KEY QUESTIONS FOR INTERVIEWS

1. “Tell me about yourself and your current situation.” 
Find out if the potential recruit is married, whether they have children and their ages, so you can better relate to them.

2. What attracted you to (Company Name)?

3. Do you have any previous direct sales experience? 
Do you understand the concept of direct sales? 

4. What do you hope to gain from this experience?  
It’s absolutely vital to know their “why” and their “hot buttons,” both short- and long-term. When you know what they really want, you can better help them achieve it!  

5. What does your spouse/family think about your idea to try this? 
Do you think they will be supportive of your new business?  

6. How many shows do you want to do a month?  
Hobbyist (2-3 a month); Part-time (1-2 nights a week, or 6-8 parties a month); Full-time (2-3 nights a week or 10-12 parties a month). 

7. How much money would you like to earn per month? 
 What do you plan to do with your earnings?

8. When would you like to start earning money? 
When they say, “Right away,” respond with, “Great! Let’s set the date for your launch or kick-off party!” Your goal at the interview is to get them to set the date for their launch party; then when the interview process is completed, begin the host coaching process. Help them with their guest list, explain the host plan, etc.  

9. Who are the people most likely to help you get started with your first 
6 shows? 

10. Do you know someone who would like to join you in this venture? 
Do you have a friend that you would enjoy working with?  

11. What questions or concerns do you have?

12. What is the best means of communication for us in the future? 

TIP:  It is best not to overwhelm a potential recruit with too much information.  Be a good listener and save training topics for the appropriate time.  Your goal is to get the agreement signed, to establish their start date and schedule their kick off party/show.    
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