Team Recruiting Game Plan
Hi everyone, I’m honored and excited to see that there are so many leaders in this room ready to expand their teams and develop leaders.  I’m Laurie and I was the outside order.  I did not attend home parties.  My neighbor came over insisting she needed bodies because she did not want to disappoint her consultant.  I showed up with about 6 family members – 45 minutes late – ready to fill the room, but sure we wouldn’t do more than a token order.  I heard about this magic pot, that microwaved perfect chicken, then she mentioned a theme show - power cooking.  I am a skeptic and was a hard sell, but I booked a show because I am cheap and lazy.  I wanted to see if this magic pot really did what she stated and I didn’t want to pay full price.  After all the free product I earned, there were still things on my wish list.  I wanted the kit – it’s best bargain in the catalog, but my recruiter told me I could only have it if I agreed to do 6 shows.  I told her…fine, I’ll do my 6 shows…then I’m out… because I don’t do home parties.  2 years later, here I am, loving my business and proudly telling everyone – I do home parties!  I love that Pampered Chef parties' rock!  They’re fun, they’re rewarding and we get to help families gather around the table.  How cool is it that we can help our communities and inspire others to go for more!  

My stats:

· Joined in Feb 2009

· Attended conference in July 2009 – was the best thing.  Saw you could have a career and anyone can do it.

· Paid as Director within 7 months of joining.

· Paid as Advanced Director by October 2010.  

· I’ve helped 3 on the team promote to leaders, and am proud to say we have another AD on the team.  About to promote another Director in July, she grew her team to 7, adding 5 in June!

· I’ve had 38 career recruits 

· My down-line has added 39 new consultants from Jan 1-June 30, 2011!

· Have a happy family of 75 awesome teammates in the organization

I still, 2 years later, cannot believe what a fabulous company we get to work with.  Our biz opportunity is even more amazing and necessary than ever, our host rewards are STILL super generous and our products just keep getting cooler!

This business is a blessing and I am so glad I was asked!

Now, that we’re friends, let’s get into why you’re here – To learn the how of growing your team and getting your team to do the same.  Chrystal and I realized that we do lots of the same things & that these activities are working for our biz despite the fact that I’m a newbie and she’s a more seasoned leader.  
We use our company resources and we take advantage of the available training.  We believe in our consultants and we are there to help them each step of the way.  Some of what we share may be something you’ve heard before, but we’re going to cover it in case it’s new to you.  If you have heard it, or it’s something you keep hearing again and again, that may be something you want to not only investigate, BUT something to try.  See what happens.  Our 1st topic:  How to create an expectation and desire to recruit –

I think of my team in the same way I think of hosts.  I’m here to offer everything available to them, help them maximize on the opportunity and get them the most rewards for their time.  You need to keep it simple for yourself and for your team.  Our job really is easy and a fun way to make money.  We get paid to party, and we show others how to do the same!
We’ve all heard it’s our job as consultants to inform everyone about what the business opportunity can do for them, and then to follow up by inviting them to either learn more or to join our team.  As leaders, and that’s what you are when you decide you want to grow your team, it’s our job to support new team members in achieving their goals.   Helping them establish goals & expectations from the start is crucial.  We need to do a Full Service Checkout with consultants.   It’s important that we inform and invite them to be leaders, to maximize on the opportunity.  
Just like we have 2 options for hosts (cooking & catalog), we also have 2 options for consultants (basic & team builder).  We coach our hosts beyond the show minimum; well, we need to coach our consultants beyond cooking shows & qualifying.  We need to demonstrate to each consultant that there are higher rewards & bigger payoffs with a team of their own.  To increase their finances, they can work harder by doing lots of shows, or they can work smarter and double their paycheck with a team.  An individual consultant is limited by the number of shows he or she can do in a given month, whereas a team can keep going and growing.  Break down the numbers to your team members.  
Just like I make sure that the host knows that she can take advantage of the kit credit and get the best bang for her buck by starting her own business, I do the same for my new consultants from the get go.  They need to know they too can be a leader.  When you use your Come Join Us Booklet at your recruiting interview, the last page focuses on growing a team by sharing the opportunity with others.  It’s our job as leaders to fill the consultants in on ALL the available rewards of the biz, which includes recruiting.  It’s not a bad word.  You aren’t pushing your team to do anything, you are simply informing and inviting.  No prejudging!  Not with guests, not with hosts, & not with team members!   Use the company’s resources & take any and all available training - they work!  The Guide to Supporting New Consultants & The Succeed with Us booklets are phenomenal and will really make a difference in your training.  
(The Succeed with Us booklet –  Chrystal Zidon)

