
The A B C’s of Getting Started Right as a New Recruit
                                                                                                                                                     By Dr. E.J. Sturgis
A. Review and understand all of the critical documents in the Success System which empowers you to start exposing people that you know to the RYZE Ai and the exceptional Wealth Generators business opportunity.If you are not given these documents, please ask your sponsor for them.

B. When you are new you know just enough to be dangerous. As you start to build your business it is important to understand that you must follow the very important steps that will allow you to be as effective as you can be from the beginning, otherwise you will make some very costly mistakes. As you 
get started in your new business you must adhere to the following critical steps:

1) You must complete your “50 Person Lists” before you start; one list for customer prospects and one for business opportunity prospects. This allows you to move forward in an organized way. Don’t for get to include people that you know that are out of town or even in other countries. Use the “Memory Jogger” document to help you remember all the people that you know. The simple rule is the more people that you expose to opportunity the faster your team will grow.

2) You must have reviewed the 3 Wealth Generators prospecting videosranging from 5 to 13 minutes (these are available through your sponsor) so that you can see the content of all 3 videos in order for you to choose which one you need to send to your prospect in order to pique their interest. Understand that the system does not allow you to share the information with your prospects, because you are new you would probably do more harm than good if you tried to explain it to people yourself. One of the biggest mistakes that new people make is to talk too much. They think they are helping but they are actuality hurting their chances for success.

3) You contact your prospects and pique their interest,by using scripts on what to say to pique the interest of people that you know.

4) The next step is to send out an appropriate video in order to actually give them some information about the opportunity that you are excited about. This gives them the opportunity to see and evaluate the information for themselves.

5) You must then follow up with your prospects after they have had the opportunity to review the video (or other information) that you sent to them. The time frame of your follow up is important. The sooner you can follow up the better because if the information is appealing to them and they become excited about it, you want to follow up with them while they are still in that frame of mind. A 24 hour Follow up is better than 48 hours, 48 hours is better than 72 hours but the longer you take after 72 hours the less effective it will be.The fortune is in the follow up.

6) When you follow up with them, whether they call you or you call them, you should ask the question – “What did you like best about what you saw?” Whatever they liked you should agree with them. 
Example: They may say “I liked the financial information” you say “Great – that’s what I liked to.”
They may say “I liked the business opportunity” You say“Great – that’s exactly what I liked.”
7) [bookmark: _GoBack]They may say that they would like more information. In that case you have 2 options. You could send them a more comprehensive video on everything or you could get them on a 3-Way-Call with your expert or mentor.

8) The best way to set up a 3-Way-Call with your expert or mentor is to ask “Do you have any Questions?” If they say yes, YOU SHOULD NOT ATTEMPT TO ANSWER THEIR QUESTIONS (even if you know the answer). Proceed to say something like “Great – I want to make sure that you get the correct information and because I’m so new, I want to get you on the phone with my mentor.” Then you edify your mentor before calling them and adding them to the 3-Way-Call. You use the technique in your training document “Edification – 4 Personality Types.” Again, everything you do should be within the Success system.

9) Your Expert or mentor will talk to your prospect and answer all of their questions. They, in turn, will edify you before they leave the line. Your expert will then do one of 4 things:
A. Close your prospect on being a customer or business partner.
B. Direct them to more information.
C. Invite your prospect to either the next scheduled National Launch Call.
D. Or, in the case where the prospect is local, he/she may invite them to the next local weekly briefing.

10) During the 3-Way-Call it is important that you follow the rules of the 3-Way-Call as laid out in the training document “How to Master The 3-Way-Call”, as well as the training video on the 3-Way-Call by Brian Carruthers. The rules are:
A. The 3-Way-Call should be after the prospect has seen a video or live event about WG.
B. Properly edify the expert prior to the introduction.
C. Call your expert by their last name only; Mr. or Mrs. (never call them by their first or nickname).
D. Do not attempt to help the expert or speak after he/she engages your prospect.
E. Be sure to hang up when your expert does; otherwise you will expose yourself to a lot of questions that your prospect did not ask your expert.

11) As you invite your prospects to, either to a launch call or a local event, you should have already watched the video training by Tanya Aliza. To invite your prospectsyou should use the training scripts on how to invite. There are 2 inviting scripts in your training pack:
1. The art of inviting to a National Call.
2. The art of inviting to a home meeting.
12) Be sure to add each new prospect that you expose to your “10-In-Play” document so that you can properly document your follow ups. Failure to do this will make your follow ups far less organized and less effective.
C.    All of the techniques and training information in the Success System is tried and true. It has worked 
       effectively for thousands of people over the years. It works if you will work it. The more you depart from it 
       the less success you will have. Usually when we find someone that is not having the success that they 
       should, it typically, can be tracked back to a departure from the steps of the system. Anything that you do 
       or say to your prospects that is off the cuff or impromptu will probably be outside of the system and 
       therefore counterproductive. For that reason, you should resist the urge to add or take away any of the 
       steps in the system. Document training can be accessed at (515) 739-1592 pin code 203277# then # again. 
       It is available 24 hours a day, 7 days a week.
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