Initial Outfitters Special Preview Teleclass

What: Follow UP & Find Your Fortune — Gathering December Sales & Building for January

Day: Tuesday

Date: December 8, 2009 Time: 9:00 PM Eastern Time

Dial in: (218) 339-4300 Access Code: 424310#

We will discuss:

Intro:

2 Creative tips to maximize December (2nd most productive month)

Why Follow UP is important to helping you build for January (& race to the finish line for
your cruise)?

What are the common misconceptions about following up with leads?

What is different about today's consumers making follow up challenging?

What are the ABC's of Follow UP?

Who do | need to contact now to build for January, February & March?

How can I fill those specials for the week (Dec 19 - Jan 10) to start strong?

What is an "Unforgettable Follow UP Day™" and how can participating help your
business?

Strongest effort —

25 — 40%

This season is...

We cannot forget that as ....

It is imperative to formulate a ....

| learned the hard way ....
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1. Creative tips to maximize December (the 2nd most productive month)
High 5
Lunch Break —
Gift Tagging —

Host/Customer Gratitude Events -.

2. Why Follow UP is important to helping you build for January (& race to the finish line
for your cruise)?
First of all your hard work will pay off for those of you working for your cruise. Do not allow
yourself to give up before the final moment.

So goes January.....

Hard to get a train moving ...

The longer you take off ....

It takes contacts to get a YES.

Most Consultants give up after contacts.
give up before they ever achieve the success they can.

3. What are the common misconceptions about following up with leads?

4. What is different about today's consumers?
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: 5. What are the ABC's of Following UP with today's consumers?

A

B
C
: 6. Who do | need to contact now to build for January, February and March?

Hosts —

Past Customers —
Potential Hosts —
Last January Hosts —

: 7. How can I fill those specials for the week (Dec 19 - Jan 10) to start strong?

The house is clean

M& M's —
C&C's -

:8. What is an "Unforgettable Follow UP Day™" and how can participating help your

business?

Authored & Prepared by:

Barb Girson Owner, My Sales Tactics™ 12/1/2009
International Direct Sales Trainer & Coach © 2009 All Rights Reserved 3|Page
P: 614.855.0446 www.MySalesTactics.com Barb@MySalesTactics.com




List The Top Three Tips You Heard That You Will Use This Week:

Share what your best takeaways: Email Barb@MySalesTactics.com

1.
2.
3.

About Barb Girson

How can Barb help you grow?

Barb has started her business just like you...

with her first party. She was not very

successful at first. Barb made endless phone

calls, experienced cancellations, and struggled
with feeling uncomfortable. She did not even recruit
one person her first year in the business. If you
knew her then you would not have

bet a quarter that she would make it.

She made some changes which changed her results and over time she absolutely perfected a system for
success. She built her personal team to 75 members and promoted 22 Managers in 3 years. Barb was
recognized as a top personal seller, recruiter and promoter of leaders for several years ranking as high as
#2 in the nation out of 10,000 Managers and 80,000 Consultants.

Barb led a multi-million Tupperware sales organization to the top 10% of franchises in North America by
helping managers achieve national recognition in sales, recruiting and promoting managers.

Ready for a new challenge, Barb left Tupperware and for the next 10 years used her field expertise to
help start-up and established companies build the infrastructure to support the field. Serving in roles
ranging from Vice President, General Manager, Vice President of Sales, and National Sales Director with
companies such as The Body Shop At Home, and Discovery Toys, she authored, developed and
implemented training, recognition and communication programs for sales and recruiting growth. She led
national sales teams with as many as 20,000 reps, and much as $40 Mil in revenue.

Barb has been in the trenches. She knows how to help you generate more leads, recruit more team
members and build a larger organization. She inspires people to want to build their business. Now you
can get her recipe for success which produces consistent sales growth results and make it your own!

For Free Resources/Articles visit: http://www.MySalesTactics.com (Check back often for updates.)
And please sign up for her “award winning sales strategies ezine subscription: Strategies that STICK™.”
at http://tinyurl.com/Barb-snewsletter
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mailto:Barb@MySalesTactics.com
http://www.mysalestactics.com/
http://tinyurl.com/Barb-snewsletter

Unforgettable Follow UP™
How to Step Up, Stand Out & Sell!

For Direct Sellers, Entrepreneurs, Sales Professionals

Brought to you by Barb Girson, Owner of My Sal
Register now!

A day of massive action to build your business begins Tuesday, Dec. 8"

One Day of Massive Action To Move Your Business Forward!
(3) Small Group Coaching Calls (10:00AM, 1:00 PM, 7:00 PM ET)

Register & Attend 1, 2, Or All 3 times. Make Your Calls Between Sessions. Come Back To The Next
Segment for Feedback & Tips! Calls Are Recorded For One Week (in case you cannot attend live calls).

Attend & Learn How To:
e Set Up A Follow Up System For Success.
¢ Implement Strategies To Step Up, Stand Out & Sell!
* Use Proven Word Choices/ Improve Results/ Get To Yes!
* To Pursue Prospects Without Being PUSHY!
* Gain Confidence & Get Into Action

Register Now For This Accelerated One Day Program! All registrants will receive a Getting Ready Guide
and Hand Out to help you prepare your leads and questions for this day.

To Learn More & Register: http://www.mysalestactics.com/coaching/follow-up

Credit card payments accepted through Pay Pal.
Get personalized email/phone access (quick questions etc.) to Barb Girson, your coach for the day.
To learn more & register: Only $79 for up to 3 coaching sessions on Tuesday, December 8, 2009

Please forwardhe link toyour friendshttp://www.mysalestactics.com/coaching/follow-up

Here's what past participants are saying...

"Hi Barb,Thanks for all the work you've put into this! From listening to the others on our calls | know
you've removd blinders, lifted vision, rekindled passion, aneémergized many of us. We have firmer

legs to stand on than we did before. | guess that's what focused activity does for us, eh?!! Thank you!"
--Lynn Gautbhier, Independent Silpada Leader

& . I ND @rgs] aveiréfdeshingly insightful. Her call had so many takeaways that | could implement in
my business that same day. | look forward to continue to learn from her. | attended her last
Unforgettable Follow Up Day and saw immediate results plus got a system to put in place that will keep
2dzNJ 2 NBI Y AT k- (Rénéd BelbetkiN@-BohingeHoblike Minded Moms, LLC, Ohio
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