Use the Fast Track to Director Program to help your new consultant become a leader and earn an EXTRA $2000.  What could an extra $2000 do for their family?  How would it feel?  How amazing that our company not only wants you to succeed, but they sweeten the pot with extra money.  That’s on top of all perks, products and paycheck they already get just for giving the business a try.  I tell them to give the business 24 hours.   If after 6 shows, they decide it’s not for them, then that’s ok.  They’ll walk away with products and money at the end, making it a zero risk opportunity.
For my more seasoned consultants who maybe did not start recruiting right off the bat, I keep my eye on their activity and interest.  Typically, I call each team member individually once a month to do a check in.  I always start with everyone who has shown a change in biz, from your Consultant Connection Performance Tracker.  For example, someone who wasn’t working and is now rocking and rolling.  Or that super star who was on fire and now she’s stopped.  What caused the change? 
Go back to their why? “What’s their motivation?”  ( Was it that month’s product incentive, needs money, a change in their excitement?      It’s obviously changed. Their interest has shifted.   Why? 

Using the Director’s Express formula, I show how the increase in business translates to more contacts, which is a resource for adding shows and team members.  
“Hi Laura!  Wow, I saw that your June Sales were amazing!!   Way to go!  So, tell me what got you all fired up?  
That’s awesome!  Having those extra 2 shows really made a difference!  Bet you’re looking forward to your commission check!  You know, you now have a whole bunch of new contacts too.  What are your plans for this month? “ 
Review if their short term/long term goals have changed. Also, don’t forget to revisit these goals after 90 days.  Once any goal is reached, ask "What’s the next step?"  Keep them engaged! If recruiting wasn’t in their 1st 90 days goals, it will be in this plan.
“You’ve gone this far in 90 days, imagine if we work on a larger goal.  Imagine 1 recruit a month for 6 months, how would that transform your biz?”

I remind them that a team is the easy way to make money.  Show them what they’ve achieved, and let them know you believe in them and in what they will do.  Here’s a quote I heard, “A leader is someone who has enough belief in others until theirs has a chance to catch up.”  Paint a picture of what’s possible.  Because with The Pampered Chef, It’s there if they want it.   
For each team member, action steps and follow up are key.  Coaching calls are set up with accountability.  If there’s an interested group in a particular subject, consider a focus group.  
Here’s a couple of activities & expectations you can use with your team.
Team activities:
My team knows that Full Service Checkout is the norm at every show.  Again, the leader sets the expectations and the bar.   The business opportunity is always asked first.  Why bother sparking interest and using recruiting seeds or activities if you aren’t checking with each and every guest to see who wants to know more?  If you do not ask, you not only wasted your time, you wasted theirs.  It’s not fair to talk to someone about this fabulous fun opportunity without letting them know they can have it too and how to get it.  Otherwise you’re just bragging and that’s just mean.  It’s like talking about this delicious and amazing dessert, and telling them how much you love it, taking a bite in front of them and then not offering them a taste!  

Ask for a list of 5 people 
· Who they want to work with, or

· Who they believe would be great at PC, or 
· that PC would be great for them

· Who needs an upgrade in their quality of life?  
Go back and do a FSCO call with past hosts and guests who may not have been asked to consider the business.  We practice word choices.  There are great scripts on consultant’s corner (Morning After Calls, Out of the Blue).  Do a search, type in call and you’ll be amazed with the amount of word choices at your fingertips!
Topic 2: How to develop a team recruiting culture. 

