Great Verbiage for Your Shows!

By Julie Miller, Executive Director
Sponsoring Verbiage at the Beginning of Your Sponsoring Activity:
We have to get their attention help them understand why they really do need to listen and why it’s important to them…even if they’re not personally interested themselves.  Here’s an example of what I say to get their attention:

“Ladies, ‘B’ stands for ‘Business’. (If doing the Purse Game) How many of you know someone who could use an extra $1,000 dollars a month? (Raise your hand while saying it.)  Or how many of you could use an extra $1,000 a month yourself?  The reality is…we ALL know someone who can use it, whether it’s to pay for the increased cost of gas, or to make a car payment, or to send a kid to college, or to save for retirement, or to get out of debt…or maybe even to just be able to have extra income for vacations or for fun money.  Regardless of what the need is, financial experts tell us that it’s just wise to have an extra stream of income.  Even if you’re not even remotely interested in this type of business for yourself, you may not realize that Premier does not advertise at all, so the only way someone can learn about us is through word of mouth.  So, I want you to know just a little bit about our business, so you can pass it along to someone that you know or that comes across your path who might have a need.  Or, you might even have a need yourself. Either way, I LOVE REFERRALS, and I can keep you in free jewelry for years if you refer people to me.  Premier is a wonderful option for all different types of people.”  (Then you go into the actual activity…Big Money or Ask It Basket.)
Sponsoring Verbiage at the End of Your Sponsoring Activity:
Now, let’s fast-forward to the end of your activity.  When you’ve finished whatever activity you use, the key is getting commitment that night (or afternoon or whenever your show is) for people who will just give you a few minutes of your time.  The two things I use are The Fortune Cookie Activity or the Gift Card idea.
-Fortune Cookie Commitment:  (Idea from Leah Mitchell) After the Ask It Basket questions or Big Money skit, I just bring out my fortune cookies and say, “Ladies, I have loved being able to share with you a little about some of the fortunes you can enjoy in Premier.  You can gain a fortune in extra income for you and your family, a fortune in opportunities, and even a fortune in friendships.  I know you may or may not be interested yourself, but as I said before…I LOVE REFERRALS, so I have a special gift for you. (Pass out fortune cookies.) This is a fortune cookie that has a treat in it just for you.  If you will just give me a few minutes of your time to let me tell you a little more about what I do (either for yourself or for someone you know), then I will treat you to your choice of coffee, dessert, or lunch.  AND, if   we can pencil in a date tonight, then you will get to keep this beautiful Austrian Crystal tennis bracelet inside along with the fortune cookie…just as a ‘thank you’ from me.  So, hold onto your fortune cookie, and when you check out tonight, we’ll find a time that works for both of us.  If not, then you can just leave the fortune cookie with me.”  

The key in this verbiage is to show your passion about your love for Premier.  Nothing will draw them to you more than your own belief and passion in what you’re doing.  Be fun and winsome with no pressure whatsoever.  I always say…it’s kind of like when you’re dating.  You have to be flirty and fun, but a little hard to get.  No one wants you when you seem desperate!  But, they’ve got to see that you are totally sold yourself!  Confidence is KEY!
What to Say at Checkout:  Just say something like, “So, can I have a few minutes of your time to share Premier and treat you to coffee or dessert?  If nothing else, we’ll have a fun time getting to know each other and you’ll get a free treat!”  If they say, “no”…just say, “No problem.  Hopefully we’ll see each other again soon.  Would you like a Business information packet to take to someone you know who might have a need? Also, please take my card and let me know if you ever have a need or know of someone who does…Remember…I LOVE REFERRALS!!”
-Gift Card Commitment:  (Idea from Sylvia Credle-See Drapers Web site for video of Sylvia.)  Basically, I go through the same verbiage I used before as far as the lead-in to my activity.  At the end, instead of the Fortune Cookie idea, I use the gift cards.  I say, “Ladies, now that you have heard a little bit about Premier, I have a very special gift just for you.  It’s a Premier Gift Card for $25 in free retail jewelry, just for letting me tell you more about Premier.  You can activate the card just by calling me to figure out when and where we can get together for coffee or a coke. But, for those of you who figure out that time tonight and we pencil in a time on my calendar, your gift card goes up to $50 in free retail jewelry!!  Now, how many of you would ever consider NOT spending a Target gift card you’ve been given.  Of course not!!  That’s why I’m giving you this gift card…because I want you to use it!  Even if this business isn’t for you, remember…I love referrals, and we’ll get to have coffee together! (Pass out gift cards.)  Just let me know at checkout if you’d like to take advantage of the $50 in free jewelry!
What to Say at Checkout:  Just say something like, “So, would you like to set a time to get together to hear more about Premier and to get the $50 in Free Jewelry?”  If they say “Yes”, just book the date, just like you would for a show, and then say, “Now, are you getting the information for yourself or for someone you know?”  That will let you know what the interest level is.  If they say it’s for a friend, then ask them to bring the friend with them.  If they say “No” to getting together, just proceed as above under the Fortune Cookie Checkout verbiage.

Booking Verbiage As You’re Handing Out Play Money before the Show:

I use invitations that tell the guests they can earn play money to win prizes at the show by doing simple things. (See invitation.)  Before the show starts, I go around and hand money to all the guests, based on what they have earned.  When I get to the final amount ($500 for booking a show), I say, “Mary, now you can decide any time tonight to have your own show some time in the future, but you will get $500 to add to your stash if you let me know right now.”  Then, I pause and let them think.  I average 1-2 bookings at every show…BEFORE the show starts.  Then getting the other booking(s) is easy after that.  If they say “No, I’m still thinking about it or I’m not sure.” (Those are typical responses.), I just say, “No problem…just keep thinking about it and you can decide and let me know later.  You just get the $500 when you tell me right now.”  Even if they say “no”, it’s still great because I’ve planted the seed, and they start thinking about it.  Then, I think it’s easier to say yes in the “Play” booking activity.
Lead-in Verbiage to Booking Activity:

It’s really important to flow from one thing to another and to have good transitions.  

Here’s what I say:  “Ladies, ‘H’ stands for Hostess Plan.  You’ve seen the jewelry and how beautiful and pulled together it can make you feel.  Now I want to show you how you can get it for free!  You’re not going to believe how much free jewelry you get, just for getting your girlfriends together to play dress-up in my jewelry box!!  It’s a super-fun Girls time out, and I even take care of all your invitations for you!  It’s a breeze, and you’ll love it!!”  (You’ve got to paint the picture, and make it sound EASY and FUN!) “Let me show you what you’ll get!!” 

-Show Hostess Plan. (Drop the Posters)
-Go through the booking activity.  (I use the “Play” booking activity and use the same verbiage as developed by Kathy Allen.  See video of her doing the activity on the Draper’s web site.)

Closing Verbiage after They’ve Booked a Show and Set the Date:

Once they’ve booked a show…you’ve got to make sure they feel good about their decision.  Say things like, “I’m soooooo excited that you’re doing a show!  You’re just going to LOVE all that free jewelry, and we’ll have so much fun with your friends!!” Or, when she’s leaving that night… “Bye, Susie!  Oh…I can’t wait for your show!!  You’re going to love it!  We’ll have so much fun!” 
Those are the things that make them feel excited about their show.  They feel that they’ve just booked with someone who is confident and sure of themselves.  That also makes them think twice about Premier as a possible business.  When they see you loving it and your strong belief in what you’re doing, it makes it seem appealing.  If they don’t sense that in you, then why would they want to join you?  You must be SOLD YOURSELF!!!!
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