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Welcome to Network Marketing Training Today’s 4 Step Process on getting more 
leads and closing more people. 
 
As with everything, we recommend that you take the time to master everything you 
are about to receive. Go over it again and again, because we know that if you do, 
you can be sure to receive the greatest of rewards. 
 
Each step is so simple and will generate amazing results for you.  
 
We will go even deeper on certain aspects of this process very soon, but for now, 
this is all you need to truly start to do some amazing things within your business. 
 
Now is the time to get into the 4 Step Method To Generate More Leads & Convert 
Those Leads Into Business Partners. 
 
1a. Text Message Script  
 
Remember that your text messaging is generally short and simple. Don’t get into 
long conversations etc. 
 
Here are some simple messages to send: 
 
Initial Contact with Warm Market (someone you know): 
 
▪ “Coffee?” 
▪ “Are you free for a coffee on …?” 
▪ “Breakfast on …?” 
 
When they respond positively: 
 
▪ Great I have an idea I want to run by you 
▪ Great I want your advice on an idea I have 
▪ Great I have a project I am working on that I want your feedback on 
▪ Great, I a friend of mine and I are working on a project and we want your thoughts 
 
If they respond negatively by saying: that’s not network marketing, etc etc 
 
▪ Just back off and say, “Hey I just want to catch up and have a coffee with you, is 

that ok?” (and during the conversation with them, when you are having the 
coffee, ask them “When I asked you for a coffee, you came back and said …. 
why did you say that, are we ok?” The reason you ask them this, is you want 
the opportunity to explain the business to them, because they were the ones 
who brought it up initially. If they are still negative, then just back away and be 
their friend… Remember FRIENDS FIRST AND ALWAYS!!! 

 
A text message you can send a lead or someone that has come through your 
marketing: 
 
"Hi this is (your name), a little while a go, you requested information about working 
from home,  We have a project that we're working on where we can have a huge 
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positive social impact and make some money doing it. Would you be interested?" 
 
When they respond: “Yes what is it?” 
 
“We are currently pre screening a lot of people at the moment so we have to arrange 
a time for a call. We have today at ….. and tomorrow at ….. available, which one 
best suits you?” 
 
Then just set the appointment, don’t fall into the trap of trying to explain it without 
setting the appointment or you will lose the person. 
 
Conference Call 
 
▪ “Can I call you on [night] around [time]?” 
▪ “Are you doing anything on [night] around [time]?” 
 
When they respond: 
 
▪ “Great, I have something I want to run past you.There is a special invitation only 

conference call. I have been put in charge of recruiting for a company about to 
launch and I can only invite one person, and I would like that to be you. .” 

 
If they ask more questions: 
 
▪ “It is a little difficult to explain via text LOL you will receive all the info on the call. I 

have to go but I will call you on [say the night and time]. Just know that at the 
moment I am not promising you anything but it could be quite lucrative for the 
right people. I will call you on [night and time] and bring you onto the 
conference call.” 
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1b. One on One Script 
 
Warm Market: 
 
▪ “[name] I am wondering if you could help me, I am helping a friend of mine out 

expand into [say town they are in] and he has placed me in charge of 
recruitment [say with a laugh]. They are looking for people who are… (pause) 
oh I don’t know, go getter types, people who wouldn’t be afraid of making an 
extra $1000 - $2000 per month working part on top of what they currently do. I 
was thinking about giving him your name, if not, who would you know that you 
would put in this category?” 

 
Cold Market (yes use this on people you don’t know) 
Step 1: 
 
▪ “Hi I am wondering if you could help me? Oh, by the way, my name is ….. (say 

your name and extend your hand to shake their hand and wait for them to say 
their name) 

 
Are you from around here? (hold your business card close to your chest as if you are 
going to give it to them, don’t give it to them though, until they say they are interested 
in Step 2 and then it is not for them to keep, it is for them to write their details on the 
back and give it back to you.) 
 
▪ “Our company is expanding in the (say the area they live) and I am in charge of 

recruitment, we are looking for….oh I don’t know…go getter types, people 
who wouldn’t be adverse to earning an extra $1000 - $2000 per month, 
working part time on top of what they are currently doing. Would you happen 
to know anyone that would like to earn an extra $1000 to $2000 per month?” 

  
 Step 2: 
Deer in headlights (The person isn’t interested)… “no problem, thanks anyway” 
then leave it and don’t answer any questions… just move on and say you are in a 
rush and need to go. 
 
They are interested: “Great, Just write your details on the back of this card and I 
may give you a call.” 
 
Step 3: 
Get out of there (don’t get stuck answering questions, just say): OK I am 
looking forward to catching up, I have to go, sorry about being in a rush. See you on 
…. (say day) 
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2. How We Get Their Phone Number: 
 
One of the keys to getting a phone number is to NOT hand them yours. I know this 
may sound crazy, but most people dont have a business card, so when you hand 
over a business card, because they don’t have one, they can’t reciprocate. Even if 
they do have a business card, I don’t give one. Once I have used the scripts above 
or had a conversation with someone on a plane etc. I just say “Why don’t you right 
your details down here and I might give you a call”. 
It is important to say “might give you a call” because that tells them you need their 
phone number. If you leave it out, more often than not, they will just give you their 
name and email. 
 
What do you do if they didn’t write their phone number down: 
If you get someone to give you their details but they didn’t write their phone number, 
just say “Oh you left off your phone number, can you just put that down as well for 
me, just in case I get it wrong with the email or something and I will want to make 
sure you receive it”. 
 
Almost every time you use this script, they will give you their phone number. The key 
is to be their friend and be trust worthy. Always remember “Friends First”. Make what 
you do exciting and fun, help them see that it is rewarding and that you love it and 
the smile on your face will be the biggest tell at whether you love what you do or not. 
 