· Teach about the financial rewards of team-building – Chrystal
Leadership Perks:
Do a team growth stacking game for being a director and for being an advanced director.  Yes, your paycheck pretty much doubles as a director and it’s even more as an AD.  ( Ask someone to help demo the stacking game…visual…)
· Free products, 
· Bigger product discounts, 
· Bonus leader training opportunities, 
· More recognition

· Bonus points for those fab trips.  
What else is great about being a leader?  Make a stack of all these GREAT perks and show them all they get for being a leader.  What do YOU love about the Pampered Chef?  Share that with your team!  Always plant seeds of being a leader.  Which brings us to the next topic -  Communicate the satisfaction of recruiting. 
Who here has experienced the extra and intangible perks of being a leader?  I have personally experienced the following, both apply to me and for the teammate:
· Personal growth – did not expect this when I became a consultant the amount of growth I’d experience!  I’m terrified about Public Speaking, but here I am standing before you reaching outside my comfort zone.  I know that with each new speaking engagement, I will improve and become polished.  
· Sharing the excitement in celebrating accomplished goals – both my personal and theirs
· The improved quality of life   – more family time & ability to do activities
· Less stress &less financial strain 
· An increase in confidence in your teammate

· My kid’s pride in me as a successful biz owner and leader – every time I have a visitor, my kids ask if they’re on the team.  Or if I stop and chat with someone, they ask if they’ll be on the team.  Even my kids have that expectation of asking everyone!
· Being thanked for having introduced them to the opportunity – one of my favorites…never get tired of hearing it because I know how this business has changed my life and I know they’re sincere in gratitude that someone introduced them to the business.
Our biz is about connections and relationships.  Just as it’s good customer service to take the time for our hosts and customers, it’s good leadership to take the time for our team.  What excites them?  What’s their dream?  What services and training does each one need?  It shows you care and it helps them start believing in what they can and will do.  Be genuine, be sincere.  Keep them engaged.  For anyone who indicates an interest in leadership, coach them to success.  Use the Grow with us Booklet & the Director Express training.    Don’t  wait for them to approach you….ask everyone.  Do a personal and individual invitation to each team member.  Again, no prejudging.  You do not know who might want to step up their business, or who may want to be a leader unless you ask.  We ask everyone about the business and about hosting, well as leaders you ask everyone on the team about promoting to the next level.
Just like the recruiting interview is about the lead and not the consultant, so is being a leader.  Having each teammate grow a team is about them and not about you.  When you stop worrying about YOUR numbers and what YOU want them to do, you’ll see a change in your team.  They will work because it is for THEMSELVES and THEIR goals and dreams.  
So, let’s talk about Making it easy for Consultants to recruit 
Explain it isn’t the consultant’s job to get each person signed, but it is their job to inform AND invite each person to the biz.  The decision to join is a personal one and completely up to the lead.  If the consultant got to a concrete yes or no, after informing them about what we have to offer, then kudos…a job well done!

Cook N Books – training and opportunity events.  Fixed dates so that your team can invite the hesitant leads.  
“I’d love for you to come as a guest to our upcoming team time.  We munch on yummy PC recipes, celebrate and cheer each other on and get some great tips and ideas for our business.  Come see “behind the apron” and see how fun our team is.  You’ll have fun, learn more about how easy our business is and I get to earn a ticket for bringing a guest!”
Kick Off Shows to demonstrate – You do the talking & they do the cooking…you’re there to give them word choices to get them going with bookings, leads and possibly a new recruit from the get go.  

Create a list together of who they think would love our flexible & fun business.  Then do 3 way recruiting interviews.  Before making the call, ask your consultant why the friend may not be able to say yes.  Review the objection and how you can reply.  No’s are part of the business, but it’s good to know that they aren’t personal and a reason to be discouraged.
You can do a Jump Start the Biz show for more seasoned consultants who are now interested in Stepping Up their biz.  BUT, make sure they’ve earned your time.  Ask that they have 4 shows on the books for the 4 hours you will be helping at their show.  

Include recruiting regularly – at meetings, when they call you to update you on their shows or booths.  When you have your scheduled coaching call.   Again, go over your guide to supporting new consultants.   On consultant’s corner, look at the Recruiting Red Flags handout, Responding to Objections.
Ask those awesome questions our company has provided:

· Who was excited?  
· Who couldn’t stop asking questions?  
· Was there anyone who could use extra income?  
· Was there someone you thought would be awesome as a consultant?

