Phone Phobia
Thanks Julie Potts
Here's my perspective on Phone Phobia and why I have always LOVED the phone...
1- you are comfortable in your own home--work in your jammies or sundress
2- no babysitter fees
3-you can steal away a call here and there but going out is an event...esp with young ones
4-you can act like anyone over the phone...pretend you are Gloria or Pam or Kathy Helou
5-it's a quick opportunity...you can get off the phone quickly if needed but face-to-face can drag for hours
6-even if a cold call, they will never know it's you, even if you walked out of your home and said hello to the person who just said no to you....they don't remember your name.
 

My tips to remember...
· I always write my call script for the month for clients before making calls. 

· Talk business first, then personal...they remember the last topic. 

· Always ask got a minute   rather than, is this a good time to talk? 
· CLIENTS WANT TO BE CALLED!!!!!  THEIR #1 COMPLAINT WITH MARY KAY CONSULTANTS IS THAT THEY DON'T HEAR FROM US ENOUGH!!!! 

· Work full circle with every call--book, sales, recruit, get referrals! 

· When calling someone new-use your first name only!!!  They won't hear or remember your last name and this way it is more familiar....like she knows you well and shouldn't hang up. 

· Call new names the NEXT DAY or they will forget about you. 

· Be straight forward...if you think you are bugging her...then ask, am I bugging you?   Don't beat around the bush over the phone...it wastes their time and interest!!
 

 

Overcoming Phone Phobia:

I believe many people will say that they fear picking up the phone. What I
believe they are really fearing is the uncomfortable feeling they may get
from a No . There really is nothing to fear. The purpose of a phone call
is not to get a result, but to show you care. Why would showing you care
cause any fear? Of course sharing can also lead to results.

The language you use during your phone calls will help them to feel more
comfortable for you AND the person you are calling. The Full Service Call I
teach is all about others. See the end of this newsletter to print off the
language of a Full Service Call.

Would you find time to make 5 contacts a day if there was a guarantee that
you would get a recruit, a booking or an order? Would you talk to everyone
if, whether they were interested in your services or not, they would think
What a nice person? 

I have used the acronym PHONE below to help you to overcome your phone
phobia by changing your thinking about phone calling:

Practice- painting pictures with words so that people enjoy hearing from
you and know that you are calling because you care and not necessarily want
something from them. Use the Full Service Call script.

Helping- others is what we should all be about in our chosen profession.
This is what success really is. The only way to find out who can use your
help is to call them and Just Ask .

Offer the Opportunity-Can you imagine if on every phone call you just asked
Have you ever thought about doing something alongside of your current
activities to be able to earn some extra income.... ? This allows you to
find out who you can help through your business opportunity.

Needs- You have needs in your business and business growth comes from the
work that you do to find the people whose needs you can meet through your
products and your sharing. Your phone calls can be the missing link to
finding these people.

Everybody- Of course, everyone deserves the opportunity to make their own
choices about all the services you offer. Just Asking everyone isn't pushy.
Making a decision for anyone is always pushy. So don't decide which
services to offer on you phone calls, because everyone deserves to be asked
about all of your services.

Ilene


Full Service Call Script:

The purpose for your call is to check to see how you can help your
customers this season. 

Hi, Mary, I am calling today because one of my focuses this season is to
provide better customer service. Do you have a couple minutes for me to ask
you a few quick questions? I know, Mary, that I have mentioned this in the
past, but I always like to ask if anything has changed where you might be
interested in a little information about how you could have a business
alongside your family and all the activities you are involved in. So, Mary,
if you could have a business you can do alongside your family, would you be
interested in knowing more about it? 

If they say no, then share about your current hostess program by painting a
picture why everyone will want to know about your products. Let them know
how excited you are to introduce your products to others. 

I am really excited about our product line this season. Is there a time in
the next couple weeks where I could come over and show you and your friends
our current line? Would you like to know about our wonderful hostess
program? If they say no, then just ask, Can I offer you my personal
shopping service where I set up an appointment with you so that you can see
what is new and receive our current catalog? 

At the end of the call, ask if they would like you to call them back in the
future with new product information. And, don't forget to ask for referrals
to others who would be interested in hearing about your business
opportunity and products. Do you know anyone who might not know a (your
company) representative or how to get in touch with me if they wanted? 

 

Booking is an attitude.  You have to want to hold the appointment before you will make the effort to book it.  Faces are everywhere!  If you aren't booked, then you just aren't asking.  Even Julia Roberts would love an hour pampering plus learn a few new tips...AND try the best selling product on the market.  If you aren't booked, then maybe you have a "helpme" complex.  You believe that the booking is to HELP YOUR business--you may need a perspective adjustment.  At a booking, you spend your time, your money on samples, your knowledge AND she could walk away without buying a thing plus having been pampered and learned new tips for herself?  HMMMMM.  Who is helping who here?  And if she does buy...it's because she wanted the best-selling brand...not because she felt guilty and wanted to help YOU.  I had to really let this sink in and then I have been unstoppable for the past 12 years with bookings.  I believe that I can book anytime that I want to have an appointment.  Have you gotten to the point yet that you are glad when bookings postpone because you were overbooked that week anyway?  Get to that point...it's really a blast...and the money just rolls in!!  Julie
BOOKING & CUSTOMER SERVICE
by NSD Kathy Helou


Booking is the lifeline of your business...when you're out of bookings,
you're out of business...so become a master booker. Here's a plan I know
will help all of you obtain bookings and secure future bookings.

1st...Decide how many new customers you'd like to have this year (Example;
100)

2nd...Break down that 100 into 12 months and your monthly goal is 8.

3rd...Break down that monthly goal down to a weekly goal of 2 new customers.

Sounds easy, doesn't it? Well in my 10 years experience, I've determined
that there are 2 basic ways to obtain customers:
(1) passing out you business cards
(2) making telephone calls


Decide how many phone calls PER DAY you'll make and how many cards you'll pass out PER DAY ( 5 days week). Then mail one Beauty book out per day to someone in your same telephone exchange or on the same street. If you try this for 4 weeks the effort you put forth will bring results!!

For those of you that already have existing customers...here's your
dialogue to get back in touch with each of your customers.

"Sue, this is Kathy with MK Cosmetics, do you have a second? I wanted to take a minute to tell you how much I appreciate your confidence IN ME as your personal consultant. I was looking at your profile and realized we met___ months ago and you have placed ___dollars in reorders with me since that 1st time and I want to thank you again! I just had a goal session with my director and I'm dedicating myself to the best possible customer service you
could ever want and Customer Awareness...just as the stores are showing in the new _____(seasonal) colors, so is MK and I'll have mine to show in ____weeks! I thought I'd ask your permission to put a * on your profile and call you when they are here to show them to you or have you stop by...( wait
for answer) And by the way, speaking of customer service, are you running low on anything?"

(If she is a new customer of only a few weeks say this .."And by the way, I know the BASIC was your first MK purchase; but I also remember you wanted to add a concealer and highlighter to your set (or any item she showed of interest in) and I'll be making deliveries in your neighborhood next___ would you like me to bring these by? And lastly, I've started a new Customer Referral Reward System. What better way to meet a new Mk customer than through someone like you who love this product! For each referral I'll discount your next reorder purchase___% or give you a fun gift and since I
know your face will go with me the rest of your life....that could really add up. Just think of the comments you've received on your skin, or on your new eye or lip colors or your new nail color. Again. THANKS FOR BEING ONE OF MY
WONDERFUL MK CUSTOMERS!"
