Responsible Recruiting

It is very exciting to have someone say, “Tell me more about selling 31”. We go into excitement mode. We give them so much information that it confuses and overwhelms them.

*Remember ladies- A confused minds says NO! Before you know it, they will no longer be interested.

Tip: Ask them questions. What interests them about the opportunity? Is it free products? Getting out of the house? Do they need more income? The answers to that question will show you how to approach them and what information to give them.

EXAMPLE: When I first signed up and was talking about the opportunity, I would talk about the growth potential, dream rewards, career path, and opportunity for Disney World, Mexico, how much fun it is, etc…. It was like throwing up all over them with my words… Way too much information! They did not even have an opportunity to ask a question because I would not stop talking!

The next thing I want to talk about is- RESPONSIBLE RECRUITING!

How many of you have been so excited to sign up a new recruit that you forget to share details with them? You forget to let them in on the secret that it actually DOES require WORK!

Next thing you know you, they are signed up, THREE months in and still have yet to submit their first party! Does this sound familiar? You are so excited to grow your team, become a leader, and yet it doesn’t seem to be working because every time you get one person signed up, the one that you had signed up a few months ago is now inactive.

We are ALL guilty of signing people up without really finding out really what motivates them and/or sharing with them that direct sales does take some work.

How can we approach recruiting to make the experience good for YOU and YOUR potential recruit?

To improve our sponsoring results you must turn the tables, put the spotlight on the potential recruit. Ask powerful questions and LISTEN. Button your lip and let her talk! Through using questions, you shift from telling about your business opportunity to LEARNING about how the opportunity might serve your new PARTNER. In the process, you will tear down the walls of resistance, mistrust, and skepticism every potential recruit holds.

Questioning your potential recruit demonstrates your respect and trust for her. It is acknowledging and recognizing that she IS the expert in her own life. If she says no, you’ll be at ease knowing the reasons why the opportunity isn’t right for her at this time. If she says yes, the personal information you discover will give you an excellent foundation for building a successful relationship.

Make no mistake; recruiting IS very much a numbers game. But, it is NOT in the way most people think. It’s not about blowing through large numbers of people to find out who will stick. Instead it is about giving EVERYONE the opportunity, then working with the ones who choose to work with you. You have to realize very early that most people won’t come to you and ask you to sponsor them. You must ask every person, making no assumptions and no prejudgments. 

Use specific words when you ask people to consider your opportunity. For instance, ask people if they would like to take some information about your opportunity home with them. Doing it this way,, you avoid triggering their defenses. Ask each one individually if it would be ok for you to contact her in a day or two to answer any questions. And then DO it! Following through is KEY!

Always assume she is in and ask questions to uncover her needs and motivations. It’s critical to listen carefully and ask clarifying questions. Questions are the answers; when in doubt, ask a question! Make a point of telling her that you don’t make a cent from signing her up! The only way you make anything is if you help her succeed! And, being on your team, she will get all of the support, motivation, and encouragement she will need. AS well as long lasting friendships! This is often a deciding factor.

If you listen carefully, most people will tell you what they really want. For instance, the wife of a successful dentist might not be motivated by the income opportunity but she might be looking for a good reason to get out of the house and connect with other women in a fun setting. For me, it was never about the money. I only wanted to get out of the house and meet new people. Of course, through Thirty-One, I have made money, made new friends, and found MYSELF! Finding myself and realizing that I am more than just a wife and a mother, was the best gift that I could give myself EVER. I have become confident, more independent, and realized that I AM a leader.

Most potential recruits are NOT looking for a reason to join your team; she is looking for a reason to NOT join! People find comfort in their old ways and fear change. Leaving our comfort zone summons our deepest fear-What if it doesn’t work? What if the opportunity isn’t for real? What if I can’t do it? What will others think of me being in this type of business? By asking questions during your interview process you can learn what they want and help them through these fears when and if they arise.

The next step of learning how to successfully sponsor is to tell them like it is. People are looking at your business opportunity and want to be told the truth, not sold on a dream. When you tell them truth you set your recruits up for success. When you exaggerate, you set them up for disappointment. Sincerity and honesty are the key characteristics in building relationships and essential to becoming a master recruiter. In fact, potential recruits will not only join your team when you tell them the truth, but you’ll find they become loyal team members who are willing to do what it takes when the going gets tough. This helps resolve the revolving door of recruiting.

We all know that there is definite money to be made with Thirty-One, but it DOES take WORK! It is NOT a get rich quick scheme.

So how can you eliminate hype from your business opportunity presentation? First and foremost, you must know your compensation plan. Explain that people will only be successful, if they are willing to do the work that the company is rewarding. This is not different from a job except that a job pays you to attend, and direct selling pays you to perform.

Here are a few things:

Be honest about what it takes to be successful. Give her a realistic time line based on her lifestyle and hours available to work so that she can set achievable goals. Ask her how many hours she can work per week. The idea is hers and she owns it more!

When you are sharing your business with a potential recruit, listen to what her life is about. Remember the question period we already talked about. Once you have asked her these questions, you can also share a story of someone in the business who is like her and is succeeding, someone she can relate to and who will motivate her to say, ”if that woman can do it, then so can I!”

Remind your new consultants/potential recruits that they are starting a new business. They WILL need a computer. The will need internet. They will need a debit /credit card, bank account, and transportation.

Last but not least, I want to encourage you to recruit. You do NOT have to train them. As a director, that is MY responsibility. However, I strongly encourage you to stay in contact, encourage them, and continue to build that relationship. You may not be there director, however, they signed under YOU! Most likely, they are going to want to talk and continue to build that relationship with you. Also encourage them to book parties BEFORE they sign up! You want to set them up for success! If they sign up and already have parties scheduled, they will be excited, motivated, encouraged, and more likely to earn start swell ‘girl on the go’ kit for FREE! Statistics show that those that sign up with no parties are more likely to quit early. The longer they go without having their first party, the more unmotivated they get. As they lose their excitement and motivation, the less likely they will be at booking parties. And, this is how the revolving door of recruiting works. They come in, book no parties, and go inactive 3 months later. This does NOT help you in any way. Instead, it damages the relationship between you and your new recruit. She leaves disappointed and thinking that she failed. She may think it is her fault or she may think that direct selling is not for her. At any rate, neither is the case. The truth is that if she would have scheduled her parties BEFORE she signed up and been more prepared, it could have worked and she could have been successful!

Some questions to ask during the recruiting interview:

How did you hear of Thirty-One?

What about this business sparked your interest?

How would a business of your own contribute to your life?

What do you need most in your life right now?

What do you value most in your life right now?

In the next five to ten years, what would be your ideal situation for you and your family?

What is it that you don’t like about your current career?

If you were to enter this business, which of your personal strengths would contribute to your success?

About how much would you like to earn each month for the first six months in business?

About how many hours a week would you be able to invest in building your business?

On a scale of 1-10, what is your interest level right now? What would it take for you to be at a 10?

Other than ________________, what else would hold you back from getting started right now?

Is there anything else you think I should know or are there any other questions you have for me?

Is there any reason why we couldn’t get you started today?

We also talked about how sharing the opportunity is truly a gift. If we don't share the gift, we are kind of being selfish.

