In the beginning….

How many shows do you plan to do a week? _______

Average income per show  = $122 x ____ shows = $ ____ per week

Calculate monthly income: ____ shows per month x $122 = $ ____ per month 

What I plan to do with the extra money earned from my SLAH business:

Immediate ____________________________________________________


     ____________________________________________________

Short-term ____________________________________________________

                ____________________________________________________

Long-term ____________________________________________________


     ____________________________________________________

Immediate would be credit card debt; car payment; extra spending money for incidentals outside of family budget; classes or sports

Short-term would be pay off short-term debt (furniture, carpet); family vacation; jewelry

Long-term would be retirement savings; college tuition; future move; 2nd home; dream vacation
In order to achieve your goals, how many hours per week are you willing to work? ______

Is there anything you may need to give up or change to allow time to achieve your goals?

_______________________________________________________________________

_______________________________________________________________________

Who will be your biggest supporters? ________________________________________

Who will you immediately contact to share the news about your new business? (list names and phone #’s)

______________________


______________________

______________________


______________________

______________________


______________________

______________________


______________________

______________________


______________________

Can you think of people in your life that may be good for SLAH or that SLAH would be good for them?  They could be the beginning of your team! (list names and phone #’s)

______________________


______________________
______________________


______________________
______________________


______________________
______________________


______________________
______________________


______________________
My “5 A Day” Calling List –Week of___________

	Monday
	1.
	

	
	2.
	

	
	3.
	

	
	4.
	

	
	5.
	

	
	
	

	Tuesday
	1.
	

	
	2.
	

	
	3.
	

	
	4.
	

	
	5.
	

	
	
	

	Wednesday
	1.
	

	
	2.
	

	
	3.
	

	
	4.
	

	
	5.
	

	
	
	

	Thursday
	1.
	

	
	2.
	

	
	3.
	

	
	4.
	

	
	5.
	

	
	
	

	Friday
	1.
	

	
	2.
	

	
	3.
	

	
	4.
	

	
	5.
	


Why Should I Sponsor?

Your success or failure in this, or any other business, is your desire and commitment to grow and build your business.  You can’t grow unless you build!  You build your business by sharing the opportunity with others.  Have you thought about where you would be if someone had not shared this fantastic opportunity with you?  Sponsoring is the result of loving what you do so much that you want to share it with everyone.  There is a lot of opportunity for you to grow when you put others first.  Think back to why you joined this company and the person who recruited you.

· How do you feel about that person?

· Would you like someone else to feel that way about you?

· Are you glad that you gave it a try?

· Don’t you think others will be glad they gave it a try?

By answering these questions, you can see some of the personal rewards for sponsoring.  Of course the financial rewards speak for themselves. Your personal job satisfaction does not just come from the money earned doing your shows.  The ultimate satisfaction is building a team and helping others to grow in the business.  

No one likes to hear the word “NO” so much so that we don’t even ask.  Remember, no matter what; don’t take “NO” personally.  They are not saying “NO” to you; they are saying “NO” to the opportunity.  Unfortunately, most tell us “NO” before they “KNOW” what we are offering.  Your goal is to set an appointment to explain the business.

Adapted from “It’s a Party Out There”; Karen Phelps; www.karenphelps.com

HOW DO I BEGIN?

· By committing yourself to the growth of your business.

· By never taking off your sponsoring glasses.

· By your excitement…talk, talk, talk.

Sponsoring is EVERYTHING you say and EVERYTHING you do…all the time!

Always be aware of your attitude, attire and demeanor…You never know who will be watching!  Be the kind of person you’d like to know; someone fun, enthusiastic and excited.  Talk about your company and your success everywhere you go.

SAY WHAT?  You’re brand new, so how can you talk about it?

· Talk about others’ success

· Talk about the opportunity and all of the advantages of your company.

· Fake it ‘til you make it!

· People accept you as you appear to be, not necessarily as you are.

Remember sponsoring is a way of sharing the opportunity that was shared with you.

You can gain “stories” about others by attending meetings and conference.  Spread the word everywhere you go with everyone you meet.  People are drawn to others who are enthusiastic and optimistic about their business!

Adapted from “It’s a Party Out There”; Karen Phelps; www.karenphelps.com

Word Choices

Business Opportunity

· Do you work full or part-time outside the home?  Are you a domestic goddess or student?  

· If you had and extra $600 or more per month what would you do with it?  Would you save, shop, take vacations, etc.?

· Based on what you heard here tonight, what would be the best thing about having your own home-based business with our company?

· If I could show you how to earn an extra $600 or more, would you like to find out more? 

· Who do you know that is fun, outgoing and loves to have parties?  

· Who do you know that is fun, outgoing, loves people and needs extra cash, or you think would be good in this business?

Bookings

· “Were you able to purchase everything you wanted tonight?”  If not, ask, “Would you consider helping out (hostess name) by hosting your own show, allowing you to get some great deals for your remaining wish list?”

· At the end of your show ask “ How many of you have seen four or more things that you like?”  Many will raise their hands!  You continue,  “That’s great, the best thing to do is to purchase your favorites tonight to help your hostess and book a show to earn the rest!”

· “Did you enjoy yourself tonight?”  “Would you be interested in having a gathering of your own friends over to chip away at your wish list?”

· “If you had the opportunity to get anything in the catalog, what would you pick?  Would earning that item at half off or free be enticing to you?”

[image: image1.emf]
My mentor, (sponsor name), gave me an assignment to come up with a list of ten people who I would love to work with.  She encouraged me to dream BIG and list people who have expressed interest in Southern Living at HOME but also list people who would think I was crazy for listing them.  Well, I have completed my assignment and you have made my list!

My 10 Most Wanted

(in no particular order)

1. Name

2. Name

3. Name

4. Name

5. Name

6. Name

7. Name

8. Name

9. Name

10. Name

6

Even if you are one of my “far-fetched” choices, think about joining my team again in six months and then again six months after that.  Family situations and life circumstances change.  

Also, if you see a friend’s name on the list, call her and encourage her.  The top reason that people do not join my team is because they feel like their friends will not support them.  Let her know you agree with me that she would be great at this!

I have selected each person on my “dream team” for different reasons.  Some of you LOVE to decorate like I do and have such great style.  Others have a dynamic personality that inspires others.  If anything, take this as a compliment that I truly think you are a phenomenal woman!

Here are three of the reasons I love my job –

1. I get to stay home with my children and still contribute to our family income.

2. I get to meet interesting, funny, and caring women.

3. I have gained so much confidence and self esteem from finding something that I truly love and that I feel I am good at.

I have enclosed my favorite quote that inspires me everyday.  May it inspire you also.

Fondly,

