
Master the Basics...Master Your Future

“Itʼs Called Practice”

The following are notes from the live streaming training event titled “Itʼs Called Practice.” 
These notes include tips and scripts to assist you as you build your business with The 
Pinnacle Group and the Shaklee Corporation. These notes are best used in tandem 
with the recorded video from the live event.

1. Before we Begin:
a. Create a new comfort zone...
b. Winning is not a buffet...
c. This is not a hobby unless...
d. Must do what others will not...

2. Basic Rules
a. Tell the truth & be kind
b. Understand the uniqueness of what you are doing
c. Become a professional
d. Do enough of the right things
e. Read & Associate

3. Posture...Confidence...Repetition...Practice

4. One Focus & 4 Action Steps

5. Focus is the “WHY”? 3 Questions to ask yourself:
a. If I do not do this where will I be 5 years from now?
b. If I do this and it does not work, where will I be 5 years from now?
c. If I do this and it works, where can I be 5 years from now?

Identify why you are doing this. Write it down and get pictures to help you visualize it.

6. 4 Action Steps:
a. Build a List 
b. Contact & Invite
c. Share the Products & Opportunity
d. Follow-up



7. Method of Operation
 a. Use 
 b. Share 
 c. Mentor 

8. Methods of Sharing
a. Your Upline
b. Home Meetings
c. One-on-Oneʼs (Business Brief & Overnight Literature Pack)
d. Group Meetings
e. Live Streaming Broadcast
f. 3-Way Calls
g. Products/Catalog
h. Online Marketing System
i. PinnaclePreview.com
j. Bo Shortʼs Interview with Roger Barnett

    Learn how to connect people without attempting to have all the answers. 

9. LIST: People you have respect for...not influence over.
a. People you know well...people you know in passing
b. People they know well...people they know in passing
c. People you do not know yet. (biggest list)

10. Contact & Invite: 

Friends & Family: “Hey Bob, this is Bo. I am working with the Chairman (Executive 
Board Member, Founding Member, Associate- whomever they are) of a business 
organization called The Pinnacle Group. I was with him/her the other day and he/she 
told me to identify a few key people that I think want to make some significant money 
this year and I thought of you. I have no idea if you would even be interested, but if you 
are open to the idea why donʼt we sit down over a cup of coffee and Iʼll run some 
numbers by you. If you like what you see, Iʼll give you some information and we can talk 
later. If not, no big deal.”

Please note: with family/friends never say “opportunity”...never say “expanding a 
business”.

Product-related: “Mary, this is Bo. Do you remember the other day when you said your 
knees were hurting you?  (lack of focus, being sluggish, need to lose weight, etc)

I was thinking about what you said and I got my hands on a product that I think will help. 
I have a couple samples and some information for you. When is a good time for me to 
drop this off? If it works for you I can get them for you wholesale.



3rd Party Call: “Fred this is Bo Short. You do not know me but we have a mutual friend, 
Joe Jones. Joe and I are working with the Chairman (Executive Board Member...one of 
the leaders) of a new business organization called The Pinnacle Group. We were talking 
with him/her the other day and he/she told us to identify a couple key people that we 
think want to make some significant money this year and Joe thought of you. I donʼt 
know you, but if you are open to the idea why donʼt the 3 of us get together and I ʻll run 
some numbers by you. If you have interest weʼll talk further, in not, no big deal.” 

Inviting to a Meeting: “Mary, this is Bo Short. What are you doing Monday night at 8pm? 
I am working with the Chairman (one of the leaders) of a business organization called 
The Pinnace Group. I was talking with him/her the other day and he/she told me to 
identify a couple key people that I think want to make some significant money this year 
and I thought of you. He/She is going to be in town Monday night (or going to be 
conducting a live streaming broadcast on the Internet) explaining what we are doing. I 
want you to meet him/her in case you have some interest. If you are intrigued we can 
talk about all of the details later. If not, no big deal.

The Secret to Contacting is Learning the Responses

What is it? 
Itʼs called The Pinnacle Group. Itʼs community leaders from around the country working 
with a brand partner expanding their 300 products into 7 countries. Have you ever heard 
of it?

No whatʼs that all about?
Oh, thatʼs the easy part. When we get together Iʼll run through all the information and 
leave you some products and literature. If you have some interest will talk further, if not, 
no big deal.

