GETTING BOOKINGS

1.  Make a list of everyone you know, even remotely. This ‘warm’ market will help you get started.
2.  You are a walking billboard! Use your jewelry to pay sincere compliments and make connections.

3.  Coach your Hostess for 10-5-1. Reward your hostess for getting outside orders and bookings.

4.  Review the Hostess $50.00 Bonus. Ask for her help, she is earning free jewelry for it!
5.  Offer $25.00 in free jewelry for all party referrals (your cost for this: $25 @ 70% = $17.50)

6.  $100 in free jewelry for business partner referrals (your cost for this: $100 @ 70% = $70.00)
7.  Call customers who placed outside orders from a show.

8.  Ask, read, research and network for community events and fundraisers.
INFORMAL PRESENTATION
· Bonnie and Theresa’s story.

· .925 sterling silver, handcrafted by artisans in 8 countries.

· Caring for silver. Demonstrate and cross-sell the polishing cloth.

· Best Sellers Demonstration: Go for the WOW from your guests! Show them combinations they wouldn’t think of. Layer necklaces. Layer bracelets. Stacking rings; Pendants with chains, collars and chokers. Get ideas from the catalog and from guests themselves.
· Variety of stones: coral, pearls, citrine, garnet, amethyst, turquoise, jasper, etc.

· Hostess Benefits: $200-$400 in free jewelry.

· Open Dates – “If you would like to be included as one of my upcoming parties, (tonight’s hostess) gets $50 extra dollars when two people book shows.”
· Share a little about the selling opportunity. Sprinkle messages: fun, part-time, easy, pays well. “Silpada is a young and growing company. We need reps in every area. If you know anyone who loves jewelry or is looking for a job, let me know.” Have a recruiting packet if they’re interested. 
YOUR ‘WHY’ STORY
Why did you join Silpada? Whatever the reason, there are other women who will connect with it. Share your story and you will be surprised by who is attracted to you and your business.
· Product

· People Contact
· Profit

· Purpose

· Personal Growth

ACTION PLAN…WHAT’S YOURS?
Know your 3 Services – Offer them all equally!

Block out time for work: Daytime in office + Party nights + Training/Meetings + Coaching with your sponsor.
How many bookings do you want each week/month?

THE PRE-SHOW
· Be prompt, professional.

· Organize business supplies first, then jewelry.

· Set up jewelry.

· Review expectations – Jewel up your hostess



       
Be excited
          


       
Play music



                   
Stay by jewelry & find a model
                                           Decide on show closing date

                                           Explain delivery times & procedures

                                           Ask if any outside orders

                                           Ask for any prearranged bookings or referrals

AT THE SHOW
Selling
Listen a lot, talk a little. 

  
Brief informal presentation (see above)


   
Like it? Buy it!  . . .  Love it? Have a party!  . . . Want it all? Sell with me!

Booking
“Earn $200-$400 in free jewelry!”

      
Announce total of free jewelry awarded to the former hostess (if she is there) and to the 


current hostess toward the end of the show. Ask hostess to tell how easy it was to host.
        
      
Ask guest to model $300, to show Free Hostess benefits.


      
Offer incentives. My favorite: “$25.00 more in Free Jewelry at your show if you pick a 


party date tonight.”

Recruiting – 
Green flags, verbal/non-verbal.

        
Who do YOU think would be great? Approach & Invite!

                   
Sprinkle benefits & your personal 2-line story. 


        
Look for leads & set up an appointment to talk more.

                   
Don’t spend a lot of time recruiting a show. Focus your efforts at a party toward helping 


the current hostess earn free jewelry. Plus, your prospect deserves your full attention, 


which you can better give at a later date. It’s hard . . . but schedule an appointment to 


talk later, then walk away!
