‘One Call Does it All’
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Full Service Call - 3 Stair Step Method
Introduction
Hi ________, this is _____________.  We met at __________________
Calling Key:
~ (Host Name)_________NYR Organic Party last week.  

Red: 
Met at party
~ The mall yesterday or wherever





Blue:
Just Met Someone
~ You were referred by ______.  She said that you (compliment)

Green:
Existing Customer
First of all, it was so great to meet you at ________ and 
~ I had a a great time at the party
~ I look forward to sharing with you

~ (if referral) First of all, it is wonderful to meet you and I look forward to sharing with you.

~ (Or if she is an existing customer and you know she has received the product, say) First of all, it is wonderful to reconnect with you _____.  I see you ordered the _________ products and I am checking in to see how you are using the product, and if you have any questions.  What is your favorite? 

I am so excited about three great offers they just announced for ________ (month) 
~ & since _____is closing out her party tomorrow, I wanted to share them before we close everything out.
Do you have a few quick minutes?

Stair Step #1
First of all, there are sales on the _______ lines this month.  We have a new ________that is brand new.  My favorite is the New Skin Care system called ____________ & leave you with luxurious feeling skin.  

Stair Step #2
Secondly, our Hostess program is Fabulous this month & it’s a great opportunity to earn $100 - $200 in free & discounted products – the Thank You gift to start is $20 of whatever you want!  Not to mention a $62 make-up Collection as the bonus this month just to name a few. 
Stair Step #3 – You Open the Door with a question at the end
And the last thing is that 
~ I don’t think we talked about this at all or if you pictured yourself giving a party. I don’t know if you      were watching me, but I was watching you & you _______ 
· had such a great time 

· absolutely loved these products

· have such a fun personality

~ I don’t know if you have thought about earning extra income outside of your current activities or making a significant income by changing careers, but I think you would make a great NYR Organic Consultant because…(great personality, very organized, great customer service skills, beautiful skin, great w/ make-up)

I would love to meet with you and give you more information about the business.  I recall that you said you (give an example of what she had mentioned to you about herself, for example: she just moved here, or just had a baby and is a stay at home mom) ___________________This is a great way to __________ (meet new people in a fun environment, make extra money without being away from the children for long or just get refreshed away from home)
I can promise you 3 things:  It will take less than 45 minutes, there will be no pressure to make a decision & if at any time – even for just a split second – you thought about doing what I do, you deserve this time to find out more.  For the last ______ that I have been doing this, it has afforded me (give your personal example) 
____________________________________________________________________________________ (a way to pay off our debt, create college savings for our 3 children & begin taking family vacations as well as romantic one-on-one time with my husband) 
I would love to meet for a cup of coffee or tea, we can exchange information, and there is no commitment. What do you think?
Overcoming Objections:  I understand…..If I could show you……Would you be willing to give it a try?

Great! I have tomorrow at 2:30 available or Tuesday at 1:00. Which sounds best for your? (Best to schedule within 24-48 hours.)
(If she is not receptive a this time) Is that a no for now or a no forever? What is a good timeline for me to check back with you? 
 (If no forever) No problem, I appreciate you being honest with me & if you ever change your mind, I am a phone call or email away.
No appointment made - Back Down To Stair Step # 2

(If call is right after the party & they did not book at the party)  I told you that _____ is closing out her party tomorrow & just needs 1 more booking to get her free gift (cont’d below)
(If a new lead or call back from some time ago, start here)  
I would love to help you earn free gifts & invite you to host a party ~ your friends will love the time to relax & get pampered.  My schedule fills up very quickly, but I would love to invite you 1st before all of my dates are gone.  It really is a wonderful time of fellowship & laughing with your friends.  I have (Tues. the ____ or Thurs. the _____), which will work better for you?  
Overcoming Objections:  I understand……..If I could show you……Would you be willing to give it a try?

(If she is not ready to Host, say) Is there a better time of year you would rather host?  I will give you a call to schedule it then, no problem. I would also invite you to host a Catalog Party & you will still get the Host offers as well as (Host Name)______ will receive a gift also since I met you through her GNO.  What do you think?
No party dated for this month - Back Down to Stair Step #1
(If call is right after the party & went through specials thoroughly at party, use this time to invite them to be a part of your Preferred Customer Program)

(If call is right after the party & you did not go into detail with her about specials, or a new lead, or a call-back) 

Now _______, before I let you go, I have so many people that are in love with the __________________

(Current special from NYRO or product you picked out to promote.) And they are ordering their (Father’s Day or appropriate Holiday) gifts this week.  You can also include a Gift Certificate to someone of your choice.   Can I add you to my Preferred Customer order for ________ this week? (& it will count double for your NEW Preferred Customer Card!)
(If she is not receptive) When would be a good time for me to check back with you?

Close – Your last Door is the Referral Door
Thank you again _____for taking the time to chat with me.  I just want to say welcome & I really appreciate having you as a new customer or a New Preferred Customer.  Please remember that if you ever refer me to any of your friends who might be interested in NYR Organic products or services, I would love to give you a free gift for every referral you give me.  Now that I have shared our 3 opportunities with you, can you think of anyone who might be looking for an income opportunity – a stay-at-home mom, or someone who wants to change careers, someone who may be interested in hosting a party or someone who would like to try our great organic products?  

