Top 10 Recruiting Tips

subtitle: How to become a BIG TIME recruiter!

1. Think BIG and you will see BIG results. Watch for your leads, you will meet them.

2. Hold a consistent schedule of PARTY's to meet new leads. In my experience, it

takes 10 people who hear the opportunity before you find one new team

member. You can see at least 10 people at each show, when you effectively

host coach. So with three shows a week, with 10+ guests each, you can focus on

at least three recruits each week.

3. Focus on a weekly business. If your goal is 4 new team members a month, focus

on 2 a week so you can accomplish your goal by the middle of the month. You

will be surprised how far this will take you. It does take a bit of time for us to reap

what we sow in this business, so start early and see the results and change your

paycheck within the month.

4. Use props, games and YOUR story at the PARTY to introduce the opportunity into

their lives. Do not skip YOUR story even if you have already presented it to a

group: the more they hear it, the more they believe it. Numbers range from 7-25

times of hearing an idea before it begins to click. Keep telling your story and

encouraging questions at your PARTY's.

5. Utilize your order forms to harvest leads. I walk the group of customers through

the order form so they can see our 3 opportunities. I ask them to check if they just

want more INFO on the business opportunity. (I have the guests get the order

forms out before any games begin and ask them to begin filling in the form.) I end

my opportunity talk with “Ask Me About My Business.” I have changed my

tactics, and now only answer a limited number of questions, this leaves them

wanting more and they are more likely to check the bubble when I say to the

group, “If you still have questions and would like more information, let me know

and we can schedule a coffee time tonight!”

6. When time blocking your schedule, make sure to time block recruit lead followup-

time for the following day. From each of your 3 PARTY's a week, you should call

at least four people following the PARTY, plus the hostess.

7. Call all leads back within 24-48 hours. Send them a thank you card when they set

up a recruiting interview with you-even if they say no initially, to tell them you

enjoyed getting to know them. Use the follow up time to answer questions, find

out if they reviewed the information given at the time of meeting (PARTY,

elsewhere, etc). If they have more questions and have reviewed the information

ask them to meet you for a coffee or a smoothie so you can go over the

information in person. If there are any hesitations to meeting, let them know, there

is no obligation and they “need to know what they are saying no to”.

8. Hold a consistent schedule of recruiting interviews, lining up with the number of

recruits that correlates to your goal. If you hold 4 interviews with one signing, you

need to hold 8 interviews to achieve 2 a week. Once you begin holding many

interviews in a monthly time frame, you get more effective and more consistent.

Practice makes perfect.
9. Stay in contact with leads if they are not ready to get together. Contact each

lead monthly with our offers and help them to see the benefits while letting them

know of the current offer. Stay in touch, when the timing is right, they will sign.

They appreciate your constant contact.

10. Use the interview to show them how this can be the vehicle for any dream they

have. Ask questions and get to know them using our recruiting cards, walk

through the cards and answer their questions. Find out why the agreed to meet

with you and focus on their “hot button” once you have identified it.
