Everything you need to know to succeed as a Home Party Sales Consultant

Tons of tips for getting your name out, finding leads, bonus & incentive programs, party themes, game ideas, recruiting suggestions, filing taxes & MORE!!!!
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The Sky is the Limit

The Booming Home Party Sales Market

You are now the proud owner of a home business.  You are in the right place at the right time.  The direct home sale business industry is rapidly growing.  You are one of an estimated 13.3 million people nationwide and over 47.3 million people worldwide that have decided to enter the direct selling industry.  

The majority of the people who start a home party sale business are women working part time.  Many are mother’s of small children who have chosen to stay home with their children, and want an outlet all of their own.  They are attracted by low start up costs and the opportunity to “get away from it” for at least a few hours a week.  Since many people enter the industry working on it only occasionally, they need to focus their energy on the very most important key to their success: establishing relationships with clients. Faithful clients will not only lead to reorders and possible repeat hostesses, but your most faithful client is often your best recruit.  

You were smart to enter this booming market.  Sales are setting new records every year.  New people are constantly signing up.  There are so many opportunities for you if you know how to take advantage of them.  The first place to start is with your own mind, because positive thinking is a powerful thing.

The Power of Positive Thinking

This is a business where the sky is the limit.  It’s all about your attitude and outlook on life.  Smile and the world smiles with you.  I was at training once, un-Avon related and one of the leaders who has made a fortune in the direct sale business asked a volunteer to stand for a demonstration.  The volunteer was asked to close her eyes and put both arms straight out to each side like airplane wings and to think negative thoughts.  She was told to think of the most awful and negative world where nothing went her way.  As the speaker continued telling the volunteer how horrible things were going for her, she put her hands on each of the volunteer’s arms and pushed them.  Her arms quickly fell to the ground.  “Now, said the speaker, think of a perfect spot where everyone is on your side, everything goes your way and you are just having an unbelievably perfect day.”  As she relayed the tale of how wonderful life was going for the lucky volunteer, she again pushed the volunteer’s arms.  This time they didn’t budge.  They stayed out straight, strong and firm.  It was a powerful image of the power of positive thinking.  The speaker finished by saying that it works every single time.  I went home and tried it on my husband.  She’s right… it works every time!  Dream and imagine the possibilities.  Then make those dreams a reality.  Set goals and review them constantly, post them where you can see them.  All you need is desire, self motivation, and a good attitude. So reach for the stars!  

Chapter 2
Sparking Interest
Enthusiasm is Contagious

You have something that you love and can’t wait to show to the world.  The best thing to do in the beginning when you are excited about the company, the product, and your new opportunity is get out there and tell everyone you can about it..  Call your friends and family first to share your excitement.  “You are not going to believe the wonderful products I saw demonstrated last night.  They are going to make such a difference in my life.  I couldn’t wait to get them home to try them out.  In fact I loved them so much I’ve decided to become a distributor.”  Your enthusiasm will be contagious and your friend will be interested and will probably love to help you get started and see you reach your goals.  So start getting small groups together for demonstrations.  This is a great time to do one-on-one personal “shows” for friends and family that will lead to future shows.  

Don’t be shy talking about your products or business!  If you genuinely love your product, others will be interested to so don’t be afraid to ASK ASK ASK!!!  The worst someone can say is “NO THANKS!”  But you’ll be amazed at the number of people who will say yes when you are friendly, excited and enthusiastic.  There is a lot of truth to that old saying “smile and the whole world smiles with you.”  You are in control of the way people react to you.  When you are confident and obviously excited and interested in what you have to show, potential clients will be interested too!      

Try this the next time you are on the phone trying to resolve an issue and feel yourself starting to get frustrated and angry: just try smiling! You’re just on the phone and nobody can see you anyways, so try planting a big smile on your face!  I bet you’ll feel calmer right away.  

Leave Your Name Everywhere You Go

Advertising can make or break your business, so get your name out everywhere!  Think of everywhere you can advertise and promote yourself.  Start with yourself.  You are your own best promotion.  Your enthusiasm and love of your products will rub off on everyone, so try to find ways to work your new business into conversations with everyone you meet.  Use the products yourself at home, and let people see you using them at the office and while you are out.  Bring a recipe that has something to do with your business to every potluck you go to.  Let this be a conversation piece.  Wear a shirt or sweatshirt promoting your product.  Put an ask me button on our purse or coat.  These are great conversation pieces that will get the ball rolling.  You may also check into setting up a display at craft fairs or mall events.  Advertise in your church bulletin, the local newspaper.  Contact your city hall about having your brochure added to welcome packets given to new residents.  Also ask team about getting a list of new people to move in to the city.  They may be looking for a new consultant or new job in your area.  Do everything you can to get your name out there!    

Although you do not want to loose focus of your most important goal-- sparking interest and following leads-- you will need a few business supplies to help get your name out in the community.  Head to the office supply store for business cards and sticky sided label paper (like the kind used to print stickers).  Also pick up magnet paper (found in the section with photo paper and photo printing supplies)   Print catchy customized business cards to leave everywhere you go.  Your name will always be at the tip of their finger.  Print contact information labels with the label sheets.  These can be stuck to everything from backs of product guides to backs of products samples.   TIP: VISTAPRINT IS GREAT FOR THIS.

The only way to find new customers is to LOOK!  Look for leads everywhere you go.  Never leave home without business cards and never leave a place or area without leaving at least 5 behind.  Hand them out personally, or place them in the bathroom, in empty shopping carts at the grocery store, on car windshields.  Post business cards or brochures on bulletin boards at stores.  Ask to place them at coffee shops, children’s resale shops, laundry mats, dry cleaners, and all the places where your children take dance, swim, or gymnastics lessons.  Include them in your bills each month. Drop your business card in give away boxes.  You never know who is going to look at them and need or want what you have to offer.  

You can add a personal touch by wrapping a small sample in tulle and attaching a business card with ribbon. Give one to the receptionist at your doctor’s or dentist’s office, your checker at the grocery store; leave them with a tip for your waitress.    

Mail out samples, catalogues, and a wish list to everyone you can think of who may be interested.  Send a catalogue to a co-worker that has moved, your Tupperware, Discovery Toys, Etc. Reps with an offer to exchange shows.  Post a catalogue in the teachers lounge at your child's school.  When you send in teacher gifts, make them from your company!!  Post a catalogue in the employee lunch room.  Give a catalogue to the receptionist at your doctor's or dentist's office.  Put your current catalogue in your neighbours’ door along with a 10% off coupon.  Leads are everywhere!  You just have to be creative and find them!

