Making the Most of the Mini-catalog

Mary McLoughlin, Senior Sales Director

Don’t you just love it! It’s small enough to fit into your purse, cheap enough to pass out in large numbers 

and it peaks interest in our new products and new Celebrations Shows! 

I challenge you to build your best fall season EVER with this tremendous marketing tool!


Ways to promote your business with


the new mini-catalog!





Keep at least five in your purse at all times. Give one to the bank teller, grocery clerk, pre-school teacher, dental assistant, next door neighbor, Sunday school teacher, school secretary …. – add at least five more people to this list!


Mail five every other day to: past hosts, potential hosts, potential recruits, preferred customers, friends and family, your list of 100, anyone you would like to have a show!


Put them in your spouse’s car and briefcase. He/she can pass them out to the office assistant, co-workers, parking lot attendant, wait staff at lunch.


The first week of every month, mail one to each of your hosts from that month the previous year. Add a sticker that reminds them that their 10% discount is about to run out.








Look what results past efforts have produced!!





I have placed 30 mini-catalog follow up calls from mailing, spent a little over an hour on the phone and produced these results:





$184.15 in sales


3 dated bookings


4 potential hosts to call back, 2 for kitchen shows, 1 for a bridal show


1 fund-raiser information packet sent to be followed up for next fall





With just the commission from the sales, I earned $1.60 each time I dialed the phone! Just think what these phone calls will be worth when I add in the commission from the booked shows!!





What to say when you dial the phone.





What irritates you the most about tele-marketing calls? For me, it’s the time I am wasting. If they would give their message in the first few sentences, I would a bit more open to what they have to say. We want to accomplish three things when we place these follow up calls:


Make a connection with the person from our past.


Tell them why we are calling.


Invite them to participate with The Pampered Chef by joining the business, hosting a show or placing an order.





We can connect by reminding them how we know them and thanking them for their past business and/or interest in The Pampered Chef. 


Hello, this is Mary McLoughlin from The Pampered Chef. We met at _____ show. Or we have talked in the past about _____.  





Next, we tell them why we are calling.


Have you been to a Pampered Chef show recently? Then respond with either; Did you see some new things that you would like to add to your collection? Or It sounds like it’s time to update your collection. I recently sent you a brochure about our hot new products for the fall. Have you looked through it? (Wait for the answer) What did you see that looked exciting to you? (Listen!)





Now we invite them to participate.


The Pampered Chef is celebrating our 25th Anniversary with lots of exciting opportunities for our customers. With 39 new products AND a $145 signing bonus, this is the most exciting time I’ve ever experienced to start your own PC business. I know that things change. Is now a time to take a look at starting your own PC business? Do you know anyone who might benefit from taking a look at our awesome business opportunity? What do you think about updating your PC collection by having a show? Remember, you can fill up your kitchen with those exciting new tools for FREE! Add in a statement that applies to what you have learned from your conversation. i.e. We can show off your new furniture! Your friends will have a great time getting together! If no, then: Did you see anything you would like to order for yourself or a gift? Perhaps you would like to collect orders for a catalog show instead. Would you like to see a current catalog first? 


Thank you for taking time to talk with me. I’ll stay in touch! 








How to create a mailing list. 





If you use the contact part of Pampered Partner, you can look through your contacts, decide if this is someone to send a mini-catalog and click on the Preferred Customer box. Once you have selected all the people you want to mail, go to reports and open the Preferred Customer List. You can then print both mailing labels and a list or directory that includes the phone numbers. Date the list when you send them a mini-catalog and again when you have made the follow up call. As you discover the people that want to stay on your list and those that you can no longer contact, you can keep the list updated by simply changing the Preferred Customer  box.











