Step into Success
Class 6
Welcome-I am so proud of you for making this commitment to your business! We are going to now set up how to continue this cycle of success!
This is our LAST Step call! 

So what did you learn from this experience? (Illicit responses)   
I saw that what you put your mind to you get and what you focus on you do!
Shocking! It’s wonderful to know because it showed us that YOU have the power to grow your business.

***Suggestion-Print out 6 more tracking sheets and continue with them!

So, I just spent the day with Sales Manager Judy Joel and she shared with us The Cycle of Success. 

Let’s work through this!

Step 1 Plan your Success!
Take one day a month to plan your business. Ask yourself…
Where am I now?

Where do I want to be?

What am I going to do to get there?

This should be a bit of a reality check for your business.

I would suggest that during your planning time you break your what am I going to do into weekly and then daily action steps.

Just like the 3 contacts a day gave you a specific task to accomplish-your plan should also have specific actions to take.

EXAMPLE:

You want to do 8 shows a month, which is 2 shows a week which translates into contacts per day to schedule 2 a week (
TASK: Pick a planning day and write it on your calendar. Develop a written plan and email it to me. We will set up a time to chat about it. 

Call me if you need help!

Step 2 BOOK FOR SUCCESS!

To grow your business you need shows. So if you need bookings we know that CONSISTENTLY doing 3 contacts a day will get you shows. You must do a combination of live contacts and phone calls. (Highlight Alicia with the catalog tote)

 I also want to tell you…  

If 3 is good 5 is better! (Thanks Judy!) 

In going back to our initial class where we spoke about the concept of “ENOUGH”

Enough contacts will lead to ENOUGH bookings that will result in ENOUGH sales and new leads to get ENOUGH recruits. When we do ENOUGH, we feel in control and confident about achieving our goals.

At the show:
When you are doing a show say to your host:

Everyone that you know that I have never met before, I want you to invite them.”  

Step 3 COACH FOR SUCCESS!

**We did a whole class on Host coaching 2 weeks ago. Who wants to volunteer to teach Host Coaching @ our March Meeting?

Remember: Coach for 30-40 invited

Coach for Bookings (What’s in it for her?)

Coach for recruits? (Who do you know who could use some extra money?)

**Every time you coach your host remind yourself that you could be coaching your next consultant.

Step 4 CONTACT FOR SUCCESS!

Have a system for host coaching

Mon call all current week hosts

Tuesday call week 2 hosts

Wens call week 3 hosts

You will speak to them all every 6 days.

Also, do Thank you calls after your shows within 24 hours. Call Bookings, say Thank you and start coaching, call recruit leads with interviews, call prospects you may have met the day before. 

Step 5 PARTY FOR SUCCESS!

When you go to a party make sure you are working! Go in with a goal in mind. Ask yourself…

What do you want from this show?

Bookings? Recruit Leads? High Sales?

A combination of the 3?

If that is the case you need to be INTENTIONAL about your party.

Have a Strong Opening

Do introductions:

Name, how they know the host and how long since they have been to a show.

You are looking to get bookings from a friend, a family member and a co-worker

If 2 Bookings is good, 3 is better.

If they have never been to a show, welcome them and pay attention to them. Statistically they will be one of the bookings you get that night. 

During the show sprinkle one liners throughout your show. Aim for 10.5 for Booking and 5 for recruiting

Have a strong close! Use the 3 B’s

What are the 3 B’s? (Illicit response)

Buy

Book

Business

Then do a FULL SERVICE CHECKOUT with EVERYONE!!!

Step 6 FOLLOW UP FOR SUCCESS!

To succeed you must have a strong personal business. Whether your plan has you doing 4 shows a month or 10 it needs to be consistent. 

Follow up should be within 24 hours for

Bookings from a show, Recruit leads or people you have met when doing your daily contacts. 

This should not take a ton of time. You are calling to say Thank you and to confirm whatever you spoke about. 

So those are your 6 steps to success! 

Always strive to build good habits. To get what you want and to be successful you need to be consistently good at the basics of your business. There is no magic words to say and steady and consistent will have you wherever you want to be!

Congratulations again on making this commitment to your business. Let’s keep growing!

**Stop recording**

Stay on the line to set up WAC Calls.            
WAC Call Coaching Guide Class 6
1. Tell me about your planning day
2. What system did you devise for doing good host coaching?
3. Tell me your Opening
4. Going forward what do you want to focus on during our calls?
5. Leave time for questions, biggest challenges, and encouragement
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