How To Schedule Classes and Get REsults
You have to OPEN your mouth for your Business to be OPEN (this is a good start)

When making your calls, follow these tips:
· Be confident that from those you are calling – you will book a minimum of six presentations in one month.
      REMEMBER:  6 for Success; 8 to be GREAT; 10 to Win; 12 to EXCELL
· Stay in charge of the call – this is YOUR business – your success depends on presentations – if leaving a message, be sure to let them know “if I have not heard back from you by tomorrow afternoon, I will call you back on Thursday between 10 and 12 a.m.”.  You are in control of calling again NOT awaiting their return call.
· When talking to your potential hostess, tell them you are in a contest or whatever you feel comfortable saying – then ask the question “will you be one of my four?”
Usually if you say I need just 2 or more, some will say “yes”.
· Have your 100 person list ready when you start calling – depending on where you live, you may need to call 30 people in order to book 6.

If trying to book 6, overbook by 2
· Hold those 2 presentations at your home.  That way if someone cancels, you still end up with 6 presentations.

· TIP:  If someone calls and cancels, say:  “I am so sorry I do not take cancellations, I already have included your time in this months’ business.  However, we can do one of two things: 1.  I can give you a catalogue and some samples.  You can gather up $350 in orders and then you can have the opportunity of choosing $350 in products for FREE! OR 2.  You can invite your guests to my presentation on Thursday, Sept. 20 and we will count any of your guests orders towards your freebies.
· REMEMBER: Many times people cancel or don’t book because their house is messy or their husband will not be present to watch the children or their husband WILL be present.  BE PREPARED TO OFFER OPTIONS!
· Again, keep control of the calling – if they didn’t call you back on deadline, call again, say the same thing, 3rd time call again say same thing but extend by a week “if I have not heard from you by ____, I’ll give you a call next week.” 80% order or book after 5th phone call.  Just know that making lots of calls to book is NORMAL.

· You are going to work your hardest initially making the “contact” calls.  It is hard work, especially if you have never done this before; HOWEVER, just keep in mind this is the hardest part of your business and once you get these initial six classes booked – you probably won’t have to go thru this again – you continue to book presentations from presentations and referrals.
· To make the most of your presentations, refer to and utilize all of the closing sheets found in our Presentation Packet.  These are all crucial in closing on retail clients, wholesale consultants and business builders.
· At first, this may seem a little scary to some individuals but eventually this becomes the “funnest” “most rewarding” part of this business.
· Each presentation has the potential of you getting your next client, wholesale consultant or business builder.
· . Keep this in mind……..
· When you are trying to qualify for District Manager, you are pretty persistent;

· When you are trying to qualify for Area Manager, you are very determined;

· When you are trying to qualify for Regional Vice President – you call until you get what you want!
What do you want from your Arbonne business?

· You are now an Independent Consultant with Arbonne and can write your own paycheck based on YOUR activities;

· Ask yourself, “What do I want from my Arbonne career?”  
Many are living a life they only dreamed of by being financially free;
· Many are living a life of freedom from time restrictions, i.e. time clock, alarm clock, etc.

· Many are driving their dream car paid for by Arbonne;

· Many are living in their dream home;

· Many are traveling the world;

· Many are sending their children to the finest schools and universities.

How are they accomplishing this?

· By following this same course of activity, opening their mouth and booking presentations.

· WHAT IS YOUR DREAM?

Don’t write someone else’s story!
· When people don’t call you back, don’t assume they don’t want to talk to you.  Think about our busy schedules today, think about the possibility of that person being ill or having someone ill in their family like a small child.  DO NOT WRITE SOMEONE ELSE’S STORY for them.  Have a mindset that THEY want to speak to you BADLY – you have something for them – it is a GIFT!

