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Congratulations: 
 
Firstly, Congratulations on stepping up and deciding to get professionally trained. 
 
You have decided to shorten your learning curve by using the scripts that come with the 
The Dual Networking System. A system which is designed to develop your strengths 
and help you build your business. 
 
The scripts here have all been tried tested and proven to work. 
 
Remember, to get the best out of using these scripts, you need to become a master, 
and this only happens by putting the time and effort into learning them and making them 
YOURS… 
 
So put time aside to read through the scripts and start using them in your everyday life. 
 
You will be surprised at how often you will use them.  
 
In the not too distant future, your goal is to be able to prospect someone and not even 
know yourself that you are doing it. Remember scripts are all about helping you to get to 
know someone better. 
 
They are there to short cut your learning and help you to help more people. 
 
You will become a Master in the home business arena. 
 
Stay plugged into DualNetworking System. Get on the webinars and follow the training. 
It is all at your finger tips. 
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As with all scripts it’s about understanding the 
Process Not Technique… 

You will need the A Team/DualNetworking App (We used to be called The A Team) 
Please download it from http://MyATeamApp.com/ 
Process: 
1. See if they are around. 
2. Send Text/Facebook Message  
3. Send Registration Link 
 
Mindset: 
1. Be in a hurry. 
2. You don’t need everyone. 
3. How many messages can you send in a day? 
Please remember, the purpose of this text is to set the appointment. It is not to send 
them the link. So make sure you finish with setting a time to catch up within 24 hours.  
 

All Time Favorite Scripts: 
Handing out a piece of information or sending a link when talking to someone 
face to face 

Sending a link using App 

Message 1: “I was listening to something I really liked on (weightloss/health/getting 
more energy/making money using a computer and an app - choose one) and I thought 
you may like it as well, if I sent it to you would you listen to it?” 
 
If they ask what is it about: 
–“It’s on (say the one you chose from above) but just listen to it for yourself and I will 
give you a call tomorrow to discuss, is that ok?"  
 
Finish with  
 
–"Great I will give you a call or meet you (set a time) because I want to catch up.” 
 
Facebook Message: 
 
I was just on Facebook and you came up on my news feed, long time no chat, how have you 
been? (then start conversation and invite them to one of your teams Facebook groups.) 
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Text Message 

Sending a link using App 

Message 1: "Hi (name) are you there?” 
 
Message 2: “I was listening to something I really liked on (weight-loss/health/getting 
more energy/making money using a computer and an app - choose one) and I thought 
you may like it as well, if I sent it to you would you listen to it?” 
 
If they ask what is it about: 
–“It’s on (say the one you chose from above) but just listen to it for yourself and I will 
give you a call tomorrow to discuss, is that ok?"  
 
Finish with  
 
–"Great I will give you a call or meet you (set a time) because I want to catch up.” 
 
Webinar Invitation 
 
Text or Facebook Message To People You Know: 
 
Message 1: Hey (name) you got a minute? 
 
Message 2: I have the chance to sit in on a webinar with a group of Marketers who are 
expanding a new brand and e-commerce platform to China and a bunch of other 
countries using just a computer and an app. They have done millions of dollars in sales 
and are showing a small group how to do the same. 
 
Message 3: What do you have going at (time and day of webinar)? Want me to reserve 
you a spot? I know space is tight so I need to know ASAP. 
 
If they ask what it’s about? 
 
It’s best if you’re interested to come on the webinar, it’s very easy to get on, you just be 
in front of your computer at (say time) no one can see you. But hey there are limited 
spots, if you can’t do it or not interested, don’t worry.  
 
When they say ok 
 
That’s great, you need to click this link (add link) and register, let me know when you 
have done it and then how about we talk straight after the webinar. 
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Step 1 

Understand Your Prospect 

The most common objection that comes from a person who has been prospected into a 
home based business or by someone who has tried to prospect them has been that the 
person did not take the time to get to know them and they were trying just to sell them 
on some get rich quick program that would require them to speak to all their friends and 
sell them some business or product. 
 
