Building a Successful Partnership Organization

·  Assemble a partnership board or team.  
· Different viewpoints strengthen an organization.  

· Help with meetings and events.

· Sell out to your upline. 




·  Partners need to see coachability just as much as agents.  
· Plug into upline for larger events - get your board involved.

· Be involved on meeting nights.  
· Let your team see the importance of partner involvement.  
· Pass out checks, do announcements, greet people at the sign in sheet. Whatever you’re comfortable with.

· Have a specific partner’s meeting.  
· Once a month we get together in our secondary meeting room during opp night.  
· Have food and drinks. Be social!  
· Pass around a sign up sheet the week before. This helps people remember.

· Call new partners.  
· Never assume the agent is “passing it on”. No other business includes partners like ours. This is new to them!

· Do things outside the business.  
· Potlucks, trips, dream days, lunches, etc. 

· Introduce new partners to others.  

· They may identify more with someone else (stay at home mom, brand new baby, working mom, older children, etc.).  
· Just like church, this makes them feel welcome.

· Have partnership theme meetings.  
· Office management, defining roles, book clubs.  Find out what partners want to learn about.

· Hold partner’s contests.  
· Make winning based on results.

· Love and support your partners.  
· Who understands what they are going through more than you?  Help them understand that they can make or break their business. Theirs is the loudest voice to their agent!


People may quit a business, but they won’t quit on a friend.
Building a Partners Organization

Why A Partners Organization?
· To double the size of the hierarchy - immediately by hiring the spouse. This is the agent's #1 recruit. Already they have one person on their team.

· To let partners to know their importance - to let the partners know that their role is just as important as the agents. 

· To inspire - A great way to showcase partners at different stages in the business.

· To make this a family business - we plan potlucks, trunk-or-treats, Easter egg-hunts, miniature golf, bowling. All kinds of events where the kids are included too.

· To grow partners as leaders - A great opportunity to delegate responsibilities to partners.  A great way to get them involved in being part of the team.

· To lead by example - Let your baseshop be the example to the rest of the hierarchy.  Share with the RVP’s what you’re doing and how you’re doing it.

· To recognize the partners - Run contest to reward partners for their efforts.  Lunches, pedicures, books, tapes…etc
· To sell a Bigger Vision - Show the hierarchy how two people working together can grow their team and change people's lives.
Building a Partners Organization

10 Points on Partners Leadership

· Servant Leadership
· Be an example of a Team Player
· Give people the feeling you’re going somewhere
· Always trying to improve
· Don’t wimp out
· Try to be all things to all people
· PFS needs to be who are, not just something you do
· Take responsibility for the good and the bad
· Always be fair and consistent
· Promotions and promoting are the keys to your business
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onday Morning - 5 Points   Tuesday Night - 10 Points   * Bring new Partner 25  bonus   Points   Wednesday Morning - 5 Points   Partner Office  Training - 20 Points   Trunk or Treat Party - 1 0  Points   November Potluck - 10  Points   * B ring new Partner 25  bonus  points …yes it can be the same  Partner that just attended  Tuesday night.   Attend PFSU - 20 Points   Get Licensed - 20 Points       Top 10 in points will win:  


You must sign in at every meeting.  No Exceptions! The Partner with the most bonus points will determine a tie!

Building Personal Relationships
                                       One by One
*   “The main purpose of a Partner’s Organization is to help.

You can’t help others until you get to know them.”  Angela Williams *
·  Strong personal relationships are the backbone of every partnership organization.
· The way to begin is by getting to know each other.   

· If possible, go with your agent to the hiring appointment.  Meet the partner and personally invite him/her to come along with their agent to the next opportunity meeting.   Make yourself available and offer to meet with them casually, to answer any questions they might have about Primerica.  

· Welcome baskets, welcome brochures, new partner luncheons, and introductions at your partner breakouts are just some of the tools you might use to get to know each other.

· Make it your focus to see that your new partner feels welcomed and knows that he or she is important.

· Let’s “tune up” our Listening Skills.  Ask questions and then listen to their answers.  Remember, when they came into this business they came with a life outside of Primerica.  Sharing what is important to us shows that we care about them as people.

· Be willing to share how you felt in the beginning, and what PFS has

done for you and your family.   

· Build friendships by spending time together, doing things for each other, sharing your thoughts, ideas, and common interests.

