Sell the Dream: Recruit National Conference Workshop Linda Bowls
Sell the Dream not the deal 

Keep their dream in front of you 

Hook them into thinking about the business 

Understand that there is a cycle when to start the business …. When you are sharing the opportunity 

Constant influx of people to recruit 

Recruiting Goals 

1. How many new leads do want to have each week? 

2. How many people do you want on your active lead list? 

3. Do you have a goal for the number of interviews in a week? 

4. Do you have a s goal for yourself for the # of signed agreements in a month? 

5. What are the activates that I need to do? 

10 conversations to invite someone to learn more about the business

Talk to enough people to satisfied your weekly and month goals

2 shows a week, 8 shows a month to be successful in this business

Make more customer care calls!! 

Do more shows 

Do your best to get more people at your shows 

Get the guest to think that they can do what I do 

To sell the dream- help people connect pc to personal, life goals, and values 

Recruiting we do for someone not to someone 

Help them discover their dream 

 How is being a PC consultant being a dream job? 

Do you believe that this is a dream job?  Make a list of all the reasons 

What are the unexpected benefits of a business like this? 
Help them discover what the flexibility will do for them? What will and & can you do for yourself? Why is that important to them about that? Meaning why is flexibility important to them 

Expected benefits- 

Best think about NC-to network with other consultants 

Social keys of recruiting 
1. Inform-everyone that the opportunity is available, the advantages, nor for every body but can be for anybody

2. invite 

3. interview 

Put control into what you want from this business so you can achieve that, clearing the environment for inviting, interest, and curiosity 

Put the information out their 

Paint the pictures, create the interest get them thinking about something 

1. Story- 90 seconds- 2mins create a connection about yourself to your guest

Tell your story at every show 

Planting seeds 

Its important to plant seeds in everyone’s mind about the business

Retirement 

Ability to contribute 

Ability to have a life outside, identity, something of their own 

Ask questions 

Sense of pride 

Identify 3 products that you talk about at your shows 

IE simple additions, cookware, stainless steel bowls… plant seeds!!!! 3 seeds that I want to plant!!!

Planting seeds is critical 

Create the environment 

Have a recruiting segment- come out from behind the table 

Word choices- I don’t know which one of you- drops a child off at daycare, is a single mom, has college tuition to pay for. 

I don’t’ know which one of you has an adjustable mortgage, a car payment, and student loans to pay off 

As I look at you I don’t’ know which one of you dropped a child off at day care leaving them screaming, not having a vacation an adjustable mortgage rate that has gone up.

I do know that this business has provided so many an opportunity to live their dreams. 

Leaves for opportunity questions 

I know that many of you u have been in direct sales before or know someone who has been in direct sales before. 
Play the ticket game

Some questions you might ask are—Offer each of them the opportunity 

Story

Planting seeds 

Recruiting segments 

Come to meet at the end of show 

Invite – individual 

4 piles system- recipe, recruiting info, hosting, your life your way dvd. Words choices ARE YOU INTERESTED IN?  Wedding registry 

Were you one of the people that…… 

Make it personal 

Invite them together and learn more about the business- in person offer to buy a coffee or soda

 I will be here to support you in this business as you move forward!!! 

Keep interviews conversational get curious about people your meeting 

Asks question them be quite 

Do y you have any questions for me? Or are you ready to get started? 

No –means informational--- no the opportunity not you personally 

If we can find away would theis be something you would be interested in? 

How do you follow up? 

Future Business Box—Shoe box, index cards 4x6, 12months, be hind each month # 1,2,3,4, come home from a show, start filing in the box 

Teach new consultants how to use the box 

If you leave the business take box to your up line, or recruits… so the leads don’t’ go cold 

Always have DPDS

Box-equals-new leads

Only one catalog- says last copy!!!
