FROM ENVP DONNA WEISER

Dear Team,

Yesterday we had a great manager breakfast here in Southern California - I did a training on "Networking in Action". As you know, prospecting is a key ingredient to creating a successful business - new consultants are the "life-blood" of our business!


So, after the breakfast, I went to the mall with one of my wonderful managers to "teach" her how to get leads.  I used the formula I spoke of at the breakfast. 


I wanted to BRIEFLY,  (it's hard to do brief here, so hang in there!) share how I got 4 leads in less than an hour using this proven "networking system".

For those of you who don't know my story... 15 years ago, when I started my Arbonne business, I built my business STRCTLY on prospecting the cold market - I promise it is a skill that can be learned with practice!

#1 - I was in the ladies room at the mall and a female security guard came out of one of the stalls.  She was attractive and busily putting her heavy belt (with all of her security guard equipment) back on. I was INTENT on getting her name and number.  REMEMBER.. Intentionality is so important in prospecting!  I was getting ready to ask her if that belt was as heavy as it looked - but she beat me to the punch and told me she liked my "cute top". The conversation continued.  After asking her what she used on her skin.  I told her I would LOVE to give her a chance to compare what she is using to my wonderful Swiss formulated product.  I DIDN'T EVEN HAVE MY BUSINESS CARDS ON ME - IT WAS IN MY PURSE BACK AT THE TABLE AT THE RESTAURANT.  She was so excited to try Arbonne - she gave me her card and said. "Don't forget to call me!" SHE HAD NEVER HEARD OF ARBONNE.

#2 - Looking around for a new purse to take to the UK - The salesperson waiting on me was not very outgoing - she was intent on showing me purses and I was intent on getting a name and phone number.  The first thing out of my mouth after telling her what I was looking for was "What is your name?" it was a foreign name, so I said, that's a beautiful name, where are you from? She told me and I continued.  Does your name mean anything special in your country..? (I'm making her feel important now - asking her about herself) She proudly said - "yes, a strong tree".  Next question from me, "How long have you worked here? 11 years she said - "Wow" I said, you must love it…she shrugged, but again, not that warm.  She was intent on showing me purses - I was intent on getting a name and number... At the end of our encounter - I pulled out my card and said "I'd love to introduce you to the Swiss skin care product I represent.  Have you heard of Arbonne? "No" she said - I went on, "What do you currently use"? She said Lancôme. I said,  “would you be willing to try my product and give me your opinion and compare to what you are using?” and she said, “No... I like what I am using, but my daughter, who is 28, likes to try new things... I'll have her call you!!”  Remember my intention was to get a name and number.
 So I said, "Gosh, it's tough to reach me.. Why don't you give me her number and I'll give her a call" (Notice I didn't say Can I have her number… she could say "no" - I said, with a big smile.. "Why don't you give me her name and number”) and she did!!

#3 Benefit make-up counter - beautiful girl smiled as we walked by her counter - I walked back 

to her (since we had passed her counter) and I said - "you have a beautiful smile."  She said thanks... with a big smile and I went right into my "networking in Action business".  I said, “How long have you worked here.  She said one month  - I said wow - Then I smiled and said, "We're actually in the same business" I represent a Swiss skin care and cosmetic company - Have you heard of Arbonne - NO she said!  I'd love to get your opinion and see how you think Arbonne compares to Benefit - as a matter of fact (AS A MATTER OF FACT are great words to use when you are out and about networking)…” As a matter of fact, I'm not that skilled at make-up application - Would you be willing to teach a make-up class to my clients - of course you have to use my products”, (big smile) and she said 'I would love to". Got her name and number - SHE HADN'T HEARD OF ARBONNE!

#4 - In another department in the store - buying a tote in the luggage department for my trip to the UK - The lovely lady who waited on me was from Scotland.  Got her name and number. SHE HAD ALSO NOT HEARD OF ARBONNE!

Here's the Moral - "Your mouth is your office - your office is always open for business!" 

What is YOUR intention when you are out and about - to do errands OR to prospect?

Love,
Donna
 

Donna J. Weiser
Executive National Vice-President
Independent Consultant
Arbonne International

NETWORKING IN ACTION:

1. Intentionality:  Your intention is the outcome or result you want.  This is related to mindset- where is your focus/thoughts?  If you are not being intentional you can walk right past great leads and conversation starters and miss them completely.

2. Conversation starter:  Pay them a sincere compliment:  “You have a beautiful smile”.  OR another way- anything unique you notice that is open ended: “Is that belt as heavy as it looks?” EASY ONE for someone who is already responsive or if they are helping you at a store, etc.: “What is your name?”.  “How long have you worked here?”.  “Oh, you must love it.”  And see what they say!!!

3. Product Approach:  “You know, I work with a Swiss skin care and cosmetic company and I’m curious, what products do you use on your skin?”  Then, “I’d love to get your opinion and see how you think Arbonne compares to ___________.”  OR If someone has just given you great service, you can say, “You have been so helpful!  I have a gift for you!  I work with a Swiss skin care line and this is a free 3-day trial of the most amazing anti-aging line on the market- I’d love to treat you to this and follow-up to see what you think.  Why don’t you give me your name and number- I just know you’ll love it and it’ll be a little treat to pamper yourself since you’ve been so great with me today.”

4. Business Approach (this is from RVP Alisa Medders):  “You know, you have such a great personality- you would be so great at what I do! (smile).  Would you like to grab coffee sometime to hear a little more about it?”  They may say, “Well what is it?”…then you can say “I represent a Swiss skin care and aromatherapy company.  I introduce people to the products and teach others how to build their own successful business with the company.”  If they aren’t interested or have an objection (i.e. “Oh, I’m not good at sales”, etc.), just say “Well, my company does no advertising so I only work on referral, and I’m sure you know people that would be perfect for this even if you’re not interested, plus once you try these products you are going to love them!!!  What if we grabbed coffee and you could learn about it, and if it’s truly not for you, maybe you can refer me on to someone you know who has a great personality like you do and I’ll also treat you to a free 3-day trial of our best selling anti-aging skin care?”

5. Get their contact info!!  Be a “prepared prospector”- see our “purse packs for what you should be carrying with you.  Some give out samples and follow up, others like Donna above just get the number and call to set up a 1 on 1.