Spark Interest in the Community Letters

Another effective way to help spark interest in the community is through form letters sent to organizations to generate interest.  You may volunteer to be a speaker for a women’s group meeting.  Always consider the audience you are addressing when writing to spark interest in your services.  

Suppose you sell bath & body products.  Here are two examples of how you may change the approach to fit the needs and interest of the group you are addressing.  

Looking for a fun idea for a Mom’s Night Out for your group?  

Introducing…. MARGARITA MANIA!!!

As hostess you provide the margaritas, guests can bring their favourite appetizer to share.  I’ll bring the rest for a night of pampering and fun with the girls!  We’ll start with manicures and pedicures.  We will also perform 5 minute makeovers, play a fun lipstick personality game, and experience all kinds of great smelling, stress relieving bath & body products.

Due to the huge popularity of this party, dates are filling fast to contact me today!  To schedule a Mom’s Night out for your group call or e-mail.  You can also visit my web page for more info and to schedule your party online!

SPECIAL LIMITED TIME OFFER:  When you schedule your girl’s night for June or July, EVERY guest gets a FREE 4-IN-1 PEDICURE BRUSH!!

This letter addresses the group in several ways: they are left wanting to know more so they will log on to your web page for more details.  It also makes your services seem in demand, and offers a special offer and women especially love good deals, incentives & special offers.  When they e-mail (or mail) you back to say it sounds great…what’s the catch?  You tell them you are just trying to get your name out in the community and hopefully this will lead to future bookings. 

You would take a much different approach to a business.  Here is how you may word a request to a health club or business organization:

INTRODUCING <COMPANY NAME> AND THE TOTAL RENEWAL:  These days everyone is overscheduled, always running and STRESSED!  Stress has become a national epidemic with huge consequences to our society.  It is so important to remember to make room in our busy schedules every day to nurture our spiritual lives.  I specialize in stress management and will provide your group with a Total Renewal that introduces simple stress relief measures they can use every day.  

My presentation introduces several products and techniques that are designed to calm, soothe and relax.  I have done this presentation for several different groups including: several MOMS Club business meetings, MOPS groups, teacher appreciation escapes, tennis teams, ladies night out, and church groups.  It can be customized to your individual groups needs, but usually is approximately 30 minutes and would include several fun spa quality treatments and a relaxation exercise-- a sample of some stress relief treatments is enclosed. 

Best of all, there is no cost or obligation to you--- I am just trying to get our name out in the community.  There will not be any pressure on anyone to purchase our products.  It is a relaxing and fun time.   Everyone enjoys them and I usually have several people decide to host their own in home spa renewal.   

To schedule a TOTAL RENEWAL presentation for your group or to find out more info, please call or e-mail me….  You can also visit my web page: for more info and to schedule your RENEWAL online! 

Notice the different voice depending on the audience.  This letter is very effective because it addresses the organization’s concerns.  You are giving their clients a free service.  It is fun.  It is quick.  You will not be in the way and pressuring their clients to buy your products.  

Chapter3

Hostess Helpers
Hostess Coaching Ensures a Great Show

Now that you’ve set up the ground work, you’ll probably have leads pouring in. The new trick is to keep them interested in the show.  The best way to keep someone excited and interested is to get her to commit to a time not too far in advance and keep reminding her of all her rewards and incentives for hosting.  Consider offering a bonus for booking on “hot dates” (Make these 2 or 3 upcoming dates that you’d like to schedule a show.)  

You don’t want to become a nuisance, but following up and getting guests excited about the show is so important to the shows success.  Plus talking to your hostess and getting to know her helps establish a loyal relationship.   I would then recommend the following follow up after the hostess has booked:

1. Right away, send a hostess reward sheet (examples are shown in the following section) along with a thank you note thanking the hostess for the party/show/class with the following reminder--Date and Time, and then this note: “I look forward to being your consultant and your partner to help you obtain all the free items you want! I work strictly by appointment only and will be there on ________so if for any reason you are unable to hold your appointment please notify me 48 hours in advance so we can reschedule your appointment and I can place another hostess in you slot that may be waiting for an opening. I really appreciate your hosting the _________ (show, class, etc) and look forward to working with you. I know it will be a great success. I will call you in a couple of days to see how many guests will be attending your _________."  (You will also want to include a hostess reward sheet --examples in the following section-- that includes hostess coaching tips.

2. Call in a couple of days and check to see how many guests are coming. Get their phone numbers or e-mails so you can contact them and get them interested in the show. 

3. About 2 days before the party call her again to see if she needs help with anything or has any questions.  Also check about set up, and to see how many outside orders she may have.....(the main reason you are doing this is to make sure she doesn't end up cancelling...she’s more likely to hold to the show when she knows you are serious, knows you won't reschedule her, and knows you’ve called her guests already.

Hostess Reward Sheets

These are 2 fun example hostess helpers that help get the hostess motivated right after she books.  You may also want to offer the following challenges to your hostess:

Hostess Scavenger Hunt

 Here is a list of 21 different kinds of people. If you get ten of them to your party on ___________, (day) ___/___/___. I will have a special gift for you.  Happy Hunting!!

_____________________________________________________________

A red headed lady



A Pregnant Lady

A waitress




A Church Friend

A neighbour




a grandmother

Someone with all sons



someone with all daughters

A mother of a baby under 1 year old

someone who orders £50 or more

A bowler




A person who decorates cakes

A lady on a diet




A lady with size 9 shoes

An in-law




A former neighbour

A teacher or Sunday School teacher

A club member

Someone with no children



Someone who will book a party

A friend who doesn't work 

Obviously this will differ for different people - put what ever you want in.

Party Hostess

Tic Tac Toe to success!

I rely on word of mouth and referrals to help spread my business, so I believe in spoiling you as a hostess.  By the time her show is over, the hostess generally walks away with a total of £100 in gifts and discounts. To thank you for scheduling with me you receive your first gift valued at £10.  Check out my hostess rewards so you can plan on getting the most free stuff!  Mark off each box as you complete the task.  Each tic tac toe you get earns you another prize!

Hostess:_____________  Show Date: __________Confirmed Time: _________

Have at least 6 people at your party.

Your party sales total £250 or more


Book one party BEFORE your own.

Complete the hostess info sheet & return within 10 days of your party

Hold your Show on originally scheduled date


Ask me about the  opportunity

Send invitations to at least 20 people 

Personally call each guest two days before the show to remind them and to get them excited!


Collect £50 in orders BEFORE your  Show (Try those who can’t come)

Hosting is as easy as 1-2-3!

Give me the name and addresses of your friends, neighbors, co-workers, and relatives that you wish to invite.

On the day of your show, keep it simple: Just something to drink and a little chocolate.  Extra candles make it extra special.   

