
DREAM TEAM 
TRAINING CAMP AGENDA 

Have each team member bring: 
1. Three things that represent something they love about their Pampered Chef business 
2. Pen and Paper 

11:45- 12:00pm - Serve snacks and drinks 

Registration 
Name tags, hand out Batter’s Box? While waiting to get started have each consultant fill in their answers. Under Stats why they are joining the Dream Team 

12:05pm 
Welcome 
1. Introduce everyone by having them share one of their five reasons. 
2. Now ask them to come up with five more reasons why they love their business. Ask the group to share. 
3. Explain that the first set of five are things that anyone would know about a direct sales business, even if they aren’t a consultant. The first five are also “Me” oriented. The second five reasons are focused on others and they are what you REALLY want to share at your shows. Those are the “dreams”. 

Explain Goal of the Team and Set Expectations 
Goal of the team promote by (date 3 months). This team is not about just becoming better recruiters; it is about promoting to Director! 

Director Benefits ? cover what they get when they promote 

Expectations ? this is important. 
1. Attitude ? the consultant has to want to promote ? more than the person training them! 
2. Believe ? the consultant has to be believed in themselves, PC and the business opportunity and that if they do what they are taught they will promote. 
3. Trust ? the consultant has to trust the person training, the system training and themselves to be consistent in applying the system. 
4. Apply ? the new consultant has to be willing to apply what they learn in training camp at every show, with every host and outside shows when the opportunity makes itself known ? no matter what, even if they are scared. 
5. Quitting or Failing is not an option 






Explain the baseball field ? 
I am sure you are all familiar with the game of baseball. You are now part of our own All-Star Baseball Team ? the Dream Team so let?s ?PLAY BALL?. 

Before you can ever play a game, you have to know how to play or BELIEVE you can play (hand out Recruiting Continuum Evaluation and go over #1 and have them rate themselves on the scale) 

Let?s think about the recruiting process just like the game of baseball. If you think about the field, there are three bases and home plate. Think of each base as a step in the recruiting process. First base is Inform/Inspire, Second base is Invite, Third base is Interview and Home Plate is signing your recruit ? a HOME RUN! In recruiting, as in baseball, you must touch all the bases. Even if the batter knocks the ball out of the park, if he doesn?t touch every base, he won?t score. Would you ever expect a baseball player to make it to second or third base and then walk off the field? NEVER! You have to cover all the bases! 

In Zig Ziglar?s ?Secrets of Closing the Sale?, he says that for some reason, the close (or signing a recruit) has gotten to be the ?glamour? part of the process. Many people labor under the illusion that if they can just master the right ?closing? technique, they can dramatically improve their business. Obviously, it would help you to know how to close and use those skills but THE CLOSE IS NO MORE OR NO LESS IMPORTANT THAN ANY OTHER PHASE OF THE RECRUITING PROCESS. All the bases are important. 

Recap ? our goal is to teach you an effective recruiting system you can put in place consistently so you can achieve your goal ? Director (date). Are you excited? Do you believe? Let?s play ball! 

12:30pm - FIRST BASE ? INFORM 
Go over the #2 on the Recruiting Continuum and have them rate themselves 
There are 3 groups of people to inform ? Host, Customers at shows and people you meet outside of show. 
Cover how to inform your Host ? teach ?ask 4 times? system. Role-play as a group. 
Cover how to inform at Shows 
1. OPENING ? Planting the Seed ? explain the reasons and give two effective systems 
a. ?your story? ? cover the first base your story handout ? have a Director (or past Dream Team graduate give their story example). (Hand out ?Your Story? and cover the points at the bottom) 
b. $500 a month question ? ? have a Director (or past Dream Team graduate give their opening intro - (hand out my opening) 
c. Give statistics ? 50% of people have thought about owning their own business, 80% of people are unhappy with their current job situation ? this is important to add into your opening ? Social Norming 



