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Cold Market Recruiting Blueprint 
 

You know why you are here. And let’s see, I wonder what the tally is. We got 250 in 

here right now. I assume a few will show up a little bit late.  

Heads Up 

 My goal is to blow you away tonight, blow you away. Now, there’s a difference 

between impress you. I’m not looking to impress you actually. I’m looking to 

blow you away, because I want to give you a way of being that anyone with any 

level of expertise or experience can be.  

I’m going to tell you all the stuff that you want to know. I’m going to tell you 

what words to say. I’m going to tell you tonality, which very few people teach, at 

least in network marketing. I’m going to teach you the follow-up sequence, the 

long term follow-up, the short term follow-up. I’m going to teach you a lot of 

stuff here.  

 I’m going to give you four complete blueprints. I kind of realized when putting 

this together that I’ve never actually taught that. I’ve never actually taught from 

very beginning to end. It’s always been in like pieces, because like I’ll do a 

coaching call with someone and they’ll be having a problem with the prospecting 

part of it, or asking the right closing questions part of it, or the follow-up part, or 

do you leave a voicemail, what should it say.  

So this is really the first time I’m putting this all together. So, I’m excited just to 

have this for the library because I imagine we’ll sell this forever, forever, ever, 

ever. 

 Now, just curious, I imagine some of you at least have, how many saw a couple 

weeks ago I did a Cold Market training? Just throw me a quick yes in the Go-To 

Meeting, or Go-To Webinar, whatever. So, a few of you. I’m willing to bet a lot of 

you didn’t. I think we had like 800 on that thing.  

We’re going to cover a little bit of what we covered in that webinar, not a whole 

lot, but there were some things in there that I think would be a detriment to not 

bring up, so I’m going to bring up some of that.   
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Q&A Rules 

At the end I am going to share with you something really cool, and then we’re going to 

do some Q&A. Hey, it’s your ballgame, so hit me with whatever Q&A. A suggestion that 

I might have is this, because it’ll help us out a lot at the end, have a pad and a pen or 

pencil or an iPad, whatever it is that you use to take notes, have that right next to you, 

and as we go through, write down the questions that you have - not in Go-To Meeting, 

but on the pad or iPad or whatever else.  

Then at the end when I do a Q&A, reference back to those questions to see if I 

answered them already, because that’ll save us some time. Because what I found is 

people will type in their questions in minute 11, and then by the time we’re 90 minutes 

in, I’ve already answered that question and I think they’re asking it freshly so I answer 

it. It’ll just save us some time.  

Hopefully you’ll play by those rules. Write down whatever questions you have on 

whatever you’re using and then if they’re not answered by the end when we’re rolling 

through the questions, then go ahead and certainly ask them.  

FYI 

Just so you know, let’s name a few; I’ve purchased the Immediate Yes Formula from 

my buddy Cesar. I purchased the $2,000 program from Jordan Belfort, Wolf of Wall 

Street. I’ve purchased I don't know how much the Tony Robbins deal was, but it was a 

persuasion thing I bought years and years ago. Sandler’s Sales. What else?  I bought a 

course from Tom Challan. I bought Black Belt Recruiting. I bought everything that Todd 

Falcone has. Eric Worry’s stuff.  

So there’s a good chance that pieces of what I’m going to cover you may have heard, 

some of the pieces. I really do doubt you’ve heard the full blueprint that I’m going to 

share with you tonight because I’ve never seen the full blueprint that I’m teaching you 

tonight anywhere else. Some of the questions, I got a lot of great questions from my 

man Cesar, I got some good questions. I’ve done some, this was a few years ago, 

some recruiting training with David Woods. Some of you are familiar with him. So we’re 

going to have some fun. 
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The reason that I don’t bat an eye at investing in anything that helps make me a better 

recruiter is that your biggest profit producing activity is getting better at recruiting. Most 

people, they will go out there and they want to get leads. They want to get traffic. They 

want to get whatever, branded. They want to get all these different things, but if they 

can’t close, they have to work 100 to 1,000 times harder than the person that does.  

You see, the person that can close, the person that knows how to connect to people 

and talk to people and take them down the funnel and get them to buy something, the 

people that can do that, they don’t need nearly as many leads as the person that can’t 

do that. Does that make sense what I’m saying there? 

Someone’s asking, Dani Johnson, I did buy a course from Dani Johnson. That’s another 

one. Honestly there’s probably not a trainer that you can name that I haven’t got 

something from. Because I believe and I’m going to talk about immersion.  

Years ago I immersed myself in this profession and I continue to do that. Sometimes 

that means going outside of the profession and kind of learning from those outside of 

the profession. I’ve done that. I remember years ago I bought a Subject-To course, 

which is a real estate investor course where you talk to home owners and you do this 

complicated real estate thing. So all kinds of courses. Anyway. Enough with that. Let’s 

rock and roll. Let’s go. 

Warm vs. Cold 

I want to give you kind of heads up. Now, I am not, let me repeat, I am not anti-warm 

market. In fact, I believe that you should talk to your warm market. You absolutely 

should. If you believe in what you’re doing, why wouldn't you talk to your warm 

market?  

However, people have sometimes the warm market is burnt out, at least in their 

opinion. Maybe your warm market was already in the deal before you and you’re the 

last one in. I’ve had people have that happen. Cold market is unlimited. There is no 

limit to cold market. Zero. None. There’s zero limit to cold market. There’s a couple cool 

things about cold market.  

 Let me just ask you. You’re kind of cheating if you were on my last webinar, but 

what’s some differences? Just curious. I’d like to hear your opinion. What’s your 

opinion?   
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Rapport. Okay, so with cold market you don’t have rapport. Warm market knows 

you and trusts you. And see, people can make arguments for and against that. 

They can say warm market doesn’t trust you. Just like I love what Eric Worry 

says, he says, “You’re either punished or rewarded for the life you led before 

network marketing.” No preconceived thoughts, trust. They don’t know you. 

They don’t know me. No lack of trust. Okay. Less judgment. See, now there’s 

someone. Less judgment, okay. People have no idea. Okay good.  

 One of the things is they have no idea your history or your current results. None. 

They have no clue. They don’t know if you’re the most successful person in your 

company. They have no idea that you failed at 52 other things if that’s the case. 

They don’t know, right? That is kind of a cool thing.  

 You want to be the type of person that you would want to sign up with. And just 

think about it. Would you want to sign up with someone who was nervous and 

very visibly displayed that? Of course not. Would you want to sign up with 

someone who stuttered and didn’t dress very nice and just didn’t look great, 

wasn’t well groomed, didn’t smell good? You want to always think about that. 

Your cold market is everywhere all the time. Everywhere all the time. You learn 

what’s in this webinar right here and you literally can print a check in any city in 

the United States or in the world. You can print a check. Seriously. So we’re 

going to have some fun. 

You Should Never... 

 Beg, chase, convince, bug. That’s cold or warm market. Be a qualifier. I had a 

really good coaching call with one of our platinum clients today. I’m going to 

share something really, really powerful with you. It’ll be a weird analogy, but 

you’ll get it. You’ll get it and you’ll love it.  

 Act small, weak, needy, desperate. People feel that energy. They feel it. If 

you’ve ever had a bad vibe from someone, well vibe is short for vibration. When 

you are needy, you really need a yes, you need someone to join your deal, you 

give off that vibration. Don’t do that.  

 Be quick to qualify vs. quick to Hail Mary. That’s just hoping that someone does 

that. 

 Always be busy.  

 Always be busy.   
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I’m going to teach you about a break in communication that is a methodology you 

should always use. And it’s to prevent you from saying too much. You see, it’s not 

about you memorizing a 200 page script. I remember, I’ll tell you. Actually, my very 

first speaking job where I was Vegas, Chicago, Phoenix, Miami, LA, sometimes North 

Carolina, 22 days a month on the road, lived out of a suitcase, never saw my kids at all.  

But that was when real estate was going down and I knew I needed to do something 

for money. When I was doing that, to get that position I had to memorize verbatim a 

120 page script word for word, and then perform it in front of the company owners 

where they read the script while I spoke. That’s tough. That’s not easy. Now, actors 

obviously do it all the time. I sure didn’t think it was easy. It was difficult for me.  

This is not that difficult. This is actually pretty simple. The one overriding thing you’re 

going to see, even when I’m talking about scripts, even when I’m talking about follow-

up strategies, one thing you’re going to hear me overwhelmingly talk about is energy. 

Manage your energy and the energy of the conversation. That is something I never get 

pinned down with a negative Nelly because I manage the energy. I’m going to share 

with you how to do that. 

Closing Expectations 

 If you want to become a master, just an absolute master…and what does that 

even mean? You know, in my opinion, and there might be a few ninja grand 

masters on here that may disagree with it, but from talking to a lot of people, 

masters, they may average 30% cold market. They may, 30% cold market. 

That’s pretty dang impressive. 

That means you talk to ten people you don’t know, three of them end up joining 

you deal, that’s pretty serious. That’s pretty killer. I’m curious. Cesar, what do 

you think of that? See, I got some celebrities on here. Even celebrities get in this 

stuff – it’s pretty cool. Cesar, what do you think of that percentage, 30%? Is that 

super low for you or what? Maybe he already left.  

Okay, that’s definitely strong, right? That’s definitely strong. So like master super 

ninja, grand master, Shaolin shadow boxer, Wu-Tang sword style, 30%, right? 

Infinitely more likely to be doing 5%, maybe 10%.   
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And see, for some people, when I get on a coaching call or I’m talking to 

someone who’s actively doing cold market, they’ll say things like, “Oh man, Ray, 

I talked to eight people today and they all said no.” I’m like, “Okay that’s just not 

enough people.” That’s not a whole lot of people.  

If you have a clear expectation that 5-10% isn’t bad, then you can reverse 

engineer your compensation plans. Let’s say you make 100 bucks, whatever, just 

for an example. You make 50 bucks. Let’s just say 50 bucks. You make 50 bucks 

when you bring someone in your deal. And it takes you X number of people. 

Well, then break out that 50 bucks. If you get one person out of 25, that means 

two people for every 50, what does that equate to? That means that every no is 

worth two bucks. So how many two dollars do you want? See, you start to 

change the way you think about your expectations and all of a sudden you don’t 

get so dismayed. So top, top, top in the world maybe 30%. Definitely strong. I’m 

going to use Cesar’s words. 

 My goal is not to make you super-duper closer. Some of you may already be 

super closers, I will absolutely boost that. But what I want to show you is I want 

to show you a system, a way of doing things that if you follow, you will 

absolutely close more cold market prospects and it’s extremely easy to teach 

others. Very easy. Does that sound good? Hope so. Let’s go.  
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Module 1: Networking Meetings 

In the first module I kind of painstakingly, I don’t like typing every single word I’m 

going to say in a PowerPoint. I’m not real big on that. But I purposely did for this first 

module. Now, just so you know, I grossly, grossly undersold as far as what value you’re 

going to get tonight. We had a lot of sales. I don't know how many people officially 

bought, maybe 400, 500. I’m not sure. But I kept everything fairly generic in the sales 

page. I didn’t tell you all the things you’re going to get tonight, but let me tell you, you 

are getting the absolute details from beginning to end. So let’s go.  

Networking Meetings 

This is one of my favorite methods, networking meetings. I’m going to share with you 

the multiple scenarios of networking meetings. Because there are multiple scenarios. 

Now, first of all, why do I like networking meetings? The number one reason is 

everyone at this meeting wants more. They want more something. They want more 

recognition. They want more sales. They want more connections. They want more 

something. They want more.  

Someone who is at a networking meeting, they have taken the time to get geared up, 

whatever that means. Maybe it’s shirt and shorts, I don't know. But they’ve taken the 

time to get ready, leave their house and go to an actual meeting. That is a higher 

quality person than many of the people that you’ll see on social media and different 

places like that.  

By the way, we’re going to share with you tonight how to pick out the perfect people to 

talk to on social media. So I’m not bashing social media. I’m just saying you give me 

the option, and maybe I’m just a meeting guy, I don't know, but I have some of my 

very best connections, friends, business partners, JV deals, recruits have come from 

networking meetings.  

I’m just curious. I want to run a little test. How many of you, hit me with a yes if you 

somehow got connected to your upline from a networking meeting? From a networking 

meeting or an event. Guys, you should see the yes’s. The yes’s are literally flying. I see 

two no’s, a ton of yes’s. Ton of them. There’s some no’s, too. Now, I don't know the 

ratio. But lots of yes’s. I’m just letting you know. I can look back at my close business 

associates locally, most of them I met at meetings.   
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Let’s break it down because over the years there are certain questions that I’ve gotten 

from, one person would ask me this. Another person would ask me this. So I’m going to 

share with you every possible scenario about a networking meeting. If you master this 

your business will skyrocket. Just this. If you drink coffee or Red Bull or whatever and 

you last just to Module 1 and then you collapse, you just collapse when I start Module 

2, your business can skyrocket, just from what I’m talking about in Module 1. Seriously. 

Seriously.  

So couple things before we get started. I wish this wasn’t showing. Can we not show 

those? Let’s go back. I don’t want you reading ahead of me.  

Networking meetings. First of all, where do you find them, right? Well, in your area, I’m 

going to give you multiple ways to find them: 

 Number one, you might want to write this down, MeetUp.com. One of the better 

places to find meetings. What kind of meetings do I like? Well, who do you want 

to work with? Who do you want to work with? Me, I love working with people 

who are professionals, people who are small business owners, realtors, mortgage 

brokers, CPAs, financial planners. I dig those kind of people. Why? Big question 

why. Number one reason, they understand P&L. They understand profit and loss. 

They understand overhead. They understand business. They do. I love them.  

Then there’s other groups that I like. I love Law of Attraction. I love meditation 

kind of stuff. Like the other week I went to a salt cave meditation. It was 

awesome. Took my buddy Hoverson – had a blast.  

So, instead of always looking for “what works,” look for what you want. What’s 

the profile of the person you would love to work with? Is it the single mom’s 

meeting? What is it? Think about what it is that you want, who do you resonate 

with, who might you have a little history with.  

I don't know, many of you have probably heard of a gentleman named Mark 

Yarnell. Mark Yarnell talks about the people he considers to be your warm 

market are the people that you have similarities with. For example, he used to 

be a paraglider pilot. So he calls paraglider pilots. I don't know if he still does. 

But at one point in his career he called paraglider pilots all day long. He would 

buy lists of paraglider pilots.   
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 Where else can you find meetings? Well, in my area, and I’m willing to bet in a 

lot of your areas, too, the newspapers. The local newspapers actually have a 

Twitter account where they say, “Here’s what to do this week in…” South West, 

FL, Fort Meyers, Naples, whatever. You fill in the blank. So plug in to find out 

when these are.  

I’ll tell you a shift that I made in the beginning if it was free, I was going. That’s 

just where I was. I had to watch out for Dollar Burger Night at Bar Louie. I was 

dead broke. Everyone’s got to start somewhere.  

Now it’s a little different. Now, if an event is 100 bucks or more a ticket, I’m 

absolutely going, because that’s the higher caliber people. That’s who I really, 

really, they’re the most socially connected people. I love to go to those. Most of 

them are charity events. And we do a lot of different charity things, and that’s 

great. It’s a lot of fun.  

But look at your local newspapers, more than likely there’s something online, 

whether it’s a Twitter account or website, whatever. Look up MeetUp.com. A lot 

of times areas will have local papers that list out the different meetings, pay 

attention to them and go to them.  

Now we can move forward.  

 If you have to present to a crowd, let me just ask you this. How many people 

have either heard of or been to a BNI? Have you been to a BNI? Do you guys 

know what that is? Business Networking International I think. Most of you have 

heard of that. One question that I get from people is, “Well, Ray, what do I say? 

What do I say if I have to stand up and give a 30 second? What do I say?” 

