Keys to a successful Open House!
1. REMEMBER THE 60-10-30 RULE! Spend 60% of your time & effort getting people to the Event!!! 10% of the success is the ACTUAL event … and 30% is the follow up AFTER the event!
2. OVER-OVER-OVER invite! If you invite 70, expect 7-10 … Who do you invite? Friends, family, co-workers, neighbors, kid's contacts, customers, hostesses, etc.
3. ADVERTISE! Make a flyer to use at Shows ~ include with their receipt. PLUS ~ mail the flyer to everyone with a coupon or a ticket. (If they bring the ticket or coupon with them, they'll go into a drawing!) Send an E-vite … post it on your Facebook account!
4. FOLLOW UP! Do not waste a stamp if you don't plan on calling them … MOST will NOT call you! Follow up with about 10 a day for the 10 days prior to the event.
5. GIVE THEM A REASON TO ATTEND! Here's a few fun things you can do to "draw" them in ~ decide on what you'd like to do & be sure to include it on the flyer, in your E-vite, etc. Suggestions:


- Give it a theme! (Margaritas, cookie exchange, etc.)



- Make it a MYSTERY SHOW! Anyone who places a $40+ order can go into a drawing for 

  the Hostess Credit, specials & Fast 50 for $12.95!!



- For EVERY friend you bring, you go into a drawing!


- Receive a FREE gift just for attending! (Votive, tealight, TSG sample, etc.)



- Shop from a discount table - 50% off!
6. SET A SPECIFIC TIME! Do not say: 2:00-4:00 … say: "Doors open at 1:45! Special early bird drawing at 1:55!" (Be sure to include an RSVP Date!)
7. KEEP THE EVENT SIMPLE! Ask a fellow Consultant or friend to help you with orders, refreshments, etc. Suggestions:
· Keep the refreshments simple & light

· Do a "demonstration" - play games, etc. Be sure to include all the drawings you featured on your flyer: early bird, bring a friend, etc.

· Be sure to HYPE booking in January - do a drawing, offer incentives, etc. (OMG ~ the best month ever!)
· You may want to have "stations" for: fundraisers (have a brochure & list of fundraiser ideas) weddings & special occasions, the opportunity (have Customer brochure/coupon) PLUS products & candles!
· Have catalogs, Guest specials flyers, pens, calculators, etc.
8. FOLLOW UP AFTER! This is a key!!! You may have people to call for bookings, the business Opportunity, etc. Also ~ call everyone who did NOT make it & tell them they have another chance to come!
