8 ASKS for an effective CLOSE!!
· ASK the hostess in advance for a separate area for checkout.

· PLAN this in advance so you can set up prior to start of party! (Choose a location in another area….dining room, kitchen, etc.)
· ASK about each guest’s night.

· “Did you have fun tonight?”

· “Did you learn something new?”

· “What surprised you most?”
· ASK about their skin.
· “What do you like most about your skin?”

· “What would you change about your skin if you could?”

· “What are you currently using on your skin? 
· ASK for the SALE!!!!!!!
· Repeat back what they told you they want to change about their skin.

· “Based on what you’ve told me, this is what you need…”

· Want to give it a try?  Remember there’s a 45 day guarantee!
· Show them the packages…UNconfuse them – remember – a confused mind doesn’t decide!
· ASK questions in response to Objections.

· Time/too many Steps Objection: “so you want the cleanser & toner & moisturizer, but not the serums…let me tell you what each step does and you can tell me which benefit your skin doesn’t need.”   “So which step DON’T you need?” 

· Price Objection:  “If I offered you 35% off to try the whole system, would you do it?” or  “Do you want to earn $100 off the system by getting some friends together at your house?”  or  “Why don’t you have a get together and earn your products at 80% off.”
· The “I’m too oily” objection:  “How much did you use?” “Did you let it dry in between?” 

· “I do have other alternatives, are you willing to work with me?
· ASK for the party.
· How about having your own presentation.   You could start with this and earn the rest of your wish list at your presentation. “Wouldn’t it be great to get $100 in FREE Arbonne products at your party?” (This is giving them the first $100 for $20 they earn with your paying the $20)
· “Let’s get you on my calendar tonight!! My hostesses typically earn between $___and $___ in FREE products!!”

· If no, offer the “maybe later” book (put together a packet of “before & after brochure”, a few other samples of things and the Welcome sheet that shows everything a person is entitled to by having their own ID#, Top 10 Reason sheet).
· ASK them to attend the next event (makeup madness, holiday show, etc.).
· “We have an awesome event coming up that I know you would love!! I heard you talking about makeup with your friends...”

· Have flyers READY to hand out and announce at every class.
· ASK if they have ever thought about owning their own business!!

· “ I really loved hanging out with you tonight, Susie! I heard what you were saying about missing your baby’s first steps, etc., It could be worth your while to take a look at building this business!  I think it could be a fit for you and you’d be amazing at it.”    (Give them something to put on their calendar, ie follow up appointment with you, 3-way call with your upline, next Discover call, webinar,or in person event).  Listen to the “chatter” going on in the room, makes for great follow up.
