Find a person outside of your cluster that can answer yes to one of the questions. Have them sign their name and give you a business card if they have one. You must have a different signature for each question.

1. Has a consultant number less than 6000 and ask them what made them join and what made them stay.

2. Has been one of the top 10 in sales for the company-do they think their sales (show average) or number of shows that helped the most?

3. Someone who earned Disney Level 3 trip. What was their favorite part of the trip? (Bonus-how close are they to earning this trip?)

4. Has earned 5 or more trips w/Pc ask them what their monthly sales goals are.

5. In their Super starter months-what is the most important thing they learned?

6. Has had an open house in their home to intro new products. What is the best way to advertise it?

7. Is a senior director-How long did it take to get to that level?

8. Has a white career club recruiting ribbon-what do they put in their recruiting packet?

9. Consistently does 8+ shows a month. Ask them how they got their business to that level?

10. Who has had 25 bookings in one month-ask them what their best booking line is.

11. Someone who has had 10 or more $1k shows-Ask what they do to host coach.
12. Home office worker. What's best part of their job.

13. Executive director or above_How many recruits they had in their first year?

14 Advanced Director-What benefits does her/him family enjoyed because of the PC Check? (Bonus-Recruiting one line at their shows)

15. Ask a consultant from Ohio what was the best thing that ever came from a bad show>

16. Ask a TPC achiever in sales how many shows they did a month and a quick tip for increasing sales at a show.

17. Ask a consultant at the general breakfast to tell you the funniest thing that has ever happened to them or a cluster mate at a show.

18. Find a mother with 3 children under the age of 5 how she handles host coaching with toddlers.

19. Male consultant-favorite booking one liner that he uses at shows.

20. Ask someone who has recruited 6 or more consultants since the last conference how they handle the objecton "I'm too busy"

21. Ask a senior director what they would have done differently in their first year.

22. FInd a TPC achiever in sales and ask them how they handle only getting a hosts answering machine when calling to host coach.

23. Find someone who has been on a premier trip through PC (Alaska, Rome, Barcelona) what are some tips about handling cancelations.
