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Home Show Qutline

Introductions
Yourself—name, how long you've been with Premier, etc.
Guests—name, how they know hostess,
what kind of jewelry they like

Thank Hostess
Present gift

Welcome
Who has been to a Premier Designs Jewelry show before?
This is the format for today:
Fashion show
How to earn free jewelry
How to earn money in this business
Shopping!!
Few words about Premier Designs—started in 1985,
based in Dallas, Texas, High Fashion jewelry, not
fine or costume jewelry

Fashion Show

Show 5-6 ensembles

Silver, Gold, Two-tone, Beads and Bling
Guarantee

Show poster
Hostess Plan

Show posters, boxes or tray of jewelry that hostess can earn
Booking Activity

Pass or play, special for the month, featured piece, etc.
Business Opportunity

Your story—why you joined Premier, show information packets
Closing

Guest Surveys, Order forms, Specials for the evening, etc.
Let’s go Shopping!!
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Perfect Start

Please fill in pour dates that you have campleted
MName: FYDATE

Attend first 3 Mowthly
Traimings Consacutively

dttend Cne New
deweler Crientation

Attend One Opporhmity Presenaion S Purs ¢ Mighat

Hold a Minimum
ofF 12 shews
7.

.

.

10,

11.

o ko (L] b

12,

Yo have ome year to complete your Perfect Staxt. Vou nust am this completed foam
into wonr Tpline in crder to receive $100 in Free Jer ey
Flease specifiyr what wou would hle ontlus foem.




L. Ho@m% Coaching

Pink Hostess Packet contents:

catalogs, 3-4 order forms, business card, guest list,
flyer—Thanks for booking, Flyer—Pre-orders, pack of
25—40 invitations

2. Hostess Benefits: Make sure hostess understands
bonuses, 1/2 price and 30% free, she pays tax and $4
shipping.

3. Invitations: send 10-14 days before show

Over invite! 25% actually come. 10 people at the show
is a $25 bonus in Free jewelry.

4. Catalog: items are shown actual size, except rings and
some earrings. Show catalog to people that aren’t able
to attend—$100 in pre-orders gets you a $25 bonus in
FREE jewelry!

5. Reminder calls: 2-3 days before show increases show
attendance.

6. Money: acceptable payment day of show— checks
(payable to jeweler), credit cards or cash

7. Refreshments: keep them light and easy 15 min. prep
keep people at the jewelry table not the food table
No alcohol policy.

8. Day of show: Jeweler arrives 30-45 minutes before
show starts, jeweler brings table cloth, hostess should
wear solid color top and favorite pieces from jewelry
display. Table should be large enough to hold jewelry.

9. Marketing plan: Hostess is always primary prospect.
Tell her to watch what you do and see if she might like
to do this. Explain 50% of total sales is earned by
jeweler. Ask if she knows anyone looking for extra in
come or might be good at this.




First Call:

Hostess Coaching Checklist

(About two weeks before the show)

Confirm Date

Remind to send out invitations (40 is a good goal)
Go over hostess benefits

When to expect your next call

Looking forward to her show - It'll be fun!

Second Call: (About one week before the show)

Third Call:

See how RSVP's are coming

Encourage outside orders

Important to call guests she hasn't heard from

Show details - simple refreshments, table, style or jewelry prefer-
ences, efc.

When to expect your next call

You appreciate her and can't wait for her show

(Day before show)

Final count so you'll have enough folders

Directions to her house

What time to expect you

Remind her to wear solid colored top to model jewelry
It'll be fun and you're excited!

e ALWAYS start conversation with, “Is this a good time to talk?” It shows care
and consideration.
e BE HAPPY! Make sure she can “hear” your smile.



Thanks for
Booking

b My goal is to get you a ton of FREE jewelry.

So let’s work together to make that happen.

¢ Keep refreshments very simple.

+ Invite lots of friends and family. 70N

(If you want 10 people invite 40) @%Q

¢+ Reminder calls are very helpful.

¢+ Wear a solid color top so you can

model your favorite piece of jewelry.

+ Get excited! You're getting free jewelry!

Call if you need anything.
Premier Designs High Fashion Jewelry



40 Guests in 4 Winutes
Why 407 Usually only halfto a third of thoze wnwited
will be able to attend. By inwnting 40 guests, you

will ensure the success of yvour party | Sounds x

difficult to do? Mot really, give it atry. . o i‘\{

4+ RELATIVES

4+ FRIEMNDS

4+ CO-WORKER S

4+ MEIGHBORS

SOLEONE
LOOKEING FOR
EXTRA §5%

CANYOU NAME:

4+ CHURCH OF

oG IAL GROUP
CONTACTS

4+ COMTACTS
THE.OUGH
CHILDEEN

4+ PLACES YOU
DOBUSIMNESS
(Bank, Hairdressetr)

2+ FEOFLE WHO
WOULD LOVE A
MIGHT QUT

a

4+ FEOFPLE WHO
CWE YOUT A
FAVOE OF YOU
HAVEMN'T GEEN
A LOMNG TIME

A4+ SPOUTEE S
CO-WORKEERS
AMNDVOER.
FELATIVES

*homas
HOSTESS ¥ 0OU
BOOEED FEO

*Reanember that
no oneis ever
insulted by an

invitation! *



Pre-Orders

Why it’s worth it...

