BOOKINGS CALL LANGUAGE

By Barbara Duke

· Create a List of at least 40 names and pick a date to do a show of your own.

· Go through your list and put symbols next to each name for the following (hint: a name can have more than one symbol after it):

· $ symbol –someone who could use $400-$500 mo. extra $ (gas, braces, ARM loan, etc.)

· “P” – Loves the products (a PC groupie)

· “♥” – Would love to work with them and WHY.
·  Call those with most symbols FIRST.

EXISTING CONSULTANT:
· “I’m jump starting my business, and I’ve been thinking of you lately because I would love to work with you because ______; or I have been thinking of you lately because I thought you might be able to use an extra $300-$500 a month because ___________; or I have been thinking about you lately because I know how much you love the products, and as a new consultant you can purchase all our new spring line for ½ off.”

THEN IF THEY SAY NO TO THAT:

· “That’s okay, we have a fabulous host program, and in the month of ______we have ______ on special, and I am trying to put _____ (number of shows) shows on my calendar – may I come and do a show for you?”

THEN IF THEY SAY NO TO THAT:

· “That’s okay, I’m doing a show of my own and will be featuring (new spring products, summer salads, etc.), would you come to that and help support me?”
THEN IF THEY SAY NO TO THAT:

· Ask if they would like to purchase a product to help you make your show the best ever AND ask for the referral (do you know of anyone who would like to earn free products, or could use $400-$500 in extra monthly income?)
THEN IF THEY SAY NO TO THAT:

· Ask if they know anyone who would like some FREE products for their kitchen, or could use an extra $400-$500 a month (the referral)
