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Jewelers that have a positive outlook on their business  
generally have great businesses… what you believe 

about your business determines what type  
of business you have! 

 TAKE CHARGE OF YOUR THOUGHTS….. 
 WE ALL GO THROUGH Peaks and Valleys!   

 
The average profit from a home show is $200 per 

night (away from your family).  Where else can you 
make that type of income…… legally? 

 
Seriously, you don’t need any specific education, o r 
 special talent...just be the person God made you t o 

 Be - YOU!  Have fun, enjoy the fellowship and  
share the jewelry!  

 
WOMEN NEED HOPE - YOU HAVE WHAT THEY 

NEED….YOU HAVE THE BEST GIFT YOU CAN GIVE  
Premier Designs Jewelry - the  

opportunity to determine your own  
destiny…Share the opportunity so 

women can own their own business! 
 

������������	�
������������	�
������������	�
������������	�
 ����
Shauna Clark, 7 �  Designer, MN 



 
 

“I SAY FREE JEWELRY --- YOU SAY YES”  
BOOKING ACTIVITY! 

 
 

 

After you “drop” the posters and review the Hostess Plan (quickly)…begin with Part 1. 
 
Part 1 
Place posters on coffee table and say, “Ladies, I KNOW many of you are considering having a Jewelry Show with 
me and that’s awesome!  I want you to know there are 3 things we will do when you have a jewelry show with me.  
(hold up 3 fingers).  First, you pick your date and time.  Second, I will mail your invitations and I will make your                      
reminder calls.  Third, your choice --- bake a pan of brownies or purchase a store bought cake from your local               
grocery store.  The last time I checked they were $4.99.  That’s it”. 
 
Part 2 
Say, “Ladies, I need 1 volunteer to help me and you will get an extra door prize ticket (encourage a guest to                        
volunteer – not hostess --- volunteer normally books a jewelry show with you).  Great, thanks Cindy come on up.  
Cindy, hold out your hands. (begin placing pieces of Premier Jewelry in her hands)  Ladies, help me count.  All                   
together now --- 1, 2, 3 (go up to 15).  Take a look at Cindy holding those 15 pieces of Premier Jewelry!  Ladies, 
when you have a jewelry show with me BEFORE the end of    (month), this is what an average hostess 
will receive in Free Jewelry --- not to mention the ½ price pieces!  Thank you Cindy (take jewelry from Cindy’s hands 
and place back in the tray and place tray back on coffee table.  Normally we would go up to 10 pieces of Free                
Jewelry with normal hostess plan). 
 
Part 3 
Say, “Ladies, for those who are considering having a Jewelry Show with me you now know the 3 things WE will do 
together for your Jewelry Show and you can SEE WHY you would want to have a Jewelry Show with me.  Now, I am 
going to come around to each one of you and give you a chance to say YES to Free Jewelry.  When you say yes --- 
you are saying yes to me --- yes to me coming to your home, office, etc. and having a jewelry show with you and yes 
to this beautiful petite tennis bracelet on my wrist and ladies this piece is not in the catalog.  I’ll say ‘FREE                      
JEWELRY’ and you can say ‘YES’!  (move to the most positive lady in the room and hold out your left wrist and with 
your right pointer finger point to the bracelet, shake your head and say ‘FREE JEWELRY’).   
 
Notes: 
*When she says “yes” --- use clappers and go crazy! 
*When she says “maybe” --- say “no problem, we can talk later” 
*If she says “no” --- say “no problem” and keep smiling --- move on! 
*When 3 ladies say “YES TO FREE JEWLERY” ---- remember to give your hostess her final $25 Gift Certificate, use 
clappers and go crazy! 
*Do not give out tennis bracelet during this activity.  Give them out at the checkout when they give you a date on 
your calendar.  If they are uncertain of their date (don’t have calendar with them) say --- “No problem.  Close your 
eyes and point to a date in my calendar.  We’ll pencil it in, Mary our hostess will receive credit and if you need to 
change it --- just call me tomorrow and I will not penalize you”.  ALWAYS, ALWAYS, ALWAYS ---- get a date!  No 
date = no jewelry show! 
 
      Original Idea by:  Ramona Solomon 
      This Version Written by:  Sylvia Credle 



Penny Lacey, 6 �  Designer, AL 



NATIONAL RALLY  
REGISTRATION 

IS JUST AROUND THE CORNER! 
 

Plan ahead and reserve the date! 
It can be a vacation—OR bring your mate! 

 
Bookings, sponsoring, retailing and more. 

The training you get will knock you to the floor! 
 

So, if it’s your business you are hoping to grow. 
Come to Rally and get in the know! 

 
If training is definitely not your thing, 

Come for the fashion and all the new bling! 
 

A chance to see jewelry, a brand new line! 
I promise you . . . It will blow your mind!!! 

 
Watches and earrings and bracelets galore, 

You’ll be jumping, clapping and begging for more! 
 

Entertainment—outstanding, it’s hard to believe. 
As our jewelers perform, you won’t want to leave! 

 
And the stage, incredible, wait ‘til you see, 

And perhaps walk across it at National Rally! 
 

A ton to do there, sleeping’s not on the list, 
For fear there might be something you’ll miss! 

 
Why go to Rally? It’s easy to see, 

You’ll boost your business unbelievably! 
 

“Seasoned” to “new” jewelers just out the gate, 
Register NOW, don’t wait! 

 
 

HOPE TO SEE  
YOU ALL THERE! 

 


