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Welcome to the Aloette family! You have chosen an incredible business  

opportunity and a company with 40 years of  history, heritage and  
success. You  have  our company’s support and  we are   

dedicated to helping you  achieve your  financial and business 
goals. 

 

As a true direct selling company, our goal is to help you build a 

thriving and successful business so you can achieve all your goals 
and dreams. As an Aloette Consultant, you will enjoy the  flexibility of 
being your own boss, setting your own hours and  working around 
your own life. 

 

Aloette is dedicated to providing quality products, excellent 

customer service, effective  training,  personal  growth   

opportunities  and  the recognition  and  rewards you deserve. 

 

Your President  and  Aloette  Support Staff  have  been where  you  
are  right  now.  Your journey is just beginning and  all of us at  

Aloette stand ready  to help you experience the success you are 
destined to achieve. 

 

Welcome aboard and  here  is wishing you great  

success with Aloette!  

 

Your #1 Fans, 

Your Aloette  

Support Staff 
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Consultant Name: 

 

  

Aloette Quick Reference Guide 

TIP! Copy this page and post it in a handy location! If you have questions 
about your business growth and development, contact your Manager. For everything 
else, direct your calls, faxes, letters and emails using the information below. 

Your Recruiter’s 
Business Information 

 

Name:__________________ 

 

Address: ________________ 
________________________ 

 

Phone:__________________ 
 

Email:___________________ 

ALOETTE OFFICE 
Contact Information 

 
 

Mailing Address:  
___________________________ 

 

Phone:_____________________ 

 

Email: _____________________ 

Your Presidents 
Business Information 

 

Name: ____________________ 

 

Phone: ___________________ 

 

Email: ____________________ 

ALOETTE 
Product Shipping Center 

 
1601 Cedar Lane Rd 

Suite 20 Greenville SC 29617 
 

ALOETTE Consultants’ Corner: 
 

Includes Product Information, news and 
training.  
 
Franchise Website: _____________________ 
 
Password: ____________________________ 

Extranet Ordering Site: 
 

Accessed through your replicated website: 
 
www.aloette.com/_____________________ 

 
Login: Assigned Distributor number 
 
Password: Last 4 Digits of your SSN 
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Your Aloette Grand Opening Show 
The first step in starting a successful Aloette business is to 

schedule your Aloette Grand Opening, or Debut, show within 

your first seven to ten days.  A Grand Opening show is your 

first Aloette show for your family and friends. You’ll want to 

make sure you invite everyone you know because this is the 

Grand Opening of your Aloette Business! Use the “100 Names 

List” to create a list of who to invite to your launch. You’ll find 

this list in the “Reproducibles” section of this guide (Chapter 

12). 

Show 
Your recruiter (the person who welcomed you into the  

business) or her manager will be doing the Grand Opening for 

you. Since your recruiter will be using her experience, time 

and supplies in planning and conducting the show, she will 

receive the sales and profits. However, you will receive all 

bookings and all recruits that join from your launch, as well as 

all of the hostess benefits. The goal of your G r a nd   

O p en i n g  show is to introduce our amazing products to 

your family and friends, have your guests schedule their own 

shows so they can take advantage of our lucrative Hostess 

Program   and  help  you  start  earning  an  income!  A 

Grand Opening is also a great place to find a friend or two 

that would like to  join you in the business and help you 

build your team. 

 You’ll want to call and invite each guest personally. When 

guests are invited personally they are more likely to attend. 

You’ll also want to call each guest that committed to attending 

one or two days before your debut show to remind them again. 

This will help increase attendance. 

 

 Inviting people to your Grand Opening show is an exciting 

and fun process! 
 

 
                    “Hi,                , this is                . (Briefly catch up,   

                  or if you aren’t well-acquainted, remind her about   

                  where you met). 

 
The   reason   I’m   calling   is  because   I’m   very   excited— 

I’m starting my own home-based  business with Aloette. 

 
Have  you  ever  heard  of  Aloette?  We  are  a  skin  care  and 

cosmetics company that blends science and nature to produce 

amazing, top-of-the-line products! 

 
I’m  hosting  an  Aloette  show  for  my  friends  in  my  home  on  

              (date/time)  and I want to invite you to come! 

 
I would  really love to get your opinion  on these products.  Can I 

count on you to join us? (If “yes” or “maybe,”  continue...) 

 
Great! Please add it to your calendar—I’ll be sure to call and  

remind you again. See you on                     (date/time).” 

If she won’t be able to attend, use the following word choice to 

schedule a one-to-one consultation. 
 

“I’m  sorry  you  can’t  make  it.  You  know,           (name), I 

have an idea! Why  don’t I stop by and let you enjoy a 

 “mini- facial” with  a few  of our products  so you  can give 

me your opinion. When  would  be a good  time  for me to 
stop  by  for about 30 minutes—                 (day) or                       

(day)?You can even invite a friend or two to join in the fun!” 

 
Setting Your Schedule 
 

Before your Grand Opening  show, determine  which 
dates you will be available to hold subsequent shows. 
 
An easy  way to do this is to take the next three weeks  

in your calendar and fill in the days and times that you 

cannot hold shows. (Make sure that your calendar has a 

monthly overview as well as a weekly planning section—

this will be very helpful when scheduling shows.) This 

will leave the days available that you can hold shows and 

these are the dates that you and/or your recruiter will want 

to offer your guests at your Grand Opening.  Going into 

your show prepared with open dates will make the  

scheduling  process easier for you and your guests.  

Aloette encourages new Consultants to schedule eight or 

more shows in their first month. With eight shows      

scheduled and planned, you’ll easily earn the kit rebate 

offered through our Consultant Rebate Program!   
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Your 30 Second Commercial 
Your 30 second commercial  is what  you use  when  

someone asks,  “What do you do?” It’s important  that 

you have your commercial memorized so that when      

someone asks you what you do, you can quickly recite 

your commercial and entice them into learning more about  

Aloette. 

 
Below is a simple formula for creating  a sincere,  
simple 30 second commercial. 

 

Answer the following questions: 

1. What is the favorite thing you do or give as 
an Aloette Consultant? 

Examples: 

• I offer women  a lucrative business opportunity. 

• I teach  women  how to have                    . 

• I give away free and discounted products to 
my Aloette Hostesses. 

 
2. What is your favorite Feature of being an 
Aloette Consultant, and what Benefit do you receive 

because of it? 

Examples  (Feature/Benefit): 

 

• Flexibility/stay at home with kids 

• Unlimited  income potential 

• Great  business ethics/offering  women  a  chance  

   to  make a difference in the lives of others 

 
3. Give a WOW example of how this feature/
benefit combination is working  in your life. 
 

Examples: 

 • I watched my daughter take her first steps—with a 

 traditional job I might have missed  it! 

• We have  Aloette Managers earning  six-figure  

incomes  and I’m going to do it, too! 

• I have the opportunity to offer women  the chance to 

change their lives! 

 

4. Put it all together and what do you have? 
 

“So Susie, what  do you do for a living?” 

 

“I give away  results-oriented skin  care products  to 
women who   treat  their  friends  to  a  show   (what I do) 
with  Aloette.  And  what’s  so great about  this business 
is that I can stay at home with my kids (feature), and there 
is no limit to my income (benefit). In fact, Aloette has 
women earning over six figures! (WOW!)” 

 

Show Observations 
Before you begin holding shows, you are encouraged to  

observe two to three shows held by an experienced Consultant to 

learn how to conduct one successfully. 

 
You can attend with your recruiter or your Manager. Make sure 

to take the Show Observation  form (found in the 

“Reproducibles”  section  of this guide in Chapter  12) with you to 

the observations. 

 
Two to three show observations will help prepare you by 

• Experiencing the products 

• Watching how the Consultant conducts the show 

• Hearing the word choices 

• Watching  how  the  Consultant conducts  guest one-to-one 

consultations at the end of the show 

• Seeing how much fun everyone has 

 

Business Setup Tips 
Here  are  a  few  tips  for  setting  up  your Aloette  business. 

Some  of these  ideas will involve added investment  in your new 

business, so make the investment as your profits allow. Please note 

that while these ideas are not required, they are highly             

recommended to help you run your Aloette business efficiently 

and successfully. 

 

Home/Office Workspace 

Although  it’s nice  to  have  a  separate home office space, it 
isn’t necessary. You don’t  need a lot of room, but you do need a 
space for your business activities. If your space cannot be a  
permanent place, then even a folding table will work. You’ll need a 
space to store your supplies. You’ll also want to  make sure your 
work  space includes a phone. 

 
Computer 

A personal computer is a  great  tool  to  assist you in your  

business. Although it is not essential, it is highly  recommended. 

 
Answering Machine/Voice Mail 

You’ll want to make sure that you have an answering machine or 

voice mail that will pick up messages while you are away. If your 

voice mail is also your family voice mail, make sure that the  
message you leave is professional.  Here is an example: 
 
“Hello,  you’ve reached the                          (family) residence  

and                          with   Aloette.   Please leave a message and 

it will be returned promptly. Thank you.” 
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Business Cards, Stamps, Labels 

 

Many  of  your  business  forms  (catalogs,   flyers,   

brochures) will need to be personalized with your name, 

phone number and email address and personal website  

Information to give your customers easy access to your 

business. Ask your  manager or the Aloette Office for recommended    

printing.  

 
Calendar 

In order to run your Aloette business effectively, you 

will need a calendar to keep track of your shows,             

recruiting interviews, team meetings and other important 

activities. A calendar  that includes both months  and 

weeks  will make scheduling much easier. It’s also suggested 

that you use the same calendar for both your family and your 

business to ensure that activities don’t overlap. 

 
Business Bank Account 

Setting up a separate account for your business is very 

important. This provides you with an account to use to pay your 

incidental business expenses, as well as a place to deposit your 

earnings. You’ll be able to keep yourself on track and watch 

your profits add up! 

 
Name Tag 

Wearing a name tag is a professional way to identify yourself. 

It’s also a great  advertisement for your business!   

 
Samples 

Samples  are  a  great   business  tool  you  can   use   in  

many different ways:  as  a  gift at  your  show  for bringing  

a  guest, when  you’re  out  and  about  sharing  Aloette  

information,  as an extra Hostess incentive and more. 

Aloette sells a few samples (Restorative  Enzyme  Peel  and  

Body  Silk Lotion) as  business tools for a very reasonable 

price.  

 

 

Consultant Personal Web Page 
 

We also encourage you to sign up for your own personal website. 

This is a great way to quickly and easily grow your re-order business 

and also allows you to send your hostesses and her guests e-vite 

invitations to her shows, let them place outside orders online that 

count towards her show sales, etc.  Make money whilte you sleep!  

 

Contact our Aloette office to set up your site today! 

 

 
 
 
 
 
 
 
 
 
Goal Setting 
When setting goals, it is important to remember why you started your 

Aloette business. Why did you join Aloette? Consultants join for 

many different reasons, including: 

• Debt 

• Family vacation 

• College fund 

• Retirement  account 

• Time with family 

 
When setting your goals, ask yourself: 

• How much money do I want to earn each  month? 

• What will  I do with the income that I earn? 

• How many shows  am I willing to hold each  month? 

• How many recruits will  I welcome  to my team each  month? 

 
Once you’ve answered these questions, you will be able to  

determine how many shows you’ll need to hold each month  

to achieve your goals. 

 
Fill out the following information to set  your first-month  goals 

with Aloette. You will want to reset your goals each month; it has 

been proven that Consultants that set goals are more successful than 

those who don’t. 

 

 

 

My Monthly Income Goal is: _______________________ 

 

To achieve this goal,  I need to hold  _______ shows a  

 

month and add _______ consultants a month to my 

team. 

 

Please note: The average Aloette show is $400. 
 

 

If you still have questions about how to set goals please contact 

your manager and she will be able to help and guide you further.  
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CHAPTER 2 

Career Plan & 

Incentive Programs 
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As an Aloette Consultant, you may have joined with a 

specific financial goal in mind such as starting a college 

fund, paying your house payment or taking a family vacation. 

You may also have joined because you were ready to make a 

career change that would allow you to work from home. 

 
Whatever prompted you to become a Consultant, it’s always a 

good idea to have a clear understanding of your career plan— 

not only for yourself, but also so you can share  it with 

others! 

 
There are four ways you can earn money with 
Aloette: 

1. Personal sales 

2. Personal Sharing/Recruiting 

3. Becoming an Executive/Manager 

4. Promoting new Executives 

 

Career Plan 
Earning income through your personal commission is just the 

beginning. The key to this business is holding a consistent 

schedule of weekly shows, hiring others to join you and 

promoting  new Managers. It’s that simple! When you do 

this, you will become an Aloette Manager, where even 

more earning opportunities await! 

 
Receiving Your Commissions 

You will receive your personal sales commission each week. 

Order submission with payment cut-off is Monday at  

midnight to be paid that week.  

 
Management 

To become an  E x e c u t i v e  with Aloette, you need  

three qualified Consultants on your team. Three of those 

Consultants must be personally recruited by you. As a 

team, you will need to have combined sales of $4,000. 

Once this happens, you will be promoted to our first level 

of Management:   “Jr. Field Executive” 

 
As an Executive, you’ll start earning an override on the 

monthly sales  of your team.  As you are promoted to higher 

levels within the career plan, your income increases! 

 
Please review the Commission Structure on the following 

page for an overview on how you make money at each level 

of the Aloette Career Plan. 
 

 

Maintaining Active Status 
A  Consultant  maintains   active   status  by  achieving   

$200 or more in personal sales each year. If personal 

sales fall below $200  a year , a Consultant is considered 

inactive and loses her commission/discount status.  

 
An inactive Consultant may re-qualify for the Commission  

Incentive Program/discount  by submitting a $200 or more retail 

order (with no discounts).  A Consultant who  is inactive for 

12 calendar months or longer must reapply as a new Consultant, be 

accepted by the company and hold a Grand Opening show to rejoin. 

 

Incentive Programs 
Aloette  offers  a  variety  of  Consultant  Incentive  Programs 

that allow active Consultants to increase their personal             

commission and to take advantage of great offers. The following is a 

list of Aloette Incentive Programs: 

 
Product Override Program 

You may select 10% of your monthly retail sales in products 

of your choice at a 75% discount. To qualify for this program, 

you must have $1,000 or more in sales shipped within the 

month. Product overrides can be ordered through the Aloette 

Office and may be used the month following qualification. The 

maximum product override order is $500  retail and  includes 

full retail products and excludes packages. Please see the  

policies and procedures information received in your consultant 

kit for more details. 
 
Incentive Trip & Jewelry Programs 

Aloette offers Consultants incentive trips and jewel ry for 

achieving certain goals  that  are  set  by the  company. Ask 

your President for more information on the current Incentive  

Programs or visit your franchise website.  

 
 
 
 

 

 



 13 

  

Beauty Consultants Earn: 
25% on Personal Sales Shipped at startup 

30% on Personal Sales Shipped with 1 consultant hired that has submitted $400+ in sales 

35% on Personal Sales Shipped with 2 consultants hired that have submitted $400+ each in sales 
 

●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●● 

Achieving Executive Status 
o Meet with your President for an explanation of Executive position 

o Hire 3 or more consultants who submit a minimum of $400 each 

o Achieve your qualifying month when you and your team have submitted 

$4000+ in sales with a minimum of $1000 of those sales being personal 

 Earn Executive bonus on your qualifying team shipments (min $4000)  

 starting in the next month! 
 

●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●●● 

Executives Earn The BIG BUCKS: 
35% on Personal Sales Shipped PLUS Monthly Overrides* based on Staff Sales 

*Manager must ship $1000+ personally to receive overrides 
 

Staff Overrides 

 
 
 
 

 

 

 
Field  

Executive 
Director 

Executive  

Director 
Vice President 

Exec. Vice 

President 

  1 
Break-away 

2 
Breakaways 

3 
Breakaways 

4 
Breakaways 

Monthly Sales      

$4,000-$6,000 (Jr Field Exec) 3% 3% (1.5%) 3% (1.5%) 3% (1.5%) 3% (1.5%) 

$6,000-$12,000 6% 7% (3.5%) 8% (4%) 9% (4.5%) 10% (5%) 

$12,000-$18,000 7% 8% (4%) 9% (4.5%) 10% (5%) 11%(5.5%) 

$18,000-$24,000 8% 9% (4.5%) 10% (5%) 11% (5.5%) 12% (6%) 

$24,000-$32,000 9% 10% (5%) 11% (5.5%) 12% (6%) 13% (6.5%) 

$32,000-$40,000 10% 11% (5.5%) 12% (6%) 13% (6.5%) 14% (7%) 

$40,000-$48,000 11% 12% (6%) 13% (6.5%) 14% (7%) 15% (7.5%) 

$48,000+ 12% 13% (6.5%) 14% (7%) 15% (7.5%) 16% (8%) 
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With Aloette’s commission structure, there is no glass ceiling- the income potential is endless. In our quest to 

create the best possible income opportunity, there were two key things that we wanted to achieve:  

1) Create an opportunity that would work for EVERY woman.  We’re a company made of women of 

different ages and backgrounds. It was important to give each and every one of you the chance 

to create your own business with the income that YOU desired. 

2) It takes work to make it work… but we give you the career that allows you to work SMARTER not 

HARDER to make a six figure income while working it around your life.  

When you are looking through the examples below, you will notice that each one of these only involve doing 

12 shows a month personally. What makes the difference between making $31,000 or $142,000 a year? Hir-

ing… When you share the opportunity and help others achieve their goals, you will add to your income. The 

more we support each other, the more successful we all become.  

