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The following are guidelines to bear in mind when participating in the Second Look Business Briefing as either the Introduction Speaker or one of the Product Presenters.

1. Presenters should be in professional dress.
a. Sports coats / suits / jackets

b. Clothes clean and pressed

c. Shoes shined

2. Presenters should not make comments about room size, chairs, turnout, ets.  No casual talk.  You become an authority on this business when people see that you speak in the front of the room.  Respect that position.
3. Remember to smile and look at the audience.  Your friendly smile and professional dress will convey commitment and enthusiasm.  Be sincere and authentic.

4. Use the computer to see the presentation and to know what slide you are on.  Do not turn your back to the audience to look at the screen.  Always look at the audience, and use the word “you” to connect with them.
5. Do not include your 2 minute commercial, your “why,” or any story about why you are here.

6. Do not take cards or notes to the front of the room.  The Powerpoint presentation is your guide.

7. Avoid reading the slides to the audience.  Instead, elaborate on the points made by the slides….know the message behind each slide and talk about that.  Talk about why each particular piece of information is important to the guest.  If you are not sure, ask someone for assistance in better understanding the presentation before you find yourself in front of the room.  Avoid stating the obvious.

a. Example:  Mission Statement

i. On the Mission Statement slide, do not say “This is our Mission Statement.”  Instead, say something like “Market America’s mission is centered around revolutionizing the way consumers shop…”
b. Example:  Corporate Headquarters

i. On the slide that has the picture of the Corporate HQ, do not say “This is a picture of our Corporate Headquarters.”  Instead, say something like, “And now we turn our attention to the four cornerstones of our business: Product Brokerage, Internet Marketing, One to One Marketing, and Mass Customization.”

8. Intro speakers
a. This job requires you to take command of the room promptly at 7:30pm.  Be at the front of the room, have everyone take their seats, and remind them to turn off their cell phones.  This meeting starts at 7:30pm without exception…even if we are still bringing chairs in at the back of the room.
b. The intro portion should be 5 to 7 minutes, ending by 7:37 at the latest.
c. When transitioning to product, reference something like “I would now like to turn the meeting over to _______ and _____ who will share some additional information about our products.”  Avoid referencing pin levels at this point.  Also, be sure you know the people and the correct pronunciation of their names before the meeting starts.
9. Product speakers
a. Be careful to balance between both speakers.
b. The product portion should be about 10 minutes, finishing on or before 7:50pm.

c. Do not feel the need to say something about every slide.  One of the easiest ways to address this with the audience is to simply say, “There are so many products and lines within our company, that we can simply not talk about all of them.  Therefore, we will need to speed through some of the slides.”  

d. Again, remember that you are there to convey the importance of information to the guests in the room….reasons why a particular product or line is powerful and valuable to the business they are considering.

i. With everything you want to say, ask “Why would the guest care about this?”

ii. This means that your own personal product testimonials may not necessarily be relevant.
iii. Avoid platitudes - comments intended to motivate or encourage, but which are in reality overly-simplistic
1. The product sells itself.
2. Our products are the best.

3. Our compensation plan is better than anyone else’s.
iv. When it comes to things you have heard other speakers say in the past, just because someone else said it does not mean it is effective or accurate.  Ask yourself, about everything you say, if it helps the guest to see the power of the business.  Confirm facts you want to use.
1. Focus on things like

a. We will never be out of business

b. We are always on the cutting edge

c. We are always moving toward new trends

e. The “Coming Soon” store is not necessarily the most exciting, but is the most powerful…we will always be in business because of the nature of the product brokerage concept.

f. Talk about big industries where people are spending big bucks

i. Health and nutrition

ii. Anti Aging

iii. Weight Loss

g. Avoid scientific and technique discussions.

i. Do not describe the method of swabbing the inside of the mouth in the Gene SNP

1. Discuss that we use DNA to determine the correct supplementation for an individual.

ii. Do not discuss the pyloric valve when discussing Isotonix

1.  Ask the person that brought you to explain more about the Isotonix delivery system…it basically means you and your customers are getting your money’s worth from your supplement product.
iii. Do not make claims that our products can treat, prevent, or cure any disease or health difficulty.

h. Anti-Aging

i. Market America has partnered with Drs. Klatz and Goldman, pioneers in the industry, and bring the power of that relationship to you and your business.

i. Product Publication slide is an example of the extensive library that Market America has to educate Distributors and Customers, and for use by Distributors as marketing tools.

j. Transitions

i. Huge industry, an epidemic

ii. The leading expert in Low GI is working with Market America
iii. We have the clinical proof that it is twice as effective as any other system out there.

k. Specialty Store Slides

i. The stores themselves are not necessarily as important as the following:  in keeping with our concept of Product Brokerage, and in staying in synch with the idea of us doing business in over 14 markets, we have specialty stores which deliver power to you, as a Distributor, and enable you to do business with more people.
ii. If you talk about any specific product, do it quickly.

l. Partner Stores

i. This is just a sampling, and we are adding them dozens at a time.

ii. Eventually ALL internet retails will be partners of Market America and doing business through us online.

m. Have the Plan Presenter’s bio prior to the meeting, and talk with them beforehand to discuss how they like to be introduced.  Give a brief introduction.  

