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At this point, you are selling the appointment, not the company. Once you are
at the interview appointment, then you work on selling the company and this
business.

When booking the interview...

“What | suggest we do is sit down, have coffee, and I'll tell you what Mary
Kay is, how it works, and how you and your family might gain from it.

After you thoroughly understand it and you feel you and your family will
benefit from it, if you want to get involved, I’d love to have you on my
team.

On the other hand, after you thoroughly understand its value, | will be the
first to tell you, DON’T DO IT:

Seem reasonable?
Now, let me check my calendar. (open calendar) I’m free (date)

at (time), and (date). at (time) . Which
one would work for you? (await response)

Great! I'll see you then.”
(If her response is “I’m still not sure” or she is hesitant)

Say, “Okay, let’s put it down as tentative. This way, if something
changes, call me. Otherwise, if | don’t hear from you, I’ll be there.”

(You want to keep this as simple and short as possible).




