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Where are you finding 

new people?
• my list of 50

• social media

• current members

• new outlets

“filling the pipeline constantly”

Where are your new 

fishing holes? 

Prospecting



How am I courting 

them?:

• social media posts

• personal messages &  

emails

• phone calls

• balance and variety

Approaching



Presenting

The ABCs...Always Be Closing

-give opportunities 

-call to action



Follow up for Success

• Setting expectations

• Benefits of a system

• How to follow up

• Coaching to the 

second order

Importance of 

Follow Up



Setting 

Expectations



Benefits of a 

System



How to 

Follow Up



Benefits of a 

System



Coaching to 

the Second 

Order



Multiplying

• Use the PIC to cast vision for 

multiplication

• Early on in the PIC process call 

them to action and have them 

gather a group to do PIC with 

them.  

• Part of your follow up process is 

casting vision for business.  

• KISS (Prove, Live, Share)



It takes 30 days to help someone feel 
amazing, and it takes 90 days to help 
someone change their life and be a 
lifelong customer with Shaklee.



Questions!

• What area for you needs more 

consistency and attention? 

(prospect, approach, present, 

follow-up)

• Where do you find yourself stuck 

and why? Is is mindset, verbiage, 

limiting beliefs?

• What 3 action steps will you take 

tomorrow to make a change? 