Have fun, relax and earn rewards such lipstick, bubble bath and more by playing the tic tac toe to success!  Fill the board and you can also get your customized skin care line for only £…. in addition to your prizes! 

I want you to get £100 in Gifts and Discounts!

Meet any ONE of these requirements to get £100 in products for £50 

2 bookings + £150 in sales

4 bookings

£300 in sales
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Recruiting
Be Willing to Share the Business Opportunity

Recruiting is the name of the game for most home business structures.  Virtually all of the big name home party sale businesses are multilevel marketing (MLM) companies.  In this business structure consultants are encouraged to recruit other distributors or sales representatives and receive a commission or bonus on the sales made by their underlying consultants.  This recruitment of down liners is essential to increase a sales representative’s sales force and thus generate a greater number of sales.  In addition, many companies allow greater rewards and discounts based on the number of down liners a consultant has.  

Recruit at the shows

The best place to recruit is at your shows.  Your order of priorities at your home shows should be: 1. Recruit new consultants 2.Find new Hostesses 3.Settle for Sales.  Sales are great, but recruiting is what keeps your business going.  Here are some clues on what to be on the look out for at your home shows:

?
Party guests who give the most input about your product. 

?
The guest with the largest order. 

?
Guests who ask lots of questions. 

?
People who bring extra guests to a show.

?
People who nod their head when you give your recruit talk. 

?
Anyone who stares at you during the presentation. 

?
The guest who picks up a product and demonstrates it. 

?
The guest who lingers after the presentation.

?
People who are not working now but would like to find something to occupy their time. 

?
People who need extra money. 

?
People who are bored in their careers. 

?
Someone who is temporarily out of work (male or female). 

?
Part time worker. 

?
Mothers with small children. 

?
Women whose families are grown. 

?
The person who is naturally attracted to you as a person. 

?
Anyone who needs money or is dissatisfied with their job. 

?
The person who is looking to buy a car or any type of luxury. 

?
People who want promotions at their job. 

?
The person who is kid crazy and needs a night cut. 

?
The person who is 40 middle class and bored 

Make mental notes of these people and when you are closing orders at the end of the show, ask them if they’ve ever thought of doing what you do.  Tell her you are looking for people to join your team and you think she’d be a natural.  Of course, the best way to recruit is to have people see how much fun you are having!  Who wouldn’t want to join you in the fun?

The hostess is your best tool for booking future shows!

Now it’s time for the show and your focus is on making sure everyone has a good time so they will want to book more shows!  WHO knows your Hostesses friends and family better than the Hostess?  Enlist your hostess to help you get more sales, bookings, and recruits with this incentive:

When you arrive at the Hostesses home, after you set up and you are waiting for Guests to Attend....Tell your hostess that you have a "Special Cash Bonus Program for Hostesses"  Hand her 3 Hostess Packets.  Tell her she knows her family and friends better then you do, and ask her to find out who, out of her friends and family would want to have a Show.....

for the 1st Booking she will receive....  £10 in Free Merchandise

for the 2nd Booking she will receive.... £20 in Free Merchandise

for the 3rd Booking she will receive....  £30 in Free Merchandise

You can explain to her that she can be the 3rd Booking and schedule Christmas Show and she would be starting her show with £50 in free products before you even start the show!

At the End of the Show.....Thank everyone for coming ...Explain our Services and what we have to offer....  In-home shows, Brochure shows, Fundraisers....etc, etc, 

Also inform they of all Hostesses receive....

And, I would like everyone to take Advantage of Our Free Program. If you are Considering on having a Show See Our Hostess __Name____ she has all the Hostess Packets

After the Shows are Held the Hostess receives her £10, £20 or £30 in Free merchandise......and don't you think she will make sure the Shows Hold!  She wants her Cash Bonus!  (Or use amounts that will work with your Party Plan Business.)  

Spoil Your Hostess
When guests see how much the hostess is getting, they want in to!  So remember to spoil your hosts (and make sure everyone takes notice!)  Highlight your hostess rewards plan at least three times per show.  At the beginning of the show ask hostess to tell why she decided to have a show (if she doesn’t already do it for you--mention the hostess goal!)  Ask past hostesses at shows to talk about their free products. 

Towards the end of the presentation hold up product packages and offer them at huge discounts when guests book a future show.  Share upcoming specials, next month’s promotions and hostess rewards.  Make sure at the end of the show you mention how much the hostess saved by having a show.  Even if guests weren’t interested in booking a show make sure all guests leave with a catalogue or brochure that includes hostess rewards with your contact information on it.  They may just want to think about it and not be pressured right now.  Remember to follow up!        
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Party Themes

Fun parties encourage bookings & increase guests

Everyone wants to have fun!  When your parties seem fun and in demand, you’ll have people lining up to book their own. Here are some great party themes & ideas galore to help you get lots of bookings on the calendar!!!  While some party themes may be specific to a particular product line or business, most of the suggestions listed can be customized to many different organizations.  The possibilities are endless, have fun with this list and let it be a springing board for many more ideas!

One-On-One Themes
Great to get your business going.  Offer package deals to those who book one-on-one demonstrations!
Individual Image Profile:  We’ll begin with colour analysis to determine your best colours for clothes & make-up.  Then we’ll determine your customized skin care regime based on your individual skin care concerns.  You’ll get great customized advice.  Great for brides to be!

Charity Themes

Party for a Cause:  A set amount of your sales will be donated to the charitable organization near and dear to the heart of your hostesses.   The hostess may also choose to have you donate monetary value of the rewards you would have given her as a hostess or may want to donate the actual items (i.e. beauty products to a homeless women’s shelter.)  This is easily adaptable and could be used for school fund raisers and much more.  Remember you have a bonus for your charitable acts:  it’s all a tax write off so keep records!       

Sponsor a Contest:  Organizations are often looking for door prizes for their events.  Donate a gift basket of your products and remember to always include a catalogue, ordering information, booking information and sponsoring information.

Express Themes
DON’T HAVE TIME?  I HAVE THE SOLUTION! 

Mystery Hostess Open House Party Why wait for a hostess?  Have an open house at your home and invite all those people who were interested in hosting but didn’t have the space, didn’t know anyone to invite etc.  One lucky person’s name will be drawn and they will be the “hostess” and gets all the free hostess rewards for the party!!

Nights Too Busy to Party Do a quick get-together over brunch! Bagels, donuts, a fresh pot of coffee and me! Perfect for a Saturday or Sunday morning. In an hour or two your party will be complete and the rest of the day is yours! Each guest who brings a goodie to share will receive a free gift.

