BOOKING & COACHING:
The best place to learn about coaching is from the master herself, Mary Kay.  You can find valuable information in Career Essentials online under Learn MK.  Here’s what Mary Kay says about coaching…. Before you can coach a class, you first need to book it!  She says, “Persistence sells!  Did you know that 50% of all salespeople give up when they fail to sell a customer on the first call?  Only 25% make 2 calls and only 12% make 3!  Those who make 3 are the ones onstage and in the courts!”

Brian Tracy talks about  “getting in the groove” of making calls and says it takes about 20 minutes before you acturally get over the feeling of “giving up” and feeling comfortable with your script.  Now you know why we encourage you to practice your scripts BEFORE you make your calls ~ you’ll sound excited and you’ll keep your calls short and to the point.  Remember, you need to be 2 steps ahead of the person you’re calling…always have a plan B, C and D!  Here are a few tips to remember when you’re booking or coaching….

1. Have a GREAT attitude!

2. Personalize your conversation by saying her name.

3. LISTEN to make sure you understand her needs.

4. Meet her needs by sharing the benefits of having a class.  Always focus on the benefits and what’s in it for her!

What are some of the things you can do to help book and hold your classes?  Have your datebook X’d out with the times you want to hold your classes.  Monday nights are #1 for the week ~  EVERY SUCCESS MEETING NIGHT your mindset is to get 2-5 guests ~ don’t ever miss!  It’s a lifeline of your business!  If you get in the habit and set the example to your new team members, they’re going to follow your lead!  Remember this statistic ~ over 80% of all consultants signed their agreements because they went to a weekly Success Event!  WOW!  Why?  Because new consultants and guests see a bigger picture of Mary Kay.  What are some other advantages?
1. They get recognized and praised.

2. They hear the marketing plan

3. They see that this is a company with heart and integrity.

4. They meet others that they can relate to at the meetings.

So, what are some tips for coaching and bringing guests to Success Meetings?

1. INVITE your guest by asking them to be your model or special guest for their opinions of our products and career at no obligation.  Tell them you need to know you can count on them being there so you can inform your director.  Tell her you’ll have a special appreciation gift for her that night for coming!

2. INFORM them of the place and time  ~ better yet, pick them up and bring them to the meeting.  On the way there you can explain what the meeting is all about and what we’ll be doing at the meeting  ( a new look and hearing facts about the MK opportunity).  The meeting will end between 8:30-9PM and most importantly that nice, caring people will be there that they can meet.  Also tell her that most will be in skirts or suits so she can decide what to wear.  Robin Rowland’s script goes like this...”Suzy, thanks so much for coming as my guest tonight.  We’re having a fun night tonight focusing on a new (holiday, spring, fall) looks and you’re going to be a great model!  There will be some coming specifically to hear information about Mary Kay so you’ll be exposed to marketing facts too.  Should you happen to become interested, I hope you know that I would LOVE to work with you!  After the event, I’ll ask your opinion of what you heard.  Then on the way home keep the conversation on Mary Kay.  Give her some literature, CD or video and reassure her there’s no obligation.  You just want to get her opinion.  
3. INVESTIGATE, re-excite and re-confirm by sending a “thank you in advance note” acknowledging that you appreciate being able to count on her to be there as your model.  Phone her if time is limited.  Tell her that the director will be teaching you and other consultants more about skin care and glamour.  Write that you’ll have a special appreciation gift and if she wants to bring 2-3 friends along, you’ll have a gift for them too!  A simple gift certificate to be redeemed that night or at their follow-up facial is a great gift!  FOLLOW-UP a couple of days or the day before to see if she’s bringing friend(s) so you can let your director know.  She needs to plan and prepare ~ that’s the “go-give” MK way!