This happens because the business owner has not been trained the correct way to 
speak to people or generate results. So what happens is the prospect’s walls go up 
almost immediately and the business owner has no chance of the prospect even 
listening to them, let alone actually buying something or joining their business. 
 
The keys to getting this right are two things: 
1. Understanding the principles of FORM and SIGN. 

 

2. Give yourself time to become a master. 

Key 1.  So what is FORM & SIGN? 

FORM & SIGN are an acronym (a word formed from the initial letters of other words).   

Have you ever wanted to know how you can have a conversation with people you don’t 
know, have nothing in common with, but leave them feeling as though you were the 
best person in the world? 

Well the best way to do this is through becoming a master of the FORM principle. 

This has been tried and tested for years, it is a lot of fun especially for building a 
business and also a great way to meet new friends. 

Make sure you listen to our training on FORM & SIGN, however, below is a very brief 
overview of what the letters mean and how to use them. 

FORM: 
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Remember that when you are asking these questions, be sincere and totally interested 
in the person you are speaking to. Many people get this wrong and make the questions 
come out like the Spanish Inquisition. The prospect closes up and does not want to talk 
to you anymore. 

Just remember “Friends First”. I learnt that from my coach Dani Johnson. 

So here we go: (please note you want to have at least 10 questions you can say off the 
top of your head around these letters, so take the time and write them down.) 

F = Family: You want to ask them questions about their family. “Are you married, for 
how long, do you have kids, where did you grow up, have you always lived in this area, 
etc, etc, etc… 

O = Occupation: Where do you work, how long have you worked there, what do you like 
about it, what don’t you like about it, is that what you always thought you would do, etc, 
etc, etc… 

R = Recreation: What do you do for fun, how often do you get to do it, when was you 
latest holiday, what was it like, where would you like to go to next, etc, etc, etc… 

M = Message: This is where you use your prospecting scripts 

What is SIGN? 

SIGN is what you are looking for when you are asking the questions. SIGN stands for 
Strengths, Goals, Interests & Needs. 

Then once you have these you are able to use them in your scripts. 

Again we recommend that you listen to our training on SIGN to get a better 
understanding on how to use these. 

Key 2.  Allowing Time For You To Become A Master. 

Every leader will remind you that it took them time to become who they are and develop 
the skills they have. Dani Johnson says: “Manage your expectations”. Too many people 
think that they get started in business and they should be a success over night. This is 
not the case for everyone.  

Sure we have all heard the stories of individuals who have had heaven open up above 
them and success seemed to fall into their lap. It did not happen for me and more than 
likely, it will not happen for you. 

So what do you do? Simple, don’t put unrealistic expectations on yourself.  
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To become a master takes time and commitment. Be committed to training and 
changing the things that need to be changed and the results will come. 
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Step 2 
It’s All About Time 

The last thing you want to have happen is to be bombarded with a whole heap of 
questions. Remember it is the person who is asking the questions that is in control.  

The best way that has been found to not have to answer a lot of questions is to let the 
person know that you don’t have much time. 

If you get stuck having to answer all the questions before they listen to a CD, DVD or 
watch a presentation you will find they won’t be interested in looking at what you have. 

By saying you don’t have much time also sets the tone for the call or conversation.  

So take the opportunity for them to ask you a lot of questions by using these scripts: 
 

• “Hi …, I am in a rush at the moment however I wanted to quickly ask you 
something, have you got a minute?” 
 

• “I don’t have a lot of time to talk, but it was really important I reach you”  
 

• “I have a million things going on, but I’m glad I caught you”  
 

• “I’m running out the door, but I needed to talk to you real quick”  
 

• “Now isn’t the time to get into this and I have to go, but…”  
 

• “I’m have to run, but…” 
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Step 3 
Opening Up 

Remember what was said before, it is the person that takes interest in the individual and 
how they can help and serve them that will generate the biggest results. So don’t sell. 

So what is selling? Selling is when you try and force onto the other person your idea of 
what they should be buying. Your role is one of education. Helping them find the 
solution for the problem they have. Now sometimes, actually most times, they will not 
have told you previously that they have a problem, this is where FORM & SIGN will 
come in. 

