Telephone Techniques
Tom Paredesd telephone
secrets

The following is an edited-for-pr i nt transcript of Tom Paredes?d
audi ot apes. I ntroduction and interview by

Now there are several ways of working thesiness. Some people use party plans,
some people use referrals, some likehame meetings, and some like hotel
meetings. Everybody, whether they do mail order or advertising, has a technique that
they like to use that works best for them.

Most peoplenowever, when it comes to the telephone become terrified. Or do they?

If you use the phone for cold calling would that be easier or harder than a follow up
call ? Would making a <call t o isfoomeaone you
mailing listT be easieor harder? How about if someone responded to an ad you ran

in a magazine or newspaper? Or maybe calling a referral? Could you pick up the
telephone and do a training call or a relationship building call?

The first thing wedd ng. Newewe know viokihgkyoua b o u t [

warm mar ket (peopl e you know) i's best bec
trust, you have that out of the way so they can listen to the facts about your business
opportunity. But once youovenwherendeyot hr ough
go? Some people have already used up thei
everybody. Some dondét have a warm mar ket.
any relatives. Other people may have just moved to a new community. Or maybe,

mayle t heydre young, eighteen years ol d, an
ol d, and maybe they dondét have the busine:
have right now.

So, youbre going to say, nGee, | lookeed to b
|l i ke 1'dm going to have to use the telephor
fways of wusing the telephone. So, Il 6m goin
Tom, when you use the telephone one of th
afraidwhen t al k to people. They may give me o0b

How do you go about building a relationship, getting kind of a warm connection with
somebody over the telephone that you donbo

A

what do you sayto ppol e when they say, nwel |, I 6m nc



clam up and donodot tell you what they want?*
help people get started?

Tom Paredes:We | | first of al | a | ot has to d
examplel woul dnét c al Yellow Bagesob sordepody dff in ad bre

something like that unless | had some connection with them. If | have the name of a
person whooés in network marketing already
would first of al what to create curiosity.

Tom fiBig AlO Schreiter: Ok ay thatdés a good point. I nst
away over the telephone, and tell them all about your opportunity and how long the
company president has been the company president, and holaelgrik account

is, the very first thing you do before you even present your company, or talk about

the marketing plan, is building curiosity. Why do you want to build curiosity first?

TP: We | | because if theydre nobyoe ®0,i ous, t
obviously the first thing to do is to buil
want to |listen to this guy. o

TS:Ok ay . Once you build the curiosity, peop
them a riddle or a tough question? How do yeutg peopl e where they{
hanging on the edge of their phone, wanting to hear what you say next, or maybe

want a follow up phone call? What techniques do you use to build that curiosity with

people?

TP: We | | |l et 6s say f or osexnanmed goefrom & madlimgl | S 0 Mg
Il i st , or maybe from an ad they ran. I 61 1
magazine, 0 oOr Al got your name from a | i:
mar keti ng. How are you doing with it?0o

And theyol | kseay fAswenhdt hyiorug klniow | 6 m not doi
been doing this for a year now and I 6m rea
Or they may say, filém doing great. o It doe
The next thing | say I|tamedtsome skills frem a frickide | | y 0L
of mine whods been doing this for a while.
mi ght help you out. o

So | i mmedi ately try to give them somet hi
you think most people liketosgll or do t hey hate to sell ?206
AThey hate to sell .o

TS:I can believe that. | 6d say just about e

TP: And, the second thing is that most of us are sales resistant. Have you ever gone,

to a place of business wte the salespeople are commissioned? And when you walk

into the store, I mmedi ately a salesperson
you?o

And what do we say? fANo thanks. o Or you s
really are sales resistant. Sombst people we meet are sales resistant, then we have
to find a way to approach them without appearing to be like salespeople.



One of the things | like to do to create that curiosity is to talk about one of the
important issues such as having the skidldé able to build an organization. And
thatos really what people want to do, the
their attention | might say, Al think itds
an organization, whorso6ts ayyo iWWe | And ytehlaehy. oa l

Then | continue with, Alf we had a way of
to follow instruction instead of selling,
reply, fiYeah. o

Letdbs use an exampl bubpfgerma goaynwhoHw®r Bess at
you minimum wage and all you have to do is take these frozen French Fries and put
them in the grease. Then when the bell rings you take them out and put them over
t here. Now i f you can de.®oOhat | 61 I pay you

So the young man says, fndHey, |l can do that

So the point is that people can follow instructions. We just have to make the point

that all they have to do is follow instructions, which is a lot easier than trying to

teach somebody how to sel. Andfc e wedbve done that then th
what |1 6m really talking about, because | r
talked about was learning skills and following instructions instead of selling.

TS: So, you pique their curiosity. Yod o n 0 t go right i n to the
dondét talk about the product or the market
and | earning to developing the skills. N o
want to | earn t he Isekniidnetegrk mameting ovaewhile,i f t h e
theyodore probably interested in | earning a

curiosity, what happens then? What happens on that second call, because you create
that curiosity now, what do you say in the set@all? Do you continue with the
curiosity, or where do you go next?

TP:Wel | , when you create the curiosity, you
You hang up. You may make another call later, but most of the time they call you

because you haehem pretty curi ous. Theyoll cal l
t hat was reall vy, really interesting. o Or,
AHey that sounds really interesting. Can
obviouslywant o | earn some of the skills. And yo

but why dondét we set up an appointment. I
vVisit some more?0 You do this because you
right then and therd& he purpose of the fist call is to create the curiosity. The second

call is to give your presentation.

TS: Ok avy, it sounds I|like the key is to crea
have a second call. And to create that curiosity, you talk about dk s . Now, | 6\
heard you speak before, and you say, AThe.
matter what company youdbre in if you donbd
successful i n any company. | t deocaedsitn O t mat |

doesndt even matter what type of compensa
you donoét have the skills to build a dow



compensation pays.o0o So you really settle h
you successful no matter what you do and use that as the keystone to get people
curious on the very first call. Is that right?

TP: That 6s right. I say that the skills are
doesnodt mean the compaegndsnmeanmpdbet gpnmto.d
important. They are important. But the most important thing is to have a downline . .

. to have the ability to build a downline.

TS: Well, | can see where this would set you apart from a lot of other people who
telephone aprospect. Imagine an ordinary prospect. Maybe they pull out a
newspaper likaJSA TodayAnd there are maybe fifty or maybe even one hundred

different ads for network marketing programs. It would be pretty hard to believe that

apersonwould call justonda and t hatds it. |l 6m sure they
or 40 or maybe even al/l 50 ads if theyor
opportunity.

