Here are some simple, basic skills that you can implement immediately that will help you increase your sponsoring success.
Listen to your prospect. This is the most underused skill in the industry. We are taught early on that if we keep talking eventually someone is going to listen to us. The truth is, when we keep talking most people shut us off! Reverse the tables and instead of talking about the fantastic benefits of being a consultant in your company, ask questions instead. You might say, “Carol, have you ever wondered what it would be like to have a home based business that you could work around your family and other obligations?" WAIT for her answer! If she answers "YES" ask, "Why"? LISTEN FOR HER ANSWER! If she answers "NO" ask, "Could you see the benefit in having a home based business that you could work around your family and other obligations?" You see the easiest way to help your prospect to make a decision about joining is to identify a need and you can't identify a need if you don't ask questions and listen to the answers. 

Provide a Solution. Your prospect is a "stay at home mom" who really misses the extra money coming in since she decided to quit her job. She doesn't need a lot of money but $500 a month would really help. What should you do? Ask this question, "So what you're telling me is that if you had an extra $500 each month it would really help your family out financially?" She answers, "YES" and you respond, "Carol, if I could show you a way that you could earn that extra $500 and still have your family be your number one priority, would that be of any interest to you?" If she answers "YES" you add, "based on our company average, you could easily earn $500 in approximately 20 hours per month (use amount based on your company party average and commission rate), wouldn't it be great to be able to add to your household income without spending 40 hours week away from your family?"  

Challenge without Confronting. I have found over the years that most people don't mind being challenged to "think outside the box" but they do mind being confronted. The big difference again is in the questions that you ask rather than the things you say. How would you react if someone approached you and said, "You know, even though you have a college education you are basically in a dead-end job. You need to join XYZ company like I did or you are going to be stuck for the rest of your life!" Hey, the fact is, even if it is true and the person really is stuck in a dead end job, he or she doesn't need you to remind them. You might try a more tactful approach instead. "Hi Sue, I have recently joined XYZ company and I am really excited about the products as well as the business opportunity and the independence working with this company has provided me. I'd like to share the opportunity with you but I realize you are busy with your career that you love. Should you ever feel that you would like some freedom and flexibility in your schedule I'm just a phone call away. In the meantime I would love to share a few of our products with you." Basically you have piqued her curiosity without saying too much. Don't be surprised if she asks you to tell her more, which is your cue to begin asking more questions. "I'm curious Sue, you seem to love your job and your career, has there been a change in your circumstances?"  

Avoid Information Overload. We know the dream! Some of us are living the dream and experiencing it every day. Our passion is to share the dream with everyone and to get them to see it "our way". There's a time and place for everything. Remember you can't sell the "big dream" to someone who wants a "little extra money", however you can sponsor her into the company and help her earn the extra money she needs and wants right now and then take time to show her the "big dream". If you only have one way of talking and you only sign people who want it all, you could be missing hundreds of people who could be potential superstars in the business, if only someone had taken time to listen to their wants and needs. 
I've seen people travel across the continent to sponsor someone while their next door neighbor joins another company. Someone took the time to listen to his or her needs and provided the solution. As Zig Ziglar says, "you can get everything in life you want, when you help enough other people get what they want." 
