
 

 

 

Coming soon! 
 

New online training course: 
The Recruiting Interview! 

 
Watch Weekly Bites 
for the launch date. 

 

 
 

Using the Come Join Us! booklet 
at the recruiting interview 

 
 
If you enjoy being a Pampered Chef® Consultant, you can be an outstanding recruiter! 
 
Think back to when you considered becoming a Consultant: 

• Someone told you about The Pampered Chef® business opportunity. 
• You probably looked at some information, had some questions and maybe even a few 

concerns. Your recruiter or Director helped with answers and solutions. 
• You decided to get started with The Pampered Chef® because you realized that this 

business is a great match for your needs! 
 
The Come Join Us! booklet makes it easy to have a comfortable conversation with anyone 
who'd like to explore our business opportunity. Be sure to have the booklet handy as you 
review this guide. 
 
Read through the suggested conversation steps for each page of the Come Join Us! booklet. 
In the booklet, the most important points are in bullet-point format, while the shaded 
boxes are supplementary information.  
 
Try out the word choices provided; then use the blank lines to write down your own ideas. 
 
And have fun sharing the dream! 
 



 

 

The Recruiting Interview 
 

Step 1:  Get acquainted 
 

Step 2:  Explore the business 
 

Step 3:  Conclude with a decision 
 

 

Get Acquainted 
 

 
Keep the conversation friendly and relaxed. When 
you ask questions and share information along the 
way, your prospect will be ready to decide 
whether The Pampered Chef® is a good match for 
his or her needs.  
 

 

Help your prospect to: 
 

Know that the interview is an opportunity 
to learn more and ask any questions. 

 

Feel comfortable talking with you! 
 

 
Conversation Steps 

 
First, thank your prospect for meeting with you. 

Second, build rapport. 
• Offer a compliment.   

• Refer to common ground, such as where you 
met: "Beth’s Show was so much fun, wasn’t it? 
... What did you enjoy most about it?" 

Third, discover what your prospect is thinking and 
feeling. The five questions below will help you 
become better acquainted. 
1. Tell me, why did you decide to meet with me 

today? 
• "Would you like to talk about why you might 

want to become a Pampered Chef® 
Consultant, or do you simply need to know 
how to get started?" 

 

2. Have you ever done anything like this before? 
• If a prior experience with direct sales was 

good: "That will really help you to be 
successful with The Pampered Chef®!" 

• If they had a negative experience: "I’m not 
an expert on XYZ company, but I do know 
about The Pampered Chef®, and my 
experience with that has been _______." 

3. What other work experiences have you had? 
• Point out how their experience will help in a 

Pampered Chef® business. For example, 
they've worked in retail: "I bet you learned 
a lot about dealing with different kinds of 
people – that will be an asset to you with 
The Pampered Chef®." 

4. What clubs or organizations do you belong to? 
What activities are your children involved in? 
• Whether they have lots of contacts, or are 

new in town, respond positively: "That 
sounds like a fun group. … I bet your 
children’s activities have been a great way 
to meet other parents in the area." 

5. I’m curious, how would your family feel if you 
decided to do this? 
• You want to know how much they’ve 

already thought about the business and 
discussed it with others. 

Now it’s time to look together at the recruiting 
booklet. By using it to guide the conversation, 
you'll help your prospect to feel confident in 
making a decision. 

 



 
 

What's Your Dream? 
 

Everybody has a dream to make their life better. 
When you help people become aware of those 
dreams, you may open the door to a brighter 
future for them!   
 

 

Help your prospect to: 
 

Know that a Pampered Chef® business can 
help with many different dreams. 

 

Feel the excitement about the possibility 
of achieving their dream. 

 

 
Conversation Steps 

 
1. Introduce the page briefly. 

• "I remember that when someone asked me 
what my dream was, it really got me 
thinking." 

• "One of the things I love about The 
Pampered Chef® is that so many different 
people have found it to be a great way to 
get what they want in life." 

Your ideas________________________________ 

_________________________________________ 

_________________________________________ 

_________________________________________ 

_________________________________________ 
 

2. Ask about their dreams with questions like 
these:  
• "When you looked at this list, what caught 

your eye?" 

• "If you knew you couldn’t fail, what would 
you love a business like this to do for you?"  

