HOLDING A STELLAR SPONSORING INTERVIEW
Notes taken from a recent recording by Steve Wiltshire, Lifeline Coaching

Steve shared the importance of a strong sponsoring interview, and questions you could ask to help get your prospect into a frame of mind that creates desire, commitment and purpose should they decide to join your team.  He talked about the importance of the interview being about them, and not about you or your company.  Also, with every question, ask another question.  Become a good listener, the greatest skill any direct seller can develop.  Here are the 5 main questions:

1) What have you enjoyed most about your experience with Willow House?
2) I’m curious, what piqued your interest in learning more about Willow House?
3) Power Question:  What if you decided to give Willow House a try – what if your friends wanted to book a party (talk about the fun of having a Margarita night or something with a theme at their home)  and you had numerous people interested in hosting.  If that happened, how many parties would you do a month?  
a. With the number of parties she tells you, quickly calculate how much she would make a month with an average commission of approximately $125-$130 per night.  Then say, So with that party schedule, you’d make about $500-$600 per month (depending on the number!)
4) What would that provide in your life?  
a. Go on to ask, What would you do with it?  What would you buy?
i. If she says they need a new car, say, What kind?  What color would you buy?  Have you ever gone to the dealership and looked at one?  Why don’t you go and test drive one?
ii. If she says she wants to send her child to private school.  Say, What kind of school is it; have you visited the school; why don’t you go check it out, take a tour?
iii. If she says to pay for a needed vacation, say Where would you go?  Would it be a family trip, or would it just be you and your husband?  Why don’t you go to a travel agent and get some brochures, find out what you’d do, etc.
iv. Whatever the need or desire, just ask questions about it.  Get her to clarify it in her mind and buy into the fact that it could be possible.
5) What do you suppose you’d enjoy most about being a rep with Willow House?
a. What do you suppose you’d enjoy least?  This is where you find out her obstacles!!

Can you see how taking your prospect to a place where they can create a vision for their life with WH, and how the emotional reason for joining becomes apparent?  The specifics of how they earn money, how to book, and all of the rest of the things we feel the need to tell them can happen later.  First, create the demand and desire and your opportunity for sponsoring increases!  
