Put the Fun Back in
Fund-raising

Say goodbye to bake

to 15% of the Show’s total involved, because
sales and hello to sales going to your organiza- Consultants encourage
The Pampered Chef® tion or charity! guest participation.
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Classic Fund-raiser! Following the demonstration,

At your fund-raiser, your o
guests are invited to place

ooking for a simple Kitchen Consultanc will orders. Because we offer

and unique way to make our quality kitchen a wide range of high-quality

raise money for your tools, time-saving tips and products at every price
favorite organization or recipes come to life. Not only level, all of your guests
church group? Enjoy the will cooking novices and can support the fund-raiser,
excitement of a Pampered enthusiasts be inspired by the ~ which makes your efforts
Chef Kitchen Show®, with up ~ demonstration, they’ll be more beneficial.

Classic Fund-raiser Facts

* Your organization receives:
* 15% for fund-raisers with $600 or more in total guest sales.
* 10% for those with less than $600 in guest sales.

e PLUS, for each future Show booked at your fund-raiser, your organization
receives an additional $3 donation.

¢ All donations will be made to your organization in the form of a check,
and are in lieu of host benefits.

What a great way to raise money for a worthy cause! Ask me for more
information about hosting a Classic Fund-raiser!

Your Kitchen Consultant is: ? $

hef

Note: To qualify as a Classic Fund-raiser, guest sales must total a minimum of $150 in sales, or there must be at least five guest
orders. Percentages are based upon total guest sales before tax and shipping. Future bookings include Kitchen Shows, Pampered
Bride® Shows, Catalog Shows and Classic Fund-raisers. For reproduction and use by Pampered Chef Kitchen Consultants only.
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Classic Fund-raiser Guide

Tips for
SUCCESS

Q Send out all invitations. Ask me
about sending e-vites!

Q Provide a table for

the demonstration.

Q Call to remind your

Q Encourage guests to
guests. They don't

want to miss the funl bring a friend or two.

Q Collect orders and future Q Relax, and have fun!

Show bookings from those
unable to attend.

This month’s .
guest special

Guest Planner
Name Phone YKQN g)

Fund-raiser Worksheet

Fund-raiser Goal: $

Actual Total Sales $

To Calculate:
Contribution Percentage X 10% of total sales
. (up to $599.99)
Net Contribution =9

——— | orfive buying guests
$3 x Number of Bookings  + $
(Example: $3 x 4 Bookings = $12)

| Multiply total sales
by 0.10

Your Organization
Receives* =$ 15% of total sales

($600 or more)

Multiply total sales
by 0.15

*Your organization will receive a check from
The Pampered Chef® for your fund-raiser earnings.

Payment Methods

Payment will be accepted at the time of the fund-raiser.

Three ways to pay: cash; check; Visa®, MasterCard®,
or Discover®/Novus®.

Please make check payable to:

| will ask you to write a check or money order payable to me
for the balance.

Encourage your organization to invite others!

Family ¢ Friends ¢ Neighbors ® Coworkers and their spouses ® Friends
from sports teams * Babysitter’s parents ¢ Exercise class friends ® Friends
from your house of worship *Hairstylist ¢ School friends ¢ Someone look-
ing for a part-time job * Children’s teachers ®* Someone who loves to

cook * Someone who hates to cook




