Welcome to Workshop Book Smart: Simple Ways to Fill Your Calendar.. 

· Please move toward the front and center to make seats available at the end of the rows. 

· Workshop evaluation forms are included in the Workshop Booklet. Please write in the name of this workshop and our names. Fill this form out before you leave and return it to the temp at the door. We’ll review them to know what you especially liked about the presentation. Of course, helpful tips are appreciated. 

· Please turn off cellular phones and pagers or set them to vibrate. 
How many first time attendees? Congratulate them on the investment into their business!
You’re are going to leave here with so many ideas to make your businesses soar when you get home!
As I said, you are in the Book Smart workshop, and today we want to share with you how to effectively inform people about Host Rewards, invite them to book shows on the date you want, and how to “sell” all twelve months as the BEST month to host! You’ll learn how to control your calendar and book “in close”. Our goal in the next hour is to give you a system to use from beginning to end; before, during, after and outside of the show, to maximize your booking potential!

INTRO TAMMY: I would like to introduce you to Tammy Kordenbrock, Advanced Director in Bridgewater, Maine! Tammy has been with The Pampered Chef for 12-1/2 years and has earned all kinds of trips and awards, most recently the Shopping Spree for 53 in 2010 and Gold level for the Maui Trip. She has earned excellence in sales and also the prestigious President's Award for sales in 2010-2011!




Tammy/mindset

WHY PEOPLE CHOOSE TO HOST?  CK HALL

1) The first reason people would like to host a show is because of YOU.  They have met you either at a show, through a friend, at a booth, out and about.....there is something about YOU that they trust!  It takes a LOT OF TRUST to invite someone into your home and have you meet their friends and family.  Not only is our reputation on the line as a consultant but theirs as a family member and a friend!  Our job is to make the host comfortable knowing that their cooking show is in good hands.

People are watching you! OR, they are watching you while they prepare the recipe. They are listening to what you say, how you say it, and wondering if they would have a show with you.

So the first thing they are going to remember is YOU, next is the food! They like you, they like the food, they love The Pampered Chef! 

What do you do to make people feel comfortable?  Do you introduce yourself? Do you make casual conversation? OR are you rushed, out of breath, not focused? Are you engaging your guests?
Do you know your product? Did you practice the recipe before you presented it? We do not need to be perfect chefs, the food does not even need to be perfect, even Julia Child says to never apologize for your cooking, but we need to at least appear like we know what we are doing!! People love to come to Pampered Chef parties because they learn a new tip, they learn a new recipe, they see the tools in action...and then they want them too! Which brings me to  #2) Our HOST Program: Free products, half-price items, discounts, free shipping, 10% off for a year, extra discount on the whole catalog!! Wow, who does not want a good deal?
Who here hosted a Pampered Chef party before you became a consultant? Remember why you hosted a show....PRODUCTS and you probably liked your consultant!  REMEMBER,  Your host is watching YOU to see if it is something he/she may be interested in doing! Have FUN, be REAL, OFFER to your host the opportunity to PC with you!!
BOOKING OUTSIDE THE SHOW  CK HALL
Don't we all wish we could fill our calendars from our parties and be booked completely solid...with all our shows holding? However, there may come a time when you are swimming in the same circles and although those guys and gals love you..until new stuff comes down the pike our sales can go stale. How to remedy that situation? Here are a few tips of what I do, you do not have to do them all or exactly like me BUT the point is there is business everywhere.....Let me give you two examples of bookings outside the show that I obtained just this last month:
A couple of weeks ago, I was trying on 'upper support' at Ross...The music was pounding in the dressing room and my phone rings.  It is two co-hosts of a show wanting to discuss their recipe.  They heard the music and asked if they should call back but, since they were both together, we decided to talk recipes.  So, in a louder voice than normal because of the music, I start sharing about the Creamy Lemon Pesto Chicken with linguine and how I made it the other night for the first time for my family and they just loved it, easy to double, should be great for your party. What do you think? Oh yes, we will definitely make the Hot Lava Chocolate cake in the Miracle Pot!  The calls ends and there is a soft voice in the stall next to me saying "Boy, that sounds good! I asked her if she was familiar with the Pampered Chef? She said yes and I go into my 30 second commercial. We agree to meet outside the stall to give her my card and so I can get her information. Across the dressing room, in another stall, comes another voice...would you do that for me too? TWO Contacts with two bookings!!
Then, just a couple of days ago, I went dress shopping at Marshall's for conference and was sharing about what an awesome deal the dress was and how cute it is and how the shoes went perfectly and that I needed to look good cuz I was going to Chicago for The Pampered Chef's National Conference and will be walking across the stage in front of 1000s of consultants....OH! You work with The Pampered Chef? I LOVE the Pampered Chef! I asked her if she had been to a party before...yes, years ago....I told her how excited I was about National Conference as the new fall/winter products come out....Would you be interested in hosting a show so your friends can see all the new products, eat a great recipe, and you receive free products with the whole catalog being on sale too? YES, she gives me her email number on my receipt and the gal standing next to her says "I'll come"!!
KNOW your 30 second commercial! I love this! Always, always ASK....Here's mine: "So, are you familiar with the Pampered Chef? Well, we are just like the Food Network but LIVE in your home! What you do is invite your friends over and I come and cook a super easy and healthy recipe in 30 minutes or less while showing our amazing kitchen tools and how they make food prep and cooking a snap! Folks can shop at the show for the items they would like, we have lots of fun, and, as the host, you get FREE product and the whole catalog is on sale for YOU!  What do you think? I'd love to do a cooking show for you! Does that sound like something you would be interested in?

