Step into Success
Class 4 
Host Coaching & Booking at the Show                
Benefits of Partnering with Your Host

· Attendance
· Sales (higher commissions)

· Bookings (higher)

· Trust- if you are good to her when she is a host she will trust in you to be good to her if she becomes a consultant.

Pick a time on your calendar to call your hosts- That way you can tell them when you will call and you will actually do it. 
Example –I used to do my entire host coaching on Wednesdays. Every week I would call all my hosts for the next 4 weeks. That way I knew I was touching base with them and I could keep my calendar in check. 

Example- Monday call hosts for the current week, Tuesdays call hosts for the next week, Wednesdays call hosts 3 weeks and farther out. That way you may feel like you are not doing marathon calling ( You also end up talking to your hosts every 6 days.

Please, pick something and commit to doing it! Nothing shoots you in the foot faster than making an appointment with your host and then forgetting about it! (Ask me how I know…)

Step 1
Use a Host Information Sheet! The company provides a sheet for you and I have sent you mine if you are not so neat ( Little scraps of paper may work when you do 1 show a month, but since you have all expressed an interest in doing more than that, let’s start putting the systems in place to make yourself successful!

Step 2
Plan your Host coaching day and time. I have found and I have heard from others that doing this cements it in your head to do it and makes you more successful at it!

Step 3
 BE ENTHUSIASTIC!!!!

You are helping her to throw a PARTY and she is putting her faith in you that this is a good idea.

Step 4

Follow the call models on the Host Coaching Sheet you choose to use. I really can’t stress this enough! You need to touch on attendance, recruiting and bookings on every call!

*The Power of the WISHLIST*

Just like we sat down and decided on the goals that you wanted for your business, you need to do the same thing with your host.

There is a distinct difference between a host that is working for free cookware and a host that doesn’t know what she wants.

That difference is MOTIVATION!!

What could you say to help your host build her wishlist? (Illicit responses)

I say…

“Tina, this is my favorite part of my job. I am the “Free Fairy!”

What do you want me to help get in your kitchen for FREE?”

Why might you not host coach? (Illicit responses)

Fear, don’t know what to say, can’t get a hold of host, forget

Remember, Host coaching is where you make your money; the show is where you go to pick it up.

So, now that you have partnered with your host and have developed a relationship with her your ability to get bookings from that show go WAY UP!

Remember, your host is your best – or worst- referral. If you make it easy and fun for her she will encourage her friends to host also. 

Of course, the other reason your chance of getting bookings goes up is that you explained during HOST COACHING ….

What’s in it for her!
If she understands WHY she wants bookings from her show she will work to get bookings from her show!
At the show-

HAVE FUN!

Talk to your guests when they come in- DO NOT HIDE-
You can ask them how they know the host or compliment them on their hair or a piece of jewelry-whatever, but you need to be talking to them prior to the start of your show. 

How do you greet guest? (Illicit responses)

Start your show with a Thank you, some info about you, the company and what they can expect tonight. Then you sprinkle booking and recruiting information throughout your show. Use guest interaction and keep it short! 30-45 mins. MAXIMUM (
Then close your show by going over the 3 B’s

How to BUY, 

Why they should BOOK, 

and an invitation to the BUSINESS. 
Say Thank you and let them know you are going to do a full service check out with each of them. 

FULL SERVICE CHECKOUT- Bookings only
· Have your calendar with available dates clearly marked and ready

· Go over their product choices, make suggestions for companion products either now or when they have their show.
· Ask them, Did you have fun? When would you like me to come and party with your friends?
· If yes, do a “narrow down” Feb or March? Weekend or weeknight? This date or this?

· If they say they need to think about it. Remind them that you want to give Betty credit for the show and you would be happy to put in a date for them now and they can call you tomorrow if it won’t work on their schedule.

· If they say no, ask them if they would like to pass a catalog for a discount.

Tasks:
1. Set aside a time each week for host coaching. Email me your schedule

2. Print host forms and develop a system for keeping track of them, files, binder etc. email this to me 

3. Take the host coaching online course before your next WAC call. 

WAC Call Coaching Guide Class 4
1. Go over Success system tracking form Celebrate and help with challenges.

2. How did this weeks Host Coaching go? Did you do it on the schedule you picked?
4. What’s your system for keeping track of your shows? Why did you choose this? Will it work when you are doing your goal amount of shows a month? What are you doing with the forms after the shows?
5. Online training courses? If taken coach on that class using coaching guide on CC, if not, end call and have them do it now. 
Leave time for questions, biggest challenges, and encouragement
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