Once you have set the foundation of the meeting and helped them understand that you 
don’t have a lot of time you want to move into getting them interested in what you are 
doing. 

Let me ask you, what do you think the fastest way is to get someone to like you? 

Simple, compliment them and allow them to give you advice. Don’t be the person that 
knows everything. Allow them to be the one that is talking. This does a couple of things. 
It makes the other person feel important and it shows that you are interested in what 
they have to say even if you don’t agree. 

Remember, when complimenting someone, be sincere. Don’t be fake. There is always 
something you can say. 

Here are some ways you can compliment them:  

•  “”first name”, I have always admired you in business and the success you 
have had. It has made me want to become better and go after my 
dreams.”  
 

• “I just wanted to say thank you for being a person who has always 
encouraged me.”  
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• “I have learnt a lot from you “name”, you have shown me how to get 
connected with other people and that it is not always what you know but 
who you know.”  

• “’fname’, you are really important to me and I really trust you what you 
say.”  
 

• “’fname’, you are really switched on and pick up on what most people 
miss.” 
 

• “I was thinking… who are the sharpest people I know? And I thought of 
you.”  
 

• “You’re one of the most positive and energetic people I’ve ever met.” 
 

•  “I am looking for someone who can give me non biased feedback on 
something and I thought of you .”  
 

• “You’re one of the most (health conscious/technology savvy/fashion or 
beauty conscious/wellness-minded/financially intelligent/etc.) people I 
know and I have always respected that.”  
 

• “’fname’, your judgment has always been important to me. “  
 

 
For cold market prospects:  
 
• “You’ve always given me great service and I want you to know it means a 

lot.”  
 

• “I have always enjoyed being one of your clients?”  
 

• “You seem to really enjoy doing what you do, how long have you been 
doing it.” 
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Step 4 
Practice, practice practice… 

Every time you start a new job or career what do you have to do? Practice! 
 
So why would it be any different now that you are in business for yourself? It wouldn’t, 
and in actual fact it is even more important. The more you practice something the more 
it will become second nature. 
 
HOWEVER have you ever heard the saying: “practice makes perfect”? 
 
If you have, we want you to know that this saying is WRONG. It does not make perfect, 
it makes permanent…there is a difference. This is why to be successful you want to 
continue your training and stay committed to following the The DualNetworking System. 
This will ensure you are getting the CORRECT training so that you develop the skills 
that will get you the results you are looking for. 
 
In saying this we have developed a script that will help you get some much needed 
practice with people you know before you start your marketing campaigns.  
 
We also highly recommend that you grab Dani Johnsons script book and training series 
as she has more training on these powerful scripts. 
 

• “Hi ‘fname’, I could really use your help.  
I have started a new career and really want to make a success of it. Do you think 
you could help me out, I am looking for a friendly face?  
I just need someone to practice on before I start my marketing campaign. I am 
very nervous, actually you could probably say I am shaking in my boots.  
Do you think I could practice on you? Don’t worry I am not trying to sell you 
anything I just want to get it right before I spend a heap of money on marketing, 
and like I said I could really use a friendly face at the moment to get it right with. 
So what do you say, can you be that friendly face for me.” 
 

• “Hi ‘fname’, can I get your help with something? You know I have been wanting 
to get out of working for someone else now for a long time and start something 
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up of my own. Well I have finally made the step. I just want to show you my 
products and practice my presentation skills. If you like what I have you can be 
one of my clients and if for any reason you don’t feel the products were of any 
benefit to you I will give you 100% of your money back. That’s fair isn’t it? 
So do you think you could be a friend and just allow me to practice on you and if 
you like what I have be one of my customers, you never know you could feel a 
whole lot better?”  
 

Setting a practice appointment with your support line to help you: 
This is a little different. 
 

