1998 National Conference - Goals - Unlimited Bookings

Notes submitted by Doreen Bloomer 9/99
Speaker - Jean Gallagher



#1 Reason - CONSISTENCY!!!!!!
How do you get these bookings:

· Entice hostess with monthly specials 

· Use door prize slips to find out what they want 

· If someone says "I really want that APCS", you might respond with "In the past, the APCS has been on sale in Aug. or as a special and as a hostess they have been able to get that free beyond their discounts, points, etc. 

· Use the new product months as great times for shows. 

· No matter what month they pick to have a show you just tell them that's a
great month, tell them the special and they can get ------ 

· Always thank your hostess for inviting everyone, make her shine. 

· Mention hostess picked really good recipes. 

· Make sure when taking orders, or if your on the phone with the hostess,
be sure to ask, "wasn't this a lot of fun", "isn't this the easiest show you
have ever done". To have a show. This was so much fun, wouldn't you like to do this again 6 months or a year from now. Remind them about the Free Product Values. Ask!!! 

· Hostess Goal Setting - Find out what hostess wants, then tell her you
will help her to reach her goal and she needs to invite everyone "that
eats". - Use the 40 guests 4 min flyer, or hostess scavenger hunt flyers to
help you. 

· Keep hostess excited by keeping in touch with her, phone or mail. 

· Postcards from Nancy's Artwork or Town and Country helpful. 

· Use show planner, go over how she gets points. 

· As a reminder to use them, put them in a product you will use as your
demo. Don't forget to look at them right at the show!! 

· Call within 24-48 hours. 

· When you call them, respark their energy even just by saying something like, wasn't that (recipe) delicious. 

· Follow-up on the interest in products on special at bottom of slips. 

· Only send out as much info as you will follow-up with, most people don't
call you back. 

· Try not to ask yes or no questions, ie instead of saying oh I met you at
so/and/so's party, are you still interested in show - you might say, I met
you at so/and/so's party and I noticed you were interested in having a show, which month would be better for you (month) or (month). 

· Follow-up on fundraiser inquiries immediately. 

· Listen wherever you are. 

· When you go to a car wash or see an organization doing a fundraiser, don't be afraid to give them info about fundraisers. 

· Bring a recipe with you to a function, or hairdresser, dentist, doctor,
etc. 

· Don't forget to mention about Bridal Shows, theme shows, no bake shows,
etc. 

· Keep them excited - one liners are a great way. 

· Know your products!!! 

· One-liners 

· My average hostess gets over $100 in free products and she gets to
pick out what she wants. 

· Over half of my hostesses book a show to get the cookware at half-
price, what a deal. 

· You invite the guests and I'll do the rest. 

· This will be the easiest party you will ever host. 

· You supply me with the ingredients, don't peel, don't chop, don't
cook anything, that's my job 

· Know someone getting married have a Pampered Bridal Shower and
start them out with high-quality kitchen tools. 

· We also accept Visa, MC, Discover and anyone looking for a new
career or boss or just a few nights out a week. 

· I don't mind doing my own dishes it got me out of a 8 hour a day job.\ 

· Call past hostesses and customers for bookings. 

· Ask them if they would like to have a show and get the other products they wanted. 

· When 10% discount is almost up, send postcard, call them, ask if they would like to renew the discount by holding a show.  

· Exchange shows with other vendors. 

· Put a divider between your PC groceries and household groceries and ask
for subtotal since they are business expenses. If they don't ask you anything, tell them about PC. 

· Check local newspapers for organizations and contacts. 

· Be a free speaker. 

· If you are new, send out postcards or letters and let everyone know. 

· Use Car stickers, check community ads, church bulletins, and schools.



Speaker - Thielephil (Kathy) Edwards
· Best bookings are at your show. 

· Most effective tool is You. People like you, trust you, be the best that you can be. 

· Keep demo fun and easy 

· Do simple recipes that show tons of tools 

· Keep demo within 1 hour You don't want to lose their interest 

· You don't want your hostess frazzled, you do most of work. 

· Encourage hostess to keep it simple. 

· Maintain enthusiasm throughout your show. 

· Having a bad day - leave it at the door.\ 

· Keep demo moving - downtime use one-liners or ask questions. 

· Get guests involved by asking questions and have them tell about their products. 

· Have a sense of humor. 

· If you truly believe that it is a benefit for someone to host a show, it will show in all your efforts. 

· Hostess Coaching 

· Hostess Coach before, during and after show. Before show you are
coaching hostess, during and after show you are coaching
potentials. 

· Don't let hostess to feel she is doing it for you. 

· Focus on high attendance. Let hostess know there is 50% no-show
factor on yes people. Encourage hostess to call and remind everyone. 

· Encourage hostess to use show planner. 

· Treat hostesses very special at show. Think about how you feel when you are recognized. 

· You could say I value my hostesses and past hostesses because
without them I wouldn't have a business.

· Recognize past hostesses that may be in crowd. 

· Thank the guests. 

· Maybe offer a booking incentive. 

· Show high priced items. 

· Be neat, clean - use suds pump before your demo. 

· Personalize your show - people love to hear their name. 

· leave hostesses house tidy. 

· Give Thank you letter after show and then personalize it a little. 

· Use sales receipt and door prize slip to their fullest. 

· Have everyone circle or mark all products they want, then look for all these marks when taking orders. 

· You could tell guests (with door prize slip) this is where you could take tell me if you are interested in taking advantage of hostess benefits, or hosting a show, or maybe you are interested in a career change or getting more business info. about PC. 

· Have them fill it out and let them know that you have info to give them before they leave for anything they are interested in. 

· Mention comments - your feedback is important to me. 

· Have material available to give guests. 

· Give lots of reasons during show to give demo.

Four types of personalities at a show.
Debra the decision maker: 

Bottom line person - practical, on-time and wants moneys worth - You could say - Why pay full price when you can get stuff free, 1/2 price, etc.

Thelma the thinker: 

Family oriented person - How can you help me with the family, spend time together. Mention how we get families back to the dinner table. Most important conversations of the day are around the dinner table, would you like me to show you how to do that.

Sarah - socializer 
Partier, keeps talking. You could say isn't this fun, a blast, great way to get friends together.


Anna - achiever 
Competitor, goal oriented. Do you want this cookware set, I can show you how you can get it. I'm looking for a hostess to beat my highest show of ____________, are you out there.

Follow-up within 24-48 hours. Very important. Your leads are only as effective as your follow-up.
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