
Pamper Parties 101 - CLOSE STRONG - Deborah Hurwitz
Linda:
Good morning, everyone.  
I am beyond excited and thrilled to have Area Manager Deborah Hurwitz on this call, soon to be National Vice-President, amazing woman, to offer us her amazing language and training on how to host an event, how to maximize sales, how to maximize attendance, and to give us her just unbelievable talent on how she has become a PC-making machine and just offer us everything she’s got.


So I’m going to hand it over to you, Deborah.  Thank you so very much and I am going to be quiet, so it is all yours.  Hit it, girl!

Deborah:
Thank you so much, Linda.  Thank you so much.  And it was pretty amazing last month.  I’m super excited about where we’re going.


My name is Deborah Hurwitz.  I’m an Area Manager with Arbonne.  I’ve been in the business for a little over two years.  I was kind of kicking around for the first six months or so, and then I got serious about it.  And I will tell you that for the first—by the way, this particular training is going to be specifically on group presentations that are product-focused, so, like, Ultimate Facials, Fit Workshops, that sort of thing, where you have a hostess and/or a host and someone is hosting your party, because that’s something that lots of people have come up with challenges.  And it seems to be something that I’ve come up with a pretty decent system for, so that’s what I’m sharing today.


And I will tell you that for the first nine months of my business, I did not do a single group presentation.  I was a one-on-one girl.  My whole up-line was one on one and I never did parties and I didn’t even want to use the word party, and that was just not something I did and not something I was going to do.  That was all very Avon Lady and not me.  I’m a business person and I’m an artist, and I’m a ‘go make it happen in the world’ person, and I’m lunches and cocktails and coffees, and I’m not sitting around tables with products and things like that.  That was never going to be me.


Then I went to actually visit one.  Our sideline, Regional Executive Regional Vice-President, Clare Risolli—soon to be Nation—had a party and I went.  I wanted to check it out.  I wanted to grow my business faster and further.  I was a brand new Area Manager, and I went to this fabulous little downtown loft and there were all these fun women there.  There was a professor and a lawyer and a producer and different walks, and we were all sitting around with our martinis and our glasses of Prosecco and putting fun things onto(?) faces, and it was just a really delightful time.


And I thought, “Well, I would do this, like, for fun, so why shouldn’t I make money doing it?”  And I got over my whole Avon Lady issues, and I went about figuring out how to do a presentation and collecting lots of different scripts and YouTube videos in just the same way that we all do everything.  It’s just go to the uplift(?), go to the sidelines(?), go to the fabulous wealth of information that’s out there.


And the first presentation that I did, I was incredibly nervous.  I had already done a DA for 150 people at the Santa Monica Library as a consultant before I was even a District.  I’m a performer for a living.  Doing presentations is not a problem, but having four people sitting at a kitchen table scared the pants off of me because it was just something new.  It was something I hadn’t done.  And I didn’t know exactly how I was going to do it and I was completely freaked out about all the little details of, like, “My God, headbands and mirrors and bowls!  Ahh!”  So I was just about as, you know, scared and new and green as you could possibly be, even as an Area Manager.


But it very quickly became fun and easy and I started to develop little, you know, tips and tricks, things that just made things go more smoothly.  And so, that’s the background of why I have this to share with you today.  It really is just something that you’ve heard so many times before, which is that anybody can do this.  And it’s just a matter of jumping in and being willing to be a little uncomfortable, learn what you need to learn, and find your own way.


Okay, so this is really about closing strong.  And the point that I want to make to you all is that closing strong starts the minute you book the party.  So I want to go through a few different steps from the minute you book the party to the actual moment that you start to take orders, because the moment that you’re putting in orders and how that goes is going to be informed by everything that leads up to it.  It’s not just the language of sitting down and talking to somebody about what they might want to buy, okay?


So starting off with the moment you book the party.  Now, I’m not going to get into actually booking parties; that’s kind of a separate thing.  There’s great language for that, too.  I love Cammy Lee’s YouTube videos.  She’s incredibly humble and straightforward and she talks about booking parties.  She is(?) almost exclusively the party system as many of our sidelines are.  I’m not.  I do about two to three parties a month, but on those two to three parties a month, I average between 1,500 and 2,500 PRV, along with signing up around five to eight new preferred clients every month, a handful of retail clients, and of course I get orders that generate those wonderful preferred rewards, which is a great program that Arbonne put into place last year.  If you’re not already familiar with it, it’s a great tool for you to follow up with clients and collect repeat orders.