• “Hi ‘fname’,  I was hoping you could help me with something. I have always 
wanted to do something for myself when it comes to having a business. I have 
decided to start  something up part time until it grows to full time. I am going to 
start a marketing campaign soon but before I do, I need to get some practice with 
people I trust to give me feedback. 
I have a coach who is helping me and I want to impress them. Do you think I 
could practice on you? They will be there with me to give me pointers. 
Can I count on your support?” 
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Step 5 
OK, Now We Invite:  

(Remember, it’s about concepts, not tactics. Concepts remain, 
tactics change) 
 
The invitation has to be designed around the information you have already gained and 
the foundation you have already laid.  
 
This is where you will show how well you know the person and were listening to what 
they just said.  
 
Many amateurs will get it wrong at this point because they will make it all about 
themselves and not about the other person. It is the person that focuses on the other 
individual that will be the one that gets the result they were hoping for. 
 
Depending on whether you have had ample time to FORM them, or if you are going 
straight for the “direct approach”, will determine which script you use. They all work, 
what is important is “How You Work Them”. 
 
Be confident, be professional and be excited. 
 
We highly recommend you use our “Favourite scripts” at the front of this ebook. They 
work and are so easy. These scripts are extras for those of you who want to test your 
skills, however for me (James Hannan) and my leaders, we continue to use the 
favourite scripts.  
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Other Scripts: (Even though we have these other business scripts, we 
highly recommend you use the one above – Favourite scripts at the 
beginning) 
When you are just starting you will more than likely find that you use the direct 
approaches a lot, however, as you become a professional and spend more time 
practicing, you will find you will move more into the non direct approach and use the 
qualifying questions. 
 
These qualifying questions are used to generate results all the time. You could use 
them in all areas of life not just business.  
 

 
• I have had the chance to team up with a group of individuals who have made 

millions using the internet and apps. They said I could invite some friends to a 
webinar. Are you open to learning how to use the internet and technology to 
make money? 
 

• If the timing was right and the money was good how open would you be to 
looking at something extra?  
 

• Are you open to opportunities?  
 

• I work with employees in the (place profession here: eg: retail industry) to build a 
business of their own so that if they are ever without a job they have extra 
income coming in and less stress.  

 
• I work with people in the (place profession here) to help look after their health so 

they don’t have the pressure of being sick.  
 

• I have made a career move and I am in charge of recruiting for our company. 
How open are you at looking at other options for your financial future?  
 

•  “When you told me ________, were you serious or were you just kidding 
around? (Wait for answer). Great! I think I’ve found a way for you to get it/solve 
the problem/ make that happen/etc.” (This is for situations where you know an 
area of their dissatisfaction)  
 

• “I think I’ve found a way for us to really boost our cash flow” 
 

• “I found something you really need to see” 
 

• “I’m launching a new business and I really want you to take a look at it”  
 

• “Are you still looking for a job (or a different job?). I’ve found a way for both of us 
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to start a great business without all the risks.”  
 

• “If I told you there was a way to increase your cash flow without jeopardizing 
what you’re doing right now, would you be interested?”  

 
• “I’ve teamed up with a company that is opening/expanding in the _______ area”  

 
• “I’ve found something exciting and you’re one of the very first people I’ve called”  

 
• “When I thought of quality people that I’d really enjoy working with I thought of 

you. Would you be open to hearing what I’m doing?”  
 

• “Let me ask you something… Would you be open to diversifying your income?”  
 

• “Let me ask you a question, off the record. If there were a business you could 
start working part-time from your home that could replace your full-time income, 
would that interest you?”  
 

• “As you know I’ve been a (insert occupation), but because of (negative factors) 
I’ve decided to diversify my income. After considering my options, I’ve identified 
the very best way to make it happen.”  

 
For cold market:  
 

 
• “Do you plan on doing what you’re doing now for the rest of your career?” 

(this a good one)  
 

•  “Have you ever thought of diversifying your income?”  
 

• “Do you keep your career options open?” (An oldie but a goodie)  
 

You can follow any of these cold market scripts or any variation with the 
following: 
• “I have something that might interest you. Now’s not the time to get into it 

but…”  

Indirect Scripts  
 
The Indirect Approach is another powerful tool to helping people get past their initial 
resistance and understand your opportunity. This approach is best used when you’re 
just getting started and it’s simply asking people for help or guidance.  
 