Well, if you have to do that, and you might ask yourself a question, “Is it better 

to do that or is it worse to do that?” I really haven’t necessarily noticed that 

much of a difference. And this is not just from my experiences. I’m kind of a 

trained speaker. But as far as people in my downline that have done either/or 

and me personally doing either/or, I don't know that one is necessarily that 

much better than the other.   
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So either way. With BNI it’s just so you understand the model. You can typically 

go to one as a guest at least once to see if you like it. I’m actually for the 

network marketer, now pay attention to this. It may upset some people. I don't 

know. If you run a BNI it might upset you. For the network marketer, I don’t 

know if I’m a super fan of BNI. I personally kind of like the whole little bit more 

mystery. I like to kind of float into a meeting, not come to every single month. 

That’s just me. If you dig that, then it is what it is. 

So, if you’re going to a networking meeting and you do have to present, you 

have to get up and say 30 seconds, 60 seconds, two minutes, whatever, I’m 

going to overwhelmingly suggest to you to talk about your product. Talk about 

your product. Now, the natural reaction to that is, “Well, Ray, I need business 

builders.” Hear me out. No one goes to that type of networking meeting seeking 

an opportunity. No one. Not one of them. They’re all there to do what? They’re 

all there to talk about their business. If you get up there and you pitch your deal, 

your opportunity, your compensation plan, you are officially a distraction. Just so 

you know. 

My rule on this is product for public, opportunity for private. What does that 

mean? That means when you get up there, you talk about your product, 

whatever that is, whether it’s the shakes, whether it’s the juice, whether it’s the 

travel, whether it’s greeting cards, whatever that is. I know I wouldn't say a 

close friend, but a friend of mine, Jordan Adler, he talks about this. He’s with 

Send Out. It’s one of his main trainings is to go to meetups and just talk about 

the product. And that product really fits well in that kind of scenario. So it’s good 

stuff. But talk about the product. 

You can talk about the opportunity in private. Why again? In these kind of 

crowds a lot of times there will be one guy, there’s going to be Joe in the corner 

and he owns an air conditioning company. And he was burnt by his brother in 

law by network marketing. So as soon as you start talking about network 

marketing, he’s like, “Oh.” “Ah.” He’s making noises. He’s distracting. “Pyramid.” 

I’m telling you. I’m telling you. If you have to get up and present, give your 30 

second, give your whatever, focus on your product. Encourage people to come 

up and talk to you. Now are you going to pitch them the opportunity when they 

come up to you at that meeting? No. You get their information. You follow up 

with them. We’ll talk more about that.   
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 If you’re not presenting, your goal should be to say as little as possible about 

your deal. It really should. Do I suggest wearing the button, the hat, the full 

body armor that is spray painted with your company colors and the company 

slogan? No. I don’t suggest that. Again, think about your target market for the 

time being are other typically business owners. Usually it’s other business owners 

that are there to talk about what? Their business. That’s what they’re there to 

talk about. 

Now, what’s funny is when people go to a networking meeting, everyone wants 

to talk about their own business, no one wants to listen. That’s where you come 

in. You be the magical listener. I got this tactic from a gentleman named Bob 

Burg. He wrote a book called Endless Referrals. He is now a friend. We’ve done a 

couple webinars together. Great guy.  Your job is to listen to them because 

they’re not used to that. They don’t get that kind of treatment. So let’s move 

forward. 

 What do you do? Let me prepare you for this. I’m just curious. How many have 

been stumped by this question? Anyone? Over and over again. Yeah, yeah. For 

sure. Lots of people. I guarantee it. Lots of people. What do you do?  

“Well, uh, I’ve got a team. And there’s, uh, there’s a bunch of us. I’m a senior, 

uh, crown administrative, uh, I got to go.”  

What do you do? It’s a simple question. Don’t blow this, guys. Let’s keep this 

simple. Let me tell you the number one thing I study in marketing – and it’s 

actually the same thing I study in prospecting. The number one thing that I want 

to prevent is resistance. I am the resistance killer. I don’t want any resistance. 

So I teach people to do things in a nonchalant way. I teach people to do things 

that will naturally float their prospect down the river. Not down the river in a 

negative way, but down toward where we want them to go.  

Let’s say that you are a budding network marketer and understand that 95% of 

network marketers are part-time. They are. They’re part-time. So I’m going to 

give you a couple samples. However, I’m going to actually give you more than 

these two samples.  

  

http://www.rayhigdon.com/


 

Ray Higdon | Copyright © 2014 – All Rights Reserved 
www.RayHigdon.com 
 14 

 Number one, let’s say that you are a project manager for some company 

and you’re also a part-time network marketer. When they ask, “What do 

you do,” let’s give them the least amount of resistance possible and say, 

“Oh, I’m a project manager for Pratt & Whitney, but I also have a side 

project.” Then quick rollback. Now, the quick rollback is, let me say it 

again, “Oh, I’m a project manager for Pratt & Whitney, but I also have a 

side project. I’m just curious. I believe you’re a realtor, right? Is that 

correct?” Quick rollback. Whatever you say after they ask, “What do you 

do?” I want you to do a quick rollback. Quick rollback. 

 Let’s say you’re fulltime. Here’s one thing you can say. This right here 

may even raise some resistance a little bit, is possible, but the key is in 

the rollback. Because I want you to understand when they are asking, I 

shouldn’t say all, 98% of the time when they ask you, “What do you do?” 

what they really want is you to ask them what they do. They don’t really 

care, to be honest. Most, 98% of them don’t care. They really want to ask 

that because it’s proper human communication etiquette. But they really 

want to tell you what they do. Remember, they’re at the networking 

meeting. They want to talk about their stuff. 

If you are full time network marketer, me, I may have 25 people ask me 

this question and they get 25 different answers, to be honest. I kind of 

play it by ear. I judge the situation. But I could say something like, “I 

teach people how to make money from home. Now, you're in real estate. 

Is that commercial or residential?”  

See, quick rollback. I don’t want them to focus on me. I want to focus on 

them. I want to hear them. I want them to walk away saying, “Wow, what 

a great guy.” Even though I really didn’t say anything, all I did was listen 

to him.  I’m telling you, that is how I built a very successful, at least at 

the time, real estate company. Let’s just say I got very socially connected 

by doing this sort of thing. Your goal for this interaction is not to close 

them. See, that’s where you lose people. 

Now, if you’re a super-duper master closer, Shaolin ninja warrior, go for it. Do 

whatever’s working for you. But most of you, you’re not. So don’t try to close on 

the spot.   
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I see this and I’m telling you here’s what happens: the majority, and I mean 

99.9% of the people that try to close people at networking meetings, you’re the 

person that everyone else is talking about. Not trying to make you paranoid, I’m 

just giving you reality. You’re the person. You’re the guy. 

Let me just give you a great example. Just Saturday I was at my friend Kristin’s 

birthday party. It was downtown Naples, Fifth Avenue. Great place. Had fun. And 

there was a lady there that runs a Chamber of Commerce that I had actually 

spoken at for her thing before. We got to talking and guess who she brings up. 

She brings up this one network marketer that used to be in her deal and they 

booted him out because he was constantly harassing, pitching his deal, not 

listening to anyone else, not contributing to anyone else, just trying to close 

people on the spot.  

That’s the person that others talk bad about. Don’t be that person. Don’t be that 

person. I don’t want them to know a damn thing about me. I want them to talk 

to their heart’s desire. I’m going to listen, listen, listen, because they don’t get 

that at home typically. They don’t get that at work ever. I want them to walk 

away saying, “Man, what a great conversation.” And I didn’t say a damn thing. 

Does that make sense? Is this making sense for you guys? Maybe a little bit 

different approach. Alright, cool. Seeing a couple yes’s. 

 So it’s active listening. Wow, sounds like you really love real estate. How did you 

get into it? I keep saying real estate because there is a lot of real estate people, 

at least in my area, that go to these events. But ask them. Ask them these kind 

of questions. Honestly, instead of an addiction to the outcome of closing them 

into your deal, have an addiction to walk away with a good relationship. You see, 

if you have that, you’ll never go wrong.  

And here’s what you got to understand: There are people in that room that 

maybe they don’t join your deal, but they’re the most socially connected people 

in your area. So you don’t want them having ill will towards you. You don’t want 

them having negative vibes toward you. You want them on your side. You want 

them to see you at the next event and say, “Oh, there’s that…” they may not 

remember your name, but they say, “Oh, there’s that guy. Man, I had such a 

great conversation with him the other day.” You want that. You want them on 

your side.  
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 People ask me all the time, “Ray, what kind of business cards should I take?” 

None. Don’t take business cards. Why? Nobody, no one but you ever follows up. 

Nobody. Now, let me tell you, I remember years ago, me and some guys we had 

a booth at The Learning Annex and it was some pretty decent money. I think it 

was like ten grand to have a booth at The Learning Annex. Trump was there. 

Tony Robbins. There was a couple other guys there. I can’t remember them off 

the top of my head. But it was down in either Miami or Lauderdale. I don’t 

remember. It was quite a few years ago.  

What I did was I went around just for kicks and I put my business card in every 

single fishbowl. So they had all these different tables. I put my business card in 

every single fishbowl just to see. I didn’t get one call. I did not get one call. Now, 

I want you to think about this. The smallest booth was $5,000. Not one call. No 

one called me. These are people that paid money to get business cards to call, 

didn’t call. 

See, I haven’t carried a business card in years. Now some old schoolers would 

say, “Oh, you don’t have a business card?” and it’s funny because it works on 

them too. I just say, “Yeah, I just ran out. Let me get your information.” Why? 

Because I will follow-up. I will follow-up. Not a question. I get your business 

card, you’re getting followed up with, period. That’s what’s going to happen.  

I give you mine and I don’t get yours, I’ll probably never hear from you. I just 

gave you my power. I’ll sit by the phone, “Joe, is that you? Ah, Joe?! Ah, man. I 

know Joe’s going to call me.” Joe’s never going to call you. I’m just going to let 

you know, will never call you. So don’t worry about how flashy your business 

cards are. It doesn’t matter. 

 The follow up – where most people get it wrong.  

 People ask me all the time, “Well, if you get a voicemail, do you leave a 

message?” Yes. I do. I do leave a message. However, I’m not leaving the 

message, “Hey, this is Ray. I met you at the Chamber last night. Listen, I 

have a binary compensation plan that has a really good product. I was 

really hoping that you would join. Give me a call back. I have the 

paperwork here. If you're ready of course. Here’s my phone number. 

Again, we met last night. Hit me up.” – No.  
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I’ve received voicemails like that. “Hey, Ray, just wanted to run a new 

opportunity by you. It’s ground floor. It’s a billion dollar opportunity. 

There’s only four people in Croatia that are doing it and I really think you 

could take off with this business. We haven’t met yet, Ray. But give me a 

call.” – No. 

The goal of a voicemail is not to close someone. It’s to get them to call 

back. Period. Period: 

 

 

 

Let me teach you. Throughout this training, I’m going to teach you some 

tonality so when you end on an upward stroke in your voice, it breaths 

familiarity. So, “Hey, Joe, this is Ray. Give me a call when you get a 

chance.” It breaths familiarity. When you want to make a call to action, 

end it on a down stroke. If you notice like I just did it naturally. I couldn’t 

stop myself.  

“Hey, this is Ray. Give me a call when you get a chance.” It’s not, “Hey, 

this is Ray. Give me a call when you get a chance.” “Hey, this is Ray. Give 

me a call when you get a chance.” See that pitch is actually important. I 

don’t mean sales pitch. I mean that tonality. That tonality that you’re 

using. That’s actually important. You guys catch that? 

 Let’s say they do pick up: 

 

 

 

 

  

“Hey, Joe, met you last night. This is Ray. Give me a call.” 

“Hey, Joe, this is Ray. Give me a call.” 

“Hey, I met you last night. I had a great conversation with you. Man, it 

was so awesome to connect with you and what a great meeting, met a 

lot of people. And, hey, I didn’t get a chance to talk to you as much as 

I would have liked to. You know what, I’m giving you a call, but I’m 

just now realizing that I have to jump on another conference call, but 

I’ve got a quick question for you.” 
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Notice what I did. I did a break in communication before I opened with a 

question. Why? If you grow to be a master, you can have breaks in 

communication as optional. I am here to tell you, I still use them all the 

time for two reasons. Right now you might be confused. You won’t be.  

For two reasons I still use break in communications. Number one, because 

I can teach them a lot easier how to do it so it’s more duplicable. And 

number two, I really don’t want to explain the deal. I don’t like explaining 

stuff.  I don’t. I don’t really like talking that much if I don’t have to. I am 

efficient. I like managing my time efficiently. So I will create this break in 

communication, then ask the question. Here’s what that looks like: 

 

 

 

Now pay close attention to my tonality. Let me say it poorly and then I’m 

going to say it correctly. It’s actually difficult for me to say it poorly 

because I’ve said this so many times. So let me try. 

“Just curious. Would you be open to a side project if it didn’t interfere with 

what you were doing?” What’s wrong with that? I read the script. “Would 

you be open to a side project if it didn’t interfere with what you are 

doing?” See, that sounds weird, right? 

“Hey, Joe. Just curious.” Notice the tonality. “Just curious.” “Just curious.” 

What is that? What is that right there? It’s like a nonchalant kind of thing: 

  

 

Who wants to practice that with me? Let me put the hands down. Who wants to 

practice that? I want to hear your voice. 

  

“Hey, Joe, I met you last night. Had a blast chatting with you. I didn’t 

get a chance to talk to you as much as I would have liked to. Oh man, 

you know, I’m just now realizing I gave you a call but I’ve got another 

call that I have to hop on. Hey, I’m just curious...”  

 

“Just curious, would you be at all open to a side project if it didn’t 

interfere with what you’re currently doing?” 
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Alison, alright. One of my Success School students. Let’s see. Alison, can you 

hear me? Can you hear me Alison? If you don’t have a microphone this isn’t 

going to work. Bummer. You were asking me a lot of questions last night. 

Alright. No big deal.  

Let’s see. Alright, let’s try Broderick. Let’s see if you got a microphone.  

Ray:  Hey, Broderick, you there? You’re typing. I can hear you. Broderick. 

Broderick:  Yes, I’m here. 

Ray:  Alright. You want to practice with me? 

Broderick:  I do. 

Ray:  So let’s do the one-two punch. So you’re calling me. I was at a networking 

meeting. You’re calling me. And you're going to say, “Hey, Ray, met you last 

night.” And you can use your own words. It doesn’t have to be exact like this. Or 

it can be. Whatever. But the key that I want everyone to hear is I want to hear 

not what you say. That’s what everyone focuses on. Everyone focuses on what 

to say, what to say, what to say, what to say. And it’s more of how you say it. 

That’s what people pay so much more close attention to. So Broderick, your 

mission is, “Hey, Ray, met you last night, didn’t have a big chance to talk. I had 

a blast with you.” Create a break in communication, “You know what? I’m calling 

you. I apologize. I realize I got to jump on a conference call.” Then as you go 

through that, I’ll flick forward and we’ll bring this up, and I want you to ask me 

that. Okay? 

Broderick:  Okay. 

Ray:  Alright. So first let’s do this one. I’m not going to flip forward. I want you 

to just do that bottom part right there. How would you say that? Go ahead. 

Broderick:  Hey Ray. Saw you last night at the networking event, didn’t have 

much time to talk with you. Just seemed like a pretty cool guy. And actually 

man, I really didn’t check the time before I called you. I actually got to get on 

another conference call.  
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Ray:  So I would say a little bit more energy. A little bit more energy in that. I’d 

like to hear some energy. “Hey, Broderick. Broderick, man I met you last night. I 

didn’t have a chance to really talk with you a whole lot. You know what? Silly 

me. I’m realizing the time here. I actually got another call I got to jump on. But 

just curious.” See kind of the broad, a little bit broad range there. Let’s hear that 

one more time. 

Broderick:  Okay. Hey, Ray, man what’s up. Hey, I met you at the networking 

event last night. You seemed like a pretty cool dude. Actually, I’m sorry. I really 

didn’t check the time before I called you. I actually got to get on another 

conference call. 

Ray:  So I would watch that energy in that if you notice when I say it, I’m like, 

“Ah man. I didn’t realize the time. I got to jump on this other conference call.” 