If you get $100 or more in orders before your show
- you get a $25 bonus in FREE jewelry!

Plus...
you get 30% of those orders in FREE Jewelry!

Example: $120 in Pre-orders

$25 bonus for pre-sales

$25 bonus for keeping date

$40 from 30% of $120 in pre-orders
$90 in FREE Jewelry before your
jewelry show even starts!!

It’s worth your time!




2. Golden Guarantee

Show Golden Guarantee Poster

o The best feature about Premier’s jewelry is the guarantee. What
separates our jewelry from anything you find at the mall is our
guarantee and me, your jewelry lady. I am here to serve you in all
your jewelry needs.

o If you purchase a piece of jewelry and you have a manufactures de-
fect such as a stone falling out or a clasp breaking, please call me
right away and [ will get you a new piece. If this happens in the
first 60 days you get your jewelry, there is no charge. If it is after
60 days there is a $5 plus tax service charge and you get a brand
new piece of jewelry.

o If the broken piece you have is no longer available, I would be
happy to give you credit for another item. Your cost would be the
$5 service charge.

o This guarantee does not cover normal wear and tear.
o If you are not happy with a piece of jewelry you purchase please
call me right away and I would be happy to exchange it for you.

This should take place in the first 10 days that you receive your
jewelry.

Remember the Five “S” when wearing vour Premier jewelry:

1. Spray—hair spray, perfume, deodorant, etc. can damage
the finish on your jewelry

2. Sweat—don’t wear your jewelry if you will be doing vigorous
exercise—or just avoid exercise all together

3. Sleep—necklaces can tangle and kink while you sleep, also
give your jewelry a rest in between wearings.

4. Shower—Soap scum can build up on your jewelry so keep
it out of the shower. Excessive moisture is not good for jewelry.
S. Swim-—chemicals and chlorine can damage the finish of
your high fashion jewelry.

Premier Designs jewelry is high fashion jewelry—the bridge between
fine and costume jewelry. Clean and take care of your jewelry and it
will look fabulous on you!



3. Fashion/Jewelry

Using a mannequin or your hostess in a chair, show 5-6
ensembles. Premier has jewelry for all shapes, sizes,
tastes and price ranges. We have classic, trendy, chunky
and conservative. We feature:

Silver

Gold

Two-tone

Beads

Bling

kL=

Reasons to wear jewelry:
1. It makes you look thinner
2. It stretches your wardrobe and makes an old
outfit look new.
3. You get compliments!
4. It makes an outfit look polished and put together
5. It brings the focus up to your face
6. It adds color to a basic background
7
8
0.
1

. It makes you feel special and pretty

. It’s easier to travel with then 10 outfits
It shows off your personality.

0. You give off a good first impression

Pass the jewelry—the more the customers touch and feel
the pieces, the more chances they will buy.



l:-:as.‘hir::n DET’FOI‘IcﬁlitLJ —I_l_]per
Bomentc

Think Ieminine, nedl ointege, nostelsie snd enchenting. ¥ on peelfer Doesls
postels, Iece snd eufles. Won love sotifuptooking Jrwsley, beeding snd
poetel eolots. oo weer Pabrirs thet meove geerefully, mod mey e ¢ ribbon,
Iece ot ¢ bo Ene deted

(Ex. Jsne Bev@one, Nicole Eidmen Boutigses )

Jevpeley: Peimense set, Peetty i Fink ting, Victntis get, Cellind ting.

DRAaMATIC:

THINK BOLD AND CYC-CANCHIN G, BOEH IN COLOR, PRINTG, AND JOWORY. You
FOLLOY WHE LANG T NICNDS IN CLORHING HADSETLES, AND MAKC-UP. Tou
HAVT MANY I ITIRINET SHODS AND HANDEAGS N MANCHING LN 35,

(EX JoaN Cowins, Cram, Maponws, J La)

JrwmRY NG FOVD SEE PHOINIX SEE HADWS T NCOKLALCT AS A
BERACTIEN.

Classic:

Think understated elesance-clazae, taillored clothing, Your jewelsyr iz
chic and simple, never over or underdone. Y ou enjoy time-honored
quality and desien. Clazzes wear stresmlined clothing with dmple
lines, and love cashmere, wool, ik and linen.

(Bx. Grace Kelly, Candice Bereen.. . Camal Corner, Talbot z)
Jewelry: Regency, Susan zet, Simple Elegsnee, snd Hoop eartings,

Matural:

Thitk cormfertable, vet chic, sporty and healthy with a relaxed
caoy otyle. Naturals never want to look overdons. Touprefer
natural fabrics that breathe (ke cottonard denird. You never
dresa flashy and prefer straller gwelry. Earthy designs. churks
of stong, bone and rmether-aofpearl.

(Ex. Meg Ryan, Helen Hunt. Sally Figld .. Gap. Land’s End)
Jewelry: Satin, Flayful, and Sinply Charrring sets.



| Text taker Fom Wosen s Woeld VWorasibe, December 11 X2 ]

PERIONALITY QUIZ

‘What's your most essential piece of jewelry?

