BUSINESS BUILDER PROCESS

I.  Vision-Goal Boards   ....magic in this step!
II.  List and Profile Your Names  (40-108…the more the better!)
III.  Develop Relationships/ Ask Questions/ Identify Needs
A. Are they interested in the Business?  Go down the Business Process Path
1. Invite

2. Present Health & Wealth Presentation (Sponsor as Gold/Experience Products)

3. 2nd appointment -  ‘How the Business Works  (Compensation Plan)   www.elenagd.com
4. 3rd appointment - 90 Day Plan
a. Sign up for Shaklee University

b. Schedule a minimum of the 1st 5 In-Home Events or FaceBook Parties
c. Attend at least one event (BB meeting, conference call. etc.)

d. Determine their goal for the next 90 days

e. Start on a ‘Learn and Earn’ Program  ( www.elenagd.com  click on  ‘31’Days button)
5. EDUCATE – Shaklee University, Business Builder Meetings, Opportunity Meetings, Webinars, TrainingVideos @ www.elenagd.com
6. Follow-up - Every 90 days re-evaluate progress, set up a new 90 day plan
B. Are they interested in the Products?   Go down the Product Process Path:                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                             

1. Invite

2. Present/Share Products

a. Do a Health & Wealth 1 on 1, Nutrition 1 on 1/Product Guide Presentation

b. Invite them to a Meeting such as a Health & Wealth meeting.

c.   Trials or Samples, ‘Learn and Earn’ (www.elenagd.com  click on ’31 Days button)
d.  Handle Objections/Close the Sale

3. Until  a member,  share info & invite to events (Follow Up)

4. Sponsor/Membership Application / First Order

a. Welcome Letter or  Shaklee BackOffice welcome email

b. Start Follow-Up Process (Listed Below)

c. New Member Orientation ( www.elenagd.com  Team 212,  Documents, New Member Orientation process
5. EDUCATE – Invite to events, teach changing brands( Which Products Do You Use?)
6. Follow-Up – Thank you Product emails, regular monthly follow-up &  monthly newsletter

IV. The Lifeblood of the Business - Sponsor New Members and Builders 

A. 5 per month – you are maintaining

B. 10 per month – you are growing

C. 15 per month – you are aggressively growing

D. 20 or more per month – your growth is EXPLODING!

V.     Attend Group Meetings/Hold Meetings (small groups or 1 to 1)  

VI.     Stay in contact with your up line, at least daily in beginning and then weekly.   
VII.     Prepare Yourself for Success! Personal Development
