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What if you launched your business with 3, 4 or 5 new business partners within your first week?  
What would that be worth to you?  There are numerous ways to share your business but during this 
training I will be sharing effective ways to LAUNCH your TLC business and duplicate the process 
with your new business partners for fast growth, rank advancement and that desired income stream.

I want you to imagine with me that you have just invested $100,000 to open a new clothing store. 
The shirts and ties have arrived and the dresses have been beautifully displayed.  You are ready for 
business as you sit behind the counter with the lights off, shades pulled hoping a customer will come 
through the door.  I’m sure in your mind you are saying wait, that’s not going to work, no one even 
knows you are open.  You’re right!  No smart business person would spend $100,000 to keep the 
windows and doors closed hoping for a customer.   So what would you do?  You would most likely 
launch your new business with a GRAND OPENING including advertising, and social media 
campaigns.  You would invite your friends, family, business owners, people you do business with and 
every one you knew to celebrate your Grand Opening whether on your Social Media Site or at your 
Ribbon Cutting Ceremony!  The lights would be on, doors open and signs letting people know you 
are excited to share your new business with them.  Some will become part of the service team, 
others will make purchases and some will tell others and send referrals your way. Now you are open 
for business and on the path to success!

As ridiculous as that first scenario may sound, this is exactly what some people do. They are 
excited, see the incredible potential and become a new TLC IBO but they never launch their 
business with a Grand Opening.   No one even knows they are in business.  Although our 
investment is small in comparison we have a business that can be even more lucrative.  Treat it like 
you just invested $100,000 with an incredible Launch and watch it soar!

So let’s talk about the most effective ways to launch your business.   When you created your TIP 
list (Who is talented, interested or has potential) you may have noticed that some of the people live 
in your area, some in another state and others may even live in another country.  The good news is 
technology has made our world so small that anyone can be part of your Grand Opening!

You may want to consider inviting your local prospects to a LIVE GRAND OPENING with wine and 
cheese or coffee and cookies.  You will want to talk with your sponsor or mentor to decide how the 
business details will be shared.  Does a leader live in your area? Would you like to share through 
videos?  Would you like to do a skype call with another leader?  The invite process will be similar for
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both types of Grand Openings discussed today. 

For your guest/prospects that live in other areas or lead busy lives you will want to do a VIRITUAL 
GRAND OPENING or a VGO.  

What is a Virtual Grand Opening?  It is an opportunity meeting on a Conference Call or by 
Webinar that gives you the opportunity to share your Business Opportunity with people across the 
globe.

The initial objective is education and understanding about your new business.  Your 
guest/prospects will hear about the company, products and consider if it might be a good fit for 
them.  Some may become new business partners, some may become product users although this 
is not the focus of a VGO and others may know of individuals they think would be great business 
partners.   Sampling and sharing product videos are the best ways to educate on our products.  

Why a VGO?   In today’s busy world a Virtual Grand Opening provides an effective way to expose 
those on your list to your new business which will also jump start your business.  We live in a NEW 
ERA.  People are busy taking kids to soccer, dance and have many other commitments.  They need 
and want money. They just need to see how this business can help them create their own strong 
economy and fit their lifestyle. Your guest can listen to the VGO in less time than it would take to get 
dressed and drive across town.  Statistics have shown a higher attendance ratio and as your guests 
experience this business model, they also realize how it will support them in building their own 
business from anywhere globally.  Al most everyone has a Smart Phone or a computer they just 
aren’t’ using it to make money!

When should I do a VGO?  The 72 Hour RULE There is a saying that new affiliates die or fly in the 
first 72 hours. What this means is our New Business Partners need direction and action right away.   
INSPIRATION COMES FROM INVOLVEMENT. When you bring someone in the business you 
simply want to guide them to our website to do the first steps which will include making their TIP list.

During the first 72 hours we also want to discuss what type of Grand Openings will work best and 
schedule 2 dates during this first week.  They will also want to listen to training, invite, and follow 
the simple process in this training. The speaker will do the rest.

