
KEY TO SYMBOLS

$

Mid-month
$

FedEx® Order Deadline

Commission Checks Mail

Direct Deposit Commission

Last Business Day Orders Due
to Home Office by Midnight CT

Orders Due to Home Office
by Midnight CT

PamperedPartners® Orders Due 
to Home Office by Midnight CT

PamperedPartners® Orders Due 
for Mid-month payment

Mid-month

Mid-month

	 My Goal	 Example

Monthly income goal		  ________		  $500

Commission Rate
(see chart below)	 ÷	 ________	 ÷	 .24

Commissionable sales
needed to submit
per month*	 =	 ________	 =	 $2,500

My show average	 ÷	 ________	 ÷	 $400

Shows needed 
per month	 =	 ________		  6

Monthly Commissionable 
Sales Total

$4,000 and over
$2,500 - $3,999.99
$1,250 - $2,499.99
$750 - $1,249.99

$1 - $749.99

 
Commission %

25%
24%
23%
22%
20%

Commission % After 
$15,000 Career Sales

27%
26%
25%
24%
22%

*� �The highest commission rate you can attain for the month will apply to all 
commissionable sales made during that month.

 My Sales Goals

My Recruiting Goals
I plan to recruit________Consultants.

I will share the opportunity with________ people 
per week. 

My Overall Business Goals
I plan to promote to_________________ by _____________

	 (Directorship level)	 (Date)

I plan to walk across the stage as a new _____________ at:

q Leadership Summit

q National Conference

q Leadership Summit 2008

My Top Performance Cluster goal is: (Mark all that apply.)

q Personal Sales

q Personal Recruiting

q Developing Directors

q First Line Cluster Sales

q Overall Cluster Sales

q Balanced Business

My 2007 incentive program goal is:

Areas I want to improve are: (Please give details.)

q Bookings

q Host coaching

q Recruiting

q Show average

q Customer care

q Goal planning

q Time management/organization

q Other

I plan to improve these areas by attending

q Cluster meetings

q Leadership Summit

q National Conference

q Other

I find the following support:

A. Helpful 	 B. Somewhat helpful 	 C. Not helpful

q Phone contact		  q Videotapes

q Meetings		  q Consultant’s Corner

q Newsletters from Directors	 q Newsletter from Home Office

q E-mail from Directors	 q Other___________________

q Audio tapes		      ________________________

Please rate the following benefits of your Pampered Chef® 

business according to their importance to you:

A. Very important  B. Somewhat important  C. Not important

q Money/Income		  q Personal growth

q Recognition		  q Fun

q Friendships		  q Products

q Career Opportunity	 q Awards/Trips

q Satisfaction of		  q Other___________________
     helping others		      ________________________

Solution Center
7:00 a.m. - 11:00 p.m.
1-888-OUR-CHEF (687-2433)

• �Online product adjustments: Go to Consultant’s 
Corner and then select the Product Adjustment link 
highlighted in the “Frequently Visited Links” box on 
the home page.

E-mail: solution_center@pamperedchef.com

PamperedPartner ® Technical Support
E-mail: pamperedpartner@pamperedchef.com

Hispanic Solution Center
1-888-PC-ÉXITO (72-39486) 

E-mail: pcéxito@pamperedchef.com

Web Site Support
• www.pamperedchef.com
• www.pamperedchef.biz
• ��Consultant’s Corner 

To access Consultant’s Corner, click 
on Consultant Sign In, then enter 
your Consultant number and password. 
Click on the site map for a helpful guide.

E-mail: websupport@pamperedchef.com

Express Information System
(800) 449-CHEF
Open 24 hours, seven days a week
	 • Shipping information
	 • Sample product package orders
	 • Password for Web/PamperedPartner®

	 • Retrieve debit card number
	 • Direct deposit application

Test Kitchens
Voice Mail (630) 261-4059
E-mail: testkitchens@pamperedchef.com
	 • Product Use and Care
	 • Submit recipes and quick tips

Product Development
E-mail: product_sug@pamperedchef.com
	 • Product suggestions (voice mail) (630) 916-1073
	 • �Product suggestions can also be submitted via 

Consultant’s Corner.

Corporate Communications
(630) 792-8160

E-mail: media_inquiries@pamperedchef.com

	 • Local publicity

Charitable Giving Campaigns Info:

	 • corporate_giving@pamperedchef.com

Tele-Class
	 • �Tele-class registration (voice mail) 

(630) 792-7690

Meetings and Incentives
(630) 916-8432

E-mail: meetings@pamperedchef.com

Finance
• ���Debit card payments/issues 

Contact Solution Center

• �Debit card application processing 

(debitcard@pamperedchef.com) (630) 261-8531

• ���Demonstrators insurance (demoins@pamperedchef.com) 

Contact Solution Center

• ���Tax information line 

(taxline@pamperedchef.com) (630) 261-8528

• ���Visa® Card – CHASE 

(800) 347-7887

• ���Certificate of Insurance requests 

(Schwartz Brothers Insurance) 

(800) 229-3016, ext 853

NAME	 CONSULTANT #

PHONE #	 MY RECRUITER

To enable your Director to better support your business goals, please send a copy to your Director. Then, your Director 
can guide you toward reaching your goals all year long. Also, be sure to mark your goals in each month of this worksheet. 
It’s going to be an exciting year!




