
 

 

              “The Fortune Is In The FOLLOW UP” 

 

 

 

Ask yourself these questions regularly and answer them 

honestly. WITH NO EXCUSES! 

 

1. Am I contacting enough NEW people weekly to have 

follow up calls booked regularly? 

 

If not “WHY”? (get to the root, the core) What are you 

afraid of? 

 

Most people don’t follow up because they make 

assumptions right away of that person not having an 

interest. CHANGE YOUR THOUGHTS CHANGE 

YOUR RESULTS! 

Maybe you are shy to edify your leader onto the call. 

TRUST ME, you can’t say the wrong thing to the right 

person who is looking for another way to create 

abundance in their lives 

 

I recommend to be prepared to edify your leader to the 

call so it sounds professional and proper edification will 

keep the attention of your prospect. 

 

 

2. Are you serious when you are booking your follow up 

calls with your prospects? 

 

If not, you are probably treating Max like a hobby and 

people will recognize this in your conversations and they 

are not showing up. 



 

ASK for COMMITMENT with your prospect – don’t 

assume people are just going to show up. 

 

You can say something like, 

 

Joe, 

 

We are in serious momentum in building our powerful 

team, how serious are you in evaluating Max as a vehicle 

to create abundance for your family? 

 

_________________________________________________ 

 

Hey Jane, 

 

We are touching many people’s lives in 5 countries with 

this breakthrough product? How serious are you in 

evaluating a product that will literally make a difference 

in your life and all the people you love and care about. I’d 

like to introduce you to ……. 

(find someone who is very product oriented) 

One of my successful partners who has a nursing 

background/ nutritionist back ground/who is a 

naturopath doctor/  

 

 

This is a script that I got a few years ago with lead calls.  

 
Step 1: Prevent Cancellations 
After Setting the Follow-Up Appointment say: 
“I want to assure you, [Prospect Name] that nothing personal nor 
professional will keep me from this appointment. I value your time as 
well as my own and I am very serious about the success of my 
business. Let me ask you, are you the type of person who keeps your 
appointments?” (They always say yes). 
“Great! I really appreciate that. If an emergency does occur and you 
are unable to keep this appointment time, please contact me right 



away to reschedule so that I may give this time slot to someone else. 
My home office number is: _______________”. 
Step 2: Verification Email 
Immediately after the initial interview and setting up the 
appointment, send a brief email with any conference call numbers 
or web sites that you gave them and restate the follow-up time and 
date. Keep it short and to the point and up beat. 
Step 3: Follow-up Phone Call 
Call at exactly the time you said you would. Ask if they are an A, B, 
or C. 
A.)Ready to get started B.)Liked what they saw but have some 
questions C.)Not for them 
If an A – Take them to enrollment process immediately then 3-way 
them to team leader and introduce them and schedule their training. 
If a B – Find out what their questions are. For each one say, “If we 
can address that to your satisfaction is there anything else 
preventing you from getting started right away?” Do this for each 
question/objection and write them down as they tell you. Then get 
their questions answered ASAP. The best way is via a 3-way call or 
take them to another conference call or to the next step in your 
information pipeline. 
If a C – Ask them if they’d like to sample the product or get started 
as a customer. If not, thank them and move on! SW-SW-SW-
SW....NEXT!!!! 
Some Will, Some Won’t, So What, Some Waiting....NEXT!!!! 

 

 

3. Are you properly edifying your leadership on your follow 

up calls? 

It is up to you to set the stage for the connection with your 

leaders and your prospect. In return your leader will help 

you to powerfully share the vision of Max and edifying 

your leadership back. 

 

4. Are you using a system to book your leaders to do calls      

with you? 

  Catching leaders on the FLY will not be very effective for 

your business. 

 

5. Am I organized with my contact list? 

It is easy to overlook things when we don’t have a sheet, 

agenda for your daily follow ups. ASK your leader if they 



have prepared sheets for follow up? If not get creative 

making one then share it with the people in your team. 

 

 

6. Would I be successful sponsoring myself in the business? 

 

In order for things to change, we need to change. 

 

FYI -Fix Yourself  Immediately. The greatest leaders are 

always the greatest students. 

 

Tammy Sellars-Gingras 

 
 


