HELP! I’VE NEVER DONE A SHOW!

You are in business for yourself, not by yourself. We have terrific Directors in the Salsamendi Downline who have successful businesses. As you will see, while following tried and true methods within Pampered Chef, you can be creative and create your own style. The following ideas were compiled by:

Laura Behrens a Director from Vancouver WA, Shauna Cannady a Senior Director from Kalispell MT, Melanie Danelson a Director from Great Falls MT, Robin Fouche’ a Director from Clatskanie OR, Amy Henning a Director from Portland OR, Jolene Nansel an Advanced Director from Vancouver WA, Karen Northcutt a Director from Vancouver WA, Stacy McCarthy a Director from Sherwood OR, Tahni Voelz a Senior Director from Folsom CA, Hope Wirta an Advanced Director from Washougal WA

HOW DO YOU INTRODUCE YOURSELF AT A SHOW?
I wait until after I’ve done my welcome, introducing the host and explaining their benefits, told my story, passed my “A closer Look” album, went through the guest folders. While I’m explaining the order form, I tell them they can call and order over the phone anytime. At that time I have them write my name and number on the form and tell them that I really am the Pampered Chef. I’m not the professional Chef or the perfect chef. I’ve never been to cooking school, I’ve never cooked in a restaurant, I don’t even cook in my own home! They usually laugh and I explain that my husband does all the cooking in our home. He is the professional chef. - Shauna Cannady

I start by saying, “How many of you have been to a Pampered Chef Show before?” When I see a raise of hands I say, “I’d like to go around the room and have you introduce yourselves. If you have been to a Pampered Chef Show before you can tell us what your favorite product is because we have over 130 different products and there is no way I will be able to tell you about all of them! You might tell someone about a product that I also like but I won’t get to.” I then introduce myself, thank the host, and go through everything that is in the folder like the order form, door prize slips, super starter sheet and the featured product of the month. - Melanie Danelson

“Hi I want to thank ___ for having me come share with you how you can save time and effort in the kitchen. Before I tell you a little bit more about myself, I’d like to get to know you a little better. Let’s go around the room and have everyone tell me their first name and their favorite Pampered Chef product. If you are new to Pampered Chef, could you please describe yourself to me in one word . . . how you are in the kitchen!” - Tahni Voelz

Hi, I am Hope Wirta. I will be your kitchen consultant for this afternoon/evening. I have been selling Pampered Chef for over three years now and I can honestly say it has changed my life. I have given you several items that I would like to explain. You have a catalog. Consider this my gift to you. Feel free to write on this, mark it and take it home. I also give you an overview of the markings on it." I then go over the hens, stars and guarantee. I then explain that the host and I picked recipes for them to sample and quickly overview the point system for the host. - Hope Wirta

“My name is Kathy Scott and I’m a Director with the Pampered Chef. I started my business almost four years ago and love it today as much as when I started. Today we’re going to be showing some fabulous kitchen tools, putting together great recipes, talking about our wonderful host program and business opportunity and then you all get to eat. We can’t go wrong with this combination!” - Kathy Scott

“Hi, my name is Stacy McCarthy and I’m a Sales Director and New Consultant Trainer for The Pampered Chef.” I will then go into how long I’ve been with the company, why I joined, company history, etc. - Stacy McCarthy

My name is Robin Fouche; I am a Director and Recruiter with the Pampered chef. That means that in addition to doing Kitchen Shows like the one we are doing tonight, I also hire and train new consultants who are interested in making $100 a night to start doing what I do. (I use my cluster show average of $525 to come up with the dollar amount for nightly earnings.) - Robin Fouche

I first welcome all guests and thank them for coming. I then say “Well I would again like to welcome you to _____’s Pampered Chef show! My name is Laura Behrens and I am an Independent Sales Director with The Pampered Chef! I am also the one that can help you start your very own successful Cooking Show!” - Laura Behrens

“Hi and welcome everyone to ____’s Pampered Chef show. How many of you have been to a show before? Great. Well my name is Jolene and I have been selling Pampered Chef for just about three years and I have done over 380 kitchen shows! I love this job. I also want you to know that I only do two shows a week and I consider this to be my “night out” away from the kids and the housework. So let’s get started and have a fun and relaxing evening.” - Jolene Nansel

