2007 Nat Conference Outline
Recruiting: From Maybe to Yes
 

 Maureen -  The Description of this workshop stated:   During the recruiting process, some will say maybe. In this workshop you’ll learn how to skillfully avoid and handle each of the maybe’s and move to the next step. In addition, we will teach how to stay in contact with prospects who take some time going from maybe to yes. 

A special thank you to ____________ that assisted us with the handouts and the 

stickers for your name tags.  These stickers have an important purpose.  After you leave this workshop, they will remind you of all the concepts you have learned with us this afternoon.

Please let me introduce to you my co-presenter Carol Nunnery. Carol is a Dir, with 37 in her 1st line.  This year, she earned TPC in Recruiting and Personal Sales. She joined PC in 2003. She lives in Mo, about 100 mile south of St. Louis with her husband and two boys, 11 and 14. 

A dream that her business has fulfilled is that it has allowed her to truly work up to her own potential!  Carol’s business has been like a child to her that she has been able to care for and love and watch grow!  She love’s the limitless potential of the Pampered Chef!
Carol – Maureen Kimmel, an Adv. Dir with 63 in her 1st line. She started PC in 1994. She lives in South Lyon, Mich which is just north of Ann Arbor. She has 5 children, 14, 16, 24, 26, 28. (4 girls 1 boy) 

Maureen’s Dream come true... “Our family couldn’t afford a week-end camping trip, before PC”.   One of her family’s greatest moments was being able to rent 2 mustang convertibles, one for the kids, one for her and husband on the island of Hawaii in 2004, thank you Pampered Chef!   _________

Maureen - Welcome to the Kimmel/Nunnery or the Nunnery / Kimmel cluster meeting! Carol and I are going to treat this workshop like an interacting training meeting that we would hold in our homes for our teams. It is a proven fact that people learn more from hands on activities. So, in this workshop you’ll be getting involved. Here is what is going to happen and how we’re going to do it:

-  Carol is going to discuss with you who says maybe and why. 

-  Then you will get into groups to come up with the most common concerns you                are hearing.

-  Carol and I will share, what we say at our shows to avoid particular hesitations and concerns, before they are voiced.

-Then we will address the C.A.R.E. model handout, and you will learn how to quickly respond to hesitations.

- Regrouping again for the purpose of filling in the C.A.R.E. chart with all the responses you will need to be a top recruiter. 

Keep in mind that your attitude determines your altitude!

Consider this: 

Skill or Will: Dr. Benjamin Bloom of the University of Chicago conducted a 5 year study, of leading artists, athletes, and scholars. It consisted of anonymous interviews with the top 20 performers in various fields including pianists, Olympic swimmers, tennis players, sculptures, mathematicians, and neurologists. That information was supplemented by additional interviews with those people’s families and teachers. Bloom and his team of researchers sought to find clues to how these high achievers developed. What they discovered was that drive and determination – not talent – led to their success! Skill or Will, I’ll take Will every time!  

 

Points to Cover - Maureen will ask( 

So, Carol, why do people raise concerns and or stall making a decision to join?

Carol
I.  Recognizing a Maybe
 Before we get into to topic of why people raise concerns or stall, I feel it is important to clearly recognize hesitations or objections as interest.  This workshop is designed to focus on getting from Maybe to Yes but I believe that many of us may have difficulty identifying a Maybe.  For the purposes of clarification I want each of you to recognize that unless someone tells you(”how dare you ask me that!... or “don’t ever ask me again!”, they are probably a maybe.  

II.  Analyzing the thoughts behind the thoughts 

Why do people raise concerns or stall?  I believe it is usually the fear of the unknown.  Often times people have insufficient or inaccurate information or a perception of the business that causes them to hesitate.  People are also often afraid to try something new or different because of the fear of failure or making a mistake.

III.  Set the Stage

Maureen is going to cover in detail the C.A.R.E. Model that is outlined on the handout you received.  I’m going to lead you in a group activity designed to get your thinking.