· Recognize that a partner may need some time to deal with concerns they may have in a friendly, supportive atmosphere.  

· Concentrate on being an encouraging friend.

· Let them get to know you … be REAL.  

Never give up on ANYONE; especially your partners.  
This is a never ending effort on your part as a leader.
Communication
Communication is vital in building a strong organization, especially your Partners Organization.  The following are different ideas to welcome Partners into your team, and creative ways to communicate with your Partners, including some of the materials and costs involved.  As always it gives that extra touch the more you personalize it.

1.
WELCOME PIECES FOR THE NEW PARTNER
There’s  great material pieces from our very own Printing & Distribution.  Include  a personal note.   Go to >Primerica Online, then choose >Company Store, click on >Place an order for Cost items, click on >Printed Materials >Partnership


Item #

Cost

Item Name

A8344 

$0.45

Together Toward Success


A6044

$4.00

Partnership Welcome Mailer (pack of 25)


A9017

$0.45

Together Toward Success (Spanish)

2.  NOTES AND POSTCARDS
My personal favorites to use are postcards.  You may find postcards through our Printing & Distribution, and/or you may also find them through WHP.   They are the cheapest form of communication, and if you design your post card it’s even better.   You can get creative through Word and Microsoft Publisher, design your own postcards with clip arts print them on card stock paper and you have great post cards to announce upcoming events, a partnership meeting, or leave room for your very own personal note.  Or  you can go to your local (Staples, OfficeMax, OfficeDepot etc. have them copied in card stock and cut up for you.  At Staples, it cost $0.39 for Color  Copy.  You copy 10 @ $.039 and you get 40 post cards to use.  & Remember any expenses that you make are Tax Deductible save your receipts even $3.90 will add up to your expenses.

3.  TELEPHONE
Telephone calls are a great way to communicate with your Partnership team.  It is the fastest and the best way to relay the information to them.  You can get a response on attendance, and it also holds people accountable.  Don’t rely on the Representative to pass on the information, as it doesn’t always reach the Partner at the time it was necessary.  Don’t be afraid to use the phone, the more you call people to motivate the more motivated you also feel.

4.
FLYERS
Flyers are great eye catchers.  You can print them in different colored paper.  You can draw or use stencils or press-on type available at any art store.  I like to use ClipArt if you have a computer and access to it you’ll find great pictures and borders.  Or use black and white artwork from newspapers, etc. to enhance your wording.  Don’t forget to include all the pertinent information:   who, what, where, when, and how.

5.   NEWSLETTERS
A.  STYLE:  One Page. (for 1,2, & 3) No envelope needed, include postage, return address, and senders address

B. CONTENT

1. Announce Promotions, Recognition, include production totals, partners section, birthdays and anniversaries, etc.; Partnership hightlight story, welcome section for new recruits; company information; cartoons and quotes

2. Artwork to relate to the current month’s theme, i.e. Valentine’s, 4th of July, Easter, etc. 

3. Always include spouses names as much as possible.

C. MECHANICS

1. Develop a title and subheadings.  You can use your own or transfer (rub-on) type.

2. If you need something enlarged or reduced you can always go to office supplies stores and their copy centers are well equipped to help you.

3. Don’t forget to include Primerica logo, your Team Logo, and the date.  

4. Collect black and white artwork from junk mail, newspapers and magazines.

5. When pasting your type or artwork use rubber cement or glue sticks.

6. To use photographs, make sure they are as light as possible

7. You can always find someone in your organization that is good with computer programs that can help you do a newsletter from various formats already included in the various programs, for example I use ….Microsoft Publisher a lot.

D. COST AND DISTRIBUTION

1.
Your local office supplies stores may be a good idea to use.  You will always get quality copies printed either in black & white or in color.  Copies with color usually cost $.39, per copy.(You can always shop around for prices on the phone calling the various stores.)   Or you may also choose to print them on your own printer/photocopier to economize.

2.   You don’t have to be an artist to put together a nice newsletter.  Ask to be on other peoples mailing lists and use their ideas.  Be on alert looking through junk mail for artwork that you can use.  Use cards from the store, trace things, (if you have small children, the schools always send flyers to relay info. To parents, get ideas and artwork from that to).  Get partners to write articles for you.