Your ideas________________________________ 

_________________________________________ 

_________________________________________ 

_________________________________________ 
 

 

Write in the booklet! 
 

Write down their dream in a few words, or 
underline the words that match their dream. 

 

 
3. Whatever they say, affirm it!  

• "That would be wonderful! I’d love to help 
you achieve that."  

• Share a brief story of a similar dream you 
(or a team member) have achieved.  

Your ideas________________________________ 

_________________________________________ 

_________________________________________ 

_________________________________________ 

_________________________________________ 
 
4. Turn to the next page in the booklet! 
 



 

 
 

We Make Owning Your Own Business Easy 
 

Because most people haven't run their own 
business before, it's helpful for them learn about 
the company and its commitment to all 
Consultants.   
 

 

Help your prospect to: 
 

Know that the business can be simple  
and cost-effective to run. 

 

Feel confident that The Pampered Chef® is 
a solid, reliable company. 

 

 
Conversation Steps 

 
1. Introduce the page briefly.  

• "Do you remember when I said at the Show 
that half of Americans have thought about 
having their own business? It can be very 
hard to start a business completely on your 
own, so I love that the company really 
makes it easy for us." 

• "One thing I really like about our company's 
mission is ____________."  
 … its commitment to our success." 
 … the focus on family mealtime." 
 … the way they give back to the 

community." 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

2. Ask your prospect what would be most 
important to them.  
• "When you looked at this list, what 

sounded good to you?" 

• "What would you like to know more 
about?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 

 

Write in the booklet! 
 

Circle or star the items most important 
to your prospect. 

 
 
 
3. Whatever they say, affirm it!   

• "I've really appreciated that, too! In 
fact,___." (Share a brief relevant story.) 

• "It sounds like that would be really helpful 
to you, right?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
4. Turn to the next page in the booklet! 
  



 

 
 

Your Success is our Priority 
 

Most people wonder if they'll be successful and 
are curious about the support that's available.  
 

 

Help your prospect to: 
 

Know the many ways they'll be supported. 
 

Feel confident that they won’t be on their 
own and can be successful. 

 

 
Conversation Steps 

 
1. Introduce the page briefly. 

• "The great thing about this business is how 
much support there is for us, from the 
great products we sell to all the training 
and information available." 

• "When you looked at this page, what were 
you glad to learn about?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
2. Explore what type of support is most 

important to your prospect.  
• "I love that there's so much great training 

available on every aspect of the business." 

• "As you've been thinking about the 
business, is there anything that you'd 
especially hope to receive training on?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
 

 

Write in the booklet! 
 

Circle or star the items most important 
to your prospect. 

 

 
3. Whatever they say, confirm the support 

they’ll receive!  

• "Even with your busy schedule, you can 
receive wonderful training, because our 
Online Training Center is available 24/7!" 

• "You'll really enjoy our meetings. I learn 
so much from them, because everyone's so 
willing to share their best ideas."  

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
4. Turn to the next page in the booklet! 
 



 
 

You'll Find Business Everywhere 
 

Help build confidence by starting a lead list. This 
will lead naturally to learning how often your 
prospect would like to do Cooking Shows.  
 

 

Help your prospect to: 
 

Know that the Cooking Show is an enjoyable 
experience that people appreciate. 

 

Feel confident that they know plenty of people 
who will want to host a Cooking Show. 

 
 

Conversation Steps 
 

1. Introduce the page briefly. 
• "I love helping people have a fun get-

together with their friends. They love 
trying out the products and hearing  
new tips." 

• "What did you enjoy most about the Show 
you attended?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
2. Talk about the people she knows and how 

many Shows a week she'd like to do.  
• "Who have you thought of that might 

enjoy hosting a Cooking Show?"  
• "When you looked at this list, who can you 

think of that you know from these 
different places?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
• "If you did decide to do this, how many Shows 

would you want to do a week?" (Be sure to ask 
this important question, because their answer 
will help during the rest of the interview.) 

 
 

Write in the booklet! 
 

Write down a name or two next to each 
category, along with how many Shows a week 

your prospect wants to do. 
 

 
3. Whatever they say, confirm that they know 

enough people to start a good business.  
• "You’ve got a good list started!" 

• "It's good that you've thought of people 
from different parts of your life." 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
4. Transition to the topic of earnings:   

• "You mentioned that you’d like to do   X  
Shows a week. I’m curious, how much 
money would you want to earn a month?"   

