How To Master The 3 Way Call







                                             By Dr. Eddie Sturgis
The process begins with the associate edifying the expert:

· This gives credibility to the expert.

· It transfers the power from you to the expert.

· It should appeal to the 4 personality types. Everybody is one or the other (or a combination).
The 4 Personality Types:

1. Whale – Likes to help people.

2. Shark – Money motivated.

3. Urchin – Likes details and facts.

4. Dolphin – Loves to have fun.

How to Edify the Expert:

This person is awesome; he is a __________ with the company:

1. He is 100% documented, which means he knows all the facts.

2. He has positioned himself to make a ton of money.

3. He is helping a lot of people and having a lot fun.

4. But what I like most is, he is so down to earth and easy to talk to. Prospect meet Expert.
The Role of the Expert:

1. Create interest in the business opportunity and the service.

2. Qualify the prospect.

3. Invite the prospect to an event.

4. Return the edification to the associate.
What the expert needs to know before the call:

1. The prospect’s name.

2. Their occupation.

3. Their need or motivation.

4. What you wish the expert to do with the call, such as to close or invite:
A.) Have the prospect watch a video, B.) Invite to an event or, C.) Close the prospect.

Proper Etiquette of the 3 Way Call:

1. Prior to the call, alert the expert of the 3 Way Call.

2. Prior to the call, Pique the interest of the prospect.

3. Prior to the call, always edify the expert.
4. Never refer to each other by first names.

5. Never try to help the expert. After introducing the expert, the associate should not speak unless asked by the expert. 
6. Never call the expert with the prospect live on line.

7. The associate must hang up when the expert does or the whole process can be undone.
The 3 Way Call Process:

1. Alert the expert of the call with prospect information.

2. Pique the prospect’s interest prior to the call.

3. Edify the expert prior to the call.

4. Execute the call and introduce the expert.

5. The expert edifies the associate.

6. The expert creates interest in the business opportunity and service.

7. The expert qualifies and invites the prospect.

8. The expert and the associate exit the call together.

