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The Recipe for Success gives a detailed explanation on how to plan a Fundraiser Kitchen Show.  Let’s expand on that idea!  Here are some additional tips that will help you meet the needs of an organization seeking our services to raise money for their cause.

1.  Understand the pay structure and benefits of offering a Pampered Chef Fund Raiser.

As you know, Pampered Chef contributes 10% of sales less than $600 and 15% of sales at $600 or more.  An additional $3 is donated for each booking secured from the Fundraiser.  Consultants are paid either 15% or 17% commission (depending on whether they’ve reached $15,000 in career sales).

2.  Understand WHY our commission rate is less than it would be for a regular Kitchen Show.

The cash benefit of a fundraiser is much more "expensive" for the company to give out.  In other words, if we give out $100 in cash, we can give out $200 in merchandise.  That's why we get paid less on a fundraiser and the organization receives 10-15%.  Although the commission rate may be lower, the total sales from a fundraiser count toward monthly sales totals (which can, of course, increase the commission rate of Kitchen, Catalog and Bridal Shows).  Also, each $1 of a fundraiser sale counts toward incentive trip points.  We have often seen fundraiser totals surpass even the above-average kitchen show.  Director Ann Anderson had a $17,000 fundraiser.  With her 3% director override, her commission was 20% and she earned $3,400.

3.  The consumer receives the full value of our product WHILE helping to raise funds for a worthy cause.

The really awesome thing about our fundraiser over others is that people are getting dollar for dollar value from our products.   Our product line is not "marked up" in order to create additional funds.  In other words, customers are not paying $7 for a $3 roll of wrapping paper or $8 for $4 worth of cookie dough or $10 for $4 of caramel corn.  The consumer who wants to help a worthy cause is getting the actual value of the product for their money WHILE helping to raise funds. When you explain this to your fundraiser’s participants, they are able to turn around and share that with people they are asking to place orders.   Because consumers are receiving the real value of the product, we have found that they are more likely to spend $25-$40 on Pampered Chef tools rather than $10-$15 on something like wrapping paper or coffeecakes.  I just did a fundraiser for a badminton team with 40 girls who collected a total of 127 orders.  Each order averaged $63.11 with the show total closing at $8,015.50.

If you can plan the fundraiser during a month that offers a free product with a $50 purchase, that’s an additional value for the customer.  In the case of our fundraiser, each girl only needed to collect five orders at $50 each to meet her goal of $250.  We had 65 garlic presses given away for free in our fundraiser.

Another benefit for the consumers is that most of our products are not consumable and they realize the long-term usefulness of their purchase.


4.  Fundraisers create an additional resource for future business.  

Another advantage is the opportunity to generate bookings for future Kitchen Shows.  Consultants should be emphasizing the advantage of adding an additional $3 per booking to fundraiser participants.

Fundraisers also allow you to continue to build a wide and deep customer base.  The badminton fundraiser gave me 40 new families in the areas that are now leads (the families of the students) PLUS all of the people who placed orders.  I plan to include a thank you note, a host benefit flyer and information on fundraisers with each order’s sales receipt.



5.  Should I donate a part of my commission to fundraisers?


There are always the intangible benefits of playing a part in helping others.  Depending on your own financial needs and your connection with the particular organization, you will need to decide whether donating all or a portion of your commission is feasible.  Before offering to contribute, be sure you assess the goals of the organization.  I enjoy offering a portion of my commission to my customers who choose Pampered Chef as their fundraising venue.   I find it especially rewarding when the fundraiser is for someone with whom I have a friendship or an organization in which one of my children are involved.

6. Should I do a demo or provide refreshments at the Kick Off Meeting?


This depends on the organization and what you and the fundraiser coordinator agree upon.  I think it is always best to kick off the fundraiser with a live demo so people become familiar with The Pampered Chef and get excited about the products when they see them in action.   You may decide to do something fun and simple (no bake) like the Mango Salsa Sundaes or quick and easy Tapas.  Keep the demo portion of your presentation short – no more than 20-30 minutes.  Prep as much as you can ahead of time.  If there is a very large group, you might want to select a particular recipe and ask the chairperson to find volunteers to bring the food.  The most important thing to emphasize is that our prices are not inflated in order to earn money for the organization.  Focus on the value of our products and that everyone loves Pampered Chef.  Reinforce the fact that our products are useful for everyone—everyone has a kitchen!

Organizing a Successful Fundraiser


1)  Develop a Plan for Success

The very first thing you want to do is find out what your organization’s goals are.
    • What is the money going to be used for?  Is it for equipment, a training trip, medical expenses, uniforms, etc?
    • How much money does the organization want to raise?
    • Is this their only fundraiser?
    • How many members are there in the organization who will be participating?
    • What is the time frame?

2)  Set Goals

Work with the fundraiser’s coordinator to determine what their sales goal will be.  For example:  The badminton team wanted to raise $2,500.  I offered to donate 10% of my commission, making the total percentage earned by the organization 25% of the sales.   (Please note that as an NSED, I receive a 4% override on my personal sales, making my commission rate for this fundraiser 21%.)  In order to reach the $2,500 goal, the organization needed to collect $10,000 in product orders.  With 40 girls participating, each team member needed to collect a 
minimum of $250 in orders.  By breaking it down this way, each person then has a very specific goal to reach.  We also came very close to meeting the goal with only 37 girls participating.  The average amount of orders collected per girl was $216 which generated $8,015 in sales and earned $2,003 for the team.  I still earned $881 in commission after the donation.

