Open House

By Director Tiffany Maierle
One of the most effective ways proven industry wide for Coordinators and Consultants alike to “jump start” their personal Business is to host an Open House.

Keep Open Houses short – only a few hours, not the entire day

Do them in your home rather than at a public place

Don’t combine with other Direct Sales companies

Steps:

1. Set Goals

___  How many New GNO’s do you hope to Schedule?

___  What are the exact dates you want to fill?

___  How many New Recruits do you plan to sign?

___  How much do you want to sell that day?

___  How many will you need to invite / have attend to make these goals?

2. Inviting

· Just like a GNO, you want to invite everyone personally!

· 1 week prior – call everyone on your list (friends, family, past hostesses, great customers)

· Send invitations to all past customers

· Send evite to all past customers

· Call those who’ve said “yes” to attending the day or 2 before to remind them

· Hand out flyers or post flyers in areas such as grocery stores, campus, library, laundry mats, etc. 

· Be sure that your invitations have sales, drawing and give away information included – this will attract people and make them want to come to your Open House.

3. At the Door

· Each guest will get:

· A zip lock with make up applicators and spatulas, be sure to ask them to use them when sampling products so you can keep your products clean.

· A catalog

· 2 order forms

· A flyer listing what specials you have going on

· No shipping on all inventory products

· Choose one:

· 10% off all products ordered through the catalog

· Hourly sale

· 5-5:30 – 20% off

· 5:30-6 – 15% off

· 6-6:30 – 10% off

· 6:30-8  - 5% off

· Envelop or Balloon sale

· Every person who attends gets to draw an envelop or balloon with specials listed inside.

· 5% off everything plus free Body Butter

· 10% off catalog orders only

· 15% off all purchases tonight if you book a GNO.

· Mystery host raffle

· Earn tickets by:

· Attending

· Bringing a friend

· For every $50 they spend

· 2 for booking a GNO

· Large Body Shop bag

· Tell them that if they find something they like, it’s first come first serve so they better stick it in their bag.

· Bag sale

· 10% off everything they can fit in their bag

4. Set Up
· Set up your house in stations. For example:

· Peppermint foot care in the living room

· One side of the coffee table is peppermint products they can sample; the other side is peppermint products that you have on hand to sell that day.

· Make up in the bathroom

· Same thing as above – samples/for sale items

· Spa by the kitchen sink 

· Kitchen Table

· Holiday Gift Sets that I am selling

· Host display – what they get for hosting

· Thank you gift, scheduling gift, collections, mini body butter

· Pick a date, pick a prize sheet

· Offer a drawing or a gift for everyone who signs up for a GNO that day.

· Have host packets ready to give out

· Business Opportunity display

· Depending on how much room you have in your house, you may want to set out your business kit display

· If you don’t have a lot of room, in the area where you will be taking your orders - have the kit contents flyer and the recruiting promotion flyer in a clear frame. Also have recruiting brochure and applications ready.

· Calendar so you can set up recruit interviews

5. Games

a. Have tidbits about certain products displayed to “tell the story” about the products. (Found in the Product Power binder)

i. When they are checking out, ask them questions pertaining to the tidbits and for everyone they get right, give them a ticket for the mystery host.

6. Open Houses in Businesses or Schools (lunch room, break room, etc where there might not be a lot of room)

a. Have a Holiday display table

i. Make it look really cute and festive with some of our great holiday gifts, use a table cloth and holiday decorations to dress it up.

ii. Offer discount on all catalog orders

b. Set up “clearance bins” for inventory items

i. I have 4 baskets ($3, $5, $10, $15) and give everyone a bag and invite them to shop from my clearance bins for cash and carry.
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