Ishee Cluster Director’s Meeting

Overcoming Road Blocks in Personal Recruiting
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Think about your recruiting numbers and your cluster recruiting.  

What do you suppose the numbers on the poster represent?  

(Lots of ideas came out about this.)  

The numbers actually represent the number of recruits/number of shows held.  

For example:  I have 5 recruits and I have done 21 shows.  My number is 5/21.

What do you notice about the numbers in red?  

They are all larger fractions.  The percentage of number of recruits to number of shows is higher.  Most likely these Recruiters are intentional about their recruiting.  

We discussed what was driving the people who had recruited more than 5.  

Here are some of the results:

Alice- Needs the income to cover a portion of their house addition.  The kitchen!

Becca- Needs to promote to UL and beyond.  (Full time income.)

Jen- Needed to promote to Director.  (Income)

Joanie- Needed to promote to Director (Only in the business 9 months and has 10 recruits!)

Kristen – Needed to promote to Director.

Kathie – Needs to promote to next level and income.  Also to earn trips.

Cindy – Needs to promote to next level, and have higher income for upcoming college bills etc.

The difference in the recruiting of these Directors versus others is that they are driven to meet a need and know that recruiting has to be part of meeting that need.  They realize that they can’t do it all with sales nor do they want to.  Their recruiting is intentional!!

Poster #2

Road Blocks in Recruiting

We realize that a portion of our Director Team hasn’t been recruiting like they are capable of doing.  WHY?  This is a big part of the job.  Next we listed lots of possible reasons that people don’t recruit.  Here are the results:

Not fun at their shows



Not prepared with recruiting information

Lack of Show Schedule



Don’t have the words to use

Scared






Worried about the time involved

Fear of Rejection




Don’t want to be pushy

Afraid to lose bookings



Focused on Sales

Make the job look hard



No goals for recruiting – not a focus

Don’t appear duplicatable



Shows are too long

Poor Follow Up




Intimidated


Not Asking





Don’t want responsibility

Don’t interview and build a relationship

Pre-judge

Not attracting people by being approachable
Untrained on recruiting

Talk too much

I approached a topic that didn’t come up because I feel that it impairs some of our Directors.

Do you ever feel like not putting the effort into people since you have had some leave so quickly?  Several responded yes.  

You are a BUSINESS OWNER.  I related this problem to EVERY other business owner.  Grocery stores, drug stores, businesses, offices, all have people that begin a job and train then leave.  It is a part of owning a business that you will have to deal with.  Accept that it may happen even though you train for it not to happen.  Then get over it!

We proceeded to have each Director identify their top 3-5 reasons they haven’t recruited as they are capable of doing (averaging close to 1/month or more).  Next they narrowed it down to their top 2.  We then shared these and helped arrive at possible solutions.  

Here are some possible solutions to increase recruiting:

Schedule follow up appointments for recruiting at the show just as you would schedule a show booking.  Schedule it within 2 days of the show.  Open your calendar to book it so the potential Consultant can see you treat it as an appointment.  Most people will know what they’re doing in the next day or two.  

Potential Consultants are really on a “need to know” basis.  Don’t over inundate them with Pampered Chef specials etc.  

· What is their “why” reason for looking at PC?  How will PC fit that need?  This is what you should focus on.

· The new Consultant needs to know the kit cost is $155 and they need 4 shows now!

Be INTENTIONAL about recruiting.  As a Director you should be looking for recruits as much or more than bookings.  Get to the shows early to build relationships with the guests.   Know your customers so the “asking” is easy and natural.  Try to give out at least 2 packets at every show!!!  “I am a trainer with TPC.  Would you do me a favor and read through this?  I really think you would benefit from it and you would be naturally good because…..”  --------“What about my job interested you tonight?”  OR  “What about my job looks fun?”

Schedule recruiting follow up time on your calendar each week.  This should be a block of time that follows each show.  If you put it on the calendar, you are more likely to make it happen.

Work to build relationships with your hosts.

Use a Reverse Ticket Game with your shows.  ---- Ask your guests questions and give tickets to each who fits the topic.  For example:

· Who has children?

· Who has children and works another job?

· Who loves their daytime job?

This will enable you to know your crowd a little better.  You’ll be able to approach people during the full service check out easier because you know something about them.  

NOTE:  DO THIS AT YOUR CLUSTER MEETING with your team!!  They’ll feel good about doing it at their shows if they’ve seen it done.