What a difference 10% can make… 

 
 

Average Earnings For Field Executive with $10,000 staff: 
Personal Sales 12 shows x $400 show average = $4800 x 35% = $1680 

Team shipments $10,000 x 6% = $600 

Total Monthly Earnings: $2280  ($27,360 year)  
 

Average Earnings for Exec. Director with total shipments of $30,000 ($15000 personal staff): 
Personal Sales 12 shows x $400 show average = $4800 x 35% = $1680 

Personal team shipments $15,000 x 9% = $1350.  

(2) Breakaway Teams $15,000 x 4.5% = $675. 

Total Monthly Earnings: $3705 ($44,460 year) 
 

Minimums to Max the Matrix – Exec VP with 4 Breakaways & total shipments of $72,000 
Personal Sales 12 shows x $400 show average = $4800 x 35% = $1680 

Personal team shipments $48,000 x 16% = $7680 

(4) Breakaway Teams $24,000 x 8% = $1920. 

Total Monthly Earnings: $11,280 ($135,360 year)  
 

 

HOW MUCH DO YOU WANT TO MAKE? 
Reach out to your manager or President today 

 to create a plan for your dream income! 

 Avg. monthly income with 

2 shows a week 

Avg. monthly income with 

3 shows a week 

25% $800 $1200 

30% $960 $1440 

35% $1120 $1680 



 15 

 

CHAPTER 3 

Aloette Show 

Preparation 
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The following are basic  

preparation steps to ensure a more 

successful show. All of the 

printouts can be found on our 

website. 

 

1. Make sure your kit has that new look. A 

clean and polished display sends the  

       message that you are committed to  

      excellence. 

 

2. Be prepared with the necessary  

  paperwork and accessories, including: 

• Catalogs with your contact info on the back 

• Hostess Benefit Handouts for all guests (in color) 

• $100 Previous Hostess  Coupons 

• Value Package Handouts for all guests (in color) 

• Hiring information/Opportunity Bifolds 

• Customer order forms (tucked into catalog) 

• Hostess Bifold with Catalogs for bookings 

• Your calendar with available dates picked 

• alcohol/fragrance-free baby wipes to remove 
products 

• Disposable spatulas and applicators 

• Calculator 

• Pens 

• Hostess Worksheet 

Optional Materials/Ideas: 

• Hostess 3 Booking Gift 

• Bonus Date Gif ts 

• Gifts for bring a friend guests  

 

Tip: Have a mister bottle with rubbing alcohol 
to sterilize brushes and products as you pack 
up your kit! 

Let the Show Begin! 
The  Aloette  show   is  your  greatest  hiring,   

booking and selling opportunity.  Aloette has  

developed several resources to ensure that you have 

everything you need to have a successful show in 

addition to this consultant manual. 

 

About your Franchise Website: 

 

This resource is packed full of product information, 
news, training and so much more. We encourage you to 
check this website daily to ensure you stay in the loop  
about what is going on in our franchise, hostess  

specials and customer perks, as well as customer  

specials and consultant contests! 

 Watch the Aloette show on your computer or smart 

device under Consultants Corner/Training 

  

 The Printables section of Consultants Corner has 

all the print material your need for your shows and 

consultations that are not included in your kit.  

 
 

 

 

 

 

 

 

 

 

 

 

 

Appearance: 
 

As a Consultant representing Aloette, be sure to 

pay careful attention to your appearance. Creating 

a positive first impression  is essential  to your 

success! You’ll want to dress professionally for 

your shows and when you’re out and about    

conducting business.  Of  course, our         

appearance can only take us so far. The most   

important element of an Aloette show is a positive 

attitude and having fun! 
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CHAPTER 4 

Hostess Coaching 
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Hostess Coaching 
The time you spend with your Hostess planning the details of her 

show is like getting an insurance policy for your business.      

Hostesses can get cold feet quickly when they don’t know 

what to do or don’t feel confident they can have a successful 

Aloette show. When you coach your Hostess thoroughly, 

you’ll find that very few Hostesses will cancel or reschedule 

their dates. 

 
Make your goals for every show to sell a value package to 

everyone, schedule three or more new shows and schedule three 

hiring interviews. The key to making this happen is guest  

attendance—the more guests you have in attendance, the more 

successful your show will be. Hostess coaching takes very 

little effort compared to the many benefits it will provide. Here 

are just a few of the benefits: 

 
• Your Hostess feels confident and prepared. 

• You build a relationship with your Hostess. 

• You become partners with a common objective— 

a successful and fun show. 

• You will help set  the stage for a memorable show, which 
will lead to scheduling new shows. 

• Your  Hostess  will  be  excited   about   qualifying for  her 

Hostess gifts and  will tell more  friends; you’ll gain more 

customers through referrals. 
• Your Hostess will see  how much fun it is to work with you 

and may just join you in the business. 
 

Hostess Coaching Bifolds 
Your kit contains four Hostess Coaching Bifolds. You can  

create more for your business using the download  

available under Consultants Corner/Printables on our 

franchise website, or you may purchase them on your 

supply order form. Always have 4-6 Hostess Bifolds for 

your shows. And by having six, you’ll mentally go into  

every show expecting  to hand out all six! 

 
You’ll want to give each of your Hostesses a Hostess 

Bifold before her show. The best time to give the Bifold is 

 immediately when she has scheduled her show. 

 

     

 

 

 

 

When & Where Should 

Hostess Coaching Happen 
When someone agrees to host a show, it’s best to start       

coaching her immediately. It can be at the end of the show, 

at a one-to-one consultation  or during your day-to-day 

activities. You can also set a specific time to meet with your 

Hostess for coaching.  This is an especially effective way to 

coach when your Hostess is not familiar with Aloette  

products. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 
 

Hostess Coaching in Person 
Hostess coaching should always take place at the show where 

you meet and book your hostess. However, “outside  

bookings” (those not booked at shows) can take place anywhere 

you and your Hostess can meet. You may choose to meet at her 

home to get a sense of the best place for your display and 

where to seat your guests. 

 
Coaching your Hostess in person helps build: 

•  A stronger  relationship 

•  A stronger sense of commitment from your Hostess 

•  A feeling of partnership 

• Anticipation for the great show that is going to take p l a c e  

TOP TIP: Overbooking is vital to your   
success! As a rule, always  schedule 
two extra  shows every week  to ensure 
that  you are holding the numbers of actual 
shows you want to hold. 

TOP TIP: When you are at a show and you schedule multiple 

future shows, you can “group coach” your new      

Hostesses. This is a great  use  of your  time  and   

other guests will be able to hear how fun and easy  it is 

to host and may decide to host a show as well! 



 19 

 

 
 
 
 
Hostess Tips Section 

This section discusses how  

to have a successful show.  

You’ll want to fill  in the information  

on the top of the bifold for  

your Hostess. Set sales and  

booking goals  with your  

Hostess. Encourage $100 in outside orders and at least one 

outside booking. You may choose to offer her an incentive, 

(i.e. gift) for having outside orders/bookings already when you 

arrive for her show.  

 
On your hostess packet is an  area  for your Hostess to   

create her guest list. Encourage her to use this guest list to 

write down everyone she knows to invite to her show. The 

more guests she has in attendance, the more successful her 

show  will be! Set  a goal with your Hostess to invite 25 or 

more guests. Usually one third of the guests she invites will 

attend. 

 
Encourage her to use  the F.R.A.N.K.S. acronym  when  

creating her guest  list. F.R.A.N.K.S. is an easy way to  

Remember: 

• Friends 

• Relatives 

• Associates 

• Neighbors 

• Kids (adults she knows through her children) 

 Spouse (people she knows through her spouse or significant       
other) 

 

 

 

 

 

 

 

 

 

 

 

 

Hostess Benefits  

Take the  time to walk your Hostess through  the   

Hostess Benefits to ensure  that she understands  

Aloette’s Hostess Program and knows all the products  

she can qualify to receive for free or at a deep  discount.   

 

 

 

 

 Hostess Coaching over the Phone 
Here are some important reminders when you are Hostess 

coaching  over the phone: 

• Set a definite time with your Hostess to coach her over 

the phone. Write that time in your calendar just like you would 

a show or a recruiting interview. 
• Ensure  that your Hostess has  the Hostess packet in  

front of her while you coach her. 

 Ask good open-ended questions to check  for                

understanding. An open-ended question  is one  that  

someone can not answer with a simple “yes” or “no.” 

This helps keep the conversation going.  “How is the  

inviting coming along?” is an example of an open-

ended ques- tion. 

 

 

 

 

 

 

 

 

 

 

 

 

Using the Hostess Bifold Be sure to pre-

sent each Hostess with a Hostess bifold  prior to  her  show.  

By walking her  through  the  contents of the Hostess Bifold 

she’ll know exactly what she needs to do to have a successful 

show. 

 

 

Wish List 

It’s important that you know what your Hostess would like to  

receive for free or discounted from her show. This is called her 

wish list. Use the catalog  to help your Hostess pick out the 

products she would like to add to her wish list. 

 
 

Order Forms 

Your Hostess bifold includes an absentee order form section. 

This order form is used for preorders from those friends that 

can’t attend the show but would like to place an order. By  

encouraging preorders you are setting  your Hostess up 

for a more successful show. 

 

 

 

TOP TIP: Take  note  of the  products that  your 

Hostess has  chosen for her wish list. By doing this, 

you  can  refer  to  those particular products  during 

the  Hostess coaching process.  It will help  keep 

your Hostess excited about what she can receive for 

free or discounted! 

TOP TIP: When your new Hostess schedules 

her show  at a show, let her know  when  she  

has  20 names on her guest list before she 
leaves that you’ll have  a free sample for her! 
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Also, remind her to call each  guest  that  has  committed 

to attend one or two days before the show to remind them of 

the date and time. This is a great time to encourage each of the 

guests to bring a friend or two to the show! 

 
You can also use the guest list once the show is over to  

identify those that were unable to attend. You can then call 

those people after the show to invite them to order, schedule a 

show or join your team! Below is a brief script you can use: 
 

 

“Hi                ,  this  is                   and  I  am  the  
Aloette   Consultant that  conducted                ’s 

show   last  night.   I’m  sorry  that   you   couldn’t 

attend.  I wanted  to call and offer  you  the same 

 specials that I offered the guests last night.”  

 

(Proceed to explain  the customer  offers.  Don’t forget  to 

invite  her to host her own  show  and to join your team!) 

 

Plan the Show Details 
Covering the details of the show during your coaching 

session will help prepare your Hostess on what to expect. 

 
Refreshments 

If your Hostess wants to serve something, encourage her to 

keep  the refreshments simple. Let your Hostess know 

that she won’t want to serve refreshments until the end of the 

show,  when  you are  conducting one-to-one  

consultations with her guests. 

 
Location of Display 

Keep your display simple. You’ll want to place the display in 

an area  visible to all the guests. Dining tables  are great or 

you can set up on a folding table. 

 
Location for One-to-one Consultations 

Sit and conduct one-to-one consultations where your kit 

is displayed. 

 
This is where you will be selling, booking, explaining the  

value packages, calculating totals, collecting credit card  

information, answering questions, scheduling shows and  

recruiting, so you will need a bit of space. 

 

 

  
 

Product Sample 

You may choose to include a product sample in your hostess  

packet. Encourage your Hostess to use the sample before her 

show so she can share  her great results with her guests. 

She can also use the sample  to help gather  preorders for 

her show! 

 
 
 
 
 

 
Hostess Program Details 
Aloette has  one  of the most  lucrative Hostess Programs 

in the direct sales industry. It’s important, as a Consultant, that 

you are aware of our Hostess Program benefits so you can 

share with everyone you know and invite them to host a 

show! You can find a description  of our Hostess Program  

on the Hostess Benefits flyer that you receive in your kit. 

This flyer is also posted in our  consul tants  corner  on  

our  f ranchise websi t e.   

 
All  Hostess benefits  are  based on  your  Hostess  

holding a s h o w  w i t h  q u a l i f y i n g  s a l e s .  

C o n t a c t  y o u r  f r a n c h i s e  p r e s i d e n t  o r  

l e a d e r  a n d  r e f e r  t o  t h e  c u r r e n t  H o s t e s s  

B e n e f i t s  s h e e t  t o  s e e  q u a l i f y i n g  s a l e s .  

A l l  b e n e f i t s  a r e  b a s e d  o n  commissionable 

sales (does not include PWP specials, shipping or tax). 

 

(Hostess Bifold/Packets and current Hostess Benefits 
are located on your franchise website in consultants  
corner/printables under show materials) 

 
 

Inviting Personally 
 

Make sure that your Hostess understands the  
importance of personally inviting each  of her guests. 
By inviting personally, she will have much better  
attendance than by just emailing or sending an invitation via 
Facebook, text message, or Evite. Explain to her that these 
types of invitations seldom gain firm commitments, as 
most people are not committed to electronic                   
communications.  

TOP  TIP: Encourage preorders.   

Hostesses  who have  orders waiting for you do 

not cancel. Stressing outside orders is one of the 

best ways to prevent cancellations. 

TOP TIP: Ask your Hostess to email/mail  you a list 

of the  guests that  have  committed to attend her 

show. The list should include  their name, phone 

number and email address. You can  then  call each 

guest before  the show to introduce yourself as the 

Consultant and let her know  you  are  excited to  meet  

her.  This will help  with attendance and will help you 

begin building a relationship with each guest. 
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Invite Your Hostess to Join Your Team 

 

 

Your best recruiting prospect is always your Hostess. She 

loves the product, she likes to get together with friends and she  

has  helped  you plan a successful show! Use your hostess        

worksheet to invite every Hostess to join your team during your 

Hostess coaching process. Inform her that you can turn her show 

into her debut show and that she can have all the bookings and 

start her new Aloette business that night! 

 
“                ,  I  plan  on  coming   to  your  show   

and scheduling  many  of  your  friends  to  host  

their  own show.  Consider  this:  you  can go to 

those  shows  and spend money  or you can go to 
those shows  and make money!  What  sounds  

best to you?”  
 
 
 

 

Ways to Avoid Postponements 

or Cancellations 

 

 
As you finish reviewing the Hostess packet  with your  

Hostess, say: 

 

 

 

“I have  reserved  the  date  and  time  especially for  

you as this is my business and you can count on 
me. Should you   need   to   move   or  change   

this   date,   I  would appreciate   seven  to  ten  

days  notice,   so  that   I  can rearrange  my  

schedule.  I  know that  together  we  are going  to 

have a fabulous  show. It’s going to be great!” 
 

 

 

This is vital—these words will demonstrate your commitment to 

your Hostess and reinforce her commitment to you. By keeping 

in touch  with your Hostess, you can  keep  her excited and 

positive about her show.  

 
 

 

 

 

Here are two of the most common reasons Hostesses might 

want to cancel or reschedule their show: 

 

 They didn’t get around to inviting many people. (keeping 

in touch will help to avoid this) 

 People are calling to say they can’t come at the last  

        minute and attendance is dropping. (Her biggest concern         

        is failure and embarrassment) 

 

This is where your attitude is key. If you aren’t concerned, she 

won’t be either.  

 

Should your hostess try to cancel due to lack of attendance, this 

is your recommended response: 

 

 “_________, we’ll have a great time no matter how 

 many guests come.  Remember that those who are 

unable to attend can still place an order and even schedule their 

own show and you’ll get full credit!  You and I both saved the 

night and I will be there!  Call those that are coming and ask 

them to bring a friend or two. I’ll have a gift for friends and the 

guests that brought them! 

 

 

 Aloette Wisdom 
 

Remember this wisdom: 

 

 It’s always better to hold a show than to postpone it.  

 Never count on a postponed show taking place.  Book an 

extra show that week to replace it  in case it falls through. 

Postponed shows generally indicate an unreliable person.  

 Be careful not to schedule beyond two weeks. This will cut 

down on postponements and cancellations. If a guest tries 

to schedule more than two weeks ahead, let her know that 

her show must be held within two weeks to take advantage 

of the booking specials.  This normally works, since she 

wants to help the hostess get her hostess rewards for each 

booking. You can also use bonus dates to control your 

schedule.  

 

The steps you take to coach and encourage your hostess, 

along with your close follow-up, will pay off in higher sales, 

more shows scheduled and a happy hostess who will host 

again and refer you to others! 

 

Please refer to next sheet for recommended hostess 

follow up! 
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Hostess Follow Up to ensure  

successful shows.  

 
It isn’t just important that your shows hold, but that you and 

your hostess get the most possible from the show. 

Hostesses who max out our benefits not only become 
dedicated Aloette clients, but are more likely to rebook shows 

in the future. Follow these steps below to ensure your hostess 

you are committed to her show and remind her of the things 

she wants to focus on before and during the show. 

 

 
 

48 Hour Call 
 
This call occurs within 48 hours of meeting your hostess 
and show planning her. A simple call to reiterate to her 
your excitement and commitment to her show and remind 
her of anything special you may have forgotten. This is 
NOT a call to confirm the show, as you have already set 
the date and time.  
 
This call is also important because, if your hostess has 
forgotten a prior commitment or sees for whatever reason 
she needs to reschedule her show, it is best to change 
now. This rarely happens, however if a hostess sees the 
date she picked does not work with her schedule, you will 
want to know now so you can arrange your schedule and 
offer the date to someone else. Many times this will be a 
voicemail, and that is ok. It is NOT effective to do this via 
text message, Facebook, or email.  
 