Don’t be intimidated----just get creative!!!!    If you want it short and sweet do it---or if you want to do it big, go ahead!  Just communicate in any small way.   It will be worth it!
Public Speaking
OVERCOMING THE FEAR OF PUBLIC SPEAKING - P.S. YOU CAN DO IT!

                                
         “It’s okay to have the butterflies in your stomach, if you can get them to fly in formation”  
                                                                        Art Linkletter
The trick is turning those butterflies into an excited and energetic delivery.

WELCOME THE CHALLENGE

1. Develop the confidence in knowing you have something worth saying.

2. Realize that you get better each time you speak.

3. Know that you were selected to speak because you earned it.

BE YOURSELF

1. You don’t have to be a perfectionist. (believe me; you’ll get better with time)

2. Don’t compare yourself to others.  (Eveyone has their own ability at bringing the message across.

3. Everyone (including you) always has something to share.

HELPFUL HINTS

1. Relax and take a deep breath

2. Embrace invitations to speak in your own baseshop.   Or you may volunteer to speak  before small groups

3. To Reduce the Nerves;  pretend that your are talking to a group of family and friends, (after all that’s who we become in our Primerica family).

BE PREPARED

1. Practice, Practice, Practice, you never know when you will be called 

2. Your Up-line or RVP never want to put you on the spot or embarrass you.  They want to help you develop in this area as well.

WHERE TO START

        1. What do you really want to say?

a.   Write down your ideas.

b. Organize it into an outline

c. Include humorous anecdotes and personal stories.

        2. Who will be your audience?

        3. Find out how much time you have.

        4. Try to find a fresh way to say something old.

        5. Say it aloud.

        6. Time your speech and adjust yourself accordingly……
            Remember, the more you believe you can give a great speech, the easier it will be.

GIVING YOUR PERSONAL STORY

Have it already prepared, you never know just when you may need to tell it.  The following is a suggested outline to help you write and tell your story.

OUTLINE

1. Introduce yourself

2. Give your spouses name

3. Children’s names and ages.

4. Previous/current occupation before Primerica (for you and your Partner).

5. How long have you been in Primerica?

6. Why you joined Primerica?

7. How you felt about the company in the beginning and where do you see yourselves now.

8. Give examples of how you support your Partner.  Especially in the areas he/she has found you most helpful.

9. What has been the most rewarding for you personally, since your Partner joined Primerica?

10. What are your goals and how do you see yourselves in the future through Primerica?

OTHER WAYS TO TELL YOUR STORY;  “How I Felt In Different Stages”

1.  IGNORANT (scared, uninformed, holding back, negative)

2. OBSERVANT (reading company materials, attending meetings, big events, 



       watching EPN-TV)

3.  INVOLVED  (committed, enthusiastic, excited, reaching out, setting 





  appointments, workint in the office, prospecting, etc.)

a.  It’s Easy!!!

b. Just be Yourself!!! (let your own style develop)

c. Do it!!!   The only true way to overcome your fear is to “Just Do It!”

4.  DELIVERY OF SPEECH

“Begin low, advance slow, rise higher, strike fire, then retire” author unknown

5.  PREPARATION

a. Take a deep breath.

b. Smile…..it will help you relax and come across as more natural.

c. Remember your weaknesses and don’t talk to fast or too slow.

d. Get excited and stay enthusiastic!

6.  HELPFUL TIPS WHEN GIVING YOUR SPEECH

a. Don’t be afraid to use gestures and facial expressions to add life to your talk.

b. Avoid monotone – use pleasing and effective tone.’

c. Pick out a few friendly faces.  Act as if you are speaking one on one.
Contests ~ Company & Baseshop / Recognition

Why?
 
· It helps set momentum for the TEAM.
· It brings excitement to the office atmosphere.
· It allows team members to compete.
· Everyone wants to feel special.
· Promotes team/personal growth.
 
 
When should you run a contest?
 
· As soon as you have your 1st recruit.
· When you need to stretch the team to a higher level. 
· When the team momentum is down.
 
During the push (March/April & October/November) 
 
 Positive Recognition
 
· Keep it simple. 
· Have a budget.
· Make it fun.
 
Make sure you acknowledge only players who participated because as a team everyone counts. This will encourage everyone to participate (this will burn some butts).
   
