First Interview

Set Intention:  I love helping others.  I will learn about them.  Help them see that we can help them get what they want in Life.  I will provide them with Basic Information that they can relate to.  Build a Relationship around Trust.  I will sell them a product, ticket and book a follow up appointment to get them more info on what they are interested in. 
I. First step is all about getting to know them.  (5-10 min)
A. Coaching Tip: Acknowledge them for showing up and helping you out. Lots of 


“Thank you” throughout the meeting.  (Anytime you ask them a question and 


they answer) People love to be acknowledged and know that someone is 


listening. It means you care and are professional.  The reality is that it is 



not happening at their job or anywhere else in their life.  
B. Ask them questions to find out more about their current situation.  Use F.O.R.M. 


(If you do not know this person, usually start with Occupation or what is 


comfortable)


F: Family  “Are you originally from the area? Do you have kids?”

        
(Discover where they have contacts)



O: Occupation “What do you do? What do you like about your job?”




 “Is this what you have always wanted to do?”



R: Recreation  “What do you do for fun? What would you like to be 



able do for fun?”


M: Money  “What ways/vehicles have you been using to make or save 


money in this current economy?”



F.O.R.M. (If you know this person)



F: Family  “How’s the spouse/family?”


O: Occupation “How’s it going with the business/job?”


R: Recreation ie. “How is the golf game going? Where are your 



trips planned for this year?”


M: Money “What ways/vehicles have you been using to make 



or save money in this current economy?”

C.
Share your Story “2 Min. Commercial” With Heart and Passion. (2-5 min)



Components of your story:  Overcome Objections prior to them asking.  


Sales? Time?  Money?  Is it a Pyramid/MLM/One of Those? 



(Leave the “so what’s” out.)



a. 
Brief description of your past, present, occupation



b. 
Present situation or point of decision (ie. I realized if I kept 




going the way I was going I would never be able to take that 




trip/kids private school/be debt free.)



c. 
Vision of your future with a deadline or personal goal (ie. I 




figured out a way to leverage the internet, & create an ongoing 




income, which will allow me to quit my job/double my income 




& do the things in life I always wanted to do.) 
II. Ask them if they have read or heard of Robert Kiyosaki’s Rich Dad Poor Dad 
Book? (You should be reading or have already read this yourself  before asking.)
III. “What about the book Cash Flow Quadrant?” (5 min)

Explain the Quadrant by showing diagram. (Write on It! Visual is Memorable) 
(Review recorded webinar “1st Appoinment”)

A.
Left side = Nothing wrong with being an “E=Employee or S=Self 
Employed (ie. MDs, Lawyers, CPA’s, Small Bus. Owners)” Can make a lot of 

money, Just NO LEVERAGE, You stop working so 
does income..
B.
Right side LEVERAGE “B” stands for BIG BUSINESS OWNER = take two 

vacations a year = both 6 mos. Long…lol

Which would you prefer? Right side… Great, that is our 2-3 yr plan.
IV. Next Show the Horizontal vs. Vertical Sheet. 
 




(5 min - Review recorded webinar “1st Appoinment”)
A. Talk about their current occupation and compare it to Horizontal

B. Ask if they would like to get credit for the other sales people or employees?

C. 100% vs. Levels and Percentages.

D. Synergy vs. Competition.

Ask which do you prefer?  Horizontal or Vertical?

Vertical = Great that is our 2-3 yr. Plan
V. Explain that we are a Product Brokerage Company (ie. like Amazon). (5 min) 

We have an amazing computer system that tracks our referrals to pay us 
commissions. JR Ridinger the CEO of our Company figured out a way to pay us the 
advertising dollars for referring folks to buy what they are already buying.  Our 
exclusive products will out price or out perform the competition.  Hands 
Down!!  Must have a 
niche (ie. Isotonix, Weight Management, etc.)
VI. Don’t worry about trying to understand everything today.  You chose the 2-3 
over the 45-year plan.  Leverage vs. No Leverage.
VII. Wrap up:  Set them up to get more info to make an educated decision. (5 min)
A. Make sure they don’t get or ask for advice from someone who is an 



E or S in the CashFlow Quadrant.  They don’t understand leverage.  
B. Explain that we have been conditioned our whole life to “Not 




Create Leverage”!!!  Go get a good job and work really hard… 




Right??

C. Assure them:  You would not go to your Neighbor, who’s a 




Plumber to get a Medical Exam??  Why would you go to an E or an 



S to get advice on Financial Freedom? UNLESS they are already 




Financially Free!  They can still be my friend just not my advisor to Financial 


Freedom.

VIII. Closing Question(s): 

A. Is there any reason you wouldn’t want more information on the 2-



3 year plan? 

B. Based on what you have seen is there enough interest to 





continue evaluating?
C. Where are you at on a scale of (1-3 or 1-10)?
Note: If not interested in evaluating the business further, proceed to registering them as a Preferred Customer so they can earn Cashback. Be sure to discuss the benefits of being a Preferred Customer, Saving Money, and earning Cashback from their favorite stores. 
IX. Book the follow up appointment. 


(provide the CD “The Business of the 21st Century” by Robert Kiyosaki) 


Options to show the money:
A. You can use the 26 minute DVD (must watch it with them)
B. Bring to a UBP or HBP (let your senior business partner know)
C. Another Face to Face.  Ask them to Bring an “E or S” who thinks 




like a “B” with them to help them in their evaluation process. 
Note: If appropriate, sell ticket or product. If not wait until second appointment, when the plan is shown.

Coaching Point:   Remember it is not “What you Say” It is “Who you are being, when you say it.” Everything is Energy and the Highest Energy Wins!!!  Would you, follow you? 

Always be open to answer questions but stick to your time agreement.  If you do not know the answer, then always be honest and tell them you do not know, but you can get them the answer.
Fast > Easy > Fun!

