Booking Leads: 

Compiled from: Conference ’06, Build it Big & Lemon Aid Lady

· Quit asking & Start Offering!  You’re not asking a favor, you’re offering a gift!  (dialog p 37 Build it big)
· Book Your Own Show – have a “Mystery Host”

· Give Strangers Your Catalog – but get their name & number  ask “Do you have a card?”
· Call old leads and tell them they won this month’s drawing – a free show and $25 gift certificate.  Call as many as you need to fill calendar
-------------------------------------------------------------------------------------------
Where to Find customers 
When You Run Out of Family & Friends

Christie Northrup, The Lemon Aid Lady

We must change the way we see things if we want to change our business for the better.  TWIST (The Way I See Things)  When things aren’t looking how you want them to you have to twist a little.  Remember D-O-R-I-S to expand your business
D-Doors of Opportunity 
Go to a nice neighborhood with catalogs and a blank piece of paper. Knock on the door and say “Hi, I’m Mandy with the Pampered Chef and I’m having a cooking show in your neighborhood, would you like to attend? If they say no, thank them for their time and ask them who in their neighborhood likes to have parties (they will tell you!). If they say “yes, when is it?” Tell them you haven’t chosen a place and time yet but if they give you their name and number you will call them as soon as you have decided. Then ask them who else likes PC and to have parties. Move on to each house collecting info until you get to the house where the lady who answers is too excited to see you. This will be your host!  When she starts telling you how she loves PC tell her you have a list of names and numbers of her neighbors who can’t wait to come to a kitchen show. Then ask her is she would like to have the party at her house and get all the free stuff and benefits from hosting a show. DO NOT give her the list of names when she agrees to host. YOU told her neighbors YOU would call when you knew the date and time, so you must follow through with your promise. Tell her you will mail her a copy the very next day.
O-Out & About: 3 things to ALWAYS take with you every time you leave the house: 
1. Flyers-  Give them headlines that are attention getters: Pizzaholics! Kitchen School with Cool Tools! Staple business cards across the bottom of flyer that they can tear off and take with them. 
2. Purse pocket presentation- Take 4 recipe cards and 4-6 blank index cards, punch holes in the top left corner, secure together with metal index card ring and add a small product (adjustable measuring spoon is good). Always get in longest line at stores and notice people in line. If someone has an ingredient on your recipe card say: “I see you’re buying crescent rolls, you must be having a Pampered Chef party!” When they look at you funny and say no why? Tell them PC has so many great recipes using crescent rolls, like the taco ring…then pull out your recipe cards and show them. Tell them you are a consultant and you would love to come to their home and show their friends how to make this delicious taco ring!

3. Products- Use PC products for change holders or key rings so people will ask about them. ALWAYS carry PC bag in purse, when return something or buy something at store put bag inside your PC bag. People will stop you to ask where the Pampered Chef store is in the mall- right here!!

R-Reading Material: Newspaper is a wealth of business waiting for you! 
· Birth Announcements-get name, search phone number, call and tell them “Hi this is Christie with the Pampered Chef, congratulations on your newest family member! I was calling to let you know about our special for new moms, would you like to hear  about it?” Then make up a special. 
· Engagement Announcements- call and say same thing.  Ask if they got everything on their registry…..have a party to fill it in!  
· Food Section- find out what day the food section comes out and read it! People write in looking for recipes, to hold cooking contests (be sure to enter and call to get the names of the winners…you know they like to cook!), and adult ed cooking classes. What a great way to reach people who love food!
· Classifieds- people advertise looking for help with kids-call them! Tell them how you can show them how to make cooking fun and easy and even how to spend some quality times with their kids in the process. Maybe they’d be interested in investment cooking, teach them how to prepare everything on Sunday and dinner is ready all week. 
· Local-this section tells you what is going on in your community.  Events, fairs, etc… If you see a story about a group trying to raise money call them and offer a fundraiser. See where and when you can donate time, food, or products to  get your name out there.
· How to get name and address? Internet white pages. Try yahoo, whitepages.com, etc. Type in name info and city and see what you get. If you prefer, send them a small congratulations gift (where appropriate) like a Season’s Best and then call a few days later to see if they received it.
· Remember this: When you take the focus off of you and your goals/wants, you make it easier on your prospect and don’t come off as being pushy. 
· Contact 10 people per week met by using one of the methods in this section.

