Jordan call 4/13/09 TONIGHT'S TRAINING - WHERE DO I FIND PEOPLE?
Everyone seems to have something (one thing) that keeps them from really exploding in the business. For some of you it’s the big question, 'What do I say in the cards I send?' For others it’s, 'How do I 'close' people? And for many of you, it’s, 'Where do I find people?'

It’s kind of like a phone number. All the numbers need to be there for the call to go through. If one number is off, the call will not go through! Even if all the other numbers are dialed correctly and in the right order, the person you are trying to reach will not be there on the other end to pick up! ALL the numbers must be there and in the right order. The same goes for your business. 

There is not that much to master and once you master the few fundamentals, your business seems to take off like a rocket ship! 

Tonight were going to tackle the common questions . . . 'Where do I find people? Now some of you are probably saying to yourselves  . . . "People are everywhere! 

How can someone not be able to find people? For you, this is not the problem. Others of you are saying, 'Thank God Jordan is going to be talking about this topic because for the life of me, I can't figure out where these people are finding enough people to do one Gift Account Walk-Through per day! Some of you have run out of people and some of you have so many people to talk to that you couldn't get to all of them if you wanted to! Maybe those of you that have more than you can handle are keeping everyone away from those who can't find anyone! Just kidding! 

Okay. Let's go through a bunch of ways and places to find people to talk to about SendOutCards.

Now, although you will ultimately be talking to almost everyone about SendOutCards, you may want to make a minor shift that can have a huge impact. Instead of going out to talk to people about SendOutCards, focus on meeting people and making friends. 

Look for ways that you can add value to the lives of others. The better you get at being a valuable and likable friend/associate, the easier it will be for you to present SendOutCards to the people that you meet. 

Once you make tonights call a part of your daily routine, you'll always have more people to show SendOutCards to than you could ever get to. 

Before we get into all the ways to find people, I want to suggest that usually the challenge is not that someone doesn't know where to find people. People are everywhere. Go stand on a busy intersection at rush hour (stay out of the street) and just look around. Within 1/2 mile of where you are standing there are probably a few thousand competent adults that have never heard of SendOutCards. The question is not 'Where do I find people?'

The question is, "How do I meet people that may want to hear about SendOutCards?"

There are all kinds of people out in the world. Your job is to find and connect with the people that this is the right thing to be doing now. How do you know who are the right people? You ask questions and listen. As you listen, you learn and they will tell you.

Questions:

F - FAMILY

O - OCCUPATION

R - RECREATION

M - MONEY

IF YOU GO OUT LOOKING FOR PEOPLE THAT WANT TO HEAR ABOUT SENDOUTCARDS, YOU MAY FIND PEOPLE THAT WANT TO RUN FROM YOU. If you go out looking to meet people and make friends, as you get to know them you'll probably see many opportunities to tell them about what you do and how it might help them. Use F.O.R.M. to make those initial connections.

Be genuinely interested in them and the answers to the questions you ask. 

How do you know if they are the right people?

1.  They are in business for themselves

2.  They are connected (have a big network) 
3.  They are entrepreneurial 
4.  They are self starters 
5.  They are ambitious 
6.  They love people and life 
7.  They have lots of friends 
8.  They truly seem to appreciate the people in their lives 
9.  They are involved 
10. They are leaders

(YOU COULD THINK OF MANY MORE)
Now, finally . . . where do I find people?

Remember, we are trying to look for opportunities to make connections with the right people. 

PUT YOURSELF IN SITUATIONS THAT WILL ALLOW YOU TO MAKE CONNECTIONS WITH THE RIGHT PEOPLE. 

SPECIAL NOTE TO YOU:

Those of you that have been around this profession for awhile have probably noticed that you can get bogged down in all the stuff there is to learn. At some point it just hits you that it’s just time to do it. Some people just do it before they have learned anything and they learn as they go. They are usually the ones that have 5 figure incomes by the time they are 25. Others will go month after month, year after year getting ready to get ready. The right time to do this is now. You know all you need to know. 

Okay . . . finally NOW, "WHERE DO I FIND PEOPLE:

1. Classes

2. Seminars

3. Tradeshows

4. Networking Events

5. Networking Clubs

6. Social Networking

7. Personal Introductions

8. Association Membership activities

9. Sports/Recreation Clubs

10. Volunteer Organizations

11. Neighborhood Organizations

12. School Activities

These are some key things that will make meeting people easier:

1. Ask to speak to the organizer of the event/club and ask him/her who's the most 'well networked person in the group. You'll accomplish 2 things. a). You'll get an introduction (way more effective in creating a connection) b). You'll meet the best person to know in the group!

2. Sit in the front and meet the movers and the shakers

3. Look for ways to help people in the group. If you are a member of another group, invite some of those you meet to attend that one. 

4. Don't try and meet everyone, just work to meet the right people. 

5. Do fun things with the people in your groups. The more fun you have together the more likely they will want to be part of you team.

6. Look for opportunities to be the leader. For example, if they need a visitor host, do that. You'll meet each new guest the visits the club. 

7. Posture yourself as an expert. Write articles for the newsletter. Speak on a topic at a meeting or teach people how to get more referrals in a workshop. 

Now you'll notice that we didn't talk about advertising, internet squeeze pages or cold calling. Why - Because although they can work, they are the longest and most difficult roads to success. In fact they also create the lowest level of RETENTION. RETENTION IS THE KEY TO THE ACCUMULATION OF DISTRIBUTORS. If you have high attrition, your team can never get big because you lose people as fast as you get them. There is also a negative magnifying effect when you use techniques that are not as effective. Your team will want to do what you do. 

THE NEW DVD - Use this as a chance to send out a card with the new DVD to all of those in your contact manager that you have shown SendOutCards to that didn't get involved. A lot has changed for many people. The DVD is a little more opportunity focused. Say something like this in the card:

"Hi _____________, 

I have no idea what your personal situation is right now, but in confidence, if you have an interest in a second stream of income, this DVD explains how you can make money with us. There is a substantial financial opportunity for the right people. 

Of course our #1 mission is to send out positives to the world and we are making a difference by touching lives and lifting people up. There is so much negative out there that it’s refreshing to receive good news in the mail. 

By the way, our company is now sending out about 50,000 personal cards per day and our revenues have been growing each month. In 2004 we did

$200,000 in sales and in 2008 we completed the year at $41 Million!

Check out this DVD. I would love your opinion!

Sincerely,

