Win-Win Host Coaching

Betsy Broene, broenefam@comcast.net

Martha McKeiver, marthachef@comcast.net
I. At show

a. Be done with prep

i. Greet people when they arrive

1. How do you know the host?

2. Do you like to cook?

b. Gift

i. Write a few words about Mary when you get the book

ii. The will be her “feel good” book

c. Receipts

i. Write down everything you want, whether you’re going to buy it or not. At the end of the show you can cross stuff out that you’re not going to buy.

1. Use it to coach them at checkout into booking a show

II. Invitations

a. 40 invites

i. Tell them – “What this is, is an insurance policy that you’re not cleaning your house for nobody.”

ii. YOU DON’T KNOW

1. What they will or will not buy

a. Don’t judge based on appearances

b. ink.com

i. Ink at a reduced rate – about $4 a cartridge

III. Reminder Calls

a. Post Calls

i. Offer host 2 options for reminder calls

1. They may call and remind people

2. You can call and remind people via Post Calls

IV. Avoiding Cancellations

a. If you’ve made a friendship with them it’s harder to cancel on you

b. 3-2-1

i. 3 calls

ii. 2 postcards

iii. 1 great show

V. Misc

a. Referrals

i. When calling a referral make sure you tell the person how you got their name

b. Big MAC Calls

i. Morning After Calls

ii. Remember something about the person and bring it up during the call

iii. Most importantly – THANK THEM for coming

c. Smile

i. DO NOT HOST COACH IF YOU CAN’T PUT A SMILE ON YOUR FACE!

d. Expand Guest List

i. FRANKS – Friends, Relatives, Acquaintances, Neighbors, Kids, Spouse

ii. 50 in 5 Sheet

e. Talk to host about

i. Outside Orders

ii. Rebooking

iii. Kit Credit

f. Emails

i. Emails do not count for host coaching, only extra

ii. Email does not create a relationship

iii. People can easily cancel on emails

g. Not doing it for free products

i. If not doing it for friends, ask them what they have coming up and they may need gifts for – weddings, etc – makes them care about free product

VI. Betsy’s Way – 3 call method

a. 3 Calls

i. 4 weeks before show

1. Goes over packet

a. Sheet with screen shots of host section of website with directions

2. People not attending

a. Always offer them a catalog, as 9 times out of 10 they will place an order

b. “In order to create an urgency and get an order tell them you will drop off the catalog x, and pick it up y as z needs to also see it”

ii. 2 weeks before the show

1. How many CONFIRMED reservations do you have?

a. Only count the RSVP if it is confirmed

iii. 2 days before the show

VII. Martha’s Way

a. 3 calls and 2 postcards

i. Postcards tell them everything she wants them to know

1. 1st one – Thanks them for booking a show. Also has tips and show date and time

2. 2nd one – Tells them time to mail the invites

b. Sets bar

i. Sets bar at $700-$800 – high benefits

c. Recipe

i. Talks recipe 2 days before, knows number of guests, etc

d. 1st call

i. Ask their permission to help them have a good show!

ii. “Let me tell you what my experience has taught me”

e. 2nd call

i. Offer to call past host – about booking benefit

f. 3rd call

i. Details

1. Find out where you’re working

2. Where you should park

3. Tell them what time you’re coming, make sure okay

g. After show

i. Close tight

1. “The quicker people get their products, the happier they’ll be.”

ii. People who don’t come

1. Make sure to give them a catalog
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