Mother’s Day Selling Ideas

Mother's Day is right around the corner and your customers are counting on YOU to remind them.   

Just think how stress free they will be when you help them take care of their Mother's Day gift needs!    

Now, I've been thinking about the selling opportunity that Mother's Day brings.  Even with this tough economy, people will still be buying gifts for mom.  Why not help them get the perfect gift that will make her smile!
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Here are 3 ways you can promote Mother's Day and make lots of money (as well as helping your customers!
1.  Start promoting & selling Mother's Day gifts to your customers now

You could include a note in your books:  

“Avon has gifts for every occasion!  Easter, Mother’s Day, Father’s Day, Graduation Day, Weddings and more at a price you’ll love and the quality you trust.  I can put together a personalized gift bundle or gift basket, gift wrapped and ready to give to each person on your gift list”.  Call me with your list and I will start putting together ideas for you to choose from.

2.  Start contacting businesses
A great campaign starts with creativity.  Sit down make a list of all the businesses you could visit to offer product gift packages (above) for gift giving.  There are so many places that are receptive to having their gift giving done for them.

  Have you thought about Men?  Most men lack creativity when it comes to giving gifts and think of the sales opportunities if you were to stop by a tire shop, auto repair shop, parts stores, etc offering beautiful Avon bundle gifts – already put together for them and all they have to do is …pay for it!  You take all the hassle out of gift giving!

Sounds great doesn’t it?  Once you give it a try, you will see how easy it is.

3. Offer Gift Certificates

This is a service that can really put you in forefront of other representatives.  By offering gift certificates to your customers it creates a solution to their gift buying needs for those customers they don’t know what to buy.  There is always the person who has everything or is just hard to buy for!  A gift certificate is just the solution!

Note:

Blank Gift Certificates can b e purchased at Staples or any office supply store.  Fill them out with your contact information dollar amount of purchase and expiration date.  Slip it into a nice envelope and it’s ready to give. Customers can purchase them from to give as gifts and the person receiving the gift certificate can redeem them in products from you.  Example:  my customer could purchase a gift certificate from me for $25.  I fill it out and give it to her keeping a copy for my files.  She then gives it to her daughter/mother/aunt etc and they in turn shop with me and buy $25 in products.  Anything over that amount they pay for.

Action Plan:

· Purchase an extra 20-30 C9 & C10 books for Mother’s Day selling. [image: image4.jpg]
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 To order C9 books – while in your C8 order form / change the drop down box to C7 & put in the product # - 

Order your C10 books as you normally do.

· Make or purchase stickers to put on all your books for suggestive gift giving ideas

· Make a list of businesses to contact

· Start contacting businesses, especially those where men work using the idea above or your version of the idea

· Offer Gift Certificates

Touch your business daily. Touch your business in SOME way - every day. To generate income & develop & create customer loyalty, you must make contact with your business on a daily basis. Your store is essentially "closed" any day you're not working. 

Working means doing any of the following:

· Preparing, delivering your brochures to current customers & potential new customers.  Order at least 50 books, preferably 100 each campaign.  Yes!  Each campaign.  Carry at least 3 brochures in your purse - each day of the week- so when you meet new potential customers you can give them the key to your store!  Remember to put a “sticky note” on each book you hand out, to jot down their name & phone # -- so you can follow-up!  Otherwise it is a wasted book – you may as well toss it out the window of the car as you’re driving.  Drive through the local fast food drive-thru’s and give the girl at the payment window a book!  Leave a few books at the doctor’s office, at the coffee shop, at the cleaners, at the Laundromat, at the bank …the purpose is to     G-r-o-w your business!
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Sharing & demonstrating samples (samples sell products) actually opening the sample and sharing it either on the back of their hand for skincare & bath & body or letting them rub the fragrance sample on the inside of their wrist - will give you a much bigger return in sales than if you just leave a sample in their bag.  True!

· Making customer order calls & creating orders – use the customer call script, word for word or as a guide to get an order on the phone.  You can’t call a customer and say, “do you want to order something from the Avon book?”  That won’t create an order!

· Making customer care & follow-up calls.  After you deliver an order or demonstrate & leave a sample & a book with your customer – call them back within 2 days and ask how they like the products they ordered, have any questions & if they would like to order the product they sampled.  Remember, the sale doesn’t end with the product delivery.
You don't have to work all day, everyday,

but you should make a point of doing

SOMETHING connected to your business every day
that propels you forward and creates income!
YOU…Create YOUR Success!

YOU…Control YOUR Earnings!
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