Starting Your Business from Scratch
Barbara Haas (from a April 4, 2011: Jammies and Jewelry phone call)
Tonight is going to be a tough love call for those who really want this to work. It’s not for the faint of heart, but for those who
know in their hearts that God has something big for them and they are willing to work. Those who know me well, know that I’m
a pretty straight shooter. I am guessing you are on the call tonight because you either got started without many bookings or you
allowed your calendar to get low and now need to regroup. Or perhaps you would like to help your downline fill their calendars.
I want you to know I have been where you are and I can relate to many of the feelings you are experiencing. I have had great
retailing years and I have had years where I felt like I just made it through. I have been in Premier for 11 years. During that
time, I have had 4 actual babies and right now, they are 2, 5, 6 and 8. My husband travels extensively and can for weeks at a
time. So, I know what it’s like to get work done with kids at your feet, make phone calls at night, praying that your kids don’t
start a fight in the background…I juggle babysitters and have for most of my career.
And, I also know what it feels like to have a slim calendar. When I started in February 2001, I was fairly new to Philadelphia,
knew very few people and was socially reserved in all respects. I remember at Nancy’s Mystery Show that I attended, I was
terrified because she said we were going to go around the room and introduce ourselves. That made my heart pound…so
much that I can still remember where I was sitting and how I felt in that moment. There were 7 weeks between my training
show and my first show. I didn’t know what I was in for and didn’t completely understand the whole home show concept. I understood
it intellectually, but I had not been exposed to it personally. This worked to my benefit, because I was a bit fearless in
those days. I didn’t realize that some of the things I did to get shows were a bit unconventional.
I am really thankful for those early days, and for my periods over 11 years when I experienced slower times, because they have
taught me to grow and they have given me much needed experience to help others. I also know exactly what put me in those
slumps and I’ll share my opinion of that. I will tell you exactly how to turn your business around and I also have complete confidence
it will work.
Here’s the tough love part – there are 2 reasons our businesses aren’t where we want them to be – 1) Our priorities don’t
match our goals and 2) We are lazy. OHHHH….I know some of you are cringing right now…you can’t believe I said it. But, we
both know it’s the truth. Let’s look at both – our priorities don’t match our goals. If you are someone who refuses to miss any of
your children’s activities – games, practices, play dates, etc. or refuses to set personal and professional boundaries, so your
time is consumed on the phone with family and friends, then your goals should reflect that. You are probably going to be working
this business as a hobby with light financial rewards. I am not judging that choice. It’s not mine to judge. But if these family
and personal obligations will always take precedence over Premier, than you should alter your goals to reflect that, so you can
stop torturing yourself. However, if you have big goals in Premier and your family needs those big goals, then it’s time to reprioritize.
Make sure Premier makes it on the list. Not at the expense of everything in your life, but at least it needs a spot. If I
know I need to make 2 hours of phone calls at night and my husband is out of town, then I need to hire a babysitter. It needs to
take priority. It might mean that I don’t eat out this month or take the kids to the movies. Maybe I cut back on my cable for a
few months so I can free up money to pay the babysitter. Maybe, I reprioritize and swap kids with a friend. But, figure out your
priorities and make it happen.
Second, we are lazy. Ladies – the people who are successful are the ones who get up an hour earlier than they really want
to…sit in their car at lunch with the list of prospects to call…skip American Idol to get on the phone. It’s really not more complicated
than that. Successful people make sacrifices. They put in the hours and the work when other people don’t. It’s not because
they are lucky, or they get more YESes out of their calling. They simply make more calls.
OK – now I know some of you are thinking – I’m not sure I agree. I think fear plays a big part in this. Well, perhaps. But, I
would argue that overcoming fear still falls under these 2 categories. You haven’t prioritized overcoming the fear and what it will
take OR you are too lazy to do the hard work involved with getting over fear. Successful people pray and push through fear.
They aren’t void of fear.
Ladies – the bottom line is …you have to be sick and tired of being sick and tired. Are you there yet? Are you tired of your
electricity being turned off. Are you tired of hearing about families going on vacation and you struggle to pay your mortgage?
Are you tired of crying after you drop your kids at daycare? Are you tired of not being able to fix the things that are falling apart
in your home? Are you tired of waiting for your income tax return so you have a cushion in your checkbook? Are you tired of
putting in overtime without pay to line someone else’s bank account…OK…so, when you are sick and tired enough, you are
ready to fill your calendar. You are in control. You will make this work. Believe it to your core or you will not succeed!
Are you ready!? Before you start – the given is that you have your calendar everywhere, every day, every minute. Sleep with it
– it’s your friend, it’s your lifeline!
Update your image.
