Rising Stars Kick-off

Objective: Representatives are invited to “catch the vision” of promoting to Star Leader, ask questions and personalize a plan to promote.

Tools: What you need for this Tele-class
· Silpada Learning System binder: “Getting Started,” p.5

· Silpada Learning System binder: “Be A Star,” pp.1-5

· Planning calendar

· Attendance Sheet: Coaching Notes, page 3

· After class: E-mail assignment and tools needed for the next class 
Coaching notes for one-hour Conference Call
Suggested Times

1 Minutes
Welcome to the Rising Stars Kick-off!

Congratulate participants on their decision to explore advancing to Star Leader.  Introduce yourself and share your personal passion and purpose.  

12 Minutes
Let’s get acquainted

Ask each participant to share the most exciting moment in her Silpada career so far!  Learn about participants’ hopes and goals.  This is the most important part of the Kick-off because it helps you connect the benefits of promoting to the things they want from their lives overall.

30 Minutes
Review “Be a Star,” pages 1-5

Every participant should have a copy of the Silpada Learning System.  Suggest they complete pages 1-5 in “Be a Star” as you go along if they haven’t already done so.

· Ready Signs ~ “Be A Star,” page 1

Review the “Ready Signs.”  Ask each participant to share their top two ready signs with the group.  Reinforce that they don’t have to have all the ready signs to begin the Rising Star program.

· Benefits of Moving Up ~ “Be A Star,” page 2

Review the benefits and briefly share your personal experiences.  Paint a picture of the possibilities.  Ask volunteers to share which benefits they are looking forward to enjoying.
· Responsibilities of Management ~ “Be A Star,” page 3

Review the list briefly, with emphasis on the first bullet point, “Maintain a strong personal business.  The majority of your time will continue to be spent on selling and recruiting.”  Ask the group to brainstorm the rest of the questions on page 3. 

· Characteristics of Star Leaders

Ask for feedback on characteristics they admire in Star Leaders they know.  Ask them two questions: “Why do you admire these traits?” and  “How did the Star Leaders develop these characteristics?”  Point out that they, too, can develop these qualities and characteristics with practice and experience. 

· Reasons to Promote

Ask the participants to share WHY they joined Silpada and WHY they are interested in promoting.  Review the “reasons people join” listed on page 5 in the “Getting Started” tab.  Point out that you experience more of everything as a Star Leader.
· Make Your Plan to Promote ~ “Be A Star,” page 4

Review promotion requirements.  Break the sales goal down into the average number of parties needed.  Point out that the $10,000 GCV requirement is just a minimum and can be hit with less than fourteen average parties a month.  Ask participants to imagine what they and a whole group of Representatives can do in a month!  

· Do the Math! ~ “Be A Star,” page 4


Establish the earning opportunity in dollars.  Ask participants to share what they will do with the extra income.

· Your Calendar is the Place to Start Planning ~ “Be A Star,” page 4

Ask participants to fill in the number of hours/week they will commit to business.  Next, have them write down the months they plan to qualify for Star Leader and the names of Representatives that are already a part of their group.  
· Consistent Activity = Results! ~ “Be A Star,” page 5

Talk about doing ENOUGH to achieve your goals.  This concept applies to every aspect of the business.

2 Minutes
What you can expect from the Rising Stars Program

Assure the participants that they will develop skills and confidence during the program.  Let them know that the goal is progress…promotion will come with consistent effort.  It may take longer for some to promote than others and that’s OKAY!  Let them know that you will be there with individualized support and guidance every step of the way. 

4 Minutes
Invite Concerns

Let participants know that a bit of apprehension is natural!  Invite questions/concerns and address each one with a common-sense answer to defuse any fears. 

6 Minutes
Ask for a Commitment

Explain what each of you will commit:

· You commit to support, coach and offer guidance.

· They commit to schedule time for all the calls, ENOUGH contacts to get results, a solid party schedule, offering the opportunity, following up and sharing their goal with family and friends.

· Together you commit to “celebrate and fix” every week so that setbacks don’t get out of hand.

Invite them to e-mail their commitment to participate to you.  Make sure they understand that the program is not a casual look at management.  You are asking them to commit to the full program.  Compare it to signing a new Representative.  The prospect doesn’t start thinking and acting like a Representative until they sign the agreement and begin training.  

