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If you’re familiar with my party plan philosophy, you know I strongly advise consultants to meet prospects face to face. One of my favorite ways is to walk through a neighborhood (always my own first) and meet people. But before you hit delete on this message – please allow your mind to do the TWIST and change The Way I See Things about this approach. 

When I moved to new cities (which I did on an average of every three years because of my husband’s profession), I had no family or friends to talk to about my business. So I could either give up (and, by the way, I worked with a company that at the time did not offer a down line compensation plan, so when I moved I really did begin from zero!) or get out and go meet people. 

Recently, one of my great leaders and friends from years ago mentioned that this was a good idea “then” but not now. I began to buy into that idea because I had not gone out in this capacity for a few years. My opinion changed last night. 

One of my contractual consulting clients has a new consultant in my city, so I suggested we give my “old” idea a try, and just as I discovered years ago, the door-to-door approach is still a gold mine. Here’s how we did it and what I learned: 

Go with another consultant. Not only does this diminish your fear of talking to people, you are safer (yes, we do have to consider this as the world has changed) and it’s a lot of FUN! Stacy (the consultant) and I were able to get to know each other better and we learned a lot from our conversations as we walked from house to house. 

Work in your own neighborhood first. Stacy held her Grand Opening party a few weeks ago and invited her immediate neighbors. However, she lives in a subdivision where there are hundreds of homes – within walking distance – who will be “thirsty” to hear about her product. 

Dress casual and clean. Don’t work in your garden and then visit your neighbors with dirt on your shirt. We wore Capri pants, cotton shirts, and comfortable sandals and didn’t feel out of place for the summertime. 

Don’t carry “the store.” Stacy had a tote bag with catalogs and carried a notebook and a pen. If you have a bag with your company logo, or even the bags you pack product in with your logo, use this. If your product is something you wear (like jewelry, makeup, clothes), you are a walking advertisement. 

You can carry a small item that will fit in the bag that you can quickly demonstrate. Stacy’s company offers candles and room sprays, so we carried a spray and let people sample it by spraying an apple pie scent in their homes. Certainly you don’t want to look like a door-to-door salesperson as people are resistant to that. You are not selling anything today (unless, of course someone can’t wait to order); rather you are meeting your neighbors and introducing your business to them. 

Invite them to a party at your home. This was the intent of our meeting the neighbors. Here’s what we said when a person opened the door: “Hi, I’m your neighbor, Stacy, Do you love candles?” (We held up a catalog as we talked so they knew we were representing a product.) Everyone we were able to talk to said “yes.” 

While each conversation was different, all neighbors eagerly visited with us. One lady was on the phone and, while we were going to tell her we’d come back (always be sensitive to their situation), she instead put the caller on hold because she was so intrigued when she saw the catalog. 

Then Stacy invited them to a party at her home AND (this is crucial) asked, “Can I get your name and number so I can call to remind you?” Every single person gave us a name and phone number, and we left a catalog with them so they had her name and phone number as well. 

Realize that people have different lifestyles. In the “old” days when I did this on a regular basis (at least once a week in different neighborhoods when I was new to a city), if a guy answered the door, I’d ask, “Is the lady of the home available?” I’ll always remember when I asked an older man this question and he replied, “She passed away last week!” I was so embarrassed! So, I did the TWIST and I’d ask a man, “Is there a lady of the house?” 

In today’s world, many single men own their own homes, so I don’t ask that question. Last night we met two men and both gave us their numbers. One of them, a single dad of two, said he would not want to come to a party, but he might want product because he likes scents in his home, so Stacy will be able to call him back. 

Plan short segments of time. We walked and talked for about 90 minutes and invited 13 people to attend a party. We started at 6:15 p.m., but found more people at home around 7:15-7:45. 

When you work in your own backyard, your commute time and cost (which have risen substantially) is close to nothing – a great benefit of being a party plan person! The summer time is a wonderful time to try this. More people are out in their yards, their doors are open, and so are their minds and hearts to what you’re offering: 

You’re sitting on a gold mine! Now…go take the steps – literally by stepping out your own door – to service your neighbors. 