• “I’ve just started a new business and I’m scared to death. Before I get going I 
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need to practice on someone friendly. Would you mind if I practiced on you?  
 

• “I’m thinking about getting started with a business I can run from my home. 
Would you help me check it out and see if it’s for real?”  

 
• “I found a business I’m really excited about, but what do I know? You have 

so much experience. Would you look at it for me if I made it easy and let me 
know if you think I’m making the right move?”  
 

• “A friend told me the best thing I could do when starting a business is to 
have people I respect take a look at it and give me some guidance. Would 
you be willing to do that for me if I made it simple?” 

 
For negative and cynical people: 
• “I’ve started a business and really need someone to help me poke holes in it. 

Nothing gets past you. Would you be willing to examine it for me?”  

Super-Indirect Scripts 
 
Super-Indirect Approaches are incredibly powerful and play on a number of 
psychological levels. This is a networking approach that asks the prospect if they know 
someone else that might benefit from your business. This approach is used all the time 
with great success.  
 

 
For warm market:  

 
• “The business I’m in clearly isn’t for you, but I wanted to ask, who do you 

know that is ambitious, money motivated and would be excited about the 
idea of adding more cash flow to their lives?”  
 

• “Who do you know that might be looking for a strong business they could run 
from their home?”  
 

• “Who do you know that has hit a wall with their business and might be 
looking for a way to diversity their income?”  
 

• “Do you know any sharp people who live in _________? Yes? Great. Could I get 
their name and email address if you have it? I have a business expanding in that 
area and want to see if they think it will be successful there.”  
 

• “Do you know anyone involved in a serious job search?”  
 

• “I work with a company that’s expanding in our area and I’m looking for 
some sharp people that might be interested in some additional cash flow. Do 
you know anyone who might fit that description? 
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In most cases, they’re going to ask you for more information before they give you any 
names (behind that request will be curiosity and intrigue thinking this might be for 
them… but they’re not going to admit that to you yet). When they ask you for more 
information first, just respond like this.  

• “That makes sense. You’ll want to know about it before you refer some of your 
contacts”  

Then just move to Step 4.  
 
For cold market: 
 
Cold market is exactly the same as warm market for Super Indirect. Just use the scripts 
above or any variation that’s comfortable for you. 
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Step 6 
Qualify, Qualify Qualify… 

REMEMBER: CONCEPTS CONCEPTS CONCEPTS!!! 
 
The concept here to leader is to qualify your prospect 3 times that they will look 
at the information or turn up to an event. 
 
When you are handing out information, sending to a website or setting an appointment 
the most important thing you can do is qualify with the prospect that they will do the 
thing they are saying they are going to do. 
 
This only happens if you check, double check and triple check. 
 
Don’t worry there is a way you can do it without coming across pushy and if you do this 
your ratios for people actually looking or listening to the information will go up 
exponentially. 
 
The scripts go like this: 
 
The first qualification: (there are three steps to this so make sure you read each 
one) 
 
“If I give you this CD/DVD/Magazine/Website/Webinar that explains (repeat back to 
them what you have been talking about. Put in there any of their desires….examples 
below)…. 
 

• ….how you can make some more money that will allow you to stay at home with 
the kids (or whatever their reason is for wanting to make more money)…. 

• ….how you can lose the fat, feel better and have more energy…. 
• ….the product just released , getting massive results and has no competition…. 

 
….would you be able to read/listen/watch it?” 

 
If they ask for more information just say:  
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“I am in a rush at the moment however everything is explained on the 
CD/DVD/Magazine/Website/Webinar, I don’t know but it just maybe a way for you to 
(repeat back to them their interest): lose the weight, feel better, make more money, 
have more energy…so can you listen/watch/read the information?” 
 
If they say no, don’t get stressed or start trying to push it onto them. This will only push 
the person away and will make you come across desperate and let’s face it. No one 
wants to deal with a desperate person (even if you are). Just thank them and move onto 
the next one. 
 