The guest invited to the VGO will most likely be people you already have a relationship with and 
want to give them the opportunity to share in your Grand Opening and be one of your first Business 
Partners.  You will have the opportunity to cultivate relationships with others and invite them using 
the many exposure tools in the near future.

The VGO or Live Event will most likely be one of several exposures. The average person takes 4-6 
exposures to understand the possibilities, and get their questions answered. Exposure tools that will 
support you and your new business partners include: Your invitation, emails, 3 way calls, VGO, 
videos, overview calls, recordings, 3 way calls, 1 on 1, or a live event.
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1. Schedule 2 Dates to be held within 7 days of enrolling

Think about times that will work for most of your guest.  You will invite to the first VGO date and if 
they are unable to attend you will give the date of the second one.  Once you schedule your 
dates, respect the speaker who has reserved their time for you and your guest by giving your 
best and not canceling for any reason.

2. Schedule 1- 2 hours to Invite Utilize the Invite process below and your TIP list.

Your goal is 8-12 guests per VGO.   This will make it more personal and allow you time to follow 
up with each individual immediately following.  It will also help you confirm attendance as you 
only have so many lines available.  You will want 15-20 to say yes, for 8-12 in attendance.   If 
they say “I’ll try” or “I think I can” mark that as a no.

Let’s take a moment to talk about the emotions of inviting.

Rule 1: You must emotionally detach yourself from the outcome.  This sounds easy but is 
difficult to do. Our job is to educate people and help them understand what we have to offer. 
We act as consultants or coaches offering suggestions on how people can live a better life.  
If you focus on education and understanding you’ll have fun and your prospect will end oy 
the experience.
Rule 2: Be yourself.  So many people become a different person when they start inviting. 
This makes everyone uncomfortable.  Just is your best YOU!

Rule 3: Prepare to make your invitation calls. Get alone and focused. Listen to some music 

How Does a VGO work?  There are 6 
key elements for a Successful Virtual 

Grand Opening.
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that inspires you. Bring some Passion.  Enthusiasm is contagious.  Stand up while talking 
and smile when you are on phone.  Your positive emotions will translate into better results.

Rule 4: Have a strong posture. Be confident!  People want to do business with people 
who are confident.

3. Make the Invitation: 8 simple steps to invite for great attendance!  The first 6 steps will take 
place on the phone and the last 2 by email and text. I will explain each step in detail with examples 
for you.

Step 1: Sense of Urgency 

Step 2: Compliment the Prospect 

Step 3: Make the Invitation 

Step 4: Confirm commitment to Attend  

Step 5: Set notifications on Phone 

Step 6: Schedule the Follow up Call 

Step 7: Send a Confirmation email and text 
Step 8: Send a Reminder email and text

Step 1: Sense of Urgency People are more attracted to a person who has things going on and 
empowers others. You have scheduled 1-2 hours to make your calls so you want to keep them 
brief.  If you start every conversation giving the impression on that you’re in a hurry,  you’ ll find 
that your invitations will be shorter. You want to find the balance between valuing the person you 
are talking with and keeping the conversations brief.

�  “ I’d love t o catch up  wit h you another time but today I’m calling for a specific 
reason” 

�  “ How are you?   You have been on my mind.  I only have a few moments  

�  “ I have something I want to share with you, but first I’d like to ask you a question.  
How fulfilled are you with your income on a scale of 1-10?”

Step 2: Compliment the Prospect The sincere compliment opens the door to real 
communication and will make the prospect more agreeable about hearing what you have to 
say. What areas do they excel or what personality traits do they have that are admirable?

�  “ You’ve been very successful and I’ve always respected the way you’ve done  
business.”  

