BASIS FOR THE SYSTEM APPROACH TO NUTRITION TECHNIQUE

The following document is the culmination of many years of experience out in the market place by me and Lisa driving business with Advocare.  Many veterans will look at this and recognize information we’ve been taught through the years by the Sci-Med board, trainings and programs designed by Advocare innovators.  In a nut shell this system is a combination of about 20 success schools, and a whole lot of our personal experience in front of many hundreds of prospects, parents, coaches, athletes, and everyday people we have had the opportunity to share Advocare with.

I know how easy it is to get confused when trying to stay on top of the latest greatest technique for sharing the Advocare products and opportunity.  If you ask 10 people how to initiate an Advocare conversation with someone, you will get 10 different answers.  The System that follows, if you master it, will equip anyone with general product knowledge to be successful. It will provide the confidence to talk to, and share with anyone, the Advocare products and opportunity

The “System Approach to Nutrition” script that follows is a very specific technique that I have been perfecting over the last couple of years.  Many of you will recognize it right off because I go out of my way to do it the same way every time.  In other words I’m trying to make it duplicable and simple enough to make it stick.  It reads very much like a story with an Introduction, body and ending or in this case a close.  In the case of Advocare it’s usually: INTRO = Hard, BODY= Easy, ENDING/CLOSE = Very Hard. This system, if you master it will make all three phases of the story second nature.  Will you get the business every time? No, that’s not realistic and attainable. The goal here is to equip and give you something that you can use on a consistent basis that will be easy to duplicate to your team.     

The Intro is key, because I know from experience that one of the hardest things to overcome for a new person is getting past a prospects preconceived notions about who we are and what we do to the extent that the prospect is ready to receive the message.  Ask yourself the question.  Would I rather be perceived as a salesman or a consultant?  The reality is that the best salespeople are always really good consultants first.  We’ve always been taught that our job is to usher in our products and opportunity as a solution, but how can we do it consistently and keep it duplicable?  This system in my experience is a slam dunk at getting a prospect's walls to come down and listen.

The Body is easy as long as you have a basic knowledge of core products.  We all love to talk about products and what they’ve done for us. This system teaches you how to develop a comprehensive plan of action for your customer that he/she can get really excited about.

The Close or the transition from the body of the story to the ending is hard for most people to bridge.  If you master this System, most of your prospects will agree that it really makes sense to get to Advisor.  Dive into this system, make it your own!  Call with questions.

God Bless, 
Carlton (251-583-3704) and Lisa Hardman (251-209-6072)
SYSTEM APPROACH TO NUTRITION SCRIPT FOR NUTRITION COACHES AND CONSULTANTS

INTRO: “Hello Mr. or Ms. Neighbor, family, co-worker, associate, friend, phone follow-up, acquaintance, cold market skeptic or chicken list leader.”  

“Are you familiar with Advocare and what we do?  We are a 17 yr old world class sports nutrition and wellness company.  We develop a system approach to nutrition that is specifically tailored for each individual.  It’s a combination of high quality nutritional supplementation plus proper diet, exercise and accountability. This system begins in the morning and revolves around what you eat and how often you eat throughout the day.  It also addresses your need for pre-workout fuel as well as proper supplementation for post work repair and recovery to help you achieve optimal results from your exercise. Our philosophy revolves around two major components, Core Strength & Core Nutrition, as both are necessary for peak performance. 
If you like, I can go through the system with you and so that you can make an informed decision as to whether or not it is for you?” 

PAUSE HERE: RESIST THE TEMPTATION TO SPEAK

Answer # 1: “No thank you. I’m not interested right now.” (We appreciate a “no” in this case.  It lets us know where we stand and allows us to move on to the next person.  Thank the person for their time and ask if they would appreciate a follow-up down the road to see if their timing is better. 

Answer # 2: “Yes or okay” means that you have permission to move on to the body of the encounter. 

NOTE:  This is where a new person can stop and get the prospect on the phone with sponsor for 3-way call if you don’t have the product knowledge to move on to the body.

B. BODY:  Ask questions and get them engaged in the conversation.  How do you want to look, feel and perform?  Do you exercise?  What are your top two health goals? Ask questions about their spouse, kids etc.  Make notes at top of page and gather your ammo! I like to use the back side of a wholesale member form to take notes and develop the timeline.
Develop Timeline (performance or weight loss) using the data gathered @ top of page.  

