RECRUITING

We are going to talk about what is truly the life-blood of your business – your ability to bring people into your organisation either as product users or business builders, BUT PRIMARILY AS BUSINESS BUILDERS!  Retail marketing of bottles and cases can produce some moderate income, but since it has to be repeated every month, it is not the pathway to big residual income.  Our supposition is that everyone reading this section has a desire to create a significant financial flow with XanGo™!

In the following materials, I will refer to COLD MARKET and

WARM MARKET, let’s define those.  Cold Market  is that group of people that you contact through lead generation sources like infomercials, internet, business lists, etc.  with whom you have no association.  Warm Market are those individuals whom you know or with whom you share some alliance; i.e. belong to the same club, community service organization, etc.  MOST SUCCESSFUL NETWORKERS have some recruiting activities going in both of these markets at all times!

Ok, what works best?

WARM MARKET:  Warm market is ALWAYS your best and most reliable source of distributors and so it is where you go first:

Step One:  Identify the TOP TEN – Ten people you think very highly of that you really want to join you.  Contact them immediately!  But, don’t tell them everything. After all you can’t because you’re too new!  Say this:

“John, have you got a minute?  I just came across something I am very excited about; now I don’t know if you would see this as I do but there is a very hot sizzle product and a way to make some real income and I’m just learning all the details, so what I want to do is get you on the line with one of my partners who is helping us.  His name is *Bill and he has a lot of experience, plus you’re going to really like him”.

Then, flip the switch (don’t wait for an objection) and add on Bill or Bob, or whoever you wish.  There are many leaders that do these calls – See Section 4, Upline Support.  When you get the upline on the phone, 

DO TWO VERY IMPORTANT THINGS!:

1. Edify the Upline, and

2. Edify the Prospect

Here’s an example:

“John, I want you to meet Joy Rasmussen…Joy has built very large organizations in network marketing, knows how to make money and all about XanGo™.  Joy, this is John Smith, he is a very
successful real estate broker, certainly an astute business person and someone I really value.  I wanted him to hear the whole story, and he understands I am a little new to give this justice.”

Then you step out of the way and let the upline carry the call. Don’t interrupt; they know where they are going.

Step Two:  After the Call – The call is primarily to peak their interest, then you must be prepared to followup with appropriate materials, either email, regular mail, or both.  An example email followup letter is under Tools.  Mailing the Magic Wand tape SIMULTANEOUSLY is also a good followup technique.  Again, see Section 5, Tools.  Other good followup techniques are adding the person on to a three way call where you conference into the regularly scheduled conference calls – don’t just send them, add them on, that way you know they get there!  Just call two minutes before the call starts, or set them up earlier in the day, say:

“Have you got a few minutes, I’d like to have you listen with e to a conference presentation done by one of the leaders in your group – this is a great way actually for you to let people know about XanGo™,  you should check it out”.
Step Three:  Identify a list of at least 100 more possible distributors.  While you are making phone contacts with your upline for the Top Ten, you can have a simultaneous mail (or email) campaign going.  If it’s mail, use the Magic Wand tape and cover letter – see Section 5 Tools for the Magic Wand approach and a sample email.  Obviously you will need to order the Magic Wand tapes ASAP. 

DO NOT SEND ANYTHING OUT IN THE MAIL THAT YOU DO NOT INTEND TO FOLLOWUP!  

This is a key rule of success, so make this list of 100 people that you can also reach by phone once the material is in their hands.  When you get them by phone, then you can repeat the process outlined for the Top Ten, getting them on a call with your upline support team.

COLD MARKET:  The techniques above for warm market are timeless; they will work if you get in now or six months, or six years from now.  Cold market tends to shift and for that reason, before investing any money in cold market approaches, it is best to check with Candy or Jim.  As this is being written, three different approaches for radio infomercials are being trialed; results are not clear.  However, very shortly we will know which of the programs produce the best results for our dollar.  This section will probably be updated soon, but for now, call if you are interested in pursuing radio infomercials.

Other trials are going on using the Magic Wand tape with cold market lists – we know it works superbly with warm market.  Before investing in any mail out campaign to cold market lists, also talk to Jim or Candy or your experienced upline mentor..

Many of you will have internet-based programs that you have  used in the past for recruiting that you will want to adapt for XanGo™.  Information about websites is under tools.  If you decide to go with a personal website other than the one recommended under Tools, it needs to be approved by XanGo™.  However, they are extremely liberal about personal websites, as long as there are no claims made for XanGo™ (claims can be made for mangosteen) you are likely to be approved.  Call customer service for more direction.

