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Here are some ways to make this Holiday Season dbest selling é?
season ever!!! >

/)

1. Mail out the new mini catalog to your hostessemnd customers_nowwith a O
letter from you about setting up their holiday show é?
2. Follow up the mini catalog mail out with a phonecall. See if they want to >
book a Holiday show and do their Christmas shoppindg-REE!. O

3. Talk to office managers or owners and see if tigevant to purchase gifts for
their employees. (A letter to send out is on our @bsite.) You can offer to @)
wrap the gifts for them as a bonus. g

4. Make gift certificates by rolling up a catalog vith the certificate inside and O

tie Christmas ribbon around it. (Great teacher gits!) LT@)
5. Line up husband/wife shows. The wives come ima look at the jewelry and o>
make a wish list. Then the wives leave and the husnds come and buy gifts()
off the wish list. >
6. Start booking Monday night football widow shows. (Guys watch the game, O
ladies shop.) \bg
7. Clean your rings and make them sparkle. O
8. Give out coupons with your business cards wheroy are out and about and o
people notice your jewels. Be sure to get theirfio too! (You can get the $10&é
coupon off our website). O
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9. Start with your September shows and suggest yotnostesses do the
following:
* Red or green napkins for refreshments.
* Turn down the air conditioner.
* Play fun Christmas music while they shop!(Yes even in September.)
10. Get guests to fill out a wish list with name ahphone number of spouse or
family who purchase them gifts. Contact them to kethem know about the
wish list.
11. Begin contacting schools, organizations, etarfFall fund raisers (Info about ()
that on our website).
12. Use ared table cloth. (Red promotes impulsaiping!)
13. Make a sign counting down the # of shopping dayand weeks until
Christmas. Begin your shows with that.
14. Play the Left/Right Christmas game...(on our welite) as an icebreaker.
15. Have Peppermints in a basket with a sign sayingYou were mint to be a
hostess.” at check out.
16. Use a Christmas pen to write your orders.
17. Display pins on Christmas stockings.
18. Have your booking activity in Christmas décor.
19. Show what to wear to holiday parties and 3 giftnsemble ideas during your
fashion show!
20. Have drawings out of a Christmas stocking or Qtistmas gift bag.
Happy Selling Season! Get started NOW!!!
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{its important before each show to decide what your “retail incentive” is going to be for that
show! My average show is around $550 and | always  use the same 2 retail incentives!

1. Atthe end of the show, | give each customer a catalog to shop from, customer order blank
and some “mini sticky notes” --- as they begin to look through the catalog they will see many
items they LOVE! | ask them to mark the pages with these “mini sticky notes” so they won'’t
forget anything! This helps them and me! For them --- they know exactly what they
like! For me --- it helps me to talk to them about hosting a jewelry show because of all the
items they have marked with the “mini sticky notes” And --- they purchase MORE when
they mark it! While in “Rite-Aid” today, | noticed in the school supply section ---- the “mini
400 count sticky notes” are only .50 cents per pack! Ladies --- go to your nearest “Rite-Aid”
and purchase every single pack they have!

Make a “Happy Book™ This is super easy! Take one of your catalogs and mark every item
$21 or lower with a small “smiley” sticker (these are available at Staples, Target, Wal-Mart,
etc.) You will need at least 115 small “smiley” stickers for our new catalog! This is what |
say at each show as I'm making announcements...”Ladies, | have great news for you to
night (show ‘Happy Book’). For every $75 you spend in Jewelry --- you may visit my ‘Happy
Book’ and select a ‘smiley face’ item for only $10. When your jewelry order is $150 --- you
may visit my ‘Happy Book’ two times. When your jewelry order is $225 --- you may visit my
‘Happy Book’ three times!” It's important that you only make 1 ‘Happy Book’ --- the ladies at
your show will do their very best to be the first to order so that they can be the first to get

] Premier Jewelry Ladies --- the fall selling season is here! Please make sure you are ready with a
“retail incentive” that works every time! It will put more money in your pocket, more CV (for those
working towards Premier’s upcoming cruise), it gives more jewelry to your customers and more
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We have a lovely new catalog and an outstandinglmanof jewelry. Premier has offered
50% FREE for Hostesses whose shows are over $4b0r6tail sales. AWESOME!

Now is the time for us to get to work. Here is how

9.

Call past Hostesses and guests to let them kit you have to offer. Emphasize the extra Hastes
benefits for August.

. Take advantage of the new mini catalog. Theyirmxpensive to mail, attractive and wet the appti

see more of the jewelry.

Have a mystery show or Open House in your hanshdwcase the new items. You might offer a s
incentive gift to get your guests on your calerfdarAugust or September.

Be enthusiastic. Your excitement about what lyave to offer is very important. Remember, yolstn

be SOLD yourself.

Mail or deliver the new catalog to Hostessesaaly on your books. If you hand deliver the cajahe
sure to take a minute to go through it to show wigat items are available. This will get your cusén
interested in what is inside.

Leave a catalog at your hair salon, dentistefind with the secretary at your child’s schadlvays
ask permission and show gratitude for the privilefjeaving a catalog with them.

. At your shows it is not too early to talk ab@itristmas gifts. Plant those seeds in the ming®of

guests. Many ladies are early shoppers and Ww# &alvantage of being at a show or hosting a sho
shop for gifts.

. Get out of the house. Go to the mall and athanes where people congregate. Wear your jevagidya

smile. You will attract ladies who will comment gaur jewelry. Be ready with a mini catalog andib
ness cards.

Create a referral center. Ask your friends aatatives who they know that likes jewelry. If yhgive
you names of people whom you do not know give thaditile gift if that person books with you.

10. Have a positive mind set. Believe that youehsemething wonderful to offer every lady who atten

one of your shows. Be graciously aggressive irklmgp Remember, you are not asking a favor whe
you ask someone to book. You are the giver. Yfewnaking for the privilege of serving her and her
guests. Once you get this mind set in place ydiuhave to trouble booking.

- Dardy Hays, 3Designer, TX
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Premier’s motto for this year is to SHINE in 200Bhose of us who have been in Premier for
any length of time know that this is the beginnaighe season for us to SHINE BIG TIME
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