SALES TRACK:
SETTING THE APPOINTMENT IN STONE


As we have seen so far, the sales process is an art form, and the appointment process is no different. It has a sequence, steps, and rhythm. Eliminating any of these fundamental elements drastically reduces your chances for success. The steps we have covered so far have led you to this point.  

At this point in the process your prospect will probably ask you, "So, how does this work?" Please remember that launching into a verbal explanation at this point will only serve to sidetrack you, confuse your prospect, and weaken your chances for capturing the sale. This is the same as committing "verbal suicide." It is imperative that you lead your prospect in the direction you want to go every step of the way. This is not accomplished through convincing or with tricky statements but through subtle, gentle promptings. Below I have given some potential dialogue showing how to direct your prospect toward setting an appointment. 
 
Prospect: “So, how does this work?” 

You: “As I mentioned before, this is a program that I/my friend had to qualify for. Before we get ahead of ourselves, we need to see if you qualify. If you qualify, I will be more than glad to show you how this program will work for you. Do you have about 10 to 15 minutes to see if you qualify for this program?” 

Prospect: “But I really need to know how this all works before I go any further.” 

You: (repeat your Personal or Borrowed Story) “Well, I was scheduled to pay back over $465,000 in total debt and interest over a 28 year period, but by qualifying for a very powerful program, I will save over $170,000.00 of total interest, and all my debts will be paid in full in 9.3  years. Would you like to see if you qualify for the same program?” 


Prospect: “Yeah, I get that, but I need some more information.” 

You: “If you qualify for this program I will give you all the information you will need to see how this program can benefit you. Do you have about 10 to 15 minutes so I can take you through a short questionnaire regarding your current income and debts to see if you qualify?” 

NOTE: If the prospect continues to hammer you on this point, you may opt to show them the introductory videos on your Replicated Client Site. If you are not in a position to do so, we suggest you move on; the conversation and the sale are going nowhere.

Prospect: “Yes, I guess I have 10 to 15 minutes.” 

You: “What works best for you - weekdays or weekends?” 

Prospect: “Weekdays.” 

You: “Mornings, afternoons, or evenings?”

Prospect: “Evenings.” 

You: “What evening this week would work best for you - Tuesday or Thursday?” (Always give your prospect only two options to choose from.) 

Prospect: “Neither.” (This is a tough prospect.) 

You: “Then what day would work best for you?” 

Prospect: “Friday evening.” 

You: “What would be better - 6:00 p.m. or 8:00 p.m.?” 

Prospect: “How about 7:30 p.m.? I’m just finishing up with dinner at that time.” 

You: “Would you like to meet at your home/office (2 options), or my home/office?” (If this is a prospect that does not live near you, your only option may be to do a webinar. If you take this route, make sure you have practiced multiple times getting online and using your Back Office so that the process runs smoothly.) 
Prospect: “My home.” 

You: “My schedule is filling up pretty quickly, but I have some time available to help you Friday evening, [date] at 7:30 p.m. at your home. Does that work for you?” (Make sure you are looking in a day planner, cell phone, tablet, etc., something that shows them you are actually checking your schedule.) 

Prospect: “Yes.” 

You: “Now is there anyone else you would like to have present to get their eyes on this program with you?” (There is never any value in a one-legged appointment if someone else is going to be involved in the decision-making process.)

You: “Can we touch base with them right now to see if they are available?” 

Let them make the call right there. If they are not available, try to stay there and get them to call again in a short period of time. If they still can’t get with the other party, confirm your appointment and let them know you will follow up with them later that day to see if they reached the other party and if the other party can make the appointment. You may have to reschedule or you may have to go through your approach up to this point with that other party. Be prepared, and always give only two options. 

Prospect: “Yes, my wife can make that appointment.” 

You: “Okay, so let’s make sure we are both clear. We have an appointment set for Friday evening, [date] at 7:30 p.m. at your home with you and your wife, correct?”

Prospect: “Yes.” 

You: “I was raised to be a man/woman of my word. Now, I am going to be at your home this Friday, [date] at 7:30 p.m. ready to go, and you and your wife will be there, correct?” (Wait for an answer and look them in the eyes.) 

Prospect: “Yes, that’s correct.” 

You: “Great! I am really looking forward to meeting your wife and chatting with you again about this powerful program. May I have your cell number and your email address so I can send you an appointment confirmation?”

Prospect: “Here you go.” 

NOTE: Put the phone number in your phone and call it right then! Let them know that you are doing that. If they ask why you are doing that, let them know that the call will register on your phone and will be easier to save that way, or let them know that you are checking to make sure you took down their number correctly.

You: “Just a reminder, we will be doing a short 10- to 15-minute questionnaire regarding your household income and debts. I will not be asking you for your Social Security Number, birthdate, or any of your account numbers; I will not be asking for any sensitive personal information. All we are going to look at are things like your mortgage balance, interest rate, and payment ,and the same on your other debts, as well as your income amounts and frequencies, okay?” (Wait for them to confirm.) 

There. “Your Appointment is Set in Stone.” 

Make sure you send them a follow-up email the same day with a cordial note. Something like, “It was great meeting you/speaking with you today, and I you look forward to our upcoming appointment.” Then verify the appoint particulars. Include the date, time, location, and parties to be present. Also remind them you will be going through a short 10- to 15-minute questionnaire (analysis). 

Make sure you call them one day before your appointment or at the latest 5 to 6 hours before the appointment as well to confirm that nothing has changed. 

Keep in mind that the purpose of your First Appointment is to get their numbers for the analysis. If you leave that appointment without their numbers (what you need to run an analysis), then you wasted your time and theirs. Go into the appointment prepared for business and get the job done. 

In all things remember the “Heart of a Servant.” We are all called to serve and be a part of a greater good.

