There are No objections, 
just personal decisions, so don't take "no's" personally!

When you don't ask, you have made 
the decision for them!
 
 

We need to be making customer care calls to have a successful business.  Talk with people to offer our services.  How can you help them?  Free products?  A chance to get together with friends?  Need a product replaced?  Have a product that may be broken?  Just need a new piece of stoneware?  Don't forget the items that are being retired in a matter of weeks.  
Print out the scripts that are at the END of this e-mail so you know exactly what to say. 


Challenge: Get on that phone! Make a lot of calls. WORDS TO USE ARE AT THE END OF THIS E-MAIL
 
Whom to Call:
1. Call guests who checked "YES" or "MAYBE" on a survey drawing slip who have not set a date yet.
2. Call hosts who cancelled shows in the past
3. Call past hosts
4. Call customers who placed orders at shows 
5. Call customers who placed order through a Catalog Show and outside orders for kitchen shows and through your personal website
6. Customers who recently attended a show/the show have not closed yet/customer did not book.
7. Call your neighbors, family, co-workers, and friends

**For your customer care calls---you'll need their receipts in front of you! 
YOU HAVE ABSOLUTELY NOTHING TO LOSE BY PICKING UP THE PHONE.
 

 


Scripts----words to say-----Thank you Terri Widdis for the wonderful words!

When calling Yes's that haven't scheduled yet:
Hello. This is _____ with The Pampered Chef. I met you at ______. Is this a good time for you? I was calling because at _____'s house you thought that _____ would be a great time to have a show, so that's why I was calling to get our calendars together. We've added some really nice new products and have some delicious new recipes to show them off. I currently have _____ and ______ open. Which date works best for YOU? (be quiet and let them talk)

When calling Maybe's that haven't scheduled yet:
Hi _____ this is _____ with The Pampered Chef. How are you? I was calling because I know at _____'s house you thought you might be interested in hosting a show. We've added some nice new products and have some really great new recipes that I know you and your family and friends are going to love, so I was calling to see if you would like to get our calendars together to schedule a show for yourself? (shhhh…be quiet and let them talk)

Cancellations that haven't rescheduled:
Hello _____. This is _____ with The Pampered Chef. How are you? I was calling to see if you might be ready to reschedule your _____ show. I think now is a great time to host a show because we've just recently added many new products and recipes to our line that I know everyone will love. This time of year is wonderful as well because everyone has cabin fever. A nice chocolatey recipe might do us all good. I have _____ and _____ open. Do either one of these work for you?

Hosts from 6 months ago:
Hi _____ this is _____ with The Pampered Chef. How are you? How are you making out with the products you were able to get from your show? I was thinking about you today, so I thought I'd give you a call. I know how you love our products, and I wanted to take some time today to let you know that the new Pampered Chef products are out and available February 1 in our new spring catalog! This is great for someone like you who is addicted to them. I thought you might be interested in hosting another show. You had such a wonderful one last time. If you are anything like me and my friends, we all have a little cabin fever going on. What do you think?

If they say no you might say: No problem. How about I send you off our new product catalog. You're still eligible to receive your 10% discount, and we can have the products delivered right to your door.


Hosts from 12 months ago:
Hello _____. This is _____ with The Pampered Chef. How are you? Is this a good time for you? I had to stop and take some time today to let you know that the new Pampered Chef items are out and available February 1 in our new spring catalog! This is great for someone like you who is addicted to our products. I'm currently scheduling shows for ____, and I was calling to see if you would be interested in hosting a show and be one of the first to show your family and friends this new product line.

10% Discount Card Expires:
Hi _____ this is _____ With The Pampered Chef. How are you? I was calling to let you know that your 10% discount card is about to expire on _____. I would love to do another show for you to extend it for another year. We've just added several new products to our line and have some delicious new recipes to go along with them too. I have ____ and ____ available on my calendar. Would you like to reserve a date for yourself? 

If no: No problem. Is there anything you might need for your home to take advantage of your current discount? We can have the products delivered right to your home.

Customer Care Calls to all those that ordered:
Hello this is _____ with The Pampered Chef. I met you at _____. Thank you for ordering the _____ and _____. I wanted to make sure you were familiar with how to use your products and that everything arrived all right. Have you had the chance to use _____ yet? Please feel free to call me at any time if you have any questions in the future. Do you have my name and number? Have you ever hosted a Pampered Chef show before? I would be thrilled to do one for you. We've just added some great new products to our line and have some delicious new recipes to show them off. Is this something you would like to do at some point?


Customer Care Calls to Outside Orders/Catalog Show Guests (thanks for providing this Leslie DeMaio):

I introduce myself and tell them I am the consultant for the show they placed an order in (for their friend Sally or whatever). I know they are suspicious and I hear it in their voices, "what does she want me to buy", or whatever. I neutralize that by quickly adding, I am just calling because I want to thank you for your order. I figure everyone likes to be thanked - especially for buying something. Who ever thanks you with a phone call? 
I then ask a couple of open-ended questions? Have you ever purchased anything from the Pampered Chef...LISTEN- if yes, " What other products do you have?" 
I talk about the items they purchased, asked if they have any questions about it, offer any quick suggestions for using the product, even talk about a couple of recipes to use it for - Stoneware baking pan ex: "have you ever tried the Grecian party squares." "I have some great recipes you can make on your stone that I know you and your friends will love. Let me know if you would like to have a party, and I can come show you how to make some of them. It is so fun!

If they talk about a product they purchased that doesn't work right, I take time to explain how it works or talk them through the return process. Good chance to talk about warranties, etc. I answer questions, they don't get answered from the consultant who held previous shows they attended. My whole thing is I have to offer more because I do it less often. I ask them for their email address if they are interested in getting my monthly email. I pull them in! 

Customers who recently attended a show/the show has not closed yet/customer did not book:
Hello. This is _____ with The Pampered Chef. I met you at _____ last ____. I am calling to thank you very much for your order. I'm sure you're really looking forward to getting them into your home. They should be arriving around _____. Never hesitate to call me if you have any questions or concerns once you start using them. Do you have my name and number? I also wanted to mention that it's not too late to schedule a show of your own show. I could give _____ some extra free products if you decide to have one. Do you have any questions on hosting a show? Is this something you might be interesting in doing?

What happens when they say no?
Thanks so much for being honest with me. I'm so glad you felt you could be. Just keep my name and number on hand. I would love to help you with all of your Pampered Chef needs in the future.