So with just a couple of parties and a little bit of follow-up with my clients, I’m doing a pretty reliable around 2K PRV every month.  And with the rest of my Central District, that means I’m bonusing my district every month, pretty much without even breaking a sweat, okay?  So really good to get good at this.


Okay, so the first moment you book the party, you are going to get your hostess some coaching.  And what I usually do is I have a phone call or a text or a quick email just saying, “Hey, so excited about this event.  I’m going to send you some information on how to invite your guests.”  And let them know every step of the way, when you tell people, you’re going to tell people what you’re going to tell them and then you’re going to tell them, and then you’re going to tell them what you just told them.  Do that every time you communicate with everybody just because you want to make sure that you have people’s attention and that they know what it is they’re receiving from you.  So my …

Linda:
Deborah?

Deborah:
Yeah?

Linda:
Say that again.  Say that again slowly.

Deborah:
Sure.  So when you’re communicating …

Linda:
You’re going to tell them.

Deborah:
Mm-hm.  When you’re communicating with somebody, when you want to make sure they get what you’re saying, you’re going to tell them what you’re going to tell them, and then you tell them, and then you tell them what you just told them.  So for example, with the hostesses, I say, “I’m going to send you an email on inviting guests, what to say to them, and how to make sure we have people in the room.”  Or, “I want to set up a conversation with you where we can talk about inviting guests, what to tell them, how to make sure they’re in the room.”


The entire mode of the communication is, “I’m setting you up for success.  I want you to have a great time.  I want this to be low-stress for you.  I want your friends to have a great time.  I want this to be easy.”  Right?  So you’re just making sure that your hostess knows you’re not burdening her with stuff to do; you’re showing her how to make this easy and low-stress and fun and very rewarding, both in terms of a great time and earning free products.  So, and anytime you’re talking to people, tell them what you’re going to tell them, tell them, then tell them what you just told them.


Okay, so you’re going to send your hostess a coaching email or have the conversation with her, and the big, two main points about hostess coaching when it comes to inviting and getting the event going on.  You want to make sure you impress upon them, first and foremost, that they need to invite people individually.  In this day of Facebook events and e-vites and millions of people being on millions of lists and tweeting and followers and retweeting, you want to make sure that people get their event above the fray by actually reaching out to people individually.


This is a very special thing that you’re doing for people.  You’re giving them a $250(?), high-end, free facial, and free booze and free food and whatever else that you’re doing, right?  I know some people don’t do alcoholic parties; I totally do alcoholic parties.  Not crazy, but just, you know, something a little festive.  A little glass of wine, Prosecco.  By the way, a little tip: I love taking the pomegranate fizz and adding it to vanilla vodka.  It’s a vanilla pomegranate martini.  It sounds elegant, it tastes great, it’s super easy, and I say it’s what vodka Red Bull wants to be when it grows up and is good for you.  So give that one a try.

Linda:
That’s a great tip!  I love that!

Deborah:
Isn’t that great?  It’s a lot of fun.  People like it.  Yeah, you know, if you just have, like, a little vodka, some fizz, and maybe some fresh citrus for a squeeze, you can make such easy, elegant cocktails, and people just feel like they’re getting treated and having a great time.


So you’re doing something that’s really nice.  You’re doing a treatment that’s high-end products.  You’re offering a space for people to come gather and enjoy themselves and take the kind of time they don’t usually take, especially women, you know?  We’re always running around doing what we need to do and doing what we need to do for other people.  And you know, reserving that time for self-care and reserving that time for, you know, bonding with girlfriends, there are studies, you know?  Major studies done on how much healthier, happier, more productive, and you know, more of a service to the world that women are when they tend to their friendships.  So there’s, like, you know, actually hardcore science behind this.  I don’t get into all of this with every host.  It depends, you know, on what they need.


But basically, you just want to make sure that they know that this is a special thing that they’re doing, that they’re getting to do, and that they’re getting to offer their friends.  They get to be a hero with their friends because you’re going to come in and do all the work, bring all the stuff that costs money, and you know, actually do the part where they’re showing their friends a good time.


