Mega Show Agenda

Guests arrive, socialize, eat

Sell tickets for Chinese Raffle and Three Wishes

Call to order, welcome

Intro participating consultants

Brief info about latest products, bookings (“if you have fun tonight, remember that you can host a show in your home and have fun there, too”)

Host prizes – give a prize to the host with the most guests in attendance and one to the host with the most outside orders (dollar count, not order count)

Bingo

Last call for raffle tix

Chinese Raffle drawing

Quarter Mania

Last call for Three Wishes tix

Three Wishes drawing

Give away centerpieces (birthday closest to the date of the mega show)

Remind guests to place order with their table host, thank everyone for coming

Mega Show Description

Ann Szwarc

chefann@dannann.net
I’ve participated in a couple of Mega Shows with several other consultants. This document outlines what we did, and some tips to make your Mega Show successful.

We got a community center with a kitchen. We didn’t actually use the kitchen for much, but it was nice to have it there for cleanup at the end of the evening.

Each consultant who wanted to participate paid $25. This money was used to pay for paper goods and hall deposit up front. After the evening, when all the money was counted, any outstanding expenses were covered from the incoming funds. The remaining profits were distributed to the participating consultants based on the number of guests each had in attendance.

Consultants invited customers to attend or host a table. Table hosts were give the responsibility of inviting guests to fill a table (about 10 people), collecting outside orders (just like a “real” show), and bringing a PC recipe to share. Customers who were not part of an organized table were grouped by consultant at “Consultant as host” tables. Table hosts could, at their own discretion, bring additional beverages, such as wine, for their table.
Guest tables were set with a catalog, order form, pen (provided by the appropriate consultant) and 2 bingo cards at each place. Additional information, such as monthly specials and recruiting info, was also set on the table. Each table included a centerpiece and a large cup labeled “Quarters.” Most consultants also made sure there was a large envelope on each table for outside orders. 
Other tables throughout the hall:

· Chinese Raffle display – prize packages with a bowl or basket in front of each for tickets

· New product display – the products new to the current catalog

· Starter Kit display

· Three Wishes – three colorful gift bags, labeled “up to $35,” “$36-$75,” and “$76-$120” (or whatever breakdown you want to use)
· Buffet – all food served on this table. Place recipes from table hosts and consultants here. Include coffee, water and lemonade

· Bingo Prize table – all bingo prizes placed on this table, each prize numbered

As guests enter, direct them to the appropriate table and give them a paddle (2” x 11” strip of cardstock, numbered) for Quarter Mania. Invite everyone to partake of the refreshments, visit and purchase tickets for the games.
The games are the heart of the evening, and should be designed to make people want the items that are being given away. Bingo is the only place for those “I want to get it out of the house” prizes, since that’s the free game, and is an OK place to reduce costs.

· Bingo – this is the “free” game that everyone can play without purchasing anything. Have about half as many prizes as people in attendance, and it’s OK for them to be low-price items. We kept most of ours under $5 (mini serving spatulas, bamboo tongs, recipe card sets, seasonings, iSlices, etc.) with a couple around $10 (beer bread mix, etc.). Number the prizes and put corresponding numbers in a hat. One consultant calls bingo numbers, pausing only a few seconds between numbers (that keeps the game moving and makes it more fun). When someone gets a bingo, they come to the prize table, draw a number from the hat, and get the prize with that number on it. Keep calling numbers as they’re picking their prize – they can remember the numbers that are called or have a friend watch their card. People are allowed to win multiple prizes. Keep drawing until all the prizes are gone. It’s also a good idea to take a few Season’s Best books as spare prizes, because there will probably be a tie on the last number, and then everyone who got a bingo on that number can get something.
· Chinese Raffle – sell tickets throughout the early part of the evening, $1 each or 7 for $5. If you have 2 colors of tickets, people will purchase 2 sets, thinking one may be more lucky than the other. Prizes should be around $40, and can consist of several items bundled together. Place a small bowl or basket in front of each prize. When guests purchase tickets, give them both halves of the tix. They keep one half of the strip (the “Keep this coupon” side), and place the other tickets into the baskets in front of the prize(s) they would like to win. The more tix they put in each basket, the more chances they have to win that prize. Prizes are “Take-home,” in that the winner gets to carry it home with them at the end of the evening.
· Quarter Mania – this is the main event for the evening. All prizes for Quarter Mania should be kept out of sight until they are being presented. Make these popular or new items. To play, a consultant introduces and describes the prize, including the “buy in” cost to play, expressed as a number of quarters (“It is only 3 quarters to play for the fabulous Ultimate Mandoline.”). Everyone who wants to participate for the current item places the appropriate number of quarters in the cup on their table and raises their paddle. A runner from each table brings the cup to a central bowl and pours the quarters there. We found it advantageous to keep the money collected from each item separate so we could track what was the most popular and check that we covered the cost of each item. Once all the quarters have been collected, the “auctioneer” draws a number from a hat. If the guest with that paddle has it raised, they win the prize. If they chose not to participate for this item, another number is drawn until the prize is awarded. Start with some lower-priced items until the crowd gets the hang of the game, and then move to a few high-priced things. It’s also a good idea to work out the items so that if someone chooses to participate for all of them, they’ll use one roll of quarters (40). The highest “priced” item we had was the Roasting Pan for 8 quarters. These, like the raffle prizes, are “take-home” prizes. (Please note that if your total attendance is low, you will probably want to limit the number of high-priced prizes to limit the risk of not breaking even on the event. Conversely, for a very large group, you can reduce the buy-in cost on high-priced items or even offer a “Mega-Item” like a cookware set.)
· Three Wishes – this game is last so that people who didn’t win what they wanted in the raffle or Quarter Mania will play. Sell slips of paper 7 for $5. Participants write their name and the name and price of one item from the catalog on the paper. They can write the same one on all 7 pieces, or make them all different, or any combination. They put the slips into the appropriate bags based on the price of the item. Draw one slip from each bag. The person whose name is written on the paper wins the item they wrote down. Their item goes onto their order, with payment covered by the money collected from the sale of chances. Hosts should be told to encourage their guests to purchase Three Wishes chances, because any winners will increase the host’s show total. At the second mega show we did, people wrote combinations of items, which cut into the profit for the game. Stress that they can only include ONE item on each piece of paper.
Consultants collect orders from guests at their tables. Each table is submitted as a show, with the appropriate host benefits awarded to the host. They get credit for any bookings from their guests, just like a regular show.

We also had blank envelopes at each table. Guests who wanted to be invited to the next mega show were instructed to address an envelope to themselves and give it to their consultant.