Simply Say: 

 

“Hi Mary! This is ____ with Aloette Cosmetics. I just  
wanted to call and let you know how nice it was to meet 
you and I am so excited for our show on (day/date) at 
(time). I have it reserved just for you and I can’t wait to 
share our products with your friends! Please let me know 
if you need any help with outside orders or bookings, and 
remember (Tell her about special here, i.e. everyone who 
brings a friend gets a gift, etc).  See you soon!” 
 

 
 

Before Show Letter 
 
This is a form letter (see franchise website) that  
encourages your hostess to have her 8 buying guests, to 
call and remind everyone the day before the show to  
attend, and once again confirms your commitment and 
excitement about her show. This letter also offers her the 

 

 

 

 

Your hostess should receive this letter 5-7 days before 
her show. This letter is important because it reminds her 
that her show is approaching and she will begin to invite 
in earnest to her show!  It makes her feel special and   
important that you thought to mail her something. 
 
 
Before Show  Call 
 
It is very important that you call your hostess (once again, 
text, email Facebook etc are NOT effective or                
recommended) 3 to 4 days before her show. Once again, 
this is NOT a call to confirm the show is holding, but to 
confirm information for the show you have scheduled:  
 
In this call you will: 

 See how many people she is expecting 

 Confirm directions to show location 

 Encourage her to call and remind her guests about 
attending and bringing a friend 

 Encourage/confirm outside orders and/or bookings 
 
It is very important that you speak to your hostess on this 
call. When calling the hostess 3-4 days before her show, it 
is easier to overcome concerns and encourage her to work 
on outside orders or bookings. Also, if you leave a       
message the first time, you still have time to call her again 
and follow up for this important information and              
encouragement.  
 
 
Social Media & Hostess Coaching 
 
Don’t replace the things that work to build relationships and 
commitment with your hostess with technology-use social 
media and technology to ENHANCE it! Use our 21st  
Century Hostess Coaching Guide to enhance your hostess 
coaching and for other ideas that work! 
 

 
After Show Follow Up 
 
You’re encouraged to call, email, and/or send a Thank 
You note to your hostess after her show. This shows your 
appreciation for her and builds a stronger consultant/
client relationship with her. This also gives you another 
chance to hire her or invite her to an upcoming hiring 
event.  

 
In the reproducibles chapter you will see a checklist 
to ensure you follow up with each hostess! 
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CHAPTER 5 

The Aloette Show 
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The Aloette show is a unique and fun experience. Your 

Hostess and her guests will not only get to sample some of the 

best products on the market but they will be able to do so while 

relaxing and having fun with friends. 

 
In order to have the best experience possible, you will want to  

ensure   that  you  are  prepared  for your  Aloette  show. 

Below are  a  few helpful tips  to  ensure  that  you will  not 

only have a fun and relaxing show but a successful and 

profitable one as well! 

 

Show Setup 
Taking the  time to  properly  set  up  your Aloette show  will 

be  time well spent. A well-planned  show  can  mean  

the difference between an average  show and a fabulous 

show-and less stress on you! 

 
Arrival Time 

Be sure to arrive at your Hostess’s home at least 3 0 - 45    

minutes before the show is scheduled to begin. This will give 

you ample time to set up your kit and to give your Hostess her 

makeover if she has chosen to do it before the show.  

 

Pre-Show Activity 

Conduct your shows  in a well-lit room. Either set up on the 

dining-room or kitchen table. You can also use a card 

table in the living room area. 

 
Encourage your Hostess to get involved by sharing with 

guests her personal testimony about her favorite products or 

how great her skin feels after her makeover. Make sure to ask 

your Hostess before her guests arrive which of her guests 

really love skin care and/or makeup and who might be  looking  

to  earn  extra  income  or  start  a  new  career! You’ll also 

want to make sure to ask your Hostess if she has thought 

more about becoming a Consultant herself and turning her show 

into her debut show. 

 

Greeting the Guests 
Greeting guests as they arrive is one of the most   

important things you can do at your show. This will help you 

begin building a relationship with each guest. You will want 

to make sure to learn each of their names. If you have       

difficulty remembering names, you may want to use name 

tags.  

 

As you speak to each guest and welcome her, be sure to learn 

more about her. This will help you learn valuable information 

about the guest. Try to ask questions about what she may be 

looking for in a skincare or makeup product or regimen, or 

about her family or activities, so you can approach her about 

Aloette’s business opportunity.  

  
By getting  to know your guests on a more personal level, 

they will trust you more with their skin-care  needs. 

The following  are some questions that you can ask while 

welcoming and getting to know each  
guest: 

• How do you know the Hostess? 

• Are you married? 

• Do you have children? 

• Do you work outside  the home? 

• Do you have specific skin care concerns? 

• Is there something  in particular you would like to learn 

about tonight? 

 

Show Presentation Tips 
 
Stress the Importance of Using  a Skin Care 
Regimen 

A client will achieve  optimal results  from her skin care  

products when used as a total regimen. Not only will she  

experience the best  results,  but she will also receive the 

greatest savings.  Once your client is using  any Aloette 

skin care  package, she  is your customer for life, simply by 

servicing her skin care needs. 

 
Assume the Sale 

Always talk about  skin care  products as  though  the  

customer has  already  purchased them.  For example:  

“Now, when  you’re using your Gentle Foaming Cleanser  at 

home...” 

 
By using positive, assumptive terms,  the customer 
comes to believe she is already the owner of the product. 

 
Know Your Product Benefits 

Your customers expect you to be knowledgeable about your 

products’ benefits. Use the HOW, WHEN and WHY method. 

 
• WHY should she use the product 

• WHEN to use the product 

• HOW to use the product 

 
The WHY is the most  important element to  your customer 

because she wants to know how the product will improve her skin. 

 
Personal Testimonials 

Encourage your clients to verbalize their positive product experiences. 
 

As you pass the products around  say: 
 
 “Doesn’t that feel great?” 
 “Doesn’t your skin feel soft?” 
 “See the instant results you can see with our 
 products?” 
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By having your customers verbalize their positive reactions, 
you will create excitement throughout your show. 

 

Hypoallergenic/Reactions to Product 

The term hypoallergenic does not mean that the product is bet-

ter, only that some basic cosmetic ingredients, like artificial fra-

grance, have been left out for the extremely allergic. 

 
On  very rare  occasions, you  may  encounter a  customer 

with some  unusual  allergy or sensitivity. Allergies are complex 

medical problems, and  apparent allergic  reactions can be 

caused by many things other than     cosmetics—food,  

medicines and laundry soaps to name a few. 

 
Allergic reactions are typically hives or red, rash-like   

irritations, not breakouts. Some  customers will experience 

breakouts when starting  a new skin care   program.  Deeper 

cleansing  can help purge the skin of this concern. Respond 

positively to breakouts, saying: 

 
 

“That   tells  us  that  the  product   is  working  to 

deeply cleanse your skin. Just give it time and you 

will see the results.” 

 
In the rare case when someone may have an allergic reaction to 

an ingredient in our skin care, suggest that the customer  

discontinue use of all the products she is using and conduct a 

patch test of each product to determine if the reaction is related 

to a specific product. If this is not acceptable to your client, sim-

ply exchange her purchase for another product of equal value. Our 

exchange policy is located on all order forms and our  

website. 

 

 

Aloette Show Script 
The key to having a successful show is to just be you and have 

fun! If you’re having fun, your guests will have fun, and they will 

want to schedule shows  of their own! 

 
See our franchise website for the full outline and show script to 

use at your show.  Read and become comfortable with your 

show script. Practice holding your script as you do your show, 

and people will appreciate that you are using notes to ensure 

you give them the best information possible.  

 

This show script was put together to allow you to offer everything 

Aloette has available in a fun, results oriented way! When you 

use the script as written, you will have many happy hostesses 

and new clients.  

 

Memorize the “opening” of your show, and use the script as your 

guide for the rest of your show. Watch the show online on our 

franchise website as well as observing your manager/president 

do live shows, and remember you are always welcome to ask for 

help or clarification if you need it!  
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The One-to-One Consultation 
The  one-to-one consultation   is a  very important  part  of 

your show. Your show will not be complete until you give each 

guest a one-to-one consultation. This will help you answer  

questions individual guests may have about the products, 

find out what products they are interested in, up-sell  

additional products and invite them to host their own 

shows  and join your team! 

The goal of the one-to-one consultation  is to sell a guest  a 

value package and inform her of all three of our opportunities: 

the opportunity to become an Aloette Consultant, the      

opportunity to host a show and the opportunity to become a  

Preferred Customer. 

 
You’ll always want to remind your customers about the   

one- to-one  personal  consultations throughout the  show.  

Don’t just mention it once—make sure you talk about it at 

least three times. This will prepare your guests for what to    

expect once the show has finished. 

 
One-to-one Consultation Setup 
 

When giving a consultation, make sure you have three piles 

of information, found on our website in consultants corner: 

 
Pile #1: Recruiting brochures/business opportunity 

information 

 
Pile #2: Hostess packets and your calendar 

 
Pile #3: Order form with calculator 

 
Use the order forms to collect the following information from 

each  customer: her name,  phone  numbers, email  

address, best time to call and whether she’s available to call 

at work. After you  help  her  choose  her  value  package  

and product  purchases, total the  order  and  offer her   

Aloette’s other opportunities. 

 
• The opportunity to become a Consultant 

 The opportunity to host a show 

 

Introducing the One-to-One 

 

Once the show is complete, inform your guests that you’ll 
be conducting the one-to-one consultations by saying: 

 “Now we’re ready for my favorite part of the show. 
This is the time we get to meet one-to-one and I 
get to find out about you and your skin issues or 
concerns, and answer your questions. So I’ll tell 
you what we’re going to do…” 

You then want to get proactive and choose your first 

guest for the one to consultations. You’ll want to choose 

the guest that was most excited throughout your     

presentation.  

 

 

  
This will help to get your one-to-ones started off right! 

 “I’m going to start our personal consultations 
now, and I am looking forward to seeing each one of you 
individually. If you are in a hurry, let me know so I can 
take you first. Otherwise, please enjoy your refreshments 
and come up as soon as the chair is empty. This is such 
a special part of our show, and I want to thank you for 
coming tonight. Why don’t we start with _______ first!” 

 
Prepare  your  guests  on  how  the  one-to-one           

consultations are going to take place. This will help keep the 

process running smoothly. 

 
Throughout the show, promote the notion that you expect 

everyone to have a one-to-one consultation  by talking about  

the one-to-ones and  directing  guests on  how  they  will  

take  place once the show is complete. 

 

 “I’m looking forward to meeting with each and every 

one of you at your very own personal consultation.” 

 

Selling a Value Package 

 
Your goal for each customer is to sell them a value package, 

have them schedule a show, and recruit them! By buying a 

value package, your guest is not only getting the best       

skincare on the market, but she is able to purchase it at a 

great discount! 

 

To get to the selling part of your consult, say: 

 

“________, based on everything you saw and tried tonight, do 

you feel like you are more interested in skincare to correct or 

skincare to maintain your skin?” 

 

Top 2 responses you are likely to hear: 

 

1. “I’m not sure, what do you think?” 

 Response:  Ok, well do you want a corrective      

skincare like our Platinum, or a maintenance skincare like 

our Aloepure that balances and  protects? 

 

2. “I don’t know that I want to start with a package?” 

 Response:  “What do you think is holding you back 

from starting with a package?” 

 

Client:  “Price” 

 Response:   “I understand how you feel, and I felt 

that way to when I was first introduced to the      

products, but I found that when I purchased a value 

package it not only saved me the most money, but 

also gave me the best results for my skin.  _____, if 

money were not an issue, what package would you 

be most interested in? (Calculate savings on      

package and suggest using credit card)  
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Client: “Amount of products/time” 

 Response:  “I understand how you feel, and I felt that 

way too when I first tried the products, but what I 

found was using everything in my skincare took less 

than 2 minutes in the morning and 2 minutes at night!  

And that is certainly worth it to have gorgeous skin!” 

 

Refer to the value package sheet that features her  

chosen value package (see franchise website) and   

catalog that features her usage guide.  
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Up-Selling 

You’ll want to emphasize the amount of money she is saving by 

purchasing a value package. This is also a great time to up-sell 

additional products that you demonstrated that night or that 

you know she may be interested in based on what she  has  told 

you about  her skin care  concerns. Below is an example of 

up-selling using the Restorative Enzyme Peel. 

 
“You’re   saving   a   lot   of   money    buying   your 

package   tonight,   but   I  also  noticed   that   you 

really liked  the  Restorative Enzyme Peel, so let’s 

add that to your package.  Also,   you’ll   see  some   

other amazing products  in your             usage guide. 

We’re going to work  on getting  those  free for you  

when  you  have your show. How  does that sound?” 

 
Note: In the above dialogue there are no objections. 

With a great presentation and a good closing, there will be few 

objections. For help overcoming objections during the one-to-

one consultation, refer to the “Overcoming Objections” sec-

tion later in this chapter. 

 
Offering the Aloette Business Opportunity 

Once  you have  completed  your guest’s  order,  offer  her 

 the chance to join your team! 
 

Place your hand on the pile of recruiting information and say 

 
“  ,  you  had  some  great  questions   dur-

ing the presentation. Have you ever thought 

about doing  something like this? Would you  like 

some information about  being  an  Aloette  Con-

sultant to take  home  to look  over?” 

 
If they are not interested in the business opportunity, always  

ask for a referral. Referrals are a great  way to grow  

your business! 

 

“I understand. Do you have a friend that might be 

interested  in supplementing her income  or loves 
getting  together  with  the girls? I would  love to 

offer you a referral gift for any referral you’d share 

with me!” 
 

 
Inviting to Schedule a Show 

Place your hand on the pile of hosting information and say: 

 
“Did you have a good time tonight?  Great! 

________,   thinking   of    your    friends    and    
the people  you  would  invite  to your  show,  would  

a week- night or a weekend be better for you? “  

  
Overcoming Purchasing Objections 
Objection: 

“Do I really need it all?” 

 
Response: 

“The  Platinum/Aloepure/AloeClear Value  Package is a  

system that works  together.  The only way you’re going to 

achieve the results I talked  about  is when  you’re using    

everything  together. All the products  complement each 

other to give you the overall benefits you expect.” 

 
Objection: 

“I don’t think  I can afford  it all.” 

 
Response: 

“Okay, let me ask you a question.  What  if we could get you a 

smaller package, then book  your  show  and get you   

everything else you want discounted. Would you like to do 

that?” 

 

Objection: 

“My husband  would  object to my buying  all of this.” 

 
Response: 

“I understand how you feel. But this package is something 

you’ll be using daily over a four/six-month period (depending 

on the package she is purchasing), and the payoff is renewed  

skin—something you  can’t put  a price tag on. Your        
husband  will see a difference  in how  you  feel about     

yourself,  and that’s worth  it all!” 

 
Objection: 

“I don’t think  I would  use it all.” 

 
Response: 

“I know how you feel if you’ve never seen dramatic results in  

a skin  care regimen  before.  With  Aloette,  the   

system works  together,  cleansing, nourishing  and  

moisturizing to renew  your  skin  every day. And  the  

healing properties  of the aloe vera are incredible.  

After  just four treatments, you will see visible results.” 

 
Objection: 

“I just bought  [Clinique].” 

 
Response: 

“Okay, exactly which products  do you have? Do you have a 

(cleanser), (moisturizer) and (eye treatment)?” 

 
Try to establish the products she has and then fill in by selling 

her on the products she needs. For example, most women will 

not have the nourishing step in the skin care line at home. 

Once  you establish  what’s  missing  from her regimen,  you 

can sell her individual skin care products/supplements. 
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Objection: 

“I just want  a lipstick.” 

 
Dialogue: 

“Great, do you want that to go with a specific outfit or are you 

interested in a whole  new look?” 

 
Then lead back to saying: 

“The  most  important thing  to get started  with  tonight  is 

your skin care. What  type of skin care are you using?” 

 
Objection: 

“Can I just think  about  it and get back to you?” 

 
Response: 

“Sure. But why don’t we go ahead and mark the items best 

suited  to your  skin  so I don’t forget  and so you’ll have it for 

a record. Then,  before  you  leave tonight,  you  can let me 

know so we can be sure to count it towards _______’s show 

today!” 

 

After the Show 

Call your Hostess within a few days after her show. This is a 

vital call and an opportunity to remind her of the expected      

delivery date of her show’s orders.  Be sure to thank her once 

again for doing a great job as a Hostess. You will also want to 

talk to her once more about  becoming a Consultant if she 

hasn’t joined already! 

 
After calling, be  sure  to send  a thank-you  note  as  well. 

There is nothing better  than receiving a handwritten       

thank-you  note  in the  mail, so  make  sure  to take  this  

extra  step  for all your well- deserving  Hostesses! 

 

TOP TIP: You always want to be prepared to 
offer your  next  two  available  dates, so  
make  sure to have  your  calendar open 
and the dates marked during t h e   
one-to-one  
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CHAPTER 6 
The Personal  

Consultation/Facial 



 32 

 

 The personal consultation is a 30-minute personal          
sampling   appointment  and   one   of  your  best   business- 
building tools. It’s a great way to demonstrate our products to 
someone that has limited time, isn’t sure whether or not they 
want to book a show or is unfamiliar with Aloette. 

 
To build your business, you’ll need to continually find people who  

want  to learn more  about  Aloette and  our products.         

The one-to-one consultation provides an excellent           

introduction to both. It’s also a great way to introduce new    

products to past guests and Hostesses who already love and 

use our products. 

 
To keep your business growing, you’ll want to schedule and hold  

weekly one-to-one  consultations. Make  your goal  to hold at  

least  two  one-to-one consultations a week,  along with your 

shows. By doing this, you will quickly grow your Aloette      

business! 

