> Subject:  Mystery Hostess

> 

> Put this in your file cause it is really good!!!!

> MYSTERY HOSTESS SHOW

> 

> In the next two months I will be planning my third annual Mystery Hostess 

> Kitchen show.  In 1999 my show was scheduled at my house.  However, I 

> received so many responses that I moved it to a local clubhouse.  I had to

> 

> pay a rental fee of $35.  I keep my expenses as low as possible.  During

> the 

> year, I collect odds and ends that I can give away at this show for raffle

> 

> drawings.  I usually give away about 6 $5 - $10 items during the show.  I 

> select a friend who, in exchange for the 10% past hostess discount acts as

> my 

> "shadow hostess", helps me set up, and buys the ingredients for all or

> part 

> of the demo.  She also helps me at the show by welcoming guests and

> directing 

> them to where they need to go.  I buy the kind of raffle tickets that are 

> double row - you tear off half and give to the guest and you put the rest

> in 

> the basket that you will draw from.  It costs about $10 or less for the

> roll, 

> depending on where you buy it.  

> 

> The most important part of planning a mystery hostess show is your 

> invitations.  The longer you have been in business the more people you

> will 

> have to invite.  I start with my past hostesses and customers that I have

> a 

> good rapport with.  Then I go to family, friends and acquaintances.  Then

> I 

> invite church members, neighbors, bank tellers, etc.  I hand deliver as

> many 

> invitations as I can based on who I run into on a daily basis.  I keep

> extra 

> invitations in my pocket book wherever I go so I can give them out at

> random. 

>  I do not use the standard card invitation.  I print my invitation on 

> letterhead that will stand out.  I buy it at Staples for about $1.99 for

> 100 

> sheets.  I look for paper throughout the year that I think will be ideal

> for 

> my invitation.  

> 

> I keep a list of everybody that gets an invitation and their telephone 

> number.  On the invitation it explains to the guest how they can earn

> raffle 

> tickets for drawings.  One of the ways they earn raffle tickets is to 

> r.s.v.p.   So when they call to r.s.v.p. I write down the number of

> tickets 

> they earned so far.  I carry over the number of points based on whether

> they 

> are a past hostess, are bringing a dish to the show, etc.  This is a

> master 

> list of guests that I have at the show to register them as they come in.

> It 

> also serves as my preliminary guest list for next year.

> 

> You MUST make follow-up calls to whoever you send an invitation to.  Some 

> guests may not really get the whole gist of the mystery hostess show.  But

> 

> when you call them and explain it in detail, they become very excited at

> the 

> prospect of winning so many products.  You must plan your show during a

> month 

> that you have some extra time to make these calls and do the extra work.  

> 

> Next you need to recruit some helpers.  I have a dear friend who served as

> my 

> "raffle ticket person".  Her job varied.  I set her up at a table on the 

> opposite side of the room from where I was giving the demo.  She had her

> own 

> calculator with a roll tape.  As guests arrived, they were directed to her

> 

> and she registered them.  If they were somebody who came with a guest,

> their 

> name was added to the list and they were given a raffle ticket.  Based on 

> whether they r.s.v.p.'d, brought food, were a past hostess, brought a 

> guest(s), brought outside orders, showed up 15 minutes early, etc. they

> were 

> given a row of raffle tickets.  In addition, I have saved up Season's Best

> 

> Recipe Collections to give to all past hostesses who attend and they are 

> given the book when they check in.   

> 

> Anybody who has brought a dish prepared with Pampered Chef kitchen tools

> or 

> cookware collects their raffle ticket for that, and puts their dish on a 

> table that I have out.  They have been asked to bring along a card that

> tells 

> what the dish is, and what cookbook they got the recipe from.  If they

> made 

> up the recipe, they are asked to bring copies of it.  

> 

> So everybody is now at the show.  Over by the registration table was a 

> display table with a very large laundry basket full of about $75 worth of 

> food and grocery products.  These were things that a friend and I had 

> collected at nearly no cost with the use of coupons over the weeks before

> the 

> show.  In front of the basket was a cup where people could put in as many 

> raffle tickets as they wished if they wanted to participate in that

> drawing.  

> That way, this prize was only won by somebody who really wanted or needed

> it. 

>  Both of the years that I have done this, God has given that basket to 

> somebody who absolutely needed it!  He is so good!  

> 

> I have another friend who has volunteered to do kitchen duty.  The kitchen

> in 

> our clubhouse is open and overlooks the whole show, so that's pretty cool.

> 

> The guests can see, as she comes to take the dirty tools and dishes from

> me 

> that the cleanup is very easy.  Once she cleans the tools she just brings 

> them right back to me and puts them back in place.  