So here is another red flag statement - Do you work with the Pampered Chef, I LOVE the Pampered Chef! 

I'm all over that one!!  First thing I say: Yes, they are amazing aren't they? What is your favorite product you have purchased? Oh yeah, I love that one! Have you heard of our Miracle Pot? It's actually called the deep covered baker? I call it the Miracle Pot cuz I can have dinner done in 30 minutes, even meat...do you like fajitas! They are done all in one pot in 15 minutes!! It is amazing! I would love to do a cooking show for you and your friends to show them how to save time and money in the kitchen...we all could use some great tips in this economy and you would get some FREE products and the complete catalog at a discount!! What do you think? Would you be interested in something like that?"
Who here has their 30 second commercial down? Who does not have a 30 second commercial yet? Who has never heard of the 30 second commercial? OK,  we are going to take about 2 minutes. When I say go, I would like you to do is turn to your right and share your 30 second commercial!  When I start clapping, come back to us!! 
For those who do not have one yet, listen carefully to what is being said. Your homework after the day is over is to have a 30 second commercial written down, practice it until it is yours, and then use it!! 
BRANDING. It is obvious hopefully to ya'll that I LOVE The Pampered Chef! I have had an amazing 18 months in my business and look forward to the years to come!  I am a firm believer in BRANDING!! Let me ask you a question. How many of you love COACH bags? You see them, you know them, you buy them, you want them, some of you may have just earned one. It took me forever to buy a Coach bag! It's beautiful! It is in my closet, but what do I have on me at all times? The gorgeous mini catalog sling bag! Seriously, I need another one cuz I am going to wear it out!! Or, I have my catalog tote with me.  I want everyone I run into, that I come into contact with, that I speak to on the fly, to KNOW I am a Pampered Chef Consultant and I love what I do!  
Although you may have set office hours by working full time or part time job other than Pampered Chef, you need to be READY at all times! 
Think about this....have you ever run into an old friend at the mall, at the park, at the soccer game and inside said "DANG, I wish I had my catalog or my business cards with me?" Opportunity LOST! Everyone you come into contact with should walk away holding something Pampered Chef, whether it be a mini catalog, full catalog, your business card, a recipe card.....For me, when they think Pampered Chef, I want them to think of ME. 