Entertaining

Purpose of Entertaining:

· To Build Relationships

· To Build Team Unity

· Competition

· Recognition

Who to Entertain:

· Direct Recruits 

· Couples Who Are Paying The Price

· Teams That Are Doing Big Numbers

· Positive Leaders

· Partners

How to Entertain on a Budget:

· Potlucks

· Pizza Parties

· Use the Office

· Use Your Home

· Desserts or Luncheons

Entertainment Ideas:

· Super Bowl Parties

· Set up card tables for those who are not into the game.  Have board games available i.e.: Dominoes, Taboo, deck of cards.

· Order pompoms, whistles, and cheer sticks from Oriental Trading Co.

· Have Super Bowl Trivia & give away token prizes.
· Serve chili, corn bread and salad.
· Christmas Brunch

· Each RL Team has a table that they design complete with theme, food and drinks.  We recruit outsiders to judge and there is a winner.

· We have the recruits sign up ahead of time to be entertainers for the event. We have had the Supremes, the Dream Girls, the Temptations, Usher, stand-up comedians & so many more.

· There is a gift exchange that can change hands up to three times.
· Dinner & Theatre

· Take 1 or 2 couples to a nice restaurant and then to a popular box office play.
· Dinners of 8-12

· Invite 8 guests over for a fancy dinner.  

· Serve Filet Mignon, a nice fish and a great wine.  End with dessert and coffee.  We usually have a waiter or server there to help. 

· Don’t forget your background music.
· Spa Day

· Recruit your local manicurist for manicures and pedicures.
· Have a massage therapist give 30 minute massages.
· Have pitcher filled with water and lemon or cucumber slices.
· Play relaxing back ground music.
· Have ‘Dream’ magazines all around. 

· Tea

· Have round tables set up with tea cups and saucers and dessert plates.  Use real linen.  Have a tiered platter filled with mini sandwiches, scones, breads and cookies.
· Have 3 kinds of tea available at each table.
· Have a small gift at each setting (something to do with tea).
· Give a history of tea verbally or have little tidbits to read all around.
· Have 1 or 2 partner speakers.
Event Planning – Retreats, Fast Start Schools

· Who is your audience – New recruits, team leaders, partners, baseshop or hierarchy?  

· What is your goal?  Team building, training, recognition or just a getaway?
· You need to budget before you can sell the event. 

· Some items to include:

Housing/rentals, food, audio/visual (lighting/sound -usually expensive), decorations, i.e.: balloons, flowers, gifts, helpers, handouts, extra fees - gratuity or service charges (can be 20% or more), tax. 

· How many people are you expecting?  Time frame – 1 day event or more?  Need to find a location that can fit what you need.  It can be a cabin in the mountains, a campsite, hotel or convention center.  You can do a boot camp at your office.  Just factor in food and utensils, copies, etc or get others to pitch in and volunteer.

· Be sure you’ve calculated all expenses then divide by the amount of people you expect in order to cover the cost.  You should NOT make money on any event – the idea is to cover the costs and break even.  
· Visualize what you want to accomplish.  Make it special for each person.  Be sure to pay attention to details, surroundings, things to do in spare time, walks, entertainment, etc.  Plan out an agenda leaving extra time “on their own” too! Entertainment – karaoke, games, singers, etc.  Use the talents you have around you!  You’d be surprised who the comic is and who can sing.

· Sell the event – talk about it all the time! Flyers, faxes, texts, emails, Go solos and personal calls to your partners and agents.  Be sure everyone knows about it.  Create your tickets, flyers on your own & save money on printing charges.  As you get bigger you can do more but keep it simple.  Assign someone to be in charge of ticket sales – keep track of your sales and keep in separate account.  Create a profit and loss statement after each event for future reference.  Keep notes on what worked and what you didn’t like.
The purpose behind events is to build relationships, sell the dream & have fun!

Male Partnership Perspective ~ I

Purpose:
To help equip your business with a strong partnership.
Foundation:
Do you know your partner?

The 5 Love Languages




S.T.A.R.

1.

2.

3.

4.

5.

Keys to Include Male Partners

1.

2.

3.

Male Partners Perspective ~ II

Getting Started
· Choosing who will be the partner and who will be the agent. How we made this decision.
· Ideas to help your partner grow your family business and encourage them along the way.
· How you can be both the mom and dad to your kids while your agent-partner runs the business.
· Understand that as a partner, this is your business also.
· What you say to your partner may hurt them, not help them.
· Prioritizing GOD, family & business into our Primerica business without compromise.

