Leadership Summit Workshop

Dynamic Cluster Meetings

4pm Thursday, January 08, 2009

Kelly Church

Jodie Williams

CALENDAR SECTION will have notes posted

/hiphopchef – Kelly Church, Mesa AZ, began Jan 2002, 34 1st line, TPC Sales/Recruiting, level 4 to Paris
/jodiescookin – Jodie Williams – Fairfield, CA began 2004, 32 1st line, 3 dir, 1 AD, 3 DL Dir’s  TPC Sales/Recruiting, level 4 to Mexico
JODIE:  ideas for something smaller…bones:

Most important:  4 things.  
Fun with a purpose / Motivating / Surprising / Informative


Top 3 reasons – motivation, ideas, networking

A. Marketing Your Meeting

a. Create a buzz

i. Emails (but not enough) (SAVE THE DATE EMAIL)

ii. Mail a postcard 2 weeks before the meeting

1. personally write a note on each

iii. Reminder calls 2 days before the meeting (esp. voicemail)

1. let me know for food

2. plus I have your recognition

3. I have some great new things to tell you

iv. An on-time raffle

b. Keep Your Team GUESSING!   

i. sparkling cider toast

ii. rolled out red carpet this team rocks, balloons out front

iii. hold meeting at park, at pizza parlour, at beach – keep it fresh

c. encourage them all to bring a guest

d. do a cooking segment

B. Using the Meeting Planner
a. Encourage them all to bring a guest

b. Have a theme each quarter

i. Year theme… achieve star status

1. monthly – how to win an academy award

a. 30-min training – spark up the silver screen

i. Tips like use rotary grater

ii. Buy fresh garlic, etc.

b. Lights, camera, take action

i. Be your own billboard

ii. Hang out where your leads hang out

c. Spice up the script

i. Theme shows

d. Listen to your director and achieve star status

i. 10 mins. On recruiting

c. Meeting Planner Worksheet

i. About 90 minutes

ii. 2 hours for spring / fall kickoff

iii. INFO / SKILLS needed to get desired results

1. I.P. Tracker – what is needed? Bookings? Recruits? Sales?

d. Recognition Planner Worksheet

i. Postcards for individual achievement

1. high achiever

2. high sales

ii. Standing recognition

1. home office promotions

2. aspects of recruiting

3. personal challenges

iii. RECOGNIZE WHAT YOU WANT REPEATED

1. postcard for high events

2. contact your consultant – touch!

a. Shoulder

b. Arm around, hug

c. Make Connection

Yearly Themes… Achieve Star Status – Another Team Another Dream – When You Wish -  SECRETS of the stars section – ask for tips from the floor…end of year Academy Awards
Jan – Come Play with the Stars – 3 levels for the trip

How to earn level 2 with sales at shows / how to earn level 2 with 1 consultant a month

Role Play w/ director and consultant from the audience – star sizzle with a volunteer from the audience

1 team 1 dream theme (sports – Olympics) recognition – spend at the team shop from 1 to 15 dollars

Team stats / Equipment essentials (product segment), Trifle Tip of the Month / Mini Baker and JuliAnne Peeler – conference announcements – Spring Training in March – explain ideas for RBI – recruiting bright individuals

Do You Want to be the MVP – making Verymost Pampered chef business… like Will Chamberlain made most points for his team – you can get a triple double with good host coaching…sales, recruiting, more bookings.

Segment that is INTERACTIVE – they’ll talk about it for weeks.  Helps them feel connected, to make friends.  Interactive segments helps them come back.

Cluster Challenges – travelling apron – Top Team Performer.  Top person booked 8 shows; team did 55.

10 segments and signed a recruit lit a torch – got to go to breakfast of champions.

CREATIVE TRAINING IDEAS

Training Idea – train first, then present challenge

“are you ready for business?”  do you have 3 host packets?  Do you know your next 2 show dates?  

30 second commercial

Conference call for how to get bookings

Monopoly money.  Who has a host packet ready to go – who knows their next 3 sales dates?

Offer then Ask – consultants break into 3 or 4 groups.  Come up with as many reasons as you possibly could to host a show.  Dig deep – find as many as you can.    Compare a trip shopping with friends to having a show.  Compare to a home show – show on a flip chart.

Ask – we don’t have to ASK anyone for a show.  More confident approaches breed success.  Don’t ASK someone to have a show, but instead, OFFER what we have.  I’m looking for people who want to take advantage of this incredible, outrageous host program.  Do YOU want to take advantage of that?

Compare various companies’ host plans on a chart.

Depth and strength?  Baby-step them through it.

Gather several different kinds of leads.  Show them that you make the same choices that they do.  Show them how you do calls
Have them bring 2 orders from a show.    (1) an order at a shows.   (2) an outside order from a show.  

a. what would be valuable to that customer?

b. Every Month you can get 50% off stoneware by hosting a $300 party.

THEME SHOWS – 

CLUSTER CHALLENGE – 

2 types… a. Team Challenge,      b. Personal Challenge

Less is more, on the challenges.  Not Too Many Details!

Set little challenges, like if 90% attendance, I’m buying pizza.

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

Get Them There.

HIRE A BABYSITTER – everyone brings $5 – separate person’s house

CLUSTER LOTTERY – everyone is in the lottery – if they are THERE, then they win the BAG of prizes!
SIGN THEM SOMETHING TO BRING – they are more apt to show up.

EACH MONTH A DIFFERENT DISNEY MOVIE THEME - 

KEEP MEETINGS ON TIME – Lots of recognition – you only get it if you show up

Keep Them Coming Back.

DOING A FOOD DEMO – mini part of the demo helps others 

HIGH SALES APRON – get a basket pick, then they get it for the month, then has to be back 4 days before the next meeting.  They ONLY get it if they attend.

