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» Making Your List of Names . . w . IPI"' Ty Your Prospecisi -
Once you bave set your goals, the next step is to develop a list of people with whom | A . % . - ¥ f '
you want to share the Symmetry products and/or opportunity. ' , > '

Inviting friends, acquaintances, and even strangers to .
look at your Symmetry opportunity and products can . /
be rewarding. Just remember a few simple points: :

0 L | T SR ' O/’-

» When making your list, do not prejudge anyone. You never know who might be interested. To be successful in Symmetry, you
must share the opportunity and products with everyone and let them decide their interest level.

» List all people, local and around the country. You'll start by sharing the opportunity and products locally, but once you feel : .
confident, you'll want to expand your business to other parts of the country and around the world.

® Be Enthusiastic o A|waz/s Invite Husband and Wife

People have a tendency to believe more in what you It's muc
are saying if you are enthusiastic about it.

better if you can get both to see your
opportunity and products. You never know which

» Treat your list like a bank account. Put some in; take some out; put some more in. Start by writing 50 names now, but add to
your list daily and weekly. Always ask everyone to give you names of anyone they know who might have an interest in your

opportunity or products.

Who Do You Know? Name Phone #

E-mail Address

From your present job?

Who is your physician?

Whose names are in your cellular phone?

Because of your favorite sports

or hobbies?

Who is your dentist?

Who is your nurse?

From your Christmas card list?

Who bought a new house in your

neighborhood?

Who does your dry cleaning?

Your old classmates?

Who sold you your furniture?

Who sells you gas, tires or lubrication?

Maintain your home?

Do you have roommates?

Who repairs your shoes?

Who is your letter carrier?

Who is on your police force?

Who sold you your appliances?

Who sold you your automobile?

From your church?

Who services your appliances?

Who is your barber or hairdresser?

From your old job?
Who lives next door to you?

Who heads your bank?

Who sold you your house?
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¢ Have Fun!
Sharing our financial opportunity and products is fun.

one will be interested. Many of the most successful
Business Partners are couples working together.

If you enjoy what you do, people will want to follow. ¢ Be Serious
It's important to have fun with your business, but

* Build curiosi
Your goal is to build enough curiosity so your pros-
pect will make an appointment to get all the facts. Do
not explain details on the phone.

remember, it is a business and could make a big differ-
ence in your financial future. Don’t let others control

the conversation. You have the finest financial oppor-

tunity and the best products in the world today. It

doesn’t matter if they join, but they must “Take a look.”

3
DON ceo e * Don't be evasive: Don't talk about any

details of the business on the phone, but
do not make your prospect feel like you
are holding anything back.

® Don’t miss the appointment! Be sure to
make all appointments at least two hours
apart, and allow travel time. If you are
using a center, make sure you're early.

* Don't be discouraged or allow your
attitude to sink if you don’t get the
appointment. Keep the name and call
again in several months. Times change
and people change.

* Don’t misrepresent, lie, or mislead.

DO...

¢ Build curiosity

* Talk about goals, dreams, money, inflation,
financial independence, tax benefits, etc.

* Make the appointment for either a group
meeting or one-on-one, but always talk
about just taking a look to get all the
facts.

e Always make the appointment with hus-
band and wife.

e Always be courteous. When you hang up,
your prospect should be curious, inter-
ested and smiling.

e Reinforce the appointment before hanging
up; be sure to reconfirm your appointment
and be sure your prospect has written it
down.

e Take notes during your conversation.
You might pick up some information
that will be helpful at your appoint-
ment.

e Keep records; keep track of:
= How many calls you make.
& How many appointments you set.
= How many appointments you kept.
& How many joined your business or
bought products.
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«y A Simple Invitation

A key to getting people to meet with
you is an effective invitation. Here’s a
good example of a couple of simple,
yet very effective techniques.

‘ ‘ Jobn and Mary, if I could show you bow to double your
income witbhout disturbing what you are doing now, , ’
would it be worth one bour of your time to take a look?

‘ ‘ I've got an idea I'm excited about and it’s going to
make a lot of money. I'd like to share it with you.

