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High-Impact Host Coaching

Jan Kemmer

Partnering with your host
· Your ultimate goal needs to be to build a relationship with your hosts, not just rapport
· You need to call your hosts more than 3 times (depending on how far out you book)
· First call:
· Ask about your host’s life (job, likes, favorite things)
· Talk about outside orders
· Encourage her to invite people from different area of her life
· Another call:
· Give recipe choices (or tell her the recipe)
· Talk about making a wish list
· Another call:

· Go over what she can expect from you
· Check in with her about how she’s feeling about the show

· Build excitement

· Keep calling once a week until 2 weeks before the show

· Two weeks before show:

· Make suggestions on ways to make her show successful

· Give her her job ($150 in outside orders or 2 bookings before you get there or 15 guests…)

· Use the Batter Bowl or Tic-Tac-Toe Challenge
Try to meet with your hosts in person to go over host packet (AT the show if possible)

Send a “Thank You” note IN ADVANCE of the show, thanking her for keeping the date and respecting your time and work. 

Offer her the option of either reimbursing you for the ingredients or have 15 people there and the ingredients are free.  She’ll work if you give her a job!

Let her know that if she has 3 bookings from her show, after the 3rd show holds, she gets a free $30-$40 item.  You can use the discount to buy it from her show.
Encourage her to use your website.  Give her the option of having her show listed on the website and she can use e-vites and reminders.

Host Packets
· Take at least 4 host packets to every show.  On 2 of them, place a piece of bright paper with your next 2 available dates (one date on each packet).  Place a small incentive in the host packets with dates.
· What one presenter puts in her host packets:
· Recruiting information
· At least 3 catalogs
· At least 5 order forms
· Show planning guide
· Make sure you go over this with her.  Utilize the wish list!
· Host & guest special flyers
· Tips for a successful show (use 5 OR less tips)
· Business card magnet
Close the show promptly.  Tell her you’re closing the show that night.  You probably won’t be able to close it that night, but make sure to do it within 3 days.  If she wants to wait a longer time, let her know that the orders she gets after 3 days can count as a catalog show.  

JoEllen Hackman

Every Sunday night from 7-9 pm, call every one of your hosts to “check in” (unless you book 2 weeks or less out).

Use the Host Information Sheet!!  It’s available on the Printable Materials CD. 
Use a binder w/3 tabs: Cooking Shows (with Host Info sheets behind it), Catalogs Shows (with Host Info sheets behind it), and Recruit Leads

· What JoEllen puts in her host packets (put all of these things in a recyclable folder):

· 40 Guests in 4 minutes (green)

· Tale of Two Hosts (pink)

· Catalogs

· Order forms

· Call 2-3 days after you mail it to check if your host received her packet

· Call again to let them know you are mailing the ingredient list

· Call to let her know to mail the guest list to you 
· Call to ask if she needs anything and go over the recipe and shopping list
· The last Sunday before her show, get a headcount and tell her you’ll see her at the show.  If her show isn’t until Sunday, she won’t hear from you until the show.
· Above all, do what you say you’re going to do.
How to Avoid Cancellations
· Reschedule-get a new date the day they cancel
· Change the Cooking Show into a Catalog Show
· Be in constant contact with the host
· Remember personal details (DH’s name, kids’ names, etc…)
· Encourage website orders
· Use the Batter Bowl Bonus (use the month’s special)
· Use Host Tic-Tac-Toe
· Categories
· Talk to me about opportunity
· Keep original date (in center square)
· Have one booking before I get there
· Have 15 guests at show
· Have $100 in outside orders
· Return your guest list to me
· Have 40 guests on your invitation list
· Have all ingredients ready for me (NOT CHOPPED, just clean!)
· Think of your own last square because I can’t!!!
Act and dress professionally—do not wear jeans!

Talk about kit credit during one of your first calls

Rebook your host 6 months out

When closing show out, ask her what she wants and why.  Then you can suggest add-ons to her order.  After she decides on all the product she wants, ask her if she wants an spices or cookbooks.  People generally forget we offer those.
With P3, use a personal message on printed “Thank You.”  Send her receipts, the “Thank You” letter and your business card magnet THE NEXT DAY!  Check eBay for business card magnets.

