BIG PLANET

[image: image1.png]



NEW REPRESENTATIVE

1st Step Training

How To Get a New Representative Started 

1) Be prepared with the following to sponsor your prospect(s):
· Free iPhone & I-Kit Order Form 

· Big Planet Representative Agreement 

· Executive Launch Letter(ELL) 

· Business Long Distance Signup Form (6.9 cent rate)

· Big Planet Anti-Slamming Form

· Free iPhone Subscriber Agreement (for prospects who decide to become a customer)

2) Sponsoring your New Representative (2 ways):
A)Call 800-211-6300, and place new representative’s order for the I-Kit & Get:
· Rep ID #  (write this down for your records) ________________________
· Username
· Password
· E-mail address    _______________________@bigplanet.com
· Web Page (DWP) address    http://dwp.bigplanet.com/_______________________
· Free iPhone Validation Serial #  __________________
· Make sure to enter Validation Serial# in top right corner of Free iPhone form- fax to 800-487-3400

· SWITCH LONG DISTANCE SERVICE TO QWEST on this call(if new rep. wants 6.9cent rate, they must fill out the “Telecommunication Service Order” form for this “business” LD rate and fax it in)

B) Or, fill out “Free Iphone & IKit Order Form”  and fax to 800-487-3400

(Big Planet will then email the sponsor within 24 hours with the new Rep. ID#, and then mail a letter to the new rep. including all of the above information.)
3) Complete the following forms:

· Big Planet Rep Agreement (mail the signed agreement to the address on the form- credit card info is not necessary)

· Telecommunication Service Order (if new rep. wants the 6.9 cent rate- fax to 800-487-3400)

· Big Planet Anti-Slamming Agreement (fax to 800-487-3400) 

4) Order 100 Big Planet Videos
· Fill out and fax in Video Order Form (available at www.KarlenGroup.com) 
5) Review New Representative Assignment Sheet

6) Schedule a Launch Meeting

The Launch Meeting is an optional business briefing done for your contacts.  Set up a time, date and location.  Your sponsor should attend if local, or should be available by phone if long distance.  

Note: It is important to have an I-Phone available for demonstration.
-  Give your new rep. a copy of this 1st Step Training Packet

New Representative Assignment Sheet

1) Create Contact  List:

Create a contact list of as many names and phone numbers as possible with 200 as a minimum.  Remember not to pre-qualify or exclude ANYONE, regardless of how busy they might be.  This is your inventory for the business…more is better!  

2) Order 3-Way Conference Calling:

This will be used as a tool which will allow you to be assisted and coached by your sponsor; and later, to assist and coach your new representatives.  This is ordered from your local phone company.

3) Setting Up I-Phone
· View the “Discover Your iPhone” Video and register your iPhone

· If necessary, for new iPhone set-up support, call 800-211-6300. 

· Walk through how to E-mail, how to check stock quotes, weather, shopping, and other simple functions.

· Encourage new Rep. to get comfortable with iPhone features— Stress Simplicity
4) Login to “My Mall” from the Big Planet website (www.bigplanet.com)
· Use same username and password

· If possible, place an order for toys, books, cd’s, or flowers, etc.- this will show the simplicity of use

5) Latest Updates from Big Planet/ Virtual Office
From www.bigplanet.com, click on “My Office”. Log in using your username and password.  Click on the “What’s New” link.  This should be checked daily to receive continual updates from the company.  “My Office” is a great resource, and contains all the details of the Big Planet business.

7) Visit Your Rep Web Page (DWP)
The web page address is http://dwp.bigplanet.com/(username)
7) Visit the KarlenGroup Website (www.karlengroup.com)
This website is a resource containing the documents & meeting information you will need to build the business.  Included in this website is the following:

· 1st Step Training

· Compensation Overview

· Important Forms and Agreements

· Nationwide Big Planet Presentation Schedules

· Most Frequently Asked Questions (FAQ’s) about Big Planet

8) Compensation/Action Plan:
Review the Compensation Plan, discuss the importance of being an executive, and develop the new representative’s action plan.  Show new Rep. how to get 15 cc’s right away by placing the Free iPhone Contracts. (Note: Purchasing the iKit gets new Rep. 5 free iPhone contracts).  

9) Review Goals with your sponsor:

Each individual’s goals and measures of success in this business are different.  It is important to review what you are looking to create with this business- some reps. want to earn an extra $500/month, some may want to earn $5-$10,000 per month and replace their current job.  By reviewing these goals, your sponsor can better form an action plan for you, and how much time they should commit to helping you achieve your goals.  It can be beneficial to write these down, commit to them, and review them every so often.