So you want to make sure they invite people individually, okay?  Whether that’s a text or an email or a phone call, best to do a phone call, but I also have lots of Gen Y kids who just do everything via text.  So however it is that you normally communicate, talk to your hostess.  However it is that your hostess normally communicates with their friends and their family and their colleagues, have them communicate that way but have them communicate individually.  And even if they’re not usually a phone-calling kind of person, I recommend that they make phone calls just because they really do want these people to know that this is kind of special, this isn’t just the everyday thing, and that they’ve thought of this person specifically because they thought they might enjoy that or, “I’d like to spend some time with you.”  That kind of thing.  So all sorts of different ways to encourage them, but the point is reach out individually.  People do not respond to group invitations.  People do not feel like their presence is vital, and you want to make sure that the guests know that their presence matters.


The second thing about inviting guests is pretty much everything I just said about emphasizing that this is about pampering.  This is—I’m sorry, this is my call waiting and it’s my mom!  I’m not going to get it right now, Mom.  Sorry.  So this is—you know, this is about (inaudible).  This is about people gathering to enjoy themselves, to relax, to take care of themselves, maybe to learn a few new things.  This is something that, again, you’ll want your hostess to coach—or, to customize, rather, for her individual guests.


Do you have somebody who is, like, you know, a raging left-wing peace person who’s all about spreading the word about veganism and non-toxic products?  And you know, they want to make sure that they know that this thing, Arbonne, is available.  That’s great: emphasize the educational component of it.  If it’s like, “Ugh, I just never get any time to myself!  I’m always on my feet all day,” you know, emphasize the downtime, the chill time.  If it’s they never get to party or entertain, emphasize the cocktails and fun.  Whatever it is.  You’ll work with your hostess specifically on that.


But the point is to make sure that you’re painting the picture of an event that’s going to be low-stress, fun, and is exactly what everybody needs.  I once had a hostess, before I—this is how I learned my lesson about hostess coaching.  She said, “Oh, nobody wants to come.  Nobody wants to do this thing.”


I said, “What did you say?”


She said, “Well, I told them that I had this friend who has a business and their products are really good and I wanted them to come over and try everything.”


I was like, “Wow, kiss of death.”  Right?  You do not want people going, “Oh, I have to go and buy something.”  You do not want people thinking that they’re going to find out about some person’s business that they don’t know and don’t care about.  You know, you don’t want to paint the picture that there’s any kind of requirement or obligation.  And specifically, I say in the hosting coaching email, along with the individual inviting, and along with making sure it’s low stress, high fun, pampering girl time, I make sure to say, “Please tell them if you’ve got friends who love to shop and are interested in products, let them know there will be great specials and discounts available.  If they have any concern about that, please tell them to leave their wallets at home and just come and enjoy themselves.”  …

                   .  So you make sure the hostess knows, in addition to invite people individually and in addition to emphasizing that it’s going to be a fun, low-stress time, you also want them to emphasize that if they have friends, to emphasize to their friends, if these friends love to shop, love products, or are interested in that kind of opportunity, make sure they know there will be great discounts and specials and packages available at the event.  If they have any concern about shopping or obligation to purchase, tell them to leave their wallets at home and just have a good time, because the point of this is to put Arbonne in front of new eyeballs.


And I am never looking for clients; although I sign up lots of clients every month, I am never looking for clients.  I am always looking for business partners.  I am always looking to put the business opportunity in front of people.  And even and especially at parties, I’m making sure that people have just a little bit of information about what it is that we do besides putting eye cream on people’s ring fingers that allows us to build a multi-million dollar, global industry and helps me find business partners, okay?


So I’m always looking for business partners, and the person that’s most concerned about not being able to purchase expensive products is the person that needs this business the most, so I want them in the room.  I don’t care if they buy a salt scrub that night: this person could be my next Executive National Vice-President and be responsible for a whole lot more income than that.  So I want to make sure that I’m always looking for business partners and that I’m always putting the information about Arbonne, as well as the products, in front of as many people as possible.


And every single human, no matter what they’re interested in or whether this is a fit for them or not, knows people I don’t.  And that’s the name of this game; it’s just about connectors, right?  And parties are time-leveraging.  I did all those one-on-ones and spent a lot of time doing one-on-ones, when you know—and that’s a great thing to do, but when you’re at a party you’re talking to four, five, eight, ten people at once.  All of those people are getting that information, and so you can potentially have ten people now connecting you to other people instead of just one.