You took a major down stroke. You said, “Man, I got to jump on this conference 

call.” So it’s kind of a big down stroke. Okay so work on that. Work on that. Say, 

“You know what?” Be a personality that people would want to be around. You 

see what I’m saying? 

Broderick:  Yeah. 

Ray:  So it’d be, “Hey, you know what? Oh my goodness. Here I am calling 

you.” I’ll step back just for a second. I did the cold recruiting thing a couple 

weeks ago or week ago or something like that and I used to talk about how I 

would go door to door selling advertising to business owners.  

I would walk in and I would make it, it’s almost like a show. I would walk in say, 

“Oh my goodness. I don't know if I’m barking up the right tree. I don't know if 

I’m in the right building. My boss has been yelling at me all day. Is this the office 

of Dr. Jones?” I’m making it, it’s like a personality. It’s like a show kind of thing 

almost.  

Just manage that. Bring out that personality. You already have it better than 

most. But you can make it a little bit better. So let’s move forward. So hit me 

with this, what you got here. 

Broderick:  Just curious. Would you be open to a side project if it didn’t 

interfere with what you’re currently doing?  
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Ray:  It sounds like you're reading a little bit. It definitely does. You want to 

manage that. If they know that you’re reading, it’s game over. It’s just game 

over. So it’s, “Just curious.” Use some of that inflection. “Just curious, would you 

be at all open to a side project if it absolutely didn’t interfere with what you’re 

currently doing?” Try it one more time. 

Broderick:  Okay. Hey Ray, just curious man, I’m just throwing it out there, 

would you be open to a side project if it didn’t interfere with what you’re 

currently doing? 

Ray:  It depends on who you’re talking to. Like you throw a lot of man’s in 

there. And with some, not a big deal. Some might not like that. You know what 

I’m saying? 

Broderick:  Okay. 

Ray:  Don’t worry about it. Don’t worry about it. Just practice. I appreciate you 

man. Keep practicing. Not bad at all. Was this helpful? 

Broderick:  Very. 

Ray:  Very helpful. Alright, let me ask you guys. Thank you, man. Thanks for 

coming out here.  

Was that helpful to you guys? Yeah. Ah, Broderick. You just created 303 super 

fans. Everyone’s saying yes. See what I mean? Now, here’s my suggestion for 

you, because obviously I can’t sit across from you every single day. I’ll tell you 

my wife…Oh my God. I’m looking at the time. You guys cool? I’m going long. I 

hope that’s okay. I do tend to over deliver. I want to make sure you feel good 

about this.  

I remember when my wife was first starting. We were dating actually. But when 

she first started talking to people about network marketing, when her phone 

would ring, she would look at it, she would look at me. She would look at it. She 

would look at me. She would look at it. She would look at me. And she would 

take it and she would walk outside. I’m thinking, hey. Here she is, beautiful lady. 

We’re just dating. I’m thinking, great. This is some dude calling? What’s the 

deal? Then I look outside and she’s walking back and forth by the mailbox. And 

I’m like, what’s up with this. It turns out those were her prospects. She was too 

embarrassed to talk in front of me.  
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So a couple things there. Number one, kudos to Broderick. He stepped up for all 

of you. Many of you would not have stepped up the way he did. That’s what 

breeds a champion. A champion steps up. When they’re afraid they still step up. 

A champion isn’t just not afraid, “I ain’t afraid.” That’s not how it works. A 

champion feels that fear but does it anyway. Does it anyway. He raised his hand. 

I didn’t pick him. He raised his hand. 

So to continue the story... I tell Jessica, I’m like, “What’s up?” She goes, “Oh, it’s 

a prospect. I just don’t feel comfortable talking in front of you.” I’m like, “Are you 

serious? I’m in your corner. If there’s anyone on the planet that I want to have 

success and help, it’s you. Let me help you.”  

Anytime I would be sitting there, and sometimes it drove her crazy, but I think 

she appreciates it now, I would sit across from her and when she’d hang up the 

phone I’d say, “Well, you know what? You said interested, you should have said 

open. You said this. You might want to say that.”  

I am unable to sit across from you every single day, but I am willing to bet that 

there are teammates of yours that would and would love to. And my suggestion 

for you is just practice more on the energy and the how you say things versus 

just the what. The how is just so important. You can have someone say, “Would 

you be open to a side project if it did not interfere?”  

Here’s something that I noticed from years of being in telemarketing: The people 

that spoke the loudest and fasted did tend to close the most sales. Now you may 

say, “Well, what if I’m talking to someone and I’ve heard about mirror and 

matching. What if I’m talking to someone and they talk very slow?” That’s fine, 

but you can also pace and lead. You can mirror and match them in the 

beginning. You can also pace and lead. You can actually speed their processing 

up.  

And if you want to know, if you want something really wild, this is wild stuff 

because in your head you may thing, “Well, I talk real slow so I just can’t 

understand fast.” That’s actually not accurate. Your brain is so quick at adapting 

you can take…you can use, even on your iPhone, take an audio book and crank 

it to two or three times the speed. At first you will not be able to understand it, 

but after only 15 to 20 seconds, you will. I’m telling you. It’s the weirdest thing. 
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Like audio books I only listen to in two speed. Why? Because I can understand it 

and why not go through things faster? You see what I mean? So understand, the 

best sales people I’ve ever met, they tend to talk faster. They do. They tend to 

put their words together. It’s not “would you be open” “would-you-be-open” 

“would-you-be-open” “would-you-be-open” “didn’t-interfere-with-what-you’re-

currently-doing.” They tend to bunch words together. You got to practice with 

this. 

First of all, you may have a question that you prefer, “Hey, do you keep your 

options open when it comes to making money?” Or “Would you be open to 

multiple streams of income?” Something like that. This is my favorite. I’ve used it 

a billion times. Maybe not a billion. A million. Would you be open to a side 

project…because I want you to think about it.  

Let’s step out of our network marketer mind and just ask yourself, if you’re 

looking to make some extra money and I say, “Would you be open to a side 

project?” you probably would, right. Wouldn't you? 

Now, some people will pick this apart. I know I’m getting really nitty gritty here 

and detailed, but I really think it’s going to benefit you. That’s why I’m doing it. 

That’s why I’m doing it. There are people that would pick this apart and say, 

“Well, wait a minute Ray, I don’t want someone to treat this like a side project. I 

want someone to run with this thing full time, baby.” 

Manage resistance. See, there’s very little resistance in side project. That phrase 

- extremely little resistance. If I said, “Hey, would you be open to going full time 

with me?” Major resistance. Major. Would you be open to a side project if it did 

not interfere with what you’re currently doing? 

Now, I want you to understand, some of you, maybe you saw my training a 

couple weeks back on recruiting differentiation. This phrase is a great phrase. 

It’s a great question, but it may not work with your warm market. The reason is, 

if they do not see you, if you’re not positioned in their mind as someone that is 

business oriented, this will not work on them. It won’t.  

That’s the beauty of cold market. They don’t know your history. They don’t have 

you positioned anywhere. You teach them how and where to position you in 

their mind. You teach them that. If you just get that right there, you teach your 

cold market where to place you in their mind.   
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If you are nervous Nelly, if you’re stuttering Sam, if you are disheveled Dave, if 

you’re a stinky Pete, you’re going to teach them where to place you in their 

mind. But if you’re sharp, if you have confidence, you’re confident Connie, that’s 

where they’re going to position you in their mind. You’re teaching them. 

See, your warm market, they’ve already placed you. They’re your warm market. 

And maybe they have you as a super successful person and that’s why you 

recruit at will, and that’s why you’ll hear people get up on stage and say, “I 

recruited 60 of my first 60 people I talked to. All 60!” Well, that has nothing to 

do with what they said, and everything to do with how they were positioned in 

the mind of their warm market. Does that make sense? That’s why sometimes 

you’ll hear scripts that will not work for you - just won’t work. 

 Now, they’re going to ask you 100,000% of the time, “What is it?” Now, this is 

the second time I’m going to ask you, how many get stumbled up by that? What 

is it? I only get asked this a billion times a week. “What do I say? What do I say 

when they say what is it? What do I do?” Re-reference your break in 

communication and if you’re feeling feisty, ask them why.  

So here’s what that sounds like. So, start back over here: 

 

 

 

 

 

 

 

 

  

“Hey, Joe, I met you last night. You know what, I didn’t have a big chance to 

talk as much with you as much as I would have liked to. Hey, you know 

what? I’m realizing the time and I apologize. I’m so silly sometimes, but I 

realize I got to jump on a call here in about 15 minutes. But hey, just curious, 

just throwing it out there, would you be at all open to a side project if it didn’t 

interfere with what you’re currently doing?” 

“Oh, what is it?” 

“You know what. I can’t wait to share with you what it is, but like I said, I do 

have to jump on this conference call, but I’m just curious, you sounded 

positive. Can you share with me why real quickly, why would you be open to 

a side project? Just curious.” 
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That takes confidence to ask. But if they answer that, oh, they’ve given you the 

ammunition. They’ve given you the keys to the kingdom. At first, you may not be 

able to pull this off, but I want to remind you of something. They’re a cold 

market. Who cares? I’m going to say that again. They’re cold market. You always 

got to remember that. They’re cold market. They’re cold market. Who cares? 

They’re cold market.  

Seriously, you got to remember this, they’re everywhere. There’s millions of 

them. They’re everywhere you turn. You look out your window, there’s cold 

market. You go to the restaurant, there’s cold market. You walk down the street, 

cold market. You go to the networking meeting, cold market. They’re 

everywhere. The grocery store, cold market. The flea market, cold market. The 

networking event, cold market. Cold market everywhere. So stop letting these 

guys beat you up: 

 

 

 

 

 

 

 

I ask this to a lot of people and sometimes I get some interesting answers. “Just 

curious, why would you be open?” Then you shut up. You shut your mouth. I 

don’t care if it goes a full 60 seconds of sheer silence, you do not talk after you 

ask that question. You do not talk. 

 

 

 

  

“You know, just curious, just throwing it out there, would you be at all open 

to a side project if it didn’t interfere with what you’re currently doing?” 

“Oh, what is it?” 

“You know what, I absolutely look forward to telling you about that, but like I 

said before, unfortunately silly hillbilly me, I didn’t look at the time before I 

called you. It’s craziness. I got to jump on this call. But I’m just curious, you 

sounded kind of positive. You sounded positive. Why? Why would you be 

open? I mean, I’m just curious.” 

“Hey, you know what? Like I said before, I got to jump on this conference 

call, but just curious. You sounded positive with the question about the side 

project, just curious why. Why would you be open to a side project?” 
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Now, they may correct you and say, “Oh, I didn’t say I was open. Beat it, kid.” 

They may. I’ve gotten that reaction before. That’s happened. Happens to the 

best of us. But a lot of times there’s going to be a pause and then they’re going 

to say it. They’re going to say, “Well, you know what? Business is down a little 

bit. You know what, my wife just got laid off. You know, I have four daughters 

that are teenagers and the thought of paying for their wedding is just, wow.” 

Asking why is so powerful. It’s so powerful guys. So powerful. Don’t be too 

chicken to ask them why, especially your cold market. Ask them why. I’m telling 

you it’s the keys to the kingdom. This isn’t the only time we’re going to ask why 

by the way. Let’s move forward. 

 Well, before we do that, I never move forward out of weakness. At any point of 

the game. So I just never, I just never, ever move forward out of weakness. I’m 

going to share with you what I mean. 

 The break in communication, it prevents you from saying too much and it allows 

you to rely on a duplicable tool. I’ve seen professional speakers and trainers get 

into network marketing and they create an amaze-o script. A script that literally 

they could say it to neighborhood cats and the cats would sign up. It’s just 

amazing. But it’s not duplicable. It’s not. I don’t want to fall victim to that. That’s 

why I always rely on a tool. 

Here’s where I have to suggest to you, you got to use your company tool. 

Whatever that tool is. Maybe your team has a specific tool. Maybe your company 

has a tool. Maybe it’s a DVD. Maybe it’s a CD. Maybe it’s a recorded call. Maybe 

it’s an online video. I don't know what your tool is. There’s 300 of you on here 

and I bet 200 of you are in different companies. So I don't know what tool you 

have, but I would go to the upline. I would find out, okay, what’s the tool? What 

tool do we use? That break in communication is there for you. Two reasons: 

Number one, if I can keep your conversations to less than five minutes, how 

many more people can you talk to per day? Oh, I don't know, 100 more. You see 

what I’m saying? If every conversation you have is 40 minutes, then a couple 

things happen. Number one, you can only talk to a few people a day. Number 

two, they sure as hell don’t want to talk to people for 40 minutes. 
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You see what I’m saying? If I can keep your talk down where you’re not saying 

so much and you’re relying more on a tool, you’ve got a much better shot of 

hitting your numbers and being more duplicable. Because I’ll point out to people, 

I’ll point out to people afterwards and I’ll say, the BIC as we’ve been talking 

about, is break in communication. We’ve said it a few times. Break in 

communication. The break in communication prevents you from saying too 

much. 

I will tell them, like if someone says to me, like let’s say I go through this process 

and they say to me, “Ah, I just don’t know if I have the time.” Or they say, “I 

just don’t know if I can do this.” If I feel like going in this direction -there’s other 

directions I could take them- but if I feel like going in this direction I’ll say: 

 

 

 

 

And 100% of the time they’ll say yes. They’ll say, “Oh, wow. Yeah, that is what 

you did. Holy crap. Wow, that’s easy. That’s duplicable. Wow, I could do that.” 

And I’ll ask them: 

 

 

 

 

See what I’m saying? You point it out. See, that’s next level stuff. We don’t hide. 

I don’t hide anything from my prospects. I tell them exactly what I’m doing: 

 

 

 

  

“Well, let me clue you in. Here’s what I did with you. I met you at a meeting. 

I listened. I didn’t say much. I called you. I said that I had to jump on a call 

so I couldn’t talk too long. I pointed you to a company tool that you went 

through, could you do that?” 

“How long do you think that we have talked?” And they’ll say, “I don't know. 

Five minutes? Six minutes?” Yeah. Could you do that? Could you do that to 

create a side income that could potentially replace your fulltime income? 

Could you do that? Just do it a few times a day, few times a week. Could you 

do that?” 

“Hey, remember that time that I told you I had that conference call? Well, 

that’s called a break in communication. And then I relied on that tool. See, I 

didn’t want to do the presentation for you. No offense. I just don’t want to do 

it to anyone.” 
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See that? That’s next level stuff. That’s stuff that instead of, why the hell did 

network marketers cower? Why are we afraid? We have something better than 

they have. Period. You know, just like my boy Eric says. We have a better way. 

It may not be perfect, but it sure as hell is better. It’s a better way. Why should 

we cower? Why should we cloak and dagger? Why not be forthright with them 

and just tell them, “Hey, remember I told you I had a meeting? Yeah, that’s 

called a break in communication. We teach that. It prevents us from saying too 

much.” 

See, that’s next level stuff. When they ask, “What is it?” and you ask that saying, 

like I said, after you hear their why…that’s if you’re bold. Only the bold are going 

to ask that question. I’ll tell you, here’s what you’re going to do. I’m just going to 

let you know. The first time you ask that question, why, you’re going to wait four 

seconds and the silence will kill you, and you will say, “Well, I mean if you are 

open.” You’re going to say something to blow it. Don’t blow it. Say: 

 

 

 

 

See, that’s a hypnotic phrase, “if you don’t mind me asking.” “If you don’t mind 

me asking, just curious why. Why were you open?” Silence. Some of you are 

uncomfortable right now.  

You hear that why, maybe it’s good. Maybe it’s bad. But like I said: 

  

 

 

 

One of my favorite phrases. See, what isn’t that? What that phrase isn’t is 

desperate. It’s not desperate. Okay? Here’s desperate, let me give you 

desperate.  

“Hey, absolutely. I can’t wait to tell you the full details. Absolutely. Like I said 

before, I do have to jump on this call. Hey, just curious, you sounded pretty 

positive when I mentioned the side project. I’m just curious, if you don’t mind 

me asking.” 