I am a firm believer of our logo wear, catalog totes, and our name tags.  If you do not have Pampered Chef logowear, go for the PINS! We have great pins like "I Love what I do and so can YOU".  There is also a great name tag that is just $12 at Merrill, either magnetic like mine or a pin.  I am not ashamed to wear my name badge...I am looking for encounters!! BUT, do you want to know the cheapest form of advertising? YOUR APRON...sounds silly? Put it on! Go grocery shopping....see what happens! 
Also, order some recyclable shopping bags on supply and use them for library books, groceries, farmer's markets....
Use/give away our recipe cards.  You get 30 for $1...that my friend is a steal. Put your label on them and give them to everyone you come in contact with! Always be ready for business, in your tote, in your trunk! Be aware of your surroundings! Watch and listen for red flags to see if you can strike up conversations with people around you!  Also, KNOW your calendar and your next two available dates! My best parties are ones that are booked two weeks out!
Head out of house every day ready to share Pampered Chef everywhere you go. Fling those totes around, position them so all can see! Plop them in front of grocery store clerks, librarians...positioning can lead to a booked show!
Side note: if you have no makeup on, if you are wearing ratty sweats, if you look like you just got out of bed, or if you are in a "you talk to me and I will slap you kinda mode"...consider NOT taking PC stuff with you or wearing your logo wear...not that you would not want to share but would you want YOU to come and cook in your kitchen? This goes for nails, either paint them or leave them natural. Who wants nail polish chips in their food? 

Have your 30 second commercial down and invest in your business: Here are items to invest in...
· Logo wear
· Catalog tote or mini sling bag filled with catalogs, mini catalogs, recipe cards, business cards, sticky notes or drawing slips to obtain information on

· Pin or name badge

· Decals on the car

· Apron

· Season's Best or Catalog while shopping, waiting in an office, etc....make sure people can see it! 
Go back to the basics and utilize The Pampered Chef's goals for success: 3-2-1 Our emphasis today is on the 3!! 3 contacts a day 2 shows a week, 1 recruit a month - Direct sales is part of our daily lives and the beauty of Direct Sales and The Pampered Chef is our business and goes with us everywhere, every day!  Sometimes you just never know when you are going to meet a future host, a future customer, or even a future Pampered Chef Consultant! Be prepared when you go shopping or out with the kids, getting your haircut, even read recipes while grocery shopping! My personal goal is to book one show a day or make one strong contact a day, whether it be in person, over the phone or from a party. 
Remember to go for the NO.  If it's no, smile and keep going. Your YES is around the corner.  Think about it..YOU may meet someone who might want to do a cooking show. They are going to have confidence in YOU, after all, YOU approached them. YOU got them to want to do a cooking show. They trust that YOU are PERFECT to share this with their friends. KNOW and BELIEVE in what you are representing.  We have the answers to the kitchen dilemmas AND financial dilemmas! We are offering a service that is needed...don't be shy!!
BOOKING SHOWS OVER THE PHONE    CK HALL
Another way to book shows outside a cooking show is using THE PHONE.  Now I kind of have a leg up on this one as I have had 13 years of phone sales experience. However, I still have to motivate myself to get the phone off the hook! Have a set goal of what you are doing! If you are calling to book shows from leads, call to book shows.  If you are calling for customer care, you might book a show.  If you are doing past host follow-ups, you might book a show! However, I encourage you to work on one type of call at a time.  It is so hard to switch from host-coaching, to follow-up call, to customer care, etc.  You will find it so much easier to get into the zone by doing each type of call first.  Do you have two host coaching calls, do them first. Then move onto your customer care calls, then move onto your follow-up calls. This will keep your mind sharp and fixed on the goal you are shooting for! And for what to say, go to CC and download all the telephone scripts! They are prepared by professionals, practice them and make them yours!
Schedule follow-up lead calls and customer care calls every week!  Take your slips or order forms with you and call while you are out and about! (again, only do certain types of calls at a time so you do not have to switch gears) These are where you are going to find your new business!  I have lots of maybes in my file for booking shows, keep calling them. I mean don't call every month but, if they say NO one month, call again in three months! In the meanwhile, they are getting your newsletter emails. They know you are there, but the fact that you are persistent will pay off!  Every time they use a Pampered Chef tool in their kitchen, hopefully they are thinking of you. And I can't stress enough the importance of customer care calls. People's lives are constantly changing! I called one gal whose husband divorced her and kept all her Pampered Chef kitchenware. Was she ready for a show? YOU BET!
Here is the call I am making for July:  "Hi Marie? This is CK w/The Pampered Chef! How are you? Is this a good time to talk for a few seconds? GREAT! I wanted to touch base with you to share the awesome host special The Pampered Chef is offering in July! How does $190-$415 in FREE product sound to you? I know...right? You get a minimum of $190 in FREE product with just $500 in sales!! Not only that, but I always shoot for the stars..you can get $415 in FREE products with sales of $1000!! That is like getting our complete set of professional knives with the bamboo block for FREE! Isn't that amazing?? I have some yummy fresh and healthy recipes for the summer months and I would love to do a show for you and your friends! Does this sound like something you would be interested in? GREAT! Do you prefer weekdays or weekends? Super! I have an opening for_or _ would either of those work for you? PERFECT! I will get your host packet out right away which will have everything you need for a successful party and I will call you in a few days to go over that with you on the phone! 
Is this the best time to call you? OKAY! I look forward to talking to you and thank you so much for your time this evening" 