Mo s t of these peopl e, when they respond,
going to shyy,cofimpoainny 6nse .better. The first |
or |l ower in the alphabet. o

Or maybe they say, AWe have the only pro
prospect and after you hear, AWe have the

it kind of looses something because you hear it all the time.

Everybody who has talked to you, the pros,|
the best compensation plan, the best produ
been around the longestanéww r e t he greatest. o After you
you become immune to it. So you kind of shock them by talking about learning

skills, something they really want, and creating a desire in them to learn these skills.

So youbl |l s t a rfedentohantthe gther 49 ealleas whoi ate alldryirfg to

sell a feature of their product or of their compensation plan.

So, youbre second step is youdre going to
to meet you, to talk to you on the phone further, am&ybe send them some more
information. Youdbre going to create the ¢
people come to you, itdés a |little bit mo
telephone. Any tips on how to create desire? How do you get themabgeeitond
phone call to say, fAGee, |l really want to

information?0 What would you do?

TP: Well, sure Tom. Let me back up just a little bit about going back to creating

curiosity. When you talk to a lot of netwars they talk about how great their

company is. How great their products are. And when they start saying something

i ke, ATom, Il just got involved in this gr
product. o I mmediatelyinthe, piWsptectdotlahsalh;
And we know that people hate to sell. So why do networkers talk to prospects that
way? Wel |, because thatoés what they | ea
understand this busi nes sl beBaude theytersedit e a |l |
from their upline. And so it goes all the way up the line to somebody who is no

rn
y



longer in the program, yet their distributors are still doing the same thing they were
doing.

And thatos what happendoingthetshme thinqoverandf peop
over agai n, and theyodore speaking the sam
company and the products to try to get people in, instead of talking about creating

that curiosity. And talking about something different like Howconstruct a network

or how to build a downline really <create
everybody wants, the knowledge to build a downline. Because if you can build a
downline, then of course, you can sell the products, you can talk abewreat the

company is, and so forth.

Now, the next step we talk about is how to create desire. Think about it for a minute.
People will not do this business unless they can see themselves doing it. If they see a
guy comeupthereand heds gduguwiandhe getslup thehe and talks
about his nice fancy car and his big house and all this other stuff. While those might

be nice things, most people wondt see then
who makes five bucks caasee msalf makm@$l00,0000Oh vy e a
doll ars a year. o0 They just cand6t see it ri
However, we create desire by talking about

presentation that we do is to talk about our story, who we are as a person. For
exampe, in the story there are three different parts. We talk about our childhood, our

teen years, and adult years. | talk about when | was a child, | was a very, very, very

skinny kid. When | was in the sixth grade | remember changing schools three
differenttimes, and it was very embarrassing for me to do that. | was skinny and |

was a minority. It was just very, very, Ve
this guy was shy! And heds no | onger shy?

Then when | talk about my lifas an adult, how | had a lot of debt, and | was just

trying to figure out what | was going to do to pay my rent and so forth, somebody

says, AWow, that guyds just | i ke me! Maybe
themselves doing this business. Orfoeytsee themselves doing this business, then

you can talk about the dreams, because the curiosity is created throughout the story.

TS: So you tell your personal story in the phone call. When do you tell your personal

story? Obviously it helps peoplere&diz fH Gee, youbre just |ike
talk about something personal, theyore goi
something personal. Do you create the curiosity on your first phone call, and then

talk to them about the desire on the@® phone call? When do you go through

your story with the prospect?

TP: That 6s on the second phone <call. The phoe
probably about-4 0 mi nut es. Normally 1 &dm talking a
canodot realktl youaklkl &bon the phone when youc¢
something |ike, il have an upline who has
For example | talk about my wupline, Tom B
of things, and one of thetigns | 6 ve | earned is how to con
say, n Wo w, Il want to |l earn these skills. o



second step, which i1 s creating desire. I
share a little bit aboutwholam.S1ce you have no idea who |
And | start my story.

TS:So in the second phone call you cover yo
so you meet for a presentation, or maybe set up a later presentation over the

telephone becausedits v er vy, very |l ong distance. Wh a t
phone call ? Youbve already made the first

The second one created a desire. You gave a presentation. You have a third phone
call on your system. What day cover during phone call number three after the
actual presentation?

TP: The third phone call is actually to answer any questions that they may have
about the presentation | gave them. Because once | do the presentation on the
telephone, | send informata to them. Now, there are different ways you can send
information. For example, you can mail a packet of information to them, and

normally the packet of information is abo
company and some of the products. Thosetdrgs they wanted to know anyway.

So itdos done after the presentation. Or, vy
they can have it right away. So in the fol
of the informati on |Ithes specificquestiord.0 And t hen a
TS:So, you donét send them any information

that call to prescreen them and to create curiosity. And after the second phone call,
once youodbve created a demnvéestrmoneyinimallmg and on
information and literature to them. Is that right?

TP: That s right . You Kk nowonde. ghathalso woitkk e s t o
really well on the telephone because | have my sponsor on the phone with me, or |
have a downline distsutor. For example, a brand new distributor would have their

sponsor on with them. On the first call th
about their sponsor, a guy or a gal, who has taught them the skills of how to build a
network. Sonowthiper son i s curious to see, AnWho 1

this person!o So we set an appointment on
you can talk to them and pick their brain, and be able to get some ideas on how to

build your business. 0

TS:So,it 6s a little bit different than most
on the phone, and i f they show just a sl
me an, I 61 | mai | them a whole bunch of [ it

literature and supports the Post Office. So, what you do isjpadify and get all the
nonqualified people out of the way so you can spend more money, more time, and
more effort with the people who are the most qualified. Is that right?

TP: That 6s r i &kiow we have tb abeotaidentify these people quickly.

Unfortunately, a | ot of people who are new
very quickly. What they do is immediately get somebody on the phone, who says,
AOh sure, go ahmatieend Betthbeyaferreally

just want to get you off the phone. However, you start sending everything you have.
So you spend $20 in product and $1,000 on literature.



TS:Now | know thatodos true. | f tlo hmes el @l Is ad &
APl ease send me the I|iterature. I 6m i n kir
the phone. Youbre probably right. Peopl e v
most interested parties. | guess you kind of have to test itsted tio what they say.

But many of us probably send out literature way too early in the presentation. Is that

right?

TP:Yeah thatds true. I |l i ke to have the pe
them a presentation on the phone, | send the infism#o them. Because really, if
you send the information first, you know |

products you have or the company president
get excited about whether they can do this thing or 8ot.telling your story is

designed to create desire, and theyodll S a\)
you talk about the dreams, AWow, | guess |
TS:You have a person in your organitheati on,
best people | 6ve ever heard over the phon
guard my wallet. Shedés that good. She real
people who once you meet her you instantly
with her. Shebés very, very good, especial/l
| was talking to her about how she handl es
an ad that she ran. She handles it something like this . . . she says to the prospect,

0 When you maadstheeernaist have been something that attracted you
toward it. What were you |l ooking for or wh

So, before she even presents her company or opportunity, she starts asking the
prospect what attracted them to make that phoatle What were they looking for?

