TEAM CALL SUMMARY NOTES – FOR 5/18/09

OBSERVATION:

I stopped in LA the other night to celebrate the birthday of a friend and as I was driving on my way back, I said to myself . . . "Why am I going back when I can spend another day out at Venice Beach and the 3rd St Promenade! So I turned around and came back! 

I took a walk down the boardwalk to the 3rd St Promenade, grabbed some dinner and watched Star Trek after taking in some AMAZING music by the live street musicians. I am always amazed at the amount of talent there is out there. If you haven't been there, its about 1 block off the beach just off the Santa Monica Pier by the Ferris Wheel and Roller Coaster. On my way back to the condo, I walked along Main St through Santa Monica. I walked for about 2 miles and casually observed all the various businesses along this route. Just on this one street, there must have been a few hundred businesses. Tanning Salons, Yogurt Shops, Pizza Joints, Yoga Studios, Bars, Restaurants, Coffee Shops, Boutique Outlets, Accounting storefronts, Furniture Stores, Convenience Stores, Real Estate Offices . . . and on and on. It really hit me this time. There are a lot of people that can use SendOutCards. This is just one street in one small city. Can you imagine the number of opportunities there are to show SendOutCards to people? Can you stretch your mind to think about all the hundreds of thousands of Entrepreneurs that don't have storefronts but own small businesses from their homes or from commercial buildings. Can you imagine how many stay at home moms could use SendOutCards. How many moms are there just in your town? Now think about each one of these people sending out 1 card a day. Think of the positive energy that's created as each person hits the send button to say something positive to someone in their life. Can you wrap your brain around the magnitude of this? We have the most fun and unique program in the world. Why wouldn't everyone want to be a part of this movement? Collect a few pennies off each card sent and you have a virtual gold mine. 

Most people join SendOutCards because they see some personal benefit to using it. But can you see that as you share it with others and as they become inspired by it that you are expanding your value to humanity and that's what you get paid for. What happens when you throw bread crumbs into your backyard? The birds come. Keep throwing out breadcrumbs and you'll get more and more birds. They seem to tell their friends about the bread crumbs. Imagine that the cards you send are like throwing out bread crumbs. The birds get value from the bread and that's why they keep coming back!

Although initially it’s all about you, and yes . . . your involvement makes a difference as you send cards and help people to feel good by your kind words, the real magic happens as you share it with others and help them to become card senders. The shortest path to inspiring others with our program is the gift account. A few tips for doing a gift account:

1). Stay with them when they send a card (either over the phone or in person) 
2). Have them send the card to someone they know and care about other than themselves. 

3). Get them to write something meaningful in the card. 
4). Make sure they know how to get back into their gift account so they can send a 2nd or 3rd card on you 5). Keep giving them points and postage until they either sign up or stop sending cards (usually they will sign up after sending their second or third card). You can replenish an account from the GIFT ACCOUNT section at the top of their contact when you open it - Click on EDIT GIFT ACCOUNT

DOING SMALL AND LARGE GROUP MEETINGS

These can be really great for leveraging your time and creating fast growth. I can save you a lot of disappointment if you follow along with me.

1. You'll always get the best results if you have 1 or 2 people in the group that are already signed up and when you get an 'invitation' to speak - here's how it usually goes. You do lots of gift accounts for yourself and for the members of your team. A real estate agent or mortgage broker signs up and then they invite you to speak for a small group. These are always the best because they will talk you up before you arrive. 

Cold calling groups are a tough way to go because you don't have a relationship with anyone in the group. When you get an invitation or if you ask someone in your group to pull some people together, you'll always do much better. 

2. Three type of guest meetings (Office, Home, Hotel) - 

OFFICE MEETINGS 

I had a call from someone that said they knew someone at Russ Lyon Realty in Prescott but no one in the office was signed up. I did get permission to come in and six people were in their conference room. We did the 15 minute presentation and they all seemed to like it. No one was ready to sign up. I sent them each a thank you card and a newspaper insert. 

I followed up and was asked to come in a second time. I did and we did another presentation.

I followed up again with a card to each. No one in the office ever signed up. 

Jerry Knight signed up a mortgage broker at a BNI meeting and was then asked to come in to speak at Core Mortgage. They had a large team. Both the father and son that ran the offices signed up. They had lots of influence over the others and gave a real strong testimonial. Within a few weeks about 1/2 the office was using the service. We came back 4 or 5 times to sign up more and more people and make sure that everyone got trained. 

James is a friend of mine and he has been cold calling real estate offices for a few months now and has mastered getting an appointment to come in and show the office manager or broker the system. After a few conversations he can get an invitation to come in and speak to their group. 

