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Designing An Amazing Cooking Show Experience

I. Why Have an Amazing Cooking Show Experience

a. If guest are not having fun, why would they book?

b. 2 kinds of bookings

i. Easy = at shows

ii. Creative = on the phone

c. Make show 70% party + 30% products = Fun show

d. What would make an extraordinary experience?

i. 1st exposure = invites

ii. Make sure each show as a theme

1. Use invites to get across theme to guests

II. Before show

a. Get there early to prepare (30 minutes)

i. Meet with host

ii. Get to know who is coming

iii. Don't wear your apron

b. Connect with your guests as they arrive

i. Use I want to get to know you, not here's all about me

ii. Ask host to introduce you to guests

iii. Goal = find out something about the person

c. Forget all about you at a show

i. Use your heart to listen

1. Think about them

2. Make them feel valued

d. Don't actually start until 15 minutes after set start time

i. Provides a relaxed atmosphere

III. Opening

a. Introduction

i. Now put apron on

ii. Give them a plan for what is going to happen tonight (want intro to be intentional so they know what is coming and are interested; also so you can be in control)

1. 3 rules for my show

a. You must have fun

i. Pick cheerleaders

ii. Give pom-poms to a few to act as cheerleaders

b. You aren't allowed to say anything negative about anyone or anything

i. Give squirt gun/kazoo/noise making object to someone - "cooking show cop"

ii. Tell people if there is something you don't like, call it special, then people will know what you mean and you won't be caught by the cooking show cop

c. You must listen to my commercials (I'll make them fun and short and sweet)

i. Booking Commercial

ii. Opportunity Commercial

iii. Cooking Show Packages Commercial

iv. Shopping Experience Commercial

iii. Acknowledge Host

1. Name, how you know the host and a word to describe the host; keeping in mind she invited you and someone has a squirt gun/kazoo aimed at you

2. Create a way to learn guest's names based on who you already know in your own life

iv. Info about me

1. Now that I know a bit about you, let me tell you a bit about me

a. Separate personal story from recruiting

b. Don't end with "if you would like to do what I do, let me know"

c. Thoughts to consider as you design your intro

i. Focus on booking seeds

ii. Focus on recruiting seeds

iii. Relate your personal experience in starting your business in story form

iv. Save your recruiting story for your Opportunity Commercial

d. Personal Story

i. What was your first experience with TPC like?

ii. What it a cooking show?

iii. Where you excited about attending?

iv. Who was the host?

v. What did it feel like?

vi. What did you like about it?

vii. Did you have fun?

viii. What did you think of the products?

ix. What happened after the cooking show?

x. Did you book a show? If so, how much free product did you get?

xi. Did you sign up?

xii. What was your first Cooking Show experience as a consultant like?

xiii. Were you nervous?

xiv. Did you have a good turn out?

xv. How much money did you make that night?

IV. Presentation

a. Lap Boards

i. Wish list, care card, order form

b. Care card

i. Fill out top at beginning, put away

ii. Fill out booking question after bookings commercial, put away

iii. Fill out rest of card after recruiting commercial

c. Wish list/Order form

i. Hold up a wish list and order form

1. "repeat after me -- wish list… order form… wish list… order form… wish list… order form.  Put the order form away, write anything and everything on the wish list.  It is just that a wish list."

d. Catalogs

i. Give out at end.

ii. If people want to know page numbers

1. Tell them x person will have a catalog.  Will you look up page number when I talk about something so people can write it down on their wish list?  Thank you.  Prize at end for helping me.

V. Booking Commercial

a. Have a guest ask question from card

i. "What do I receive for scheduling a fun night out with my friends?"

b. Make it all about them

c. Questions to answer

i. What are the benefits of hosting a Cooking Show with you?

ii. What special benefits exist for the host?

iii. What will you say… specifically?

iv. How will you enhance your commercial visually?

1. Why bag

2. Scrapbook

3. Catalog

4. Visual statement

a. My knees were shaking so bad my thighs were applauding me

d. I'd love to come and spoil you and your friends.  Whether it is 5 or 25 I'm committed to partnering with you.  Whether it's Margarita Monday, Chocolate Thursday or Sunday Afternoon Brunch, there will be a day and theme that fits you.  By being the invite-r of this event you will receive a Pampered Chef shopping spree as well as a discount for an entire year after your party!  My average host receives everything on this page (Make card to show with a variety of products) and you can too!

