
Team Bee 3 Way Call Guidelines
3-Way calls will typically be used after the prospect has listened to a TSE
call or has been give some sort of information on the product or business.
Please keep in mind this is just a guideline. Each call will be unique, but this
will help to guide you in the right direction with some helpful questions.
The below 3 questions will be typical of what the prospect is thinking.
 
During this 3-way call, your goal is to make the prospect feel confident with
these 3 main questions:
1) Can I do this?
2) Is there actually the help and support I need?
3) Is it worth it? (this will be answered with sharing your 1-2 min business
story somewhere within the call)
In a 3-way call, you want to ask lots of questions and get that person excited
about why they are considering the product and/or business. Keep it positive
and keep it lighthearted. It is important to have the conversation flow like a
normal conversation, so just be you, be real and have fun. It is not your job to
convince them, but ask the right questions so that they are convincing
themselves to make their decision.
Another tip is to lead the call with the business, because then you can fall
back on the product if the business is not for them.
 
How to Start the Call:
Kerry: Team member leading the 3-way call
Cindy: Prospect who was asked to hop on the call
Julie: Team member who set up the 3-way call with her prospect Cindy
The sponsor will introduce you to their prospect. Ex. Hey Cindy, thank you so
much for hopping on the call. I asked my friend Kerry to come on to help
answer any questions. She’s been in the business longer than me and is a
great help (or whatever you want to say. Don’t blow that person out of
proportion even if they are crazy successful in the business. You want to keep
that person relatable and normal to your prospect).



1) Kerry: Hey Cindy, how are you? It’s so nice to meet you. Julie has told me so
many wonderful things about you….let the prospect answer.
2) How is your day going? This is where you want to ask them questions to
loosen them up. Be relatable. Ex. It’s good, I just got my kids down for a nap,
so I’m having a break. You: Ah, fabulous, me too, that’s one of my favourite
times of the day, haha. How many kids do you have? Etc. Just ask a few
questions to make it a chill environment.
3) So how did you end up on this 3-way chat? With their response, be excited
about it. Ex. “Oh cool, that’s awesome.” "So just so you know a little bit about
me, I’m going to share my journey with you."
This is where you can share your SHORT 1-2 minute business story. If it
doesn’t feel right to share it after the quick small chat, share it where it does
feel comfortable in the conversation. Every 3-way call is going to be different,
so just feel it out. After you share your story, then you can say something like,
“Okay, so enough about me, this call is all about you…”
4) So you and Julie have been chatting and I hear you have been looking into
the Juice Plus business. That’s so cool. What do you know so far?
5) That’s wonderful. So what excites you most about the opportunity?
6) Why does that interest (or excite) you? Here you are digging more into their
story. When they give you their response, be excited about it. Depending on
where the conversation goes, here are some more questions that can be
options to ask…
7) So you know a little bit about the product…what do you like best about it?
With their answer you will see where their priorities are. Start digging into
that as well. Another question once they answer could be…why is that
important to you?
8) So now that I’ve gotten to know a little bit about you and what excites you
about this opportunity, Is this something you can see yourself doing?
 
If the prospect is all in, you can say:
“Okay, that’s so amazing. That’s a great decision and I am excited for you. I
am going to hop off the call now, and I’m going to let just you and Julie chat.
She can grab your information and get you all signed up. It was so nice to
chat with you!”…This part is important, because you want to sign people up
right away when they are excited. If you let it go, they may second guess
themselves and lose their excitement…



If the prospect is a bit wishy washy and still seems hesitant:
Ask…”Okay great, what would help you get more excited?”
If they don’t have any interest in the business, then you can fall back on the
product and say….“Okay not to worry, loads of people love and enjoy the
product without doing the business. Would you like to just get started on the
product?”
If they say yes, then repeat the same wording as above when the prospect is
a yes to the business: “Okay, that’s so amazing. That’s a great decision and I
am excited for you. I am going to hop off the call now, and I’m going to let
just you and Julie chat. She can grab your information and select a product
package that suits you. It was so nice to chat with you! Have a great day!”
If the prospect is a no to the business AND the product, then you can do the
following:“Thank you so much for your time Cindy! It was really nice to chat
with you. Would you know of anyone who the product or business could
help?” Typically this will be a short answer of something like, yah, I’ll think
about it and let you know….
End the call with:
“Thank you so much for your time Cindy. It was great to chat with you. As a
thank you, Julie will be gifting you access to our DYSL Facebook page. It’s a
community with wellness tips, personal growth, contribution projects and
basically an all around positive page that makes you feel good. So that is our
thank you to you for taking your time out of your day to chat with us.”