> 

> I employ a mis en place (sp?) technique to set up every show (especially

> this 

> one).  That means that all the products that I am going to demo are put in

> 

> place based on their order in the demo.  The same goes for all ingredients

> 

> for the recipes.  They are all placed according to where they are going to

> be 

> used in the demo.  I demo two recipes.    It is very important that all

> these 

> things be in place because the show is going to move very fast and last

> about 

> 45 minutes to an hour.  Last year I made the German Chocolate Upside Down 

> Cake first.  I had all the prep work done before the show so all I had to

> do 

> was show them the Family Skillet, talk abut the cookware, and tell them

> what 

> I had done and then see their faces as I put the 12" family skillet in the

> 

> oven.    Then for the demo I did Three Cheese Garden Pizza.  But I put a 

> twist on it.  I  made two pizzas.  I made one and a very surprised guest

> in 

> the audience made one along side of me.  Last year I picked the husband of

> a 

> dear friend.  His wife had bought him a food chopper for his birthday that

> I 

> presented to him as his gift when I called him up, and he chopped all his

> own 

> food.  I have most all veggies, cheeses, etc. chopped, diced, shredded,

> etc. 

> beforehand.  I save just enough of each for me and my helper to

> demonstrate.  

> And I did two different pizza doughs.  I did the Pantry dough and a

> regular 

> store-bought dough.  

> 

> Before the show starts, I make sure everybody has registered and collected

> as 

> many tickets as they have earned so far.  My friend at the registration

> table 

> keeps all these tickets.  At the beginning of the show I demonstrate the 

> clock timer and set it to go off at 15-minute intervals.  Each time it

> goes 

> off, I have my friend pull a ticket and that person wins a product.  I had

> 

> the daughter of the man who was my helper be my runner, and she would come

> up 

> and get the prize from me and take it to the winner.  That way I don't

> have 

> to stop to do the drawing myself.  The show flows very smoothly that way.

> A 

> few times during the show I will pick out a past hostess or customer that

> I 

> know has a lot of products and ask them a technical question about a

> product. 

>  If they get the question right (which they all did), they get an extra 

> raffle ticket (my runner gets it from the registration table and gives it

> to 

> the person who answered the question).  

> 

> The show proceeds until the pizzas go into the oven.   While we were doing

> 

> the pizza demo, the upside down cake came out of the oven, was shown

> around, 

> and placed on the food table.  While the pizzas are in the oven, I quickly

> 

> introduce any of the new products that did not get shown during the demo.

> I 

> try to fit as many in as I can during the demo, because then it only takes

> a 

> few minutes to finish the presentation.  Just before I am to have guests

> fill 

> out their order forms I do the drawing for the hostess discount.  That

> way, 

> that person knows they are going to get a pretty good discount (and they 

> usually add items to their order because of it).  Then all guests are 

> encouraged to fill out their order forms and bring them to either me (at

> the 

> front of the room) or my friend at the registration table (in the back of

> the 

> room). I do not do door prize drawing slips at this show because of the 

> number of people there.  Every person is asked all the questions, anyway,

> as 

> they place their order. 

> 

> Before we take the orders, we take all the tickets that have been

> previously 

> drawn for little prizes, etc. and put them back into the till with all the

> 

> other tickets.  We want everybody to have an equal chance at winning a big

> 

> prize (especially since some people may only have a few tickets and many

> have 

> a lot).   We take orders separately and then get together after all the 

> orders have been taken.  While the guests are mingling and tasting the

> food, 

> my helpers clean up the demo area.  My registration friend and I put all

> the 

> orders together.  As we have taken orders we have given out extra raffle 

> tickets for the guests who placed orders and booked shows.  We tally up

> all 

> the orders, bookings, etc.  HOLD ASIDE THE ORDER OF THE PERSON WHO GOT THE

> 

> HOSTESS DISCOUNT.  You can't tally her order until all the orders are

> done, 

> anyway.  

> 

> Don't forget to tally up any outside orders that have come in and give 

> appropriate raffle tickets out for them.  Last year I had two people 

> challenge each other for the winner of this one.  They brought in together

> 

> nearly $200 in outside orders.  They were very close, so since I knew the 

> total sales were going to be very high, I gave the winner a half-price

> item 

> and gave the runner-up one of the prizes I had put aside for that winner

> (I 

> think it was a 2 quart batter bowl).  

> 

> We then figured out (based on the basic kitchen show formula) what the

> bonus 

> points are, and how many half price items there are.  The sales were over 

> $1,000.  The bonus points were 5,000.  I gave one half price item to the 

> winner of the outside orders, raffled one off, and then raffled the entire

> 

> set of bonus points to one winner.  

