The Power Hour
 

I found the Power Hour vaguely unsatisfying until I recently developed a new system that I LOVE!!!  I think the reason I didn't do it because it WAS vague- who do I call?  when do I call?  how do I know when I've done enough?  or done it right?  So I started with my actions I wanted to take each day: 3-5 calls each for booking, recruiting, sales, re-orders, customer care and to my team and then built a structure that works!

 

First of all, I take 15 minutes before the Power Hour to find the names and numbers of the people I want to contact, so that I don't spend my hour hunting instead of calling.  Then....

1. Make Re-order calls to all guests from a PARTY* held about 2-4 months ago.  I ask "Are you running low on any of your favorite NYR-Organic products?"  Whether they say yes or no, I try to work in a request for a booking or recruiting lead. 

2. Make Customer Care calls to all guests from a PARTY who recently received their products.  Check on how they like them & if they remember how to use them.  Again, I use this time to ask for bookings and recruit leads as well.  (if I didn't have any recent PARTYs that need Customer Care calls, I just do 2 PARTYs of Re-order calls) 

3. Make 3-5 Recruiting calls.  These can be lead generating (you don't know if they have interest) or lead follow up (they expressed interest at some point).  Also, if I've already talked to 3-5 people about the business through my customer care and re-order calls, I consider this item complete. 

4. Make 3-5 Booking calls.  Again, these can be lead generating or lead follow up and if I already did this through the PARTY calls, I consider this done as well. 

5. Make 3-5 Team calls.  I have a schedule to call my new consultants Monday, aspiring leaders Tuesday, hobby consultants once a month on Wednesdays, etc.   I find it's easy to get to everyone once a week or once a month, depending on their involvement level in the business. 

6. Send 3-5 postcards or note cards.  Usually during my power hour, I'll talk to someone- a customer, host or consultant- who either cheered me up or who needs cheering up, so I address and send a postcard right away to them.  I especially like to do this when someone cancels a show- they feel bad and want to know that it's ok (I get more reschedules this way).  Most highly successful people credit a lot of their success to the power of a hand-written note.

* I have a database of my customers, but I file my order forms by PARTY date and staple them together by PARTY.  This makes it easier to keep track of time frames for re-orders.

 

This rarely takes an hour, and it is simple and satisfying.  I love completing this before noon, because it feels like the rest of the day is just icing on the cake!  And if I find I can't complete everything in a solid block of time, I still can get everything completed later because I know exactly who I'm calling.
