ABC PATTERN  by Kathy Quintiliani  
From Lisa Grant’s Fast Track Call March 5

WHAT TO DO TO CLOSE THE PROSPECT AND MOVE THROUGH THE ABC PATTERN: 

So you’ve showed the plan – either by flipchart, computer etc.
When you get to the 45 yr plan page, use this page to start building to the “B” Level.

Here’s how: 

1% Rich, ASK: “Do you know anybody like that?  (Most say no but wish they did, I agree with them and say me neither)
4% Financially Fit:  ASK: “Do you know anyone like that?”  And they’ll say yeah, my buddy Joe is in that range, I’ll ASK MORE questions:

· what does he do to be making this kind of money?

· Who else comes to mind? 

TRAINING NOTE:  These are the type of people you want to find and look for in for your biz because they are already making money. 

Try to get at least 2 names in this category. ( do you  see how this works?)

5%   ASK “Who do they know that fits in this category?”
 (YOU MAY HAVE SOME NAMES NOW TO WORK WITH)
Now when you get to STEP FOUR which is EXPANDING DISTRIBUTION
ASK: “Who do you know who right now who has been affected by the slow economy?” “Perhaps they had a good job and then the economy got in a slump?”  (WAIT FOR AN ANSWER)

ASK “Who do you know who is sick and tired of being sick and tired?  Who comes to mind?” 

(WHEN THEY GIVE YOU A NAME, ASK ALL ABOUT THAT PERSON)

“What about her? What’s her/his situation?” –  (GET THE INFO)

You may something like:  “Really? How long was she working there?”  (JUST TAKE DOWN THE INFO MENTALLY, NO WRITING)

ASK: “Does anybody else come to mind?”
TOWARD THE END OF THE PRESENATATION 

This is where we tend to start to lose the person, because it’s a lot of info etc. 

So when you get to the Last Page:

Turn to the person and SAY:   Gee, _____ (their name) this has been a lot of info covered here today, isn’t it?  (And they’ll agree). 
Then ASK them:  “Let me ask you a simple question, what interested you most? The products or the Compensation plan or both?”  
(TRAINING NOTE: The person may be stuck on the OPC-3 that could possibly help his asthma or some other product you talked about and blanked out about the compensation plan, OR he may be completely fixated on the Compensation. Try to get into “their River” which way are they flowing?)   

LISTEN to what they are saying to you. 

5 things can happen at the end of a meeting
1. 2 B  level appointments to share the business Evaluation Appointment

2. follow up appointment with the A (prospect) more info personally before they will set B level appointment.

3. No  interest personally but they give you a name of someone to call Referral

4. Propsect just wants to buy a product Customer

5 NOTHING  not interested in product or plan 

Questions to ask

1. What interested you most the products, compensation plan or both?
If they say PRODUCT, you  ASK “Really?” What about the product? What did you like specifically?  (and then they may say that they have asthma etc. and really want to try the product etc.)

Then ASK THEM: is there any other product that interested you? 

Transition to plan…

After seeing the compensation plan did anything tweak your interest?

If they say they like the compensation: 

ASK:  “What about the compensation?”  If they say well Yeah!! Of course it sounds interesting, then ASK: What interested you about the compensation?

NOTE: This is a very Open, clear conversation. The main thing is to find out what is their interest, their struggle, their pain.

If they mention “the Money” then ASK: “What about the money? What was so compelling?  --- having more money? Having ongoing income?” (not residual—not always understood)  

“Having money come in month after month that you can count on?”

Then ASK the big question:  HOW WOULD ONGONG INCOME COMING IN EVERY MONTH CHANGE YOUR LIFE?

Now you can ASK:  ____ when we were talking about the 45 year plan, you mentioned a couple of people like  Joe and Sally, right?

2. What would prevent you from  having _____ (Joe) and ______ (Sally) evaluate this plan before you make a decision as they may come up with questions that you haven’t thought to ask?
Answer 98% of the time NOTHING

2%  “I need more information before I share it with someone else.

STOP here and ask what questions come to mind at this time… answer question book a follow up to share the plan again perhaps put their significant other in front of it the second time.

If  they answer NOTHING.. 
Then you ASK: “I’m just curious, when you make this call what would you say to them to invite them to sit down with us?”  -- (This gets them to think about it) 

3. After they answer, you say “That’s great”, and then ASK them:   What if they ask you what it is? What would you say?  (now they will stumble a bit)

Then you say:  “You would tell them that you don’t know enough to explain it so that’s why they need to come and sit down and hear it with you again.”

4. Then you ASK:  “When do Sally and Joe work, what are their hours—when do they usually get home? Do you think they may be in right now? ”

When does Joe work? If he is home at the time you are meeting with A level say:

“Just a thought you have your calendar I have mine why not we could call Joe right now as that would prevent us from playing telephone tag.  If Joe has question you can hand the phone to me… How does that sound?

BOoK B LEVEL APPOINMENT.. 
Then CALL the other person(s) they mentioned---now you’re moving to the B Level already.  Hav.e fun with this
At this point, hopefully you’ve booked the next meeting. 

You can then share some info with the prospect such as a video on OPC-3 or  Success 
from Home Magazine. 

END

