LIVE COOKING SHOW WITH FERIALE YAN

National Conference -- 7/18/06

I had the pleasure of sitting in on a live cooking show at National Conference  with Feriale Yan who has been a Consultant for 12 years and has performed 2,576 cooking shows.  She does about 4 shows a week and averages about $1,100.00 per show.  Her sales to date are over $1.8 million!  
Here are some tips from her show.  They include suggestions and her direct quotes.  You will notice that she mentions hosting a show and recruiting several times during her presentation in a “matter of fact” kind of way at times and very direct at others.  I personally know this method to be the “fogging technique” which is repeating yourself until it sticks … you know, similar to what you do to your kids to get them to clean up their room … repeat and repeat and repeat yourself until they finally get it.  Feriale also likes to offer the guests lots of options and you’ll notice them as you follow her show format below.  I hope you enjoy these tips and apply them!  I can’t wait to do so!!

· Do not put on your apron until you are ready to cook; allow yourself time to mingle as the guests arrive.  Without your apron, you are just one of guests and it gives you time to “meet and greet” the guests and have 1:1 time with some.

· Never let the guests see you set up the display

· Have host or someone else hand out packets

· Have host introduce you – it creates credibility for your guests (the guests see that the host believes in the Consultant by inviting her to her home to do a show; and it promotes an atmosphere of confidence between you and the host (team effort approach)

After introductions, Feriale mentions the 3 options below and if you notice, it basically gives the guest no choice but to have a party or become a Consultant.  Yet, they still are options.  Very clever!

The host’s job:  to invite friends, family coworkers and choose what kind of party she wants to do.

The Consultant’s job:  to entertain and educate you

End result:  I want to be your forever Consultant or the person who pointed you in the direction of having a profitable direct sales business

· Feriale begins by telling everyone she does a 45 minute show and she promises not to harass anyone about hosting a show or purchasing products.  What she does need from everyone is to promise to watch her do the show and pay attention because “you may just love to do what I do and if I do a really good job, you’ll either host a show or I’ll recruit you.”  Feriale reminds everyone that if they take a catalog and get orders for the host to let her (Feriale) know and she’ll add a gift to your order.  She goes on to say that she needs everyone to “validate your receipt (the order form) by filling in your name, address, phone number and email address.”  She tells everyone that the first “must have” item they need to check on the order form is the Season’s Best recipe book because it’s the best $1.00 investment you’ll ever make.  The book comes out twice a year and has great recipes for sharing with friends and family and at that price, you’ll want to order one for everyone you know!  They make great gifts.”

·   She also asks the guests to circle or check off items they are interested in but for “luxury items, don’t order them today, rather, have a show yourself.”  She reminds everyone to “watch what I do because you, too, can have this much fun and make money at the same time”.  

· “Let me tell you why you should invest time in having a show … if you want the best of the best like the Executive Cookware (make sure to provide details about the cookware), you need to have a show because you’ll get both sets of cookware for ½ off!!  And if you like the best of the best like I do, why would you pass up that opportunity?  Make sure you check off on the order form that you want to have a party and I’ll make sure you leave today with my name and phone number on your calendar.”

· Feriale likes to mention one high dollar item (i.e., cookware piece or stoneware piece) that she can’t do without (another “must have” item) and she gives the guests a short recipe to do in that item.

· Here’s where she throws (again) lots of options to the guests which leaves the door open for them to have to pick something:  “Every kitchen needs to have 2 kinds of mixing bowls in your kitchen:  a pottery set and a stainless steel set like PC’s set.  And for cookware, do you prefer the Generation or Executive set?  Is the microplane or cheese greater better for you?  Do you want to become a Consultant today or next month?  PC loves to give you options so just go ahead and pick one on your order form”  (I just love this line!!!!)
· “It doesn’t matter which item you pick because at PC, value and versatility is important and even if I didn’t talk about an item you may be looking at in the catalog, don’t worry because you’re going to get it anyway since it’s a must in your kitchen so since we just love to give you options, hopefully the next option I talk to you about is what month I’m going to do your show in.  And please make sure you come up to me and tell me what your favorite product is even if you don’t buy it.  I need to know that I impressed you today and if I did my job right, you will walk away with a favorite product of your own.  And whether you buy the product today, at someone else’s show in the future, or free at your own show, just make sure you get it!”

· When she mentions recruiting during her show, she used the following phrases:  “If you cook at home, why not do it and get paid?  If you don’t cook at home, good for you but why not get paid for it anyway?  Doing these shows isn’t about me and my ability to cook or not, it’s about the tools and what they do.  How they make cooking easier, how I can offer you quick and easy recipes … it’s all about the tools”.

· She sums up her demonstration by thanking everyone for attending and reminding them that she hopes she made an impression and “see you at your show”.

· While she’s reviewing orders, if she comes across an order form where the person expresses an interest in becoming a Consultant, Feriale will say something like “if you’re thinking of becoming a Consultant, let’s re-evaluate what you’ve ordered since you’re going to get some of these products in your start-up kit next month”.  This was another very confident way of recruiting someone right away yet still given them the “option” to order products today.

· I asked Feriale how many items we are to display at a show and she said she only takes what she’s going to use that day so for example, if she’s making a stoneware recipe, she’ll take stoneware stuff; if making a salad, she’ll take simple additions stuff, etc.  I’m so glad she mentioned this because this is one area that I’ve been struggling with as a novice Consultant.  But if you notice how confident Feriale is about guests having their own show, it really doesn’t matter if she didn’t bring specific products since that guest will have a show anyway.

· I also asked her how much time we are to spend at shows and I was surprised at her answer … 1 ½ to 2 hours including cooking time.  But just keep in mind that she’s done over 2500 shows so she has this down pact!  I’m sure with time, we can all achieve this.

Feriale uses a lot of power words and I think that’s important in capturing the guest’s attention.  Some of those words include:  “options”, “must have”, “luxury”, “versatile”, “will … can”, “our”.  I hope you enjoy all these fabulous suggestions from Feriale Yan.

Good luck!

Ines Hernandez

