Demonstrating at Fairs
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THINGS TO BRING

1. Tools (see below for ideas), crate, your apron or logo shirt, a nametag and comfy but professional shoes. Seasonal decorations are fun but optional. 

2. Food and/or play dough. A sample recipe is optional. Supply napkins, toothpicks or utensils if necessary. Food that sits too long isn’t appealing. If you want to serve something be sure to ask if it’s ok. The fair coordinators (and board of health) may have rules.

3. 2 clip boards. One for taking orders and one for contact sign up sheet.

4. Host packets and your show calendar!

5. Dishpan for dirties at the end of the day.

6. Wet wipes are also nice to have for a quick clean up. Towel or paper towels to wipe wet hands.

7. Bag for trash. Keep your displays looking tidy.

8. Pens & prize drawing slips.

9. Door Prize (see below for more ideas). 

10. Tablecloth. Plain is best. Have it long in front to cover anything you are storing underneath.

11. Your calendar (know your next show dates), a couple catalogs, order forms, host benefits flyer, special of the month, host bonus for next month, new consultant incentive, bridal show and fundraiser flyers (just one to show, get their info for follow up mailing).  

12. Handouts – recipe cards are a great thing to give as they will likely hang onto this more than a catalog, etc.  Be sure it has your contact information and tell them how simple and delicious it is – make sure they want to try it at home!  If you have old catalogs or mini flyers you can hand these out as well, but I would be sure to get their contact information first so you have a way to follow-up!

SET UP IDEAS


A. DISPLAY products with a few food items for demonstration purposes 

For example: 

~Cutting Boards with things below

~Apple Peeler Corer Slicer with a bag of Granny Smith apples.

~Food Chopper, Crinkle Cutter, Veggie Peeler, Knives (keep out of reach of kids), with carrots 

or potatoes

~Cheese Grater with cheese or chocolate or carrots

~Ice Cream Dipper with ice cubes (keep them in the Chillzanne Bowls)

~Bakers Roller, Crinkle Cutter, Creative Cutters with play dough

~Garlic Press with garlic or play dough

Display products simply, don’t try to cram too much on table. Use your crate for display too! You don’t need to have everything or even a lot.  If table looks uncluttered it will be more enticing. Plus, not having everything is a great way to suggest having a show! “I only have a few products with me today but I’d be happy to schedule a cooking show with you where you and your friends will be able to see more products as well as a live cooking demonstration with recipe sampling! Plus as the host you will receive free products! How does that sound?”


B. RECIPE SAMPLING: If you choose to have a recipe for sampling. Keep it simple and keep it fresh. 

I like to do finger foods like PC Beer Bread with one of our dips served in a Small Simple Additions bowl inside the Medium bowl with ice under OR inside a cold Chillzanne server or bowl. In All The Best Cook Book I recommend Apple Berry Salsa with Cinnamon Chips, Cool & Creamy Chocolate Fondue or Festive Winter Crunch Bark. Don’t let kids take food without parent’s permission. 

B. CATALOGS: Have a very few catalogs on hand. Passing them out without knowing who you gave them to does not grow your business. Have a sign up sheet for people to put their name, address, phone and email. Let them know you will send them a catalog and follow up to see what questions they have and share the current specials. 

C. ORDERS: You can take orders for products. Let guests know that by hosting a show they can get their items for free and discounted! If they don’t want to host a cooking show suggest a catalog show: “You only need to gather 5 or so orders beside your own. Do you have a few friends who might like to see what’s new? Plus you will get free shipping on your order!”. If they still are not interested, offer them 2 choices for shipping their order: they can pick up or arrange delivery from you for $3.50 or shipped directly to their home (see back of receipt for cost).

D. DOOR PRIZE: Decide what you want to have as a door prize and put it in a prominent place, perhaps with a sign or a fancy bow. Use a product you have a duplicate of or purchase one with your discount. Some ideas that have worked for me are Apple Peeler Corer Slicer, BBQ Turner, any piece of stoneware or a newer product. It does not have to be expensive. Everyone likes winning something for FREE! 

Some consultants have even had a “FREE COOKING CLASS” as a prize. The winner invites her/his friends to this class and you, the consultant, supply the ingredients, paper goods and drinks. EVERY PERSON CAN BE A WINNER! You treat them to a fabulous night of cooking tips and recipe sampling!  Be sure to let folks know you will be picking a few winners so if a friend wins too they won’t be surprised (  You can also offer a $10 gift certificate redeemable on an order placed with you.  When you call to say they won, you can offer to double their prize if they host a show and redeem it at their show.  And promote what appeals to you – if you want bookings in your calendar that day, offer an additional incentive, such as 5% more off their host order, if they book a date on the spot.

MAKING CONTACTS


Take time to mingle with other exhibitors at the fair! It is a great networking opportunity! Introduce yourself early in the day. Find out what they do and they will be interested in learning more about what you do. Ask them for a business card. Be sure to give them yours and a small product flyer. Follow up with a phone call. If it works for you, ask other direct-sellers if they’d like to swap shows with you.