Get a partner Interview each other (answers worksheet questions) and write out a rough draft of your story. Practice telling your story to your partner. 
Regroup: You now have a start on your story. Go over ?Key points to creating a story? 
Ask if anyone wants to share (try to get at least 3 volunteers). Remind them the importance of sharing but to keep the focus on others - have them write at the top of their paper ?IT IS NOT ABOUT ME? 
2. DEMO ? Incorporating one liners (people have to hear things at least 3-4 times). Handout First Base ? Inform 8 Questions. Explain these are some of the most common questions customers are asking themselves after you have planted the seed, so it is important you pick at least 3 of these answers and incorporate them into your show so you can overcome objections before they happen. 
Get a partner Answer the questions with your partner and decide when the best time to use during your demo. Practice with your partner. 
Regroup: You now have effective one liners for your show that will help in overcoming objections before they happen. Have each group share 1-2 answers (each group should answer different ones so all are covered). 
a. At the end of your Demo this is the last chance to give them all the information they need so they can make an educated decision. You have shared great points with them ? now give customers time to ask questions. Teach pass the product game and the reverse way to use First base 8 questions. Role-play as a group ? have them ask the trainer 3-4 questions then have the trainer ask them 3-4 questions. 
3. CLOSE ? teach ?three ways you can get our products? system. Explain how to close with confidence! Have a Director (or past Dream Team graduate) give their close - (hand out my close). 
Brainstorm other ways to INFORM at your shows (Handout First Base Inform ? More Ways 
1. As a group - write ideas on a flip chart 
2. Have each person share what they brought with them ? give an example of a why bag 
3. Have Director (or past Dream Team graduate) share any props they use 

How can you inform outside of your shows? Handout First Base - 30 second commercial. Role play as a group ? they can finalize theirs at home. 

Have each player share favorite thing they learned on first base. 

2:30pm - SECOND BASE ? INVITE 
Go over #3 on Recruiting Continuum and have them rate themselves. 
Explain how to effectively use their survey slips 
1. how to cover with guest 
2. when to pick up (as you hand our dessert) 
3. when and where to review (in front of them right away) 
Explain what to do is someone has marked ?yes or maybe? 
1. recruiting gifts bag contents 
2. words to say when you give it to them and when you check back (goal to sign them at show) 
Explain how to sign someone at a show 
Checkout Process ? teach them to INVITE everyone! 
1. Recipe Anchor - model how to do it first (pile with cards listing available show dates, pile of ?Your Life, Your Way? flyer, pile of Wedding Registry flyers, pile of recipes 
2. 5 question checkout - Handout Second Base ? 5 question checkout 
Get new partner Respond to the ?Invite? sheet and practice the checkout system they prefer. 
Regroup: Share what they learned and their answers 
Challenge them to offer the opportunity to EVERY SINGLE PERSON at EVERY SHOW using this system 

Have each player share their favorite thing they learned at second base. 

3:15 THIRD BASE ? INTERVIEW Go over #4 & 5 on the continuum and have them rate themselves. 

Explain the purpose of a question format interview. Hand out ?Third Base: 7 Question Interview and Interviews That Get Results? 

Ask for a volunteer ? model an interview using one of the two question formats - 7 Question Interview or Interviews That Get Results? 

Explain the CARE System to overcoming objections - Hand out ?Curve Balls: Overcoming Concerns? and work on first page together. Have a Director (or past Dream Team graduate) give their responses to the top objections. 

Get into groups of three: One person being the consultant, one person being the potential, one person being the coach. The coach listens to the practice session and advises the consultant on what she did well and how she could improve. Rotate until each person has been a consultant, potential and coach. 

Explain the need to have a simple system for keeping track of leads ? some leads are not now, but later ? give examples. 
1. Handout - Rolling Recruiting Contact list/Spiral ? show Director example 

Have each player share their favorite thing they learned at third base. 


4:15pm - Closing: 
If baseball is the All-American pastime, what it the all-American breakfast? (Bacon & eggs) Think about this meal - Eggs (Chicken) Bacon (pig) ? is the chicken interested in the breakfast or committed? (interested ? had to simply lay an egg to participate in the meal?) The pig? is pretty committed. Right? 

Review ? you now have effective recruiting system (with host, guest, outside shows). You know how and when to follow up, how to conduct an effective interview ad how to overcome objections. No it is time to for you to decide are you interested in promoting to Director or committed. Are you a chicken? Or a pig? 

Go around the room have them share if they are a chicken or a pig. 
Hand out cards: ?I?m a P.I.G.? 
P ? Promotion 
I ? Is 
G ? Going to Happen! 
Have them write their target date for promotion on the back of the card. Remind them to mark that date in their calendar as well as their half-way mark. 

Offer up the Director show schedule and encourage they attend shows! 

If you are a P.I.G., you will be participating in a series of six follow- up Dream Team Conference calls ? explain calls and give call schedule 

Let them know this is the hardest thing they will do in this business ? but if you are committed, have the right attitude (failing or quitting is not an option) and implement the recruiting system you learned today ? YOU WILL BE A DIRECTOR BY (DATE)! 

Let them know that their ?Coach? (Director) will be there every step of the way! 
Most people give up just when they're about to achieve success. They quit on the one yard line. They give up at the last minute of the game, one foot from a winning touchdown. 
H. Ross Perot 
All our dreams can come true - if we have the courage to pursue them. 
Walt Disney 

