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Instructors: Jana Washatka & Tonya Houk

Types of Booths 

· 
Job Fairs (bring super starter kit!)
· 
Holiday Open Houses/ Fairs
· 
Vendor/Craft Fairs at Schools
To find local fairs, contact local Chamber of Commerce for a list!

Talk to others in direct sales for leads on fairs.

Consider your budget.  Look to see if it’s worth the investment. (Ask about even history, expected attendance, target audience, date and time of event, per hour cost per consultant working booth, exclusivity rights…make sure there is only ONE PC person with a booth!)

Do fairs every month if possible!

Get contract ASAP and hold onto it. IF you can’t do it, pass it along to your downline.

Setting up the display

· 
Use small fake tree with lights strung on it to attract attention.
· 
Use a banner/sign on every angle/side of table so people walking by can identify it’s Pampered Chef in 3 seconds or less!
· 
Use brand new tools (i.e. buy new ones just for the booth!)
· 
Vary the height of items on display (put boxes under tablecloth) for interest
· 
DO a drawing (Enter to win a _________________)
· 
Have a professional image! (Don’t wear sweats!)
Have a contact list (cell number) for each participating consultant.

FOLLOWUP is KEY! Devote 1-3 days after the event to follow up. Don’t do the event if you can’t do the followup!

Set personal goals for booth, such as how many people you want to talk to in order to get bookings/recruits.

On average, you have 3 minutes per person to talk to them.

Ask questions: 

· 
Are you familiar with PC?
· 
Do you have a consultant? (IF they do, don’t waste your time! They will take a catalog and call THEIR consultant to order!)
· 
Have you ever been to a cooking show?
· 
What is your favorite product? Where did you buy it?
Booking Tools – Collections (Cookware, Stoneware, SA)

Make sure to have host special (for the month you want to book) on display

Bring bookings binder

Have TV with built-in VCR and play “Kitchen Show Live”

***NO EATING, DRINKING, OR TALKING ON CELL PHONE IN BOOTH!***

Give away recipe cards.

Fill out survey slips for them (so you can read handwriting) OR read back their info to them.

Always have calendar handy and mark open dates.

For bridal expos, schedule a show with brides who are getting married in 2-3 years.

Have an open house planned and invite them to come!

Getting to “Yes”

Instructors: Sheli Tuzzolino & Chris Laurich

90% of people who sign are from shows.

They see what you do and judge what you do.

2 shows a week, 8 will make you GREAT!

Start at host coaching stage- Ask Hosts!

“Have you ever given any thought to this?”

“Would you like to learn more about the Pampered Chef opportunity? I’d love to meet with you and talk in more detail about it.”

Inform and ask at EVERY show!

There are at least 5 recruiting leads at every show of 12 guests.

· 
Host’s best friend
· 
Host’s mother
· 
The PC Junkie
· 
The Social Butterfly
· 
The last person to leave
· 
The person with a need (just lost job, need to pay off debt….etc)
**Meet and greet each person at the show. Mingle! Be one of the guests!***

DO:

1. 
Make job look easy – Don’t take a lot of product. Be sure to take the host special for the month you want to book.

2. 
Make 1 recipe. Talk a lot about the products and add food tips.

3. 
When you pick up an item that you earned free, say “I got this as part of my benefits package for being a consultant!”

4. 
Mingle and greet guests without the apron.

5. 
Try to bond with at least one other person in the group. Ask her to help out.

6. 
Address everyone by their name.

Ask:

“Who is new to PC?” These are your potential hosts.

“Who are the veterans?” These are your potential recruits.

Objections: (Come up with what to say to these common objections.

“I don’t have the money”

“I’m too shy”

“I don’t know anyone”

“I’m too busy”

“It’s not the right time”

“I can’t cook”

Natural enthusiasm is important!

Some words to say, to sprinkle it into your show:

Say at the introduction, “Tell me your name and what you can do with an extra $400/month!”

Say, “Whatever my life changes are, I can work around it. I can work more, work less, take vacation…”

Say” You are such a fun group! The best thing about my business is that I get to hand pick who I want to be on my team. I’d love to have all of you join my team!”

Say” If you can open up a can a crescent rolls, you’re hired!”

Train to Retain New Consultants

Instructor: Karin Logston

Getting a Strong Start

1. 
Set goals based on the consultant’s dreams (use new online training tool!)

2. 
Discuss the 3-2-1 Plan

· 
3 contacts a day
· 
2 shows a week
· 
1 recruit a month
Ask “How many show do you see yourself doing each week?” Most say 2-3!

3. 
Provide consistent support during the first 90 days.

Weekly calls during the first 90 days should be “mentoring” not “monitoring” Start at the beginner level and move up to more advanced topics.

Support calls

· 
At recruiting interview or within 24 hours of signing agreement
· 
When kit arrives
· 
Before the first cooking show
· 
After first show
· 
Near end of 1st 90 days
· 
Weekly call afterwards – recruiting, customer care, support calls
At recruiting interview or within 24 hours:

· 
Set goals
· 
Plan calendar
· 
Go over list of 100 – look at 1st 10 people to call to book shows and find 2 friends to start the business with
Talk about New Consultant Rewards Program AFTER they’ve signed (as part of training)

Recommend teleclass

Watch a live cooking demo

Before you hang up, schedule the next call

Are you asking for referrals?

Are you listening to guests (eavesdropping to determine who has a need!)

Are you playing games to generate interest at shows?

Are you sharing the opportunity outside the shows?

Are you advertising? Wearing PC Logo apparel?

Use the “Your Life, Your Way” DVD – put on while you’re setting up for your show

Give to hosts who are even remotely interested

Promote to Director – Post Haste

Instructors: Tai Cunningham & Kathy Hendricks

Write down 10 reasons you want to promote to Director!

Benefits of Becoming a Director:

· 
3% override on personal sales & 3% override on downline’s sales (including any Future Director’s recruits under you)
· 
Reduced trip points
· 
Production bonus
· 
HO Leads
· 
Merchandise Discount
· 
Director’s only features on CC
· 
Opportunities to earn 2 or 3 sets of new products in sell-a-thon
· 
$50/month allowance for booths and fairs
· 
New Director’s Breakfast
· 
Shipping on supplies always $4 even if you submit 2 or 3 supply orders in one month
To Maintain Directorship:

· 
Need 5 active in first line (can be recruit’s recruit)
· 
Team needs to sell $4,000 per month (As director, you should really try to do $4,000/month yourself!)
· 
You need to sell $1250 per month to get leads from HO
· 
You as director need to sell $350 per month to get overrides
3 Success Strategies for generating leads

1. Need a strong personal story for shows

2. Talk about opportunity with host from call #1

3. Invite every guest and host to join PC

Ask for referrals at shows

Keep a record of leads

Use the words, “Kit Order Form” instead of “Consultant Agreement” (sounds less scary)

