Question:
When | sell, | just sell; when | recruit, that’s
all | do! How can | do both at once?

A common lament. The dilemma occurs when we
ourselves SEE selling and recruiting as separate
things. Correct this in daily activities. Mary Kay Ash
was our finest role model. She taught us to
approach this issue with a “she learns while she
earns” attitude; our prospects and new people
learn while we show them how to make money!!

We make the best us of our time when we are selling and

Examples:
. Before the class, saying to our hostess, “Who do you know who is

recruiting together.

coming tonight who would be good doing what | do? How about
YOU? | think you'd be great! Watch what | do and we will talk
afterwards.” (4-Point Recruiting Plan)

. Bringing a prospect to a class as our “Assistant.” She watches us

earn $$$ and trains at the same time.

. Selecting at least one person at each class and offering her the

opportunity to hear more, right then if possible. (4-Point Recruiting
Plan)

. Bringing agreements and literature with us to every product delivery

and asking for a few minutes of her time. (Do not leave the
DVD...watch it with her.)

. Bringing prospects with us to every training meeting. We go every

week anyway. This time we both learn! Always pick them up to
ensure their attendance and to have valuable discussion time in the
car.

. Giving a crackerjack (sincere and enthusiastic) recruiting talk at

each class. (Again, one step of Mary Kay’s 4-Point Recruiting Plan)

. Offering our customers a gift for referring someone to us who

becomes a consultant. This is done anytime, anywhere! (Now you
have the whole 4-Point Recruiting Plan.)

Get to work every day, and as you sell, you are looking for quality women to work with you.
Make selling and recruiting inseparable partners in your rise up the success leader. Work FULL
CIRCTLE and work smart. Action is the answer!




