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Kristina: These next questions are on referrals and prospecting: 
 

 What do you do when the company sends you referrals and the 
referrals don’t respond back?   

 
 How long do you follow up with them? 

 
Karen: The reason I chose to answer this question is because almost all companies 

now, due to the Internet, are getting leads from all over the country and the 
world, forwarding them to their sales force and leadership; they’re giving 
these leads to these people. 

 
 What I want you to understand is that you have to be realistic when you’re 

getting these leads.  If you get a lead from a company chances are, 
nowadays that these people have requested information from more than one 
company. 

 
 People are becoming very business savvy when they’re searching the 

Internet.  They’re looking for companies that have products they like; they’re 
going to check out marketing programs, they’re going to check out 
everything. 

 
 I recently spoke to somebody that had 15 packets from different companies 

in her hands and she was trying to make a decision which company to join, 
so you definitely want to call back.  You want to give an upbeat message. 

 
 You want to say something like hey, this is Karen with XYZ Company and I’m 

so excited that you’re looking into more information about our company.  Our 
company has already sent you the information, I’m the contact in your areas 
and I would very much love to meet with you to show you the advantages 
that we have with our company and our product.   

 
Please call me back at this number.  Make sure you leave a message.  I 
would call her two, three, four times.  I’m going to tell you, quite honestly, I 
wouldn’t be wasting my time calling these people 10, 11, 12 times and calling 
for 30 and 50 days afterwards, they’re either interested or not.   I feel it is 
common courtesy that if I leave somebody a message they call me back.   
 
I look at it like, if I’ve left them three, four or five messages and nobody’s 
returned my call, I’m not sure that I even want that person as a member of 
my team, because we’ll be chasing her every step of the way and that’s my 
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personal opinion, but I’d follow up with them right away.  As soon as you get 
the lead don’t wait, follow up, but don’t beat yourself-up if you don’t get calls 
back from them. 

 
Kristina: Next question. 
 

 What do I do when I get answering machine after answering machine 
when I’m making my calls? 

 
Karen: This kind of goes into the same thing; however, this one was talking more 

about prospects, people that she’s talked to, so when you’re making your 
calls, it depends on what you’re calling them for.   

 
First of all, I would like to make sure that when you’re making your calls you 
get prepared mentally and physically.   

 
 To prepare mentally, I have a mirror on hand; actually, in my living room I 

have a huge wall of mirrors.  I get in front of that mirror with my portable 
phone or a phone you can walk around and talk on.   

 
You stand in front of your mirror, smile, get yourself in a good frame of mind 
and you pick up the phone and start making your calls.  The reason I tell you 
to stand is so that you’re creating energy, enthusiasm and excitement when 
making those phone calls.   

 
 If you get an answering machine, I expect you would leave an upbeat call.  

Hey, this is Karen I’m calling to thank you for attending the party last night 
and I wanted to thank you so much for purchasing the item you have.  Just 
wanted to share with you a little information of how easy it is to become a 
hostess and how much free and discounted product you can get. 

 
 You’re leaving something short, Please give me a call back at this number, if 

you’d like me to share a little bit of information about the specials I have 
going on right now. 

 
 Whenever you leave a message, what I would do is definitely leave the 

message, make it short, sweet.  Again, I’m a person that is not going to 
waste a whole lot of time chasing everybody around.  The reason being, I 
think the more time we spend chasing other people around the less time we 
have focusing on new people.   
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 We have tunnel vision and do not open our eyes and expand our horizon to 
look for other people out there, because we keep chasing the same leads 
over and over again.  Make three, four or five calls, max, if they don’t call you 
back drop them off your list.  

 
What I love doing is putting a big (X) over them; (X) them off your list and in 
your last message leave a message that says I’ve called you several times 
and haven’t heard back from you.  I’m assuming that you’re not interested in 
the fantastic product or opportunity we have to offer, so I’m not going to call 
you again.   
 
If anything changes and you become interested, please contact me at this 
phone number.   

 
 I hope that helps. 
 
Kristina: Here we go with the next questions. 
 

 How do start warm chatter?   
 
 How do I get their name, phone number and how soon do I call 

someone after we’ve met? 
 
Karen: When this lead came to me, when she was talking about warm chatter, she’s 

talking about someone she met in a supermarket, in line or when you’re 
talking to people this is just people you’re meeting in an everyday situation. 

 
 What I thought I’d do is a little bit of role playing with Kristina to show you 

how I would start warm chatter.  It’s really funny that you said this, because 
my children, as they were growing up, used to say mom, we can never sit at 
a restaurant without you talking to the people next to us. 

 
 There are a lot of different ways you can start warm chatter.  One thing I 

would like to say is that if you’re at a restaurant, make sure you have your 
catalogs with you, especially if you’re out with friends.  Have your catalog 
with you and strategically place it on the table, so the hostess or waitress 
would see it and then you can start a little conversation.   

