25 Ways to get leads outside of Shows

1. Go to Garage Sales.  Ask if they have PC items for sale.  If they do ask why they didn’t like them and fix the problem if possible (often they take the item back inside after I tell them how to use it)  Usually there aren’t any PC products on the sale and they say “I wouldn’t sell my PC”  At that point ask them if they are working with someone and let them know you are a consultant.

2. Garage sales – give out a recipe of your choice.  Give it to both shoppers and the person who is having the garage sale.  Be excited about the recipe!
3. Wear your logo wear.

4. Carry a logo purse and flaunt it.  Swing it over your shoulder so that eyes are drawn to it from behind.

5. Stand at the apple bin in the store.  When someone comes up and just starts shoving apples in a bag, ask them if they know how to tell if they are fresher.  Explain about the flower at the bottom.  If it is closed, chances are that the apple is crisp.  They generally ask you how you know this and that is when I go into my PC spiel!

6. Put your PC bag facing out in your shopping cart and then make sure you pick it up often while grocery shopping and put it back down when you see someone looking at you.

7. SMILE while wearing your logo wear. 

8. Say Hello to EVERYONE who makes eye contact with you.

9. When you pass someone in the grocery store several times, tell them that you are racing them to the register.  Grin and then talk about the “PC SHOW” you are shopping for.

10. At the register, divide up a few items at the beginning and ask the checkout person to do a subtotal on those items.  Explain that you get to take off some of your grocery bill as a deduction due to your PC BUSINESS. (do this even if you aren’t shopping for a show)

11. If you see someone buying something that is in your recipe cards, (IE artichoke hearts, cream cheese, etc.)  ask them if they would like a recipe for that item.  Chances are they will say yes.

12. When you hand out the recipe card.  Make sure you hand it with the picture toward them.  On the picture have your info and also info about the OUTLET.  Chances are they will be curious enough to go see what is on the OUTLET and end up buying other products as well.

13. Put recipe cards on cars at the mall.

14. Put business cards with a magnet and a sticker with the outlet instructions on car windshields at the grocery store.  Don’t magnetize them to their cars.  Some people don’t like that.

15. I have attached a plastic flier holder to my back window on my van and put old catalogs in it with the saying “Though this catalog may be old, look inside and you’ll be sold.  If you then, like what you see, host a show and get some FREE.”  I generally have about 3-4 catalogs taken in 2 hours.

16. I attach my business card magnets to the back of my car.  OUTLET instructions on the back of the business card.  I have a sign that says TAKE ONE that suctions onto my window. (no one has taken my car yet!!!)

17.  Advertise on the screen at the movies. (someone else gave me this idea) I have not tried it.

18. Advertise in your church bulletin. (I have gotten 2 shows and 5 individual orders in a year not to mention the shows booked off those shows)

19. Advertise in your Home Owners Association paper.

20. Put your business card up in the Grocery Store on their community news bulletin board.

21. Use your Pampered Chef Credit Card.  (I got a lead at HOME DEPOT from the cashier that liked my card and asked what Pampered Chef was.  We are setting a date to close a catalog show in Oct sometime.)

22. Volunteer at your church for a committee that involves cooking or setting out food and then bring your tools when you work and let others use your tools.  (I get a lot of outside orders from this)

23. If your church or community has a large garage sale/rummage sale, buy a slot and have a PC booth there.  Use it like you would any other fair and go ahead and have some of your garage sale items there as well.
24. Drop your catalog at the dentist or pediatrician’s office.  Don’t forget the prescription office – x-ray room – eye doctor – blood work room (I have gotten 2 shows from people taking my blood and seeing my PC Shirt) 

25. At the doctor’s office, watch who picks up your catalog.  Start a conversation with them about PC (I don’t tell them I am the consultant that put the catalog out at first)
WHAT TO DO WHEN YOU HAVE SOMEONE INTERESTED.

1. Ask them for their name, and introduce yourself.  

2. Get to know a little about them. (what do you have that is PC)  How long have you liked our products?   NOD< NOD< NOD. 

3. Tell them a little about you.  How long you have been in the business.  Love of PC.  SMILE SMILE SMILE.

4. Ask them if they would be interested in coming to a recipe tasting.  Tell them you have them quarterly (or semi annually)

5. Ask for address and phone number. AT THIS POINT TAKE OUT YOUR LEAD BOOK.
6. Ask for email if they don’t want to give address.

7. Give them a catalog if they request one. (mail it or have an OLD one with you)

8. Tell them about ordering online too. (if you gave them an old one)

IT IS SO IMPORTANT TO HAVE A LEAD BOOK.  I CAN’T TELL YOU HOW MANY TIMES I HAD THE CASHIER WRITE HER NAME AND PHONE NUMBER ON A PIECE OF PAPER AND I LOST IT BEFORE I GOT AROUND TO CALLING HER BACK.

WHAT TO DO AFTER YOU HAVE CHATTED WITH SOMEONE.

1. Write under their info if you picked a date to call them. AND DO IT! (I had a show this past week from a Giant Parking lot lead that said she wouldn’t have called me and wasn’t going to do the show if I didn’t call her first.  I called and got the show.  It was a $900+ show)

2. Put down where you met them.  IE Giant parking lot. In Starbucks, at school.

3. When you talk with them in two days, identify yourself and say that you met at. . . the Giant Parking lot. 

4. When you invite them to your recipe tasting, remind them in the note where you met them at. (they are so impressed that you remember them)

5. Keep notes under their name every time you talk with them.

6. Make sure you either copy all the leads into one book every week. (often times we have a lead book in each car and in the stroller)

THE LAST MONTH OF LEADS OUTSIDE SHOWS

I talked with about 65 people.  

I gave recipe cards to all of them. 

 I was able to get 8 people’s information. 

 I have 2 catalog shows, 1 cooking show (right now at $926).  

I have had 2-3 orders online (not home office leads)

When one of your consultant’s qualify, give them the catalog tote along with this write-up.

If you have any questions about anything on here contact me at www.pamperedchef.biz/theresa 

Notice I didn’t put my email.  I want everyone to have to go to my website to get me!!!!!