After theydve answered, she asks a few qu
net wor k mar keti ng bef ore?0 And she Il i ste
happened?d

And of course, they sayMy fsWeolnls,ort hsitso |dei dmmyd
Or The company went out of business é 0 So
And she says, AWwWel | |, how did you feel wh e
the emotions and the feelings come throug

them, ad they tell how they felt when the sponsor stole their dog, or when
something didndot work right with their com

Then she asks, A Wh at did you do before th
A Wh at did you do before that?0Wlgdhte drnaalpt

|l ooking for in a network marketing opportu
Sheds gathering information, creating de
interested i n, and she finally ends up by

type of business? What do wydave in the way of dreams? What do you want to
achieve?o0

And they start talking about their dreams. After an@@ute phone call with Lauren
T she has that type of personalitypeople think of her almost like their sister. They
have that type of relatios hi p wi th her. When she gets do



about their dreams and so on. Whatos amazi
minutes of her just asking a couple of questions and listening, most people are
saying, fAWelal,l yt hgioso ds,o uLnadusr erne. How do | get

She hasndét mentioned the company, the prod
to join. So she builds a relationship over the phone, and she has that magic type of
personality. But for those of usmo dondét have that magic sor
youdre saying 1is we first create curiosit
follow up on the presentation.

Now you mai l them i nformation or fax them
y 0 u tmeehtbem personally, what type of information would you send a person

to do a presentation? Would you send them an audiocassette tape, a video, some

|l iterature? What information do you send ¢
Tom? What would you senthem?

TP: Well, in the presentation, | do talk a little bit about the compensation plan, but |
donot go into detail. I me an, I donot t el
different breakaways, and all the different things about it. | give jbhstra concept,

an overview, of the compensation plan. | send them some information about the

mar keting plan in detail, a complete broch
about the products. | just give them an overview, a concept of the pramlucts

services in general. | send that information to them. Some programs have car
bonuses, or house payments, or whatever, then | send them information on that. So,

those are the things that we send.

TS: What magic words do you listen for from a prospeci?\Oi ous | vy, when yo
talking to people over the phone, youor e
ARThese peopl e -seekers orjtiks tc ke w rsi, o viIrt ywasti ng my
some of these people here really have that desire . . . they reallyorgmtfor it.

What key words do they say or what do you pick up in a telephone conversation, so
you can tell the level of desire and commitment that person has? What do you listen
for?o0

TP: I listen to a lot of things. | listen to hear their emotion,@arnsome of the things

theydove done in the past, and to hear why
wanted to do. You see most of the people
mar keting program work for themmandi dndt f
they didnot do anything. l't6s because the
doing it the wrong way. | know there are a lot of different ways to build a business,

but I think they really didnét heaemte anybo
ways of building, but they never really ha

the things I try to bring across.

TS:Do you |l ook for any success patterns 1in
successful i n ot her tobkifar fpikire patieeng?dWhatdod one or
you use to sort through people to see if t

invest time in your business and be successful? What do you look for?

(o]
t



TP: We l | you know itdés funny tdrdatlureyou men
patterns. Really what | look for is, a person who has desire. Let me give you an
example.

Letdébs use Thomas Edison. You know he had ¢
came up with a light bulb that worked. So, if | were to talk to himinduone of his

failures, what would have happened? | wo u
failure. o But if | had met him after the f

itdéds really the desire. He dit.&ollbekoe a desi
the desire.

Let me back up a little bit here, because, when 1 talk to the person to create the
curiosity then the desire, notice how there are different steps instead of trying to get
them all at once.

Let me illustrate with an example. bel i eve that 1t0s easier
have a relationship with them. I f 1 donodt
selling.

| stopped at one of those convenience store early one morning, and | was going to get
a cup of coffee. Iwas raining. | mean it was raining cats and dogs. It was just

pouring down. |l walk into this place and |
lucky. I just left the highway there and | saw a telephone guy on a pole getting all

wet trying to fixthepone | i nes. I dondédt know i f 1 6d \
you are inside, nice and dry.o

He | ooked at me and he said, fAYeah, but 120
And | | ooked at him and said, AReally? Wha
And he doaibéd, kdlo w. I think (IHerle 6sst awhte rnmey noc

networkers make their mistake. They pull their business card out. They get their
brochure out and start chasing the guy ar «
great opportunity forg u . Il tdés great. l'tds tremendous. (
because he has sales resistance.)

So | said, fAOkay, great. o He didndét know v
|l ater |1 went back again to get amstart her c uj
that business of yours yet?0

Of course, he didnodét start it

He sai d, A No, no, not really. o And he just
of days | ater, I went back for some more
here at threeidf f er ent ti mes. What 1is it that you
When | go for coffee sometimes 1611 wear s
j ust depends on what |l 6m doing or wher e
actuall vy, funny thateyonawmbaebsomomingbtuo
asking me what I do. I sai d, AnActually, I

people who donét have a | ot of money. 0



Now, why di d | say that? Because, heds |
doesndét hawHedasny mdoreek. in a store. He says
And | sai d, Awel |, Il o1l | tell you what . Wh
talk about it.o See | O6ve created that cur.i
didnodot tell hi m.

So, | methim a couple days later for a cup of coffee, and we sat down for a cup of

coffee, and a cup of coffee lasts, what, 10, 15 minutes. | started asking him about his
family, how he was doing. By the time he ¢
businessof our s ? 0

Wel | webve already gone through about 15
why dondét we do this . . . why dondt we se
So, | 6ve Thaotstrdngbihalonglbket |1 6ve cr eldpwighd t hat r
hi m. |l 6ve created that <curiosity. And ther
I 61 1 create the desire. And thatds the sali
giving you an example of why we make that many phone calls. That manytepntac
because wedre building that relationship.
TS:So, youodre philosophy is, you dondét have
to sell everybody over the phone. Youdre |
to find those who are most interested dmehtmaking several phone calls with them

to build a relationship. So youbre not i n
communi cating some good ideas. Youdve foun
t hat person so itdés a | ot easier then, rig
TP: That 6s right. Because, you know a | ot of
sel l them right away, they may not do it
that relationship. ltés a | ot easier to do
TS: | notice when you train new stributors, and you put them on thheay phone

calls with you, you dondét give them a scr
t he words. A parrot could do that or a |

mimicking the words are not enough. What the peas is really listening for and

buying is your desire, your personal enthusiasm, not what you say. They probably
dondt remember very much of what you say,
you. So, how do you get your personal desire and enthusiashowothrough over

the telephone? What techniques do you use
excited, and youdre there to really help t
over the phone?