EXPLAIN HOW YOU CARRY AND DISPLAY YOUR PRODUCTS
I use a tablecloth to decorate my crates. I have two. One for Spring/Summer and one for Fall/Winter. I put in the cookbooks and usually a stone or another large tool. On top I usually hve a piece of cookware, the Featured Product, the Featured flyer in a frame and a few other tools or stand up flyers. - Shauna Cannady

I stack the crates on top of each other and line them with seasonal place mats. If I’m doing a theme show, I have props. Mexican - little pinjatas and maracas. Bridal - I put a garter belt around the Tool Turn About and make white chocolate hearts with the bride and grooms names on them made with the newest clay heart. Death by Chocolate - Hershey’s kisses lined up, Snickers bars, etc. I want to invite interest by drawing their eyes to my display. - Melanie Danelson

I take one crate and carry everything that is flat in the stoneware tote. I decorate my crate with a burgundy and white checked place mat and two matching napkins. I tilt the crate on its side, usually on the table or nearby counter. I put the place mat on top. Inside, I pull one of the napkins through a whole in the crate to create a draping affect. I use the other napkin different places like coming out of a bread tube or in a bowl or just scrunched up on the bottom inside of the crate. I place tools on top of and inside the crate like a store window and add season item or two to the display like apples with candles in them (made with the apple corer) or American flags etc. - Tahni Voelz

I use a white three-tiered rolling cart. It was purchased Storables and also has additional “baskets” that hang from the sides to hold additional products. I would not recommend this method unless you have a van. I keep it loaded at all times and it stands up in the pack part of my van. I then carry my stones in the stoneware carrier, guest folders in a Pampered Chef tote from Town and Country and my additional paperwork, calendar, tablecloth, money and flyers in a briefcase. I have enjoyed the ideas of the rolling cart because of its easy set up and the limited space that it uses in the host’s house. - Jolene Nansel

I use my large Rubbermaid box as a base for my display. I cover it with a tablecloth and put my crate on top. I try to put a variety of products, but also put out seasonal products too. - Kathy Scott

I love the basic simple crate with a simple raffia bow! During the different seasons I like to add a little bit of color! The month or two before a holiday I start using fun “simple” decorations. - Laura Behrens

WHAT ABOUT DOOR PRIZES?
I hand out the door prize slips after the demo. I collect them, unfold and fan them. My host will choose one to three slips. I give one prize per five guests. After giving out the prizes I hand out catalogs. - Shauna Cannady

I put the door prize slips in the folders and when they are just starting to eat their food, I remind them to fill our their door prize slips for the drawing. This way I have a good look at them before they bring up their order and I can talk to all the maybe and yes answers I usually give out cake testers, citrus peelers, sample packs of All Purpose Dill Mix and Southwest Seasoning Mix. - Melanie Danelson

I always give my host a Season’s Best Cookbook. I give either a bamboo spooner or quikut paring knife for the survey slip drawing. - Jolene Nansel

I always do a door prize drawing and prizes for bringing a guest. I believe generosity breed’s generosity. I give paring knives, spatulas, mini whisks, cookbooks, etc. - Hope Wirta

I pass out the door prize slips at the end of the show after I’ve reviewed the bookings binder.  I briefly talk about each question and ask them to please answer all of the questions, as this is how I best serve all of their needs today and in the future. I usually give away paring knives or Season’s Best cookbooks. - Kathy Scott

I have a drawing and use the door prize slips provided by the company. I have found these are the most effective way to generate leads. I will usually give away Season’s Best, paring knives, citrus peelers, etc. For larger shows, I give away two to three prizes. - Stacy McCarthy

I love door prizes and so do my customers! They know if they bring a friend, they get to pick from my goodie basket and those $1 and under prizes go along way! I always let them choose the gift: A Season’s Best Cookbook, Bamboo Spooner, Citrus Peeler, Quikut Paring Knife, 2 Twixits or Nylon Pan Scrapers. I also get to talk about each of these products as I explain my gifts and almost always sell and extra $10 this way. - Laura Behrens

