EXAMPLES OF DIFFERENT BUSINESS ESTABLISHMENTS AND TYPES OF EVENTS THAT CAN BE DONE DURING THE DAY TIME.
(From  Barbara Haas and Eileen Kohler)

Examples:

Salons-Hair & Beauty Salons, Day Spas.
Independent Living & Retirement Homes; 55 & Older Communities

Luxury Apartment Home Complexes that have an office.

These are all super easy to do! If you plan this out…you could do this whole exercise in an hour.  Rural areas, a couple of trips, an hour each.

Really think about the location that you want to go & think about busy areas that you want to go…areas where there are a lot of businesses up & down the street. Places that have a lot of salons, a lot of businesses all up and down the street.

Retirement communities…easier to look these up in the yellow pages.  Better to go to these in person than to do this on the phone.

SALONS-Privately owned Medium size to higher end Medium salon/spas.  Bigger salons will probably have their own jewelry. Tiny salons don’t have the number of people frequenting them, so probably not worth your time.  Medium salons -5 stylists & up.  Bring a small mini tote with jewelry, and 2 catalogs and a flyer.

Walk in, dressed to the nines, you should look “beyond the jewelry lady!”  Dress a step up than what you would normally dress.  These people are in the fashion business!

Hi, my name is ………., I have a jewelry business and I was wondering if you ever have vendors set up in your salon for a day or even for a special event. 

They will know the answer to that right away…Yes or No, or What do you have in mind?  I don’t really know, the manager isn’t here right now what were you thinking about doing?

“I represent Premier Designs Jewelry as an independent distributor, have you ever heard of it?  (Hand them a catalog) 

“There are several different options that you can do.” 
Barbara has literally booked a date on the spot doing this.  

“What day of the week would be best for you and your customers?”

Pick a busier day, but don’t pick the busiest day, because you want to engage the stylists as well.  You can also do this on a weeknight or a Saturday.  You can set up for a couple of hours at a time, and then set up from 4pm until they close at night. 
She has also set up before they opened the salon, stayed for several hours, she left through the lunch hour and a couple of hours. The receptionist was trained to take orders, just as you would with a catalog sale, she left her jewelry there. She came back later in the afternoon & stayed until they closed in the evening/early evening, collected the orders that the receptionist had taken .  For that experience, the receptionist was going to be delivering the orders, she was the catalog hostess.  
Other times she has sold directly from her table. 

She has done some where she has taken orders & placed them as wholesale orders.

Some salons will request a kick back, some of the profit. She doesn’t mention it unless they bring it up, she would rather reward them with free jewelry, especially when you can arrange something where there is a coordinator. If that doesn’t work out she will give them some free jewelry or some retired jewelry out of her personal stash, or her personal profit. This works out equally well. 

She has also done actual home shows immediately after the salon has closed or at the salon owner’s home. Advertise that through the salon.
Run contests among the stylists, who ever sends the most business over to the table, she will ask who their stylist is & note it on the customer order. Whoever sends the most customers over wins a prize or a piece of jewelry.  

She has done an event where she set up several neckboards and she had fliers there several weeks in advance. She has left the jewelry there for several weeks at a time. Typically 2 or 3 ensembles, things that make a nice presentation. She sometimes used items that she had doubles of…for example if she had something from an exchange where she has bought the piece of jewelry from the customer when it was past the exchange window for the customer. She used that jewelry as her display. 

She would collect the jewelry the day of the event. They have been very respectful, she has never lost any jewelry when she has done this. It’s a great way to advertise, customers can touch and feel it.  She leaves a couple of Salon Copy catalogs there for a few weeks and a big stack of mini catalogs for customers to take with them. The mini catalogs would have the information with the event date on it. 
Eileen: Her idea is to go to her local bank establishment where they sometimes have a display behind glass.  She signed up for the month of January to display her jewelry & fliers. 

One of her jewelers parents lives at a Retired Living establishment. She had her first show, $700, and booked 3 shows.

Barbara had an experience where she left neck boards & catalogs at a salon. The next day she had a random call & the gal told her that she wanted to do the business.  She met her a week later, the gal didn’t want to do the one-on-one, she just wanted to sign the paperwork! A gal became a jeweler all because she left neck boards with jewelry at a salon!   Amazing!
This is so easy. We’re not used to the fact that this is normal business for them. 

