Simple Follow-up tips:

1. Always call back within 24 - 48 hours of meeting or talking to the person


2. Always leave a quick to the point and pleasant message if you reach a voicemail message stating the reason for your call and any specials or incentives you may be offering to tempt a quick response.


3. Don't assume they aren't interested if they do not return the call right away.  Continue to call trying at varying times and always leave a pleasant message if they are not reached.


4. Try sending a personal note vial mail in between calls.


5. Once reached, don't make a huge deal out of them being so hard to get a hold of.  Always ask if this is a good time to tell them about our special.  Try to secure a date or appointment.  If it is not a good time for them now, ALWAYS ask the person you are calling if you can call them 
back.


6. Unless a customer or hostess tells you FLAT out that they would rather call you, you are to assume they are still interested and you continue to follow up.
  

  “No“ Means Not Right Now
  
  Following up with prospective jewelers
  by Cori Garavuso
  
It’s easy to give up on those who don’t seem to jump at the opportunity to join Premier.  Never assume that because they didn’t join now they were not interested.  ‘NO’, simply means ‘Not Now’.  Keep in contact with those you share the opportunity with!  Circumstances change, and someday, the time may be right!
  

1.  Start a file or folder to keep track of your prospective jewelers’ information.  Personal situation, family, work, etc.


2. Invite them to local trainings, and to visit home shows. Make them a part of your business!

3.  Send newsletters and include a personal note.  Put them on your upline’s mailing list.  Send the Premier Updates (they will fit on a 8 1/2 x 11 when reduced to 80%)
 
4. Give a call every other month just to say hi!  Make a friend!  You’ll be the first they call when they need something like Premier!
 
5.  Keep record of the items you have given them. i.e. Videos, newsletters, etc.
 
6.  Utilize your upline for help and incentives.
  

7.  Continue to create situations of urgency with incentives.  (2 week intervals)
  
8. Imagine walking into a training, and seeing a new jeweler whom you had shared the business with a couple of years earlier.  Don’t assume they weren’t interested when they didn’t join right away!
  
Failure to keep in touch, can be a BIG mistake!
