Booking Tips

At our last meeting, we were talking about how to effectively get bookings at your shows.  There were several AH-HA! moments that I’d like to share:
     First, one of the most important reasons that people book shows is that they have had FUN and enjoy getting together with their friends.  
   Second, the consultant painted a picture of what their show can look like that is DIFFERENT from the current show.
   Last, they talked about the FREE products and had the guest visualize what that would be like.  
Below I’ve written the verbiage that I use to secure bookings.  The most important thing is that you realize people book shows for much more than receiving free products.  You have to acknowledge the “Fun Factor” and paint a word picture of what a future show could be.  People get together to connect with each other, and you want to be sure that your future host knows that she can invite her friends for a relaxing night to learn a new recipe that they haven’t seen before.  This is why the Celebration shows were developed.  Please use these awesome shows to paint a picture of what you can provide.  You can say something like this at your show:
"Now wasn’t this more fun than sitting at home doing laundry?  Let’s give a big hand for Susie Host for getting us all together (clap, clap)!  I’d love to come to your home and meet your friends.  You were all so much FUN!  As a matter of fact, for April, PC just introduced a brand-new show that none of you have seen called “It’s Hot, It’s Cold, It’s Stir Fry”.  For your show, I can teach your friends how to make a wonderful Thai Chicken Stir Fry Salad that is absolutely DELICIOUS and healthy too!  I made it for my friends the other night and it was a real keeper!  In addition to that, PC is going to give you lots of FREE products for you to enjoy in your kitchen, so if you’d like to get rid of that old cookware, host a show!  It will be a fun Girls Night Out!  All you have to do is invite everyone and put the groceries on the counter.  I will do the rest!”
By bringing these points out to the crowd you will overcome some of their possible objections, such as my friends have seen a show before, it is too much work, etc.  Most importantly, you are selling the value of having a show beyond the free products –getting people together to visit and have fun!  
Thanks to Nancy Francis for sharing these words of wisdom!
