

5 Step Exposure & Duplication Process
For: Legal Shield / IDShield MEMBERSHIP & OPPORTUNITY:

These tools below add CREDIBILITY to the message and clearly demonstrate how SIMPLE this business is! 

Your goal is to be the MESSENGER, (not the Message) 

1. 512-404-2330 x2 (Male) OR 512-703-6148 x2 (Female) OR 518-530-1390 Michael Dorsey 3-Min Overview
Have your prospects listen or 3-Way call them directly to a 3-minute or 4-minute pre-recorded overview of LS's Membership & Opportunity, (Available 24/7.)  It's simple, duplicable, inexpensive and a great way to educate / SORT through your prospects to find those who sees the Opportunity or Membership.

2. “Get Paid Daily” CD  / DVD “Success from Home” Magazine or  www.todaysbestcareer.com Website
Have your prospects listen or watch “Get Paid Daily” CD / DVD. Learn about the Membership, the Opportunity and Testimonials. Have them watch the short 5-minute movie on your LegalShield Website or watch the www.greatworkplan.com. Let the tools do the explaining for you! Membership Only – www.greatlegalbenefit.com.  Keep it duplicable and simple! Do a Consumer Folder Presentation to your guest either in person or via email / Long Distance

3. 3-way call your prospect with an Expert 

After an exposure, have your prospect talk to an “Expert / your business partner” who’s job is to share stories, collect a decision or invite your guests to the next exposure.


4. Sunday Night LIVE Conference Call

This LIVE International call has been signing prospects up for 17-years because it helps your prospects hear from successful LS Associates from across the USA and Canada—A great way for your prospects to hear the BIG PICTURE! Three-way your prospects into the ShieldNation Sunday Night Conference Call at: 5PM PST / 8PM EST:  (712) 775-7085, pin 217643#.  (Note: Have guests call in a few minutes earlier as the lines WILL get blown out!)
4. Live Business / Company Overview

Invite your prospects to your local LS weekly business overview.  Remember, LS Briefings are for Confirmation of information already received (like the pre-recorded phone overview, CD/DVD, NOT first-time information. In other words, our LS Overviews should NOT be the first exposure.  At the overview, introduce your guest to as many successful LS Associates as possible and sit close to the front. 

If your prospect has completed steps 1-5, simply ask:

“If they see an Opportunity to get started with LegalShield?
Then help your guest fill out the highlighted Membership and Associate Agreement or enroll on-line.
NEXT STEP: “New Associate Checklist” Training 

When an Associate joins you in the business, it's your job to help them understand WHAT THEY NEED TO DO to be successful and get a check in their hands!  Within hours of enrolling new Associate, have them visit www.shieldnation.com meet their successful. Begin your LS Business with a step-by-step plan to create the success you desire. Utilize this training format as a way to help them to get paid & promoted within their first few days.
Training is the key to duplication and long-term success
5 Ways to CREATE a Prospect


1.) Ask for HELP!

Don't try to sell your friends and family--ask them to HELP you get the word out that you've started a new business.  Just a few minutes to HELP you out and listen to either a pre-recorded overview of LS or HELP you out and REVIEW a website or the “Perfect Storm” CD/DVD.  When they understand what LS is, they'll be able to refer people they know.

2.) Ask for an OPINION!

Everyone loves to feel as though they are in a position to give good business advice.  Ask those people you look up to for their opinion of your new business.  They'll need to listen to the pre-recorded overview or review a website or “Perfect Storm” CD / DVD to understand what LS is about before they give you their opinion.

 3.) Ask for a FAVOR!

Tell your family or good friends that you need to "Practice your presentation" and ask them for the favor of giving you 15 minutes to practice on them.  Using the ShieldNation “Consumer Folder” share with them the benefits of the Family Plan.

4.) Ask for FORGIVENESS!

Say to your friends or family, "I am so sorry!  I've been so busy building my new business that I completely forgot to tell YOU about LegalShield!  Please forgive me, I feel badly that we haven't gotten YOUR membership started!  I'll come over-- would ________ or _________ be better?"

5.) Ask for REFERRALS!

Say to your family and friends, "I know this probably isn't for you, but you may know some people who are interested in making a few hundred to a few thousand dollars per month working with me part-time.  You may also know some top-notch people who want to make tens of thousands of dollars per month and that's available too!  Listen to this overview of our company (See #1 First Page) and tell me who you think I should talk to."

4 Ways to RATE Your Prospects

After completing your STEP 1 Training at www.Shieldnation.com  CREATE YOUR LIST!  Write down the name and telephone number of everybody you know, don’t prejudge anyone.  Remember, it’s not who you know, it’s who they know!  Rate your list, giving each person a point per the criteria 1 – 5 outlined below.  (Example: Mary fits in #1, 4 & 5—she’ll rate a 3.  
Call everyone, but start with those with the most points first.

1. Dissatisfied with “Life”, Sick n’ Tired of being Sick n’ Tired?

2.  Aggressive – Not afraid to Work

3.  Money or Cause Motivated, Likes to help people

4.  Center of Influence

People who are well respected by their peers usually have a circle of influence in their community.  Whether it be a pastor, a bank manager, a real-estate agent, an insurance broker, or a housewife, seek people who are well liked by others, have many friends, are involved in many activities and have high self-esteem.