3)  Present the Plan to the Participants

If you are not presenting a Live Kitchen Show, let the fundraiser coordinator know that you would like to make a presentation to the group to “kick off” the fundraiser.  If the children’s groups you will want the parents to attend as well.   Ask the fundraiser coordinator to share the team’s goals and explain why they selected The Pampered Chef.  During your presentation, explain how the consumer receives the full value of our products. 

Be sure to cover these points as well:
    • How to collect orders.  (In person and/or through your website.)
    • How to add up orders. (Explain tax and shipping.)
    • How to collect payment. (Who to make checks out to, charge card info.)
    • Monthly Guest Specials and Product guarantee
    • Review organization goals and individual goals.  (Explain that the goal is based on product total before tax and shipping.)  

    • Delivery (When, where and how they will be notified for pick up)

4)  Offer an incentive.  

I wanted to reward the girls who went beyond the target amount, so I offered anyone who collected $300 or more in orders a $10 Bath & Body gift certificate and the top person with over $300 in orders received a $25 Express gift certificate.   Seven girls collected over $300 in orders.  Even paying out for these incentives and the donation, I still earned over $800 in commission.

5)  Utilize your website.
  

We gave the group specific instructions for utilizing the website.  This allowed them to offer the opportunity to 
purchase Pampered Chef products to friends and family members who live out-of-state. Several orders came through with Direct Shipping.  We had even more success with this way of receiving orders in December when we did a $5,000 fundraiser for a cancer victim.  80% of the orders came through the website and almost all of them were direct ship.  This made it much easier to sort through and distribute the remaining products.  
Because this fundraiser took place shortly before the Christmas holiday, customers were happy to utilize the direct ship option and receive their products quickly.

6)  Provide Materials.
  

We gave each student a flyer with instructions, two catalogs (one to keep and one to use to pass around) and 10 outside order forms.  We instructed each girl to put her name on the top of each order form.  We “packaged” these items in large white envelopes and made labels for the envelopes with the team name, fundraiser name, 
turn-in date and location.  Our flyer read as follows:

EAGLES BADMINTON TEAM --- A PAMPERED CHEF FUNDRAISER

Dear Team Members,
      Congratulations on choosing an excellent company to assist you in raising funds for your team activities this year.  The Pampered Chef® is a well-respected company with a large selection of high-quality kitchen 
tools.  You will find that people LOVE these products!  The nice thing about this fundraiser is that the customers who purchase products to support your team will pay the actual value of the product, knowing 
that 25% of their purchase will be going directly to your team! (Other companies often inflate the price of the merchandise to cover their contribution.)  Pampered Chef products are a great value AND are all 
guaranteed for a minimum of one full year from the date of purchase!

EARN A $10 BATH & BODY SHOP GIFT CERTIFICATE AND a $25 EXPRESS GIFT CERTIFICATE!

In order to meet the team goal of earning $2500, each team member will need to collect a minimum of $250 in orders (product amount).  If you collect $300 in product orders or more, you will receive a $10 Bath & Body Shop gift certificate as a thank you for meeting your goal!  The top person with at least $300 in product orders will receive an additional  $25 Express Gift Certificate!


IT’S EASY TO COLLECT ORDERS!

IN PERSON
Pass around the catalog and collect orders from friends, neighbors, family members – anyone you know who has a kitchen or likes to eat!  Use the outside order form to take orders.  Ask customers to write checks out to you (or one of your parents).  We will need just one check written to The Pampered Chef® Consultant to cover all of the orders you collect.  If customers prefer to pay by charge, be sure to clearly write down the name on the card, charge card number, and expiration date on the order form.  We accept Visa, Mastercard, Discover and American Express.  You will be using a 7.75% tax rate.  

To figure out the order total, follow these steps:

1.    Add up the product amount.
2.    Multiply the total product amount by7.75% for tax.
3.    Multiply the total Pantry amount by 1.25% for tax.
4.    Add a flat rate of $3.25 for shipping.

ON-LINE

Direct people to view products and place their orders online.


Website Instructions:
    • Visit www.pamperedchef.biz/nancyjo
    • In box “Order Pampered Chef Products”, press “Include Order”
    • On next screen fill in organization name: High School Badminton Team
    • Next screen, place item numbers of products ordered as directed.
    • On customer address screen….please fill in as follows:
                Customer First and Last Name
                In 1st address box, the Student’s Name
                In 2nd address box, Customer’s Home Address
    • Proceed with payment information as requested to complete your order.  

    • We accept Visa, Mastercard, Discover and American Express.

    • Thank you for supporting our team!

ALL ORDERS (WITH PAYMENT) MUST BE TURNED IN TO COACH BY FRIDAY, MARCH 11, 2005


If you have questions, please call:    

Nancy Jo Ryan, The Pampered Chef®, 
708-342-0979   topcluster@mac.com

7)  Teach the participants how to ask for orders.  

We created the following script for these high-school students to use when making phone calls.
”Hi _____ !  This is _______
I’m a member of High School Badminton Team and we are currently holding a fundraiser to purchase equipment for the team.  We are working with The Pampered Chef®, which is a well-respected company that sells high-quality kitchen tools.  Our consultant has offered to donate 25% of the purchase price of each item ordered to our team.  I need to collect orders by Friday, March 11. Anyone who places an order of $50 or more will also get the Pampered Chef’s Garlic Press, which normally sells for $15.50,  for free.  Would you be interested in placing an order and supporting this fundraiser?”


If they say no, thank them for their time.  If they say yes, continue with:

“I can show you a catalog or, if it’s easier for you, you can go to a website and place an order online.  Would you like the website address?”


If they want to order online, direct them to the website and read the online ordering instructions on the back of the order forms you have.      www.pamperedchef.biz/nancyjo


If they want to see a catalog, set up a time to meet with them.


