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Consistency: Steady Eddy wins the race. 

Be ready for business 

Questions to ask yourself: 

1. How “ready for business” am I? 

2. Would someone invite me into their home with me looking the way that I do? If not, fix it.  Get with a good salon; get a massage; feel good about yourself.   A leader in Mary Kay tells her consultants, “Your hair must be slammin’!! – if no one has complemented you on your hair in the last two weeks, go get a new style!”
Small Things: 
1. Business Cards- make sure they are clean and fresh 

2. Catalogs: make sure they are stamped – neatly.  Stamp a contrasting color is best (red or blue).  Be SURE to include your website. 

3. Always have 6 host packets & 6 recruiting packets ready at all times.  BE READY FOR THE BUSINESS AROUND YOU!!!

4. Do a show on the go – keep a mini kit on hand so you can do a demo 10 minutes from now.  Maybe in a cloth tote bag always ready in your car?
5. Do you have a duffel bag with small tools to give to a host? 

6. Give a host a mini demo kit so they can excitedly show their guests. 1 or 2 tools you can collect at the show. 

Big Things:
1. When are you creative in doing bookings?? Where? Dr’s office, Bank, PTA, Dentist Office, Accountants Office, Hair Dresser, Eye Doctor?  Pamper-a-business?
2. Create a 30 second commercial, practice it, have an answer that is powerful, and gets your foot in the door.

3. Create your own WOW factor  - start with what impresses you about the company
4. Create your own NEED factor – SWIFT… So What’s In It For Them? [monthly must-have host specials] 

Shows: 
1. Paint a picture around the product.  Golden brown, warm crispy, cold and crunchy-fresh,  

2. Get away from titles, don’t use Pampered Chef lingo… not the Host Special, but “our bargain of the month”.  Not Forged Cutlery, but our incredible heirloom-quality knives that will last for generations.
Example of 30 second Commercial:
I help people put fun back in to their kitchen, and help people make simple and fun recipes that bring families together at dinner time. 
I take a person that burns boiling water into a want-to-be gourmet chef in an hour. 

ALWAYS HAVE ON A CREATIVE THINKING CAP

Important Big Things: 
1. Get your foot in the door 

2. Get familiar with the products 

3. Use Common Terms - Don’t use Pampered Chef Lingo…not “wouldn’t you like to book a show with me? What are you – a bookie, a booking agent, a broker, an entertainer, a promoter ??...but instead,  “wouldn’t you like to have a couple friends over for a fun evening where I cook, entertain, and cleanup and all you have to do is buy a couple ingredients, then sit back, relax and catch up with your friends?” 

4. Get your foot in the door. 

Be dressed for success- look good, dress appropriately for the occasion. Walk with confidence and pep in step.

You choose what you want !
Always build the client 1st, if you get people excited about products, they will purchase them, they will also see how much you like the products, and will want to host then possibly recruit. See the people- Key- most excited about products, get in front of people, don’t stand behind the table.  

Whats my show date? You need to decide when your show night is: Always know your show date and what dates you are not going to work at all times!
Always make three one-on-ones’s to equal a show. 

Have three recipie cards all the time. 

Get three bookings off of one on one’s 

Be excited about products you represent. 

TIPS: 

Make a habit- never leave home without knowing your next two show dates available. 
Look at your calendar every day. 

Don’t miss the opportunity 

Show business- needs to be powerful, enlightening, and meaningful

Opening needs to be powerful, get your message across!!!!

Host your own show!!! 

Consumer Home Show Facts Why Someone Hosts / What Customers Expect: 

50’s – Everyone entertained – socialized; few home shows.

60’s,70’s Shopping and Socalizing 

80’s, 90’s education and long presentation 

Today: bargains and socialization 

2006: socialization spend money, and bargain wants to spend at least a 100.00. 

Give 20 mins to socalize and 30-40 mins to do your quick, informative show.  PREP WORK AHEAD!!! Do not chop for 5 minutes in front of your guests.  Chop one or two slices, or do the last couple pops on the Food Chopper in front of them, not the entire batch.  Use your food prep bowls.
Have silent helpers – tool turnabout, spoon rest, hotpad trivets, silicone funnels, woven selections around stoneware or Simple Additions…things you use without ever talking about.  

Know your product line and include one of each family of higher-end items in your demo:

-Forged Cutlery

-Stoneware

-Simple Additions

-Woven Selections

-Cookware

-Baking items (batter bowl, EZ accent decorator, mini muffin pans, stackable cooling rack, decorator bottle set, etc.)

Be ready to assist – answer questions – direct them to someone who knows.   Have Home Office on speed dial.  Know your director/upline’s schedules – know someone you can call live from 7am until 10pm with a Pampered Chef question.
Have a couple of combos ready to show guests. Use testimonials (think Home Shopping Network – Marie from Talahassee calling in to say she just bought one for her grandson and he loves it because it ... etc.) 

Appeal to all Types of people who want to do business with you.  The Organized / The Party personalities / The Bargain-hunters / The Careful and cautious / The What’s the latest / The GoAlongWith the Crowd 
Out in public, find business with One On One “pickups”…

Be likable 

Be approachable 

Learn to compliment 

Come up with a topic

Good and solid intros about hosts and guests – which would they like to be someone who spends and is pampered, someone who hosts and is pampered, or someone who makes money and is pampered and does pampering? 

Write little things about the host on your copy of their host card

People do business with people they trust. 

Be informed about host special and guest special.

Be on time

Saying you will probaley call?  Follow through with what you say. Say what you mean.  Tell them you are calling “like you said you would”. 

Good referral program 

Create information- do not look for recruits, look for leads. 

Use the gift certificates. 

Give a referral gift - $10 in free product
Power hour: paper, follow up, divide up into four topics and work on each for 15 mins. 

Take 15 mins to be organized.

Booking lead calls

Host Coaching Calls

Recruit lead calls 

Keep on track with host .

Spend Two hours from start to finish 

Have folders: 

Names: Name of place you want to meet contact information, use bridal wedding show, 

Remind everyone how much fun this business is.

50% of guest leave show considering what I am doing!!! 

Keep an on going notebook 

H- hot leads-48 hours after show 

W- warm leads- 4-6- months after show date

C- Cold leads – once a year – send post cards out 

Always let them know you understand !!!

Get Reactivated or Motivated

Customer Care: I don’t want to bug you, but want to be sure you knew about… 

Do you think everyone walks out of the show with everything they want??? 

CALL CUSTOMERS~!!!!

They Like you know, know you, trust you

HOST COACHING - MAKE A CHECK LIST!!!!!!! 


Use Company Training.  (How Many Videos have YOU done in the last 3 days?)
