The Pampered Chef®

“BEGIN WITH THE END IN MIND”

Momentum is Key –

90 Day Action Plan

Hours I will be working per week:










Name:

WEEK ONE

Tasks
Result
Follow up / Support required

Preparation in Week One


Check number of personal shows in place.


Share the benefits of the plan with your family, get their support.


Plan your diary for family & business time.


Put recruiting & show information on web-site.



Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Ask your Director for Weekly Focus calls.
Time


Prepare host packs for one month of shows.



Order in extra stationery for recruitment packs.



Call all past hosts & inform them.  Ask for referrals.



Get appointments in diary (real & practice ones).



Go through Survey Slips & call any customers that you did not speak to.



Call every past customer; offer the opportunity to find out more about TPC.



Observe your Director in a Recruiting Appointment.



WEEK TWO

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Hold 3 x coffee appointments to show the business opportunity.



Make 10 x calls this week to inform people & customers about your new team.  Ask for referrals.



Recruit your 1st consultant.



Attend your Cluster meeting & take guests with you.



WEEK THREE

Tasks
Result
Follow up / Support required

Call back potential consultants within 48 hours.







Hold 2 x shows – take your new consultant to observe.



Observe your Director training your new consultant.



With your Director, plan out your new consultant’s first 6-8 shows for their New consultant (12 x shows in total).



Book a 1:1 with your Director or an up line Director.



Record your dates & new consultant’s dates (ideally 8 x each per month).



Make 5 x calls this week to inform people & customers about your new team.  Ask for referrals.



Make contact with your new consultant



WEEK FOUR

Tasks
Result
Follow up / Support required

Hold 2 x shows.



Attend a Step Up to Director course.



Make 5 x leads calls this week.



Hold 3 x coffee appointments to show the business opportunity.



Recruit your 2nd consultant.



Make contact with your new consultants.



CONGRATULATIONS!  YOU ARE NOW A FUTURE DIRECTOR.

WEEK FIVE

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Hold 2 x coffee appointments to show the business opportunity.



Recruit your 3rd consultant.



Make contact with your new consultants.



WEEK SIX

Tasks
Result
Follow up / Support required

Continue to train & motivate yourself with company tools; your Director, SDM, Kitchen Show DVD & CDs.



Check on qualification for New consultant 30- Day period Bonus levels for 1st recruit.



Make contact with your new consultants.



Hold 1 x coffee appointment to show the business opportunity.



Make 5 x leads call this week.



Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Attend a 1:1 ‘on track’ meeting with your Director.



Participate in holding a Cluster meeting.



WEEK SEVEN

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Organize with up line Director an opportunity event.



Hold 2 x coffee appointments to show the business opportunity.



Recruit your 4th consultant.



Participate in New Consultant Training – read “Training New consultants”.



Make contact with your new consultants.



WEEK EIGHT

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Hold 1 x coffee appointment to show the business opportunity.



Hold an Opportunity Event.



Check on qualification for 30 Day consultant  Bonus levels for 2nd recruit.



Make contact with your new consultants.



WEEK NINE

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Recruit your 5th consultant.



Conclude Step up to Director training.



Check on qualification for New consultant 30 Day bonus level for 3rd recruit.



Make contact with your new consultants.



WEEK TEN

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Hold 1 x coffee appointment to show the business opportunity.



Participate in holding a Cluster meeting.



Re-read “Business Guide” for training tips when contacting new consultants.



Make contact with your new consultants.



WEEK ELEVEN

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Hold 1 x coffee appointment to show business opportunity.



Participate in New Consultant Training.



Check on qualification for New consultant 30 day bonus Levels for 4th recruit.



Make contact with your New consultants.



WEEK TWELVE

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Make contact with your new consultants.



Check & double-check that everything is in place for recruits’ qualification.



**CONGRATULATIONS!  YOU HAVE DONE IT!**

BONUS WEEK THIRTEEN

Tasks
Result
Follow up / Support required

Hold 2 x shows.

Leads


Bookings


Sales £


Appointments


Make 5 x leads calls this week.



Recruit your 6th consultant.



Make contact with your new consultants.



6