Spa Works:  An express escape for groups.  This is usually done with 2-4 consultants depending on group size.  Great for church groups, ladies groups, employee lunch breaks, and member appreciation events.  We’ve done this at health clubs, schools for teacher appreciation events, and for mom’s groups.  This can be catered to your groups’ needs & time constraints but usually includes neck wrap, instant manicure, and mini massages as we take you through a relaxation & visualization experience.

Sitter Party This is a great party to have, especially if your guest will have small children.  Having a sitter present allows mom and dad to shop, undisturbed!

Ten to Midnight Party Do an outdoor party late at night for the guests that can not make it early in the day.

Moms on the go GYM Party Contact your LOCAL Fitness Gyms and see if you can come & do a party there for busy moms!

Work Place LUNCH Office Parties (can also hold them at the workplace after work too!)

Pass the Catalogue Party:  Many direct sales consultants are reluctant to doing catalogue parties. Catalogue parties are sometimes more convenient to our hostesses, therefore you should never discourage a catalogue party! Often hostesses will totally just cancel all together if she feels she is being pressured into doing something she does not want to. If a hostess wants to try a catalogue party, allow her to! If the party turns out successful, she is more likely to agree to an in home show in the future

Online Chat Room Party

Mom’s Night Out Themes
Great for Bunco groups, Moms of kids in weekly playgroups, Stay-at-home moms etc.
Spa Escape:  Relax and be pampered with a sampling of our best selling bath & body, skin care & make-up products.  Spa treatments including neck wrap to relieve muscle tension, back & head massage, instant manicure, foot wrap, and a relaxation & visualization experience.

Margarita Mania:  A fun night out with the girls!  As hostess you provide the margaritas and I’ll bring the fun!  We’ll experience the all our great spa products, do pedicures, manicures & 5 minute makeovers & a play a fun lipstick personality game.

Extreme Makeover:  Advanced skin care and image consultation for up to 4 friends.  Everyone leaves with a fresh face and new look.  You’ll be treated to a facial with our daily skin care products then finish with a makeover.

Naughty Night Gown Contest: Each guest brings their favourite night gown in a paper bag; and tries to match the nightie to the guest. 

Girls Night In! Party in your PJS Slumber Party! (no men allowed!)- guests wear robes and slippers and come ready to get ready for bed.  Go through skin care product line and let each guest do the complete night time routine.   

Romantic Outing Picnic Basket Party: Invite all the girls to the party and learn how to prepare a romantic basket to take your lover on a Picnic!

Best Friends Evening Out: (works best with bath & body products or candle types of parties, or skincare & cosmetics type of parties!)

Movie & a Meal Party

Budget party: During this type of theme party you ONLY demo items that are £5 or less!

NEW MOMS Time Out Party: Invite all the NEW Mothers to attend your party! New moms need a break so giving them a few hours without the kids is something they look forward too!)

Bring On The Men Party Themes
Some fun ways to include the men in your shows!

MEN ONLY Summer BBQ & Grilling Outdoor Party:  Invite the men for an afternoon of football, pizza, beer and Your Product. Set up a display and let them shop for Christmas presents during halftime, tell them that when they place a £25 (or whatever) order, you'll wrap the gift for them. 

Couples Party: This is a great kind of show to do if you sell adult products. Not only do women enjoy shopping for these kinds of things, men also do.

Couples massage party: Great to demonstrate bath & body products.  They demonstrate the products on each other.  For a party game, print a reflexology chart off the internet and give to each guest or tell them about the different pressure points.   Great audience to introduce your men product lines!  

Wine Tasting Party: (make sure you check with your company first to make sure its okay to have alcoholic beverages at your party. While Guests are "wine tasting" you can do a party!

Game Night for Guys & Party Night for girls Party: This is great if you have a big enough home! Do it on a day that there is a BIG sporting Event! All the guys in one room watching the game while the girls’ party in another room!

Seasonal Party Themes
New Year, New You Party: Great for home organization ideas, weight loss & healthy eating, pampering & spa type of parties

Valentines Party - great for men to select the presents for their wives/partners and have them gift wrapped for them.

St Patrick’s Day Party, Luck of the Irish

Beat The Winter Blues Party

Easter Party: Kids paint eggs or go on a back yard Easter egg hunt, while the adults enjoy a party 

Mothers Day Tea & Dessert Party

Christmas in the summer: When your Christmas products come out, offer a Christmas in the summer show to allow guest to start shopping early. That way you do not need to worry about a product being out of stock or on back order.

Summer Sizzler: Learn how to have successful, entertaining, fun and delicious summer parties for you & your friends!

Halloween Costume Party

Beat the mall crowds and do your holiday shopping from the comforts of HOSTESSES home: Guests can do all their Christmas shopping without getting out in the crowds.  Have them create a Christmas wish list also and tell them to drop hints to friends & family about it.  When they call you, you’ll know exactly what they wanted.

Secret Santa Party: Have guests make a list of 3 items below £10 each then have each guest draw a slip of paper and they have to BUY one of those items on that list for the Secret Santa pal without letting them know its her! Then you have a second half of the party in a few weeks when the orders come in and invite guests back to exchange their gifts & for them to try to guess who it was that was their secret Santa!

Secret Santa Office Gift Party: A lot of workplace offices these days do secret Santa parties & exchanges! I make up a list ahead of time of all items that we sell that are $12 and less and attach the list to the front of the catalogue and ONLY demo those items! Guests are always looking for affordable gifts for their secret Santa office parties and you can help them find them!

Special Event Parties
You can incorporate those special events in your client’s life into a fun sales party.

Baby Showers

Birthday Parties

Bridal Shower: Know someone getting ready to get married? Bridesmaids can throw a bridal shower that includes some of your party games & products.  You may approach them ahead of time about each chipping in money for a joint gift for the bride.  Or offer the bride a bridal registry!!  Give the list to each guest, and the bride to be is bound to get the products she wants.

Batchelorette Party:  Great for bath & body products and much more.  Get some fun games and lavish the bride to be with attention.

Be Your Own Hostess
Can’t find a host?  Who needs one when you can be your own!

Hold an Open House

Have a stall at a school fair

Host an office party or brunch

Host an office lunch at your husband’s work

Host a show before or during a PTA meeting

Community Work From Home Festival Use this more for recruiting but also accept orders from those who come to just buy from you! Part of growing your business is getting your business out in front of your community

Hostess Appreciation Tea:  When new products come out, get your former hostesses together for a tea/brunch.  They have shown interest in the past!

Offer to hold a class for your local grocery store, bank etc.

Misc. Themes The possibilities are endless!!!

Teeny Boppers Spend the Night Party & Facials:  A great way to get young girls just starting to think about make-up and taking care of their skin.  Have them make up a wish list complete with e-mail or contact info for her parents.  You follow up with them after the show.

