KITCHEN SHOW BASIC TRAINING

WHAT EVERY NEW CONSULTANT NEEDS TO KNOW ABOUT CONDUCTING KITCHEN SHOWS
I.
Pre-Show


A.  Host Coaching



1.  Use Host Coaching cards that came with your kit



2.  RSVP list the most important aspect of host coaching



3.  Any particular theme or recipe she wants you to demo



4.  If the chosen recipes require any tools that you do not have, ask the hostess if they might have them, or feel free to borrow any item from any member in our cluster.  We LOVE to share!



5.  Make sure you use what will fit in the host’s oven.  The Bar Pan does not fit in most German ovens, so ask before you make something with it.  Even the 15” stone doesn’t fit in some ovens (rare) so check.  If it’s a cookie dough recipe, you might be able to tilt it without a problem, but a brownie bottom won’t do.



6.  Optional (but recommended!) – do the grocery shopping for your host!  This serves 2 purposes:



#1. It provides excellent customer service for your host.  Most consultants do not do this, so this will be going above and beyond for your host.



#2.  It ensures that you have everything you need and that your host didn’t forget an ingredient or pick up the wrong item!  (ex. jarred garlic or garlic powder instead of fresh garlic)



7.  Make your pre-made crust or whatever needs to bake a few hours before you leave for the host’s house to ensure that it’s fresh, but has enough time to cool.



8.  For the show, make sure you have some extra cash to make change for those rare cash payments.

II.
At the Show


A.
Preparation



1.  What to bring (other than your kit, apron & paperwork)




a.  Booking Calendar




b.  Calculator




c.  Recruiting information binder and flyers




d.  Cash for change




e.  Pens (most hostesses can dig up plenty, but it’s nice to have)




f.  Replacement parts order forms (download these on Consultant’s Corner)



g.  Extra catalogs



2.  Set up the room around where you’re going to demonstrate.  If you need to move furniture, make sure you ask the host for permission to do so!!  Make sure the guests will be comfortable, that they have a clear view of where you’ll be demonstrating, and that there is a clear path in and out of the room.


3.  Place the guest folders with a pen and order form around the room.  When guests start arriving, the first thing they want to do is look at a catalog!!



4.  Set up your demonstration table; if you are right-handed, keep tools to your right.  Use your stackable cooling racks on the table if desired to give you “shelf-space;” make sure table is not too cluttered or guests can’t see what you’re doing.


5.  Next, set up your display items (brand-new items, sale or promo items).  A small, portable card table is recommended for this.  You can also use one of the host’s tables.  Practice setting up and taking down both your demonstration items and your display items so it becomes habit.  You don’t want to spend more than 10 minutes on this!!  However, make sure these two things are done BEFORE you head to the kitchen!!  You do not want to be setting things up as the guests are arriving.  You can, however, be preparing things in the kitchen from the time they arrive until it’s time to begin the show.



6.  Have a waste can, dish towel, hand sanitizer (Purell is the recommended brand – safest for children and around food), and a plastic bag to put dirty dishes in.

B.
Demonstration



1.  Quickly introduce yourself and begin with a quick ice-breaker activity.  DO NOT begin your party with “Let’s go around the room and tell everyone your name and your favorite Pampered Chef product.”  This is guaranteed to make everyone groan!!!  Instead try “Let’s go around the room and tell everyone, your name, your age, and how much you weigh.”  This is guaranteed to get everyone laughing!


2.  Pass out a Prize Drawing Slip to everyone.  Let them know they can use the back to write down any questions they might have.  For example – “I have a stone that broke but I lost the receipt.  Can I still return it?”


