Here a some of the ideas Mary (my director) gave us during “Boot Camp.”   I hope they help.  Let me know if you need any more info.

The first thing we focused on was making a connection with our guests.  The first way to do this is by making sure we get to the host’s house and have everything set up and ready to go before the guests arrive.  

As the guests begin to show up, make an effort to speak to each one of them.  Introduce yourself and give the guest a name tag if you need help remembering their names.  Make sure you repeat their name back to them.  Ask them questions about themselves, NOT about PC.  Ask things like, “Have you ever been to a PC show before?” and “How do you know our host?”   

The main suggestion here was to not be wearing your apron while chatting with the guests.  This way you won’t stand out as the “PC Lady” and hopefully guests will feel more comfortable getting to know you as well.  

Basically, make the focus be on the guests.  Make eye contact and make the person speaking feel like she is the only one in the room.  

It is also important to make the host feel special.  Make sure you thank her personally in front of the guests.  Send a Season’s Best around the room and say, “I want to thank Suzy for hosting our show tonight.  I am going to let everyone write a quick note to Suzy in the front of this cookbook so she will have a reminder of the fun time we have tonight.”  As you pass the book along, have everyone say one word that reminds them of the host.  Start this by saying something about the host yourself.

The main part of Boot Camp was recreating our show to make a completely interactive experience for the guests.  Here is an overview of what Mary does in her shows.
Welcome to Suzy’s kitchen and her Death by Chocolate Show!

We are going to have some fun tonight, and to make sure that everyone does, we are going to start with a few ground rules.


1. 
Did anyone play the Hokey Pokey in school?  What is the last thing you put in?  Your whole self!  Tonight we will have a whole self in experience.


2.
Has anyone heard any whining today?  What about any negative talk?  Tonight we are going to declare a negative-free zone.  I need a volunteer to help enforce this.  (Give the volunteer a magic wand or something that makes a sound)  Every time you hear something negative tonight, wave this wand at that person and we will remember to stay positive.  This doesn’t mean that you can’t express your feelings tonight.  I know that you may see something that you don’t really like and if you do, just say how “special” that item is.


3.
Was anyone a cheerleader in school?  You are going to be our cheerleader tonight.  (Give the volunteer a noise-maker of some kind.)  When you see something exciting, just let us know.  I will also be cueing you throughout the evening so you will know when something exciting is on its way.


4.
Who wants to be our recipe reader tonight?  You get to read the recipe for us from start to finish.  (Give the volunteer a copy of the recipe for the demo.)


5.
Finally, who likes to be the center of attention?  Great, come on up here and put on this apron.  You are going to be our cook for the evening.  You can stay up here the whole night, or you can hand off the apron to someone else.  When you are done, you get to choose the next cook.

From here, Mary has the recipe reader read each step of the recipe and the cook uses the tools to do the demo.  Throughout the show, Mary has question cards that she had made up to use as commercials during the demo.  When it is time for a commercial, she cues the cheerleader and then hands a card to one of the guests.  She says something like, “I believe you had a question for me.”  Then the guest reads the question.  

She has 3 different question cards.  The first one is a question about booking a show – “I’m having a great time.  How can I get my friends together for a fun party like this one?”  Here, Mary goes through the various theme shows she offers and the upcoming host specials and the booking benefit.
The second question is about recruiting – “You seem to really enjoy what you do.  How can I get started with PC?”  Here, Mary talks about how easy it is to get started and goes through her Why Bag.  The Why Bag has a few items in it that Mary uses to show the reasons she sells PC – a picture of her kids (stay at home Mom, but still works), a rubber band (flexibility of the job), a souvenir from an incentive trip, etc.  

The third question is at the end of the demo and is about shopping – “I can’t wait to see a catalog.  When do we get to shop?”  Mary does not hand out the catalogs until the end of the show, so this is where the catalogs get handed out.  She tells everyone about the payment options and then lets the guests start shopping.
That is basically the show format Mary follows.  There are a few other tips we learned that I think are good.  

One idea is a Take-5 Bag.  This is a bag that has been made up ahead of time to give to anyone who seems interested in the opportunity.  Inside the bag is a Take 5 Candy Bar, a recruiting flyer, a Good Company Tea Bag and a handwritten note thanking that person for taking 5 minutes to review the business opportunity and offering to meet with her to discuss starting with PC.

Another idea is to no longer use the postcard invites available on our supply order.  Instead, make up a one-page flyer with the show information on it.  This will stand out more than the post card because other direct sales companies use postcards.  This really does not take that much more time and only cost a regular stamp to send out.  I already send out the invites for my hosts, so for me this was not that much of a change.  Mary actually asks the hosts for postage, but I personally don’t feel comfortable doing that, so I go ahead and send them out as usual.

Using Party Packages is another idea we discussed.  These are groups of products that you put together yourself and offer as combos to your guests.  An example is Kids in the Kitchen which includes the Crinkle Cutter, the Cut ‘n Seal, the Kid’s Apron and Chef’s Hat and the Let’s Eat Cookbook.   These are all put on a flyer with a total at the bottom.  There is no discount for the guest buying these party packs, the appeal is everything is right there on one page, the guest does not have to flip through the entire catalog to find the items.  Other ideas are Baking Basics, Great Grilling and Mom’s Apple Pie Package.
A twist on the Party Package idea is to offer a package using the main tools used in the demo for the evening.  For example, if the demo was the Profiterole Puffs, the combo would be the Small Mix ‘n Scraper, the Classic Batter Bowl, the EAD, the Deluxe Mini Muffin Pan, the Small Scoop and the Stackable Cooling Rack.  You can offer this one by letting the guests know that if they wanted to try to replicate the demo recipe at home, all they need to write on their order form is Combo #1 (or whatever you choose to call it.)  Try to make different Party Packages at different price points.

I hope these ideas will help.  There was more, but these were the best ideas that came from the course.  I didn’t choose to do all of the ideas, but I did pick and choose the ideas that worked best for me, which is the great thing about selling PC.  

Let me know if you want more info.

Thanks,

Amy Andrick

aandrick@columbus.rr.com