The connection with going to the salon is not with the intention to get someone from the salon to carry the line of jewelry or to sell it. She really only wants the connection & for networking, which is why she only goes in for a few hours or a day. 
Independent Living/Retirement Homes

Go to the front desk & ask if you can see the Activities Director for a few moments.

Let the Director know that you have a jewelry business, and one of the things that you would like to do for the community is to do fashion shows with independent living homes. It gives the residents something fun to do, it helps get the residents involves…they can be involved by including them in the fashion show. 
One time she brought enough small scarves so that every woman that attended the show. (she had 75 ladies there.) They all had a small scarf to tie with her, she showed them how to tie the rose, and they all tied the rose together. It was a great exercise for them in using their hands and thinking, in staying fresh & just having fun with each other. She also had some ladies come up and model.

So you can explain how a show like this could go.  You could do a mother/daughter tea, you could do a variety of things.  Activity DIR  usually do their activity calendars at LEAST one month in advance, so they’re probably working on Sept/Oct activities. You can talk to them about a Halloween, or Christmas type of show. 

Activities Directors are about50/50 who will allow someone who does retail sales.  If you can’t do it as a retail sales event, you can ask if you can just do it and network with the community. Then you can ask if you can advertise that you can do private shows in their independent apartments.  OR you could do it as a Mother/Daughter tea fashion show,  and ask if you can advertise the home show angle with the Moms & their daughters. 

See if you can get a microphone so that they can hear you. IF you are going to use models, ask them to be there at least an hour in advance so that you can get them ready. Ask them to wear solid color shirts just as you would in a home show.  If you can do sales, the ladies usually like to buy items off the table & usually at a discount.  Be prepared for those things. 

Luxury Apartment Complexes
They generally have beautiful great rooms/common areas that you can do a jewelry show in for the entire apartment complex. They also generally have a management team that organizes different types of parties and events for the residents. Often these complexes have Luxury Suites for corporate executives who are out of town, that come fully furnished. Key words to look for in the advertising for these types of complexes: Great Room, Gathering Room, Furnished apartments available, Luxury apartments available, Corporate apartments available…key words for places that will do these types of events.

Stop in the office and say, “I was just wondering if you happen do to any events for your residents.” 

They will either answer yes or no.  
If they say no, just **ask if you can leave your catalog with them.
The other thing that you can market is the Welcome Packet.  Just about every type of Apartment Complex has a Welcome Packet with discount coupons for pizza places, hair salons, etc.  You can ask if you can include your mini catalog with a sticker on it that says  “Want to get to know your neighbors? Call me up to have a Home Show, and invite them all over!  It’s a great way to meet your neighbors!” It’s especially true in brand new apartment complexes. This is a Gold Mine! What a great blessing for them to easily meet their neighbors too. A neat combination.  

Ask how many Welcome Packets they will be putting together & provide them with enough Mini Catalogs & information for all of their Welcome Packets. 

If they happen to do events, you can ask them if they would be willing to have you come over to do a fun little fashion show & jewelry presentation.  It’s most helpful for these types of events to be tied in with a holiday like Christmas, Valentine’s Day or Mother’s Day. Just say something like you’ll help them do their shopping before hand. 
Barbara has done this, she did it combined with a Valentine’s Day Brunch. She asked if she could set up with the Brunch.  This worked out great…she booked a couple of show from it.

If they will do this, they will probably pass out the invitations as well. Barbara printed out 400 invitations & they put them in the resident’s mailboxes! “ )

Welcome Wagon…check with them to see if you can get a Mini Catalog with a coupon to be included in the packet of information.   

Check with the Chamber of Commerce. They usually offer these packet as well.

Real Estate offices usually give out welcome packets to their customers. If you have a connection with a real estate office, this would be a great idea.  Some realtors have No Soliciting Policies.  

Some Real Estate offices have a monthly meeting where you can present the idea to them. They have a basket of goodies for their new home owners.  Remember to include something on the brochure…”Want to get know your neighbors?”

Residents at UIHC…welcome packets.

Barbara has a listing of 30 places that she has tried before.  She will email this when she gets back from vacation on Wednesday. 

Don’t forget other places mentioned:

Banks

Real Estate Offices

Welcome Wagons

Chamber of Commerce

New Parent Packets

“Pamper Yourself” ???

.  

