2011 Director Retreat Notes



· Theme: AMAZING!

· A – Always know your numbers

· M – Map out your success

· A – Add new consultants 

· Z – Zoom in on who wants more

· I – Take the “I” out of everything you do

· N – Never give up

· G – Green & Growing

· Love Carpenter

· 200 recruits was the team goal

· 2007 – 1 Director

· AD in 2009 --> 1 year, 11 mos to ED

· President’s Circle Reception – 3x

· Put husband through law school (both were state troopers in TX)

· Nancy Jo Ryan

· 31 1stG D’s --> 9k in downline

· Career: 235 recruits/$600k sales  YTD: $50M org sales/4100 org recruits

· Kit was $400 when she signed in 1986 and she started the cooking demo

· Chris Manion

· Became NED in 2003.  Career: $497k sales/161 recruits

· Earned TPC every year since 1990

· YTD: $21.5M org sales/2142 org recruits

· Phrases everything as “When you become a Director…”

· “The best evening I spend away from my family encouraging my family.”

· Call all recruits/leads quickly!  Get back to them immediately.  Bring mini-loaf of banana or zucchini bread to the recruiting interview.  We’re about food… bring some!

· Nancy Jo Ryan

· 1st four years did 2 shows each week.  Didn’t do much with recruiting.  Then had a 100% attitude change to recruiting.

· Chart out your income if you haven’t.  NJR’s income:

· 1st year: $14K

· 2nd year: $26.5K

· 3rd year: $49.7K

· 4th year: $97.5K

· Earned $97K in Nov 2010

· Doing shows 2x each week w/ 2 recruits each month she got to $100k in 4 years.

· At AD level, plan on $800/mo raise

· Be good enough but not too good.  Be duplicatable.

· Overrides = management fee.  Never say “override” or “earn on”… it’s a management fee

· NJR income – personal vs team:

· Months 1-6: 100% income from personal biz

· Months 7-12: 68% personal/32% team

· Months 13-18: 57%/43%

· Months 19-24: 34%/66%

· Months 25-33: 24%/76%

· Month 34: 13%/87%

· Executive Seminar Info

· Berkshire Hathaway mentioned PC by name in their annual report.  If BH were worth $1, PC is $.38 of that.

· In November we were up 7% over 2009 in sales.  Being up 1-2% is considered good.

· 28% of PC consultants recruit.  Goal is 40%... 40% is industry standard.

· D level of recruiting expected minimum is 12 annually.

· 5 recruits or less in a year at the D level is moving backwards.

· 10% of new consultants recruit.  15% is industry standard.

· Grand Opening shows should focus on signing 1st recruit for new consultant.

· NOT RECRUITING DOESN’T WORK.  
NOT RECRUITING ENOUGH DOESN’T WORK.

· Joanne Wilhelm - $842K career sales/159 career recruits/2 bkgs per show

· When coaching ask “how” and “what” questions… never ask “why”.

· Ask self:

· 1. Where am I now?

· 2. Where do I want to be?

· 3. What am I willing to do to get there?

· Minute of Sharing:

- Randy uses Dymo printer for labels.  Loves it. http://sites.dymo.com/Pages/home.aspx?locale=enUS
- Offer PC calendars for January & February hosts and for door prize winners and winners of ticket game.  12 labels for each month that suggests hosting (for May HWC, Sept new products, etc). Each label directs them to your website or to call your consultant.

- Offer the Do & Tell incentive.

- Be big with recognition.  Be sure to recognize everyone who is green by the 15th.

- Salad Spinner – “Throw away a lot of bagged lettuce?  Buy romaine and use our salad spinner.  It will keep your lettuce fresh and clean.  I went from spending $32 each month on bagged lettuce to $8/mo.  Save $24 each month on lettuce alone with our Salad Spinner.”

- Consultant Recognition – Cluster Bucks.  Bucks redeemable through D only and they can only get it if they come to the meeting.  $1 for being active/$1 for coming to the meeting, etc.  Can’t redeem more than $25 at a time.

- TEAM Training – call it Success Night.

- TACO Night – Totally Awesome Career Opportunity (opp event)

- When sharing opp at shows, “I do 2 shows each week… but you don’t have to be like me!  Most of the consultant I work with do 2-4 shows each month.”

- Save the Date e-mail – goes to host within 2 days of booking her show.  She forwards it on to her friends.  Invitations follow.

- Create traditions with your team

- Business Bootcamp.  Get this into from Rachelle.

- Recruiting Made Simple – print from CC – it will show consultants what brochure to use at each step in the process.

