
“SET APPOINTMENTS”

 You are now ready to go out and meet with your prospects, 
 to introduce the outstanding products and Lifestyles Opportunity.
 
Here are some eff ective ways to set appointments with your prospects, 

and how to introduce the subject of the Lifestyles Opportunity to 

these people.

The invitation 

Inviting prospects to a presentation, or meeting, is an important part of building your 
Lifestyles business.  

Guidelines on how to make eff ective invitations over the phone: 

•  keep the conversation short – one to two minutes in length
•  be respectful of other people’s time. Confi rm that they have the time to speak with you, 

and get permission to continue 
•  Keep your conversation friendly and warm 
•  explain that you are looking for help with your new business, or that you have found a 

great product they may be interested in. This also allows you to confi rm whether or not you 
have the prospect correctly qualifi ed and/or identifi ed

•  depending upon how you want to approach this person, ask them for a brief meeting, or 
invite the person to a Business Opportunity Presentation (a 1-on-1, or a larger Business 
Opportunity Presentation (BOP))

•  regardless of the prospect’s answer to your invitation, ask for referrals

Making calls to people and inviting them to presentations can be diffi  cult at the beginning – 
but with practice things get easier! Every conversation is another opportunity to refi ne your 
presentation skills.

We use diff erent types of meetings to provide you, as a Distributor, with fl exible situations 
in which to present prospects with an overview of Lifestyles, and the Lifestyles Opportunity. 
To make this simple, consistent and easy, we have included the Business Opportunity 
Presentation in your Distributor Kit – quite likely the same presentation that your Sponsor 
made to you. Later in the training we will help you to understand how to deliver this 
presentation to one or two people; or groups of 20 or 200! 

The types of meetings we most commonly use:

• “2-on-1” and “1-on-1”:

A “2-on-1” is a meeting where your Sponsor, or another person from your up-line, presents 
to a prospect with you watching and learning 

A “1-on-1” is a meeting where you present to a prospect on your own

• Home Meetings:

This is where you present to two or more prospects, either in your home or the home of one 
of the prospects

• BOP or Business Opportunity Presentation:

This is a larger meeting where many people may be in attendance

We focus on a 

number of ways to 

set appointments: 

•  Deciding what type 

of meeting best suits 

a potential prospect

•  Determining which 

approach, Business 

or Product, is likely 

to work best

•  Providing you with 

examples of these 

diff erent approaches

•  Providing you 

with some role-

plays to help you 

prepare to make 

those approaches



Which Approach Do I Take?

Whenever you meet someone new, try to fi nd out a little about them, so you can decide how 
to talk to them about Lifestyles Products and the Opportunity. Do this by asking questions, 
and by listening. “Listening” is the best skill you can develop – even better than talking, 
because listening to other people and what they say about themselves will help you fi gure 
out what you should be saying to them about Lifestyles.

The way we talk to people about Lifestyles is by using either the Business Approach, or the 
Product Approach. We determine which approach is best in the same way we created the 
Red and Green Lists:

1.  Business Approach:  Find a personal reason why the individual might be interested in the 
Business Opportunity. For example, the person might want to supplement their income, 
take a vacation, have more free time, put children through college, etc.

2.  Product Approach:  Ask questions and listen to see if they are focused on maintaining a 
healthy lifestyle, or seem to be interested in products that may help them in achieving a 
healthy balance. Remind them that healthy people need our products too!

We’ve discussed the concepts and diff erent approaches we take, and various ways to talk to 
prospects – now let’s do some role-playing to practice!

Business Approach

These are some examples of initial approaches to a prospect:

•  “If I could show you a way to make more money and at the same time have more energy 
and enjoy better health – and I have seen it work – would you be willing to listen?”

•  “I’m so excited about something new I’ve found – can we sit down for a half-hour so I can 
discuss it with you?  You can go ahead and tell me you’re not interested when I’m done, but 
I would appreciate if you didn’t do that right away. I’d like you to say, “Yes, I’ll listen to you.” 
Then, if you choose to say “no”, that’s okay. Can we get together for a half-hour?”

This is an example of a meeting invitation and conversation:

Distributor: “Hi Tom, I just started a new business that has me really excited about 
the income potential, and the impact that the products are going to have on people.  
I’m just getting my business going and could really use your help.  What are you doing 
this Thursday at 8pm?”

Prospect: “What’s it all about?” or “What is it?”

Distributor: “Well, Tom, I’m working with a health and nutrition company called Lifestyles.  
Have you heard of them?  They are one of the fastest growing companies in the wellness 
product industry, and I’ve got the inside track.  This is a tremendous company and I cannot 
do it justice in a few minutes over the phone, so come over and check it out this Thursday 
at 8pm.  I promise that you won’t be disappointed!”

Smile as you talk – 

this is something 

people truly can hear 

in your voice.

It may be better 

for you to stand 

during the call. This 

tends to make your 

voice stronger, and 

that can give you 

more confi dence.



How to Talk to People

Try these scripts when contacting people about your Lifestyles business. 

 

 Product Message: “I'm calling to tell you about great health products that I am 
experienceing amazing results with, I wanted to share them with you. Is their anyone you 
know who we can share these products with? I would love to spend a half hour to explain
it all to you. I am free this Tuesday and Thursday, which day suits your schedule best?”
 
Opportunity Message: “I'm phoning to tell you I've started a new business and they're 
looking for help in your area. The money's great, and it's flexible; it won't afffect what you're
currently doing. I know we can work together to develop another stream of income, so we 
can enjoy more free time.  I would love to get together to discuss this exciting opportunity, 
I am free this Tuesday or Wednesday evening, which time works best for you?” 
 
  
Remember these key points: 
 • Continue to add to your contact list 
 • Start by contacting people you know. Your inner circle. (You've already established trust 
    and influence with them, this will help you perfect your call technique)
 • Ask each person for referrals from their inner circle
 • Never pre-judge
 • Continue to follow-up with a prospect until you make contact 
   

 

 

Create Your Own Script. One That Suits Your Style.

NOTES:

Ask your up-line for 

tips on the objections 

you might receive and 

how to handle them.


