Increasing Your Recruiting Odds......Even With Strangers

By Paula Pritchard

I am a big believer that you can increase your recruiting ratios if you merely know the “want” or “hot button” of the person you are trying to recruit. You will peak their interest in your opportunity if they see it as the answer or solution to what they want.


For the most part, you will find that they either want to quit their job; they want something material like a bigger home, car, tuition, vacation; or they want the freedom of being in business for themselves. Keep in mind; their “hot button” or “want” is going to make them want to look at your business more than any other reason.

Some people make the mistake of thinking that money is the key issue. They will contact someone and say; “I found a way for us to make more money or a lot of money.” Money by itself doesn’t mean anything. It’s only when you turn it into something you want that it means something. It’s what you buy with the money that counts. So let’s say, for example, that the person you’re talking to wants a Jaguar. Well, if you say money, then they have to take a lateral step in their thinking process and turn the money into a Jaguar. What if they don’t do that? You’re leaving it to chance. What if, instead, they turn the money into the electric bill and the electric bill doesn’t excite them? If you want someone to look at the business, you call him and say “Jaguar,” and if that is their hot button, then they should say when, where, and how? Whereas, if you say money, it delays the process and it’s only by chance that they might think of a Jaguar. Don’t leave anything to chance. Why not just say, “Jaguar” from the beginning?

What If You Don’t Know Their Want?

If you have someone you want to approach about your business but you don’t know their want, here is a suggestion. It’s called FORM. F stands for family. O is for occupation. R is for recreation. M is for message. It’s a great way to strike up a conversation and find out a person’s wants, just by following this simple formula. FORM will work with people you know, people who are slight acquaintances and even with people you don’t know.

First let’s use it with people you know. Pretend you have someone you would like to recruit. You know them because they’re someone you call on in your job. You’ve talked a lot but never about anything personal. Here’s what you are going to do the next time you are with them. Strike up a conversation focusing on the FOR part of FORM, family, occupation, recreation. At the same time you are going to imagine that you have a file cabinet in your head.

The heading on that file cabinet is “wants.” Your goal every time you hear this person say something they want is to file it away until you determine the most powerful “want” or “hot button” for this person. Then that’s the “want” you’ll use in your invitation.

Assume you’re calling on someone with whom you do business. Strike up a conversation about their family, which is the F in FORM. Ask if they are married. Do they have children? Do they live close by? In the process of the conversation, you might find out that they live in an apartment and they wished they lived in a house. Or, they may have so many children they wish they had a bigger house. Or, they might tell you that one of their children is almost ready to go off to college. You might say, “That’s expensive, isn’t it? But, I’m sure you’re able to afford it.” Then they’ll proceed to tell you that they’re really not able to afford it, or they wish they could afford it. Try to give them leading questions that will make them tell you the thing that they can’t do or would like to do if they had more money.

When you discuss the O in FORM and you’re talking to them about their occupation, always say to them, “You’re so good at this. I bet you love it.” It’s amazing how often you will say that to someone and they will tell you what they hate about the job. If you say you bet they hate it, they’ll tell you what they love. People are so funny. So, always talk about them loving what they are doing. Let them give you reasons that they don’t love it. 


When you get to the R in FORM for recreation, ask them what they like to do for fun. Maybe they’ll say they like to fish. You might ask them what kind of boat they have. These are leading questions. They might say they don’t have a boat but wish they did. You then come back with a question that allows them to share with you what kind of boat they would love to have if they had one. 

Now for the M in FORM---the message. If you are talking to someone you know, don’t deliver the message about your business at the same time you are collecting your information. My advice is that you deliver it either later that day or the next morning. I teach a specific invitation for people you know which I call my Direct Approach. It can be used quite effectively here. Call them and say, “Hey, I’ve only got a moment, but I’ve been thinking about our conversation yesterday. You told me you wanted to send your kids to college, or you told me you hated your job, or you told me you wanted a bigger house, or you told me you wanted a fishing boat.” (This depends on the “want” you have selected as the primary “want”, the best “hot button” for this person.) Then you say, “Were you serious, or were you just kidding around?” (They say they’re serious.) Then say, “I think I’ve got a way you can have it. I can’t go into it now, but I’ll be back out in your area next week. Why don’t we get together over a coke, or over lunch? I’d love to run an idea past you.” It makes them think that the only reason that you called them was because of your prior conversation.

What if You Don’t Know the Person?

Now let me give you the scenario for a person you don’t know. Where do you meet strangers? You meet them everywhere. You meet them at the doctor’s office, in bank lines, grocery lines, even on-line. Let’s say you’re in a doctor’s office and you strike up a conversation with someone that you don’t know. Maybe you begin talking about this particular doctor. Through that conversation, you might talk to them about where they live. Do they live in this area? Do they have children in the local school system? It is the same kind of conversation you had with the person you knew. 

You might ask them what they do for a living. No matter what they say they do, even if they dig ditches, you say, “I bet you love it.” And, if they say, “No, I hate it.” You’re filing away all these “wants” in your head. Then you talk about what they do for fun and how much vacation time they have each year. They might tell you they only get a week off and they can’t do anything in a week. You might then ask them what they would do if they had more time off. They might say they like to travel and you’d say, “Me too. Have you ever been to Tahiti or Hawaii?” They might then say, “No, but I’d love to go.” These are all “wants”. You’re talking about family, occupation and recreation. Most people like to talk about themselves if you just ask questions. 

Sometimes I even recommend that you do this at every opportunity you have, regardless of whether you deliver the message. You need to practice. I call it scrimmaging. You need to practice talking to people, so that you’re comfortable talking about family, occupation and recreation. The only difference with a stranger is if you’re going to deliver the message, you need to do it on the spot. Don’t leave it to chance. Don’t rely on the telephone book to have this person’s number. What you should do, though, is wait until the very last minute, when you’re about ready to part ways. Use the same direct approach. “Listen, I know we can’t talk much longer here because the doctor’s calling you (or me) in, but you just said that you hated your job. Were you serious or were you just kidding around? They say, “No, I was serious.” Then say, “I think I might have a way to help you. (At this point I might mention the fact that I’m expanding a business but I can’t go into it now.) Why don’t we exchange business cards or phone numbers? I’ll give you a call and maybe we can sit down over a Coke. I’d love to run an idea past you.” It's the same thing. You use the same direct approach with a stranger. You use your prior conversation to identify a “want”. You filed it in your head, and at the last minute you selected what you felt to be the best “hot button” for this particular person.

FORM is a wonderful tool, and you should be using it in all conversations as you’re out and about meeting people every day. Practice until it becomes natural.
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