I use a basket of goodies for them to choose that include Season’s Best, Quikut paring Knives, Twixit Clips, Nylon Pan Scrapers and Citrus Peelers. I explain all of the products to everyone before handing it to the guest to choose from. - Karen Northcutt

WHAT PRODUCT DO YOU SHOW FIRST?
Suds Pump to show guests that my hands are clean. Next, the 12x18 cutting board and Food Chopper. I then talk about stoneware and cookware. - Amy Henning

I like to show the stoneware first because I like to get started right in with the demonstration and then I prefer to pass a lot of products at the end of the demonstration to allow for cook time. I only show one recipe and I pre-bake the other (usually a dessert) when I arrive at the host’s house. - Jolene Nansel

I almost always show the stoneware first. - Shauna Cannady

I show the stoneware and cookware first then move on as the recipe dictates. - Hope Wirta

During the spring and summer, I try to do no-cook recipes. This means I'm using Chillzanne products as well as the 4-piece Colander Set. When I'm showing cooked recipes, it's always stoneware first. - Kathy Scott

I always show the stoneware and Food Chopper in the first 20 minutes of my demo. I ALWAYS show a piece of cookware per show. - Melanie Danelson

Stoneware as it is the heart of our product line and it is what makes the food taste so good. - Tahni Voelz

HOW LONG DO YOU LEAVE YOUR SHOW OPEN?
I leave my shows open for three days. In fact, on the Show Planner, I cross off 7 and write in 3. Before I leave the host's home, I ask when is a good time to call to close on the third day. I write it on my calendar. - Shauna Cannady

I leave my shows open 3-4 days unless they are really collecting outside orders and want a whole week. - Melanie Danelson

I leave my shows open for one week. I do a follow-up call about four days after the show to see if the host is ready to close. - Jolene Nansel

The host and I pre-pick a day to close that is convenient for her to call me when she has the remainder of her orders and has picked out her host benefits. I tell her two or three days is enough time since everyone is excited to receive their products. - Tahni Voelz

Two days. I explain to the host the products will get there faster that way - Amy Henning

I leave my show open for 5 days. Then the host and I talk and I have checks in the mail within 7-8 days of the original show. - Laura Behrens
HOW DO YOU HANDLE MONEY?
I have everyone pay the host and I collect one check or money order at the end. I leave the host with a self addressed stamped envelope for their convenience. I never send a show without payment unless I'm meeting an incentive, then I make sure I can personally cover the show until I receive the check. - Tahni Voelz

I have everyone write their checks to me. Orders "on account" are the host's responsibility to collect and get to me. I leave a stamped self-addressed envelope to mail me checks after the show. I don't send a show unless I have al the money for orders. - Shauna Cannady

I have guests write their check to the host, and then they write out one check to me. I feel it simplifies things and if a guest hasn't paid for their order yet, the host will pay for them and collect the money. I never pay for a guests order. - Melanie Danelson

I have people make their checks out to me and I like this better than trying to figure things with the host handling the money. If they don't pay, hey don't get their stuff. - Hope Wirta

EXPLAIN HOW YOU GET BOOKINGS
I bring up bookings when I'm talking about the Food Chopper. I also like to entice them with my recipes for the following month. I also find people like to know the dollar amount they could receive free verses discussing all the points. Most importantly is to be confident in asking for bookings, appear busy if you're not and make booking a show an urgent matter. Always follow-up with every lead. - Jolene Nansel

I am very faithful in talking about bookings three times during the show. I love the saying . . . There are three ways you can get products today: 1) You can SPEND. Purchase everything you want from me today. I take cash, checks and credit cards. 2) You can SAVE money by hosting a show (explain the benefits) and 3) You can SELL Pampered Chef and get all of this for $90! That is in the beginning, and then in the middle I always share our host only half price items! Then at the end when I am walking my guest through the door prize slips I talk again in quick time about hosting shows. - Laura Behrens

