* Hostess Partnering – Hostess coaching is a skill. Skills increase with practice!
* Effective Hostess Coaching and getting them excited and involved reduces cancellations, gets the “right” people in attendance and increases sales!

*Hostess Partnering/Coaching is an opportunity and it starts with the Right Thinking and Attitude! Remember, in Arbonne, it is not what you say but HOW you say it that has an impact!

*How you feel before you get on the phone will have a direct impact on your results. Before the call, get clear and focused! Get excited about the possibilities that you will create at your class! Get clear on “your why” and make each call with PURPOSE AND INTENTION in your voice!
*The words you use have attraction – either positive or negative! Use words that are in service to your hostess. Your words have a TONE, your words have SOUND – that tone and sound = your the Belief! Be clear and confident on what you believe!

*Michael Clouse teaches us that people do this business with us when they Like, Know and Trust us! You are building these while hostess coaching!

Keep it fun – you will be great!  

Practice makes perfect!  

Get busy!

STEP 1:
Everyone who books a class with you gets a hostess packet.


Make sure you have included in the packet a hostess letter, hostess wish list, list of attendees, some invitations, a few EOA’s, a catalog, a few order forms and the Arbonne CD.


Ask your hostess to take it home, look at it – they must read the hostess letter.
STEP 2: 
Schedule your follow-up call to go over the packet!


Key step be attentive here – set the tone that you have a business, that it is a serious business and that you take it seriously. When you set the tone they will follow. 


1. Always call at the scheduled time.
2. Get intentional before you pick up the phone – the person with the greatest belief wins!

Do not take time away from your current hostess’s class to do hostess coaching at the class. Your job is to give a fun presentation, boost sales, and get in and out in a timely manner.  When you have someone who agrees to host a class for you, pull out your calendar and ask them what date and time would be good for them to talk about the date of the class and to go over the hostess pack. Write the time in your calendar in front of them and write the date and time on the hostess pack. (Make sure the date and time is no more than 2-3 days from when you met them).

STEP 3:
Call at the right time!


Make call – not sure how to start- telephone flashcards, go to www/dynamicproduction.com


- Beginning of call, remind them who you are ( the opening), how you met ( disarming), appointment hostess paperwork, before you get into directing them ( the reason), reconnect you can do that by using the skills learned by Dale Carnegie – How to Win friends and Influence People.

Principle # 1
Become genuinely interested in other people.

Principle # 2
SMILE!!

Principle # 3
Remember that a person’s name is to that person the sweetest and most important sound in any language.
Principle # 4
Be a good listener. Encourage others to talk about themselves.
Principle # 5

Talk in terms of the other person’s interests.
Principle # 6
Make the other person feel important – and do it sincerely!

An example:

Hi, hostess. This is blank, independent consultant with Arbonne International. I’m calling to go over your hostess packet with you and to schedule a date for your class. 

STEP 4:
Create a relationship and establish a partnership with your hostess!


Learn something personal about them at the class and use that to reengage them – talk about them and their family, get them involved.

Great! Now let’s go over the hostess packet. You and I are partners in

making this class successful. Your part is the beginning piece. You are 

responsible for getting people to your house so that I can do my piece. My piece happens on the day of the class. I am responsible for showing up on time and giving a great presentation that will encourage sales. Did you have fun at the presentation I gave? Great! We want your guests to have just as much, if not more, fun at yours.

STEP 5: 
Get them to focus on results – Paint the Big Picture – What’s in it for them!



Get them to tell you what they desire and what they want to earn.



Share with them all benefits and how successful your classes always are!
Okay, have you thought about what you want to get from your class? Our average retail volume is $1000. What this means is that the hostess is entitled to $400 worth for just $60. So which products in the catalog do you absolutely have to have? In Arbonne success is being able to visualize what you are going to get and then getting it. So let’s make a list of the things that you’d like to get at your class. Do you have that wish list sheet that was included in your hostess pack? Good, pull it out. Write down everything from the catalog that you’d like to get at your class and I will commit to encouraging enough sales at the class to support you getting those items.

STEP 6:
Teach the hostess how to invite!



Now that we’ve made the list, let’s talk about inviting. In Arbonne, 


we have found that personal invites work best. So, we always encourage 


our hostesses to invite people in person. Tell them to call the people that 


you want to attend. Tell them how much fun you had at the class you 


attended, how 
awesome the products are and the results people are 


experiencing. Tell them that you are having the Arbonne consultant come 


over to give the same 
fun presentation you saw! “We are going to have 


some food and do facials.



It’ll be fun! Can you come? You are welcome to bring a friend if you want



and Consultant will give you and your friend a free gift!”

STEP 7:
Teach the hostess who to invite!

Invite at least one person from each category in your life – school, work, church, kid’s parents, friends, neighbors, book club, fitness club, etc.
Make this section interactive,  when they tell you their names, write them down, facts about them, probe questions, how do they know them, do they work, stay at home, etc…

Prepared – EOA’s to bring, tweak I story to fit audience, see them at the show – use their names and how excited you are to meet them.

Like you, know you, trust you –

* Hostess coaching building blocks to success in growing your team, sponsoring BB’s, incredible sales presentations.

Okay, now as I said, your responsibility is to get people to your class. Arbonne products are incredibly special and should be introduced to all those special people in your life. Now, who is special to you that could really use these awesome products? Your mom? Great? Who else? Okay, now that we’ve made a list of those people, who else do you know that is interested in their skin and health? Anyone at the gym? Church? Your children’s school? Work? Okay, what about any other home sales parties you’ve been to recently? Who hosted it? Let’s put her on the list.

STEP 8:
Set a date!

I have the following dates available...Which one of those dates is good for you?

STEP 9:
Establish and set a follow-up date 2 -3 days before class!
I will call you in week to check on your progress and to answer any questions you may have. What date is good for you? What time? I am writing this in my calendar and I will call you then. Do you have any questions?

Good luck – get busy and have fun making your dreams a reality!!!