- Dinner in a Bag – use PC shopping bag with SBRC recipe printed on a piece of paper.  Include all ingredients for the recipe.  This is a door prize at team trainings.

- QTIP = Quit Taking It Personally

- Holiday gifts for spouses – they get them when they come to the BTB meeting and see the trip reveal.  Baseball shirt with TEAM name & PC logo.

Nancy Jo Ryan:

Use the success formula and you will have success. 3-2-1.

She is paid on 9450 people.  Normal month is having 5k active. (about 50%).

In 2008, she earned $489k. 2009: $611K 2010: projected $775k

Know your numbers!!!  Know your team’s show average, # shows, # actives.

“I cannot learn other people’s lessons for them.  They must do the work themselves, and they will do it when they are ready.  I am willing to learn something new every day.”  (From motivational card on our table).

It’s normal to have 50% active each month.

At checkout, and for all orders, “I need your name, phone number and address to register your product with The Pampered Chef or we can’t honor your warranty.”

Randy Petrey - Recruiting Resources

Discover Us brochure – pass out to everyone (inform & invite)

Join Us – for the recruiting interview.  This contains all we need to say.

Succeed with Us & Achieve with Us – goes home with them when they sign their agreement.

Grow with Us – after they qualify.

Use the words from the “Guides” on CC.

“Cook, book & look is all we do.”

Chris Manion – Getting Results with Recruiting

· Keep DPS in purse.  Always get their info.

· Be on the lookout when you’re out & about.  Compliment someone by saying, “Thank you for your awesome service today!  That’s something that is important to me and my company.  You’re the kind of person we’re looking for…”

· At shows, always do the ticket game, pass the product or stealing hearts.  “I didn’t realize how much I was NOT being rewarded for a good job.  At my last job, I got a turkey.  Now I get a trip!”

· “There are a lot of people struggling right now… this could be the answer.”

· “I don’t know if you’re in a job you hate.  I don’t know if you’re worried about retirement.  I don’t know if you really want to be home with your kids during the day.  PC could be the answer for you…”

· Get the interview AT the show.  Set the appointment on the back of the Join Us booklet.  “I want you to get the insides of PC so you know…”  “Sit with your spouse and bring me any questions.

· Invest in PC biz magnet cards and Recipe cards with your pic on it.

· Look at your team and analyze the problems:

· Low show average?  Work on host coaching.

· Low bookings?  Booking blitzes – NO catalog shows

· Low recruiting?  Recruiting blitz for actives

· Look at the numbers so you know what to work on.  Celebrate the soaring… train the slipping.

· Target 3 people to talk to at each show.  You can’t make an informed decision without checking it out.  “I love what I do because I help people succeed in their kitchens.”  “I can teach you six meals under $40.”  “I would be doing you a disservice if I didn’t tell you what your future could hold.”  Which kit?  “The $80 kit is for anyone who might be financially strapped or someone who already owns a lot of PC.  For $75 more you can get the full kit.”

· During interview, red the mission statement out loud.

· Can’t cook?  “Can you read?”

· “We are like the consumer’s reports of the kitchen – we test all of the garlic presses and pull the best one that is a reasonable price for the average person for our catalog.  And we give you a year to agree with us.”

· “The training period is 2 shows each week for 3 weeks.  Most consultants work 2-4x each month after that.”

· Don’t want to be pushy? “Did you feel pressured by me at the show?”

· “Do you have 4 hrs each week to earn $400-$600/mo?”

· “What I love is that our target market is everyone who has a kitchen.”  “It’s not about me… it’s about helping people equip their kitchens.”  

· Keep a pad of questions to ask so you remember.

· If they don’t want to do 2x each week for the training period, do their HC with them.

· Career consultants help others do well with their businesses.  “You don’t have to recruit… but you’re wise to.”  

· Hobbyist: 1-2 shows each month

· Part time: 1 show each week

· Full time: 2 shows each week

· Career: help others succeed

· Suggest they bring someone they trust to the interview.  Then sign them both!

· Love Carpenter

· When you’re busy doing high sales, you’re not building your future.

· Takes 3-4 years to become an Executive Director.

· In 2008, Love had 2 directors.

· In 2009 the team goal was 100 new consultants.  Team signed 114.

· In 2010, team goal was 200 new consultants.  Team signed 207.

· Don’t be afraid to work hard.

· Journey to ED:

· 1. Be intentional

· 2. Never ever give up.

· 3. Everything can be fixed with recruiting.

· 4. Just do it!