The other key is to not be “pushy” or “salesy”. You have to be genuine, genuine in 
who you are and what you do. Be interested in them and be asking them as many 
questions about what they do and what interests them. We could go on for hours 
about this, but the best advice is to 100% interested in them, and by them seeing 
that you are interested in them and their interests, they will reciprocate. 
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3. What To Do In A Presentation: 
 
Yes there are certain things you can do in a presentation that will either repel your 
prospect away or draw them in and build upon their excitement. I know that as soon 
as you take these points I am about to give you, that your success rates when it 
comes to closing, will increase dramatically.  
 
▪ Practice your presentation over and over again before you actually do it. 

Remember the saying that says “Practice makes perfect”? Well it’s a lie! It is 
“Perfect Practice Makes Perfect!” The more time you put into learning what 
you are going to say and HOW you are going to say it, will make all the 
difference. If you can, record yourself presenting. I remember when I first 
started, I actually presented to the teddy bears on the lounge and the pillows. 
(they were a very cold crowd, and none signed up). 

▪ Remember that it is NEVER what you say, it is ALWAYS HOW you say it. So 
record yourself and look at your body language and your facial expressions, 
then ask yourself a very serious question “Would I join that person?” if the 
answer is “no” then it is better to have that realisation before you present to 
someone and make the changes that you need to make then to burn up your 
list and never know why someone didn’t join. I promise you, it will make all the 
differencec. 

▪ Make sure you start off by building a relationship. Be their friend, remember that 
people wont deal with someone they don’t like. I love the saying: 

 “All things being equal, people will deal with people they like. All things not 
being equal, people will still deal with people they like!” So be the 
person they like. Do this by asking questions and building relationships. 
The best way I have found to break down walls is to “Compliment” 
them. Whether it is something they are wearing, they do, the children 
etc. Just find something to compliment them on. 

▪ When you move into showing them the presentation, make the first question you 
ask “If in 3 - 5 years time, time and money were no longer an object in your 
life, what would you do differently than you are doing today?”. Then WAIT 
AND LISTEN. It is important that you don’t say a word once you have asked 
this question. You want them to respond and as the old saying goes, “he who 
speaks first loses.” Every fibre of your being is going to want to fill in the void 
of no sound, just wait for them to answer, it may just mean they are thinking 
about what they would do differently. The reason you are asking this question 
is because you need to get them to DREAM. Dreaming is the number 1 
component of a good presentation. If people dont dream, they wont act, they 
wont see the full opportunity in front of them, so it is your job to help them see 
it by helping them dream. When they start answering, make sure you write 
those things down. Here is a key though, if they say “I would go on a holiday” 
or “buy a better car” etc, make sure you go deeper. Ask them “where would 
you go?” and then “What car would you buy?” The more you an help them 
dream and then the deeper you go on those dreams, the more success you 
will have. 

▪ During your presentation, ask simple questions. Like one of the slides we have is 
“You have two choices, you can shrink your dreams to fit your income, or you 
could expand your income to fit your dreams” I ask them, which would they 
prefer? And then I wait for them to answer. 
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▪ If you can, and this next point is incredible, in our “Napkin presentation” ( a short 2 
page A4 presentation) we have areas that the individual can fill in. So when 
you get to the average income amount per level. I get them to fill it in because 
the spaces are blank. When they take the pen and start putting in the 
amounts, it does something for them, they become involved and the money 
becomes theirs. 
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4. What Questions To Ask To Help Them Get Started 
(Close): 
 
Now we are at the Closing Questions stage, this is my favourite section, I need to 
give some credit here. We use the Dani Johnson Closing Questions when we speak 
to people. I know she got them from some where else, but I am not sure where. All I 
know if it wasn’t for her, my closing wouldn’t be as good as it is today. But and this is 
a big BUT I couldn’t get her script to work for me until I used it over and over and 
over again and then I realised what I was doing wrong. 
 
I was trying to be Dani, but as soon as I became ME and was more friendly but with 
posture, everything changed. 
 
Please understand that there are 4 basic personality types, however there is only 
one of these 4 that people generally trust 100% of the time and that is the “softer 
personality”, i like to call them the “supporter”. They are the relaxed, caring and 
nothing is ever too much trouble person. They talk a little softer and are genuinely 
interested in you. 
 
As soon as I realised this, and then implemented it into my closing, WOW the results 
were HUGE. 
 
So when you are closing someone, use this script. 
 
I will put together a presentation in the not too distant future on how to handle 
objections, so keep an eye out for that, it tripled my conversions, but we just don’t 
have time for that today. 
 
1. What did you like about what you just saw/heard? 
2. Why did you like that? 
3. Do you want to make a little bit or a lot of money? 
4. Why do you wan to make a lot? 
5. Where do you see yourself getting started? Is it at the basic level that only allows 

you to earn a small amount of money or is it at the Champion level that allows 
you to earn an unlimited amount and do the those things you told me? 
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Extra Help: 
 
We are here to help you and you may require some extra direction within your 
business. If you do, please feel open to ask. We will do our best to help you.  
 
The best places to connect with us are our: 
 
Facebook Page: http://facebook.com/NetworkMarketingTrainingToday  
Our Blog: http://www.networkmarketingtrainingtoday.com/contact/ 
 
If you want to connect with us on Skype, we don’t accept all Skype connections, so 
please message us first. 
 
Skype: hitmanhannan 
 
Email: james@networkmarketingtrainingtoday.com 
 
Phone:  
Australian Office: 02 8005 7779 
USA Office: 206 973 7008 