 

How to Schedule a  
Personal Consultation 
The following is an example of what you can say to schedule 

a one-to-one consultation: 

 
“Hi                 , this is                          . We met at 

                        .  Do   you   have  a  few  minutes? The   

reason  I  am  calling  is  because  I’m  very excited.  I   

recently  started  my  own  home-based business  with  
Aloette.     Are  you  familiar  with  Aloette? Great!  I’d love  to  

introduce  you  to  the  products.  It  will only  take  about   30  

minutes   and  I’d  love  to  get  your opinion.  What   do  you  

think?  I  have                        and                      available. What  

works  best for you?” 
 

What to Bring to Your 

Personal Consultation 
You are encouraged to bring your entire kit to your personal 

consultation. Though this is just a quick sampling  of a few of 

our best-selling  products, having your kit opens up       

dialogue to talk to your client about hosting her own show 

or making extra money/having a discount on our products 

as a consultant. 

Here is what you want to have available to use. Always bring 

extra is case she has a friend join. 

 All products in your kit.  

 Ageless Science System (optional) 

 Catalog with Order Form 

 Value Package sheet/Hostess Benefits sheet 

 Hostess Packet 

 Hiring/Recruiting Packet 

 Wash cloth (or you can ask her to have) 

 Gift for booking a show on a “bonus day” 

 $100 coupon (to give her if she has friends that book) 

 

Steps to a Successful 
Personal Consultation 
 

Step 1: Build Rapport 
 
Spend five minutes  getting  better  acquainted or  catching  
up. Be sure  to ask  about  her skin care  concerns and     
current  skin care regimen. 

 

Step 2: Introduce Aloette and Sample the Products 
 
Follow your show script and let her sample the featured     
products. Use open-ended questions to find out which    
products she  likes best and why. 

 

“What  do think?”  

“How  does that feel?” 

“What  do you like best about  this product?” 

 
Step 3: Sample Ageless Science  
 

Your Ageless Science System  is one of your best  booking 

tools. Have her sample the Ageless Science System on her 

face or neck/chest. Wait a few minutes and have her view 

the results in a mirror. She’ll be  thrilled with what  she  sees, 

and  you can  then  tell her how she can get the Ageless  

Science  System  at a fraction of the cost  for hosting a show 

in the next two weeks! 

 
Step 4: Schedule a Show 
 

Your final step is to invite her to host her own show so her 

friends can  sample  Aloette’s  incredible  products as  well. 

Don’t forget to remind her of Aloette’s lucrative Hostess  

Program.  Once  she knows how much she will receive for 

free and at a discount, she will most  likely schedule. Don’t 

forget  to invite her  to join your team as well! 

 
If she doesn’t schedule a show, make sure to ask her for        
referrals. Let her know you love to give a free sample/gift  for  
Referring other ladies to try the products with you as well. 

 
Step 5: Ordering 
 

Show  her  the  skin care  value  package that  you  used  on  

her and ask how her skin feels. Then, ask which package she 

would like to start with. If she is hosting a future show, make 

sure she knows that by purchasing a value package at   her   

personal consultation,   she’ll   be   able   to   take        

advantage of special for being a “Value Package        

Hostess!” (refer to hostess benefits for current skincare 

hostess special). 
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CHAPTER 7 

Scheduling Shows 

& Overcoming 

Objections 
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Situation: 

At the end of your skin care sales  talk. 

 
Booking Seed: 

“The  most  important thing  is for  each of  you  to  get 

started with  your skin care tonight  and simply  have a 

show  to receive the rest of your wish list for free or  

deeply discounted.” 

 
Situation: 

At the  end  of  the  show  before  you  begin  the  one-to
-one consultations. 

 
Booking Seed: 

“At this time, I’ll be working with each one of you           
individually to answer  your  questions  and find the right 

products  for you. The most important thing to start with 

tonight  is your skin care and to plan an Aloette  show to 

receive the rest of your wish list for free or deeply  

discounted.” 

 
At this time announce the current specials  for scheduling  a 

show in the next two weeks.  Remember, the best  shows  

happen immediately—no later than two weeks out. 

 
 
 
 
 

 
 
 
 

Refer to your show script and  
outline to insert your booking talk 

during your show. 
 

Setting the Date 

“  , thinking of your friends and the  

people you would  invite to your show,  would  a 

weeknight or a weekend be better for you?” 

 
Say  the  above  words  enthusiastically and  without 

hesitation  to  each   guest   during  her  consultation.  

Be sure to open your calendar to the next two weeks at 

the same time. It is not considered a show until the 

date is set! 

 
Be sure to announce shows  as you schedule them. This 

will create  enthusiasm for more bookings.  Remember, your 

goal is always to schedule at least three shows! Practice 

overcoming the most common objections by following the 

examples in this guide. Just reading them over before you go to 

a show or get on the phone will give you more confidence. 

Role-play what you’ll say when faced with an objection and 

be prepared. 

  
One  of  the  main  reasons  women   schedule  a  show   

is not only to have fun with friends but to receive free and 

discounted products. You’ll have great shows by being  

excited about the benefits your Hostess receives, so make sure 

you concentrate on her needs. 

 
You will find your most successful shows are those that are 

held within two weeks from the time of scheduling. Your 

Hostess shares your enthusiasm the day she meets you and  

schedules a show.  By scheduling  just one  to two weeks 

away, she can immediately begin planning and inviting while 

her excitement is still fresh. 

 
Make sure to explain to your Hostess how she can create a 

much more successful show with less work by scheduling 

within one to two weeks. 

 

Hostess Rewards 
Refer  to  your  Hostess Rewards   flyer for all specials   

and benefits  offered for Aloette shows. You can  also refer 

back to chapter 4 of this guide for more information on    

Hostess rewards and Hostess coaching. 

 
It is crucial to your success that you determine the dates you 

want to make available for future shows before you leave for a 

show. Make sure to note these dates in your calendar. 

 
Set a goal to always book  three  shows  from every 

show— one to replace the show you are doing and two 

more for your business to grow. Again, always schedule 

shows  within the next two weeks to guarantee success. 

 

Three Parts to Successful Booking 
 

 
1. Booking Seeds 

2. Booking Talk 

3. Setting the Date 

 
Booking Seeds 

A booking  seed is a friendly, positive phrase that  gives  

a guest the idea to schedule a show. It lets her know you 

expect to get bookings! It also lets her know you look forward 

to giving a show at her home. Here are some examples of 

booking seeds and when to use them: 

 
Situation: 

When a guest arrives early. 
 

 
Booking Seed: 

“Doesn’t [Hostess] look great? When  you have your show, 

I’ll come early and give you a makeover too!” 

TOP TIP: Use the word “when” rather than 

“if” when selling. “If” makes your guests think 
you’re not sure what you want  them  to do.  
Using  the  word  “when”  assumes that it will 
happen without a doubt! 
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Hostess Testimonial 

If a previous hostess who had a successful show is     

present, ask her how much she received at her show. 

This demonstrates to guests how much fun and how easy 

having a show really is.  It also shows them the incredible 

amount of makeup and skincare they can receive.  

 

At the show you can create excitement by announcing 

each booking as you get it. You can give your hostess a 

special gift for achieving three bookings. The more fun 

you make it while you are scheduling shows, the more 

guests will schedule! 

 

 

 

 

 

 

Four Steps to Overcoming  

Objections 
 

Use  the  following four steps to  overcome any   

objection  for booking, purchasing or recruiting: 

 

1. “I understand” 

When overcoming any objection, always start with the words “I 

understand.” This neutralizes  the objection  and  shows  that 

you care. 

 
2. “If” or “Let’s pretend” 

Find  out  “if”  her  objection  wasn’t  a  problem,  would  she  
be willing to purchase, schedule or join your team.  

For example, 

 

“If   you   could   get  enough   people   together   for   

a show,   would   you  schedule  one  today?”  Or,  

“Let’s pretend  you didn’t have to                 (her  

objection), would  you schedule your show  today?” 

  
3. “Would you be willing to give it a try?” 

Always end your conversation/consultation with the 
words: 

 
“Would you  be willing  to  give it a try?”  

 

If she says “yes,”   schedule   her  into   your  calendar.     

If   she doesn’t schedule a show, ask if she might want to have 

one in the future and when would it be best to 
call her back.  Add her to your lead list. 
 

Also, remember to always ask  for referrals. Who does  she 
know who … 

Loves Aloette products? (selling) 

Loves getting the girls together? (scheduling) 

Would love to receive Aloette products for free and  

discounted? (scheduling) 

Needs  to supplement her income?  (recruiting) 

Is looking for a new career? (recruiting) 

 
4. Offer a solution 

If she states that she would be willing to give it a try if her  

objection wasn’t a concern, offer a solution for her situation. 

Don’t prejudge anyone. Aloette offers something for every-

one! 

 

More on Overcoming Booking Objections 

An objection  is a legitimate concern for not having a show. 

Do not view it as  an excuse!  Objections  are  often another 

way for a person  to say,  “I’d like  to have  a show,  but  I’m 

afraid it won’t be successful.” 

 
Listen to the objection carefully and ask questions to get a full 

understanding. Don’t minimize or ignore the  person’s fear 

by saying  things  like, “It doesn’t  matter,”  or “Don’t worry 

about  it.” 

 
Since it’s her objection,  it does  matter.  You will not book  
a show by ignoring her objection. 

 
The following are sample objections and Consultant  

responses. Note how the objection is recognized as a        

legitimate concern, and then turned into a positive. 

 

Objection: 

“I don’t know enough  people.” 

 

Response: 

“I  understand.  If  you  felt  you  did  know more  people 

would  you schedule a show?” 

 
Offer a Solution: 

Review her F.R.A.N.K.S. list. 

Invite her to co-host with a friend. 

Invite her to invite just a few friends and have them bring 

a friend! 

TOP TIP: Trying to book a date quickly? (within a week 

or less?) Use bonus date gifts to entice clients to book the 

dates you want quickly at your shows. Put the date that 

you want to book on the outside of each gift, and tell them 

when they choose to book their show on the date on the 

gift, they get to take the gift home with them! Use your 

product override or supply order form to purchase gifts $3 

or less, or check out your local dollar/discount store for 

seasonal items, candles, spa eye masks, etc that you can 

use. It doesn’t matter so much what is inside, (if you like it 

they will too!) they will want it as long as the wrapping is 

gorgeous! 

TOP  TIP: Write  in  all  personal appointments,  

including  social  occasions, into  your  calendar so  

 you appear in demand! Fake it until you make  it! 
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Co-hosted shows  are  also  beneficial  for you.  Because of 

the sense of obligation the  Hostesses feel toward  each  

other,  co- hosted shows  are almost  never canceled. 

Since  the Hostesses are friends and have planned their show 

together, both know that they have a part in making it a      

success. Neither will want to let the other person  down.    

Another benefit is an almost guaranteed high guest         

attendance. Remember before  the show  to discuss with 

both Hostesses how they will share the Hostess benefits. 

They’ll both be thrilled! 

 

Show-Sharing 
When a Consultant gives a show-share to another         

Consultant, she is show sharing. There are a number of reasons 

for Consultants to show share. 
 

• Overbooking: A truly successful Consultant schedules 
more  shows  than  she  actually wants  to hold. Since  you 

want to avoid booking more than two weeks in advance, you 

may need to book more shows than you want to do in a  

 given week. If you really can’t handle holding all the shows, 

show sharing is a solution. 
 

• Double booking: When you book two shows in the same 
time slot, you are double booking. This is something you 

might do if you were worried one of the shows was going to 

fall through or if one was a tentative date. In the event that 

both hold (you did a great job Hostess coaching), you will 

need to show share with another Consultant. 
 

• Geography: When a Consultant books a show far from 
home, she may choose to show share it with someone closer 

to the Hostess’s  home. 
 

 Personal Illness:   In  the  event that  a  Consultant is 

physically unable to do a show, she can show share it with 

another  Consultant. Remember, you must avoid 

canceling a show for any reason. 

 

Show Sharing  Begins with Hostess Coaching 

1.Be sure to Hostess coach all shows. Do not tell the    

Hostess you are sending someone else. Contact your man-

ager for show share distribution on your team.  
 

2.Your manager will make sure your replacement is as      
well-qualified and committed as you are to giving a great 
show. 

 

3. A great reason to recruit is to have someone to share 

shows with. Once you have personal recruits you can     

consult with your manager on finding someone to share your 

show. Always give your Manager 24 hours notice to find a 

replacement. 
 

4.The Consultant who books and Hostess coaches the show 

receives  25%  of  the  commission.  The  Consultant  

who holds  the show  receives  75%  of the commission. 

Unless the show was show shared as a debut show, all 

bookings and recruits belong to the Consultant who holds the 

show. 

 

  
Objection: 

“All my friends have plenty  of makeup. I don’t think  they 

would  be interested in any more. “ 

 
Response: 

“I understand. What  if you  felt  your  friends  didn’t  have 

plenty  of makeup. Would you be willing to host a show?” 

 

Offer a Solution: 

Remind her that some  makeup  products have an expiration 

date and that her friends may need to update. Explain that her 

friends may  also  be  interested in seeing  the  most  up-to-

date, hottest makeup  looks,  and  remind  her that  Aloette 

has  incredible skin care and body care products as well. 

 
Objection: 

“Most of my friends are really busy and wouldn’t have time to 

attend a show.” 

 
Response: 

“I understand. If you felt your friends weren’t too busy, 

would you be willing to host a show? 

 
Offer a Solution: 

Inform her that you can do shows in the morning, afternoon or 

evening and that a show only takes  a little over an hour.   

Remind her that busy people can benefit the most from a 

show because they are the ones that need to slow down, have 

fun and relax.  

 

Co-Hosting a Show 
Presenting the  opportunity  to co-host allows you to book  

and hold more shows. You can overcome some of the most 

common booking objections by suggesting that a guest  co

-host a show with a friend. Aloette shows  that are               

co-hosted are fabulous because, between both of the  

Hostesses, they can invite more guests, and both Hostesses 

can earn fantastic Hostess benefits. 

 
The following are examples of when to suggest a guest 
should 

co-host a show: 

 
Objection: 

“I’d  like  to  have  a  show,   but  my  house  is  being 

redecorated.” 
“My husband  would  object.” 

“I don’t know enough  people.” 

 
Response: 

“I understand. You  can always choose to co-host  a show  

with a friend  or relative. Together,  you  can invite many  

people  and have a fabulous  show.  You  can then share the 
Hostess  benefits and still receive the free and discounted 

products  you want!” 
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4. Know how to overcome objections 

Practice overcoming common objections by using the        

examples shown earlier in this chapter as well as in the        

following pages. Just reading them over before you get on the 

phone  will give you more confidence. Role-play and use the 

Overcoming Objections  Four-Point Method. 
 

5. Do it! 

Set aside  the time that you will be on the phone.  Set your 

goal to book a certain number of shows and don’t stop until 

you reach your goal. Be sure  to smile (keep a mirror in 

front of you). If  you feel your calls have been unproductive,  

review with your Manager before making more calls. YOU 

CAN DO IT!   Coach  each  Hostess and set a goal with her 

for a successful show! 

 

The following pages contain scripts and directions to 

schedule successful shows over the phone! 

 

 

 

  
Additional Ways to Obtain Bookings 

Fundraisers for churches, hospitals and charitable organizations 

are a great way to benefit everyone. Check with your Manager 

for details. 

 

Five-Step Phone Booking Plan 
The most important step in growing your business is maintaining 

your show schedule. Having six or more shows on your      

calendar each month will give you weekly income, more    

bookings  and  more  recruits! Always be  on  the  lookout  for 

new contacts and referrals. 
 

Step 1: Make a list  
Start a booking lead list with 20–30 names. Do not prejudge 

anyone. Always add new names and ask for referrals. Your 

goal should be to always have 50 names on your lead list. 

You’ll find a booking lead in the “Reproducibles” section of this 

guide. For more on lead lists, see  chapter 10. Some  ideas… 

• Family and Friends 

• Coworkers  (past and present) 

• Neighbors  (past and present) 

• Acquaintances from social activities, church,  school,  gym 

• People you know through your children (sports, school, friends’ 
moms, etc.) 

• Names  from personal  phone  index or Christmas  card list 

•  Business acquaintances: bank,  beauty  salon,  spa,  doctor  or  

dentist office, real estate/insurance agent,  dry cleaners,  

 veterinarian 

• Husband or significant other’s family, friends, coworkers 

• Previous Hostesses 

•  Guests from shows 

• Former Consultants (great source  for referrals) 

• Anyone that has invited you to any other home show 

• Anyone that loves to decorate her home 

• Anyone that could use some  extra money 

 
2. Select your time slots 

Pick the days and times you want to hold your shows. Set a 

goal to have a certain number of shows in your calendar within 

three to four days. Don’t stop making calls until you have 

achieved this goal! 
 

3. Prepare your dialogue 
 
Refer to next pages for dialogue to use on the phone to set up 
shows/consultations.  
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For the lady that you met at a show and you’re now trying to book: 

 
“Hi_______________, this is ______________ with Aloette Cosmetics! I met you at ______________’s  

Aloette show!  

I just had to call you, because we have come out with brand new products and we have lots of new  

specials, and I wanted to let you know that if you get a few of your girlfriends together,  

I will come and pamper you with a facial and the latest make up tips, and YOU will get: 

Choose one to offer: 
 $100 worth of whatever you want in FREE product 

or 

Monthly special: ___________________________! 

I can only offer this special to 3 clients, and I thought of you immediately! 