 
 We’re going to pretend that I’m standing behind Kristina in a supermarket, 

Costco's or Sam’s Club.  We’re in this big long line and I’m going to start a 
conversation with her.  We’re standing in line, Hi, how are you? 



 
 

             ASK THE EXPERT  

4 

 
Kristina: Good, thanks how are you doing today? 
 
Karen: Good.  Are you from this area? 
 
Kristina: Yes, I live around here. 
 
Karen: Do you?  How long have you been here? 
 
Kristina: My entire life. 
 
Karen: Your entire life, so you’re pretty much born and raised here, right? 
 
Kristina: Pretty much. 
 
Karen: It’s funny, because we’re shopping during the day and I don’t usually see a 

lot of working people during the day, do you work outside the home? 
 
Kristina: Yes, I just have a flexible job. 
 
Karen: You have a flexible job?  I’m new in this area and I’m looking to expand my 

business.  What I’m looking for is people that like to get free and discounted 
products.  I work with XYZ Company, we have some fantastic products and 
I’m looking to expand a little bit in this area.   

 
Who do you know that likes to get free and discounted products that might be 
interested in finding out a little bit more? 

 
Kristina: Depending on what it is, I may be interested myself. 
 
Karen: You know what, do you have a card? 
 
Kristina: No I don’t, but I could give you my number. 
 
Karen: Okay.  Write down your name and number and then what I’ll do is give you a 

call and we’ll set a little time and I can come by and show you the fantastic 
products that we have. 

 
Kristina: Sounds great. 
 
Karen: Okay. 
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 Now I learned a few things from a new CD program I was listening to by 

Randy Gage.  One thing we have a hard time doing is when we start warm 
chatter with people, is getting their name and phone number without coming 
out and say do you have your name and phone number? 

 
 I loved it when he said he had four magic words for getting people’s names 

and phone numbers.  He would ask them, do you have a card?  Do you have 
a card?  You’re just going to ask them it just comes out of your mouth do you 
have a card? 

 
 Sometimes people are working a lot of different things, so some might have a 

card or they might do something like Kristina and say no, but here let me 
write down my name and number.   

 
 You’ll also know that I did not put her on the spot by asking her if she was 

interested.  I’d say I’m expanding in this area.  I’m looking for people that 
might be interested in getting some free and discounted products.  Who do 
you know that might be interested?  I disarmed her by not confronting and 
asking her outright if she was interested.   

 
 Those are a few simple tips to just start, but talk about them.  Rather than 

telling them too much about you, which is how most people start warm 
chatter say hi, I’m with XYZ Company and blah-blah-blah, we start throwing 
up all over them and they don’t want to hear it. 

 
Start asking questions of them, just some personal questions, things you’d 
like to find out about them.   
 
Then, after you’ve met someone, how soon do you call them back?  I would 
call them back immediately, 24 to 48 hours.  The other thing that Randy 
Gage suggested is that when you call people, a lot of times you’re going to 
say well, I don’t know if you remember me.   

 
 He made a very valid point, most people, if you call them back within 24 to 48 

hours, are going to remember you.  Start and say hey, Kristina this is Karen, 
remember me?  I met you at Sam’s Club or hey, Kristina this is Karen and 
I’m sure you remember me; we met at Sam’s Club.   
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You’re confirming that she remembers you and you’re not saying, do you 
remember me or I hope you remember me. You’re pretty much saying, I 
know you remember me, I only met you a couple of days ago. 

 
 I’d call back as soon as you can to make your first contact with them.  By the 

way, every single thing that you do in your business should lead you to the 
next step, so when you ask and get her card or name and phone number the 
next step would be to make a phone call. 

 
 Your objective for the phone call is to get to the next step, which is to make 

an appointment to either stop by with a catalog and some product, to book 
her for a party or to talk to her about the business.  Whatever your initial 
contact was with this person, your objective is always to get to the next step. 

 
Kristina: I mail out invitations for all my parties.   
 

 Is it right to use the information of those who did not attend or buy 
something? 

 
Karen: This is a good question too, because I did this for years.  I actually mailed the 

invitations for all my hostesses for 22 years, because number one, I’m a 
control freak and this is part of my hostess coaching program.  I was a 
control freak and wanted to know that my parties were definitely going to hold 
and not going to cancel. 

 
 When you’re mailing invitations for a hostess and the new triplicate guest list 

has a place for their name, address, phone number and now their email 
address.  We technically, because of the new anti-spam laws ladies and 
gentlemen, cannot use this information; however, there’s a fine line whether 
somebody is going to turn you in or report you to the officials. 

 
 Here’s what I used to do.  I used to sit with my hostess on the evening of her 

party and have a folder with a copy of her guest list there.   
 