VI. Recruiting Commercial

a. Have guest ask question from card

i. Why do you love your job?

b. 4 or 5 reasons why love job

i. Why are you passionate about sharing your opportunity?

ii. What difference has it made in your life and the lives of those on your team?

iii. What do you enjoy the most about your job?

1. Reasons

iv. What items can you use visually to show these reasons?

1. Why Bag

v. How will your present these items and reasons to the guests?

vi. What will you say?

c. I am passionate about sharing what I do.  It has made a big difference in my life and that of who I know.  You may not have come tonight looking for a job, but I would love for you to listen to this from a perspective of who you know that could benefit.  You could be an angel in their life.

d. Why Bag (Visuals to show why signed with PC)

i. Bra = support from people

ii. Picture = friends have met

iii. Airplane = free travel

iv. Tax person's card = tax benefits of owning own business

v. Baby doll = to spend more time with or to get away from your children

vi. Magic wand = For setting dreams and achieving them through Pampered Chef

vii. Cash = what I make at a show

e. Spare Cash

i. Photocopy a $100 bill on one side and your business card on the other.

ii. Tell guests "Put this in your wallet behind your real money.  When you run out of real money and get to mine turn it over and call me.  I'll teach you how to fill your wallet back up."

f. Opportunity Gift Bag

i. For those that put a 7 or above on Care Card, for those that ask, and for those that you sense it

ii. "Here's a gift for you.  Open it up and I'll follow up with you on xxxday."

iii. Mystery about gift, makes people wonder what it is about

iv. Included in gift

1. Recipe for Relaxation

a. Teabag

b. Chocolate

c. Bath fizz/Bath bead

d. Candle

e. Make Cup of Tea; Fill bath tub with water and throw in Bath fizz; Light candle; Immerse in bath while enjoying your cup of tea and some chocolate.  Take 5 minutes to consider the possibility of the Pampered Chef business in your life.  What would you do if you knew you couldn't fail?

2. Recruiting Info

3. Personal Note

4. Something about why believe in PC

5. Business Card

VII. Cooking Show Packages Commercial

a. Have guest ask question from card

i. What's the easiest way to order?

b. Have party packages available for guest to order

i. Recipe Package

1. What used in demo tonight

ii. Seasonal Package

1. Holiday related

a. i.e. baking for holidays, soups/stews/chilli for winter, Outdoor entertaining for summer

iii. Other

1. Pampered Chef basics

a. Food Chopper, Stoneware, etc

iv. Have multiple price points

1. $25-$35

2. $35-$65

3. Just couldn't help myself

VIII. Shopping Experience Commercial

a. Have guest ask question from card

i. How do I get fabulously equipped?

b. Talk about specials

c. How can pay for purchase

d. When and Where will get it

i. Susie Host will receive the order in about 2 weeks.  She will then set up a time to deliver it to you.  If you would rather have items shipped directly to you, let me know and we can arrange that for an additional cost

e. How order

i. I will come around and help you with your order from your seats.  Let me know if you need to get home before curfew and I'll come help you first.

f. Talk about customer service

i. If you do not currently have a consultant, I would love to be yours.  I am here for any questions or problems that may arise.

ii. Warranty

g. Don't say "I'll be in the kitchen, come to me when you are ready"

h. Give the host a job (so to keep her busy and away from taking guest's minds off of products

i. Serve recipe, pick her free stuff (as closing show tonight)

IX. Host Coaching

a. At show tell them what to do to receive benefits talked about

i. Choose date within the next 30 days

ii. Set up time to meet with me in the next 7 days

iii. Make out guest list and bring 1 stamp for each name

1. I need your list and postage.  If you don't want to go to the post office, I'll go for you, just write me a check.

iv. Set up place and time to meet with new host while at show

b. Booking Tree

i. Use picture tree to hold index cards with available dates

c. Closing show night of show

i. I want to close the show the night of the show, so we can honor those that showed up and get them their stuff soon.

ii. If Suzie guest wanted to order, Sally Guest booked a show off of you, so we can give her the orders to start her off.

iii. Teach how to get outside orders

1. Would you place an order for me?

d. The Host Coaching Meeting

i. Get there 5 minutes early

ii. Spend first 5 minutes connecting

iii. Get her list and postage (or money for postage)

iv. Choose a theme and find out what she wants her Cooking Show to be like

v. Set "Go Girl Goals" for her

1. 4 outside orders

2. 1 outside booking

3. Call everyone and personally remind them before your Cooking Show
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