Abundant bookings notes:

Abundant Bookings ? Kelley & Jody 

Kelley 
Explain what the workshop is called and what we are going to Cover. 

We all have done a show for someone, thought it went great, and then walked away with no bookings and sat and wondered," what did I do wrong?" I'm going to address the big pink elephant first and foremost and then help you realize lots of ways to make sure he never makes an appearance again in your business! 


Some Reasons People Don't Book Shows: 
1. Fear of the unknown. They don't know what you will expect of them. 
2. They think they have to have the party right away. 
3. You didn't explain all the benefits and advantages to being a host. 
4. Worried they don't know enough people or have a big enough house. 
5. Afraid that their show will be identical to the show they just attended. 
6. They had a bad experience with hosting another type of Home Party . 
7. Your show was too long or did not have enough food for everyone. 

#1 Reason, I think, for most people, is because no one ASKED them to! 


Top Reasons People Book a show: 
1. Because they like you. You are warm, you smile, you like your job and it shows. 
2. You are professional, competent, and inspire trust. 
3. Because they like your show. It was informative, interesting, and fun! 
4. They want lots of products but don't want to spend a lot of money. They want to get them for FREE! 
5. Party people?some people are naturals at throwing home parties. 


My goal for each show is 3 bookings. 1 to break even, 1 to grow on, and 1 for insurance against a reschedule. 

How To Guarantee Bookings: 

First and foremost: Believe in the value of our Host Program. KNOW the host program. Refer to catalog if you are new and don't have it memorized. That's OK! Be sincere in what you are offering. Have faith in yourself as a consultant ? you are offering a truly valuable service. 



During Host Coaching 

1. Make sure she has a big guest list. Why? Because the more she invites, the larger the attendance the greater the chances of having a lot of people attend. 
2. Be blunt. Tell her what she needs to to do to have a successful show. They do NOT read what you put in those packets! You must coach them. 
3. Make sure she knows what is in store when her friends book shows from hers. Tell her the next 3 months host bonuses so she knows what to get her friends to do. 
4. Give her an incentive if you want to. Tell her if she has 2 bookings for you from people who cannot attend, you will gift her with a cookbook ( i.e.) of her choice when those shows happen. 


Plan Your Show 

1. Know what you are going to say. Outline it, don't wing it. 
2. Know your stuff. Read, take online courses, listen to audios, study the PIG. Know the collections. Take the kit cards with you if you need to, but be able to share tips and hints. Make your show valuable. Online courses: Maximizing your Cooking Show and Your Cooking Show to name 2. 
3. Use what works. Learn from the ones who are doing well. Steal funny lines from online courses and trainings if you are not naturally funny. No one will mind! 
4. Go into your show with a positive attitude and a sincere belief that our Host program is better than any other out there. 
5. Assume the Sale. Why wouldn't anyone want to host a show??? 
6. Have your calendar marked with open dates. Keep a consistent schedule whether that means 1,2, or 4 shows a week. Don't allow yourself to have unexpected time off. Overbook - we'll chat more about this later. 


Little things really matter?and they make you look like a business person, not just someone who "does PC" on a whim 
be on time 
dress professionally with a clean, ironed apron 
call her for coaching calls when you say you are going to 
make eye contact with people 
shake hands if they offer or apologize if you have your hands in their food & can't 
be sincere 
wash your hands ( let at least one person see you do it ) 

Having a full calendar starts from the very first time you meet a prospective host. You are building rapport from the start! 

Stop and Think a second??what are you doing now? Write down one thing, or go back and star one thing that you are not doing now that you are going to start doing when you get home to improve your rapport with your current hosts.??? 





At The Show: 

As people are arriving 

1. Pay attention to what is being said ( eavesdrop, in other words) 
2. Listen and Watch for red flags like: 
a. I haven't been to one of these shows in ages." 
b. This is my first PC show" 
c. "I have everything in the catalog" no, she doesn't she just thinks she does?. 
d. " I'd like to own everything in the catalog ? I want it all" 
i. These are signs that they should/will host a show with you. 
3. Join in the fun. Come out from behind the table and mingle. Don't be standoffish. 
4. Start the interaction if you are doing a hands on show. 
5. Use nametags and use people's names when speaking to or about them. 


Throughout Your Presentation 

I am convinced that as much as people may be having a good time and they may think I hung the moon, most people book shows to get the free stuff! 