What is it exactly?
 Have you ever heard of a guy named Roger Barnett? His family owns Burberry, 1 of the 
top 5 luxury fashion brands in the US. He also owned Beauty.com. In fact, if you ever 
opened a magazine with the perfume samples inside, that was his company as well. In 
2004 he bought our brand partner. Have you ever hear of The Shaklee Corporation? He 
purchased them in 2004. Did you hear what they did in Oct 2010? 

The video will help you with how to message this correctly.



How to Meet New People

Bo: Excuse me, can you help me? My name is Bo Short. Are you from (name the town)
Joe: Yes
Bo: Fantastic, maybe you can help me out. I am in the process of expanding a business 
in the area and Iʼm looking for a go-getter type. Someone that would not be opposed to 
making an extra 2 to 3 thousand dollars a month. Do you know anyone like that? 
(During the last question, I have reached into my pocket and taken out a business card.)

You will now here one of several answers. 

They include: 
1. No 
2. I might be interested, depends on what it is. 
3. Yes, I know someone
4. No thanks, I am not interested.

How you answer each one: 
1. Great, thanks for your time.
2. I am in a hurry right now, but write your name and number on the back of my card 

and I will call you when I get a chance.
3. I am in a hurry right now, but write their name and number on the back of my card 

and I will call them when I get a chance. By the way, who can I say referred them? 
4. Thatʼs okay, I wasn't talking about you, do you know anyone like that? BE KIND 

AND MAINTAIN POSTURE

Another powerful question is: Could I ask you a shot in the dark question?

Call them back in 3 days:
You: Mary, this is Bo Short, you may not remember me but we met a few days ago (tell 
them where) and I was telling you about a business I was in the process of expanding 
and you asked me to give you a call. I am in a hurry right now but I wanted to make sure 
I got back with you. I was checking my calendar and I have some time available 
Wednesday or Thursday. Whatʼs best?

Mary: What is it? You: see previous answers from earlier (they are all you need to know)

If Mary presses, you simply say: Mary, let me ask you a question, what kind of 
marketing experience do you have? (regardless of the answer) Well, thats not a 
prerequisite but when we get together Iʼll give you the details. Whatʼs best Wednesday 
or Thursday? (if she does not respond, or asks more questions, be kind and polite) 



Mary, like I said I am in a hurry, this may not work out right now but Iʼll hold on to your 
card and give you a buzz if things change.

11. Share the Products & Opportunity:

If you are going to share the products then be respectful and do only that unless they 
ask about the business.

If you are sharing the Opportunity it is crucial that you begin the process by identifying 
why they would engage in owning a business of their own.

Relate what you saw in this. Make sure to focus on the aspects of time, security, and 
freedom. 

2 qualifying questions:
1. If this worked, are you looking for  a secondary or more significant income long-term? 
Really why?
2. If this could get you that would you be willing to make time available in an already 
busy schedule?

If you can 3-way your upline in, do it. Set up follow-up within 24-48 hours...home 
meeting, live broadcast, etc.

12. Follow-up:
When you go back to see them bring a brochure or something that relates to what they 
said they want from this.

You: Mary and Bob, I was thinking about you today and I stopped by a Travel Agency 
and picked up a brochure of Scotland. When you were talking about taking your family 
there I just thought Iʼd pick this up for you. What a beautiful place. I am sure you have 
some questions about what to do next. What can I answer?

This is where you may encounter objections. Remember to identify what they said they 
wanted 24-48 hours earlier. 

Be sincere with people. If they are hesitant it is usually because they are unsure if this 
will work for them.

I may say: Bob, I know your biggest question is not, will this work. Your biggest question 
is will this work for you. I understand. Quite frankly, the only way you will know is if you 
try. I promise I will help you.

The video steps you through these objections and how to respond.



Quick Tips:
a. How to build referrals through customers
b. Turn “0” points into volume
c. Meeting to a meeting to a meeting (24-48 hours)
d. Teach them by showing them
e. Your width is their depth
f. Build a firebreak...work with the most excited ones

If you practice this, you will become very proficient in this area. Master these techniques 
and you are on your way!

Always Lead,
Bo

    