5 Minutes
Close 

Share the dates and times for the Tele-classes and the phone number to call.  

Review the assignments and the tools they should have ready for the next class.

E-mail Assignment for next week to those who commit to the program:
· Fax or e-mail your intention to participate in the full 8-week program.
· Develop a support system.  Let friends and family know about your goal to become Star Leader.
· Complete the “Dream Sheet” activity in “Getting Started,” page 5.

· Personalize a promotion action plan using the format in “Getting Started,” p. 7

· Get ENOUGH bookings on your calendar in the next four weeks to work toward your goal.

· Be on time for the next class and have your Silpada Learning System and “Who Do You Know?” List ready. 

Rising Stars Attendance Sheet

Program Dates _________________________    Call Time _______________

Phone # _______________________________    PIN #  __________________


  Name/Phone#/e-mail           1         2         3          4         5         6         7         8          9        10

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

  Big impact habit:

Coaching Guide for Week 1 

Objective: To encourage students to develop effective and efficient work habits using the tools in the Silpada Learning System.

Tools:  What you need for this Tele-class

· “Getting Started” tab: pp. 12-15

· “Success Tools” tab: Reproducible Forms, pp. 2-8

· “Who do you know?” List

· After class: E-mail assignment and tools needed for the next class 
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Opening Activity/Sharing

· Congratulate participants on their decision to improve their businesses.  Spend a few minutes getting reacquainted.  

· If someone has joined the class who wasn’t on the Kick-off call, have her introduce herself briefly.  

· Ask everyone to share what she learned about herself creating her “Dream Sheet.”

2 Minutes
Review the Rising Stars Program

Briefly describe the program.  Let students know that they should “begin with the end in mind.”  The goal is promote to Star Leader.  Each week they will learn skills that will benefit them for their entire career.  They should concentrate on doing each week’s assignment and making progress.

8 Minutes
Introduce the “Three Obstacles to Success”
Tell the group, “Each of you has dreams and goals.  There are really only three things that can stand in the way of achieving them.”

· You can’t “find the time” to work.

· You don’t know whom to contact.

· You don’t know what to say to prospects.

Let the group know that this week they will learn to handle the first obstacle – time.

2 Minutes
Introduce the focus of Week 1 

No one ever “finds time.”  We all make time for our priorities.  “Assuming your business is a priority, let’s look at how to make time for it.”  
25 Minutes
Review the Tools ~ “Getting Started, pages 12-15

The Silpada Learning System has planning tools and tracking tools to help you develop effective and efficient work habits.  You will find all of them in the Reproducible Forms pages in the “Success Tools” section of the manual.

Planning Tools (“Getting Started, pages 12-13) help you work effectively.

· Use the Monthly Planner  (Reproducible Forms, p. 5) to schedule time for business.  Ask a volunteer to explain how she schedules blocks and pockets of time.

· Work when you want using the Open Dates sheet (Reproducible Forms, p. 2)  Explain how to transfer the first available dates from the Monthly Planner to the Open Dates sheet.  Review the reasons not to open your calendar.   Role-play the words to use when offering the Open Dates sheet.

· Prioritize on the Daily Planner. (Reproducible Forms, p. 3)  This form serves two purposes:

1. List the 10 most important things, business and personal, you have to do.

2. Keep track of the business-building contacts you make each day.  “You may be wondering, ‘What’s a contact?’  A contact is anyone, anywhere that you talk to about your business for growth.”  Explain that contacting at least five people a day will assure growth.  Remind the class that although we recommend prioritizing the “To Do” List before going to bed at night, they can’t write down their contacts beforehand.  They won’t know in advance who they will talk to!

Tracking Tools (“Getting Started, page 14) assure efficiency.  When you work consistently, these tools help you see patterns in your activity and make the most of the time you spend on business.

· Critique Your Week (Reproducible Forms, p. 4) will help you see patterns in your behavior.  Review how to use this important tool.

· The Sales and Recruiting Summary (Reproducible Forms, p. 6) provides a snapshot of the month just ended.

· The Prospect Follow-up Log (Reproducible Forms, p. 7) helps you keep track.  A big pool of prospects assures that you never have to pressure any prospect. 

