Building your business by sharing Demo Sets

· Demo guests unable to attend a presentation

· Fills in the gaps

· Flexible – helps you and the prospect.  

· Builds great rapport with one-on-one contact
What goes in your demo set?  

Full size products, except for night crème--scoop a small amount into a little jar just for that person.  Product usage instructions.  Maybe a few before and after pictures.  You can tear out and laminate the ones from the small RE9 Advance brochure, but don’t insert the whole brochure—it’s too much. Client profile sheet that you ask them to fill out (see tips below).

HOW TO ASK:

Hi Jessica, this is Erin Smith calling. How are you?  I’m calling with a business question, have you got a minute?  Great, thanks.  I have recently started my own business with a company called Arbonne International.  I am working Arbonne alongside of my real estate career because I see this as an opportunity to leverage my time and create some incredible choices for my family.  The products are amazing.  I really value your opinion and I would love to share some of the products with you to try.  I’d love to drop off a full size tester set of Arbonne’s anti-aging skin care products for you to just try them and enjoy them in your own home for a few days.   No obligation.  And if you do love them like I do, I’ll show you how to get them at a great discount.  Will you give it a try and let me know what you think?
Caution--PITFALL!!!!   Always SCHEDULE the next contact.  

Scheduling the sit down appointment DURING the direct contact is KEY!!!!  When you are on the phone scheduling the drop off say:
Great Jessica!  I’ll drop off your RE9 demo set this evening.  These are tester products, but for the next 3 days they are yours to enjoy!  Make them yours.  Put them in your shower, on your dresser, wherever you would use them and just enjoy them!  Now, while we are on the phone together, can we take a look at our calendars and schedule a time to get together in 3 days for me to get the tester products back from you?  We’ll need 20-30 minutes together.  You will probably have some questions for me and I’ll have some information to share with you about Arbonne and the products you are using.  And if you love the products like I do, I’ll show you how to get them at a great discount.  How does Thursday afternoon or evening look for you?  ETC…  
This let’s your prospect know what to expect and prepares them to hear a little information about Arbonne and the products that they just tried when you sit down together. 

* If she says, “I don’t have my calendar in front of me” or “can I get back to you” still try to move it along.  

Okay Jessica.  Well when you get your calendar take a look at Thursday and see if that would work for you.  Can I call you later tonight/in the morning when you are in your office and we can get it down on our schedules.  If you are like me, I know your calendar fills up quick and the days go by in a flash, so it would be great to get this set.

Once you have the demo set drop off arranged, add a last request – 

“I am so excited for you to try these products Jessica.  Now will you promise me that you will be sure to use them and not use your other skin care for those three days so you can really experience the Arbonne products?  Wonderful!  I will see you on Thursday at 5!”

*Extra little tip – When you drop the products off to the person—if it’s “in person”—you can hand them a client profile sheet and ask them to fill it out and have it for your sit down appointment.

“Jessica could you please take just a minute to fill out this sheet for me and bring it to our appointment on Thursday?  This will just help me know more about you and what you care about when it comes to skin care.  And as a thank you when you bring this to me I will have a free thank you gift for you. No strings attached!”
THE SIT DOWN APPOINTMENT:

#1 Have a great attitude and expect them to LOVE it –  after greetings, “So Jessica, I’m excited to hear how it went, what did you like best about it?”  

Listen and then share the Arbonne presentation using the presentation format/class cards  but no favorites, games etc. and use the catalogue to walk you through.  

Key components:

· Share you “Eye” story

· Arbonne difference

·  Little about the products they sampled

· Show before and after pictures

· Little about the business, including income average and Mercedes – Probably just share the RVP average and say “that’s where I am headed.”

·  3 ways to win in the back of the catalogue

· VERY IMPORTANT – ask them where they are.  “So now that you have tried the products and experienced how great they are, and I’ve shared a little bit about the Arbonne company and business, tell me where you are on a scale of 1-10, with one being I am just interested in products, 5 being I am definitely interested in the products and I’m curious about this business and want to know more, and 10 being I really want to know more about how I can make a great income with Arbonne.”   

· If they are a 1 - “Great!  Let me help you with some product choices;”   2 - “Great!  Let me help you with some product choices and give you some information that you can take with you and look over about the business.”  Then follow up.  3 – “Great! Let me help you with some product choices and give you some information about the business…”  Follow prospecting process.

· Close with choices in the 4-Square Close or other closing sheet.  Sharing that these are the best values.

· Ask “What do you think?” and help close them with the right fit for them!

Follow up when they have their products, build a great client relationship and you will create a happy, loyal client who will host parties for you, be excited to help you and share her Arbonne find with her friends and maybe be your next business partner!!!

Demo sets/sample packs are great for strangers, bump-into’s also! 

· Talk to people.  Ask them questions.  When interacting with someone who you are impressed with, thank them and offer the skin care set.

· “I have really enjoyed talking with you.  I am a Manager with/I have my own business with a Swiss skin care company and I would love to share a sample of our products with you.  Our anti-aging skin care system is incredible!  Can I give you a free sample to try?”  OF COURSE!
· “Thank you so much for helping me with this!  You are clearly a problem solver type of person and that it is the kind of person I look for in my business.  Don’t know if you have ever considered creating a second income stream for yourself but I would love to share some of company’s products with you and some information and let you take a look.  We have incredible anti-aging skin care products.  Can I give you a free sample to try?”

· ALWAYS, ALWAYS, ALWAYS get a phone number for follow up!!!!  Ask best time to call.  SCHUDULE the next contact.
“Great.  Here’s the sample pack (or let me get your address and put a sample pack in the mail to you).   Would it be okay for me to give you a call and follow up and see how you liked it?”

