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Questions Are The Answers
How To Get To 'YES'

The Four Keys Technique
When you talk about the business, do your prospects believe you?

The short answer is — no. They expect you to try to convince them to make a
commitment. They are waiting for you to start selling so they are likely to be
guarded or defensive — regardless of how well you know them. Here's

the problem you face —

Prospects will raise objections to anything you say.

Not because of the validity of what you said but because you said it. If you say it,
it's your idea, not theirs, so prospects feel justified in raising objections. On the
other hand —

Everything your prospects tell you is true.

This is because if they say it, it's their idea, not yours. This makes the idea
acceptable and they feel no urge to raise objections about it. The technique you
are about to discover will enable you to get your prospects to tell you

what they really want while you do the listening.

When you say to a prospect, "You will be able to live a lifestyle that gives you
everything you want", he might respond, "But I'm not unhappy with the way 1| live
now." Chances are that the objection in not even true. He only raised the objection
because you made a statement.

But if your prospect says exactly the same thing to you, it would be true. For
example if your prospect says, "I'd like to improve my lifestyle and have more of
the good things in life", there would be no objection raised because he said it. It
was his idea, not yours.

When you use the 'Four Keys' Technique your prospects will tell you what
they really want while you do the listening.

Why People Object

I once asked a networker how he had fared with a prospect in a recent
presentation. He replied, "Not very well — she wasn't very interested.” | asked him
what he meant and he repeated, "l don't know really — she just wasn't interested."

There are no uninterested prospects, only uninteresting presentations.

What he really meant was the he, the networker, was not very interesting.
You see, when you're interesting, your prospects will be interested.
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The Four Keys to the Treasure Chest of Network Marketing.

1. Melt the lce

2. Find the Hot Button
3. Press the Hot Button
4. Get a Commitment

These four keys are the combination for getting from a cold start to a 'yes' in the
shortest possible time.

1. Melt the Ice

The purpose of this opening stage is to create rapport with your prospects by
telling them about yourself and finding out about them. The objective of this key is
purely to sell yourself. If a person likes you, there's a good chance they will like
what comes with you. There is little point in showing them the plan if they don't
like you or trust you.

How long do you stay in this stage?
For as long as it takes you to sell yourself and establish trust.

When you have established trust, you'll get a fair hearing. This is all you want.
With some prospects, this can take as little as three or four minutes, while with
other, it can take thirty or forty minutes.

2. Find the Hot Button

Let's be absolutely clear on what will happen in this stage. Your prospects may
become emotionally upset; they may become excited, depressed, concerned or
even angry. Not angry with you, but with themselves. There's no room for
complacency in this part of the presentation! When people are complacent
about their goals or ambitions, they'll be complacent in their work habits. You don't
need complacent people in your network. People who have stRobg emotional
reasons for joining will be motivated to make it work. In this stage, you will learn
how to discover the person's Primary Motivating Factor or PMF. Their PMF is
the reason they will want to join your business.

Everyone is motivated by one of two things:

To make a gain or avoid a pain.

With this key, you'll see how to uncover their Primary Motivating Factor and how to
light a fire under them once you've found it. This is where your prospects tell you
what gains they want to make and what pains they want to avoid. This is the most
important of the Four Keys, because you prospects will be verbalising their hopes,
dreams and fears.
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Why People Buy/Become involved.

Our research has shown that most peoples' Primary Motivating Factors for joining a
Network Marketing organisation are:

Additional income
Financial freedom
How own business
More spare time
Personal development
Helping others
Meeting new people
Retirement

Leave a legacy

When you study this list, you'll notice that one of the reasons listed was your
primary reason for wanting to have a Network Marketing business. There are
probably some secondary reasons too, but one reason always takes precedence
over the others. This is your Primary Motivating Factor.

While the Primary Motivating Factor is of absolute importance, it's critical to
understand that ...

Not everyone's Primary Motivating Factor for joining Network
Marketing is the same as yours.

