Calling the Guest List: 
(This whole conversation shouldn’t take more than 3 –5 minutes.)  

** A Class Worth Booking Is A Class Worth Coaching!!**

(This will help to avoid extra unnecessary cancellations.)

1) Hi!  This is (your name), (hostess’s name)’s consultant with Mary Kay.  Do you have a minute?  Great!  

2) I’m excited that you’ll be a guest at (hostess’s) skin care class on Tuesday.  I just wanted to call and get a little information ahead of time to personalize your makeover.

3) Does your skin tend to be dry to normal or combination to oily?

4) What would you most like to learn about when we get together? Then, no matter what her answer, reply:  I’ll be sure to bring the products that will help with that so you can try a sample.  

(Take notes and listen attentively.)  Sales is finding a need and meeting it and her answer indicates her need.

5) I know you are going to have a great time being pampered!!  It would be so fun to share your makeover with a friend!  If you bring a girlfriend, I will have a free _______ for you!  Do you have a friend who might like to join you?  Great!  After you invite her, could you give me a quick call before the class with her name and number so I can see what she’d most like to learn about?  Great!

6) Thank you (her name)!   I can’t wait to meet you!

7) OPTIONAL: Another thing that keeps this fun is to treat it as a “Girl’s Night Out.”  In case you have a sitter for that evening, I’ll bring along a special extra gift to give her for watching the children so that we can focus our attention for that hour on the moms.   
Helpful Hints:

· Always call the guest list within 24-48 hours of the appointment.

· Excite her about what she’ll be experiencing
· Keep your voice peppy and the conversation short.

· Make her feel special and be genuine.

· Encourage her to bring a friend.
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