“I got to jump on this conference call. I do have a short video/audio, 

whatever, conference call,” whatever you have, whatever your tool is that 

covers it, “I’m happy to send this to you if you’d like to see if this is even a 

fit.” 
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“Oh, my goodness man. Yeah, I got to jump on this conference call. I do have a 

video that covers it and you are going to love it. It is ground floor. It is the triple 

binary. We got people winning Bugatti’s every two seconds. We got people 

winning private jets. Oh my God, it’s going to be freaking awesome.” See that’s 

hype. That’s desperate. That’s needy and it’s horse crap. Even if that’s the case, 

don’t use that stuff.  

  

 

 

 

Is that a good phrase? I like that phrase. You guys like that? I like that phrase. 

It’s powerful. Kenny just said, “This effing rocks.” I told you. Soup to nuts, 

beginning to end. We’re sharing with you. 

If they agree….so let’s go back. Let’s just say video for the sake of argument, 

let’s say video. I prefer video by the way. I’ve used video to recruit a lot of 

people. Hundreds and hundreds and hundreds of people I’ve used a video. I 

prefer video, but if you’re company has an audio or conference call line, or 

something like sizzle call, whatever. Do your deal.  

“Hey, like I said before, I got to jump on this conference call. I do have a short 

video that covers it. I’d be happy to send that over to you if you like to see if this 

is even a fit.” He says, “Okay.” 

 If they agree, do not ask them when they can see it. Ask them how soon. Ask 

them how soon. Don’t say, “Well, hey, when do you think you could see it?” See, 

“When” is forever. “When” is I could watch this six months from now. “When” is 

just who cares when you watch it. 

 

 

 

 

  

“Like I said, I got to jump on this conference call. I do have a short 

video/audio, whatever that covers it. Happy to send that to you if you’d like to 

see if this is even a fit.” You can say, “If this is even a fit, even a fit for you.” 

“To see if this is even a fit for you.” 

“Hey, just curious, how soon can you watch that?” “How soon can you listen 

to that?” “How soon can you flip through that magazine?” Whatever your tool 

is. You get that answer from them. 

http://www.rayhigdon.com/


 

Ray Higdon | Copyright © 2014 – All Rights Reserved 
www.RayHigdon.com 
 30 

Now, what did I say about moving forward weakly? So if they say to me, if I say, 

“Okay, cool. Awesome. I’ll send that over to you. Hey, just curious, how soon 

can you watch that video.” If they say to me, “Well, you know what I’m really 

busy right now. I got to move and then I got to clean my aquarium. I got to 

pressure wash the driveway and then my cousin’s birthday in Maine. I’m driving 

up there for a couple weeks. So I could probably watch it in about, I don't know, 

45 days.” 

See, some of you would say, “Alright, sweet. I’ll send it over and we’ll talk in 45 

days, dude. Rock on.” No. that’s moving forward out of weakness. If they give 

me anything but today or early tomorrow I’m going to say: 

 

 

 

See, I want them to give me a soon date; today or tomorrow. Not two days from 

now. Two days from now they have already forgotten it. They will not watch it 

and you're wasting your time. Let me be very clear. I would rather stop the 

process here than move forward weakly. Because I don’t want them to see me 

move forward weakly.  

See, some of you are so focused on throwing as much crap against the wall as 

you can that you’re missing the perception you’re giving off. I don’t want them to 

have a weak perception of me. If they say, “Oh, I could probably watch it next 

week or whatever.” “Alright, sweet!” That’s just weak. That is sheer weakness. 

Let’s not do that. Let’s not do weak. 

“How soon can you watch it?” Let’s just play the role. Let’s assume they’re going 

to says something today or tomorrow that’s it. That’s the only chance they got 

with me. If they say two days, I’ll say: 

  

 

 

  

“You know what? Sounds like this may not be something that you’re really 

open to or something. Should I just give you a call back here in a couple 

weeks or something like that?” 

“You know what? Sounds like maybe you’re not that urgent to check it out, I’ll 

just give you a call back in a few days. Okay? Is that cool? I got to jump on 

this call.” 
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Seriously. Why? I want them to see that I’m a professional, that I’m busy, that 

I’m not moving them forward out of weakness. I’m very cognoscente of how 

they are viewing me. 

 Let’s say that they say, “Well, you know what, I can watch it, let’s see, I can 

watch it at 3:30.” I’m going to preface that I’m very busy because you want to 

always be busy: 

 

 

 

You see this? You see how much work is done in the introduction, in the invite? 

So Greg is asking about, “Does this apply to warm market?” This part, 

absolutely. Every single thing here on this page right now absolutely applies to 

warm market.  

 Now, if they do not answer, how many times, anyone in here….is it just me or 

has someone in here, you’ve called someone, it was scheduled for 3:30, they 

didn’t pick up. Anyone ever had that or is that just me? Am I the only one? 

Daniel says, “All of them.” Well, that’s not a good sign. “Happened today.” “Lots 

of times.” “Absolutely.” “All the time.” The story of every network marketer.” 

Well, doesn’t have to be. 

And be careful; be careful what you’re dictating to the universe. When you say 

something like, “That’s every network marketer.” It doesn’t have to be. Let me 

tell you. I will tell you because of my posture and because I don’t move forward 

weakly and because I use words like “how soon”, almost, not all, but almost all 

of my people answer their damn phone.  

I’m just letting you know, it doesn’t have to be this way. You don’t have to be a 

weak, cringing, cowardly lion network marketer. You don’t have to be. You can 

be strong like bull. I treat my business like a 100 million dollar a year business. If 

you're running a $100 million a year business and someone doesn’t pick up their 

call when they’re supposed to, are you going to say, “Hey, man, what’s up with 

that dude? You said you’d be here, man.”   

“Well, you know what, I have a lot of calls and I’m really busy, but I tell you 

what I can do, I can call you at 4:05.” Have it be an odd number. That means 

you’re so busy you can’t even round your numbers. “It’s got to be 4:07.” I 

won’t probably say so – 4:05. “Will you be by your phone at 4:05?” 
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No, you’re not going to say that. Whatever. But let me give you the three step 

voicemail. I’ve used this a billion times. I taught this to a lot of people and it 

works. Okay? So voicemail number one, number one, do you leave a voicemail? 

The answer’s yes. 

Voicemail number one: 

  

 

That’s it. That’s all I’m saying. Now, I’m going to say this in a way that you can 

absorb it. Let’s see. Until you are more postured, most of the people that don’t 

answer on the first one will not call you back on the first voicemail, just letting 

you know. If you get more posture you can greatly curb this. But in the 

beginning you’re not going to get a lot of call backs from voicemail number one. 

Voicemail number two is left 24 hours after when you were supposed to talk. 

Voicemail number two goes like this: 

 

 

 

 

Now, what isn’t that? It’s not desperate. You see the difference there? I’m not 

beating them up. I’m not saying, “Hey, what’s wrong with you, man?” No. I’m 

not beating them up. In fact, I’m giving them a way out. I’m saying, “Hey, if it’s 

not a fit for you, no big deal. No problemo. Just let me know. We’ll save each 

other some time.” 

Now, not a lot of people, just letting you know, will call you back from the 

second voicemail. It’s the third voicemail where you’ll get the most amount of 

callbacks. This is the voicemail that most network marketers are terrified to make 

because they’re just wimpy. You don’t have to be wimpy. I’m teaching you to be 

strong like bull. 

  

“Hey, this is Ray. Hey, Joe. Joe, we were supposed to talk at 4:05. I got 

4:05 on my watch here. Just give me a call when you get a chance.” 

“Hey, Joe, this is Ray again. Hey, listen. I know we were supposed to talk 

yesterday. I haven’t heard from you. I hope you’re okay. And, hey, by the 

way, listen, if it’s something that’s not a fit for you, let me know. We can 

save each other sometime. No big deal. Give me a call either way. Talk to 

you soon.” 
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Third voicemail, it’s left 48 hours after the initial appointment. So if it was a 

Wednesday, you called them on you scheduled time on Wednesday, they didn’t 

answer. You left a voicemail number two on Thursday, here comes voicemail 

number three. 

Voicemail number three: 

  

 

 

 

The key phrase in there is “I’m going to cross you off my list.” People hate that. 

People hate to be excluded from something. They hate to be crossed off a list. 

That is a voicemail where you’re going to get the most callbacks. That’s the 

voicemail.  

By the way if you’re on here, just so you know, you also got the recording. You 

will be able to go back, I assume for most of you that’s going to be helpful. It’ll 

be helpful to get the recording; you’ll get it. 

If they still don’t call back, only a small percentage won’t, believe me. Now, they 

may call back and say, “Listen, you know what, it’s just not a fit. Good luck.” 

They may call you and say that. Unless they just call you back and curse you up 

and down or just total negative, throw rocks at you kind of thing, keep them on 

your list. You don’t ever cross them off the list. I want you to call them with 

updates.  

I’ll tell you what I do with warm market. With warm market if I go through a 

process and it’s someone in my warm market, and they don’t sign up, my 

number one goal is to sign up one of their friends. I’m just letting you know. So 

you’re a friend of mine and you say no or you don’t answer my calls or you don’t 

call me back, my number one marching order in my head is to go recruit your 

best friend. Now I’ll try. I can’t dictate anyone to do anything they don’t want to. 

But I’m going to at least try. 

  

“Hey, Joe, this is Ray. Haven’t heard from you. Left a couple voicemails. 

Clearly this isn’t a fit for you. No big deal. I’m going to cross you off my list. 

I wish you the very best that life has to offer you. Take care my friend. 

Hasta la vista.” 
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When I was at that original networking meeting, keep in mind when you’re at a 

networking meeting, one of the mandates, I want you to get every single 

business card in existence in that room. And here’s what I want you to do. I 

want you to do this process with every single business card that you got from 

that networking meeting and I want you to try like hell to recruit someone from 

that meeting and if you do, I want you to call Joe back and say: 

 

 

 

 

Super powerful. Was that powerful right there? So good. So good. And I’ll tell 

you, here’s the other thing. I want to make Joe regret his decision. I really do. 

So the next time if Joe is a commercial realtor, I’m going to have on my reticular 

activator commercial realtor and I’m going to try to do my best to recruit a 

commercial realtor. Then guess who I’m calling? Calling Joe! 

 

 

 

 

So much fun. It really is. So much fun. Have fun. Why not?  

Let’s go back. I told you this was beginning to end. Jiminy Christmas. We’re at 

90 minutes. We’re at 90 minutes. We’re in Module 1. There’s three more. I 

promise the rest of them will go faster because some of you are probably, I don't 

know. 

 So let’s say, let’s run the crazy scenario that they actually pick up the phone and 

they watched the video. Do you see how my training is real? See I teach you 

what to say when they don’t answer because I know that’s going to be the 

majority of the time. That’s just the deal.   

“Hey, Joe. Hey, Joe, it’s Ray, long time, no talk. Hey, listen, I brought in 

Kathy the other day. I think you know her, from the networking meeting. 

Yeah, she joined the team. She’s fired up. Listen Joe, I know it’s not a fit for 

you, but let me know if you know anyone that does want to make some extra 

money. Here’s my number again in case you don’t have it.” 

“Hey, Joe. Joe, it’s Ray. Long time, no talk. Hey, listen, I know you’re in 

commercial real estate. Listen, I just recruited this guy, this guy Dean. He’s a 

commercial realtor. He’s for Downing Fry. I don't know if you guys know each 

other, but I thought I’d just stop by, see how things are going. Give me a call 

if you’d like, Joe.” 
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I love how some trainers, they teach you the perfect scenario. “Everyone you call 

is going to have watched it. None of them will ask what you do. None of them 

will ask what it is.” That’s crap. You can’t even use that stuff.  

I’m just teaching you. I don’t want to project this. I don’t want you to expect 

negativity, but it’s out there. And the only time you’re not going to run into 

negativity where they don’t pick up the phone or they don’t watch the video is if 

you’re just not prospecting enough people. Period. 

Now we’re going to go through the scenario that they watched it. So they 

watched it. I don’t care what they say, unless it’s just super, super negative. Like 

if you get on the phone and they say, “This is the worst damn thing. You’re the 

devil.” Okay, then maybe you go in a different direction, wish them the best. 

Maybe ask for referrals, kind of Hail Mary pass right. So I’ll tell you here’s what I 

do whatever they say: 

  

 

Now, I told you beginning to end. I told you there’s no stone left unturned. What 

if they answer they haven’t watched the video? So if they answer and they 

haven’t watched the video, here’s what I want you to say; I want you to say this: 

  

 

 

 

 

 

 

  

“Hey, Joe. Good to talk to you. It’s 4:05. Told you I’d give you a call. Listen, 

did you get a chance to watch that video?” 

“Hey, Joe. Joe, it’s Ray with our schedule appointment. Did you get a chance 

to watch that video?” 

“Oh no, man, I had to comb my moustache. I’ve been doing that the last 

three hours, man.”  

“Alright Joe, no problem. Hey, Joe, just so you know, totally cool, but I have 

to prioritize my time and get back with some people that have watched the 

video. I hope you don’t mind, but I’ll reach back out to you here in the next 

week or so.” 
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Oh, I’m giving you the secrets. I’m giving it to you. Oh, my goodness. Did you 

catch that? Did you catch how powerful that is? 

  

 

 

 

 

 

There are so many powerful angles in that paragraph I just gave you. Number 

one, prioritize my time. Who does that? A professional. Not a weak, cowardly 

network marketer that’s scared of his own shadow. A powerful professional is the 

one that prioritizes their time. Powerful professional. That’s you. You’re a 

powerful professional. That’s who prioritizes their time. The cowardly network 

marketer takes whatever they can get. “Oh, you can squeeze me in at 

midnight?” “Sure. I’ll wake myself up for you, buddy.” No. You’re a powerful 

professional and you’re going to prioritize your time. 

Here’s the power elements of that phrase. Number one, prioritize your time - 

very powerful. Number two, “Totally cool Joe.” See, here’s what they’re 

expecting: They’re expecting you to say, “Joe! Really? You said you’d watch it, 

man. What’s up?” See, they’re expecting that weak, cowardly, yellow, just 

vanilla, banana pudding, baby formula. That’s what they’re expecting. They’re 

expecting you to be mad at them. “I’m mad at you! How dare you?” That’s what 

they’re expecting. I don’t give them anything they ever expect. “Totally cool, 

Joe.” That’s number one. 

Number two, “I’m going to prioritize my time.” Number three, “I have so many 

other people that have watched the video.” Number four, “I’ll get back to you in 

the next week or something.”  

  

“Hey, Joe, this is Ray, just giving you a call, 4:05 like I said I would. Did you 

get a chance to watch that video?” 

“No, I had to shampoo my Maltese.” 

“Okay, cool. Hey Joe, no problem at all. No problem, but just so you know, I 

got to prioritize my time. I got to get back with the people that did watch the 

video. I hope that’s okay with you. Listen, I’ll get back with you in the next 

couple weeks or something like that.” 
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See how vague and non-caring that is? I literally don’t care. That’s what I’m 

saying. I don’t care that you didn’t watch it. You’re not stealing my thunder. 

You’re not stealing my dream. You’re not slowing me down. I’m moving on, 

baby. 

Now, if you pull that off correctly, which I’m saying in the beginning you 

probably won’t, but as you practice it… as you practice it. I’m going to say it 

again because I know some of you are going to re-watch this recording probably 

a hundred times and you’re going to become masters.  

Just curious, maybe I’m wrong, I don’t know, how many of you are planning on 

watching this thing like hundred times? Maybe not a hundred. Twenty. Yeah. 

Two hundred. I’m telling you, a lot of people, you're going to watch this thing. 

You’re going to watch it over and over and over and over. So I’m going to say it 

for you again:  

 

 

 

 

 

 

If you pull that off correctly, 60 to 80% of them will stop you from hanging up. 

Let me say that again. If you pull that off correctly with the right posture, with 

the right tonality which I’ve said for you four or five times now. You pull that off 

the right way, 60 to 80% of the time they’re going to stop you and say, “Whoa, 

wait a minute. Listen. I can watch it tonight.”  