�  “ For as long as I’ve known you, I’ve thought you were the best  at  what you do. ”  

�  “ You’ve given  me some of the best  service  I’ve ever received. ”

Step 3: Make the Invitation One size does not fit all. Decide how you’ll approach each 
individual. Think about how you know them and where they are talented. Why would you like to 
have them as a Business Partner?  What is important to them? Why might they want to attend? 
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Tip: Don’t use “ I want to get  your opinion ”  You are calling for a purpose –  People want 
to do business with confident people of character!

�  “ I just got involved in a new business and I wanted to invite you to my Grand Opening 
for a select few people.   The great thing is you don’t have to dress up  or  drive 
anywhere.   All the details will be shared on a conference call or webinar”

�  “ I want to extend an  invitation to join  me for an  inspirational call ab out creating a 
second income stream and our amazing products. ”

Step 4: Confirm commitment to Attend:   If I, would you?  This is a powerful phrase!  

 First, it ’s  reciprocal.   You’re saying you will do something if they do something. Most 
people are wired to respond positively to this type of situation. 

 Second,  it puts you in a  place of power.  You’re not begging.  You’re not asking for favors. 
You are simply offering a value exchange. 

 Third, it implies that YOU have something of value to offer.  When you value what you have, 
people will respect you.

�  “ If I invited you to a special invitation only webinar on ___ would you attend?”  

�  “ If I invited you to a special invitation-only conference call on___ would you listen  in ?” 

�  “ If I invited you to a special Grand Opening conference  call on ___ would  you attend?

What if they ask for details or more information?  “ It’s a  long conversation,  so instead of 
giving you a summary, I feel it would be more advantageous for you to attend the overview 
call to get  the details and then  we can have a conversation and answer your questions. ”

  Step 5: Set Notifications: Suggest your guest add call in their phone calendar and Set 
a notification for 15 minutes before the Virtual Grand Opening Call or Webinar.

Step 6:  Schedule the follow up call: This will change your results dramatically.   “ You will 
get to hear all the details first hand on the call. I will send you a confirmation email as a RSVP 
for one of the conference lines.  (Get  email if you don’t have it)  What ’s the best  number an 
d time to call on  riday right afte r the call?  Or the day following the call if your time slots are 
full.

You will want to call your speaker or mentor before the Grand Opening and arrange for 3-4. 
Three way calls immediately following the VGO.  Who will support you with 3 way calls for 
your first 3-4 prospects? ___________________

Step 7: Confirmation Email and Text:  Once you finish your invitations sessions you will 
immediately want to send a confirmation email and text.  Always include the call number or 
link, day and time. This is to confirm you are coming to my Grand Opening on ____ at 7 pm.  
Please confirm you received the email/text with the phone number/link.
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Step 8: Reminder Email and Text  30 minutes before call:  Reminder email - Include 
# and code 15 minutes before call:  Reminder text- Include # and code

4. Speaker and Host Communication   
Communication to the Speaker

�  1 Hour before the call send an email to speaker with the following information for 
attendees. First and Last name, Occupation, City & State, Network marketing experience

�  Call Speaker 10 minutes before to touch base.  Who are 2-3 of your guests that you would 
like support with on 3 way follow up call?

�  Send email with results to presenter within 24 hours. Simply use same email with where 
each person is in the follow up process.

Speaker will send you:  

�  Speaker will send you a VGO confirmation email with time, dates and call in # to send to

your guest.

�  Speaker will send you a short bio to introduce them.

5. Greeting and Introduction by YOU the Host: Be on at least 5 minutes before call to 
greet each guest.  This is your handshake –  be attentive, enthusiastic, stand up when on 
phone, smile!  Be sure to repeat their name so the speaker can check them in!

�  “ I just heard someone chime in, Who just joined us?” 

�  “ Please announce yourself and where you are calling from”  

�  “ H i Jill I’m excited you’ve joined us. ” 

�  “ Welcome Bob all the way from ____”

Fill silent spots with phrases similar to the following:  

�  “ We are going to be getting started in just a few minutes.” 

