Hit The Ground Running!

To be used at Hit The Ground Running Training with New Consultant

Immediately after application is signed:

___1. Give her the Hit The Ground Running brochure & fill out contact information on back of booklet.

___2. Set a time within 48 hours to have a one-on one training on the Hit The Ground Running booklet.

Recommended: Do in person whenever possible. Can be done over the phone.

___3. Schedule her Business Launch 7-10 days away.

___4. Have her schedule into her calendar:

a.  New Consultant Training Call. __________________________________________
b. Team meetings & trainings for the next 2 months in her calendar. Remind her that she will not want to schedule Parties on these dates as the most successful consultants are the ones that attend team meetings.

___5. Set up a weekly business builder call with her. If you don't feel comfortable doing the call yourself, set up a 3-way weekly call with your upline Leader.

___6. Give her 3 catalogs & order forms, a travel size sample, other samples to start taking orders immediately!

Hit The Ground Running Booklet

Step 1: Commit To Making A “Sure Start”

___ Explain Sure Start Program

___ Explain Commission Structure (include bonus levels)

___ Ask her how much she would like to earn each month. Break this number down into # of Parties she will need to hold.

___ Explain Goal Chart and what she will receive once her Goal Chart is completed. Fill in date on Goal Chart (Goal #1)

Step 1: Plan Your Schedule

___ Have new consultant write in the following on calendar found on page 6.

□ Family/ Work Commitments

□ Business Launch date

□Sunday New Consultant Training Calls

□Team Meetings & Trainings

___ Highlight the days available to hold Parties
___ Record date on Goal Chart for completing her calendar (Goal #2)

Step 3: Schedule Your Business Launch

___ Explain that she will want to schedule 6 Parties prior to her business launch. For those people that cannot host a PARTY, have her invite them to her business launch.

___ Choose business launch theme.

___ Remind her that when her business launch has been held to record that date on Goal Chart

(Goal #3)

Hint: Use her contact list to make calls together. Your goal being to get 6 Parties into her calendar within the next 3 weeks.

Step 4: Create a Contact List

Remember: Most people do know enough people, but they prejudge on who to call.

___ Explain this list is extremely important to the success of her business.

___ Walk her through F.R.A.N.K.S. Asking her to write down names for each letter.

___ Prioritize her FRANKS list using A, B, C. A=People who will definitely host a PARTY for her. B=People who will probably host a PARTY for her. C=People who will possibly host a PARTY for her.

___ Set a goal to get at least 50 people on her contact list. Have her put a * next to 5 that she would love to have join her team and/or would like to supplement their income.

___ When she has completed her list, have her record the date on Goal Chart (Goal #4)

Step 5 & 6: Schedule Your First 6 Parties and Invite Guest to Your Business Launch

__ Call her list together. Do the calls together, with YOU calling the “C's” first. She then has a chance to hear your word choices and watch you book her “possiblys” She can then call her B's and A's after you have completed the C's.

___ If together you don't get 6 Parties scheduled, review the word choices with her (have her say them out loud) and ask her to make calls when you gets home until she has 6 bookings. Let her know her goal is to get 6 bookings in the next 48 hours. Explain the importance calling with excitement, enthusiasm & a sense of urgency.

___ Ask her who she is going to call first & why

___ Review the host plan with her.

___ Schedule a time to call her back in 48 hours to check in and see how she has done.

___ Give a testimony of a successful start of another consultant.

Step 7: Observe Parties / Attend training calls
___ Let her know once she has called 20 people to invite them to host their own PARTY, she needs to record this on Goal Chart (Goal #5)

___ Let her know once she has 10 YES's for her business launch to record the number of guests on the Goal Chart (Goal #6)

__ Have her write the dates of your next 2 Parties into her calendar. Get her commitment to attend. (If you don't have 2 Parties within the next week, call another successful consultant or leader for their PARTY schedule.) Once she has attended 2 PARTY observations, have her record the dates on Goal Chart (Goal #7)

___ Give her the Training Call schedule and have her circle in red 2 classes each week that she will attend. Have her write those dates in her calendar.

Step 8: Schedule Your First 6 Parties and Invite Guest to Your Business Launch

__ Develop a 30-second commercial with her. Have her write it in the appropriate space.

__ Role Play commercial with her.

Step 9: Dream Big!

___ Ask her what her dreams are with NYR Organic. How much money does she want to make &

what will she do with that money?

___ Find out if she would like to make a part-time income or a full-time income. If she would like a full-time income, discuss Leadership with her.
___ Have her use her 30-second commercial with two or more people and schedule at least one party, have her record the date on her Goal Chart (Goal #8)

___ Have her share her Dream List with her family, when complete have her record the date on her

Goal Chart (Goal #9)

Step 10: Take your First Step Toward Earning a Bonus

___ Explain the Sr. Consultant level, the raise she will receive and why it's so important.

___ Have her call the five people she starred on her contact list. Have her tell them why she thinks NYR Organic would be a good fit for her. Ask them if it would be alright for her to call back with her upline Leader.

___ Have her call her upline Leader to set up a 3-way call.

___ Have her ask at least 2 people to join her team, when completed have her record the names on her Goal Chart (Goal #10)

___ Set up a time to follow up with her in the next 48 hours.
