Steps to an Effective Melaleuca Business

Step 1: Create a contact list

· Create a contact list that is set apart from all other contacts you have (facebook friends, contacts in your phone, etc). All those names should go onto your contact list, but the list itself should be separate.

· Do NOT prejudge anyone. You have no idea who will want to be a customer and who will want to build a business.

· Put their name, the date you talked to them, the result (meaning did you set an appointment? Did they say no? Did they say not right now?) and then write down any comments you want such as “call back in two month”. This business is all about timing and just because someone says no today, doesn’t mean they won’t say yes a few months from now. Ask if it would be ok to contact them next month or a few months from now.

· A SAMPLE is given below. Your personal contact list will eventually contain hundreds of names.
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Step 2: Setting Appointments
· Remember KISS: Keep It Simple Silly!!

· Get your calendar/day planner out and ready to go. When you set an appointment, write it down.

· CALL THEM!!!  Do not send out text messages or emails. Everyone feels more important when they get a phone call than when they get a text or an email. You’re running a business now.  Calling is the most effective way to build.

· The point of the phone call is to set the appointment. It is NOT to tell them about the products or the company specifically.

· Lunch appointments are great too!

· Always give them 2 options to choose from when setting an appointment ex: “Would Tuesday or Thursday work better for you?”  then “Ok, would 6:00pm or 7:00pm work better on Thursday?”

· If they say no, that’s ok. This business is all about timing. Ask if you can call them back in a few months and make note of that on your contact list.
· SAMPLE approaches are listed below. Feel free to make them personal to you and to your people.
Sample Approaches that WORK!

· If someone asks you what you do for work:

“I just PARTNERED up to WORK WITH a Wellness Company called Melaleuca -have you heard of them?"

Product Approaches

“It's a wholesale shopping club that manufactures safer-for-your-home products that saves you money” 

“My job is to educate consumers on how to get safer, greener products at whole sale delivered to their home factory-direct…would you be open-minded to taking a look on how to save time and money?" 

"I give you my personal guarantee, this will be worth your time -there is NO obligation-just take a listen to what I am excited about -and if it’s not for you -you can be my "eyes and ears" and refer me to others -fair enough?"

Personal Approach for Group Presentations

•I’m hosting a “Go Green Gathering” OR “Mom’s Going Green” OR “Wellness Workshop”
•“Come learn how to get safer, greener products for your home -I am a customer myself and I love the products....I don't sell anything, I just show people how to shop wholesale factory-direct”

•"I would love to give you all the details, that is why I would need an hour of your time -it's like seeing a great movie, you need to see it from start to finish"

Business Approach

"I was just speaking with my business partners and they asked me who I know that is outgoing and really motivated that would make a terrific leader with our company...so I immediately thought of you and that you would be a perfect fit for the business I am with –have you ever heard of Melaleuca, The Wellness Company?
•"Would you be open-minded in creating an alternate source of income that would not interfere with your primary job?”

•“If I could show you a business idea to turn ordinary household expense, into a monthly income stream, would you give me an hour of your time?”

•“I’d love to talk to you about a great business idea…as a Plan B‟ to generate an additional income stream…are you open-minded to take a look?”

Referral Approach

•“Hi ___ my name is _____--you don’t know me but we have a mutual friend (Mary Smith). Do you have just a minute?”

•“Mary told me you are a terrific leader with a sharp business mind and someone who’s really motivated and she thought you’d be a perfect fit for the business I am with –have you ever heard of a company called Melaleuca?”

•“They have created a unique revenue-sharing concept that allows average consumer, –like you and me –to create serious income working from home. Are you open to another income stream? I think we all need a Plan B, don’t we?”

•“If it is alright with you, I’d like to bounce the high points off you and see what you think -it takes about an hour and is done by appointment only. What is better for you this week Tuesday or Thursday?”
Help Approach

Business
“I specialize in helping people in your profession generate supplemental income working part time and it would also compliment your business –are you open-minded to take a look?”

Product
“I work for a Wellness Company that manufacturers eco-friendly products and specializes in helping parents create a healthy home –I would love to show you how this would benefit your family, can we meet tomorrow for a coffee?”

Business Card Approach

•“Hi ___, My name is _____--You don't know me, but I am looking at your business card.”

•“___, I work from home with an Inc 500 Wellness Company called Melaleuca and I’m always looking for leaders to work with --and usually people who leave business cards on boards are serious about building their business and being a leader. 

•“Are you open to looking at other business ventures to create an additional income stream working from your home office without interfering with what you’re currently doing?”

Detours-Hold Your Ground

“I don’t think I’d be interested at this time”
•“This may or may not be for you –you be the judge, but at the very least maybe you can point me in the right direction of someone who would make a perfect fit for my business –fair enough?”

