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director’scorner

Join the Team on Facebook!

T E A M  N E W S a note from me...

bdsjohnson@chartermi.net

https://www.facebook.com/
groups/252272258241767/

Danielle Johnson
Independent Director

Danielle

November 16 at 12:30 p.m. 
Spring Product Premiere

December 21 at 3:30 p.m.
Team Holiday Party
Location TBD

989.277.3252

http://www.signupgenius.com/
go/10c0a4facaa2da5fb6-working

One-on-One Call with Me!

The holidays are upon us.  Thoughts of thankfulness, 
togetherness, and family are front and center. Excitement 
is in the air as we anticipate the upcoming Spring Premiere. 
Activities around us are in a full flurry! Somewhere during 
all of this – we have a business to run! Whew! With some 
careful planning – it can be done!

Take an hour or so every single day and set yourself up for 
holiday success by getting your calendar booked well into 
January. Mark off some time for those fantastic family 
gatherings and celebrations throughout the next two 
months – those are so important! 

Enjoy the Spring Premiere and get yourself geared up for 
Ready, Set, Sell!  This month’s specials and the Holiday 
Gift Guide will sell themselves! Build on the relationships 
you have with your customers and help them mark off 
some names on their holiday shopping list. Share the 
opportunity with everyone you celebrate with this season. 

Enjoy the holidays, celebrate the season, and work your 
business.  You can do it!

https://www.facebook.com/groups/252272258241767/
IMG_photo
http://www.signupgenius.com/go/10c0a4facaa2da5fb6-working
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Congratulations
Winona Heldreth

on promoting to
Director!



OCT 2014
GEN 0

T O P  S A L E S TOP PARTIES
TOP IN SALES TOP IN PARTIES HELD

Heather Beard $4,569
Sherry Mehl $4,016
Kimberly Hunt $2,447
Sarah Easlick $1,529
Rebecca Adams $1,239
Carrie Shelly $1,230
Patti Binkley $1,227
Winona Heldreth $1,018
Brittany Hopkins $988
Stacy Lambert $826
Lisa Legg $727
Magin Binger $669
Rachel Hulbert $662
Renee Nichols $653
Melissa Brandon $612
Sandra Lownds $610
Joy Graham $567
Michelle Mcvay $528
Mandie Harris $410
Kristi VanValkenburgh $401
Janis Selfridge $353
Serenity Hayes $331
Karen Goss $308
Michaela Bowman $303
Carrie Miculka $302

Heather Beard 6
Kimberly Hunt 5
Sherry Mehl 4
Sarah Easlick 4
Carrie Shelly 2
Winona Heldreth 2
Brittany Hopkins 2
Lisa Legg 2
Rachel Hulbert 2
Renee Nichols 2
Melissa Brandon 2
Sandra Lownds 2
Joy Graham 2
Rebecca Adams 1
Patti Binkley 1
Stacy Lambert 1
Magin Binger 1
Michelle Mcvay 1
Mandie Harris 1
Kristi Vanvalkenburgh 1
Janis Selfridge 1
Serenity Hayes 1
Karen Goss 1
Michaela Bowman 1
Carrie Miculka 1
Jody Mills 1
Jeannette Forbes 1
Ashley Wisniewski 1
Sheri Bohnett 1
Renae Wellman 1
Megan Brabo 1
Shannon Sawyer 1



OCT 2014
GEN 0

DREAMBUILDERS CELEBRATIONS
TOP RECRUITERS HAPPY ANNIVERSARY

Who is going to be your
next recruit?

Stefanie Palermo 11/07/2013

LOOK WHO QUALIFIED! HAPPY BIRTHDAY
Jody Mills

Sarah Easlick
Rachel Hulbert

Melissa Brandon
Lisa Legg

Megan Brabo

Michelle Davidson 11/05
Ashley Wisniewski 11/05
Cindy Feldpausch 11/12
Michaela Bowman 11/13
Sheri Bohnett 11/18
Renee Nichols 11/21

WELCOME TO THE TEAM! PROMOTIONS
Michelle Davidson Congratulations

Magin Binger
Carrie Shelly and Michelle McVay
on promoting to Senior Consultant



OCT 2014
GEN 0 HOW DID OUR TEAM DO?