Okay, moving on.  So you’re going to keep in touch with your hostess after you’ve done the initial hostess coaching.  You want to keep in touch with your hostess.  You don’t want to have that, you know, little email exchange about inviting and whatever and then you don’t talk for two weeks and it’s the day before the party, right?  You want to make sure that you’re just ever so gently following up with your hostess: phone, text, email, whatever is good.  I like to cross a little bit.  I like to mix and match my methods.  I’ll leave a message and then I’ll follow up with a text: “Hey, check out my message when you can.”  Usually I’ll hear back when I kind of do a one-two punch.  You know, if I do a phone call, get voicemail, follow up immediately with a text, I’ll hear back on the text.  Or if I email and then make a phone call, I’ll get a phone call back.  That kind of thing.


You’re just being super polite, very low key.  You’re not haranguing or stalking anybody.  You’re just letting them know that you’re a professional; this is how you do it.  And you want to make sure that you’re in communication.  And again, you’re stressing that you’re setting them up for success, you’re setting them up for a great time.  This is not about what you need from them, this is about what you’re doing for them.  And always make sure you keep that mindset.  You’re never asking for something for yourself.  You’re always offering something to people.  You’re always giving something to them, setting them up for success, providing them with something they need, okay?


So you’re going to follow up with your hostess.  You’re going to make sure that she knows what to expect.  I have a separate email that I send out that’s like the setup and details email and I go through it in detail.  I’m like, “Okay, I’m going to bring headbands and towels,” and I usually ask the hostess to provide bowls.  “If you don’t have bowls, I can bring them.”  And just really, you know, go through those details and make sure that you have a sense of the guest list.  What I tell the host is, “Once you’ve spoken to somebody, once you actually have a yes or a maybe, please send me their name and email and I will get them set up in the presentation.”


And then I send them the interactive email invite that comes from Arbonne.com.  This is not necessary, but I do find that it’s nice to be able to send something out.  The invitation looks pretty.  Arbonne has nice templates.  This is not a host rewards coaching, but go to host rewards and see what they have.  I don’t send out those group invites without somebody already having been contacted.  I never send out one of those emails cold because people have no idea what it is.  So once they know what they’re being invited to, this is just the follow-up email to make sure that they have the information, they have the correct time, date, and address, and they have a little blurb.  I always in the customized text have a little blurb: “Come join us for some mid-afternoon pampering,” etc.


Along with the facial script that I’m going to hand out, I will also forward a couple of party invitations that are kind of my standard party invitation to my parties, which are, like, pampering for superwomen or anti-aging happy hour, that kind of stuff.  So you can see what that language looks like.  You only send out that email after someone has been contacted and is already a yes or a maybe, okay?  And then, they also have that option to RSVP directly to the site, and I find that once people actually do RSVP, they tend to show up.


Okay, so you are setting your hostess up for success.  You are getting a sense of the head count.  You make sure the hostess knows what the details are.  You are now at the party.  Okay, so and you’ve come early and you’ve helped your hostess and all this and that.  A lot of this stuff is in the script so I don’t need to go over that.  So for setup and arrivals, again, we’re orienting towards a successful close, people having a great time, loving their stuff, buying a bunch of stuff, becoming your business partner, or a valued preferred client.


So at the setup and arrivals, a couple of things you want to accomplish.  First of all, you want to start that presentation as soon as possible.  You (inaudible) eating and drinking and talking and having their whole fill of the girl-time party time before the presentation because after the presentation, you want people to stick around long enough that you can talk to people individually, one on one, give them the time that they need, get an order from every person, and that people aren’t going to be, like, disappearing and running off immediately after the facials.  So you want to start early.  I’ve you’ve booked out two hours for the party, try to start between 15 and 20 minutes into the party.  I mean into, you know, after the start time.  In LA, sometimes that can be a challenge.  I think(?) everywhere that can be a challenge, but just what you can, you know?


I’ve started presentations as late as an hour and a half after the called start time, but those were also some of my most successful presentations because it was 15 people and it was an all afternoon thing.  But you know, it was also like a 1,500 RV(?) party or something like that.  So you know, everybody’s circumstances are going to be a little different.  I’ve absolutely had every horror story in the book, and I won’t get into all of those right now.  Just know that, you know, these are things that I’ve found will maximize my best results.  It doesn’t mean that I’m impervious to weirdness and flakiness and failure and all the rest of that.  We all have been.