1) Detail products for Step 1-First 10 days of 24 day challenge
2) Detail product regimen that will start on Day 11 by creating a personal timeline in chronological order for their day.  Begin with pre-breakfast product regimen and then chart a plan for mini meals every 2-3 hrs as well as pre-lunch, pre-workout, post-workout, dinner, snack, and supplements before bed. 
(SEE TIMELINE EXAMPLES BELOW).  Anyone with a general knowledge of our core products can do this. Refer to the core product training sheet on www.AdvoFitProductTraining.com.

Point at finished work and say, "This System will turn your body into a fat burning machine and you will love what you see looking back at you in the mirror in 90 days!”  
Then say, “The two typical questions people have at this point are 1) How do I get started? and  2) How much does it cost? Other than those two questions, are there any other questions you have before we proceed?”

PAUSE HERE AND ALLOW THEM TO AGREE OR REACT

C. CLOSE:  BEGIN WITH ADVISOR AND END WITH NEW MEMBER AND PRODUCT 
ORDER
Then proceed by saying, “The way our program works is you pay $79.00 to Advocare the first year then only $50.00 every year after the first.”  It gives you the convenience of being able to call and order or go online and have the products shipped directly to your home, and receive anywhere from a 20-40% discount for life”.  

NOTE: We recommend not focusing on the $50 dollars worth of product samples that comes with the kit.  We want to keep the direction of the conversation moving toward Advisor and avoid the temptation for them to “wait and order later” which in some cases never happens or at least delays them getting started on product.

“Based on your timeline, I’m going to suggest what’s in your best interest first. If Plan A isn’t for you, I can explain plan B or C.  It is best for you to do what I did and go straight to our 40% discount level which we call the Advisor level.  This gets you a 40% discount on products for life and also sets you up to earn income 5 ways and develop a significant plan B source of income for you and your family if you choose to do so. An Advisor order will save you $900.00 up front as you get $3000.00 worth of products for only $2100.00.”

NOTE: This is where you will detail all the benefits of the Advisor level and the 5 ways Advisors get paid.  Tell your income story or your sponsor’s story.  Then move on to the next part which is an assumptive close on the Advisor order.  Remember, it’s always in someone's best interest to get to Advisor!
Then say…“OK, I have all the information I need from a product standpoint except the flavors you like.  Are you more of a choc, vanilla or berry person or do you like a variety? Are you more of a fruit punch, grape or citrus person or do want more of a variety? Great. Here is what we do next to get you started. I just need some demographic info and a method of payment. I'll put your order in the system today so it will ship out today/tomorrow and you can get started by the end of the week.
TURN OVER THE WHOLESALE MEMBER FORM, LOOK THEM IN THE EYE AND WAIT. DON’T SPEAK.
IMPORTANT:

This is where the weak at heart will sabotage the close.  The rule is this: He who speaks first loses.  You have just put the ball in the prospects court and you must wait for the prospect to respond.  They will either say yes and start giving you the info or they will voice an objection.  

Handle the objection if you can and circle back to Advisor or move on to Plan B which is half an Advisor order ($1500 order for $1050=30% discount) and then plan C ($500 order for $375=25% discount).  Option C will get the customer close to 90 days worth of products from the timeline for themselves or for people who see business, it can include one 24 day challenge for themselves and 2 to sell!  Remember that a $500 retail order also allows them to sell their way to advisor over 3 pay periods. Repeat the process and get the business or move on to last resort which is Membership plus 24 day challenge. (SEE EXAMPLES BELOW)  REMEMBER:  3rd Party Credibility matters.  A cord of 3 strands is not easily broken.  Pick up your phone and call for help closing the deal!

My suggestion is to memorize this script word for word.  Once you have done that then make it your own.

EXAMPLES OF POSSIBLE ANSWERS:
Answer #1 Yes to Advisor (quite common): “Yes that does sound like a great place to start, what do I need to do?” This is your cue to either 3-way them into the company, go to the computer, or have them fill out the wholesale member form. YOU ARE THE ONE WHO WILL choose each and every item since you are the expert (with the help of your mentor)

Answer #2 No to Advisor: “No, I can’t do that right now.”  This is your cue to move to Plan B.  They can receive $450.00 worth of free product and a 30% discount by placing a $1500.00 order for only $1050.00.   If YES, follow the guidelines mentioned above.
Answer #3 No to Half an Advisor Order: “No, I can’t do that right now.”  This is your cue to move to Plan C.  They can receive $125.00 worth of free product and a 25% discount for life by placing a $500.00 order for only $375.00:  If YES, follow guidelines above.

