Host coaching for super shows:

Tanya Broslawsky and Mary Beth Knowles


Have hosts packets, and give them to your hosts, or have separate mailings to get them all of their information, in these have the following:  Business card, a highlighted and filled out planner, host specials 5-6 outside order forms (you can have one order form on each side of these papers so then there will be 10-12 outside order forms), guest address labels or printed off host information for the invitations so she can just peel them off and stick them to the postcards to save time, 5 catalogs, opportunity brochure, this can be put in a 2 pocket folder.


Make 3 calls to the host, the first 3-4 weeks before the show to go over the planner, second 2 weeks before to get invitations ready and sent, and talk about recipes, and the opportunity, third 2 days before to get a final head count, directions, and to have her make reminder calls.  This keeps the host more excited and helps to have a successful show, use personal information box on the host information form.


Go through her with list through the first call, if she doesn’t have it filled out yet, have her go through the catalog while on the phone and have her tell you her ideas, find out her goals.  Tell her if money were no object, what would you get, and keep working on the wishlist, have her circle the $1,000 show on the host rewards table, and tell her she can get $200 free, 4 half priced items, and 30% off anything else.  Ask her to get outside orders and get people to book shows so she can get the host specials for the following months.  Make sure she has them fill out the contact information.  On the last call get these orders over the phone so you can print out the receipts so she can have them the night of her show.  Second call have her visualize where she will have you setting your demonstration, make sure she has a stable table.  Make sure to have her call people to find out if they are bringing friends.  You want to make sure there are at least 10-15 people at the show so nobody feels like they are pressured to buy.


Give them specifics, invite 40 people, have $200-$300 in outside orders before the show or the 5 orders before 15 guests at the show and 5 orders after the show.


Do face to face coaching instead of over the phone.  Meet at a coffee shop or deli, bring a sample seasoning as a gift for meeting with you, and tell her it can be the dip for her show.


Put her show on your website as soon as it is booked, and put it on the calendar on your website.  The host can put her wish list on your website if interested.  If she is sending out e-vites, make sure to tell them to click sorry they cannot attend if they are not coming and it will bring them to your website and they can place an order on there.  Or instead of an invitation from the website, copy and paste it to an email and just click on everybody in their address book, make sure your web link is on there, you can even do the invitation and email it to her and she can forward it to everyone in her address book.  Check out the Get personal with pampered chef website cd off supply order.

Keeping dates solid:  avoid booker’s remorse, set the show within a few weeks and call her the next morning to thank her for booking the show.  Tell her that PC is the best kind of party to throw because you don’t have to cook for it.  Use postcalls.com to do reminder calls for the host about the show, you can set it up a month in advance to send out a day or two before the show.  Encourage her to the next level by the number of orders she needs instead of by a dollar amount, it is less intimidating.