(If she gives you a referral name and phone number for either a Host or a Recruit, find out a little about what she does & the best time to reach her & say the following:) 

Great, would you please mind making a quick call to her and let her know I’m going to contact her?

Thank you so much _____.  Welcome again as a new customer, or, it was great to reconnect with you & have a wonderful day!
Outline for Full Service Call – 3 Stair Step Method
Introduction

Hi _____________, this is _______________.  We met at _____________________________________

First of all it ______________________________ and _______________________________________

I am so excited about 3 great offers they just announced for __________.  Do you have a few quick minutes?

Stair Step #1 – Sales

First of all, there are fantastic deals on _____________________________________________
Stair Step #2 - Hosting 

Secondly, our hostess program is fabulous this month! (Highlight your favorite reasons)
____________________________________________________________________________________
____________________________________________________________________________________
Stair Step # 3 - Recruiting 
And the last thing is, I don’t think we talked about this at all or if you pictured yourself giving a party. I don’t know if you were watching me, but I was watching you & you ________________________________________________________________________________________________________________________________________________________________________

(Sharing with New lead) I don’t know if you have thought about earning extra income outside of your current activities or making a significant income by changing careers, but I think you would make a great NYR Organic Consultant because ____________________________________________________________

____________________________________________________________________________________
I would love to meet with you and give you more information about the business.  I recall that you said 

____________________________________________________________________________________
This business is a great way to __________________________________________________________.

I can promise you 3 things:  It will take less than 45 minutes, there will be no pressure to make a decision & if at any time – even for just a split second – you thought about doing what I do, you deserve this time to find out more.  For the last year that I have been doing this, it has afforded me ________________________________________________________________________________________________________________________________________________________________________________________________
I would love to meet for a cup of coffee or tea, we can exchange information, and there is no commitment. 
What do you think?.......................................................

Overcoming Objections:  I understand……If I could show you…Would you be willing to give it a try?

Great! I have tomorrow at 2:30 available or Tuesday at 1:00. Which sounds best for you?.........................
OR - Is that a no for now or a no forever?........

(For now) - What is a good timeline for me to check back with you?.....................
(No forever) – No problem, I appreciate you being honest with me & if you ever change your mind, I am a phone call and email away.

Back Down to Step #2 – Hosting
I told you that _____ is closing out her party tomorrow & just needs 1 more booking to get her free gift 

(OR start here) - I would love to help you earn free gifts & invite you to host a party.  The Host gifts are phenomenal ~ your friends will love the time to relax & get pampered.  My schedule fills up very quickly, but I would love to invite you 1st before all of my dates are gone.  It really is a wonderful time of fellowship & laughing with your friends.  I have (Tues the ____ or Thurs the _____), which will work better for you?  

Overcoming Objections:  I understand…..If I could show you…Would you be willing to give it a try?

Is there a better time of year you would rather host?  I will give you a call to schedule it then, no problem. I would also invite you to host a Catalog Party this week & you will still get the host offers (as well as ______ will receive a gift also since I met you through her party.)  What do you think?..................
Back Down to Step #1 – Sales
_______, would you like to hear about my Preferred Customer Program that I am offering that is free for you & gives great discounts throughout the year & opportunities for free products? ................... ____________________________________________________________________________________
____________________________________________________________________________________
____________________________________________________________________________________
Now ________, before I let you go, I have so many people that are in love with the (current special from company or Collection you picked out to promote) ____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

And they are ordering their (Father’s Day or appropriate Holiday) gifts this week.  You can also include a Gift Certificate to someone of your choice.   Can I add you to my Preferred Customer order for _____ this week? (& it will count double for your NEW Preferred Customer Card!) ………………..
(No thanks) When would be a good time for me to check back with you? ………………….
Close – Back down to your last Door – The Referral
Thank you again _____for taking the time to chat with me.  I just want to say ____________________

__________________________________________________________________________________
Please remember that if you ever refer me to any of your friends who might be interested in NYR organic products or services, I would love to give you a free gift for every referral you give me.  Now that I have shared our 3 opportunities with you, can you think of anyone who might be looking for an income opportunity – a stay-at-home mom, or someone who wants to change careers, someone who may be interested in hosting a GNO or someone who would like to try our great organic products? ……………...
(If she gives you a referral name and phone number for either a Host or a Recruit, find out a little about what she does & the best time to reach her & say the following) 

Great, would you please mind making a quick call to her and let her know I’m going to contact her? ……….
Thank you so much _____.  ____________________________________________ & have a wonderful day!
3rd Step:  Recruiting Door -This is where you ask the first question.  “I think you would be great at this, would you be willing to meeting meet with me to hear more information?








2nd step:  Hosting �Give tidbits about hosting.  Don’t ask for the booking.





With the recruiting question you are opening the door for more questions….if she says No to the recruiting offer, begin going back down the stairs and offering our next opportunities





1st Step: Sales


Simply talk about your favorite sales…don’t ask them to purchase yet.





2nd step:  Hosting �Paint the picture to host, give sense of importance & urgency, then invite with 2 choices of dates





1st Step: Sales


Now is the time to remind them of specials, any holidays & ask to include them in a special Preferred Customer order for ____. 





Last step:


Referral Door (Always ask for the referral for income, host or products.    It gets them thinking & they will offer referrals)
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