Corporate Holiday Script 2010
In preparation for your calls:  

1. Have your list ready of whom you are going to contact. It is best if you have a contact name in the office, but not necessary.  If so this is the person you will talk with regardless of if they are the “decision maker”.   Start with who you know.   

2. Have an “outcome” in mind before you pick up the phone.  What do you want to accomplish by the phone call?  What are you going to offer them?  Why would they want to do business with you?   Your goal on the phone is not to get an order, but to get “in front” of them to show them what you have to offer.

3. Have your script ready and your mindset for success in place.  These people are shopping for holiday gifts.  You deserve to have them giving you their business, and they deserve to have the best products offered to them.    

4. Set a goal to make a minimum of 5-10 calls a day to corporate accounts.  If you are making “cold” calls, this number will need to be higher to get the results you want.  You can do this in less than 30 minutes.  Then set a day of the week to do your appointments.  I make my calls at the beginning of the week and set my appointments for the end of the week.

What you offer: 

1. A unique “gift service” of ultra-premium holiday spa products that you will customize and deliver. 

2. A way for staff people to handle their personal shopping without having to “fight” the malls.  

3. Discounts on quantity orders (you can put together RSVP’s for corporate gifts and utilize the $100 for $20 host specials.)

4. A gift certificate FREE of charge with every gift for a New Year’s skin analysis and anti-aging treatment.  This is how you book yourself for January and start to build a relationship about the business.      

Getting referrals from clients and preferred clients, friends and people you do business with: 

“Hi Joan, this is Natalie with Arbonne.  As you know we are going into holiday season right now and a big portion of my business this time of year is my corporate gift service.  To thank my clients for getting my “foot in the door” with people you do business with I will send you a catalog and give you any one product of ours at [my cost or free - consultant decides].  Would you mind taking a second to think of 3 people you do business with who might benefit from my gift service?  Your doctor? Dentist? Lawyer, Business Owner? etc.  
Now you can call these people and you have a “foot in the door”.  I assure you people will give you the names.  Try it.           

Tools to have for the appointment:

1. Some samples of gifts you can make – I do tissue with bags – or easy wrapping, but you can do baskets if you’d like - have (2-3)

2.  A “tester” basket for them to smell and see - 

2. A holiday catalog and sell sheet.

3. A price sheet of the sets you offer.  

4. A calculator and order form.      

Phone Call Script:  Consultant is in italics 

“Hi, my name is Natalie Gauci is _______ in?  (That is if you know someone or have a referral)  If they are not in, ask when a good time to try back would be.  Chances are they will not call you back.   If you do not have a name you know, “Hi my name is Natalie.  I work with a Swiss Aromatherapy and Spa line.  I’m offering complimentary service to a few businesses this holiday season (short pause).  Who is in charge of purchasing your office/staff gifts? Can I please speak with them?”   

They will say something and/or you will get the appropriate person on the phone.  The following is where you go from here: 

Once the person is on the phone:  

“Hi, Joan, my name is Natalie and I don’t want to take up to much of your time on the phone because I am sure you are busy, but so and so recommended I give you a call and thought you might be able to benefit from my corporate gift service.  I work with a Swiss company called Arbonne.  We have an incredible line of Aromatherapy and Spa products for holiday that I package and deliver.  In fact, did you know that the number one gift this year is bath and body products?  What do you usually do for holiday gifts for your staff and clients?”

Wait for them to tell you:  

“Oh, we are just having a dinner for our staff.  We are not doing gifts.”   Have you thought about doing something small in addition to the dinner?  I have gifts for as little as $5.00 a piece and every gift comes with a gift certificate for New Year’s.  Why don’t I just “pop in” (key phrase) and show you what I have.  I will be in your area on Friday.  Does that work?  I won’t take more than just a couple of minutes.” 

“Well we haven’t really thought about it. “  Well, there is no time like now to handle this.  That way you have your shopping done and can enjoy your holidays.  I will be in your area on Friday.  What I would like to do is just “pop in” and show you what I have and leave some information with you.  Just to prepare, how many people do you buy for and what is your usual budget for each?  Great we can definitely fit our gifts into your budget and they will love it.  Sounds Good, Natalie.  Great I will see you on Friday at 3:00!         

If they are not open to holiday gifts . . .

“No, actually I do not think this will work.”  OK, I can appreciate that you are not in a position to purchase any staff gifts.  Let me ask you this, “I offer a personal shopping service.  What I would love to do is come in one day on a lunch hour or in the afternoon and bring in lunch or some baked goods and allow your staff to see what I have for some of their personal gifts. There are a few places that I do this for every year and the staff loves it.  It saves them time and money."   Usually they will say yes to this, but it may not be right away.  You will most likely need to follow up with them.  Sometimes several times. 

Let’s say they say NO to that.  Are you going to stop?  NO!  Now what: 

“OK, how about on a personal level with you.  Do you have all of your holiday shopping done?  No, well I would love to offer you the opportunity to get some of your shopping done.  My clients love the convenience of me coming to them.