TP: Well, first of all, you have to have enthusiasm. Awdu have to have

excitement. | remember a long time ago | saw a television show dalled donot
know i f you ever saw the show, and | wonot
thereds a guy named Ji m, and ahgeenthimeda appl i e
script and he memorized that script. The script read something like this:

AHel | o, mi s(blank),myanarde igmib Is & @ns Wwas supposed to put the
appropriate names in the b | a huk imstedd he repeated everything as he had
menmori zed it. That s why | tell di stributo



record stuff, ADon6t do that. Just | isten
once, and in different ways. I want you tc
fromthe heart, not come from the head. Becaus
to be very Il ogical . o

Not that i1t wondt wor k, it just may not wc
what youdre doing. You know, belieledanywha | way s s
| sell .o Well, thatés true. You should bel

selling is yourself and the opportunity to them. You can do that very well by not
memorizing things, but by having them come out, kind of like beingyraiidhe

ti me with an answer instead of waiting for
well, | et me see, whatos that script say?

TS: If you want to build desire and enthusiasm and have it come through the
telephone, you might encourage your distiis to use the products first before they

even get on the phone so they have confidence in the company, confidence in the
products, and confidence in what they do. You might encourage them to listen to

some training tapes, to spend some time training wath to see that they can

actually do the business and see that they can follow thébgtsiep formula. But

when distributors show this type of belief
too much what they say, does it, Tom?

TP: No, not really,because they get really excited. | remember once | had a
distributor who had some people over at her house. She was so excited she was

jumping up and down shouting, Al &dm so exci
When | got over there, | saw that the people had bedtistributors. They had their

di stributor kits in their hand, and they
doing here. We signed up because this | ad?

So, excitement does play a big part.

TS: The best example | evesaw of that was | attended an opportunity meeting.
There were about 170 people, it was in the summer, and the person who gave the
meeting was . . . well . . . was probably in the business about 10 years, a very, very
excited individual. He stood up therand did an absolutely stealth job. Nobody
knew what he was talking about. Nobody had a clue why he was up there. But he
was pretty happy doing it.

About half way through the opportunity meeting, his wife jumps up and she
interrupts him and starts talkirigr a while, while he looks blankly into space. And

she talked, and talked, and talked, and then he jumped over and talked, and then the
meeting was over.

I j ust put my head on my arms and though
opportunity meeting | hae ever seen. Thereds probably
probably 40 or 50 of them are guests. o0

When the meeting was over, | looked around and all the guests were signing up. |

coul dnot believe it. They donot have any
compenston plan, or the product. It was the most#isi f or mat i on meeti ng
seen. But they were signing up because the



They seem to be enjoying themselves; theyo

here semms exci t ed. I want to be part of it. o
t hrough, rather than the actual script. Ri
TP: That 6s right. That excitement just real/l
people remember.

TS: You do a lot of threavayt r ai ni ng, and | i ke | said, | 61
to even get me on the telephone. You do thwveey t r ai ni ng, and | et
calling a prospect. Maybe a prospect | eft
answering your ikatdat 0 or somet hi ng |

The prospect needs to be called back, so you get one of your new distributors on the

phone with you, and you do a threay. When you do a thregay, who does most

of the talking? Who does the listening? Do you both talk? Do you take different

sections of it? How do you handle a thremy, or what do you say to your new

distributor on the line with you, before you actually make the phone call? What do

you do, Tom?

TP: We | | the first thing I do is el b the
Because a | ot of time they dondét want to
death of the telephone, so I tell them, #fJ
Now, after we work on the phone a |ittl e |
what . . . ddurenyowas amagsoctate and alltyou have to do is say,
6hi , 6 thatoés it and then 16l continue tal

After theydébve had me do that a few times |
respond to certain things. But it takes a little while befbey tget to that point. | just

kind of break them in until all of a sudden, well not all of a sudden, but after a while

they become pro at the phone.

|l tds a gradually process. Because itbés Kkir
swim and you throwte i n t he water, they may- drown.
cold? You know it would be a shock to theBm you want them to stick their foot in

there first a little bit.

TS: Okay. So on a cold call, or an ad response, | can see where that would work.

Whata b ou't when theyore calling their peopl e
new distributor and they say, ALet 6s <cal l
phone and call their Aunt Mary with you on the phone. You know your new

distributor just wants yowtsay three magic words so the aunt joins. How do you set

up the phone call with the distributor fir
do the talking? Whodéds going to do the in
theydore talkingand yhedre wammt margkkaoane wit
TP: We | | , first of al |, when theybédre concen
going to talk to their friends. Therefore
warm mar ket and say, idigdengmed Bom AndiBebdseamt | y |
expert in how to develop residual i ncome.
resi dual i ncome IS or not, but there are -

and residual income.



ANow, Il i near i ncomegou gespaid. widevhen thoworkdnals, a | ob
the pay ends. For exampl e, i f youdre a mec
if you want mor e money, you have to fix m
deliver a baby and you get paid. If you want mom@ney, you have to deliver more

babi es. I f youdre a salesperson and you se
money, Yyou have to sell more products. Tha
to that.

AResi dual i ncome i sightvdne tme,yauget pdam fositothee t hi n g

rest of your life. And my friend Bob is an expert at that and | want to set up a time
t hat he can visit with you for a few minut

TS: Neat. So, the very first phone call they do by themselves, and their job is to
create curiosity, just like we did with a regular ad, correct?

TP: That 6s right. But itdéds also very impor:
example, if | live in an apartment complex and | called my neighbor, or a friend, or a

family member next door,and s ai d, AHey Tom, | isten. I f
of money. And | want you to |isten to this
Youbre be thinking, nWel I gee, i f Tom Kkne
woul dndét be |l iving here with me. 0 So you p
Oriflsai d, ATom, I recently met a guy who ma
red Cadillac and has a big house. 0 You mi

you think he has those things? Because of
So, we have to create a relationship. And when | nthké call by using that

approach, what 1 6m really saying is . . .
a short time, we have become very cl ose. \
about a relationship that we have. And all | want you to do isetet this person, this

friend. Because itds going to be my job on
basically edifying my friend, so I &dm not a

TS: So, their prospect is really looking forward to talking witiu on the phone on
the second call.

TP:That 6s right. Because | am a not a sal es
TS:No w, youdre not a salesperson, youodore s
like to have.

TP:That s right. And I 6dm a friend.

