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.  

