HOSTESS COACHING FOR SUCCESS

If you complete each phase of Hostess Coaching for EVERY class and treat each one of your Hostesses like your business partner, you will have success IN ALL ASPECTS OF YOUR BUSINESS.  Mary Kay always said that “a party worth booking is worth coaching!”  By choosing not to coach your hostess, you risk having at least 50% of your parties postpone, cancel or no show!  Coaching does work if you work for it!

BE SET UP FOR GROWTH
When you book a party on the phone, each new hostess should be given or sent a hostess packet so she knows 

all that is available to her for being a hostess.  When you are booking someone from a party, you will need to give her a Look Book & an outside order form along with the items from her goodie bag she used at the party.  

Hostess Packet:

 Hostess Plan        Look Book        
Business Card
 Reminder Post Card     Fast Fun Facts      Outside Order Form     
WE COACH OUR HOSTESS 3 TIMES:
1.   PRELIMINARY COACHING:


a.  Hostess Packet / go through the material in person or on the phone


b.  Help hostess set a goal – what she’s going to get for free


c.   Confirm the date and time


d.   Outside orders from those who cannot attend  - counts towards class sales

“____________, this is your hostess packet.  In here is everything you need to have a successful party.  Go ahead and make a 

list of your friends and get them invited, and I’ll call you in 2 days to see who you will be sharing your facial with.  I’ll give 

them a call to ask a few questions about their skin so I can be better prepared at your class.”  

Set the time in your date book to call her in two days to get the guest list.

AFTER BOOKING THE CLASS, SEND OUT THE REMINDER POSTCARD IMMEDIATELY TO CONFIRM THE DATE.

2.   TELEPHONE COACHING (2 day phone call)    &   Mail postcard #2 which is her Hostess Perks

a.  Obtain the guest list:   “I was calling to get your guest list for  your party.”  (you need phone # & email address) 


b.  Have you looked through the book to see what you would like to earn with your hostess credit?                                                              

                         Don’t forget to pass around your book to anyone who can’t make it as the outside sales will count in your party  total.

c.  remind her to keep refreshments simple.
3.  Now that you have the phone numbers & email addresses of the guests attending, Go to intouch under the business   

         tab, party e-vite & send it to everyone to remind them of the party.
4.   PRE-PROFILE THE GUESTS:   Page 38  “Start Something Beautiful”

Call or text each guest and answer the following questions from the Customer Profile Card:

1.  Is she dry, normal, combination or oily
2.  Is her skin tone ivory, beige or bronze
  Goodie Bag:  
   * 2 Facial Cloths                        *1 eye shadow applicator       *1 mascara wand  or  mini mascara     

                             * 4 super jumbo cotton balls      *Cosmetic Sponge                 * Q-tip 
   * Beauty Book & sales ticket     * Hostess Plan, I’d love Your Opinion, Fast Fun Facts
3.   KITCHEN COACHING:  (arrive 30-45 minutes to set up for the party.)

a.  Where would she like you to set up for the party/demo satin hands/private consultation


b.   Hold refreshments until end of class


c.   1st of 4 point recruiting plan  

CHECK LIST FOR COACHING

1.  BOOK THE APPOINTMENT & GIVE HOSTESS PACKET


 (if booking on the phone – give hostess packet in 24 hours.)
2.  SET the time and date in the datebook to call her in 2 days to get the guest list.

3.  MAIL REMINDER POSTCARD
4.  CALL HER IN 2 DAYS TO GET GUEST LIST AND GO OVER THE HOSTESS PACKET

5.   PRE-PROFILE THE GUESTS

6.   CALL THE HOSTESS THE DAY BEFORE THE PARTY 


(a great time to find out about outside orders)

7.   CALL THE HOSTESS 30 MINUTES BEFORE LEAVING 
