
STEPS TO USE THIS EMAIL TEMPLATE

1. Save this document to your computer

2. Personalize it with your story and your links in the spots we’ve indicated

3. Go to your list of contacts and personalize this email for each contact (consider checking their Facebook page for info)

4. We strongly recommend that you call your prospect BEFORE sending this email. People appreciate personal contact and will be more likely to respond to your email. 

5. Avoid using the term “Beachbody” excessively in your email.  They can get picked up by spam filters.  This is another reason to call in advance.  If your person doesn’t get the email they are expecting, they will probably let you know.  

Introductory Phone Call

Your goal here is to connect/reconnect with your prospect/referral source and to let them know that they should expect an email.  If you don’t do this, you run the risk of having them delete the email and think you are a spammer. Remember: no one likes to receive form letters.  Thus, calling your contacts before sending your prospect/referral source a letter presenting the business is a crucial step in building your business. 

During that call, catch up with your contact briefly, then let them know the reason for your call. Your contact will appreciate your honesty and directness. Tell them you just got involved with a new business that you are really excited about and that you are going to send them an email with some information about that to look over so they can support you.  Keep it brief here.  We want the videos to do the talking.  If they ask you what it is about, just tell them the email will explain everything and that you are sending it to them so they can get an understanding of what you are doing so they can support you.   

Your warm market can be an incredible source of referrals, so ask them to support you in your new business venture.  Some of them may decide to become Coaches as well, but if all they do is send people to you, that’s great.

Email Script to Personalize

Hi John,

I hope all is well with you. [Take the time to personalize this for each person. Consider checking their Facebook page to see what’s going with them] I am excited to share some information regarding Team Beachbody, a business I recently joined. I decided to get involved because…[INSERT YOUR STORY or why HERE, but keep it to a couple of sentences] I’m really excited about this new business and just wanted to share it with you. 

The company appealed to me because their mission is truly to help people to get healthy through fitness and proper nutrition. Not just hocus pocus, but real sweat and real results. They have created many well-known programs such as P90X, Turbo Jam, Slim in Six and Insanity. If you’ve seen the infomercials, or done any of the workouts, you know what I’m talking about. 

Here is a link to a video that will explain more about my new business.  The video is about 20 minutes long and I really appreciate you taking the time to look this over so you’ll understand what I’m doing.  

[Insert the Introducing Team Beachbody video link]
Thank you SO MUCH for taking the time to read and review the information in this email. I’ll give you a call over the next couple of days to catch up and get your thoughts. Add personal note if desired. 

Follow Up Process

The fortune really is in the follow-up! If you don’t follow up, your previous efforts may very well be wasted. You should have a working list of people that this goes out to.  Wait one to two days before following-up with your prospects. Always follow up with a phone call. 

First, ensure they received the email and that they have watched the video.  If they have, then ask them what they liked best about the video. The answer to this single question will tell you a lot about their interest level and potential motivation.  If they are interested, they will let you know pretty quickly.  

If they are interested, then either get them signed up and start the training process, or get them on the phone with your “go to” upline leader for a three way call where they can get all their questions answered.   

If they are not interested in becoming a Coach, that’s always fine.  You’ve just gotten a “no”, which is always a win. You’ve also gained a potential ally and referral source.  Be sure you ask them if they know of other people that might be interested in your business and get their contact info then and there.  Also, let them know that you appreciate ongoing referrals and to please keep you in mind if they run across other people in the future that might be good fits for you and your business.  

People are always asking one question during this process: Do I want to be that person and do what they do?  Keep your energy level and excitement up as you do this. Remember: people want to be associated with something fun and positive. 

Go out there with confidence and share! 