Imagine you're taking a spur-of-the-moment trp and ony have time o grab one peece of jowelry before you leave. Aside
from your wedding or engagement ring, whal would you take? Experts say your chokce |s worth ils weight in goid - because
il reveals the qualities you valuve most sbout yourselll “Since anceen limes, humans have imbued |ewelny wilh an alimos!
mystical impotance, an mpm:un expression of ihe porsonal values, strengths and stalus we hold dear - and that's jusi &8s
irue today as il was in the pﬁt 58Y5 'a'n'ﬂ'y expen Judi Araderso mm prrnl e com, S0 choaose YOUE mLusi-have

piece - and discover whal makes you a golden gin!

Y ECKLACE

YOU'RE A
SENTIMENTAL

ROMANTIC!

"Ohr vy show neckloces
have mone sanfimental valua
Enan amy ol ipa of Eavelry,
whather they're a gift from a
loved one, a easuned barkoom
of 8 precious rsmindar of the
Einga wa value mosl,” repors
Arderon. “Combine thal with
the tact Sat the nech = a
ditinetty faminina anaa, and you
e a piacs of |evwalny fhat's
el often farsored by woenen
wing Lk pricks in Bhai gontle,
mimantic sda. Of courss,
FOU'TE: MoEr weimen, nol 8
damsal in distiess, but you oo
erjory beling Paminine and
prally, ‘Yourmotio® You go,
girl! - eyt ki thal
brum conlidonce fies in baing
U i i you el

i

F =

SARRINGS

YOU'RE A ;

PRACTICAL =

ACHIEVER! ‘

"Eartings are mosl often the

chiece of busy, high-acheaving,

pracical women who jggle

lols of meponsiiites: and

need inslan!, disiraction-pmool -‘1}#“'

poleh,* :-Irlﬁndmm Bur

that's not e only meason you never leeve homa

wilhou [hen: shudiss chow aamings also cea

poapla's focus o your bace - and with your quick

minct and achinvement -onered pemoiaiiy,
That's pust whee you wanl I} Folks see you &8 &
brighl. molivabad doer - e kind of peson they'd

rely on ko gel anyihing acoomelshed

URISTWATCH I I
YOU'RE A
CONSCIENTIOUS
LEADER!
*Folks who just cant axist wilhou! thes
warlch lencd lo Ewe Bhae of the

world fhoughthil, consclentious &nd big
helienamrs i follrwirg lhe ndes. These
g [he diable people who make
ooty un for othan,” says Anderson
Yot ke Tl Ehose who play by the
s alvarys win oul in the end - and
thal's wity you're &Lch a glitiering
sLiccoss|

I e

PIRACELET

ﬂh
¥
PiNG
YOU'RE A FAITHFUL
TRADITIOMALIST?
II's an urtsoken croe-a Syl of
alomity, fittfulness
and bonds that can'l ba broken
For thousands of yaars, mgs
Fumva bann 1280 {0 signify faith,
Trecifon and mousivenass-think
wedding ings. diass ings and the
rnga warm by kirge and reldgious
Boures. “Thal's why if & nng i
imparant fa you, ods are you'rs
a saiid redionalisd with sirang.
proud values and chanshad es
bo e pasl,” says Anderson. You
by b, counTiny End
fesnity, and you Dalieve in doing
ihings the cick-Fashiored wary
Yiour pracaousness, discrelion and
lnyaity are appociated by
EVDIRYOND Wi knows you-end
vour iracbional vakues hedp you
siay conband in kocdey's ever-
ghanging world!

YOU'RE AN QUTGOING
CHARMER!

Your hands ane how you Inlecact with $s
worid, whelher you'e shaking hands, typing
an eemanl, cooking for your family, of &y
i of oifer “hands on” achivities. " you
Iz 0 kessp Fram docomtad with

a highly waitle item |ke & beoejel -

which sfucies incieata is much mors
roticmabla than & ring o & walkdh

chanoet i you'io an axtmveried
chanmer who loves fo be rght in the
centar of thixaclion, * say Anderson,

Your count-me-in attiiuds msans you'rs
lwerys | i ko - and in demend|




FIRST IMPRESSIONS

You will never have a second chance to make that first im pression!

Thare are 4 elements in making a great At impression:

1] & good haircut,
2] Matural, Aattering makegp, Mot owerfunder done,

3] Eve catching accesscories
4] Hattering wardrobe — wear clothes that R

HEAD-TO-TOE FASHION TIPS

Hair — Get a good haircut, Cut wour hair according to yvour Face. Keep vour hair clean
and well groomed, Your hair IS an accessory that can change vour whoe appearance!

Eves - Brighten up vour eyes with a little color, ¥our eves are the windows ta your soull

Smile! = This is your most important asset, Use lipstick bo enhance wour beautifal smile,

Ears — Mever leave home withowt earrings! Thew are the most important accessory a
worm an can wear, Little earving make a small person look smaller and a big person
lock bigger! Mewver repeat the shape of your Face,

Shoulders - shaoulder pads give yvou the appearance of being 2 inches taller and slim
wour Figure, They draw people’s eyes up bo the Face,

Meckline — Thare are & basic necklines in Fashion (see rewverse],

Wirists, hands, and fingers —stacking bracelets in multiples make a more polished ook,
Mever have a naked watcH  Alwavs partmer wour watch with a simple bracelet, Wiz ar
tings on different Fingers, Your wedding ring stands alone, Polished or manicwred
fingermails make a great Arst impression. It doesmt hawe to be bold o coloul, just
reat and dean, 3% sleewves are most Aattering and can make vou appear 10 pounds
thinner! Attention is drawn upwards not downwards

Shoes — Wrearing a beel on vour dress shoe will gwe your calf a slimmer lodk, Hose
should match yvouwr shoes and reedto be the same color as your hemline or darker,

Jdothing — wear classic nat trendy clothes, Buy clothes in sdid colors and accessorize,
This will make your wardrobe budget go Furtber! You can hawe the look of several
oiJbfts with ust a few outfits and many dfferent acceszores, You shodd spend 23 of
wour wardrobe morney on accessories, Basicis best,



Basic Jewelry Techniques
From the New Fall

President’s Package

Create a “Y” necklace — i.e. take Lauren n, clasp in front with several links hanging down in
front.

