Hi Team!

YOU Asked For It – Here it is!

Week 5 Monday Training

Group Selling
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Happy Monday!  What are YOU going to Do TODAY to grow your business & create income?  

(You may want to print this out & keep it on your desk or in your binder)  

Our Weekly Monday trainings have focused on the following:

· Touching Your Business Every Day

· Creating a Schedule & Sticking to it!

· Creating Repeat Customer Sales

· “No Doesn’t Mean Never”

Week 5 we are focusing on Group Selling  

So let’s get started! 

I’m sure that at one time or another you have been in a group selling situation.  Maybe you attended a Tupperware, Pampered Chef or Purse party.  You were with a group of women in a relaxed situation, chatting, sipping drinks and chatting.  Generally having a good time.   One person would get excited about a particular product and others joined in and added their comments too.  Maybe someone pointed out or mentioned something about the product you hadn’t even noticed and that sparked your interested too.  It’s amazing how excitement creates more excitement!  That’s the value of group selling.

Think about an Avon product you really like and enjoy.  When you share your product story with others it creates  curiosity and excitement.  That’s how easy group selling is!  

Think about inviting over a handful of friends and share brochures and samples with them.  Share the products you’ve already purchased and tell them about them.  Let them see them and share the benefit of the product and it will create curiosity and excitement which will lead to a sale.  Your customer wants to know how the product will  “benefit” them.  If it has no clear “benefit” for them, chances are likely they will not buy it.

Once you try group selling you will see for yourself, just how easy group selling is!  Try it first with family and friends and then ask a customer if they would like to host a simple gathering with their friends and you can bring the samples, books and a few products.

Keep in mind the 5 Easy steps to selling success
Although the strength and reputation of Avon’s brands make them easy to sell, you need a strong, confident sales presence for maximum selling success.  It’s easy.  Here’s how:

1. Approach your Customer/start a conversation – start your approach with a compliment
2. Determine your Customer’s needs – ask open-ended questions and listen to what your customer is telling you

3. Present & sell the benefits – Use the brochure.  You want to solve your customer’s problems: She’s looking to you for answers and recommendations.

4. Answer questions and overcome objections – Use the FELT-FOUND technique to reassure the customer.  “My sister Cathy felt the same way when I first talked to her about makeup.  After trying the products, she found that makeup can look fresh and natural.”

5. Close the sale – Different ways to close the sale:

· Assume that your customer will buy the product: “you are going to love this new flexible mascara!”

· Highlight the urgency of a limited-time offer:  “This is the last week of our buy one, get one free offer.  I know you don’t want to miss out on the savings.”

· Give your customer choices as to which products to buy:  “You can choose any of these great shades – coral, satin pink or cappuccino.”

After closing the sale, continue to build your business by asking for referrals:

“Do you know someone who would like to see an Avon brochure or learn about the Avon Earning Opportunity?”

You’re your Success!

Merilyn :)

Please answer, copy & return this to me:

1. What is one thing you are going to do today after reading this training?  

2. What was your “aha” moment from the training?

3. What are your goals this week?

4. What would you like me to include in future training articles
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