PROSPECTING MADE EASY

By Joyce Hoffmann

For many people, their greatest fear is prospecting.   They are thinking how do I approach someone, and how do I avoid rejection?   I was one of those people.  So, after many failures in trying to find prospects to build our business, we came up with this simple method.   Does it work?  Well, we went from very little sponsoring success in our first couple of months in the business to having sponsored 14 first levels and a total of 150 in our group within our first six months in the business.  This translated into close to 10,000 P.V. in sales, and close to a $3,000 bonus check a month after ONLY 6 months.

I say, ”This method is for the meek or terminally shy person.  And, according to the Bible the meek shall inherit the earth.” 

USING THE “NEEDS/WANTS POCKET CALENDAR” IN PROSPECTING:
1. Purchase a pocket calendar – carry it in your purse, or pocket for men.
2. Focus on becoming a very good listener, and in every conversation people will reveal a need that can be addressed by Shaklee.

3. Set a goal to place the name of a person and their specific need in your pocket calendar every day of the week.  
4. The method to follow:

a. Place a name in your pocket calendar with specific information from you conversation with them.  

b. Wait 2 days, (to collect your thoughts, and so you don’t appear too eager and turn them off) until Wednesday, and call them or contact using the following:  “I am getting in touch with you again, because I have been thinking about our conversation on           (Day) where you said you (specify want or need)             and I think I have something that could help you, and I was wondering if you would be open to learning about it.”  People are much more receptive when you ask permission and offer to help!
c. You start a pattern of putting a name in on Monday – call on Wednesday, name in Tuesday - call on Thursday, name in Wednesday – call on Friday, name in Thursday – call on Monday, etc.  If you make this a pattern, you will never run out of prospects.
d. If this is a stranger, and you only have one opportunity to make the contact, carry on a friendly conversation which helps you get to know the person, and once you have identified a need, you can tell them that you think you might have something that will help them with their specific need and ask if they would be open to learning about it?  (Don’t appear too eager or overly aggressive or you will turn them off.) If they say YES, ASK FOR THEIR NAME AND PHONE#.  Then put that information in your pocket calendar with their specific need or want, so you know how to follow-up.
e. Do the same thing when conducting IN-HOME EVENTS;  listen for needs, use the Interest Indicator sheet, and put them in your calendar with their need or want, because they are also your prospects
TWO THINGS TO REMEMBER:

1. “If you help enough people get what they want, you will have everything that you want.”

2. “People don’t care how much you know, until they know how much you care.”