Patio Party: Have a party outside on the patio; serve nice tall glasses of iced tea.

Desert Party: Have each guest bring a desert and share their recipes.

Build your own Sundaes: Hostess provides the ice cream and the guests bring their favourite toppings. 

Pizza Party: Host provides the basics & guests bring their favourite topping. 

Wine & Cheese Party: Hostess serves wine and cheese. An all time favourite! 

Italian Bistro Party: Hostess supplies the pasta and sauce (white & red). Guests bring their favourite ingredient. 

Potluck Shows: Each guests brings a dish--chose the theme for the potluck- example each guest is given a country and she must make a dish from that country to bring. 

Happy Hour Get Together: Hostess serves tasty adult beverages, and guests bring favourite appetizers. 

Chocolate Lovers Party: Serve chocolate, chocolate, chocolate! 

Pool Party: Hold show around pool, get a small plastic play pool and fill with ice and drinks. You might even have a swimsuit contest! (or encourage people to wear one and be cool) Great to combine with Pina Colada Party, Strawberry Daiquiri Party, Margarita Mania Party)

Build your own Sundaes:  Hostess provides the ice cream and   the guests bring toppings.

Saturday Brunches: while air is still cool, have a morning brunch or tea. exchange-bring favourite recipe and sample to share.

Summer sizzle: Have the guest bring their favourite way to cool down to the party and let them judge who is the coolest.

Creative Hat Contest: each guest creates their hat that they wear to the party, contest for the best hat.

Picnic in the Park or Candles in the Park: Hostess supplies picnic and we do the show out in the park.

Hawaiian Shirt Party: Each guest wears their favourite Hawaiian shirt, offer drink with little paper umbrellas; possibly get paper leis to put around each guest as they arrive.

Bring your own Nachos Party: Hostess provides the chips and each guest brings a topping.

Summer Salads: Ask each guest to bring their favourite summer salad recipe and exchange, maybe samples.

Sports: Decorate your table with your favourite sports teams themes and colours.

Garden Party: Have the show in some-ones garden have every guest wear their garden hat or big floppy hat.

June is Strawberry month: serve strawberry shortcake

Very Berry Party: Make berry desserts or berry topping for cheesecake or ice cream

Big Chicken Party: Great way to get know new neighbours who just moved in or if you just moved. Invite people you don't know or don't know very well.

BYOV Party: (Bring your own veggie: Make veggie pizza)

Treat your MOM Party: ONLY MOMS & Adult Children are invited! Enjoy a fantastic BRUNCH before the party!

The Good Old Days Party: Have guests dress up in 1960s & 1970s party wear!

Italian Pizza Party

For Teachers Only Party

Beat the Clock Party:  You can set it up that if guests order within 30 minutes of the party starting they get a 15% discount, at 45 minutes it drops down to 10% and so forth!

Auction Party with your Cash & Carry Products or your Discontinued Stock!

Hip, Trendy & Chic Party: Great for those who sell clothing, accessories & cosmetics!

Whets New with <COMPANY NAME> Party:  (Every time your company brings in a major new product, have a What’s NEW with xxxxxx Party!)

Ice Cream Social Party

Multi-Consultant neighbourhood party: Find other consultants who represent NON-Competing Types of products in your community. Get together and you all HOLD ONE BIG party!

Party Swap: Team up with another Consultant & Swap Parties with her!

The "more" you bring, the "more" you get:  The more guests or outside orders they bring, the more freebie gifts they get! This encourages HIGH party sales!
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Party Games
Recruiting Games
Here are some great recruiting games to include in the show

Hold That Pose

Ask everyone to respond to these questions by following directions, precisely.

?
If you have a car and know how to drive hold up your right hand. 

?
If you enjoy being around people, wiggle your fingers. 

?
If you have a phone and love to talk, hold up your left hand. 

?
If you have lot of____ products, raise your left leg. 

?
If you like money, and want more, raiser your right leg. 

Now pick one of the most enthusiastic people from those who have two hands and legs in the air. Have everyone else hold their position until guest comes up front. Then have the guest introduce themselves to the group and select a product you offer he or she wants to buy or has at home and have them demonstrate it. Tell them you have something special to talk to them about later. This is a great recruiting game. Give everyone a gift for being such a good sport.

How Well Do You Know Your Hostess? 

Give a piece of paper to each of your guests and have them number it from 1 to 10. Then ask them to answer the following questions. 

1) What is your hostess’s favourite colour?

2) If she could have any vehicle, what would it be? 

3) How many kids does she have?

4) What is her favourite hobby? 

5) Who is her favourite actor?

6) What is her favourite animal?

7) What is her favourite TV show?

8) What is her favourite food?

9) What is her favourite scent or smell?

10) If you were in need of something, would your hostess give it to you if she can? 

After everyone writes down their answers (including the hostess), read the questions again and have the hostess tell everyone her answers. The other guests mark on their papers if they got it right or wrong. The person with the most write answers wins a small prize or discount on their purchase.

You can change and rearrange any of the questions, but leave the last one in place. It provides a nice lead- in to mention that the hostess will get free product if they purchase a certain amount, and/or book their own parties.

Ask Me About My Job

This game is a great way to get your guests thinking about joining your company. 

Get or make up some tickets. 

Tell your guests that for the next 3 minutes you are going to play “Ask Me about My Job”. The first person to come up with a question will get 3 tickets, the second person will get 2 and every question after that earns one ticket. 

You will hear questions like “How long have you been doing this?” and “How many hours a week do you work?” Answer them as positively as possible. Good answers to the questions above would be “I’ve been doing this for 12 months and I’ve never had so much fun” and “I only work evenings and weekends because I want to be home with my kids”. 

After the three minutes are up, tell you guests to hang on to their tickets. You will have another short Q&A session towards the end of the party (your guests will have thought of some additional questions by then). After that have a drawing for a small prize. 

This game is a great opportunity for you to teach your guests about your business and they may see how could benefit them.

How Green Are You?

Answer truthfully. The player with the most points wins.

1. Do you have a green house?

2. Do you have green paint?

3. Do you have green eyes?

4. Do you have on a green ring?

5. Do you have on green shoes?

6. Do you own a green car?

7. Do you have green on?

8. Do you have a green rug?

9. Do you have a green chair?

10. How much money so you have in your wallet? (Money)

11. Do you own anything green from this company?

12. Are you green with envy, and would like my job?

How Green Are You? Answers

 1. 10 points

2. 5 points

3. 20 points

4. 10 points

5. 5 points

6. 5 points per pair

7. 5 points

8. 15 points

9. 5 points

10. 10 points

11. 5 points

12. 15 points

13. 50 points

Let each guest pick out a balloon from a bowl. Then explain, the first person to blow up their balloon, tie it, sit on it & pop it will win a free gift. This is a great ice breaker for any group; it gets everyone up and laughing.

