	Please listen to the 

New Consultant Welcome Call:

Call: (559) 546-1199

Access Code:  837591#

Reference Code: #  (35-minute call)
	
	1a-For our call today, we are going to walk through the Getting Started Resource Center and Consultant Conn together.  So that we are looking at the same page on our computers, let’s log in together and I will need your consultant # and passcode to do that.
	
	1b- If they are uncomfortable sharing their code, say “In the instance that you are ever out of town & need help submitting a show, I can help you do that.  Or, if your computer crashes & you don’t have access to your information, I will have it on file.” 

	2-Let’s look at Consultant Connection first. 

Let’s do a business check in together:  1. Update show calendar 2. Check your take action items 3. Review business summary. 4.  Look at performance tracker.  5. Go to New Consultant Rewards Tracker   
	
	3-Let’s go to the Getting Started Resource Center together.  Review how to pull up the checklist and resources under each section.  What questions do you have about this resource?
	
	4-Direct them to the Online Trg Center.  

Point out New Consultant Courses - entered into a drawing for completing all.  Encourage not to take all the courses at once.  We will assign courses as we go.  Encourage to take the Cons Conn Essentials course

	1- Congratulations on starting your business!  I am really excited to help you get off to a great start & help you achieve the goals you have set for yourself.  
	
	2 - Do you have your green Getting Started workbook?  Let’s start by taking a look at page 4 together.
	
	3 - What do you want to accomplish with your Pampered Chef business?   What will that allow you to have that you don’t currently have?

	4 - How much money do you want to earn each month?  How many shows do you want to do each week?
	
	5 -Looking at the two charts below, do your earning goals match up to the amount of shows you want to do?  So you are committing to do ____ shows a month, is that correct?  
	
	6 -What did you put for how many team members you wanted to recruit in your first 90 days?  (You will be doing people a favor by sharing the business & promote to Sr Consultant & earn even more!) Consultant or Director Track?

	7- Tell me what you put on your Pampered Chef Dollar wish list on page 6.  How many PChef dollars do you want to earn in your first 30 days?  90 days?
	
	8- Did you mark your 30 –day and 90-day dates on your calendar for your Pampered Chef dollar earning period?
	
	9- On the welcome call, we asked you to block out personal time & family commitments in pink – did you do that?

	10 – Schedule next two training dates on calendar in blue (Team Trg/Recipe Night)   Also, let’s schedule for you to observe a Training show with a Director.
	
	11-Get in the habit of marking the 13th of the month and the 28th of the month each month as dates you want to have shows submitted by in order to be paid twice a month. (Green by Fifteen)
	
	12 – (If already had a Kickoff Show) Did everyone you invited come to your kickoff show?  Encourage them to hold another “Practice Show” or “Point & Laugh” show & invite those who didn’t attend their kickoff to come try out a recipe & “point & laugh” while they practice their first show.  Low pressure & a lot of fun.

	13 –(If no Kickoff Show) What are the dates of your two Grand Opening Shows? (A weeknight and a weekend date)
	
	14-What cooking show dates do you already have scheduled on your calendar in green? (Record host names & show dates on New Cons Record)
	
	15-Do you have your next available dates that you can do shows in the next 30 days?  Encourage them to overbook (if goal is 4, book 6/goal is 8, book 10)

	16-Did you block off two hours this week for your phone time?  Help identify 15, 30-minute or 1-hour time blocks at various times of the day – some daytime and some evening.
	
	17 –Now turn to page 8.  Do you see where it says Step 1?  (Director read step one script inserting their name)  Ask if that sounded like you were reading a script. (no) Now I want you to try Step 2:  (allow new consultant to read script). You did a great job!  Are you comfortable using this script to make your calls?
	
	18 a – When in the next 2-3 days do you have time to make those calls?  Now I want you to know that not everybody is going to say yes and that is okay.  That is just part of our job and we try to make getting those nos a positive thing.  

	18b -I want you to realize that typically one in four people will say yes so that means you are going to get a lot of nos.   If you are getting nos that is a positive thing because it means you are getting closer to your yes.
	
	18 c – So I want you to track your no’s – every time you get a no, write it down & you can tell me how many no’s you got when we talk again.  We call it “Going for No!”
	
	19 – Now let’s talk about who to call.  Were you able to complete your list of 40 names?  Let’s talk about ten people you want to call first.  Tell me their names & why you think they might like ot have a show (write these names down as they give them to you.)

