Bookings: Fill Your Calendar:

Kim Powell and Sheri Allen

When you get there, get everything ready before the guests arrive.  When the guests arrive, mingle, talk, and become friends with them.  Play pumped up music while they are arriving or do something to get them pumped up and to energize them when they arrive.  People want to be energized, they want fun, information, good food, and to chat with friends.  Don’t be an energy sucker, if people ask you how you are, don’t go into something negative, go into something positive, and get people in a good mood and make them feel energized.

Business is everywhere, create an aura around you wherever you go.  Set yourself apart as a consultant with energy, and enthusiasm.  When you work your business, your business works.  4 shows will keep your business going, 6 shows will keep your business growing.  Book yourself beyond your comfort zone.  If you want to do 6 to 8 shows a month, book 10-12 shows a month to make sure that you have those 6 to 8 shows, since some of them might cancel.

Add value to your guests time, they don’t want to be there all night, respect their time, they want to have a fun time and get to chat with their friends.  Ask for feedback.  Use the survey slips at the end of the show and make sure they fill out the back.  Tell them that there is a typo on the back and you want to make sure they know how to correct it.  Tell them that it says comments, but it is supposed to say compliments.

At the beginning of the show to get your guests attention ask your host to get everyone’s attention and to introduce you.  Compliment the host, tell her about all the free products she is going to receive, and that hosting your own show is a good way to get your kitchen filled for free.  Create urgency around hosting a show.  Use trigger points, the ½ price items.  Go thru the whole survey slip.  When taking orders, ask everyone.  Be a walking billboard, wear your business everywhere you go.  You never know when you will catch a potential host or recruit.

97% of people live in the comfort zone 3% live in the effective zone.

Specific reasons for each month to host a show:

January-Happiest hosts  because of the best host bonuses, after the holiday blahs, people get money for Christmas and want to spend some on themselves now instead of everyone else.

February-Happiest hosts because of the best host bonuses, last chance to get products that will be discontinued.

March-New catalog and new products.

April-Have a tax free party, spring.

May-Help Whip Cancer.

June-Mid-season products, Brides.

July-No bake recipes, office parties.

August-Last chance to get products that will be discontinued, school starting.
September-New Catalog.

October-Gift giving ideas for the upcoming holidays.

November-Holiday recipes, mid-season products, and gift giving ideas.

December-Cookie exchanges, gift giving ideas.

To entice hosts to get more bookings for you, offer her a gift if she gets 2 bookings or people who will not be at the show before her show.  You don’t have to tell her what it is, it could even just be a mini-serving spatula, she might even get the idea that you might be enticing her with something like she is going to give me a set of pans.  Send information home with them to look at their leisure about fundraisers or recruiting.

If you are doing something with a crescent or cookie crust, bake it ahead of time and just have the host have one to switch out with you.
Overcoming objections:
If people tell you that their house isn’t big enough tell them: ‘People don’t mind sitting on the floor in fact you give out floor prizes.’   ‘Parties are more fun when there are a lot of people.’  ‘Co-host a party with a friend, or family member, or see if you can use a church hall or something similar, or have it outside.’

If they say that they don’t know anyone, they wouldn’t have anyone to invite:  Ask the whole room if they want to come to another show, then say great, because _____ wants to have a show so if you will put down your name, number and address on this piece of paper, she will already have her guest list started.

If they say I am too busy:  Tell them then this is the best type of party to have, all she has to do is invite her friends, open her home, and I do all the cooking and cleaning of the dishes, you could even do the shopping for her and just give her the receipt to reimburse you.  Do a brunch.  Tell her to check with her hubby, would he like her to buy something, or would he rather you get something for free.  Schedule now, and confirm tomorrow.
Sports:  Have the show after the game, or do a fundraiser for the team.  Have an Eat and Go show. 

Book in close and book at the show.  Ask the potential host if there is a day of the week that works best for her.  Then give just 2 dates, and give the date that you want booked the most last, and say which would work best for you? 
