	Other ways to grow your business during the holidays

Samplers and one-one

Group presentations

Repeat sales/customer service

Host Coaching for the Holidays 

Maximize your sales at PARTYs, improving # guests, selling collections, upselling, cross selling and customer testimonials

· Party is the most efficient and profitable place to grow your business 
· You are a coach, set the expectations high, coach to $1000 party, 3 bookings. You will increase your party sales and bookings  

· Use the welcome brochure for guest list 
· What does the host want to earn? Go over the collections she is going to get 
· Have hosts call guests and personally invite them (more commitment and more will say yes, easy to say no to an email) 
· Help her build her guest list to get lots of people there 
· Use the cards as a reminder 
· No one will rsvp, it does not mean your friends don’t like you, they just have not called you, call again as a follow up 
· Outside orders – if they can’t attend coach your host to say 
“We are really going to miss you at the party, what would you like to have from the catalog or what collection would you like to treat yourself to?”

· Close the night of the party - usually not much more orders, and others get their products in a timely manner. 
· Fill January schedule in November and December 
Increasing your sales at partys

· Sell collections 
· Products work to support each other 
· Has everything you need to cleanse, polish and protect 
· Mention the 15% off several times 
“So when you get the set this is the product that will help you exfoliate”

“Because I know you want to be able to re-create the experience here with the set and of course you will love saving 15%”

“Use as multiple gift giving – on the items you do not want for yourself”

Cross-Selling  

· Sell additional supporting products 
· Don’t stop selling until the customer is done buying 
· Check their order form 
· Good alternative to out of stock items – what is your attitude? 
· Foot file with the foot scrub 
· Bath gloves and salt scrub (at spa party – use 1 glove on one foot and then not on the other, show the difference and how it makes the product go farther) 
“I noticed you did not have ______, should I add that for you?”

Up-Selling

· Help them see the advantage of the 15% savings in the sets 
· Really getting a product for free 
· Benefits of cleanse, polish, protect 
· If they have 2 products from the set then they need the whole set 
· Listen to what they are saying, are they teachers or nurses – need a good hand lotion, going on vacation 
· Ask ??? Skincare, Body care, hair care 
Customer Testimonials

· Let them sell for you 
· Talk about a specific product 
· You show 1-2 favorite products at party or share your favorites 
Samplers/Group presentations

· Great 1/1, sample from different product lines 
· 1 hr of your time or less 
· Just invite a couple of girlfriends or your mom and sister 
· Ask everyone at the party if no party then offer sampler 
· Look for opportunities to speak at groups 
· Sample lotion, hand cream 
· Opportunity for bookings and leads, network and see what people do, where they work 
· Chamber of commerce 
· Dr office – lunch time demo for staff or at a staff mtg 
· Teachers – work hard and would like to be pampered 
· Community board 
· Pre-school 
· Fire-houses   

Recruiting for the holidays

Make $$ for holiday shopping