When I was done I’d sit in front of her, pull out the guest list and say by the 
way Kristina, you know what you have 30 people on your list here.  You had 
20 people that did not show up.  You had 10 people here, so there are 20 
people that didn’t show up.   
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 Can I go through this list with you, real quickly, and just ask you if some of 
these people you think might be interested in this product that I should send 
them a little catalog or should contact them.   

 
Maybe there are people on here that are party queens that you think might 
be interested in having a booking.  Maybe there’s somebody here that you 
think might be good in the business do you mind if I go through this list?   

 
 I’d sit down and go through the list with her and make notes on it.  Then that 

way when I’m calling I’m going to say hey, Kristina had a party last night and 
I’m sorry you couldn’t come, but she recommended that I call you.   

 
She actually asked me to call you, because she knows that you love to get 
free stuff and love to have parties, but this was just not a good time for you 
last night, so you’re kind of getting permission. 

 
 Now with the email or regular postal mail, I would say send them someone 

once, if you have an email address and you want to send them something 
once.  If they don’t respond to you then just assume they’re not interested, 
because they can easily just hit delete if they don’t want any information 
coming from you. 

 
 If you mail them something that’s a hardcopy, a catalog or something, then I 

would follow up with a quick phone call and see whether they’re interested in 
it or not.  If they’re not, then take them off your list, because we do have to 
respect people’s right to privacy. 

 
Kristina: This section is on booking questions: 
 

 Once I run out of family and friends where do I look for leads for 
parties and recruits? 

 
Karen: First of all, we talked about starting your business with family and friends.  

The thing you have to understand, ladies, is that when you start your 
business you are focusing on your warm contacts.   

 
This is your warm list, the people you know, really close, your family and 
friends, but your goal and objective for each one of these is to hostess coach 
every one of these people so well that they have a lot of other outside 
people.   
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 You don’t want them to just have the same people all of the time, so you 
have to make sure that your goal from every single one of these parties is to 
book one, two, three or more parties, so you’re not only replacing that 
booking, but having one or two to grow on.   

 
You have to have good booking skills at your parties. 

 
 If you are not familiar with my product, there are a lot of things in my It’s a 

Party Out There Program that talk about getting one, two and three bookings 
from your parties.  I will tell you right now that I, from the very beginning, was 
a pretty good question asker.   

 
I could ask people questions using the head nodding, yes and no.  Did you 
have a lot of fun tonight?  Did you see a lot of things that you liked?  Wouldn’t 
it be great to get some of them for free?  I could ask questions and get 
bookings. 

 
 When I joined my second company I started at the recommendation of 

somebody.  At my first company I was averaging one to two bookings per 
party.  When I joined the second company and they introduced a booking 
game to the people that had come over to this company, I did not play the 
booking game for the first year.   

 
 I was still having pretty good success with the bookings, but when I started 

playing a booking game, several of which are in my ‘It’s a Party Out There 
Programs’, then I found I was getting three, four and five bookings at every 
single party. 

 
 Your goal is to never run out of parties from your bookings.  If you do, then 

you’re going to have to go out there and network and talk to people.  Go back 
to your list of 100, because I guarantee that you did not contact every single 
person on your list.  You might have made a list of 100 and then said, I don’t 
think she’d be interested.  You prejudged some of those people, so contact 
everybody on your list. 

 
 Don’t forget to ask for referrals.  Every single person you come in contact 

with say, who do you know that might be interested? If they say, no, I’m not 
interested, say who do you know that might be interested?  Who do you 
know that might be interested in finding out a little bit about our product?  
Who do you know that might be interested in getting some free and 
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discounted products, just by inviting me and a few of their friends to their 
home? 

 
 Basically, what you’re going to do is continually ask who you know, work 

referrals and then every single place you go talk to people.  Spread the word 
and share the fantastic products you have to offer. 

 
Kristina: Here are the next two questions. 
 

 What is a Nutty-Buddy Party?   
 
 How do they work and what is your goal from them? 

 
Karen: Nutty-Buddy party is something that I worked for years and I would actually 

add an additional $2,000, average, to my total sales for the month.  How I did 
this was to really focus on people that brought somebody to a party or 
somebody that was sitting there, maybe sisters; maybe there are two women 
that came with their sisters.   

 
There could be mothers and daughters, coworkers or it could just be a 
person who was invited.  Maybe Carol was invited to the party and she 
brings her friend Mary.  My goal is to get Mary to book a party.  Why do I 
want Mary to book a party?  She does not know all the people that are there 
in attendance at that party and has a whole new circle of friends.   

 
 The easiest way I’ve found to encourage Mary to book a party was to 

suggest a Nutty-Buddy Party with Carol and Mary together.  I’d welcome 
them both and say you know we do Nutty-Buddy Parties.  This is where two 
crazy people get together and do a party at the same time, one is nutty and 
the other one is buddy.  If you are both crazy we will do a Nutty-Nutty Party. 