“Can you tell me a little bit about it now?”
•“I cannot do it justice over the phone and it would not be fair to you, however, I give you my personal guarantee -this will be worth your time”

Step 3: Give a Delivering Wellness Presentation

· Try your best to not give your own presentation until you have listened to enough that you know the language and how to overcome objectives. There will always be someone willing to help with a presentation.

· Qualify the person first! Ask them what their interest level is. Are they listening to you as someone who just wants to learn about new products in their home or as someone looking to build a business? If their interest level in general is low and really don’t want you talking to them, then don’t waste your time. Find out how much they think they’re spending on the types of products that Melaleuca manufactures. If they honestly feel they aren’t spending much money at all, it will be tough to convince them they are.
· Get people DREAMING!!

· Tell them your story

· Explain how this business “just makes sense” (say that several times during the presentation)

· Take away excuses during the presentation so they don’t come up afterwards
· The back-up order is only to protect their preferred customer benefits. Most people will never use it.
· Explain that they are already someone else’s customer (Walmart, Smith’s)
· Closing

· What did you like best about the presentation I showed you?

· Do you like the idea of having better, safer products for your health and in your home? Or do you like the revenue sharing opportunity that Melaleuca offers? Or both?
· Do you see yourself as a Category 1, 2, or 3?
· Tell them how easy it is to get their account set up (be pulling out the paperwork at this time).

· If they are a category 2 or 3, fill out the Director this Month sheet with them.
Step 4: Follow-up
· Create a follow up sheet for yourself

· You should follow up with your CUSTOMERS once a month for their first 4 month. Use the sheet in this packet

· You should have a 48 hour Follow-up with you BUSINESS BUILDERS. Use the Director This Month Sheet if you didn’t do immediately after the presentation. Also answer any new questions they may have during that follow-up.

· SAMPLES are given below. Create yours however works best for you.
	Personal Customer Name
	Follow-up
	 
	Personal Business Builder
	48 hour Follow-up
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Do a quality Delivering Wellness Overview

Explain Preferred Customer program, Back Up Order, and Loyalty
Shopping Dollars

Enroll them and help place their first order on a 3-way call
Exchange phone numbers and email addresses with them
Invite them to an upcoming Melaleuca event

Place them on your email list-email Welcome Letter

Send personal Welcome Card

Call new customer to “check in” when products arrive ... seta
date with them to go shopping in Month 2

Ask how they’re enjoying products — Favorite? Questions?

Share a product experience — VFL, Sol-U-Mel, MelaPower

Inform them about: monthly specials and web specials

Remind them about Loyalty Shopping Dollar choices for Month 2
Help them shop & redeem Month 2 FREE products

Ask if they’d like to get their products paid for and consider
referring customers

Thank them and tell them you’ll check in again next month
Email product &/or business stories

Thank them for being a Preferred Customer

Ask how they’re enjoying products — Favorite? Questions? — Ask
them for a product experience

Share a product experience — introduce them to a product or
category they haven't tried yet

Help them shop & redeem Month 3 Loyalty Shopping Dollar
products

Help them customize a Select Pack (if not already done)
Ask for referrals!
Continue e-mailing product &/or business stories

Thank them for being a Preferred Customer

Help them shop and redeem Month 4 Loyalty Shopping Dollar
products

Ask if they’re comfortable doing future shopping on their own
Help them put a Select Pack in place (if not already done)
Remind of Services: MyMelaleuca, Melaleuca credit card, etc.
Invite them to a larger Melaleuca event or In-Home-Presentation

Remember:It takes 4 months to develop new shopping habits!
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“l would like to develop a Director this month and | would love for it to be you. Before
you decide, let me tell you what’s in it for you.”

What's in it for you?

1. Your picture in the Leadership In Action Magazine
2. Create a story to tell for the rest of your career

3. Monthly Promotion: ’
4. Your Income for the first month: $495 to $1,000

5. Worth on average $170 per month, $2,000 residual per year

6. Invitation to complimentary Director Dinner and Strategy Meeting

Is this something you would like to do? Here is the Proven Plan:

1. Resolve to do it! Make the decision and do not be denied!
2. Enroll immediately with Value, Career, or Pacesetter Pack
3. Read membership kit, watch DVD, and write down your questions
4. Complete your Contact list, use the form in the membership kit
5. Complete follow up by phone or in person
6. SCHEDULE ACTION!!!
Schedule appointments immediately below

I

Take action immediately!! In order to get 10 enroliments this month, I will:

Schedule 2 on 1 presentations with enroller on date and date !
Schedule in-home presentations with enroller on date and date !
Schedule webinars with my long distance contacts on and date !

Fill in the blanks with enrollments:
1.
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Building a Melaleuca business is a simple and proven process. It is simply repeating the
same proven process over and over again. One great advantage is the power of teamwork
and matched effort. When you set a goal of Director, you are setting a mutual commitment to
build your business! Take this seriously and you will enjoy the results, guaranteed!!

Enrollee Commitment Signature/Date:

Enroller Commitment Signature/Date:
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