He has found that they love his presentation but they almost never sign up. He usually has to follow up multiple times and send multiple cards before they warm up enough to sign up. He is just now starting to sign them up after 3-4 months. He will eventually sign up most of the people in the offices as long as he continues to maintain a good positive relationship with them. 

HOTEL MEETINGS 

Keep in mind that Hotel meetings are not duplicate able if they don't pay for themselves. In my opinion you should never do a meeting that doesn't at least break even. Otherwise, your team can't/won't duplicate it. Collect money at the door ($10) to cover the cost of the room. Each person is responsible for carrying his/her part of the meeting. We are all independent and no one person should have to carry the load. I am not a huge fan of 'opportunity' meetings unless the objective is to get people in front of their computer and have them send a card. I have found that most of our strong builders came from people that just wanted to use the system. Many of them would have run the other way if an opportunity was discussed. 

You may have as little as 5 minutes or as much as 30 minutes to do your presentation.

An ideal presentation should have the following components:

1. One or two testimonial stories

2. A Gift Account Walk-Through

3. An explanation of what the system will do (Pictureplus, Campaigns and Handwriting) 4. Either 2 or 3 of the package options depending on the situation - Some office won't want you presenting the distributor package to their employees. 

5. Sample cards to show

6. A close

1). ONE OR TWO TESTIMONIAL STORIES - Share examples of how you have used SendOutCards and specifically what results and feedback you have gotten.

2). A GIFT ACCOUNT WALK-THROUGH - If you have no internet connection, you'll need to skip this.

If you are limited on time but have a wi-fi connection, you can do a quick demo yourself. Ideally, you'll pull someone from the group to send a card to someone they care about while all the others watch.

3). AN EXPLANATION OF WHAT THE SYSTEM WILL DO - I will show a quick PICTUREPLUS example and show some of the cards. I will give 2 or 3 examples of how different professions use pictureplus. I will explain that someone can send multiple cards all with one click. I tell them that I sent out over 3000 holiday cards in 15 seconds last December. 

4). PACKAGE OPTIONS - In some offices, the broker/boss won't want you to discuss the Entrepreneur Package. In this case, only talk about the $99 retail package and the $298 Wholesale Package. Otherwise, have notepads and pens available and have them each write out the options as you go over them. I find they get a better handle on them when you do it this way. 

5). SHOW SOME SAMPLE CARDS - Have LOTS of cards out on the table (or on a display table). Pick up a couple of them and talk about them. Hold them in your hand.

6). A CLOSE - I like to close with an invitation to sign up and at the very least get a free account (Gift Account). I have them each pull out a business card and write RETAIL, WHOLESALE, ENTREP or FREE on the card. I also want to make sure they have their address on the card and their birthday so I can send them a thank you card and a birthday card. I will send each person the Newspaper insert. 

You can also close with the 3 options note pad. Give each person the sign up form and fill it in whether they want to sign up or not. This is just another way of getting their contact info. 

If you are in a meeting where lots of guests came with others, simply give your reps some guidance in the close . . . 'Get with the person that invited you here and make sure they get you started or at the very least give you a free account to try out the system'

REMEMBER, MOST PEOPLE WON'T SIGN UP UNTIL THEY HAVE SENT A CARD ON A GIFT ACCOUNT! THIS NEEDS TO BE YOUR NEXT STEP FOR EACH PERSON IN THE ROOM. THIS IS VERY IMPORTANT IF YOU WANT TO BUILD A TEAM. 

Consider having your calendar at the meeting and actually setting follow up appointments to have each person send a card. 

In a home meeting and hotel meeting, use lots of stories from the group if possible.

If you have many users of SendOutCards in the room, have 3 or 4 of them share a story of how the cards have impacted them or someone they know. This is the most powerful thing you can do. In fact, in many situations, I've seen an entire group ready to sign up after hearing 4 or 5 great testimonials. 

START SMALL AND WORK YOUR WAY INTO LARGE GROUPS 

I have seen many people try and rally a large group together before they have a group. Usually they will run ads, and make lots of phone calls. 

Typically this ends in disappointment. You can get lots of people that will say they will be there and then few to none show up. Some of you have probably experienced this. 

This typically is not the quickest way to get a large group together. 

The quickest way to get a large group is to start small and grow your team from the ground up. Once you have about 100 on your team, you'll be able to get 5 to 10 of them to each bring 1 or 2 guests and then you can grow it from there. You'll also have way better results with people joining your team because of the power of the testimonials of those already on your team. 