TS: Ok avy, | et 6 s g o Thesecdnd step s ¢occreateddesaenih the

prospect. When you make the second call, how does it work on anay®eDoes
the new distributor introduce you? What do you say, what do you do in that second
call?

TP: It depends on who the call is going to beo . | f itéds going to
member . . .

TS:Let 6s tal k about t he aunt .



TP: Ok ay. It goes to the aunt. First of all,
so you know a little bit about who | am, let me tell you a little bit about mgselfA n d
then | start with my story, which is designed to create curiosity.

TS: Okay. So you talk about your personal story, and after the end of your story do
you cover much more or do you go right [

presentationinpersoa,nd mai |l you something. o6 What do
TP: After I finish with my story | have to bridge from there to the dreams. So | say,

AOne of my dreams was to wake up in the
know a lot of people hate to wake tgp an alarm clock. | used to wake up early

every morning to an alarm clock and 106d g
someti mes, but | don6t use an alarm cl ock.
wake up, when your eyes open up. Nowd b n 6t know what some of
areé 0

But see, |l 6ve already shared my story wit!
my dreams and |1 6dm asking, AWhat are your

dreams, they notice how everybody wants theesdneams. They want a new car,

they want a new house, they want money in the bank, savings account, and they want
to take their children and put them in college. So those are most of the dreams that
people have. So we go into the presentation part and wactlk about those
dreams, the dreams are creating that vision. And vision is the way things can be, not
the way things are. But first, they have to see themselves being able to do this.

TS:So, Aunt Mary says, nGee, [, ands bwolldd r eal |
really like to put my Kkids in private scho
After that do you go to make an appointment for a presentation or mail them more
information?

TP: | continue giving the presentation. After | finiskethresentation then | send the
information. These are just parts of the presentation.

TS: So you give them an overview, then you send the actual detailed part of the

presentation in the mail. How about <call r
up fort he i nformati on. Youdr e -newdistrioltat, pr o, y
shaking with the phone in their hand, and
received the information, maybe a catalog in the mail, or maybe a marketing plan, or

compensation plasles cr i pti on. Wh a 't happens on <call

doing a threavay with your new distributor and his Aunt Mary?

TP: | cal l Aunt Mary and | say, AHey Aunt r
curious. Did you get the information okay? Can | answer guestions that you
might have?

|t normally goes | ike this. Aunt Mary wi | |
this particul ar product here € 0 Well, t h
know, I 61 1 know because | 6ve read the info

Orhif she has questions about the marketing
one of the things sheb6s going to remember
he can do it, I can do it.o0 She setes her se



A

of i nstructions to get ther e. Because i1t20
instructions. So she sees herself doing it. The follow up call becomes more of a
relationshipbuilding call instead of just answering specific technical questions that

she might have.

TS: So the real key that makes you so successful over the telephone is telling your
personal story. You use the story to build a relationship with them. You use the story

to make them relax because they hear you telling your personal toryt 6 r e not
selling them something, youdbdre not saying
that percentage. You use the story just about everywhere through out your
presentation as your foundation.

Letds talk a I ittl e doyiistso powerful,twhaymakkesitst or vy .
powerful, and what makes people relate to it? It takes away their sales resistance, and

they pullout ideas of what kind of visions they should have or desires and goals they

should have, or dreams. How do you present yary? What are the basics of

putting together your personal story and what do you want to include? Obviously

you dondét want to go through al/l the fact
out and what parts of your personal story do you want to &jptbspect?

TP: Okay, there are four basic things that everybody wants, regardless of who you
are or where you are. Everybody wants to havevgeith.

TS: All right, they want a personal worth.
TP: Right. They want be equal . . . to have equality.

TS: Evee ybody woul d prefer being equal. They
against, | 6m sure of that.
TP: That s right. And everybody wants to ha\

we have to think about this because people think only about financial freedoimn. Wel

| talk about absolute freedom because really, freedom has two components: time and

money. You can have a lot of money, and | know some people who are physicians,

who have a |l ot of money, but they dondét ha
absolute freedom. They only have financial freedom.

Or , you could have a | ot of ti me, and no
think freedom is a very key thing. Then t
|l oved. However, y 0 ueedora anle$syou takk about finanaidl k a b oL
freedom because peopl e real ly donot unde
abstract.

TS:Okay. So wedore tal kiequaity rdedomandtmde. t he 1 ndi
TP: Right.

TS: Those are the four values you tryredate in your story.

TP:That 6s right.

TS: And showing how powerful those values are, you have a particular story about a
doctor in San Antonio you talked to who ma
that story with our listeners because that reallpws the power of these values



much more that a compensation plan or a few dollars. Tell us about the doctor in San
Antonio.

TP: Okay. Let me mention the four things that everybody needs. Everybody has
physical needs . . . food, shelter and so forth.rgbay has mental needs . . . the

need to |l earn new things . . . read books
and so forth. Everybody have social needs . . . we hang out with our friends and go to
parties and so forth. And everybody has spiritueéds . . . which has to do with

things like leaving a legacy and so forth.

So if I talk just about money and thatodos a
why in my story | just touch on the physical. But | can take these core values and

trang er t hem. | f I tell my neighbor, ARHey Jc
you about | ove and stuff. o Hebs going to t
to talk to you.o

But I can transfer those core doingthates t o t
through my story. Take this doctor for example, a good friend of mine. He has a very

good job; he has his own practice. So he r

knocking on doors, peddling products.
TS:Ok ay. He 6 s p ralb @nalloh dollamayear.n g h

TP: He makes a lot of money. So he can see himself doing this kind of business
because this kind of business is going to give him the freedom that he wants. Not just
financial freedom. But absolute freedom.

So, when we tell ar story we transfer these values to touch on the spiritual. For
example, my daughter had some problems a while back, and | was able to spend a
year with her, be with her, take her to school, and pick her up for lunch and so forth,
because | had the freedao do that. Now, if | had had a job and that was all | had,

even if | made a | ot of money, | woul dnot
TS:Let 6s go back to that doctor in San Anto
money motivates, money motivateBut this doctor made half a million dollars a

year. And your one key sentence that just
know, you have a couple of ' ittle daughte
forget all the sweaters and socks you bdubgem over the years, or all the different

types of shoes. But theyoll al ways remembe
And the doctor thought about it for a mome

no time freedom. He had the money, but tha time to spend with his daughters.
So, our personal story brings out these values, these qualities that get people to think.
And they think emotionally about, nGee, wh

So, our personal story has to bring out these qualiBes tell us a little bit more
about putting together your personal story.

