90 Days to the Business you Want

Presenter:

Belinda Ellsworth

Be prepared at all times!

· 6 host and 6 recruiting packets in trunk at all times

· Stamped catalogs

· Show on the go – few products to chat about if meet someone

· Learn to be a good conversationalist

Figure out when you want to work

· Let everyone know when you have available

· Always know your next two dates available when you leave the house

· Don’t be out of the loop!  That’s what loses business

4 keys to creative bookings

· Have your 30-second commercial ready.

· Aha! – Get people interested in what you do

· Paint a picture of what you do, don’t make people guess

· Your answer should create a wow factor and supply a need for the person

· Be dressed for success

· Dress appropriately for the occasion

· Always think “would someone invite me into their home like this?”

· Dress for the position you want, not the position you have

· It takes just as much time to put on sweats as it does to put on clothes

· Always build the client first

· Build the relationship before asking for anything

· What you put out in life is what you get back

· Positive energy gets positive results

· Hold 3 1-on-1s for every show that you don’t have booked that you wanted booked

· Always let people know that you will help them with whatever you can

· Get out and make business happen

· Don’t wait for business to come to you

· Wear promotional materials

· Jewelry is the #1 item a total stranger will complement you on; rings are #1 of that

· Wear any jewelry you have earned from your company

4 different types of people that people like to do business with


#1 – People they like



Be likeable



Dressed appropriately


#2 – People they know



Make notes about people and refer to them in CC calls



Make people feel at ease around you



Remind people of how they know you


#3 – People they trust



Be on time!



Keep your appointments



Words should be counted on!


#4 – People friends refer them to



Referral for recruiting, not just hosting



Look for leads, spark interest



Get people to recruit for you



Make your show powerful, so people remember you




Your opening is most important




Keep your show short, so they have time to chat




People will remember having a good time, remember who gave

them a good time



Follow up with people!  Will never get leads, if you don’t ask

Implement the Power Hour system

4 topics, 15 minutes solid, uninterrupted time on each topic



#1 – Booking Lead Calls



#2 – Recruiting Lead Calls



#3 – Customer Care Calls



#4 – Host Coaching


Keep in contacts with all leads, even if they are not Hot! Hot! Hot!

