Name: _______________________________________________     Phone # _______________________________________


12 Calls to Super Starter Success

To give your Consultants a successful start:

· Make sure they have four Shows on their calendar before submitting their agreement.

· Give them Welcome Booklet and 10 catalogs when they sign. Have them gather four catalog Shows while they are waiting for their kits.

Month 1

Call One __________

Topic 1

1. Goal Setting with Welcome Book. What would you like out of your Pampered Chef® business? What can you put into it? Go through the pages with them to cover the assignments in the booklet.

2. Go over all three months of the Super Starter Bonus program including the recruiting bonuses.

3. Issue the 40 Call Challenge and cover which people to call first, middle, then last.

4. Debit Card Application submitted?

Topic 2

1. Explain the benefits of attending meetings. They are:

A. Essential for a successful business.

B. Always new ideas, encouragement, helpful information, food, and recognition for your accomplishments.

C. Give next dates for New Consultant Training & Cluster Connection.

Weekly Goal 


Notes 


Call Two________

Topic 1

1. Product Knowledge.

A. It’s okay to not know everything about every product.

B.
Start using and learning about the products in your kit. Talk out loud about them and figure out why you love them.

C.
Read your Use & Care cards, the Product Information Guide, the catalog and your Recipe for Success for product information. Listen to the Selling Product Collections audio.

D.
You want to showcase the products not the recipe at your s. 

E.
Use multiple tools for one ingredient (Score a cucumber with the LZ/S, then slice it with your Utility Knife, then cull the seeds with the Cook’s Corer®.)

F.
As you use a product ask your guests who has it and loves it and what they like about it. They will help you sell the products; utilize them!

G.
Tell the guests multiple uses for every tool (use the Deluxe Cheese Grater for nuts, chocolate, carrots, cinnamon, and cheese.)

H. As soon as your products arrive, begin to use them and practice on your friends and family.

I. Are there are products that you would like to borrow?

Topic 2

1.
Booking Basics.

A. At your Shows, make hosting look appealing. Talk about the food, the fun, the free products and being the first to show their friends something new.

B. Be-prepared; have host packets on hand to give out at the Show.

C. Take Pampered Chef® recipes to all events and functions. When people compliment you on them, offer to come and teach them and their friends how to make it.

D. During your Show closing, remind your guests to mark the door prize slip if they are interested in have a Cooking or Catalog Show.

Are they on track with Shows on their calendar to earn the 1st Super Starter?

Weekly Goal 


Notes 


Call Three________

Topic 1

1. Selling Secrets.

A. Study a few of the products from the catalog each day and make an index card for each to reference during your first few Shows.

B. Be sure to talk about our higher priced products during your Show. Guests will find the lower priced ones on their own.

C. You do not have to have all of the products to sell them. That is why you have a gorgeous catalog; use it so people can window shop. Be sure to still ask who has the products you are referencing and let them help sell.

D. Use either a hands-on approach, by letting your guests come up and use the products, or pass around the products during your Show.

E. Be sure to always ask who has and loves the products you are showing or referencing in the catalog and let the owners help sell them. Guests always believe what the person sitting nest to them tells them.

Topic 2

1. Common Questions.

A. What are commissionable sales?

B. When do I receive commissions?

C. What are tele-classes and how do I participate?

D. What is the Supply Booster?

E. Is PamperedPartner® loaded on your computer?  Any questions about loading it?


Weekly Goal 


Notes 


Call Four________

Topic 1

1. Hosting Hints.

A.
Set expectations for your host! 
B.
Use the Host Coaching script verbatim. This will guide you in asking all of the questions you and your host need answered in order to have a successful Show.

C.
Review the Cooking Show Planner with your host from front to back.

D.
Have your host fill out their wish list and match it to the free product amounts in the Host Rewards Program chart in the planner. Together set her Show sales goal.

E.
Post coach – your job is not done at the end of the Show. Check in with your host to see how many additional orders she has gotten, does she need anything from you? Set date and time to close her Show.

Topic 2

1. Are you organized?

A. Do you have a work area? (Organized place for catalogs, host packets, etc.)

B. Are you using the Pampered Chef® Consultant Planner? Have you blocked off the nights or days you can/cannot do Shows so you will not accidentally schedule a Show when you can’t be there?

C. How do you keep track of phone calls and leads? I suggest using Contact Management in PamperedPartner®, or a spiral binder.

D. Do you view yourself as a business person with business hours? Be sure that you do so that you do not wear yourself out trying to be all things to all people.

Weekly Goal 


Notes 


Month 2

Call One __________

Topic 1

1. Recruiting Readiness.

A. You were interested in the Pampered Chef® opportunity. Will others be? Absolutely, but probably for different reason than you.

B. Be sure to use recruiting “one liners” throughout your Show such as, “Getting the Food Chopper free was one of the reasons I decided to give The Pampered Chef® a try!”

C. Have recruiting packets/opportunity brochures with you at all times, especially at Shows.

D. Remember to tell your host when closing her Show what she would have earned if she had been the Consultant.

E. During the closing of your Show be sure to invite everyone to ask you for information through the Survey Drawing Slip. “If you would like to eliminate one bill from your monthly budget and you wonder if TPC might be a fit for you, check the box on your Survey Drawing Slip for more information. I’ll give you some no obligation information after the Show”.

Weekly Goal 


Notes 


Call Two __________

Topic 1

1. Product showcase.

A. Executive Cookware – has the latest cookware technology:

1) It is hard anodized aluminum with a titanium alloy for superior durability.

