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DAY 9: 
Following Up: Relationships 

Want to know another secret to maintaining your Young Living business, and growing it at the 
same time? That would be following up! Do you follow up with your personal enrollments the 
way you should? Do you regularly contact your wholesale members to see how they are doing?  

More often than not, the answer is no. We don't do a good job with that -- and then we wonder 
why our business declines, or doesn't grow. But, hello! That's one huge reason -- we simply don't 
follow up the way we should! There are many cases where a member orders their Premium 
Starter Kit but they never order again. Or, they might sporadically order, but when they do, it’s 
only every 4-6 months. 

Why does this happen? The main downfall lies in our laps, us as business builders, and I am 
included in this. I’ve had to re-train my way of doing things, knowing that most people aren’t 
going to take the initiative themselves to log into their YL account and place another order. Or, 
they won't take it upon themselves to sign up for Essential Rewards. I need to be the one 
reaching out to them, seeing how they’re liking their products and go from there.  

What’s the best way to reach out? Care calls and care texts -- reaching out by phone! Facebook 
messages and emails may also be considered "following up," but they are not remotely as 
effective compared to calling or texting the individual.  
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I completely understand that calling someone can be super scary for some of you. It’s more 
comfortable for us to send someone a quick message on Facebook and hide behind the computer 
-- mainly because we have so many fears of rejection that typing it out makes it easier to avoid 
experiencing any potential "awkwardness" that causes us to be so terrified.  

So, ok. You might be like “alright fine, Hannah, care calls, care texts, I get it, reach out to them 
via their cell phone is the best thing to do. But I have no idea how to go about it without 
sounding like I’m salesy, or without getting super nervous.” Well, let me give you some tips on 
how to do this! 

ROLE PLAY!  

Let's pretend you're calling someone with whom you're not familiar with. You dial their number, 
they pick up the phone and answer. Start it out with introducing yourself, tell them your name, 
explain you’re their Young Living upline support. Tell them you wanted to call to let them know 
you’re there for anything they need. But, before you go any further, before you start talking 
about the oils or asking them about the oils, ask questions to get to know them, or ask them 
personal questions about their life.  

For example, here's how I would say it: “Hi, I’m Hannah Crews with Young Living. I'm a part of 
your upline support and I just wanted to give you a call and let you know that I’m here for you 
concerning anything at all about that. But hey, I did have a question for you -- I was looking at 
your Facebook the other day, and noticed that you rode horses. How long have you been doing 
that? I’ve always wanted to ride, but I honestly have never ridden a horse before!”  
Did you see how I started it out by making it personal? I didn’t immediately talk about products -
- I did some research on this person before I called! Ask about their family, ask about their kids, 
find something you have in common and let them talk about themselves. That makes them feel 
special and it makes them feel like you care about them and their situation -- where you're not 
just trying to sell them something, or push them to doing something they don’t want to do.  

For those people that you do know personally, when you give them a call, always start the 
conversation out with personal small talk. Always make it feel like you're genuinely checking on 
them, loving on them and interested in their life.  

Keep phone call to no more than 10 minutes -- mainly because you don’t want people to see your 
number on their caller ID and think “oh man, I’ll be on the phone forever.” When you do care 
calls with people for the first time, don’t focus your conversation on products. Don’t bring up 
anything about promotions. Don’t talk about anything oily unless they ask you. If they ask you 
questions, then yes, of course, answer them. But, most importantly, you first need to develop a 
relationship with them.  

If oils do come up in the conversation, ask them questions like “What is your favorite oil to 
use?” and then let them talk. Or “Is there an oil you have that you haven’t opened yet, or you 
don’t really know how to use it?” Let them talk and respond with your favorite ways to use that 
oil. Or “Is there any particular health goal that you want to achieve? Are you wanting wellness 
for any specific area in your life?”  
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Let them tell you what they're searching for and respond with “OK, let’s work with some of the 
products that you have right now”. I'll tell you right now -- when you say that and encourage 
them to use stuff they already have -- that changes everything. Because instead of you telling 
them things like “You ought to buy this, you need to buy that”, encouraging them to use what 
they have already makes all the walls come down! Why? Because then they feel like you’re not 
trying to sell them something, you’re sincerely trying to help them. That’s also what is so 
awesome about Young Living. You’re not selling anything. What you’re doing is building, 
keeping and maintaining relationships. That is what this business is about.  

Also, care calls don’t just have to be to people who haven’t ordered in a while. They need to be 
phone calls to your leaders that are rocking it in their Young Living businesses. They need to be 
phone calls to your leaders who you know are struggling. They need to be to people whose 
Essential Rewards order didn’t go through, or who are about to miss some promotions if they 
don’t spend just a couple more PV points in their order.  

I encourage you to get in your downline viewer multiple times daily and find something to call 
someone about. In doing these care calls, no matter who they are to, that will bridge the gap 
where people are falling through the cracks. That will allow your business to flourish in ways 
you would have never imagined. That would allow the percentages of people ordering and how 
many lives and families you are changing to skyrocket.  

I've said this before, but before Young Living came into my life, I started my career as a news 
reporter and anchor. Part of my job was to interview people. And when you do that, it’s all about 
them. You ask questions about them that will spark a conversation and you ultimately will make 
them the center of the story. Everyone loves feeling like the center of attention -- so taking that 
approach when you’re making care calls is going to benefit you tremendously. Ask them 
questions and be quiet and let them talk. This is all about them -- their story -- and their oily 
journey. There is also something very powerful about your voice, which is why I truly believe 
care calls are so important. If it makes you nervous use some of the approaches I just laid out for 
you, rub some Valor on and just do it.  

However -- if you're running into situations where people are simply not answering the phone, 
send them a text instead! Texts are vital because people are more likely to respond to a text 
message than they are to a Facebook message or an email. Always call first but if they don't 
answer send them a text saying that you were just checking on them, want to see how they are 
doing and catch up for a bit.  

Today, I challenge each and every one of you to make at least 10 care calls to people you have 
enrolled in Young Living. If they don't answer, immediately follow that up with a care text. 
More than likely at least one person will respond to you. It may end up being the most blessed 
thing that happened to you all day. 

VIDEO: https://youtu.be/y6wDaxjNEk0 

 

https://youtu.be/y6wDaxjNEk0
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BIBLE VERSE OF THE DAY 

Ponder this verse below and ask yourself how this applies to today’s lesson and your Young 
Living journey. 

Ecclesiastes 4:9 “Two are better than one, because they have a good return for their labor.” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


