So Many Ideas . . . So Little Time!
Make the Most of the Christmas Season
December Selling Ideas


Visit the places where men work, i.e., car dealerships, fire stations, insurance companies, barber shops, etc., and offer your services to those who are buying gifts for their female friends.  


Expand Your Business:
Host a Christmas Open House
Select a Saturday or Sunday afternoon in early December. Attendance is usually much higher on the weekends. I find it best to use your home, but if that’s not possible, a small restaurant, church fellowship hall or other facility will work well.

Invite everyone! Friends, relatives, neighbours, coworkers, hosts and customers. If you wish to include walk-ins or passers-by, you may opt to use a meeting room in a restaurant or a hotel. If you plan it in a hotel, find out when any large functions are to be held and, if possible, coordinate the timing of your event accordingly. The more traffic there will be in the location of your open house, the better.[image: image4.jpg]




Create an attractive, eye-catching invitation to your event. Use festive holiday paper with matching envelopes, and design a flier or folded invitation. The more enticing, the better. You want to grab their attention! If you plan to have a “sale,” be sure to say so. Note that refreshments will be provided, and numerous drawings will be held throughout the event. Remind your invited guests to bring a friend or two with them, and offer an appropriate incentive.

I can’t stress the following point enough: even though you are sending invitations, a follow-up phone call is absolutely necessary to ensure good attendance at your open house. Time after time, people have relayed stories of going to a good amount of time and expense for an open house that is not well attended. Why? Because they did not pick up the phone and personally invite the guests, then follow-up with reminder calls before the event. In order to make this event a huge success, you must pick up the phone!

"Hi Mary, this is Sue. Did you get the invitation to my open house on Saturday? I’m planning my refreshments and door prizes, and I just want to make sure I have plenty. I wondered what time you would be stopping by and how many friends you would like to bring? Great! I’ll be looking forward to seeing you then!” (This message works great on the answering machine, too, asking for a call back.)

Your enthusiastic phone call will make the biggest difference in the attendance of your event. If someone is unable to attend, you can offer to bring by your newest items for a personal showing on another day, or if it is feasible, you might even invite them to visit your display the “morning after."

Deck the Halls: Decorate to the max! A huge advantage to having the event in your own home is that you can easily bring out your decorations and enhance each room intended for use. And the best part, you can just leave it in place for the upcoming holidays! Many hotels and restaurants provide decorated trees for their meeting rooms. This limits what you might have to bring with you. Twinkle lights and scented candles or potpourri are a must to add ambiance, and don’t forget the holiday music!

Create several holiday themes with a variety of displays, complete with appropriate props, rather than one major display of your products. It’s important to limit your props so they enhance, rather than dominate, your displays. The number and types of displays depends largely on your product line and available space, but be creative and have fun!

Be well prepared. Do everything that can be done the night before (put together your displays, prepare refreshments, etc.) and get a good night’s sleep. You will want to be as energetic and enthusiastic as possible. Put on a festive Christmas sweater or shirt to get your guests in the “holiday shopping mood,” with holiday carols playing and cinnamon sticks or cloves simmering on the stove.

Greet each guest personally as they arrive. Offer catalogues, gift guides, wish lists, order form and pen, as well as any coupons or tickets for free giveaways. (Packets could be assembled ahead of time).  Explain door prize options and lead your guests to the display area.

Encourage your guests to browse through the displays, pointing out any specials or sales you are offering. Mingle with all the guests, giving your time to all. If you anticipate a very large crowd, engage the help of another consultant or friend. Your helper(s) can assist your guests in making their selections, but you should complete the order, close the sale and initiate the dating.[image: image5.jpg]e
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Incentives and door prizes: Make sure you have plenty of items to use as door prizes, incentives and giveaways. If you plan to make this an annual event, the first one must be memorable. One exciting way to award door prizes is to have drawings every hour, on the hour. Set a timer to go off at the top of each hour, and draw a lucky winner. The drawing box could be emptied after each drawing so the winners would most likely be the ones who are present.