Teach them to teach – Have them shadow you.  Instill comfort and confidence and show them it’s easy and that they can do this.  Keep it simple.

Offer to do the recruiting interview for them.  They simply have to see who wants to know more, and their director will do the rest.  Then, all they need to do is send their info to you to interview.  Relieves the pressure.  Each team member is welcomed and encouraged to listen in or meet for coffee with the lead as on the job training during a recruiting interview – whether it’s a personal lead or not.  
For those who weren’t able to be a part of the interview, I’ll  call to update them about their lead and use it as a recruiting coaching call.  I basically go over key questions of an interview and the person’s response.  I review on how I responded to the lead’s questions and objections.  

· What do you know about the Pampered Chef?  

· What excites you most about the business?  

· What does your family think?  

· How many shows a week are you planning on having?

I basically go over key questions of an interview and the person’s response.  They hear the common objections and questions as well as how I respond to them.  Before long, they see the interview is basically the same questions and that’s it’s all about the lead and the lead’s needs.  
Before long, they’re doing the interviews on their own without realizing it.  When they call to let me know what they’ve shared with each person and how THEY handled the objections.  I congratulate them for officially doing their very own interview, and for doing it well!  
· Whoo Whoo!!!  You were amazing!  Do you realize that you informed them about the biz and responded really well to their concerns!  Great Job!  Congrats on your 1st solo interview!  I’m really proud of you!!
I send emails h about recruiting  and a suggested online training from consultant’s corner. 

Also, let your team  know you’ll help them in the training of new recruits, some are worried they will not be able to help their new consultant.  They need to know that you are there to support and help not only in growing their team, but in their training and success as well.  It’s all on the job training with each and every step.  Just as you are teaching them the ropes of being a consultant in their 1st 90 days, you are also teaching them to lead.  Again, TEACH THEM TO TEACH OTHERS.  When you do this, you are helping them maximize their potential and enabling them to do the same for others.  It’s empowering and amazing to see in action.
Invite your team to join you at your cooking shows.  Like with any job, pt or not, they are expected to have on the job training in the beginning.  Same with the Pampered Chef, they need to take time in the 1st week or before to come and observe you in action.  Set up that expectation.  They will see you using the booking and recruiting seeds and they’ll see you asking EVERYONE about the business. It’s just what we do.   If you aren’t doing it at your shows, I can promise you will if they are watching you!  
Next topic:  How to motivate with team recruiting goals and recognition –  Chrystal Zidon
Me: Meaningful team goals  
I love the beat your best challenge – I keep the team updated in our weekly newsletter.  It’s important to set goals as an organization – a common goal and their individual role in those goals.  The leader is setting the direction, so where is your organization heading?  What are those short term and long term goals for the group?  Do you have an action plan?  How about a timeline?  Our team has a motto, “we don’t do minimums”.   We are always establishing the bar and pace for the next level.  We don’t want a minimum team making minimum wages.     
The leader must always be recruiting too.  This ensures that your numbers are being met, that your team is growing and relieves your anxiety and stress about the team having to hit the activity level YOU need.  Always have that extra bubble.  We tell our consultants to have an extra show or two in case of cancellations, right?  Well, you want to have an extra or two consultants in case a team member takes a breather.  As an AD, you want an extra director for the same reason.  Stressing and pushing a minimal team is no fun for them, and no fun for you.  You’ll see your consultants avoid your calls because they know you’re calling them because you see them as a show rather than helping them through an obstacle.  
So, we worked hard and we did it!  Let’s focus on recognition:

Celebrate their individual accomplishment, their individual role in team goals accomplishment, as well as team accomplishments as a whole.  We always refer to ourselves always as a unit, because we are one big happy, dysfunctional family! Let them know how you feel about them.  I share how blessed I feel to be a part of an amazing team and that I get to work with them, together in building the best team.  We’re working on not only being the biggest in the area, but also the best.  We are Director Makers!  
Weekly newsletter with updates – Hot Tamale Stats - Top in sales, shows, recruits.  We also recognize consistency…because THAT is a sign of a healthy business. I also include our leader stats to show that we are also working our biz & that we are doing what we are asking of them too.    Show what your check would be as a C, D and AD.  
For example:

