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In just the past few years, the nature of how people communicate has
changed significantly. We’re evolving into what the experts are calling a new
“Social Economy,” and with the pace of those changes, we, as Marketing
Executives, have to adapt. Those who pay attention to changes and trends will
stay ahead of the curve; others who don’t pay attention will fall behind more
every day. So how do you stay ahead of the curve while effectively building a
Melaleuca business? Here are a few ideas:

What’s changing is the way we communicate.
Generation Y is influencing the way Generation X and
the Baby Boomers communicate, for better or worse.
Think about this: The average Gen-Yer checks his or her
Facebook account dozens of times a day, and the average
household, regardless of what generation its residents
fit into, has five devices connected to the internet at any
given time.
With that in mind, you should take the time to adapt
and learn effective ways to take advantage of new
communication tools. While the media through which
you communicate has changed, the fundamental
principles in building a business have not. The number
one key to success in a Melaleuca business is the ability to
effectively set appointments. The great thing about using
social media in your business-building strategy is that
the goal (and even much of the communication process
of setting an appointment) is more or less the same.
The bottom line for using social media is the same as
the bottom line for building an in-person business:
RELATIONSHIPS.
There are two ways to use social media to build a
Melaleuca business. The first is actively looking for new
customers in a hot, warm or cold market; the second
includes attraction marketing or creating a platform
where people become interested based on what they
see on your social media pages.

Active Approaches
Remember, it’s all about the relationship. As National Director 4
Sandie Siemens teaches, building this business is all about the
questions “Who can we help?” and “How can we help them?”
This is the basis of active prospecting whether you’re on social
media or at a community barbecue. But the active prospecting
approach is different in a hot, warm or cold market.
Hot Market: These are people you communicate with regularly.
You can set an appointment with them by phone, text or Facebook
personal message. Your relationship and the generation they fall
into will dictate how you reach out to them. With Generation
Y, you’ll have more success texting or sending private messages
than you will making a phone call. Regardless, the content of your
approach should be largely the same.
First, clear their schedule: “Hey Nicole, what are you doing
tomorrow night?”
Nicole: “Not much. Why?”
Then, set the appointment: “I’ve started a business where
we help people save money by shopping online. I’m looking for
customers and would love for you to take a look at it. There’s no
pressure. If it makes sense, then become a customer. If not, then it’s
fine, but do me a favor and take a look.”
Warm Market: These are people you haven’t had a
conversation with in quite some time. Thanks to social media,
you have a greater ability to connect with these people than you
ever have before. The key to prospecting in a warm market is to
not pounce. You already have rapport with them; you just have to
revive it before you make the approach.
Open with a simple conversation starter. For example, “Hey
Jeremy, it’s been a while since we last connected! What are you
up to nowadays?”
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Cold Market: The cold market,
obviously, is a tough market to connect with. The process
takes longer, whether you’ve met in person, connected through Facebook,
met through cold calling, etc. The key, again, is to build rapport by establishing a
relationship of trust, which is something that may happen over repeated interactions. Once
you’ve built that relationship, feel free to use the same strategy in the warm market to really reach out
and connect. Remember, the relationship is the key!
One additional key to building on social media in the cold market is to connect with other people who are
like-minded. For example, if you love dogs, go find groups of people through social media who also like dogs. It will
instantly give you common ground to build on. If you like real estate, find and follow those who have been successful
in real estate. “Like” their posts, pictures and comments, and start to build rapport that way. Once you have started the
conversation use the F.O.R.M. acronym.
F-Family — “How’s your family? How many kids do you have now? Where are you living?”
O-Occupation — “Where are you working? How’s work? How long have you been at your current position?”
R-Recreation — “Have you guys done anything fun lately? Have you had a chance to travel much this year? Any big plans
for this summer?”
M–Money — “When did you get your new house? How long have you been there?”
These are all conversation starters. Keep in mind that you will get responses that will help you determine reasons for
you to talk with them about Melaleuca. This is all about positioning—don’t pounce. The last thing you want your
new contact to feel like is that you are only connecting with them again so that you can set an appointment.
The question most people ask me is, “So when do I make the transition from the conversation to the
appointment?” My answer? It all depends on your relationship, the individual, the conversation
and the need. Some may be ready more quickly than others. Don’t be afraid to set an
appointment, but be genuine about it.

Refer to Melaleuca’s full
Guidelines on Internet Usage in
the Building Your Melaleuca
Business booklet.
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“After they meet you, most people will try to connect with you
using social media.... So communication isn’t just about what
you actively say when you approach them.”

Passive Attraction Marketing
Most people think the best thing to do for passive attraction marketing
is to post as much as you can in as many groups as you can. That,
however, is not how it works. Attraction marketing is all about
consistently posting proper content so people will take interest in you.
After they meet you, most people will try to connect with you
using social media. They will send you a friend request on Facebook;
follow you on Pinterest, Twitter or Instagram; or connect with you via
LinkedIn. So communication isn’t just about what you actively say
when you approach them; it’s about what they find when they get
to your page.
Think about this: Once you step into the world of social media,
you are suddenly living in a glass box. Every post you write will be
scrutinized by more people than you know. Every comment you make
or like will be seen by your peers. People are following you more closely
than you can imagine.
For some, this is scary. Others recognize it as one of the most
amazing opportunities technology has ever presented. We’re in a
better position than ever to connect with people simply because
we know what’s going on in their lives based on what they post, and
they also know what’s going on with us based on our posts.
That means what you have on your profile—the story you tell to the
world—is absolutely crucial. But it also means that instead of getting
really nervous to say “the right thing at the right moment,” you can
slow the process down. Now, you can use your profile picture and your
“About” section to show people that you’re living the sort of life they
want for themselves and their families.

Then there’s what you post. People’s first impressions of you on
your social platforms will be the initial pictures or lifestyle you portray,
so keep it positive. The rule of thumb on social media is that 80
percent of what you portray should deal with lifestyle. The other 20
percent can deal with business. Post “scroll-stopping” content that
the people you’re trying to attract will find interesting. Give them
something of value that they want to read about. Are you putting
something on your page or in groups that gets your friends engaging
with you? If not, you may want to revamp your efforts.
Now, there’s a fine line between scroll-stopping content and spam.
Melaleuca has done a brilliant job of building a positive reputation.
Why would you ever want to damage that brand image by sending
spam? You wouldn’t. Instead, you can leverage Melaleuca’s success
and tell an amazing story with social media without becoming the next
annoying spam marketer.
There are many people and companies currently on social media
venues who want you to “advertise” with spam, which they claim is
effective. But stay away from it! It’s tempting because there are people
out there who claim to be having success with it, but it will always do
more harm than good.
Also, keep in mind, if you’re someone who posts negative
comments about politics or life in general, everyone you know is
seeing that, and most people do not want to connect with someone
negative. You get to pick and choose whom you connect with on social
media, and your page is your chance to make an impression. Most
people I talk with who are nervous about social media simply want to
avoid becoming that guy or that girl. If you position yourself properly,
you’ll never have to worry about that.
Social media is here to stay, and if you take the time to learn
how it works, it can be a powerful tool. The key to this business,
to any business, is to act and to make things happen—regardless of
whether you do that on social media or by more traditional means. So
no matter what you do, do something. Get out and act, because that’s
what’s going to move your business forward.

CONNECT
WITH US:

FACEBOOK.COM/Melaleuca
TWITTER.COM/Melaleuca
PINTEREST.COM/Melaleuca

Refer to Melaleuca’s full
Guidelines on Internet Usage in
the Building Your Melaleuca
Business booklet.
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