Here’s where you’re given a chance and you can say something like this: 

  

“Hey Joe, it’s Ray calling you at 4:05 just like I said. Hey did you get a chance 

to watch that video?”  

“No.” 

“Okay, totally cool, Joe. Hey, listen, I just got to prioritize my time. I got a 

bunch of people that did watch the video. I hope that’s okay with you. But 

hey, listen, I’ll get back to you in the next week or so or something. Cool?” 
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See? You’re always busy, “I’ll move around some things,” because I’m always 

busy every single night of the week. I want my prospects to believe that I’m 

busy every single minute of the day. That’s what a busy professional is, right?  

So say: 

 

 

 

 

 

 

See how that works? I’m telling you, if you pull it off poorly, at least 20% of 

people will stop you from hanging up. They’ll say, “Whoa, wait a minute. I can 

watch it tonight, tomorrow.” And you just reschedule a time. You re-go through 

it. You already know what to do now. You know what to do with the voicemails if 

you get them. Three voicemail system, the long-term follow-up, you know all of 

that. 

 Now let’s run the scenario that every other trainer teaches you. They answer, 

they did watch it. Now that we’ve covered all the real scenarios let’s cover the 

20% scenario. 20% of the time, for most people, if you’ve been doing this for a 

while you definitely get a higher percentage. But for most people 20% of the 

people are going to pick up the phone and will have watched it or listened to it 

or whatever.   

“Well, hey Joe, to be honest, if it’s something that you want to watch, 

awesome. Just be real with me. You told me to call you at 4:05. I did it. And 

you hadn’t watched the video. So, I mean, are you sure? Tell me now; are 

you going to watch it? If you are going to watch it, I will move around some 

things.”  

“I can move some things around if you’re absolutely positive you can watch it 

tonight, Joe, I’ll give you a call. How soon can you watch it?”  

“7 o’clock.” 

“Alright Joe. Joe, I’m just letting you know I’m going to call you at 7:25. I 

should be done with my other call by then. I’m going to call you at 7:25. Joe, 

if you haven’t watched it at 7:25 I’m going to kind of feel silly.” 
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I want you to get this straight, I don’t care what they say in the beginning. As 

long as it’s not super negative. If it’s super negative, we may just say: 

  

 

As long as it’s not super negative. Let me give you an example. 

Actually, I think they probably wouldn't even remember this, but I think the 

person that said this to me is on here tonight. Let me see. Yeah, he is. I don't 

know if he’ll remember this though.  

Let me give you a scenario. You call them back 4:05. “Hey Joe, it’s Ray. Did you 

get a chance to watch the video?” “Yes, I did.” “Cool.” Now, at that point I don’t 

care what they say as long as it’s not super negative. I’m going to ask this 

question.  

Let me give an example. There’s a gentleman on this webinar. He may not 

remember it because it was a few years ago. But there is a gentleman on this 

webinar that I did this with. I called him back and I said, “Hey, did you get a 

chance to watch the video?” And he said, “I did. And I have some questions and 

I have some concerns about your company.” 

Now, I don’t take that as super negative actually. Questions and concerns is 

okay. “You're a freaking scam artist,” is not. That’s not okay. Questions and 

concerns, that’s okay. So here’s how I replied: 

He says, “I’ve got some questions and I’ve got some concerns.” I acknowledge 

and I say, “Okay awesome. Well, let me just ask you this, what did you like 

about what you saw?” There’s another one of those points where you need to 

stay silent? “I’ve got some questions and I’ve got some concerns about your 

company.” “Cool, no problem. Just curious…” You’ve got to acknowledge it. You 

can’t just say, “I’ve got some questions and I’ve got some concerns.” “What did 

you like about what you saw?” See, that’s not congruent. There’s a problem 

there. You acknowledge it. You acknowledge what they’re saying: 

  

“Cool. Not a fit for you. Okay. Good luck to you. Best of luck. Bye, bye.” 
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Is that powerful? Is that good stuff? Yeah. 

 Here’s where I listen to them and whatever they like I agree with. Anything they 

like. Maybe you like the tocopherols and the peranthocyanides right? And they 

like the comp plan. Or vice versa. You like the BMW program. They like the taste 

of the juice. Whatever they like, you agree with. “Oh, absolutely.” “Oh, totally.” 

“Oh, yeah.” “Oh, man.” “Residual. Woo.” Whatever they’re saying you're 

agreeing with it absolutely. And those are absolutely some of the reasons that 

you got started.  

Now, let me, before I go to that, let me throw something else in here. You’re 

going to agree with anything they say positive. “Oh, yeah.” “Absolutely.” 

Anything that’s positive. “Oh, yeah.” “Absolutely.” “Residual, oh man.” 

Now, I’m not saying... you’re not lying. If they say something incorrectly you 

correct them. You just say, “Okay, actually how that works is…” that. “Oh man, I 

really love the same thing.” “Oh absolutely. That was one of the reasons I 

joined.” If they go for almost any length of time and they’re being positive, I 

want you to say this, I want you to say: 

 

 

“Sounds to me like you're ready to join” – so powerful. I’ve used that phrase so 

many times. And that’s yet another place where you go silent. “Sounds to me 

like you're ready to join.” And you go silent. You don’t say anything. I don’t care 

if it’s 60 seconds of silence. You let them talk next. They may stop you and they 

may say, “Well, you know I’ve got to do some re-.” “Oh, absolutely. I apologize.” 

That’s when you use this word, very powerful word, it is a hypnotic word: 

typically. Typically. 

  

“I’ve got some questions and I’ve got some concerns about your company.” 

“Cool, okay. No problem. But just curious, what did you like about what you 

saw?” 

“Sounds to me like you're ready to join.” 
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People want to do what others are doing. People want to make the same 

decisions that others have made. So when you roll that out and they say all the 

positive stuff and you say: 

  

 

 

 

 

 

 

Oh, it’s good stuff. Good stuff. 

 A little nuance, if they say something negative, don’t ever use this phrase. So if 

they say, “Well, it looks to me like the product is very expensive.” Do not say, “I 

understand what you’re saying.” Don’t say that. Say that you hear what they’re 

saying. There’s less agreement in “hear.” See, “hear” is, I just heard a bird 

outside. Understand is “I feel how the bird feels.” So be very careful of that word 

“understand”. It’s kind of a natural human reaction to say, “Oh, I understand 

what you’re saying.” Don’t’ understand what they’re saying. If they’re saying 

anything negative, do not understand what they’re saying.  

I’m not saying to say, “I don’t understand what you’re saying.” But say: 

  

 

You could do that fuel, felt, found which is a very popular thing and it works: 

  

“Sounds to me like you're ready to join.”  

And they say anything to the contrary: 

“Well, I don't know that I’m ready yet.”  

“Oh! Oh my goodness. I’m sorry. Typically when people say what you’ve 

said, they join.”  

I’m going to say that again: 

“Typically when people say what you’ve said, they join.” 

“Oh, I hear what you’re saying.” 
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Powerful stuff. 

 Some closing questions and then we have to get to Module Two. Closing 

questions: 

 “Just curious…” See? I love the “just curious.” It’s a great, nonchalant way 

to bring up anything: 

  

 

 Now, if they tell you that they don’t know anyone, use -and I believe this 

was created by a gentleman named Richard Brooke- leapfrog tactic, that 

is where you ask them if they say, “You know what? I don’t really know 

that many people. I don’t know anyone.” Well, you already know that’s a 

lie because they were at a networking meeting. So they know more 

people than most.  

But you can use what’s called a leapfrog tactic. That one I would just 

suggest Google Ray Higdon Leapfrog, because it’ll take me about 20 

minutes to explain that. But I have it in a video you can watch for free. 

Just kind of save that as a bookmark, Ray Higdon Leapfrog. You’ll get a 

video. Watch it through that. 

 Money objection. I got this from my buddy Cesar. If they say: 

 

 

 

 

  

“You know what? I understand how you feel. I felt the exact same way. I 

found that blah, blah, blah.” 

“Just curious, could you see yourself doing this?” 

“Well, I don’t really have the money.”  

“Well, let me just ask you, are you trying to get in or out? Are you 

trying to get into this deal? Or, are you just trying to get out so you’re 

just using this as an excuse?” 
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If they say, “in” ask them the question. Say: 

  

 

 

See, all that I got from Cesar. Good stuff. “How close are we?” That’s a 

great question because see, let’s just say it’s $900 to join your deal and 

they tell you they don’t have the money. Well, you’re fighting a $900 

objection. What if they have $800 in the bank? Well, now you have a 

$100 objection. Is $100 objection a lot easier to deal with than a $900 

objection? Uh, yeah. You want to find out how much are you actually 

fighting for.  

 If they use time: 

  

These are some kind of basic stuff.  

 

Let me tell you my overriding mantra of objections. My overriding mantra 

with objections is I want to get the person that originated the objection to 

shift their mind from where their mind was when they opened up the 

objection. I don’t necessarily care, necessarily about answering the actual 

objection. I want to get them to think differently so that objection is no 

longer their objection. That takes some practice. 

So just curious, did you get your money’s worth yet? Module 1. “Every penny.” Okay, 

cool. Awesome. I’m just making sure. I know we’re now at an hour and 50. Sweet. Let’s 

do it.  

  

“Okay, so it’s $900 to get started. You don’t have $900 in your bank 

account or on a credit card? Is that correct? Okay. How close are we?” 

“Well, just curious, will there ever be a time where time and money 

isn’t an issue? What if I could show you a way where time would no 

longer be an issue for you?” 
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Module 2: Realtors 

There’s a few people, Falcone teaches realtors and you know I think maybe I have a 

little bit different twist on it, a little bit. By the way, I buy all these guys’ stuff. I bought 

Cesar’s stuff. I buy Falcone. I buy almost anyone that puts out recruiting type stuff, I 

purchase, because its’ the number one profit producing activity. Why wouldn't I want to 

become a master of that?  

Realtors 

 One of the biggest questions I get for realtors is, “Well, how long do I build 

rapport?” I would suggest that you assume they’re busy, but pay attention. 

Assume they are busy. Assume they don’t want to talk about family, occupation, 

recreation, blah, blah, blah. Assume they don’t want to talk about that and kind 

of get to the point.  

But pay attention if you have a chatty Kathy, I want you to be very mindful of 

your time. Don’t turn into a chatty Kathy because you know who doesn’t make a 

lot of money? Chatty Kathy. You know who doesn’t appear to be the busy 

professional? Chatty Kathy. Chatty Kathy’s got all the time in the world. So don’t 

turn into Chatty Kathy if they’re Chatty Kathy. Move it along. 

 

Like my man Jordan Belfort says, “Keep them in that straight line.” Straight line 

persuasion. Don’t overdo it. Remember you want to position yourself in the mind 

of your cold market as a busy professional. That’s a very powerful stance. So you 

may not be able to get your warm market to buy into that. They may say, “I 

remember when I changed your diapers.” So busy professional, difficult to get 

them to position you that way. But you can with cold market; they don’t know 

anything about you. 

 Curiosity question, whatever one you like. Now, I like, “Just curious. Hey would 

you be open...” By the way, not interested – not everyone is interested. But 

nobody wants to not be open: 
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Ask them that question. 

 

 Now, here’s where you can get next level when it comes to this: Have stories at 

the ready. So if I’m talking to a realtor, well…I guess she’d be okay with me 

using her name. But if I’m talking to a realtor and they bring up an objection, 

any objection, I’m going to say: 

 

 

 

 

 

See, if you have applicable stories, that is super, super key. That’s so much 

better than just being an objection handling machine. Just so much better. So 

much better. Have stories at the ready. That’s one of the biggest reasons that 

you should go to events is so you can meet the people behind the videos, so you 

can meet the people that used to be a construction worker, they used to be a 

janitor, they used to be a security guard. They used to be….fill in the blank, 

mechanic, substitute teacher, blah, blah, blah. 

You want to be able to meet... 

  

 

 

  

“Just curious, would you be open to a side project that didn’t interfere with 

what you’re currently doing? My team happens to work with a lot of realtors 

here in the area, and I just want to ask you this question, would you be at all 

open to a side project that didn’t interfere with what you’re currently doing?” 

“You know what, that’s a great question. The reality is, my friend down the 

road, Lisa Stevens, here’s a lady that she was really, really struggling and she 

is now making hundreds of thousands of dollars in network marketing. So I 

understand... Ah! I hear what you’re saying, but I’ve seen it firsthand where 

realtors kill this deal. And I can share with you exactly what she’s doing and 

you can do the exact same thing.” 

“You know what? What’s amazing is I just met this lady, Lisa. She was going 

into bankruptcy. She was in foreclosure. She was dead broke. She’s now 

made hundreds of thousands of dollars and she started off part time. It’s 

crazy.”  
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You see. Have those stories. Very, very powerful. 

A lot of the same things that I talked about in Module 1 apply to Module 2, so 

I’m not going to repeat a whole lot.  

 Manage the energy. If they go to take it away, you take it away. Manage that 

energy. Do not be of the convincing nature. By the way, someone might ask, 

“Where do you find realtors?” Well, they’re everywhere. Number one, realtor 

signs on the road. The reason I like those is here’s someone advertising, they 

want people to call them. They do.  

Why does someone advertise? Because they want more. They want more 

money. They want more clients. They want more exposure. They want more 

branding. They want more something. You can Google your area ‘realtors.’ You’ll 

find hundreds of them. Pretty simple to find thousands of phone numbers of 

realtors in any area in the world. Pretty simple. Well, I shouldn’t say that. If 

you’re on a little island and there’s two people there, unless one’s a realtor. 

Anyway. 

 If you want to get to the next, next level when it comes to realtors is knowing 

stories of realtors who’ve created success. The next, next level is knowing the 

stories and also knowing the players in your area. Go have lunch. Go ask the 

hottest realtor, and I don’t mean in looks. I mean as far as in sales volume. Keep 

your mind out of the gutter.  

But go ask the super producing commercial residential realtor, condo queen, 

whatever, go ask them. Say, “Hey, I hear you’re super successful and you’re 

really good at real estate. I’d love to pick your brain, take you to breakfast, take 

you to lunch, take you to coffee.” Do that. That’s if you want next, next level 

stuff. 

Then when you’re calling those realtors, I want you to just think about this, think 

outside the box, guys. Think outside the box. So in my area one of the premier 

realtors, at least in Lee County is Denny Grimes. Well, I have a relationship with 

Denny. When I see Denny, he’s like, “Hey Ray, what’s up?”  

  

http://www.rayhigdon.com/


 

Ray Higdon | Copyright © 2014 – All Rights Reserved 
www.RayHigdon.com 
 47 

So if I’m talking to a realtor, almost all of them in my area know Denny Grimes. I 

can say, “Yeah, absolutely. I’m actually friends with Denny and I see that you 

work for this,” you see what I’m saying. That’s next, next level stuff. Get to know 

the gurus in your area. And hey, spoiler alert, guess what, some of the best 

realtors out there are in network marketing. You may just land a whale or you 

may just land a great relationship. That’s next level stuff, guys. 

 Same follow-up, same voicemail, same closing. Nothing really different with that. 
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Module 3: Restaurants 

 Why waiters or waitresses? Couple reasons. Number one, they’re social. They 

have to talk to people. And most of them, now this is no disrespect, but the 

reality is if you’re a waiter or waitress, no disrespect, you love what you do, you 

love what you do, but most don’t. Most have very intermittent pay. Some weeks 

they make a lot of money, some weeks they make barely anything. Most want to 

get out of that job. Most.  

 Now, here’s a big key, I really want you to get this. You are there anyway. Come 

on, man. Come on. You’re in the restaurant anyway. You’re there anyway. So 

don’t tell me that you’re hungry for success and yet you sit at a restaurant, get 

great service from a waiter or waitress, and you don’t prospect them. Don’t tell 

me you're hungry. You're not hungry for success. If you sit down at a restaurant 

and you get good service and you don’t try to get their information, you're not 

that hungry.  

