National Conference Wave 3

Double Digit Recruiting – Angela Lang and Robin House
Ask yourself, “Who can I help today?”

To be a consistent recruiter, you must do it all of the time!

A “no” is not a negative, it means no change. A “yes” is a positive. So just ASK, only a positive change can take place!
Don’t make recruiting an add-on sale. Mention it throughout the show.

Recruits come from:

1. Shows and hosts

2. Referrals

3. Customer care calls

4. Fairs and booths

5. Social settings

6. Home Office Leads

7. Friends

8. Neighbors

9. Co-workers

10. Hairdresser

11. Doctor’s office

12. Dentist’s office

13. Banks

14. Drycleaners

15. Exercise classes

16. Friends from school

17. Etc.

Inform people about the business – It’s all about them!

WIIFM – “What’s in it for me?”

Words to say: “This is my story. What might YOURS be?” Don’t just talk about me and what I’ve got. Use “YOU” statements. For example, “As a new consultant, YOU will earn about $100/show for 3-4 hours of work!” OR “You will love the flexibility of this business alongside your family and work obligations.”
Paint word pictures.

“Imagine yourself working 4 hours per week and earning $400 a month.”
Most people will be curious, but assume NO ONE will ever ask, for fear that you’ll be the Velcro consultant. (They don’t want you to stick to them and never let go!)

Make it a commitment to ask EVERY host! If you don’t, someone else will!! (A host can start her business for $50!!)

This business is about relationships.

Do NOT overload potential recruit with information. Just start off by giving her a catalog and the “Your life, your way” brochure. That’s IT!

People join for one of  2 reasons: (If a potential is looking at 2 companies, they will join for one of these 2 reasons)

1. Love the product

2. Love you!

Follow up when you say you will because

1. You’ll be taken more seriously

2. You will build trust and confidence

Today’s prospects might be tomorrow’s recruits. Things/situations change!!

First follow up call.
Ask, “Do you have a few minutes to talk?”

If no, make a phone appt to avoid phone tag.

If yes, ask these questions:

1.” From what you know so far, what appeals to you about this business?” Starts off on a positive note. Find the heart tug!

2. Have you had the opportunity to look at the info? No? That’s ok. Grab it and we’ll go over it together. Briefly go over brochure. Don’t overload with information!!!

3. Would you like to know how PC can fit into your life or would you just like to get started?
4. If she needs more info, schedule a face-to-face meeting. (30-45 minutes of her time)

FAYC – Forget about yourself completely! It’s about them not you!

The interview should focus on 5 questions

1. What appeals to you about this business.

2. What clubs or organizations do you belong to?

3. How much time do you have to devote to the business?

4. How much money do you need to make per month?

5. How much money WOULD you LIKE to make?
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Relationship Setting

Quad to recruiting

Questions

Understanding

Answers

Decisions

Q. May I take note on you? (Become a good listener!)

U. Express your understanding. Ask for clarification, “Do I understand correctly?”

A. Answer the potential’s questions only.

D. Where you agree on a course of action.

Ask tie down questions. “Can you see yourself doing what I do?”

Objections

Time – Don’t have enough time

Use Feel, Felt, Found

I understand how you feel, I did xyz and I found abc
“Do it around your schedule!”

Bookings – How do I get bookings

Use Feel, Felt, Found
“You’ll get training” OR “Start with friends and family and bookings will come”
Public Speaking

Use Feel, Felt, Found 

DSA Survey

2% of people are going to close on a product or service on 1st exposure

3% of people are going to close on a product or service on 2nd exposure

5% of people are going to close on a product or service on 3rd  exposure

10% of people are going to close on a product or service on 4th exposure

80% of people are going to close on 5th – 12th exposure!!!

Recruiting Binder
-Include pictures of your family

-Incentive trips

-SS bonuses

-Copy of commission statement (maybe one when you first started and a recent one)

-Company recruiting promotions

Set up new consultant training.

Offer quick start box

Set goals with new consultants.

GET RID OF FEAR OF FEELING PUSHY!!!!

