7 Techniques to Help You Overcome Your Sponsoring Phobia
Are you allowing your fear of rejection to stop you from asking people to join your company? Are you afraid that someone will look down on you because you are a member of a Direct Selling company? Do you often find that you "screen your prospects" before you offer the opportunity?
If you answered "Yes" to any of these questions then you are not really sold on the benefits of having a Direct Selling business of your own. You are more concerned about what others are thinking of you than you are of the fantastic opportunity that you have to offer! What would happen if you took yourself out of the equation and focused entirely on your prospect and how you can help him or her solve their problem by joining your company? 
I know what would happen...you would sponsor more people into your company! It's that simple! You cannot bring someone into this business by simply telling them what a great opportunity it is and how it has helped countless numbers of people in your company live their dreams. The truth is, your prospect doesn't care about whether or not someone else has realized his or her dreams. What your prospect is waiting for you to show him or her is how joining your company can help them! 
That's all! They want to know, "what's in it for me?" Think back to when you joined your company, I'm sure as you were listening to what your sponsor was saying you were thinking to yourself, "How can I benefit from this?" Your sponsor may or may not have been asking you questions out loud, but I guarantee that you were asking yourself questions in your mind. You see no one is going to make a decision to join a Direct Selling company unless they see joining as a way to help them move closer to achieving their goals and realizing their dreams.
Do you take time to ask questions? Are you asking enough questions? Are you asking the right questions? Are the questions you ask your prospect thought provoking? Are you really getting him or her to think about the possibility of joining your company as the answer for his or her needs? I've listened to countless numbers of people sharing their story's and observed as they told people how easy it is to join their company. It takes someone special to really get to the heart of why a prospect needs what you have to offer.
What would you think if your doctor approached you from out of nowhere and said, "you need to take this medicine because it's helped numerous people and it can help you to." You'd probably be thinking to yourself, I need to find a new doctor because this quack wants me to take medicine and I'm not sick and I don't need it.
If you are approaching people the same way the doctor approached you they are thinking the same thoughts. Why is this person approaching me about joining when I don't need it? You need to take time to find out where your prospect needs help first? How do you do this? By asking enough of the right questions.
You've identified someone who you think could benefit from the opportunity your company has to offer. You also believe that the person would be a good representative. You send some information home and make a time to follow up. The follow up doesn't go as well as you had hoped and the prospect isn't interested. Are there things you can do to increase your chances of getting a "YES"? Absolutely! Here are seven techniques that can be used to increase your chances of success when sponsoring. 

	
	Find out what the person wants most in life "right now" and package your company to meet this need. People will respond to someone who is willing to help them reach their goals. (Be careful with this one because we are often tempted to want the person to change their goal and substitute OUR GOAL for them instead). Sometimes you can show the BIG PICTURE too soon!
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	Find out what is stopping the person from joining and address the objection. Encourage the person to be honest with you about what they are hesitant about. You cannot answer an objection that you don't know about. Once you find out the objection, confirm them and help the person to see around them.
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	Realize that most people need to be asked more than once. Not everyone makes quick decisions. Be persistent without being obnoxious. Continue to sell the answer to their problem. Example: PROBLEM "I'm short on cash." Your ANSWER, " A few hours per week can give you an extra $200 per week! Would an extra $200 per week help your situation?" Example: PROBLEM, "I don't have the time." Your ANSWER, "I realize you are very busy but if you had the time, would you be interested in finding out how you can take that vacation you always dreamed of?"  (or whatever they have said they would use the right now money for)
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	Even when they have said "YES" listen for the "NO" and address those. "Yes I want to join but..." are words that are music to your ears! As soon as you overcome the "But" you can move toward signing your new recruit. Once you get to the bottom of the "NO" can move toward getting a "YES." We often lose people within a few days of signing them because there were "NO" that were unresolved that were bothering them in their mind. To really help your new recruit get off to a fast start there must be nothing left unresolved in their mind. 
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	Believe in them. When your truly believe in someone it shows. People know whether you are being genuine or not. If you are interviewing a prospect and you notice qualities that will benefit them in their Direct Selling business be sure to point these out. 
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	Be an example of how the product or service really works. "Walk it, don't just talk it." Believe in what you do so much that it's contagious. Now don't forget there is a difference between having a contagious attitude and having an obnoxious attitude. What's the difference, obnoxious is "bragging about you", contagious is "asking about them." As Zig Ziglar often says, "People more attention pay, to what you do than what you say."
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	Become a person that others want to emulate. People want to copy people that they believe in and trust. As you grow in the business be AWARE of how you are perceived. If you are not happy with the perception other have of you, CHANGE IT! If you really think about it, every person in your company is a walking, talking company advertisement. Are you a "positive or negative advertisement" for your company?


Zig Ziglar always says, "you can get everything in life you want if you help enough other people get what they want." WOW! Isn't that what Direct Selling is all about? As soon as you begin to focus on how you can help other people rather than how other people can help you your recruiting will soar!
I always will believe that Direct Selling is the best way to realize your dreams! The fantastic news is someone is right around the corner waiting for you to share the opportunity with them!
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Karen Phelps, Direct Selling Expert teaches you to "raise the bar" for yourself and your team! To hire Karen for your next event e-mail: Karen@Karenphelps.com 

 

