Notes on Working a Booth

1. Get your mind right!

-I will make my money back and make this booth pay me

-I have what these people need they just don’t know it yet

-I am not here to argue about ingredients

-Listen to an audio (James West and Richard Haynes) on the way to the booth

2. Set up your Display

-Get there early

-Keep it simple, position posters to the flow of traffic. Might need to move it later if flow of traffic changes

-Limit products to STEP 123, Major Sports Performance, Rehydrate, minimal wellness

-Bring products you use and have a story for. If you are a man, leave the fem40 at home unless it turns your wife into a goddess and you can tell that story. 

-Make sure you have good posters that are eye catching

-Posters should appeal to your customer base if it’s a target market 

-Have comparison charts handy or made into posters

-Walk out in the aisle and look at it. Ask another vendor what they think. 

-Dress to the crowd. You are part of the display. Don’t wear slacks and a starched shirt to 

a hunting and fishing show.

-You’re set up early now. Help another vendor. Offer them a spark. Work the vendors.

3. Doors open, time to work

-Don’t act like a vendor on the midway at the fair, be approachable. 

-Never just stand there. Act busy, mix spark, straighten boxes, act like a customer.

-If nobody’s coming to your table, walk away and look at other vendors but watch your table and wait. When you see someone at your table, walk up and engage.

-Have some bait on your table. 1 pound of fat, a kettlebell, a blue light, a bear trap, anything that will cause attention and draw a crowd. 

4. Be Observant

-Watch and listen to customers as they interact with each other and other vendors. It will tell you what to say or ask about. 

-Look for tells. Dale Jr. hat or a college/NFL shirt or hat is a conversation starter. 

-Engage in conversation about something besides Advocare.

-Take mental notes and circle back in the conversation so they know you are listening to them.

-Never assume someone wants weight loss or gain or income. Let them tell you. 

-Work Advocare in and out of the conversation but don’t let it dominate unless they want it.

-Speak from the heart. You won’t mess up that way and it doesn’t take any practice.

-Why wouldn’t someone want to do this?

5. Sampling

-Don’t give out a sample until you’ve got some degree of buy in

-Never just hand out samples without a conversation 1st
-Don’t give it to them unless they are willing to give you their name and contact info.

-Set a time bound expectation for your follow up and never miss it. 

-Make them drink it right then. It’s wasted if they walk off and trash it.

-If you like that you would really like………

-Yes, all our products taste that good (can’t sample them on everything)

6. How Do I Buy This? 

-They just gave you permission and asked you to tell them about the business opportunity

-Practice your 30 second explanation about the business opportunity

-Tell a business story that fits. Use yours, a friend’s or borrow one. 

7. Ask for the Order

-Would you like to buy retail or wholesale?

-Have the figures in your head what it will cost per day for different bundles and compare this to 

Starbucks, fast food, convenience store breakfast, etc.  Retail vs. Discount

-Get out an order form and start writing down their info. Might as well do it right now

-Be careful fronting products or making orders from your table inventory. Give a couple of samples like a shake and a spark and let them build anticipation.

-Set the expectation for the follow up.

Just a couple of more thoughts in general:

1. Do everything in your power to get the order right then. Don’t put it off. 

Out of site out of mind.  

2. Get good at learning when you are wasting your time. It’s good to have a crowd or someone there but if you know the one you’re talking with is too interested in becoming a nutritionist at your expense and you have an overweight person that just walked up and looks interested, you better find a way to move from one person to the other. 

3. If you are going to sell products, take a lot of products. If you are going to get business builders, take the basics. (James West)

4. Don’t sit or stand behind the table if you can help it. You are selling energy, act like it.

5. Don’t eat a hotdog or hamburger and fries at your Advocare booth. Eat a bar or shake or go hide to eat your junk.  If you get caught by a customer, tell them you can eat this because you take the products.

6. Don’t verbally throw up on customers. Learn to be efficient. Respect their time (and yours)

