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“We, as a Pampered Chef Consultant on the Backus Team, promise to set a sterling example by going above and beyond to provide the best customer service possible!”

1. Product Knowledge
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You cannot sincerely back a product that you know nothing about!

i. Know 3 things about EVERY product you intend to demonstrate at your show

1. dishwasher safe?

2. warranty

3. features, benefits, time saving, quality compared to another brand, etc.

4. maybe is it easy to clean?

5. maybe other uses?

6. maybe how it helps with a particular recipe?

ii. Use them regularly before the show so you’re comfortable with the way they function – especially the Ultimate Mandoline, Cookie Press, etc.  Do NOT wait until you’re at the show to learn how to use a product!

iii. Take PRODUCT TRAINING quizzes on Consultant’s Corner – under Online Training Center.  You’ll learn a LOT!
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2. Host Coaching
a. This is the most important part of a show!  You cannot be successful AT the show without having people there to be successful with! 
b. Use the 6 Hostess packets provided in your kit.  Feel free to add to them if you feel necessary.
i. These need to be delivered about 2- 3 weeks prior to the date of the party
ii. If you didn’t meet your host at the show, make an appointment with your host to ensure that you have 15-30 minutes to go over all the information in the packet and have time to specifically go over the guest list and “how” to invite guests.  
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Always make sure you answer all your host’s questions and that when you leave, she is excited and confident in planning her party.
c. Use the Host Coaching Guideline found in your Business Guide.  This is an invaluable tool!  You can print off the sheet and use one for each hostess.  I have a notebook with 8-10 fresh new ones to go.
d. Stay in touch with your host – before leaving, set your next contact date (to check on the RSVP’s, to plan the menu, etc.)
e. Help your host think BIG!  Most hosts don’t realize that $300 is a SMALL show!  Circle $1000 and write “our goal”……and give them the tools to achieve it!  
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Have your host make a wish list of everything she would like to have out of the catalog.  Show her how much of that she could get free, ½ priced, etc. with a $1000 show.  

ii. Encourage her to make and keep a detailed guest list of at least 40 people.  Give her a different perspective – “If you were inviting people for your wedding, who would be on your guestlist?”

iii. Consider doing the invites FOR the host – hand her 10 to deliver to folks she meets during the day, but YOU do the inviting.  My hosts who have taken me up on this have had $800+ shows!

3. Choosing the Perfect Recipes
a. Make sure you are practicing at least 2 recipes a week until you are comfortable with them and have a nice selection to choose from.  The recipes that you’re practicing should be from all catagories – appetizers, main dish, dessert
b. Put off selecting the menu until 4-5 days before her party.  Until you have a firm RSVP count, you will not know how many people she is trying to feed!  You may need to adjust the recipe and/or quantity; also, how timely you will be when weather turns foul and you are serving warm hearty soup!
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Do not let your host overwhelm you with recipes!  Simply redirect her to a place where you’re comfortable.
d. Make sure the recipes you will be demonstrating use a wide variety of products.  Always TRY and use items from the major product categories – Cookware, Stoneware, Forged Cutlery, Simple Additions.
e. As a bonus if there are more than 12 people, consider adding one simple recipe that you can have half-prepared before you arrive.  Desserts with a cookie or brownie crust work great for this.  This will allow you to be more organized and help keep your demonstration time to a minimum.

f. If you choose to do the grocery shopping for your host, have as much pre-washed, pre-diced, pre-measured as possible.

4. To Bring……or not to bring!
a. I recommend ALWAYS bringing the following;
i. [image: image8.wmf]Your Briefcase with plenty of paperwork!  Make sure you have plenty of catalogs and order forms for all guests.  Also carry replacement parts order forms, Recruiting information, Host Packets, pens, and a calculator.

ii. Booking Calendar

iii. [image: image9.wmf]Tool Turn About with all small tools/gadgets

iv. Cookbooks

v. Your Starter Kit

vi. Seasonings and Oils
vii. Deep Covered Baker.  ALWAYS.  At Every Show!

b. Things to have, but not necessarily unpack for display
i. Products that are top sellers that you may not be demonstrating that evening – Other stoneware, Easy Accent Decorator, Rotary Grater, Ultimate Mandoline, etc.
ii. I also only recommend that you bring these if you have an organized packing system (the Show-To-Go bag, suitcase, etc.)
c. Things to NOT bring unless specifically requested by your host
i. Stemware!!  Only bring if using in a recipe, the host requests it, or something special is happening with it (featured recipe, sale, etc.).  These are delicate and bulky and will take extra time to unpack and repack.  It will also clutter up your work space.