So there’s a reality check. Some of you are so busy saying, “I really need to 

make money, Ray. I really need to do this.” And yet, you’ll sit down at a 

restaurant. You’ll get good service, and you won’t even prospect them. You 

won’t open your mouth. Why? Because they might reject you.  

Oh my goodness. Or you might change their life. Do you realize that? You have 

so much power in your hands and you’re selfishly going to keep it from that 

single mom who’s busting her ass making minimum wage and you’re robbing her 

of creating an inspirational story? That’s how you roll? Really? That’s how you 

play the game of life. That’s how you play it? Really? You’re there anyway. Come 

on.  

See, you can just say it. You can just say, “You know what, Ray? I’m not really 

that hungry for success and that’s why I don’t prospect waiters or waitresses.” 

That’s acceptable. I’d say, “Okay, cool. No problem. I get it.” But don’t you dare 

say how hungry you are to hit that next rank and you sit down at a restaurant 

and you have a waiter or waitress give you good service and you don’t prospect 

them.  
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Just don’t tell me you're hungry and don’t tell yourself you’re hungry. And don’t 

tell yourself that you're some super savior, that you're out to change the world, 

when you won’t even change the world of the damn waiter or waitress that’s so 

begging for it. 

You have no idea what struggles people are going through all around you, but 

you selfishly hold onto your opportunity because you’re so scared of looking bad. 

Hey, when you come into my training you know I’m going to beat you up. You 

know I’m going to be tough on you because the world is way too soft on you. 

I’m going to be tough on you because you can take it and you came in here 

because you want to change your life.  

See this isn’t just about recruiting. This isn’t about cold market. It’s about you 

stepping up and playing the game of life at a bigger level. That’s what it’s about. 

 Now, let me give you a strategy now that I’ve beaten the hell out of you. Here’s 

the strategy. This is my favorite strategy when it comes to prospecting waiters or 

waitresses. And by the way, do I prospect every waiter or waitress? I do not. If 

they give me crap service, if they’re just terrible, how you do one thing is how 

you do all things. I’m not going to prospect them. But if they give me good 

service and they have a good personality, I’m literally insane if I don’t. Why 

wouldn’t I. That’s crazy. Crazy talk. 

So I’ll do the look around. So ask them questions, do this. And I will tell you, I do 

tend to lead with the product when it comes to waiters or waitresses, just 

depends. Most of the times I do with my network marketing product. So I’ll do 

the look around and I’ll say, “Hey,” and I’ll look around. I’ll look both ways. If 

you could see me right now, I’m actually looking. I look both ways, see if 

anyone’s around. Why? Because I don’t want to get them in trouble. And I’ll say 

that: 

  

 

 

 

  

“Hey, listen. I don’t want to get you in trouble or anything, but I’m just 

curious, would you be at all open to a side project that didn’t interfere with 

what you’re currently doing? You could totally keep this job, totally keep 

rocking it. I could show you a way to make some extra money. Would you 

have any openness to that?” 
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Ninety nine out of a hundred they’d say, “Um, yeah.” And you say, “Okay cool.” 

Again I’ll look around again: 

  

 

 

And they’ll even look around. They’ll look around. Because I almost make them 

paranoid. They’ll kind of look around and almost every time I’ve ever done that, 

they’ll write down their information.  

How many meals are you eating per day, per week, per month, per year, where 

you’re not doing this and it’s so simple? By the way, what if, God forbid, what if 

they said, “Get the hell out of here. No way. I love what I do.” Is that really that 

big of a deal? It’s not. It’s not that big a deal.  

Now, if you want to take it next level, say, “You know what? You did such a 

great job,” after you do this, after you get their information. I prefer to get their 

information first because it’s pretty easy to do. Say: 

 

 

 

 

 

 

Who does that? Who does that? No one does it. No one does this stuff, but that’s 

what makes you different. That’s what makes you powerful. 

 Here’s the number one mistake that I see people when they prospect owners. 

They go in at lunch time. Dumb. Or they go in during the rush of breakfast. Or 

they go in at dinner time. Dumb. Think. Use your brain.   

“I don’t want you to get in trouble with your boss or anything like that. Just 

write down your name, your email, phone number, write it down. I’ll reach 

back out to you and we’ll set up a time where we can chat more.” 

“Hey, you know what? Who’s your supervisor? I’d like to chat with your 

supervisor. You did a great job. Let me talk with the supervisor. Bring the 

supervisor.”  

“Hey, I just want to let you know, this person did a fantastic job. I don’t say 

this at every restaurant I go to,” even if you do, “I don’t say this at every 

restaurant that I go to, but this person did a really, really great job. I just 

want to let you know. You must be a great manager because clearly you 

trained them right.” 
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If you’re going to prospect a restaurant owner, be respectful of their time. Go in 

at 2:30. Go in at 3 o’clock. Go in at 10 a.m. Go in when it’s not busy because 

they literally can’t think when it’s busy. They can’t. And it’s rude. You don’t even 

realize you’re being rude, but it’s rude. If you go there when they’re busy, that’s 

rude. It means, I don’t respect your time, but I do mine because I’m on my 

lunch break. Give me your time on my time. No, that’s terrible. Don’t do that.  

 You always want to think, “What’s in it for them and what’s in it for the 

restaurant?” I’ve recruited a lot of restaurant owners.  

 Now, one of the tactics that I’ve used and when I say “tactic” I actually do it. So 

it’s not like I use it as a B.S. line or something. I use it. So I’ll go in and I’ll say: 

 

 

 

 

Seriously. And you use your own verbiage there. What do they care about? They 

care about people coming in for meals. And then I’ll ask. I’ll say, “Hey, just 

curious, what’s your slowest lunch day?” And this is if you have a local team. If 

you don’t have a local team, obviously build your way to this. Build your way. 

Create a vacuum where you want to build a way so you can have lunch 

meetings. It’s very powerful. 

 

 

 

 

 

 

  

“Hey, you know what? I have a local team here and we’re looking to possibly 

run some lunch meetings and I was just curious, would you be at all open to 

maybe creating an additional income stream here in this restaurant if you 

literally didn’t have to do anything and I brought people in for meals?” 

“What’s your slowest day? Okay, cool. Well, tell you what. Here’s what I’d like 

to do and you tell me how you’d like to operate. I like to work. I like to do 

meetings at restaurants where the owner is in the team. That makes my 

teammates feel great, coming here and recommending you. Makes me feel 

great. And it’ll help you make some extra money just by doing what you do. If 

any of that, if you're open to any of that, then I’d love to sit down and show 

you a 15 minute video, let you go through it, see if it’s a fit for you. If it is, we 

can move forward and I can schedule a lunch meeting and start holding them 

here. I’ll bring the people. If you want me to talk to any of your patrons here, 

I’m more than happy to. We’ll do that and we’ll do it on your slowest day. 

How does that sound?” 
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So what do they hear? They hear, “This guy is going to be marketing for me. 

He’s going to be telling his entire team to come eat here. He’s going to help me 

out on my slowest day.” See, it’s all about them. All about them. Good stuff. 

Good stuff.  

 You could even get...I’ve had multiple restaurants put up a display card. Why 

not? By the way, we had dinner tonight at a restaurant where we have the 

restaurant owner in. I didn’t personally recruit him, but he is in the business. My 

man Vern, Vernon Haney, Haney’s Café. Fort Meyers. Shout out. Best breakfast. 

Awesome. You can have a display card tactic. 

Hey, you know what? You know what might help your business? I mean, your 

tables are here anyway. Why not throw up a little display card? I’m going to talk 

to Vern about that. I kind of mentioned it to him a little bit, but I think we can do 

it.  

 Also, how powerful is it if you go and schedule a one on one lunch meeting at 

the restaurant where you have the owner in? So think about this, if I’m going to 

meet a prospect, why not meet that prospect at a restaurant where I have the 

owner in my team? And I can say that. I can say, “Oh by the way, the owner of 

this restaurant is in my team.” “Really? Wow, that’s cool.” See, credibility. And if 

the owner comes by, they see me bringing people to the restaurant, to their 

establishment, that gets them excited, too.  
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Module 4: Social Media 

It would be a crime if I was to teach you social media because I really feel that I have 

the best trainer on the planet earth for social media in my household. So what I’m 

going to do, is I’m going to bring out the big gun. And I’m going to bring out Jessica. 

I’m going to have Jessica teach you on social media. And she is going to be here 

extremely shortly.  

You doing okay? I know we’re going long. Alright, cool. I told you it was detailed. I told 

you I undersold this, too. So here she is, without further ado, let’s bring her out here. 

And she has her own little deal. I’m going to let her go through this. It’s all you, babe. 

Jessica:  Okay, awesome guys. Well, how is everyone tonight. I know Ray has been 

going. I’ve been listening to him out there and it’s getting a little crazy in here. I got to 

say. But I am so excited tonight because we have some fun stuff we’re going to talk 

about.  

Of course you guys learned about some different cold market tactics that you can use. I 

just want to spice it up a little bit and bring it to online as well because we were 

thinking about it and thinking, “Okay, what are all the cold market tactics that we’ve 

done in the past that have worked for people on our team and things that we’ve done?”  

And for sure we could not leave out social media because it’s a huge medium that you 

guys have. It’s a huge channel that you guys have. Literally billions of people that you 

could talk to and leverage, leverage that time. And when you can’t get out of the house 

its’ something you can do late at night when you can’t make calls or early in the 

morning when you can’t make calls. 

So let’s get into it. I’m actually going to show you guys some stuff before I get into this 

formula here. I just want to show you, basically I built a business, for those of you that 

don’t know, I built a 10,000 a month business on Facebook. And just talking to people 

and looking for people that I knew and I didn’t know.  

What I want to show you tonight is how to do that on Facebook, but also on Twitter as 

well because there’s some really cool things that you can do nowadays. And Facebook 

is constantly, constantly changing. They are constantly changing.  
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So you have to be on the up about social media and what’s going on. Facebook is still 

the primary area where a bunch of people go. That’s where most people spend most of 

their time on social media. It’s still the hub for social media, so it’s important to learn.  

But they’ve also changed some things with the prospecting game, so it’s always good to 

expand into areas where you have an unlimited amount of people that you can talk to 

like Twitter. On Facebook they make it so you can only talk to a certain number of 

people per day. So if you really want to take things seriously, which I’m guessing if 

you’re on this webinar you do, and talk to more people, then you should definitely be 

looking at other social media avenues as well. 

What I would do on Facebook to find someone. Let’s talk about that first, about how do 

you find these people on social media? I would think about this: Ray talked a little bit 

about target market tonight. Think about the exact person that you want to work with. 

Are they a professional? What do they do? What age are they? What gender are they? 

Do you have a specific gender? What are their hobbies? What’s their struggle? What’s 

their pain? And think about what that person would like, where’d they hang out. 

For me, one of my top ones is still Robert Kiyosaki, those people really resonate with 

me. I would look at the Robert Kiyosaki groups and fan pages and look to see who do I 

know on these fan pages that I can talk to. So what you would do is just come up to 

this little search bar and search for different groups. So let’s see here. Let’s see what 

comes up when I type that. 

Maybe for you, and I want you to think outside the box. I don’t want you to go to the 

Robert Kiyosaki page necessarily, but think outside the box. If you want to work with 

people that are sick and tired of being a certain weight and want to lose weight, then 

maybe you would go to Jillian Michaels page, or Biggest Loser page, something like 

that, thinking outside the box.  

It doesn’t necessarily have to be a “lose weight page.” It can be what those people are 

looking for and who they would like and hang out with. If you’re in a travel company, 

maybe you want to look at Travel Channel. Those types of things that really, you’re 

going to find some key people that you want to work with.  

You would look at those. Look at the people in those groups and find out what they’re 

all about. And just shoot them a message. Tonight’s more about what to say and what 

not to say.   
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I’m going to go through some basic strategies for you guys for prospecting that are 

very important. A lot of you know... “Okay. So, I know how to message people on 

Facebook and all that, but what do I say? How do I close them? How do I take them 

from social media to the phone?” Because one thing when you’re offline is you can get 

to the chase a little quicker.  

When you’re online and you’re warming somebody up, the first thing they’re thinking is, 

“Okay, is this person even real?” So you need to warm them up a little bit, more so 

than you would offline. There’s an art to it and some things that you need to 

understand and say in order to get someone from social media to the phone and into 

your business.  

Now, I want to show you Twitter as well. I’m not sure why Facebook is being weird. 

Let’s try Travel Channel and see what happens. I just want to show you, this is their 

page. They’ve got over one million likes on here. You just want to go through and look 

for people that seem intelligent, that are writing cool comments and shoot them a 

message.  

Now, on Facebook you can only do this several times per day, because Facebook really 

doesn’t like it when you’re messaging a ton of people. They think you’re a spammer 

and they will shut your account down, so you have to be careful. But it’s still, like I said 

the major hub, it still works very well and you just have to be careful with what you do. 

But if you want to get more prospects out there and you want to get more 

presentations out, head on over to Twitter and let me show you what cool things you 

can do. 

Now why I love Twitter is because it’s so real time. It’s in real time. When somebody’s 

typing a status update or something like that, that means that they did that pretty 

recently. It’s not like, you know, on Facebook usually it’s recently, but it could be a day 

ago. You don’t know. That person could have been on two days ago.  

But on Twitter when you search for something, like when I search for, let’s say I want 

to find people in my area and I search Naples, well, I’m going to see people posting 

about Naples 36 minutes ago, one hour ago. So it’s in real time. These people are 

active and they’re on Twitter actively all the time. That’s why I really like it is that you 

can reach out to these people and you’ll have a pretty good response back, pretty good 

response rate.   
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The goal with Twitter is to really get them to Facebook, back to email, so you can have 

a longer, more in depth conversation. But you can initiate the conversation here and 

really get someone feeling comfortable with you and say, “Hey, we should connect on 

Facebook,” or whatever, and bring it back to that so that you can have that deeper 

conversation.  

It’s just so cool. What you can do is search just like I did Naples. I just typed in the top 

search bar Naples for the Twitter search, and all these people came up that are talking 

about Naples. And I can message them and they’re right here in my area. Or they’re 

talking about my area so they might still be a good prospect. And you can search 

anything you want. 

There’s also this really cool site called Twellow. I’m probably not signed in, Ray’s 

probably not signed in right now. But this site, it’s Twellow.com. And this is something 

I’ve been using. What’s cool about this is I can search, you set up a little account, you 

connect it with your Twitter. And I can search for people or things, whatever I want to 

search for, any keyword I search for.  

Let’s say I want to search for home business. I can search for people talking about 

home business in their bios and things like that. And I can find these people, click on 

them and if I were logged in, not only could I tweet them right there, but I could see 

their Facebook, their LinkedIn, all this stuff, their YouTube and I can connect with them 

on a deeper level right from Twellow. So this is something really cool that I like to find 

people.  

When you use Twitter, just remember that you don’t want a direct message. You don’t 

want to do that. Because direct message is really spammy. You want to actually reply to 

them, which just to put a little @ and then their Twitter handle. And when you do that 

in front of a Tweet, that means that you’re mentioning that person. It basically means 

that you’re sending on their wall a little hello. 

 So I can say, “Hey, I understand what you mean.” Then, “Are you in Naples?” Now, I 

would never message this person because she seems negative, but hey. If I was going 

to message them that’s kind of what I would say. 

Twitter is just awesome because you can see things in real time. You can go connect 

with them. You can do it in unlimited amount of times that you want to. And you can 

bring people to Facebook, email and just a different social media site where you can get 

a little more in depth and meaty there.  
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Initial Contact 

Let me get into what to say, because this is something that people really, really struggle 

with. And to find people, it’s pretty simple. But to actually know what to say to them 

and how to get them into your business, now that’s another story. So this is what 

you’re going to do for the initial contact.  

And you’ll find that if you guys took my 10K Recruiting Formula, then you know that I’m 

all about formulas, because formulas help us to structure any sentence we want. And I 

really hate to give you “scripts” because it should be you individually talking to the 

person and you’re not going to sound just like me. I’m not going to sound just like you. 