For example, you might love chocolate ice cream. This doesn't mean that everyone
does. Some people prefer strawberry or caramel. But if you love chocolate, not
only will you find it easy to talk about it, but you'll also want to share it with
everyone, and you would find it difficult to understand why everyone didn't like it.
Most people do like chocolate ice cream, but it is not necessarily everybody's
number one choice. Some people are even allergic to it.

The following are true-life stories which show the power of the Primary
Motivating Factor.

Why Rob didn't join

Albert was a Rep. He joined Network Marketing because he wanted the financial
freedom. He wanted to be his own boss and determine his own income. He wanted
the freedom to come and go as he pleased, to send his kids to the best schools, to
have a holiday home, and so on. Financial freedom was his Primary Motivating
Factor because it could give him all these things. He was emotionally involved in
his goals and could talk about them with endless, sincere enthusiasm.

At a local fundraising event, he met a potential recruit named Rob and invited him

to look at the business. Albert showed Rob the plan with his usual great
enthusiasm. Rob was impressed. He said he'd join up.
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In fact, Albert never saw Rob again, and was left in a state of confusion about
what had happened. Why didn't Rob start?

The problem was Rob’'s Primary Motivating Factor was not financial freedom. He
did not have an ambition to be rich, live in a big home and drive a fancy car. He
was happy with the modest home he had inherited from his mother. He preferred
to catch the train and read the paper, rather than be stuck in the road traffic. Rob
felt that financial freedom was OK, but it was not enough to motivate him to make
a commitment.

What really motivated Rob was the opportunity to meet new people, to learn new
skills and contribute to his community — that's why he was involved in the
fundraising. But he never had the opportunity to talk about those things, because
Albert was busy shovelling financial freedom down his throat. Rob had certainly
been swept along with Albert's enthusiastic presentation, but when the sun rose
the next day he'd cooled off. Within a couple of days, Rob had virtually forgotten
about Alberts highly enthusiastic presentation. Rob's Primary Motivating Factor or
helping others had not been uncovered.

Jan's misjudgement
Jan was a thirty-four-year-old solo mother with two children. She had been in
Network Marketing for two years.

She met David at a dinner party. David seemed interested in her Networking
activities and encouraged her to tell him more. Jan's own Primary Motivating
Factor was to have enough time to raise and educate her two children, but

she was perceptive enough to know this was not everyone's number one priority.

David was in his fifties and was self-employed contract cleaner, so Jan assumed
that retirement would be high on his list of priorities. When she talked about the
business, her conversation centred heavily on its effectiveness in affording people
a comfortable retirement.

She was devastated at the end of the evening when David told her that he never
wanted to retire — he saw it as an early death. Jan had wrongly assumed that
retirement would be David's Primary Motivating Factor. Consequently, he never felt
motivated to join her.

Never Assume. It can make an ASS out of U and ME

When you assume another person's Primary Motivating Factor, you're likely to get
it wrong. Even if your assumption is correct, it will seem like your idea, and not
your prospect's idea, so it won't have the same impact and

motivational power.
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How to uncover the Primary Motivating Factor
You will need a visual aid with the Primary Motivating Factors listed. This list can
be on the back of your business card, in a prepared visual aid or on a pocket-sized
card. Here's the list again —
Extra income
Financial freedom
Have your own business
More spare time
Personal development
Helping others
Meeting new people
Retirement
Leave a legacy
Here's a simple technique for producing your list —
Ask your prospects this question —
"Do you know why people start a networking business?"
The beauty of this simple question is that 'No' gives you permission to say
"Let me show you"
At this point, produce your list.
If the prospect answers, 'Yes' to your question, you ask,
"Why do they join?"
Your prospect will give you some real half-baked reasons about why he thinks
people start a Network Marketing business. When he runs out of reasons, ask,
"Anything else?" He replies, "No0", so you say,
"Let me show you",
and produce your list of Primary Motivating Factors.
Next, ask the Five Solid Gold Questions.
These questions will be the five most valuable questions you will ever ask.
They will give you an express ride to Network Marketing stardom (If that's your

Primary Motivating Factor). Learn these questions and make them part of you. The
order must not be changed. This is the part you promised you would learn.
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Here are the Five Solid Gold Questions:

. What is your number one priority?

. Why did you pick that one?