· The Income/Expense Log (Reproducible Forms, p. 8) helps you keep good records.

· A well-developed “Who Do You Know?” List (First Steps to Stardom, p.4) is like money in the bank!

Ask volunteers to explain how they use these tools.  Validate the responses and emphasize that 90% of those successful in reaching goals wrote down a plan then worked it.  Recommend photocopying all the forms just discussed and committing to using them throughout the program.

5 Minutes
Tips to Make the Most of Your Time ~ “Getting Started, page 15)

Review the bullets.  Ask volunteers to share how they have used these strategies.

3 Minutes
Explain the “Big Impact Habit”

Ask the participants, “What one thing could you do for your business (that you’re not consistently doing now) that you know would make a big impact on your results?”  Let the class know that part of their assignment will be to choose and commit to a “Big Impact Habit” for the program.  Hint: If the participant is not currently making at least five business building contacts each day, that is a great choice.

3 Minutes
Buddy-up the Participants

Pair your students up for support and accountability. Have them exchange phone numbers and e-mail addresses.  Daily support e-mails or calls in the morning asking one another, “What are you working on today?” and later that night, “What did you accomplish?” work great!  Tell them to make sure these calls always focus on positives and stay brief.

2 Minutes
Close with Energy!

Close the call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Re-read “Getting Started”: pp. 12-15

· Photocopy and use the time-effectiveness tools

· Commit to a “Big Impact Habit”

· “Dial for dollars” on the nights “booked for business” that you don’t have a party.

· Share your promotion goal with family and friends 

· Be on time for the next class and have your “tools” ready. 

NOTES:

Coaching Guide for Week 2

Objective: To encourage students to learn to prospect and generate leads everywhere they go.

Tools:  What you need for this Tele-class

· “Developing Your Business”: pp. 1-6

· “Success Tools” tab: Reproducible Forms, p. 7

· After class: E-mail assignment and tools list 
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Opening Activity/Sharing

Ask each participant to share the most exciting thing that happened in her business last week.

5 Minutes
Big Impact Habit

Redefine “Big Impact Habit.”  Ask each participant to announce her “Big Impact Habit.”  Make sure that the choice is a specific business-building activity, i.e. “I will make five business-building contacts a day.”
3 Minutes
Introduce the focus of Week 2 

When you know how to prospect and generate leads everywhere you go, you assure your business success.  Let the group know that this week we will begin to talk about overcoming the second and third obstacles to success:

· You don’t know whom to contact.
· You don’t know what to say to prospects.
3 Minutes
Review the “3 Services” ~ “Developing Your Business,” page 1

Ask a volunteer to name the three services.  Ask the group, “How comfortable are you sharing all three services?  Is one service more valuable than another?”

5 Minutes
Green Flags
Tell the group, “People give you all kinds of verbal and non-verbal signals that they may be interested in one or more of your services.  We call these ‘green flags’.”

Develop a list of as many ‘green flags’ as you can for each service:

· Purchasing product

· Hosting a party

· Exploring the Business Opportunity

20Minutes
Who Are Your Prospects? ~ “Developing Your Business,” pages 3-4

Talk about identifying prospects in each of the following areas:

· People You Know:  Ask the class how many names they have on their “Who Do You Know?” List.  Talk about approaching “low-risk” prospects for practice.  Role-play conversation starters.

· People You Will Meet: “The secret to meeting people is wanting to.”  Explore ways to meet people when you’re out-and-about.  Ask participants to share personal experiences.

· People At Your Parties: “Can you think of any ‘green flags’ that your Hostesses or Guests have waved that you failed to recognize at the time?” 
· People Referred by Others: Explain the “Circle of Influence” concept.  Role-play asking for referrals.

4 Minutes
Keeping Track of Your Prospects ~ “Developing Your Business,” page 5

Point out that when you are making 5 or more business building contacts a day, you quickly develop a very large pool of prospects.  It’s essential to keep track and follow up promptly so you won’t disappoint your prospect.   Discuss tracking and follow-up systems, including the Prospect Follow-up Log (Reproducible Forms, page 7.)

