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1.  Hostess Coaching 

2.  Golden Guarantee 

3.  Fashion Show/Jewelry 

4.  Hostess Plan 

5.  Booking Activity 

6.  Sponsoring  

7.  Marketing Plan 

8.  Misc. 



 

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!! 



 



 



 

1.  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. 



 

Hostess Coaching Checklist 
 
 
First Call:  (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) 
______ 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, etc. 
______ When to expect your next call 
______ You appreciate her and can’t wait for her show 
______ _________________________________ 
______ _________________________________ 
 
 
Third Call:  (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! 
______ ________________________________ 
______ ________________________________ 
 
 
• ALWAYS start conversation with, “Is this a good time to talk?”  It shows care 
and consideration. 
• BE HAPPY!  Make sure she can “hear” your smile. 



 

Thanks for 
Booking 

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. 

 (If you want 10 people invite 40) 

♦   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      



 



 

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! 



 

Show Golden Guarantee Poster 
 
• 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. 

 
• 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 I 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. 

 
• 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. 

 
• This guarantee does not cover normal wear and tear. 
 
• 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 your 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. 
 5.  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! 



 

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: 
 1.  Silver 
 2.  Gold 
 3.  Two-tone 
 4.  Beads  
 5.  Bling 
 
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.  It makes you feel special and pretty 
 8.  It’s easier to travel with then 10 outfits 
 9.  It shows off your personality. 
 10. 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. 



 

 



 



 



 

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 7”- 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.  

 
. 

 
 
 
 
 
   
 



 

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! 



 

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 
 4.  Wheel of Wow! 
 5.  Show to go—brownie mix, plates and napkins in a bag  
 6.  Hostess packet in a cute tote 
 7.  Three tennis bracelets on the hostess 
 8.  Premier Incentive charm bracelets 
 9.  Dice game—shake to win 
 10. Basket of min purses with prizes inside 
  



 

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. I 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.” 

~I’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, I do shows at 
night, in the morning, the afternoon, at work places, whatever works for 
you. I 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. 
 
 
 5.  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) 
 
…..…..  I still do BIG MONEY near the beginning of my show…. And I initially peak 
the guests interest at introduction time.. I say “ Ladies, I 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.. I take my turn.. I introduce 
myself again…. “ once again ladies, my name is Stephanie Green, and I know the 
hostess from …(where ever), and let me tell you a little bit about me and what I 
wanted to do with an extra $1000.00/month  I have been a jewelry lady for a little 
over 2 years now… and when I went to my first jewelry show…. . I was working as a 
nurse  2 days a week at Aultman hospital in Canton, Ohio…, I was not looking to do 
anything else, I liked my job and thought I was making great money, …… until I 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 I have always wanted to build our own house.. and I knew the faster 
we saved the faster we would build that house… so I 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 ½ the hours…. 
  So after about 9 months I quit my nursing job and I just do this now.. I love 
what I do… I get to meet great women like you all, I make my own schedule, I don’t 
have to inventory anything or deliver anything and I 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 I have a volunteer to help me out… and you do not even have to say a 
word”… someone comes up.. And I 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 2nd week Suzie has a $600.00 show.. so how 
much money does she make ( crowd replies $300.00). the 3rd 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 4th 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 2nd 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 I 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 I say WOW LADIES, if you know anyone that could use that kind of 
money please let me know.. I have these information packets right here that you are 
welcome to take with you this evening…… 
 



 

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. Set up 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. Java and 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 I would like to do is allow you the chance to find out more about Premier Designs. I 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, I wanted to ask you, have you ever thought about doing something like this? I would 
love to talk with you  more about our business opportunity. I 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 I am looking for professional women with a great sense of style. I 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, I 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. I 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.”   

~I would love to do this, but I 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 I 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. I am a high school English teacher and a stay at home mom.  I didn’t wear jewelry or even like it when I 

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. I would love to sit 
down and talk with you about all the benefits to being involved with Premier.” 



 

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 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. 



 

 

Am I 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 I 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 I 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 I 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 I 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 I become a Premier Designs Jeweler? 
  
For a no pressure information meeting, please contact: 
 



 



 

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 
 



 

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. 



 

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.      
 
 



 



 

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 a previous 12 months  = $500 retail jewelry certificate 

 
4. Home Show Club 

a. 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 Designer Program you need to 
complete a short orientation with your upline before you earn the jewelry certificate. 

High Fashion Jewelry 
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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 a 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 gifts or holiday presents. Gift certificates also available. 

 

 

High Fashion Jewelry 
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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.imagineaccessories.com 
    www.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 
 
  

 