So what do you think would be best for your schedule, ________, __________, or __________?” 

 

For the previous hostess you’re trying to REBOOK: 
“Hi _________ this is _________ with Aloette Cosmetics. I am so excited!  

I just found out that I could offer 3 of my previous hostesses  
$100 in FREE products 

OR  
Monthly Special: _______________________ 

as a thank you when you book a girl’s night and get a few of your friends together to see everything new 

and be pampered with Aloette! I thought of you immediately and wanted to reach out to you first!  

So what do you think is better for you…________ or ___________?”  

 

For the woman who has NEVER SEEN Aloette: 

 
When you offer your choices (ex: “weeknight or weekend?” “Monday or Thursday?”) then you will offer 

the specific date you have available (as soon as possible!). After you have picked the date: 

 Decide the date/start time of her show 

 Confirm her mailing address/show location/phone number and email address 

 Then say: 

 “_____, I am so excited to come and pamper you and your friends! I am going to put a packet in 

the mail with a catalog and will call you when it has had time to arrive so I can show you some other 

amazing specials you’ll be eligible for! If I put your packet in the mail_____, it should arrive______, can 

I call you then to go over it? When is a good time, I am available that day between ____ and ____ to 

call you? Great! I’m so excited! I will have (date and time of show) reserved just for you on my  

calendar! Talk to you soon! 

“Hi ____________ this is ______________, how are you?”  
Be aware and expecting for them to ask how YOU are, then say: 

I’ve been doing great! I actually started my own business-have you heard of Aloette Cosmetics? 

 We’re an all-natural aloe vera based skincare and mineral cosmetics company. One of the things that I 

get to do is offer potential clients the opportunity to try our products FREE and I thought of you right away 

because (ex. You have beautiful skin; make up always looks great; etc.)   

Would you be interested in letting me come and pamper you with a free facial? Great!  
Set it up quickly, within 48hrs if possible. 

Great! I can’t wait, and I also want to let you know that if you get 2 or 3 of your friends to come, I will have 

a gift just for you, and I’ll pamper them, too!”  
Gift is something you purchase on your supply order form or on product override/monthly Sales Celebration, etc 
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Rules for working on the phone and overcoming clients  
objections/concerns 

 

Rule #1: 
DO NOT over talk, over explain or over sell. 
Even if you are in the “fake it until you make it” phase of confidently working on the 
phone, you cannot nervously over explain HOW she earns the free gift or what she 
needs to do for a show on your initial call…you will lose her. The final part of your 
script conversation tells her you will be explaining more later. Leave it at that. Your  
initial call is general, short & sweet, and exciting! 
 
Rule #2:  
Every response that you have always comes back to a positive multiple choice  
question.  
There are no yes or no questions, only positive, suggestive questions.  For example, in 
every call scenario, you’re not asking IF she wants to have an Aloette show, but 
WHEN she wants to hold her show. We always CLAIM THE YES/POSITIVE RE-
SPONSE in our conversations! 
 
Rule #3: 
 If it starts getting hard, it is easier to call someone else than to “talk her into it.”  
You will typically have some initial objections/questions/concerns when you call 
someone, but if it starts getting weird and she keeps coming up with reasons not to do 
it, just move on to the next person! In doing that, you’re moving on to your next YES!  
 
Rule #4:  
NEVER ASSUME. ALWAYS ASK QUESTIONS. 
This one is really a good rule for every part of your Aloette business! Don’t make an 
assumption about her objections; ask questions to clarify what she is saying and what 
she needs before you offer a solution. Don’t assume she is saying no because she  
isn’t interested in Aloette, maybe you caught her on a bad day/month. And do not  
assume that when you book her on the phone and send her a hostess packet she 
knows what to do to have a successful show! 
 
Ideas on things to offer FREE/reason they should book with you: 
 

· New Products 
· New Colors 
· Hostess Special of the month 
· Free Shopping Spree 

 
v The “free shopping spree” is your most versatile tool, especially for someone who uses your 

products and may need to restock. Do not be afraid to offer her a $100 (first level) shopping 
spree free (you pay the $19.95). You are going to be sending a hostess packet and show plan-
ning with the hostess benefits, so she will know what to do and how to earn her benefits, and 
you will make the money at the show to pay the $19.95! 
  

v With the other color/product offers, use the “key selling point” on the product information sheet, 
located under “consultant’s corner,” to entice them as part of your script.  
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Scripts for most common phone objections to overcome 
 
An objection is a legitimate concern for not having a show. Do not view it as an         
excuse! Please refer to Chapter 7, p.45 in your manual for additional objections and 
answers. 
 
Client: “Can I talk to my friends and get back to you?”  
You:  “Absolutely! But let me ask, just thinking about YOUR schedule, are weekends 

or weeknights better??? (A weeknight) OK girl great, just thinking about YOUR sched-
ule during the week, would you prefer __Monday__ or __Thursday__? OK great, I 
have Thursday __date__ available, so why don’t I pencil you in for Thursday __(date)
__ at __(time)__ and I want you to call and start telling your girlfriends about it. You will 
never pick a date that works for all of your friends, but you’ll have a better response 
when you can offer them a specific date and time to see if they are available! Unless I 
hear from you in the next 24hrs, I will have this date and time reserved just for you, and 
will get a packet in the mail tomorrow with a catalog and lots of other things you’ll be 
eligible for that night! 
 
Client: “I need to look at my calendar, can I call you back?” 
You:  “Of course! But let me ask, in a typical week, would __Monday__ or 

__Thursday__ be a better night for you? Ok great, I have Monday __date__ available, 
so why don’t I pencil you in for that day at __time__ and if you check your schedule 
and see that isn’t an available day just let me know in 24hrs and we will pick another 
date! If I don’t hear from you, I will drop a packet in the mail with a catalog tomorrow 
and call you when it’s had time to arrive to share with you all the other things you will 
be eligible to get! I can’t wait! 
 
 
Client: “I don’t know if I have time.” 
You:  Well listen we are only talking about a couple hours to get your friends together 

and be pampered, this won’t be a big deal. Plus we can do it anytime, anywhere!  At 
work, home, etc.  So with that in mind, would you prefer a weeknight or weekend? 
(Notice the use of Rule #2) 
 
Client: “I don’t know enough people.” 
You: I understand, but if you felt like you did know more people would you be inter-

ested in having a show to get __(special)__ free? (YES) Well let me just assure you, 
you don’t have to get a house full for us to have a great time, just you, me, and a few 
girlfriends that I can pamper! So with that in mind, would you prefer a __Monday__ or 
a __Thursday__ evening?” 
 
 

If after working through the above scenarios the client still insists on checking 
calendars, with friends etc…then ask for permission to call her back, and do it!!! 

 
If she says SHE will call YOU, move on! If she calls you back, great! If not, she 

isn’t interested at this time! 
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CHAPTER 8 

Build Your Business  

by Sharing 
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As an Aloette Consultant, you will give women the  

opportunity to change the look and feel of their skin by  

offering a regimen of incredible skin care and makeup 

products. But always remember: our number one product  

is our business opportunity! 

 
Review  the  career  plan  to see  how  you’ll  be   

rewarded when you grow your personal sales and build a 

team of Consultants. Balancing both  is the key to 

building your business and your income. 

 
When  you  share  the  Aloette  opportunity  with the  people 

you meet, you’ll have the chance to change someone’s life and  

increase your income  in the  process! It’s the  best  of 

both worlds! 

 
Just  imagine the  satisfaction you’ll experience knowing 

YOU gave  someone the  opportunity  to transform  their 

life. That’s a reward even money can’t buy! That’s what  

Recruiting/Sharing is all about. It begins by offering the     

opportunity to everyone, without prejudging who might be 

interested, who might be more successful or who might not 

need supplemental income or a new career. What you’ll learn 

is that often the most unlikely candidates rise to the top and 

become successful Aloette Managers. 

 

Share with Everyone 
From the moment you arrive at your show, look for new 

Consultants to add to your team. It’s all in your attitude. 

 
People will sense how much you love what you do and be 

drawn to you and to Aloette. Always look and act the part of 

a successful Consultant! Remember: what you think 

about, you’ll bring about! 

 

How to Plant Recruiting/Hiring 
Seeds 
The most effective way to plant hiring seeds is by asking  

questions that steer a conversation toward the Aloette 

opportunity, like: 

 
• “Do you work  outside  the home? Where?” 

• “How  do you like your current job?” 

• “You’re so outgoing!  Have you ever thought about being 

your own  boss?” 
• “Are you married? 

• “Do you have children headed for college one day?” 

• “Have you been dreaming of a new home? Or a dream 

vacation?” 

 

You can ask questions like these while you are welcoming 
guests to the show. This will open the conversation and give you 
the chance to describe the benefits Aloette offers. 

 
Share Your Story 
Make  sure  to share  your own  story  during the  show.  

Use  this formula if you’re not sure where to start: 

 
“Now I’d like to share with you my story of  

becoming an Aloette  Consultant.” 

 
“I’ve been with  Aloette  for                                .” “I think  this 

is a unique  company because                      .” “I started with  

the company because                                .” 

 

Your Hiring/Recruiting  Talk 
Make  sure  that  every  Aloette  show  includes  a   

recruiting  talk. You never know who in the audience may be 

wondering more about  what you do! Here is an example of 

a recruiting talk: 

 
“Right   now   is  an  amazing   time   to   join   

Aloette because we are truly unique! You  would  

be one of the very first Aloette  Consultants in this 

area! Many of our Consultants earn $100-$150  
or more per show!” 

 
By just holding  two  shows  a week,  you  could  earn 

$1,200 or more a month! We truly have the most  

 lucrative career plan in the direct sales industry! 

 
Imagine  taking  a                                       (insert  incentive  

trip information here.)  By  becoming   an  Aloette     
Consultant, you can qualify  to earn this trip for free for 

you and a loved one! 

 
Joining  our  company  is  also  a  great  way  to  pay  off  

debt. Today   the  average  family   has  over  $10,000  in  

credit  card debt.  By  just  making  the  monthly payment, 

you  will  end  up paying  over  $25,000 in  interest  alone.  
By  just  holding  two Aloette  shows a week,  you could 

have this debt paid off within a year! 

Aloette  offers  you  a business  opportunity without any 

investment and you’ll never have to carry inventory or 

make deliveries. I would  love to have you join me. 

 
If you would  like more information about  our business 

opportunity, just let me know at our one-to-one     
consultation and I’ll give you information to take home.” 

 
Remember, painting the dream  of earning more is always 

compelling. Even if you’re a new Consultant, you can still paint 

a picture of what opportunity  Aloette has in store  and what 

your personal earnings goal may be. Remember to share  

that earnings can exceed $375 for only nine hours of work a 

week. 

 

Remember to practice  your recruiting talk in the  mirror or 

with a friend before you use it at a show. The more prepared you 

are, the more confident you will feel. 
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Develop Relationships 
Your best recruit prospects are at your shows. That is why it is so 

important to keep a consistent schedule. The more shows you 

hold, the more prospects you will meet and the bigger your team 

and  income  can  grow! Your goal should  always be to 

schedule three shows at each show and identify three recruit 

leads. 

 
Start by asking questions about  each  guest  and be   

genuinely interested  in  each  person. For example,  

are  they  married? Do they  have  children?  Do they  

work  outside  the  home? This gives you vital information to 

personalize what you say about the opportunity during your 

one-to-one consultation. 

 
During the Consultation 
 
“I’d  love  to  have  the  opportunity  to work  with  you! 
What  do you think?” 

 
“How  would  you  like to earn $175  for two  to three 

hours of work?” 

 
“You can turn your show into your debut show, have all 

the bookings and begin earning money  right away! What  

do you think?” 

 

How to schedule appts with  
potential hires 
Consult with your manager about setting up a time to chat/

meet with your recruit within the next 24 hours. You may 

choose to leave her with a recruiting brochure and/or  a  

cata-

log. 

Schedule the time to call/meet  her in your       calendar just 

like you would a show. 

 

 

 

 

 

 

During the one-to-one consultation, acknowledge a positive 
trait and tell her why you think she would make a great  
Consultant. 

 

 “__________ , you are so ____________, I think you would 

make a great consultant!” 

Some  positive traits you might mention are how fun,     

 

 

Additional Examples of Planting  Seeds 
You’ll want to make sure you that you drop numerous       

recruiting seeds when greeting your guests, throughout the 

presentation and during your one-to-one consultations. 

Here are some  examples of recruiting seeds: 

 
“You  are so enthusiastic  about  Aloette.  I think 

you  would  be a fabulous  Consultant. Have  you 

ever thought about  doing something like this?” 

 
“You  are so organized!  You’re exactly  the kind  of person 

I’m looking  for in a Consultant. I’d love to have you  on 

my team.” 

 
“You  love the products,  and you’d be great doing  what  I 

do. Just watch  me and see what  you think.” 

 
“Could  you use an extra $500–$1,000 a month by  

working part time? 

 
“Are you saving for something special, or do you want  to 

pay off credit card debt? Aloette offers fantastic earning 

potential  with  a flexible work  schedule.” 

 
“Would you like to be your own  boss?” 

 
“Are  you  interested  in earning  a vacation  for  you  and  a 

loved one with  all expenses  paid?” 

 
“This  is the best business  opportunity for women today! 

Watch  me  as I  do  the  show  and  see if  you  can     

picture yourself doing this!” 

“Our  Managers earn from  $50,000 to six figures a year!” 

“Why   not   just  try  it  for  a  month  and  see  what   you 
think?”  
 
“Aloette does the work for us! They carry the inventory 
and even pack and ship the products to your customers.” 
 
“Our consultants receive a generous product discount!” 
 
“Ask me more about this lucrative opportunity during our 
one-to-one consultation.” 

 

 

TOP TIP: If you don’t  feel comfortable meeting a 

potential recruit by yourself, ask your Manager to help 

you. She can help you conduct the interview live or by a 
three-way phone call. Be sure to ask your prospect which 
she prefers.  
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“Would  you  be  willing  to  meet  with   me  to  discuss 
the possibility?” 

 
Then say 

“We could meet and exchange information. There is no 

commitment. And if you like, I can send you off with 

 additional  information to review at home.” 

 
Note:  You can  also use this  script  when  calling your 
customers and Hostesses over the phone. 

 
Receiving a “No” 

Remember, “no” doesn’t   always  mean  “never.”  So  when 

you do receive a no, make sure to ask, “Is that no for now 

or no forever?” If she says  it’s just a no for now, ask her if 

you can call her in a few months to check back in, and then add 

her name to your recruiting lead list. You’ll find a recruiting 

lead list in the reproducible section of this guide. For more 

information on lead lists, see  chapter 10. 

 

The Hiring Guide 
Meeting with a potential recruit might proceed as 
follows.  

Use the Hiring Guide found on the home page 
of our franchise website, labeled as “Your 
Dream Job”  

1. Welcome her, thank her for coming and pay her a sincere 

compliment. 

 
“Hi,   . Thanks for coming! I love your 

coat!” 

 
2. Identify her needs. 

“If  you  could  picture  your  ideal  career,  which 

traits  or  learning  characteristics  would   make  

you  most happy? Do you mind if I write those 

down to keep us on track?” 

 
Make sure to bring paper and pen, so you can write down the 

information she shares. 

 
3. Show her how Aloette can meet her needs. 

“              , let’s take  a look  at your  needs  and  see how 

Aloette  can fill them.” 

 
Some  examples of needs may be 

• Flexibility 

• Income 

• Recognition 

• Travel 

• Work from home/stay home with children 

 
Once you have identified her needs say, 

“This  looks  like a good  list. If it works  for you,  it works 

for me!” 

 

 

 

 

 

 

If money is one of her needs, explain the income equation. 

You will first need to identify how much money she would like to 

earn per month and how many hours she is willing to devote 

to her business. 

 
“How  much  money  would  you like to earn per 

month?” “How  many  hours are you willing to 

work?” 

 
Depending  on the hours she states, break down the time/
money formula for her. 

 
Average Show = 2–3 hours 

 
Let her know that this is not just the amount  of time spent  

at the Hostess’s home;  it includes  all the  time spent  on 

a successful show (Hostess coaching, preparing her kit, 

entering the order, Hostess follow-up, etc.) 

 
Average Show  Profit  =  $140   (based  on  a  $400   
show at 35% commission) 

Formula example (write out on paper  for your prospect): 

 
3 Shows a Week = 6–9 hours 

 
3 x $140 = $420 

 
Allow one hour per show for Hostess preparation. 

On average  total time invested is 12 hours for 3 shows. 

 
$35 an hour 

 
“$35 per hour is a pretty  great income  for six to nine 

hours a week  of work,  wouldn’t you agree?” 

 
You’ll also want to discuss with her how she can raise her base 

commission by recruiting and growing a team. 

 
4. Discuss  the Aloette show. 

“We’ve talked  about  your needs, now  let’s talk about  the 

Aloette  show.” 

 
Reinforce  that  there  is plenty of training available and  you’ll 
be there to help her every step of the way. 

 
5. Find out if she has any questions. Remember,        

questions mean that she is interested in the opportunity, 

so don’t worry if she has questions—just make sure you 

answer them. 

 
“Do you have any questions?” 

 
6. Use a trial close. 

“Do you feel comfortable with the answers to your  

questions?”  

“Can you picture yourself as an Aloette  consultant?” 
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If she says “yes” go to the close. If she says “maybe/no” say : 

“I sense some hesitation, yet I also sense that you would like 

to join us. Would you be willing to share your reservation with 

me?” 

 

Overcome her objections using the overcoming objections 

information found in Chapter 5.  