Carol -Explain Group Activity – 

As a group, we are simply going to compile a list of common concerns or hesitations you have heard from potential recruits (bring clock timer)---I want you to pair off in groups of 4-5 people.  One of you should be the note taker.  I’m going to set the timer for 3 minutes.  Make a list!  When the timer goes off, we are going to corral you back in and write some of the ones you listed on this flip-chart. (Ask someone in front row to write the answers on board).  Send someone to the microphone to report the favorite from your list.  We need to do this quickly so line up!

Wow!  Has anyone ever heard any of these??? ( 

I want to tell you something(when I hear these objections, concerns or hesitations, I hear(”tell me how I can make Pampered Chef work in my life?”  In my early attempts at recruiting I heard “NO!”  I simply backed down and practically felt de-moralized!  I want to tell you something and please commit this to memory(if a person does not say I am not and will never be interested, they are entertaining the idea. (MAYBE!)  Your job is to become skilled at how to use the C.A.R.E. Model that you are about to learn all about as a vehicle to get from Maybe to Yes.

 

Together?

CAROL
There are a number of ways to help people with concerns and hesitations.  One of my favorite things to do is avoid a concern before it arises.  The easiest way to do this is to build it right into your cooking show!  By a show of hands, how many of you had been to a Cooking Show prior to becoming a Consultant?  How many of you were 100% sure you wanted to become a Consultant as you sat and watched your first demonstration?  How about this(How about if during your demonstration you were to uncover a couple common concerns before they were even expressed?  In my situation,  I wasn’t much of a cook!  What I say during my Cooking Shows is “When I started this business almost 4 years ago, my husband claims I could barely boil water(personally, I think I was a little better than that but one of the greatest benefits I have received from my Pampered Chef business is that Pampered Chef has taught me to cook!  It is really hilarious!  My husband brags on my all the time and now I get calls all the time from people asking ME for recipe ideas!”  I try to bring this up early in my demonstration because what I am doing is taking a common objection/concern and turning it into an advantage.

Right now, raise your hand if you were confident in the kitchen before you joined The Pampered Chef.  And raise your hand again, if you feel you cooking skills have improved since you joined The Pampered Chef. How’s that for taking a common concern and turning it into an advantage.

Maureen, can you think of another way to avoid a hesitation or concern by answering them before they’re voiced?

MAUREEN- Yes, I can think of another hesitation that I talk about at every show, because it was my life.  For me it was time.. One of my big hesitations was, I had very little extra time to do a part time job. So here is how I address the concern, before it becomes one...at my shows.

 As I spread, or roll, or cut and chop, I say,

 “I just have to share with you how started with the Pampered Chef”.Our Family is very involved with our church, and like most families our kids were involved in lots of other activities too, you know sports, violin lessons, piano lessons, and home school field trips. We were running every day of the week.

But, the fact remained, we really needed extra income. You know to help pay for all the activities. And pay off a credit card or 2.  So as I was thinking, I could work Mon and Tues.  Doing what I had no idea! I didn’t want to work  week-ends.  So that would rule out retail stores. Maybe clean offices at night. No fun, no one to talk to ( I have a very social personality type) besides, I didnt want to work every night! And how much would I make, those jobs might pay $7 or $8 an hour, not worth it!   Nothing seemed to fit what I needed.

 But then, I considered Pampered Chef as a Part time job, it had the perfect flexibility that I had to have! If I was able to work one night week, I would earn about $400 a month. 2 nights a week, about $800 a month!   So I decided to give it a try!

Being involved in all those activities, now that was an advantage! When I was making my list of who to ask to help me get started, WOW, I had a lot of names to call. My first shows were My Mom and Sister-in-law, 4H Mom, a church friend, my sons violin teacher, a neighbor, and from those shows, the bookings have kept me going for 13 years!

How many of you had time restraints when you started with the Pampered Chef?

Carol has identified herself with the “I’m not a great cook” and I have expressed the concern, that I had of, “being busy.” 

It is my goal to reach out to my audience and be relate-able. Whether its my personal story or a consultant/friends story, that I can quickly tell. 