I have three products that I pick up that remind me of bookings. Stoneware, spatulas and cookware. I talk about building up your stoneware collection by getting one now and one at your show, getting all three spatulas for half-price and of course, the cookware for half-price. - Hope Wirta

I attach bookings to products. I review my bookings binder toward the end of the show and discuss all the different types of shows. I also mention it again on the door prize slip. - Kathy Scott

I always mention it in my intro, in the middle of the show and in the closing. My most effective booking line is to say that the 10-piece cookware set can be purchased for half-price. Also the drawing slips are the most effective way to find bookings and turn a maybe into a yes when closing an order. - Stacy McCarthy

In the beginning, I share with guests that the host gets points for bookings. Then at the time of closing "if your checkbook says no, book a show!" - Amy Henning

I show the bookings binder and show how the host program works, with a lot of emphasis on free products, half-price items (shown with the cookware flyer) and the discounts. I make a point when showing the self-sharpening knives during the show that they can get all three knives for about $29 if they earn a half-price item as a host. I tell them when they are filling out the door prize slips to make sure to talk to me when they bring up their orders if they are interested in having a show. - Melanie Danelson

In my introduction, I say, "I also want to welcome ______ to the host club! This means for an entire year they'll get 10% off anything they want. This in addition to what they get for tonight's show. Tonight they'll receive free things, up to three half-price items and everything else will be discounted up to 30% off! This means our hosts don't pay full price for anything for an entire year!" - Shauna Cannady

I talk about bookings 3-4 times during my show. In the beginning when I am telling guests what to expect from a show, in the middle when I am talking about scrapers or the knives I talk about he half-price combinations, as well as when I talk about the cookware at the end of the demo. Then again at the very end as I am handing out the door prize slips I talk about the different kinds of fun shows we can have. Mexican Margarita, Death by Chocolate, Ice Cream Social, Bridal Shower . . . - Robin Fouche

EXPLAIN HOW YOU SHARE THE OPPORTUNITY
During a part of my demo when my hands are busy for a few minutes, I ask if anyone saw my husband standing next to the Eiffel Tower in the album I passes around. Then I tell them about the five trips I've been on so far and the one I've earned that's coming up and the one I'm working on right now. - Shauna Cannady

I talk about the stars after the items on the order form at the beginning of the show and when I am explaining the order form. I remind them to mark on the door prize slip at the end of the show if they are interested in earning extra spending money like I did and how I bought a new Suburban. When I goof up (which is practically every show) I tell them you don't have to be perfect to do this job and you are your own boss. I "sprinkle." - Melanie Danelson

I tell my story and history of the company during the show. - Amy Henning

In the intro, I tell my story. This story hits all the big questions. I always have a piece of recruiting information in my customer folders. I let them know that they can make about $90 a night starting out and can move into a full time career if they choose. I give them reasons to start Pampered Chef, a mini van payment, new furniture, trips, a mom's night out, or a career change with more flexibility. During the demo, I pass around a flyer that has the current trips pictured on one side and some facts on starting on the back. When I talk about the opportunity box on the drawing slip at the end, I let them know that I would be their trainer and I'm fun and low pressure. I'll just send home some more information to read tonight. (When you are just starting out - you can say that you will be their recruiter or Future Director and they will be working directly with you - this way they know they aren't going to get a call from someone else who may be pushy, like at the car lot.) In addition to that, I ask my host if this is something they've ever thought about trying. You'd be surprised how may said they had thought about it. - Tahni Voelz

I have a written statement including my goals when I started with the company. How the company changed my life and what my goals are now. I talk about building lasting relationships and self esteem. I do this at a time of my show that I have busy work to do. - Hope Wirta

I talk about my personal story. I invite each and every guest to consider this opportunity for themselves or someone they know either on a full-time or part-time basis. I say "maybe you'd like a little break once or twice a week, maybe make a ca payment, maybe earn a lot of free products, whatever goals you have, we can help you reach them with the Pampered Chef. - Kathy Scott

I also make mention about the opportunity during the introduction, midway through and the closing. I like to spark interest during the introduction when I have everyone introduce himself or herself and then tell us all where in the world they'd like to travel. When everyone's vote is in I tell him or her that I'm working on earning a "paid for vacation" through the Pampered Chef. This sparks a lot of their questions! - Stacy McCarthy

