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Developing your Business with Party Plan… 

Module 2: Developing a Passion for Bookings
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This section is all about providing you with ideas to increase your skills and confidence to maximise your party bookings. The more parties you hold the more sales you will make and this will increase your commission and your profit! 

Boosting Bookings  

What do you need to know?
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· How to build your Party line-up 

· Ideas to boost the number of bookings in your diary 

· To deliver Planning & Organising, Communication and Understanding your Impact 

What is this all about?

To be successful you need to have a constant flow of bookings. Your success as a Party Organiser i.e. your sales, commission and profit, depend on the amount of parties you hold. 

The more parties you hold, the more contacts you make, which increases your party bookings and increases your sales even more!

The Bookings Pipeline:
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Identify   
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· Identify 
Who can be a potential hostess? 

This is where you think about all people you know - friends, family members, work colleagues, women at your child’s school, girls from the gym… - all of whom could be a party hostess for you. 

· Contact

Now make initial contact.

Make a phone call, send a text, twitter, send an email, facebook, go and have a conversation and tell them about your fantastic Ann Summers Party Plan business 
· Qualify 

Can they hold a party?

Yes if they are female and over 18!

· Develop 

Tell them more.

Tell them about the fun, the great new products, the promotional offers, the hostess offer and discount...

· Close

Book in the party.

There are 5 styles to close for a booking:

1. Direct – “Shall we book in a party for Tuesday 20th?”
2. Alternative – “Did you prefer the Thursday or the Friday?”
3. Trial – “Would it be easier if we started the party earlier?”
4. Caution – “I am getting booked up for Fridays, so lets book it in now, so you don’t miss out on the date.”

5. Assumptive – “That’s all booked in then, call me when you have confirmed your 20th guest.”

· Complete 

Hold the Party.

Then identify at least 2 girls who attended the party who could be potential hostess and make contact with them…
Now you have a go…

Read “Are you Getting Enough Parties?” In the Ann Summers Party Organiser Training Manual 

Watch the Party with Passion DVD session 3 and Session 4 on the Party Plan website
Make some notes below of what you are going to do to boost the bookings in your line up:
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Top Tips for Canvassing in Ann Summers Stores:

· Look professional - remember you are representing the store and the Ann Summers brand 

· Your leaflets should also look professional – you can order via Orderline or the Organiser Website 
· Speak to the Store Manager to confirm convenient days and times – it may not be suitable if the store is really busy 

· Get to know the store team – they may want to hold a party or have friends who they can recommend you contact 

· Find out what’s going on in store – you may be able to work together on special promotions or seasonal selling 

A great way to identify potential party hostesses is to use F.R.A.N!

Make a note of 5 people in each category that you are going to contact to about holding a party:

	F
	Friends
Old friends

New friends

Work Friends


	

	R
	Relations
Sisters &  Sister-in-Law

Cousins & Nieces

Mum & Aunts


	

	A
	Acquaintances
Mums at School Gate

Hairdresser

Lady at Post Office & Checkout

Dental Nurse 

Friends from pubs and clubs 


	

	N
	Neighbours
Neighbours from now, or where you used to live 


	


Now you have identified 20 potential hostesses you need to make contact!
Your telephone call may go something like this…
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Identify   


“Hello. My name is Gemma, we met last month at Nikki’s house. I run the local Ann Summers Party Plan business. This is a no pressure call, but I thought you were very fun and lively and that you would make a great hostess to hold Ann Summers parties… 

Let me tell you about the amazing hostess offer we have this month…

Great, so shall I book you in for the last Friday of the month then?...”
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Identify   

Make some notes below about what you are going to say when you make a telephone call, send an email or go and have a conversation about booking a party:

To boost your bookings remember:

· To set time aside every week to identify and contact potential hostesses
· Make a note of key dates that you want to hold a party, this will keep you motivated to book that date in

· Make contact with everyone that you identify, you never know, they may just say ‘yes!’

· To build a great relationship with your local Ann Summers store 

· To identify potential hostesses at every party you hold 

· Ask all your family and friends for names and numbers of their family and friends for you to contact 

· Your words, tone and body language 

· To have confidence in your tone 

· No matter what the outcome always remain confident and professional 

· Be positive and fun, your attitude will be contagious with your potential hostess 

· People’s situations change, if she says ‘no’ now, ask her if you can contact her again in 6 months time and make a note in your diary to do it, next time she may say ‘yes’ 

· Know what the hostess gift is or what the current promotions are, this will help you to sell the party booking to your contact 

· The are 5 styles to close the booking, use the most suitable one for the situation 

· To ask for commitment 
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Identify   


Show us what you can do…

Contact 20 people you have identified as potential hostesses and make a note in the table below:
	No
	Name
	Party Booked?

Yes & Date or No
	Action

	-
	Sally (from the Gym)
	Yes – 10-10-10
	Call back next week 

	-
	Aunty Janet 
	No 
	Ask her again in March 

	1


	
	
	

	2


	
	
	

	3
	
	
	

	4
	
	
	

	5
	
	
	

	6
	
	
	

	7
	
	
	

	8
	
	
	

	9
	
	
	

	10
	
	
	

	11
	
	
	

	12
	
	
	

	13
	
	
	

	14
	
	
	

	15
	
	
	

	16
	
	
	

	17
	
	
	

	18
	
	
	

	19
	
	
	

	20
	
	
	


Are you ready?

	Learner Name:


	Unit Organiser or Buddy Name:

	Learner Sign:


	Unit Organiser or Buddy Sign:

	Date: 


	Date: 


Need some more?

Make sure you set time aside every week to identify and contact potential hostesses 
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Sign off:

Congratulations on completing the module.

Use the checklist below to ensure you have covered all the topics:
	Topic
	· 

	Boosting Bookings 

	


Please complete the sign-off box below to confirm that you have read, completed and understood the module:

	Your Name:



	Sign:



	Date:




	Unit Organisers Name:



	Sign:



	Date:











































Close�





Develop�





Qualify �





Contact �





Identify 





Speak to my Unit Organiser about Advertising in my local area 





Call my local Ann Summers store about Canvassing 





Did you know…?


Checking your email contact list is a great way to identify hostesses for parties





Complete�

















Did you know…?





Over 150 people drive a party plan car!
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