order
your copy now!
  how to prospect in network marketing: Hooks! The Invisible Sales Superpower Keith
Schreiter, Tom "Big Al" Schreiter, 2021-11-16 We talk. Our prospects have a choice. #1. Continue
thinking about their interesting lives, or #2. Stop what they are thinking, and listen to someone they
don’t care about. Ouch. We can’t succeed if no one listens to our message. But how do we get
prospects to pay attention to us? With hooks—strong openings that capture their curiosity. What
kinds of hooks can we learn? • Curiosity hooks. • Magic phrases. • Humor hooks. • Shocking facts. •
Quiz openings. • Challenges. • Story hooks and more. We want our prospects to think, “This is
interesting. Please continue.” We don’t have to be creative. Let the simple lessons, examples, and
templates in this book help us create professional hooks that work. No more presentations to people
who fake their attention. No more nerve-racking encounters with uninterested prospects. Let’s feel
confident that we can deliver our message to attentive prospects every time.
  how to prospect in network marketing: The 7-Step System to Building a $1,000,000
Network Marketing Dynasty Joe Rubino, 2010-12-13 Millions of people around the world
participate daily in network marketing sales. This book offers, for the first time, a step-by-step plan
for building a profitable, long-lasting network marketing business. This simple, proven system—from
an author who built his own million-dollar network marketing business—gives everyone in the
network marketing industry the tools and tactics they need to succeed spectacularly. Rubino’s
seven-step system covers every aspect of the network marketing business, from planning to
prospecting to training, and gives you the confidence and attitude you need to make your business
work and keep it profitable.
  how to prospect in network marketing: The Fourth Industrial Revolution Klaus Schwab,
2017-01-03 World-renowned economist Klaus Schwab, Founder and Executive Chairman of the
World Economic Forum, explains that we have an opportunity to shape the fourth industrial
revolution, which will fundamentally alter how we live and work. Schwab argues that this revolution
is different in scale, scope and complexity from any that have come before. Characterized by a range
of new technologies that are fusing the physical, digital and biological worlds, the developments are
affecting all disciplines, economies, industries and governments, and even challenging ideas about
what it means to be human. Artificial intelligence is already all around us, from supercomputers,
drones and virtual assistants to 3D printing, DNA sequencing, smart thermostats, wearable sensors
and microchips smaller than a grain of sand. But this is just the beginning: nanomaterials 200 times
stronger than steel and a million times thinner than a strand of hair and the first transplant of a 3D
printed liver are already in development. Imagine “smart factories” in which global systems of
manufacturing are coordinated virtually, or implantable mobile phones made of biosynthetic
materials. The fourth industrial revolution, says Schwab, is more significant, and its ramifications
more profound, than in any prior period of human history. He outlines the key technologies driving
this revolution and discusses the major impacts expected on government, business, civil society and
individuals. Schwab also offers bold ideas on how to harness these changes and shape a better
future—one in which technology empowers people rather than replaces them; progress serves
society rather than disrupts it; and in which innovators respect moral and ethical boundaries rather
than cross them. We all have the opportunity to contribute to developing new frameworks that
advance progress.
  how to prospect in network marketing: The Two-Minute Story for Network Marketing
Keith Schreiter, Tom "Big Al" Schreiter, 2019-11-02 Worried about presenting your business



opportunity to prospects? Here is the solution. The two-minute story is the ultimate presentation to
network marketing prospects. When our prospects see the big picture, they make decisions
immediately. No more I need to think it over objections. In less than two minutes, our prospects will
move forward, ready to join. This presentation requires no flipcharts, videos, research reports,
testimonials, PowerPoint slides or graphics. All it takes is a simple two-minute story that we
customize for our prospects. Forget all those boring presentation information dumps of the past.
Instead, let’s talk to our prospects in the way they love. Prospects enjoy a short story. Telling stories
reduces our stress since stories are easy to remember. Plus, this story is 100% about our prospects.