Stepping up your game
· Going to school & getting licensed while working a full-time job.

· Being coachable to your partner and to your upline leaders.

· Show up to all big events, meetings, trainings and full-timers meetings and why.

· How we transitioned myself into going full-time in Primerica and retiring from my J.O.B.

· How our roles have changed over the years to strengthen our business.

· Getting our 3 daughters into the business and how it has changed our lives.

· Who’s really the Boss?
Male Partners Perspective ~ III

1. Why your agent needs your support

2. Understanding what your agent partner goes through in the field

Marriage and Family in PFS

Growing a Thriving Marriage in PFS

1. It takes a great Attitude.

2. It takes Love and Respect.

3. It takes Forgiveness.

4. It takes letting go of your Fears.

5. It takes Focus and Commitment.

Marriage and Family in PFS

Roll With Your Roles

1. God has given all of us different Strengths.

2. God has given us all different Abilities.

3. Encouragement is Critical.

4. Trust takes Time.

5. “Dreams”.

Marriage and Family in PFS

Tips to Balancing Family and Business

1. God-Family-Business.

2. Consider the math.

3. The many hats we wear.

4. Think outside the conventional box.

5. Include your children in the PFS experience.

Money Management 
                              ~On Commissions~
I. Take Control:

· Set family goals with your partner

· Establish a budget - Use the budget worksheet from the Financial Needs Analysis

· Focus on becoming debt free

-  Stop using credit cards

           -  Pay off remaining balances

· Change habits from debt cycle to a cash cycle

- Make a habit of paying yourself back (not creditors)

- Auto financing example (never finance a car again)
II. Pay Yourself First:  Live below your means
Save! Save! Save! - This one of the most important concepts.

   

*Mike has first savings book on his wall to this day!*
· DO YOUR OWN FNA! Model the system- don’t preach it
· Pay yourself before any other demands on your money
· Set up your Three Fundamental Accounts:

· Emergency account: Purchases 0-2 years.

· Short Term Account: Purchases 2-5 years.

· Wealth Building Accounts: Retirement

· MAP- Money Accumulation Program:

· Save a percentage of the money you make to put back into your business to fund: events, trips, supplies, recognition, taxes, etc.

· Open a separate account for your business 

III. Money Saving Ideas: Lead by example
· Brown bag your lunches

· Cut back on unnecessary expenses, i.e.: specialty coffees, soft drinks, etc.

· Find your “Latte Factor” (Example)

· Utilize coupons and sales

· Decide wants vs. needs
· Give yourself a waiting period on impulse purchases.
Money Management Illustration

Go from debt cycle to cash cycle:

Experiment: You want to buy a car now – but instead wait 5 years to do so and invest in YOURSELF instead of a car (a depreciating asset). What difference can this make for your financial future?

· Debt Cycle (finance car purchase):

Purchase price: $30,000:  10% down payment of $3,000

Financed for 5 years @ 8% = $500.00 monthly payment

VS

·  Cash Cycle

Invest $3000 FOR YOURSELF instead of for down payment.

Pay $500.00 monthly payment to YOURSELF instead of a car payment.

At the end of the same 5 years you will have saved

$54,000!!

Now go buy a car with cash!

$54,000 - 30,000= $24,000 cash remaining

· Keep the remaining $24,000 invested and continue to pay YOURSELF $500.00 per month for another 5 years and you will have accumulated 

$93,000
· Will you ever have to finance a car again? NEVER! 

· Who do you make payments to? YOURSELF!!

· You now have the habit of paying YOURSELF and receiving the benefits instead of the finance company. 

· You have changed your whole financial future from that of a debt cycle to a cash cycle!

