Belinda’s Words from her Leadership Seminar
When making personal goals, base your goals around a 10 month period.  That way, you will always have 2 “padded” months.  Therefore, if a couple months you are low on bookings, have a high cancellation rate, etc, these 2 extra months are there for that.  If your schedule never wavers, then just consider them icing!

When working with a new consultant, it is important to BUILD VISION!

Definitions:  Goal-Short term (meeting monthly goals, # of bookings/month, etc)


        Vision-Long Term (how much money do you want to make each year, how fast 

                    would you like to build your team over the year)
You need to CREATE vision in others

· Ask your new recruits to have goals where they can see them—keep the goals in front of them every day!

· When looking at your team, the active consultants are the ones who have goals.   The inactive or low-performing consultants are those who don’t.  There is a strong correlation between the two.

· HELP your recruits SET GOALS!  Only 10% of people are natural visionaries.

· Show them the BIG PICTURE!  

In your own business, have a system—know what your day/week looks like!

· Make your system DUPLICATABLE

· Plan your week and STICK TO IT!

· Make it a routine, like a 9 to 5 job.  For example:

Monday: Call Leads, Paperwork 

Tuesday:  Customer Care Calls, prepare for New Consultant Training (on Tues nights)

Wednesday:  FREEBIE DAY (catch up on anything you haven’t yet accomplished, the day you set doctor appts, etc.)
Thursday:  Show preparation day (invites, host coach, call guests, set up websites)
Friday:  Submit shows, Recruiting interviews

This way:

1. You team knows your schedule.  Therefore, they always know that New Consultant Training is every Tuesday evening (same time, same place EVERY time)

2. You are organized, and not getting sidetracked

3. You are duplicatable—new consultants/growing team builders can see that having a team and running a business can be organized and do-able!

· People want to feel secure in their job.  As great as the flexibility is in our job, people like to feel SECURE.  Security is KNOWING your job responsibilities.  They are given to you, and you have a routine.  For example:

· You have a 9 to 5 job.  You set your alarm at the same time every morning.  You even know how many snoozes you can hit before you get out of bed.  You have the same morning routine—make coffee, take a shower, do your hair, put on your makeup, get dressed, have some toast, head for the door.  You drive the same way to work, because you’re sure you’ve got the fastest route down.  But boy, if you come across a train, or unexpected delays, you are completely taken off track!  You now have to make up for the time you lost, and you’re in a tizzy!  However, once you get to work, you have a routine again.  Maybe it’s heading for the coffee machine, chatting with a couple co-workers, sit down at your desk, check your email, take a break.  Now, if you’re at work, and you’re “lunch buddy” isn’t there that day, you’re thrown off again!  Now you have to take your lunch by yourself!  It’s totally off you routine!  But you go back to work, finish your day, and head home, ready to do the same thing the next day.
· People do this for a reason—they LIKE KNOWING what to expect, what to do, what their routine is, day after day.  This is their SECURITY.  People WANT to be told what to do, believe it or not.  Sometimes it is a very scary thing to work for yourself.  When you KNOW your job, it’s one thing, but when you’re self-employed, you have to make your own decisions, and that can be absolutely frightening for some. 

· WHEN SETTING GOALS WITH RECRUITS:

· Did you know that the average consultant does 3 shows a month?  …something to think about…

· Leads don’t know the STANDARD—Therefore, when you say “You know what’s great about this business?  It’s that you can do it whenever you want”, the recruit doesn’t know WHERE TO BEGIN!

· If Recruits start with three shows a month, they will end with three shows a month—they will continue the pattern that they have from the very beginning

· So!  For you and your recruits, STOP THINKING MONTHLY!

· Stop saying “I’d like to have 8 shows next month”

· START THINKING WEEKLY!  Say “I’d like to have two shows a week”

· Get your team on track for WEEKLY business!  Call and ask how your team is doing by asking them “So what do you have on your books for next week” rather than “So how many shows do you have for next month”
· Adding 1 show next week is sounds much better than adding 4-6 shows next month.  

· Focus on a TWO WEEK BLOCK to book.  Focus on these two weeks for bookings, both at your shows and when on the phone.  Don’t open your whole month to your hosts.  TAKE CONTROL!

