How to Have a “Love Affair with Your Telephone”

Thanks to Diane Holden

1.) YOUR SYSTEM

a.) TIME…set the time in your datebook WHEN you will do phone work.  Schedule it in.

b.) PLACE…have a quiet work place away from distractions.

c.) DATEBOOK…have your datebook open with green squares circled in there in advance – exact time blocks you want to hold appointments.

d.) TOOLS…pen, pencil, receipts, profiles, postcards, datebook, scripts, list of names.

e.) EGG-TIMER…to limit time of each call (goal = 3 minute calls; respect people’s time.)

f.) SCRIPTS…plan what you are going to say.  Use proven dialogues worded to get more of a “yes” response.  Plan in advance all you want to communicate.

g.) NAMES…have several different sources of names in front of you…friends, neighbors, Welcome Wagon/New in Town, brides, Fair Names, Facial Box Names, phone book, etc.

2.) YOUR ATTITUDE

a.) Assume the best, assume the good in others, and assume positive results – “What you think about, you bring about”.

b.) Keep it fun!  Reward yourself with Hershey Kisses after every 5 calls.

c.) Positive Self Talk:  “I love my phone!”, “I’m going to be creative with my phone time!”, “This phone is taking me to my goals!”

d.) You are NOT a “telemarketer” – 3 reasons why you are NOT:

· You will only call that person ONCE in her lifetime with your offer

· You were not “hired to make calls” – you OWN this business and you are the actual person who will go and meet with her and do the appointment.

· There’s a 90% chance she has never heard from any Mary Kay Consultant ever before; this is a unique call and she is lucky to be hearing from you!

3.) YOUR APPROACH

a.) Our approach is helpful, not pushy…offer your service in a pleasant way.

b.) Remember how valuable your service is; they cannot get such personal attention in any store!  You are doing them a favor, treating them to a facial and makeover.

c.) Always talk in a CONTROLLED RUSH…this means be quick and to the point on the phone.  Practice talking in a concise manner.  Respect people’s time.

d.) Run up and down the stairs a few times before getting on the phone – you will sound breathless and excited!  (People like to be around people who are having fun!)

e.) Remember everyone has an invisible sign around their necks that says, “Make me feel special”.  Always put yourself in the other’s shoes; think what you would like to hear.

4.) YOUR DISCIPLINE

a.) Decide if phone time is something you want to do twice a week or daily.  I actually do both.  Try this, it works!  I get on the phone for twice a week for 2-hour blocks of time (usually Sunday and Tuesday evenings).  During the rest of the week I have a list of 10 people with me at all times that I want to call each day.  I squeeze in a call here and there throughout the day – try doing both for amazing results!

b.) BE DISCIPLINED – nothing works until WE go to work!

5.) YOUR RESULTS

a.) Be realistic with your results.  Know the numbers (%).  Do enough calling to get the results you want.  

Here are some average numbers:

· Calling people you know = 1 out of 7 will say yes

· Welcome Wagon Calling = 1 out of 8 will say yes

· Cold calling = 1 out of 20 will say yes.
