
Sales & Team Building Problem Identifier 

Our NSD Nan Stroud shared this information at a recent retreat to help identify low sales and low number of 
team Member “problems” and the possible causes. On the reverse, you have a chart that helps you find the 

SOLUTIONS to FIX the problem! Know the skills you need to work on and practice, practice, practice!! 
 
 
 
 

Product Sales 

Inability to Get 
Appointments 

• Poor Time Organization 

• Low Activity or Not Working Consistently 

• Not Following Up 

• Too Few Prospects and Referrals 

• Not Booking from Facials, 
Classes, and Parties 

• Telephone Ability/Skills 

• Warm Chatter Ability / Skills 

• Not Asking 

Low Sales 

Too Few 
Facials, Classes, 

Not Closing Sale 

Poor Sales Techniques 

Weak Prospective 
Customers 

• Not Teaching Skin Care Correctly 

• Not Selling End Results and    
Product Benefits 

• Not Coaching Hostess Correctly 

• Lack of Enthusiasm 

• Not Closing Sale 

Inability to Get 
Appointments 

• Poor Time Organization 

• Low Activity  

• Low Self-Image 

• Not Following Up 

• Too Few Prospects and Referrals 

• Telephone Ability/Skills 

• Warm Chatter Ability / Skills 

• Not Listening and Recognizing 
Prospect 

• Not Asking for Interview          
Appointment 

Low Number 
of Team  

Members 

Too Few 
Interviews 

Not Closing        
Interview 

Poor Interviewing  
Techniques 

Weak Prospects 

• Not Sharing 4-Point Recruiting Plan 

• Not Selling End Results and     
Business Benefits 

• Not Overcoming Objections 

• Lack of Enthusiasm 

• Not Closing at Interview 

Recruiting 