4. INSPECT after your guest attends the meeting.  Call her within 24 hours to thank her for being your special guest, for booking another appointment, for purchasing products and/or for listening to the career opportunity at no obligation.  Thank her also for her time and feedback so you can be a better consultant.  Give her the next step in working full circle.  Set up a class, do a practice interview, send her some more literature, or send her an email invite to become a consultant are a few of the next steps.
BRINGING GUESTS TO MONDAY EVENTS IS THE BEST WAY TO BUILD YOUR TEAM!!!
When do you coach your hostess for a class?

 IMMEDIATELY!  Right away after you book the class!  Have a hostess packet ready to give her or mail to her.  Explain each item in the packet to your new hostess.

What’s in your hostess packet?

1. Your Hostess Incentive Plan:  Whatever excites you or your hostess!  It could be the Mary Kay plan ~ 10% of total sales, 20% off if 1 person books a class or 30% if 2 book.  It could be $75 for $25.  It could be $10 for each person who shows to her class or 10% off each guest that comes up to 50%.
2. Guest list postcard that your hostess can mail back to you within 48 hours, or she can email you her list including name, address and phone numbers.

3. Ideas and scripts she can use to invite her guests so she has a full class.

4. The date, time and place for her class, your business card, a sweet treat and sample.

5. Beauty Book(s) with outside order forms or sales tickets.

Lisa Madson trains us constantly to have our “systems” in place.  So having your hostess packets and recruiting packets ready to hand out will not only save you time at your class but will also make you look more professional in your business.  She encourages us to have at least 20 made up at all times.

Here’s another statistic worth remembering.  If you coach the hostesses you book for a class, 70% will HOLD.  If you don’t coach a hostess only 20% will hold!  So what do you want?  The choice is YOURS!  Aren’t you ecstatic when you get a booking?  Why do we shoot ourselves in the feet by not coaching our hostesses?  Make her your partner and you’ll have a GREAT CLASS!  Mary Kay says it’s a lot easier to maintain a customer than it is to get a new one.  And so it is with hostess coaching and preprofiling her guests.  JUST DO IT!  The benefits are well worth it, don’t you agree? And what are the benefits?
1. You build a relationship with your hostess and maybe your future team member.

2. You get to build a new relationship with her friends and family which could lead to new bookings, classes, referrals and team members.  They are “warm leads” to you.

3. By preprofiling everyone for the class you can call your hostess back and re-excite her about who’s coming, what she’ll get in free products and her class will most likely not cancel or postpone!

PREPROFILING GUESTS:

Yes, you are finding out information on their skin tone and texture and preferences for color, if they have any allergies or anything they want to find out about the class, but the main reason for preprofiling (which is unique to Mary Kay) is you’re starting to build a relationship with someone you might otherwise never come in contact with during your daily routine.  By taking interest in her needs, you’re building rapport and showing her you’re serious about your business, that she can depend on you, and that you give great customer service!  Your hostess is your gift and partner, so don’t forget to treat her ROYALLY!  Thank her for her guest list ~ you never know what can happen!  Who knows?  One of them may be the next “Lisa Madson”!

What do you say when you preprofile a guest?

Hi ___, this is ____.  I’m (hostesses) beauty consultant and I’ll be doing (hostesses) class on Wed this week.  Have you got a minute to answer some questions?  Great!  (Or, when would be a good time for you?)
Are you helping (hostess) out on Wed by attending her party?  Super!

Have you ever tried Mary Kay products or had a facial?  When?

(What skin care line or products are you currently using?)

Would you say your face is really dry, combination, normal or really oily?

And is your skin tone ivory, beige or bronze?

If you were to buy a blouse, would it be bright white or beige? (This tells you if they like warm or cool colors).  Optional question could be…What color are your eyes?

If you could change one thing about your skin, what would it be?

____, I’m really happy you’re coming Wed evening and helping (hostess name) out!  We’ll start promptly at 7PM, so if you could be there 10 minutes early for a Satin Hands Pampering Treatment that would be great!  Thanks again, I’m really excited to meet you!  See you Wed evening at 7!
Your goal in everything you do in Mary Kay is to…

ENRICH WOMEN’S LIVES!

