HOME SHOW: HOSTESS COACHING- CRMRC January 2007
                                                                                                                Jennifer Smith, Supervisor

Hostess Coaching: Essential and critical to your Home Show Success! Hostess Coaching is the single most important component (sports teams/professional athletes- rely on coaching for successful outcome) in reducing cancellations and re-scheduled shows,

AT A SHOW:
* Hostess Coaching begins when you meet a new hostess at a show.
* Secure the date at the night of a show- MORE IMPORTANT THAN EVER!- Face to Face is most reliable … before life gets in the way. MUST set the date- avoids chasing them down. Pencil in w/ a tentative date… move forward in a positive direction.

HOSTESS PACKET- Be Prepared – Take 6 with you to a show
* Go over the HOSTESS PACKETS. Do not mail it to her. New Hostess must leave with it in Hands~! Make sure your name is on every pc of literature in case gets separated from packet.
  BOOKING IDEAS:         
Party in a Bag
Booking Cards- (B.E.)
Pretend Hostess
1. Hostess Guide- (Usborne Books Hostess Pack)
          - Discuss Guest list 

2. Invitations: Self addressed envelope w/ list to mail back to you (or email back to you)
3. Wish list /goal sheet – (Hostess Guide)
4. Catalogs x 2 – Give one 1 to keep at home, one to keep in her car to share w/ others
5. 5 Order Forms (write the tax rate down on each form)
6. Hostess Special
7. Recruiting Special
8. Customer Special
9. YBCR/DVD- optional

GUEST LIST: MOST IMPORTANT- Hostess Guide. Recommend helping the hostess w/ list.
   (40 guests in 4 minutes flyer)

INVITATIONS: Who mails them out?   Fewer cancellations when Consultant sends them out vs. Hostess. Then if she does have to cancel… she has to call them back.
Consider Event Manager (OPOL)- UBAH E-mail invitations: “Give me a list of names for evites and the ones you want me to send by mail.”

 
The Hostess MUST make a personal phone call which will go further – the guest hears the enthusiasm and can she tell about the products she has seen. This paints a picture of value.

HOSTESS BROCHURE: Give her 2-3. Go over it “I put a couple of extra in here… so if someone can’t come. They may be able to host their own show.  This can improve bookings. Possible bookings are from those who can’t attend or on a limited budget.— Encourage outside bookings before show

ORDER FORMS: 
         OUTSIDE ORDERS: 3-5 orders is like a show insurance to $100.00 shopping spree.


GOAL SHEET/WISH LIST:” True hostess coaching is finding out what she wants and helping her to get it “I will be calling you back in a couple days to find out what you are working towards.”

RECRUITING INFORMATION:  Must tell the hostess that is in there! Plant a Seed
So, (hostess name), have you ever thought about doing something like this?  Well (hostess name), on average I make ​​$___/show. I find that many of my hostesses make my best consultants.

GET ORGANIZED 
Hostess envelope for yourself. /Label it 

Name/Contact
Show Date
Email
Keep Track of 10 Points of Contact

KEEP INSIDE:
Hostess Wish List
Guest List ( addresses/Emails)
Customer Orders/Receipts for Customer Follow up
Easy to Re-book because you already have all the key information. Just need to edit the list to add//subtract additional names.

IMPORTANT: 10 POINTS OF CONTACT 
(Optional) Home Hostess Coaching- is extremely beneficial.
- Instead of phone calls/letter follow ups- go to their home and review all the items necessary such as the guest list/wish list etc. which improves recruiting.  DO MORE w/ A REFERRAL If they have never seen the product or gone to a show.  Send the packet and then set a date to meet.  This can help to increase the excitement and solidify the show.


1. At the Show
2. Next Day: Thank You Letter (MAIL OR EMAIL):- receives gets 2-3 days after the booking
                      Right after you book the Show (Belinda’s Hostess Coaching Program)
3. 3-4 Days Later Tell her to personally call each person 

4. 10 days before the show- Remind her to send out invitations
5. 3-4 Days before the show- Booster Call: Hostess to call invited guests.
      Remind guests to bring a friend
      Wear Red
6. Day of Show- Get directions, reassure hostess, find out number of guest coming
7. The Home Show
8. Close the Show- Get Free/discounted item selections. Share opportunity w/ her again.
9. Letter/Email: Thank you for having the Show
10. Customer Care Call – 10-14 days after product delivered
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