Hostess Appreciation Ideas and Agenda
by Belinda Ellsworth
Inviting to the event

Make up special invitations on pretty paper that say something like:

"It’s a Hostess Appreciation!

Congratulations! As a super hostess, you are invited to be one of my guests at our Las Vegas Night “Hostess Appreciation” (or other theme). Then give the location, date, time and theme (if any).

"This promises to be an exciting and fun event, including a gift for each hostess (single red rose, small token, etc.), awards for outstanding show achievements, plus free raffles and giveaways.

"See your consultant win special prizes and recognition! Fun, excitement, raffles, awards, recognition, surprises, door prizes, promotions, free gifts, and there’s more . . . exciting opportunities to get even more products for free!

"Invitations are limited, so to reserve your seat (and gifts and awards) please call within 3 days to let me know how many will be attending. Bring a friend, receive a free gift!"

Delegate

Have other consultants set up beautiful and fun displays (keeping with the theme of the event). Have some of your most outgoing leaders and/or consultants seated at the registration table, and appoint someone to be in charge of lively music, theme decorations and raffle ticket sales.

For hostess/customer appreciation events: At the registration table, have two or three clipboards with a place for the guest to sign in and who brought her (address/ phone numbers optional).

When each guest signs in, he/she receives a welcome letter (copy on brightly-colored paper, two to a page, with a raffle ticket stapled to the bottom of the letter). The registrar tears off the bottom of the raffle ticket, which is put into a special drawing that automatically enters her into the general raffles for the evening.

The welcome letter can read: “Welcome guests! We’re so happy you chose to share the evening with us. You’re all very special and we wish to extend our thanks to you for the contributions you’ve made to our businesses.

"Tonight will be a night of fun, awards, excitement, raffles, door prizes, lots of recognition and giveaways. We’ll also be sharing with you many of our great products and programs.

"The attached raffle ticket will automatically enter you in all the free giveaways tonight!”

Testimonials

When you come to the booking portion (or talking about your summer hostess specials and why they should have a show) have previous hostesses give testimonials on how much they received free and why they love to have shows. Offer special promotions/gifts/drawings for dating tonight.

When you talk about the recruiting portion and how wonderful your company is, select two or three consultants from different walks of life to give “one-minute commercials” on what they were doing before they became direct sellers, and what it’s done for them.

Use a variety of people: single mom, college student, mature person (grandmother), busy person with a hectic schedule, someone who works a full-time job and does this part-time; professional (nurse, teacher or corporate), top achiever (has won trips, prizes); manager who has left previous profession to do the business, etc.

Lots of recognition – for everyone!

Take lots of pictures! Lots of music and giveaways. Make people GLAD they came! Award top consultants. Award three- and four-booking hostesses, repeat hostesses, top show sales for hostesses, $500 club, etc. The more times you can get them to the front of the room for recognition is good.

When announcing the winners, announce the consultant who held the show first, then the hostess, e.g., “Number five show held this year, with _____ in sales, held by consultant Vicky Smith, is Hostess Mary Jones!! Come up, Mary!!” Then “Number four, with sales of ____, held by consultant _____, is Hostess _____!” The more recognition, the better!

Within this two hours of time, you can literally make LOTS of people feel great, build self-esteem, make them love the evening and be glad they came. They will leave with a positive impression of you and your company, and very often will want to become a part of it.

Remember: A kind word of praise costs nothing. People love recognition, and it's something that most people do not receive on a regular basis. This is your chance to make them feel great!!

Preparation

Make sure your consultants (and you) are prepared to book and recruit that night. Have date cards made up ahead of time with the dates you want to book (could be bonus dates) and hostess packets, so you’re all ready to set the date and coach when you get all those bookings. Have information packets available to those who are interested in the opportunity.

Even if you have a small group, think of the possibilities here. If you have six in your group and each person adds three new bookings to their schedule within the next two weeks, that’s eighteen new bookings in your group within the next two to three weeks. Show consultants how much additional income they will earn . . . get them excited!

Multiply your show average times the number of new bookings, and just look at the volume you will be adding to your group sales within the next month . . . not to mention the new recruits with four to six new shows on their calendars . . . Wow! You can literally change the direction of your own personal business as well as your team growth! It’s exciting!

Sample agenda for Hostess/Customer Appreciate Event

1. Welcome and thank all for coming

2. Introduce Managers (Call forward while playing music)

3. Introduce Consultants (stand to be recognized with music)

4. All hostesses and guests stand to be recognized (or have each consultant introduce their guests individually if there’s enough time)

5. Go over order of the evening (make sure everyone has raffle tickets for drawings)

6. Consultant sales awards (weekly show ribbons, top show, bookings)

7. Announce new consultants (those who just started or have held first show. Have their recruiter come up with them – photo opportunity)

8. Guest raffle (Always play lively and fun music!)

9. Hostess program – explain in a fun way (do a visual like draping the hostess with actual products)

10. Hostess testimonials (see above)

11. Hostess recognition (for sales or bookings)

12. Announce raffle for rebooking tonight (consultants have date cards/calendars and hostess packets ready)

13. Guest raffle

14. Recruiters recognized (those who have shared the opportunity – call forward with music)

15. Consultant testimonials (one-minute commercials on why they joined)

16. Top three recruiters – Star of Recruiting (if applicable)

17. Offer special drawing for those who have decided to give it a try (drawing will be at end of evening)

18. Guest drawings

19. Top Three Hostesses of the evening (combined sales & bookings, if applicable)

20. Closing Drawings – Invite everyone to book, refer someone or join your company (Use door prize or other referral card)

21. Thank everyone for coming

Materials needed

CD player and CDS (or tape player and cassettes)i
Sign-in sheets – Registration/raffle table
Theme decorations (centerpieces, etc.)
Refreshments (if not provided by restaurant)
Welcome letters
Guest cards (to put info, give referrals, like door-prize slips)Displays of products
A starter kit displayed (what your typical company starter kit is)Awards/gifts/door prizes/raffle items/special drawing items
Name tags – 2 colors (one for hostesses & guests; one for consultants)
Box or basket to hold drawing tickets
Hostess brochures
Opportunity brochures
Date cards/date book
Hostess packets
