Jammies and Jewelry Training 4/13/08
“Filling your calendar with bookings”

A. My history with Premier


-2 ½ yrs in the business


-Like 4-5 home shows per month to make bills



Need 8 shows to quit my job (that is just 2 shows per 


week); plus catalog and wholesale orders.

· experiencing postponements and cancellations and just having trouble getting bookings to stay or happen

B. Job history and desires


Working 30+ hours per week and wanted to stop


-took a leave of absence to lay groundwork for my business. WAS AFRAID TO QUIT, YET WANTED MY BUSINESS TO GROW. DESIRED  TIME TO DO THIS.   



Talked to my Premier mom who helped me to see 



That I may be relying on my job as a safety net, so 



When bookings fell off my calendar I wasn’t so 



Worried, If I didn’t have that job to rely on I would 



Have picked up the phone more and replaced that 



Show.  I FOUND THIS TO BE TRUE FOR ME!


-during my leave I dedicated 2 hours a day to get my filing 


 done, used folders to organize COLD CALL CUSTOMERS,

WARM CALL CUSTOMERS, CUSTOMER CARE CALLS ( 


golden guarantee expiring), and THOSE WHO WERE 


MAYBE’S or POSSIBLES. 

C.MAKING CALLS:


Warm calls – followed up on orders – Said “Hi____ this is Michele Mills, the Premier Jewelry Lady and I am just calling to see how your jewelry is working out for you and see if you have any questions. Also to let you know about the new promotion Premier is running and one I am doing also…..(explained the promotions) – from this I found 2 R/E’s and made both customers very happy to be fixing this problem for them….1 then turned into a booking!!!!

Cold calls- made to those met at salons, or shows- same type of intro….may refresh their memory as to where and when I met them. (info gotten from guest registration cards VERY IMPORTANT TO DO)

Follow up calls from customers……


Customer called and was not happy with ring she had just received and wanted to know if I could help…”of coarse….I would be happy to help. When can I come to get the ring from you (as she lived close to me) (or can do by mail)….she ended up asking me for a catalog to show at work, cause her friend loved the one piece she got…..ended up as a show booked for the end of this month, as it allowed me to tell her about the promotion!

D.“DOOR TO DOOR SEARCH FOR BOOKINGS”

· took 2 mornings to dress up and go to business’.

· Went to 2 hair salons, 2 banks, 1 diet facility (Jenny Craig), and 2 fitness centers. 

· 
Banks said no, although many will allow you, the ones I went to didn’t.  I simply walked in and Asked the first person who I could speak to about setting up a display one afternoon in their branch. I then introduced myself, asked if they knew of Premier, showed the catalog, gave them a business card and mini catalog…..cause you never know. Let them know this is my business….and would they help me out and let me set up a display for their customers. When they said no I thanked them for their time. 


Diet Center- also said the same thing, but was told it is company policy not to allow this in THEIR center. Again left material with receptionist, got a contact person and number…..they expressed an interest personally…..to use later as a warm call!

Fitness center- Lots of luck here……A lot of traffic, variety of people….YMCA- again asked if I could set up a display for an afternoon…..also let them know that if they needed fundraisers (knowing they do), that I do fundraising…..since our local YMCA has a preschool as well as fitness center, I offered to help with the school and or the fitness center….I got lucky!!! They said that they would be having a board meeting for their fundraising event coming up and definitely would be interested. I made sure to get a name and number of contact person and followed up the day after their meeting. I now have 1 event on my May calendar, and another pending – both for the Y.  

Second center also will be allowing me to set up for an afternoon/morning

Hair Salons- I went to 3 (one large full service salon and 1 smaller salon set up outside a fitness center-( location is key), and my personal hairdresser who is in her own home)
My hair dresser is collecting orders for the month of April…..using Mothers day as the key to getting orders….she is doing a “you and two” by the end of this current promotion.  All I did was ask her if she had an interest in getting more free stuff….as she is a previous Home show hostess x2. She made a comment to me that she would…..”I’ll tell you why, cause you give great customer service!”  She has had another company in her home, has had trouble with orders, broken pieces etc and that company didn’t give her good SERVICE!!!!!!

The large salon again- got a name and contact to follow up with, the receptionist I let know that if she would be in charge of gathering orders I would make her the “hostess” of  a catalog show- she would get free stuff. 
I also offered her a home show opportunity as well as a you and two (if you need info on this, check with your Premier mom). Receptionist had to check with owner, as they once before had someone who kept an ongoing display in their shop, but that she didn’t keep it too well…..I assured her I would be very good at customer care as that is what Premier is all about. Unfortunately when I called to follow up….they declined….however only “for now”. I assured her I would be calling again in about 2 months, this contact is now on my calendar….by doing what I say I will may just show them I am reliable and not like the other consultant they once had. SO AGAIN….I DIDN”T GET A NO- JUST A “NOT RIGHT NOW”
2nd salon- which is situated outside a fitness center, sharing a breezeway….

