Leadership Summit 2009

Maximize Consultant Productivity

Keep Track of what your team is doing, and call them.

“This is what you’re going to get when you turn in another show this month.”

Extra 2% at 750 – CALL and leave a congratulatory message

Call everyone – Senior Consultant promotion

“I wanted to connect and share with you how we’re going to increase your income on what you are going to do.  Would that be a worthwhile discussion?”

MATCH their effort.  Rather than call everyone every month, break your cluster down into…

Peak performers

Casual consultants, 1-3 shows a month, no desire for directorship, fun with what they’re doing. Bi-weekly call schedule

Hobbyists – not a regular schedule. Ask what they want.  Once a month – call when 4 bookings, when 500 show, etc.  Bring them back to their why.  This provides leverage to help them get focused.

ENCOURAGING. HOPEFUL. EXCITING.

Ideas to have more consistent sales.

Creating a regular contact – but don’t try to do too much; focus on PP first, then 2nd tier, then try when you can for everyone else.

RECOGNIZE for any amount of sales each month – so they don’t feel unimportant
RECOGNIZE for any amount of recruiting

Send out a postcard every month – recognize sales.  (Sales team for month of --) please stand up

Box of business trinkets exciting 1250 in sales and they get to pick out of the box

Recognize consistency (Cal Ripkin) . Standing recognition for last 3 months, last 6 months.  

Look at what you would’ve been paid hourly.  Especially good for folks who work or have thought of working a part-time job.

GATHERING SALES from Casual Consultants

What would happen if…single show folks turned in a second show?  2% raise…
Physically break-down what it would do if you added 1 show a month – and its impact on your business. 1 show a month extra is about 1200 in a year.
Benefits of 3-4 shows a month – you get to know your recipe – you quit fumbling.  HELP consultant setup “why” you’re doing it.  What could you do with (doubling) your monthly income?

PROMOTION TO Beat Your Best – Gives folks a specific goal to set for themselves.

Accountability You Can Do…

Use a cluster calendar when folks sign into the meetings

(Get recognized at the next meeting if you add one more show to your calendar and call me)

Don’t expect your consultants to do something you are unwilling to do.

Challenge your team or have them call in – to read on PC Newswire Let’s Talk Promotions – click on it…the more they learn, the more they earn.

If you’re not listening to Let’s Talk Tele Classes, is your team?

Ideas for CC’s to move to consistent 150.  Once you qualify, PWS free for 90 days.

--------------------------

* Recognize guests at show who went to PWS

--------------------------

Getting business outside of shows – PWS sales that really add up – cards 4xpage about every 3 weeks checkout the outlet

-cards that explain how to get to Outlet

Make sure CC make 3 contacts/day 

Coaching hosts to a certain dollar amount. (3 call system).  Teach new consultants to host-coach.  Talk with host 3 times, it works!  Give them the tools we have.

Stories – sit down with your hosts and review…teach consultants how to TELL THEM WHAT’S IN IT FOR THEM! – everyone in the world listens to this radio station
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That’s what your consultants want to know.

Sticker on the back of the business card that explains how to get to the outlet.

WEBSITE needs to be Up To Date.

10 lines of calendar – FILL IT UP!

Welcoming / Friendly / Up to date / Are You Open For Business?  

-------------------

Peter Perfect Business – P2 your website!

-------------------

-Full-Service Checkout

-Cross Selling activity

-Morning After/Follow Up calls


At least email if you can’t or don’t call.

REFERRALS - recognize:  

CustCare

Maximize Your Cooking Show

Prospecting

Coaching Courses Online

Table Talk Classes

