Good morning and thank you John and Bob for asking me to share today what we are doing with our new jewelers.

I believe all the issues we’re facing with the economy and such are really just a “DIVINE SET-UP” to STEP UP!  

Step-up in our leadership, step up in our attitudes, step-up in our own personal work habits and businesses and set up in our faith.

One way we stepped-up this year was putting a program or system in place that enables us to ensure that our new jewelers have a great start to their businesses.  All of our leaders and jewelers follow this system, and it is consistent throughout our Premier family.

We have TEN specific ACTIVITIES we have copied from others, tweaked and/or made up ourselves that we use with each new jeweler to help set her up for success.  The activities emphasize PREPARATION, PRACTICE and FEEDBACK.

I.  QUICK START

When a new jeweler receives her jeweler number, we give her the Quick Start sheet we have made up.  The sheet helps her to start out working both sides of her business – BOOKING and SPONSORING by getting her thinking in terms of “Who do I know?” and provides an incentive to attend TRAINING.

The 1st section hits booking.  It asks, “Who do I know that likes me, loves

me, owes me a favor, loves jewelry, loves having people over and/or loves

getting things free?”  Then it has 10 spaces for her to write down her first 10

bookings.

We want them going for the 9 home show quick start and the $300 jewelry certificate.

The 2nd part of the sheet covers sponsoring.  It asks,

“Who do I know that is looking for a change? Is not making ends meet?  Wants to stay home with her children? Loves jewelry?  Would be great at what I do?”

Then it has 10 spaces for her to write down their first 10 leads.

When she has 6 people come to an OP we do for and with them, in her first 45 days, she wins “Mandy” the mannequin!  When she has 9 people in that same time period, we get her the Hood –n- House Software.  


There is no doubt that jewelers are most excited when they are brand new, and we have found that when they have success in sponsoring right out the gate, it takes the scariness out of it, and they want to do more of it!
The 3rd is training.  We also want our jewelers in the habit of attending all monthly trainings so the last item on our Quick Start sheet tells her when she attends 3 monthly trainings in row after her training show, at the fourth training, she will receive a $25 retail certificate from her Premier mom.

2.   FIRST STEPS TO BOOKING VERBIAGE:

We teach our new jewelers to “offer FREE jewelry,” instead of “asking for bookings,” and we’ve modified the “First Steps to Booking Verbiage” that we give them, and we role play it with them.  

This verbiage basically says that they are so excited to start a new business! They get to give away shopping sprees to anyone who loves jewelry and to get started they need six (6) friends who are willing to get FREE jewelry!

Verbiage is a major emphasis in all areas of our new jeweler training.

3. JEWELER IN A BOX

We also give a new jeweler a “Jeweler in a Box.”  It is a file box or an expandable file that is separated into sections to help keep a new jeweler organized and to make things easier for her.  Some of the sections are:

Organizational Tips

Training Show Preparation

Monthly Training Dates for the Year

Home Shows

Sponsoring

Customer Care

Tax Tips

Business Maintenance


The information in the file is very detailed.

4. HOME SHOW OBSERVATION

We ask each new jeweler to observe 2-3 shows with a Builder-or-up.  We

have found this to be helpful because many times the women we sponsor do not have the same personality as us.  Observing shows with other leaders gives them an opportunity to see other personalities perform and gives them more exposure to the little things done at our home shows.

We encourage them to take notes on the different combinations, the different booking and sponsoring seeds that are dropped, and what is done at check out. They call us after the shows they’ve observed and tell us what they learned, what they liked and what they will implement in their shows.

5. DRESS REHEARSAL

After their training shows and before their first shows, we have our new jewelers do a dress rehearsal.  They come over to their sponsor’s home, set up their jewelry and do a show.  

This is their time to practice setting up their display, doing a complete run through of their show, role playing their booking and sponsoring activities, their survey sheets and what to do at checkout.

We go over what they have in her hostess packets, guest folders and business information packets.

No detail is to small.

The dress rehearsal has probably been the best thing we’ve implemented.  We have had such positive responses and results from this.  Our jewelers feel more prepared and confident when doing their first shows, and the more confident they feel, the more relaxed they are and the more fun they and their guests have which results in more bookings!  It provides an opportunity to

discover show weaknesses and in some cases missing show elements, and

then strengthen them.