5 Minutes
The Phone is Your Friend! ~ “Developing Your Business,” page 6

“How many of you feel like your phone weighs 1000 pounds when you go to pick it up?”  Point out that a telephone is one of the most valuable business-building tools anyone can own…and everyone already has one!  Anyone can get comfortable with experience.  Review the list of tips on page 6, “Developing Your Business.”

3Minutes
Take the 21-Day Challenge ~ “Developing Your Business,” page 2

Ask each participant to commit to the 21-Day Plan for Prospecting Success.  Suggest that they check in daily with their Buddy to make sure they stay on track.
2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 1-6

· Commit to the 21-Day Plan for Prospecting Success,  “Developing Your Skills p. 2

· Photocopy and use the Prospect Follow-up Log or a similar tracking system

· Meet at least 5 new people when you’re “out and about” this week

· Schedule at least 2 Power Hours to “dial for dollars.”

· Be on time for the next class and have your “tools” ready. 

· YES! Coupon (Reproducible Forms, page 11)

· Partnership Checklist (Reproducible Forms, page 12)

· Your Time to Shine brochure

· Hostess Envelope

NOTES:

Coaching Guide for Week 3

Objective: Bookings mean business!  Build your booking skills and partner with every Hostess to make every Home Show the best it can be.

Tools:  What you need for this Tele-class

· “Developing Your Business” tab: pp. 7-14

· Your Time to Shine brochure
· Hostess Envelope
· After class: E-mail assignment and tool list
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Review Week 2 Activity

· Encourage each participant to share a success from last week. 

· Ask, “Did anyone have an ‘aha’ moment while completing your assignments?”

· Take a “Big Impact Habit” progress report.

· Discuss any concerns and brainstorm solutions. 
2 Minutes
Introduce the focus of Week 3 ~ “Developing Your Business,” pages 7-15
The Home Show is the simplest place to build your business.  Our focus this week is on booking and coaching:

· You need ENOUGH bookings to achieve your goals.
· Every Hostess should be your “Partner in Planning.”
· The Home Show is the perfect venue to offer all 3 services.
3 Minutes
You Need ENOUGH Bookings

“We recommend holding two or more Shows per week.  Do you know why?”

· You get good at what you do.

· You meet lots of prospects for more booking and recruits.

· You set the standard for your team.

· If you work sporadically, you always feel like you are starting over.

10 Minutes
Develop Booking Strategies ~ “Developing Your Business,” pages 7-8
Ask, “Whose calendar is as full as you’d like it to be?”  Ask volunteers to share booking ideas that have worked for them.  Brainstorm new ideas for: 

· Booking on the Phone 

· Booking at Home Shows 

· Booking from Referrals

Role-play as time allows.

3 Minutes
Booking in Close 

Explain how to use the Open Dates Sheet on the phone and in person.  Explore the benefits of booking in close.  Ask volunteers to describe personal experiences.  
2 Minutes
“No” Doesn’t Mean “Never” ~ “Developing Your Business,” page 9

Representatives often give up on a prospect the first time they say, “No.”  Point out the example on page 9 of “Developing Your Skills.”  Role-play a follow-up call.

15 Minutes
10-5-1 Success Coaching ~ “Developing Your Business,” page 10

Point out that the success of a Home Show is determined before you arrive at the Hostess’ home.  10-5-1 is your “Success Formula.”  Review each element. 

· 10 or more buying Guests at the party; 5 or more outside orders before the party; 1 or more pre-arranged bookings before the party.

· What’s in a Hostess Packet?  Why is each piece included? 

· Begin coaching as soon as the party is booked.  Handle concerns about “making time to coach at the party.”

· Your Time to Shine is the cornerstone of the coaching process. 
· Three-Call Follow-up Coaching: review the purpose of each call
5 Minutes
Reminder Calls to the Guests ~ “Developing Your Business,” page 14

Explain the “why and how” of Reminder Calls.  Role-play several types of calls.

· Calls to guests who said, “Yes” or “Maybe” to attending
· Calls to guests who said, “No”
· Messages on voice mail

5 Minutes
Continue the Coaching After the Party ~ “Developing Your Business,” page 14
“Your relationship with your Hostess doesn’t end when you leave her home.  By continuing to keep in touch you continue to serve her needs.”  Talk about your Hostess as your best recruit prospect.

