
Your Direct Sales 101 Guide to
7 Bookings in 7 Days

Day 1: 
□ 1. Create your "Top 20%/Top 40" list based on the A-B-C criteria
□ 2. Pick a date for the party
□ 3. Select a theme (optional)
□ 4. Begin collecting gifts, thank you cards and other items for the party.

Day 2:
□ 1. Send a "keeping in touch" contact via social media, text or email (only use phone as a last resort).
□ 2. Wait for acknowledgment.
□ 3. Continue collecting items for party.

Day 3-6:
□ 1. Call people who have acknowledged your contact. No acknowledgment, no call!
□ 2. On that call, invite them to the party. Give them logistics if they say yes, and remember to tell them to 
invite "only ONE" friend!
□ 3. If they say no, drop a thank-you card in the mail. Remember to include "I'll talk to you soon!" on the 
card.
□ 4. Continue collecting items for party

Day 7: PARTY DAY!
□ 1. open the door, let folks in!
□ 2. About 20 minutes into the party (after everyone is there), begin your 
presentation.

– New consultants need to acknowledge EVERYONE

– Established consultants/Leaders acknowledge the top 3-4 with 
most impact

– EVERYONE gets a gift
□ 3. After presenting gifts, mingle and ask to set up a time to discuss booking. Basically, you're making an 
appointment to talk about setting an appointment. It sounds ridiculous, and it works! Most people will book 
on the spot, but this gives them a courteous way out if they need more time.
□ 4. After party, drop thank-yous to party attendees.

Day 8-10: Follow-up
Anyone you did not connect with at the party, call them once you're sure they got your card. Set 
up an appointment to discuss a booking. Remember, most people will book on the spot, if they 
are truly your "Top 40!"

When they book an appointment/show/party, give them a small info packet, and set up a time 
to go through that packet with them!

Visit DirectSales101.com for more information on the full "7 Bookings in 7 Days" guide. 

http://directsales101.com/

