Hi _________________
I am so glad you were able to meet with me today!  We didn’t get a lot of time to talk at the party so I wonder if you can tell me a little about yourself?
(this is part where you listen intently to the person in front of you)  Create good eye contact and nod and smile as they chat about themselves.  Everyone likes to talk about themselves, so let her talk it up)

Why do you think Silpada may be for you?  

(This is an open ended question, I am not asking a question that needs a yes or no answer, but the potential rep will answer this question with several sentences.  Remember to let her talk as much as she wants. Whatever she answers first is probably her biggest Why.)
Here is a packet of information from Silpada.  This is Bonnie and Teresa, our co founders.  They are good friends with very positive outlooks.  There enthusiasm built this company and they are very involved with the Jewelry design and the catalog layout.  Jerry Kelly, Bonnie’s husband is our CEO.  We are very strong financially.  Our company is just 10 years old and we are the # 1 direct seller of Sterling Silver Jewelery and just behind QVC for the #2 seller in the world!

Take a look at this grid.  Can you see how much money our reps can make with an average sale of jewelry?  (Go over the grid.)
1. How many days a month do you see yourself going out the door to sell Silpada?  

2. What party times would work best for your schedule? Day, night, weekend, week night?
3. Let’s make a list of your friends and family that possibly could help you get started.  If we can come up with 6 strong parties, I would feel comfortable with you signing a year contract with me.  
4. How do you think selling  Silpada will help you accomplish your goal of  (fill in her Why)?
5. Where do you see yourself in a year if you do not sell Silpada?  

6. When do you think you would like to get started?

7. Can you think of a friend who would like to do this with you?

8. If you choose not to take this opportunity, what will you always wonder about?
9. What do you need to know most in order to become a rep today?

10. How do you feel about what we have talked today? 

11. What are you thinking?

12. How should I follow up with you about this?

13. I want your to read this information and take the contract with you.  Lets talk tomorrow afternoon about 2pm.  I will call you.  What number is best?  

