Host-Coaching Essential

*Why we want to coach our hosts


*Share terrific recipes


*Prepare wonderful food


*Offer business opportunity that can change their lives


*Get free and discounted products and save 10% for an entire year

*Providing good host coaching


*Aim toward a goal that benefits BOTH of you

1. Communication

2. Motivation

3. Appreciation

*Benefits


*Feel successful


*More free products


*builds repore for future partnership


*helps to find their needs


*bookings (preshow)


*Let host know exactly what to do and when to do it

*Tools


*Host information form



*keeps ME organized and on track




*keep in binder with tabbed dividers for each month




*past hosts ABC order


*Host Packet form



*Keeps HOST organized and on track




*Essentials for EVERY host packets





*planner





*wish list (on web)





*3-5 catalogs





*40 invitations





*Outside Order Forms





*Guest & Host Special Flier





*Opportunity Brochure




*Have host packets ready WHEREVER you go


*New Show Planner



*Front – Kitchen Show Info



*Inside – (outline of host benefits program)




*Guest list




*Kitchen Show checklist



*Back – Closing the Show


*Want host to do



*Invite EVERYONE they know



*Collect orders for anyone who can’t attend



*Have fun



*Confirm day/date/time of arrival


*Secrets

1. STAY IN TOUCH WITH HOST

2. HELP HOST THINK BIG

a. Have a catalog in front of you and let’s DREAM BIG

b. Help host set a goal

*have the catalog in front of you

*Pretend you have a PC credit card with NO LIMIT

*What would you want to get for having your show


*Have host write down

*Guest List


*Write 40 names


*don’t forget out of town family

3. TREAT HOST WELL

*Recipe for success p. 4-5


*Call 1



*24-48 hours after giving out host packet




*Confirm time




*Go over host packet – Please get the show planner and 

  catalog out of the packet


*gives a visual


*make sure host if following along with us

*Set and confirm date

*Go over wish list


*Get excited about show 



*Ask how much they would like to get for free



*Talk about show total and how many people 

  need to have at the show to reach that goal




*Get guest list made





*In my experience, about ½ of your guests will not be





  able to attend, but will want to order.  You have 





  catalogs and OOF you can  give to them to place





  an order





*Encourage to invite a guest




*Personally call guests and invite personally





*Ask guests what they want to see so I can bring to





  the show




*Discuss the details of the show (B5)





*Presentation 45 minutes





*accept checks, cash, and credit card




*Go over opportunity – just mention as a host benefit can get




  the kit at $50 – talk about that later




*Set date for next call


*Call 2



*Review recipes and shopping list (7-10 days before the show) (B5)



*How many invitations have you been able to get out so far?




*That’s a GREAT START…have you thought about kids 




  teacher’s at school, co-workers wives



*remind that no to attend does not mean no for an order



*Go over guest specials




*Even those that can’t attend can take advantage of the special



*Recipes




*Offer specific recipes to choose from




*Control recipe options




*Email shopping list



*Using Free Product toward the Super Starter Kit



*Set date for the next call

*Call 3



*Confirm attendance and get directions to their house (B6)



*Make reminder calls day before the show



*Have recipe ingredients ready

*After the show


*Show how close to the next level and encourage to get more outside orders


*Show difference of the value they are getting from each level


*Set firm date to close the show


*Write and send receipts and thank yous

*Products Delivered


*Call to make sure products are ok


*Send thank you 

