Fast Start Booking & Recruiting
At a party, “If you or someone you know is interested in $100, $500 0r $5000 a month, I can help.

Maximize the Interview – In person is preferred, it lets them know you care.  They are showing you they’re ready and they’re serious.  Be comfortable and ready to ask questions, but then listen.

Questions:

“What brought you to this meeting? What are you most excited about?  Do you have questions about PC or Do you just need to know how to get started?”  If they’re ready to join, you are moving from interview to training.

What do you want to achieve? What are you interested in your biz?  Listen to their why & what that would mean to them.  How will it feel? 

Who would be your 1st few hosts?  Who would you like to work with?  Who would benefit from PC?

Here’s how I get my calendar ready.  Mark off personal & have 1st dates ready.  Always be ready with available show dates.

Highlight 2 ways to earn – What does your lead know?

Watch Body Language – Is she pulling away?

Ask when you will chat again?  Set up an appt.

Activities to do with a new consultant:

Build Goals together & How to Book Shows.   Goal 1 – Identify Personal Goals; Goal 2 – Income Goal.  Establish goals twice a year – Jan and July.
Help your recruit – Contact potential leads together?  Tell them about having a recipe tasting party and inviting 5-7 friends in the next couple of days.  People know if they’re available.  Have a kit opening party.

Ask questions and develop that relationship.

Model 3-2-1 Success Plan.

Plan calendars – Cluster Mtgs, Cook & Books, etc. Encourage 6-8 shows in the 1st 30 days.  Plan times for calls, find a way to fit in those calls – 15m booking blitz, customer care calls, host coaching, recuiting leads.

Kick Off Shows – Have the 1st within 7-10 days of submitting agreements.  If we do this, turnout will be higher.

Host Coach New Consultants and let them know you’re already training.  We can set up their shows on PWS.  Don’t forget reminder calls.

At Kick Off Party – 

Do the welcome, review the host rewards, how to fill out the order form, RUTH program.  New consultant and I do the demo.  While cooking, share story & do ticket activity.

As a recruiter, we need to do the full service check out – ask every guest to do a show.

@Cook and Book Training – Ask for 40 people….List of 100 = a full month of contacts.

Have 4 shows established BEFORE they submit their agreement.
4 catalog shows – doesn’t have to be local.

Review PCD – reiterate everything they do in 1st 30 days is DOUBLE.

Be sure to call & congratulate every step of the way.

Encourage Online Training/Tele-class while they wait for their kit.

Use Consultant Connection & Schedule Weekly Calls:
Call 1 – Goal Setting & Set Up Expectations

Call 2 – Welcome and invite they watch you or another consultant in action

Call 3 – Review Host Packets, OOF, Host & Guest specials and where to locate them

Call 4 – Before the 1st show

Call 5 – After the show.  How was it?  Guest reactions….was host offered opportunity?

Call 6 – Recruiting

Call 7 – Customer Care Calls – to develop customer loyalty.  Also include to call 11 months after show before warranty expires.

Call 8 – 90 day review

Helping New Consultant Recruit
Find out how he/she feels about building her team…Ever thought about dabbling w/ recruiting?  It’s really fun.

Did you know that PC started a new compensation plan that rewards even the hobbyist with more money?  When they bring just 1 person in the biz, you are rewarded.

Offer opportunity events.  Cook, Book and Look.  3 way calls & interviews.

Offering the biz opportunity is PART of the host reward program.  Have you ever forgotten to offer a ½ price item?  You should also be including the kit credit option to your hosts.

Ask for permission to speak with consultants to work with them re: recruiting.

What was the best part of the show?  Did you have fun?  Who had your attention? Who loved the product? Who sold your products for you?  Who are your 2 leads?  Go in with the mindset of “I’ll have 2 leads from every show”.  A lead is simply someone who wants more info anytime in the future.
If guests say no to opportunity, follow up with, “Not now” or “Not ever”?
If you hear, “Now’s not a good time”.  Follow up with, “When is a good time”?

Cluster Calendar on Consultant Connection – Helps us, but also helps PC the company to staff appropriately & overall helps us with customer satisfaction.

