Back to Basics Training

Day Nine

Day Nine:  Following up

Yes, now that we have gone out and warm chattered today, how are we supposed to follow up?  I will tell you ladies, that I need this training just as much as you do, if not more!  I am going to have to eat my words and make sure that I follow my own advice!

Following up is perhaps the most important part of running a successful business, yet most of us find this to be the hardest and most hideous part.  No matter how much we work on perfecting our presentation or our scripts, they don’t mean anything unless we start from the beginning by following up on new leads and referrals.  So how do we get in the habit of always following up on our leads?

Well, I have figured out some easy to remember ways to keep me organized enough to know when to follow up:

1. On the back of the information card, write the date and place where you met this person….was it a referral, a warm chat lead?  When the person isn’t there write this information down on the back to help guide to what you need to say when you call.

2. Write the date and time that you wish to call this person…example you met someone yesterday you should call her tomorrow!  

3. I then IMMEDIATELY put the person’s information into my computer (I use Boulevard, but you can put this information in a notebook or where ever you keep track of prospects.)

4. On your date book write the person’s name and phone number down in the day slot that you want to call her. I have found that this is working for me because it is like I set an appointment with her to talk to her at that time.

5. When you are ready to call her, make sure that you have a definite plan:  do you want to give her a facial, skin care class?  Take to your success meeting?

Okay, so that’s how I follow up on new leads….so how do you follow up on existing customers?  This is where the hard part is….you MUST follow up with a new customer within 2 weeks of them RECEIVING their products.  Now, why do I say that?  Because not all consultants have inventory and if you are having to deliver the product at a later time….you don’t want to schedule a follow up facial to see if the products are working if she doesn’t have them yet right?  Plus, if you are going to have to deliver the products to her at a later time, you know that you will see her within the two after the skin care class or facial.  So, that’s why you must follow up AFTER they have had the actual product for at least 2 weeks and NO MORE than 3 weeks.  You are going to follow up with her the same way as a warm facial.  However, I like to schedule the follow up facial once the product is in her hand.  For example, I sold some foundation to a lady on Saturday.  So, I scheduled an appointment with her on Dec. 21st to make sure everything is working okay.

Okay, so do you think that you can start getting in the habit of following up with EVERY person you come in contact with about Mary Kay?  Remember, it takes a minimum of 21 consecutive days to make something a habit….so mark your calendar today and start getting yourself in the habit of following up….if you miss one day of following up… you MUST start all over again at day one!

Love and Beelief,

Tracy