 
 Why did I do them?  Again, I wanted to have two parties at once.  I could 

work three to four nights per week, but that didn’t mean I couldn’t do five or 
six parties in a week, because I could have two parties at once.   

 
 Say Carol and Mary are sisters.  They have some family members that are 

the same, but they each have different friends, co-workers and in-laws to 
invite.  I would get a list from both of them, take the orders that came from 
their mutual family members and give them each some of the orders.   
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If I had $100 in orders, total, from the family members I’d give them each $50 
on their party.  Total up the sales per individual hostess, so Mary could have 
a $350 party and Carol could have a $500 party.   

 
 Am I better off to go out there and do a $500 party one night and a $350 the 

next night or a week later or am I better off to do $850 in one night?  I’ve 
found, especially in some groups of people, it was easier to do it all at one 
night.   

 
A lot of the time your first hostess has a very good party, then you have 
somebody else book from that chain of people and she doesn’t invite a lot of 
the new people.  You get a lot of the same people and the second party the 
sales are a little bit lower.   

 
 Then somebody else books and she invites a few new people, but a lot of 

them are the same repeat people and then you’re third party the sales get a 
little bit lower.  This allowed me to mix and combine some of these 
hostesses’ parties rather than spreading it out and waiting 30 or 60 days for 
somebody to have a party, because the just didn’t have enough people to 
invite. 

 
 That was my reason for doing it, I loved it.  Go to my website 

KarenPhelps.com and under the Performance Ezine link, once you click on it, 
you’ll see all the back issues of ezines and there is some place there where I 
do talk about Nutty-Buddy Parties and how they work.  Go to the ezine link, 
check out Nutty-Buddy Parties and you’ll get a little bit more information. 

 
Kristina: Next on our question list is… 
 

 What is a wise investment to make to get more bookings; a craft fair, 
booking gifts, etc.? 

 
Karen: A wise investment to make to get more bookings is anything that’s going to 

get your more bookings.  A lot of people are doing craft fairs, bridal shows, 
women’s expos and things.   

 
First of all, if you are not willing to work the leads don’t spend your money.  I 
see too many people that sign up for these things and in fact, I’ve had emails 
from people that say what do I do when I did something six months ago and I 

http://www.karenphelps.com/
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haven’t contacted any of these people?  If you’re not going to contact these 
people, then please don’t waste your money.   

 
 If feel it is an absolutely excellent investment to make by offering special gifts 

to people.  People wanted to book with me, because of the benefits I gave 
them that I would pay for out of my pocket, in addition to what my company 
would offer.  This was just because I wanted to be booked every night; I 
wanted to go out every night. 

 
 If I gave a hostess a special gift that cost me an extra $15 and I’m just 

throwing out a figure there, maybe it cost me $15, but I’m going out, working 
next week on a quickie party and instead of $100 I’m going to come home 
with $85 net commission.   

 
 Am I better off to come home with that $85 net commission or am I better off 

to sit in front of the boob tube and make absolutely zero?  I always wanted to 
be out there, so if it took giving them a little extra something I would 
absolutely do it.   

 
 The other thing that I always like to tell people is make sure that you look at 

what you are bringing in versus what you are spending in the business.  
Some people will absolutely drive themselves crazy and out of the business 
when you focus too much on your expenses.   

 
 Remember that you are a business owner.  You cannot own a business 

without having some expenses, so you have to decide what type of expense 
is a good expense for you.   

 
 Expenses that I thought were a fantastic return on investments were extra 

special gifts for my hostesses.  Sending the guest list out for my hostesses 
and mailing the invitations for my hostess was an excellent investment for 
me, because I knew when they got mailed, how many people were invited 
and I was always going to have more attendance. 

 
 Whenever you do something special for your hostess I would always tell 

them okay, now I’m doing this little special thing for you, but don’t tell 
anybody.  Now, of course, every time you say don’t tell anybody, what are 
they going to do?  They’re going to tell everybody.  They’re going to say, you 
have to have a party with Karen, because she is so good to her hostesses. 
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 You want people to support you and come back to you.  You want to give 
people a reason to choose you as their consultant of choice.   

 
Kristina: I have had several hostesses re-schedule their parties.   
 

 How do I get them to commit to a new date?   
 
Many say they can’t pick a date right now, but they will call back. 

 
Karen: This is a two-part answer.   
 

First of all, it depends on whether it’s a re-schedule before you get her guest 
list or after her guest list, if you are mailing invitations which, if you’re not I 
highly suggest you do.  Put your big girl panties on, bite the bullet, mail those 
invitations and see how much your parties are going to improve when you 
start mailing the invitations.   