�  “ One thing I want to encourage you to do if you  haven ’t done  so , is grab a pen and 
paper

so you can take some notes and write down any questions.” 

�  “ I’ll be  introducing our speaker in just a few moments.   I’m excited for you to hear from

them.” 

�  “ I can ’t wait for you to hear from our speaker.   They will be sharing some incredible

information you won’t want to miss. ”

Important: Don’t start talking about our products, in over 100 countries, 50% off, etc.  
You want them to be engaged when they hear this information from the speaker.  You also want 
them to hear it from someone who has more experience than you do.  You will get the chance to 
share your story during the follow up.  This is most likely 1 of several exposures.
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Getting the Call Started: Topic – “ It’s 2 minutes after I’m going to go ahead and mute  the lines 
so we can get the call started.”   “ We are thrilled you are here. I am excited for our speaker to 

share with you tonight what many experts are calling the #1 internet based business in the world.”

Interest – Why would they be interested in call?  “ We have many people making part time 
and full time incomes already.  $1,000 $5,000 $10,000 a week plus many who are earning 
solid 6 figure incomes.”

Person - Speaker will send you a short bio for you to introduce them.  This allows your guest 
to know about the speaker and builds credibility.  “ I’d like to tell you a little about our speaker 
before we get started.”

6. The Fortune is in the Follow Up!  Remember more than likely the LIVE event or VGO is one of 
several exposures.  You will want to follow up as soon as possible.  You should have scheduled the 
time during the invitation process. If you do not have a scheduled time you can let them know that 
you will connect with them in the follow up email.  A text may help you confirm a time that works for 
you both.

Immediately after the call you will want to send a follow up email.
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Confirmation Email- VGO

(Prospect’s Name)  I acknowledge you for taking the time to learn more about the Total 
Life Changes opportunity and our business model during my Conference Call Grand 
Opening.  I have reserved a line for you on (day, date, time).

Please call (phone number, code or link) at (time).  I will be on to greet you. The 
call will give you a clear understanding of the TLC Opportunity.  Whether you're

interested in receiving the products at wholesale, tax savings, creating an additional 
income stream or building your rendition of an ideal career, I am here to answer your 
questions and support you in making a decision that's ideal for you.

(Your name/signature line)

Reminder Email- VGO      

(Add their name) I am looking forward to our call together in just a few minutes.  I again 
want to acknowledge you for taking the time to learn more about the Total Life Changes 
opportunity and our business model during my Conference Call Grand Opening.

I have reserved a line for you. Please call (phone number, code or link) at (time).  I will be 
on the call to greet you.

The call will give you a clear understanding of the TLC Opportunity.  Whether you're 
interested in receiving the products at wholesale, tax savings, creating an additional 
income stream or building your rendition of an ideal career, I am here to answer your 
questions and support you in making a decision that's ideal for you.   (Your 
name/signature line)

  Follow up email 

(Add a personal acknowledgement) If you're like most of my guests, you might want 
greater clarification of what you heard about the

TLC products, income stream compensation plan and our extraordinary mentoring team 
who will coach and support your journey in TLC if you choose to move forward on this 
path with us.  I have attached a link leading you to a short video of our products.  

Lastly, our country is changing. The industrial age is over.  Our teenagers will not 
have the same opportunities our previous generations have had in Corporate 
America.   Why?  Technology and overseas competition.  I have a  personal mission 
to empower others in creating a Plan  B, additional income stream and to empower 
others to become resourceful, resilient entrepreneurs.  That's one of the reasons I 

EMAIL EXAMPLES
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moved forward with Total Life Changes.  I want to invite you to watch our Company 
video. It will give you a snapshot of what the future holds for us and our world at 
large.

Whether you're interested in receiving the products at wholesale, tax savings, creating an 
additional income stream or building your rendition of an ideal career, I am here to 
answer your questions and support you in making a decision that's ideal for you.

We planned on connecting on (day, date, time).   I look forward to talking with 
you then. (Your name/signature line)


