Today you are going to learn how to help new consultants make the most of their first 90 days. You'll learn how to maximize: 
The interview 
Grand Opening Shows 
New Consultant Rewards Program 

You will learn ways to proactively help instead of simply hoping your newest team members will get full calendars and their first recruits. 

Maximize the Interview 
Duplicate yourself - use materials available instead of creating your own: 

Supporting New Consultants Booklet 

Come Join us Brochure - use at the interview (should last 20 - 30 mins.): 
What has enticed you about starting the business? 
What is your dream? 
Business Information & Our Mission 
Your Success is our priority 
You'll find business everywhere - have them identify people from each area 
Our earning opportunity offers you flexibility and freedom! Outline both ways to earn. Identify team members 
Call potential team members together! 
Set up call after submitting the consultant agreement 

Put the new consultant kit together at the interview using the quick start box. 

Once you understand what motivates your potential consultants, you can paint a clear picture of the business activity they'll want to do. 


Set Goals Together and Helping New consultants Book Shows 
Choosing a goal and sticking to it changes everything! 
A Dream with a Deadline - handout business guide page 8 
Identify your personal goals 
1 show a week to have a night out from kids 
Determine your income goals 
Didn't have a goal, but within 6 months, started paying for both car payments. 
A goal is meaningful when it is personally important to the consultant. 
Goal setting is something you'll help consultants to do again and again. 
Every 6 - 12 months we revisit our goals 
Supporting new consultants pages 4 & 5, Ask questions such as: 
How many shows would you like to do each week? 
What about the business excites you? 
How much would you like to earn each month? If it's $500 a month, what is it for? The key is that the Consultant knows why that specific amount is important. 
What would that $ allow you to have that you don't have now? 
What would you like your business to look like one year from now? 
What personal goals would you like to achieve with the Pampered Chef? 
If they're not sure what they really want from the business, work with them to set meaningful goals. Calculate the number of shows needed to reach those goals. 
Recommend following the 3-2-1 Success Plan on page 7 of the business guide. 
Plan calendar (print off 3 for new consultant/3 for recruiter)- personal obligations, cluster meetings, and Cook & Book training. Personally - Circle open, highlight unavailable dates, pencil in commitments 
Identify show dates (try to book 6 - 8 shows in first month) 
Time for making phone calls - make it a habit: lunch/break time, power hour (15 mins. Booking, 15 mins. Recruiting, 15 mins. Customer Care Calls, and 15 mins. Hostess Coaching) If they can't manage their time to get on the phone, then ask: If it was worth $1000 to you, when would you make phone calls within the next week? 
Schedule Grand Opening Shows 

Grand Opening Shows 
Many different ways to handle 
Some refer to as GO Shows 
Have within 7 to 10 business days of joining 
I encourage new consultants set up 2 GO shows close together. 
Ex. Fri p.m./Sat a.m. 
Host coach - Send invitations, e-vites, and make follow up phone calls 
At GO shows, have mystery host show and give away the host benefits. More people will attend and shop! 
Use show presentation cards and product cards - printable CD in business guide and on consultant's corner 

Personal Experiences: 
When the recruit hasn't hosted a show, but has joined, I go with them to the GO, and they receive all of the sales. 
When a host is on the fence about joining and decides to join before closing, I keep $300 of the sales and they keep the rest. This allows him/her to use the kit credit. 
If a host already knows he/she wants to join and money is no object, we go immediately to the scheduled show being the kickoff show. 
At the GO show, I do the welcome, host program, order form. Both of us do the hands on recipe. I share my story and have consultant share her story, followed by ticket activity. The new consultant does full service checkout and I begin cleaning up. 
Cute idea: photocopy a hand, "write your name & number" if willing to give the new consultant a high five to help her have a successful start with her business. 
By doing the GO show, you help the new consultant generate bookings, recruit leads, and most consultants submit $1250 in sales in first 30 days. 
If you aren't already doing this, can you pick two dates out of the month on your calendar to do begin helping your new consultants? 

Generate a list of 100 - Business Guide pgs. 11 & 12, Supporting New consultants pgs. 4 -5, and pg. 24. Cook & Book training?This also sets them up for 3 contacts a day. Most say, "I don't know 100 people, but by doing the cook and book activity, they say, "I didn't know that I knew so many people." 

Incentive for team meetings = give away a prize to the consultant that made 3 contacts a day for the month. Develop a chart for keeping track of leads. 

Teach the new consultant to book in close. During calls to those on the list, let them know they will receive a thank you gift from Pampered Chef for helping kickoff my business in first 30 days. 

Make sure 4 shows are booked before the kit agreement is submitted. One of the first questions I automatically ask, "Who do you know that doesn't live locally? Contact them to hold catalog shows within the first 30 days. If they are traveling to visit with out of towners, do a show while visiting." We have covered at least 5 other states in addition to where our team lives. 

Review New Consultant Rewards program - Walk through with them. 
Use PC Dollars for paperwork, products, and conference registration. Everything you do in your first 30 days will be doubled. 4 shows = 100, $1250 = 100, new consultant = 150. 

As soon as they achieve, congratulate and let them know how far away they are from achieving next level. One of my new consultants recently held 4 shows, $1250 in sales, earned the monthly promotion of an extra hundred PC $, and signed one consultant. She earned 450 PC $ in her first 30 days. 

I reward each new consultant with $25 when $1250 is submitted in first 30 days. When the new career plan was announced, I offered an incentive from January through March. When the recruiter signed a new consultant and the new consultant achieved $1250 in sales, I rewarded the recruiter with $25. It added 3 senior consultants to my team by April 1st. 

