Notes from Lyn Conway “Golden Week” conference call 12/26
The week between Christmas and New Year’s is a prime time to contact people:

· Post-Christmas letdown – holiday rush is over

· Week of introspection

· Lots of people are home

· People are thinking about the next year 

· Goals

· Anxiety over job/economy

· May be looking for something fun and/or different

· May not want to back to dropping kids at daycare and commuting in to work

· Transitions/life changes

Direct sales offers:

· Freedom from the boss deciding whether or not you remain employed

· More income possibilities

· Insurance policy/breathing space

This week is a great time to make calls – with a smile on your face and service in your message. You want to be visible, so they think of you when they need your products/services. You can call back as far as you want (months, years)
· Hi – I was thinking of you

· I called to wish you happy holidays

· Do you have time to chat?

· How are your holidays?

· I want to make sure you are happy with your products

· Also, I have some big goals for 2009, and I am finding out lots of other people do too

· (ask if interested) If NO, Who else do you know who may be interested in free products/additional income/etc

· If I can help out in any way, I’m here.
January sets the tone for the year – tips for maxing out January

· Set a BHAG – Big Hairy Audacious Goal

· Talk about it on your calls (e.g. “I have a goal to book 26 shows on today, the 26th. How would you like to help me?”) People like to help out

· This is a great time of year to take some “girlfriend time” to get together, relax, learn a few things, etc

· People may have “do over” gift $$ (from returns)

· If you want to book close (first week of Jan)

· Are you a spontaneous person? I have a couple early Jan dates still open I would love to set one aside for you.

Remember, the main reason to call is to say hi.
Lots of people have decided that 2009 is going to be their best year ever – you can help by offering them the opportunity for positive proactive change. What do they have to gain?

· Free products

· Money

· Find out if the biz is a good fit

NEXT STEPS:

1. Make list of people to call

2. Carve out time 

3. Smile in your voice, service in your message

4. Dialog:

a. I was thinking of you

b. How were your holidays

c. Transition to biz/booking etc.

d. Ask for referral

Lyn is offering a free monthly Ask the Expert call, Jan 26, 2pm EST. Topic is organization for home-based businesses