 
 Say she calls you and reschedules and you do not have a guest list from her.  

I would be calling her, if I didn’t have her guest list within five days.   
 

If she calls you and says I have to re-schedule my party, I’d say okay 
Kristina, I’m looking forward to helping you get all the free and discounted 
products that you want on your wish list, but in order for me to give you 
another date I’m going to need to have your guest list back.   

 
 If you can get your guest list back to me within two to three days so that I can 

call you back and give you the dates I have available then we’ll select a date 
that’s good for both of us.  If she calls me to re-schedule, I would not 
schedule her until I had a copy of the guest list in my hand. 

 
 Then if somebody cancels or postpones after you have the guest list and you 

haven’t mailed the invitation that’s an easy thing to do.  You have to find out 
why, what’s her reasoning.  If she just cancels or postpones after you’ve 
mailed the invitations I would strongly encourage you to find out why. 

 
 Somebody emailed me, so I’m going to go into another question here.  She 

said the hostess cancelled, because there were only three people showing 
up.  Ladies, I’m going to tell you, one of the reasons that people wanted to 
have a party with me was also because I tried to relieve their fears.   
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 Some hostesses fear that no one is going to show up to their party, so I’d say 
something like Kristina, I really value you as a hostess and I’m going to be 
there whether it’s just you and me or we have you, me and 10 other people.  
I’m going to be there and help you get as much free and discounted products 
as I can. 

 
 What I would do is let her know that I’m going to be there.  When I’m calling 

her, if she says she only has three people that are going to be there I’d say, 
do me a favor Kristina, call all three of those people and have them bring a 
guest and I will give each of them a gift.  You can have three people bring 
three guests and there’ll be up to six people there. 

 
 The other thing I’ve found is that I’ve had excellent parties with two or three 

people in attendance.  I can remember doing parties where I’ve had three 
people in attendance, $400-$500 party and three out of three people book. 

 
 Another suggestion I’m going to make is that if you have a low attendance, 

do the party exactly as if you had a full room of people.  If one or two people 
show up, they deserve to have the exact same presentation that you would 
have done had there been 10 or 15 people.   

 
When you stick to it and keep doing what you would normally do no matter 
how many are there and relieve your hostesses’ fear, you will find you will 
have less cancellations and postponements. 

 
Kristina: These are recruiting questions:   
 

 I’m new and do not want to fake how I’m doing in the business.  What 
do you say to those who want to know how you’re doing personally?  
My mentor is earning a six-figure income. 

 
Karen: I thought this was a really good question, also, because it brings me back to 

sometimes new recruits are a little bit too hard on themselves.  If we’re brand 
new in a business, people don’t expect us to be making $100,000 in our first 
month in the business.   

 
I don’t think I’ve ever seen anybody make that much money right away. 

 
 You can edify, you can talk about your leader, mentor or someone else in the 

company that is making the type of income and earning the kinds of trips you 
want to earn.  They call it edifying, it’s putting that person on a pedestal and 
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saying this is why I joined, because I want to be like this.  Let people know: 
my goals for this business are…and I’m working on reaching my goals. 

 
 You don’t have to tell them how you’re doing right now.  If you’re having a 

slow start, don’t say I’m having a slow start; I’m continually working on my 
goals.  You’re reinforcing, confidently, that you can make it and you’re not 
belittling yourself, because you’re new in the business and it’s not going as 
well as you wanted.   

 
 You’re keeping your attitude optimistic and focused on what you want to 

happen.  Don’t be ashamed of what’s happening to you in the business and 
make sure you keep reinforcing what you want to happen. 

 
Kristina: I find people who say they would like to do direct selling, but they don’t have 

the time.  I let them know this is a flexible job and I can show them how to 
work it into their schedule.   

 
 How do I overcome their objections? 

 
Karen: This is another one that really throws me.  When people say they’re 

interested in direct selling, we want to know how interested they are.  She 
didn’t really give me a clue as to how she’d met these people, so I’m going to 
do a little bit of role playing with Kristina, again.   

 
I’m going to pretend that Kristina is at my party and wants some information.  
Maybe she played my sponsoring game and wanted some information, so 
I’m going to call her, but she’s going to tell me she doesn’t have enough time. 

 
 Hi Kristina, this is Karen and I’m so glad you got to come to the party last 

night and had a lot of fun.  You know I noticed Kristina that you put that you 
wanted a little bit of information and I sent it home with you.  Did you have a 
chance to read through that information? 

 
Kristina: I did.  It looks interesting, but I’m just not sure if I have enough time. 
 
Karen: Let me ask you a question, Kristina.  You work another job, too, correct? 
 
Kristina: Correct. 
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Karen: Okay.  What if your boss called you or just brought you in the office and said 
Kristina, I’d like you to go ahead and work six to eight hours of overtime this 
week and I’m going to pay you an extra couple hundred dollars.   

