The importance of Booking?  Why do you want to have a full calendar?

A.  PARTY’s are the most important area of your business.  PARTY’s are where you are going to book more PARTY’s, where you are going to meet some of your strongest recruits, and where you are going to train your new recruits (remember never walk alone.)

B.  A Full Calendar is so important because it keeps you consistent.  It keeps your business consistent.  Consistency is key in this business.  Do you realize for every day you are out of your business, it takes you 3 days to gain the momentum back?  You never want to be out of PARTY’s!  Those that leave the business, leave because they don’t have enough bookings.  Don’t let this happen to you!

C.  To maintain a healthy business, you should hold at least 2 PARTY’s per week.  If you are a leader or are working towards becoming a leader—holding 2 PARTY’s per week is expected of you.  Remember:  The pace of the leader is the pace of the pack.

D.  Holding a consistent schedule of PARTY’s keeps you active in the business.  It keeps you on top of things.  You will be familiar with all the new promotions going on, and you will be up-to-date on product information.

3.  Why do you want to make sure you are holding at least 2 PARTY’s per week in April?

A.  April deals! You want to make sure all your customers are getting the chance to take part in our great April deals!

B.  Holding 2 PARTY’s a week in April, will keep your spring business consistent.  It’s very important to have a productive spring, because that will take you into a productive summer, which will take you into the best fall season you’ve ever had, which will then take you into the business holiday season of your Body Shop at Home career.   Having a great April will keep the momentum rolling all the way through December.

C.  You want to make sure that you are taking advantage of all the great consultant incentives for April!

4.  How are you going to have the most successful April ever?

Hold PARTY’s!  How are you going to get new PARTY’s into your calendar?


A.  Use the Host Letter System.  

What you need:  Monthly Host Letter, names, addresses & phone numbers from your lead list, past customers and hosts, and friends & family.

What to do:  Send out 5 Host Letters each day.  Keep a list of who you have sent host letters to, 1-2 days after they have received the host letter, call them back and ask them if they received your letter, and invite them to host a PARTY.

Here's a great word choice to use:

“Hi Sally, this is Lisa from NYR-Organic.  How are you?  Did you receive my letter in the mail inviting you to host an April partyt?

Great!  I wanted to personally invite you to host this month because we are having a great customer offer this month and that means our hosts are qualifying for more half-price and free product than ever before!

I'd love to invite you to host right now I'm doing Margarita Spas where we are using our refreshing and exhilarating ? product line.  My customers are loving soaking and scrubbing in our fresh ? products. Many of my hosts are serving Margaritas (alcoholic or non) and their guests are loving the time to soak their feet, catch up with friends and getting products for a great price!”

Would a week day or weekend work best for you?

I have ____________, and ____________ open right now.  Can I get you scheduled into my calendar for your own Margarita Spa?

The Host Letter System is an easy and manageable way to grow your business.  All you need to do is send 5 letters a day and follow up with those 5 people 1-2 days after you have sent the letter.  

Here's a system for you to start tomorrow:

Wednesday:  Mail out 5 Letters
Thursday:  Mail out 5 Letters
Friday:  Mail out 5 Letters
Saturday:  Mail out 5 Letters/Call back Wednesday Letters
Sunday:  Call back Thursday Letters
Monday:  Mail out 5 Letters/Call back Thursday Letters
Tuesday:  Mail out 5 Letters?  Call back Friday Letters
Wednesday:  Call Back Saturday Letters 

B.  Make a sign for yourself:  “I will book 3 PARTY’s off every PARTY to be held within the next 3 weeks!”  Paste this sign on your mirror, your refrigerator, and in your car!  Post it where you will see it every day!

C.  When you are out and about make sure you are prepared.  Put a Bag for Life together with everything you need to “Book on the Go!”

Make sure your bag contains:
1.  Something easy to sample
2.  Drawing Slips
3.  Catalogs
4.  Business Cards
5.  Your Calendar  
6.  Recruiting Brochures

I'm with NYR-Organic which is an international organic skin care, body care and hair care company.  Have you heard of us?  

Whether or not they say Yes or No, you can say:

"I would like to share our Spring Catalog with you.  It's a great catalog full of great organic makeup, lotions, Shower Gels, Shampoos and much more!  We can exchange information and I'll give you a call tomorrow to tell you about all our fantastic opportunities!  Do you mind sharing your name and phone number with me?"  Hand her a piece of paper (or you can use a drawing slip) to get her information.  I like to use a small notebook, that way I have all my leads in one place.

Then all you need to do is FOLLOW UP the next day...

When following up:  DON"T ASK IF THEY HAVE HAD A CHANCE TO LOOK AT YOUR CATALOG (because they may not have had time.)   Use this word choice:  

"Hi, Sally.  It's Lisa from NYR Organic.  I talked/met you yesterday at ______________.  I wanted to tell you about NYR-Organic’s fantastic opportunities!  And then start with our MOST fantastic opportunity:  OUR BUSINESS OPPORTUNITY, and then move to the HOSTING OPPORTUNITY and then the VIP CUSTOMER OPPORTUNITY.  (Just like the fabulous Full Service Checkout!)

This is a GREAT WAY to schedule PARTY's, find new business partners and rejuvenate our businesses with new clients!!!! They key here is handing out 5 a day and then following up:  Remember the Fortune is in the Follow up!

Set a goal to give out 5 catalogs a day.  That's 5 more people you can contact per day about our great opportunities.  


D.  Book PARTYs at the PARTY!  When you are at a PARTY use the Full Service Checkout to offer each of our 3 opportunities to every guest.  


[Full Service Checkout Information is in the Promote with Passion booklet.]

Remember S3:  Some will, some won’t, so what…move on.

MOST IMPORTANT!  Invite EVERYONE to book a PARTY!

5.  How to overcome objections

Overcoming any objection in this business is a simple three-step process;

1.  I understand

2.  If I could show you…

3.  Would you be willing to give it a try?

Let’s role play some objections.

I don’t have enough time.

“Sally, I understand.  If I could show you how you could have a very successful PARTY in only 2 hours, would you be willing to give it a try?”

My house is too small.

“Sally, I understand.  If I could show you how you could have a very successful PARTY in a very small space, would you be willing to give it a try?”

Everyone I know is here.

“Sally, I understand.  If I could show you how you probably know many more people than are sitting here with you, would you be willing to give it a try.”

With this 3 step formula to overcoming objections, you can overcome any objection in this business.  This formula is simple and it’s duplicatable…you can teach it to anyone!  By stating that you understand, you are neutralizing the objection and showing that you care.  You are then showing her by your word choices how easy it will be to host the PARTY, and you are ending with an open-ended question.