If no: "Well thank you for your time! Have you been getting my newsletters once a month? GREAT!  Would you mind if I touch base with you from time to time to just check in? You never know...someday you might say yes! Okay have a great night!"

One of my favorite quotes is "Never Give Up, Never Surrender" (thank you Galaxy Quest). 

The phone is your friend! Put some rhinestones on that baby....it Will boost your business! Do you need call scripts? You can find them on Consultant's Corner
Facebook (depending on time)
WHY EVERY MONTH IS THE BEST MONTH TO HOST A PARTY!  CK HALL
The above phone call is a great way to share about July! July is an awesome month for our hosts to be having shows! If you have a host who has done a party over $1000, you NEED to call them and let them know that they can earn $190-415 FREE product in July. That is amazing!  I want to challenge you today to use your phone either here at conference if you have time or right when you get home and challenge yourself to get 5 bookings for July on your calendar! 

However, We have awesome host specials every month with The Pampered Chef! You know, I hosted parties with Pampered Chef for 10 years before I became a consultant and I was all over the FREE product and getting half-priced items.  The Host Specials are icing on the cake.  Be excited EVERY month for shows and share the same enthusiasm each month.  Some folks will be waiting for certain host specials like the cookware and cutlery BUT most are in it for FREE products!  

We have what America wants! Easy, simple cooking with the right tools! Folks need to have the products in their kitchens to make different foods they love year-round! We eat year-round...we need to be partying year-round!
Everyone here lives in a different state....I am from New Mexico. We have cold winters but not that cold, windy springs, hot summer days but wonderfully cool summer nights, absolutely gorgeous fall days and nights!  I like to think of working in sections of the year by how I do my shows and present them when cooking for bookings.... I also tailor my recipes to the time of year, you don't want to be doing Loaded Baked Potato Chowder in the summer or BBQ pizza in the middle of winter....well maybe...
But depending on where we live, winter in Florida and California may be just NICE...Hawaii - always nice. BBQ and LUAU year round right? Tailor your shows to the time of year! 
January/February - Soup and Slippers!! Let ME cook for you now the holidays are over! Sweetheart shows! People are inside....let's party!
March/April - Springtime NEW CATALOG AND PRODUCTS! MFP and VegWeg two faves
May/June/July/August - Summertime! Schools out! BBQs, shows during the day! Thrill of the Grill! BBQ Pizzas, Ice Cream Nachos, Skinny Dipping (food not people).
September/October - NEW CATALOG AND PRODUCTS! Harvest time, baking, PUMPKINS!! Everyone wants to see the new products!
November/December - Holidays, entertaining, baking, gifts!!

And honestly, I have to tell you, even though I do different shows at different times of the year, I pull out my Miracle Pot (Deep Covered Baker)! Did I tell you why I call it the Miracle Pot? Because dinner is DONE in less than 30 minutes! For me, that is a miracle! Every time I lift it's lid, angels start singing. That wonderful work of art is either making a lava cake, Chicken for a recipe or on its own, baked potato chowder, fajitas, pork tenderloin, chili cornbread bake, lasagna......Everyone needs it!  Everyone wants it! 
Let's be creative in making sure every kitchen we touch, we leave a Miracle Pot behind! 

Take a few minutes later today and brainstorm what you would highlight the quarters of the year where you live. What are the foods that are popular for those time frames? Base your shows on that and the bookings will follow!

Every month, our illustrious Jane Miller - Director of Recognition and Promotions produces a "Let's Talk Promotions" piece.  These are WONDERFUL resources! They have call scripts, ideas. Take them, use them, make them YOURS! They work!
Now Tammy will be taking over to give you great ideas to use for booking while at a cooking show and managing your calendar! Tammy!