But if I give you a formula and some basic things to say, you’ll be good to go and can 

go from there with the guideline. Sound cool? Awesome. 

When you first make the initial contact, you want to say: 

Hey “First Name” 

The reason you put their first name is so they know that you’re not a spammer and 

you’re messaging them personally.  

Then you need to tell them: 

WHY you’re messaging them 

Very, very important. And I said this all throughout my 10K Formula. When you tell 

someone because or you say the word because, they immediately listen to you. It 

doesn’t matter what follows, they love that word because it justifies your action towards 

them. So you need to tell them why you’re messaging them.  

“Hey Ray, you look like a really cool person. I actually saw your profile in my 

newsfeed,” something like that.  

Then: 

Statement of Excitement 

Anything, it doesn’t matter. “You look like you are so sharp.” Or something that’s 

complimenting them is what you want to do here. You want to compliment them in 

some way. And by the way, this will work offline as well. But it works really, really well 

online.   
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I actually learned this when I was working in Nordstrom. They taught us, I was at the 

makeup counter in Nordstrom and they taught us that you have to compliment 

someone in order to get their attention and to get them to pay attention to you and 

start selling them thing. This was just like basic sales that I brought to online when I 

started building my network marketing business. You want to compliment them here 

and be excited.  

Then at the end you always ask them a: 

Question 

And I would say that for every message because you want to keep the questions and 

the messaging flowing back and forth. Usually that question is, “What exactly do you 

do?” So you want to gear it towards that. 

Rapport Building Questions 

I wanted to give you guys some more rapport building questions that you can use. And 

this can be for Twitter. It can be for Facebook, LinkedIn, Google+, I don’t care. You 

can use all of those to start talking with people: 

 “What do you do?” You want to know that.  

 How long have they been doing that? A year, 20 years? 

 Are they fulltime or part-time? 

And by the way, when you start a conversation either offline or online, the close starts 

from the very beginning. So all of these questions, yes, I’m building rapport, trying to 

build that relationship. But I’m also leading them down a path of, “Do I want to work 

with you or not? Do I want to go in for the close?”  

And why do I want to know if they’re working fulltime or part-time? Well, because I 

might structure my closing question with whether they work fulltime or part-time. And 

let me tell you what I mean. And I would write this down. 

If they say they’re working fulltime, then maybe I will come at them with the time angle 

to get into my business. So, “Hey, you mentioned that you work 80 hours a week. Well, 

do you want to do that for the rest of your life?” Also, when I do approach them with 

my business, I want to make sure that I’m not overwhelming them.  
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So I might say: 

 

 

 

Or something like that. Be realistic and have the right expectations, but also make sure 

you’re not overwhelming someone that’s fulltime.  

If they’re part-time, then maybe I approach it as: 

 

 

 

You see what I mean? That’s why it’s so important to know how many hours a week of 

their life is taken up.  

 “Do you have kids?” Another important question, because I might angle my close 

towards that. Don’t you want to see them more? Kind of thing. 

 “How do you like your job or business?” Very simple question, but a lot of people 

are going to say they don’t do that. A lot. A lot of them. Some of them are going 

to lie and say they love it. But most of them are going to say that there’s 

something wrong. “Well, you know, it pays the bills.” And then you say, “Well, 

what does that mean?” You dig deeper, “How do you mean by that?” So you’re 

always digging deeper with each of these questions. It’s not just a, you find a 

little piece of pain and then you go in for the close. And I’m going to cover that 

in a minute. So I don’t want to get too far ahead. Just make sure whenever 

somebody tells you something that’s gold, like I work 80 hours a week or I’m 

missing my kids’ soccer games or I can’t pay my bills right now, you dig deeper. 

 “Have you ever considered doing something else?” Most people will say yes to 

that or they’ll ask, “Well, what do you mean something else?” You say, “Well, 

your own business or just doing something where you can control your own time 

and your own financial freedom. Have you ever thought about that?” See, most 

likely they’re going to answer yes. You’re just leading them down the path so 

that they are going in for the close.  

“I have a side project that I work on. I‘ve helped a lot of people in your situation. 

And it doesn’t take more than an hour a week part-time.” 

“Yeah, you know, an hour a day, couple hours a day of your life and you can work 

into this fulltime.” 
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Rapport Formula 

How do you close them? Well, just kind of like how I was saying before, you ask them a 

question and you dig for that pain. You’re looking for that pain. So if they give you that 

pain, what most people want to do, and this is another one of my little formulas that I 

love to give. I would definitely write this down. For sure. Because this is where I see 

people screw up the absolute most. The absolute most, this is it right here.  

When I did the 10K Social Media Recruiting Formula, I had a lot of people send me 

their conversations, and where I saw the most struggle was they wanted to go right 

from finding the pain to the close. And you can’t do that. There’s a step in between.  

You have to dig deeper. Dig deeper and find out more about what’s going on with 

them, because if they tell you something that you feel like, “Okay, I can now go in for 

the close because they told me they don’t see their kids enough,” they’re going to feel 

like, “Oh wow. That’s all that she was looking for. Holy cow.”  

When you dig deeper then you really build rapport and they feel like they’re your friend. 

That’s why not skipping this step is crucial. People either want to go from question to 

close or pain to close. And you can’t do that. You have to dig a little deeper until you 

really feel that you’ve got them and you know that you can go in for that close. Does 

this make sense to everybody so far? Cool. Awesome.  

So now you’ve dug for their pain, you’re finding out a little bit about them, what do you 

do? How do you close them? Well, here I want to give you some basic closing questions 

that will help you and I would definitely write these down. And it’s not so much the 

verbiage that’s super important. What’s important is that you get the concept.  

I’m “closing” or I’m asking them if I can send them information based on what they’ve 

told me in the past. So I’m basing it on the rapport that I’ve built. Do not throw out 

these questions before you know their pain and know if they even need a business, 

because they may not right now. You might have to come back to them six months 

from now and then they’ll need a business. But if they do, this is what you can say: 

 “Based on what you’ve shared with me, I think you may want to take a look at 

what I do. We’ve helped a lot of people in your situation.” And it can be the 

company, it can be the program, it could be the product. Whatever.  
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But what this is right here is social proof. We’ve helped a lot of people in your 

situation. People need social proof. Anytime you can throw out a social proof 

story, do.  

 “This may or may not be a fit for you.” Qualifying. “But our program has helped 

a lot of people in your situation.” Social proof. “If you’d like I could send you 

some information, if not, no big deal.” And I say that almost after every one of 

these questions. “If you’d like, I could send you some information, if not, no big 

deal.”  

Guess what 90% of them say, “Sure, go ahead. Send me the info.” Does that 

mean 90% of them join? Absolutely not. But they almost always, when they’re 

ready for this question, 90% of the time they’re going to say, “Sure, send it on 

over.” 

 “Are you open to taking a look at something? Based on what you shared, I doubt 

the business is a fit for you, but I think you’d love the product.” Now, I’m sure 

Ray talked about this, but when you say, “I doubt the business is a fit for you,” 

the first thing they say to themselves is, “Well, why not? Why isn’t it a fit for 

me?” And it’s not abrasive.  

So it’s not coming at them with, “Oh, you’re the best. You should join this. You’d 

be awesome. You’re amazing.” It’s posture, but at the same time, it’s getting 

them to think. Then I would just follow it up with the same thing, “I could send 

you some information if you’d like, if not, no big deal.” 

 “Would you be open to a side project that wouldn’t interfere with…whatever their 

job is?” You’re school teaching or you’re paralegal work, whatever they do. “It 

may or may not be a fit, but based on what you’ve shared,” which I say in 

almost every closing question, “I think it might be. Let me know and I’ll send you 

some info.”  

Who’s not going to say yes to that? This is just simple, easy, easy breezy, 

something that they can absolutely, you can absolutely do and it’s non-abrasive. 

It’s not aggressive. And people will 90% of the time, if you get to this point, they 

will absolutely tell you to send it over. “Send it on over.” 
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 When they do, here’s a great way to get them on the phone: “Great. Here’s my 

number,” give them your phone number, and then tell them, “Here’s my number. 

Call me if you have questions. Give me yours so I know who’s calling me.” And 

that’s it. And most of them will absolutely give you, especially if you’ve built the 

rapport properly, you’ve asked the question properly, most of them will 

absolutely give you their number.  

Then based on what you’ve learned from Ray tonight, you can follow-up, follow-

up, follow-up and get them on the phone and close them into your business.  

I hope that this helped you guys with a little social media prospecting. I know it’s 

getting late and we appreciate you guys so much for being on here. I’m going to bring 

Ray back out here and this is an awesome webinar. I can hear it from the living room. I 

can hear Ray screaming at you through the computer. So I’m just excited I got to share 

some value with you guys. And I will put Ray back on. Have an awesome night. 

Ray:  Alright, isn’t she awesome? Yay. Alright, cool.  

More on Cold Market 

So you got four full blueprints tonight. Little bit more here.  

 I don't know how you’ll take this, but I did telemarketing and I never aspired to 

be a lifelong telemarketer, but if you are really, really not good on the phone and 

you want to force yourself to be better, they’re always hiring. So are timeshare 

people. And I’ve actually had people that were really uncomfortable talking to 

people, they actually went to timeshare places, got hired and are way better. I’m 

just throwing that out there. Now, either of those jobs will create freedom for 

you? They won’t. They’re jobs. They won’t. But if you can boost your skills and 

potentially get paid to do so, maybe not that bad an idea. Just throwing it out 

there.  

 If you do have old leads, hey, they is a line that I like. These are just old leads, 

genealogy leads, old leads, things like that:  

  

 

  

“Hey, at one point you were taking a look at a home business, is that still the 

case?” 
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It, at least, opens up something. It opens up a talking point. “At one point you 

were taking a look at a home business, is that still the case?”  

 Listen to people before they join. Just pay attention to them and make sure that 

you’re listening to what they are saying. Let me give you the biggest example. 

This is from our coaching call. 

I did a coaching call today with one of our platinum clients and she was saying, I 

won’t say who it is, but she was saying, “I got a lot of people on my team that 

just are kind of, they’re not doing stuff. They’re kind of whining. They’re kind of 

this and that.” And I told her, “A lot of times that comes with when you recruit 

someone.”  

I’ve had people say, “Alright, I’ll join if you help me.” And see, most network 

marketers would say, “Sweet. Of course I’ll help you.” And they’ll sign them up. I 

want to know what they mean. What do they mean by help you? I’ll ask that 

question. And that’s what I’ll do. I’ll ask that question and I’ll say: 

  

 

 

Because sometimes they’ll have unrealistic expectations when it comes to help. 

They’ll say, “Well, I’m hoping that you’ll call me every single day and fire me up 

every morning.” Well, I’m not going to have time to do that. So you want to 

listen before you bring them onboard.  

Gratitude and Excitement 

 I just want to say, to me, we have an option in our business. And our option is, 

we can do free training. We can charge for training. We have that option. And 

when it comes to paid stuff, I want to so over deliver on the value that it’s 

completely ridiculous. And I hope that you feel we did that tonight. We went for 

two hours, 38 minutes, gave you four full blueprints, gave you tonality exercises, 

scripts. Jess talked about social media.  

  

“What do you mean by help you? I just want to make sure that I’m going to 

meet your needs.” 
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I really hope that you feel, and if you do, please take a minute, throw something 

on Facebook for us. Just say what you got, your number one tip or how you felt 

about it, or if you felt that it was fantastic. Private message us if you thought it 

was terrible. We’ll keep that private amongst us. But if you thought it was great, 

let us know. We always appreciate that. 

And I also want to train you to be in more gratitude. Not just for me, but if 

you’re on a great training by my man, Cesar Rodriguez, by my man Vince, by 

Halverson, any of these other guys out there that you resonate with, with Eric 

Worry, with Falcone, if you’re on a training and they really light you up and they 

really bring you to that next level, let them know. Don’t just hold it in, let them 

know. We appreciate it. They appreciate it. And I just believe if you hold yourself 

in gratitude, more great things happen to you. I really believe that. 

Q&A 

Let’s take a gander. What kind of questions do you have? 

 When you use a tool do you recommend a 7 minute, 30 minute, invite 

to a live meeting? 

You know, it kind of depends. In the past, like I’m currently using a 15 minute 

that my company has that I really like. But in the past I’ve used 30 minutes. I’ve 

definitely used that. It just kind of depends. If there’s a live meeting, I’ll invite 

people to a live meeting. We do live meetings all the time. 

 Is the 10K Social Media Recruiting Formula still available? 

Yes, you can go to, I think you can go to RayHigdon.com/products or I think you 

can also go to 10KSocialMedia.com. That’s a pretty robust product. How my wife 

really just kills it on social media. Rave reviews on that. People absolutely love it. 

 If your presentation requires a phone walk through, how would you set 

that up? 

It’s almost like you answered it. If it requires a phone walk through, then I guess 

I would set it up that way. If I’m understanding you correctly.  
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If it requires a phone walk through, I’m going to say, “Okay, how soon will you 

be in front of your computer?” And then, “Okay, I’m busy but I’ll call you are 

4:15. You’ll be in front of your computer? Sweet.  I’ll walk you through it.” Pretty 

straightforward. 

 Had to step out for a bit, did I cover prospecting business cards off of 

bulletin boards? 

You’ve got two options here. The first option I heard form a gentleman named 

Bill Hopman who did a few million dollars in a company Y2B a few years ago. 

And he used to say, “Hey, I have no idea where I found your business card, but 

I see that you’re a landscaper. Hey, just curious, would you be open to a side 

project that didn’t interfere with what you’re currently doing.” 

So just basic. I’ve done it where, like there’s a carwash right around the corner 

from me that I go to every once in a while, and they have one of those 

corkboards, and I’ll just call them. Sometimes I’ve even emailed them. And I’ll 

call them and say, “Hey, saw your card up here at the carwash. Do you come up 

here? Is this right? Did I get the right person?” It’s kind of a dumb question but I 

want to get them to say yes. And so they’ll say, “Yeah.” “Cool, well to be honest 

I’m kind of bored and I’m just up here at the carwash. I see that you’re an 

attorney. I’m just curious, just throwing it out there, would you at all be open to 

a side project that didn’t interfere with what you’re currently doing?” 

That’s how I do it. I’m not sure how other people do it, but that’s what I did. 

 If you see two or three sharp individuals having a conversation, how 

would you go about prospecting them? 

Just know that’s one of your tougher situations. It really is. It’d be better to see 

one sharp individual and go and approach them, than two or three having a 

conversation.  

That’s a little bit more difficult, a little bit more advanced tactic. You could go up 

to them and just say, “Hey, you guys look sharp. What is it that you guys do?” 

And just listen. Kind of treat it like a networking event almost and just listen to 

them and ask them for their information and say that you’d love to pick their 

brain some more, love to grab coffee with them or something like that.  
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 How can you contact me if you have further questions down the road?  

My website RayHigdon.com, we put out a lot of free training on there for sure. 

 Do I recommend email drips? 

You know, done the right way, I guess. My big rule with email is never send an 

unsolicited link. And I also wouldn’t follow-up with an unsolicited link. An 

unsolicited link is a link that wasn’t asked for. I would make sure if you’re going 

to drip on them, be real and be human about it. Say, “Hey, Joe, long time, no 

talk. How are things going in your neck of the world?” That sort of thing. 

 With warm market I’m not going to give them the harsh, third voicemail, at least 

as harsh as I shared with you guys. I might say something along the lines of, 

“Hey, haven’t heard back from you. No big deal. Clearly it’s not a fit for you. I 

wish you the best that life has to offer.” I may not say “cross off the list,” but I 

might say, “Clearly it’s not a fit for you. No big deal. I wish you the best.” It’s 

designed to make them feel like a jerk to be honest. It’s like, “Hey, you couldn’t 

even call me and tell me you’re not interested?”  

You know what I mean? It’s designed to make them feel like a jerk. But I don’t 

“scratch off the list” I’m probably not going to say to warm market because 

scratch off the list is like a totality kind of thing. It’s like a literally carving off a 

tombstone. I mean, that’s like fin, finite. That’s what you want it to come across 

as for cold market.  