That means we become instantly interesting to our prospects and they will listen to every word we
say. Now our prospects can see and feel what our business means to them. Enjoy connecting with
prospects with no rejection and no objections. Prospects will love how we simplify their decision to
join and make it stress-free. This is so much fun that now, our entire team can’t wait to talk to
prospects. And for us? We will love helping prospects see what we see, so they will ask to join our
business. The two-minute story is the best way to help your prospects to join. Scroll up and order
your copy now!
  how to prospect in network marketing: Direct Selling Success Randy Gage, 2019-07-18
The eagerly awaited sequel to the worldwide bestseller How to Build a Multi-Level Money Machine
from Direct Selling icon and Hall of Famer Randy Gage Randy Gage revolutionized the Direct Selling
profession with the bestselling phenomenon How to Build a Multi-Level Money Machine, translated
into more than 20 languages. Now he’s at it again with the long-waited sequel: Direct Selling
Success. This all-new book is the ultimate textbook on creating success in the business. You’ll learn
everything from choosing the right company, finding the best candidates, becoming a rock star
recruiter—to advanced skills like making powerful presentations, becoming a leader, and creating a
leadership factory on your team. Since Randy’s previous book took the profession by storm, there
have been significant changes to the business that demand a fully up-to-date sequel: Regulatory
oversight of the industry has increased dramatically, it’s now much trickier to make simple product
or income claims, and distributors are hungry for the right information on how to get it done. The
business model has gained widespread public acceptance—it’s now common for industry companies
to secure naming rights for sports arenas and sponsor major league teams. Even Warren Buffet and
Forbes Magazine promote the business. More and more people are taking on side hustles and are
considering or already in the business.Maybe the biggest change is the impact of e-commerce, social
media, and mobile apps on the business today. Randy’s up-to-the-minute book explains how you can
become successful in this new environment. The need for expert, proven guidance on the Direct
Selling and Network Marketing profession has never been greater than right now. Direct Selling
Success will help you: Choose the best company for you Locate the best candidates Become a Rock
Star recruiter Design your system to create maximum duplication Employ the latest e-commerce and
social media marketing techniques to grow your business Conduct powerful persuasive
presentations Become a positive, dynamic leader for your team The Direct Selling industry continues
to experience robust growth. The opportunity to generate passive income and create complete
financial freedom is immense under current conditions. Direct Selling Success is a must-have
resource for anyone who wants to build a team of customers and distributors that will generate
residual income for years to come.
  how to prospect in network marketing: How To Get Instant Trust, Belief, Influence and
Rapport! Tom “Big Al” Schreiter, 2019-12-05 Why can’t we convince others? And why won’t people
listen? We say great things to people. We offer great products to prospects. We share our vision and
passion with others. And they don’t believe us, they don’t buy, and they don’t share our vision and
passion. We say great things, but people don’t believe us or act on our message. Why? Well, we don’t
need more good things to say. Instead, we need to learn how to get people to believe and trust the
good things we are saying already. It’s not about the price. It’s not about the salesman’s breath. It is
not about the leader’s PowerPoint presentation. It is all about the magical first few seconds when we
meet people. What happens? In the first few seconds, people make an instant decision to: 1. Trust



us. Believe us. Or, in the first few seconds, people make an instant decision to: 2. Turn on the
salesman alarm. Put on the “too good to be true” filter. Be skeptical. Look for “the catch.” This
decision is immediate, and unfortunately, usually final. Tom Big Al Schreiter shows us exactly how to
build a bond of trust and belief with prospects in seconds. How? By talking directly to the
decision-making part of the brain, the subconscious mind. In this book, “How To Get Instant Trust,
Belief, Influence And Rapport! 13 Ways To Create Open Minds By Talking To The Subconscious
Mind,” we will learn easy four- and five-word micro-phrases and simple, natural techniques that you
can master within seconds. Yes, this is easy to do! Our message should be inside of other people’s
heads, not bouncing off their foreheads. Our obligation is to get our message inside of their heads so
they will have options and choices in their lives. Now, if we can’t get people to trust and believe our
message, then we will effectively be withholding our message from them. Use these short, easy,
tested, clear techniques to build that instant rapport with other people. Then, everything else is
easy. If you are a leader, a salesman, a network marketer, an influencer, a teacher, or someone who
needs to communicate quickly and efficiently, this book is for you. Order your copy now!