3.  Next, instruct the guests on how to properly fill out the order forms.  Start at the top and work your way down.



a.  Begin by making sure everyone includes their complete mailing address and one telephone number (home, work or cell).  Email address is optional, but you can offer to add them to your newsletter list.



b.  Let them know that you will follow up with each and every person 2 weeks after the orders have been shipped (Pampered Chef home office will send you an email notification when the host’s show is shipped) to ensure that nothing was broken or missing from their order.  Remind them about Pampered Chef’s 30-day policy (they’ll pay to ship an item back for exchange, replacement, or refund).



c.  Ask if anyone has hosted a show in the past year.  If so, remind them to include their Past Host Discount Number for their 10% discount.  If they don’t know their number, have them annotate the state in which the show was held so you can look it up later on Consultants Corner.



d.  APO – explain the direct shipping charges.  Explain WHY they have to pay these charges and the option to combine their order with ONE other person.




e.  Remind everyone that APO folks do NOT pay any sales tax.



f.  Explain the Round Up donations.



g.  Let your guests know that all major credit cards are accepted, who to make checks out to, etc.



h.  If you choose to use the itemized sales receipt, point out everything is organized by pages.  Also mention that they should circle everything on the receipt that’s on their “wish list” and if it’s something they are going to purchase, they should simply write in the quantity.  This will let you see at a glance what items they are interested in.  If they circled a piece of stoneware, this would give you the perfect opportunity to contact them when the Stoneware goes on special.



h.  If you are using the write-in sales receipts, let the guests know they can tear off the wish list.  If this is their first time at a PC party, they can write down every single thing that intrigues them.  If they are a PC junkie, they can go home and write down what cookbooks they DON’T have, or what size scoop they still need.  Then they can check off a few items at each party they attend.


4.  Recipe - Prepare your first recipe.  While it’s baking, make up the second.  The second recipe should be very simple and finished by the time the first one is baked, so that all can be ready at the same time.


5.  If you need a few minutes to change over ingredients, wash a few dishes to use again, or just a few seconds to get organized in between recipes, this is the perfect opportunity to play a quick “time-filler” game.  Make sure it doesn’t require constant narration from you!!  Give them busy work, like a quiz that has them looking through the catalog for answers, or a Pampered Chef word scramble.


6.  As you go through your demo, talk about everything that you touch and pass similar ones around the room.  If you’re using the Small Mix-n-Scraper, pass around the Classic, Skinny or Large.  If using the small Measuring Spoon, pass around the large.  If using a spice blend, measure it out, then pass it around.  The whole point of a kitchen show is hands-on.  If using the Food Chopper, Ultimate Slice-n-Grate, Apple Peeler/Corer/Slicer, have guests come up and use the product.  You’d be amazed at how many you sell this way.  Pass around a can that’s been opened with the Smooth-Edge Can Opener so they have a “hand’s on” that it’s truly smooth edged.



7.  Also pass around non-Pampered Chef products!!  Show them the difference in quality.  Show them an example of a scraper that is NOT heat resistant and that falls apart (hint: Rubbermaid scrapers are perfect for this!!)  Show them a knock-off food chopper and how terrible the blades are and how it doesn’t spread out to get completely clean in the dishwasher.


8.  Try and have 2-3 things to say about every product that will be in your hands.  If you don’t know what to say, ask a question: who has ___?  What do you use it for?  Or play a little game like “the first person to find what page the Food Chopper is on and tell me the warranty is gets____.”  This is also a perfect time to mention replacement parts.


9.  Keep it simple.  The recipes are a means of demonstrating the tools, not the other way around.  Keep that in mind.  And recipes that people can duplicate at home will be well-received.

C.  While They’re Eating


1.  Tempt them with upcoming Host and Guest specials.  Be sure to let them know that three $60 orders (most months have a “buy $60, get something free” promo) qualifies as a show.  Ask everyone, “who is planning on spending $60 tonight to get the _____ FREE?”  Most people will raise their hands and you’ll have a perfect example of how easy putting together a catalog show is!  For kitchen shows, let them know that you’ll do the grocery shopping.  Tell them, “I do things a little differently than most consultants.  I know what busy schedules are like, so I’ll do the grocery shopping for you.  I’ll also do all the prep work, all the set up, all the cooking, all the serving, and all the clean-up afterwards!  All my hosts have to do is invite as many people as they know………cleaning the house is optional!”  Be sure and briefly explain the host benefits.  There are lots of people that have been to a hundred PC parties before, but they don’t know a thing about the host benefits.  You’d be amazed at the expression on their faces when you tell them all the savings they can have.