I would also suggest that after every person you speak to go through this step: 

 
“What Worked, What Didn’t , What Next…” 

 
The second qualification: (remember the first qualification, they have not given 
you a real commitment) 
 
This is when you get the person to qualify themselves and tell you they will look at the 
information. You don’t want them to take a long time to look at it so this is where you 
guide them on how long they will take. 
 
Say something like this: 
 
“The CD/Magazine/DVD/Website should only take you about 15 – 35 minutes to go 
through, so how about we set a time to catch up. When do you think you can watch the 
DVD by?” 
 
Important: If they don’t give you a set time then there is no guarantee they will have 
completed it. So if they say “I will try…” we all know that try is a way to not be 
committed. Just respond to a “try reply” with: 
 
“’fname’, I know you are busy and so am I, so I don’t want to waste your time. Why don’t 
we just lock in a time for when you will be able to go through the information” 
 
If they can’t commit then they weren’t going to look at the information anyway. Just say 
no worries and thanks for catching up. If they are a close friend just say “we’ll catch up 
next week for coffee”, and DON’T talk about the business or product the next time you 
see them.  If they want information about that then go through the steps again and get 
them to look at the information. 
 
The third qualification: (this seals the deal) 
 
“So if I call you on (the night they said they will have looked at the information) you’ll 
definitely have listened/read/watched?” 
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Step 7 
Setting the time and number 

There are few different directions you can go with the follow up. You can set a phone 
call or a face to face. 
 
Face to face usually works the best if you live in the area. The reason for this is you get 
to build on the relationship and you may find a much higher percentage of people 
getting started. 
 
Here are some scripts: 
 
Follow up by phone: 
 
“What’s the best number to get you on and time to call?” 
 
Follow up with a face to face meeting: 
 
“So how about we catch up for a coffee and I will answer any of your questions. What is 
the best time for us to get together during the day or in the evening? And where do you 
want to catch up?” 
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Step 8 
You’re out of there 

Remember you are in a hurry so get off the phone or if you have met them somewhere 
you want to get out of there real quick or they will start asking you more questions and 
this is not what you want to have happen. 
 
Here is a great script:  
 
“Great, hey I have to go as I am in a rush. I am looking forward to catching up on 
(repeat the day) see you then” 
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Extra Scripts 
 
Osolean Script:  
To be used in conjunction with the Dual Networking OsoLean 
Marketing System 
 
 Lead in:  
(if someone knows you are with Mannatech) “You know how I have my own 
business? Well we have aligned ourselves with a research and development company 
(get them to say yes) and lately we have been doing a lot of research in the area of 
Weight loss. “ 
 
(if speaking to someone who you know that does not know you are in Mannatech)  
“We have our own business now and we have aligned ourselves with a research and 
development company and recently we have been doing a lot of research in the area of 
weight loss.”  
 
(someone you don’t know)  
“Our company is a research and development company and lately we have been doing 
a lot of research in the area of Weight loss.” 
 
Then say:  
“We have been watching the companies like Jenny Craig, Sureslim, Xondoo and the 
shake programs, etc and they all have the same problem, when you lose weight you are 
actually losing 1 kilo of muscle to 1 kilo of fat.  
 
So what happens when you stop dieting is you actually have less muscle mass to burn 
the calories and you end up putting on more fat than you had previously?  
 
What we have been able to do is develop a natural product with no side effects, it is not 
a shake, and it enables you to lose 3 times more fat than muscle.”  
 
Then say if they are interested:  
“We are only dealing with committed individuals who are going to take fat loss seriously. 
We are not looking for people to take it once and stop as it is a long term program that 
we guarantee will work.  
 
If you think you would be serious about that than give me your details and I will get 
some info to you and we can catch up and discuss the plan and how it works.  
 
I will only be working with about 50 people. So if you think you have other friends that 
would be as serious as you then I am happy to meet with them, however, they would 
need to convince me that they would be taking it as serious as you.  
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We are currently doing a pre launch and taking those people’s names down that are 
serious. We will be getting information out to them as it arrives so if you would like to be 
one of those people give me your details. When we launched in the USA we sold out of 
our entire WORLD supply in 9 days just in the USA alone. So we are guaranteeing that 
those people that register their interest now will be guaranteed the first shipment.”  
 