Go for the datings. Offer a special collection of products or enticing incentives as a separate display with an attractively-decorated door prize box nearby. Anyone who dates a show for sometime within the next 30 days (or the week after Christmas, or the first week in January, for example) could receive their choice of gifts (or be entered into a drawing for the collection, etc.)

To encourage datings prior to the event, place a coupon in each guest’s invitation: “Date a show to be held in January and you may enter this coupon in a drawing for a special gift.” “Hold a New Year’s show during the first two weeks of January, and receive a truly special gift.” “Recommend someone you think would enjoy hosting one of my shows, and you will receive a special gift. (Print name and phone # on back of coupon.)

Make up a mini coupon book and include it in each invitation. They can be designed to add your own creative flair. Some suggestions for these coupons: “Bring a guest to my open house, and you may enter this coupon in a drawing for an exciting gift!” “Bring a friend, receive a free gift!” “You may enter this coupon in my Open House drawing for a lovely prize… just because you came!”[image: image6.jpg]




Coupon ideas for sales: “By placing a product order at my Open House, you may enter this coupon in a drawing for an absolutely spectacular prize!” “Share your shopping spree with your friends. By bringing three outside orders to my Open House, you will receive a lovely gift.” “Agree to take one of my catalogues and obtain at least three orders in a specified period of time, and you may enter this coupon in a drawing!”

Coupon ideas for recruiting: “Interested in a new job for the new year? Arrange a time to hear about what we have to offer and you may enter this coupon in the drawing!” Or “Recommend someone you think would enjoy doing what I do, and you will receive a gift. (Print name and phone # on back of coupon.)

After the Open House, evaluate your results. Whether it was a smashing success or relatively small, be encouraged. Generally, each time you host an open house, it will be better than the last. People come to expect and enjoy this special annual event, and once they know what is in store, they won’t want to miss it!

Send out appropriate thank-you notes immediately after the event to those who placed orders, brought friends, dated shows, or helped behind the scenes. Remember, the fortune is always in the follow up, so follow up on all dating and recruiting leads right away!
Cash in on the Gift Giving Season
'Tis the season for gifts, so get creative! Here's a few ideas to try:
· Put together some gift baskets of your products that are ready to go and that appeal to a variety of customers.
· Everyone gets stressed out trying to find just the right presents, so offer them a stress-free shopping solution that's hard to refuse. Set up personal appointments with your customers at their convenience. Visit them at the office, or come to their home on the weekend or evenings. Make it easy for them to do business with you.
· Sell gift certificates! Call your customers or drop them a Christmas postcard and tell them that you have gift certificates on sale.
Send out a Service Letter to Your Customer Base and Post on Facebook

Hello Customers,

I wish to make the Shopping Season simple for all of you.  Here are some services that I offer this time of year:

Do Your Christmas Shopping From Home
· Here’s a link to our catalogue… http://www.highhopes.ca/catalogue.html
· Here’s a link to our sales flyer… http://www.highhopes.ca/current-sales-flyer.html
· If you are interested in purchasing any of our product as Christmas Gifts this year for family or friends, give me a call (289-682-8847) and I will order and deliver the Tupperware directly to you before Christmas.  All orders must be placed with me by Dec 12 to arrive in time before Christmas.

Help Your Friends/Family/Husband Shop for You
· Would you like Tupperware for Christmas?  Then provide me with a list of items you would like. Send me the names and phone numbers of family, friends, and of course your husband, who will be buying you a Christmas present this year.  I will give them a call and offer them the opportunity as well to do their Christmas Shopping From Home by placing their order for you through me and delivering your Christmas present to their home before Christmas.

Here’s to a smooth and Wonderful Christmas Season.
Hold a 12 Days of Christmas Contest/Event
Idea #1 – 12 Days of Christmas Contest
· Write up 12 Bonus gifts in your calendar for Dec 1-12.  