Okay, so you’ve arrived.  You’ve set up.  You’ve got guests coming in.  You’re going to do the hand scrub and the hand pampering at the sink.  You’re going to make sure they have a beverage.  You’re going to basically keep things running at a clip.  And during that time, you are finding out about these people.  You are not talking about yourself.  You are not telling your story, and you are definitely not talking about Arbonne, okay?  This is your time to get them comfortable, establish some rapport, and be on a fact-finding mission to find out about them, because as soon as you sit down to do the facials, it’s all you and Arbonne, right?  I tell my whole story.  I tell my whole show-business thing, and you know, how and why I started Arbonne and where my life is at now, and I talk all about Arbonne products and the business and blah blah.  They’re going to hear that for 40 minutes.  They do not need to hear that when they first come in the door, so you want to make sure that you’re finding out about them, establishing a rapport with them, because you’re starting a little bit of a friendship, you know?  You’re having a little, mini friendship that you are going to continue to have after the presentation when you sit down with them and help them get a great package of awesome products.


Okay, so then you do the facial itself.  I’m not going to get into any of the details about that because that can be in the script and this is not a training on actually doing the facial parties.  But here is what I want to say about doing the facials as it corresponds to a strong close.  Number one, never skip your I(?) story.  Never skip your why.  Never skip information about network marketing, information about time leveraging.  Lots of people—and this is a total rookie mistake—they get scared.  They’re standing there in front of the table full of people and they don’t want to call too much attention to themselves.  They don’t want to be pushy.  There’s a bunch of people they don’t know.  They don’t want to be, like, “Ooh, why would you care about me and my story?” and they don’t want to be, like, “Here’s how my business works!” right?  Because they just feel like that’s an imposition or that’s scary or people don’t want that.


I’m telling you: never, ever skip it.  I don’t care how weird you might feel in the room or how quiet people are or what kinds of looks you’re seeing on people’s faces, you have absolutely no idea what’s going on in people’s heads.  And I have been super shocked on more than one occasion by the person that I thought was the biggest sour puss in the room, hated me, didn’t want to hear a word out of my mouth, and then at the end of the presentation they tell me they want to become a consultant.  So you just never know what’s going to happen, right?  And the person who’s, like, super enthusiastically bobbing their head and you just think they’re like your best friend and, “Oh my God, I think I just found my next business builder!” and then they, like, leave, you know?  So people will surprise you in every direction.  You never know what’s going to happen.  You just got to do the presentation that you know how to do.


And you don’t skip the why and I story because people relate to personal stories.  People will get to know you a little better.  Even if you don’t think your story is that great, it’s just so much more relatable, entertaining, engaging(?), intriguing, bonding, to just be, “Hey, here’s a little bit about me.  Here’s a little about this woman’s who’s standing in front of you and pumping cleanser onto your hand, and you know, telling you how to apply eye cream.”  Like, make yourself a person who is a friend in the room, not just, you know, some random person coming in to sell, sell, sell.  Okay?  It really warms people up to you.  Even if you don’t feel like that’s what’s happening, I assure you that it is.


And then, you also never skip the information about the business.  Again, all the same stuff: it might feel weird, it might feel like it’s not the time or place.  You always just use that third-party approach that Linda has brilliantly trained us on.  You simply say, “Listen, guys.  I know this may not ever in a million years be for you, but this is a networking business.  We don’t have products on retail stores.  We don’t have commercials and ads in magazines.  How people find out about Arbonne is through the independent consultants like me.  So I want you to understand just a little bit about how this business actually works and what it is and what it offers people, because you might know somebody who’s interested in making a little bit of extra money, or you might know somebody who wants to spend a little more time with their kids, or a little less time with their kids, right?”  Just, you know, you’ll find your way of talking.


But the point is that you’re going to let them know.  And again, you tell them what you’re going to tell them, tell them, tell them what you just told them.  Tell them that you’re going to tell them a little bit about the business, and why you’re doing that is that even though this may not be of interest to them, you want to make sure that should they know someone that might be interested in knowing more, they have a little bit of information.