29

Be Sincere — Cnthusiastic — Believable

(44

YES, BUT” - is a YES, keep asking for the appointment.
“ILL TRY TO MAKE IT” - is a NO! Get a firm yes or no. , ’

Before Closing Your Conversation, Say:

‘ ‘ By the way Jobn, if for some reason you and Mary cannot
keep our appointment, let me know in advance so I can
share my opportunity with someone else in your place. ’ ,
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3 Eftective Ways to Share Your Business

Group Presentation

You might invite some friends to your home, to get on a conference

call together or at a local office and you and/or your enroller share the
Symmetry Compensation Plan and products with several couples at one
time. In many areas, several Business Partners combine their efforts and
rent meeting facilities to share the opportunity in large groups. Many times
Business Partners get together and form co-ops to support these meeting
rooms or rent office space to share. Use the Business Presentation DVD!

One-On-One Presentation
This very effective method is simply to share the Symmetry

opportunity with one couple at a time by using the Flip Chart
face to face or online. To assist in this presentation, you can use

you feel about the business and why you decided to become part of
meetings, but don't hesitate to do it yourself. Practice makes perfect.

emotions not how well you present the facts.

* Live Business Opportunity calls every Tuesday night.
(see back page)

Out of Town Enrolling

When enrolling people out of town it is always harder
to be there in person to share the opportunity, but with
the Symmetry’s conference call system and opportunity
video presentation (online), it’s simple to expand your Business
Partner network nationally or internationally.

Simply send your prospects a Symmetry Sample Pack directly from

the company. It contains 1- Genesis Sample, 1- Genesis brochure,

1- Genesis DVD and a personalized letter from you. All it costs you is a
minimal shipping charge of $3.95. Call your prospect and let them know
you sent them a package and don'’t forget to follow up with them once
they receive it. Also for convenience, you can use the conference calls
and your own personal Symmetry website, www.symmetrydirect.com/
your website or www.symmetry.biz/your website to help familiarize your
prospect with your biz . For more information, talk to your enroller or
Field Services @ 1-800-Symmetr(y).

Symmetry. When possible, your enroller will help conduct your first few

. Sharing the Symmetry Opportunity

a DVD which shows the Symmetry products & lifestyle. Just add how

And your excitement and enthusiasm will come across. People buy your
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«y Dream Book

Serious business partners design a Dream Book as soon as they begin their business. Simply

divide a binder into five sections. Use this binder for pre-talk and for closing after the pre-
sentation. This Dream Book will belp you find out your prospect’s goals and will belp you to
create believability in your business.

Here are some ideas to set up your Dream Book. Use a
binder with vinyl sheet protectors.

I%-Iﬁ.nn il

Section 1 - Dreams - Cut out pictures of your dreams and goals:
cars, homes, boats, planes, travel, furs, clothes,
gifts, etc.

Section 2 - Company Image - Use this section to show the
Symmetry image and what Symmetry offers other
than money. You might include the Symmetry story,
the cash contest, annual trip contest, fliers and
some select pages from the Vision magazine

Section 3 - Product Image - Insert pictures of the Symmetry
Genesis & Ultra Vitality. Color flyers, color pages
from Vision, brochures, information on the Technical
Research & Advisory Council, etc. Make this sec-
tion only product image, not detailed training
information. Detailed information goes into your
training binder.

Section 4 -  Marketing Plan - Using the Simple Profit Plan flier,
show the basics of the Symmetry profit plan. Keep
it simple.

Section 5 - Success - Include here success stories, your own, plus
your up and down line and any other relevant orga-
nization. Income stories from the Vision and Star
Performers, (various professions), travel stories,
contest trip winners, etc., can be used. Also include
copies of your checks from Symmetry as well as
check copies from other top earners in Symmetry.

« Retail Sales Tips

3

Peop|e to Peop|e - Person to person sales are by far the
best. The Symmetry opportunity and products are easily sold
by word of mouth.

ShOWS - By inviting a few friends over to your home or a
hostess’ home, you can share the benefits of Symmetry
products.

BfOChure - Place product brochures in places like medical
offices, lunch rooms and office work areas. A Symmetry
brochure becomes a silent salesperson. Be sure your name,
address, phone numbers and web site address are on all
literature.