. Why is it important to you?

. What are the consequences of not having that opportunity?
. Why would that worry you?

ObhwWNER

Learn these questions, word for word. Don't get sidetracked when you ask them. It
is critical that they are kept in order.

Some networkers prefer to use the ‘curiosity approach' when they talk to new
prospects while others prefer the 'direct approach’. In the following examples, the
approach used tends to be more direct because it's simpler to demonstrate. The
transcripts are of real interviews.

Angie meets Ray and Ruth

Ray and Ruth were a couple in their mid twenties who had just moved into their
new home two doors down from Angie. In the course of neighbourly conversation,
Angie mentioned that she was involved in a marketing business and would be
happy to give them the opportunity of seeing how it worked.

Ruth said that she didn't think they'd be interested because they didn't have much
time available. Ray worked two jobs, and she said that at night her hands were full
settling into the new home.

Angie said that she found that this was the case with most people who had two
jobs and were just moving into a new home, but she would be happy to show
them anyway, as they may be interested some time in the future.

Angie invited them to 'drop by' her home for coffee. "Would Saturday afternoon
around four be O.K.?" she asked.

Ray and Ruth agreed. They arrived at four o'clock and after a chat and coffee,
Angie told them that it was a networking business. Ray and Ruth told Angie they
had heard about networking, knew people who had tried it and

failed, thought it had something to do with soap, and asked, "Is it like Amway?"
Here's how Angie handled it —

Angie: "Do you know why people start a networking business?"

Ray: "That's a bit like pyramid selling, isn't it?"

Angie: "Let me show you".

Angie: (Casually producing her PMF card) "These are the main reasons people
start in Network Marketing. What would be your number one priority?"

Ray: "Aaahhh... ummm... For us, it would have to be financial freedom."
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Ruth: (Firmly) "That's for sure!"
Angie: "Why did you pick that one?"

Ray: "Because | work two jobs to pay the mortgage and Ruth works overtime so
that when we decide to start a family, we'll have a nest egg to fall back on. We
want our kids to have a good education and we don't want to always be scratching
for money.

Angie: "Why is it important to you?"

Ray: "As | said, we want to get the house paid off and give our kids a good
education. Ruth and I never had those opportunities.”

Ruth: (Taking over) "That's right. My parents always struggled to make ends
meet. We don't want our lives to be like that."”

Angie: "What would be the consequence of not having financial freedom?"

Ray: "We'd be in the same boat as our parents. It would mean strict budgeting
and rarely making ends meet."

Ruth: "It costs a lit to give your kids a good education. Without extra money, we
wouldn't be able to give them that head start in life."

Angie: "Why would that worry you™

Ray: (Sounding tense) "Like we said, it you don't try to achieve financial freedom
it will only ever be a struggle, and who wants that?"

Ruth: "Plus we'll need to plan for retirement. That's why we work so hard now."

Analysis:

Nothing was said in this conversation that wouldn't be said with any similar couple.
The difference, however, is that in this conversation Angie used the Five Solid Gold
Questions and Ruth and Ray disclosed their Primary Motivating Factors. Even if
Angie had been lucky enough to pick financial freedom as their PMF , Ray and
Ruth would probably have raised objections because Angie said it. But because
they had said it, it was real — there could be no objections.

Let's consider these five Questions:
1. "What is your number one priority?"
The real question was, "Why would you join my Network Marketing business

today?" Ray said their Primary Motivating Factor was financial freedom. That's
why they would both join.
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2. "Why did you pick that one?"

This question really asks, "Why would you join for that reason?" They both
explained that they wanted to pay off their house, give their kids a good education
and never be short of money.

3. "Why is that important to you?"

This question asks, "Tell me again — why would you join for that reason?" Ray said,
"As | said ..." and repeated himself, reinforcing the reasons why they should join
the business. Ruth also joined in with more reasons why financial freedom was the
number one reason why they should join. After all, her parents had difficulty in
making ends meet and she didn't want to live in similar circumstances.

4. "What would be the consequences of not having financial freedom?"
This question really asks, "What will happen to you if you don't join?" Now they
both became excited. They told Angie they didn't want to end up like their parents
and they didn't want their kids to miss out on a good education because there
wasn't enough money.

