3 ways to turbo-charge your sales now

[image: ]Here’s 3 ways you can turbo-charge your sales now!  3 easy steps to successful sales.  Anyone can do them.  Is it easy?  For some it may be and for some – not so easy and  may be a bit uncomfortable . . . at first.  

1. Meet and Greet
While you are out and about during the day – talk to people.  Introduce yourself.
Yes, it does sound a bit scary and uncomfortable at first, but once you do it, you’ll find that a “smile” and a “friendly attitude” are contagious!  
[image: ]Ok, are you ready?  Put on your Big Girl Shoes and try this: go into one of the Outlet stores and walk up to the girl at the counter who works there and say: “hi!  I’m ___ with Avon and I am checking to see if you are getting Avon service”.   When was the last time you saw an Avon book?
 “Here’s our latest Avon book with all the special sale prices.  Is there anyone else working here that may need a book too?”  
(It gets easier after a couple of times – really!)
So, what’s the upside?  A New Customer!  More Sales!  More Earnings!  

2. Be inquisitive 
When you call or visit your customers, ask questions to determine their needs.  You could say - we are in the business of solving customer’s needs.  Not quite sure what I mean by needs?  Think of it this way:  You buy a product for your skin for one of these reasons: your skin is dry, your skin is oily, you want smoother skin, you want more toned skin, or maybe you want to prevent wrinkles, etc.  Get it?  Find out what the customers’ needs are.

There are all kinds of reasons we buy products.  Sometimes we buy impulse items – but most often we buy because we have a “need” for the product.  When someone suggests a product to buy you automatically think “What’s in it for me?”  “Why should I buy it?”   “What will it do for me?”  “How will I benefit from it?”
· Do you have any concerns about your skin?
· What Avon products are you currently using? 
· Do you have any questions about products you’d like to try?
· Which products would you like free samples to try?
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3. Follow-up!
This step is crucial to your business.  So what is follow-up?  
If you did step 1 and didn’t get any contact information – you will not get a sale.  Customers generally do not call us – we call them.  It’s a courtesy call – a Customer service call = a follow-up call …to complete the sale.
If you do steps 1 & 2 above and then step 3 you are amazing.  Why?  Because you’ve completed the process of finding the customer, asking questions & listening and determining their needs, provided products to satisfy their needs and following up to complete the sale.

Have you heard the saying, “practice makes perfect”?  You might stumble on your own words the first couple of times you try it – so what!  The third time’s a charm!  You’ve heard that before haven’t you?  Ok now get ready . . .  slip on your Big Girl Shoes . . . get set . . .  go for it!  
I believe in you!  
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