Pampered Chef®
National Conference 2007

Wave 1

Bookings Galore

Goal Setting
You must be intentional to get bookings.  They will not just come to you.

First, ask yourself what a full calendar means TO YOU.

· Mark your team training IN INK
· Mark family commitments
· Overbook (Book 10 shows if you want to hold 8)

· Use Post-it Highlighter strips to stick on your available dates
The 3 Reasons People Have Shows:

1. FUN!!  
a. Have fun at your show
b. Go observe another consultant’s show
c. Use fun quick tips
d. Tell stories.  Don’t have any?  Borrow ‘em!
e. Keep the demo portion of the show to 45 minutes MAX.
f. Stop at the peak of your audience’s interest (you can tell when you start losin’ ‘em.)
g. Demo one recipe

h. Offer one recipe per month (don’t give a choice unless she hates the one you’re offering!)
i. Use next month’s special in this month’s demo

j. Do your prep work before everyone arrives.  Don’t open boxes in front of them.  That should all be done already.

2. PRODUCTS!
a. Sprinkle host benefits throughout show

b. Talk about higher priced items

c. Focus on how many guest have the item you’re showing.  If 14 of 15 have the food chopper, move on!  If 2 people have it, work off their enthusiasm and SELL IT!

d. Talk about cookware

i. Always introduce the “Try Me” piece

e. Promote Host Specials during show

3. FRIENDS!
a. Offer theme shows

b. Look for the guest who is the talk of the show

c. Look for Pampered Chef “Virgins”

d. Keep your eyes and ears open AFTER the show

e. Use this line: “Raise your hand if you had fun today.  Keep ‘em up if you’d go to another show.  OK, now look around!  Who’s having the next show?  Look who’ll come!”

f. Use the Door Prize Drawing Slip at the end of your show.  Make your own DPDS with a place for the following question: “If your host became a consultant with The Pampered Chef ®, would you be willing to have one of her first 6 shows?”
g. Use this statement: “Susie Host loves you all a lot, but that’s not the only reason you are here tonight.  She also really loves this ________________too!  She can pick this up for free, ½ priced, or heavily discounted if that’s what she chooses.”

h. Do a Booking Pile-On—Using your show average, pile all of the things your host can earn for free, ½ priced, and discounted on top of her lap.
Booking Outside the Show 
· Car decals

· Logo apparel

· Always know you’re next two dates, no matter where you go!

· When you give a business card or a catalog out, give a DPDS and get their info.  Let them know you are doing a drawing for __________ on the third Friday of the month (or whenever) and DO THE DRAWING!

· Do a Booking Blitz (call your Director for the details)

· Delivery Date Bookings—Offer your host there will be a bonus if she picks up 1 or 2 (whichever you choose) bookings when she’s out delivering her guests’ orders.

Booking Props, Games, and Tips

· Booking Board—Use a science fair board and cut catalog pics out, laminate them and paste them on your board.  This also works great for recruiting!

· Here’s just an example of a seasonal booking prop.  Use a bunny during spring.  On the bunny, have colorful tags with a product on the front (you can use a picture of the product or just the words).  Have your guest pick a tag when they book a show. On the back of the tag, write the price of the item (1/2 priced or less).  When their show holds, they can get the item for that price when they present you with the tag.
· Utilize the Host Benefits in the Catalog (the half-price combos!)

· Bring a copy of the receipt of the past host that the current host booked from.

· Play the “Got it, love it!” game using tickets or chocolate.  If you use tickets, you can either have a drawing or just give a prize to the person who has the most tickets.  You can also have them say, “Love it, gotta have it!”

· Sometimes you need to give a little to get a lot.  Try these:
·  “Host a show with me in the next 2 months and get an unlimited 50% discount in the catalog.  If 3 people book, our host can take advantage of this offer as well!”  So, basically, you are giving up your commission on the host’s discounted order.
· Host a show with me in July and I’ll give you the Host Special free rather than 60% off.”
· And always remind them that they still have time to take advantage of any amazing deal you’re offering!
Offer theme shows.  Use all of the supplies the company offers!

Be Professional

1. Don’t wait to be introduced.  Professionals introduce themselves with a warm smile and a pleasant handshake.

2. Follow up.

3. Arrive promptly.

4. Dress appropriately.

5. Have a professional greeting on your voicemail.  Kids are wonderful, but don’t have them leave the outgoing message on your phone.

6. Know our products. 

a. Keep your kit clean and organized.

7. Come prepared to do your show.

8. Use www.foodreference.com for quick tips.