10) Long Distance Sponsoring:
Because of the Big Planet duplication model, you have the ability to build your business locally and nationally, as many cities across the country hold weekly meetings. Check www.karlengroup.com for Nationwide Meeting Schedules.  Signup and training can then be done over the phone.  Most meetings will charge a nominal $10 fee for Reps., with guests free. This helps to cover the cost of the meeting room. It is important to support your local meetings, even if you do not have any guests to bring.

11)  Rejection:
Rejection is the rule, not the exception.  Not everybody you introduce to the business to is going to be as excited as you are about it (as unbelievable as that may seem!).  The idea is to introduce the business to enough people so that you will find the ones who are at the right place and at the right time in their lives to do this business.  Don’t take the “no’s” personally.  They are not rejecting you, they are rejecting the business opportunity.  This is the most important principle to remember.

How To Invite

Inviting is the first and most important skill you need to master in order to be successful in this business.  The less you say during an invite, the better your chance of having your prospect review the information or attend a meeting.  Refer to the invite scripts for help.  Send them a Big Planet Video and Executive Summary to get them interested.  Remember, the initial call is for Inviting; Not presenting the business.  Create curiosity. Also, “It’s not what you say, It’s how you say it”-- be enthusiastic.
Structure Of The Invite

· Is now a good time to speak?

Ex:”Do you have a minute to talk?”

· Limit the duration of the call

Ex: “Good…I only have a minute myself”

· Extend invitation…See Scripts

· Send Big Planet Video and Executive Summary to prospect


**When calling your “hot” circle (family, very close friends, relatives):  

--------------------------------------------------------

- Hi Gary, it’s Bryan….do you have a minute or did I get you at a bad time?


No, I have a minute, what’s up? (if they say that it’s a bad time, ask “when would be a better time to call back”)
- Great, I only have a minute myself…
-I’m working on a business project related to the internet and e-commerce, and I wanted to let you know about it….. I’m sure you’re aware of the massive growth of these industries?   Yes 

-Well, our company is providing an opportunity for us as individuals to take advantage of these $Trillion Dollar markets.  I’d love to tell you more, but let me send you some information, including a 12 minute video outlining our strategy. I’m interested to hear what you think. Will you take a look at this right when you receive it and let me know?  Sure!


-I’ll get that right out to you.


**When you are calling your “warm” circle (friends, co-workers, people you know):

------------------------------------------------------------------------

-Hi Larry, it’s Bryan, do you have a minute or did I get you at a bad time?   No, I have a minute….what’s up?

-Great, I only have a minute myself…..Have I told you anything about the new internet business project that I’m working on?  No

-Well, I’m working on a side business project related to technology and the internet.  Are you familiar with the amazing growth that’s taking place with the internet?  Sure!

-Let me ask you a question…… would you be open to a business idea that would allow you to take advantage of this growth?  Yes!

-I’d love to tell you more, but let me send you some information, including a quick 12 minute video outlining our strategy.  I’m interested to hear what you think. Will you take a look at this right when you receive it and let me know?  Sure!

-What is a good mailing address to send this out to?

-I’ll send that right out to you.


How to answer Questions when inviting:

(Keep Control of the Conversation!)

Tell me more…or…What is this?

-“Actually, the video will do a great job to explain the company and strategy to you… plus I don’t think either of us have an hour to discuss it now on the phone.   So does it make sense to take a look at the information I am sending you? I’m very interested to hear what you think about it.”

Or

-“If I begin to go into the details about how we are poised to be a multi-billion dollar company in the Internet and E-commerce arenas…and how some of are partners include Sun Microsystems, Cisco Systems and IBM…..we’re going to have an hour-long session of questions and answers.  Remember, this may or may not be for you, and either way is ok, but we won’t really know unless you take a look at this video and information…. I’m very interested to hear what you think about it.”

Note: Remember, the initial call is to invite them to watch the Video and Executive Summary, Not presenting the whole business and answering questions.  There will be plenty of time and opportunity for that in the follow-up call.  Keep it Simple!  Also, telling the prospect that you are interested in their feedback lets them know that you value their opinion- which in turn makes them more likely to watch the video and possibly call you back.

I have no time!

-“That’s why I’m calling you….we’re looking for people who are busy because people like us get things done….do you think it might make sense to see the information and then evaluate whether it’s worth making time for it?”

Is this sales?

-“How do you feel about sales?”


I like it.
-“Great, there are aspects of this business that you’re really going to love….Take a look at the Video and you’ll understand more.”


I HATE sales…I’m not a salesman.

-“That’s fine because most of the money in our business is not sales-related…..Keeping this in mind, does it make sense to review the information and make your own decision?”

Is this network marketing/MLM?