While the new consultant waits for the products to arrive, encourage online training, new consultant calls (McGovern cluster has recorded calls), follow up call with recruiter, enter personal goals on Consultant connection. 

First online classes - take achieving your goals and prospecting: Finding Business everywhere. Use online training guide after course has been completed. Entered into sweepstakes with Pampered Chef for $25 Merrill gift certificates. 

Have an incentive, if you take all 8 online training courses in your first 30 days, one cluster meeting/one cook and book, qualify in 30 days, purchase 250 business cards. 

3-2-1 Business Building Teleclass 

Observe a cooking show - director or another consultant on the team 

Ask new consultant, who do you know that doesn't live locally? Contact them to hold catalog shows within first 30 days. 

Any vacations scheduled with family & friends, schedule a cooking class while visiting. 

BE sure to offer Cook and Book at least once a month! Two hour training found in Guide to Supporting New Consultants pgs. 21 - 25. 

We focus on a new consultant recipe that shows off higher dollar products. Ex. Strawberry Amaretto Pastries, California Chicken Pizza, Summer Berry Shortcakes, Jalapeno Popper Pizzas to name a few. 

Maximize the booking area of the training! The "book" activity should take 30 mins and is found in your handout. At the end of the training, I have consultants complete the survey. 

Comments from Cook and Book: 
I loved seeing the product information cards implemented into the show. They definitely help explain more about the products that you don't think to tell. 

I loved seeing how easy the recipe was to make. You never know until you try it and I probably wouldn't have made it had it not been for your training! 

My goal right now is to make more follow up calls and not be afraid to pick up the phone. 

The lifestyle change I chose was buying a new car! 

Give consultants guidance with prospecting calls. Refer to page 30 of Supporting new consultants guide in your handouts or page 10 in the business guide. 

As a recruiter, utilize consultant connection and set up weekly support calls to help your new consultant maximize everything possible: 

Goal -Setting - establish a productive relationship with your new consultant. Set expectations that will help the new consultant succeed. 

Welcome New Consultant - recommend observing a cooking show, In the cluster newsletter, I provide the towns and dates that I will be in each month. 

After Kit Arrives - review host packets (items will need to be added - outside order forms, host flyers, recruiting promo), do 3 way host coaching calls 

Before a Cooking Show - help your new consultant to be prepared and confident for that first show! I contact my consultants within 1 - 2 days before a scheduled show and ask if there are any last minute questions. In addition I remind them to make sure they do the ticket activity and review questions that maybe asked. 

After a Cooking Show - within 24-48 hours; congratulate on getting through first show, increase ability to generate new bookings and recruit leads 

Recruiting - help your new consultant become confident with offering the business opportunity. I encourage my consultants to bring potential consultants to our opportunity events, cluster meetings, cook and book. 
Recently, I took the cake tester and mailed to potential consultants, "Now is the perfect time to test out the Pampered Chef." 

Customer Care -First Steps -develops customer loyalty and builds your business 
Send email within 24 hours of show and do MAC, follow up within 2 weeks of guests receiving products, call again when new products are revealed, and 11 months from the show date before the one year warranty is up. 

End of the 90 Days - review business activity and confirm goals 

During the weekly support calls, set aside 15 - 20 mins. For each call. It allows you to get to know your consultant personally, set goals, find out what they need to know, nip problems before they get out of hand, you're not wondering what they are doing, and it increases productivity. 

Use consultant connection to take notes on each call. At the end of any given call, set up the next call on your calendar. 

Help New Consultants Recruit 
Success begins with the way we recruit 
Cook and Book Training - 2 hours 
How to share the products with enthusiasm. 
How to host coach, how to get bookings, and getting someone to join the business. 

List of 100 at Cook & Book, $ for those to earn extra $, or a heart for those they would love to work with! 

My friend, ________, has been in the business for ________ years and she would be more able to answer your questions and concerns to see if The Pampered Chef might be the perfect fit. 

Invite 2 people to join with you! Bring a friend and get a pay raise. Bring 2 friends and get another pay raise. 

Identify prospects and have three way conference call together - Reward 

Find 10 people to do practice interviews with using the Come Join us booklet! 

Work together to recruit first hosts 
1. Host coach together - "Thank you for helping ______get started with business. You don't know how much it means to us to have friends or families that we count on to help us to start." 
2. Go through host program 
3. Have you ever thought about owning your own home based business? IF they say "no", ask would you be willing to take information. Any bookings received get passed onto my hosts. 

Help new consultant develop 60 - 90 second story 
I'm not sure who could use some extra income, get out of the house, earn trips, etc. 

At the show, do ticket activity or pass the product 

At the show on the back of door prize slips, write what you would do with $400 a month 

Be sure new consultants are doing Full Service Checkout at every show. You never know what needs are, tell them it's part of your job. Ask every guest! 

At the end of the show, say you received _____bookings. Are you planning to attend the show? If so, would you rather spend $ or make $. You only need to have 4 shows scheduled to try out the business. When you have your business in place, then we will order your kit. 

Debrief after shows for potential recruits 
Who arrived first? Stayed the longest? Asked the most questions? Bought the most? Offered to help you or the host? 

Ahas and action steps 
1. What ahas did you have about getting a new consultant off to a successful start? 
2. What will you do differently at your upcoming interviews? 
3. How will you help new consultants maximize grand opening shows? 
4. What will you stop or start doing at Cook & Book training? 
5. What actions will you take to help new Consultants find their first recruit?