“Hey, you know what?  It’s interesting: although I’m sitting here”—this is something I’ll be saying at the party.  “You know, even though I’m sitting here doing this group presentation with you, this is actually something that’s a relatively new part of my business.  How I developed my business before this was simply creating business partners.  You know, inviting in business partners, by putting the information about what this business is and what the company is in front of them.  Such an extraordinary company.  There’s so much that’s going on with network marketing right now.  It’s so much more than just eye cream and night cream.  Although our eye cream and night cream are fantastic, I do want you to understand a little bit more about what network marketing is and the extraordinary development that it’s seeing in the world.”


And you know, there are a hundred different ways of saying that, but you’re just going to, again, make sure they understand you’re not trying to lecture them.  You’re not trying to sell them.  You’re not trying to recruit them.  You’re doing your job and your job is to put information and products in front of people so that they can choose for themselves what’s right for them and spread the word to people that they think might be interested in finding out more, whether about the business or the products, okay?


So during the course of the presentation, of course you’ll have all the product info.  Of course you’ll talk about Arbonne product difference.  Of course you’ll do the little, individual, fun things about the products.  Some of my favourites are calling the FC5(?) Exfoliating Scrub the little Pac-Man, right?  And the bit about the pineapple workers in Hawaii not having the (inaudible) when you’re talking about the RE9(?) Cellular Renewal Mask.  These are all great, fun things, but I just want to emphasize that you’re setting yourself up for a much better close if you make sure that you include your why and I story and you make sure to include information about the business.  Okay, excuse me taking a drink of water.


Okay, so finally we’re at the close.  Linda, how much time do I have?

Linda:
Five minutes.

Deborah:
Alright, good.  Excellent.  So, close language.  You’re standing at the table.  You’ve just finished.  I always have the neck(?) cream at my facials because I tell a little story about my boobs and it’s funny and everybody laughs, and I talk about age-defying neck cream.  And then I say, “Okay, ladies, or ladies and gentlemen, I want to thank you so, so much for your time.  You’ve been wonderful.”  I don’t care how they’ve been, I say they’ve been wonderful.  “You’ve been so wonderful.  Thank you so much.  This concludes our Ultimate Facial Presentation.”  And then they will have, “Yay!”  Duh duh duh duh duh.  Okay, even if they don’t go, “Yay!” you just want to actually put a bow on it, put a ribbon on it.  “This concludes our Ultimate Facial Presentation.  Before we get up, I just want to tell you a couple of things.”  And depending on the size of the room or what the story is with the hostess, I’ll focus on slightly different things, but the gist is the same.


You want to say, “Now what’s going to happen is …”  You tell them what’s going to happen.  You are still running that room.  That is really important, that you have them while they’re at the table.  You do not want to lose the room just because you’ve finished putting products on their faces, okay?  You’re still running the presentation and you’re telling them that what’s going to happen next is you’re going to invite them, “Please, guys, have a drink.  Have a nosh.”  Ideally, you’ve started the presentation early enough that most of the food is still out, whatever the food is, right?  They haven’t already done the eating part.


So now, they’re going to have the eating and drinking part, the talking part, all the stuff they didn’t do before the presentation.  You’re going to say, “Please have a drink.  Have a nosh.  I have catalogues for everyone to look at.  As I mentioned, we have over 400 products, so the stuff that’s on the table here is really just a small sampling of what we have.”  Maybe sometimes I might make the point that the catalogue contains just independent consultants and that there are no professional models.  “That’s how healthy and beautiful we all are, blah blah,” right?


And I say, “I’m going to just check in with each of you and do little mini, personal consultations and see what kind of packages I can put together for you.  Also, please consider if you’re interested in finding out more about the business, have a little chat with me.  We can always just, like, have a coffee date and talk more about it.  Obviously no obligation, but if you have even the tiniest, tiniest bit of curiosity, I’d love to talk to you a little bit more about that.  And finally, if you can see yourself doing something like this, and it doesn’t have to be six people and martinis.  It could be two or three people and a cup of coffee.  It’s really just the opportunity to put Arbonne in front of new eyeballs is what we’re all about.  So if you can see yourself maybe having a couple people over, doing something like this, whether it’s maybe a Fit Workshop or a Facial Party, or just hand treatments or anti-aging, let me know because you have the opportunity to earn quite a bit of free products or products at 80% off, and I would love to help you get that.”