Use testimonies don’t become a product geek. When they ask how it works just say “I 
don’t know, all I know is (give a testimony)….”  
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How to increase your closing ratio by at least 95% with one 
simple step. 
 
Learning how to correctly introduce your support team is one of the most powerful 
things you can learn to do. When it is done correctly 95% of the work of getting a new 
person started is already done.  
 
When you bring a prospect into an environment where people are positive and 
encouraging it makes the prospect feel comfortable and that this is a good place to be 
and good people to be with. When the new associate is being edified it also makes the 
prospect wish that someone would talk that way about them. 
 

For another associate no leadership title yet. 
“There’s “name of associate”, it would be great for me to be able to introduce you to 
them. They are doing some great things. The company is looking at them to go all the 
way. They are following the system and really doing well. Let me see if they are 
available.” 
 

For a National Director & Executive Director. 
 
“This is a great opportunity, there’s “leaders name”. They have become one of the top 
leaders in the company. They have a national and possibly an international business. 
To be able to spend a minute with these types of people you always learn something. 
They have hundreds of people in their team. They are going all the way with the 
company and helping many people. They have actually developed many other people 
who are earning great income as well. Let’s go and see if they are available to speak 
to.” 
 
For a Presidential Director or Above. 
 
“Hey there’s “Presidentials name” they are one of the top people in the company. They 
earn over $120,000 per annum and are helping other people do the same. Everyone 
wants to get to the level they have achieved. They have done it by following the simple 
system and they are showing us how to do it as well. It is very rare to get to meet people 
at their level and get their time. Let’s see if we can have a very quick talk to them. They 
are amazing…” 
 
Reply Script: 
 
“Hi “say name”, it is good to meet you. (FORM them a little – you do not have to spend 
a lot of time with the prospect as the associate should be looking to introduce them to 
another leader) 
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You are in good hands with “say associates name”. They are really becoming 
exceptional leaders within the business. They are leading by example and following our 
training system to the letter. We are expecting big things from them. 
The company is actually looking forward to recognizing them on stage very soon for the 
work they are doing and the leadership they are showing. 
Well done “name of prospect”, you have made a good decision on taking the time to 
come 
and see what we are doing. You are in very good hands.” 
 

3 Way call/In home/Two on one Presentation: 
 
Make this script your own. Take some time to word the script into the way you would 
say it. This is a guideline for you to use. 
 
New Associates Script for Introducing support line: 
 
“(prospects name) this is (associates name being introduced), they are one of the top 
leaders in the company. They are not only a leader that I respect and a person of great 
integrity but someone I like to call a friend. They are helping me build not just a local but 
national and international business. Our company has a great deal of respect for them 
and for the things they are doing. (list any achievements and trips they have earned 
here)They are very busy as their business is growing, so to get their time is very special. 
So I am just going to hand it all over to them and they will be able to answer any 
questions you may have and also help me at the same time. Thanks again (associates 
name) for helping me and I will just be here with a notepad and pen.” 
 
Support Line Script back to the New Associate: 
 
”You are welcome (name of associate), it is my pleasure and it is exciting to see the 
things you are doing and the people you are helping. I know it won’t be long and you will 
have that international business that most people only dream of. 
 
(potential partners name) how do you know (new associate)….then FORM them a little just 
to build rapport. 
 
(ask) what do you know about Mannatech and our products at the moment?” 
 
Introducing someone to a large group of people: 
 
“Welcome everyone. It is my great pleasure to introduce our speaker tonight. They are 
an inspiration to many people and are achieving many things within our company. They 
are or quickly becoming (chose which best suits the person) one of this companies top 
people with a business that continues to grow exponentially. 
They have (list their achievements – incentives won, leadership level, leaders 
developed, places spoken etc) 
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They (are married and have ? children) 
 
To have them here is a great honor. Let me introduce (speakers name)” 