· Have 12 participants pick which bonus gift they would like and that will be their “Day” to turn in their orders.

· Provide each of your 12 participants with Catalogs, sales flyers, and order forms to collect orders from friends, neighbours, coworkers, and family.

· Have your 12 participants hand in their orders on their “Day” to receive their bonus gift (must have min of $100 to receive their bonus gift).  Add these orders to the group.
· Participants with qualified sales (min $100, not including their order) will receive 10% off their personal order if they place one.

· Once all 12 Days have handed in their orders, draw for WINNERS!  This means you have collected a minimum of $1200 in sales.  Draw for the thank you gift, draw for the free credit amount, draw for the half price items/sets.

· Deliver all orders before Christmas to all of the 12 participants.

Idea #2 – 12 Days of Christmas Savings Event
· Create an event on Facebook for Dec 1-12 as well as a daily email to your customers in your email base.
· Each Day, post pictures of product you are offering

· Use Tupperware’s specials

· Make use of all your extra stock and sell it daily – reorder new product to create sales in Web Order Entry

· Offer free gift wrapping
· Offer free shipping days

· Offer no tax day

Create a Boxing Day Week of Savings
· Often times Tupperware will launch a new catalogue a week early.  Take advantage of that.

· Offer your own incentives for placing orders in this week

· If modulars are on sale or launched a week early – if they are 40% off, I might add an additional 20% off (my commission), to make it 60% off.  I did this last year and I had crazy amounts of orders for modulars before December month end.

· Send info to all your customers and post on your Facebook groups
Keep On Doing What You've Been Doing

Don't abandon your business during Christmas. Try to stick as closely as you can to your regular schedule. If you just can't keep up the pace, at least decide to accomplish something every week that keeps your business humming. It'll be a lot easier to gear up in the New Year if you do!

Say Thanks

Be sure to send a Christmas greeting letting your customers and downline know that you appreciate them. It takes some time to do this, but the results are well worth it!
Don’t Throw Away Your Old Catalogues
Don’t throw away your old catalogues.  Use them to your advantage!  Stamp or print your name and phone number on each one, with a sticker or note saying… “Like what you see?  Call today to see our Newest Products for January!”  Drop them off at places of business in your area as well as neighbourhoods and always leave one with your tip at a restaurant!

JANUARY BIG WEEKS Telephone Script

Hi _______________, this is _________________from Tupperware.  How are you?  I remember you from ________________party (pay compliment).  I wanted to call you to tell you of some exciting things that are happening in Tupperware right now, that I think you will be interested in.  Do you have a minute?

Great, Tupperware has just announced their JANUARY BIG WEEKS promotions, December 30 – January 26.  ________________, that means that in this month you would receive $264 in Tupperware for $37 for having an average party.  And if you have an above average party, you would receive $494 in Tupperware for $37.  ISN’T THAT INCREDIBLE!!!!!  
JANUARY BIG WEEKS is a great month of the year to be a host.  You get more free product than other times of the year and your guests get to see our New Catalogue and take advantage of our January Blow Out Specials!  Do you like free stuff?  Great!

Close

My goal for January Big Weeks is to hold ____ parties.  I already have ____ .  Would you be my ____ ?  I have Tuesday, the ____ and Wednesday the ____ available, which of these would be good for you?

Alternate Close

My goal for January Big Weeks is to hold ____ parties.  I already have ____.  Would you be my ____?  Would the beginning of the week or end of the week be better for you?  (Wait for response)  Close with choice of days.

(If yes, set up a time to party plan with them)

Thank them for their time and business.

Average Party $700 – 30% Host Credit ($220) for $25 Co-pay, plus purchase Chip N Dip for $12 ($54 Value)

Above Average Party $1100 – 40% Host Credit ($440) for $25 Co-pay, plus purchase of Chip N Dip for $12 ($54 Value)
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