. . . .have you been to a timeshare presentation before?
No: no worries, we just like to let people know up front that this is not a timeshare presentation and we are not a timeshare company we offer access to resorts and wholesale travel without the hassle of timeshare(educate them as usual in the script/slides).
Yes:

Oh yeah what were your thoughts? (pause)

·        Pushy sales guys? I bet, I just want to make it clear that we are not timeshare and we approach our customers with respect

What was it that you liked about it and the resorts?

· Encourage them.  I bet It was really nice, great amenities, kitchens, space, etc. etc

Do you remember how much it cost? (probably $15-$20k what you want them to say)

How much were the maintenance fees? (probably $700-$1000)

Did they tell you that you could go anywhere you wanted and trade it?

·        They usually do but don’t tell you it costs 125 bucks to join RCI and $175 to trade so an extra $300 a year if you want to go somewhere else. Also if your week isn’t desirable you may not be able to trade it.

So you liked the resorts, but I take it you didn’t buy? Why not?

·        Get them to mention how limited it was, 1 resort, 1 week, don’t get to choose that week, maintenance fees. $15-$20k upfront on average. Booking is a hassle, trading expenses etc.

· This helps them recognize they love the resorts and helps them get rid of sticker shock.

·        Then sell them on WRI: stay at one of 5,000 resorts instead of one,  travel as much as you want. At this point you can skip to Who is WRI or even Introducing WRI and get to the product and close. They know about the resorts and why they are better and maybe considered spending way more money than this!

· Make sure to find out where they want to travel still so you can dominate the web tour!

