“I love your necklace”
Thank you, it’s Premier Designs. Have you heard of it?
“yes”
Did you have a show or go to one?
“I had one”
That is awesome (great, whatever). Did you get a lot of free jewelry?
“yah, I did”
How long ago did you have a show?
“ oh, it’s been a couple years”
Really? Well, our jewelry has changed quite a bit. We have a lot of new pieces. Do you have a jeweler you are working with?
“YES”
--- Great, you really should call her and do another show.
“NO”
“Well, I would love to get you a current catalog if you want to give me your name, address and phone #.

*** AFTER YOU GET HER INFO… you can tell her that if you have one in your car, you will bring it in to her, OR you can say, “ let me check my bag and see if I have one I can give you right now.” “YEA! I do have one. Here you go. I will call you in a day or two to see what you think of our new jewelry.”

YOU NEED TO FOLLOW UP WITHIN 24 HOURS (48 AT THE MOST!!!)

Hi Suzie. This is Chrystal with Premier Designs jewelry. I met you the other day at Meijer. 
(yes- sometimes offish)
Well, I am calling, Suzie, because I wanted to see what you thought of our newest catalog. 
(I haven’t had time to look or it’s nice, etc)
I know you mentioned that you had a show a couple years ago. I would LOVE to help you get more FREE jewelry if you can get some friends together. (tell her of any specials). Do you remember Premier’s hostess plan? You can tell her the avg. hostess gets $200 in Free jewelry!

(maybe I could do that)
Suzie, tell me what day of the week would typically work best for you.
(Thursdays)
My next available Thurs. is___________. Would that work for you?
(no, too soon)
That’s ok. How about _______________ (make it a couple weeks or a month after the date you gave first).
OR YOU COULD SAY, “What month are you thinking?” Then tell her the first Thurs in that month that you have available.

WALK HER INTO THE DATE! If she won’t sched. Ask if you can call back in a month or two to see if it’s a better time. If she says yes, tell her what month you will call back-and be sure to do so.




RETURN CALL:
When you call back in a month or 2, say, “ Hi Suzie, this is CN w/PDJ. I am calling because when we talked in (month you talked prev), it wasn’t a good time for to do a jewelry show, so I said I would call you in (month it is now) to see if it’s a better time. Premier has a special right now that I would love to get you in on (name special or it can be your own special- or you can just tell her why NOW is a great time for a show).


ANOTHER EXAMPLE FROM COMPLIMENT
“I love your necklace”
Thank you, it’s Premier Designs, have you hear of it?
“no”
Well, I teach ladies how to update their current wardrobe with Premier’s high fashion jewelry and for getting a few friends together, I give this and much more away for FREE! Would you like to see a catalog?
“sure”
Great, write your name, address and phone # down and I’ll make sure to get one to you.

(Be sure to thank them for the compliment. You can also give or send a coupon as a TY.
There are examples of letters you can send or give with the catalogs that talk about the hostess plan, etc. It’s nice to put these inside the catalogs so if you pass one out, it has the info. Then when you follow up, you can ask them if they saw how generous Premeir’s hostess plan is and if they’ve given any thought to have a show.)

ANOTHER EXAMPLE:
“I love your necklace”
oh my gosh! If you love this necklace, then you will LOVE what I do!” I give this away FREE!
“you do?”
Yes, just for inviting me and a few friends over, I can give you This , plus a whole lot more for FREE! Would you like to see a catalog?

“sure”
OK, give me your name, address and phone # and I’ll make sure to get you one.
“ok”
(after you get her info, you can say… thank you. If I don’t have one in my purse or car, I’ll send it in the mail to you.- then you can hand her one if you have one with you.








