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Inviting Versus Announcing 

Are you announcing how you love your business and hoping people will want to join you or are you inviting everyone to join you in starting a business? There is such a difference! Here is an example someone shared with me once to help paint a picture of the difference in announcing versus inviting. This is an example that has nothing to do with direct sales but it certainly paints a picture of the importance of inviting. Someone shared with me once that their neighbor called them one snowy day and told them that they had just baked the best chocolate chip cookies. The woman described how they melted in your mouth and they were the best cookies she ever made. Now the woman receiving the call was thinking, well that's nice. I can't even get my car out of the driveway to get to the store for chocolate chips. She thought, "Why are you telling me this when I can't have any?" The next day the two neighbors were outside shoveling and the neighbor who baked the cookies said, "I don't believe how you didn't come over yesterday to try my cookies. I tried so hard to tempt you." The other neighbor was shocked and said, "You never invited me. I didn't know you wanted to me to come over. Believe me I would have been there." There is a definite message from this story. Be clear on the invitation. Be sure it is personal and that they know that you are including them. 

Many of you have asked me to share in my newsletter an invitation that I teach at my seminars. I look forward to hearing how this works for you. My invitation is one that I feel paints a picture. Let me know how you feel about this picture: 

"Tonight I want to invite each and everyone of you to think about joining me by starting your own home-based business. I know many of you are stay-at-home moms and are thinking how can I add a business to my already crazy, hectic life. Would you enjoy a business that you can do alongside your family and other activities and at the same time be adding income to your family budget? Many of you have a full time career and you might be thinking why would I want a business after having worked all day. Would you enjoy a business where you are the boss and make all the decisions after having worked for a boss all day? This is a great way to try out something new. Some of you are retired or are approaching retirement age and are thinking why would I want to work after having worked so many years. Would you enjoy a business where you can have all the time you need to do all the things you have been waiting to do and have some extra income to do all those things? This is also a way to continue to personally and professionally grow at the same time. I know some of you are seeing our products for the first time or are not real familiar with us. There are lots of people who we want to share our products with. We could really use your help. As you can see I feel this business fits into anyone's lifestyle and I do hope you will all think about joining me. 

Now for the reason we are all here. Let's talk about the products!" 

Conversational Openers

Conversational openers can be the keys to sharing! Many of you have asked me to give you a few ideas again concerning how to open conversations. Here are three situations to try this week. Let me hear from you what happens when you go out and practice the language. What is your plan today to go out and help others find out about your business? 

Shopping - There is someone standing in line next to you. It is a long line. Your conversational opener could be, "The line seems really long today." If the person just grunts, then don't continue the conversation. If their response is friendly then "bridge" the conversational opener to sharing about your business. You could ask, "Do you shop at this time of day often?" After they respond, say, "I don't think I will pick this time of day again to shop with the lines being so long. I am really fortunate I can pick another time of day because I own my own business. I work from home. Are you familiar with (your company)?" If you have another career too, then just tweak the bridging statement a bit and say, "Unfortunately my time is limited for shopping because my full-time career does not offer me much flexibility, but I do have a business that does. Are you familiar with (your company)?" 

At a library, a child's event, or a class you take (exercise, sewing etc.) try opening the conversation with one of the following conversational openers: "Do you come to the library often?" "Do you get to most of the practices?" "How long have you been taking the classes here?" Then, bridge the conversation with those who are responsive to your opener with a statement such as. . . "I love being able to come here. I have my own business and I always feel so fortunate that I can do these kinds of things. I work from home. Are you familiar with (your company)?" 

Plan a fun outing to the zoo, a museum, an amusement park etc. When standing next to people, just ask, "Are you from this area?" They will answer and all you have to do to "bridge" is say, "I am always curious, are you familiar with (your company name) in your area?" This way you will find out from their response if they are interested in hearing about your company. Remember just share a few sentences. Don't give them a full marketing presentation. Just say, "Our company offers several services. I would love to be able to share some information with you about those services in the future. Would you feel comfortable giving me your name and phone number so I can call you to share some information about those services?" If they say they are not interested, that is okay. The next time you have the opportunity to share, someone might be interested. Remember sharing is based on having something to offer not on what the response will be. 

Make a point of sharing in these situations. Practicing the language will lead to confidence. I always feel that when you do go out and do this, you are 100% successful in sharing. The recruiting results will be there after you begin to share. The good news is the moment you share, you are 100% successful in the sharing process! Recruits will be there from all the sharing. Remember you have to share, care and be proud of what you do in order to help others. We have to be patient to find the people who want our help. A no is just part of the process to getting to a yes! Would you ever stop offering a piece of cake to guests at your home just because someone said no? Would you feel everyone deserves to be offered? The possibility of hearing no's should never keep us from sharing! IM 

Full Service Calls

The purpose for your call is to check to see how you can help your customers this season. 

"Hi, Mary, I am calling today because one of my focuses this season is to provide better customer service. Do you have a couple minutes for me to ask you a few quick questions? I know, Mary, that I have mentioned this in the past, but I always like to ask if anything has changed where you might be interested in a little information about how you could have a business alongside your family and all the activities you are involved in. So, Mary, if you could have a business you can do alongside your family, would you be interested in knowing more about it?" 

If they say no, then share about your current hostess program by painting a picture why everyone will want to know about your products. Let them know how excited you are to introduce your products to others. 

"I am really excited about our product line this season. Is there a time in the next couple weeks where I could come over and show you and your friends our current line? Would you like to know about our wonderful hostess program?" If they say no, then just ask, "Can I offer you my personal shopping service where I set up an appointment with you so that you can see what is new and receive our current catalog?" 

At the end of the call, ask if they would like you to call them back in the future with new product information. And, don't forget to ask for referrals to others who would be interested in hearing about your business opportunity and products. "Do you know anyone who might not know a (your company) representative or how to get in touch with me if they wanted?" 