5. "Why would that worry you?"

This question asked them to repeat their number one priority. They both became
animated. They emphasised again and again why financial freedom was the
number one reason they would join the business today.

They told Angie. She didn't tell them.

If Angie had said exactly the same things to them, they would probably have given
her reasons why they couldn't proceed, but since they told her why they would
join, the reasons were real.

After this interview, Angie showed them how the plan worked and replayed their
words to them to describe the benefits and outcomes the business could provide.
She showed the gains they would make and the pains they'd avoid. From Ray and
Ruth's standpoint, it was the perfect answer to their goals and fears being
addressed in a proposed business plan. It was all theirs, not Angie's.

How Bruno cracked a tough nut

Bruno was an engineer who worked on an Association Committee with other
engineers, including Jim. Bruno had started a network marketing business a year
earlier and saw it as a way of getting out of what he felt was the day to day
routine of engineering. He was looking at broader horizons.

Bruno had mentioned a 'business opportunity’ to Jim on several occasions but had
only received a cold response.

Jim's sister had been in 'one of those schemes' and had tried to get him to join,

but he had resisted because he felt he was an engineer, not a salesman, and he
didn't want to ‘pester his friends'.
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Over coffee one evening, Bruno casually produced his new business card which
had the list of Primary Motivating Factors printed on the back. Jim looked at the
card, which had the words 'Networking and Distribution' printed under Bruno's
name.

Bruno: "Do you know what networking is about, Jim?"

Jim: "Yeah, like | said, my sister was in it. It's one of those pyramid schemes, isn't
it?"

Bruno: "Well let me show you."

Bruno turned the business card over to reveal the list of Primary Motivating
Factors.

Bruno: "What would be your number one priority on this list, Jim?"

Jim: "Aaah... | suppose, having my own business and helping others."

Bruno: "Why did you pick those two?"

Jim: "I'd like the chance of working for myself because I've been running on the
engineering treadmill for nearly twenty years. If I ever did it, though, I'd like to be
able to help others in the process. | get a buzz out of doing that. That's why |
volunteered for this Committee.

Bruno: "Why is it important to you?"

Jim: "As | said, the future only holds more of the same old grind for me — you
know what it's like, Bruno — I'm beginning to think more and more about my
retirement, and that's sad. I'd like to do something else, but at age thirty eight, it's

too big a risk to take."

Bruno: Well, what are the consequences of not having your own
business?"

Jim: (Becoming uneasy) "Like | said, it would be more of the same old grind. Guys
our age die from stress, you know. If | had more time, | could join the Parents
Committee at my son's school; | could spend more time in my workshop and call
my own shots. I'm tired of others controlling my life."

Bruno: "Why does that worry you?"

Jim: "Because if I had my time over Bruno, I'd do things differently. I'd do more
living and less working. | wasn't to do things for myself for a change."

Bruno: "That's exactly what Networking business is designed to let you do. It
gives you more time, more freedom, and the advantages of being in your own
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business, while letting you help others, without the risk of starting a new career.
Let me show you how it worked for me."

For over a year, Bruno had tried to get Jim interested in the business, without
success. When Bruno learned the secret of the Five Solid Gold Questions, he
realised that for over a year he had been trying to tell Jim what he should do with
his life. It had all been Bruno's idea, not Jim's. The list on the back of Bruno's card
and the Five Solid Gold Questions allowed Jim to talk about why he would join
the business.

When Jim saw the business plan, he couldn’t believe his eyes. "Why hasn't anyone
ever shown me this before?" he demanded. The answer was that he'd only been
told why he should join — nobody had ever asked him to talk about his Primary
Motivating Factors.

How the dentist got drilled

This is an event that happened to me. Frank, aged 44, was my dentist; he owned
a million dollar home on the beach, a luxury car and was always busy. By most
people's standards, he was very successful. One day | was at the local shopping
centre when | saw him sitting in a café. | joined him for a coffee.

Allan: "How's business Frank?"

Frank: (unenthusiastic) "OK..."