Office Procedures

I.  Office Procedures


A.  Create a Schedule

· Have a system everyone can follow

· Be consistent – set office hours

· Be organized – not a drill sergeant/boss



B.  Your Presence in the Office

· Be encouraging

· Positive attitude

· Communicate with team members 

C.  Staffing Your Office

· Assist with the training of the office staff

· Have hands on assistance in the office


D. Office Support

· Recordkeeping (VBS)

· Instruction manual 

Support System > Field Technology > 2007 Field Technology Workshop

· Life Manager

· Pending business

· Instruction manual

   My POL > Life Manager > Help > Life Manager Overview

· Recruit Manager

· Instruction manual 

My POL > Recruit Manager > Summary > Help > Purpose > Alerts Cross Reference Link

· Maintain a production board

· Maintain a bulletin board

· Keep the office clean and attractive

· Arrange meetings and events

· Send thank you, birthday and holiday cards to clients and representatives

· Keep and file commission statements

· Maintain an acceptable QBI

· Follow up, Follow up, Follow up

*Upon RVP Promotion PFS Family Headquarters has a program available to help the new RVP set up your office, make sure your in compliance, answer any questions you may have!
Baseshop Promotion Guidelines – check w/ your RVP for their Guidelines
· For example:

a) A securities license may be required to promote to Regional Leader

b) One must rank in the top 25 on the state/national leader sheets of the level they are promoting from

c) One must have an “acceptable” QBI

Fast Track

Scholarship Program – Info available on POL 
Know your next promotion (Always be striving for something)

· Decide what role you will play in accomplishing this promotion

With each promotion re-evaluate your role as a partner 

· Determine if your role needs to be redefined

Commissions

II. Calculating Commission & PFS Payout Cycles

A.  Commission Rates on POL

· Home pg. > Compensation > Commission Rates


B.  Check if you’ve been paid

· My POL > Daily Blast > Cash > Run Report

· Life  

· Paid 75% up front & remaining 25% on the 10th,11th & 12th month the policy has been in force 

· Paid out every Wednesday & Friday

· Compensation Example:     using a $60/month application

$60 x 12 = $720 

$720 – $75 (policy administration fee) = $645

District Leader (50% contract)

RVP (95% contract)

$645 x 50% = $322.50


$645 x 95% = $612.75

· Loans 

· 3 day right of rescission

· Paid out every Tuesday & Thursday

· Compensation Example:  using a $200,000 loan

District Leader (0.442% contract)
RVP (0.827% contract)

$200,000 x 0.442% = $884

$200,000 x 0.827% = $1,654

· Securities

· Paid out every Friday

· Compensation Example:  using a $100,000 Mutual Fund

$100,000 x 4% (dealer re-allowance) = $4,000

District Leader (35% contract)
RVP (62% contract)

$4,000 x 35% = $1,400

$4,000 x 62% = $2,480

· Compensation Example:  using a $100,000 Variable Annuity

$100,000 x 5% (dealer re-allowance) = $5,000 


District Leader (21.75% contract)
RVP (57% contract)

$5,000 x 21.75% = $1,087.50
$5,000 x 57% = $2,850

· Auto/Home 

· Paid out every Friday

· Compensation Example

· Promote partner participation

· PLPP
· Paid out every Wednesday
· LTC
· Paid out every Wednesday  

C.  Quality of Business Index (QBI)

· Effects compensation 

· Taken Rate x Persistency = QBI

· My POL – Business Tracking – Persistency

D.  Direct Deposit and MAP Accts

· Part time agents MAP 50% of income to set themselves up to go F/T

Orientation ~ Opportunity Meetings

III. Orientation/Opportunity Meetings
A.  Purpose

· To showcase our growth/to build our teams


· Acquaint prospects and potential clients with our business opportunity and financial solutions

B.  Take notes

· Can you make the presentation?

· With knowledge comes confidence

C.  Partnership Presence

· Attend all opportunity meetings

· Our presence is important

· The fastest way to grow attendance

· Support for our agent partner

· Support for our team

· Greeting other partners

· Help create the environment

· Set the example

· The meeting needs you or you need the meeting

D.  Partners Meetings

· Once a month, be consistent

· Purpose

· Meeting Topics

Notes:

Prospecting

1. Prospecting is looking for potential recruits to _________ your business with.
2. Prospecting is also looking for potential clients that may _________ from what you do.
3. Our client market is a five pointer:

4. This is your business, too!!! (Identify your roles)

5. Anyone can prospect (Yes, even you can)!
                 Make it fun!

                 Smile!

                 Eye contact!

6. Different types of prospecting:

a) warm market

b) characteristics list

c) referrals 

d) personal reference

e) centers of influence

f) cold market

g) existing clients
7. Consistency = long term success!

8. You CAN make a difference!

Sample Prospecting Script

Get in the right mindset

-Smile

-Eye contact

-Have Fun

What to do and say

Small talk for a minute or two and then get to the subject of their work.