Sprinkling Bookings hints throughout the show makes them acutely aware of what they can receive for having a show of their own. The Business guide says at least 3 times, I do it about 6-10 in many different ways. 

1. Thank the host profusely and sincerely at the beginning and the end. 
2. Thank the guests for coming. Ask who has never been to a show before. Give prizes if you offer that. 
3. Do intros and ask favorite products ( helpful for new consultants & 1st timers) 
4. Make the show fun. Engage your guests ? this is not a sermon, it's a party! 
5. Make fun of yourself if you make a mistake?share my story. Pampered not perfect. 
6. If you are incorporating Hands on, make sure everyone gets a turn. Don't pressure if they decline to help. 
7. Use a Wish List or give out a piece of paper for them to write things down on if you don't hand out catalogs at the beginning. Have the guests circle everything they want throughout the show. At the end if their list is larger than their checkbook balance, they should consider having a show. **I will prepare Overhead of Cheat Sheet/Wish List. 
8. Ask who has hosted before. Get them to talk about how easy it was and all that they got from the Host Program. No PH in attendance, ask curent host to talk about how easy you made it for her. 
9. Use a poster with half priced and free products from a real host. **I have visual. 
10. Put tiny dot stickers on 3 tools to remind yourself to say your booking lines. 
a. Food Chopper ( I hate onions and this tool can chop them so fast, I don't even have time to tear up. And I'm not alone, do you know that more than half of my hosts choose this as their first free thing they want?) 
b. Utility Knife ( Look directly at the host and tell him that if he hasn't already decided what he wants to do with his half priced choices, I highly recommend the forged knife collection that he can get at half off if he wants.) 
c. Cookware ( I never had good cookware until I was a PC host and I got my set at half the price as I would have paid for a similar set at a local retailer and so do the majority of my current hosts!) 

11. Watch what you say?it sounds much less intimidating to say " have your friends over for an afternoon, than it does to say BOOK A SHOW." 
12. Watch how you say it?be excited, assume the sale, so to speak. Pay attention to who loves what and approach that person to have a show. Don't wait for them to ask you. 
13. Mention the Theme shows you offer. that way they know that the next show they attend will be different from this one. 
14. Intentionally talk about tools you don't have with you. Explain you'll bring them to their house when they have their own show! 
15. Show a Bookings Binder if you have one. Explain. 
16. Display the Theme Show Display Cards that HO provides and talk them up. 
17. Paint Word Pictures about upcoming themes you are offering. Make their mouths water. 
18. Feature the Current and Next Month's Host Bonuses ( even if you don't own them). make them want them by pointing out fabulous features, THEN explain how they can get one for 60% off ( and so can tonight's host?she will love you for it!) 
19. Share your stories about Pampered Bride shows and Fundraisers. Details. 
20. Make them stop and think how much they want _____ product. Give them permission to own it. Tell them how it will make their life easier. Remind them (if they are women) that their husband would not think twice about buying the RIGHT TOOL for the job . Snowblower analogy. 
21. Nowadays people aren't going out to dinner as much with their friends because its too expensive. Having a show means they can entertain their friends for a fun evening, NOT have to prepare a single thing to eat, AND get free products all at once. Win Win Win!. 
22. Now more than ever, talk up all the money-saving tools we have: 

? Cheese graters 
? Food Chopper 
? Veggie peeler that will last forever, unlike those purchased at grocery stores. 
? The last cookware they will ever buy. How many people say they picked up one at ____store, only to use it for 6 months, and then throw it away b/c it's a piece of junk? Happens all the time. Not with ours! But why pay full price? 



23. Wrap up with Cookware or other must-have big ticket item. Burned rice/ice. 
24. State the obvious?.ask if anyone has a wish list bigger than their credit limit. Watch who starts talking to the person next to them about having a show?.. 
25. Mention that tonight's host is earning her PHD in case anyone didn't know?. and what other store do you know that says, thanks for shopping with us by offering you 10% off for a year??? 


Ok?stop and star one or two things that you are not already doing at your show that you are going to start doing at your next show?..tell the person to your left. Get his or her business card and write a note to yourself on the back to email them by the end of August to let them know how that's working for you and ask what's working for them. 

************** 

Now you have been on a roll at your show?you know you are going to get bookings?. 