Extend - you can extend most of our necklaces (if they don’t have an extender attached) with
the matching bracelet to add 77- 8”.
Examples: Lauren n & b you can also extend with Lauren b to create a 25” necklace.

Switch or add pendants —
Layer — Layering 2 necklaces together with similar color, length, and style creates a dramatic

effect. Wrap or Twist —Take Mahogany n twist around each other for a different shorter
look. Necklaces need to be the same length.

Frame — take a pendant style necklace and frame a longer necklace around it to draw attention to
the pendant.

Double - any of your 30” necklaces or longer

Triple— necklaces need to be 48” or longer

Butterfly - Take your 36 Duchess pearls and keep clasped, put both strands behind your neck

and bring two loops forward; pin So Pretty, Daybreak, or Sundial onto the loops and place
middle, front, or to the side.




4. Hostess Plan

Three scenarios for presenting the hostess plan

Boxes
(get two volunteers from the audience)

Connie Customer—put 2 boxes in her hands and
tell them avg. guest purchase 2 pieces and
spends about $34 each...with tax and shipping
around $70.

Holly Hostess—Average Show is about $600—
hostesses get 30% free..which is about six boxes..
Stack them and count aloud $30, $60, $90, ....
Hostesses also have the opportunity to earn $100
in bonuses and purchase 8 items at half price.
Great way to update your jewelry wardrobe and
do it for free!

Roll into play or pass!



S. Bookings

Becoming a master booker will ensure a successful business!

Why do customers book?

Their wish list is long

They like you, the jewelry lady

They can see their friends liking this product
They had fun at the show

They want FREE jewelry

They want the incentive prize

They were asked!

The show is short and sweet

No pressure!

They liked learning how to accessorize
They were asked!

Booking at the jewelry show:

A booking activity brings them to a point of decision.

1. Deal or No Deal
2. Featured item
3. Special for the month
A. Ring in New Year - pick a date and get a ring for
the price of that date
B. February—Heart jewelry free to the hostess
C. March—Spring Cleaning—Free polishing cloth
and jewelry cleaner to the hostess
Wheel of Wow!
Show to go—brownie mix, plates and napkins in a bag
Hostess packet in a cute tote
Three tennis bracelets on the hostess
Premier Incentive charm bracelets
Dice game—shake to win
O Basket of min purses with prizes inside

"090.\‘.@.01.4>



Verbiage Tips...

By Laryn Weaver

Verbiage tips by Laryn Weaver

Bookings

~At the show~

“I would like to show you how much jewelry my average hostess re-
ceives. (I do stack the boxes)” “So if you see lots of stuff tonight that you
would love to have, or if you have never worn jewelry before and would
like to start your collection, I would love to do a show for you and help you
get started.”

~After the demo~

“You seemed to like every piece that went around the room. | would
love to do a show for you! Are you going to be one of Mary’s 3 bookings
tonight?”

~Booking Objections~

My friends are home-partied out “So you have done home shows be-
fore?” That’s what so great about doing a Premier show. No one has ever
heard of us before and when people get the invitation, everyone wants to
come and see what’s new.”

~My house is too small~

“No house is too small if you really want to do this! You can do a
combination show. Collect most of your sales in preorders and only have 6-
8 women at your house. That way, you still get the benefits of doing a home
show, plus you earn you bonus for getting preorders and you’ll get to see
everything with your clothes at your own house.”

~1I’m just too busy right now~
“Oh, that’s too bad! This is the best month to do a show! There are

promotions going on this month for our hostesses. You know, | do shows at
night, in the morning, the afternoon, at work places, whatever works for
you. | would hate for you to miss out on the promotions by waiting until
later. Would you like to do a Saturday morning Java and Jewelry show form
say 10-12. That’s usually a great time for people.” (You offer whatever in-
centive you would like for that month.)

C



Lifestyle Booking

1. Look like the jewelry lady. Have a professional image
such as a nice haircut, fashionable clothing and eye-
catching accessories. You are a walking advertisement
for your business. Show confidence.

2. Be a name collector. When meeting someone out and
about that compliments your jewelry, get their name,
phone number and address and offer to send them a
catalog. Follow up with a phone call within 48 hours.

3. Have materials available in your car or purse such as
mini catalogs, brochures, business cards, etc.

4. 30 second commercial about what you do is crucial.
Example: “I love the necklace your wearing”

“Thank you, I rep a high end line of fashion jewelry
that’s very affordable. This is part of my line. Have
you heard of Premier Designs? I would love to send
you a catalog. Can I get your name and address?”

If someone asks you what you do for a living:

I have the best job in the world, I give away jewelry for free
and I teach women how to run a successful home based busi-
ness.

