 SEQ CHAPTER \h \r 1Some facts that Belinda threw out in the begining:

~80% of your business is enthusiasm/attitude (you get what you put into your biz). If you always have a negative attitude and wonder why your not going anywhere let's think about that. If you are enthusiastic, people will feed off that energy.
~If you are going to buy any of her things Step into Success is the best one to get (she sprinkled this throughout the presentation, created a need for her product, she was a prime example of what we should be doing w/ our own products)
~Success is an achievement of the GOAL YOU SET
~Set Goals & write them down & look at them often. Know what you are working for.
~"People who set Goals make things happen"
~She said look @ each week instead of monthly (she said that if you want to hold 2 shows a week so you average 8 a month, don't save them all for one week & then your just sitting around for the rest of the month. Hold 2 shows a week or whatever your goal is)
~Success is a journey, there may be bumps or road blocks, but there is always a way around or through- keep your eye on the big goal.
~Fill in your holes & always know where your holes are. Her key advice- always look @ your calender & know the next 2 available dates. 
 ADVANCE \d 5
4 D's of Success:

~Decision - make a decision get very specific/ clear of what you want! Don't just say I want to sell $10,000 this year. Break it down, write it down, know what you want
~Desire - will build from your specific want/need
~Details - Daily lists there are 2 types healthy & un healthy. 

Men tend to use healthy lists & women use unhealthy lists.
A. Healthy lists - short sweet & to the point. Celebrate when you accomplish your list nothing big but reward yourself.
B. Unhealthy lists - depends on size of paper.(said women feel like they need to fill the paper) Lists are always too big, & no way could be finished in one day.
She said you were setting yourself up for disappointment. If you are part time she recommended you put 5 things to do on the list, if full time put 10 items.

**Always celebrate what gets me to my goal**

~ Destination - if you follow theses four D's of success you will reach your destination.

Never lose sight of your destination, always stay focused!

Power Hour:
For those of you who are unorganized she does have the whole power hour packet that you can purchase to help you go get started. 

Break your hour into 4 topics & work each topic no matter what!
**Everytime you pick up the phone & call it's worth $20-$25 to your business. Because  for every 10 people you call 2 people will say yes, w/ an average of a $100 per show it works out to $20-$25 for that one phone call**

When going in for your power hour organization is key, always have the #'s ready ahead of time, so you don't spend your whole time looking for the #, or oh I should call so & so.

4 topics:

Booking calls - have the # ready/ make connections w/ customer. “So how was your daughter's wedding?”  Take notes, ask about their life, visualize the person you are talking to. Call for 15 mins. a day no matter what!

Recruiting calls - keep a record of your recruit leads put a H for hot, w for warm or c for cold. keep great notes for your leads, you never know when their life might change. A good idea is to send post cards whenever a new trip is anounced and say we are going to Alantis next year and I wanted you to go to...... call for 15 mins. no matter what!

CC calls - cement of your biz & recruit leads. 50% of the people @ your show are considering your job. Always thank them for their purchase, it goes a long way. Have a special product each month, when you call say something like I just wanted to let you know that we have this brand new or awesome product this month and I wanted to know if I could put one on for you. She said it will generate a lot of outside orders, & sometimes they will order even more. She said if you did this only 3 times a day & depending on the price of the product, you could have almost $2,000 dollars in sales extra on top of your shows. Call for 15 mins. no matter what!

Host coaching - she said make a check list for each host to help you keep in contact w/ your host. People who effectively host coach have 10% or less in cancellations. She is your next $100! Call for 15 mins. no matter what!

Bookings – 2 different ways to get bookings Creative bookings & Bookings from shows

~ Creative Bookings – need 4 key ingredients

· 
Catalogs w/ info clearly on them carry them everywhere, leave them everywhere and always talk about the biz everywhere (this is where the 30 second commercial comes into play)

· 
Always have biz cards, but make sure they are clean. She says women tend to throw them in the bag and they get bent or dirty in the process before we hand them out. She suggested using a snack zip lock bag to keep them clean.

· 
Never leave home w/o host packets; you never know when you will book a show. She suggested having a lap top bag or plastic file folder container to keep them in to stay clean. 

· 
Also have recruit packets w/ you as well, you never know when you will meet your next recruit.

· 
This is something you don’t have to have but she highly recommends, is to have a SHOW ON THE GO ready in your vehicle at all times. She suggests keeping a small tote w/ catalogs & order forms, some commonly used tools, so that you could do a mini show anywhere.

4 key ingredients
1) 
Create a fun 30 sec commercial & practice it so it comes out smoothly. You need to paint a picture around yourself & the products.

2) 
Dress for success. She said you always want to be ready for biz. Now you don’t have to dress in biz suits all the time or if you are going to go grocery shopping, but you don’t want to go out in crummy sweats or holey jeans. Look in the mirror and ask do I want to do biz w/ you? Goes along the same lines of being prepared.

3) 
Always build client 1st – don’t bombard anyone, building clientele will keep your biz running for years to come. 90% of face to face meetings/ will book a show vs. Over the phone. It’s a lot harder for people to brush you off.  
4) 
Never leave your house w/o knowing your next 2 available dates. Look @ your calendar several times a day, even just a quick glance.

~ Bookings from Shows

#1 HAVE FUN!!!

#2 They want free products, they like saving money

#3 They want to help a friend.

· 
People now a days come to socialize at our shows, Belinda suggested to make your show presentations short sweet & too the point.

· 
You need a strong opening make sure you sprinkle booking & recruiting in your info

· 
Build desire for the product – use good adjectives (don’t use the same word over and over for each product), give the product life by selling the experience (testimonials are powerful, and don’t be afraid to use them).

· 
Do a booking talk during your shows, but don’t do too much and don’t seem desperate. Always think about would I book from you???

Recruiting – Timing is everything for recruiting; you don’t know their situation, know what you have to offer. It’s not about you, take you out of the pic it’s about them and filling their needs. Sell the dream!!!

~ Reasons people Join

· 
#1 financial freedom

· 
#2 flexibility of time

· 
#3 friendships

· 
#4 Recognition

· 
#5 Personal growth & self esteem

A good way to hit these points is using the why bag or something similar. Always use testimonials from other consultants, not all customers can relate to why you started selling.

Rejection – this is something everyone deals w/ but you need to look at it as they are not saying no to you, they are saying no to the biz. She said stop looking for that perfect recruit just like you, start looking for people who want more info. If you are looking for that perfect recruit, you will be looking for a long time, and may pass someone up. 1 out of 10 people will join the biz. 

~Belinda suggested to pass out 3 recruit packets w/ not too much info at every show. Now when you pass these out to jump all over them, say great what day would be a great day to check in with you to see if you have any questions. Then she said “WALK AWAY” then someone else might ask for more info because they saw it was painless.

~ Sprinkle 5 times throughout the show one liners about the biz. A good question to ask at every show what would you do w/ an extra $500, or how would you like to eliminate 1 bill? This gets women thinking & we need it

Now the more packets you give out the easier it will become, & the more recruits you will have.


