“It takes a lot of COURAGE to release the familiar and seemingly secure, to EMBRACE THE NEW!”

There is more SECURITY in the ADVENTUROUS and EXCITING, for in movement there is life, and in change there is POWER.  – Alan Cohen

(Think of small changes – first cooking show, first time asking, riding a bike, “No one ever died from doing a cooking show”)

Purpose:  

To provide more opportunity for everyone.

-earn recruiting bonuses and overrides sooner

-earn on more people

-earn more as a top seller, as a team leader, as both

SELLING

-encourages selling every month and rewards consisten top sellers

RECRUITING

-rewards personal and “indirect” recruiting

DEVELOPING OTHERS

-motivates you to help others promote, and rewards you when they perform

BUILD DEEP & WIDE right from the start,

Being ACTIVE is good for everyone

Essential Business Habit
Impact indirect recruiting

1. MARKET, that recruiting is Easy and Rewarding

2.   Help Your consultants generate leads
· Share your own experiences

· YOU are their role model!

· ASK them about their leads

· Who did you meet at the show that’d be fun to work with?

3. JUST DO IT TOGETHER

· Help them instead of just hoping for them

· “Could the three of us get together and talk about whether this might be a good fit for you?”

· During recruiting interview

· When explaining New Consultant Rewards

· “If you could choose two friends to start this business with you, who would they be?”
Being Active is good for everyone
1. Influence Consultants to Sell!

2. Active & Inactive Consultants

a. 150/mo for you

b. Less than 150 is inactive for that mo

3. Director Requirements

a. Personal 750

b. Cluster 4K

c. STRUCTURE

i. 4 active lines (any 150 submitted for 1  consultant in the line)

ii. 2 lines must be Senior Consultant lines
4. Activity Bonus as a Director

a. 3 Key Ways to influence CONSULTANT ACTIVITY
i. Set the Expectation to Sell Every Month

1. “How would an extra $400-800 help at your house?  You can earn that doing just one or two shows a week?

2. “How many Shows a week would you like to do?

3. QUOTAS

a. Interested but a little nervous

b. Or someone who just wants the kit

c. “Selling 150 a month is all it takes to stay active.  That’s a nice safety net, but I know you want to earn more than that would give you.  What would you like your PC business to pay for in your family?”

ii. Provide simple selling ideas

1. limited customers/leads
10-week Layaway club :   LISA@MACARAEG.COM....... Pc.biz/lisamac

12 members of the club each get $100 in product
They each send you $10 a week


Names in the hat, it is a $1200 show

OFFICE DEPOT/STAPLES for tickets

Earn tickets – 5 for coming to show



5 for bringing a friend or outside order



10 for order of 60 or more



20 for order of 100 or more



30 for booking on my MAGIC NIGHTS
2. established customer base/larger circle of influence
iii. VALUE Active Consultants.

a. fun recognition for active consultants/senior consultants

b. thank them for selling at end of phone calls

c. recognize (standing rec) with 3 months in a row

d. postcards to say thank you

e. CONTINUE TO RECOGNIZE top performers

After two inactive months in a row, the career sales and their percentage is forfeited.  BEFORE end of second month, they can request another month extension – ONCE in every rolling 12 months.

1. PAY based on performance

2. Each month, paid at that level

3. Titles and Performance

LEADERS NEVER WORK TO MINIMUMS!
Recruiting bonus – consultant sells 1250 in first 90 days

Titles & Performance


You promote to a new level by meeting that level’s requirements


You are paid in the month you qualify


Team Leader or Above – guaranteed for 3 mo/ ED 6 mo / SED 9 mo / NED 12 mo

3 things to do right now to prepare for April 1

1. keep learning about the career plan

a. view the online presentation

i. invite them to your home, watch it in small groups

b. keep your cards / summary chart

2. assess your personal cluster

a. sample IPT in your envelope

i. offer sincere encouragement and ideas for consisten sales

3. make cluster check-in calls to your consultants

a. CALL Beth / CALL Sonny / CALL Albertina / CALL Breanne