S. Compliment other women’s jewelry. It’s a great way to
talk about your business once the conversation gets going.
Example: “I love your necklace! I always notice people’s
jewelry because I have my own jewelry business.”




Big Money (as told by Stephanie Green, 3 Diamond Designer)

.......... | still do BIG MONEY near the beginning of my show.... And I initially peak
the guests interest at introduction time.. | say “ Ladies, | would love to get to know
you all just a little bit better... lets go around the room and please tell me 3 things
about yourself... your name, how you know the hostess and what you would do with
an extra $1000.00/month.. EVERY MONTH... just not a one time thing..”

After everyone has gone, including the hostess.. | take my turn.. | introduce
myself again.... “ once again ladies, my name is Stephanie Green, and | know the
hostess from ...(where ever), and let me tell you a little bit about me and what |
wanted to do with an extra $1000.00/month | have been a jewelry lady for a little
over 2 years now... and when | went to my first jewelry show.... . | was working as a
nurse 2 days a week at Aultman hospital in Canton, Ohio..., | was not looking to do
anything else, I liked my job and thought | was making great money, ...... until | over
heard the jewelry lady there say how much money she was making....... Well. we all
have a lot of great things that we would do with that extra money and for me... my
husband and | have always wanted to build our own house.. and | knew the faster
we saved the faster we would build that house... so | decided to be a jewelry lady..
and do a couple of shows per month and continue to work at the hospital..... but it
did not take too long to start making double the money in %2 the hours....

So after about 9 months | quit my nursing job and I just do this now.. | love
what | do... | get to meet great women like you all, | make my own schedule, | don’t
have to inventory anything or deliver anything and | have no quotas to meet..... SO
let me show you how easy it is to make that extra $1000.00/month we just talked
about.... Can | have a volunteer to help me out... and you do not even have to say a
word”... someone comes up.. And | say.. “Now let’s pretend that Suzie decides to be
a jewelry lady just like me..... When you are a jewelry lady you make 50% of every-
thing that you sell...

Now Suzie just wants to work about once a week... so Suzie goes out her first week
and has a very avg. show of $400.00.. so how much money does she make?

( (crowd replies $200.00),, now the 2" week Suzie has a $600.00 show.. so how
much money does she make ( crowd replies $300.00). the 3" week

Suzie has a very busy week..... Well she’s her own boss and sets her own sched-
ule.. so she does not work that week... but the 4™ week Suzie has the time to do 2
shows.. the first one is a $400.00 show so she makes ???,( crowd replies
$200.00),, and the 2" show that week is $600.00, so she makes ( crowd replies
$300.00).... Suzie would you tell me how much money you made that

month??? While she is counting | say.. Ladies you do realize that Suzie only worked
4 days out of the entire month.... Probably less than 16 hrs that entire month.....
Suzie now proudly states that she made $1000.00..

And | say WOW LADIES, if you know anyone that could use that kind of
money please let me know.. | have these information packets right here that you are
welcome to take with you this evening......



6. Sponsoring

Sponsoring is key to building a successful Premier Busi-
ness. There are four components to sponsoring

Creating Interest at your home show

1.  Tell your story of why you joined Premier and then
offer every guest an information packet.
2. Ticket game: guests ask questions about your

business and they get a ticket. Have a prize for the
ticket drawn.
3. Big Money Little Money
4.  Ask it Basket: Questions already written out on
slips of paper and have guests pick one to ask you a question.

Get an appointment

1.  Setup a time to sit down and explain the business.
2. Meet at Coffee Shop, Lunch, home, or neutral place
3.  Offer incentive (free bracelet or some other give

away to compensate them for their time)
4.  Write a thank you note

Sharing the Marketing Plan:
1.  Purse Night: Come to hear the business
opportunity and get a free purse.

2. Diamonds and Deserts —share the business
opportunity over deserts at a restaurant or your

home.

3. Javaand Jewelry —share the business opportunity

at a coffee shop.
4. Bring a prospect to an OP before the training.
5. Sit down and read the pamphlet

Close
1. Find out what they need from Premier and make sure that
they understand Premier can meet many needs. ~ Meet them where they



Verbiage Tips...

By Laryn Weaver

Sponsoring

~At the show~

“The last thing | would like to do is allow you the chance to find out more about Premier Designs. | want you to pre-
tend that you are all new jewelers. Congratulations on your new careers! Your new job as a jeweler starts next week, what
would you like to know before you get started? You will get a ticket for each question you ask.”

~After the ticket game~
“You really seemed to enjoy the show, | wanted to ask you, have you ever thought about doing something like this? | would
love to talk with you more about our business opportunity. | think that you would be really great. (give a SINCERE compli-
ment) Think about it and when you come to check out tonight, we can talk about a time we can get together to talk.”

~Setting up the one on one~
“Have you thought any more about the business? You have such a
great personality, and | am looking for professional women with a great sense of style. | would really appreciate the opportunity
to sit down and share a little more about Premier with you. What about Friday afternoon? We could meet for a cup of coffee.”

~Opening the one on one~
“Before we get started, | wonder what attracts you most to Premier?
(let her talk) What concerns you the most? (let her talk)” Now as you do the marketing plan, you will be able to tailor it to her
needs and concerns.

~Closing the 1-1~
“So what do you think? Could you see yourself doing this? (let her talk) Why don’t we set a date for a show. If you
decide to become a jeweler this can be your training show. If you decide this may not be right for you right now, you can just be

a hostess and get lots of jewelry. | have May 10 th and 12 th open. Would either of those work for you?” I’ll give you a call on
Friday (within 48 hours) to see what other questions you may have.”