 
 Would you find the time in your schedule to work overtime? 

 
Kristina: Yes, I think I would. 
 
Karen: So in other words, time really isn’t the issue? 
 
Kristina: I guess not. 
 
Karen: Okay, let me ask you another question Kristina.  If you had an extra $600-

$800 a month in your family budget how would your lifestyle change?  What 
are some of the things you would use that money for? 

 
Kristina: More vacations, maybe a nicer house and more shoes. 
 
Karen: Kristina, let me ask you a question.  If I could show you how you could make 

that extra $6 to $800 per month, just by working your hours around your 
family and all the other things, would you like to find out a little bit more? 

 
Kristina: I’d be more inclined to. 
 
Karen: Okay.  What we’re going to do, Kristina, is I want to get together with you and 

we’re going to set up a time.  Now I can meet with you tomorrow.  Let’s see, 
tomorrow is Friday, I can meet with you tomorrow morning at about 10:00 am 
or tomorrow at about 5:30 and just quickly explain the program.  You do work 
at an office, is it easier for me to just meet you at lunch some place? 

 
Kristina: Probably at lunch would be the best. 
 
Karen: How about we set up a time to meet at lunch and I’ll just take a few minutes 

and explain how easy it is to get started with our company? 
 
Kristina: Sound good. 
 
Karen: Great.   
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 I’m just going to kind of review a few of the things we did.  I took the time 
thing right out of there and I learned this from our top recruiter in the 
company that I worked with.   

 
She would always come back to people when they’d say they didn’t have 
time and say let me ask you a question.  If your boss asked you to stay 
overtime and he was going to pay you an extra couple hundred dollars for six 
to eight hours, would you stay over?   

 
 If they say, yes, you say, you know what, that’s all this business takes.  Then 

you bring it back and say if you had an extra $6 to $800 a month in your 
budget, how would your family’s lifestyle change?  What do you see 
happening?  What would you like to spend that money on?  You’re bringing 
that money back to her, relating everything back to her, what she could use it 
for.   

 
 The second thing you’ll notice I did is I nailed her down for an appointment.  

Before I made that phone call I was prepared, had a list of times that I could 
meet with her and I nailed her down for when I could meet with her face to 
face.   

 
Remember, everything you do is to get you to the next step, so my phone 
call was to get me to the next step, which is a one-on-one, face-to-face 
interview to explain how easy it is to get started. 

 
Kristina: This is a customer service question: 
 

 What if a customer has a defective item and you schedule a time to 
pick up the item, but she keeps rescheduling the time?   

 
 How do you handle this? 

 
Karen: If somebody calls me and they have a defective item I would schedule a time 

to pick up the item, I would not reschedule and reschedule.  I’m not sure if 
this person had to be there to pick up the item, exchange something or 
whatever, but here’s how I handled my exchanges and I handled exchanges 
for 20 years.   

 
 I used to try to get them to the hostess, but that doesn’t always work now.  I 

would say I’m going to schedule a time to pick up.  I’m going to be in your 
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area on this date and I would love to stop by and be able to pick up your item 
for you. 

 
 If it’s a swap right there and you’re going to be bringing her something say, I 

can leave it for you, but here’s what I want you to do.  If you cannot be there 
will you please leave it inside the door or on the front porch?  Have her tell 
you where she’s going to leave it.  Say, I don’t get out there very often, so I 
want to make sure I pick this up and get it sent back to the company as soon 
as possible. 

 
 I would not continue to follow up with these people.  It sounds to me from this 

particular email that she tried several times and the person kept 
rescheduling.  The next call I would make would be to say I’m going to be in 
your area and I definitely want to pick up this item and get it sent back before 
we lose the window of when we can send your return back. 

 
 Just say we have a 30-day return policy and I need to pick this up from you 

or it will be too late to send it back.  We sure don’t want that to happen, so 
please leave it on your front door or front porch. 

 
Kristina: This next section is on leadership: 
 

 What do you do when you feel you’re not getting enough support from 
your upline? 

 
Karen: This to me is a really hard question to answer.   
 

I had tremendous support from my upline and I think because I had 
tremendous support from my upline, I always tried to provide, also, 
tremendous support to my downline, so here are a couple suggestions. 

 
 First of all, you need to be honest with your upline and say you know what, I 

see myself taking this business to the next level.  I need some extra help, 
can you help me?  Talk to her and if she shuts you off and is not willing to 
help you, then what I would do is contact her upline, but you have to be 
careful and work with these people. 

 
 I wouldn’t say I’m not getting the support.  You could say I respect you and I 

just would like a little bit of additional help in growing my business.  Go to the 
upline without tattling or something on the person you’re not getting along 
with. 
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 The other thing I want to say about support from your upline is that it’s a two-

way street.  I’m not sure in this person’s case, I have no idea who sent this, 
but I find sometimes people will complain about their upline and want their 
upline to bend over backwards for them, but on the other hand they don’t turn 
around and bend over backwards for their upline in supporting them either.   