GEN 0
TEAM SALES TEAM PARTIES TEAM RECRUITING

$22,377 43 1

Based on my stats for October, a consultant earning 25% 
commission would earn $1,011.00 in commission. 

Based on our team and downline sales for this month, 
a Director or above could earn paychecks as shown below 
based on title! Becoming a leader increases your paycheck! 

Be sure to share the gift of Thirty-One with everyone you meet! 
Call me if you want to advance and achieve leadership!

DIRECTOR $2,214.41
SENIOR DIRECTOR $2,928.00

EXECUTIVE DIRECTOR $3,375.54
SENIOR EXECUTIVE DIRECTOR $3,823.08

Are You Ready For Leadership?

Danielle‘s
Stats

Sales $4,044
Parties 4

Recruits 1

WAY TO  GO  LADIES !



The Holiday season is 
here. Things are going to 
get hectic! A little pre-
planning now will pay 
off later.  How? Get your 
calendar booked.  If you 
approach bookings with 
the right attitude and a 
little creativity, you will 
find your schedule for 
the season filling up with 
hostesses that are excited 
about partying with you 
this holiday season!

Here are a few ideas - 
pick one, pick two, pick 
them all - and watch what 
happens!

1. Get Your Catalogs 
Out There.  Thirty-One 
spends lots of money 
creating your most 
important marketing tool 
– your catalog. You have a 
lot invested in them too! 
Get them out there and it 
will bring you bookings. 
Where to leave them?

• The teacher’s lounge 
at your child’s day care 
or school.

• The staff lunchroom at 
your work. Send one 
with your significant 
other too!

• Waiting room at the 
doctor/dentist office.

• The spa or salon!

• Your neighbor’s 
door with a note 
with a 10% off good 
neighbor discount. 

2.  Throw a Holiday Gift 
and Gab! Find a reason 
to celebrate something 
and invite everyone 
you know to come help 

7      SURE-FIRE WAYS
      TO GET YOURSELF
OUT THERE!

you Celebrate. Offer 
incentives if they bring 
a guest and host it as an 
open house to increase 
attendance. It could 
even be a fund raiser for 
your favorite charity or 
to support your local 
Ronald McDonald 
House or Toys For Tots!

3.  Work your Business! 
People will share in your 
enthusiasm if you’re 
face to face with them. 
Have a team building 
day and work with other 
consultants in your area 
and host a booth at 
your local county fair or 
summer bazaar. Be sure 
to check out local job 
fairs – they’re filled with 
people looking for work - 
great recruiting tip!

4.  Spread the word! Get 
the word out to people 
who need to know about 
you with Facebook 
sponsored posts for your 
customer groups, church 
bulletin, or your college 
alumni newsletter.

5.  Get creative with 
places to host! Not 
everyone wants to open 
their home to a party. 
Have a list of ideas on 
hand as options for 
places to host parties. 
Remember by doing an 
open house format, the 
possibilities are endless!

• Do a Sip and Shop at 
an office party during 
lunch or after work. 
Attendance will be 
automatic!

• Host a restaurant 
party – the host 
doesn’t have to do 
anything except invite 
people and show up!

6.  Be sure to Book at the 
Party! Create an awesome 
booking “commercial” 
which highlights the 
benefits of booking a 
show with you.

At the beginning of 
the party mention your 
hostesses goals. Have 
the hostess tell why she 
decided to host a party.

Offer a gift wrapped 
gift to the host at your 
show; one booking, 
she takes off the bow, 
two bookings, she takes 
off the wrapper, three 
bookings, she gets to 
keep the gift!