Greet people who come near your table. Have a smile ready for all! Stand in front of the table and NOT behind it. It makes you more approachable. “Are you familiar with The Pampered Chef? Enter to win our prize drawing!” Describe our cooking show and high quality products for cooks of all interest and ability. “I share cooking tips, time saving ideas and provide a recipe demonstration that guests can sample!” Keep it simple. Don’t overwhelm them with lots of details. When talking about host benefits, explain our hosts receive free products and discounts at their shows and 10% off purchases for a whole year!  


Or try these other approaches… “What is your favorite product?... (if not sure of PC) say animatedly “You’ve never heard of us? Can I tell you what we do? Wait till you see what we have!”  Ask if they want to know about our fair/expo special…  Let them know “This is the time of year that we are looking for ________“ and fill in the blank with what you are looking for … “people who would like to earn extra income to help pay those holiday bills/wedding expenses … people who would like to have fun learning a new recipe…”  etc.

Have a 3 ring binder with flyers in it or plastic flyer holders (you can find them at Staples and Office Max type stores) that stand your flyers upright on the table. You can show them the type of show options (themes) you do along with fundraisers and bridal shows. (See your Recipe for Success for details on doing those types of shows).


When they enter the prize drawing, be sure to write down any details about them you learned on the back of their slip. Maybe they LOVE stoneware or they had they kids with them. Anything that might help you remember what they look like is helpful too. This will help you to be personal when you follow up and they will feel you cared enough to remember!


Be helpful! If someone has a product concern or question, take the time to help. If you don’t know the answer, tell them you’d be happy to look into it for them and call them. Customer care builds loyalty!

Tips from Rose Slack on the Bridal expo she did in January 2006:

I used the fun factor.  As they were filling out there door prize slips, I asked them “Are you fun?”  When they replied I said they can only mark yes or maybe by the opportunity IF they are FUN!  I don’t want anyone on my team who isn’t fun.”  It was great.  I also told them we would make there first month of business be February and if they wanted our cookware, they can do a $150 catalog show in January, and book another show off the catalog show and then get 2 pieces of the cookware at 60% off PLUS starting in February when they qualify they will get a 3rd piece of the cookware for FREE!  PLUS they will earn points on the two pieces they purchased.  EVERYONE was SO EXCITED!  I also promoted to everyone, the 1st 100 people to register on my registry will receive a special gift from me (I will send some small door prize).
USING HELPERS

YOUR DIRECTOR: Ask your if s/he is available that day. One of the many benefits to being a director is a Promotional Expense Allowance. The Home Office will reimburse him/her a portion of the cost of exhibiting at the fair. S/he must be present at the booth with for at least a portion of the day to receive the reimbursement and if she’s available, this savings could be passed on to you!

OTHER CONSULTANTS: Team up with another consultant. It makes it easier to set up, keep an eye on the products, make more contacts and take bathroom breaks! To divide up leads, be sure to write your name on the back of anyone’s slip you personally connect with. Other leads can be divided equally. 

SUCCESS:

SET GOALS FOR YOUR DAY AT THE FAIR!  What do you want to achieve?  Bookings?  One more show for this month?  How about some new recruit leads?  Whatever your goal, BE PREPARED!  Have your calendar, host packets, next available date, recruiting packets handy.  Don’t come back from your shift wishing you had filled that date.  Fill it!

THE FORTUNE IS IN THE FOLLOW-UP!!!  Okay, now you have all those 
leads at home on the day of your shift.  Don’t put them aside.  Call them within 24 hours so they don’t forget they met you!

Start the conversation with “Hi, this is Michelle – we met at the Pampered Chef Booth at the fair/expo/etc   Then ask them “did you find the Blooming Onion Booth” or whatever you recall about them.  This personalizes you to them. Of course, then you will tell them “Congratulations! You won the free show! I only have a couple of open September dates and wanted to call you, first”.  Imply a busy calendar.  They will be thrilled to win something…  Give away as many “free” shows as you have leads for.  Or, if you are calling them for another reason, remember to tell them where you met them, and, remind them you are calling to find out which product they had a question on, or that they wanted to look at their calendar for dates, etc.   The important thing is to call right away!  THEY WILL REMEMBER YOU better when you contact them within a couple days of meeting them. They will more readily recall the fun they had that day and their positive interaction with you! Learn more about customer care in your Recipe for Success and Customer Care training CD for words that work when making phone calls. 

PLEASE KEEP TRACK OF YOUR RESULTS!  We need to know how you “fared” at the “fair”!  How many bookings?  Recruit Leads?  We need to know if these fairs are worth doing over and over. Forward your results to your director.

GENERAL INFO!!  Plan to arrive 15-30 minutes before your shift to give you time to find the table.  And be sure you have directions ahead of time or any other pertinent information if you are sharing the fair with someone else.  If you are splitting the leads from your shift, consider using two different colors for your prize slips to make splitting them up easier at the end of the shift.