TP: We want to have the personal story and like | said before, there are three stages:
the childhood . . . talk a little bit about your childhood . . . the teen years, and your
addt years. And as you talk youodre transfei
So you dondét really want to go into too ma



a long story . . . there are a lot of things that have happened! So | wantabdatk
certain things in my story that relate to these values.

TS: Ok ay, youodore talking about transferring
grasp. Give me an example, just a part of
transfer or explain or gsomebody to feel.

TP: | was born in Brownsville, Texas. I d on
thatds on the border of Texas and Mexico.
came here at the age of 12. And my dad was a laborer and had a seventh grade
education.

They always worked very hard, but they could never really get ahead. They worked

for very little money. But my parents always talked about education. Education was

the key to be able to do something with your life. And so every time | went to

scho | , theydd al ways asked me for homewor k,
because they didnot understand my homewor
education was going to be the key for me. Of course, | graduated from high school

with a C+, and that was iornamental horticulture.

TS:Let 6s i magine you stop your story right
What type of relationship have you built with the prospect using just these basic facts

. that you gr ew up ofieconoBic activitysamditial e, t he
you graduated from high school thinking education was the key, but you had a C+
average? What have you transferred? What have you actually told the prospect that

theydve kind of assimilated right now?

TP: That | 0 merggaigy, jusalike tlzem. If | talked about other things like

wh at I have, instead of who | am, then th
per son. We want people to be able to talk
I i ke, A We | |e,to be able to talk & peogled havernto be makimgimber

of dollars for the company. 0

TS: So, you talk about that part of your life and it puts the prospect at ease,
understanding youdre an average person ins
house, this type of pool, this type of 1ife
On the way to the studio today, I rode in
being jealous! But if he talked about those types of things, most people would say,
nGee, |  ®©damdbecauseehk laas this type of financial income, this type of

|l i festyle. 0 So you go back to the basics,
those high school years, tell us a little bit more about your story, and what values
y o u 6 r e artsferyoithe grospect.

TP: Okay. | think one of the most important things is you want to be able to transfer

the values of freedom, wort h, |l ove and eq
you donot talk specificall yloveabNouwd it wort h,
through your story. You can take the story and just kind of break it apart into

sections, but really youdre just out there

AWow, this gQguy is just an average guy, I c



Let me pst take a part of my story here. In 1984 | married my second wife,
Maryelle. She had all the qualities | was looking for in a woman. She had a job,
which was kind of nice. She had a new car, and she had savings accounts . . . you
know all the good qualigis | was looking for in a woman.

| was not in network marketing in 1984, but | had been in the network marketing

before. I told her, A | have a dream of on
just want to know if you believe in that.o
And sheegbes] d¥. 0 And that kind of threw
| said, fAYou do?0

And she said, fAWell, yeah. o

Let me tell you what | had. | had all these big dreams and nothing happened. 1985
came and nothing happened then either. Things actually got waraeknow after

all the different jobs | had,decided in 1986 to start my own business, because, after
all, I had a high school diploma with a C+ in ornamental horticulture.

That didndt work either. By now, ouredre st a
|l ife was primetime TV and eating ice crean
made the same New Year ds resolution

19871 the same thing.
1988i the same thing.

1989it he same thing. So af tsefaluleswewetbagkone t hr
into the network marketing industry.

In 1990, things really started happening for us. So when people see that as part of the

story they say, A Wo w, this guy went throuq
struggles that you kae . See there are three stages i
struggle, and then of course thereds the p

TS: A lot of people listening to these tapes are probably going to have the same
impression or feeling | had when | first listened to Tom talualloing a story to a
prospect over the telephone. | thought talking over the telephone was a matter of
having some trial closes, some features and some benefits, going through different
steps to get the prospect closed or making commitments. And itomasoi this old
structured sales presentation or script or manipulation. All Tom did was relate and
tell his story.

Now, to compare the difference, | know many people who try to manipulate and to
sell people over the phone and sometimes they sell peaplenly for a very short

time. Through Tomdés technique, he has four
he does. Because they donodt have to memor
worry about rejection because ©®otefydre no
commi t ment. Theyodére just relating their ow

a choice if this is something they want to do.

And it sets them so far apart from all the other sales people trying to sell people
something over the phone. Theogpects find it refreshing, the curiosity and the



desire builds, and when t hey -tp@att. Thehe pr es
presentation is just something that comes in the mail. They want to be with these

types of people. Have you noticedttiaalot in your downline Tom? The people you

teach this technique to, do they I|ike do
telephone burnout, they enjoy visiting with people over the phone?

TP: Yes, because people like to talk about things they know. vimat do they

know better than talking about themselves? | mean, they know a lot about

t hemsel ves, and thatdés why once we do the
what are some of their dreams and how are they going to achieve their dreams?

We add dittle bit about what the industry is about, and then we talk a little bit about
a couple of concepts maybe that you have in your program, your marketing plan.

But itds |j ust -mihute plropenpeseptdtien, aboutnten aninu2es is

your story,and then the rest is going to be on the concepts. And what people
remember is that they can do this, because they heard your story. So if a person is
going to talk to people on the phone, they
of the presentatioa.

TS: Well, for a bunch of people listening who are absolutely terrified of the phone

such as me, herebs some good news: you do
business. But conversely, some people use the phone 100% to build their business;
theydodt even | eave their |living room.

Tom and | have a friend named Carlton Hurdle who lived in Goldsboro, North
Carolina, which is not a very | arge town.
how do you build your business?0o

And he sai d, tiapArethelmornirig@m,l play bagketball till five in

the afternoon. 6Cause | enjoy playing bas|
the phone, and | work the phone from five in the afternoon, till one in the morning.
Theyore stillt aowaek ei n nt Hawaadriniang our ti me.

He built his entire business strictly over the telephone. So you can build
relationships, you can create a brand new warm market, and you can build a terrific
downline organization strictly over the phone. Carlton uses aolé6t T o mé s
techniques, which is telling his personal story, and building a solid relationship.

Letés move on just a I|little bit farther o
You can use the telephone for training through conference calls, wheyepeaple

get on at the same time. But when you go into building that relationship, Tom, you
actually help somebody get started youodre
probably threava vy , with their sponsor . Yolwudre goi
them. What do you say, how do you go about training them over the telephone?
Where do you start?0o

TP: Let me just back up for just a minute, Tom, when you said that people are
terrified of the phone. I donodtareangtr ee wi t
terrified of the phone but they are terrified of not knowing what to say on the phone.

Take for example, teenagers. You have teenagers and | have teenagers. Are they
terrified of the phone?



TS: No, they actually have one growing out of their ear.