· Think about it:  You look at your next month’s calendar, and you see three shows scattered throughout the month.  You want to have 8, so you look around to see where you could possible schedule your next 5 shows.  You lay your calendar in front of a potential host, and say “Which of these 5 dates would work best for you?”  Maybe you offer an incentive to book one of the next two dates, but you still have the possibility of her saying “You know, I think later in the month would be better”.  

· Instead, look at your two week block.  You have 1 show booked for each week, and you want to have 2 per week, so you say, “I know how much fun we will have at your show!   I have October 4 and October 11 open right now.  Which will work best for you?”  BOOM!  You’ve just reached A GOAL of having 2 shows in one week!  How GREAT does that feel!  Now you can move on the the next week!  And, if you happen to only have one show next week, then you know you only need to add one show to one of the following weeks to make up for it!  

· When talking to your new recruits about their goals, ask them in this manner:

· “So that I can help you make your business a success, I’d like to know a little more about what your goals and expectations are with The Pampered Chef.  Basically, The Pampered Chef offers 3 aprons—There is the Hobby Consultant, who does about 1 show a week, makes a little extra money, and loves her discount.  Then there is the Part Time Consultant, who does 2 shows a week, which is still less than most part time jobs, and keeps a pretty steady schedule.  Finally, there is the Full Time Consultant, who does 3 shows a week and works toward promotions with Team Building.  Which sounds best to you?”
· 70% of recruits will say Part Time—Which is GREAT, because basically they are wanting 2 shows per week.  

· Let them know that to start their business, they must have six shows for their first month of business.  (weave their calendar—1 show, 2 shows, 1 show, 2 shows each week in their first month)

· Tell them that 6 shows will: Pay for start up costs and Super Starter Kit, give them lots of practice, and give them lots of bookings for the following month, wherever in the month you’d like them!  SIX SHOWS IS THE KEY TO A SUCCESSFUL RECRUIT!  Remember, they will repeat the pattern of their first month of business until their last month of business.  If you stretch the 6 shows over 2 months, then you can expect your new lead to be doing the average 3 shows a month from then on out.  
RECRUITING:

· Look for LEADS at your shows, and not RECRUITS!  If you look for the next superstar on your team, you may overlook red flags from people you would never have thought would be interested in the opportunity.  Look at EVERYONE as a potential leader!

· Remember: It takes 9 no’s before you receive 1 yes.  Therefore, hand out information packets to those who are interested.  For every 10 packets you hand out, 1 of them will sign.  Set your goal with that basis:  If you want to recruit 5 people, you need to hand out 50 packets.

· MOST PEOPLE DON’T BELIEVE IN THEMSELVES UNTIL SOMEONE ELSE BELIEVES IN THEM!  This is huge!  Especially for people who are on the fence.  A simple phrase to them can make all the difference:  “You know what, Sue, I think you will be great at this job.  We’ve talked about how this will fit in your life, and I think you have a great personality for this business.  What do you say we go ahead and give it a try together?”

THE FIVE “I” program:


Interest


Interview


Intro Show


Initial Training


Income

#1:  Interest:  

· Statistically, 50% of people leave your show considering your job!  WOW!

· When you hand out a recruiting packet, just say “Would you like to take home a packet about The Pampered Chef opportunity to read in the privacy of your own home?  Great, here you go.  Did you have any burning questions that I didn’t get a chance to answer during Ticket Time? Okay, great!   Would you mind if I called you on Thursday to see what you thought?”—Then WALK AWAY!  Don’t overwhelm them with information or “me” stories.  If they ask a question, answer that question so that it doesn’t linger in their minds until they talk to you next, fizzling out the interest they had to start with.  But DON’T get into a line of questions.  Just say, “You know what, Sue, it sounds like you have a lot of great questions about this business.  Would you like to set up a time that we can have lunch to go over any concerns you might have?”

#2:  Interview:

· Ask THEM questions:  Bring a list of questions that you want to ask each lead. 

· For example, ask “What interests you most about The Pampered Chef?”, “Have you ever done sales before?”, ask about their family—get to know about husband, kids, find out how busy their day is.  Finding out these answers will help you respond to any objections the lead might have.  

· SET UP THEIR DAY FOR THEM!  After you know if they have another job, if they have kids, what their husband does, actually show them how The Pampered Chef will fit into their life!