Offer “instant booking 
gifts” as a bonus for hosts 
who book on days and/
or months you need to 
make a goal.  Key fobs 
are great for this!

Make your parties fun so 
your guests will want to 
book!

7.  Brainstorm starters:

• Include a business 
card or flyer when 
you pass your 
mortgage check to the 
teller at the bank.

• Wear the product! 
People see you toting 
your groceries - they 
will comment on the 
bag. There is your 
opening!

Creative juices flowing? 



Don’t get caught up in the 
holidays and then find yourself 
saying - “Yikes! I forgot to get 
bookings for January!” There’s 
a huge push during the end of 
November and early December 
to get your home parties 
done and orders submitted in 
time for holiday orders to be 
delivered to your customers. 
Once that push is over, you 
have all of the traditions 
and celebrations around the 
holidays so you tend to unplug 
from your business. By the time 
you get to December 31st, you 
panic!

A simple way to be able to 
enjoy your holiday, but still 
cover yourself with bookings 
into January is to block off time 
from December 15th through 
the 31st and focus on January 
1st through the 15th instead. 

There are also lots of fantastic 
reasons for hostesses to book 
parties with you in January. 
Here are a few of my favorites:

The holidays are over and they 
are going to need some fantastic 
organizational products for all 
those Christmas goodies and 
to get off to an organized fresh 
start to the New Year!

You know Thirty-One already 
has us covered with a fantastic 
special for January - so booking 
it will be a breeze!

Take a few moments before 

your next party and get 
prepared. Fill out at least six 
party date cards and come up 
with some extra incentives if 
home party hosts book during 
the first two weeks of January. 
This could be as simple as free 
shipping for the host or as 
elaborate as a nicer item you 
raffle off to one of your January 
hosts. The idea is to give them 
lots of reasons to choose one of 
your early January dates.

Plus, on a side note, remember 
that many people have bills 
from Christmas that come due 
in January and they’re often 
looking for extra income. 
All of those parties you’ll be 
doing will give you a great 
opportunity to build your team!

So look at your December 
parties as more than just sales 
opportunities. Look at them 
as a way to ensure that you’ll 
start next year with a strong 
business. That way, you can 
truly relax over the holidays 
knowing you’ll have a business 
to come back to when the new 
year starts. BOOKING

CHRISTMAS
&BEYOND

       MadnessHolidayBEAT THE



Thirty-One products are top of the line 
and usually sell themselves.  But...don’t 
be lazy! Yes, I said it, L-A-Z-Y!  If you 
are not “selling” the products, then you 
are flat out leaving money on the table 
and missing out on larger party sales 
averages.

Remember, this time of year you can 
literally double and triple your sales 
because of the extra parties you’ll be 
doing and all of the holiday shopping 
that’s coming up in the next month. 
Here are a few tips to maximize sales at 
the end of your parties.

Be sure to use a Wish List 
during your presentation 
so your guests can keep 
track of the items they 
like and you have a clear 
way of knowing what 
they’re interested in when 
you sit down to help 
them with their order. 
Hand these out at the 
beginning of the party 
when you are doing the 
meet and greet!

Intentionally set up 
the shopping portion 
of your presentation 
at your home parties. 
That means telling them 
what’s going to happen 
next, handing out 
catalogs, outlining host 

and customer specials 
for the current and next 
month, and sharing 
logistics like methods of 
payment you accept, how 
their orders will ship, etc. 
This gets them to put 
their thinking caps on 
and start making mental 
notes of who is on their 
shopping list!  

Provide a Nordstrom, not 
a Wal-Mart experience 
for your guests. Your 
goal is to be of service to 
your customers, so tell 
them it’s your intention 
to sit down with them 
and help them obtain 
the most value for their 
dollar by helping them 

place their order. This 
one direct tip alone will 
increase your average 
order, because you can 
employ the below tips as 
you’re sitting and helping 
them.

