Baltimore Fall Kick Off  8-26-2006

April Foster, Scottie Brister, Tom Marston, Joyce Phillips

April Foster:

· When attending a training/workshop, ask your self this “What do I want to get from this?”  Then after the training then ask yourself “What did I get from today?  What am I going to do to implement it?” Don’t over whelm yourself; only choose 3 things to use at a time.
· How much money do you want to make?  How many shows is it going to take to get there?  Formula for how many shows you need to do to make what you need to make- $ you want to make ( by your show average = # of shows you need to do a month and then add 2 for cushioning.

· Determine your sales goal for each month in advance and book 2 shows beyond whet your need to reach your goal.

· Control your calendar, mark off your team meeting each month in ink so you won’t change it and don’t miss them and high light the date your available to do shows and X out the dates you don’t want to work so they will see you are not working those days.

· Fill the earliest part of the month 1-15th, book solid, if you have a reschedule you have enough time to get them in the same month.  Try the Prize of the Day Giveaway to book in close

· Offer 2 dates when booking, always give them the earliest date last.  Possible verbiage-  “I work - - - nights, What night works for you?  Okay I have the 15th  and the 8th available, how about the 8th at 7:00 PM”  Always know your next 2 available dates when you leave home.
· Make 3 calls a day, Big Mac (MAC= Morning After Calls) calls…money making idea!  Most woman think things over, 24 hours to sleep on it is all they need, call the morning after the show to follow up with anyone you didn’t talk with directly or those you gave information to. Verbiage- Products- “You had a huge list of what you wanted to get, how about hosting a show so you can get a lot of what you didn’t get for free”.  Business- “You know, you looked like you were having a great time, you have so many products already and know so much about them, why not do what I do and make some extra money and earn even more for free.  I truly believe you would be totally awesome at this business”

· Objections are just a concern, refer to hand out check tele-classes for one on handling objections.  Recommends taking the tele- class: Responding To Objections.  There are 2 types of rejections.  General Stall and Specific.
· Theme shows are no different, same show with a title, don’t let them intimidate you.

Soup n’ slippers

Sip n’ dip

Martini madness

Get stoned in September (be careful with this one lol)

Mexican Fiesta

Jimmy Buffet show

Tex Mex

Breakfast for Dinner PJ party

BYOB (Bring Your Own Banana)

· Customer service calls for September, call everyone who owns the Generation II

· $1000 catalog mystery host show great way to help your sales for a month if you can’t get a commitment for a show.  Check with upline for details. 

· You should do 2 Open Houses a year.  1 for each end of season to promote retiring products AND new season products.  Open house, mail 10 invites a day and follow up with a call to each one 5 days latter.
Tom Marston

He doesn’t cook at the show; he brings them already prepared, his current favorites, garlic bites and a micro-cake.

He brings the “Show to Go” and “Bucket Buddy” from Home Dept, a 5 gal bucket with pockets around it, cost about $15.00, Costco has one on wheels for $24.50.  He does not bring tons of tools… “If you brought all but one of our stones, which one would they ask to see?  You guest it, the one you don’t have with you.”  You don’t have to have the product to sell it use the catalog.  

Two ways to do a kitchen show:

1. Show and talk about the tools he brought, give lots of uses and cross sell.  Wait to the end to pass out catalogs.  Always have your host hand out the catalogs and order forms; it reduces the “sales person” label.

2. Use the catalog at the show.  Have everyone follow with you page, by page.  


Ask, “Who has something on this page?”  Have them share uses, add additional 
uses, and ask them: 

· “Is it easy to use?” 

· “Is it easy to clean?”

· “Would you recommend it to everyone here?”

Don’t avoid talking about the small things.  People really have to think about purchasing the high priced items, they impulse buy things that are under $10-12.00 and they really add up.

Add humor…they will book if they have fun!

 Tips: 
Freeze the cutting board to roll out cookies, will prevent sticking

Apple wedger for onions and potatoes when doing a roast also use to score the top of a tomato to make wedges (Don’t push down hard to cut, just enough to leave marks) and then cut the rest with a knife

Corer to core a plum

Have the deli slice your cheese on #3 to use the creative cutters, freeze the trimming and you’ll have your own cheese crumbles that they are now selling at the store.

The Power of 1!   In your first year of business you recruit 1 person.  In your second year each of recruit 1…now you have 4 on your team.  Each of the 4 recruit 1 and you have 8 etc.  If you continue this in ten years your downline would have 1,024 people in your downline!!  Of course some will drop out, but look at the power of each 1 recruit 1 in a year!
 Scottie Brister
Started with the company in July 2001, was the 2005 Circle of Honor in Recruiting, she recruited 53, and qualified 45.  2006 Circle of Honor Developing Directors with 8 Directors.  She is still developing directors, in fact has a couple waiting for their 3 month mark in the business to be able to accept Directorship!

Recruiting, Get back to the basics:

· Be consistent

· Don’t make recruiting difficult

· Just ask EVERYONE

· Stay Positive, “If you have any doubt, you have already failed”

· Stay organized, Franklin Covey/PC Planner for personal use and the Pampered Chef Calendar to track her teams show.  She uses Pampered Partner to its fullest.  Enters all of the info into PP and throws away prize drawing slips and order forms. 

· Share your story, save it for the end, your “recruiting talk” be sure there’s passion in it, “it’s amazing what happened to my business when_____________.” (If you no longer work full time) “I resigned from my full time job after ___ years, because I was making more money.  Talk about travel and other benefits.