Allan: (humorously) "Come on Frank, you live on the beach, you've got plenty of
work and make a lot of money — that's got to be good."

Frank: "It's a living, | suppose.”

Allan: "Well, if you don't like it Frank, why not quit and do something else?"
Frank: "I doubt I'll be doing that Allan.”

Allan: "Why not?"

Frank: (In a matter of fact tone) "Because I'm a dentist, I've always been a
dentist — that's what | do.”

Allan: (interested) "Hmmm... when did you decide to become a dentist Frank?"

Frank: "When | was 18 and at University. | didn't make medicine. Dentistry was
my next option."

Allan: "Do you like being a dentist, Frank?"

Frank: (offhandedly) "Not really, but it pays the bills.”

2006- NZ Alliance Leadership Development Team



Allan: Frank, if an 18 year-old student walked into your surgery and told you what
to do with your life for the next 20 years, would you listen to him?"

Frank: (laughing) "There's not much an 18 year-old can tell a 44-year-old about
life."

Allan: "So you wouldn't listen to him?"

Frank: "No way!"

Allan: "Then, why are you...?"

The conversation came to a dead stop. Frank was dumbstruck. You see, he had
never considered how the spur-of-the-moment decision of an 18 year-old
university student was controlling the direction of his life at age 44. | could

see the impact this question was having on him and this was an opportunity too
good to miss. | reached into my pocket and pulled out my business card with the

PMF list printed on the back. | placed it in front of him.

Allan: "Frank, look at this list. What would you say is your number one priority in
life?"

After what seemed an endless silence he finally answered.

Frank: "More spare time."

Allan: "Why did you choose that one?"

Frank: "I get up at 6 o'clock every morning to get ready for my first patient at
8:30am. | work until 6pm and my day is full of complaining people who
aren't happy to see me. | never have time for myself or my Kids, even on
the weekends. I'm too worn out to do anything worthwhile. Free time is
something I've never really had.”

Allan: "Why is that important to you, Frank?"

Frank: (Becoming uneasy) "As | said, my life is a minute-by-minute schedule. |
think I'd rather be a schoolteacher so | could have more time and plenty of
holidays.™

Allan: "Meaning?"

Frank: "Dentistry is not what it may seem. When | first decided to do it..."

Frank spoke passionately for almost 5 minutes about the prison in which he felt
dentistry had trapped him.
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Allan: "What are the consequences of not having the opportunity of more time
Frank?"

Frank: (sounding desperate) "I'd spend the rest of my life chained to the surgery.
My kids are growing up fast and they're not getting much quality time from
me. My wife says she has had enough of the stressed condition | always
seem to be in."

Frank's face was becoming pale. His eyes were watery. | thought he was about to
burst into tears. For the first time in 20 years he was verbalising all the things that
had been going around his head.

Allan: (gently) "Why does all that worry you Frank?"

Frank didn't answer. He couldn't. It worried him alright. He just sat there, silent. |
didn't press for more information because | didn't think he could take it. Besides, |
was supposed to be buying cornflakes, not changing Frank's life.

Three months later 1 went to see Frank at his surgery. His receptionist told me that
he was gone. He had come in one Monday, announced that a friend was taking
over the practice and he was having time off. No one had seen him for almost
three months. A year later | heard that he was in America selling motels on
commission and having a great time. 1 still don't know where Frank is now or what
he's doing, but what happened here is important because it shows how powerful
this technique can be and how it can change the lives of people you least expect.

Maybe Frank has a Network Marketing business somewhere...

The Prospect without a Priority

Occasionally you'll meet a prospect who claims he doesn't have a priority. Some
people claim not to have a number one priority for one of two reasons. First, they
genuinely don't have a number one priority, or number two or number three
priorities either. In this case, thank them for their time and look for another
prospect. Don't waste your time with people who do not have hopes, dreams and
priorities.

Second, they are afraid to choose a priority in case they are obliged to act on it.
Here's how to handle these prospects:

You: "What is your number one priority?"

Prospect: " None of those really..."”

You: "None?"

Prospect: "No, none are important to me right now."

You: (casually) "Well, if one was to be important which one would it be?"
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