Games to Introduce your Products & Special Incentives

Left Right Game 

This game is a great way to start a party, right before you go into your presentation. Pass out one or two small gifts. Tell your guests that you will read them a story and that they should pass the gift to the person to the right when they hear the word “right” and to the left when you mention “left. The person holding the gift at the end of the story gets to keep it. 

Here is the story: 

I left my house and was on my way to (insert hostess’s name) house. But I soon discovered that I had left my directions at home, right by the phone! Well, I knew right away that I needed to have the right directions to (insert hostess’s name) house, so I turned left and I turned left and I turned right and made my way back to my house for the right directions. Sure enough, there they were, right where I had left them, right next to the phone. 

Finally, I was on the right track. I arrived right on time and set up my (insert your company name) presentation right over here. You all arrived and sat down. I’m going to get right down to work and tell you about (name of company). I hope nothing will be left out. In a moment I’ll show you our new line of (insert your type of products) products. If you left home with the intention of shopping for gifts tonight, you’ll find we have the right gift for everyone. Think about upcoming birthdays and holidays, we don’t want anyone left out. I’d be happy to help you find the right gift for that special someone. 

(Insert name of company) has a (insert number of days) –day return policy. When your merchandise comes in please check it right away. If something is not right please call me right away and you can be sure I will take care of it right away. You don’t want to be left with something you are not 100% satisfied with, right? If you’d like to be a hostess and earn free and discounted merchandise, this is the right time for you to explore hosting a party. 

I’m enjoying being here with all of you tonight and I hope you are having fun, too. I know you can’t wait to see if we have that special item you have been looking for, so without further delay I will get right to the point of this party, which is showing you our great products! So, there is really nothing left for me to do except congratulate the winner, right?

Blue Light Special

This is fun for everyone.

 

Set timer and demonstrate your product. What ever item your holding when the timer goes off is on sale for the duration of the party.

Bingo

This is an easy all-time favourite and an easy way to introduce a wide variety of products to the group. 

Create some bingo cards by drawing a 4 by 4 box grid on a piece of paper. Write “Free” on the centre box. Then write the names of your products on the remaining boxes in random order on each of the bingo cards and make yourself a set of cards with just one of the products on each card. You will use this set of cards to draw the bingo “numbers”. You may want to have a sample of each of the products with you and show it and talk about it when the product is drawn during the bingo game. As in ordinary bingo, the first person who has a row of items checked off wins a prize.

Wishing Well Game

 

1.  Have each guest make out their wish list.  

 

2.  Then ask them to create a tally as follows:

?
ADD 1 point for every item on your list 

?
SUBTRACT 2 points if your list doesn’t include a SL subscription (or pick your favourite company product) 

?
MULTIPLY your total by 2 if I brought 1 or more of your wish list items in my kit tonight 

?
ADD 5 points if you put the (hostess’s favourite item) on your list (ask hostess prior to party) 

?
ADD 5 points for the (product name) because it is featured on the cover of our catalogue 

?
ADD 10 points for the (product name) because it is the most expensive item in the catalogue 

?
SUBTRACT 5 points if your list doesn’t include any of the (special collection name or product) 

?
ADD 3 points for the (product name) because it is this month’s Hostess Special 

?
ADD 2 points for the (product name) because it is this month’s Customer Special 

?
ADD 5 points if your list includes a book or food item 

?
ADD 5 points if your birthday is this month. 

3.
Bonus 15 Points…if you book a party today!!! 

 

My guests love filling out the wish list and then I have it for reference for their birthday, anniversaries and other holidays.  The husbands love the easy shopping and I get extra orders!!  The winner gets a prize of my choosing or sometimes, depending on the season or holiday, I’ll have a variety of prizes.  For example, I’ll have the winner choose from 4 Easter eggs.  Each egg has a prize in it on a piece of paper such as 10% off any item they purchase or a gift I’ve pre-purchased at the $ store

Ice Breaker Games

The Candy Quiz 

 Have each guest number their paper 1 - 18.  Tell the guests that you are going to tell them something, and that they need to write the answer in terms of candy, a candy bar, or other candy. 

 

Questions/statements and Answers:

 

 A famous trio? (3 Musketeers)

 A Galaxy?  (Chocolate/Milky Way)

 Can't hold on to anything? (Butterfinger)

Twin letters? (M&M's)

To chuckle to oneself? (Snickers)

Before 1? (Zero)

A workers favourite day of the week? (Payday)

An Indian burial ground? (Mounds)

A rainbow of colour? (Skittles)

They can save your life? (Lifesavers)

A planet (Mars)

What do you call this? (Whatchamacallit)

Superman's human name? (Clark)

A famous New York street? (5th Ave)

Double Dice

 You will need some floor space for this one.  Get everyone in a circle and place some wrapped gifts in the centre, usually a number less then the number of guests.  (Choose inexpensive gifts, small picture frames, votive candle, cute memo pad, etc. $ Stores have some great items for this game.)  When wrapping make the gifts attractive.  Wrap in different size boxes, add colour, bow, or unique wrapping to make them look pretty.  Set a timer for as long as you feel you want the game to continue, this also would depend on the # of guests at the show.
Give dice to hostess and have her roll, if she rolls doubles she gets a gift from the floor, guests continue to pass the dice onto the next person.  Once the gifts are gone from the floor anyone that rolls doubles can take whatever gift they want from someone holding a gift.  End game when you feel all have had adequate time to pass the dice.

This has been one of the most requested games when I host a show that someone has either been a hostess or has attended one of my shows that have played Double Dice

Get To Know Each Other Game

This game makes for a nice icebreaker, especially if most of the guests don’t know each other. It can also provide you some clues about who may be a potential prospect. 

Pass around a bag of M&Ms. Tell everyone to take as many as they would like. Quickly ask them to count the number of candies in their hand. Each person then takes a turn standing up and telling as many things about themselves and their family as they have M&M’s. Of course no one is allowed to eat their M&Ms until they have had their turn.

Purse Scavenger Hunt or Let's Make a Deal Remember that old game show, Let's Make a Deal? At the end of every show, Monty Hall would give audience members money for a specific unusual item. This is the same idea. Divide guests into teams of two or three, giving them a list of slightly unusual items, including a few "why in the world would you carry that in a purse?" items. Assign points to each item based on the likelihood that someone will have it. (a lipstick carries 10 points, a can opener 90 points). The team with the most points is the winner. 

Name The Slogan Game 

 Have each guest number their paper 1 - 24 and then have them write their answers to the slogans when you read them.  They will receive 1 point for every one that they get right!