~Sponsoring Objections~
The money...how can Premier make any money...the mark-up must be really high.
“Premier is unique from other companies. The main purpose for being in business is to support the hostesses and jewel-

ers. They started the business to bless the lives of others, so they can afford to be very generous because it fulfills their purpose.
Premier only makes 6-7 cents on every dollar they sell. It’s about what they can do for others. That’s what makes us different.”

~| would love to do this, but | can’t afford the investment~

“What about Premier makes you want to become involved? How do you think Premier can enrich your life? Would
$1000 a month make that possible? Then don’t let the initial investment take that opportunity away from you. If you started
with a company that paid 20% profit but didn’t cost anything to get started and you held 2-$400 shows a week for a year, you
would earn $8,600. By starting with Premier, even though it’s a higher investment, because they pay us 50% of what we sell,
those same 2-$400 shows would pay $20,800 in that same year. Let me help you come up with a way to get the money to start.”

~This sounds great, but I just don’t have the time~

“What about Premier sounds great to you? If | could show you how you could achieve success in Premier working 12-
17 hours a week, would you be interested in hearing more?”

~I’m just not a sales person~

“Neither am I. | am a high school English teacher and a stay at home mom. | didn’t wear jewelry or even like it when |
went to my first show. What’s great about our product is that most women do love jewelry and it’s something they want rather
than what they need. It’s a fun purchase just for them. Premier is about so much more than selling jewelry. | would love to sit
down and talk with you about all the benefits to being involved with Premier.”



7. Marketing Plan

Business Information Packet

Letter
Reason Premier Might be for you
Frequently Asked Questions

Why Premier Designs is not a Pyramid

Place inside a 6 x 9 envelope with a mini catalog,
opportunity brochure and your business card.



YOU
ARE INVITED...

Fwould ove to sAare more information with you about the
cpportunity Premier Designs can offer you, Fremier Designs is
meeting needs and Relping accomplish the dreams and goals of
cuty fndependent Distribubors all aoress the nation. We can
Relp wout, foo!

Flease foin me for an informative, fun, 1o pressure meeting.

We will talk about Row {Re business works and Row you can get
starfed guickiy and easiiy.

IF Far yor thne you will receive | |

= I
'R $2% in FREE Jewelry R\
| E of wour choice from our Premier Cesigre Jeweny Catalog E I
I I
IE Independent Distributor E |

I Phone |
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Why Prepuer Designs 45 ﬁ\@fﬂ “Pyramud !

By Gueg Tervell, Diamond Execterive Divecror
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Yo tnake motiey selling the jewelty oo the public,
pritnarily throngh Jewelry Shows! The sverage Jewelry
Shew in Prernisr is over 400, and we make S0 gross
profit ity aty pisce we =11 at saggestad retadll
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A clistribarat |

ot prociuact, high fashion jewslty, has a “hlarker Walus”
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» Cotminissons are paid basad only of the sale of the
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signs up!

Cotntnizsions are nor paid o ahy sanplss putchassd
whan a distribuaror sighs wpl

WS can make more monsy than the patsan who signed

ol up!

 The corntnission papout stops afsr vhres levels (a dollar

cly woas 50 farl),

Satrgles are ot a recuirad purchass upon sging up in
Prernizt!

Thatz is no ragquired imretrcty! Miany peratnids psh
atd sven raquirs the puardiase of lange atnoltirs of
irnretirory whisn po sign upl

Wiz have a resscnable upfronr a2 for services rencered!

If Inving vhie Presicants’ Package, the average patson
should maks thait tmotey bads it abonr 5-9 shans!

Yo oo ot just sign up, make money ated do nothing, It
takees timne atd worll vo make monsy sSlling the jewelty!

Wiz are matnbers of the “TEA" (Direct Selling
Azsociariogl
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Diract Sarvice cotmpatny
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Lathi gL ate RBEu g
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R EASONS THE
Previer. Dresicnes OrrermumNery
May Be For YOU

You get paid first when you do a Home Show. It's
payday every time you make a sale!

There is no inventory required. The jewelry pieces
you purchase are your sample to wear!

There are no sales quotas or sales reports required to
be an Independent Distributor.

The Jewelry can be delivered to you or your Hostess.

There are no territories for Retailing and Sponsoring.

One of the Best Marketing and Hostess Plans in Amer-
ica.

Great Support from the Premier Designs Home Office
and Distribution Center.

Fun and easy to learn. Local and national trainings
are available, but not mandatory.

Exciting trips, promotions and opportunities to win
free jewelry.



e ucnth-’
CAsked T
QUESTIONS

Am | required to stock an inventory of jewelry to sell to customers?

No. The beauty of being a Premier Designs Jeweler (Independent Distributor) is that you do not tie up hun-
dreds of dollars, not to mention storage space, in inventory. Once you take the orders at your Home Shows,
send them to us and we will ship the items directly to you or your Hostess. Like any successful retailer, you
will want to purchase sample jewelry to show your customers. But, even then, you decide how many and how
much you can afford.

