POWER START TRAINING NOTES:
Time invested in a new rep up front will pay off long into the future!

BENEFITS: 

· Insures their success and yours

· Sets Expectations and Creates Action

· Builds Confidence

· Brings her Personal Rewards and Money

· Creates a model for duplication

INITIAL TRAINING AT SIGN UP:

Review First Steps to Stardom
· What is her WHY? Discuss long-term goal/dream. 

· How much money does she want to make?

· How many hours will she work during the day?

· What nights are her party nights?

· Schedule a coaching time and review Training Opportunities.

· Help her develop a ‘Who Do You Know’ list:

40- in-4 Form

F.R.A.N.K (Friends, Relatives, Acquaintances, Neighbors, contacts through Kids)

Areas of Influence: Kids Activities, Co-Workers, friends from former jobs, Spouses co-workers, Church, former classmates, Business Contacts like bankers, advisors, hair & nail techs, doctors, dentists, real estate agents. Go through address book, committee rosters, volunteer groups, Holiday card list.

Review Fast Start Program and how to maximize free jewelry reward

Set short-term goal, such as pay off jewelry or earn ??? amount of Fast Start Free Jewelry.

Review National meetings and Lyn Conway teleconferences; Review local events, meetings and teleconference

As you get to know her better, expand on her Get Informed sheet.

Add her to your New Rep Tracker and Email Distribution List.

Homework: Silpada Learning System: Getting Started, Business Reference Guide

CHALLENGE HER TO HAVE 6 SHOWS BOOKED BY THE TIME KIT ARRIVES

TRACK #1

Review Getting Started with Silpada document

Set Culture and Expectations

Buy Cheap Calendar or use online calendar template. Highlight and record for her:

· Weekly Coaching call times

· Power Start Training dates

· Fast Start Trigger Dates

· Team Meeting Dates
-Open Dates Sheet

-Basic Phone Skills, Habits and Etiquette:

· when it’s best to reach people, if you’re nervous about making the call, try standing up! ask if they have time to talk, keep it short, always leave a message if machine picks up, “I’ll keep trying until we connect.” “Let me know if you’ve changed your mind and I’ll close your file.” 

-When to use Email 

Role play using “Who Do You Know” list

· Role play conversations while out & about

· Role play techniques for getting bookings at shows

Hosting your Own Open House

-Practice makes perfect

-Pay off starter kit

-Success will build confidence

-Fast Start Free Jewelry (Review program, if necessary)

At her own Grand Opening, consider offering to come and help IF she tries to line up a friend or family member to handle the hostess duties. This way, she can truly learn as she watches you: put jewelry out, ice break, put jewelry on guests, up-sell the jewelry, make a mini-presentation, book parties & recruit.

ACTION CREATES MOMENTUM – 5 CONTACTS A DAY!

-Emphasize the importance of the first 30-45 days. 

-Bask in Yesses! Don’t take No’s personally! 

-Have her call you after getting each booking! Great start – who else can you call?
Homework: Silpada Learning System – Developing Your Business

       Memorize the catalog. Note page numbers for wedding, basic chains, other top items & categories.

      Action Plan for this week

TRACK #2

Discuss Display Table – simple is best, no trinkets!

Review Contents of Hostess Packet

Review Contents of Rep Packet

Hostess Coaching – who will do invitations? 


Hostess Bullets form

Timeline - 3 Points of Contact

Reminder calls

Plant seeds about the sales opportunity

Online Order Entry

Returns

CONTINUE TO CHALLENGE FOR BOOKINGS AND HER OWN GRAND OPENING

Homework: Silpada Learning System – It’s Showtime!

TRACK #3

Begin Weekly Coaching Calls:

· Email rep a Critique Your Week form and have her fill it out prior to the call.

· Rep calls sponsor at designated time.

· 15/30 minutes each for first 6 weeks

Shadow seasoned reps at parties and fundraisers. Follow guidelines for shadowing!

Have her listen in on 3-way Booking, Hostess Coaching and Customer Care calls.

Discuss Green Flags

Make sure her office is in working order.

Silpada Learning System – Success Tools

TRACK #4
ENCOURAGE . . . COMPLIMENT ON WHAT THEY’RE DOING RIGHT . . . LET THEM KNOW YOU BELIEVE IN THEM! .  . “YOU CAN DO THIS!”

Continue weekly conference calls - Coach before 1st show and after!

Expectation is to get 2 bookings at each show and pass out one rep packet

Show how 6 shows x 2 bookings each=12 shows on calendar x2=24 x2=48 . . .  Create urgency!

Navigating Website

Teach the Benefits of Recruiting in her first 90 days

· Maintains and Renews Enthusiasm

· Her circles know she’s doing it. Directs them to her, not other reps.

· Cements her into the Business.

· First Step to Leadership Conference and Soar Trip

· Starts to earn commission

· It’s more fun to learn with someone else, especially a friend!

Recruiting Green Flags

Begin tailoring the conference call to what she needs – Watch habits, point out areas of weakness and offer challenges to improve.

Help her stay on track: “How is your schedule 3 weeks out?”

Assist in the training of any new recruits.

If she’s gotten off track, ask her what you should do to help her best.

Homework: Remind to watch video and listen to audio cds on the way to shows.

                   Silpada Learning System - Career & Compensation Plan

Homework: Silpada Learning System – Career & Compensation Plan

ONGOING TRAINING:
· Participate in Power Start Training (4 one-hour sessions)
· Weekly Coaching Calls
· Monthly meetings
· Shadow seasoned reps
· Out of the Box teleclinic for new SDRs
· Building Booking Confidence

· Building Recruiting Confidence
· Rising Stars Class

· Sterling Opportunities Class

· Lending library of books and cd’s on Direct Selling

· Participate in periodic group gatherings

· National Conference in July

BE SURE TO . . .

Celebrate Her Successes and Recognize Her Achievements!

Upon completion of Power Start, revisit her dream and review long-term goals.

Develop strategy for next three months.

Repeat.
