2009 Career Plan & New Transition


We are going to start doing this based on a proven success method.


1-2-3 Recruiting Envelopes

BOOKING & STAYING ACTIVE

2 Bookings from every show success strategy. 


What would your business look like if you got 2 dated bookings at each show you do?

Goal is to get 2 bookings at every show.  If you get 2 bookings at your show, you are set.  

If get 1 booking, you’ll need to get another booking before your next show.  You’ll do 

this by referring back to your list of 100, past customers and outside orders.

· Coach all hosts to the $1000 level and 2 secure bookings to maximize their show benefits. Tell your host your goal of the $1k level and 2 bookings.  Ask her to get 1 before the show from someone who can’t make it and you’ll get the other one at the show.

· Outside Orders – they didn’t get hear about the benefits of booking a show of their own since they weren’t at the show!  Call to offer it to them!  Ask the host to send you the outside orders as they come in so you can begin calling them and offering them shows.

· Sell the host plan, not the special.  That’s all it is… a special bonus.

New Year Jump-Start – 8 shows in 30 days – airplane analogy

· Momentum – goal is to be in front of as many people as possible in the next 30 days and to generate 2-3 bookings from each show and add 1 new consultant to your team

· Name association in step up class – page 24 in Guide to Supporting New Consultants

· I will be talking to each of you after your shows this month so be sure to upload your shows to consultant connection.

· Determine next 8-16 available show dates – use sticky notes

· What to say:

I’d love to offer you and your friends the chance to get together and save money in the kitchen.  You’d also be receiving free products and helping me kick-off (jump-start) my business!  Can I offer you the dates I have available?

· Book the dates IN ORDER.  Offer the next 2 available FIRST.

· When do you think you’ll have the people contacted to get 6 shows scheduled?

· Get Active! Worksheet

Research shows that when a consultant starts her business with a friend, they both become more successful.  Who come to mind that could use some extra money, who would be great at this, who would be fun to work with?

BUILDING TEAMS:

NO consultant agreements will be submitted without 4 secure dates and host names/phone numbers.

At the Show, their job is to set the appointment for the call ONLY.  Nothing else.

All consultants get 10 Come Join Us booklets with an Avery label on them.  The label says:


I look forward to talk to you!  Our appointment is _______ at __:____.

Give each consultant a laminated card along with the Come Join Us booklets that says:

This information is designed to create questions… I would like to call you in the next day or two 

with my friend Colleen… she’s the person who helped me get started and we will explore if the Pampered Chef would be a good fit for you.  Would tomorrow or the next day be best to talk for about 20 minutes?  

SECURE THE DATE/TIME AND 2-3 Phone numbers.

The Interview Schedule will be posted to my website.  Check this before your shows so you’ll know when the available times are.  They will be updated daily and include times in the upcoming 24-48 hours (not longer or leads get cold).

On the call, consultants are in “LISTEN ONLY” mode.  This is so you can hear the questions and learn the interview process.  All you will be doing on this call is writing down the 3 questions I ask the lead.

By following the proven success steps and asking these 3 key questions during the interview, you will establish rapport, discover their needs, help them see how The Pampered Chef can meet them and guide them to a successful start.

The Interview:

Build Rapport


Tell me about yourself and your family.

Are you currently working?

Where do you live?

Three Key Questions:

Tell me… what was it about the show at intrigued you?  (The purpose of this question is to determine the interest level and learn the direction to take the interview.  DO NOT cover anything else but what SHE is interested in.)


I’m glad you love the products – you’ll love the fact that in your first 90 days you can 

earn the entire catalog free if you follow the simple training I will give you.

Is there anything standing in your way from giving this a try? (The purpose of this question is to invite objections and help her overcome them.  Refer to the Overcoming Objections sheet).


If I could show you a way to overcome that, would you like to explore it further?

I NEED TO THINK ABOUT IT AND EXCITED… do the pillow test.

I NEED TO THINK ABOUT IT AND IS HESITATING…

I’m in the business of helping people.  If you tell me you want to do this, I’ll be your biggest cheerleader and help you every step of the way.  If you tell me no, I will appreciate your honesty and we will book a show.  When you tell me you need to think about it, I don’t know how to help.  Let’s explore further what you need to think about…

When would you like to receive your first commission check… April 8th or 22nd?  (The purpose is to help her see the benefit of getting shows lined up within 48 hours of the interview and help create an urgency to have starting shows within 30 days to generate a strong commission check.

When she has given the YES to go forward move onto Guiding her to a Successful Start

How many shows a week do you see yourself doing?  (The purpose of this question is to let her know the potential income as a new consultant and to know how many shows to encourage her to line up for month one.)

Define what SUCCESS looks like to a Pampered Chef Consultant:


Momentum – be in front of as many people as possible in the first 30 days


Generate 1-2 bookings from every show in the first 30 days

Recruit first in first 30 days (explore with friends and family)

Attend New Consultant Training and Monthly Team Training

Talk with your director the day after each show to report bookings and recruit leads

Define three things with them:


Define WHO they will contact to book their starting 6-8 shows – use word 

association tool on pg 24 of the Guide to Supporting New Consultants to generate 

their list of 40 names.



Decide WHAT they will say to invite these people to host shows.

I’d love to offer you and your friends to get together and save money in the kitchen.  You’d also be helping me start my Pampered Chef business.  Can I offer you the dates I have available?

Decide WHEN the shows will hold – circle the dates in her calendar including her Grand Opening Show (she already told you she could do 2 nights each week)

I take your investment of $155 very seriously. When we submit the agreement, I know you are going to feel great when your business is in place.  The agreement asks for your starting four show dates.  Let’s discuss how to book those starting shows in addition to four more to create that momentum.

Do not end the interview without a specific date/time set for following up to get the four dates and names (within 24-48 hours).  Next you will walk her through the agreement submission together.  Set another date to have the remaining shows booked.

