How to Earn a 6 Figure Income with GDI

(or less, if that’s too much money for you)

This manual contains the exact roadmap to a six-figure income in GDI. It lays out a plan that you can follow day-by-day until you reach your own income goals.

Using the phone as a recruitment tool is the most powerful way to build your organization in GDI. If you follow this roadmap and make sure the people you sponsor do the same, you WILL see amazing growth in your business.

After months of testing, we have determined the most cost effective way to build this business is by using recently generated surveyed leads. 

By surveyed, we mean that the people have actually requested information on a home business and filled out a “survey form” that gives you a little information on them and what they want out of an opportunity.

Surveyed leads are more expensive than the email leads you have been using on a per lead basis, but FAR LESS EXPENSIVE on a per signup basis.

The fact of the matter is, you get what you pay for when it comes to leads. It’s much better to pay $20 for 50 leads and signup 5 or 6 people than it is to pay $20 for 500 autoresponder leads and signup just one.

The number of QUALITY, qualified leads you get for your money is what matters. And surveyed leads are by far the most cost effective when it comes to the number of qualified prospects who are interested at looking at your business.

We have found that out of a batch of 50 surveyed leads, you can generally reach 60% of them after at least 2 call attempts.

So even if 40% never answer their phone or are bad phone numbers, you are still left with 30 people to present your business to. And the good news is, if you’ve never used this type of lead – you will be very pleasantly surprised at how receptive they are to this business.

These are people who will remember having filled out a form requesting information on a home business recently. After weeks of testing with these kinds of leads, we can tell you that if you follow the techniques in this manual, you can close a good number of these leads.


After you master these techniques, you can expect to close at least 1 in 5 of the people you talk to IF YOU FOLLOWUP IN AN ORGANIZED manner. 

THIS IS KEY! Don’t expect an immediate signup. ALWAYS remember to follow-up and do it when you say you will.

Anyone can use the scripts and the technique you will find here. They do not require you to sell anything, nor do you have to know every detail about our business to successfully use them.

That’s because you can use recordings to help you do the presenting. 

Your job is only to find out who is interested in this opportunity and to “present” the opportunity to those who are. You’ll have marketing tools in your arsenal that will make this very simple.

Here are the “tools”:

1) A short sizzle recording

2) The flash presentation

3) A conference call recording

We are in the sifting and sorting business. To really earn the BIG BUCKS in GDI, you must spend your time doing the things that build your team and make you money.


The most important of those things are recruiting and training. The “training” part is very simple. It involves making sure your new recruits get familiar with the GDI member’s area and how to use the invite area, as well as how to setup their domain and email accounts. 

This manual will focus on phone recruiting, the most effective AND FAST way to build a 6-figure income in GDI.

This technique is not difficult, and it can even be fun once you’ve taken awhile to master it.

THE FIRST CALL

Before we go any further, there are a couple things that are very important for you to know. First, realize that as soon as you speak, the person on the other end of the line is going to assume that you are a telemarketer who is trying to sell them something.

And second, they’ll think you are going to waste their time.

It’s important to diffuse these two beliefs immediately. Until you do this, your prospect will be on the defensive. Their guard will be up and instead of listening to what you have to say, they will be thinking of ways to get off of the phone with you as soon as the chance arises.

SCRIPT #1

(speak clearly, and hold the floor)

As soon as your prospect answers the phone, use this EXACT script… changing only your name and the state/country you’re from. You need to retain control of the conversation in this step. 

	Hi NAME,

This is John Smith calling you from Texas. The reason for my call today is that I’m replying to your request for information about a home business. I want to assure you that I’m not going to keep you long, and I’m not trying to sell you anything. I know your time is valuable and I actually have a pretty tight schedule today myself. I was wondering when you could set aside 30 seconds of your time to hear a brief overview of this opportunity with an Inc 500 ranked company?




There are three possible answers to this:

1) I’m not interested.

2) I’ll be available at X:00 this evening (or whenever they are actually available).

3) I have 30 seconds right now.

If you get the “I’m not interested” as a response, immediately shoot back with:

	“I’m sorry, what is it that you’re not interested in?”


This is a trick I learned from Fred Stege in his great ebook, Recruit Your Way to Millions. It really throws a prospect off track. 

People are so used to just saying “I’m not interested” that they usually don’t even know WHAT they’re telling us they’re not interested in! 


So by asking this question, you’re automatically drawing out their objection and you can deal with it accordingly. 

Your only real goal for this initial call is to give people the 30 second pitch I’ll show you below OR to set an appointment for later. 

If you follow this step, you can turn 80% of the people who say “I’m not interested” into an appointment.

If a person says “I’m not interested in this opportunity”, your response should automatically be: 

	“I wouldn’t expect you to be interested in the opportunity or the company yet, I haven’t even given you an overview of what it’s about. BUT, an intelligent person would get all the facts about the opportunity before making a decision one way or the other, wouldn’t you agree?”




Most people will agree with this.

Remember, at this point, your goal is to JUST SET THE APPOINTMENT. “When would you be able to set aside 30 seconds of your time to hear a brief overview of this opportunity?” – Those are the magic words. Remember them and learn when to use them.

