Leading New Consultants to success

Description: 
Top leaders who?ve excelled at helping new Consultants set and achieve goals share simple, practical approaches. Learn how to build an effective mentoring relationship, train for results and recognize the accomplishments of your newest Cluster members. 



Points to Cover: 
Your role as coach and guide (DONDA) People don?t simply join companies they join people 


Give me an idea of some of the words you would like to hear used to describe yourself as a leader /coach by your team? 

How many of you have ever taken time to create your own Pampered Chef Story to share at a show? 
How many of you have taken time to create your booking talk for a show? 
Haw about your Pampered Chef commercial to use when you?re out and about and meet people? 
Now how many of you have taken time to develop your New consultant training commercial? 
We?re going to create a business plan for how you will train your new consultants..we?ll also create together a commercial that you can use as a recruiting tool that will increase your recruiting and increase your consultants success! 

I?m going to ask several questions and I?d like the entire room to answer.. 
Should I have a plan for how I train my consultant? 
Should I set appointments? 
Should I use encouraging language? 
Should I guide the new consultant to set goals? 
Should I help overcome obstacles? 
Should I recognize efforts and results/ 
Use company materials and training? 
As a leader should I be available 24/7 no matter what? 

Would you like to hear my training commercial? 
One of the concerns I had was how will I know how to do this? I?d like to share with you an overview of the type of training that is offered 
My role is to help you to establish goals, both financial goals as well as time commitment and the number of shows you?d plan to hold each month. 
I?d work closely with you by setting phone appointments covering a training guideline that the company has given to me. They have over 27 years experience training consultants to be succesful so we?ll follow their training guide closely. We would set up the phone appointments and at the end of each call I?ll give you a chance to set the two or three important goals that you?d like to focus on accomplishing before our next call. 

We?ll cover product tips and even discuss choosing recipes that you?re guinely excited about teaching to your friends. 

I?ll also guide you to the website so that you can take advantage of the online product videos, theme show ideas and the other wonderful and exciting tools like recorded classes. 

At the end of our training calls, and after you?ve gotten a few commission checks, we?ll re-evaluate your original goals and see if you?re interested in altering them. I find that at that point many of my consultants are confident enough in their ability and with their business to even increase their goals for their business> 
At that point I also will offer a new series of calls called focus on your buiness..during these calls we?ll discuss each of our shows by having you answer certain questions about size of show..number of guests..number of orders collected outside of the show..and then I would ask you to choose the oe area of your business that you feel would have the biggest impact if we were to focus on it for the next month. After several months of these calls I find that the business has really grow even more solid. 

Let?s hear from four of you something you liked about the commercial? 

You have all the tools available to you to succeed?Guide to supporting new consultants??? This is your new best friend! 
(REVIEW GUIDE BRIEFLY) 


? Set goals together (CINDY) 
? Discovering your new Consultant's business and personal goals 
? One question I like to ask right off the bat is ?If you knew you couldn?t fail, what would your business look like a year from now?? This allows them the freedom to dream a little. I have consultants say, ?Our family would be taking a vacation to the beach? to ?I am Director doing eight shows a month? and that gives me great insight into the type of training I need to focus on with them. ? ex. Invite to Dream Team trg WRITE DOWN THEIR ANSWERS on their New Cons Record to refer to on upcoming coaching calls. If they get discouraged, take them back to ?remember you told me you wanted to take a vacation to the beach with your family has that changed or is it still your goal?? 
? A more direct approach is simply asking ?How many shows would you like to do a week?? or ?How much would you like to earn each month?? You can respond with ?Doing two shows a week you can expect to earn $800 - $1000 a month.? Then, rather than just leaving it at that answer of how much money they would like to earn or how much they will earn form their expected number of shows, ask them ?What will you do with that extra income?? Many recruit leads and new consultants will say their interested in the opportunity for the extra income but the HEART TUG is what that income will do for them ? NOT THE INCOME ITSELF. Ask those probing questions to get to what they want to use the $ for ? buy a new car, take a vacation, remodel a kitchen, quit their job?..ASK ASK ASK 
? I always share this analogy with my new team members on our first call and I give credit for this awesome analogy to Duska Mills. As a new consultant, I think of your new business just like an airplane trying to take off. In order for the plane to lift off the ground, it has to work up a great deal of speed going down the runway. Then it lifts off and climbs, climbs, climbs until it reaches it?s cruising altitude. You are now on the ?runway? at the start of your business. Whether your cruising altitude is doing four shows a month or four shows a week, what you do in the next 30 days will determine how quickly and successfully your ?airplane? takes off and reaches its cruising altitude. Give your business the ?extra speed? it needs in your first 30 days to help your business lift off and soar! I think this is a powerful visual that everyone can relate to and it really helps put into perspective how important their activities in their first 30 days are. 
? No matter what they want to achieve, it can be broken down into the number of shows they need to do per week or month. Help them to determine, if they have not already, what that number is. 
? A great way to do that is by having them complete the online training course ?Achieving your Goals? 
? How to effectively use the Achieving Your Goals online training course. 
? Once they have completed the course, use the Online Training Center Coaching Guide ? you can print it out from the online training center (show example on overhead). AWESOME TRAINING TOOL!!!! There is one available for each of the courses and they are amazing tools to use on their follow up calls. It gives the key points from the course, the course outline, the action steps and the downloadable resources used. In addition, it gives you follow up questions to discuss with your team member. Once you receive your weekly activity notice on Wednesdays, I check off their name once we have discussed the course on a follow up call. I use the guide and the questions to discuss. For example, How many shows do you need to ensure you reach your income goal? 
? Once their goals are clearly defined, have them write their longer-term goal at the top of their calendar or maybe even glue a picture (example ? wants to buy new living room furniture put a picture of the actual furniture) This may sound basic, but it works! Everyone needs a strong connection between their meaningful goal and the steps it takes to reach that goal. They need help remembering that picking up the phone today to book more shows leads to their beautiful new living room in three months! 

