Quick Expo Info

You have been invited to participate in a business building opportunity, which will take you well beyond your neighbors, friends and family!  It is important that your money does not go to waste.  Just setting up your products and sitting behind the table or booth, will not get your name out there.  There are some fundamentals to be addressed.  Be Tigger, not Eeyore!

Some thing you may want to bring:

· Flyers, copied with your name and contact information. A sample flyer is attached. It contains a recipe to make it more “keepable.”  Bring at least 100 per shift to hand out. 

· Business cards

· Old catalogs 

· Apron and name badge 

· Calendar

· Pens

· Water bottle & mints (no gum!)

· Leave your shyness at home!!  People stop at your space because they want to meet you!

· Optional:  Host packets, recruiting material, current catalogs

· Replacement Parts order forms

During/After your shift:

· As soon as you get home, make a date with yourself to follow up with everyone! “Work unscheduled is work undone.” People who gave you their name and number are expecting to hear from you--don’t let them down!!

Expo Etiquette – PLEASE READ CAREFULLY!!

· Dress appropriately--as for a show.  Be sure to bring breath mints.  Put on fresh lipstick! Wear comfortable shoes!

· Arrive EARLY for your shift. Check in at the booth, then enjoy the fair until your shift.

· Do not clutter the booth. Stash your bags, etc. under a table. Keep a water bottle handy, but out of sight. Hold on to your flyers and catalogs, and hand them out as you greet people. 

· No eating or smoking while you’re working!

· Watch the display closely so items don’t disappear.

· Work out a “system” with your consultant partner. Decide how you’ll determine who talks to whom. You can alternate or each take care of people coming from one direction – you’ll know what will work best by watching the traffic for a minute. 

· Do not participate in or interrupt the conversation of your co-worker consultant (unless invited to) when her or she is working with a potential customer.

· Be kind and courteous to everyone, including other vendors. Leads can come from anywhere!

· Do not sit behind the table.  Get out from behind the table!  Be approachable, ready to do business.  

· Please also refrain from “hawking” or taking people away from a conversation with another vendor. Wait your turn! 

· We are not allowed to sell or promote anything other than PC products at the booth. 

How to Work the Booth

Attracting Traffic:

1. Be approachable: Be standing in front of or next to the table, ready to greet people. No one wants to disturb someone sitting and reading a book, or deep in conversation with their fellow Consultant!

2. Be talkative: Make eye contact as people approach; wear a genuine, friendly smile. 

3. Offer your handout to attract interest. Everyone loves a free recipe: “Would you like a free recipe from The Pampered Chef?”

4. Remember, we are looking for new customers (leads), not necessarily just bookings or recruits!  If you look at it that way, you will FIND the bookings and recruits, as well as orders and referrals!
Once You Have Their Attention:

1. Ask “Have you ever heard of The Pampered Chef?”

If the answer is “yes” go on to ask…

· “Do you have a consultant that you work with?” If the answer to this is yes, say something like, “Great! Be sure to have her send you one of our new catalogs!!” (Time to move on to someone else, but be nice about it!!) If the answer is no, then ask…

· “What is your favorite product?”

· “What do you see here that interests you?”

· “When was the last time you went to a show?”

· “Have you ever thought about giving this a try?”

If the answer is “no” tell them what you do!

Develop a short mini-commercial for yourself – one or two sentences is all you need, “ I do mini cooking classes in people’s homes, demonstrating our chef quality tools. Everyone can taste test the recipes, and we share lots of great ideas and tips.” Then, “Would you like to know the benefits of hosting a Show?” or “Let me show you some of our wonderful tools!”

2. You are spending a very brief time talking to each person. Ask “W” and “H” questions (who, what, where, when, why and how) to encourage conversation. Avoid “D” questions, such as “Do you like to cook?” which tend to encourage a yes or no answer and stop conversation. 

3. Once you’ve keyed in on their interests, use that information to suggest hosting: “Have you ever considered having a show? It’s a great way to earn your Chopper free or at half price!” 

4. Try to keep the conversation going. Provide them with information, then ask another related question. 

5. You may hear from someone who is having trouble with a product they purchased through another consultant. Ask if they have their receipt and explain how to use it for customer service. If they don’t have the receipt, ask if they know how to contact the consultant and/or host. Offer to help if they don’t know who to talk to or if that consultant can’t help them for some reason. Always ask for their name and let them know you’ll check in to make sure they’re being taken care of! Excellent customer service is what often sets Pampered Chef apart from other companies, and helping someone like this can lead to a new (and happy) customer!

6. Ask for their contact information, also depending on what you’ve been talking about. “It sounds like you really love our products! Would you like me to send you our new catalog?” 

7. Get their permission to follow-up. “Is it alright if I call you in a few days to see what you think?” Then make a note of what you’ve agreed to do, and DO IT!!

8. Take advantage of slower fair times to spend extra time developing relationships with potential customers. If you’re swamped, apologize for having to rush, but promise to follow up! 

9. Don’t forget to ask for referrals. Even is someone is not interested in purchasing, hosting and/or becoming a consultant, they may know someone who would LOVE to! 