 

Once you feel you have overcome her objections say:  

“Do you feel more comfortable now?” 

 

7. Close 

“Great! Should we go ahead and fill out your paperwork and 

get you started?” 

 

With all of your enthusiasm about recruiting, you’re sure to 

recruit someone right away! Remember, with your first recruit, 

your personal commission will increase to 30%*. With your 

second recruit, it will increase to 35%*!  Just remember to 

make recruiting all about your prospect, her needs and how 

Aloette can fill them.  

 

*Commission raise effective when recruit submits $400+ in 

retail sales.  
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CHAPTER 9 
Successful Reorders 

& Customer Care 
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As a Consultant, you are in contact with many people,   

including regular customers and others who have purchased 

from you. From these customers comes a very important area 

of your business: your reorder business! 

 

Reorders Equal Income 
You earn commission on every product you sell, including 

reorders  and add-ons made  outside  of a show. 

 
Maintain a List for All Customers 

Keep  copies  of all Aloette  orders  on  a  computer or filed 

alphabetically by customer name. Include address, telephone 

number and email address, date of purchase, the Hostess’s 

name  and what was purchased. Record  when to call back/ 

check in on a calendar. 

 
Contact Your Customers 

Call each  first-time customer within two weeks after she has 

received  her products. Ask her how she  is enjoying them, if 

she has any questions and whether she needs anything else 

at this time. 

 
Suggest Products 

Use the time on the phone  to suggest products you think 

your customer would enjoy. You can also inform her of current 

specials and see if she would like to make any additions to her 

regimen. 

 
Collecting Payment 

If she places an order, calculate the balance due and ask your 

client if she wants to pay by credit/debit card.  

 

 

 

 

 

 

 

 

 

If she chooses to pay by check payable to you, inform her that 

her order will be placed and shipped as soon as you receive 

the check. Be sure  to give her your mailing address so  she  

can  mail you her check.  

Aloette encourages a no check policy. 

 
If she does not have a credit card or a checking account,  

suggest that she use a money order. Remember to use the 

current monthly specials to increase the order amount. 

 
If she is paying by check or money order, write up the order 

and hold it in a folder marked “Reorders: Awaiting Payment.” If 

she is paying by credit/debit card, you can enter the order 

immediately. 

 

When you receive her check/money order, immediately place 

her order. Your commission on all submitted and shipped  

orders will be mailed to you in your next check. 

 

Customer Service  
Schedule time each  week to make customer service calls. 

Successful Consultants set  aside  15–30  minutes  each  

day  or plan one evening a week for customer service calls. If 

you have a cancellation or a rescheduled show, use that open 

time to call your customers. You’ve scheduled yourself to 

work for the evening, so why not sell product over the phone 

and replace bookings  you weren’t able to schedule due to a 

cancellation? 

 
Because products run  out  at  different times,  your       

customers need to  hear from you regularly. Take note of the 

products customers will need to refill often (cleansing products, 

toners— like  BioActive Mist  and   Skin  Refining  Toner—

Nutri-Hydrating Mist, Ageless Science, etc.). 

 
Contact your customers when you think their product(s) may 

be running low (every two to three months). You may even ask 

your regular reorder customers when and how often they would 

prefer you to call them. 

 
Always mention  at your shows  that  customers may call you 

to reorder and that you can have the products delivered right 

to their  door!  This is  a  convenience for them,  and  people   

love to receive packages in the mail! 

 

Another cost effective and efficient way to re-service your 

customers is via email. We suggest you create a customer 

email data base and email all customers monthly with current 

specials and supersales. Remember to keep it professional 

and do not add then to any personal email lists.  

 
Turn Your Reorder into a Show 

When a customer calls you with a reorder, be delighted to take 

it. Always remind her that she  can receive her order for free 

or discounted by hosting  an Aloette show. You can  easily 

turn a reorder into a show by saying: “______, your total   

today is ___________, would you like to pay with debit or 

credit OR would you like to receive it all up to 80% off by  

hosting a show?”  

 
Rebook Your Hostesses 

Remember to always rebook your previous Hostesses. 

Many Hostesses enjoy  having  Aloette  shows   three  to  

four  times  a year to restock  their products; once  every six 

or twelve months is common if you stay in touch with your 

Hostess as a reorder customer. By establishing  a           

professional,  caring relationship with her, you will make her 

look forward to seeing you again. 

 
 

TOP TIP: By receiving payment on the 
phone, she will receive her product  
quickly and YOU get paid quickly!  
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Finish your call with the following to up sell her order and  

schedule a show:  

 

“We have a special featured product this month, which 
is _______, would you like to add this to your order?  
Can  I  help  you  with  any  gifts  you  need  to  give? 
Have  you thought about getting these products  free 
or at a great discount by hosting an Aloette  show? I 
would  love to give you and your friends  the chance to 
see the latest products  from  Aloette  and give you  
the opportunity to receive many  of them  for free! If 
you  need  anything  before  my  next  customer  care 
call, please don’t hesitate to call me.”  
 

(Verify her phone  numbers, best  time to call and  email   
address for future contact.) 

 
Let your customer know that she  can  pay for orders  by 

check, credit/debit card or money order. If she is paying by 

check or money order, don’t place the order until you have 

received her check and inform her that you will need to wait 

until you receive payment before you place the order (this will 

encourage debit/ credit card payments). If she insists on a 

check have it made to you as her consultant.   

 
Next, write up the order and place the Consultant copy of the 

order with the original order she placed at the show where you 

met her. File it alphabetically under her name for easy        

reference for future orders.  By keeping all orders filed in one 

place, you can better keep track of the customers that order 

on a regular basis. 

 

Call to Schedule a Show 
 

 

“Hi____, this is _____ from Aloette. Do you have a few     

minutes?  I’m calling to see how you’re enjoying your products 

and if you have any questions?  

(If she loves her products, move  on  to  booking her.  If  she  

has  questions,   answer  those before inviting  her to    

schedule a show.) 

 

“Great! I thought this would  also be a good time to talk to 
you about  scheduling  an Aloette  show,  because I think  

you’d love getting more products  for free and discounted, 

and I’d love to help you do just that! 

 
Aloette  has a great special going on right now  (describe  

special offers).  What  do you  think?  I have                and                    

__________ available. What  works  best for you?” 

 

Follow-Up Call 
This call should take place two to three weeks after she has 

received her order. “Hi ______, this is _______ with Aloette. 

I’m the consultant who did _______’s Aloette show that you 

attended. I’m calling to see if you have any questions about 

your products? 

“________, as part of your benefits as my customer, I want to 

take care of your future cosmetic needs and make shopping 

easy for you. Do you prefer phone call or email?”   

If she says phone, ask what is the best number to reach her 

and what is the best time.  If she says email, confirm her 

email address. 

“Is there anything you need today? In the mean time if you 

need anything please do not hesitate to contact me.”  

 

You are encouraged to keep  your Aloette order information 

in a file system that includes a calendar (either stored on your 

computer or as a hard copy). 

 
Make sure to include the following information in your  
system: 

• Customer’s name 

• Phone  number  (day and evening) 

• Best time to call 

• Show where you met 

• Date of the show 

 
Mark in the calendar one, two or three months from the date 

you called her. This will be your Customer Care Calendar. 

 
For example, if you talked to Mary in May, and she wants you 

to call her in three months, add her name and number to your 

August calendar.  This will make the time you spend calling 

customers more productive and profitable. 

 

Calling for a Reorder 
Using the timetable  mentioned  above,  here is a brief script 
you can use when calling to ask for a reorder. 

 

“Hi,                   . This is                  from Aloette. 

Do you  have  a  few  minutes?  I  see  that  you 

started with our skin care/makeup/body care. 

Since you have been using the products for about 
three months now,  they are probably  running  a 

little low. Do you need more at this time?” 

 
Look at her order form to see what she had ordered prior to 
asking the following questions. 
 
“How  about  your toner?” 

“How  are you doing with  your day cream?” 

 

Inquire about all the products on her order form. She may 
need to be reminded of what she ordered, especially if she 
has already run out.  
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New Product Launch Call  
 
“Hi_____ this is _____ from Aloette. I’m calling to let you 

know we have just introduced ______________ and I would 

love to give you and your friends and chance to try it! I’d love 

to invite you to schedule an Aloette show and receive this and 

many other products for free and discounted!  I have 

_________ and _________ available, what works best for 
you?” 
 

Call To Offer Business Opportunity 
 
“Hi_______, this is ________ with Aloette.  I’m calling to 

check in and see how your products are working for you? I 
also wanted to tell you I’ve been thinking about you, and I 

thought you would be great in this business!  I would love to 

have you on my team!  Could you use an extra $300 a week 

just for working nine or less hours?  I would love to meet with 

you and talk with you more about this, what do you think?” 

 
You can also say: 
 

“Hi ______, this is ______ from Aloette.  I’m calling to check 

in and see how your products are working for you? I was also 

hoping you could help me out with something. I’m looking for 

six women to join my team as Aloette Consultants.  Do you 

know of anyone who would be interested in earning $100 or 
more an evening helping women look and feel their best with 

no inventory investment?  I really enjoyed meeting you at the 

show,  and I would love for you to  be one of those six 

women. Would you be interested in more information?” 

 
If yes:  

Continue with information in Chapter 8 on scheduling a   
recruiting interview.  

 

If no:   

I would love for you to be my talent scout. For every person 

you recommend to me who actually starts an Aloette         

business, I will give you a free gift! I love referrals, and I love 
giving referral gifts! 
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CHAPTER 10 

Aloette Business  

Basics 
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21 Days to Success 
Commit 21 days to success for your business! This is a business 

growing system where you contact five new leads a day to 

grow your business.  

 
Your leads might include 

• People  to invite to your Grand Opening  show 

• People  you wish to invite to host a show 

• People  you would like to invite to join your team 

• Any referrals 

 
The key to 21 Days to Success is contacting new 

leads— people  you haven’t  talked  to about  your Aloette 

business. The  goal  is to  talk  to  five each   day,  for 21  

consecutive days.  If  you miss  a day,  you have  to start  

over. Once  you finish 21 Days to Success, you are  

guaranteed a growing, thriving business! 

 
Start  it today  and  see  for yourself what  it can  do  for your 

business! 

 

Lead Lists 
It is imperative that you have a booking and a recruiting 

lead list. Keep a list of everyone you have spoken to about 

scheduling a show, including those who said now is not the right 

time but to contact them in the future. 

 
Make it your goal to have at least 50 names on each  list 

at all times. This will give you a good amount of contacts to call 

when inviting people to host a show or to learn more about 

Aloette’s lucrative business opportunity. 

You will find templates for booking and recruiting lead lists in 

the “Reproducibles”  section  of this guide. 

 
Drawing Slips 

Drawing   slips   are   essential    to   gathering    new   

leads. You can use them at the beginning of the show to 

gather guest information or when you are out and about  

meeting Aloette business leads.  By offering a chance to 

enter  your drawing, you will gain leads from people who fill 

out your drawing slips. These are also great to use at trade 

shows, Holiday Fairs, etc. where you set up booths. You will 

find drawing slips/entry forms in consultants corner on our 

website. 

 

 Games 

 Games are a great way to make your shows fun.            

 Remember, if your show isn’t fun, no one is going to want 

 to schedule them with you. The more fun you make your 

 show, the more successful it will be. Choose one or two 

 games to play at your show. There are some booking and 

 recruiting games listed in the “Reproducibles”  section  of this 

 guide. 

 

Doing  Business Online 
Aloette offers a web order entry system exclusively for  

Aloette Consultants to make conducting your business 

and doing business with Aloette easy and convenient. 

 
With  Extranet, you can: 
 

• Submit orders  from shows 

• Track order shipments 

• Track monthly sales 

• Maintain customer information 

• Track monthly sales  of personal  recruits, staff team  

members and breakaway staffs 

 
To log into your account, you will receive a welcome email with 
your username and password and get the link to extranet ordering site. 
You may also go to your franchise website and click on the “shop now” 
on the home page.  
 

 
Show/Non Show Order Instructions 
 
A copy of the Extranet order entry instructions is in the 
“Reproducibles” section of this manual. It is also sent in your 
welcome aboard email. 
 

Social Media & Your Business 
 
Social media and email can be a great way to let your 
community know that you are now an Aloette consultant. 
You want to have a balance to make and keep people 
interested in what you’re doing, while not “overloading” 
them with information that may make them block or ignore 
your “tweets,” “status updates,” or “posts.”  
 
You are encouraged to first “like” our franchise Facebook 
page, and become a part of our secret consultant group. 
We post there regularly your successes with Aloette! Have 
a good show? Hire your first consultant? Love a particular 
product? Post and let us know!  
Also follow us on Instagram. 
 
As far as your personal Facebook or social media        
account, remember your posts on personal things as well 
as Aloette will set the tone for how many people pay    
attention and want to know more about Aloette. You can’t 
constantly post or tweet  negative things about your     
personal life and then post something exciting about  
Aloette and expect results. We are drawn to positive    
people.  
 
For more information on social media and your business 
including ideas for “status updates” and how to generate 
interest in shows and facials, how to utilize groups and get 
the most out of our business, please visit our franchise 
website in Consultants Corner. 
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Glossary 
 

Launch/Grand Opening show: Your business launch 
and first Aloette show with family and friends 

 
wish list: Free or discounted Aloette products for  
Hostess (person who agrees to host a show at her house) 

 
qualifying show: A show with a minimum of $300 of 

commissionable sales 
 
qualified Aloette consultant: Consultant 
who achieves  $400 in personal sales. 

one-to-one consultation: Meeting with guests after a 
show to accommodate their individual needs 

Personal Consultation/Facial: Personal appt. 
where consultant can demonstrate products and 

book a show.  
 
Booking Seeds: A friendly, positive phrase that gives a 

guest the idea to schedule a show 

F.R.A.N.K.S. list: Acronym for Friends, 
Relatives, Associates, Neighbors,  Kids, Spouses 

consultants’ corner: Interactive and user friendly 
section on your franchise website which includes product 

information, news and specials, as well as training on all 
aspects of the business.  

Aloette Focus: Monthly Summary of all hostess and con-
sultant contests, gifts, specials, and dates of important 

events.  

 

Hostess Freebie: A product you can offer free to a  

hostess with a cost-share to you: i.e. when you add it to 
the show for $0, x amount will be taken out of your  

commission that week. Only one freebie item can be  

added per show.  

 

CV/SV: Commissionable Volume & Sales Volume.  

In Aloette, these are the same thing. CV/SV is what you 
get paid commission on as a consultant, and what counts 
towards sales for a hostess to receive benefits, and what 
counts towards credit to win contests and product       

Bonus Date Special: Promotion aimed at increasing  
show bookings with extra attention on a date / special offer. 
Typically decided by you, the consultant, but sometimes  
franchise sponsored.  
 
Active Consultant Status: To remain an active 
beauty consultant, place a minimum $200 CV retail order 

every year. If you become inactive, contact your  

franchise on how to regain your active status.  
 
Breakaway Manager: Consultants who qualify to be 
promoted in the Executive program through achieving three 

or more personal recruits, keeping a consistent show  

calendar plus $4,000 or more in monthly personal staff 

sales. Of the $4,000 in sales, $1,000 or more has to be in 

personal sales. 
 
Personal Staff Sales: Total team sales including  
manager sales and her central team, excluding her breakaway 
teams. 
 
PWP-Purchase With Purchase Special: For every $40 CV 
someone spends, they may add one PWP special to their order 
at the discounted price. Some PWP specials are exclusive to 
purchasing a value package. Featured PWP’s are listed on the 
Aloette Focus each month.  
 
Hostess Take A Picks: Products at exclusive discounts for 
eligible hostesses. Take A Picks are awarded to eligible      
hostesses according to current Hostess Benefits sheet        
qualifications.  
 
Back Office: Exclusive consultant only area to place orders, set 
up email invites for hostesses, check sales and commissions. 
Back office is reached through logging in on your replicated 
website. 
 
Replicated Website: Personal website where consultant 
chooses name. This is where you send customers to place  
orders for themselves. Also where customers place orders to 
count toward show sales. All orders processed through your 
personal website give you sales credit and commissions.  
 
Franchise Website: Website to visit consultants corner and 
stay up to date on your current franchise sales, specials, and      
promotions. Also where you can send others for information 
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CHAPTER 11 

Product Knowledge 
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The best  way to learn about  Aloette products is to try them. 

Your personal experience will give you credibility when  

describing how a product feels, how it changed the texture of 

your skin or when to expect results. Make it your goal to try as 

many products as you can, including the products you received 

in your starter kit (just make sure to keep them hygienically 

clean by using an applicator). 

 

Consultants’ Corner 
To help build confidence and  knowledge, Aloette suggests 

new Consultants focus on  learning about  the products     

received  in the starter  kit. A wide variety of product knowl-

edge is available on Consultants’ Corner, including  product 

data sheets, instructional videos, before and after photos and 

much  more. Set a goal to learn about  five new products a 

day. As your product  knowledge  grows,  so will your enthusi-

asm for your new career. Consultants Corner can be reached 

through your franchise website.  

 
 
 

The Power of Aloe Vera 
 
 
 
 
 
 
 
 
 
 
 
For centuries, aloe vera has been one of the most popular and 

effective natural skin care remedies. Today, the ingredient is 

found in everything from skin care products to cosmetics to 

fragrances. Topically applied, aloe vera offers much more than 

just calming and restorative benefits. 