Web Site - set up your Symmetry website immediately. Print
your site address on all of your cards, brochures, or in all of your
ads. It is a great way to keep your Symmetry store open 24
hours a day, 7 days a week.

Sump|ing — get yourself a 15 pack of the trial size. These
1.5 oz bottles are a perfect way to let people taste Genesis.

N GENESISECH NESS NSNS Give one of each to everyone.
AT

S
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o Commonly Asked Questions About Symmetry Products

“Are Symmetry products FDA approved?”

No nutritional product is approved by the Food & Drug Administration. The FDA only
approves drugs. Symmetry products are not drugs, but food. However, Symmetry uses
only ingredients that are on the FDA - GRAS list (Generally Regarded As Safe) to ensure

our products are safe for consumption.
“Is this medicine?”

No — Symmerty products are food, not medicine.

“Do Symmetry products cure specific diseases?”

No — Symmetry products are not drugs and do not “cure.” They are simple good food
that helps your body to get the nutrition it needs to be healthy and vibrant. Whenever
someone has a medical condition, you should always refer them to a medical doctor for
advice.

“Why does the color of the caplets sometimes change?”

When you use natural ingredients they always vary slightly in color and even taste.
Symmetry’s high level of Quality Control ensures potency, purity and consistency.

“Can anyone take Symmetry products?”

Yes — anyone who wants to look and feel their best should be taking Symmetry
products. There are even beneficial products for pets and children. So there is no
reason why the whole family can’t become healthier and happier with their everyday
routines.

“How does the guarantee work?”

On consumable products we provide a 100% money back guarantee.

If you sell a product and your retail customer is not satisfied, you may return his or her
money and take back the retail receipt. On the back of the receipt, write why they were
not satisfied. Return the receipt and the remaining unused product to Symmetry. We will
replace the product for your inventory.

If someone purchases as a business partner, the 100% guarantee does apply. However,
there is the possibility of a restocking fee at 10% of the product purchase cost, less any
commissions paid on that purchase. (See enclosed Policies & Procedures insert for com-
plete information.)
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Symmetry Support Info

Contact info:

Web info: For more information on the company, products or opportunities,
go to: www.symmetrydirect.com.

You may have your own sym-e-site: www.symmetrydirect.com/your name.

(It is always better to use your own site for business activity.)

For questions about your business, an order or a change to your account:
Email address:

field.services@intl.symmcorp.com — questions about the plan or commissions
customer.care@intl.symmcorp.com — questions about orders

Phone numbers: 1-800-Symmetr(y)

Option 1: New customer or need assistance

Option 2: Quality Assurance for exchanges, product returns or refund status.

Option 3: Any questions regarding your checking account debits (i.e.) voided checks
Option 4: Field Services Department

Fax numbers: 1-866-796-6347 for all orders or AutoShip changes

Conference Calls: 1-978-964-0046 Pin: 1239445
Every Tuesday @ 6:30 pm PST — Live Business Opportunity
Every 1% Thursday @ 6:30 pm PST — Live What's Up Call
Every 2" Thursday @ 6:30 pm PST — Live Master Mind
Every 3 Thursday @ 6:30 pm PST — Business Basics
Every 4" Thursday @ 6:30 pm PST — Ask the Doctor w/ Dr. Mark Crape
Every 5" Thursday @ 6:30 pm PST — An interview with a special guest
(These Conference Calls are recorded and available 24 hours a day @ 1-585-295-5430)

To hear our recorded calls: 1-585-295-5430

Option 1: Welcome message Mr. Rudy Revak Option 5: “Masters Mind” call
Option 2: Business Opportunity calls Option 6: “Business Basics”calll
Option 3: Dr. Mark’s Product Message Option 7: “Ask the Doctor” call
Option 4: “What's Up” call

Headquarter office: 420 S. Hillview Dr., Milpitas, CA 95035

Business Cards: Log into your sym-e-site and click on “purchase promotional and
business tools”

Business/Get Genesis websites: symmetry.biz/your name

getgenesis.com/your name
Check www.symmetrydirect.com for current information





