Abundant Bookings (By Mary (Kim) Cooper and Amy Williams)
Set a monthly goal

Be persistent until you reach it, DON’T GIVE UP!

Top 4 reasons people book a show:

1. Free Products

2. Fun with friends

3. Fresh Ideas

4. Friendly Invitations

Make sure that they know as a host, they get:

1. Fun shopping spree

2. THEIR CHOICE of items  (not all companies do this)

Something you could say is “My average show is ($700) , the host gets ($140) in free products.

Be specific in your wording: “You can buy the Deep Covered Baker today, or you can let Pampered Chef buy it for you when you host a show”

You can create a poster board with 3 sections displaying the free products, ½ price items, and 60% off monthly host special that most hostesses have received.  

If the past host is there….USE HER TO ILLUSTRATE!!!

· Ask her to tell everyone what she got

· Load her up with “boxes” to show products

· Tell everyone the amount of free products she got

“My hosts usually tell me that the hardest part of hosting is picking out all that she/he wants!”

Some Ice Breakers you can try:
· Have the guests introduce themselves

· Their favorite products

· What they like to do in the kitchen (even if it is to make reservations)

· “A misconception of the stoneware is that they absorb fat, but I sat on mine and didn’t see a difference”

· Mess up and say “They let anyone do this”

To get guests to be more interactive you can have them race each other with the food chopper or slicing lemons, etc.

Fresh Ideas:   (added value tips, Google food tips, the book Food-ictionary)
· Share 3-5 uses for each product you talk about  

· ex/ Deluxe Cheese Grater:  
1. Hard and soft cheeses

2. Chocolate and nuts

3. Carrots and potatoes

· Couponmom.com

· Talk to them about ways to save money

Guests book a show because YOU ASK THEM TO!

People need to hear a message 3 times in order for them to remember it.

1. During the opening (thank the host)

2. Show of hands (whose hosted before, never been to a show, hosted more than 5 times, etc)

3. During the show, pick a go-to-product.  Every time you use that product, it will remind you to talk about the hosting program. 

4. Closing the show- Thank the host again and go over the survey slip

Always use some sort of cookware (even if it is to melt butter).

Always talk about the C’s and S’s:

· Stoneware

· Cookware

· Cutlery

· Simple Addition
· Chopper

· Slicer (Mandolin)

Instead of saying “Book a show” all the time, try varying it with words such as:  host a show, schedule a show, etc.

There is no need to go over the entire list of benefits of hosting a show, just use snipets.  Some examples include:

· So many people host a show to get this item for free

· Jen will get to use this product quite often because she will get this for free for being a host

· Notice at the bottom of your order form that shipping & handling is $4, no matter how much you order.  You could order $1000 and it would still be $4, heck, if you order a $1000, I’ll pay your shipping &handling.  Jen will get shipping & handling for free for hosting.

Put next 2-3 monthly host specials in the host packet.  The host will get excited and work hard to get bookings so she can take advantage of those specials.

Some fun things to say at your show:

· When going over the door prize drawing slips with the guests, you might say something like: “I want to get your name, address, shoe size, natural hair color,..”  This will certainly get the attention of the guests who aren’t paying attention.
· “I send out a monthly newsletter, so you can expect to receive it every 6-8 weeks”.

· “I won’t send you Spam, Pampered Chef doesn’t cook with Spam, we don’t use Spam in anything we do”

Calendar Control (Marketing your open dates)

If YOU don’t stay in control of your calendar, you are working for someone else.  WORK FOR YOU!!!!!
Most important thing to remember when scheduling a show, It’s your job to call them!
When booking shows, give them 2 choices to narrow them down to a date.

Start with months->day of week->date->time

Before going to the show, fill out your calendar completely.  Mark everything including errands you have to run.  The guests see that you are busy and therefore must be good.
Each month, mark in big letters across your calendar how many shows you want to have that month.  In addition to your monthly goal, add 2 more shows.  This will be great if you have any cancellations.  If there are no cancellations, then you just made an extra $200 that month!

Some booking ideas:

· Put ribbons on your apron.  Tell the guests that for each show booked that month, you are adding a ribbon.  Your goal is to go all the way around the neck area.

· Place host packets and materials in sand buckets with dates that you would like to have your show taped on the front.

· Booking tree with color index cards.  On the front put your available dates and on the back put a prize for picking that date (free season’s best, mini whipper, etc).

If you haven’t checked out the Cooking Shows In Action DVD, do it!  Take notes on their full service check out.

