
LEAD CALLING PROCESS - THE CONSULTATIVE APPROACH

GETTING INFORMATION

1)    Have the email response in front of you before you call your prospect

2)    If there is a specific time or if you can tell by what is stated in the response, that there is an 
appropriate time to call, look for that information and call accordingly

3)    Introduce yourself by name and state

4)    Make sure that you explain why you are calling, in regard to an email they responded top about 
“receiving 300 leads a day”, or “working with networker contacts”…read back part of their response 
word for word, whatever you  need to do to get the prospect to remember the email

5)    Ask them if this is a good time, if not, reschedule an exact time and day to follow up

6)    Ask if they are currently working with a network or multi level marketing company, and if yes, ask 
which one, how long, and how that is going for them.

7)    Ask if they had previous experience before this company, what the experience was, and how that 
went for them

8)    Ask them how they building their business, warm market? Leads? Online marketing?

GIVING INFORMATION

9)    Indicate that the greatest challenge people have in the industry is finding the right people to talk to, 
and tie that in with your own experience, along with a clarification question, ie. I’m sure you can agree 
Mr. Prospect, building a business by promoting to friends and family is a pretty tough road right?” “I 
spent a ton of money and time working with leads Mr. Prospect, and they were all garbage, does that 
sound familiar Mr. Prospect?”  -You want them to agree with you that whatever they have been doing 
to build their business is not or did not work. You’re looking for a “Yes, it’s not working”.

10) Once you get that yes, you introduce the system by saying that you’ve come across something that 
has solved that challenge. We have  a data base of over 6 million names, and we have a system that 
allows us to contact them by the thousands every day, and now you have experienced, qualified people 
calling you and emailing you every day “just like you did with me Mr. Prospect”, “and this has 
exploded my business”.

11)  Point out the difference between talking to networkers, and the people you talk to when you have 
to cold call or work with leads. “I get to talk to people like you Mr.Prospect, every day, instead of tire 
kickers who don’t understand the industry, who think network marketing is a pyramid scam, I’m sure 
you’ve had that experience right Mr.Prospect?”

GETTING A COMITTMENT

12 - A.)  If they have indicated to you that the current situation they are in is not working out so well, 
ask the million dollar question…”If I could show you a business model that made sense to you, and 



you didn’t have to go to meetings or seminars, stock inventory, sell products, you could generate an 
extra 3, 5, or even 10K a moth, and never have to worry about who to talk to because you’ll have 
people like you and I calling you  back and emailing you back., is that something you’d be interested in 
taking a look at Mr.Prospect?”

12 - B.)  If they tell you they are doing well, and seem “loyal” to their company, simply sell this ELMS 
lead system (that is how you two got talking in the first place!) and working with YOU to build their 
company.
**This is where consultative selling and multiple streams of income is powerful.  Build repour  - and 
then
Show them anything you use to build YOUR business;  ELMS, WorksTeam, Send Out Cards, 
Renegade, Etc.  At this point - schedule a free 30 minute consultation for the next day or two.
13) If they say yes, then introduce Melaleuca, but do not explain Melaleuca. Do not explain the system 
either, simply say that Melaleuca is the company you build, and keep the emphasis on how powerful 
the system is…”I’m not going to go into any detail Mr. Prospect, we have a simple step by step process 
in place here, and I want to make sure you receive this information the right way…then…(14)

14) Do one of two things: a) ”can you hold on for just a second?”  (3-way to support team) b) If you 
have a few minutes, we have a short recorded call that will explain in detail how this works, if you are 
pressed for time, I can give you the number and access code and you can listen to the call when you 
have some time…Always try to 3-way them directly onto the call! 

641-715-3900;  62159#

Very powerful! If they need to do it later, make sure you ask when they think they will have a chance to 
hear it, and schedule a follow up to go through 20-25 minutes of information . If they agree to 3-way 
into the call, try AIM or Skype to get a leader or support team member who can do a 3-way as soon as 
the call is over…

15) Arrange a strategy with your support team on how to initiate 3-way support. Working very closely 
with your enroller, and the rest of your team is CRUCIAL.