So, and the last thing I’ll do is thank the hostess and I will say, “Thank you so, so much for having us.  This was really lovely.”  I end with thanking the hostess and putting the attention on her.  And I say, “And just one last thing: just so you know, anything that you decide to shop for here today as part of this presentation will benefit Suzanne, or whatever the hostess’ name is, so it’s not just about helping my business, it’s also about helping Suzanne, and I’d love to get her some free stuff, too.  So just factor that in as you’re taking a look through the catalogue.  Thank you so much.”  Okay?


Like, ask them; don’t be afraid to ask them.  People want to know what is being asked of them, okay?  It’s one thing when you’re inviting people to come to the event.  You don’t want to be, like, “Come and buy stuff!” right?  Because then nobody wants to come.  But once they’ve actually experienced the event itself, and their skin feels great, they’ve had this great time with their friends, it’s been everything that was promised and then some, now you’re going to ask them for what you want.  Now you’re going to say, “Hey, you know what?  I have some great specials: buy some stuff!  You know, this is going to benefit the hostess: buy some stuff!  I have a business here.  Let me know if you’re interested in finding out more.”


You know, like, you’re going to ask them.  You’re going to say it in the nicest way, but you’re really going to ask them, and you’re going to ask them together as a group like that.  Then, when you sit down with each individual person, it’s a much softer thing.  You don’t sit down with each individual person and go, “What are you going to buy?” right?


So you let—you disperse.  They get their drinks and their noshes.  They’re sitting and looking at the catalogues.  I like to play a little game with myself as to who I talk to first.  I usually will try to pick a person that I think really had a good time and really likes the stuff because I like to sort of kick off my own personal close with some success.  So I will tap somebody on the shoulder or just walk up to them and say, “Hey, April, would you care to step into my office for a moment?” and I make a little joke out of it.


Now, this is really important: have a space where you can have your laptop or your iPad.  If you’re using paper forms—I don’t use paper forms—I get everything into the presentation so that it’s done, done, done.  But I have my laptop or my iPad, and usually the party will happen at a kitchen table or something like that.  I’ll move into the living room on the couch.  Or if everybody moves to the couch, I’ll have a spot at the table.  You really want to try and find—and this is important, the physical space that you’re in.  You want to find a space that has a little bit of privacy where you’re just talking to that person and everybody’s not listening to the conversation, but you’re not so far away from somebody that they start to feel squirrelly like they’re—you know, the party is happening someplace else and they’re being kept some place, okay?  So you’re still in the main space but you’re in a private enough, separated space that the conversation is just between you and that person.


So you call that your “office,” air quotes.  And say, “Hey, would you like to step into my office for a second?”  Or, “Got a minute for me?”  And just something like that, okay?  Just nice and casual, but they know it’s happening.  And then they sit down with you, and sometimes people will just be, like, “Okay, I want this, this, and this, right?”  And that’s great and you just go to it.  Sometimes—but you always, again, you want to be leading and driving the conversation.


So once you sit down, you go—I say something like, “So tell me what you’re interested in.  Let me see what I can do for you.”  That’s a really nice, easy way to just lob the ball, right?  “Tell me what you’re interested in.  Let me see what I can do for you.”  Or I might just start off by saying, “Did you have a great time?  Did you have fun?  How does your skin feel?  You look amazing,” right?  So you’re just starting off the conversation with something positive.  Maybe asking them a question like, “What did you love?  What was your favorite part?”  Okay?  So any of those things are great ways to start and you just get the conversation going.


And what I’ll do is I’ll get enough of the conversation going to get a sense of what they might be interested in.  Unfortunately, it’s a little host rewards quirk on the site that I’m sure they are going to be fixing soon, that you actually have to choose client preferred client, or consultant before you can actually get to the shopping page and start putting things in the cart.  I’m not going to get into the details of that right now, but if anybody wants to know how I’ve dealt with those kinds of workarounds, email me.  And hopefully this will be a moot point soon enough.


So I just kind of get the conversation going, find out what sort of things they’re interested in, and once I get a sense of what they might be interested in, I’ll make recommendations accordingly.  So I’ll say, “I want to let you know we have an amazing preferred client program.  There is no obligation, no monthly minimums, or anything like that.  You pay a one-time fee of $20 and that gets you 20 to 80% off of everything for a year.  And the best part is if you can put in a qualifying order today of $150 retail, that costs you $120 and you get a free gift of anything that Arbonne makes for $50 or less.  So that’s about $200 worth of product for $120.  It’s like a 40% discount.  Sound good?”


