[bookmark: _GoBack]  The Art of Inviting People You Know to a National Call Briefing    

There are 3 steps to inviting:         Watch training video at: https://youtu.be/XN8dGhL8tgI

1. Make sure you are in a hurry:
a. Not rushing or being evasive but you don’t have much time.
b. This is not the time to answer questions. That’s not the purpose of this call.
c. The real purpose is to check or gage interest.

2. Be sure to show value:
a. You have to show the value of your project and create a sense of urgency about becoming a part of it.
b. Everybody’s first reaction is, “what’s in it for me.” After all, their fantasy radio station is WIIFM (What’s In It For Me).
c. People don’t care about all the details up front, so you must get right to the particulars about how they stand to benefit, should they get involved. 

3. You must take it away, in a sense, when necessary:
a. You have to project an attitude that shows that you want them to be involved but you don’t necessarily need them. 
b. Your language should show that if they are not interested in a valued invitation that you won’t hesitate to replace them and fill that spot with someone else.
c. Your posture must project that this project is going to be a great success with or without them. This creates a fear of loss and a sense of not wanting to be left behind.
Inviting Script for a national Launch Call:
Inviting to national business briefing call:
Hello, ______ this is _______?  Do you have a minute? How are you doing? I’m doing great!  The purpose of my call is, I wanted to update you on what's recently taken place.
 
Prospect:  What do you mean?

You:  I just partnered with a publicly traded company that’s helping people with instruments that, up to now has only been available to the wealthy on how to find money they didn’t know they had and how to grow it and keep it. 
 
Well, at 7 o'clock PM on _____________ we're going to have a brief national call. I have a very successful business man nationally, Dr. Eddie Sturgis, who will be briefly how they can make money while they sleep. He will also be telling us how to take advantage of 300 to 500 different tax write-offs, that you don’t know about.
 
Can you go ahead and prioritize _____________ at 7 o'clock and be there on time? Great! All the information is going to be covered then, but more importantly you'll be able to see the business plan of how it’s happening right now, but I think you'll like what you hear. The call number is: 515 739-1470 pin code 203277#.                                  

Now, ________ if for some reason, you can't make it, I only have limited spots as this is a private call, please call me and let me know because I’d like to, at least, replace you with somebody else who could be on, okay? I'll hear you on the call ________________ at 7:00 PM - Bye. 					       
How to deal with questions about the call:

Prospect:  Well, what is it?
You:   Listen, I can't explain all the details now but that’s why Dr. Sturgis is be explaining it all on this brief call; he will give you all the details then and speaking with those who are invited. I would like for you to hear him then. The briefing will be at 7 o'clock on _______________. Could you prioritize that time and make room on your calendar to be on this short call? 

Prospect - I'll try.

You - Listen, I understand that, but right now I'm not necessarily looking for effort;
I need a firm yes or no because I've got about 15 people who want the information but I don't have but 10 slots available; so, I’ll need to know if you be on the call or not, that way I can make adjustments, remove you and put somebody else in that place. Ok so you'll make it. Alright, grab a pen and paper and I’ll give you the call number. Let me know when you’re ready. The number is 515 739-1470 pin code 203277#. Ok, great. I'll see you then. 


Important - In Review:
The invitation process is very simple as long as you use the 3-Step form:
1. You are in a hurry.
2. You Show Value.
3. You take it away in order to get a firm commitment.

Remember, don’t stay on the phone trying to answer questions or explaining the project. When they ask you questions just say, “You know what; all of those details are going to be covered by Dr. Sturgis at the briefing. Just come and listen. There’s no pressure on you and no pressure on me; but at least you get the information.” 
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