
Osolean Customer Follow Up 
 
Preparation for your follow ups: 

1. Set a time and be on time. Don’t be late. If you need to reschedule, give your client 
plenty of notice however always keep the scheduled appointment where possible. 
 

2. Send a text the day before telling them you are looking forward to chatting tomorrow 
at … (time) this will remind them. 
 

3. Keep their questionnaire from initial interview 
 

4. Friends First: This is  the most important thing to remember, people will deal with 
people they like, so be the person they like. 
 

5. Remember that you must keep posture as well as relationship, you want to be the 
person they respect enough to take advice from. If you have personal experience 
talk from that place. “When I was losing weight, this is what I did to make sure I got 
the results…”  
 

6. Ask questions before you make suggestions: “Have you tried this ….?” rather than 
saying “you should do this…” Remember people don’t want to be told what to do, it 
is much more powerful if they make that decision themselves. 
 

7. FORM them every time you speak to them. If you don’t know what FORM is, please 
watch the first video on this page: http://dualnetworking.com/trainings/ongoing-
training/how-to-prospect/advanced-getting-started-step-4-how-to-prospect/ 
 

8. Objectives in order of importance:  
• Keep them as a customer.  
• Introduce them to other products so that if they stop weight loss 

you can keep them on other products. Talk to them about their health and 
how important it is a 

• If they have children get them on Mannabears 
• Referrals 
• XFM at their place with their contacts 
• Partner with you in business 

 
9. Send them the “Measurement Tracker” & “Meal Plan” both are at the bottom of this 

document 
 
 
 
 
 
 
 
 



Questions to ask at first catch up - this is before they have even started the 
products or when the products have just arrived: 
 

1. “Is it ok if we go through the answers you gave us when we first discussed your 
weight loss goals to make sure nothing has changed?” (go through their answers - 
If you don’t have it anymore, then ask them if they would mind you to ask the 
questions again to make sure nothing has changed) 

 
2. “When you get discouraged and feel like you want to quit, because this will happen, 

this may be because your weight has gone up, you hit a plateau or because you 
didn’t lose the amount you wanted to lose or you just want to eat more food, how do 
you want me to respond?  
 
Do you want me to leave you alone or do you want me to encourage you, be 
persistant and remind you why you got started and all the dreams you had?” 

 
3. You will be receiving an “Osolean Bootcamp” - a video series sent to your email, 

take the time to go through the videos, they are by our teams founder and contain 
some very simple steps to help you lose more fat fast. They are short as well and 
won’t take you long to watch. 

 
4. Confirm the day and time for the next week. “What day next week and time do you 

want to catch up? We should do it at the same day and time each week if possible” 
(You should have their answer from the initial interview, if you do, just confirm that 
that day and time is still good for them) 

 
5. Do you understand that you should be more focused on losing size rather than 

weight, because no one cares how much you weigh, they care what you look like? 
 

6. Explain why we focus more on measurements than we do on weight. – “We focus 
on fat loss rather than weight loss because our products help the body burn more 
fat than muscle it means that you will lose less “weight” but more “fat and size”” 

 
 

7. “Because our focus is going to be on losing fat not losing weight, we are going to be 
doing a weekly measurement call, rather than a weigh in. We will still take your 
weight, however we will focus on size. You will find that there maybe weeks your 
weight doesn’t go down but when we look at your measurements we will see a 
reduction and something to celebrate.” 

 
8. Explain each product to them and what it does. Be sure to watch the videos in the A 

Team Website on what the products do. Login and then follow this link:  
http://dualnetworking.com/trainings/mannatech-product-training/ 

 
9. Explain that we have a Meal Plan and ask would they like you to send it to them:  

 
 



Weekly call: 
The call is a “Relationship Call” and shouldn’t be regimented. It is casual and friendly time 
not a drill sergeant or coach time. Below is a guide and track to follow. 

1. FORM them ~ Remember that each time you connect you are building relationship, 
trust and belief.  
 

2. Remember the objectives of our calls: 
• Keep them as a customer.  
• Introduce them to other products so that if they stop weight loss 

you can keep them on other products. Talk to them about their health and 
how important it is a 

• If they have children get them on Mannabears 
• Referrals 
• XFM at their place with their contacts 
• Partner with you in business 

 
3. Remember the objectives will only happen if they like and trust you. This is why you 

have to be their ally and friend “Friends First”. Don’t be a sales person and treat 
them like a person. Give them the respect that you would want if you were in their 
shoes. 
 

4. Tell them stories about other clients within the team. There are many testimonies 
and stories in the team, just talk to your upline team leader to find them. Some 
teams have their own facebook groups that are continually adding before and after 
photos and testimonies of results. You will find more and more being added to the A 
Team On The Move App. 
 

5. When your client has a good week on weight loss or any program, ask them if they 
wouldn’t mind putting their testimony in the facebook group or sending it to you in 
an email with permission for you to use it to help other clients and promotion.  
 

6. Take their measurements and always be encouraging. Celebrate if there has been 
a loss in size or weight. It is important to find something good to celebrate and if 
they have had a great week in weight loss, tell them they are one of our stars for the 
week. 
 

7. Talk about the reasons they are wanting to lose weight and ask them to set a goal 
for the next week.  
 

8. Ask them do they have a plan to help themselves achieve it: Are you going to 
exercise, drop milk in coffee and tea, no dessert, no alcohol.  
 

9. Ask if you can make a little suggestion and suggest to remove all temptations from 
the house: Chocolate, ice-cream, Sweets, Alcohol, anything high in calories… 
 
 
 



10. Talk about a food diary and keeping track for the week, especially if they have a bad 
week. Explain that there are a lot of hidden calories that we consume on a daily 
basis that we don’t realize. 
 

11. Remind them that Osolean works when a person is losing weight, and it makes a 
person burn 3 times more fat rather than 50% fat and 50% muscle. 
 

12. NutriVerus helps to stop the rebound affect and reduces cravings because it is all 
plant derived vitamins and minerals that your body craves. 
 

13. Set the time for the next week. (The purpose of a meeting is the set the next 
meeting…) 

 
Documents to download and give to your client: 
 
Measurement Tracker: 
https://s3.amazonaws.com/dualnetworking/docs/customersheets/90daychallengepointsto
measure.pdf 
 
Meal Plan: 
https://s3.amazonaws.com/dualnetworking/docs/customersheets/Osoleanmealplan.pdf 
 
Food and Drinks Diary: 
https://s3.amazonaws.com/dualnetworking/docs/customersheets/diaryhabitstracker.pdf 
 
Food Table: 
https://s3.amazonaws.com/dualnetworking/docs/customersheets/foodstable.pdf 
 
 

You can also send them recipes from inside the A Team On The Move App. 
	  


