Notes from Chris Manion’s Future Director Pre-Conference Workshop 2006

Chris started with just talking about the perks of Directorship and what we should be doing as Directors ourselves.  Basically, selling $2500 each month personally and recruiting at least 2 a month personally.  As Directors, our TEAMs look at us as role models, even if we don’t feel that way.  They see that “we’ve done it”… we’ve recruited and qualified at least 5 so to new Consultants it really looks like we know what we are doing.  So we have to maintain that image.  This was where her, “Don’t look back at your TEAM” idea came in.  Keep working on your business and keep leading… don’t look back at what they are doing to keep you afloat.

She stressed getting new Consultants to join with a buddy.  It keeps them excited and also keeps them in the business if they have brought someone in with them.  It also keeps your first line full.  She kept saying, “DON’T BREATH UNTIL YOU HAVE 10!”  

Next she covered the idea of FISHING FOR WHALES at each show.  Basically, be prepared when you go to a show and know what you are fishing for:

· A grouper is basically an order.

· A swordfish is a new show booking

· A whale is a new Consultant

Which do you want from each show?  Sure, grouper will feed you for a meal and a swordfish will feed you longer, but a whale will feed you for a long, long time.  

She covered this in a conference call a few months ago so I didn’t take too many notes on it… maybe someone else has them or actually the original Consultant who came up with this concept might be able to share it although I can’t remember who it was… sorry about that!

Then she focused on our personal recruiting.  She had us put two lines on a sheet of paper making 4 quadrants.  Here is what it looked like:
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These are basically the four places where Consultants get stuck with recruiting.  She had each person say which area is their biggest challenge and then she helped each overcome their issue.

For generating interest, she talked about who we are and who is on our TEAM.  For example, each person on my TEAM is a mom.  I’m not and came from a corporate background.  I’m not sharing that at my shows… I’m sharing what a great job this is for moms.  She stressed ALWAYS TALK $$$.  We all love what we do but no one would do it for free.  Be sure that potential Consultants know that we don’t get paid in spatulas!

Follow-up… this was a big one.  Too many feel that they are being pushy.  She talked about the “someday” list.  She also talked about telling potential Consultants what qualities they have that will make them a successful Consultant.  If you say you are going to call… CALL!  Always keep your word no matter what.

Handling objections… the most important thing here is the questions we’re asking, not the solutions we’re offering.  It’s not our job to make it work for someone… just keep asking questions and help the potential Consultant to work it out on her own.  I’ll add more to this later.

Closing question… most new recruiters NEVER get to this.  They’ll explain and explain and never ask if they want to get started.  Offer them words that will be comfortable for them such as, “Would it be easiest for you to order your kit online?” and go from there.  If she’s not ready, she’ll tell you.  If she doesn’t have access to a computer, she’ll tell you that too.  That’s an easy one and non-threatening.

Okay… back to handling objections.  One Consultant (and we’ve all been here or worked with someone who has been here or IS here!) was VERY focused on one lead that she is working with and she can’t get her to sign!  This Consultant and her story about her potential Consultant took up about 20 minutes of the workshop.  This lead Chris into covering the Rolling Contact List (and someday list) because you NEVER want to be so focused on ONE potential.  When we are, we are not seeing the other people who might be interested.  ONE Consultant isn’t going to make or break our business… that’s why we need to get to 10 (don’t breath until you have 10) and keep recruiting personally.  We are NOT in the convincing business. If it gets too hard to sign them, move on.  Sometimes pulling back and giving her some room will result in her signing.  If she doesn’t sign, it’s okay too.
















