Calling All Leads

Don Funt

Tag… You’re It!
The first person on this list will schedule a Cooking Show and then call the next person on the list and say “Tag… You’re It!"
That person will then schedule a Cooking Show and call
'the next person on the list and say “Tag… You’re It!” 
The game will continue until we come to the next meeting.
The goal is to see how many times we can get through our list. 
Don’t let the next person down!  
Get on the phone and schedule your Shows! 

Call 717-233-5550 or email donfunt@comcast.net  
when you tag the next person.
*********************************************

Tag… You’re It!

The first person on this list will schedule a recruiting interview and then call the next person on the list and say “Tag… You’re It!"
That person will then schedule a recruiting interview and call
the next person on the list and say “Tag… You’re It!”
The game will continue until we have our next Director call.
The goal is to see how many times we can get through our list.
Don’t let the next person down!
Get on the phone and schedule your interviews! 

Call or email your Director when you tag the next person.
Voicemail Power!

General Voicemail (Keeping the ball in your court)
Hi, this is ___________ just checking back with you about __________. You can reach me at __________. I know you are busy. If you don't get a chance to call me back by ________ I will give you another call. I look forward to = speaking with you! Thanks, and I hope someone is pampering you today, because I would love to!

Confirm a Show date
*Hi, this is ______with The Pampered Chef®! I am looking forward to our Show on _______. I'm calling to remind you to read through your host packet. Don't forget to use your "40 guests in 4 minutes" worksheet to invite as many people as you can think of. My experience has been that 40 invites yields about 10-15 guests - which makes a really fun, great Show! Please call me if you need more invites or catalogs! My number is _______. Don't forget to check out the back of your Show planner and start circling in the catalog all the products you plan to earn for free! We will talk soon! Thanks!
Voicemail close to call Number 2
*Hi, this is ______. I'm excited about our Show coming up on _______. I'd like to know how the response is going for our Show. Are you tracking your yeses, nos and maybes? Be sure to offer the option of just placing an order if your guest cannot attend. Don't forget to make reminder calls the week prior to your Show. Making those calls will really ensure your Show success! How's your wish list coming? Together we will work to earn you the absolute most in free, 1/2 price and discounted Pampered Chef® products possible! Thanks, and I'll talk to you soon!
Customer Care Voicemail
*Hi, this is _______. Sorry I missed you. I had the pleasure of meeting you at _______'s Cooking Show. I am checking to see how you are enjoying your Pampered Chef® products. You had a great time at _______'s Show and I was thinking how much fun you would be to work with as a host of your own Show. We have a fantastic host special coming for the month of ______. I know you would love it! Please give me a call at ______ so I can tell you about it. Thanks, and I'll talk to you soon!
Booking Lead Voicemail
*Hi, this is _____ with The Pampered Chef®. I enjoyed meeting you at _____'s Cooking Show. Didn't we have a great time? You had expressed an interest in hosting and I would love to do a Show for you, your family and friends! My hosts are thrilled with the free, 1/2 price and discounted Pampered Chef® products they earn when they host. I have an opening the week of _____. Do you think that time frame will work for you? By the way, the host special this month is ________. Please give me a call so we can reserve a date for your Show. Thanks, and I look forward to talking to you soon!
Very Old Booking Lead Voicemail

*Hi this is _____, a voice from your past. I don't know if you remember me, but I met you at _______. You mentioned that you might enjoy hosting a Show of your own. I know it's been several months since we talked and I apologize for not contacting you sooner, but I would love to come do a Show for you and your friends. We have a great host special for the month of ___ that I would love to tell you about. I still have a couple of openings and would love to offer one of them to you. If this doesn't happen to be a good time for you, would you like to be on my " call back" list? Please give me a call at ____. Thanks, and I look forward to talking to you.
Bookings Blitz

Pre-Calls Preparation

1. Take a look at the specials flyer.  If you were a potential host, why would you want to book a Show in ______________?  Do you understand the specials?

2. Who on your list would be most interested in this special?

3. Is there anyone on your list that you want to discuss before you call them?  Can we help you think of what to say to them?

4. Let’s talk about what to say on an answering machine or to a husband that answers the phone.

Now, you are going to make as many calls as you can in ___________ minutes.  You are dialing for dollars because the more Shows you have on your calendar, the bigger your commission check will be!

You are going to keep track of your score as you make your calls and report back when our timer goes off.

Scorekeeping

1 pt. – Leaving a message on an answering machine

2 pts. – Speaking with someone in the house other than the potential host

3 pts. – Speaking with the potential host but no order or booking

4 pts. – Getting an order

5 pts. – Set up a Catalog Show

6 pts. – Schedule a Cooking, Fundraiser, or Wedding Shower Show

7 pts. – Serious recruit lead

Debriefing

1. How did it go?  Share results and talk about what went well and what we could change.

2. How do you feel after making these calls?

3. Did you get through your entire list?  Take another 30 minute block in the next couple of days (same time of day) and make more calls.  Report back to me on the results!

4. Add up your points!  Award to the winner.

Booking Blitz Tally


Date



Results

	
	1 pt

Talk with someone
	2 pts

Get a referral
	3 pts

Get an order
	4 pts

Book a Catalog Show
	5 pts

Book a Cooking Show, Shower, or FR
	6 pts

Get a recruit lead
	TOTAL POINTS
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Nancy Francis, Senior Executive Director

