Increasing Sales by Selling COLLECTIONS!!
*Using the word Care Set does not really define any benefits to the customer… 

*What do you think of when you here the word collection? You think of a set or a group of items that belong together… they are meant to work together. For Example: Coconut Collection… using the body butter would feel great on the skin. But also using the foaming bath and scrub with the body butter will maximize the results for the customer… their skin would look and feel great and their product will go a longer ways. 
*What are the benefits for a customer to purchase a collection? WHY would it benefit them?
Full size Products, Better Value -like getting a product for free, 
Maximum Results!, Product lasts longer!
*Selling Collections… suggest Collections when making reorder calls!  

*Coach your Hostess on verbage to use with the collections. Let her know that anyone that can not attend can also purchase collections, and that the collections are full size products, they contain everything you need to cleanse, polish and protect your skin to give you the maximum results and that they can buy them at a dsicount… that is like getting one of the products for free!

** Have her use her free product to sample with her friends… I had a hostess sell 5 collections before her party by sampling her mini!

*Introduce collections at the party. 

*Listen to Guests. For example… I had a guest that was trying to decide which foot products to get. I then redirected her to the foot care collection. I told her that this is a collection that has all the peppermint products she was trying to decide over. It contains everything she needed to cleanse, polish and protect her feet. She could get it at 15% off that night-- that is a savings of about $9, that is like getting the foot scrub for free… plus she gets a foot tub with it! She bought one and so did her friend sitting next to her!

** Also schedule more parties by enticing guests to earn a collection of their choice for FREE!!
