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Lesson:6 How you can establish your reputation as a
leader among leaders.

Influencers

are important
people, they

want you to be
________, not
___________.

Never start off a conversation with an
influencer _________ them for
sparing the time. Instead, start off by
________ them something that
they will find ______.
When you demonstrate that you are
________, you ________
your status and change the conversation
• What does the ___________
you want to connect with find valuable?
• How can you _____ to yourself
that you can deliver it?
• Can you _________ the
concerns that you or they might have?
• How can you always exit a conversation
in a way that leads to the next steps?

Influencers
will
RARELY join
your
business
quickly,
if ever.
How can you set the tone
so that the conversation
____________
at a pace that is
____________
for both of you?

For you to look good on the
_______, you’ve got to think
great things on the ______.

If you _____ the right stuff you ___
the right stuff.
How can you _____ your conversations with
influencers, so they ____ to talk to you?
EXAMPLE: A Successful Network Marketer (Master Distributor
of a company who I happen to know)
• If I send John a text message, “Let’s catch up” I get crickets. He may
never respond to that message. A thousand people probably said the
same thing last week.
• HOWEVER, if I say, “Hey John, I’ve figured out how you can ______
your sales next _____, let me know if you want to ____ about
it.” I will be on the phone with John in the next 5-10 minutes.

John ALWAYS has time for things that are ______ his time.
• He wants _____ and he will always find the time to ________
value.
• John would never ignore a text or tell me that he doesn’t have
time for me to show him how I can ______ his _____.

Time is never about ____.
time

is about

________.
What are THEIR __________?
People will make time for you if you bring _____ to their
___________.
How can you uncover THEIR priorities?

for Facebook,

LinkedIn &

all other

social media

you’re on

find the people who are
connected to both of you
and ___ _______
their profiles a bit.
If you are connected to
a few people who are
also connected to the
person you want to get
in front of…
• Pick the person who
you think _____ you
____ and…
• Call them up and have a
quick conversation about
the other person

Options to ask for the
referral:

• “How would you advise
me to connect with Dan?”
• Ask your friend for an
email introduction to the
other person.

when it’s time to meet

step 1: Prepare the ____ ___.

Know your ___ ________.
It needs to be ________, but not too personal (keep it
appropriate).
Your first __________ is critical so ________
what you’re going to say.
If you meet in person, consider your __________.
Consider the __________ of your social media.

step2: TRANSITION FROM

ICE BREAKER TO ________
SMOOTHLY.

What sentence will you prepare to
__________?

• “So I’ve been looking forward to our
meeting because it’s my understanding that
you’re looking for a way to make simple
changes in your existing marketing that
will make you more money. Is that right?”
• “My understanding of why you wanted
to see me today is you wanted me to
pull back the kimono and share some of
my secrets about my experience with the
O2WW comp plan. Is that right?”

If they say yes, proceed.
If they say NO, then you say, “Great, I’m
glad I asked. What’s your understanding?”

Step 3: COME
PREPARED TO
_____ THEM
SOMETHING.

Based on your research into their
___________, what can
you teach them that will bring
incredible value to them?
• You want them to say things like,
• “I never knew that! That is useful!”
• “I’ve never thought about that
before.”

_____________ that
you’ve done your homework and
say things like “Did you know?”
• What is the real struggle they are
having that they might be _____
to?

Step 4: PREPARE _______ ABOUT YOUR

EXPERIENCE SPEAKS TO THEIR PRIORITIES
(in an ___________ way)

At some point they are going to ask about your
__________.
Position yourself as an ______ in some way.

Facts tell, _______ sell.
When you tell your story, make sure you start off with the
_________.
When you tell a story _______________ and it
gets more interesting as you go, what they really want is you
to _____ with the ___.
• “So, John, you said you want to help your downline make more
money. Well, this year I’ve helped 3 of the people in my downline
make over $1,000 in weekly ________ income and I think
that you could use a similar approach in your business to ____
your people.

“This is what I did.”
Give a BRIEF overview of what you did.

Step 5:
BE READY TO HANDLE THE THINGS THEY SAY THAT
TURN YOU INTO A _____________ PERSON.

“That’s great Tommy, why don’t you send me the link to your deal
and I’ll ____ a ____ at it.”

• “Hey Tony, I’d love to, but I don’t want to ______ your time or mine,
are you more ___________ in our products or the comp plan. Let’s
_____ with what you’re most interested in and take it from there.”

“This is cool Tommy, but I don’t have time to look at what you’re
doing for a couple of weeks.”

• “Great, I’m ____ too, what if we reconnect in a month from now, I
don’t mind.”

NEVER just agree to their terms.

OPTIONS: “I’ve
________ this
conversation Sam,
when do you think it
would be worth it to
meet again? Is next
week good, or would
you like a couple of
weeks to get your
people up to speed?”

Step 6: _____ THE
MEETING (CONVERSATION)

ADVICE: “I’ve enjoyed our
____________
Tony; how soon
would you advise we
meet again?”
You want all of your
meetings/interactions
to lead to the next
meeting/interaction
that leads to them
joining your business.