  how to prospect in network marketing: Summary Go Pro: 7 Steps to Becoming a
Network Marketing Professional, by Eric Worre Sapiens Editorial, 2017-05-23 ORIGINAL BOOK
SYNOPSISGo Pro is a book that presents the keys to becoming a Marketing or Networking
professional. In the work, its author, Eric Worre, lays down a guide for anyone wanting to engage in
multilevel marketing, either to strengthen their company or as a business by itself. His ideas expand
the usual range of action and help to understand that there is a sure way to create a large and
successful business with the freedom of self-management for both time and decisions.The 7 steps
outlined here summarize the author's observations on how to become an entrepreneur with a
marketing network, being both a salesman and manager at the same time, selling your own products
or those of other companies, establishing your own working hours and working with whom you
decide to work, all with a significant income.In these lines, we present the best of these
ideas.-ABOUT SAPIENS EDITORIALBooks are mentors. Books can guide what we do and our lives.
Many of us love books while reading them and maybe they will echo with us a few weeks after but 2
years later we can't remember if we have read it or not. And that's a shame. We remember that at
that time, the book meant a lot to us. Why is it that 2 years later we have forgotten everything?
That's not good.This summary is taken from the most important themes of the original book.Most
people don't like books. People just want to know what the book says they have to do. If you trust the
source you don't need the arguments. So much of a book is arguing its points, but often you don't
need the argument if you trust the source you can just get the point.This summary takes the effort to
distill the blahs into themes for the people who are just not going to read the whole book. All this
information is in the original book.
  how to prospect in network marketing: Be a Network Marketing Millionaire Deepak
Bajaj, If you want to be among the top 1% people, you must do what the top 1% people do. People
come into network marketing because they believe they can fulfil their dreams faster here. But many
are not able to achieve their dream income and lifestyle in spite of many years of hard work,
commitment and motivation. What they lack is the right knowledge, skills, techniques and tools for
success. This one of its kind guidebook will teach you everything you need to know to be a top
achiever in any network marketing company with any product or income plan. This book will give
amazing results to everyone—professionals, business owners, employees, students, retired people or
housewives. If you want to be the best, learn from the best. This book is written by an iconic name in
the direct selling industry, Deepak Bajaj, who became a multi-millionaire himself and has helped
thousands of people become millionaires by using the principles and techniques detailed in this
book. Be a network marketing millionaire will teach you how to: establish a new, more empowering
belief system multiply your income and team size ten times in record time create a Duplication
system for a lifelong passive income secret techniques to make a never-ending prospect list use
effective social media strategy for big success put in place a 90-day game plan to turn your business
around forever build your personal brand to pull the right people towards you how to invite people



without affecting relationships how to build leaders within your team...And much more.
  how to prospect in network marketing: Closing for Network Marketing Keith Schreiter, Tom
"Big Al" Schreiter, 2019-11-03 Afraid of closing? That is an understatement. I used to talk with
prospects on and on and on, afraid to close. I thought if I kept the conversation going long enough,
they would eventually volunteer their yes decision. Of course, that never happened. So, in my
lifelong quest to avoid rejection, I had to find new and effective closes that work. Here are 46 years'
worth of our best closes. All of these closes are kind and comfortable for prospects, and
rejection-free for us. Here are just a few of the closes you will learn and love: * The million-dollar
close. * Managing the decision-making funnel. * Having prospects close themselves. * Removing risk
and uncertainty. * Making objection-solving easy in seconds. * And of course, many strategies to
quickly remove the “I need to think it over” objection. Old-school closing is old news. In today's
world, prospects are over-exposed to marketing and are sales-resistant. Use these closes to help our
prospects move forward and say “yes” to our offers. Not every close is perfect for every prospect.
We want a variety of closes. Let’s choose which close is best for our prospects, and most natural for
us. Never be afraid of closing again. In fact, we will look forward to closing. Happy times ahead!
Scroll up now and get your copy.
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