26. How to Market Your Open Dates: 
a. Make sure your calendar is highlighted with your open dates as well as th erest of yoru appointments. They can see you are just as busy as they are. 
b. Pass around a Clipboard with Available Dates Listed 
c. Give a special prize if someone takes a specific date you want booked. Free groceries, for example,using dates written on a grocery bag.. 
d. Cute Bags w/ host kit and paper goods included. 
e. Offer mini loaf of bread/cake for any who book tonight. 
f. Offer a SB if they book, trade it in for a full cookbook when their show happens. 

27. Use the Survey Drawing Slips. several ways: 
a. Pass them out at the end, not the beginning. No filling out before the show! 
b. Have them write on the back 5 tools they have on their wish list but are not ordering tonight.At checkout, you can talk to them about how they can get those and so many more for free (or at least at a substantial discount) when they have a show. 
c. Go over it with them. Explain about PBride, FR and Gift Certificates. Assure them that marking that they would like more information does not commit them to anything, it just lets you know they want to know more. 
d. If they would ike more information about our business opp, for themselves or for soemone else, mark it. 
e. If they are considering having a show, mark yes or maybe and you can discuss a date that works for them. This way they don't think you necessarily mean they have to do it next week. 
f. Ask for refrerrals on there too. She may not want a show, but her daughter will! 
g. Most importantly, ignore any slips that say NO or nothing. Ask Anyway! They may not have been paying attention when you went over it with them. If you don't ask, the answer is automatically NO! 

The economy may be horrid, but people still have to eat! Show them how you will share more great recipe ideas and even more helpful tips for these and other products at their shows. 

If I still have time?.otherwise I will refer them to my website for this?. 


Other ideas that involve a bit of creativity and maybe a bit of $ put out by the consultant: 

Booking ideas for shows 

Balloon game: Take enough balloons for each guest and one special for the Host. Put slips of paper inside 1 with a gift you'll give tonight and one you'll give when they have their show. EX: Season's Best tonight. Ice Cream dipper when they have their show- I add Ice cream dipper to hosts order so I use her discount Plus get my commission back so it costs no more than $8. They only get to pop the balloon to see what's inside if they book a show. When 3 are popped the host gets to pop hers. Great way for host to work with you on getting bookings. 

WORST TOOL:: You must have the hosts co-operation to play this game. Ask the host a couple days before the party to call everyone and find out #1. Who is coming and #2. Ask them to bring their worst knife, scraper, veg.peeler. ETC.. then you can give away a door prize for the worst tool. Fun way to talk about some tools not used PLUS you can suggest how they can get all knives-ETC.. free or ½ price when they book their own show. 

Fill out invitations for booking: For a door prize have everyone fill out their own invitation to the next PC Kitchen show. Address, name . Then when you gather them ask if everyone would like to attend another show to see more new items? Ask who is having the next show because you will give them these invitations already filled. Give the HOST a Card with 10% on it ?she will have her PHD to use. 
Take the Cake: Mix a cake mix and bake it in the mini loaf pan ? wrap them up pretty and take to shows. Offer anyone who books a show tonight gets to take one of these home. Yellow cake mix with 1 chopped apple or smashed banana and PC cinnamon in it is really good. 


Booking Magic 
"I'd like to take a minute and have you all close your eyes. Now, imagine your favorite store. Any store you want. Now, you were just given a $100 gift certificate for anything in the store. Go ahead and spend it! Everybody done there? Okay, now I want you to pick out any two items at 50% off. They can be the most expensive or the least expensive items in the store. Everyone done? Now, you get everything else you could possibly want or image for 25% off, so keep shopping! Don't forget birthday, wedding, and holiday gifts you may need. You'll want to take advantage of this great discount and stock up. Everyone done? Now that you've enjoyed this great shopping spree, your favorite store will reward you with a 10% discount each and every time you shop there for the next full year!" 
"Now you open your eyes now. Did you have fun shopping? That's how the host program works with the Pampered Chef. Let's talk later and we can set the date for your personal shopping spree!!" 

Now let me introduce Jody who will guide you into how to make sure you get those bookings on your calendar, help you overcome any objections that may arise at checkout, and further help you book shows outside of your show using 3-2-1. 