Avoiding hesitations, by giving the solutions all along the way!

How much do you know a little about your audience before your presentation begins?

Asking key questions to help the potential see, that there are solutions to every concern. An example:

“So tell me about yourself...what does your average week look like”

Telling our stories, not only sells products, but those stories also help others to make the decision to join your team

So let’s take a look at your list of concerns and have the Care handout ready.

.Once you learn this method of uncovering recruit leads, your Team will grow!

MAUREEN
The C.A.R.E. Model – This chart is a helpful tool. The point is to guide you through the process of a concern or hesitation step by step. Asking questions, being sincerely interested in a solution, will be a building block of an  honest relationship.  After working through a few, and practicing the steps to take, the method will become a helpful aid.  

Practice on family members and friends. Be careful, you’ll be surprised, you just might recruit someone you least expected! Seriously, like anything we do, the more you practice, the better you will be!

The first column addresses the Concern. Become familiar with the most common hesitations. 

 Next, you will Check for Understanding. Making sure that you understand exactly what the hesitation is. This step will give you time to collect thoughts and plan your strategies. 

Acknowledge feelings, knowing that someone else has had similar concerns

Is comforting and reassuring. Saying( “ I know what you mean(” or

 “I remember feeling the same way”(
The person genuinely wants to know how the concern was resolved.  

Response – If the concern is one that has personal connection with you,

Address it as so. ”I realized that(” or If you have not been effected by the same issue, you can 

Honestly say(”Most people find(” or a “Consultant friend of mine found”(
Extend the invitation again(
Regroup Activity:

Break back into groups.  Work through the C.A.R.E. Model using the concern or hesitation your group decided were the most challenging.  After a few minutes, ask the team captain (designated talker), to come to the mics and share some results.

We will walk through each column together if speaker is stuck.

 

CAROL
Staying in touch when they don't sign immediately

Unfortunately, there will be times when we can’t immediately move a person from Maybe to Yes.  I think by the time you go through the C.A.R.E. Model and worked through their objections with compassion you should have developed some level of trust and maybe even friendship.  It is vitally important to ask for permission to follow up.  When I am sure that now is not the time for them to start a Pampered Chef business I have a couple different methods of follow up.

I.  Schedule a Cooking Show
My personal favorite is to try and get them committed to a Cooking Show for 3-6 months out (or sooner if they will go for it).  The nice thing about this is that they know you will be calling, you can start the Host Coaching process all over again (assuming they were a host) and you will get another opportunity to re-visit the business and the kit-credit option.  I just love that kit credit!

II.  Track in Recruiting Rolling Contact List

Another way I keep track and keep in contact is by using the Recruiting Rolling Contact List.  You can find this form on the 4th page of the Franklin Covey Planner or you could ask your Director to make you a copy from the Step-Up to Directorship Program.  Any person who does not tell me NO---don’t ever ask me again, goes on this list.  You can document when you spoke and where you met them etc.  I actually cross reference this page with the notes section of Contact Management in Pampered Partner.  I simply ask permission to follow up with them and try to specify a month.  Lately, I’ve been really evaluating the Sell-a-thon promotions and using them as recruiting promotions.  It seems like we have product promotions 4 times a year.  I love to follow up with them and share how we have a Consultant promotion running and if they join TPC this month, they would be eligible to earn new products along with our already generous New Consultant Rewards Program!  Anytime is really a good time to start a Pampered Chef business but you definitely need to specify when you will be contacting them to follow up and then, do not forget to do it!

 

Take Action and Close = Carol

I think we are just about out of time but we want to open the mics for questions before we leave.   Did you learn anything?  Did you take a lot of notes?  Take about 30 seconds to review your notes and put a star by three ideas you will implement in your business!  Remember, if you C.A.R.E. during the recruiting and interviewing process, you will be able to help people uncover their concerns and hesitations and you will surely become a strong recruiter!

Thank you all so much for coming(any questions?  Remember to speak into the mic because these workshops are recorded and please fill out your evaluation and hand it in as you exit the room.  Enjoy the rest of your Conference!