Make suggestions based 
on your guests’ Wish 
Lists. Your job is to 
know your merchandise 
and catalog so well that 
you can suggest add-
on products based on 
what your customers 
like. A high percentage 
of people will say yes 
to relevant suggestions, 
increasing your bottom 
line. If you see that they 
are shopping for children 

- do they need teacher 
gifts, dance instructor 
gifts, coach gifts? Are 
they ordering something 
personalized for a new 
baby? Did you suggest 
the stroller bag?

Use Party Packages to 
make ordering easier 
for guests who are in 
a hurry or have a hard 
time making a decision. 
Party Packages are simply 
groups of your products 
that you offer as a set 
(but NOT at a discount).  
It simplifies their 
shopping experience and 
increases your sales!

SERVICE
Pink Glove



Thirty-One Style

Fabulous 
finds for the

Fall 
Fashionista!



If you make your business all about others - it will 
be a game changing moment! Focus on how to help 
them, make things better for them, make their life 
easier and they will be thankful and loyal to you as 
a customer.

Don’t ask “Would you like to book a party with 
me?” or “Would you like to learn more about my 
opportunity?” Robot madness!

Alright - breathe! Don’t get all crazy. The suggestion 
is not to avoid asking those questions - you have to 
ask them - but it is how you phrase them that will 
make all the difference! 

Stop and think for a moment.  Are those questions 
about you or them? Neither question is personal 

or warm or inviting! They are cut and dry - yes-no 
questions. You have left yourself very little wiggle 
room to overcome a no response.

What should you replace them with? How about 
making a shift from asking to offering? It’s really 
that simple. When you frame your question as an 
offer instead, you shift the focus from what’s in 
it for you to what’s in it for the person to whom 
you’re making the offer. 

Let’s try it!

SELLING
SWITCHUP
“I want you as one of my December hostesses! I 
cannot believe how much you added to the party 
tonight! You are fun! Let’s look at our schedules 
and see when we can get together. Which week 
works best for you?”

“I couldn’t stop thinking about our conversation 
earlier tonight and how completely busy you said 
you’ve been. I think you need a break, and I’d be 
absolutely honored if you would let me be the one 
to set it up for you. Let’s figure out when we can 
find a time to get you and your friends together at 
my house. What does your calendar look like next 
month?”

“It was great talking with you earlier tonight. I 
so appreciated your honesty about your financial 
situation and I could really relate.  
I couldn’t stop thinking about you and I’d love to 
buy you a cup of coffee and share with you what I 
love about what I do. How does next week look?”

See how easy that was? You’re still using a question, 
but it’s personal, it’s warm, it’s inviting, it’s 
conversational.  Most important, it’s clear that 
you’re more interested in her needs than your own. 

Don’t be

a selling
Robot!



Let’s face it - people are 
busy! Sometimes getting 
that hostess to do an in-
home party is just not 
possible with her 
schedule.

Don’t get me wrong, 
I still believe that live 
home parties are the 
best way to build your 
business and sell your 
products. But there are 
other options to get it 
done.

We have all seen, 
participated, or even 
done Facebook parties. 
But, they have been done 
to death! Plus, you lose 
out on the interaction 
and excitement that only 
a home party can offer! 
So, what do you do? Step 
up your game!

Enter  Virtual Party 2.0!

What is it? Simply put - 
it is a live, online format, 
which makes it much 
easier for your hostess 
and her guests to join 
you and interact. We’re 
all on our computers all 
the time anyhow, right? 
Why not jump on it for 
an hour or so and attend 
a fun virtual party? To 
throw your first successful 
virtual party, you need to 
lay a little ground work!

1. Learn how to set up
and leverage a Facebook 
Event

Facebook is still going 
to be the easiest ways to 
help your hostess invite 
and engage with her 
guests prior to, during, 
and even after the virtual 

party.  Be sure to use 
RedStamp too! If they 
are keen on attending 
a virtual party, they 
will love the electronic 
reminders!

