Jammies and Jewelry
February 17, 2008

Sponsoring with Eileen Koehler
Email Address: ekjeweler@aol.com
History on Eileen:
5 Diamond Designer 
Eileen reached FIVE DIAMOND in approximately  6 years with Premier!  She has probably personally sponsored about 100 ladies (possibly more??) into the business over those years and maintains a 1st level family of about 40-60 jewelers at any given time.  She generally sponsors between 15 and 25 ladies a year and has always had a consistent home show business as well!! 

Up to Date Stats: 

54 Ladies in her first level; 380 in her 10-10-10 in 7 ½ years; Almost 500 home shows and she has personally sponsored over 100 women in her years.

Always do a Sponsoring Activity at the show.  
Eileen goes through her show and leaves the sponsoring activity to the last thing that she does.Do the one that you are comfortable with – don’t change if you are comfortable with what you are doing and it is working! 

Eileen does the ticket game.

Every customer gets one ticket only when they come in. The less tickets they have the more opportunity she gets for people to want more tickets. She just gives everyone a ticket when they come in.
After the hostess plan, booking activity and modeling at the show, Eileen asks everyone to get their ticket out.  She tells them that: “This is the part of the show that you get to get more tickets free. This is the time you can ask me anything about the business or opportunity with Premier or what I do. Speak slowly so they can start thinking of a question.
Most important goal she has during her sponsoring activity is to get two things across (If there are only 2 things that you can get out during this activity it is this!!)
50% and the NO QUOTAS

Those are the two things that people are most interested in.

Typically Questions to Expect and her Responses:

How many shows do you do a week?

(This is asked almost at every show and you need to respond based on what the person is really trying to find out – IS THERE SALES QUOTAS?)
Response: Well first let me tell you there are no quotas in Premier. No monthly quotas. If you want to earn money go do a show. I like to do 1-2 shows a week b/c that works in my schedule. But of course I have ladies in my downline that like to do 2 a month and there are some that like
What is a downline?
(This question is asked if you answer the first question above in a great way to stem more interest or curiosity)

Response: Those are other women that wanted to start their own business like me and I have helped them enter the business (I would add and mentor them to succeed)

How much do you make?

(Remember this question comes in several different variations)

Response: Take the “I” out of your answer.  “Premier pays us 50% from every show.” 
(she does not say from every “sale”.) She does it this was so people can relate. It makes the WORLD of difference. (She used to say “I make 50% from every show”. She found that people would look at the bracelet they wanted to buy and think so if I buy this for $29 than she is getting $14.50. She found this was a turn off to her guests).  
Then she makes people relate to it. Let’s say for example “Susie” has a $500 show than I make $250.
“What was your highest show?”
Response: She tells them “ My highest show was $2200 – and I know you’re thinking – you made $1100 that night – well ladies – you are right but it was a Sunday afternoon.” (she gets a little chuckle)

How much is it to get started?

Response: There are 2 ways to get started – the first way is to purchase a kit that has 70 pieces of jewelry in it. The cost is $750 and you get to buy it for even less than jewelers can buy it.  

If they ask for a price then she gets into saying:

It’s $750 and we offer options for financing so you don’t have to put any money down.

She does not say $395 because she finds this misleading because the next question is typically “how much jewelry do you get or do you have to buy a kit? If they ask how much jewelry get for $395 and you tell them nothing it kills the whole activity momentum and curiosity of your audience.  She feels it is not fair to tell them $395 and they get no jewelry for it.  And if you tell them $395 plus $750 it takes them over $1,000 it kills for any more conversation/questions.
She usually doesn’t even give the second way because she wants to focus on the kit!

If they do remember to ask her about it she proceeds to say “The second way is if you didn’t want to buy a kit you can piece meal it but I highly don’t recommend this route”.
Do you have to buy a kit?

Response: No but I recommend you do because it is a bang for your dollar. (and it sets you up to succeed at this business as it is much harder for those that don’t to get going)
What made you do it?

Response: She gives her Premier story.  “I was a stay at home mom….I only wanted to do 2 shows a month to make the van payment”.  She makes the audience relate to her situation and why she did and how they can too!
After the momentum of questions has ended she starts the raffle. She draws for tickets!! The winners of the drawing get to pick items out of her basket of goodies.  She gets a big old basket from Michaels and she puts a bunch of gifts in it from the Premier Incentives, retired jewelry, etc 

Remember: She does NOT give a set amount of raffle tickets out during a show. She holds a whole roll of tickets at all times so that people can visualize there are endless amounts of tickets she can give away for any amount of question.  

PART TWO

Eileen always uses a Guest Registration card for all her guests. This is KEY!!!

When guests are checking out she asks for the guest registration card first and then looks at the box. She doesn’t concentrate on all the questions on the card:
Q#1 – Would you book a show?

Q#2 – Do you want to learn more about the business opportunity?

Q#3 – Would you do a show if your hostess became a jeweler?

The responses are yes, maybe and no. She does not use “not now”.

She doesn’t bother with Q#1 b/c she asks everyone at check out if they want to book a show.