#3:  Intro Show:

· Belinda says to do an intro show for your new recruits.  This is different from doing a show to get her kit credit.  I suppose you could do it that way also, but here is what she says:
· Have an Intro Show for your new consultant.  She invites her family and friends, and the main purpose is to introduce The Pampered Chef to her family and friends.  New consultants need a strong support system.  

· YOU do the intro for the new consultant:

· “I want to thank you all for coming to Sue’s Intro Show tonight!  This is a very special show, since Sue had decided to become a consultant with The Pampered Chef!  Family and friends are what gives a great start to a new business, and tonight you will all have the opportunity to do that!  One of the best ways is to host your own Kitchen Show—Imagine having the same fun experience with YOUR friends and family!!”

· Let Sue do the actual demo and show.  When the demo is done, you do the booking and recruiting talk.

· One of the BEST THINGS YOU CAN DO for a new consultant is to get her a recruit in her first 30 days!  Why?  Because it cements her into the business.  It’s going to build her confidence and enthusiasm, and it will give her accountability.  

· So, during recruiting talk, say “You know, one of the best times to come into a business is with a buddy.  So, if any of you would like more information, I’d love to send a packet home with you tonight.”

· Belinda says to make this Intro Show one of your consultants 1st six shows.  Give her the sales and commission.  Not only will you build a stronger relationship with your new recruit, but you will be helping her be a successful recruit on your team!

· SIDE NOTE:  How many times have you handed out a Recruiting Packet, and not booked a show?  If there is someone who is showing interest in becoming a consultant, then that is the time to get them on the books!  If they decide not to sign, then at least you have another booking from it~
#4:  Initial Training

· ALWAYS BE ENCOURAGING!

· In the 1st 45 minutes, just talk about bookings and dating shows.  The rest of the training will be irrelevant if they don’t have any bookings to use the information.

· Help them make list of 100.  Give them the words to say when on the phone.  Talk about how to date the calendar in two week blocks.  

· When talking about getting bookings, try to have them make their first 6 shows from 6 different chains of their life.  For example,  1 family member, 1 friend, 1 co-worker, 1 parent from child’s school, etc.  Think about it as a wheel of a bike.  If all of the spokes are in one area of the bike, what happens?  The wheel won’t turn.  But if all the spokes are equally divided between the wheel, then the wheel turns perfectly.  It’s the same with The Pampered Chef.  If three of their first shows are all family members, and three are friends, then the wheel will stop turning once you’ve hit everyone in these two chains of life.

· GIVE SCRIPTS!  Make handouts with bullets with the most important info from each chapter of Recipe for Success.  Then write scripts that go along with these points, if applicable.

· For example:  Bookings—Bullets with points (date calendar, chains, list of 100) and scripts for what to day, ex. “I am currently booking these two weeks in October.  Which day works best for you—Tuesday or Thursday?  Great, I have Tuesday the 4th and Tuesday the 11th available, which one would you like?”

· Another example:  Booking AT show:  Make the bullets the “seeds” to be planted throughout the show—create desire, testimonials, tips, booking talk, and then write corresponding scripts for these bullets.  Actually give them the words to say, for example, after talking about US&G, “This is one of my most popular half-price item selections for my hosts”.  
· The MAIN OBJECTIVE at the first 6 shows is BOOKINGS.  Let them know that realistically, they will have 2 outstanding shows, 1 aweful show, and 3 average shows.  

#5:  Income

· Talk about income, rather than sales to your team

· When you are having a meeting, don’t just recognized sales, but ask them how much they got PAID with those sales!  People respond to money!

· Have an income class for your team for anyone who wants to make $50,000—and tell them to bring husbands!  Set up for them what they will need to do to turn their business into a $50,000/year incomed business.  Lay it all out--# of calls to be made, # of shows to be booked, amount of sales each month, # of recruits each month, etc…  Give them a set plan.  Husbands are great because then THEY will get the BIG PICTURE, and will be a little more forgiving when the wife is out doing shows, needs extra help, or needs quiet time to make phone calls!

MOST IMPORTANT OF THE 5 “I” PROGRAM IS TO DO IT IN ORDER!  Don’t interview at the first sign of interest, don’t train during your interview (the interview is just to get to know the person, not to talk about how to get bookings), KEEP IT IN ORDER!