-“This is actually a brand new industry called “inter-networking” and it’s never been done before in corporate history!  That’s why we’ve attracted partners like SunMicrosystems, Oracle, IBM, and others…..because of this unique strategy.  So, do you think it makes sense to get together and we can see if there’s a fit or not?”

Note: Make sure your answer is Confident, not Defensive. Posture is important with this answer. 
Is this a pyramid?
-“What do you mean when you say pyramid?” (ask this with 100% confidence) –usually their answer does not describe what we do…so say…

-“Good question, let me ask you something.…do you think that the CEO’s of SunMicrosystems and IBM would involve themselves in a pyramid?”  No….”So does it make sense to see the information and then decide whether or not this is for you?”

**Remember, only invite over the phone, do not present- Create Curiosity**

Also, Create Urgency…..tell people that “this is time-sensitive” and that they have to watch the video immediately when they receive it…….be excited…and most of all have fun on the phone!!!

***Also, Keep Control of the conversation.  Your goal in the initial call is to build rapport and give the prospect a good reason to watch the video and review the info., and should take approximately 3-5 minutes.  Many of the questions that prospects want to ask, will be answered after watching the video.  Most prospects will then just want to know how to get involved in the follow-up call.


Follow-Up
The follow-up is an essential step in sponsoring.  Some prospects will call you back, but most will not.  It is important to call your prospects when they have had sufficient time to view the video, and at the same time while it is still fresh on their mind.  Keep it simple, and don’t be afraid to reference the video to guide you through.  For your first few calls, or until you are comfortable, it is helpful to 3-way call with your sponsor, to hear what they say and how they answer different questions.

It is also very important to Ask for the Order.

Ex: “So, should we conference you in to the Ikit order line to get you started with your Internet Business?”

Or

“Most of your detail questions will be answered in the training. Are you ready to go ahead and get started?”

“The IKit includes a website, 5 free Iphones to give out to customers who sign up for 3 years of internet service, a free Iphone for yourself, and of course access to millions of products on our online store that you can get paid on- from books, cd’s, and electronics, to groceries and apparel.  That’s $3,000 worth of value for under $500!”

Conference them into the IKit signup line at 800-211-6300 and walk them through the signup.  Get new rep. a copy of this training to review with them once they receive their IKit. (By e-mail, fax or mail).

How to Place a Free I-Phone* with a Customer

1. Set up your customer

· Call 800-211-6300

· Select option#2 (new internet sign-up support)

· Tell the order processor that you need to establish a Customer ID#

· All that is required is name, address, phone#

2. Have your prospect complete the Free I-Phone Subscriber Agreement, making sure that your Sponsor name and ID#, and their Customer ID# are both filled in.  

Note: There is a $49 charge for retail tax and shipping.

Fax this completed form to 800-487-3400.

3.  Help your customer change their Long Distance phone service one of Big Planet/Qwest LD plans.  Any of the “residential” LD plans can be signed up by calling 800-211-6300; if your customer would like the 6.9 cent “business” plan, they must fill out the “Telecommunication Service Order” form, and fax it in to 800-487-3400.  Remember to fill out ALL blanks, with the exception of the “Credit Information” section, which is not required.

4. The free iphone should arrive to the customer within two weeks.

*Free iPhone contracts expire within 45 days of issuance.  Contact your sponsor for assistance in placing these free iPhones if necessary.

Contact Reference Guide

IKit Order Line 800-211-6300      (also for initial iPhone and internet service signup)
New Customer Signup  800-211-6300  (only need name, address, phone#)

Technical Support (Products & Services) 800-211-6500 techsupport@bigplanet.com
Big Planet Rep. Services 800-487-5100 repinfo@bigplanet.com 

Big Planet Store - www.bpstore.com 

Free iPhone Rep. Agreement  www.bigplanet.com, click “my office”, then “Forms and Agreements”

Check Volumes  www.bigplanet.com, click “my office”, then “my business”, then “geneologies”

Local Dial-Up #’s  800-211-6300, or www.bigplanet.com, “Products”, “Internet Access”, “POP Finder”

Big Planet Long Distance LOA Fax # 800-487-3400

Long Distance 3rd Party Verification # 888-355-6552 (CA, TX, VT, MI)

Fax on Demand  (801)345-0200 (From fax machine- Doc. 3116 for Business Cards Order)

Conference Calls:
Terry Fossum Thursday Night Call (7pm PST)  918-222-7004, pin# 7175

1st half Big Planet presentation, 2nd half training
Nationwide Meeting Schedules:

NS Group Web Site www.nsgroup.com
GlobalInternetworks Web Site www.globalinternetworks.com 

Karlen Group Web Site www.karlengroup.com
Upline Support Information

Name
Phone#
E-mail
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