90 days to the business you want:

Belinda Ellsworth


Be ready for business.  Put signs up on your walls for inspiration, and reminders.


Always have business cards and catalogs with you in a plastic bag or plastic box to keep them neat and clean.  Always keep 6 host and 6 recruiting packets in your car.  Have 6 recipe cards on hand so they can choose what they want to make.  Have a show on the go small kit in your trunk at all times for impromptu shows, or in case anyone wants to see something or if you are in a hurry to get to your show.  Don’t do drive-thrus, go into the bank, store, restaurant, etc, make small talk with people and make sure to lead into your business.


Have your 30-second commercial ready.  Always paint a picture around your product, hosts, job.  Create a wow factor, supply a need.  (I help people put fun back into their kitchen.  I help people bring their families back together at the most important time of the day at the dinner table.  I can help a person who can burn boiling water and turn them into a gourmet chef in just an hour.)  Always be dressed for success and be ready for business.  Accessorize, jewelry is the most highly asked about thing a person can wear to catch a person’s eye.  Ask yourself would somebody invite me into their home?


Learn how to compliment everyone, you can make it lead into a conversation about your business.  (Your necklace is pretty, I am hoping to earn the necklace this year as part of the incentive in my business.)


Get the clients first, see the people.  Know your show days, when you want to do your shows.  If you have 2 certain days each week you do shows and you don’t have a show booked on one of those days make it a point to do 3  calls, they are as good as a show if you don’t have one, you could possibly get another booking, order, or recruit lead.  Always know your next 2 available dates.  Learn to engage in conversations.  Be the one who opens the door.  Find something nice to say about everybody.  Consistency is the key.


Show presentation:  Engage people, make sure people have fun.  People want to socialize and shop.  The average person who comes is willing to spend $100.  Shorten the show to allow them time to socialize.


People do business with people they like, know, and trust.  Attitude is everything so pick a good one.  Find out things about them, be on time, follow through.  People do business with people they are referred to, so ask your customers, friends and relatives to recommend you to their friends, and family.  Ask for referrals from people, offer a gift for referrals.


Recruiting:  you should have a referral program.  Be powerful and to the point.  Pass out 3 information packets at every show.  Ask everyone at the show if they know of anyone who would like to earn extra income to please let you know, ask if you have their permission to call them, and follow up.


Power hour:  can be done in 15 minute incriments.  Do it no matter what.  Get organized.  Make booking, recruiting, customer care, and host coaching calls.


Folders:  Left-booking leads-recruiting leads- coaching list; Right-things that need to be done.  Make sure to have their information with you at all times, write down comments it shows you care.


Keep track of leads:  50% of people leave a show thinking about doing your job.  Hot leads-they are excited and ready to sign, get ahold of the person within 72 hours.  Warm-can I keep you on a list to send you specials?  Cold-She will give you a call when she is ready, or ask her if you can send her information when there is a new promotion, or products, or the new trip incentive.

Do customer care calls within a few weeks.
