
CUSTOMER FOLLOW UP

Care more about getting the customer results than the money

DAY 1: Build Relationship Call
You're calling the 1st day to make sure they started the products.

ASK THEM -

Did you start taking the products?

How are you taking them?

How is your energy and appetite level?  

How did you like the taste of your shake?   
What did you mix it with?

(If on Cellular Nutrition, remember to tell them about the variety with their shakes, so they don't get bored with the program, such as fruit, juices, diet soda, yogurts, etc. Remind them that two shakes and one meal equals weight loss.)

Did you write down your starting weight and measurements?   What are they?

Tell them to cut back at mealtime and they're going to love it.

Let them know it is very important that you speak with them in 2 days. 


Share that they can call you anytime in between your calls to them.

DAY 3: Support Call
You're calling to make sure they are continuing the products properly.

ASK THEM -

How are you doing? 

How are you taking them?  Remind me please.

How did you make your shake today? Yesterday?

How is your appetite? 
If they are still hungry, suggest that they add fruit to their shakes, eat protein rich snacks, add Total Control tablets or Instant Beverage.

Remember that a rapid change in your diet can cause headaches, diarrhea or constipation, so if they complain of any of these ask them if they have cut down on their intake of coffee, sugar, carbos or fiber. Ask them if they have added milk to their diet-milk is a problem for most adults. Handle any of the these by being strong and confident. Remember it is not the products, it is a change in their dietary intake.

Remind them that 2 shakes, 1 meal, cut back and you'll lose weight, you'll love it. Tell them testimonials about other product users that they can relate to. This will encourage them to keep on.
Everything is “no problem”

Review their original goals

DAY 5: 
You're calling to check results and add new products.

ASK THEM -

How is your program going?

Have you lost any weight or inches yet?

How is your energy level?  

Day 5 or Day 7 - If they are getting results say, “Now that you have felt the products working, who else can we get started on the program?  It's always more fun to lose weight with friends.”  Try this; "You know Mary, if you want to lose weight with some friends, we can have some people over to your house and have a nutrition party.  We'll make it fun, informational and we'll help everyone get results like you're getting.  In fact, I'll show you how to get your products free!!!  Think about it and let me know.   OK? Great!"

Did you see any other products in the catalogue that interested you?

DAY 7: Partnership Call
You're calling to check results and see if anyone has noticed a change in them.

ASK THEM -

How is your program going?

How much weight have you lost? 

What does your measuring tape say?

Remind them 2 shakes, 1 meal, cut back, you'll lose weight, you'll love it.
Tell  them more testimonials about others.

DAY 15: Acknowledgement Call
This is a good day for referrals and getting them to become a distributor.

ASK THEM -

How are you doing?

What's your favorite shake? 

How much weight have you lost so far?

How many inches are you down?  Cell-u-loss is great for inch loss.

Tell them they are feeling better because Herbalife is much more than just a weight loss program, they are on a nutritional program!  

Tell them about the opportunity of selling the products. Give them testimonials.

Tell them to keep up the good work! "I'll call you soon."

DAY 25: Reorder Call
This is the day to call for a reorder or to have them become a distributor.

ASK THEM -

How is your program going?

How much weight have you lost?

Set up an appointment for their reorder or to become a distributor. 

If they still have not reached their ideal weight talk about 2 shakes, 1 meal, cut back and that's how to lose weight. Give testimonials.

*** Remember to lose weight you take in less calories.  The Herbalife program allows you to take in less calories without jeopardizing your health!  If they are not reaching their weight goals it is because they are not taking in less calories.  It is entirely up to them to cut back - don't look toward the products for slow weight loss, look at their eating!

MONTH 2:

Follow up once per week.

ASK THEM -

How are you doing?

How much weight have you lost?

Any questions?

Keep up the 2 shakes, 1 meal and cut back.

Keep up with the tablets everyday.

MAINTENANCE:

Talk to them 1-2 times per month.

(1 time to take reorder, and 1 week later to make sure the customer received the product or just to check in.)

