
 

Kate Dusel, Independent Sales Director  February 2014 

Step One: Call Customer 

Hi, Suzie! This is Kate! I sent you the 

new catalog and just wanted to make 

sure you received it! Did you try the 

sample of _______________? 

The reason I’m calling is I wanted 

to swing by and show you the new 

products so you can try them out! 

What works better for you, the begin-

ning of the week or the end of 

the week? 

She Says Yes 

Get the Booking and Turn it into 
a Class  (Narrow it down to a date) OK 

Great! Just so you know, I’m happy to 

share these products with your friends 

too, so if you invite any to join you for 

your preview session, I will give you 10% 

off of anything you’d like for each person 

who joins us, up to 50% off.  Is there any 

reason why you wouldn’t want to invite 

some friends to join us on 

_____________________? 

Go For the Sale  Ok, I totally under-

stand!  Did you notice the AMAZING 

gift with purchase offered in the cata-

log? This would be a great time to reor-

der your skin care or purchase a few 

things for the holidays.  Would you like 

to take advantage of this gift with pur-

chase offer today? 

She Says Yes Take Her Order! 

Sh
e Says N

o
 

Be Gracious and ask for REFERRALS!  

OK! No Problem!  Just so you know, I am also having a “Share the Love” promo-

tion this month and am offering the friends and family of my current customers a 

GIFT CERTIFICATE for a session with me and some FREE  

PRODUCTS! When you refer at least THREE people to this list, I will send you a 

SPECIAL offer for next month! Who are the TOP THREE people you know who 

DESERVE a little pampering? 

Go From Feeling Like THIS:  

To THIS: 


