Notes from Fall Kick Off
Moderator: Tom Marston, Speakers April Foster & Scottie Brister

Bookings: April Foster

To fill your calendar, you need to:

1. You need to determine sales goals for each month
2. Determine the number of shows you need to hold to achieve that goal -- then add two!   (sales goal ( your sale show average= number of shows you need to hold) 
3. Mark off cluster meeting date – never miss any chance to meet and learn from your peers.
4. Use a highlighter to indicate days you will work.
5. Always book 1st -15th very tight.  Booking at a how?  Book the closest days to the show you are booking from.
6. ALWAYS know the next two dates you are trying to fill.
7. Offer two date choices (the last day 1st then the 1st day last) I have the 31 or 28th available…
For those who “might want to book a show in future, here’s how to nail them down::

· What month would you “maybe” want to host?  

· October (or whatever?) is a GREAT month because of the special ….

· Are weekdays or weekends the best for you? 

· Weekend (weekday) great – I have these two dates available, which work best for you?

· I’ll pencil that in and follow up with you!
Objections

Objections are just concerns – not nos.  She recommends taking the objections teleclass offered.

Customer Calls

· Make at least 3 calls a day

· When you get on the phone, know what you are offering:  “I’m offering Sip & Dip, Ice Cream Social or Pajama Party this month”

· Make Big MAC (morning after calls)!  “Now that you’ve slept on it…”

· 3 times to call hosts – when discount is about to expire, on their birthday follow-up

Booking Ideas

· Pick a Day, Pick a Product! Offer gifts (under $15) when people pick specific days.

· $1000 mystery hostess show – invite 10 hosts to collect $100 in orders each and they win a chance to win host benefits for the $1000 show.  Great idea for June!

· Host a mystery hostess show when new products come out.

Tom’s booking idea for September – tell everyone when they host a $500 show in September they can buy all the stone ware they want at 50% off.  Here’s the math:

$30 stone

$24 after 20% off Guest special price

$18 after 25% Host Discount – actual cost

$15 Price Host pays for 50% stone

$3   Consultant cost for offering 50% off all stones at $500 show!

Recruiting – Scottie Brister
Big Question to ask interested people: “What is standing in your way from signing up right now?

Then tell them why it’s not a problem!

Informing vs. Inviting

These are two different things!

1. Informing: I would like to invite you to get more information at the end of the show
2. Inviting: Would you like to take home some more information?
2 Questions to ask everyone

Tell you guests you will be asking them! And also tell them “If I don’t ask you – I’ll give you free shipping!”  (This will make you accountable, and they will be waiting to hear it)

1. Would you like information on the business?  (If you play the “ask me about my business game” ask…I’m curious, why did you ask about…”)

2. Would you like information on hosting a show?

Responding to objections:  
Be ready!  When they say:

· “I’m too busy” ask them a question back! How much time do you think it will take?
· “No” ask them Not now or not ever?

Who is on your Lead list?

1. Anyone who shows interest

2. Anyone who is pregnant or has small children

3. Aim for 100 on your lead least

5 Things to do when you have a New Consultant

1. Add them to your email address book

2. Put them in your meetings evite

3. Put their birthday in your cluster calendar

4. Put all of their numbers in your cell phone

5. Put together all of their paperwork in your new consultant folder

Scottie had a 4 week training schedule/checklist for her new recruits. 

Challenge new recruit to have 2 catalog shows before her kit arrives.

April said she uses a lei to talk about the business opportunity – it symbolizes the trips 

Consultant Break-Out Q&A: April Foster (there was also a director break out)

· Get computer savvy!  Ask local teenager to teach you or take classes at CompUSA or at local community college
· When you get to your host’s home, do not knock on door with full hands!  Do a walk through first.  First impressions are lasting impressions

· Always remember your guest’s names – whatever it takes, do it!

· Always bring next month’s specials.
· Make sure you settle guest list before doing recipes.  Tell your host “Once we know the number attending, we can pick the best recipe for your guests.”
· Always go over shopping list with host!  Block, not shredded cheese! 
Tom Marston Tips

· Directors should recruit 2 people a month

· Apple Slicer is great for potatoes and onions to make a quick stew, tomatoes to make an imprint to cut out to use as lotus-style flowers for chicken or tuna salad presentations

· Corer is great for plums to take out pit

· Use Creative Cutters to make fun cheese bites

· Catalog Cooking show – you eat while he goes over catalog page by page (he points out impulse items under $10 and what it will do for them)

· When someone asks about a product, ask them three questions:

1. Is it easy to use?

2. Is it easy to clean?

3. Would you recommend it?

· Have your host hand out catalogs and order forms – let them be the sales person.
· Recipes he makes: microwave cakes, wonton chocolate mousse, garlic pull-a-parts

· Talk about new products

· When customers as why upgrade to new & improved items?  Because technology changes – your cell phone changes, your computer changes and you upgrade!
