1. What is a Customer Appreciation Event? 
A customer appreciation event is an event where you invite your customers and Hosts to experience a “Thank you” celebration for their help in building your NYR-Organic business!  

It is also another way to offer our 3 NYR-Organic opportunities to your customers in a fun and exciting way. 
*Schedule a PARTY                 *Become a Consultant    *Purchase Product from their Consultant 

The objective is to: 
1. Pamper your customers through- 
        *Pampering stations 
        *Make-over’s 
        *Special name tags 
        *Refreshments 
        *Drawings every hour…....just to name a few. 
        
2. Provide recognition to your customers in categories such as………….. 
`       *Used NYR products for the longest time 
        *Host the most PARTYs 
        *Traveled the furthest to the meeting 
        *Brought a guest 
3.  Re-energize your Consultants to book more PARTYs and recruit new Consultants as they come together to give their customers  a "VIP" PARTY experience.

2. Where do you hold a Customer Appreciation Event? 
-Depending on the size of your team you could hold your Customer Appreciation Event in your home or at a hotel. 
-You could also partner with the other Leaders in your area to share talents, expenses and excitement   

3. Who do you invite? 
Invite all of your Prospects, Customers and Hosts! And offer them a gift for each friend they bring with them! 
4. What do you do to prepare?  
*A Complete” How To” outline
*Preparation Check List 

5. How do you make the event special and exciting? 
*Music 
*Refreshments 
*Share Media coverage
*WOW Tips  
*New Product sneak preview 
*New Products to come! Etc.  Etc. 

6. What would my Follow Thru to this event consist of? 
*Follow up calls-the next day to- 
*Welcome new Consultants to the Team! 
*Check in with invited guests who may have more questions 
*Thank and confirm orders or PARTY dates with those who purchased and scheduled 

7. Track your results 
*Use your Registration List to count attendees-Leaders, Consultants and Customers
*Leaders follow up with attendees w/a Thank You note, phone call or a 3-way call w/the Consultant who invited them. 
*Leaders collect follow-up results from their Consultants 
*Ambassadors collect follow-up from their first line Leaders 
*Ambassadors email the organization’s Customer Appreciation Event Results! 
*Celebrate your team work thru success stories at your next Team Meeting! 

