The Interview

Continue to hand out at least 3 information packettes at every show generating interest.  If you do 2 shows a week, you have handed out 24 packettes.  Contact these individuals within 24 to 48 hours of receiving the packette.  From those calls, generally about 8 will want to discuss the packette further, and it is with those individuals that you do an interview with.
Interview

· What you want to do in an interview is find out a little bit more about them and then provide them with information about the company that applies to them. (See Interview Questions).  The common mistake made here is that you start telling them everything they need to do to get started – that’s not an interview, that’s training!  This is where you will loose people because they are not sure yet, they haven’t made a decision, they are intimidated a little and now you’re telling them what they need to do, get 6 datings, make a list, do this, do that, and their thinking oh……I don’t know if I’m able to do this…..ah……they get nervous and then say, you know what, this really isn’t for me.  If you did an interview – NOT TRAINING – then you would have been able to work through those fears.

· Once you thoroughly go through the Interview Questions and relate it back to them, then your next step would be to ask them if they have any questions. Some people will say no, no questions and a common mistake made by many is that you are at a loss for words.  Then you start to talk about yourself and the business.  You don’t want to do that.  What you do want to do is say, “Super!  Let’s go ahead and set a date for your introductory show!”  About 50% end up saying, Ok.  The other 50% will say, “Oh, oh, well I’m not ready for that, I do have one question…”  It makes their mind think of the question they had. Answer their question and ask them if they have any more questions.  Repeat, “Super!  Let’s go ahead and set a date for your introductory show!”

· If they say yes, set up a date for the introductory show, go over expectations, order the kit, and set the standard.

· If they are still sitting on the fence, then keep moving this process forward… “You know what, let’s just set a date for a show, if you decide to do this we can make that your introductory show, if you decide this isn’t for you, then you’ll still be a host, and you walk away with $100+ in product.  So why don’t we just set a date for a show.  Let’s see the reaction of your friends and family.  How does that sound?”  Ok, that sounds good.  

· Setting a date for a party at least moves you forward.  The person may decide, NO, It’s not for them, but at least you got an extra dating from it.

· Of those 8 that you do the interview with, 2 might actually join.

· As you get better at this, you will start making those numbers better for yourself.

