KNOCKIN’ AFTER DARK!!

As we all know, the BEST TIME of day to call on prospects is after 5pm, when our best prospects get home…..(double income families, the bread winner getting home in a single income family, etc).

Some of us have a tougher time knocking after dark for some reason.  If you’re knocking residentially, you must GET OVER IT and knock anyway.

Here’s what I said when I was selling residentially w/ SW back in 1994.  That summer I sold almost 40% of the books I sold AFTER DARK…..and in many cases after 9pm!

1. I was always “sheepish” and apologetic when I knocked on someone’s door after 8pm in the dark:

“Hey, you must be Steve?  Great, I’m Van and I’m the one talking to all the families in Wake Co about cancer and I was just talking with _________ (4-5 POWER names).

You MUST connect with 2 or 3 names at the door in the approach for this to be effective.

“I APOLOGIZE for stopping by so late, but you guys ARE NEVER HOME!  You must be the hardest-workin’ family in Wake Co!  Do you have like 3 jobs?  Are the kids on multiple footballs teams or something? (this is kinda joking, but you’re you stroking them a bit as they will appreciate the fact that you recognize them as being VERY BUSY).
2. Get to the point and ASK to SIT DOWN.  “If you promise not to keep me too long, I’ll give you a quick peek and what ____, _____ and ______ are so excited about.”

EXPECT TO GET IN.  You are SUPPOSED to be there!