Abundant Bookings - Jody 

I. Full Service Check-out 
a. Set yourself up for success 
i. Have all of your order-taking materials in one place ? laptop or calculator, money bag, pen, etc. 
ii. Set up the items needed for a Full Service Checkout 
1. Recruiting information 
2. Host Packets 
3. Referral forms 
4. Recipes 
b. Explain ahead of time that you "offer a Full-Service Checkout. This is where I make sure you get everything that you need. We'll go over your order; I'll ask you a few questions and give you some information about the great things Pampered Chef has to offer." 
c. Make sure that ALL of your customers get the benefit of a full service checkout. If they come up and just start piling up their order forms, I'm o.k. with that, I just have them put theirs at the bottom of the pile and when it's their turn I call them over. 
d. It's a progression ? you start with the recruiting, then hosting, then referrals, then offer them a recipe and future ordering opportunities. I wish we had time to do a role play for you, but we do not, so make sure that you practice this in your cluster! 
e. Questions to ask 
i. What did you enjoy most about tonight? Use their answer to guide you in your checkout progression from recruiting to host packet to referrals to a recipe. So ? if they say they LOVED the product! 
1. Say to them something like "That's the best part of being a consultant ? all of the product I earn for FREE." (But ? since this is not a recruiting workshop, we'll go right into bookings.) 
2. "That's the GREAT thing about hosting ? all of the FREE product! Can I tell you about upcoming host specials? You are so much fun, I'd love to pamper you for a night!" 
3. Not interested in hosting? "I'm sure you have friends that love the product as much as you do! Do you know anyone that might be interested in learning more about our business or hosting opportunities? Just fill in one of these referral forms and I'll give you a 10% discount at their show! 
4. If they say "no" to all of the above, then offer them a recipe that will utilize all of their new tools that they love. 
ii. Another example ? if they respond that what they enjoyed most was how much fun they had: 
1. Recruiting ? "That's the BEST part of my job! How many people get to say they party for a living? You seem like such a fun person, have you ever thought about doing something like The Pampered Chef? 
2. Hosting ? "You looked like you were having a blast. I'd love to come treat you and your friends to an evening of fun at your house. Can I tell you about upcoming host specials", etc. If not to that?.. 
3. Referrals ? "I'm so glad you had fun tonight! Who do you know that would love to have this much fun by hosting their own P.C. show? 
iii. Everyone take 2 minutes and turn to your neighbor and practice a full service checkout. One of you be the customer, one the consultant. You will do the two scenarios just mentioned regarding what they enjoyed most ? product and then fun. 
II. Common Booking Objections ? we all hear them all of the time, but there are MANY bookings to be had if you just know how to respond to them. There are two methods you can use. These can be used for recruiting as well, but we'll just focus on bookings. 
a. C.A.R.E. method - Overhead 
i. Check for understanding 
ii. Acknowledge Feelings 
iii. Respond w/clarifying questions 
iv. Extend the invitation again 
b. How many of you have ever heard "excuses" of why someone can't host a show? What are some of them? Go ahead and just yell them out. 
c. So ? I hear a lot of you saying ? "I'm just too busy". Let's try out the CARE method with that. 
i. Check for understanding ? "So is it that you don't feel like you have time to prepare for a show, or finding the time to actually have people in your home is your concern?" They answer ? "I just don't have time do everything it takes to have a successful show." 
ii. Acknowledge feelings ? "I totally understand, I have four kids and I know what it's like to feel like there's not enough time in the day." 
iii. Respond w/clarifying questions ? "So ? how much time do you think it takes to prepare for a show?" (We do not know what they are thinking ? ex. ? no for now or no for always!) She responds ? "Well there's all the invitations and phone calls and cleaning my house." 
iv. Extend the invitation again ? "The great thing is that I send out all of your invitations for you and I can even make your follow-up calls if you'd like. And remember ? your friends are there to see you, not your house. How does that sound?" 
d. The other method is my personal favorite because I think it's easy to remember and comes very naturally ? it's called the Feel, Felt, Found method. 
i. Someone says to you, "I'm afraid that no one would show up." You can respond with 
1. I know just how you Feel. 
2. I have Felt that same way. 
3. But what I have Found in my experience is that if you overinvite (give me a list of 40 people to send invitations to) and we do follow up calls and e-mails and encourage them to bring friends, that you will get 10-15 people there. How does that sound? 
ii. Choose a method, turn to your neighbor and one of you respond to the objection of "My house is too small" and the other respond to the objection of "I have everything in the catalog." 
iii. Come share at the mike if you heard a particularly good response, using one of these methods. 
