RECRUITING

1. Recruiting Packet Should Include:
• Opportunity booklet
• Welcome / Cover Letter
• Catalog
• Business Card

2. Hiring People As Employees?
• Were they a good hire?
• For TEAM
• Consider your team as an Organization

3. Be open to approaching GREAT retail sales people – LOOK FOR IT & SEARCH IT OUT!

4. Be like a headhunter

5. Have interested people host a party with you first, they get all the bookings from that show

6. Cashing In on a great party – on TOT

7. When closing your show, let hostess know what you made off of her show and offer her the bookings if she signs up

8. Be transparent

9. Share your own experience – if I can do it, you can do it

10. Have a 30 second commercial – be positive about your business and others will approach you

11. Listen to others about their “WHY”s and you can point out what would work best and help them with any of their objectives and how it will work with their lives.

12. Talk about Dream Rewards and what you have earned as a consultant

13. Invite them to your C&C or to a C&C you are attending

14. In your newsletter, put how much you would have made as a consultant and how much you did make as a director – because you decided to build a team.

15. Drop recruiting seeds at every party

16. Always ask every customer – they may be interested but not open to telling up front, but will say yes if asked

17. Share at your parties how much you made last month

18. Pick 3 people at a party and focus on them to offer the opportunity

19. Find out someone’s reason (WHY) for wanting to join. Your WHY can change.

20. Take pictures of boxes that have been delivered to your home and post them on FB.

21. Have a closed FB page for your customers – offer a prize for referring the most friends, but make sure the friends do want to be there!

22. Host a monthly T.A.C.O. night with your entire team.

23. Make a list of everyone interested from parties and/or HO leads

24. Send out “what they would get” from signing up as a consultant – give a value with the incentives
25. Find them on FB and message them

26. Use your warm call report

27. Have a LEAD binder with HO leads or other people interested in the business and section for 1 – 4 for weeks of the month- rotate them and note when you contact them and how.

28. When getting HO leads, ask for a return call so you can verify their mailing address

29. Go through all of the HO leads and ask HO to check their zip codes to see how many are active in their zip code. Contact the lead if the number is low and let them know that!

30. Contact consultants that have been inactive and try to re-connect

31. Connect with Home School groups and do a blog sweepstakes
32. Be positive and share rewards of your business with others – they will eventually join when the continually see all of your successes.

33. Make your business about them – your job as a director should be about helping them. Share your story and be real. Don’t hide this awesome gift. Consider it like the Gospel – don’t hide it, share it!

34. Do vendor events, craft fairs, scrapbooking events.

35. Have a picture badge on your FB picture

36. Have a bag that draws attention – “Ask Me Why?” “Rockin’ My 31 Biz” “Join My Team”

37. Tell how supportive HO is and how supportive your team/group are.

38. Wear your 31 shirt, use your products and always have catalogs and business cards on you to share!

39. Let a catalog hostess know what she would have earned.

40. Look for bank incentives – some banks offer an incentive when you open an account with direct deposit. Let potential recruits see that this is a way they can get their kit for free!

41. HO Leads – search FB for their name, friend request and communicate

42. I SPY GAME – use to talk about the kit at the end of the catalog as a recruiting tool

43. Say the $99 kit is the best deal of the night when you talk about the monthly special.

44. Share your income!

45. Fortune is in the follow up

46. Add a video to your welcome letter for interested recruits
47. Ask your team why they signed up under you? What made them decide to sign up?

48. Pizza & Possibilities… 20 – 30 minutes about career opportunity

49. Binder – GOT 31? Have everything that comes in your kit in the binder, everything about 31, pictures of Cancun, etc.
50. Search party guests on FB and friend request. They will see your posts about your success and that may leads them to sign up

51. 3 Options With HO Leads that are out of your area: 
a. DIY party with catalog show at their house
b. Offer them the opportunity – the kit is on ly $99 and you can be the “go to” person for 31 in your area
c. Find someone local to them to do their show 

52. put a living your dreams flier in EVERY hostess packet (Item number 1005, 25 for $3)
-can’t even BEGIN to tell you how many of my hostesses are now consultants!

53. tell your prospective consultants that if they qualify within the first 30 days, you will buy them a “party on the go kit”. It’s $40 and comes with like $85 in product for them to add to their kit. Everyone loves a challenge and free product. Plus, it puts them that much closer to their start swell….(thanks for that Chanette McKibben)

54. make a new recruit binder and mention this in your presentation
-put all the info that comes in your new kit: living your dreams flier, start swell flier, the calendar that came in your kit, some of the other paperwork that came in your kit, dream rewards, bracelet incentive, the new consultant training guide, invitations, door prize pad, how to order guide, party with a purpose cards, a virtuous woman magazine, mini catalog, regular catalog, an order form, and all the fliers on the toolbox under recruiting on TOT (thirtyonetoday.com). In your presentation, hold the binder up, tell them it has all the contents of your kit and more if they are interested they can look through it, set it on the table in front of everyone at the party...then watch to see who picks it up!!!!! 