During the introduction, during the show while filling the crescent roll ring I tell my story, later on when I talk about the warranty, I also explain what the stars mean on the order form and at the end I tell the guests that anyone interested in more information about doing what I do will be given "this" to take home and read over, then I will call you to answer your questions. ("this" is a recipe for success brochure with a flyer inside that has tax benefit form on one side and earnings potential on the other side with my name and phone number on everything.) - Robin Fouche

I talk a lot about my kids and how I have the best job! I get to play all day in the sun, at the park, make lunch, have dinner and then come and do this for work! Ha! What an awesome way to work sharing with you all these convenient and useful tools, making fabulous food and visiting! You call this work? - Laura Behrens

WHAT ABOUT RECIPES?
 My favorites are Chicken Club Brunch Ring, Sweet and Sour Chicken, any of the hot dips and guacamole. For desert probably Apple Crisp, Mocha Trifle, Pumpkin Gems or Spice Cake. - Hope Wirta

I demo one recipe. I cross sell so many items it takes up all the time. I do offer seasonal extras for 15 or more guests like the coffee bar, fresh lemonade or lime slushies. I love Pampered Chef Classics like Mushroom Bread, Taco Ring and Banana Split Brownie Pizza. I pick a seasonal recipe and demo it for two months in a row. - Tahni Voelz  

My favorites are the Chicken Taco Ring, Chicken Broccoli Braid and Taffy Apple Pizza. I only do one recipe per show. I noticed a big increase in recruiting when I went from two recipes to one. I give my host a choice of recipes from a list prepared twice a year for each selling season. I have three options from Main Dishes, three from Appetizers and three Desserts. When training new consultants I tell them to only start out with 1 or 2 recipe choices. - Melanie Danelson

My favorites are the Chicken Broccoli Braid and Spring Fruit Charlotte. I only do one recipe per show, regardless of attendance. I change my one recipe on an average of every 2-3 months. However, I have changed my recipe monthly a few times and done the same one for six months. - Shauna Cannady

I give a list to hosts, which include three main and three dessert selections. It includes a shopping list for each recipe and I ask them to choose one from each selection. I change my list every two months. My favorite recipes change with the times but I love Taffy Apple Pizza and Peachy Plantation Pizza in the summer. - Kathy Scott

I have always kept the Quick Apple Crisp on my recipe list. It is a crowd pleaser! I also enjoy the Dilly Dip and the Bow Tie Pasta Salad from the Kids in the Kitchen. I have a list of three appetizers and three desserts and I change recipes every season. Hosts are asked to choose one appetizer and one dessert. - Stacy McCarthy

I add new cool things as they come up. I don't really give hosts a choice. I tell them a couple of suggestions and ask them if that sounds good to them. - Robin Fouche

I like to do an appetizer and a dessert. One hot and one cold - it doesn't matter which. I like the Tomato Basil Squares, Fruit Dessert Pizza, Grecian Party Squares. I do my recipes for two months at a time unless someone books close enough to repeat the recipe, then we do something different for that show I like to pick things hat are a little different so that hopefully he guess haven't had the recipe at a previous show. - Karen Northcut

SHARE A QUICK TIP

Determine your weekly schedule. Know exactly what days you do everything and stick to it!  - Tahni Voelz

Keep business hours and you will feel less time spent doing Pampered Chef duties this way. - Amy Henning

Reward yourself when you achieve a goal. - Melanie Danelson

Listen, listen, listen. Be willing to learn, go to shows, borrow videos and go to every meeting possible. - Hope Wirta

Listen to the tapes! There are successful consultants who have already done the work for us so learn from them! Have fun and always smile. - Stacy McCarthy

Schedule 6-8 shows in the first Super Starter month. - Robin Fouche

Follow up every lead. Set your goals now and do not be afraid to tell your Director what you need from them to help you in this business. Always ask lots of questions.

Most important, be enthusiastic and have fun at your shows. Get excited! - Karen Northcutt

