Recruiting

How not to Throw Up!

What questions do you ask when you start a recruiting conversation?

1. What first interested you in TPC?

2. What strengths do you have that will make you a good consultant?

3. What can PC do for you?

4. Do you have any questions?

5. Are you ready to order your kit?

Now, each person is different so here are several others you can ask.  Don’t forget to pause and let them talk in between each question!

1. What excites you most about TPC? (Ex: why did they check the box?)

2. What scares you the most about selling PC? (This gives you their hesitations right up front!)

3. How could the income you earn benefit your family?

4. How would you feel knowing you helped contribute to your family’s income every month?

Make sure you follow up with leads by calling them!  Don’t do a fair or a show if you don’t plan on calling them afterwards!!  Don’t wait more than a week to touch bases with them.  

YOU NEED A POWER STATEMENT!!!  Consider this your 30 second infomercial!!  

Here is an example of someone’s in the company’s: I just love my job! I bring fun back into the kitchen.  I help families spend less time preparing their meals and spend more time with their family.  

Just by saying that, it piques guest’s interests to ask more questions.  

Phone Recruiting: Make sure you give the recruiting information at the show and tell them that you’ll call them on a specific day.  The reason you do this is if you don’t and you call 2 days after the show, you’ll appear pushy.  This way they’ll expect your call.

Incorporating recruiting at shows:

Does anyone have a bill that they would like to eliminate?  Not a husband Bill but a debt? (Ask someone and they say braces)

Your response: Well, I don’t know how much braces are now a days but if you do one show a week, you can make between $300-$500 a month.  Will that take care of your braces payment a month?

Just by asking that and interacting with guests gets them thinking.  NO ONE comes to your show looking for a job.  This is your job to get them interested.  

You should have 3 paychecks to show and even pass them around the room:

Your first paycheck 

Your first paycheck as a future director

Your first paycheck as a director (this encourages them right from the start to start recruiting)

Don Funt uses this at his shows:
“Does anyone here have a full time job?” (Almost always someone does there)

“Can you imagine yourself only working 10-12 hours a week outside your home?” (Now, someone always says “Yeah right!”)

Don directs his questions at this person for the rest of these questions.

“You work more than that, don’t you?”

“I only work 10-12 hours a week outside my home and you work more days than that, don’t you?  You must also work more hours than that, don’t you?  Well, you must get more vacation time than I do.”

“Last year, I took 16 weeks off; you get more than that, right?”

“No, I’m sorry to hear that.  Since you work more days than I do, work more hours than I do, and have less vacation than I do, you must make A LOT more than I do.  Well, last year working part time, I made $80,000 in one year!”  Almost always, someone (or that one person he directs this conversation to) will check yes or maybe about signing.  

He also says to at least try it for 6 shows in 30 days and it could change your life.  He says that 50% of his show is about recruiting. His actual demo is only 15-20 minutes.  He is an Executive Director.  
For Visual people:

Use lapboards.  Have them lying on seats for each guest.  Tell them that this is their lapboard for the evening.  This stares at them all night!  

Have the Need Extra Money flyer? Also, a shrunk down paycheck and a photo of the super starter kit.  

On the other side I’m hosting a show flyer.

During the show, Make sure you make them laugh and have a good time.  This person chooses to only make one recipe and in the middle of the recipe, tell them your story.  

Say, “Since I have my fingers in your food, I’m going to tell you a little about myself.”

During the demo also say, “Oh by the way, you can make $20-$25 an hour by doing PC.”  Don’t say any more about it and move on.  Put your recipe in the oven and ask if there are any questions.  You can also share your paycheck information at this time if you choose to.  
Door Prize Drawing Slips

Hand them out to each person and ask them to flip it over and write down on the back what they would do with an extra $400 a month.  When you give away the raffle, say energetically The winner is The person who would pay off their car!!!  This gets them thinking again during the show!  
Make sure you verbally go over the DPDS.  

Don Funt creates his own DPDS and has 3 questions on it.  They are:

1. Are you interested in having a show?

2. Are you interested in a catalog show?

3. Are you interested in the job opportunity? 

He does give out a Season’s Best but also lets them know why he’s giving the slip.  He also tells them that if they never want to hear from him again to just write no next to each question.  
He has received several recruits just from his monthly newsletter so he HIGHLY recommends you sending one each month.  You are putting your name in front of your guests once a month and although the business opportunity is not good for them now, it may be 6 months from now.  This is very important.  

During checkout, you can say, So Ann, I noticed you checked that you maybe interested in the business.  Tell me what you’re thinking.  Now LISTEN!  This is non-threatening.

Working with Leads:  2 Different Ways, choose what’s best for you!
Create a Fun-Pack:

Use cellophane bags and staple your business card to the outside.  

Inside the bag input:

A closer look brochure

Super Starter Brochure

Questions you may have about PC

A commission statement (husbands like to see actual numbers)

A consultant agreement (They like to see what they’re signing)

A closer look Video (9 minute video, make sure your name and # are on the DVD)

Way 2:

Don likes to meet within 24-48 hours.  If the person works full time tell them that you’ll meet them on their lunch hour or after work.  He does NOT like to give them any information before the interview.  He feels that this information speaks for him and could deter them from signing.  

He has a rolling list of recruiting prospects and puts them in a manila folder and sends them a postcard to each person every time a new recruiting special comes out.  Some choose to send a flyer or an e-mail.  Your choice.  

The Keys to a Successful Interview:

· They Sign!

· Attitude is everything

· Remember to put duct tape over your mouth

· Have fun and keep it simple

· Find out why they’re there, there’s a reason they showed up

· Remember to remain positive even if they don’t sign

To close the recruit:

After the whole interview, take the agreement out.  Ask if there are any more questions.  Say, okay, we’ve been over the whole thing is there anything else you need to know about PC that we didn’t cover? 

Well next thing we will do is order the kit.  I want you to read through this and we can go through this together.  Here’s a pen.

After they are finished reading the agreement, ask them how they are going to pay for their kit? You can pay by credit card and have them fill out the bottom of the agreement.  You can also pay by check and the check needs to be written to TPC, not me because they will be the one to process your check.  The check usually seals the deal in their mind since they’re writing a check.  
4 Steps to Success:

Don Funt uses this:

1. Share the information

2. Overcome their objections

3. Lead them to their decision

4. Ask them when they would like to get started.

Don gives them the contract, gives them a pen and excuses himself to go to the restroom.  This gives them time to read it over because they are signing a contract.  If they don’t have their dates finalized, let them know they have until a certain day to call you so you can submit the agreement.  When they call around, they will find out what kind of support they’ll receive.  DO NOT submit the agreement without these dates.  They won’t be very successful and you won’t have a happy recruit.  

Make sure they do their first 6 shows in their first month that way the excitement is still there.  Don gives his recruit a scenario:Wal-Mart has a training period.  Well, I’m asking you to schedule your 6 shows in your first 2 weeks so you can remember what you need to add or delete form your show.  This helps you out as the recruiter because you can use 2 weeks of your time versus 3 months if they don’t really want to do it.  The recruit will be excited by getting 6 shows in, having a nice paycheck (@ $3,000) and gets LOTS of FREE products!!  This will encourage them to keep going because this is their first month and look at everything they’ve gotten already.

Tell your recruit to take out their calendar and cross off birthdays and other important dates because with PC you get to make your own schedule.  
If someone won’t book a show, tell them that it’s okay because you’re hosting your own kick-off business show and invite them to your first show at your house.  Tell them to bring 3 of their friends and they’ll feel so bad that they didn’t host their own show that they’ll definitely come to yours.  