TP: Yeah. When we were teenagers we were the same way. | remember when | was
a teenager and using the phone in a phone booth, even though it was raining outside,

| would be on the phone for hours. So, itéo
we Oafer ai d of not knowi ng what to say. That
peopl e, because they already know theyore

a lot easier for them to start talking about a presentation.

TS:So, what vy o atifallenve bageyta do ig teli osr pearsonal story. Even
people who are afraid of the phone, such
next because we know what happens next, be

TP:That 6s right .

TS: If they were to ask us how weighere today at the studio, we could tell them

what road we drove down, what stop lights we crossed, and how we got out of the

car . Because we experienced it, and it hag
happened next.

So telling your personadtory over the phone relaxes people, because they know
what to say, what comes next, I tds very
phonophobics like me into professional phone people.

TP: That 6s right. And, you know itmys real |\
di stributors who came from India. She came
drive. Her husband taught her how to drive in a mall parking lot. She dressed in a

sari, you know the outfit that the women in India wear, and she got a job with a

cosmeic company.

She talks about it now, years | ater, ACan
teach the American women howtoputmake on. 0O

Well, she became very successful with that company. So, people will do whatever it
takes, and basicallpow when she talks about her story it all goes hand in hand with
what wedre doing here.

TS: Okay, the key to the telephone, with your system, is your personal story. So,

|l etds take our | isteners through a sampl e
person here, and, | etds say |1 6m John Doe.
AMYy name is John Doe. |l 6m 45 years ol d, ar
when | was growing up, we |lived in a smal/l

And you just take them through thtory stepby-step, right? You talk about your
childhood. Why do you do the childhood first?

TP: | talk about how | was very shy and very skinny. And, that has to do with people

saying, nwWel | |, gee, he was shy, apgwd he wa
heés not shy. o0 So, people say, AWell, mayb
TS: So, you talk about maybe some inadequac

overcome in childhood, because not everybody grew up rich with a silver spoon in
their mouth.



TP:That ds righ

TS: So, you relate a little bit about the childhood because a lot of times we have a
traumatic experiences there.

TP:That 6s right.
TS:Webdbre embarrassed in school
TP: Sure.

TS:Maybe we dondt have the cl otheasAnde want
people will relate to that. You go on to the adolescent years, a little talk about John
Doebs adol escent years. Why is he going t
college, for example?

TP:1'n high school and c ol streges of keemng Youre g oi n ¢
grades up, and maybe that was hard, or something like that. You talk about some of

the challenges that you overcame during yc
had challenges when he was a kid and as an adolescence, @ mayber e 6s hope
me . O

TS: Challenges could be getting that first automobile, or that first date, or maybe
getting the money together to go to college. Those would be challenges.

TP: Sure.
TS:Let 6s go on to early adul tabduthoatl? Why woul

TP: When we talk about the adul't year s, we
married, maybe you have a baby on the way
to make ends meet. And, a lot of people can relate to that. Maybe you started getting

into debt, and you started accumulating more debt. People can relate to that . . . not

that everybody would have that.

Take for an example a doctor. His story is going to be different. | mean, his story is
going to be about the struggles he had, thdengés that he had when he was going
through medical school. So, his would be totally different than mine.

But the whole point that |1 &m making here i
you an exampl e. And this Hhuatanexampldhifag to d
person were able to talk to somebody aboutRinde, they would have to know the

Bible. But what happens to a person, who becomes a Christian today, at age 407?

What would they know about thBible? Not a whole lot. What could theylk

about ? | mean, they coul 8be&Thédyl ko wmlbdbudt atl
about theology, and the Hebrew and the Greek and on and on and on, because they
dondt know. And itédés going to take time to
't 6s l i ke when tis pregram,dmo yauo meeverk nnarketiog

busi ness, they canot tal k about al |l t he
mar keting plan. They donoét know all t hat .
their testimony . . . their personal testimony.dAn t hat 6 s why the sto

i mportant . Because webre actually sharing



TS:So the point of it is, you can talk abo
know all the facts about the product, all the facts about the caatem plan. You
dondét have to wait until you become an exp

TP: That 6s right. You start right away. And
because youb6re telling peopl mostvimportanf ou ar e.
part of your presentation is your story, because it is designed to create desire. People

will say, Aalf he can do it, | can do it.o

And then the rest is just giving them a couple of concepts and then giving them some
information, and they ghome. What do they go home with? The information. Okay,

but they go home and they think about what
do it.o

Thatds why | keep coming back to that, T ¢
themselves doing it, anditgut makes it more believable fo
well , yeah, this guy. Of course he can do
You know itdés kind of I|ike the David and
and well, what do we say now? AWell yeah,

But David was a little guy. And he went up against this huge giant. But he had a

dream. He wanted the princess and all the money to take care of her. Nothing was

going to stand in his way. His friends, his family members, hiwadkers, all told

hi m, AyDoaww icdgan 6t beat this guy. o It didnot
dr eam. But see he would never have done th

And so thatés the second part of the prese

to build that dreamup very bi g, and thatdés why we ta
relate to, that they understand | i ke car s,
the dream.

TS:So i f their dream is strong enough, you
challengs that occuronadap-day basi s in their business.
itdéds not going to ruin their business. | f
if somebody tells them fino, 0 all/l these th
issues. I f their dream is big eneelligg, you
them and defending and paving -feee.dusty f or t
build a dream big enough, and theyoll St e
right?

TP: That 6 s ri ght . They wil|l do whatever it t
you know a dream can be big enough but they have to believe they can reach their

dr eam. And thatés why we go back to creat|
the story, theys a y , nWel I gee, |l can do this.o And
their dreams, that theyodére actually becomi

TS: So while the rest of your competition is teaching people how they can get 2%
more on | evel f our , myboild & dream,avbat theylrelally h el pi
want to ultimately use the money and time for out of their business. Getting them a
bi gger vision. So once they have that bi g



have that extra 2% or 10% on level four. What reatters is if they can build their
business and reach their dream, right?

TP:That 6s right. | mean there are certain c
stinks. |l mean they dondét really have a ve
lot of peope in it. Why? Because of the relationship that they have. Because they

feel they can reach their dreams. And it
that much.

TS: If they can reach their dreams?
TP: If they can reach their dreams
TS: Their going tobe happy.

TP:Yeah. I f | were to say to you, ATom, | 61
into the ring . . . or letds say 15 mil |l i«
you get into the ring with Mukeableltgdoon and
it?

TS:l donot think I could run that fast, Tom
TP: So it doesnoét make any difference if tr
percent . I't doesndét matter.

TS:So, [ dondét believe | can doatit, it
the products are.

TP:1't doesndt matter.

TS:So telling the story, well of cour se,
people join because they know you, they like you, and they trust you. And build that
relationship. And all three of thosectars have nothing to do with the percentages

paid or a secret ingredient in one of the products.

