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CONTACT EVERYONE ON YOUR
WARM LIST.

SET ASIDE TIME FOR FOLLOW-UP
CALLS EACH EVENING.

ALWAYS HAVE CARDS, FLYERS,
SHOP ADS AND SIGNS WITH YOU.
DO AS MANY DIFFERENT TYPES
OF ACTIVITY AS YOU CAN.

BE CONSISTANT - DO SOME
EVERY DAY.

BE PERSISTANT —- MAXIMUM
ACTIVITY FOR AT LEAST 90 DAYS.
SEND ‘STOP’ LEAFLET TO ALL
ENQUIRIES NEXT POST WITH 15T
CLASS STAMP.

FOLLOW UP ‘STOP’ LEAFLET BY
PHONE IN 24-48 HOURS. ASK YOUR
UPLINE ABOUT THREE-WAY
CALLING TO HELP YOU GET
STARTED.

MAKE SURE YOUR OWN
NEIGHBOURHOOD IS COVERED.
GET A MINIMUM OF 50 INFO
PACKS OUT EACH WEEK.

TEN TOP APPOINTMENT TIPS

BE SMART.

BE ON TIME.

DRAW THE CIRCLES AND THE 2 x 200
DROP PLAN. :
SHOW THEM SOME RECENT ORDERS &
LEAVE THEM A CATALOGUE.
SHOW SOME NEWSPAPER ARTICLES.
SHOW SOME TESTIMONIALS AND
CHEQUES.

SHOW THE DVD IF THEY HAVE NOT
ALREADY SEEN IT.

LET THEM TALK ABOUT THEMSELVES,
WHAT ARE THEIR EXPECTATIONS.
PROMPT THEM WITH QUESTIONS.
(WHAT IS YOUR OCCUPATION/ WORK
EXPERIENCE? WHAT DOES YOUR
PARTNER DO? HOW MUCH DO YOU
WANT TO EARN? HOW MUCH TIME DO
YOU WANT TO INVEST? WHEN WOULD
YOU LIKE TO GET STARTED? ETC.
LEAVE.-- ONLY STAY ABOUT ONE HOUR
MAX. COMPLETE THE APPLICATION,
INCLUDING VOICEMALIL, OR ARRANGE
ANOTHER APPONTMENT FOR SIGN-UP.

TEN TOP SIGN-UP TIPS

YOU FILL IN THE APPLICATION SO
IT IS COMPLETE AND READABLE.
E-MAIL ADDRESS TYPED ON
SEPARATE SHEET.

CARRY A DIGITAL CAMERA/PHONE
FOR PASSPORT TYPE PHOTO’S.
EXPLAIN BENEFITS OF THE ITS
AND COMPLETE THE FORM.
PROVIDE DAY LABELS AND CALL
BACK SLIPS TO GET GOING.
PROVIDE TEMPLATES ON PAPER
AND CD FOR MORE SLIPS.

PRINT STICKY CATALOGUE
LABELS TO GET THEM GOING.
HELP ORGANIZE A DROP PLAN.
POST THE APPLICATION AND ITS
FORMS FOR THEM.

ARRANGE NEXT APPONTMENT TO
SET UP ITS WHEN PAPERWORK
ARRIVES.

KEEP IN CONTACT - DAILY FOR
FIRST TWO WEEKS. EVERY
COUPLE OF DAYS FOR NEXT TWO
WEEKS.

ELEVEN TOP RETAIL TIPS

KEEP THE CATALOGUE PACKS CLEAN
AND TIDY.

KEEP YOURSELF CLEAN AND TIDY!
USE THE DAY LABELS AND CALL
BACK SLIPS AND THANKS FOR YOUR
ORDER SLIPS.

BE REGULAR AND RELIABLE.

CARRY ENOUGH CHANGE WHEN
DOING DELIVERIES.

REPLACE PRODUCTS OR GIVE A
REFUND IF THE CUSTOMER IS NOT
SATISFIED.

VISIT EACH CUSTOMER EVERY FOUR
WEEKS.

TO BUILD YOUR CUSTOMER BASE
DROP TO EVERY HOUSE 7 TIMES.
WORK 200 CATALOGUES TWICE A
WEEK TILL YOU HAVE ENOUGH
CUSTOMERS.

KEEP ACCURATE RECORDS.

NEVER PICK UP OTHER DISTIBUTORS
CATALOGUES.