And they’ll usually go, “Yeah, it sounds good.”


If I think that they’re interested in a lot of stuff or they want the RE9 set or something like that, I’ll tell them about the EVP, 325 for 200.  So I’m not going to get into a whole numbers training right now.  The idea is just be conversational, get the ball rolling not with, “What do you want to buy?” but, “Did you have a great time?  Did you have fun?  Tell me what you’re interested in.  Tell me what you like.  Let me see what I can put together for you.  Let me see what kind of discount I can do for you.”  Be conspiratorial.  You’re in it with them.  You’re going to do something good for them.  It’s almost like, you know, you’re sneaking in a cool discount for them that’s special just for them, right?  Make them feel special and make them feel like you’re going to really do your best to get them everything they want at the best possible price, okay?  And you’re going to do that with each person.


And then the other thing that you’re going to do is you’re going to just ask, just ever so gently, “Have you ever thought about doing something like this?  Is this something that you could maybe see yourself doing?”  You know, find out a little bit more about them if it seems right; about, you know, what their job is or what they’re doing.


They’ll likely offer this kind of stuff up.  You know, somebody will say something like, “Oh, I would love to splurge on this, but oh my God, you know, my husband is out of work and duh duh duh.”


“Wow.  You know, would you like to talk about this as a business?  Because I got to tell you: this has made an extraordinary difference in my life.”  And just wait for the answer.


“Maybe,” you know?


And like I said, people will surprise you.  Like, three different times at parties, I have had a business builder, who did not know what Arbonne was before they walked in the door, shock the crap out of me by saying, “I want to be a consultant,” and have put in business orders that got them into District Manager qualification that night.  Two hours earlier they had never heard of Arbonne and they become a consultant.  So this does happen; it’s happened several times.  And you know, you have to make sure that you, like, expand your consciousness enough to make room for that because I, for example, took months and months and months before I actually joined the Arbonne business.  So it’s been an eye-opener for me to find out, “Hey, it doesn’t have to be that way.”  People can hear it, like it, and jump in, so make room for that possibility, too.

?

Linda:
Making people—not making people, but having comfortable relationships with people where we get to know them and they get to know us is key to our success.

Deborah:
That’s it.

Linda:
And you’ve just provided us so much great information that we can use not just in an event setting but also on one-on-ones.

Deborah:
Mm-hm.

Linda:
And I cannot thank you enough, Deborah.  That was just incredible.

Deborah:
Thank you.

Linda:
Now, you said you have  some documents that you are going to—that you could send out that might accompany this or one sheet or something that we would want  to lay our eyes on?

Deborah:
So, the two things I’m going to send out are, number one, my consultant Samantha—and I chose her because she’s actually a business builder that I found at a party who came to the party, became a preferred client, and became a consultant two weeks later, and is now a brand new District Manager, headed fast for Area Qual.  Love her.  She compiled an Ultimate Facial script from the Jill Bush script that we’ve been using, a couple of other scripts that I know are around, and my parties that she listens to and her own thing.  She just kind of got organized and put a script together, and I love it and she gave permission for me to share it.  So I’m going to share that, which is going to cover the details of actually doing the Facial Presentation that we do, including where to put your I story, where to talk about network marketing, etc.


And then, the other thing I’ll send out is a couple of examples of party invitations from the host rewards website and the language that I use for that.  But again, I would not recommend sending out that invitation without actually contacting the guests first, but it’s a good thing to send as a follow-up.

Linda:
It’s mandatory, you guys.  If you want to be successful in your Arbonne business, or grow to the next level in your Arbonne business, you absolutely without question, bar none, must make phone calls first.

Deborah:
Right.

Linda:
You cannot send out e-vites, invites, Facebook announcements without calling people and letting them know what you’re doing and what this means to you, and hear their tonality, and to have that language that I can’t wait to hear again, about leaving your checkbook at home if necessary because I think that that is critically important as well.


Alright.  Well, we are going to wrap this up.  Everybody, I cannot thank you enough.  We’re not going to come back in because we’ve already gone over our time.


Deborah, awesome!

Deborah:
Thanks.

Linda:
Thank you so much, everybody.  So grateful.

Deborah:
Thanks, guys.
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