I-Initials of Attraction
When talking on the phone and have to spell out things do a twist on the usual B as in Bob, P as in Peter. Use terms that relate to your business! P as in Pampered, F as in Food chopper, S as in Stoneware.
S-Special Events
Things such as craft fairs, bridal shows, etc. People go from booth to booth fill out this and buy that. By the time they get to you they are tired and confused and they have no idea if they would like to host a show. You also have to be aware there are “professional contest enterers” that go to these events solely to enter every drawing they can…twice! Here are 5 things to put on a prize drawing slip to find  thirsty leads:


1.   I love the Pampered Chef and I have hosted a show before

2. I love the Pampered Chef and I have attended a show before

3. I love the Pampered Chef and I use their products

4. I haven’t heard of The Pampered Chef but I would like to know more

5. I have no interest in Pampered Chef please only call me if I win the drawing

Pressed for Time Cookie Recipe-to put on flyers and post: 1 Box of cake mix, 1 egg, ½ C Butter, 1 Mystery ingredient (call Christie @ 123-4567 to find out) **The mystery ingredient is 3 oz of cream cheese

----------------------------------------------------------------------------------------------------------

Building Your Business Outside of Your Shows

N. Zuccaro 9/04, with Feriale Yan

Two areas build your business, besides bookings at your shows: 

1) Your list of connections you came into PC with 

Dig out your List of 100: Next to your names on this list, write down if they’ve hosted a show (H) and when, approximately, if you can remember.  If they attended a show at your house or cousin’s, mark that with a G and the timing if you can remember. If they’ve never even heard about you doing PC, mark an A next to them – these people need an announcement letter. 

With this updated and categorized list, make a commitment to schedule two shows yourself, 24-48 hours apart, (it will save you money on groceries and work) just like a new consultant, and invite everyone on your list of 100 who hasn’t hosted, or hosted at least 9 months ago.  Invite those who were already guests at someone else’s show, or who never even got to hear about your new business.  Maybe some you’ll invite will go ahead and book a show instead of coming – great!  But don’t be shy about inviting anyone and everyone you have a connection with. AVOID THE KISS OF DEATH: DO NOT, UNDER ANY CIRCUMSTANCES, CALL IT AN OPEN HOUSE.  People feel free to beg off of those, or perhaps drop in, maybe not.  Include in your invitation a start and finish time, a time for a brief recipe demonstration, and a time for doing prize drawings.  I like 1:30 – 3:30 for my afternoon shows like this, with 2:00 being the demo technique and 3:00 being the drawings. 

Have a sheet for people to write down any customer service questions or special requests.  State the menu in the invitation, the points they get for RSVPing, bringing a guest, being that guest, booking a show or catalog show, and for selecting something for their kitchen.  I put cups in front of products (extras, demos, groups of door prizes, baked goods, 10% off coupon, etc.) and let them put their tickets in for the prizes they would like to earn.  They must write their name on the ticket first, though!  I give everyone who comes a Season’s Best.  I have a Super Starter Kit set up, too, and the whole party is informal, with the recipe demo and drawings at designated times, but everyone shows up on time, and then they LEAVE!
2) The new contacts you meet through business building activities.  

· Costco booths, generally $100 that goes to Children’s Miracle Network!

· Babies R Us booths and also sometimes Toys R Us, free, usually 12-4 on a Sat. afternoon!

· Steer clear of Taste of Home!  

· Contact your Park District for Moms groups (MOPS) or vendor fairs!

· Contact your Park District to teach a class on garnishing or fondue or appetizers!

· Put door hangers on door handles in your neighborhood (NOT in mailboxes!  Mailmen throw them away!)  Attach a product preview or put a label on offering a free Season’s Best if they respond.

· Go to ALL tag sales/garage sales possible, wearing your PC shirts, carrying catalogs sticking out of your bags, etc.  Host your own tag sale and put up your display!

