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Prospecting/Approach and Contact:
Opening a Conversation

Remember what you are trying to do. The purpose of the initial conversation is to 
intrigue. You want to convey opportunity and that you are different. If it’s same 
old, same old, people aren’t going to be as receptive. What you want is something 
that is universal, that appeals to almost everybody, that everybody needs and also, 
needs to apply to whether it is for a potential client, referral or new associate, 
green or licensed. It needs to be very clear what you do.

First of all, how and why you are calling. In other words:

John, you don’t know me, but my name is Bill Mitchell. I’m a friend (or you were 
referred) by Jim Smith. You know Jim? I talked to Jim the other day (he’s a client of 
mine OR Jim is working with us on a part time basis), and I asked Jim who he knew 
that was highly ambitious and a go getter because I am always looking to talk to 
people like that about our business. He said you were (whatever quality he said) 
and so I asked Jim for your number so I could call you.

Then you lead into the following:

First Sentence: What is it you do…

   1.a. I work with a company that teaches people How Money Works.

   1.b. I show people How Money Works.

   1.c. I am working and helping build a company that shows people How Money 
Works.

Second Sentence: Why?

Because most people are financially illiterate.

Third Sentence: Emphasis

They have no idea how money really works.

Next Sentences: Additional Emphasis

   4.a. If someone was illiterate they would not know how to read or write. Is that 
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correct?

   4.b. Could you function in this society if you could not read or write? It would be 
very difficult right?

   4.c. As most people are financially illiterate, is it any wonder that people have all 
of these issues with money? No, it’s not.

   4.d. It’s a huge problem.

   4.e. We get people out of financial illiteracy, which is why we teach people how 
money really works.

Client:

   5.a. Before you do anything financially, you need to educate yourself a little bit, 
and we help you do that. (There are a number of ways to go from here depending 
on whether you are in person, video or just on the phone.)

New Associate:

   5.b. As you might guess, because people don’t know how money really works, it 
is such a big problem. I am sure you can imagine when you find a solution to a big 
problem, there is a lot of money in it. We have found a solution and have all kinds 
of tools to help build a business with it.

   6.b. The reason I am calling is to talk to you about our business, the importance 
of showing people how money really works, which no other company is doing and 
the kind of money to be made. And Jim said you’re the kind of person who is 
ambitious enough and open enough to talk to me…
  
   7.b. From here you can go a number of different ways. Depending on video or 
phone, I will take them to my website if they have time. WealthWave.com/BillMithell  
OR You set a 1 on 1. OR You invite them to a Zoom overview that you or one of your 
leaders does OR Do a drop by. (I’ll be in your area later today…)

   8.b. In the meantime, I’m going to send you a copy of one of the best business 
building tools ever, whether for clients or potential new associates. You will love 
the title, “How Money Works: Stop Being A Sucker”. (If I happen to be walking 
them through my website and directing them to the How Money Works part, I 
always make it a point that they don’t have to order the book on Amazon, I will 
send them a copy.)
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