Karen Phelps Training—January 3, 2011

Things are the way you want them otherwise you would change it.

Step 1

Set a goal.
How much do I want to earn from each January party?

Need to goal or Want to goal

Need to: always focused on the minimum versus what you really want.

Set Want to goals—they are always higher than “need to goals”

What do you want to do with the $$ you earn in January?

How many times are you willing to go out to do parties?  Think about working weekly NOT monthly. Monthly makes it a hobby…weekly makes it a business.

Take a calendar for Jan 2011

Put a star by every day you want to work in Jan…set aside calendar.  Then go to karenphelps.com and click on hand out link.  There are 2 sides.  

Only list the dates available in the next physical week. Keep 1 week grouped together and on the back side list the next week.

List at least 3 open dates on each side.

“Bonus Date Special Offer”

How much are you willing to spend or use for special promotions??

$10, $20 or $50 a party.  How much do you have budgeted for promotional purposes? What is my marketing strategy?  Emails?  How many times?  At least twice a month is her recommendation.  Are you working on re-orders?  Are you asking for referrals?  

To entice customers to book early in the month use the Bonus Date Special Offer.  If the company doesn’t offer one, do it yourself.  When choosing the special offer think to yourself, “Would I act now?”  Is it too hard to resist? {Karen would, double the host free benefits. Or ½ more in free products. She would add $100 in sales to the party total. She would put a min party level at $500} You could use a “Free Mystery Product” prize as a giveaway.
“I have a couple special bonus dates.  If you choose one of these parties you will get an additional $100 in orders on your parties so you get credit for a $600 party instead of a $500.”

Action steps:

Figure out what a hostess would receive.  Take $200 over what the company average is.  Talk about a $700 plus 3 bookings.  Talk about what the hostess will receive for hosting that party.  Look in the catalog and pick out items for each host benefit areas.  Total up the retail amount for the items.  Use the hostess benefits program and total up the hostess investment amount. How much is the hostess going to save?  The word “cost” is a negative trigger.  Figure out what the percentage of savings is.

Create value for the customers.  Find out what the percentage of savings is to customers.  Look at flyers and ads from businesses and copy them.  They entice customers and you need to do the same.  You are not begging and groveling.  You are offering people the opportunity to shop for anything they want out of the catalog at a substantial savings of 60-80%.  Where else will get that kind of savings?  People don’t 
book parties because you don’t understand all of the benefits of hosting a party.  You are doing them a favor!
Step 2: 

 Know how to promote your company’s special.
If your company has a special in January, don’t let the host know what the specials are.  You don’t want people to book only for the special.  You have to be careful about releasing the details when if you aren’t ready to book for that time.  

Take the info and the pictures and put them in an email or flyer.  Leave the dates off.  Then send it out saying, “Call me for my available dates”. If you are going to use the company flyer leave off the dates of the special.  Create a sense of urgency.  “Only a few dates left for this special bonus offer”. “ I know you have a lot of product that you’d like to earn.  It would be great if you could earn twice as much wouldn’t it?  You know I have only a few dates left for double credit.  It would be great to earn twice a much wouldn’t it.  You know I have bonuse dates open for double credit.  The bonus dates I have are the ____ and  ____.  Which one would work best to earn your extra FREE products?”  It is the way you present the offer that makes it special.

Step 3:

Start early to book January.

1. Create your list and segment it.

a. Create a conversation.  If you need a script it will be easier for you to segment your list so you can adjust your script according to what their needs were i.e. if they told you to call them back at the beginning of January. 

i. Call me back at the beginning of January

ii. Hosts that booked last January (keep their guest list)

iii. Guests who attended parties in Nov/Dec and didn’t book

iv. People who are on “maybe later” list

v. Previous hostesses who told you they would re-book

Step 4:

Prepare for call and know what you’re going to say.

(Karen’s program teaches how to get 3-4 bookings at every party.)

Before making phone calls:

Go to the mirror and pick up the phone then smile at your reflection. When you’re looking at yourself you start thinking, “gee I look stupid”.  Then you start to laugh.  You know what happens when you start to laugh?  You release endorphins that are built up from the procrastination of making phone calls.  Get yourself all psyched up before making calls.  While on the call you should get up and walk around.  That creates more energy.

Script One: Guest who said she would book 1st of year
“Hi __________ this is _________ from The Pampered Chef.  I know you wanted to host a party after the new year and I’m really excited to tell you about the bonus offer I have.  It would be wonderful to receive _(Your special offer)_ in addition to the normal host benefits, wouldn’t it?  [In January: It would be wonderful to receive twice as much in FREE products, wouldn’t it?] I have a few bonus dates left and I wanted to make sure I called you, so you could take advantage of the special bonus.  The dates I have are ________ and _________.  Which one is best for you to receive your special bonus?”

www.karenphelps.com/promo.html “The Whole Enchilada”

Script Two: To call past customers for bookings
“Hi _______ this is _________ from The Pampered Chef and I wondered if you could help me out a minute. Can you share with me what your 1 or 2 favorite items you’ve been enjoying are and why?  (your questions are based on the products) Thanks for sharing.  May I use this in my newsletters and flyers?  Thanks for helping.  It is obvious you like our products and I’d like to help you out if I can.  Would you be open to exploring the possibility of earning some free products and a special bonus gift in January by having some fun friends over for a fun evening?” 

 If yes, “I have a few special bonus dates they are ______ and ______. Which one is best for you?”

