
Grow your Business through Sponsoring Others 
Recruits come in all different social backgrounds. Each individual will 
be interested in this business for a different reason. Some will be 
interested in money, free product, trips or recognition. We have to find 
out what each person's "hot button" or "heart tug" is. Here are 
some tips to get you going… 

 Always "recruit coach" while you hostess coach. Even 
though you've talked to her several times during the hostess 
coaching process, after the party is over, sit down with your 
hostess and go over the opportunity one more time! Show her just 
how much money she would have earned if she has been the 
consultant for this party. Show her how easy it is to get started, 
that the bookings you got from her show could be the start of her 
business. "Susie, do you know that if you would have 
conducted your show instead of me, you would have made 
over $100 tonight?"   

  
 Speak to each person individually at your shows. 

Remember the numbers. Statistics say that when you talk to 10 
people, at least one of them is going to sign up. If you have 6-8 
guests at every show and you're doing four shows a month (just 
one a week), even the most part-time consultant can recruit 2 new 
consultants every month! "Mary, you love these products so much. 
Have you ever thought about doing something like this?" "Sue, 
you're so good with people. Have you ever thought about doing 
something like this?" "Thanks for all your help tonight, Kelly, you 
are a natural. Have you ever thought about doing something like 
this? I'd love to work with you!"  

  
 Always consider the highest and lowest buying guests at 

your shows to be great recruit leads. The one who spent the 
most money obviously loves the product and would be the most 
likely to represent it. "Nancy, thank you so much for your order. It 
looks like you love these products! Have you ever thought about 
doing something like this?" The one who spent the least probably 
loves the product but can't afford to purchase much, so possibly 
she could use some extra income. "Jan, you really loved the 
products tonight. Why don't you have a show and get some of them 
free? Better yet, why don't you book a show, earn your starter kit 
and MAKE money?" 

  



 At every show, talk about how easy it is to own your own 
business. Keep it fun and easy! "Getting started with our company 
is as easy as booking a show!" Use verbal and non-verbal recruiting 
seeds throughout your shows. Non-verbal seeds are flyers and 
brochures placed on the table or stapled to an order blank. Another 
non-verbal seed would be a "why book" that you pass around or 
leave on the table for those who are interested. Include pictures of 
your children, and reasons why you started the business. Verbal 
recruiting seeds are actual spoken phrases that can be sprinkled 
throughout your show, i.e., "How many of you would like to 
eliminate one bill out of your monthly budget?"  

  
 Tell your story at every show. Keep it short and sweet, telling 

your guests a little bit about yourself and how you became involved 
with the company. Never prejudge your guests because you just 
never know who may be looking for an opportunity like yours. You 
wouldn't think of doing a show without showing the Jamberry Nail 
shields and handing out catalogs and order forms; why would you 
do a show without "handing out" the opportunity? 

  
 Mark each guest list with at least one person (hopefully 

two) to call back. Ask your hostess who on her guest list loves 
the nail shields or who loves people, loves to party, needs extra 
income, etc. Ask for her permission to give them a call. Better yet, 
ask her to "warm up" the lead by calling and telling her friend that 
she gave you her name and number and that you'll be calling. 
You're more likely to get a positive response.  

  
 Do you really feel that your job is the "greatest?" If so, do 

you really feel you are doing people a favor by offering them 
your opportunity? As stated above, we truly never know who 
among the guests sitting in that living room needs the opportunity 
the most. We don't know who is buried in credit card debt; who has 
suffered a job loss or illness; or who may be making a career 
change. When we meet the guests at our shows, we have no way of 
knowing what's going on in their lives, so it's our responsibility to 
offer the opportunity to everyone! "You know, ladies, what's so 
great about Jamberry Nails is that we give you a chance to just give 
it a try. Jamberry Nails simply ask you to do a handful of shows 
with some friends of your own." It’s as simple as that!  

  
 Do you get at least one recruit lead per show? It's been 

said there are recruits at every show, but there's not always a 
recruiter there. So, always make sure the recruiter shows up, 



tells her story, plants her seeds to harvest later and hands out at 
least three information packets at every single show! Then follow 
up! Remember, brochures and literature don't recruit people; 
people recruit people! So reach out, smile, be friendly, ask 
questions and YOU initiate everything in the sponsoring process!  

 


