Who to call when you’re at a bookings stall!

- Friends, Family, Neighbors, school parents:
What to say: Hi, this is ______________with the Pampered Chef and I am doing a few calls tonight to let everyone know I am available to help with the Back to School hysteria of “What’s For Dinner”.  We have 30 awesome new products and an incredible host bonus for September.  You were at the top of my list of people to contact.  Have you seen our new catalog or looked at the new products on our website?  Would you like me to send you a catalog?  Do you have any PC products?  I am making a top ten list how everyone’s favorite and what they use it for.  What is your favorite?  Like I said the host bonus for September is fabulous.  My Director has given our team an incentive for shows booked in September and I was wondering if you would mind having a few friends over for a kitchen show to earn free products and help me win the incentive?
- Past show guests via show orders and prize drawing slips
What to say:  Hi, this is ________________ the Pampered Chef lady from _______________’s show.  I’m trying to be a good consultant and follow-up with guests from my past shows to see how you are liking your products.  You had indicated you might want to have your own show to earn free products and I wanted to be sure and tell you about our awesome September Stone special and our new product line!  Tell about the host incentive and then…I have a few dates left for September and I wanted to give you first dibs for your kitchen show.  I have these dates….which works best for you?”

If September won’t work, go on to let them know about the new mid-season products available October 1st and the awesome guest special as well as super host bonus…”We could do a Halloween or Fall theme and have spiced cider and comfort cooking!  People will be starting to shop for Christmas by then and we have some great gift ideas so they can shop from their seat, not from their feet.”  In October, what works best for you…a Tuesday or a Thursday.  My first Thursday is __________.  Will that work for you?  Great!  Start telling everyone about it now and I will get your guest list and invites out to you in the next week”
-Rebooking Past kitchen show hosts/past catalog show hosts as kitchen show hosts:  What to say: 
"Hi, this is _________________ with The Pampered 

Chef.  I'm calling you because I am excited to announce the LARGEST NEW product line in the history of Pampered Chef for this Fall with 30 products!  


For hosting a show you are eligible for our awesome Host Rewards Program! 
1. Earn a shopping spree (my average hosts earn a $100-$200 in free and discounted products
2. Earn up to 3 half price items

3. 10% off for a whole year after your show
4.. A HOST BONUS in September to earn the NEW cranberry stoneware FREE
5.  Eligible to receive our Super Starter Kit for a low as $50 instead of $90 to start your own PC business!

Since my September is filling up fast, I wanted to go ahead and call you because you are on my list of preferred customers/hosts and give you the chance to take advantage of this great special.  Your last show with me was (date).  Do you think you'd like to schedule one in September for this special?" 

If you get a machine, just changed the end to "Please call me right away if 

you'd like to get the new products free.  I have _______ dates still available.  Take a look at your calendar and see what works.”
Customer Care Calls to Past Customers and Hosts: 
How many of you call your Host 10-15 days after the show to check on delivery?  Do you ask how she likes her new products or how the guests like theirs?  By the time you have finished with a show, you have invested a good amount of your time with this person.  If you want to multiply your efforts and have them continue to bring you results, you need to make that host and the other guests from the show advocates for your products and for bookings.

Different Types of Possible Calls:

· Call on first time attenders and how they like their products.  See if there are any items on their wish list that you know are going to be on special


· Random Customers and outside orders:
"How are you enjoying your products?"
"Which of the products you purchased is your favorite?"  "Why?"
"Do you have question about products you already own?"

· Call on stone purchasers…” Hi Susie, this is Cathy Consultant and I am making a few customer care calls today to check in on past stone buyers.  How is that Large Round Stone doing for you?  Still in the box?  You don’t know what you’re missing.  What is your favorite cookie to bake?  I want you to get that stone out and make a batch of cookies this week.  I’m going to give you a call next week and see how it went, ok?”  Then CALL HER BACK.  In the mean time she has made the cookies, taken them to work or neighbors and started asking everyone if they have a stone.  By the time you call back, you may find she has a handful of people who want one too…there’s your next kitchen or catl. Show.

· Call host to see how everyone else liked their products…”How did you like getting all those free products!  What is your favorite so far?  Was there anyone who decided after the fact that they would like to get some products for free too?  We can still give you credit even though the show is closed.”

· Call High Dollar buyers from the show.  You may never see them again because they bought it all…they think!

· Call the friends of the “Bring a Friend” guests.  In most cases, you will not see them at the next show because they don’t know the host.  These people can get you into a totally new group of people.

· Call Stoneware buyers and tell them about any new stones out ie. The new cranberry stoneware

· WHY CALL - build rapport, sets you apart from other consultants, they call you when they need more products, your call reminds them that they might want to have a show or become a consultant.

Now...if they seem in a hurry or not at all interested in talking to you
Say: "Well, in the future if you need anything or have questions please get in touch with me..do you still have my phone number?....Have a great day!"
If they are excited about the products they own and are glad you called (you can tell by their voice), you might say:  
"I'd like to give you an update on our new products, and current specials......."  and... "Do you think you might want to invite some friends over and earn (more) products for free?"  
If they say no - you say:  "Thanks and if you ever need anything please give me a call...do you still have my name and number?"  Have a super day!"  
Please note:  A refusal in not a rejection - don't take it personally - move on!
When they say yes (and some will)....schedule that show!

You'll be pleasantly surprised to find that many of these calls will result in bookings if you are willing to make them.  