3 Minutes
Partnership Checklist

Review the Partnership Checklist.  Ask your class to observe themselves during the following week and decide how they rank.  Tell them you will ask them to assess their booking and coaching at the beginning of next week’s call. 
2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc. Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 7-14

· Develop personal strategy and visuals for booking at parties, i.e. photocopy and staple a “YES” Coupon (Reproducible Forms, page 11) into every catalog.

· “Dial for dollars” to fill your calendar

· Practice asking for referrals

· Use the Partnership Checklist (Reproducible Forms, page 12) to gauge your coaching effectiveness

· Be on time for the next class and have your tools ready. 

NOTES:

Coaching Guide for Week 4

Objective: Learn and practice recruiting basics.
Tools:  What you need for this Tele-class

· “Developing Your Business,” pp.19-25

· Imagine brochure
· Opportunity Packet
· E-mail assignment/tool list with Prospecting Case Study
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Review Week 3 Activity

· Take a “Big Impact Habit” progress report.

· Use the Partnership Checklist as a review tool for Week 3 activities.  Invite students to share success stories.  “How did you change your coaching?  What were the results?” 
2 Minutes
Introduce the focus of Week 4 

“The business opportunity is your ‘most important product.’  How does that statement make you feel?”
40 Minutes
Offer the Business Opportunity with Pride ~ “Developing Your Business,” pp. 19-25

Recruiting success begins and ends with attitude!  Recruiting is done with both the head and the heart.  “I will teach you some practical skills and offer word choices, but the most important quality of a good recruiter is the sincere desire to help other people realize their dreams.”  

· Why recruit?  (Page 19) List the benefits

· Why would someone what to start a Silpada business?  List the reasons

· Who are your recruit prospects? (Page 19)

· People you know: Discuss the value of a “Who do you know?” List.  “Don’t assume you know what people need.  Even close friends and family won’t always tell you!”  Suggest that your students carry their list around this week and add names (without prejudging!) as they think of them.

· People you will meet: Ask for suggestions on how to start conversations.  It’s an art and makes people feel special.  Don’t go out with the goal of recruiting.  Just build rapport, share a little information, exchange names and numbers and follow up.

· Groups of people at your parties: It makes sense to concentrate your efforts here!

· Review the reasons that qualified people often don’t volunteer. (Page 19)

· Three Steps to Recruiting (Page 20)

· Inform people about the business opportunity.

· Invite people to find out more

· Interview people who are interested

This week we will talk about the first two.

· Many Ways to Inform: (Page 21-22)

· People on your “Who Do You Know?” List, people you meet when you’re out-and-about and referrals:  Role-play the four approaches.   Brainstorm when to use each approach.  

· People at your Home Shows: Review the ways to inform at your parties.

· Develop a big list of verbal and non-verbal recruiting “green flags” (Page 23)
· Invite People to Find Out More (Page 24-25)
· Your Hostess is your best prospect.  Review the five natural opportunities to invite your Hostess.

· Invite the whole group.  “What tools can you use to invite everyone to find out more?”  Ask for suggestions on how to use the “recruiting teaser.”

· Invite each person individually.  “It so much easier than trying to guess who would or wouldn’t be interested.”  Role-play ways to invite individuals to find out more.   

· Set an appointment to follow up in the next 24-48 hours: “I know you will have some questions.  Let’s talk tomorrow.  What’s the best time and number to reach you?” 

· Suggest that it’s not too late to go back and offer Hostesses the business opportunity.

3 Minutes
“My Story”
“Prospects want to know you!”  One of the assignments this week is to compose a page titled, “My Story” to include in Business Opportunity Packs.  Suggest that it should be no more than one-page long and includes her “Why Story.”
2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 19-25

· Meet people when you’re out and about.  Exchange names and numbers.

· Develop personal strategy for informing and inviting at parties.

· Practice asking for referrals

· Compose a page titled, “My Story” to include in your Opportunity Packet

· Complete the Midterm Check-up 

· Call in on time with your tools ready

NOTES:
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Midterm Check-Up

We are starting the second half of the Rising Stars program.  

Rate yourself 1-5 in each category, with 5 being the highest.