“A MAJOR CONGRATS to Melody Lake!  She worked her June like a FIRECRACKER!!  Her team has exploded and went from 2 to 7 team members!!!   You are amazing and your empire is establishing itself!!!  WHOO WHOOO!!!!!”
Wahoo Wagon Newsletters – Anyone who shares something exciting in their biz is sent to the team.  I include the action taken that got the result.  This not only recognizes the individual, but helps others with something they can try.  We want to recognize the behavior that gives us the results we want.   Reinforce belief and recognize behavior – consistently and often.  It’s fun to see others congratulate each other and also to start a chain email with every team member’s actions and results.  One day, I want to be able to brag that we had a Wahoo Wagon email that ran for a whole month!
An example: 

Kudos and Watch out for Ms. Laura Fischer!!  She had 1 show and it was over $1000 in Sales!!  Within 2 hours and a couple of calls and texts, she picked up $500 in sales to hit Level 1!!!   Gotta Love It!!  
Another Way to Go and Wowee to Ms. Susan Hammert!  While on vacation, she did a Mega Show and picked up over $2,000 in Sales!!  You are FANTABULOUS!!!!   Whoo Hoooo!!!  She's also drummed up interest for her July shows simply by carrying her catalog tote while registering her daughter for dance class!! Love it!!

Allow your team to participate in meetings and to handle specific training sections (product, recipe, check in, specific topics).  Also ask them to give testamonials.  Do brain storming, casual round table discussions at meetings.  Allow for tooting your horn moments.  
Reserved Seating and Balloons for Promotions – At our cluster meetings, we recognize everyone’s activity and we make a BIG deal for every promotion.   When they promote to TL or above, they get reserved seating and balloons.  One star & 2 latex balloons to represent their team.  Director promotions get reserved seating too, but their balloon bouquet is one star & 6 latex balloons.   I let the balloons spread out in the room before the meeting, and then as we’re recognizing him/her, I grab the star and begin the personal story of the consultant who decided she wanted to share the beauty of our biz.  I then gather one latex balloon at a time and talk about how sharing the opportunity grew their team.  Personalize it, it makes it more meaningful.  Also, I mention how much they will be loving those HO leads.  Again, all because they worked their biz with 3 contacts a day consistently.
In addition, my new team leader gets a red apron from Merrill.  We discuss that red is a director’s color because RED means Recruiting Equals Directorship.  That they are on their way to becoming a leader, and that I cannot wait to embroider their name on their new apron when they promote to the next level.
Once they promote to Directors, because they will, I embroider their name on the apron in celebration and acknowledgement of their milestone.   The red apron is a great visual and also draws guest comments. Great opportunity for them to explain that they are leaders and looking for others who want the same.  
Step Up Your Biz –  Chrystal Zidon
Me: Specific Training Activities: 
You can find specific training on consultant’s corner on the following activities.  Encourage your team to take the training, and demonstrate these activities at your meetings.  Help them create their own style and story.  Instill that belief again on how awesome they are and where they are heading.  It’s not if they get there, it’s when they get there.  Because, with the Pampered Chef, it’s there for everyone who wants it!  Make sure you too are consistently training.  Stay updated on the business and become a student yourself.  
This is what I tell my team…

YOU are the business.  Hosts and guests will want to book and join because they like YOU & your style.  Be yourself, it’s encouraged.  Your excitement, your passion...the fun…it’s what’s contagious.  Be a party PRO and not a party pooper.  Ask everyone!  No prejudging.  It’s not fair for you to decide for them.  It’s not up to us to determine if they’re interested, if they’ll be successful, if they have time, etc.   You are going to have people say no…go for no…it’s a sign you are working your biz when you hear no…so, that’s a GOOD thing…it means you asked.  It’s the law of timing and averages…you have to go through the no’s to get to the yeses.  It may be a good time now, when it wasn’t 2 months ago.  The key is you keep working your biz…you go through enough no’s until you get more than you needed in terms of yeses.  So, who can your team invite & how?
· Show hosts 

Everyone on my team understands that we need to review ALL host rewards with each host, and that includes mentioning the kit credit.  Perfect opportunity to introduce the biz opportunity.  They can highlight the fact that they can use this credit and launch their own business.  Recruiting seeds with each phone call and in prep time on show day.  
· Show guests 

· Personal Story – I’m so glad I was asked (think about this because we’ll be asking you again at the end of the workshop).  What are they passionate and love about the business?  Use the 5 questions to help them develop their story.