She looks for Q#2 b/c if they check yes great, but a maybe is even better because that is almost a Yes but they are still looking for more information.  It’s like a yes.

After taking the guest card she makes the guest accountable and gives the ownership for their responses.  She points to the box of Q#2 if the guest checked it off and then says “Hey Jill when do you want me to call you about this?” and she points to Q#2.  She makes them own it by pointing to it. She doesn’t say “I see you want to hear more about the business”.  She makes the questions direct, but private between her and the guest.  She doesn’t want anyone behind her in line to “crush” her curiosity, or reveal the privacy of her interest (you don’t know if her boss or co-worker is there). If someone hears her saying something to that effect it is very typically for another guest to ask her “oh are you thinking about being a jeweler?” And then they proceed to burst the bubble, inflate her curiosity or make the prospect question her decision to check the box.  It’s good to have a line behind you b/c people are always curious about what someone is doing in front of them. But you must try to keep it private and quickly set a date to call her.
Make an appointment immediately to call. If they start backing down about not wanting to talk on the phone quickly respond “I just want to share the information with you – it will only take 20-30 minutes. If you are not interested you can hang up.  I am only giving you information and if you like what you hear we can talk more about it from there.”  
If she starts backing down make the time and date for her. Try for the next day and start with offering “how about I call you tomorrow morning at 10:00.” This will give the guest the opportunity to agree or she will start giving you her whole schedule. If you can’t work it out with in 24 hours try it for a Sunday night. This seems to always be a great night to make appointments as it is the time when the weekend is over, the kids are going to bed, and they are starting to dread going back to her job on Monday. Suggest Sunday at 8 - 8:30.  

Eileen gives her nothing except a catalog so she can look at the jewelry and fall in love with it more.  She also gives her “A Time to Share” pamphlet.  She may give her another business card with the time that she is calling her.

You MUST call within 24 hours.

Eileen shared a great story about her friend that wanted to become a Stamping Up rep. Her friend was so excited about being a consultant and would have signed right there on the spot if the consultant had a contract with her.  The consultant said she would call her that week. To her friend that meant the next day or two. Eileen followed up with her friend on Thrusday (the Stamping up party was Satruday). The consultant had never called her girlfriend.  When she asked her friend about it she said “I’m not going to be a consultant – she never called so I guess she thought I wouldn’t be very good at it and after thinking about it I have too much going on to probably have the time to do it anyway”. She talked herself right out of it Eileen was shocked because her friend was ready to sign that very day!!! Remember this when we promise to call a prospect.  Think of what they must think when we don’t do what we promise to do!!!
What do you do if they aren’t there when you said you would call?

She leaves a message “Hey Jill, this Eileen with Premier Jewelry, I met you at Suzy’s show and I’m calling you like I said I would. It must have turned out to be a bad time so let me leave you my phone number. If I don’t hear from you I will try to give you a call at “XXX.”  She would call Saturday night and would not leave a message. She wouldn’t call  Sunday morning due to church. She would call Sunday night. If she doesn’t get her she leaves a message “Hi this is Eileen and I was trying to call to talk to you again. If you are still interested please give me a call I’d love to share the information. She would try to call 4-5 times in total.
Final call – “I haven’t heard back from you so I am assuming you are not interested and I’m so sorry I wasn’t able to give you the information. But if you ever want to me to hear about the fabulous opportunity I would love to share it with you (because I think you wil understand why I believe it is the best one out there) Please feel free to give me a call (and leave your phone number).”
She does not ask every person at the show for a 1-on-1 phone call. It is not for everyone and if they haven’t checked a “yes” or “maybe” there probably is no interest. BUT if she does show some strong interest in jewelry and there is a something that makes you take interest in her you can suggest it. But don’t feel like you have to have a phone call with everyone. 
OP’s can work; Eileen prefers to do 1-on-1’s. If an OP is two weeks away that is an eternity in direct sales. You don’t need a whole room of people to share the plan. Just share it!!

The phone call with the guest (prospect):

Hi Jill this is Eilen with Premier. We met last night at Suzy’s show.

(Do not ask if this is a good time – this gives her a way out.)
Let me tell you what I am going to do – I have a marketing plan in front of me and I am going to go through it page by page. And then I will drop this in the mail to you so you have a copy of it. (this relieves her of felling like she needs to take a ton of notes.)
She goes page by page through the marketing plan.

At the MONEY page she does this:

I know you want to hear about the money and the investment. Before I do I want to tell you that Premier offers financing.  I want to tell you about the great opportunity about a finance card that we have. It is like a MC or VISA but you can’t go to the mall with it and go shopping. However you can put the entire investment on it and you have 3 MONTHS interest free to pay it off.  It’s just an option for you to keep in the back of your mind. I have the card and I love it.

(she uses months and not 90 days b/c months are longer than days)

She tells them that there is a $395 service, supplies and application fee.
We get so much for this amount that calling it an application fee doesn’t do it justice!!!

She goes through the whole list but number 6-11 are the most important part to her of the list – starting with the tracking of monthly activity.  
She really emphasizes the shipping cost is absorbed!!! With shipping rates the way they are now this is HUGE!!!