How much money can | expect to earn?
As a Jeweler, you make 50% gross profit on every piece of jewelry you sell at the suggested retail price. Remem-
ber, in addition to personal retailing, you can enhance your earning potential by sponsoring other Jewelers and

building your own sales organization. Many of our Premier Designs Family members enjoy the benefits of these
earnings every month!

When do 1 get paid for doing a Home Show?

Good news! Jewelers get paid at the time of the Home Show. You keep your profit and mail the Home Show Order
Form, along with payment, to Premier Designs.

How much time will it take to run my Premier Designs business?
As a Jeweler, you are your own boss. You decide the amount of time you spend working your business. You can

choose to work full-time or part-time. Keep in mind the amount of money you earn is directly related to the time
you invest.

Am | required to meet sales quotas?
No. Premier Designs Jewelers are not required to meet a sales quota. However, if you choose to increase your
earning potential by building a downline, a minimum monthly amount in personal sales is required in order to re-

ceive a commission check. We also expect you to work one on one with those you sponsor to help train, encour-
age and inspire them.

Do | need prior business or retailing experience?
The only things you need to be a Jeweler are a teachable spirit and a willingness to work. Absolutely no prior

business or retailing experience is required. The sponsoring Jeweler is responsible to teach each new Independent
Distributor they sponsor about the Premier Designs business.

How can | become a Premier Designs Jeweler?

For a no pressure information meeting, please contact:



Are You Carions?

Call me and I'l tell wou all abowt the business - no pressure - [ promise.

Y ou hawve nothing to lose by listerung.

Dona Matrone (6300 355-1495

Last 10 S how Hostess Free Net
Home Shows Total Jawelry Profit
10162009 $ 52320 F226.40 $239.70
10152009 $ 23250 $69.75 $59.00
101172009 § 1258 58 F692.04 $507.08
1002009 $ 92400 $649.00 $420.50
1082009 § 989 50 56875 $424. 50
/222009 $ 89500 $304.60 $362.00
Qf1a/2009 § 644 25 F245 28 $203.25
Q1552009 $ 240 .30 $97.09 $25.30
2222009 $ 1163520 $657.60 $557.20
21852009 $ 932 .40 $5228.70 $3E0.50
TOTALS § TEAG 23 § 409740 § 3239.03
AVERAGE SHOW § TEH.49
AVERAGE FEEE JEWELREY $ 40974
AVERAGE WET PROFIT $ 32390
AVERAGE HOUERELY RATE $ 80 98

10 SHOWS TOOK ME ABOUT 40 HOURS TO DO,
WHATDO YOU WANT TO MAEKE IN J0HOURS?

WANTTO WORKE A40HOUR "WEEK" ORA40HOUR "MONTH" 72?2
(Thiz exan ol is mod imbemded fofar ol that 2 Jeweler willeam 3 soeciic aa oord of 6 omey, )

Printed: 100262008 1 1:40:13 Abd



8. Miscellaneous

[mportant Phone Numbers

Customer Service (800) 486-7378

Premier Design’s Receptionist (972) 550-0955 or
(800) 899-0092

Jeweler Account Services (800) 883-2228
Replacement / Exchange (800) 651-7304
Marketing Services (800) 486-7378

Spanish Marketing Services (800) 400-0733

Training Services (800) 400-0733
Prayer Ministry (800) 899-0092
Premier Designs Web Page www.premierdesigns.com
Mailing Address PO Box 619220

Dallas, TX 75261-9220

Physical Address 1551 Corporate Drive
Irving, TX 75038-2431



Integrity, Ethics and Service

1. Integrity, ethics and service should be a central theme

of your business.

Never forget that service without integrity and ethics

is useless.

Service is not what you do, but how you do it.

Service does not come from the head, but from the heart.

2. Be honest!

Ten guests means ten guests, not nine

$100 in advanced sales does not mean $95 plus tax.
Three bookings means legitimate dates on your
calendar.

3. Be timely!

Arrive at your show with plenty of time to set up.
Place orders within 48 hours
Follow up with replacement/exchanges right away

4. Be thankful!

Send thank you notes to hostesses witin 48 hours
Send notes to those who have contributed to the
success of your business, such as customers, upline,
downline, Premier staff, etc.

5. Be true to your company’s policies.

Premier Designs is a direct service company base on
biblical principles and integrity is very important.
You are to be honest and truthful in all your dealings.

6. Develop a good work ethic.

Service is not just selling, it is the key to a successful
business.

Your success and growth will be a direct result of your
hard work.

You are Premier Designs in all that you say and do
Premier has a no alcohol policy at all Premier Designs
related functions.

Be discrete in sharing information about the Horner/
Premier Foundation.

Attend monthly trainings, Rallies and Conferences.
WIR and WBP—What is Right, What is Best for Premier.



Thanks....

For hosting a Premier Designs Jewelry Show!
I am so happy to let you know how much free jewelry you will be getting!

Total retail amount of customer sales as of: $

Plus, you qualify for the following Hostess Bonuses:

$25 Holding your show on it’s originally scheduled date
$25 Having $100 in pre-sales

$25  Having 10 or more guests in attendance (18 yrs +)
$25  Three or more future bookings

$ Free jewelry earned from bonuses
$ Free jewelry earned from 30% of sales
$ Total amount of free jewelry earned as of today (this is the

least amount you will receive)

Plus, you can choose half price items.

Suggestion: make a list of everything you want, don’t worry about which items to put at half
price. I'll help you maximize your benefits once we are ready to close your show.

