Individual Class Close

How to work FULL CIRCLE
· Get down below eye level (makes her feel in control)

· Smile, nod

· Touch lightly (on clothing)

· Look in right eye

· Lower your voice; slow your pace

8 – Point Close  (MEMORIZE)

1. “Did you have a good time?”

2. “How does your skin feel?”  (or)  “Doesn’t your skin feel great?”

3. “Are there any questions I didn’t answer?”

4. “Of all the sets, which would be best for you?  The Complete Roll-Up, or Ultimate Miracle Set plus color, or the Basic Set?” Stay silent until she answers!  Then, “What else would you like?”
5. “How do you want to handle this – cash, check, or credit card?”

6. “I need to see you for your follow up appointment. When would be best for you, first of the week or last? Would you rather share with a small group or a large group & win products?” If single appt, invite to meeting.
7. “At every appointment I always choose the ones I’d like to have as a future hostess. Tell me, when we get together for your follow up appointment, is there any reason why you couldn’t share your appointment with a couple of others and earn free products? You’d be a great hostess!”

8. It’s my priority to share with 100% of my guests the benefits of a Mary Kay business. You could do this. (Give sincere compliment) Could you use an extra $500 - $1000 CASH this month, part time/flexible hours?
I’m kind of busy…do you have 10 min. after this class, or is tomorrow after 12 noon better for you?…Either way is fine with me. Be quiet and look down. Or, invite her to event or meet with her within 2 days.
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