Owner very excited about having a “show/ display” I did a brief “you and two “with the owner and 2 of her friends after setting up…..the owner got an outside order prior to the display.  I also got several sales, and contacts – one lady is a teacher (sensing that maybe she and her coworkers might like jewelry) I suggested a catalog or you and two show to her, when a home show suggestion received an “I don’t think so…..”,” not right now”.  REMEMBER MY GOAL IS TO FILL APRIL AND MAY AT THIS TIME…..she was receptive to this….I allowed all jewelry to be cash and carry and if I didn’t have an item, that was then ordered….I offered no discounts for cash and carry. During this I made sure to ask key questions, like “what type of jewelry do you like (silver, gold) and what are the colors that you mostly wear….I then asked if they wanted a piece for a special occasion or for everyday wear….I EVEN GOT A MAN TO PURCHASE A PIECE FOR MOTHERS DAY FOR HIS WIFE>>>>>YOU SEE I ASKED EVERYONE that showed any interest.  I was also running a promotion of my own for MOTHERS DAY….by 2 get up to 2 at half off. I have done this for all of my March shows and it was a big success….it did cut my profit down, but increased sales. If they bought 2 but only wanted 1 at half, that was fine too. The half priced piece had to be of equal or lesser value. 


When closing up my display the owner of the salon asked a lot of “key” questions….I answered everyone….She then offered for me to set up any time I would like in front of the salon and requested I come back the weekend of mothers day either Fri or Sat….

She will not do a “show “ each time I set up but now I have a contact that can also be my referral center (again ask your premier mom about this if you are not sure what this is.). I gave her extra business cards and let her know that I will give her $40 in free jewelry for every 3 shows that I get from her passing my name along. When I went to drop off her jewelry this week, she had 2 more orders waiting for me….and said she is working on more….she is keeping my catalog in her salon as well. 
· I have thought to do a promotion with her that I have learned from Barbara….but want to build a rapport with her first before offering. 

· That is for her and maybe 2 others in her shop to pick a piece of jewelry, bracelet or earrings….even a necklace and if they sell 2 each of the same piece,  I will give them their piece for free. I haven’t tried that one yet.

E.BOOKINGS AT SHOWS:
I have had great success with PLAY OR PASS


Every show I do this game….I have been getting an average of 1-2 bookings every show. I have also been offering an additional incentive – A free bracelet



They can choose between the petite tennis bracelet








      The gift








      Or Blanca

80% of the time they choose the petite tennis bracelet….I stress that this one can’t be bought and that you can only get it by having me to your home….it is the least expensive too….less than $2!!!!! (Incentive store). 

I make sure to offer home shows, catalog shows, fundraisers or a “you and two” before proceeding and finishing my show. 
But I don’t stop there….If during pass or play anyone is unsure if they want to play or not…..I have them hold onto that envelope/box and see me at checkout…..these are the people who really do want to do a show but just need a little more convincing…..(usually after a trip to the jewelry table it doesn’t take much).  I never try to make anyone do a show that doesn’t want to, cause I have found that they are one’s that cancel on you…..I make it clear that “you either want free jewelry or you don’t, it is totally up to you!” that way they don’t feel pressured and it gets them away from thinking “show or party” and just about the jewelry which is really what they want….

If at that time they either ask me for a catalog show or say “well I am still not sure….I don’t have a big house like….(current Hostess), I let them know again about the “you and two”.  I have had SEVERAL of these hop onto my calendar in the past few months….

F.LIFESTYLE BOOKINGS:

I keep catalogs in my car…..all have a coupon on them….”call me with an order and get $10 off an order of $40 or more, double it to $20 if you book a show with me!” got this idea from Angie Macafee….. have not been doing this long enough to know any results yet.
Also, wearing the jewelry…..I have made an effort to wear some of the more bold pieces, Patina, Splash and Katrina lately….I get lots of compliments and have gotten sales from just doing that….Sales are great….but better than that it gives you contacts and an opportunity to serve someone…..this can definitely lead to a booking!!!! As well as spreading your name and singing your praises to others!  

I have just started also using frequent buyer cards…..They get a punch for every $20 they spend, after 10 punches they get a discount…..can get on www.businessenhancements.com. I have one customer that calls me about every 6-7 weeks and orders a piece or two, and reminds me to bring my hole punch!!!! She is a guest at one of my shows, won’t hold a show but just likes to buy jewelry. She has done a catalog show at the holidays, and is someone I will go to her home on occasion (invited of course) and just bring my jewelry. She plays and then buys…..
It is work…..but customer care, service and follow up are key as well as perseverance…..I have found that if I put my mind to it….I can do it….I just have to try and not give up.