Warm market, I probably not going to say scratch off the list. I’ll say, “Hey, it’s 

clearly not a fit for you. Totally cool. Wish you the best. Take care, my friend.” 

 What did you say to prospects when you’re on the phone with them 

and you never met them? 

Obviously it depends on the source of where did I get them. If you’re into 

purchasing leads, you want to say, “Hey, this is Ray with da-da-da. You 

expressed an interest in home based business. Just wanted to reach out to you, 

see how we could best help you.” That’s kind of something that I would say. But 

you want to seem sharp when you’re calling them back like that. 
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 So Linda wrote, “You didn’t watch the video, no problem. You can 

always try to catch me, you have my contact info.” 

If you like that, then use it. I prefer mine because to me it’s a little bit more 

postured. You can, if you like it, then roll with it. I personally prefer what I say, 

but there you go. 

 The restaurant example you mentioned having business cards. 

I never have business cards. What you may have heard is display cards. I have 

brought in restaurants and then gotten them to put some kind of something on 

their tables, talking about the product or the…usually it’s the product. So I’ve 

done that before.  

 Do people attend meetings?  

Yes – that’s a weird question. 

 How do you respond to “Is this a pyramid?” 

You know, when you’re super postured, you rarely ever get that. So I hardly ever 

get that. But let’s say I did. Honestly I don’t even remember the last time I got 

that. I think it’s because I carry myself as such a professional. If you’re carrying 

yourself as a scared rabbit, you’re absolutely going to get it. You’re going to get 

it five times out of six. If you’re getting that a lot, I would first evaluate, instead 

of mastering how to overcome the objection, I would first evaluate how can I 

carry myself at a higher vibration and higher energy.  

But if someone says it’s a pyramid, you got a couple options there. If they ask it 

really nasty or they’re just really nasty, I may joke with them and say, “Yeah, 

actually it is. And it’s probably going to last for another six months. You should 

definitely get in.” And I’ll look at them like I’m serious and I’ll be like, “No, I’m 

just kidding.” And I’ll just crack up. Then I’ll just roll along like they never even 

asked it. That’s one way. 

You don’t have to be so damn serious about this kind of dumb. When people ask 

that this is a dumb question, so don’t be so serious, don’t be rigid. Like I’ve 

heard people say, “Well, you know in your job there’s a CEO and there’s this guy 

and there’s this guy, the janitor at the bottom. Kind of looks like a pyramid.”  
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I don't like that because to me it’s defensive and it’s “let me dance to your tune.” 

I dance to my own damn tune. This is my world. This is my world. I know my 

world. I dance to my tune. I don’t dance to your tune. When someone says 

these kind of things, “Is this a pyramid,” I don’t like to get, let me get all 

explaining and let me explain how a pyramid works. I don’t like that.  

I know probably more CPA types and detail oriented people might like that. But 

I’m probably going to make a joke of it. Or I could ask, “Well, what’s a pyramid? 

What do you mean by that? I’m not clear what you mean.” And they’ll say, “You 

know, it’s a, you know. It’s a…” and they never know how to answer it. I’m like, 

“I don't know what you’re saying dude. I don’t think it is.” That’s just how I am. 

 You know I have drop cards. The only way, I do not throw them on the ground 

because I think that’s a negative connotation. I don’t like that. But I will, if I’m in 

Barnes & Noble, I’ll smack them in some books that are applicable. I’ll smack 

them in Atlas Shrug and marketing books and network marketing books. I’ll put 

them in there. Why not. 

 I personally don’t go around the mall prospecting retailors, but if I did, I would 

use the same model that I talked about for waiters/waitresses. Just kind of look 

around, say, “Hey, I don’t want to get you in trouble or anything like that, but...” 

that sort of thing. I would say that or, “Hey, I’m sure you’re busy. I don’t want to 

interrupt you while you’re busy, but you seem sharp. I’d love to catch up with 

you later.” I don’t really do that technique, but I do know people that have.  

 You know, my drop card, there’s really no need to get a copy. I’ll just tell you 

what it says. It says, “Best Home Based Business. Period.” And it has a website 

and phone number. I have recruited people from it, but it’s not anything special. 

It’s really not.  

 I’m calling the relators right now that I haven’t met before, asking 

them if they’re up for a side project. Mostly I get no’s. What is there to 

say to get more ayes on presentation?  

Just hit more numbers. What I taught in realtors tonight, that’s all assuming you 

didn’t meet them. That’s all assuming you’re just calling them, just so you know.  
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 How do I follow-up with a realtor?  

That was one of the modules. Same exact thing that I taught for networking 

meetings, the same exact follow-up. There’s no difference. Zero.  

 How do you coach people to remain positive after multiple no’s in a 

row? 

The people that get negative after a few no’s are the people that lack vision. So 

the people that lack vision ain’t going to make it, just so you know. 

This is a tough business. No question. The only difference between this and a 

job is a job is tough, too, but you have to do the job for 40-50 years and you still 

don’t get a good retirement. Here, if you could tough it out for three to five years 

you could create total freedom. You can’t do that with a job.  

So here’s the deal: The law of exertion. You’re going to exert yourself no matter 

what. You’re either going to have a tough job or you’re going to have a tough 

job and the tough business of building a network marketing business. Either 

way, you’re going to have it tough. Except one rewards you much better. One 

will create freedom for you. The other one will never. So that’s part of it.  

But as far as who gets negative after a few no’s, it’s people that have little tiny, 

itty bitty why and zero vision. Because if they have vision and a why, they don’t 

feel no’s. If you hooked up a heart monitor to me when I was getting a no, you 

wouldn’t be able to tell if I was getting a no or eating a sandwich. Because 

there’s no change. My heart literally doesn’t alter in any way shape of form when 

I get a no. it doesn’t alter at all. My vision’s way too big for a no to affect me. 

How could I possibly let that happen? 

 If you ask about a side project and they say, “Oh, is it an MLM or one of 

those things?” 

I say absolutely. I wouldn’t be involved in it if it wasn’t. Do you make a ton of 

residual income? Do you have another way? Because I’ll look at your way if you 

have a ton of residual income. I’d say absolutely.  
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Pardon the French. I hope the kids are in bed. But I’m not a chicken shit. If 

someone asks me if it’s network marketing, I’m not a chicken shit. I dance to my 

tune. We don’t have to creep through shadows and whisper, “Hey, I’m in 

network marketing. Are you in network marketing?” You don’t have to be that 

way.  

Stand up. Stop slouching. Use some posture and a backbone. If someone says, 

“Oh, is it MLM, one of those things?” I say, “Absolutely it is. Do you another way 

to create this much residual income with hardly any overhead or risk? Do you 

know a way? Are you making a ton of residual? Educate me.” That’s what I 

would say. We don’t have to walk around, creeping in the shadows, scared, 

terrified. That’s how I answer. 

 The Amazon customer service gal who worked really hard to resolve 

my glitch today and was a sweetheart about it. How can I prospect her 

and get her contact info? 

I mean, you try. You just try. More than likely she’s recorded and she’ll be fired if 

she gives you her information, but if she’s will to, you can try. I guess I’d be 

shocked if she wouldn’t get fired for giving you her information. But you can try. 

It doesn’t hurt. She’s not going to bite you.  

 Would it be better to send them to a video before meeting them in 

person?  

That’s kind of up to you. I do prefer to send them to a video before meeting 

them, but I also know people that don’t do them. They meet them.  

 Well, Meet Up has a ton of networking events, so just choose a few.  

 What do you say when someone asks how much are you making? 

Well, I assume you’re asking me what you should say because if they ask me, 

I’m going to say I’ve made millions. I’m assuming the only reason you’re asking 

that is because you haven’t made a lot of money. What I train people at when 

people ask them that, is I say, “You know what? I’m just getting started, but I’m 

being taught how to generate leads, how to prospect and how to follow a system 

to make a lot of money.” I’m just getting started, but I’m following a system 

where I’m being trained on exactly how to make more money.  
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 Well, then tell them. If you’ve made 50k, then tell them. I’ve made around 

$50,000 part-time. Tell them that. Good. Not sure the question then.  

 What if you’re not in a traditional MLM, but your product is more of an 

affiliate program? 

You could still use the phrase side project. If they ask you if it’s MLM, you say 

no. No, it’s not. It’s an affiliate program. 

 Do I follow up with people more than two times if they don’t respond?  

Well, I follow the three step follow-up that I shared tonight.  

 Pricing for consultations.  

We kind of haven’t been doing….last year we offered private coaching and stuff 

like that. We really haven’t been offering that. Shoot me an email. Tell me what 

you’re thinking. Ray@rayhigdon.com. 

 Are realtors good prospects for my fitness business?  

Absolutely, however like I said earlier, go for who you want versus what you 

think will work and you’ll create a better lifestyle. 

 What if you feel your video is cheesy and salesy? I feel like the people 

celebrating in the videos is too much or unrealistic.  

That’s something that I would reach out to some of your upline and if they like it 

and if they’re using it, I would probably use it. Because keep in mind, something 

you may think is cheesy and salesy, someone else may love. They may 

absolutely love it. 

 If a person says, “I really want to make extra money, I just want to 

know the name of the company before you head to your meeting.”  

Just so you know, that is a line they are using to rule you out. That’s what 

they’re doing. They’re wanting to rule it out. So the trick there is use your team 

name.   
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If someone said that to one of my people, I would instruct them to say, 

“Absolutely, it’s Team Start Living and I’d be happy to share with you more 

about it after my meeting.” It’s not the company name. It’s the team name, but 

that’s a little trick.  Works too. Always works. 

 Genealogy leads. 

I’ve never personally used them, but I know some people that have. 

Alright. We’re now over three hours so we’re going to call this a wrap. I hope you got 

major benefit. If you do have an extra 14 seconds, throw us a kudos on Facebook. We 

always love seeing those and responding to those and giving you a virtual high five.  

Love you guys. Definitely appreciate you guys. What we’re doing, we’re wanting to give 

you value for your money. I hope you see that and I hope you got massive value out of 

this. And I hope you take this information, run with it and really make this thing 

happen. Because I hope all of you become top earners in your network marketing 

company, or whatever, your affiliate company. Wherever you’re at.  

I hope you take this information, run with it, teach it to your team, and really create an 

amazing life with the information that we’ve given you here tonight. 

So love you guys. Appreciate you so much. And I’ll talk to you soon. Bye-bye. 
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About Ray Higdon 

 

Ray Higdon was born in Seymour, Indiana and moved to 

Southwest Florida in 1989 where he currently resides. Ray is 

the proud father of two awesome boys, Ethan and Brandon. 

They are active in boy scouts and about any school fundraisers 

where the boys get to practice their early on sales abilities. If 

you want to see Ray light up, ask him about his kids. 

  

A born entrepreneur, Ray Higdon started his sales career at 

the age of 12 when he was selling 90-100 airhead candies to 

his schoolmates, this led to a constant craving for fun and 

profitable businesses. 

 

When Ray Higdon was 18 he worked 3 jobs, one of which was the night shift at Winn 

Dixie where he met a manager named Chad. At the age of 18, Ray was searching for 

guidance and asked Chad what his goals were. Chad replied that he planned on just 

sticking with the company even though he hated it. When Ray asked why, Chad replied 

that he had worked there so long that he didn’t feel he could go anywhere and make 

the same amount, so he would just stay there. That reply stayed with Ray his 

entire life. Never would he settle in a place he didn’t want to be. 

 

Ray Higdon and Corporate America 

Ray began his corporate life as a project manager for 

Collier County Community Development Services, which, 

at the time was the second fastest growing county in 

the United States, processing about 800 house permits a 

day. As the project manager, Ray was responsible for 

the systems and software that ran the county 

permitting. Ray eventually worked his way to Enterprise 

Database Administrator, a really healthy salary and, let’s 

face it, a pretty secure job with the county government. 

But, he was bored out of his mind. 
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Ray Higdon and Real Estate 

Ray grew tired of corporate life, working lots of hours and helping someone else 

accomplish their dream, at the age of 26, he quit his $80,000 a year salary job with an 

insurance company and started his own real estate investment company.  

In his first year of real estate, Ray and a partner purchased 37 cash flowing rental 

units. Being a landlord for 37 rental units in the ghetto of Fort Myers was quite an 

interesting experience. After kicking out 3 drug dealers and dealing with angry tenants, 

he decided to turn to flipping real estate. Ray quickly became an expert in the art of 

flipping houses and marketing real estate online. This led to being featured in the Real 

Estate Investors Publication (REIP) magazine as an up and comer. Ray flipped over 200 

houses with hardly any money down, no credit and no risk. This led to a very lucrative 

speaking career teaching others how to do the same. In 2005, Ray founded the 

networking and education group called The Forever Wealth Club. The FWC grew 

branches into Pittsburgh, Fort Myers, and Morgantown, West Virginia. 

For over a year, Ray spoke on the circuit for a real estate investor education group. 

Twenty-two days a month on the road traveling to San Diego, Chicago, Miami, Phoenix, 

Vegas, Ray was selling a $7,000 system in a 90 minute pitch was certainly lucrative but 

had totally taken Ray out of the reason why he quit corporate America years earlier. He 

missed his kids. That is when he asked himself a few questions: 

“What would you do if you had all the money in the world and money no 

longer mattered?”  

“How would you spend your day whether you were getting paid or not?” 

 

Financial Devastation Strikes 

In 2008, Ray’s real estate investment company started to decline. He had grown used 

to a very high income flipping houses and having rental properties and that all came 

crashing down. “What’s worse than being broke is having made a lot of money, then to 

go broke”.  

 

In 2009 things had become so bad that Ray was personally in foreclosure and on the 

brink of bankruptcy. After going through almost 12 months of depression, Ray got 

angry and decided it was time to do something about it.  
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Ray Higdon and Network Marketing 

The whole reason Ray ever got into real estate 

was after reading Rich Dad Poor Dad from 

Robert Kiyosaki and embracing the idea of 

passive income or cash flow. Ray thought he 

found it with real estate rental properties but 

hadn’t really.  

 

Ray was too soon to get a glimpse of a path that would soon become his passion. In 

2006, his good friend and partner Kyle convinced him to join a network marketing 

company. 

 

Reluctantly, Ray started researching the industry as he was filled with doubts that most 

people experience about MLM before knowing anything about it. He found that with 

network marketing you had the possibility of extreme cash flow, ridiculously low 

overhead or risk and the ability to help coach and grow others. Wow, this was what Ray 

had been looking for in other industries but had never found it. In fact, he had failed at 

almost a dozen different attempts at network marketing until July 15th, 2009. 

 

Do the Work and Success Follows 

From the ashes of depression and personal foreclosure, he had enough. Within 14 days 

of making this declaration he found his primary company and started working his butt 

off.  

 

Through the team and leadership of the 

company he had his first $10,000 month 

his fifth month and his first $40,000 

month his 7th month. He has since gone 

on to become the #1 income earner in 

the company and the first Ambassador.  

 

Ray’s story is testament that anyone can 

get to where they want to go regardless 

of where they are currently located.  

Now Ray spends his time helping others reach their financial goals using Internet 

marketing, social media marketing and coaching them to have a “no-limits” attitude.   
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Ray works out of his house and spends quality time with his kids doing what he loves to 

do! “When you love what you do, no day is actual work!” 

 

Ray attributes his success to constantly moving and failing forward. Even when Ray had 

about $300 in the bank, no one knew his financial struggles as he knew it was only 

temporary. Ray teaches people that they can live the life of their dreams if they are just 

willing to suspend their disbelief for an extended period of time and have the discipline 

it takes to work toward your dreams every single day.  

 

Ray believes we are meant to live an abundant, rewarding and fulfilling life. Ray also 

attributes a lot of his success to the transformational learning taught by Landmark 

Education. It was there that Ray realized his whole life had been about proving himself 

to others. Now, it is all about proving himself, to himself. 

 

To Connect with Ray, visit www.Facebook.com/RayHigdonPage 
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