• "Let’s look at how that could work for you.”  
Then turn to the next page in the booklet! 

 



 
 

Our Earning Opportunity Offers You 
Flexibility and Freedom 

 

It’s important to share both ways to earn, 
because most people have only seen the Cooking 
Show part of our business.  
 

 

Help your prospect to: 
 

Know the two ways to earn. 
 

Feel confident that they can reach 
their income goal. 

 

 
Conversation Steps 

 
1. Introduce the page briefly. 

• "When it says that The Pampered Chef® 
offers flexibility and freedom, what does 
that make you think of?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

________________________________________ 

________________________________________ 
 
2. Discuss both ways to earn.  

• "If you did the   X  Shows a week you 
mentioned, you could earn about $____ a 
month. That would really help with your 
goal of ______."   

• "What's wonderful is that when you need 
to earn more, you don't have ask anyone 
for a raise … you just do more Shows. 
That's really helped out in my family!" 

• "Were you aware of the second way to earn? 
It’s really a natural part of what we do. Have 
you ever been to a great restaurant, and then 
found yourself recommending it to someone 
else? It's the same with this business. When 
you enjoy what you do, you’ll want to offer it 
to others, just like I did at Beth's Show."  

• "I bet you know other people who have a 
dream that The Pampered Chef® could make 
come true. Who do you know who could use 
some extra money?"  

Your ideas_______________________________ 

________________________________________ 
 

 

Write in the booklet! 
 

Star or circle the amount they'd like 
to earn each month from their Shows.  

Next to the Income Range chart, jot down a few 
people who might be interested in the business. 

 

 
3. Whatever they say, affirm it! 

• "I bet you’ll feel terrific when you can 
take care of the car payment with your 
commissions." 

• "We could sit down together with your 
friend _______, just like we are now, if 
she’d like to check out the business." 

Your ideas_______________________________ 

________________________________________ 
 
4. Turn to the next page in the booklet!  



 

 
 
 

At this point, your prospect has probably  
decided whether or not to join, 

so it’s appropriate for you to ask!  
This page is easy and quick 
to walk through together. 

 

Help your prospect to: 
 

Know that she has enough information to 
make a good decision. 

 

Feel excited about getting started now! 
 

 
 

Turn Your Dreams into Reality! 
 

Conversation Steps 
 

1. Introduce the page by asking for the yes!  
"As you know, our kit is an investment of 
$155. It includes all these products, great 
training and the business supplies you need to 
get started. What I've learned is that when 
people consider a Pampered Chef® business, 
there are really just three questions they're 
asking themselves: 

• Could this work for me?  
From our conversation, it sounds like it 
could be a great fit because ________, 
and you’d do well because__________. 

• Is there help available?   
I hope you feel comfortable with all the 
support that’s offered, both from the 
company and from our Cluster.  

• Do I want to do this?  
That’s the question only you can answer – 
what do you think? Would you like to be 
part of The Pampered Chef®?"  

 
2. Respond to a YES, NO, or I NEED TO THINK 

ABOUT IT.  
 

If the answer is YES, complete the 
agreement.   
• “If we order your kit today, you’ll have it in 

about ________days, and you’ll be able to 
start your Cooking Shows by ___________.” 

• “It’s easy to get started! And when you do 
these few simple things – set goals, take 
advantage of the resources, be consistent 
and, of course, have fun – you’ll be off to a 
great start." 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 

 
 

Take Action Right Away! 
 

Help your new Consultant build a List of 100, 
choose Show dates for the next few months, 

and make those initial contacts. 
 

 
If the answer is NO, accept it graciously and 
keep the relationship strong. 
• "Thanks for your time – I appreciate that this 

isn’t right for you now. If that ever changes, I 
hope I’ll be the one you want to work with. 
Can we stay in touch?" 

• "I'm glad we could talk about it, even though 
it's not what you want right now. I promise to 
take great care of you as a customer/host." 
(whichever is applicable right now) 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 
 
If the answer is I NEED TO THINK ABOUT IT, ask 
questions to identify what makes them hesitate. 
• "What’s keeping you from saying ‘Yes’ today? 

... If we could come up with a solution for 
that, would you be ready to get started?" 

Your ideas_______________________________ 

________________________________________ 

________________________________________ 


