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1. Furnish your team member a Look Book and loan her your Consultant Guide and DVD until her case arrives.  Help her get a contact list started.
2. Arrange for her to observe a class in the field.  It is up to you to find and set up these up for your new team member!!  She should be able to see one of yours.

3. Encourage her to bring five models to the Success Meeting.  Tell her how to invite them and offer to help her set up the trays at the class.  This gets her bookings and sales right away and encourages her the best start.

4. Tell her how to get her first 5-8 classes booked (her Perfect Start) & follow up with her within 24-48 hours!

5. Be sure she attends New Consultant Orientation (offer to pick her up)-or be on the training call with her & your Director (shows your support in her).
6. Review the New Consultant Ready/Set/Sell & Start Now brochures & free product bonuses with her.  Share what you did and encourage her to have product on hand for her first shows and facials.
7. Invite your team member over to your house or out on a class so she can learn how to pack and organize inventory and samples.
8. Write her first 5-8 hostesses to thank them and confirm her classes.

9. Help your team member set up goals – short or long range – Perfect Start or Power Start. Have her schedule her Perfect/Power Start in her datebook.
10. Encourage her to WIN all the New Consultant prizes your Director is promoting.

11. Have your team member call you after each of her first weeks classes.  Answer all questions that have risen at each class and encourage her.  Ask how many bookings, basics and who was sharp there.

12. Arrange for new team member to attend Success Meetings.  Have her block off dates/time in her date book.  Remind her that there is NO NEGATIVITY at Success Meetings & PROFESSIONAL dress at all events.

13. Show new team member how to fill out the Weekly Accomplishment Sheets and stress the importance of sending a copy to your Director each week. 
14. Explain how to reinvest her money for the first 4-5 orders, to get her on a sound business basis with plenty of products to have on hand using her Business Tracking Sheet.
15. Remember a consultant is only as good as her support and encouragement.  Everytime we recruit somebody we “resell” ourselves!  Furthermore, in training a new team member we become stronger.  You cannot ask a new team member to do anything you are not doing yourself or willing to do; therefore, you become a much stronger consultant.

Hostess Letter (see #8 above)

Dear, _____________

Thank you for helping__________ to get off to a good start in her MK business by hostessing one of her first beauty shows on _____(date & time).  As her team recruiter, I can assure you that her first several shows are of the utmost importance to her training.  Thank you for supporting _______.
What fun to have some girlfriend pampering time with the latest & hottest seasonal skincare & color products! 
Sincerely,
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