> 

> The day after the show I contact anybody who said they were coming but 

> didn't, and all who wanted to place orders.  This, of course, will add to

> the 

> total sales of the show.  With the extra points that are accumulated you

> can 

> pick out some things for yourself and take the extra half price item as

> well. 

>  As I said before, I have assigned a "shadow" hostess for this show.  It

> is a 

> friend who volunteers to purchase the ingredients for the show and help

> you 

> set up in exchange for the 10% past hostess discount.  She also helps to

> act 

> as hostess to take some of the pressure off you.  So it's not really

> breaking 

> any rules, because she has been a hostess, but behind the scenes.  I keep 

> very good track of who won what, because I am the keeper of the receipts

> if 

> anything ever goes wrong with their products.  I have the order shipped to

> 

> that hostess in care of me, at my mailing address.  Then when the order

> comes 

> in, I separate it and deliver all the products.  

> 

> That's it in a nutshell.  This event is something that I look forward to

> all 

> year long.  There is almost a carnival atmosphere to it.  And believe me,

> the 

> guests who attended last year will attend this year, because they saw all

> the 

> things that people won and they couldn't believe their eyes.  Everybody

> had 

> so much fun.  Many guests told me I should do it twice a year to coincide 

> with the new products each 6 months.  God willing, I may actually be able

> to 

> do that this year.  Last year it was all I could do to stay active for the

> 

> rest of the year. 

> 

> Also, I want to point out several things that happen during the course of 

> this show.  People who have never booked a show will see the excitement of

> 

> being a past hostess.  People who may have considered being a consultant

> in 

> the past may be convinced to sign because of the sheer excitement.  I 

> actually got a potential recruit at last year's show but could not pursue

> him 

> because I was physically ill, and his daughter is anorexic and they were 

> concentrating on getting her better.  But this is a new year and he's

> still 

> interested, so who knows what will happen.  People who weren't planning on

> 

> spending much money when they got there may change their minds when they

> see 

> all the incredible dishes that past hostesses and customers brought that

> had 

> been made with our products.  There is such an incredible dynamic here,

> and 

> if you really keep your ears and eyes open, your business can sky-rocket.

> 

> That's what I'm hoping for this year.  

> 

> 

> If you have any further questions please feel free to contact me directly.

> 

> I have included the actual invitation below.  Please feel free to use any 

> part of it.  I also want to just note that most of the advice that I

> received 

> for holding this kind of show came from a dear on-line buddy, Nolachef.  I

> 

> just took her ideas and ran with it!  

> 

> YOU ARE CORDIALLY INVITED TO ATTEND

> JO ANN MARINO'S 2ND ANNUAL PAMPERED CHEF

> MYSTERY HOSTESS SHOW

> 

> When:  Saturday, March 6, 1999

> Time:   7:00 pm

> Where: 709 Old Barnstable Road, Mashpee

> 

> This is not your average Pampered Chef Kitchen Show!  The evening will be 

> full of raffle drawings - giving away (among other things):

> 

> - All the hostess bonus points

> - A half price item

> - The hostess discount

> 

> It's a MYSTERY because you won't know who wins the prizes until the end of

> 

> the show!  You can EARN your raffle tickets in the following manner:

> 

> - R.S.V.P. by March 1 (to Jo Ann Marino - 508-539-2939) 5 TICKETS

> - Bring a dish that you made using Pampered Chef products 3 TICKETS

> - Bring your hostess card and you will get 3 TICKETS

> - Bring an adult guest.  For each adult guest you bring you get 3 TICKETS

> - Book a show and you will get 10 TICKETS

> - Bring me outside orders.  For each order you bring you will get 3

> TICKETS

> - Show up by 6:45 pm and you will get 5 TICKETS

> 

> YOU'LL GET 10 TICKETS FOR PLACING AN ORDER.  GET 2 TICKETS AT THE DOOR

> JUST 

> FOR BEING A PAST HOSTESS!  EACH PAST HOSTESS THAT ATTENDS WILL GET THE NEW

> 

> SEASONS BEST RECIPE COLLECTION FOR FREE!

> 

> I'll demonstrate one new recipe and introduce all the new Spring/Summer 

> products.

> 

> THERE WILL BE A SPECIAL GIFT FOR THE ONE WHO BRINGS ME THE MOST OUTSIDE 

> ORDERS TOTALLING OVER $100!

> 

> This promises to be a fun and educational evening.  Last year's Mystery 

> Hostess won over $50 in FREE products!

> 

>                             J   J   J   J   J   J   J   J   J   J   J   J

>                 (in case this didn't transfer correctly - these are smiley

> 

> faces)

> 

> 

> You can see this not orginal - enjoy good business!!!!  Anita