2.  Next, share the opportunity!!  Share your story, explain any recruiting promotions that may be happening, explain the Super Starter Program.  Remind them that most Consultants make their $90 investment back with the first $450 in sales (20% of $450 = $90) which is the national show average.  Tell them, “Guests spend money, Host’s save money, and Consultant’s MAKE money!”  Tell them about the 4th month of the Super Starter Program (40% off), as well as earning FREE products each time the new catalog comes out.  PLUS, they’ll get to purchase all of the new items at 50% off.  Make it exciting!!!  If you are having fun, they will too!!



3.  If you still have time (if they’re still eating, or are still captivated), pick a few items from your display table and talk about them.  Hint:  Choose a few items that are included in the Super Starter Monthly and/or Bonus Packages.  This will simply tempt them a bit more.

D.  Finishing Up



1.  “That’s the end of my demo. Does anyone have any questions about anything you’ve seen?  If not, go ahead and work on your order form while I start clearing off the table.  If anyone needs to leave right away, just let me know and I’ll help you with your order first”



2.  Collecting payment – Be sure to bring a folder or something to collect orders and cash/checks in.



a.  Go over each guest’s receipt. Add everything with a calculator even if the guest added it up already.  People make mistakes all the time.  If they make a mistake in their favor, you could lose money.  If they made a mistake in your favor, by catching it you’ve just gained their trust!



b.  If the guest is writing a check, write down the check number under the box where you mark the payment type.  This will help you with your bookkeeping when you enter it in Pampered Partner.




c.  Make a notation on your order form (after you’ve given the guest her copy), to remember her by, e.g. long brown hair, baby due in Feb, in case you want to follow up with a phone call.



3.  DO NOT WASH ALL YOUR DISHES AT THE HOST’S HOUSE!  Everything should be taken home in a small plastic bag and placed in your dishwasher.  You may want to rinse things off quickly, but after a show, the host does NOT want to wait around for an extra hour while you wash every single little tool and gadget! 


4.  Help the hostess move the table back and any other furniture she’s moved around.  She’ll probably tell you not to worry about it, but will appreciate your courtesy.


5.  Make sure the host’s kitchen/dining/living room are as clean as they were when you arrived.
III.  After the show


A.  Make a quick estimate of the total and let your hostess know where she stands for bonuses.  Suggest the next level host bonus for a goal.  Find out what outside orders she has pending.


B.  Enter all orders into Pampered Partner within 24 hours.  Hosts are usually VERY excited about how many orders they got the night of their party and want to know the exact total right away.

C.  Send an e-mail to the hostess telling her how much in sales so far, free products and half-price items earned

IV.  Before Transmitting Show

A.  Check all addresses against order forms.

B.  Do not deposit payments for a show until it is balanced and you are ready to send it in.  This will ensure that you have every penny accounted for and makes it much easier in your book keeping.

C.  Submit show when you know all funds are available in your account.  You may wait a few days if you need to.  The “close within a week” is to encourage your hostess to collect all those outside orders in a timely fashion.

HELPFUL HINTS
· Throw some humor into your shows:  The Food Chopper is a great stress reliever and can save you hundreds of dollars in therapy.  Just follow up with a nice massage with the Baker’s Roller.  The Handy Scraper has a soft edge and a hard edge, so when it’s 4:00 and you’re just getting around to cleaning up the breakfast and lunch dishes you can scrape that dried-up oatmeal right off the counter.

· Tell people what you personally use the products for.  If it has more than one use, it’s more likely to sell.  
· If someone makes a complaint about a product during your show, use that as an opportunity to talk about how Pampered Chef stands behind all of its products and they can exchange or get a refund

· Offer theme shows to encourage bookings; offer to bring ingredients for an “express show”- you provide the guests, I’ll take care of the rest.

· Look for “red flags” for potential consultants, e.g. Do you really make any money?  How many shows do you have to do? You look like you really enjoy what you do.  Watch for people who seem enthusiastic during your show, or talk about how they love Pampered Chef products or love to cook.  Every host is a potential consultant because she is already “selling” the products by having a show.

· HAVE FUN!!  If you are having a good time, chances are, so are your guests.  If you are not, then they probably are not either.  If your show is fun and informative, you may get bookings even if you don’t ask

