Drive Super Holiday Unit Sales in 3 hours in your pajamas!
Select one Saturday for the entire Unit to participate in:

(Best Saturday in December is the 13th)
Goal:  Each active consultant and leader has re-orders in her pocket by the end of the day and a minimum of ______bookings set up for January.

Make it a Unit Wide Contest:


Consultant with the highest orders.


Consultant with the most bookings or at least 2 New Year Celebration parties

To participate in the “gift” the consultant must email or fax in summary sheet and place a $500 order by December 20th.

Each consultant/leader participating must email their results to you by Monday morning at 10 am December the 15th.

You choose the gifts for the winners.

As a Director your audience is:


Your Active Consultants and leaders 


Your Friends and Family Consultants


Your clients, personal friends and family

Print and send the attached flyer to your clients and friends and family consultants.  Print the flyer on some pretty holiday paper from Office Max, add confetti and the Client Price List from Forms on File.  For best results add a catalog.  

Critical to teach your consultants/leaders.  Some clients will call right away but it is critical to follow-up with a phone call during the sale time.  Many you call will say they are so glad you called and they have any order.  You will generate more sales and participants in your New Year Celebration party with that phone call. 