 
 For instance, your upline could have monthly meetings, but you do not show 

up to the monthly meetings, because you don’t want to take the time out of 
your schedule, yet you’ll call your upline two days later and you’ll say what 
happened at the meeting?   

 
 Personally, I will tell you right now, ladies, I didn’t give them the information 

that happened at the meetings.  If they wanted the information from the 
meeting they would attend the meeting in order to get it.  If they felt that was 
a little harsh, oh well, that’s the way I ran my business.   

 
 The other thing is that when I had contests and promotions I would make 

sure that meeting attendance was part of the requirement for them receiving 
their prize at that meeting.  It helped to get more people, which is another 
question we had so I might as well answer it.   

 
One of the ways I got more people at my meetings was because I gave out 
their contest prizes and things there. 

 
 Going to the support, make sure you support your upline and are helping her.  

Maybe at the meeting saying would you like me to greet the guests at the 
door?  Offer to help her.  If you offer to help your upline I guarantee that she 
will help you back. 

 
 Let’s go back to the other question that I didn’t even let Kristina have a 

chance to ask me and that’s, how do you get people to attend your monthly 
meetings? 

 
 I used to run continual contests for the people in my organization.  One of the 

requirements for the contest, whatever I was running, was that they had to 
attend the monthly meeting the month after the contest ended.   

 
If I was running a contest for May, then at the June meeting I’m going to be 
giving out the prizes and they have to be at that June meeting in order to get 
the contest prize. 
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 Now there were a few exceptions and that was if they had a case of an 

emergency or something or if the distance was too far.  I know a lot of people 
have organizations and part of your organization is out of state our just too 
far to attend your monthly meetings.   

 
Then you have to be a little flexible with those people with their prizes as well 
as again, going back and giving them the information that comes from the 
meetings. 

 
 The thing I found helped explode the attendance at my monthly meetings is 

when I started getting more and more people participating in them, which 
meant I might do the opening and maybe a motivational close for the 
meeting, but every other part of that meeting was done by somebody else.   

 
 I would have new consultants, future leaders, directors, regional directors 

and maybe six-seven-eight different people helping me.  I might have 
somebody that was responsible for an idea share table, one or two other 
people responsible for selling raffle tickets and somebody else responsible 
for checking the people when they came in the door. 

 
 I assigned a lot of different people responsibilities for the meeting.  As I 

started doing that and had more and more people participating in the 
meetings, I noticed that my attendance increased because they were not just 
coming to a meeting and having me just blah-blah-blah to them over and 
over again.   

 
It took on a different atmosphere, a more fun atmosphere, a more sharing 
atmosphere, because more people were involved. 

 
Kristina: Next question we have is… 
 

 How do I get consultants started right away? 
 
Karen: This is actually going to be part of a new leadership program that I am going 

to be introducing soon.  It’s part of my ‘Mastering the Mechanics of Mentoring 
Program’.   

 
 I will tell you right now I did something that a lot of people don’t do and that is 

that I was a real stickler on trying to get as many one-on-one appointments 
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as possible; face-to-face interviews where you’re talking to people and 
finding out what they want. 

 
 Say I’m interviewing Kristina and maybe she said she wants to work twice a 

week and really wants to get $200 a week.  Then I’d say Kristina, how soon 
do you want to start making that money?  She’s going to say of course, most 
of the time right away, I’d say great.  Kristina, here’s what we’re going to do; 
we’re going to start planning your calendar.   

 
 I would take a calendar with me to the interview.  Right now I’m doing this 

call in May, but it’s the middle of May.  I would have a May and June 
calendar with me in a folder that I’m going to leave with this new consultant.   

 
 First of all, I’m going to have my monthly meetings listed on there and I’m 

going to say Kristina, you need to come and watch me do two parties within 
the next week.  I’m working tonight, tomorrow night and then next week I’m 
working Monday, Tuesday and Thursday.  You need to come to two of those 
five parties, which two are best for you to attend, observe and watch what I 
do? 

 
 You take her calendar and write the dates for her observation parties in right 

there and then you set up the date for the training.  It could be a group 
training where you already have a set schedule or it could be a one-on-one 
training with her.  If you don’t have a formal training at a consistent time 
when everybody is going to meet, then you set up a training for her so you 
can get her trained.   

 
 You also say okay Kristina, you’re going to want to get your first party out of 

the way.  This is going to be the party where you invite all your friends, family 
and everybody you know, so we want to do that within 10 to 14 days.  You 
want to work Tuesdays, Wednesdays and Thursdays.  Let’s see, we have 
Tuesday this date and Thursday this date, which one is best? 