If no, “Is that ‘No, not ever’ or’ No, but call me back at a later date’?”

Ask for referral: “If you are not interested in this offer, who do you know that might be interested.  If you give me their name and number I’ll only call them once.  I promise I won’t harass them, but should they decide to book a party I will give you an item for a discount at their party.”

Step 5:

Hostess coach to get guest list back.
You cannot leave your business in your hostess’s hands during January.  Mail out the invitations for the host in critical months.  Offer a small gift to get guest list back in 3 days by mail, fax or email.  

If you are mailings invitations for parties the first week in January, you want to make sure that they arrive a few days after Christmas.  You do not want your invitations to arrive with the Christmas mail.  They will forget about it.  People get so much junk mail the days leading up to Christmas.  Have the invitations all ready to go then mail them on Christmas Eve (the 24th).  That way they will receive the invitations on Dec 27th or 28th.  

How do you make sure that people are really paying attention?  Don’t rely on hostess.

1.  As soon as the party is booked have the hostess send a text message to friends, telling them to save the date!

2. As the consultant, mail out the invitations 10 days prior to the party.

3. Send an email invitation 10 days prior to the party.  Many people don’t check email daily.  Do not ONLY send email invite!!

4. Have the hostess call the guest 3-4 days before the party, anyone she hasn’t gotten an RSVP from. (tips in Karen’s Increase Your Party Attendance CD to get people to RSVP)

5. Day of the party have the hostess send another text to remind friends about party.

Step 6:

Work the first week in January.

Host a Toast to the New Year party the first week in January.  Offer hostess to bring a bottle of sparkling grape juice or champagne.  Then go to Costco or party supply store get plastic champagne glasses.  Have everyone go around room and introduce themselves and share their New Year’s resolution.  Then do a toast to the New Year.  
Step 7:

Book lots of Nutty Buddy parties. 
When you do this you’ll have less cancellations and postponements. You have 2 hostesses booked.  Sisters, coworkers, mother/daughter.  Do 2 parties at one time.  Give each hostess a host packet.  

Carol and Sue have a party.  The party is at Carol’s house.  Each person invites their own friends and family.  If they are coworkers then you’ll just split the orders down the middle. Carol gets credit for her sales and bookings and Sue gets credit for her’s.  

When filling out invitations, in the address area put:  “At Carol’s:  555 Blank Slate”  Don’t just put the address because people don’t read everything and will assume the party is at Sue’s house.  

The hostess with the highest total that night will get a special gift from me (consultant).  Go out 1 time and get 2 shows!!  

Step 8:

Cash for Clunkers! Or Junk in the Trunk.

Have guest bring old things.  Old bakeware.  Consultant bring sticker and put a number on each item.  For example: if 8 people brought old items then you’ll number each item with a sticker 1-8 and place them on the living room floor.  Let the guest votes on the worst clunker.  The winner gets $10 off their purchase of $50 or more…or a small gift (or whatever).  The other participants get a gift out of the prize bags.  

Step 9:

Promote Valentines Special.

Promote items that make great Valentines gifts now.  Create a huge romance basket.  Wrap it all up and put a pretty bow and wrapping around it.  Carry it to all of parties.  Take a picture of it.  Use it as a promotion for hosts from Jan 15-Feb 15.  The value should be around $100.  It should include; nice wine glasses, bottle of wine, good chocolate (Dove or Godiva), gift certificate to a popular restaurant (restaurant may donate when you let them know that it will be part of a giveaway and will be in front of XYZ number of people during the promotion), put movie passes, scented candles, bath salts.  You can add company products, but it doesn’t have to be all company products.  Take a picture of the basket and send it out in your newsletter.
Offer it to the hostess who has the highest sales during that time period.  Create a poster that has little hearts.  Offer raffle tickets to hosts.  Hosts earn tickets for various things like; 5 tickets for choosing from the Open Date Card, 3 tickets for guest list in three days, 1 ticket for each $100 in sales, Bonus tickets for $500 or $1000 party, 5 tickets for 1st booking, 10 tickets for 2nd booking and 15 for 3rd booking.  Tickets can be earned also by, 5 tickets for 10 buying guest in attendance and 5 tickets for having $100 in outside orders.

How do I prepare for recruiting?

Have a list of people to contact at the beginning of the year.  

Have a plan of action.


Do an opportunity event.


After Christmas say, “Wanna pay off the credit cards and Christmas debt?”

I’ve moved to a new state and don’t know anyone?

Be out an about.  Join network groups.  Go places.  Go out with children (your own or grandchildren).  While shopping, just start a conversation.  “Isn’t it nice to be home with the kids during the day?”  Be places where there are SAHMs. Prepare a mini commercial.

“One of the things I love about my job is I get to give away free and discounted cooking tools to people who invite me and a few friends for a fun evening. Who do you know that might be interested?”  Wait for her to talk.  Then say, “Well can I give you a card or can I take your information to mail out a catalog?”

How do you overcome the objection t is too soon after the holidays!

I hate for the holidays to end it is always such a letdown!! You know one of the things I love about having parties in January is after the New Year it is a way to extend the holiday season and feeling.  In fact, you may want to keep your holiday decorations up. A lot of people get cash at Christmas.    Have all of your specials and bonuses ready when before you make your calls.

Get excited about your business.  When you are excited people can’t help, but get excited too.  When you love what you do you will attract people to you.  
