
TEAM LEADERSHIP 

Becoming a Team Leader and Sales Director can be one of the most exciting adventures of your 

life.  You are continuing to add new business through booking, coaching, selling and team 

building and you are are also working to encourage your team members to bring out the best in 

them, develop esprit de corps & build your relationship with them!  It is a simple process; yet, 

there are key strategies to balance it.  These suggestions help you to coach your team member.  

Follow your dreams and remember that leadership is influence! 

 You cannot motivate anyone 

 You cannot manipulate anyone for a long period of time, so don’t even start! 

With those two thoughts in mind, what do you do?  You provide an environment for success! 

I. Motivation 

A. At the Unit meeting, win everything!  Be in your Director’s “amen” corner! 

B. Lead by example!  Booking, sales countdowns, guests at functions. 

C. Catch your team member doing something (anything) right, and praise her 

sincerely! 

D. Remember the notes and cards you valued most from your recruiter or Director?  

Well, her mailbox is waiting! 

E. Pick her up in your car for the first meeting or two! 

II. Getting Your New Team Member Off to a Power Start! 

A. Let her know how happy you are to have her on your team, that you’ll match 

your time with her effort—attendance at unit meeting, setting her Perfect Start 

date, making a commitment to order inventory.  Remember, “People don’t care 

how much you know until they know how much you care!” 

B. Give her good advice.  Is a $600 initial order really enough?  Profit level product 

on her shelf means profit dollars in her pocket! 

C. Find out when her Business Debut and Power Start dates are.  She will set them 

if she thinks it is the thing to do!  Ask her from day one who is her 1st  team 

member will be. 

III. Phone Conversations 

A. In the beginning, call her every day, at least every other day, so see what she has 

learned. 

B. As she begins her Power Start, call her after each class. 

1. How was your class?  (instead of saying: how much did you sell?) 

2. What did you enjoy most about it? 

3. Who did you select to be on your team?  What did you say? 

4. Who booked a party or advanced makeover?   



5. How many referrals were there? 

6. What skill do you feel strongest in?   

7. What skill would you like to improve? 

8. Once she has earned her Power Start, continue to build her skills in: skin care 

class, closing, individual close, team building, booking, coaching, becoming a 

Star Consultant.  

IV. Questions to Ask 

A. What motivates you? 

B. What appointments are on your books? 

C. Who is coming with you on to our next unit meeting/Quarterly Star Event? 

D. What would you like to accomplish this week (bookings, sales, team building)? 

E. Do you feel comfortable with your scripts, or would you like me to practice them 

with you? 

F. Have you registered for Career Conference/Seminar/January Jumpstart, etc.? 

G. What does strong support from me look like to you? 

H. Do you have people to book? 

I. What is  your next goal? 

It is easier to keep a consultant on the right path when she gets off to a Power Start!  If your 

team member sees you always as a Star Consultant, she will be a Star Consultant!  If she sees 

you in the lineup for sales consistently, she will do the same!  There are three ways to lead: 

1. By example.  2. By example.  3. By example.  And there is only one way to know what she 

wants, desires or needs---communication.  Learn to be a master communicator!! 

 

 

SELF MOTIVATION COMES FROM SELF DISCIPLINE 

Self- discipline is not inherited—it is created, nurtured, and developed day by day.  Self-discipline does not depend 

upon your husband, your kids, your job, your age, or any of your circumstances.  Self-discipline comes with a desire to 

forget what happened yesterday, be the best you can be today, and expect great things from tomorrow.  With self-

discipline, you will find yourself fulfilled and excited and racing to meet each new challenge.  You’ll stop giving excuses 

and stop listening to excuses from everyone else.  You’ll decide to stop accepting the mediocre.  You’ll find the courage 

to go for the top and strength to keep on going no matter what.  You’ll learn to turn obstacles into stepping stones on 

your path of success. 

Success is not measured by how you do 

Compared to how somebody else does. 

Success is measured by how you do 

Compared to what you could have done 

With what God gave you. 