· Be sure to offer the opportunity on the 1st host call, “I want to make sure I’m doing my job”… “Have you ever considerer joining The Pampered Chef”
· 2nd call “Have you given the kit any thought?” Have those interested join before the show, give them the show, make them the host and consultant and set the bookings up for them.  They make the money!!!  You will loose some of your own sales and booking initially, it’s working smarted not harder, building your team is where the money is at. 

· Not quite sure yet- at the show use the Cooking Tally Form and tell them “Okay, you have 3 people who want to hosts shows, they are your friends.  Why not start the business with these three and you make all the money from them?”

· Fence sitters, “What’s standing in your way of signing up right now?”
·  Use your hosts computer to sign new consultants at the show, don’t wait even a day, seize the moment!

Don’t just Inform, Invite!

· Informing is the sprinkling we do through out the show. Example- I love this Food Chopper so much it’s great in the kitchen to chop and it came in my kit and has been chopping away at all those annoying credit card.

· Informing is your “recruiting talk”.

· Informing is any information we offer about the business.

· Inviting is asking individually while tallying their orders, “I let them know they can leave their order up here and I will call them up when I have it done.”  Ask everyone “Would you like to take some info about the business?”

· Be accountable to your self, ask everyone.   Habit creator- At the end of your shows tell everyone that you will ask them 2 questions when you take their order.  1st- If you would like to earn free products by hosting a show. 2nd- If you would like more information about the PC business.  “If I don’t ask you these 2 questions I’ll pay your shipping cost”  You won’t soon forget to ask if you have to pay their shipping charge.

“Why Bag”, “Ticket Game”, “Gift Game” all good ways to get the info out to your guests (Check with upline for info on these). Scottie uses the gift game.  Sets the timer for about 4-5 minutes (the guests don’t know the amount of time set) she has a small gift (Season’s Best) and tells them “I want to give you some information about the Pampered Chef Business, so we’re going to play a little game so you only get the information you want.  When we get to you if you don’t have a question that’s okay, we can go on to the next person.” When the timer goes off, the person asking or receiving the answer will get the gift.  Scottie contributes the increase of her recruiting leads to this game and has been doing it for 2 years.

She was always looking for career consultants, full timers, she now realizes that she was prejudging and lets people know the different types of consultants they can be. 

(She currently has a Director that’s a catalog consultant!)

· Career Consultant

· Catalog Consultant

· Full Time Consultant

· Hobbyist Consultant

· Me Money Consultant

· Mommy Time Consultant

· Part Time Consultant

Contacting past leads:  Never to late to follow up!!!  Call them!

· “I was going though some papers and came across your name”  She starts a lot of her conversations with “I’m curious?________”

· “Is that no not now or no not ever?” Use this with everyone who says NO

Immediately after signing a new consultant:

1. Enters their email into her address book

2. Enter their email into evites.com address book

3. Puts their numbers into her cell phone

4. records their birthday

5. set’s a date for their fist training call with her

She uses a manila file for each consultant.  Super Starters are filed in a 3 tire system and placed in month 1,2 or 3.  As they complete each month they move up.

How does she qualify them so quickly?

· 4 catalog shows set up in the first week! Give them 10 catalogs and outside order forms and have them doing catalog shows right away.  Think about it that may in fact qualify them, if not they are well on their way to qualifying, making money AND working towards the Super Starter Bonuses.  Best of all it creates excitement AND momentum!!!

· Give them a host packet and set up their first show 7-15dyas from signing, not from the time they have their kit. 

· In New Consultant Packet-

· Wedding Flyer

· Welcome Letter

· Super Starter Flyer

· Show Time Flyer

· Catalogs

· Welcome Booklet

· Don’t wait for the kit, let them use yours if it’s not here yet

· She has a 4 week trainings for new consultants that she will be emailing and I will forward it on once I receive it.

· 6-8 shows a month & 2 recruits a month GTD success

Where to find more Recruits:

1- Social Settings- be excited about your business, know your next 2 available dates, tell people what the specials are

2- Customer Care Calls

3- Home Office Leads (Once you become a director you get these, yet an other incentive to become a director!)

Promoting Directors:

She asks all consultants if they want to be a Director.  Only those who agree to these terms are invited to attend the classes.  These statements and questions and repeated several times during the conversation with the consultant.  She did a role play for us and it was very direct, positive yet none threatening or pushy.

· Why do you want to be a Director?

· Are you willing to commit to the 4 classes?

· Are you willing to talk with me everyday during these 4 weeks?

· Are you willing to do what it takes to be a Director?

· Your not going to make any excuses to me as to why you can’t make the classes or do the work, are you?

· Are you willing to do the work?

· When are you going to be a Director?

· Make 3 signs “I will be a Director on ____” Hang one in your office, one on the bathroom mirror and one on the refrigerator. 


She works with 3 other directors in a conference call “Step up Program”.  They 
have taken the company’s program and teach 2 classes pre call.  Each Director 
takes 1 class.  They do these at 9pm on Sunday evenings.  Monday 9:00pm  
motivational call for entire team.

Scottie’s color code/contact system:

The color is what she writes the consultants name in.  She uses the Franklin/Pampered Chef Planner.

Red: 

New Consultants 1-2 times a week

Black:

Qualified consultant/Hobbyist once a month

Blue: 

Qualified consultant/part time once a week

Purple:

Future Director/once a day during step up

Green:

Director/once a week

2nd & 3rd line/ every other week

Daily call: “What’s happened in your business since yesterday?”  Give a Challenge

3 way calls for leads to help consultants learn the interview process