· Check out your local newspaper for community events and note the phone numbers for contacts.  MANY Organizations need to raise funds! TOPS – Take Off Pounds Sensibly, the Newcomers Club, sorority alumni, MANY times, an Italian American Ladies, even parenting organizations. PACES had wonderful educational offer to be a free speaker, offer catalogs at the end of the meeting.
· Check out the Chamber of Commerce for a listing of organizations in your area.  You really don’t have to join the Chamber. The Chamber, besides being a resource for community organizations, also can give you info on events coming up.  Check the Chamber organization listings (or search the web) for Panhellenic groups to reach sorority alumni contacts  - they LOVE having us do the program at their monthly meetings, and usually have causes they support with the FR check they get.

· Farmer’s Markets –Check to see if yours will allow commercial exhibitors.  

· Let your fingers do the walking: check your yellow pages for all the church listings in your community.  Call and ask for the contact for the ladies organization, that you have information for a program for one of the their meetings.  Also ask if they have a mothers’ group, because they love the healthy kids ideas.  It does NOT have to be your own church!  

· You might also offer your services for Christian Women’s luncheon and evening groups.  You’re definitely not there to sell, but you can have catalogs and information out and you will get your name out beyond your family and friends!  I’ve done summer fruit garnishing and cookie techniques in the winter.

· Schools and activities are a gold mine of opportunity!  Call the main number and ask for the contact for the Parents Athletic or Band Boosters.  They’re always raising money for uniforms, trips, new scoreboards, etc

· Elementary schools tend to be a little more conservative.  They decide on their fundraiser programs in the spring before school is even out, so get in early to promote what you have to offer! Often, fun competition helps raise totals where kids are involved. i.e.  For each order, or $10 say in PC, the child earned 12 inches of silver duct tape.  And at the end of the program, the kids can tape the principal to the lunch room wall!

· Private schools especially rely on fundraising, so approach them early for holiday programs, even set up during their Market Day program and offer ideas for later projects.  They might also want to designate a charity to benefit from their efforts.  

· Do a Mom’s Coffee/Brunch show during preschool (drop off the kids, meet at someone’s house, pick up kiddies when show is over!)  This idea is really catching on here and could even be done after kindergarten with the kids and moms having lunch.  It’s being called a PC Playdate – the moms order the kids’ products ahead of time, kind of like Chris Manion’s Pie Show, so you’re assured of sales, and then the kids all have a ball cooking or decorating up a storm!

· Scout troops have certain limitations, because they are supported by United Way and can’t conflict with UW’s fundraising programs.  

· One of the VERY best ways to find new opportunities is through a web search.  Try entering your town’s name, or a larger city close to you. Pumpkin and apple festivals, and all the holiday open houses with multiple companies represented are a terrific way to meet new customers.  

· When you run into a friend, ask her what’s new( the natural reply to you would be to ask you what’s new with YOU!  That’s NOT being pushy!

· Are you wearing your PC apparel?  You’d be surprised what comes of that!  It pays to advertise!  Get children’s versions and let them promote your business at school and play(
· What’s on your telephone answering machine or voicemail?  Who has PC already included in their message?  Well, you are missing a golden opportunity if you don’t let people know that they’ve reached the home of the ___ Family and also the Home Office of ___________, Advanced Director and New Consultant Trainer with The Pampered Chef!

· Would recommend staying away from bridal fairs – leads are too far out.  Consider bringing in a drawing prize to a bridal shop, , and have a pretty drawing box, with a stack of catalogs nearby.  Be sure to staple Pampered Bride info inside the Catalog cover!  Offer the owner a $5 (or whatever) contribution to the charity of his choice if anyone registers or has a PC bridal shower.  You can also offer to serve refreshments on a busy Saturday.  Contact those whose engagements are announced in the local paper!

· Fire Departments – stop by to see if they’re needing to raise funds for equipment or for a special support fund for firefighters’ families.  Find out who’s in charge of their organization, what their needs are, set goals and a timeframe, perhaps offer prizes to the men who bring in the most orders.  

· County fairs. With Directors chipping in their $50, it can just cost $5 a person to participate!  Work in teams of two per shift.  For small events you can do a prize drawing, but for big ones, don’t bother!  

· Use the Round Up announcement (available on Consultant’s Corner) to get publicity in the community, perhaps contact the local food bank to do a FR show and get photos in the paper, too! 