______________
Identifying my WHY

______________
Planning my time

______________
Using time slotted for business for business activities

______________
Making an average of five business-building contacts per day

______________
Working on my BIG Impact Habit
______________
Talking to ENOUGH prospects

______________
Booking multiple parties at my parties
______________
Using my Open Dates sheet to book my parties to fit my schedule

______________
Doing excellent Hostess Coaching 

______________
Recognizing and responding to verbal and non-verbal “green flags”

______________
Inviting my prospects to “take a look” and scheduling a time to follow up

______________
Getting inFORMed about my prospect

______________
Matching my prospect’s needs and wants with Silpada benefits

______________
Understanding my business habits and patterns

______________
ME!  I’m proud of myself!

Write an affirmation of how you feel about your progress toward your goal:

Coaching Guide for Week 5

Objective: Become a skillful interviewer by learning to identify your prospect’s needs, offer Silpada benefits to meet those needs and close when the time is right.
Tools:  What you need for this Tele-class

· “Developing Your Business,” pp.26-30
· “Success Tools” tab: Reproducible Forms, p. 9
· Business Information Packet
· E-mail assignment/tool list
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Review Week 4 Activity

· Encourage each participant to share a success from last week. 
· Take a “Big Impact Habit” progress report.

· Ask volunteers to share what they wrote for “My Story”

6 Minutes 
Review the Midterm Check-up


Ask each person to share:

· “What are you proud of?”

· “Where do you need to focus your energy so you can make progress?”

3 Minutes
Introduce the focus of Week 5 

This week we will learn the art of the interview.  Interviewing is less about talking than listening!  When you find out what your prospect needs and wants, you can offer the Silpada benefits that meet her needs.
35 Minutes
The Interview Process ~ “Developing Your Business,” pages 28-30

“The interview may take 10 minutes…or a year!  Some personality types make quick decisions; others need time to think.  Learning the art of active listening will help you decide how to proceed and know when and how to close.”

The interview is often a two-step process:

1. After inviting a prospect to find out more about the business, fill out a Get InFORMed Sheet (Reproducible Forms, page 9) and note everything you know about her so far.  Follow up with a phone call when you said you would.  Review the suggestions on page 27.  Ask two volunteers to role-play the phone conversation.  Explain how to use the Get InFORMed Sheet to take notes.

2. If you discover that your prospect has an interest in the business, continue with the interview.  You can interview on the phone (explain why this involves a higher skill level) or you can get together in person.  Use the Q.U.A.D. Approach for best results.  (Use pages 28-30 as a guide.)

· Questions

· Understanding

· Answers

· Decision

Use the Business Information Pack to help with the Answers and Decision

After you ask questions and express your understanding, the Business Information Packet will help you complete the Interview process.  It is designed to answer the four most common questions prospects ask and lead them naturally to a decision.  
Ask the volunteers who began the process to continue role-playing the interview using the Q.U.A.D. Approach.

4 Minutes
What if it doesn’t go as planned?

Explain that one of the best things about the Business Information Packet is that it anticipates and covers the most common questions and concerns as you go through the questions.  “You will get comfortable with practice!  At our next class, we will talk about how to respond to concerns, hesitations and objections.  In the meantime, if you are asked a question you can’t answer, turn to your upline for help.”

2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 31-33

· Practice the Q.U.A.D. approach with your Buddy

· Do 2 additional practice interviews

· With your Buddy, make a list of concern, hesitations and objections.

· Continue asking for referrals

· Follow up with the “maybe later” names from your Prospect Follow-up Log

· Call in on time for the next class with your tools ready

NOTES:

Coaching Guide for Week 6

Objective: Get comfortable with concerns, hesitations and objections
Tools:  What you need for this Tele-class

· “Developing Your Business,” pp.31-33
· E-mail assignment/tool list
Coaching notes for one-hour Conference Call
Suggested Times
15 Minutes
Review Week 5 Activity

· Encourage each participant to share a success from last week. 
· Ask another volunteer or two to read their “My Story” page.