Ask these questions:
How long have you been working at _____________?

Have you ever thought about doing something different?

If the money was right, would you be open to learning a new field?

(I work/ my husband/wife works) with a large financial company and I know their manager is looking for more people to train. (Hand them a pen and paper and say): Let me get your name and number and I’ll have someone from the office give you a call and give you some information. If everything sounds great, they’ll set up a time to meet with you.

My name is __________. It was nice meeting you.

Recruiting


This is Our Business not His or Hers
What can a partner bring to the table by recruiting?
· Stability

· Confidence

· Relationship/Reliability

· Commitment

How can a partner help in Recruiting?
· Use your strength

· Believe in Your Partner

· Engage

· Positive Reinforcements

· Freeing up your Partner
Recruiting is a Mindset

Example: Buy a car. Everywhere you look you see that car…
Definition of Mindset:

How do you get that mindset?

· Decide that you will play with the “big dogs”.
· Why are you here?

To build and own a distribution system ~ NOT to be a salesperson.

What do you distribute?

How can you efficiently distribute more?

What will you face when you decide to recruit?

· Ridicule

· Rejection

What mindset is needed to recruit?

· Give them a chance

· You are not bothering them

· They will win because of you
· Their life is better because of you
· This is where you are going to get financially independent 

What are three Beliefs you need?

· Primerica opportunity is for real
· If somebody else can do it ~ you can do it
· You deserve to be financially independent (whatever that means to you!)
Stages of Partnership
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This is your thing not mine. 

•

Why do you have to go to another meeting?

•

You get home too late.

•

Maybe this thing is not for you.


[image: image4.emf]Supportive 

Partner:

Supportive 

Supportive 

Partner:

Partner:

•

Go make it happen.

•

I know you can do it.

•

Make our dreams come true.

•

I will be here waiting for you.


[image: image5.emf]True 

Partnership

True 

True 

Partnership

Partnership

•

This is our business.

•

How can I help?

•

Let’s do this together.

•

WOW this is so much fun!


Stages of Partnership

Partnership Basics

Do:

· Communication
· Attend all events
· Go on appointments
· Help with paperwork
· Keep team focused
· Self-Development
· Take care of the home
· Prospect
· Cheerlead your spouse
· Be flexible
· Be a participant, not a spectator
· Build personal relationships
· Be willing to pay a price
· Map your game plan together
· Be a winning example
The Key to Partnership:

· Don’t get overwhelmed by others.
· Take one step at a time.
· Realize your role will change from time to time.
· Be willing to be yourself and do your best.
· Remember, the more time and effort you put into your business the greater the rewards.
Don’t:
· Tear down your spouse
· Let your spouse think you doubt him/her or their ability
· Degrade your spouse in front of other people or RVP
· Manage their organization
· Come into the office and start complaining about his/her people or lack of production
· Give his/her people suggestions that are against his/her policies
· Publicly question the company policies
· Expect your spouse to run the organization your way
Personal Goals and Dreams in your Partnership

SNSD Partner ~ Marna Sharpe

Together you can achieve greatness.  Divided you will surrender to frustration and never realize your true potential.  Answer the following questions to help you focus on achieving your dreams and goals in Primerica.

1.  What is your single, specific purpose for doing this business?
_______________________________________
_______________________________________
______________________________________
2.  What are your dreams (family, financial, travel, giving, home, etc.)?

1.____________________________________________
2.____________________________________________

3.____________________________________________

4.____________________________________________

5.____________________________________________

6.____________________________________________

7.____________________________________________

8.____________________________________________

9.____________________________________________

10.___________________________________________

11.___________________________________________

12.___________________________________________

13.___________________________________________

14.___________________________________________

15.___________________________________________

3. What are your short-term goals (personal/business)?

1.__________________________________________________
2.__________________________________________________
3.__________________________________________________
4.__________________________________________________
5.__________________________________________________
6.__________________________________________________

7.__________________________________________________
8.__________________________________________________
9.__________________________________________________
10._________________________________________________
4. What are your long-term goals (personal/business)?

1.__________________________________________________

2.__________________________________________________
3.__________________________________________________
4.__________________________________________________
5.__________________________________________________
6.__________________________________________________
7.__________________________________________________
8.__________________________________________________
9.__________________________________________________
10._________________________________________________
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