Reminder: you are responsible for paying the $4 shipping fee as well as the tax on your free
selections. If you are purchasing any half price items you are responsible for the cost plus tax
on those items as well.

Your friends and family are anxious to get their jewelry so let’s close your show within 48
hours. I will call you on this day to finish up all the details:

Thanks again for being such a great hostess!

Did you know that as a Premier Designs Jewelry lady your income from this show would
have been: §$ .
I'd love to share my story with you and how Premier might meet a need in your life. You can
get an extra $25 in FREE jewelry just for listening.

No Obligation. Let me know if you're interested.




b ddress

Phone #

E-Mal

Hostess

Hame

Address

E-mal

Hostes s

Please cicle the arswers that apply... ...
1. Gethns a TON of free jewrelnris ... .

not impottart

somewhat important, 1et’s do a shoar later
Ilowe 1t all, let’s schedule ashoar

I am a past hostess, let’s do another shomr
later.

o oW

2. Premier soumnds like a great company.
Mo interest level in hearing aboutitis... ..

. not iterested for myself

. I lmoar somecnew ho mightbe interes ted

. somewhat imterested, I'd like apacket of
mfo to take horne.

D 51zn me up and give me the Lat!l!

L

3. Myfavonte part of tomght’s showr wras.

Just in case yvou need a change.
I earn anaverage of $250-$300 a show!

[ do aboat 6-5 shows per month!!

Flease circle the answers that apply... ... .

1. Getting a TOW of fiee jewelrris... ... ..

not inportant

somearhat important, let’s do a shoar later

I love it all let’s schedule a shoar!!

I am a past hostess, let’s do another s hoar later.

0O

2. Premier sounds hike a great comparny.
Myimerestlevel in hearing abmtitis... ...

A, notimerested for morself

B. Ilmoer someone who might be mterested

C. Zomewhat interested, I°d like a packet of'info
to take home

D, Zign me up and give me the Lat!!!

3. My fawonte part of torigkt’s shoar was. .

Just in case vou need a change.
I earn an average of $250-$300 a show!!
[ doabowt -5 show s per moonthl !



HIGH FASHION JEWELRY

How can I earn FREE Jewelry?

1. Quick Start Program

a. 6 Home Shows within 45 days of training show = $200 retail jewelry certificate
b. 9 Home Shows within 45 days of training show = $300 retail jewelry certificate

2. Crown Jewel Program (achieve these in order, one at a time)
a. Amethyst - $3000 CV in 30 consecutive day period = $200 retail jewelry certificate
b. Sapphire - $6000 CV in 60 consecutive day period = $400 retail jewelry certificate
c. Ruby - $9000 CV in 90 consecutive day period = $600 retail jewelry certificate
d. Emerald - $12,000 CV in 120 consecutive day period = $800 retail jewelry certificate

3. Designer Program
a. Builder - Sponsor 4 first level jewelers and submit at least 24 personal home shows/
training shows in a previous 12 months = $300 retail jewelry certificate
b. Designer — Sponsor 7 first level jewelers and submit 36 personal home shows/training
shows in 3 previous 12 months = $500 retail jewelry certificate

4. Home Show Club

3. 25 home shows in any 120 consecutive days — home show club pin
b. 100 homes shows (no time period) after 25 home show club has been achieved =
$250 retail jewelry certificate

5. Designer’s Circle
a  Sponsor 7 first level jewelers in a year (Jan — Dec.) = $500 retail jewelry certificate

6. Century Club
a. Submit 100 home shows in a year (Jan. - Dec.) = $500 retail jewelry certificate

Premier typically tracks these for you but it's good to know where you are in case you are very close to
achieving the program - you can do whatever it takes to get there. For the Desigher Program you need to
complete a short orientation with your upline before you earn the jewelry certificate.



HIGH FASHION JEWELRY

Services Offered

Personal Home Show - In your home with your friends and family

demonstrating accessorizing tips and playing in the jewelry! Earn

tons of FREE jewelry!

Image Consulting Seminar - At your office or your home with co-

workers or friends and family teaching women how to accessorize,
stretch your wardrobe, create 3 polished look, dressing to look taller
and thinner without dieting and exercising, and dressing to create a

professional image. Earn FREE Jewelry!

Fundraiser - A sale of jewelry through a home show or catalog sales
creating a partnership between the jeweler and your organization to
raise funds for a particular cause. You and your organization can

earn cash and free jewelry!

Corporate Gift Services - The perfect way to say Thank You,

Congratulations, Happy Birthday, Merry Christmas, etc. to
employees, associates, vendors, clients, etc.  Volume discounts for

incentive qifts or holiday presents. Gift certificates also available.



Where Can I Get That?

Velvet: Wal-Mart (seasonal), Joann Fabrics
3 1/2 yards x 60” wide

Lights— 4 lights for corners of table...
Extension cords

Business Cards: www.vistaprint.com

Incentives: WWW.lmagineaccessories.com
wWww.premierincentives.com
www.wholesaleaccessorymarket.com
Dollar Store

Wooden Cases:
www.showcasestogo.com
www.southernshowcases.com

Websites:

www.howmayiserveyou.com (Greg & Melissa Terrell) Username: terrell
Password: jewelersonly

www.4jewelersonly.com (Randy & Elizabeth Draper) password: ssandy

Www.gaylefoster.com Password: Gaylefoster