· Invite students to share success stories about the “practice interviews” they did.  What did they realize about the process/using the tools?  
· Discuss any concerns and possible solutions.
3 Minutes
Introduce the focus of Week 6 

“Concerns, hesitations and objections are normal…actually they are a great sign!  No one brings up a concern, hesitation or objection unless they are giving an idea some thought.”  
40 Minutes
Objections/Concerns Are Really Questions in Disguise ~ “Developing Your Business,” pp. 31-33

When someone raises an objection or a concern, they are really saying, “Tell me more.”

Discuss the following key ideas:

· To understand a concern, you need to understand the question behind it.    

A “no” is really a need to “know.” (Page 31)

· The main reason people hesitate is because they’re not sure the benefits outweigh the risks.
“Discover a big WHY and you can help your prospect overcome her fear.”

· Concerns may be clearly stated or disguised as something else:
· Specific concerns:

· “I don’t have the money.”
· “I don’t know enough people.”
· “I’ve never sold anything before.”
· The “yes but no” response

· “It looks like fun, (Yes) but I’m too busy (No).”
· “I love the jewelry,(Yes) but I could never sell (No) .”
· Disguises and stalls:

· “I want to think it over.”
· “I’m too busy.”
· “I need to talk it over with...”
· When someone expresses a concern, hesitation or objection, your job is to:
· Uncover the real concern

· Handle multiple concerns one at a time

· How to respond to hesitations, concerns and objections: 

· Be optimistic!  When someone expresses a concern, it means she is interested!  

· Be calm.  Listen actively and draw your prospect out.  “Tell me more about that” works in almost every situation 
· Remember the Q.U.A.D. approach and continue the conversation.

Review the example on page 31, “Developing Your Business.”  

Practice several of the examples on page 32.

· The Fortune is in the Follow-up.

Review the follow-up statistics on page 33, “Developing Your Business.”  

2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 31-33

· With your Buddy, make a list of concern, hesitations and objections.

· Practice the Q.U.A.D. approach for handling concerns with your Buddy

· Do 2 more practice interviews

· Continue asking for referrals

· Follow up with the “maybe later” names from your Prospect Follow-up Log

· Call in on time with your tools ready for our next class

NOTES:

Coaching Guide for Week 7

Objective: Customer Care: the fortune is in the follow up!  Selling the product is just the beginning of the relationship.  When you keep in touch, you can continue to serve the changing needs of your customer.

Tools:  What you need for this Tele-class

· “Developing Your Business,” pp.15-18
· E-mail assignment/tool list
Coaching notes for one-hour Conference Call
Suggested Times
15 Minutes
Review Week 6 Activity

· Encourage each participant to share a success from last week. 
· Take a “Big Impact Habit” progress report.

· Ask each student to share a concern they had before they signed up and how they handled it.
5 Minutes
Introduce the focus of Week 7 

Selling a product is just the beginning of a relationship with a customer.  When you keep in touch, you will be available to serve your customer’s changing needs.  In addition, Customer Care can provide an endless source of leads and referrals.
40 Minutes
Continue to Offer Your Three Services ~ “Developing Your Business” pp.15-18

· Customer Care Calls:  Explore the reasons to stay in touch (page 16)

· What benefits will you experience?  Ask the class to list the benefits

· When should you call?  There are four logical times to make contact. (pp. 17-18)

1. The Day After the Event:  “You never get everything the day of the event!”  Schedule D.A.T.E. Time (Day After the Event Time) the day after every Home Show.  Place D.A.T.E. Calls to:
· Thank your Hostess again.  Invite her again to join you as a business partner.
· Every future Hostess who booked: Confirm her date and time, continue coaching and invite her to explore the business before her party
· Every guest who took Business Information: Follow up when you said you would.  Ask, “What will your prospect think if you don’t follow up?”

· Other guests who attended: You’ll be amazed at the responses when you ask, “Is there anything about hosting a party or the business opportunity that you didn’t have an opportunity to ask?”

· Guests who were invited but couldn’t make it: Offer to send a catalog or come to their house for a party
· Anyone who placed an outside order: Thank them for their order and find out if there were other things they might like to get free.
2. After the jewelry has been delivered: This service call will mean a lot to the guests who purchased

3. To suggest pieces that compliment your guest’s purchases: You will amaze your guests with your thoughtfulness!

4. With each new product introduction
Brainstorm, role-play and practice calls as time allows

2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 15-18

· Personalize your system for making Customer Care Calls.