 

 Just do it...Nike

Eat Fresh...Subway

It's everywhere you want to be...Visa

Finger Lickin Good...KFC

Good to the last Drop...Maxwell Coffee

Because you’re worth it...L’Oreal Hair Colour

Built Tough...Ford

Squeezably Soft...Charmin

Let the sun shine through...Windex

Melts in your mouth not in your hands...m&m's

For the times of your life...Kodak

Have it your way...Burger King

Thread Introductions 

 This is a great way for your guests to introduce themselves to the others.

 

Once you have begun your party, tell everybody that you are going to pass around a spool of thread and that they are to take a piece "as long as they think they will need".  They will begin asking ... "need for what etc."  You smile and say, oh it could be for anything, just take a piece as long as you think you will need, and pass the spool.  Of course they might think well whoever comes closest to going around their waist etc. Or if they see their closest neighbour sitting to them takes a real short piece, they will take a real long piece. After everybody has taken their thread, you tear off a piece and wrap it once around your finger and hold telling them they have to do the same and they have to talk about themselves for as long as it takes to wind the rest of the thread around their finger.  Start by telling them about yourself and your business (so take a longer piece) It can get wild if somebody has taken yards of thread

The Vacation Game

 Ask each guest to bring a picture from her favourite vacation. 

 Then ask them the following questions about their pictures. 

1. Is the picture in colour?

(If yes, 5 points.)

2. Was the picture taken in the last 6 months?

(If yes, 15 points.)

3. Are there mountains in the picture?

(If yes, 10 points.)

4. Is there a lake in the picture?

(If yes, 10 points.)

5. Is there an ocean in the picture?

(If yes, 10 points.)

6. Was the picture taken on an island?

(If yes, 15 points.)

7. How did you get there?

Airplane 15 points

Train/Bus 10 points

Car 5 points

8. Is there a landmark in the picture?

(If yes, 20 points.)

9. Are there any people in the picture?

You 10 points

Family/Friends 5 points each

10. Is someone waving "hi" in the picture?

(If yes, 30 points.)

11. Is someone in the picture riding a horse, camel, or elephant?

(If yes, 100 points.)

12. Did someone accidentally appear in the picture?

(If yes, 50 points.)

13. Did you have a stranger take the picture for you?

(If yes, 25 points.)

14. Is anyone kissing or hugging in the picture?

(If yes, 75 points.)

15. Was the picture taken on your honeymoon (1st, 2nd, 3rd, or whichever)?

(If yes, 50 points.)

16. Did the person taking the picture accidentally get their finger(s) in front of the lens?

(If yes, deduct 10 points.) 

After reading the 16 questions, go back and give points that correspond to their respective answers. Total the points to determine the winner.

Simple Attention Getter Game 

Just read the following story and the ladies add or subtract for their answers. Provide small pieces of paper and pens to help them keep track during the story. Give a prize to the one with the highest score.

This is a rather peculiar game. It really does not have a name.

It's simple to play as a game should be. You just do as you're told, you see

So now if you'll please give me your attention. We'll put an end to this suspension

In the end, whoever scores the most will receive a prize of which to boast

Now since you're all fashionable girls, give yourself 5 if you have any pearls

You may add 3 if your toes peek out, And earrings will give you 2 more to shout.

Score yourself 5 if you show any red. Add 6 more for a curl on your head.

Now before you think you are going to win take away 2 for each safety pin.

Give yourself 6 if your pants are tight. Add 1 for a scarf which is just about right.

Add 5 more if your shoes are black, and take away 3 for a zipper in back.

Now count all your buttons, for each you get 2, and take away 1 for each button that's blue.

Give yourself 5 if your heels are high, and why not take 10 for the green in your eye.

10 more points for a rose on your clothes. Take away 5 if you forgot to wear hose.

if your husband you kissed today - add 9. If he didn't, subtract 12 - you’re subject to a fine.

This is the end for there isn't anymore. Let's see who is the lucky lady with the highest score.

The Lipstick Personality Test

The shape of your lipstick can tell you a lot about yourself. Take the test and see what your lipstick has to tell you!

SLANT (keeps close to the original shape) ... This sincere individual is somewhat reserved and a rule-follower. She dislikes attention, adores family and friends and likes a scheduled lifestyle. 

SHARP-ANGLED TIP ... This mover and shaker loves romance, glamour and attention. She's a high-spirited, outgoing gal who enjoys meeting people but is selective of friends. She knows how to make the most of opportunity when it passes her way. 

POINT (sharp angles both sides) ... Attracting admirers is no problem for this attention-seeker. This shape is a sign of elegance and good taste and this woman loves all the finer things in life. Count on her being faithful and spiritual. 

CONCAVE ... This inquisitive, restless and adventurous type makes a great detective and attracts friends easily -- probably due to her sincerity and generosity. She's torn between tranquillity and adventure, and although exciting, she can also be complex and serious. 

FLAT ... The shape reflects a straight shooter who is determined, ambitious and reliable. She dislikes superficiality, has high morals but she does tend to be a bit impatient. 

DULL POINT ... This lovable, family-oriented woman has a mind of her own and is a doer working best under pressure. She loves having people around, but tends to have a bit of a stubborn streak and exaggerate sometimes. 

CURVED ... Money is the name of the game and this woman manages her finances well. Add to that loving, affectionate, energetic and talkative, plus this creative type tends to be a people-pleaser. 

ROUND ... This methodical, hard worker knows exactly what she wants out of life. She's even-tempered and makes a good friend because she's considerate, steady and generous. Count on her to be an animal lover, as well as a peace-maker. 

Games to get them Listening to your Presentation

Interactive Presentation Game

As with any activity, you have to determine if this would suit the group you are working with. This activity does not use equipment, so it is easy to do on the spur of the moment. 

I introduce the activity by telling the guests that I need their help. I teach them actions or sounds to make when I say key words in my presentation. These are rather silly, of course, but this encourages guests to listen for key words. Choose only about five actions or sounds so it does not get too complicated or long.

For example:

"14kt gold", they say "oooo"

"Jeweller" - they say "bing bong" (the sound of the door bell when the jeweller arrives)

"Hostess" - they applaud or say "thank you!"

when they recognize a hosting benefit, they say "apathy"

"Swarovski crystal" - they are to shade their eyes (from the brilliance of the stones!)

"Bonus gift" - "whoopee"

"Book a show" - touch the side of their head and say "hmmm"

This can be easily adapted for your presentation.
The Price Is Right Game

This game offers an alternative and fun way to describe some of your products.

First, choose products you want to highlight. You’ll need 1 for the first “item up for bid;” 3 for the first “pricing game;” 1 for the 2nd item up for bid; 1 for the 2nd pricing game; 1 for the 3rd item up for bid; and one for the 3rd game. 