55. If your hostess says ANYTHING about thinking about signing up...
(and really you should be asking each one of them: “so have you ever thought about selling?”)…you tell them they can enter their first party as their own if they decide before the end of their party! Tell them they will not ONLY get all their hostess benefits, but they’ll make all the commissions off it too! And that will pay them back for the price of their kit. Gets them every time Ask one of my top sellers…Vanessa Taylor You might lose some sales…but you are going to gain a consultant and be that much closer to promoting!
-during each presentation make sure you take a second to tell everyone to flip their catalog over:
-this is what I say…”If I could have everyone flip their catalog over and take a look at the picture on the back of the catalog. This is our new consultant kit. It comes with over $300 in product and only costs $99 to get started. SO if you’re interested in making some extra money…let me know!” That’s it! That’s all I say...and it works like a charm

56. Do you have great customers that just keep coming back? Or people that say…I have one of everything in the catalog?
-sign them up!!! Tell them they can just do catalog parties if they’re “not good at parties”. Say, wouldn’t you like to just get all YOUR stuff cheaper?? NO ONE is going to have 50 catalogs and a brand new consultant kit in their living room and not tell a single soul about it! It’s exciting and infectious…and they will make sales…Ask me…I was a kit napper. Wouldn’t you like to have me as a consultant under you??

57. When a customer says…Oh…I can’t afford that Cindy Tote...it’s too much! :
-we tend to say right away….you should book a party!! 
-let’s change our train of thought and say FIRST: have you ever thought about trying to earn a couple hundred more dollars a month? Then if they say no…you can say…well, you can always book a party and get it for half off! Go to Sears and they are not going to show you the $40 TV first. They’re going to show you the $4000 one first. Then the $2000 TV doesn’t look so bad! Work your way from top to bottom….. 

58. Catalog party hostesses are prime targets for recruiting! 
-If they have a successful catalog show - they have what it takes to be a consultant :o)

59. Tone down the perfectionism:
-make your job look EASY! Keep your presentation 15 minutes or less. Someone who is shy is not going to think talking for 30 minutes or going through every product detail in the catalog is easy. Make it fun and simple.

60. You aren't pushy unless you ask someone, they say no and then you ask again!
-But you have to ASK! So stop worrying about being pushy and ask the question!! You never know who is looking to make some extra money. At check out, say, “So have you ever thought about making an extra few hundred dollars a month by selling Thirty-One??” Never assume someone is/is not interested. If you do, then you are just making the decision for them.
61. FOLLOW UP FAST:
-Had someone obviously interested a few weeks ago on a Tuesday. Told myself I'd follow up by Friday. On Thursday, she walked into our C and C....had signed up under someone else! MAJOR lesson learned! You need to have hostess packets already made up to take with you to your party. And you should always have one in the car. That way if someone is interested, you have it all there for them whether they have time at that point to go over the details or not. They can at least take it home with them. And DO not let them leave without getting their information! Call them the very next day, and offer an incentive if they sign up (the party to go if they qualify in 30 days)

62. Commit to answering every question they have and let THEM make the decision for themselves without pressure:
- They know what's best for them. I don't. My job is to give them all the information they need to make a good decision for themselves and their family. That's it. If the best thing for them and their family is to join my team, they will. And they do! 

63. When someone asks about the opportunity:
-when someone asks about the opportunity, instead of blabbing about how great 31 is (which we all love to do) ask them what their concerns are.....then you address those. Perfect example my newest recruit was concerned about how heavy it would be to carry in all the loot, I couldn't see that she was limited due to an injury…when I said she could roll it in a rolling tote and not lift...she signed up!
64. I think just being excited about what we do....
and the company goes a long way. And, showing them...ANYONE can do this business. Tell them who you are. People trust you with their credit card numbers. Let them know who you are. I had a lady once ask me if I had a “real job”. I was really offended at first, but I started to incorporate the fact that I have a Bachelor’s Degree in Nursing, 3 kids, and 3 jobs into my presentation. And I have actually had people sign up because they thought if I can do it with all that going on, maybe they could too. One of them is a director now! And she promoted in FIVE months!!
65. For those of you who get Home Office Leads:
-MASTER your home office leads! I have mastered them…please please please contact me if you start getting leads so we can go over the best way to handle your home office leads. I have it down to a science and am a recruiting machine because of it! So please USE me! I have a letter you can send and exactly what you need to send in the mail!
66. tell everyone you meet about Thirty-One:
-at stores, check outs, restaurants, grocery stores, library, mall, kids teachers, people in the office, drop catalogs off everywhere you go. The more people you reach, the more people you’re going to have the opportunity to get signed up!! Invest in catalogs, mini catalogs and YOU WILL SEE IT PAY OFF!!!

67. People are afraid they can't do it, or have the time, or feel like people won't want o buy from them...really all about rejection:
-Softly give them a positive "out" and say..."What is the worst that can happen?" You will be just where you are now, except with $300 in wonderful Thirty One products! You can get your enrollment kit, decide in two months if you don't want to do it anymore, and if you don't...well, then you just got yourself $300 in products to give as gifts, donations to charity or whatever. BUT remember...what if in two months you do like it, in fact, LOVE it and glad you took the chance."