Answer #4 No to $500.00 Order: “No, I can’t do that right now.”  Share the extreme importance of beginning with at least a one month supply while reaffirming their mental commitment to 90 days.  This is a great place to speak about the 24 Day Challenge.
Answer #5:  “I’d like to review my timeline and get back with you.”.  YOU WILL WANT TO MAKE SURE TO SCHEDULE THE NEXT APPOINTMENT HERE BY SAYING, “When’s a convenient time we can get on the phone or get together again to talk more about your goals and possibly get you started?”

                EXAMPLE OF WEIGHT LOSS TIMELINE
 YOU CAN USE THIS FORMAT OR DRAW AN ACTUAL TIMELINE.
THE TIMELINES ARE EXAMPLES: YOUR PROSPECTS MAY GET UP EARLIER OR LATER, OR MAY HAVE ODD HOURS.  THE RULE OF THUMB IS TO FUEL UP EVERY 2-3 HOURS SO THE TIMELINE WILL WORK FOR ANYONE

STEP 1: DAYS 1-10:  HERBAL CLEANSE + SPARK + MEAL REPLACEMENT SHAKES + CATALYST.  
STEP 2: DAYS 11 AND BEYOND: (TIMELINE BEGINS ON DAY 11)
TIMELINE FOR WEIGHT LOSS OR TOTAL WELLNESS

6AM: WAKE UP: CATALYST, MAX 3 or C or E, THERMOPLUS, SPARK/REHYDRATE

6:30:  MEAL REPLACEMENT SHAKE
IMMEDIATELY FOLLOWING BREAKFAST: TAKE CONTENTS OF BOTH WHITE PACKETS IN YOUR MAX 3/C/E

9:00: SMALL MEAL (Min 10g PROTEIN/ Max 30g CARBS): MEAL REPLACEMENT BAR, BREAKFAST BAR, MUSCLE GAIN SHAKE, MEAL REPLACEMENT SHAKE

11:30: CATALYST, MAX 3/C/E, THERMOPLUS, SPARK/REHYDRATE

12:00:  SMALL MEAL (10/30 guide): IF YOU NEED HELP, ASK YOUR MENTOR FOR THE MINI MEAL FOOD GUIDE. Focus is PROPER PROTEIN/CARB RATIO

2:30:  SMALL MEAL: (10/30 guide) ADVOCARE MEAL REPLACEMENT BAR, MUSCLE GAIN SHAKE, ½ APPLE WITH ALMONDS, ETC.
5:00-6:00:  WORKOUT: CONSUME MUSCLE FUEL OR SPARK WITH 3 CATALYST PRE-WORKOUT THEN CONSUME POST-WORKOUT RECOVERY AS THE MINI MEAL
7:30: DINNER- WHOLE FOODS/LEAN MEATS/VEGGIES: USE THE MINI MEAL FOOD GUIDE HERE IF NECESSARY

10:00: BEDTIME: CATALYST AND POSSIBLY NIGHT TIME RECOVERY WITH REHYDRATE (No food 2 hrs before bedtime)
*NOTE: IF WORKING OUT IN THE MORNING: SIMPLY PLUG THE POST WORKOUT MINI MEAL INTO THAT TIME SLOT. 
EXAMPLE OF PERFORMANCE TIMELINE

6 AM: LARGE WELL BALANCED BREAKFAST OR MEAL REPLACEMENT SHAKE WITH 1 SCOOP OF MUSCLE GAIN PLUS COREPLEX AND OMEGAPLEX

8:00-9:30 AM: WORKOUT: MUSCLE FUEL/CATALYST OR SPARK/CATALYST PREWORKOUT:  POST WORKOUT IMMEDIATELY AFTER AS SECOND SMALL MEAL OF THE SAY (THIS MAY FIT INTO A 3:30-5:30 TIME SLOT AS WELL)

10:30: SMALL MEAL: MEAL REPLACEMENT BAR, MUSCLE GAIN SHAKE, ETC…

12:00: LUNCH: WHOLE FOODS

3:00: SMALL MEAL: MEAL REPLACEMENT BAR, MUSCLE GAIN, ALL NATURAL PEANUT BUTTER SANDWICH, ETC…

6:30: DINNER: WHOLE FOODS

9:00: MEAL REPLACEMENT SHAKE WITH 1 SCOOP OF MUSCLE GAIN

10:00: NIGHT TIME RECOVERY WITH REHYDRATE

