Buisness Building I'low Chart

keep it simple, follow the below

Interact with a prospects social media eg. like
and comment on posts/reply to story/highlight

Start a conversation with someone (NC)

Build a relationship FAST. Fact find key information: who they are, what they do, where they travel, what are their pain
points, what do they need more of, how this buiness could help them

time to mention & bring up the business into conversation

Ask the what they do for work so they ask you back. Allowing you to Offer the business to them, during your fact finding have they
say what you do... *l do XYZ and also have your own travel business, | mentioned something that the business could help eg needing more
started it because of ABC” money, wanting to travel more, already travel and not earning

commission etc

Tell them why you love having you own travel ‘ ‘
business and that you think it would benefit them They say YES and that they are They say NO
because they said XYZ (you'll find the answer to this interested in hearing more
during your fact finding stage) ‘ ‘

Find out WHY, use the
REP HANDBOOK to help
you over come the
objection and educate
them around the business
‘ - it is usually because they

do not understand, unsure
Ask if they would like you to send them the link to your teams of what you are offering
information website/information pack to view some more info them, have some concerns

They dont reply to the message. Use the REP
HANDBOOK to help you follow up up with them

Share some points of info that
you know they will LOVE to
hear which solves their
problems/pain points

They say YES. Send them the link with a short message telling them that you would
love to hear what they think and if they have any queestions and that you will
follow up with them later today/tomorrow to see what they think

They like what they see They like what they see/ask some No reply: Follow up with them, use Do you have a team
and are ready to sign up questions. Now set up a 3 way chat the REP HANDBOOK to find follow information call coming up?
‘ with your DIT/Director upline. up examples to send. Make sure Offer them the opportunity to
Follow the process in the REP they are personalised to the come and listen
HANDBOOK to do this successfully prospect your are talking to

Get them SIGNED UP.
Create a 3 way chat with
your DIT or Director and
they will help you secure

the close and support

you Wlth. SElng R U When you have taken a prospect through this process, you will need to keep in contact and keep
and getting them started . . . .
the right wa exposing the business with the other tools. Remember not every follow up should be business focus
g v and you need to keep fact finding/building a relationship with that person

Do this until you are a
bronze builder ’ ’ ' ’ ’

LIVE opportunity DIT/Director New travel Updates on your 1-2-1 phone call
call information video supplier/partner teams website
Information “Meet the LIVE event Meet them in
pack/cards Agent” zoom call in/near their person
home town

Your Director/DIT upline will be able to help you with how to use the other tools and how to best expose your prospect to
them. Make sure you reach out to them for assitance and they will be able to share some examples. You may find that that
host team opportunity calls and give you ideas on how to generate leads from stories/post on your social media.

Remember to take notes and create your cheat sheet from things your Director or DIT share in chats and with you along with
the REP HANDBOOK which you will refer to every time your are prospecting.



