
The Sponsoring Process 
By Don Flynn 

This process holds true whenever you are asking anyone to do anything! We must 

first CONNECT and gain their trust and respect. THEN, we can give them infor-

mation and/or ask for them to do something. TOO many times we dump informa-

tion and don’t understand why we don’t get the response we want! 

�ames 

*10 Suspects 

*3 Prospects 

*1 New Jeweler 

Obtaining  

Appointments 

*Verbiage 

*Face to Face 

*Answering Objections 

Trust 

*Build Relationships 

*Your Premier Story 
*Be honest,/Speak from heart  

*Know your product  

and company 

�eeds 

*Listen to find out 

what the prospects 

real needs are 

*Break down to a 

lower level of need 

Help! 

*How can Premier 

help them? 

*Know Mktg Plan 

*Tailor the presenta-

tion to their needs 

Hurry! 
*Help them make  

the decision 

*Create sense of urgency 

*Follow Up and  

Follow Through 

*Get more names! 