2) Dupont Autograph 2R nonstick coating both inside and on the outside walls for effortless cleanup. The nonstick coating means you can cook with little or no oil- a benefit for low fat cooking.

3) The soft-grip handles are a combination of stainless steel and silicone, for durability and comfort. The handles are slightly longer than the Professional Cookware for added safety and have a convenient thumb rest.

B. Stoneware.

1) After three uses it becomes non-stick so you do not have to add extra oils to cook and bake. It actually saves you calories to bake in it!

2) You cannot burn anything on a Stone!

3) The clean up is a breeze, simply run hot water over it and scrape it off with the little brown scraper and you are done!

C. Simple Additions®.

1) All of your food will look catering perfect every time you use it!

2) Think of it as Legos® for adults and stack it and spread it out for all of your entertaining needs.

3) It goes in the dishwasher, the microwave, the freezer, and you can warm things on it!

Topic 2

1. Are you advertising and talking about theme Shows?

A. Wedding Showers.

B. Catalog Shows.

C. Fundraisers.

D. Cucina Italiana theme Shows.

Are they on track with Shows on their calendar to earn the 2nd Super Starter bonus?
Weekly Goal 


Notes 


Call Three __________

Topic 1

1. Hosting hints.

A. Write or stamp on all invitations to bring a friend get a free product. This will increase your attendance and increase bookings.

B. Have your host make reminder phone calls, or make them for her.

C. You can make labels for your invitations saying what the monthly special is and what recipe you are demonstrating. Be sure to make one that tells people how to place an outside order if they cannot attend. Remember to include your PWS address, if you have one.

Topic 2 

1. Recruiting Readiness: The Listening Key.

A. What are red flag questions? “Are those crates heavy?” Do you really make $100 a Show?”

B. It is never too soon to start building your own team. Recruiting can only help you succeed.

C. Whenever you have someone interested, just refer them to me and we will sign them under you. I will do their training for you while you focus on starting your business.

D. Benefits for recruiters.

1) 25 catalogs for each recruit signed.

2) 50 PC dollars when your recruit qualifies.

3) As a Future Director, you will earn a 1% override on what your Consultant sells.

Weekly Goal 


Notes 


Call Four __________

Topic 1

1.
Selling Secrets.

A.
Sell the sizzle by using word pictures: “In our Stoneware Fluted Pan, you can vertically roast a chicken and it will automatically become your family’s favorite! The juices drip down into the bottom of the pan while baking and steam the bird, making it the juiciest, most tender fall-off-the-bone chicken you have ever had!”

B.
Double the number of products purchased by suggesting gift set ideas, or gift certificate purchases.

C.
Suggest specific items as gifts: “Our Stainless Steel Whisk is engraveable.”

D.
Sell products in multiples: Flour/Sugar Shaker or the Handy Scraper.

Topic 2

1. What can you do to increase your Show average?

A. Work with your host to have high Show attendance: 15 to 20 guests = success

B. Encourage your host to gather a lot of outside orders, and give her ideas on how to collect them. Suggest that she offer a catalog, or the opportunity to shop online when guests RSVP that they cannot come. Send a catalog to work with their spouse.

C. Cross-sell like items at your Show: Sell the Cutting Board and Handy Scrapers with the Food Chopper.

D. Remind guests of upcoming holidays, birthdays, and other gift needs during your Show.

Weekly Goal 


Notes 


Month 3

Call One __________

Topic 1

1.
Creative Bookings.

A.
Spread your name and business. Make sure family, neighbors and friends know what you do.

B.
Wear a Pampered Chef® pin or apparel.

C.
Pamper businesses by bringing in a prepared recipe and leaving catalogs for people to look through.

D.
Leave catalogs everywhere (beauty parlors, medical office, airplanes).

E.
Offer yourself as a guest speaker.

1) Girl or Boy Scouts.

2) Day Care Demonstrations.

3) Career Days.

Topic 2

1.
Keep track of expenses/tax deductions.

A. Office Max discount.

B. Merrill.

C. VIP.

Weekly Goal 


Notes 


Call Two __________

Topic 1

1. Recruiting Readiness.

A. Explain what a Future Director and a Director are and the benefits of Directorship.

B. Remember the excitement you had when you signed your agreement. Others will feel that too.

C. Overcoming objections.

1) I couldn’t speak in front of people.

2) I don’t have the time.

3) I don’t know how to cook.

Topic 2

1.
Your Strengths.

A.
What do you love about Cooking Shows? Why?

B.
What do you like least? Why?

C.
What would you like to change?

D. What would you like to improve?

Are they on track with Shows on their calendar to earn the 3rd Super Starter bonus?
Weekly Goal 


Notes 


Call Three __________

Topic 1

1.
Work habits.

A.
Working is flexible and not optional.

B.
How many work hours are enough? What are you trying to accomplish with your business? That determines what you need to put in to it.

C.
Power hours.

D.
Paperwork vs. Peoplework.

E.
Moneymaking activities.

Topic 2

1.
What is in store for me after the Super Starter program?

2. Why should I remain active?

3. Higher commissions with $15K career sales, or from team building.

Weekly Goal 


Notes 


Call Four__________

Topic 1

1.
What are your goals for your business? How would you like for me to help you accomplish them?

    

Topic 2

1. Importance of attending National Conference and Leadership Summit.

2.
You will see the BIG picture of The Pampered Chef® and what it can mean to you and your family.

3.
The workshops and networking will change your business for the better.

Weekly Goal 


Notes 
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