If the answer to that question is “I have 30 seconds now”, then your job is much easier. The prospect has taken the first step towards joining your organization!

Our product and opportunity is so good, that if you are able to get this far, you have a great chance of signing this person up into GDI.

Here is the short 30 second pitch you should use every time:

	We’re in the referral marketing industry. The company we work with is Inc. 500 ranked, and one of the fastest growing companies in the United States. It has been raved about in prestigious publications like Entrepreneur Magazine.


The company has just launched a new division that allows us the freedom to earn great money from home. We’re in the domain name industry, which generates over $20 BILLION per year. Our product allows people all over the world to get their own Internet “real estate” and build a personal or business web site without needing all the skills or abilities that have been required to do so up until now.

If you can imagine what it would be like to earn monthly lifetime royalties on every .com or .net domain name in existence, then you already have an idea of the profit potential of this. It’s virtually unlimited. 

Since you will earn money just for showing people how they can try our product FREE, let me give you an example of how this works. Using our automated invitation system, you refer 10 people to our company to get their free web site, and they decide to keep it for only $10 per month after their weeklong trial. If out of those 10 people, 2 of them start doing the same thing you did, and this trend continues with 2 out of every 10 people who try the product also recommending it to others, then you’ll earn over $300 per month in residual commissions that can grow with each passing month.

We have people earning a few extra hundred dollars per month, and we have people earning THOUSANDS OF DOLLARS PER MONTH; it just depends on how many people get referred to the product and to the business. That’s entirely up to you.

That’s it NAME, so what do you think?




With this short presentation (maybe it’s a little over 30 seconds – but that’s okay), we have not gone into great detail, and we don’t need to. 

What we have done is laid out the company and how the compensation plan works in very simple terms. The goal of this pitch is not to sign someone up immediately, but in some cases, that’s exactly what happens when you say “So what do you think?”

The actual goal is to get the person to take the next step, which is to listen to a short call that we have recorded for you to use.

If the person says they are interested in learning more, then ask them if they have 3 minutes available so you can three-way them into a short company informational call.

Again, if they don’t have the time now, set an appointment…

It’s only a three-minute investment in time, so many people who are truly interested will invest the three minutes NOW.

YOU NEED THREE WAY CALLING IF YOU WANT TO CONTROL WHAT’S HAPPENING. Otherwise you’ll have to rely on your prospect to do what you want them to, and that doesn’t happen very often.

THREE-WAY your prospect into our short informational call at 760-494-4355
When the call is over, follow this script:

	“That’s it NAME! Does this sound like something you can see yourself doing?”




If their answer is yes, then it’s time to show your prospect how to get started on their free trial. 

Stay on the phone with them and WALK THEM THROUGH THE ENTIRE SIGNUP PROCESS until you see the notice from GDI that they have signed up!

If the prospect is not yet ready to signup, then you have two more tools at your disposal. 

1) The company flash presentation
2) Recorded conference call at 212-990-6640
You should use the flash presentation first. If you send a prospect to it, try to have them watch it while you’re on the phone with them, if possible. That way you can answer questions as they arise and lead them through the signup process at the end of the presentation.

If you are using your own domain name for the flash presentation, it looks more impressive and helps your prospect understand what benefit they can get by having their own domain. (see instructions on domain forwarding at the end of this manual)

Always remember to follow up. If you just give the prospect a phone number to call or send them to the flash and you never follow up, you can kiss them goodbye.

You should be there EVERY step of the process to help make the decision to join you in your GDI business an easy one.

You don’t ever need to beg someone to join this business. It’s a great business. If they don’t join you, THEY are missing out.

Don’t ever come across as someone whose success is entirely dependent on the person you are talking to. Your success is not dependent on any one person except yourself.

This is all about safety and success in numbers. If you have hundreds of prospects to work with, you can have a very low signup rate and still be successful. 

Some of the most successful people in GDI dial 100 or more numbers per day, and considering that each new signup can be worth potentially hundreds or even thousands of dollars to you over time – it’s well worth it!
The key is to identify those people who are interested and spend your time following up with them. Cross the non-interested parties off your list and move on to the next person quickly. With all the quality leads available these days, you can call people all day, every day, and never run out.

Expect there to be a lot of people who are not interested, but also expect there to be MANY who are. The more people you call, the more people you’ll signup. It’s that simple.

Start dialing for dollars! The more you work with this technique and these scripts, the better you will get it at. Once you do it enough times, it will become a second nature to you and the correct words will roll off your tongue effortlessly exactly where and when they are needed.

TRAINING

Once you have signed someone up to take the free trial at GDI, it is important that you “help” them become active as soon as possible.

For that to happen, you need to show them some of the major functions of GDI and the referral system.

Here are the most important things you can teach:

1) URL forwarding to their flash presentation

2) OR, setting up email accounts (can’t do this if using forwarding)

3) How to use the invite system to send an invitation

4) How to use the stats area and send follow-up

5) Get them using this manual and techniques