 
Aloette is committed to bringing the benefits  of high-grade 

aloe vera to consumers. We’ve found that this plant offers 

unparalleled results as a base for cleansing, nourishing, mois-

turizing and protecting skin and hair. We use only purified, 

stabilized  organic aloe  that  gives the  best  results.  Aloette 

has also discovered that combining aloe vera with skin-

healthy ingredients such as alpha and beta hydroxy acids, 

green tea and vitamin C opens a whole new dimension of 

benefits—from anti-aging to antioxidant protection. 

 
 

A Bit of Science & History 

According  to the  International  Aloe Science Council, there  

are more than 250 species of aloe. Legend  has  it that this 

spiky succulent, a member of the lily family, was one of  

Cleopatra’s secrets for keeping her skin soft and smooth. 

Alexander the Great is also said to have acquired Madagascar 

so that he could utilize the indigenous aloe vera to treat his 

soldiers’ wounds. 

 
In the 1950s, aloe vera gel, a clear, semisolid gel extracted 

from the  plant’s  leaves,  was  stabilized  and  marketed in 

the  United States and  began gaining  respect as  an  

ingredient  used  in nutritional drinks, skin care products 

and over-the-counter medications. Since then, scientific 

analysis has revealed that aloe vera extracts contain amino 

acids, minerals, vitamins, enzymes, glycoproteins, polysaccha-

rides and biological stimulators that, when applied topically, 

work to soothe, hydrate and protect skin. 

 

Aloe: An All-Around Winner for Skin Care 

Aloette has  proven  that  aloe  vera can  be  integrated  into 

every step of a skin care program, from cleansing to    nour-

ishing to moisturizing. Its myriad properties allow it to work in 

sync with other ingredients, leaving skin radiant, smooth and 

refreshed. 

 

Aloette’s Promise Against  
Animal Cruelty 
Aloette is a cruelty-free line of products. We believe that 

beauty shouldn’t be anyone’s burden and have pledged never 

to test on animals at any stage of product development. We 

also believe that quality shouldn’t compromise ethics. That’s 

why all our professional-grade brushes use only the finest, 

humanely acquired goat, sable and pony hair in accordance 

with the strictest  cruelty-free manufacturing  guidelines. 

 

Protecting Our Planet 
Each of us has an obligation to preserve our planet, starting 

with the  choices  we  make  every day.  At Aloette,  we’re   

committed to reducing our global footprint and  contributing to 

greater sustainability in everything we do and make. From  

catalogs printed on recycled paper  to eco-friendly ingredients,  

Aloette is a beauty brand for every    generation, including those 

yet to come.  
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Skin Care 101 
 

There are four basic skin types, each with individual       char-

acteristics requiring  specific, scientifically formulated skin 

care  products. 

 

  Dry Skin 
 

Characterized by  small pores  and  a  matte  (dull) finish with 

little to no superficial oil or shine, dry skin is  exceptionally 
prone to  fine lines and  wrinkles, especially around the eyes 

and mouth. More common in women  over 50 and in those  

who live in either hot or cold, low-humidity climates, dry skin 

can also develop in women who don’t protect their skin from 

environmental elements. Such skin often becomes rough 

and may flake or crack. 
 

 

 
 Normal Skin 
 

 

Normal skin is healthy looking with a smooth texture and  well-

balanced oil and  moisture,  and  is generally free from blem-

ishes or clogged pores. When properly cared for, lines and 

wrinkles seldom form on this skin type until later in life. 

 

 

 Combination Skin 
 

 

 

Combination skin is generally healthy looking and smooth-

textured with some oiliness in the T-zone—an area forming a 

“T” across the forehead  and down the nose and chin. There 
will be some signs of dryness on the cheeks and outer edges 

of the face. When properly cared for, lines and wrinkles seldom 

form on this skin type until later in life. 

 

    
 

     Oily Skin 
 

 

 

Oily skin occurs when the sebaceous glands produce too 

much oil, giving the skin a shiny appearance and sometimes 
greasy feel that can reappear several hours after cleansing. It 

is also characterized by large pores and is more prone to 

breakouts, clogged pores and blemishes. Oily skin tends  to 

wrinkle less readily than drier skin types. 

 

Important Skin Care Terms 
 
Acne: Skin condition consisting  of blemishes  
(blackheads, whiteheads, pimples or cysts) that is likely the 

result of a buildup of keratin proteins, bacteria and oils in the 

hair follicles. 
 
Antioxidant: A protective property found in vitamins A, C 

and E that shields skin from free radical damage. 
 
Botanical: Any substance related to the plant family. 
 
Collagen: Fibrous protein in the dermis that gives skin its 

firmness and resiliency. 
 
Derma bind Complex: A collagen-bundling  peptide  
that enhances collagen synthesis and reduces the appear-

ance of wrinkles within 28 days. 

Dermis: Layer of cells beneath the epidermis. 
 
Emollient: An ingredient or product  that locks in the 
moisture already in the skin, retarding its evaporation and 

making skin feel softer. 
 
Epidermis: The outermost layer of the skin that  
consistently regenerates itself. The top level of cells is made 

up of dead skin cells with an underlying layer of living cells that 

push their way up to the surface,  then die and flake off. 
 
Free Radicals: Unstable,  reactive molecules  thought  to 
attack cell structures and reported to affect skin elasticity and 
firmness. 
 
Hydroxy Acids: Acids that work to gently exfoliate 
dead surface skin cells to expose smoother, younger look-

ing skin. These acids are derived from naturally occurring 

sustances, such as citrus fruits, sugar cane, sour milk and 

others. 
 
Lipids: Fatty substances that may help to serve as  
intercellular glue, bonding skin cells together. They also help to 
retain moisture. 
 
Lumitone Complex: A unique blend of clinically 
tested, scientifically proven ingredients designed to improve 

the appearance of unevenly toned,  pallid and dull skin.  

Exclusive to Aloette. 

Nanotechnology: A method  of engineering  ingredients  
into microdimensional particles for rapid penetration and absorp-
tion. 
 
Peptides: Chains of amino acids that induce a specific 
response to the skin. What makes peptides so exciting is that 

they can specifically penetrate the skin and elicit a specific  

response— such as collagen production—without irritating the 

skin. 
 
Photo Aging: Fine lines, wrinkles and discoloration caused 
by overexposure to the sun that are not related to aging. 
 
Rehydrate: To restore  the skin’s normal moisture bal-
ance. 
 
Sebum: Natural oil produced by the sebaceous glands  that 
helps keep the skin moisturized. Excessive amounts may contrib-

ute to acne. 
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What your Customers Expect 
In this technologically advanced, ever changing age of skin 

care your customers are changing too.  The average          

customer today is better educated and better informed about 

skincare and has more money to spend.  

 

As a result, her expectations are greater and she has definite 

ideas about what she wants. Now, more than ever, you skin-

care knowledge will have a tremendous impact on your sales. 

That’s why you need to know all you can about today’s     

skincare customer and what she wants.   

 

For Example: 

 She wants products that produce immediate results and 

provide definite benefits. 

 She is willing to pay for high-quality, specialty skincare 

products.  

 She wants products that are formulated for her specific 

needs and personalized on her skin type.  

 She wants color products personalized for her coloring.  

 

Aloette has developed comprehensive skincare programs 

tailored for the specific needs of individual skin types so you 

can respond  to the current day cosmetics/skincare customer.  

 

Aloette’s Skincare and  

Makeup Lines 
 

 

 

 

 

 

 

 

 

 

 
Platinum  Collection 

Formulated for all skin types  and using Aloette’s most  

advanced anti-aging technology, the Platinum  

Collection is our premier line for women who are serious 

about skin care. 

 
 

 

 

 

 

 

 

 

 
• Aloepure Skin Care 

Formulated for specific skin types and using our  

exclusive aloe vera delivery system, Aloepure is our 

basic skin care program for a healthy, glowing  

complexion. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
• Aloeclear 

Suitable for oily and acne-prone skin types, Aloeclear  

offers skin solutions for women, men and teens with  

problem and acne-prone skin. 

 
• Spa Indulgence 

Combining natural botanicals  with pure aloe vera, Spa 

Indulgence is a luxurious home spa collection that  

stimulates the skin and the senses. 

 
• Beauty by Aloette 

Enhanced with good-for-the-skin ingredients, the Beauty 

by Aloette Collection is a full-range, fashion-forward  color 

collection for every skin tone and type. 

 

 

* Please Note: 

Usage guides for all of our skincare lines can be 

found on your franchise website.  

Please see your franchise website for specific 

and in depth product training.  
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Be sure to read all notes and instructions below before you enter orders as it will answer all 

questions. When in doubt, reach out to your manager or our Aloette office for assistance be-

fore closing an order or processing card. Please read all instructions before reaching out to 

your manager or office for help. 
 

Extranet Notes 
 

If the hostess is ordering something towards her show, it must be on a separate order. You have 

to close out all orders that count towards her show sales before entering the hostess order. At 

this point, any overage will NOT count toward show sales. 

You are required to enter an email and phone number on every customer/hostess you create an 

order for.  

 What is required for a card: 
Name on card 

Full card number 

Expiration 

Billing address (If different from shipping) 

CVV – 3 digits for MC, Visa, or Discover. 4 digits for Amex. An incorrect CVV will cause a card 
to be declined. 

Your log in will be your Distributor number and Password will be the last 4 digits of your SSN. You 

will receive a “Welcome Aboard”  email from our office with your distributor # included. 

Extranet will not automatically correct a city based on the zip code, or vice versa. Make sure that 

the information you get from the hostess and what you enter into the system is correct to avoid 

UPS and/or lost show fees.  

Do not use the ACH form of payment, this is for electronic checks which we do not accept. 

On a package purchase, the Enzyme Peel is a super sale option however to get the enzyme peel 

and an additional super sale the order must be at least an $80 order. 

A show must be $100 for the hostess to receiving any benefits, including $50 for $19.95.   

Anything lower than this isn’t recognized as a show in the system.   
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What is……? 

Show Summary- this is where you will add payments, view what orders you have on this show, 

edit orders that you haven’t added payments to, view the total amounts due and/or what has 

been paid. Once you are at this screen, whatever orders you have entered is saved to the 

show. 

Save and Continue- You will use this when you want to save what you have done thus far but will 
continue another time. 

Save and Send Invites- This feature allows you to choose an evite theme, then send the hostess 

an instructional evite with directions on how to invite guests through evites to the show.  

Cancel Show- You may cancel a show when you have no orders or payments on it. Notice that if 

you have any orders on a show, you will not have this option. If you have already added an or-

der but no payment you can still cancel it, but you will need to go to the show summary and void 

the orders there first. Then when you pull the show up again you will see the cancel show but-

ton.  

Sponsor/Upline- The person who hired you/your recruiter. 

Distributor- YOU 

Downline- Your recruits and the recruits of your recruits. On the Sponsor Genealogy Report, you 

will see your personal recruits highlighted in blue and their recruits in white beneath them. 

  

 CC Types by number: 
 If it starts with….  

 3- American Express 

 4- Visa 

 5- MasterCard 

 6- Discover 
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Extranet Instructions 

 

 

Go to your personal website. 

Click on the consultant login link in top right corner of page. 

Your distributor # was sent in your welcome email from office.  

Your password will be the last 4 digits of your social security number. 

Enter login and password as described above. 

  

 
Nonshow Orders: Single orders not attached to a show 
  

On the top of the page choose Shopping and click on New Customer Order. This will pull up a com-

plete listing of your customers in the system. If they've ordered from you before you can find them by 

typing in their first or last name and clicking Search. This will narrow the list to anyone that matches 

the search criteria.  

Click on the name of the customer you want. If they aren't already in your system, choose Create New. 

Fill in all required information under billing. Verify that the city name and zip code are correct. If they 

are having their order shipped to the same address, choose click here to copy billing address be-

side shipping address. If not, enter the shipping information.  

You must enter an email and phone number. The username will be her email address and for her pass-

word, type in her first initial and last name. If you have a customer's permission you do have the op-

tion of entering a credit or debit card to store. Click Continue. 

To find an item, type in at least one word of the product and click Go. You also have the option of 

browsing through the catalog to find items. Searching by name will be quicker. Or you can search by 

product number. 

When you find the item you want, change the QTY to the correct number and add to order. You can 

add more than one item at a time if they are on the screen at the same time by changing the QTY on 

each item you want and clicking add to order once. Notice that the totals in the top right hand cor-

ner have been updated.  

Once you have added all items to the order, click the “You have earned __ Supersales” option to add 

any supersales items the client wants with her $40+ purchase.  

Confirm total, then click Continue. Verify the customer's billing and shipping information, email and 

phone number. Click Continue.  

Verify the order. You can also choose to apply your consultant discount at this time, and Continue 

again.  
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Fill in all card information correctly. Declined card orders will be automatically deleted and you will need to 

exit out and resubmit. You will never use the ACH option, this is for electronic checks which we do not 

process.  

You may check the box to store the card information for this customer.  

You will see a green message the card is approved. The order is final and has been sent for shipping.   

Please note: any consultant discount you give will be taken from your commission on this order. Also note 

on discounted orders taxes are applicable on retail prior to discount. 

 Show Orders: Where a hostess receives benefits 

 

On the top of the page click Shopping and click on Party Orders. 

If the hostess has ordered from you before, type the first three letters of their name and a list of everyone 

with those three letters will pull up. Click on Create New Show beside their name. This will pull up her 

billing and shipping information on file.  

If this is a new hostess, choose Create New Hostess and enter her billing information. Verify the city and 

zip code. If the shipping information is the same as the billing, choose Copy Billing Address. Enter 

email and phone number.  

The username will be her email address and for her password, type in the last 4 numbers of the phone 

number she provided. 

Under Show Information, click on the calendar icon to enter the show date and type in the time including 

AM/PM. If the show location is the same as the shipping, choose Copy Shipping Address. You may 

add a note in the comment box which will show up on the Evite your hostess will send.  

To save this show without adding any orders, choose Save & Continue Later.  

If you want to create and send hostess the Evite to use, click Save and Send Invites. If you choose Save 

and Send Invites, choose the party theme for the evite, click continue, then click Send Hostess Evite. 

This will send an evite to your hostess with instructions to add her friend’s emails and send them the 

invitation.  

Note there is also a Virtual Show URL on this page you can copy and paste to any Facebook 

Events you create for the show. 

To reopen a show you saved for later and add orders, click Shopping, then Party Orders and type in 

hostesses name. Choose hostess name with her show date to the right.  

Click next to add customers’ orders.  

Search for a customer by typing the first three letters of their name then choose it from the list that comes 

up, or you can also Create New Customer then enter shipping, billing information, email and phone 

number. The username will be her email address and for her password, type in the last 4 of the phone 

# provided.   

Choose Next. The next screen will show bill to and ship to options. Do not change the bill to information 

on screen.  



 64 

 

 

If the order is being shipped direct, make sure to change this to Ship to Customer (this will in-

crease the handling charge to $7.95) and this will only be honored if the client lives out of 

state. Please also email your franchise with the party ID # and order # of the order shipping 

direct.  

Click Next. Search for items by name or entering the first 3 digits of the product number. Change the QTY 

and add to order.  

Notice the blue button at the top of the screen telling you how many Super Sales the customer 

qualifies for. Click on this button then change the drop down to Super Sales to add the Super 

Sales. 

When you have added all items to the order, choose next. This will take you to the Show Summary.  

Notice that the Show Totals in the box at the top right hand corner of the page has been updated. This will 

also tell you what your Hostess qualifies for.  

  

Notice: DO NOT use the “pay all” or “pay balance” button. 

  

Click on the Payment button. Enter all required debit/credit card information and verify the total you are 

applying to this card. Click on the drop down menu to choose whether you are using the customer, 

hostess, or distributor card. After you add a payment, you cannot change anything on that order 

so be sure that it is correct.  

For a card that will be repeatedly used on this show check the make as default box at the bottom of the 

payment box. When you do this, the next time you enter an order that is being paid with that card, you 

can use the drop down to pull that card up again and you will only have to enter the CVV.  

Click on Process. After you do this wait a second and scroll down a little bit to view the confirmation of the 

payment. This will let you know if the card was accepted. Close the payment box. 

In the event that a card fails you will need to call the customer, get a new card and do payment again. DO 

NOT process the card again until you have contacted the client to verify the card information/get new 

payment.  

Note: Hostess order cannot be entered until all payments are approved.  

** If you have deposited payment into your account and charging your card, you will need to do this now. 

The office does not have the ability to charge your card for orders. ** 

Continue to Add Another Customer. Follow the above instructions.  

When you enter the previous hostess' order, you will follow all the same steps as above but after you 

have entered all items, click on the Customer Shopping Sprees category on the left side of the order-

ing screen.  

Choose either the $50 for $19.95 (if party is under $300) or the $100 for $19.95 and change the 

QTY to one. Add to order. You will notice her total has been adjusted. Click Next. This will 

take you to the show summary screen for you to add payment.  
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Once you have applied payments to all customer orders, you will have the option of entering your hostess 

order.  

When you click on the Proceed to Hostess Order button, read the notice and if you accept click OK.  

At this point, any other commissionable sales will NOT count to increase the Hostess' Shopping 

Spree. If she ordered from her own show to increase her shopping spree it will need to be added 

as a separate order before entering the Hostess Order.  

You do not need to add the hostesses shopping spree/discount to this order. When you add items to the 

Hostess order you will see that it will automatically deduct from whatever shopping spree she has quali-

fied for with her show sales.  

To add any special Hostess Incentives, like the Ageless Science, click on the Hostess Take Your Pick op-

tion on the left side of the page (second category under promotions). This will open up all promotions. 

