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Shauna Clark, 7 �  Designer, MN 



Julie Bone from TX has held many Home Shows since January, and of those, MANY have been over $1000!!  Here is Julie’s secret to her 
successes… 
 
“As soon as I hear of a great promotion, like the increased 50% hostess benefits, I get on the phone and spread the word to my very best past 
hostesses.  They already realize the generosity of Premier’s hostess plan, and they look forward to opportunities to earn even MORE than the 
generous 30% already offered.  My goal is always to have five shows each month...so I try to book seven or eight!  These girls are always glad 
to hear frm me...don’t even hesitate to let them know about this great promotion! 
 
Now that the shows are starting to take place, my job is to be SURE that the hostess meets the minimum show requirement, so she can get 
those 50% benefits.  Here are the steps I use in helping my hostess make the most of her show.  In helping her get the most FREE jewelry she 
can, I am also increasing my paycheck! 
 
HOSTESS COACHING!  Even with a repeat hostess, it is so important to go over the basics.  These are the things I am sure to cover.  Talk 
up your show, OVER INVITE, encourage guests to bring a friend, show the catalog to EVERYONE, don’t stop at the $100 in advance sales, 
make it to $200 and I’ll pay an added $25 bonus.  I repeat these to her several times before the show.  I usually have about five or six contacts 
with my hostess before her big day!  Stay in touch and keep encouraging her! 
 
HAVE AN AWESOME DISPLAY !  Have a good sampling of all styles, not just your favorites.  I don't have a lot of complete ensembles, 
but instead I display sets: earring, and necklace, necklace and bracelet, earring and pendant, etc.  I want my guests to have a good visual of the 
item that gets their attention.  Our jewelry sells so much better when they see it in person.  I insist on letting them try it on.  Once they see it, 
touch it, wear it, they have to have it!  Also, I don’t have many items under $25 on my table.  Most of these look true to form in the                    
catalog...and I really want guests to fall in love with the items that cost a little more so these are what I show on Mandy and display on my 
table...this earns the hostess greater benefits! 
 
PAY ATTENTION !  During the shipping period, I stand around the table. I talk to the guests, show an interest in their style, help them by 
pointing out things that compliment each other.  If they pick up a necklace, grag a pair of earrings and hold it up next to it.  Make suggestions 
without being pushy. 
 
DON’T OVER LOOK ANYONE !  Every once in a while, a guest will say, ‘I don’t really wear much jewelry.’  They will stand in the 
kitchen or sit on the couch and never approach the jewelry.  Bring the jewelry to them!  Show them a bracelet or a necklace.  They will like 
the attention you have given them and will warm up to the idea of trying something on.  Don’t let them leave without getting a piece of YOU! 
 
OFFER A GUEST SPECIAL!  I want everyone that attends the show to feel like they got a great deal.  I ALWAYS offer a sale!  After               
trying a few different strategies...I have decided to stick with my current show promotion...if you buy 2 items, you get a third at 25% off.  
Most girls order two items...when I see their order form or hear them discussing their order, I remind them that they forgot to choose their sale 
item!  They almost ALWAYS go back to the table for the 3rd item.  I even ask...was there just one more thing you had your eye on?  I then 
calculate what their new total would be and they realize that they can’t go wrong!  I even go so far as to put the most expensive item at 25% 
off!  I always make more money by offering this...and they are always happy with a deal! 
 
DON’T RUSH CLOSING THE SHOW !  Keeping the show open for a few days, but no more than a week, following her show allows 
her time to get a few more outside orders.  On a promotion, I especially don’t close the show until the hostess meets the minimum                          
requirement.  For October and November, this means if her show closes out at $450...she needs to get another $50 in orders to get the                    
maximum benefit.  Between you and me, she could purchase half price items to get herself there, but I really don’t mention that at this point.  
If she keeps her show open just a few more days, she can get in touch with those that didn’t make it to her show and meets that minimum with 
those outside orders! 
 
ONE LAST CHANCE TO INCREASE THE RETAIL !  After all orders are in, I remind my hostess of the benefit of half price items.  I 
have the hostess send me a list of EVERYTHING she loves...I decide which items to put at half price.  We can always take items off, but once 
you start taking them off and she sees her total isn't changing much, she usually decides to put those items back on!  Don’t let your hostess 
down by overlooking the half price items, they really are a great benefit to her! 
 
As a final note, it is not any ONE thing that makes a great show!  I do ALL of these steps at EVERY show.  Be consistent and stay on top 
of your show.  Keep your focus on making the show the best it can be FOR YOUR HOSTESS...the reward will be yours too!” 
 
         -  Taken From Kym Jump’s Newsletter, 2 �  Designer, TX 



Six MUST HAVE Pieces  
For Any Jewelry Collection 

 

Pearls—necklace, earrings and bracelet 
 

·  Any piece from the Duchess Collection or the Audrey Set 
· For a more modern twist, try a colored pearl such as First Lady, Shades of Gray or  Tango 
· Lady Fair and Pure Sophistication are fabulous examples of classic yet modern pieces that can be worn with 

many other styles of necklaces or alone 

 
Cuff Bracelet—silver or gold is timeless 

 
· Caldwell and Ultimate are great examples of a timeless cuff 
· Metallic gold and silver are great examples of a more light-weight cuff 
· For dressier occasions, try Knockout 
· For a funkier twist try the Gold Sizzle Cuff or the Pebbles Bronze cuff—they are lightweight and comfortable 

to wear 

 
Diamond Studs—real or faux; carat can be to your liking 

 
· Anniversary is versatile as the cubic zirconia is surrounded by antiqued gold and silver plate setting 

 

Stylish Watch 
 

· Cairo in silver or matte gold is a classic cuff watch that will never go out of style 
 

Hoops—in SILVER AND GOLD—can be any size or shape 
 

·  Large--Hoopla (gold) and On the Town (silver) 
·  Medium--Companions in gold, matte gold, silver, matte silver 
·  Small—Variety (gold) or Cup Cakes (silver) 
· For a trendier silver hoop, try Orbit 

 

Chain Link Necklace 
 

·  Sophia or Infusion--gold 
· Eugenia, Runway or Infusion –silver 
· Elemental - bronze 
· Use a clip-it to shorten these necklaces 