Then she says “You know what – the next one is worth the $395 if nothing else – the pre-packaging of all your orders!! Your time is so invaluable and once you key it on the website that is free to you, they do all the sorting!”
She immediately rolls into the renewal fee by saying

“All right Toni you are going to become a jeweler in February 2008. But it won’t be  until February 2009 for Premier to ask you if you want to continue to be a jeweler. At this time they are going to drop that initial cost to $350.  But if you decide you want to apply for the Premier card you will earn Rewards points throughout the year. By using your Premier card during the year you earn points. And you can use the Premier reward points to pay for that renewal.
Then she immediately rolls into obtaining jewelry to use at your shows.

If you are a jeweler you are going to need some jewelry. I highly recommend the President’s package.  You are going to get 70 pieces of jewelry for $750 – which makes each piece about $10 each. And one of those pieces is a watch! Plus you are going to get your jeweler’s bag and trays for free that is valued at $110.

Then she goes into applying for the Premier Card:

This is the deal with the card. They are very picky about their credit and about 50% of people are getting approved.  So if you were to think about this option do you think this is something you might be interested in or want to apply for? This gives you an idea of their credit without asking right out.

After all this she pauses and says 

“So what questions do you have for me?

What questions do you have is the way to phrase this. Don’t phrase it “Do you have any questions”. If there are no questions, respond “OK that is fine. The marketing plan is pretty black and white ad I will send it to you so you can review it again.” This adds confirmation.
The next thing Eileen does is so KEY to your phone success with your prospect:

‘OK – that show that we have scheduled for April, why don’t we make that show your training show?” 

If they don’t have a show booked? Then say “Ok - The next step is to pencil in a date for your training show.”

Remember she has no idea what the next step is. She doesn’t know! So tell her what it should be!  Eileen ALWAYS pencils in the date for the training show. Do it non-chalent.  You are the one in control.

You should have your calendar/date book open by this point. 
Tell her ”I know you want to start as soon as you can so let’s look at what night looks best for you in March? – Is a Friday or Saturday night best for you?”  if you ask her when she wants to do her training sow she will push it out to the end of the year.  Make decisions for her!
The time has come for the prospect to think of questions.

She starts to ask about questions or give hesitations or hurdles such as “Oh I have to ask my husband” –  
And you respond:

“Oh of course you do! But we are only penciling in a date. Please know my calendar is very busy and training shows take priority over regular shows. I have another show this week and I would hate to not save this date for you by penciling it in because if I book a show on that date then you lose it”.  

Remember – if she turns and cancels the “training” part of the show she usually still does the show!! So worse case scenario you get a show out of it.

If she responds “I need to think about it”
You respond:

“OK – tell me what do you need to think about? What are your thoughts?” 
“What are you worried about?” Meet her objections and HER FEARS head on!!!
If they are worried about bookings: remind them that you are still in the business after “XXX” years/months and you are still getting bookings.  

If the prospect says “$1200 is a lot of money”.

Yes – it is – and look at everything you are getting for it!!! ( I would add “I can’t believe that I could start my business and get so much for my investment..and I paid myself back before my three months was up!”)

The only time Eileen doesn’t really sign a prospect on is when she doesn’t have money.

If they are honest and tell you “I don’t have any credit and I don’t have any money.” You need to respond by saying “I’m pretty sure you won’t qualify for the Premier card if you don’t have a credit card”.  Then start working out every single scenario. Find out about family to co-sign, can you borrow the money. Do you have five friends that would loan the money and then have them do a show and you can reimburse them the night of the show with your profits.

After the PHONE CALL:

Let’s presume the first phone contact was made on a Saturday. End the call by saying: “Ok I am going to put the marketing plan in the mail on Monday so you should have it by Tuesday or Wednesday. Be sure to share this with your husband.  I will give you a call Wednesday night so we can confirm your date and schedule a time to get together.”  Within one-two days of this call you need to schedule a time to meet her to do the paperwork 

Questions Asked of Eileen:
Modeling during the show.

She shows two trays of jewelry.  One silver and one gold. She shows tricks

Girl from PA – Is it OK to share your commission report?

The jeweler wants people to see what she does and that she is honest about the money she makes. So she shares her commission report with her prospects. Barbara cautioned the jeweler about this.  You MUST be very cautious when sharing dollars and commissions. With federal laws you can not make guarantees to people.
Barbara is going to check on proper verbiage to address this question.
What Booking Activity does Eileen use?
She uses the little purses you get from one of the websites (don’t remember the one she said!) and puts a Premier Charm Bracelet in it as a gift.  She puts FOUR purses on a silver tray (that she bought at the dollar store).
Verbiage: “Look at these cute purses. I have seen you eyeing them all night. She picks one up and she talks up the purse.  This is like the cracker jack box when we were little. She pulls out the the charm bracelet and talks it up. She tells them that if anyone is interested in hosting a show they can take one of these purses home.  She tells them that they can’t buy this bracelet anywhere else as they are a special gift just for hostesses!  
Things to remember:

She puts the prospect in the jeweler seat from the get-go! She doesn’t think they aren’t – so everything she does puts her in control of guiding the prospect into believing it too!