· Why Bag

· Ticket Activity

· FSCO – chocolate cake

· 3 envelope game – share at meetings and at shows -  envelope 1 $400 =  1 show a week, Envelope 2 $800 - $1000 =  2 shows a week, 3rd envelope = Director Paycheck.  Awesome way to show numbers. Great visual at meetings and shows
Use the Discover Us Flyer - If I gave you this to take home, would you read it?

· Follow up with leads 


Follow up within 24-48 hours.  Call when you say you will!  Just simply call and say, “So, what did you think?”  Keep it in one place…doesn’t matter what you use, just so long as you are following up.  The interest is greatest right after your show or after your last conversation.  I enter into P3 any leads, and print a monthly report…add names as I generate new leads.  Use your phone, a binder.
· Expect & Know How to Handle objections 

Good to practice, at meetings and privately.  Allow them to get comfortable and know it’s just part of the process.  What would they say?  Others?  Practice will give them the confidence.  We all fumble in the beginning, but we only improve with repetition.   Let them hear you, allowing them to be the customer, lead, etc.  THEN have the roles reversed and have them practice on you.  They need to practice at home and out loud too.  Do this at meetings, during your coaching calls, etc.  
· Do Mock Recruiting interviews at Meetings and encourage your team to do practice interviews on their friends and family.  I actually got a recruit when practicing on a friend!
· Generate leads outside of Shows 

Anytime you hand out anything, you MUST be sure you are getting contact info for the follow up.  You are not asking and telling your new contact everything about PC.  You are doing a 30 sec commercial, a teaser about TPC so that they WANT to know more.  It’s natural that they give you their contact info so that you CAN tell them more.  It’s in the follow up that you will tell them all the awesomeness that is the Pampered Chef.

Be prepared – Logowear & Catalog Tote.  Be friendly, approachable and dressed appropriately.  Go individually or as a group.   
During Errands  -  Make it a game…take 5 mini catalogs and do not allow yourself to come home until you have exchanged that catalog for contact info.  

Survey –  Go to a line and start asking each person if they are familiar with TPC.  Or, has the economy had a direct effect on their family’s budget and lifestyle?  
Where’s the Lead Activity
Train the brain to Listen, Listen, Listen – red flags are everywhere

Word Choices

· Have you heard of the Pampered Chef?

· When was the last time you had fun?

· Need an extra $500 a month?

· Do you have more month than paycheck?

· Want more?  More time, more fun, more money?

· You’ve never heard of the Pampered Chef?  It’s a lifesaver!

· I have a bag that says, “Ask me how…”   When I hear, how?...I reply with How to get free goodies or how to make more money?   Either way they reply, I start with the biz opportunity…we do get free goodies as consultants, right?

Recipe Cards, Booths, Potlucks, Pamper a Business

Some of these activities may lead to cooking shows, but do remember that these hosts are all potential recruits!
So, let’s wrap up a bit.  I’d like for you to think of 3 things you’ll try by the end of this month.  What will you tweak in your approach with your team?

Also, I’d like for you to jot down why your life is better because of PC.  What perks have you personally experienced as a leader?  How many people have you helped because you asked?  How many more do you want to help?  How many leaders will you help experience the same?

Bottom line:  Get excited about your business and your team.  See the potential and help each one get there.  Be passionate and share your enthusiasm with everyone.  Set the bar and expectation from the start, and be sure that you are meeting and exceeding those expectations yourself.  
Train yourself and your team to be intentional about your business, to attend to income producing activities first.  Believe in each and every team member and invest the time to help them reach their goal.  A motto I like:  Do – Get – Repeat.

Thanks so much for your time and attention.  I truly hope there were a couple of things that you’ll use for your business and team.  