We believe that FUNDAMENTALS – PRACTICE – FEEDBACK build

CONFIDENCE and lead to SUCCESS.

6.  LETTER GAME SHOW FORMAT

Last September I modified the Purse Game and turned it into the Letter Game show format, and I do my entire show that way.  We give our new jewelers this show format which incorporates important information, fun, fashion tips, booking and sponsoring seeds while showing the jewelry.  This helps their presentations flow smoothly, creates interaction with their guests and covers everything necessary and important.

I have to thank Julie Robinson because she took my idea and made it BETTER.  She made a flip chart with the letters and on the back of each letter is what the jeweler says.  So as she’s holding up the letter, she is actually reading, and no one knows it but her!  Julie, you are so smart, thank you!

7.  SPONSORING ACTIVITY


One of our new jewelers created a four card sponsoring activity that


very easy to incorporate into a home show.  The cards can be


hand drawn and include:  
a family,






a calendar,






a 50 cent piece, and






a credit card.


Together the four cards cover the major ways that Premier can help a family.

8. TAPED MY LIVE HOME SHOW AND PUT IT ON OUR WEBSITE

This was Barry’s idea, and he really felt strongly about this.  I fought it tooth and nail, but I have to tell you, he was right!  Our jewelers can go to our website, watch the live home show from start to finish, using the letter game show format we give them, and it helps them with combinations, etc. The real advantage is that they can pause the show and take notes as often as they like.

I have since changed my sponsoring activity and of course the fall/winter line is out so, yes, you guessed it, Barry has been reminding me that we need to tape another live show and update it . . uugghh!!  (
We will also be adding an OP for the same reasons.

9. POST SHOW CALLS

We have our new jewelers call us after each of their first 10 shows.  We tell them these are their practice shows, and that’s when they’ll have the most questions.

When they call, we have them tell us what they felt they did best, how many guests were there, how many bookings they got and when are they dated, how many leads they discovered and what they may have struggled with or had questions about.

10. PHONE HOME DAY

This idea came from Tami Franklin, and I just tweaked it and made it my own.  Thank you, Tami!  My team and I love this and it has really helped our leaders step-up in their and communication with their girls.

The second Wednesday of every month, we call “PHONE HOME DAY.”   On that day each month we have all our first levels call us anytime from 7:30 am to 7:30 pm.  They know this is not a training call and it takes literally 3 minutes.  When they call, they are to tell us 3 things:

A) Something GOOD or something they are excited about in their business.

We want them looking and being grateful for the good stuff.  It’s so easy to concentrate on what’s not right and what we don’t have and we tend to lose sight of all the blessings we do have).

B) Something they are STRUGGLING or frustrated with, or have questions about. If so, I set up a time to call them back and help them with this.
C) Something family or business related that I can PRAY FOR.

This has been huge in enhancing our relationships and building trust with our girls because they know we really do care and that we will pray for them and their businesses).

Everyone that calls on “Phone Home Day” during the allotted time period receives a ticket and after the last call at 7:30 pm, I do a drawing and someone wins a prize.  The prizes have been things like the Never Enough Jewelry money bags, a cute seasonal pen, a packet of order forms, etc.  Nothing expensive and things they can use in their business.

This new system requires TIME.  Time is the most precious gift we can give our new jewelers.  Implementing the above system does take time but we have found it is time well spent!  I would rather put the time in up front to get our jewelers off to a great, solid, running start than to have to back-track and try to figure out what they’re missing, doing wrong or what I could have done differently.  

Having a system in place to better help and serve our new jewelers AND having all of our leaders on board, implementing it and excited about it, has been a huge blessing for everyone. In this crazy economy, we have new jewelers starting off stronger and more confident than ever.  THAT IS SOMETHING TO GET EXCITED ABOUT!

Now is the time to work harder than ever!  Now is the time to love, give and serve more than ever!  Now is the time to “Pray without ceasing!” and now is the time to step-up and stand firm in our Faith in God, our Faith in Premier and what it offers others.  

We have seen first hand, when you believe that the challenges we face in today’s world are really just a “DIVINE SET-UP to STEP-UP” and then you DO….you and your business WILL BE BLESSED!  (