In between games 1 and 2 will be a “Commercial Break” and in between games 2 and 3 will be a “commercial break.” 

Ask for 3 volunteers to bid on the first item. Give each a ticket (I use tickets and draw one winner at the end of the show; others use auction dollars) for volunteering. Describe your first item. Ask each to guess the actual price without going over. The closest wins. Award one ticket for winning; 2 tickets for exact price guess. The winner plays the first pricing game. This game is “Which two?” or “Same Price.” Describe 3 items—two of which have the exact same price—and ask the player to guess which two are priced exactly the same. Award one ticket for an incorrect guess and two tickets for a correct guess. 

1st commercial break—guests ask you questions about your hostess program. Award a ticket for each question. 

2nd item up for bid—if enough guests, ask for 3 new volunteers. If not enough guests, replace the winner from game 1 with a new contestant. Describe your next item. Winner plays the 2nd pricing game—“More than or Less than.” Describe one of your items and state an incorrect price for that item. Ask the player if the actual price is “more than or less than” the amount you stated. Award one ticket for incorrect answer and two tickets for correct answer. 

2nd commercial break—guests ask you questions about your business opportunity. Award a ticket for each question. 

3rd item up for bid—repeat #2 process. 3rd pricing game—“higher or lower.” Describe an item and have the player guess the price. You then tell her if the actual price is higher or lower than her guess. Keep doing this until she gets it right (it’s the “clock game” on the TV show). Award two tickets for getting right price. 

I don’t do a 3rd commercial, but you could with a general question session or whatever you want to cover.

Seasonal Games


GETTING IN THE HOLIDAY SPIRIT!!

1.
Name a holiday carol with 4 words in the title. 

2.
How many types of Christmas cookies can you remember? 

3.
Name one of Santa’s Reindeer? 

4.
How many days are left until Christmas? 

5.
Write a small holiday tip that always helps you through the busy season. 

6.
In “Twas the Night Before Christmas” who was not stirring? 

7.
Name a Christmas Flower and Christmas Green. 

8.
Name a Holiday Greenery with human anatomy in the word. 

9.
Name 6 common items you would see on a Christmas card (like sleigh, Santa Claus, etc) 

10.
Name your favourite Holiday Tradition or custom. 

Answers:

1.
Joy to the World, Away in a Manger or any others with 4 words only. Have guest give one point if answered correctly. 

2.
The guest with the most varieties of cookies gets the point here.  Any type of cookie made at Christmas counts. 

3.
Dasher, Dancer, Prancer, Vixen, Comet, Cupid, Donner, Blitzen, Rudolph (any one of these; guest gets one point) 

4.
14 (only one answer here…and one point) 

5.
Any answer here gets a point. 

6.
Not even a mouse (one point for correct answer) 

7.
Poinsettia, Christmas Cactus, Boxwood, Holly, Mistletoe, etc. (one point for correct answer, but you must have both) 

8.
Mistletoe (only one correct answer here…one point for correct answer) 

9.
Christmas tree, holly, snowflake, snowman, ornament, gingerbread cookie, candy cane, star, angel, Nativity set, toy sack, gift, etc, etc. (must have 6 to get a point.) 

10.
Any answer here gets a point. 

Have guests add up points and give prizes for:

?
MOST POINTS 

?
MOST INTERESTING HOLIDAY TRADITION 

?
MOST HELPFUL HOLIDAY TIP 

?
MOST VARIETIES OF COOKIES 

?
LEAST AMOUNT OF POINTS 
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Treat your business like a business
Follow Up On Every Lead

This is YOUR business!  You have to treat it like a business to be successful.  Schedule a time each week when you will work on your business without interruptions.  Spend that time establishing relationships and following leads.  Give extra service and time to good customers---they will be repeat hostesses and potential customers.  

Keep an address book of past customers and hostesses to help keep in touch.  Use post cards, newsletters, or e-mails to inform clients of monthly specials, new products & catalogues.  Don’t forget to mention new hostess specials, incentives, and challenges.  If there aren’t any, make one up!  

Make sure to keep good notes about your clients to help with follow up.  Remember their favourite product line or special requests they may have made and jot a personal note on your monthly newsletter telling them if their product is on sale that month.  Remember their birthdays by offering a special month long discount.  

Encourage frequent customers to regularly plan shows.  At the show, encourage the hostess to rebook a show in 6-9 months.  She’ll be the first to see and try new products.  Don’t forget to follow up with anyone who has said maybe, sometime, or seemed interested at the show but did not book.  They may decide later to have a show.  Either call or send them a card saying something like….

Dear Susan,

Thanks for attending Elaine’s home party.  I know you were interested in hosting a show and thought of a theme that I thought would work great for you.  You may also be interested in a “Pass the Catalogue party.  I want you to earn free merchandise like Elaine who earned £    in free products!!  Please keep me in mind for this or for reorders.    

Hope to hear from you soon!

Keep Good Records for Big Savings Come Tax Time

Keeping track of your business expenses lets you know how you are doing in your business.  Plus it can add up to big deductions from personal income come tax time.  Your business income less business expenses gives you your taxable net income.  The more expenses you track, the less your taxable profit.  So maximizing your expenses could lead to big deductions on personal taxes.

Most of the costs of doing business can be deducted.  You can deduct for mileage while delivering products, donations given as prizes in contests, and proceeds from charity parties given to charity.  Some examples of less obvious deductions that are allowed include: cost of samples, advertisements, bad debt, printing, postage, internet connection, office supplies, web page hosting, hostess gifts, entertaining costs for open house, travelling expenses (including amounts expended for meals and lodging other than amounts which are lavish or extravagant under the circumstances) while away from home in the pursuit of a trade or business;  Remember the “laugh test”  can you put down the expense for business without laughing at putting one over on the IRS?  

For example, some direct sellers erroneously think they can decorate their home with products and deduct the cost as a business expense.  To be deductible the expense must be an ordinary and necessary expense paid or incurred in carrying on a trade or business.  As soon as you start using a product for personal reasons, it is not deductible.  Even if the product will occasionally be used as a sample or to demonstrate to potential clients.      

Leave a paper trail.    Make sure your business doesn’t look like a hobby—get business cards, advertising materials and print & keep monthly & annual cash flow reports.    

Keeping all of these important records doesn’t have to become a full time job!  You need to spend time where it counts---establishing relationships with your clients.            

Establishing good relationships with your clients is your number one goal.  They are the road to all of your other business goals.  From them you will get lifetime clients, hostesses, and hopefully future consultants.  Good luck with your new business.  The sky truly is the limit, so go reach for the stars!