· Schedule D.A.T.E. Time after every party this week.  Keep track of your results.

· Go through past customer receipts and place service calls.

· Call in on time with your tools ready including a First Steps to Stardom brochure

NOTES:

Coaching Guide for Week 8

Objective: You can use your influence to get your new Representatives off to a Fast Start
Tools:  What you need for this Tele-class

· First Steps to Stardom brochure
· “Developing Your Business,” pp.34-35
· “Be a Star,” pp.11-12, p. 30
· E-mail assignment/tool list with “Double the Value for Your Time”
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Review Week 7 Activity

· “Share one success and one challenge you experienced last week.” 

· Take a “Big Impact Habit” progress report.

2 Minutes
Introduce the focus of Week 8 

The training and coaching you give to your new Representatives makes a big difference in their long-term success
40 Minutes
Starting Your New Representative ~ “Developing Your Business” pages 34-35, “Be A Star” pages 11-12 and page 30

· Discuss what it means to “model success.”  

· Get your new recruit started right away: Use the First Steps to Stardom brochure as soon as possible after she signs her agreement.  Discuss the reasons it’s important to do it right away and do it with your new Representative.  Ask two volunteers to role-play using the First Steps to Stardom brochure.

· Become a Great Coach: Review the checklist in “Be a Star,” page 12.  Ask your class to share examples of great coaching they have received.

· Role-model the behavior you want to see in your Representative

· Get your new Representative involved in her business right away

· Know her goals

· Help her complete her “Who Do You Know?” List

· Teach her to use the time-effectiveness tools

· Set expectations

· Stay in touch

· Watch her dates

· Recognize everything!

· Photocopy the New Representative Tracker ~ “Be A Star” page 30  

Keep track of every new Representative to make sure that you help each one achieve her goals.

2 Minutes
Close with Energy!

Close each call with a brief story, testimonial, poem, quote, recognition, exciting company news, etc.  Review the assignments and the tools they should have ready for the next class.

E-mail Assignment to the class:
· Read “Developing Your Business,” pp. 34-35, “Be a Star,” pp.11-12, p.30

· Use the First Steps to Stardom brochure with each of your recruits, new and old

· Listen to First Steps to Stardom audio again and review your own answers in the brochure

· Call in on time for our last class ready to celebrate!

NOTES:

Rising Stars Review

Objective: Celebrate the progress Representatives have made during the program

Tools:  What you need for this Tele-class

· Notes you’ve made about participants during the program
· Introduction to the Sterling Opportunity Program
Coaching notes for one-hour Conference Call
Suggested Times
10 Minutes
Review the Rising Stars Program

“Share the most important thing you learned during the Rising Stars program.” 

Ask each participant to share what has happened to her business as a result of the program.

10 Minutes
My Buddy! 

Ask each member of the class to mention the qualities she sees in her Buddy that will make her a good Star Leader.
10 Minutes
Your Turn to Share

Recognize the progress you see in each Representative.  Be specific about improvement in skills, self-confidence, consistency and leadership.  

5 Minutes
Set New Goals

Talk about the importance of setting new goals right away.   Energy and momentum are generated when you put a new target in place.  

15 Minutes
Applaud Your Class as the Coaches of the Future

Read them this quote from Everyone’s A Coach by Ken Blanchard and Don Schula.  Schula writes: “I’d say that, in the long run, winning coaching has to do with the coach’s own beliefs. What are your beliefs?  This is such an important first-priority question that I would say your long-run success depends on your answer… Beliefs are what makes things happen.  Beliefs come true…It’s the coach’s –the leaders – beliefs that are the most important; they become self-fulfilling.”

Ask participants to write down their responses to the following:

“What I believe about…”

· Offering the Business Opportunity

· Follow-up

· Time-effectiveness

· Coaching my recruits

· Coaching my Hostesses

· My future

Invite each person to share two or three of their response with the group.

10 Minutes
Encourage participants to invite their future leaders into the next Rising Stars program.  Invite your class members into the Sterling Opportunity Program as soon as they promote to Star Leader

E-mail Assignment to the class:
· Reward yourself for a job well done!

Name/Phone #/e-mail          KO       1        2         3         4         5         6          7         8       Cel
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