Host Information Sheet





Name:  _________________________________________


Address:  _______________________________________


	    ________________________________________


Home Phone:  ___________________________________


Work Phone:  ___________________________________


Cell Phone:  ____________________________________


Email:  ________________________________________


Best time to reach:  ______________________________





Show Date:  �______________


Show Time:  _____________


Packet Sent:  _____________


Labels/Specials/OOF:  ����_____ __2/05  


 Conference Follow UPw UP


 on Saturday morning! ek!e that I would want you to attend with me, so I'stakenly left on y


Booked From:  


________________________





Sales Tax:  _________








Initial Contact/Call to Set Date  


Have you had a direct sales party before?		• Together we’ll have a great show!


What was it?						• I will call about 3 wks before show 


How many attended?					• Start guest list to send out 40 invites


I want your PC show to be the best one ever!		• Call first, the postcard is a reminder


Do you have the host packet/labels?			• If you find your friends/family can’t


 							make it, call me ASAP to reschedule





Call #1


Do you have a minute?


YES=keep talking or NO=make an appointment to call again


Find the packet, we want to go over it to help you get free products and have fun.  It’s a recyclable packet, so have it out for me the night of your show.


Find the Show Planner (purple/white)


--Ask her to take it out so she can SEE it and so she will follow along and not be doing other stuff while you’re talking


Confirm the date and time.  Make the time funny (6:57 p.m.) so the guests remember.


Set goals.  Help her set goals that excite her.  What does she want from her show?  Ask her about everything she’d like to have in her lifetime.  Lead her to think about higher priced items.  If she mentions Chillzanne, lead her to deviled eggs, to Cookware!  Start the wish list together if she hasn’t already.


Explain the host rewards program so you can maximize her rewards.  It’s easier to understand the number of orders (5-15-5) instead of $$$ amounts.  Talk about an average show and help her shoot higher, to the amt you want her to achieve. 


Mention the business opportunity as an “exclusive offer to our hosts.”  Explain that she can reduce the price of her starter kit.  Offer to give her the bookings so that her guests know she’s thinking about it.  “I don’t want to do all the shows for your friends before you decide to sign up.”


Brainstorm the guest list together.  Turn in show planner together and have her write names down as you’re talking.  Who comes to mind?  Prompt her, don’t tell her who to invite.  (i.e. say family, not mother, mother-in-law, etc).  “If you’re going to go through the trouble of cleaning your house, you might as well have 20 instead of 5 people there.”


Encourage her to get her invitations out.  If she has extra, suggest that she carry them in her purse so that she can hand them out if she runs into someone she forgot to invite.


Mention host and guest special.  Give her ideas on why she wants the host special and how she can use it.


Point out the booking benefit and ask her if she knows anyone who might want to take advantage of all the rewards.  Tie it into her wish list if one of her items is an upcoming host special.


Go over outside order forms, tax rate, and payment instructions.


Set date and time for next call.








Call #2


How many invites did you send out?  “That’s great!  I’m so glad you have such a wonderful start!”  Go back to her guest list; offer to send out the invites for her.  Encourage her to keep inviting and to tell her guests to bring a friend.


Talk about the importance of outside orders and encourage her to offer a catalog to all those who cannot attend.  “The Pampered Chef lady told me to ask you if you wanted to place an order so you don’t miss out.”  It takes 8-9 shows for a guest to purchase everything they want from their guest list.  Offer an incentive if she collect a certain amount of orders before the show.


Mention guest and host specials again.


Discuss recipe ideas.  Don’t give her a list of 15 recipes; it’s too overwhelming.  Give her a few choices or just do one recipe a month (themes, seasonal ideas).  “When I talk to you next time to get your count, we can discuss adding to the recipe to make sure we have enough for all your guests.”  Emphasize that this is a team effort.  “I’m really working on this and I’m excited that you are too.”


Are there specific product(s) on your wish list that you would like me to bring?


Set date/time for next call.











Call #3


Thank her for all her work so far.


Confirm attendance.  “That’s great!”  Brainstorm ways to improve attendance if necessary.


Encourage her to make quick reminder calls to all confirmed guests and those who didn’t respond.  If she is uncomfortable “bugging” her guests, have her call them to ask them to bring their ugliest wooden spoon, spatula, or kitchen towel or to wear pink (May), red, white, and blue (July), or red and green (Christmas).


Ask her what room in her house we will be using; does she have a table, room to display?


Discuss recipe ingredients and any questions she has about them, any prep involved?


Confirm time and directions.








Directions:





After the Show/Closing 


Congratulate her on a fabulous show.


Go over her current rewards level before you leave her home and get her excited about the next two levels.


Encourage her to think about who didn’t come, who wanted a catalog, who she thought of during the show, who she never heard from—“between now and three days from now, call them and tell them the Pampered Chef lady wanted you to call them” so she can get every possible order before closing.


Give her time to close (or warn her in advance if you’d like her to close right away).











Total guest sales:  ____________________


# of guests present:  ____________________


# of outside orders:  ____________________





Date closed:  ____________________








