Closing an OP by 3 Diamond, Kathi Pfahl

After you’ve complete the entire OP …. 

· Look at the individual and say “(her name) on a scale of 1 to 10, 10 being you’re so excited you cannot wait, where do you stand?”

· Don’t even mention what #1 is

· If the answer is anything other than a 10, ask:  “What is keeping you from being a 10?”

· That way you know what you’re up against

· Get familiar with the overcoming objections of the handbook

· If still not sold, use sponsoring coupons.  “I tell you what, I didn’t mention this before but I’m going to tell you now. I’ve saved the best for last.  

· Explain the sponsoring coupon – It’s redeemable for $50 Free jewelry to add to their kit if they come come in before a certain date.”

· Get them to at least  apply for the Premier Card because at that point there’s:

· No commitment

· No cost

· Will have an answer in about 2 days

· If the prospect lives a distance away from you, definitely try to complete the contract paperwork.  Say:  “Here’s what I’m thinking.  Let’s get the paperwork filled out.  I’ll do the application for the Premier Card and we’ll have an answer in a day or two.  If the Premier Card application is accepted, then you’re all set to go and ready to make money!”

· Another phrase if they’re somewhat undecided is:   “Fair enough.  Here’s what I’m thinking.  Let’s do the paperwork and you have 2 days to think on it (or decide) while we’re waiting to hear on the Premier Card.  When (not if) you decide, you are good to go.”

· If they don’t think they’ll qualify for the card say:  “Let’s apply anyway but work on a plan B also because you never know.”

· If approved call and say: “Let’s do it!”

· If it’s denied call them and say:  “I heard back on the Premier card and you were right (people like to be right so use that phrase).  Let’s go to plan B.”  That sounds so much better than saying you were denied.

· If they are confident they’ll get it, work on plan B anyway.  “Just because you never know so have a second plan of action.”

