10 STEP CLOSING

Memorize this closing to have higher sales and to build your confidence in holding appointments.  Use for facials, and any kind of party. 

1. Put together a roll up, and use during appointment to demo product.  Put the products that are shown in current beauty insert – Ultimate Miracle Set, Custom Compact, Finishing Set, Eye Set, Satin Set

2. To close, say – Now, I’d love to tell you how you can get some things for FREE! Romance the roll up bag – show how it rolls up, pockets are removable, and give examples of how great it is to have.   Example, you can hang on your door, great for travel, grab a pocket and take to gym.  Hand out the insert from the Beauty Book and have them give write next to Ultimate Miracle Set that it counts as 3 sets and next to Miracle Set & Looking younger set put that it counts as 2 sets – rest count as 1 set.  (if your insert has sets that are 75 – 100 range – count those as 2 sets)

3. Show the filled roll up and say this is my “I deserve it all set Pink Cadillac collection” Go over all the products.   This collection starts at 405  and today you can take it home for only 350  plus the  the $40 roll up bag is a GIFT FROM ME.  Say 350 – not three hundred and fifty.  It’s important to start with a higher priced set – the other sets will seem more reasonable.  The company continues to update our beauty insert, so adjust prices as they do.
If that was more than you were thinking . . .

4. You can create your own roll up bag – which is my most popular set.  You can pick any 4 sets.   You can also create some sets that are not shown on insert for spa classes – keep in $50 range.  Your customer will pay the total of what the four pockets add up to.  My gift to you is the $40 roll up bag.
The next set is our . . .

5. Miracle Set ( hold up a miracle set in the Bag) Starting at  $104 –   My gift to you would be either a lip stick or lip gloss

And finally . . .

6. We have our Basic Set starting at  54 – show it.  My gift to you would be beautiful skin for the rest of your life

7. Have them circle all the sets you’d love to go home with – and say, if money was NOT an object.  Pretend you just won the lotto.  Circle all the sets you’d love to have.  Have them share with the group what they fell in love with.  Then say, so what you are telling me is that you did fall in love with the products?  Now have the hostess bring out the treats and have the private consultations.

8. Individual Consultations – Ask:  Did you have fun?,  How does your skin feel?, Look at insert to see what they circled – I see that you circled ________ I do realize money is an object, so which of the collections would you like to get started with today? 
9. Book girlfriend session – Ask – Which of the sets  that you are not taking home today is your favorite?   Great, when you have your “Girl Friend Session” I’ll wrap this set up for you & it will be part of your hostess gift.  Open your date book & ask which would be best for you the week of ---- or -------?  ( have your datebook highlighted as to when you can work)    Set the date, give coaching packet.

10. Follow up in a day or two to see how the product is working for her and to get the names of the women she will be sharing her Girlfriend session with so you can pre-profile.