Letds move on to ad responses. A |l ot of g
build a brand new warm market. My present warm market has been used up all

redy. And I 6m going to run an ad in the | oc

| f you understand that youdre trying to b
going to change your strategy when you run ads for people. Instead of running an ad

saying, AWe pay old%%émar eromJloewnelusf because
Jin the middle of our name é 0 youlre goi!l
can build a relationship with and train. I

Instead of having lots and lots and lots of respgresa$ mailing out packs and never
talking to the people, you may want to have a bit more focus, sort through and work

with a couple good, key peopl e. Let 6s i me
somebody calls up. Youdr e sgmeicuniapitytceateh ave t o
desire and | ater on give a presentation.
here.

Letds imagine for a moment that Tom Pared

heés | ooking for somebodytitmwmgwbu&i wesdh. i An



not | ooking for everybody. Heds not going

|l ook for a few good, key peopl e. So his a
the prospect t hat pi cks up tightenowpdnd n e . So,
hopefully, Tombés-i-g@iimg to answer. So, r

TP: Hello. This is Tom.

TS: Hi . | 6m calling about your ad in the pa
about building yourown patti me busi ness. Whatoés ofit all a

the company?

TP: Okay Tom, let me ask you a question. Have you ever been in involved in your
own parttime business?

TS:Uh, wel |, no | havenot , -taateu g lolby . aYiadu [k
think 1 6m going to get soan Soaliwaselooking forpr o mot i
somethingpast i me, but | dondét want it to cost a
So, whatdés this all about?

TP: Well, let me just give you a brief overview Tom. Let me ask you a question. Do
you know the difference betwa residual income and linear income?

TS: Uhhhh . ..
TP: Let me give you an example.
TS: Okay, good.

TP:Let 6s take |l inear. You have a job, and
weeks.

TS: Right. Every two weeks, | get a paycheck just like clockwork.
TP: Just like clockwork.
TS:1t 6s not much, but | get that paycheck.

TP: Okay. And if you want more money, you have to do more work. You know. So,
whatever your job is, you only get paid for the amount of work that you do.

TS: Correct. If | stop workingjtey st op paying. Theydébve mad
me.

TP: And that happens with any profession. | mean, look at doctors and lawyers. |
mean even salespeople sell a product or services and they get paid. And if they want
more money they have to work moreuns and sell more products or more services.

TS:That s right.

TP:.So really, we try to get away from that
you Tom, but | am sales resistant. | donodt

TS: Oh, I like that. So tell me more.
TP: And so what we have is a way for you to earn residual income.
TS:Wel I, how does that work? Whatodés this re



TP: Well, residual income is when you do something right one time and you get paid
for it the rest of your life.

TS: Oh, you man, like cutting a hit record with my great singing technique here. So,
i f I have a hit record, I 61 1 probably ge
understand what that would be. Sure.

TP:Okay thatodos residual i nc o neoteacByouthey ou kno
skills on how to get that residual i ncome
called, but obviously for me to sit here and talk to you on the phone is going to take a

littl e ti me. Why dondét we do otuhti,s l.et.0s. sw

about 20 to 25 minutes. What 6s a good day
during the week better for you?

TS: Oh, well, I would like to learn about that residual income. So could we talk right
away or tomorrow?

TP: Well, unfortunatelyt oday | canot do it because | |
tomorrow would be a good day. Wh a 't about

about say . . . when do you get off of wor
TS:Oh, five 0600 clock.

TP: Okay, you probably have dinner about fivegfivhi rty, so, |l et 6s s a

about seven.

TS:Okay, hereds mys5nbmbAmd 1616l 6&B5Kk to you
TP: Okay, thanks.

TS:Okay, what has Tom done during this call

on the compasnoyl;d hnee hoans ntohe product. He h:
opportunity. As a matter of fact, he hasn
call tomorrow night.

Wh a 't heés done iIis make me a bit more r el
income | atesro sm.l elsdbmemsaotst ant . I under st an
here comes that <call tomorrow night. He 6 s
his story then. So, itds seven ob6clock to

the phone lalnad. d say HfAHe

TP: Hello, Tom. How you doing today?

TS: Pretty good. Just had dinner, been looking forward to your call.
TP: Great. How was that job today?

TS: Oh , same as itbds been every ot-timer day.
business.
TP: Looking forapartt i me busi ness. Okay, well, since

me briefly tell you a little bit about who | am. And in that way you kind of get an

idea of, AWho is this guy calling me?06 Oka
TS:Okay. Webre going to st ohxsstory apchafterihee r e . To
goes through his story |1 é&dm going to feel a



A

to be some con artist. Heds not going to
| 6m going to be much morerrebaxedsatios, go
be quite as acid, or try to pin him down ¢
be comfortable with him and who he is.

So instead of him coming right out and selling me, he came out and told me who he

i s, who | 6énbodeTadm nfgi miisthhees up his story an
thatds a nice story Tom. 0

And, then what? What does Tom say next, be
say, nWel | yeah, thatodés a nice story, o0 wha

TP: Okay, after the story,tlhe we t al k about some of the th
dreams?0 | end up with one of my dreams, a
dream, because people with jobs have to wake up to an alarm clock, so | always end

up with that. . whHahtdhslosayyoW@WiModr, eams?o0

TS:We l |, |l 6d say, one of my dreams is to m
able to get in an RV and go traveling al/l
that for a whole month every summer.

TP: Great. What other dreamd® you have?

TS:Well, a better dream would be to fly aro
wi fe wouldnodét have to do the dishes and c
maybe a better dream would be to take amoath holiday every summer, anees

the United States and maybe fly around instead of driving a big RV.

TP: Okay. What else would you want?
TS:Wel I, gee ¢€

TP: If you could open up your eyes tomorrow and you could do anything you ever
thought about, what would you do?

TS: We l |, Iblg wantpmy soh 8 go to the best college in the United States.

Now, I know that itdéds going to be a | ot o
and have that opportunity. If he could have the grades to get in, to give him the best
educati on ntthatMalydw@®d hewadd want to be a doct
smart in school, and | want to give him the best chance possible.

TP: Gr eat . l 60m writing these down Tom, beca
dreams to you, and | just want to make sure we covere m. |l dondt want t
of them out. So does anything else come to mind?

TS:Ahh, no, thatodés pretty much it.

At this time the prospect reali zes, AGost
business wedre in, but | 6goals, and whatawapt t ol d 1
to do in |ife. We have a pretty good rel at

So where do we go next, Tom?

TP:See the reason e o
shared, he woul dnot

telling me this is b

h S
0 have t aredgrettyneersanayt hi ng.



