Achieve MORE with LESS effort in 2007 by getting in the ZONE
Beth York, Senior Supervisor
You have 11 months left in the year – how many shows could you have

if you were IN THE ZONE?

York Team Successes
· In last year - 2 First Line Supervisors and 1 Second Line Supervisor 
· Last year at this time, it was me and Julie Lee and now it’s me, Julie, Heather Cunningham, Stephanie Fosbinder and Lisa Leidenberger with more to come soon!
· Top 20 for Central Group Sales

· Top 15 for Central Group recruiting
What is “The Zone”
· When you get to a place in your business where you are creating a momentum.

· You are achieving great things even though it feels like you aren’t working very hard!

· Selling, booking, and recruiting come easily and naturally
How to Achieve this Momentum

· _______home shows per month

· Book shows within _________ weeks using pretend hostess

· Incorporate a recruiting talk into your show
Home Show Advantages

· Distribution of risk – slow, steady growth

· Perfect medium for recruiting

· Bronze recruiting rate is much higher

· Unlimited market
The Home Show in the Zone
· Great show presentation creating desire

· Pretend Hostess

· “Doctor’s Appointment” scheduling

· This is the BEST month to book

· Our 3-week schedule is predictable

· Free book for scheduling now

· Recruiting/Booking seeds
Shows booked in 3 weeks…

· Less likely to cancel

· Have higher attendance and sales

· More enthusiastic hostesses
· Previous hostess is in attendance
8 Shows a Month…

· Gives you flexibility in your calendar 

· Cancellations are not traumatic

· Promote aggressive recruiting

· Very minimum of 6 shows to be in the ZONE

Home Show Presenters Should

· Be non-threatening and appealing in appearance and manner

· Find common ground with their hostesses and guests

· Read books on this subject if it is a challenge for you
Home Show Presenters Should

· Have incredible product knowledge - it adds VALUE to the show

· Listen to convention audios
· Read chat logs
· Attend Tele-conference call trainings
· Attend monthly meetings
· Create a standard show kit so you become more comfortable with what you are showing

· Think ahead for Customer Specials and be prepared to tell people about them
Home Show Presenters Should

· Perfect their sales techniques

· Know how to overcome objections
· Use upselling techniques
· Paint pictures with words
· Know how to CLOSE
Home Show Presenters Should

· Fine tune their home show presentation

· Attend the shows of successful consultants with other companies

· Have their supervisor watch their show
Home Show Presenters Should

· Recognize the value they are adding to the show

· Know they are on the right track when a customer says “I’m so glad I came”
· Realize they need to step back from perfection when they hear “I could never do what you do,” or “You’re so good at this!”
Recruiting in the ZONE

· Recruiting talk – up front, as a middle commercial or after Pretend Hostess
· Drop recruiting seeds throughout the show

· Recruit coach along with hostess coaching when prepping your hostess for the show
· Offer them the big picture as well as the small picture

· Your professionalism will attract other professionals and you will grow an incredible team!

See you…in the Zone with 11 in 2007
Thank you and Good Luck!
Set a goal today:
I will book ______ shows this week for February.

I will book _______ shows for March IN February.

I will use ________________ as an added incentive to get my schedule booked up right away.  I am committed to being in the ZONE!

signed________________________________