You can add multiples at once by changing the QTY to 1 on any promotion your hostess is getting and 

click Add to Order on one item.   

Once you have added all items, click Next. Apply her payment.  

Only give the hostess the benefits she qualifies for according to current hostess benefits sheet and incen-

tives. Please note that adding additional benefits the consultant did not qualify for can result in you, the 

consultant, having additional deductions from your commissions.  

  

Then click Close Show. 

________________________________________________________________ 

How to access a previously “Saved and Continued” show: 

Start typing the first three letters of the Hostess’ name. Click on the correct hostess name with show date.  

How to Register a hostess that is not connected to a show: 
Shopping, then Party Orders.  

If this hostess has ordered from you before, start typing the first three letters of her name and select 
her from the list that comes up then verify all shipping and billing information.  

If this is someone that hasn’t ordered from you before, select the “Create New Hostess” button. En-
ter all shipping and billing information. 

Scroll down and select her date and time. 

Save and Continue Later to come back later or Next if you are ready to start adding customer orders. 

 How to change the date of a show: 

Click on the correct hostess name with show date.  
Scroll down to show information. 
Click on the calendar and select the new date.  
Save and Continue later. 

  

Personal/ Consultant Orders: 

  

On the top of the page click Shopping and click on New Order. 

To find an item, type in at least one word of the product and click Go.  

Follow all other directions under the Non Show Orders section and apply your applicable consultant discount 

when prompted.  
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Ask me! Pass me! Recruiting Game 
 
This game is great  for identifying recruiting  leads. 

 

 
Once you have shared your story and your recruiting talk, 
say: 

 
“We’re going to play a fun game! Many  of you probably  have questions  about  our business opportunity and we’re 

going to play a game right now  to get those questions  answered!  I have in my hand a great little gift (this can be a 
couple of samples with  your business card in a gift bag, or basically anything  you want  to give as a gift.) 

 
For the next  3 minutes  when  you ask me a question  about  the business,  you will be passed this gift. The  last one 

to end up with  the gift at the end of 3 minutes, will win the gift! 

 
The questions  have to be about  the business opportunity though, you can’t ask me what  my favorite  product  is or 

questions like that. For example,  a great question  to ask is “How  much does your starter kit cost?” Those are the type 

of questions  you want  to be asking! 

 
So let’s get started!” 

 
Play the game  and make it fun!!! The more fun you make it, the more guests that will play. You may want to have a timer 
to keep yourself on track. If not, make sure your watch has a second hand. 

 
Remember during the one-to-one consultation, you are going to be inviting everyone to join your team.  This game  is a 
great way to identify those that are interested. 

 

 
Common questions: 

“How much money do you make?” 

“A consultant earns $100-$140  for an average Show.  An Aloette  Leader actually earns more 
than that!” 

 
“How much does  the kit cost?” 

“Depending on how you want to work your business, you can start for as little as $39!” 

 
“Do you carry inventory?” 

“No,  our products  are shipped  directly to our Hostesses.  When  our customers  place a reorder the product  is shipped  

directly to them.” 

 
“Do you earn incentive trips?” 

“Yes, our consultants have the chance to earn a free incentive trip for themselves  and a loved one. Currently  our  

incentive trip is   .” 

 
“Do you offer training?” 

“Yes, our company has a wide variety  of training  available for new  Consultants. From l i v e  e v e n t s ,  t o  v i r t u a l  
t r a i n i n g ,  a n d  o u r  f r a n c h i s e  w e b s i t e ,  there is a ton of training!” 
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Deal or No Deal 
 
This is a great  game to increase the number  of new  Get Togethers you book  at a Get 
Together. 

 

 
What you will need: 

-10 small gift bags  or colorful envelopes (you’ll need  one for each  guest  at the Get Together,  so when you have more 
than 10 guests, plan accordingly). 

 
-10 slips of paper.  On each  slip of paper  you will need  to 

write: You have won free shipping! (1) 
You have won a free sample! (3) 

You have won ME doing your very own Get Together! (6) 

 
Place  the  colorful gift bags/envelopes on  your  display,  so  you  can  refer  to  them  throughout your  Get  Together  to  

create excitement! 

 
Towards the end of your Get Together,  after you have dropped your last booking seed 
say: 

 
“I know that  many  of you  are thinking about  hosting  a Get  Together,  especially after you  have heard about  our 
lucrative Hostess  Program! So right now  we are going to play a fun game! We all love games, right? 

 
I am going to walk  around  and ask you if you would  like to choose a bag/envelope. This is a lot like the game we 
watch  on TV,  ‘Deal or No  Deal!’ This is your own  ‘Deal or No  Deal!’ How  fun is that??? 

 
So I’m going to come up and say “Sally, Deal or No  Deal?” and you’ll decide if you want  to play or not. If you want  to 

play, you just say “Deal!” and you’ll pick a bag/envelope. 

 
If you don’t want  to play, you’ll say “No  Deal” and I’ll move  to the next  
guest. 

 
Now the key to this game is that in each envelope  there is a ‘prize!’ You’ll either receive free shipping  on your order 

tonight, you’ll receive a free sample or you’ll win the best prize of all … me doing your very own  Aloette  Get To-

gether!  Now, if you win me doing your very own  Get Together,  you’ll need to host a Get Together  within  the next  3 
weeks. 

 
So if you can’t host a Get Together  for you and your friends within  the next  3 weeks,  please don’t play the 
game. 

 
Again,  you’ll win  free shipping,  a free sample  or ME  doing  your  very own  Get  Together!  Now let’s get started!  

When  you choose an envelope/bag  please don’t open it until the end of the game – we’ll open them  up together  

and it will be so much fun!!!” 

 
Walk around to each guest and ask “            , Deal or No  Deal” 

 
The more fun and more exciting you make this game, the more guests will choose to play. 

 
After everyone has chosen to play or not, you can then direct the guests to open  up their envelopes/bags. Make 
this fun!!!! 

 
When someone chooses an Aloette Get Together,  you can pass them your “Pick a Date, Pick a Prize Calendar” or let 

them know you will schedule her Get Together at the one-to-one consultation. Let her know to start thinking of a date that 

works for her within the next three weeks! 

 
Again, the more fun you make this game,  the more Get Togethers you will schedule!  Have 
fun!!! 
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Increase Your Bookings with the Dice Game! 
 
What You’ll Need: 

• 1 pair of dice 

• 11 cards 

• 11 envelopes, numbered from 1 to 
11 

• Goodie Bags with inexpensive prizes in them (i.e. Hand & Body Silk and Enzyme Peel samples with ribbon—.65  and .35 
each) 

• Save the Date Board with the dates you have available on post  it 
notes 

 
Keep  prizes  under  a dollar (i.e. candy,  inexpensive  samples, dollar store  items).   Create  a Grand  Prize from instant  

delivery or product  override (75% off) with a $20 - $30 perceived  value. 

 
Setting Up: 

• Place Grand Prize card in the envelope  marked  #2 (the odds  of rolling a 2 are the 
lowest) 

• “Win a Prize” cards  are in envelopes 3, 4, 5 and 
12 

• “Book a Show” cards  are in envelopes 6, 7, 8, 9, 10 and 
11 

 
Introduce the Dice Game: “Okay everyone; it’s time for us to have some fun! My customers always love this part! 

(Hostess), will you hold these dice for me?” (This is important: putting the dice in their hand makes  them more likely to play, 

and once someone starts,  everyone wants to play!) 

“We’re going to play a really fun game of chance!” 

 
Explain how it works: 

“I have 11 envelopes in my hand. Inside each envelope is a card.  Some of the cards say, “win a prize,” some say, “book  a 
show,” and one says “Grand Prize!” Tonight the grand prize is: (Grand Prize).” 

 
“If you choose to play, you’ll roll the dice and whatever  number  you roll, I’ll give you the corresponding  enve-
lope.” 

 
“Don’t open it until the end! At the end you’ll open your envelopes together and see what you’ve won,  and you’ll all be 

winners. You’ll either win a prize, an opportunity to book  a show  or the “grand prize.”  Now, here are the rules:  If you 

“win a prize,” you have to take the prize. If you win the “grand prize,” you have to take the “grand prize.”  If you win 

“book  a show,”  you… (Allow  your guests respond: “…have to book  a show!”) 

 
So (hostess), will you start us off?”  Then after the hostess plays, go to the next person and say, “do you want  to play?” Then 

after her turn, go to the next person. Ask every person  in the 
room. 

 
After everyone has played, say, “Don’t open your envelopes yet. There’s another  chance for you to win!  If you choose 

to book a show before you open your envelope,  you can have the grand prize for sure—at your show—PLUS whatever  

is in your enve- lope!”  Then, go around the room and ask each individual again, “Would you like to book  a show  and get 

the grand prize for sure?” 

 
Keep in mind if they play, they will most likely get a “book a show” card.  Have them pick the dates of their choice from your 

Save the Date Board. 
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Before 

 
1. How did Consultant greet her Hostess?

__________________________________________
__________________________________________
__________________________________________ 

 

2. What did consultant bring into hostesses Home?
__________________________________________
__________________________________________
__________________________________________ 

 

3. Any instructions that consultant gave to hostess?

____________________________________________

____________________________________________

____________________________________________ 

 

4. How did the consultant display the products?

____________________________________________

____________________________________________

____________________________________________ 

 

5. How did the consultant greet guests as they entered?

____________________________________________

____________________________________________

____________________________________________ 

 

6. What information did the guests give the consultant that 

would make you think she would be a great consultant?

____________________________________________

____________________________________________

____________________________________________ 

 

7. Comment’s from Consultant that might Later Lead to a  

Recruiting interview? 

 ____________________________________________

____________________________________________

____________________________________________ 

During 

 
1. How did the consultant open? 

 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

2. How did she offer the opportunity? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

3. What Booking seeds did she give throughout the show? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

4. Did she help her guests relax and lay the ground work for 

having fun at the show? How? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

5. How did she engage the guests? 

_________________________________________________

_________________________________________________ 

 

6.  How did she promote the sell of value packages/skincare? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

7. How did she share the benefits of hosting an Aloette 

show?  

_________________________________________________

_________________________________________________

_________________________________________________ 

 

8. How did she share the benefits of becoming a consultant? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

9. How did she close the presentation? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

 

Aloette Show Observation Sheet 
 

Welcome to the Aloette Show!  Below are some observations that would  be helpful  for you. Just  fill them  in, 
there is no right and wrong answer and we will discuss them at a later time. 
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Consultations: 

 
1. Did the consultant offer private consultations? ________ 

 

2.  Where did she hold consultations? 

_______________________________________________ 

 

3. Did she make products suggestions and offer  

suggestions to go with their choices? How so? 

_________________________________________________

_________________________________________________ 

 

4. Did she offer the opportunity to become a consultant? 

How? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

5. Did she offer the opportunity to hostess and Aloette show? 

How?  

_________________________________________________

_________________________________________________

_________________________________________________ 

 

After the show 

 
What were your favorite parts of the show?  

_________________________________________________

_________________________________________________

_________________________________________________ 

 

Is there anything you would do differently?  

_________________________________________________

_________________________________________________ 

 

What else did you observe that isn’t above? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

What do you think you would like to duplicate? 

_________________________________________________

_________________________________________________

_________________________________________________ 

 

Is there anything you would change? 

_________________________________________________

_________________________________________________ 

 
 

What part of the Aloette show do you think you already do 

well?  

_______________________________________________

_______________________________________________

_______________________________________________ 

 

Are there any parts of the Aloette show that look difficult or 

challenging? 

_______________________________________________

_______________________________________________

_______________________________________________ 

 

 

 Observe how, when the consultant is packing up, she 
talks to her Hostess to get another booking from her. 

 

•  On the return journey, ask her for her feedback and  

 questions based on the Aloette Show observation 

sheet. 

 

 Talk about  what you have learned and a s k  f o r  

answers to any questions you have. 

 

 

Additional Notes: 
 

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________

_______________________________________________ 
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Take a moment to write down the names of everyone you know—friends, neighbors, acquaintances. Even if you don’t think  

someone will be interested in Aloette, they may know someone who will be. 

 
Use this list as a starting point for your new business. As you start having parties, you’ll meet new people to add to your list. 

You’ll be surprised to see how quickly your circle of friends and acquaintances grows after just a few Aloette Get-Together. 

My 100 People 
 

1       

 
2       

 
3       

 
4       

 
5       

 
6       

 
7       

 
8       

 
9       

 
10     

 
11     

 
12     

 
13     

 
14     

 
15     

 
16     

 
17     

 
18     

 
19     

 
20     

 
21     

 
22     

 
23     

 
24     

 
25     
 

26       

 
27       

 
28       

 
29       

 
30       

 
31       

 
32       

 
33       

 
34       

 
35       

 
36       

 
37       

 
38       

 
39       

 
40       

 
41       

 
42       

 
43       

 
44       

 
45       

 
46       

 
47       

 
48       

 
49       

 
50       

51     

 
52     

 
53     

 
54     

 
55     

 
56     

 
57     

 
58     

 
59     

 
60     

 
61     

 
62     

 
63     

 
64     

 
65     

 
66     

 
67     

 
68     

 
69     

 
70     

 
71     

 
72     

 
73     

 
74     

 
75     
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76       
 
77       

 
78       

 
79       

 
80       

 
81       

 
82       

 
83       

 
84       

 
85       

 
86       

 
87       

 
88       

 
89       

 
90       

 
91       

 
92       

 
93       

 
94       

 
95       

 
96       

 
97       

 
98       

 
99       

 
100     

Don’t Forget  Me! 

Here’s a quick list of people you see from 

day to day. Remember, everyone knows 

someone who might be interested. 
 

Parents Grandparents Aunts 

Uncles Cousins Coach Brides-

maids Brother-in-law Sister-in-law 

Accountant 

Aerobics Instructor Aesthetician Am-

bulance  Driver Antique Dealer Ap-

praiser 

Architect Attorney Auctioneer 

Auditor Babysitter Baker 

Banker 
Banquet  Coordinator 

Barber Bartender Beautician 

Bingo Caller Bookkeeper Boss 

Bus Driver Butcher Carpenter 
Carpet Cleaner Caterer 
Chamber of Commerce 

Chat Buddies 

Children’s Friends’ Parents 

Chiropractor Church Directories 

Club Members 

Co-workers Deli Staff Dentist 

Dietician Electrician Engineer 
Engraver Exterminator 

Financial Planner Flight Attendant 

Florist 

Fraternity Friends Funeral Director 

Gardener 

Golf Course  Staff Grocery Store Clerks 

Groomsmen 
Gym Members 

Hairstylist Hospital Staff Hotel 

Staff Housekeeper Insurance  

Agent Interior Decorator Kennel 

Staff Library Staff Limousine 

Driver Military Friends 

Movie Rental Store Staff Nail Techni-
cian Neighbors 
Nightclub Staff 

Notary 

Nurse 
Nursing Home Staff 

Nutritionist Office Cleaner 

Optometrist Painter 
Pen Pal 

Personal Trainer Pharmacist 
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Name: Number: Best time to call: Message: Comments: 

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

Booking Leads List  
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Name: Number: Best time to 

call: 

Given manager 

Recruit info? 

Comments: 

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

Recruit Leads List  
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Show Follow Up checklist. 

 

 
Hostess Contact Info: Date/Time  

3 day  
preshow 

call 

Follow 
up card/

call/
email 

Show 
totals  

Before 
show  
letter 

mailed 

48 hour 
call 
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 Aloette Makeover Guide    
                      

                                                    

Prep, Prime and Perfect your canvas… 
 

Flawless – apply this exclusive primer first……using pea size amount for your entire face. 
 
Conceal-away duo – apply under eyes or to hide any specific problem area…….using your finger or sponge gently for 
application  
 
Ultra finish applied by using your chisel brush in a circular motion to buff and cover skin on entire face  
(color choice___________) 
 

Apply your Soothe N’ Smooth or Platinum Lip Treatment (apply at this point in makeover to allow time for nourishing 
effect on lips) 

 

Eyes: 
 
Apply Heavenly Sheen on eyelid from lash line to brow…….using wand but buffing out with your finger or sponge 
gently.  
 
Apply your highlighter on eyelid from lash line to brow using your eye shadow brush (color choice___________) 
 
Apply your lid color from lash line to crease using your eye shadow brush (color choice___________) 
 
Apply your contour eyeshade in crease or slightly above crease using your contour brush (color choice___________) 
 
Using your multi-use brush blend all the colors together to give an appearance of fading and not a start/stop effect 
 

Apply your liner using either a mechanical pencil or powder liner.  When using a pencil you may need to gently hold 
the skin taut to allow for smooth application of the line.  When using the powder liner you will apply with a stippling 
technique using your liner brush.  (color choice___________) 
 

Apply Intensity Mascara on top and bottom of lashes (black) 
 
If needed, fill in brows using Natural Taupe Mechanical Brow Definer. 
 
 

Add Contour, shading and get a natural glow: 
 
 

Natural Bronze – Use this sheer shade to contour and create shadows.  May be applied in hollow of cheek and then 
dusted lightly through T-Zone.  Apply using your Powder Brush.  
 
Cheek Color – Apply your choice of cheek color lightly to the cheek bone.  Using a sweeping effect toward the hairline 
with the Blending Brush.  (color choice___________) 
 

Lips: 
 
Apply your Mechanical Lip Definer  at your natural lip line and fill in lips lightly. You do not want a visible line through 
your lip color. They should blend to be one color. (color choice___________) 
 
Fill lips in with the Lip Color or Long Wear lip color of your choice. Blot with a tissue and re-apply for extra staying 
power. (color choice___________) 
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