	20-On the welcome call we had talked about picking two friends you might like to start the business with, what two names are on your list? (Make note of the names)  Why don’t we see if we can set up a time where the three of us could talk about whether this might be a great opportunity for them?
	
	21 – Confirm next support call date and time.  What are 2-3 things you want to do for your business in the next week?
(Record on New Cons record)
	
	22 – ACTION ITEMS:

Take the “Host Coaching” & “Sharing the Opportunity” online training courses before our next call.

	1-Review Action Steps from last call.  What did you learn about sharing the oppty that surprised you?
	
	2-Telling Your Story: 1 –What was your situation before joining PChef? 2 – What were you looking for from the business? 3 –What was a concern you had about joining & how did you solve it? 4-How is your life better b/c of PChef? 5-What do you hope to accomplish in the next 1-3 years with your business?
	
	3-Tell me your story using the five questions. (Help to develop story if they need help)  Are you comfortable sharing your story?

	4-There will be people @ your show that need PChef but didn’t come to the show looking for it.  If you share your story and also add “New Consultants can earn about $100 a show.  IF you were to work 1 show a week, on avg you could earn $400 a month”  
	
	4b – “If you did 2 shows/wk, you could earn on avg $800-$1000 a mo.  What could an extra $400 or $1000 do for your family right now?  If it could help, I invite you to take a look at more information tonight?”  Be sure to follow up with the invitation during your full-service checkout.
	
	5- Are you comfortable using the ticket activity during the close of your show to generate interest in the business?

	6-What did you learn about Host coaching that you didn’t learn before?
How do you create excitement w/your host? (Develop wish list)  
	
	7-How do you explain the host program to your hosts (Stress importance of coaching to $1000 level)
	
	8- How has ATTENDANCE been at your shows? Coach hosts to invite at least 40 & here is why – 1/3 – ½ won’t come & we want 15 – 20 in attendance)

	9- What will you do to help close your shows within two days? (Set time w/ Host before leaving show & write on calendar)
	
	10-Do you have time set aside each week for your host coaching calls?  (It is important to touch base with each host every week.)
	
	11-Did you make copies of the Host Coaching Checklist?  File behind Jan – Dec tabs w/Host/Guest/Consultant specials for each month.

	12 – Confirm next support call date and time.  What are 2-3 things you want to do for your business in the next week? (record on New Cons Record)
	
	13:  ACTION ITEMS see p 16:
Download  “Cooking Show Quick” guide 

Watch the Getting Started DVD

Take “Your Cooking Show” online trg
	
	1 – Review Action Steps from last call.  What were the 2 most important things you learned from the Cooking Show course and the Cooking Show Quick guide?

	2 –Are you comfortable w the elements of your show: Strong opening, booking slide, strong close/ticket game/door prize, full-service checkout?
	
	3-How have you used the Full-service checkout?  What’s working?  What would you like to improve on?
	
	4-What will you do at your next shows to create a fun experience for your guests?

	5-Remind them the best training for this is to come observe a Director’s show and attend the next Recipe Night.
	
	6 – Confirm next support call date and time.  What are 2-3 things you want to do for your business in the next week?

(Record on New Cons record)
	
	7 – ACTION ITEMS:
Expand your product knowledge – p. 17

Take the “Customer Care” online training course.

	1 – Review Action Steps from last call.  What were the 2 most important things you learned from the Customer Care course?
	
	2 –What is your plan for following up with your guest?  What is your plan for tracking your calls? (Director offer tips if need it)
	
	3 –If you haven’t already started using your “Go For No” Tracker, customer care is a great place to start.  How many cc calls will you make this week?

	4 –Confirm next support call date and time.  What are 2-3 things you want to do for your business in the next week?

(Record on New Cons record)
	
	1 – Review Action Steps from last call.  
What are you most proud of so far?

Celebrate their accomplishments.
	
	2 – I would love to show you how you can make more money doing the same amount of shows. Would you be willing to sit down together so we could talk about what promoting to T Leader or Director could mean for you and your family?

	3 – Invite them to be a part of the next Step Up program or Destination Director program, depending on where they are at.  Schedule “Grow w/Us” Interview.
	
	Talk to new consultants after every cooking show and ask:
1 – How many guest were @ the show?

2 – Who did you book shows with?  What are the dates?
	
	3 – Who did you meet that might be interested in the business?  Did you set up an interview?  If not, can we set one up together?