ii. Everything you own!  It was difficult for me to leave anything at home when I first got started.  I was so excited about all of my products that I wanted to bring EVERYTHING!!  I soon discovered that having too much is TOO MUCH!  If you have too much to look at, you won’t see it.  If you are showcasing a few items, those will be seen.  Think of a store display window.  Also, remember – you want your job to look EASY!
5. All packed up and ready to go……now what?
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You’ll want to arrive at your host’s house one hour before her party is scheduled to begin.  She needs to be aware of this during your host coaching with her.  
b. Do not arrive at her front door loaded down with crates, bags, boxes!  Make sure you can walk through her door comfortably and at minimum shake her hand (hug if you’re comfortable!)
c. Take a look at area chosen for the display and discuss how you’d like to arrange things.  If you need to move furniture ASK FOR PERMISSION!  Let your host know that everything will be returned to it’s original location before you leave.

d. Unload your vehicle  and begin your set up!
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Set up your work station first!  This is the focal point of your presentation and should be the first thing ready.  If you are right handed, set up your tools on the right.  Use your Stackable Cooling Racks for extra “shelf space” on your left.  Make sure your work space is not cluttered and guests can see clearly what you’re doing.
ii. Next, set up your display table with new products and/or sale/featured items.  Guests will be drawn to anything new and exciting that they haven’t seen before.  It is vital that you practice setting up and taking down this display so you can do it blindfolded in less than 10 minutes!!  
iii. Set out your cookbooks and seasonings in the center of the room for easy access.  Guests love to flip through the cookbooks and smell the seasonings.  These make great add-on sales later!!  
iv. Get your guest folders, pens and paperwork out.
v. After these things are accomplished, move into the kitchen and spend the remaining time in the kitchen preparing your recipes.  
1. separate your ingredients for each recipe for quick grab-and-go; use Food Prep bowls and Pinch Bowl Set.
2. place the ingredients for your first recipe on your work table 

3. keep your work area in the kitchen clean – clean up a couple dishes if there are any closeby.
4. have a basket/crate/bag accessible for dirty dishes

5. have a Handi-wipe, Bamboo Bar Towel, dish towel and/or paper towels at your work station

6. Once guests start arriving, be ready to wrap up your kitchen time

7. Greet your guests – don’t be the ‘standoff consultant in the corner’ ; be approachabl
6. It’s SHOW TIME!!!  Don’t Panic!!!  
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First, make sure your hostess isn’t waiting on any other guests to arrive.    
b. Next, introduce yourself.  Remember…….you don’t “DO” Pampered Chef and you’re not “JUST” a consultant!  Show the enthusiasm and excitement you have for your business!  

c. Begin with a simple ice-breaker.  DO NOT ask everyone to go around the room and “tell us your name and your favorite PC product.”  Instead try something like, “tell us your name, your age, and how much you weigh….”  Instead of groaning you’re liable to get some raised eyebrows and laughter…..this will put everyone at ease and set a light tone for your demo.
d. Have your host join you up front and thank her in front of all her guests for allowing you to do her party.   If you have a small hostess gift for her, present it to her at this time.
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Ask if there are any “first timers” or if someone brought a guest

f. Quickly, but thoroughly, go through how to fill out the order forms.  Draw special attention to:

i. Complete addresses,  phone numbers and other contact info. 

ii. Direct shipping rates
iii. Round Up From the Heart Donation block
g. Identify any past hosts in the audience – have them tell everyone how much free stuff they earned at their party!!
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Quickly share with everyone the host and guest special for the month and how they should write it on their order forms.

i. Let folks know what kinds of payments you’ll accept; add some humor!

i. Cash, check, charge, or the happy hubby plan – a little bit of each?!!
7. Begin your  recipe demonstration
a. Always introduce the recipe you are doing and where your guests can find it.
b. Every time you place your hand on a product talk about it!

c. Tell LOTS of stories – if not your own, about a customer who had it and loved it, about a clustermate who shared a new tip for it, about a relative who called you and ordered several as teacher gifts, about your girlfriend who uses it when she makes her award winning pies/pastries/torte… 
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Encourage guest involvement!!  Have folks come up and help you demonstrate the Garlic Press, Food Chopper, Ultimate Mandoline, Forged Cutlery, etc.  This will help you identify Booking Leads and Recruiting Leads!!  It will also help get that guest’s order total up.  When folks try things out that they want, they’ll usually add it to their order form.  This also takes some of the pressure off of you and makes your show more enjoyable for your guests because it’s interactive.  Make them feel even more special and bring an extra PC Apron along for them to wear.  Tell them afterward they’ve already done the hard part; now they need to just tell you what they will spend $400-1000 a month on!
e. Bring your products to life.  Bring a non-Pampered Chef item to compare products with, pass around a can that’s been opened with the Smooth Edge Can Opener so they can see up close how awesome it is…….the more products they have in their hands, the more they’ll want.

f. KEEP IT SIMPLE!!  The recipe is a means to demonstrate the Products……NOT the other way around!!  Recipes that folks can easily duplicate at home are going to be the most appreciated. 