It all starts here and I want to set you up for success! If you have an updated, stylish look, you can skip step 1. If not, and you know
who you are, then go to the spa/salon in your area and have a heart to heart with the receptionist. Your mother won’t tell you the
truth, your best girlfriend probably won’t and maybe your Premier mom will, but maybe not. SOOO…go to someone who knows the
business. Ask her about your look…makeup, hair, clothing…all of it. Tell them you need a stylish haircut that won’t cost a fortune to
keep up. That can come later. If you have someone who will help you get a fabulous outfit, great! If not, pick up high quality black
slacks and a trendy, white button down blouse and a fabulous trendy purse WITH COLOR! Make it pop! Period. That’s what you
need. I recommend this because you can’t make a mistake AND you can pick this outfit up in every size AND because you can
make it say spring with the right accessories and shoes!
Call all past hostesses and offer a big special to book April.
a) Hostesses that you haven’t spoken to in a while, “Hi Holly, this is Barbara Haas, your Premier Jewelry Lady. I know it’s been a
while! I’ll tell you why I’m calling. I had to take some time away from Premier to focus on some family things, but now I am ready to
roll and I’m doing a HUGE KICKOFF of my business again! I thought of you and would love to give you some bonus free jewelry for
getting some friends together in April! What do you think?”
b) Recent hostesses: “ Hi Holly – it’s Barbara Haas, your Premier jewelry lady. I’ll tell you why I’m calling. I am just kicking off a
new program and I’m really excited about it. It’s a hostess referral program. If you are able to refer me to someone who would
LOVE to earn free jewelry for having a show, I will reward you with $50 in free jewelry that can be redeemed at her show! Isn’t that
fun? I’m sure you’ve been getting tons of compliments…”
c) Hostesses that would have gotten your flyer. Call within 2 days of their receipt. “Hi, Holly! It’s Barbara, Your Premier Jewelry
Lady. I was calling to see if you got my flyer?....”
Make 30 minutes of customer service calls per night for 2 weeks. 
That’s a minimum of 100 customer service call. Not asking 
for anything. Just service. Period. Put a checklist up and document their names. If you don’t get them in person, leave a message.
Go to 25 salons in the next 2 weeks.
Yes – 25! Stop whining in your head that you can’t do it. Oh, I promise, most of you will find 25 just driving around. The rest of you
may have to google surrounding cities. If you have to travel an hour, then you just do. You MUST be wearing your cute outfit and
your hair needs to look dynamite. Your makeup should be impeccable and you want to go in with something fun and cute – like the
mini-purses that Colleen Klock shared on her call. If you can’t afford that, then go in with our silver jewelry boxes wrapped with gorgeous
tulle in a basket. Ask to set up TOMORROW or the next day or SATURDAY! Thursday evenings are usually the late night at
salons. Go after work.
Call or email 50 schools in the surrounding area and ask about school fairs and fundraisers. 
Preschools, elementary, middle 
and high school. Not sure how to do it. In 90 seconds of googling Pennsylvania schools, and then going to a website that allowed
me to enter zip codes, I had 54 schools at my fingertips. In another 90 seconds, and I’m not exaggerating, I had the emails of all
teachers for one of those schools right in front of me on the computer. AND, the PTA board.
Role play show checkout and EVERY OBJECTION WITH YOUR MOM for 1 full hour. 
This is essential to the future of your business. 
Memorize objections and the responses. If your mom is not a master booker yet, then go to your grandma or your great
grandma. Go to whomever you need to – find the most confident booker in your upline who will tell it to you straight. Do not take
her feedback and training personally. Get on her calendar and GO TO HER! If you don’t live near, then do it on the phone. It is not
your mom’s responsibility to fill your calendar. You go to her! And I would recommend that you come with another jeweler and do it
together. You will take turns playing the jeweler.
Google events in your area and surrounding areas. Contact a minimum of 20 events for your area.
Restarting your business will take some weekends from your family. It’s just a must. Sometimes they will be worth it and sometimes
they won’t. Set your expectations; Recouping your cost and getting one SOLID booking was worth your time.
www.eventlister.com
www.festivals.com
Google (using your own state and county) PA Fairs; PA festivals; PA vendor events; PA bridal events; PA craft shows; PA
chambers of commerce; PA expos
#10. Sit in a variety of public places tagging your jewelry for a total of 5 hours over the next 2 weeks
. It may be at Starbucks, 
it may be at Friendly, Perkins, any diner…your kids’ games, practice, anywhere.
#11. Give out 70 “fashion or accessory” related compliments in the next 2 weeks to strangers and acquaintances. 
That’s 5 
compliments a day – I like your handbag, etc.
 
 


