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Signature.

HOMESTYLES®



        
     Opportunity Appointment Form

                   Use this to guide conversations about joining the company.

Name  







  Home Phone  





Address  







  Cell Phone   











 

  E-Mail:  







1. Establish a Connection/Build Rapport (Relate to what you already know about her.)
2. Ask and Listen (Discover her “why”).
Tell me a little about yourself (family, occupation, outside interests): 
 















How long have you lived in (town)?
















What sparked your interest in Signature HomeStyles? Or, what would interest you about doing something like this?
















What do you need most in your life right now? (extra money, flexibility, fun, etc.)
















How would a business of your own enhance your life?

















3. Clarify Their Why (Restate what your prospect told you to establish understanding.)
4. Make the Connection (Show how a Signature HomeStyles business can provide what the prospect is looking for.)

About Signature HomeStyles

· Woman-owned, debt-free, 48-year-old stable company.

· Home accessories and organizational products that are affordable, high-quality, versatile and functional.

Earn money 3 ways

· Sales: Earn 25-30% of retail sales. Shows are the core of the business. Individual consultations, online Shows & ordering and a
fundraising program are available.

Example: $400/Show = $100 commission, 2 Shows/Week = $200, monthly = $800. Each Show takes about 3 hours. How does that amount of money for that amount of time sound to you? 
· Sponsoring: Earn 3% of the sales of people you sponsor.
· Building a Team: Earn up to 5% of the sales of people you sponsor, as well as those that they sponsor.
      
Getting Started Is Easy

· For $159, receive our Standard ShowCase which includes over $500 of products, plus supplies for your first Shows and our training program. Or for $79, receive our Social Selling ShowCase, and receive over $225 of products, plus supplies for your first Shows and our training program.

· SuperStart Rewards Program – more FREE products and rewards by reaching achievable goals in your first 100/105 CDN days of business.

· Training is available in print, online, in live and recorded conference calls and meetings.

· Grand Opening Show – I’ll help you get your first bookings and sales at your first Show. You’ll receive the commissions, Host benefits, 
and an extra $100/$125 CDN of FREE products.



5. Extend the Invitation (Determine her interest level and help her take action.) 
What you think so far? On a scale of 1 to 10 (with 1 being “this isn’t for me” and 10 being “I’m ready to get started.”) 
What is your interest level right now?

 What would it take for you to be at a 10?

Overcome hesitation as needed.

Closing Questions (choose only one):

· Is there any reason why you wouldn’t want to go ahead and get started today?
· If we ordered your ShowCase today, it would arrive in about a week. Would you like to go ahead and do that now? 
It will only take a few minutes.
· How soon would you like to start making money?
· Is there anything stopping you from going ahead and getting started?
If “no,” but they are still interested, ask them what they would like to do next. You could offer one of the following next steps:
· Schedule a “decision” Show.

· Observe one of your Shows.

· Attend a Team event.

· Show the Idea Book to a few friends and follow up in a few days.

· Follow up with another call after they’ve considered it more. 

If “yes,” ask the following questions to set their goals for the first month in business:

How much income would you like to earn in your first month with Signature HomeStyles?















 

How many evenings a week could you invest to earn that income?















 

Help them schedule their Grand Opening Show, identify their first Hosts and select their first Show dates.

Help them complete and submit their Representative Agreement. If you have a Personal Web Page you can do this online with them,  
or fill out the Representative Agreement in the virtual office.


6.    Follow Up 

Set a date and time for the next time you will contact them.

Date:  





   Time:  
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