8. Use em’, don’t lose em’
a. Those minutes a recipe is baking can be used to your benefit!!  Give your guests a catalog scavenger hunt to do while you do repetitive steps.  A scavenger hunt sends them through the catalog looking for answers…..like “what page can you find the Garlic Press on?” or “what is the warranty on our Stoneware fluted pan?”.  

b. This serves three purposes…One – it keeps their attention focused.  Two – it gives you the time you need to make the transition between recipe steps.  Three – it will serve you well in booking and recruiting later if you include key questions about those topics!
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This is also a perfect time to pass out the door prize slips.  Don’t hand these out at the beginning……they don’t know you yet!  It’s like getting them to kiss you before you’ve even gone out on a date!     By the middle of your demonstration, their first impressions have been made and you’ve established yourself as a confident, fun, entertaining consultant……and they’ll be more apt to mark the “maybe” and “yes” boxes instead of marking “no” right off the bat!  Also, by this point, you’ve had a chance to plant the recruiting and booking seeds…
9. Dinner is Served!

a. While your guests are eating, take this opportunity to share the following;
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Hostess Benefits – even though some people have been to lots of Pampered Chef parties before, very few of them truly grasp the generosity of our Host Program!  

ii. Booking Benefit – when you begin to tell everyone how your host will benefit from their booking (and that they’re guaranteed at least ONE order at their party!), watch your host’s eyes light up

iii. Share the Opportunity!  Are you happy with your business?  Do you enjoy the freedom of being your own boss?  Do you like the perks of being a consultant?  Then why not share that with someone else??  There are lots of creative ways to convey this……the “why” bag, games, the opportunity DVD…..  Ask me if you need help or more ideas!  We’ll talk more about this in class #3
10. Wrap it up
a. Ask if anyone has any questions for you.

b. Let everyone know that you need a few minutes to clear off a work space

c. Inform guests that you will take them one at a time to do their order forms
i. Take several minutes with each guest to make sure you have time to answer their specific questions, talk to them about booking a party, sharing the opportunity, basically offering the “full service checkout”.  
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Go through their order forms VERY specifically.  The goal is NOT to see how fast you can total up their order form!!  Look through their list of products.  Did they order the Mini Muffin Pan but not the Small Scoop to go with it?  Do they have cookware on their order?  Did they make a comment about not having much to spend tonight?

iii. Even if they have already totaled up their order, double check their math!  People make mistakes all the time.  If they make the mistake in their favor, you lose money.  If they made the mistake in your favor and you bring it to their attention, you’ve just gained their trust and respect.
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v. If they are writing you a check, before you give them their receipt, make sure the check is filled out properly (made payable to you, correct date, correct written amount, etc.)

vi. If they are paying via credit/debit, make sure all numbers are correct and that you have the correct expiration date, name and middle initial.

vii. Give them their receipt, reminding them to keep it folded under their silverware tray or with their cookbooks and, let them know to contact you should they ever have any questions or need anything.

d. Have a folder to collect order forms in and an envelope for checks and cash payments.

11. All Done!!!.........Well…Not Quite!
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After you’ve completed all the guest orders, begin cleaning up

i. DO NOT wash your dishes at the host’s house!!  Pack them in the crate that you brought with you and take them home to wash.

b. After you’ve gathered all your belongings into a pile ready to load up in your car, help the host move any furniture back to it’s original location.  She may tell you not to worry about it, but follow through; her whole family will appreciate the courtesy.
c. Make sure the host’s kitchen/living/dining rooms are as clean as they were when you arrived.
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Make a quick estimate of the total and let your hostess know where she stands for bonuses.  Suggest the next level host bonus for a goal.  Find out what outside orders she has pending.

e. Enter all orders into Pampered Partner within 24 hours.  Hosts are usually VERY excited about how many orders they got the night of their party and want to know the exact total right away.
f. Call your hostess the next day and let her know how much she has in guest sales and what her hostess benefits are at this point.
g. Encourage your host to close her show within the next two days.  Do this by reminding her that her guests will be excited to receive their products, and nothing helps keep that excitement like getting products a week to 10 days after a show!
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