SURVEY SCRIPT & TIPS
“Hello, my name is [your name] [show official FM Identity Badge with your photo on] and I am working with ONE OF THE LARGEST PERFUME SUPPLIERS IN THE WORLD who have recently launched in the UK.

IN RETURN FOR A SMALL FREE GIFT, I would like to take up just 2 minutes of your time as we are carrying out a NATIONAL SURVEY on perfume preferences – WOULD THAT BE ALRIGHT WITH YOU?”
<><><>

The above is a GUIDELINE for you to follow - you can change it to suit your own personality and experience. The important things to remember are:
· The person’s immediate reaction to seeing you will be to say, “No thank you” before you have even opened your mouth … so …

· With a smile on your face, deliver a VERY, VERY SHORT speech as above and make sure you include the KEY WORDS as shown in red bold capitals:
· By introducing the word `PERFUME’ as quickly as possible in your introduction, you are immediately distancing yourself from double glazing, insurance, Kleeneze and other reps 

· Mentioning `FREE GIFT’ will often keep their door open!

· Mentioning `NATIONAL SURVEY’ gives strength and legitimacy to you being at their door

· Keep the Survey going quickly but do not rush. LOOK AND FEEL LIKE YOU ARE IN CONTROL - ask the question, fill in the details and move on to the next person. If they want some more information make sure you have your Sample Kit, catalogues, sample bottles, several `Regular Prices of Other Brands 2-Page’, etc to hand
<><><>

First, ask the questions (to relax them); 
then get their personal details; 
then give them a small gift. 
If you do not get their contact details, only give them the discount voucher.
<><><>

GIFTS (choose one from):

· 20% discount voucher for purchases by a written date (say end of following month) – this is the preferred gift because it only costs you the price of printing and your time cutting it. This discount is only available when they buy DIRECTLY from you – if they don’t, it hasn’t cost you anything! If they do, you get a new customer, retail profit PLUS your percentage bonus from the Magnolia programme.
· 5 perfumes strips in wallet (4 female, 1 male) – cut the wallet into 4 x strips of 5 and make up a few to take with you. Make sure you have one strip in each pack for men so that the man of the house can be included – he may encourage his wife to buy. Make sure that you have a label on the back of the wallet with your name and contact details on. 

Cost? Each wallet costs 80p, divide that by 4 and you get a cost of 20p per 5 perfume tester strips so only give these to people who actually look very interested
· Body lotion sample – will cost you about 15p each so only give these to people who actually look very interested
· Anything else that is relevant – use your imagination but keep costs low
<><><>
TIPS
1. Download `Survey Voucher’ – save in an accessible place
2. Type in and save your details – enter your own name, telephone number, email address. Add your FM ID Number under the words, `Voucher No:’ and then save.
3. Print off and cut out 50 or more copies of the Voucher – this will allow you to leave 50 or more copies, obviously! You want to ensure that on a good day, you have enough Vouchers to give to all of those you call on.
4. Fill in by hand the second part of your Voucher number on all of your Vouchers before you leave home – it will save you time at the door. See example below:
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5. Pre-list the numbers on the `Survey Vouchers Number’ form – fill in the rest after each visit. 
6. Sign and date Vouchers at the door – it looks personal!
7. Carry catalogues - in case someone would like to see one (make sure you have your contact details on the back)
8. Carry Sample Kit – you may be asked, “Do FM have something similar to …”
9. Carry `Regular Prices … ‘ 2-page sheet – so that you can check if we have something similar to! Laminate it – it will keep it presentable at all times (especially if you get caught in the rain!). 

10.  Carry a few extra copies of `Regular Prices … ‘ 2-page sheet – you can leave these with people who are VERY interested in looking at the range.
11. Carry sample bottles as per the Survey sheet – to show the beauty of our range and to allow the person to try the perfume. If you do not want to carry sample bottles, do not ask the question, “Do you like”.
Tip: Leave boxes OPEN to save `fiddling’ with them!
12. Carry Price List (wholesale or retail) – to show how inexpensive our range is
13. Laminate number 12 above – it will keep it presentable at all times (especially if you get caught in the rain!)
14. Print off `Thank you’ sheets – give to each person after survey along with gift
15. Print off `Sorry you were out’ sheets – fold these in 3 before leaving home and put in letterboxes if people are out.
TIP: Print off as many copies as you want of side 1 of the `Sorry you were out’ sheets. If you are going to print side 2 (the `smiley’ face side), print it upside down – when the folded sheet is opened the customer will be looking at it the right way up!

16. Use a clean clipboard to write on – laminate a copy of `Poster – Hold a Perfume Party’ and stick it to the back of the clipboard so that people can see it when you are writing down their answers
17. After you have completed the Survey in any street, contact the most positive person you spoke to and say, “`x’ number of people in your area liked the products/love perfume and we are looking for someone in this area to service the potential customers – would you be interested?” If not, speak to the next most positive person you spoke to, etc.
18. LOOK GOOD – look the part. Look clean (men, make sure you have had a shave), have a sparkle in your eye, smile and be relaxed - do not look scruffy
19. EXPECT A LOT OF REJECTION – if you do, you may be pleasantly surprised! At the worst, you will not be dejected if things did not go well - because you expected a lot of rejection.
20. DO IT AGAIN TOMORROW!
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