 
 You have her identify which date she wants to do her introductory party, 

grand opening party, starter show or whatever your company calls it.  
Whatever it is, it’s her first party to get her started. 

 
 Based on how many times per week she says she wants to do the business, 

maybe she wants to do two parties a week, but she can work Tuesday, 
Wednesday or Thursday, you want to start putting little stars on the next 
week after her grand opening or starter show. 
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 You want to get her identifying those dates and say, Kristina, you know what, 

I want you to go home and call your friends and family members, some of 
your favorite people that you’re going to feel comfortable doing your first few 
parties with.   

 
 Just tell them that you’ve joined our company, you’re really excited and you 

need three people to book your first parties for you to help you get started in 
the business and they’re going to get some free and discounted products.  
You give them the first three dates that you need filled and ask them which 
one is best, so I want you to book two of those three dates immediately. 

 
 When I interviewed somebody it was hurry up and get going.  At the interview 

I gave her a calendar and it was a hurry up, let’s get started.  I’d say things 
like, you know what, your first 30 days you’re going to be very busy, because 
you’re going to be training, watching me do parties, you’ll be doing your own 
party to get you started and you’ll also be doing your first initial parties.   

 
It’s going to be exciting, because you’re going to be learning and getting 
money right away.   

 
 I just created a sense of urgency when I did the interview.  When I started 

that person it was never a hurry up and stop syndrome, as so many people 
have in this business.  They sign somebody up and that person doesn’t get 
started for 30 days.  That’s absolutely insane your chances of keeping her 
are pretty much next to none. 

 
Kristina: Here we go with the next questions. 
 

 How do I retain the people I have recruited?   
 
 I’m afraid the people that are lost are the ones who need it the most.  

How do I get my old consultants motivated again? 
 
Karen: First of all, we have to realize that this business is not for everyone.  When 

we, again, try motivating old consultants that are not motivated, we have to 
come back to them and say what’s your goal?  When I sit down and interview 
a person I find out her goals.   

 
 If somebody starts falling off the face of the earth or gets this crappy attitude 

and isn’t doing anything, I’d make a phone call and say Kristina, I’m sitting 
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here looking at your goals and I just have to ask you a question.  Has 
anything changed since we last spoke?   

 
 You said you wanted to do two parties a week, you said you were really 

interested in making $200 minimum per week and that you wanted to move 
up to management.  What’s changed or has anything changed?  Are these 
still your goals?  Find out if they are or if she’s not attending meetings and 
things like this.   

 
 John Addison is a wonderful speaker and I love listening to him, but basically 

he said throwing an alarm clock in a cemetery isn't going to wake up the 
dead, sometimes that’s the same exact thing with our old consultants.  
Lighting a fire under their butt is not going to get them out the door.   

 
We could have somebody that says they want to set the world on fire, to me, 
actions speak louder than words.  If they want to set the world on fire, what 
are they doing to improve their business?  If they keep telling you they want it 
and they’re doing all this whining and not doing anything, they’re not showing 
up to meetings, making phone calls or working the business, I say leave 
them.   
 
The more you focus on the old people the less time you have to invite new 
people, share the opportunity and get all those new green and growing 
recruits into your business. 

 
Kristina: We’re nearing the end of the questions, but here’s the next one on the list. 
 

 How do I build my business without seeming too aggressive? 
 
Karen: This one irritates me when people say this, because they don’t want to be 

aggressive.  Let me just tell you, very matter of fact, there is a big difference 
between being aggressive and being assertive.   

 
There is also a point where some people think that you’re assertive and 
doing a fantastic job and other people could think you’re being a little 
aggressive. 

 
 Put yourself in this scenario.  You’re out doing a party and you have 10 

women in the living room.  You’re doing your business, playing games, 
having fun and nine of the 10 women just loved you.   
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They thought you were doing an excellent job as a consultant and you had 
one person that called the hostess the next morning and said that lady was 
so aggressive, I just couldn’t stand her.  The hostess, of course, is going to 
call you and let you know. 

 
 Let me ask you a question.   
 

 Are you going to focus on the one person who thinks you’re being too 
aggressive or one of the nine people who said man, you did a great 
job, you were fun to be around and we really had a good time?   

 
Here’s what happens, we focus on that one person who is negative Nellie.  
Probably nobody on this earth is going to please that person, so take your 
focus off of being too aggressive and do the things you need to do in your 
business to be assertive, have fun and just realize that there’s a fine line. 

 
 Again, you might have nine people that think you’re doing a great job and 

one person that says this person is so aggressive, I can’t stand it.   
 

Who are you going to focus on?  I just realize that some people I’m never 
going to please, so I’m not going to try.  I continue to do my business as if I 
was doing my business for me to succeed. 

 