· 5. Put success systems into place to help you achieve your goals.

· When you take your business seriously, others will too.

· Our business is flexible, not optional.  Focus on income-producing activities.  Take advantage of any/all training available.

· Set a date for promotion.  You have to do the BIG things to get where you want.

· Success Systems

· 1. Lead the way with a strong personal business.

· 2. Be duplicatable.  

· Strong show opening

· Interactive demo

· My story with 5 questions answered

· Play the ticket game

· Use door prize slips

· Use the booking slide

· Do full-service checkout

· 3. Create a recruiting climate.

· 4. Piggy-back EVERYTHING.

· 5. New consultant strong start.

· 6. Create the “TEAM”

· 7. Put training systems in place that meet the needs of your TEAM.

· Recruiting Climate:

· - Grand opening show is scheduled in 7-10 days of signing the agreement.  Do it for her along with FSCO

· - 3 way calls with all new consultants and their recruiter

· - Consultants report in after every show.  Call leads and/or meet with them together

· - Her team is BIG on getting started with a friend

· New Consultant Strong Start:

· - Send them to Consultant’s Corner for ALL training

· - Calls are for coaching only

· - Easy start 1-2-3:

· Grand opening show – within 7 days

· Attend Success Night or Recipe Night which ever is next

· Attend a training show with her director

· - New consultant Welcome Call

· 25 minutes covering pages 1-11 in Succeed with Us booklet.  They must listen to it within 24 hours of signing.  They can download it from the website.  They are to call their D when they are done listening to the call for coaching.  On this call, ask, “What did you put in the recruiting blank on page 5?”  This will help you coach her for recruits immediately and to help her promote.

· - Host Coaching & Weekly Calendar

· Have new consultant use a highlighting system.  Have her block out personal commitments and meeting dates.  Have her next highlight days she can do shows blocking out 3 hr blocks for shows.  Block out and schedule 2-4 hours per week for phone time.

· - Schedule one night a week for call in Q&A for new consultants.

· - Teach them how to use their calendar AT shows and how to book in close.

· Create the TEAM:

· - Everyone is part of the TEAM.  Recognize everyone who is active.

· - Draw out the map to ED on a poster.  Do a “D” commercial with a D slide and ticket game.

· - Let them know what’s in it for them if we are an Exec Team.  It’s a TEAM promotion, not a personal one.

· Training Systems:

· - 1-2-3 easy start.

· - Training calls – they call into recordings

· - Coaching calls – personal contact

· - Recipe Night – full show demo with FSCO.  Invite guests/potentials. 

· - Success Night – recognition & Training.  New consultants attend a training within 2 weeks of signing

· - New consultant 4 training calls – all recorded.  They call in to get the training, then call their D for the coaching.  4th call plugs them into the SUYB program

· - SUYB – run weekly.  They can join after their training period if they want. - Interview them for more using the Grow with Us after the SUYB finishes

· - SUYB hands-on activities – coordinate with a partner.  For the listening to a customer care call, they listen to one of each other’s on a 3-way call.  For the observe a cooking show, they attend one of each other’s.

· FOCUS ON BUILDING TEAM LEADERS!!!  Even with the new career plan being 6 recruits for D, train/coach for the 4-2 (recruits/SC lines).  It’s the 2nd Gen that will get you to ED.

· Run a mini Director Express from 2-7 pm.

· Amp up by doing a PUSH-YEAR – do more than you think is humanly possible.

· Donna McDonald

· - Schedule a booking blitz 2x each month.  Make announcement with les than 48 hours so they don’t have time to think about it and back out.

· - Mail a card to all new consultants and her recruiter:

· “Welcome to The Pampered Chef and the Finley TEAM!  We are so happy you joined us!  We look forward to celebrating your successes together!”  Sign it and include a business card.

· Sandy Pruessner

· Coaching – who to call? A-B-C

· A – Performers

· B – those who want more and a call could move them to an A.  They are the ones who work once each week, recruit and/or have strong bookings

· C – hobbyists – they don’t care for more

· New consultants – use the Director Express coaching guide questions and monthly tracker.  Add a column for bookings.

· 10 Tips to Better Coaching:

· 1. Talk less, listen more

· 2. Stop trying to fix everything

· 3. Know she has the answer

· 4. Know her why

· 5. Remind her of her why

· 6. See her amazing qualities

· 7. Remind her of her amazing qualities

· 8. Let her chose her action steps

· 9. Make it all about her

· 10. Let go of the outcome and enjoy the process!

· Practice principle-centered coaching.  We inspire, not motivate.

