4.3 SPONSORING AND LEADERSHIP

Sponsoring is your best opportunity for financial growth. It allows you to get beyond generating an income based on your own product sales and into creating wealth based on the performance of your team. Would you rather be paid on just 100% of your own efforts or a percentage of hundreds, maybe even thousands, of others? Consider these examples:

1. Most Consultants will have 10 hours a week to devote to their business. If you prospect and reach out to 3 people a day and consult with 9 a week you could easily generate $300 or more per week. That’s $1,200 per month. At a 40% commission, this means $480 on just your sales.

2. Now include building a team. Up to 25% commission on your personally enrolled Consultants, group commissions, promote-out bonuses, Car Allowances and more! You can earn $10,000 or more per month from a successful organization.

And, sponsoring helps others reach their goals and pursue their dreams. So, by sponsoring, you enhance the lives of others.

How/When/Where to Sponsor

Sponsoring should be one of your daily Color Me Beautiful activities. Sponsor  in any situation where you meet others. When you begin to sponsor, you may find that you recruit one out of every 20 to 25 prospects. It’s a numbers game. And, your success rate will increase as you practice.

Sponsoring is a natural part of the selling cycle. When you’re full of enthusiasm, passion and purpose, you will attract others and that gives you the opportunity to talk about your business. The majority of your new Consultants will come from your customer base for two reasons. First, when a person loves the products they are more likely to see themselves having a business promoting the products they love. Second, whenever you have the chance to talk to a group of women, who love your products, that will work in your favor. The group will see and hear your enthusiasm and the impact you make on how others look and feel. When you enjoy your work and make good money, others will want to join you!

Let’s discuss:

At Consultation: Talk about the career opportunity at least three times. This gives your clients an opportunity to identify with the role of the Consultant. How can you mention it quickly three times? Try this:

First, during your introduction, tell your “Y-Story”, why you became a Consultant and why you enjoy it.


Further refine your “Y-Story” here or on a separate sheet of paper.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Second, after the skincare presentation take a moment to talk about the financial benefits of owning your own business. You might say something like:

“I just love my business. Not only do I have the opportunity to purchase these wonderful products at wholesale prices, I earn significant income!”

Write your own version here.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Third, as you finish the makeovers, invite clients to see what you do. You might suggest:

“It’s always fun to see the difference after the makeover. I love what I do. If you think you’d like to do what I do, talk to me later!”

Write your own version here.

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
In addition to your Consultations, you have other ways in which to enhance your sponsoring:

· “Capture Your Dream” Opportunity Call and Presentation. The Opportunity Call provides your prospect with another perspective on the business. She can call any time of day, any day of the week as this call is recorded.

· Social Situations. Use the products faithfully and look the role of a Beauty Consultant. Talk about how much you like your business wherever you go. You will find people begin to ask you questions, which may be a sign of interest.

· 3-Way Calling. This is a powerful tool. Speak with your sponsor/upline or another member of the CMB team about doing 3-way calls with you.

Overcoming Objections

Once you’ve attracted a prospect, you’ll want to check her true level of interest. To do this, you need to ask her questions to gauge her interest. Remember, many objections are simply questions to find out more.

Sometimes objections are really a polite way of saying “I’m not interested”. If there’s no interest, that’s the end of it. But, you will want to probe. Use the following guide.

Objection: I really don’t know anyone. How would I do business?

Response: I know how you feel. This career gives you an opportunity to meet people. All you need to know is one person. That’s how it starts. One person tells another.

Objection: I’m too busy.

Response: I know how you feel. I’m busy too. That’s why I asked you. I’ve found busy people make the best Consultants. They are usually the most organized and know others. The good thing about this business is that you can make good money doing it at your own pace and very part time.

Objection: I already have a full time job.

Response: That’s perfect. That means you already know lots of people. Most of our Consultants do this part time. It’s a great way to help others and earn a good extra income.

Objection: I already love my job.

Response: That’s great. Could you use some extra income? And, you might like this too. It’s a great opportunity to build your dreams and not just someone else’s.

Objection: It’s not the right time for me.

Response: I know how you feel. Sounds like you have a lot going on. In my experience, if you wait, something else will come up. You have so much freedom and flexibility with this program. You can earn good income while doing it at your own pace and very part time. Then, when your situation is freer, you can really soar.

Objection: I can’t afford it.

Response: I understand. Sounds like you could use more income. I can show you how to earn your Career Pack for free just by referring 15-20 of your friends to shop with me.  

Objection: I’ve never sold anything before. Do I need experience?

Response: Because the brands are already well known, you’ve already got credibility. And, I’ll teach you what you need to know to demonstrate them.

Objection: I can’t sell. Will anyone help me?

Response: I know how you feel. I felt the same way. I began to realize that selling is really helping others. I’ll teach you how to reach out to prospective clients by being enthusiastic about what you do.

Sponsoring CMB Kiosks/Stores/International Distributors

A CMB Kiosk or CMB Store is a retailer which primarily sells CMB products. An International Distributor is an individual or organization which sells CMB products in selected countries. You must get approval from the President to sponsor a CMB Kiosk or CMB Store and approval from the CEO to sponsor an International Distributor. Once approved, whether sponsoring a CMB Kiosk/Store or an International Distributor, you are paid a 2% commission on the amount paid to the Company for product purchases for as long as the CMB Kiosk/Store or International Distributor purchases CMB products. The Kiosk/Store or International Distributor is not part of your downline commissions nor does it count as a Consultant in your group.

Because CMB Kiosks/Stores are flagships for the CMB brands and are highly visible, it is important that training, merchandising and product assortment be consistent. Therefore, all entrepreneurs who want to open a CMB Kiosk/Store, whose primary objective is to carry Color Me Beautiful products, must go through the Company’s training program and sign a Specialty Retailer License Agreement.

Placing Orders for Other Consultants

Consultants can assist one of their team members with placing an order.  However, each Consultant must pay for their own order and it must ship to the Consultant placing the order. 
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