III. Bookings Outside of Show 
a. Remember ? 3 CONTACTS/DAY NO MATTER WHAT! There are so many opportunities for bookings outside of a show! 
b. Ideas for outside bookings 
i. Have you truly made your list of 100 and asked every single person on that list? Go back to the basics of the business! Remember - your friends and family truly do want to help you to be successful, but you have to ask for their help first! They want to help, they just don't know how. Things do change in their life situations over the course of your business! 
ii. P.C. apparel ? be a walking billboard ? How many of you advertise for Old Navy? ? example stories 
1. Garage Sale Booking 
2. My kids' friends moms 
3. Kinkos 
iii. Doctor/dentist office ? ASK if you can leave a catalog there. 
iv. Think of where you go everyday ? the people at the bank, store, park, p.o., EVERYWHERE! The man who sold us our cabinets! Orthodontist! (Pampered Chef credit card) 
v. Ask everyone that comes into your house. Story ? when we were building our house. Contractor's wife & architect's wife both booked shows. 
vi. Phone Message ? advertise yourself! 
vii. ALWAYS ASK for referrals ? This is HUGE for me! A few weeks ago ? I got 3 bookings IN ONE DAY (people calling me!) because someone else referred them to me. Offer great customer service and people will send their friends to you. And ? ALWAYS ASK FOR REFERRALS! 
viii. Fairs ? great opportunity to get outside your crowd. 
ix. Fund-raisers ? drop your card off at the car washes. They are all around this time of year. School groups and clubs, church groups, daycares, sororities/fraternities, city-wide sports leagues are just the tip of the iceberg for some ideas of who may need to raise money. Breast Cancer 3-day. 
x. Bridal Showers ? we have a group of directors in my area that have an agreement with a local chain of bridal shops. Bridal Fairs. Get in with wedding planners, honeymoon planners. 
xi. When talking about the economy. For example, I had lunch the other day with a bunch of ladies from church ? just acquaintances, no close friends. They were saying how it is getting so expensive to eat out anymore. My response was "That's what I love about my Pampered Chef business. I get to teach people how to prepare inexpensive meals on a budget." They asked me more and I got a booking! 
c. Finally ? follow-up is extremely important for booking outside of a show. If you give out your information, get theirs in return. If you say you are going to call them in 3 months, per their request, make sure you do! I have gotten many bookings from people who tell me that a consultant said they'd call them and they never did. Remember ? if you don't book 'em, someone else will! 
d. I would love to have a few people come to the mike and give us their best tip for booking outside of a show. 
IV. Keeping your show calendar full 
a. Book in close! I learned this the hard way. I used to book months out and my cancellations were up. Then I started booking in close and my cancellations went way down. They don't have time to change their mind or have something else come up. 
b. Promote the host special for the month that you are trying to book. Don't talk about all the great new products coming out in September if your August is not completely full. Tell them how you "can't hardly believe that Pampered Chef has the three most popular knives at 60% off for our August hosts! What an incredible month to book a show!" 
c. OVERBOOK! Most of us are women! What does that mean? That means that we can easily go on emotional rollercoaster rides. What I mean by that is that when you book a show, you get an emotional high. Then, if you get a cancellation, you are so very low! By overbooking, it evens out the ride because you know that you will still fulfill your goals even if that show cancels or re-schedules. In fact, if someone calls to re-schedule a show with me, I immediately get off of the phone and make calls until I book another show. It makes me feel so much better! 
d. Finally ? ways to minimize cancellations & re-schedules 
i. Book in close! 
ii. Send out the invitations for the host ? then she is very committed once they go out. 
iii. Have the host send you $10 for ingredients and you do all of the shopping. Not only will it be easier for her, but, once again, she is committed. You can buy in bulk! 
iv. If she booked off of another person, be sure to get that person involved in encouraging her to keep her show date so that the past host gets the host special. 
v. Most importantly - excellent host coaching! Build a relationship and she'll not want to let you down. Plus ? she'll be doing what she needs to be doing when she needs to be doing it. In other words, she won't cancel because she did not get something done. They did not start thinking about their show soon enough or often enough. You can even host coach in person, too. 
V. In closing, bookings are the heart of your business. I would highly encourage you to take the online training course ? "Prospecting ? Finding Business Everywhere". As we promised at the beginning, all of our notes will be on our websites. Check out the overhead for the addresses. Also ? now is the time to fill in your Take Action worksheet. Take 30 seconds right now and decide what, from this workshop, you will implement into your business right away! We have a few minutes for questions.
