How to get Bookings

notes from Patsy McGovern’s teaching on how she trains on this topic

FOOD, FUN,  FRIENDS, FREE

Food-Food-Food

She always talks food with specific recipes in her invitations, on her email signature.

Trains her consultants to prepare one recipe for the demo, but to have other food available done ahead of time… e.g. garnished veggies with one of our seasonings in a dip, Entertaining Set with dip and dippers, 

Gives her hosts the words to say re: food… e.g. Have you seen Patsy do the Tapas?  Have you seen Patsy do the…?  Makes the focus of why they’re coming to the show to learn a recipe, not necessarily to buy.  Other direst selling companies are about the sales.  If you get them there, they’ll buy.

If guest says I was at a show last year, or longer, she teaches hosts to say, Oh, Pampered Chef comes out with new prod. Every 6 months.

Teaches her consultants to use the cookbooks throughout the show.  If she’s selling the bar pan, she turns to recipes that show that product with other recipes… ones she could do at the next show.

Big MAC calls & cust. Care, end with…if you’d like to have a few friends over, I could teach them to make xxx (whatever you’re preparing for the month).  Always end on food.

FUN

Starts with name tags.  Has star stickers. Each person gets to put stars on the name tag for how many shows they’ve been too and a smiley face if they’ve hosted a show.  Our host has a smiley face because of how much she’s gonna get free.

Also has them write their favorite product on the nametag.

Food tips:

Opening banana at opposite end, Pampered Chef sex (male/female peppers), 

Dessert cups: done at 99% of her shows.  The guests fill them as they arrive.  

Not telling people to be quiet if they’re rowdy. Let everyone talk about their favorite product.  Not lecture format.

Martini shows…Mexican margarita shows… not to emphasize the alcohol, but add as an after thought. Does get a lot of people to book!  

FRIENDSHIP

New consultants have to use their friends to help them get their first bookings.

Make friends w/hosts by calling  3-5 times before show, so you feel like friend by time you get to show.

“How would you like to have a few of your girlfriends over so we could have fun?”

FREE


Use your show avg. to tell how much your hosts get

Mentioning free several times through show.

You can do a pile-on to equal avg. show

Asking host to mark up catalog for everything she wants for free. (or wish list)

Say the price of the product (e.g. you can get this for $16.50, which is a savings of 60%) (They don’t know what the actual price is.)

