BASKET APPOINTMENT REFERNCE SHEET

	Drop Date


	Name / Phone                         
	**Pick-Up

Date
	**PV

Received
	**Sponsored

Yes/No
	**Received

Referral(s) Y/N
	Comments

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	


8 Pick Up’s minimum to qualify for Lorri’s monthly contests.  Most total points wins.  4 starred items each receive one point. 1-4 pts possible per appt.
The goal is to make each and every appointment as productive as possible.  I would encourage you to go to my website and listen to the “Basket Tape” where I go through the “in’s and out’s” of sample basket appointments.  You’ll want to refine your procedures as you go to get the most from each appointment.

Some key points to consider:

1.Make sure on your drop off  you reference the fact that on your return appt. you will demo the H, give a sample our “Energy” Drink, give a taste of the kid’s chewable vitamins etc.  They will look forward to your return.
2. When you return you will bring other products to review / display… Basics + Soy, skin care, Performance? … any product that you think would be appropriate for their family situation OR any products that you are especially SOLD on.
3.  When you get there you might give them the “Mother Nature’s Warning Signs” form to fill out while you are setting up. Indicate that you will review this form with them a little later.

4. Then proceed to state that you’d like to go through a quick presentation if that’s okay with them.  Go through the presentation pages ….  When you come to the info on Energizing Soy Protein, stop and mix up a protein shake.  Using juice and a light serving of the soy usually works well.  Then go on and demo the H when you come to this section etc.  When you come to the membership section … review the benefits and special 50 PV free membership.

5. Review their Health form.  Pull out the order form and ask, “Which products would you like to order today?” Price will come up an NOW  is the time to pull out the “LEVELS OF INVOLVEMENT”  sheet and review their “options”. You’ll get Members and BUILDERS by reviewing this.
6. After the order has been completed … pull out the referral sheet and ask if they wouldn’t mind jotting down the names of a few friends who might enjoy the basket or other Shaklee information.

7.  IN MY OPINION IT’S ALL ABOUT THE PICK UP…. DO THIS RIGHT AND YOU TURN SMALL ORDERS INTO LARGE ORDERS … AN ORDER FOR AT EASE AND A QUART OF BASIC H BECOMES AN ORDER FOR AT EASE, H, BASICS, SOY and MORE!!  This will happen a lot but you must take charge and educate, demonstrate and direct during the pick-up … your customer expects this from you.    Now I didn’t say “be pushy and aggressive”  .. that’s a whole different thing.  

Ask questions, Know their needs, Fill their needs, Provide a great service, Lead and Direct, Educate
** Another very helpful sheet to have with you will be the “Why Food Supplements” sheet that reviews all the FS that Shaklee makes.  Should they ask about Flavomax, or CoQ Heart you will not have to panic should you not be ‘up” on certain products.  Pull out this sheet and go to the product of interest and read the info to them.
** Remember to pass on my website to them … encourage them to listen to the audio tapes.  (www.naturalhealthleader.com)

Education equals   “more sales”    “more referrals”   “more long term, happy customers”