2. Coach your hostess to
make sure you have a full 
event full of guests

Hostess coaching for a 
virtual party is a little 
different than coaching 
one for a home party. 
You’ll need to make 
sure she knows how the 
Facebook event works, 
how and who to invite 
to her party, how your 
virtual platform will 
work, and how to get 
her guests engaged and 
excited about jumping 
on their computers and 
joining your event live 
the day of the party.

3. Find a simple,
affordable virtual 
platform that meets your 
needs

This is oftentimes the 
most overwhelming part 
of learning to do virtual 
parties and it’s really 
not as hard as it sounds. 
There are lots of simple, 
affordable (even free) 
platforms what will allow 
you to interact live online 
with your guests. Check 
out video conference 
options and find one that 
fits your needs. Practice 
with it a few times to 
get the hang of it prior 
to your first party. By 
using video, you can 
demonstrate the products 
and customers can get 
more of an idea of scale, 
etc.

VIRTUAL PARTIES 2.0



4. Create a fun virtual 
party experience

You’re already doing home 
parties, so you should have 
your presentation down. 
You can pare it down so it’s 
a little shorter and adapt a 
few games for the online 
environment. Keep guests 
involved and make sure 
they’re interacting and 
having fun throughout the 
presentation.

5. Employ simple follow 
up tactics to build those 
online relationships

Most consultants don’t 
take time for follow up 
with their in-home party 
guests and hostess (which 
is a shame because you’re 

literally leaving money on 
the table if you skip this 
important step), but with 
a virtual party, it’s super 
simple to follow up. Send a 
Facebook message or post 
on your hostess wall. You’re 
on Facebook anyhow, so 
the follow up is pretty 
much a no brainer. Again, 
using RedStamp, you can 
do some followup reach 
outs.  Honestly, the best 
way and the one that will 
get you the best results - 
pick up the phone and give 
them a call.  It’s personal, 
it’s professional, and they 
will remember you the 
next time you reach out 
to them an invite them to 
host a party!

VIRTUAL PARTY2.0 (continued) VIRTUAL PARTY TOOLS
MEET.FM
Want to explore an online platform that will 
allow you to be virtually interactive with 
your guests, work with your Hostess for pre-
party coaching, or talk to a group of potential 
recruits? 

Check out Meet.FM!
Website: www.meet.fm

Watch these videos for more info:
Hosting a Virtual Party
http://youtu.be/waPMtHZFN4k

Sharing the Opportunity
http://youtu.be/sBSmU_0Kmrw

Hostess Coaching via Speedshare
http://youtu.be/V4v94NkgzD8

The key to a successful 
business is building 
relationships at the party 
and developing those 
connections. If you’ve 
looked at hostess coaching 
as a chore or one more 
thing to add to your “list” 
of things to do, this is your 
invitation to change your 
perspective. 
What if someone paid 
you to go have coffee or a 
friendly chat on the phone 
with a friend? Would you 

sign up for that? Sure you 
would! That’s exactly what 
hostess coaching should be. 
A time to chat, get to 
know your hostess, and 
plan an incredible, fun 
party experience based on 
that connection and what 
you learn about her. The 
format is simple:
A few moments of 
connection time:
• About 10-15 minutes 

of planning (teach 

her the language 
for inviting guests 
over the phone 
and getting outside 
orders; decide on 
her theme; and let 
her know what you 
need from her the 
night of the party)

• Set her “go girl 
goals” for bookings, 
guest attendance, 
and outside orders

• Share your 

opportunity and 
offer to set up her 
party as her kick off 
show.

Investing time to 
coach your hostesses 
is investing time in 
growing your business. 
Not just in successful 
parties and increased 
sales and guest 
attendance, but in 
growing relationships 
that could turn into 
team members!

RECRUITING BASICS:
Growing Customers into Consultants
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