ACTIVITY: 
? Write down a goal you want to accomplish in your business in the next year (income earned, # of shows per month, # of recruits, promotion to a new level?). 
o Find a buddy and the person with the most legs in their house (pets included) will be the Coach. 
o The Coach will ask the consultant ?What will achieving ?X? allow you to do or have that you don?t have now?? 
o Continue to ask until you uncover their WHY or their heart tug 
? The key is to make their goals VERY SPECIFIC 
? PUT UP OVERHEAD. If you are not making the progress you want to make and are capable of making, it is because your goals are not clearly defined. ? Paul J. Meyer 

? Help new Consultants book Shows quickly (DONDA) 
? I plan to role play this section as I would with a new consultant. 
When building the list..help to expand it by asking WHO DO YOU KNOW THROUGH..?who do you know that with the same name as?..Divide the list into manageable sizes with her..groups of 5 email me each day with checking with success and celebrations and for q/a 

GRAND OPENING AS SOON AS KIT GETS THERE OPEN PACKAGES TOGETHER..share cheesey bacon bites! 
Offer to do a call with her as a role play so she can learn host benefits and get some experience with host coaching. 
Teach how to have control of entire 90 days..it impowers them to get any show on the calendar! 
COACHING TO THEIR INTEREST..MAKES THEM IDNTIFY THAT THEY REALLY WANT THE BONUS 
Prepare them for each possible answer a potential host can have..especially the ?yes but call me later?..teach how to get the date for any month in the 90 days. 

? 

? Cook & Book Training (CINDY) 
? Practical tips for scheduling and managing the training 
? Pick a consistent day to hold it each month, for example ours is the fourth Monday of the month. We schedule the trainings for the year and give the calendar to the entire team so they always know when the next Cook and Book is. If you have other Directors in the area, see if you can trade off trainings or if theirs is a different time of the month, your newest recruits can attend theirs and vice versa. 
? I always require that the recruiter of the new consultant must attend the cook and book with them. It promotes the team atmosphere, it is a refresher for the recruiter AND it allows me to start training the recruiter to run their own Cook and Books when they promote to Director! 
? ?Best practices? to optimize the Cook & Book training 
? Make it casual and FUN! They learn more easily when they are relaxed ? we have name tags and smelly markers 
? KEEP IT SIMPLE! The company does and amazing job of providing the knowledge for success in so many areas now that you don?t need to cover everything in this one training ? we simply focus on COOKING and BOOKING! 
? I let them know ahead of time to bring their list of 100 and their cell phones. 
? Get them involved ? people remember better when they get to PRACTICE the skills they are learning. 
? START ON TIME ? tell them to arrive 15 minutes before to allow for networking, etc 
? We do the COOK portion just like it would be at their shows ? this is GREAT training for doing Cooking Shows in Action. 
? Showing the DVD we brainstorm how they can use this DVD (discuss including it in their host packets). Discuss the three ?b?s in their business ? Buy, Book, Business Oppty Recruiting is not an option in our business, promoting is but it is OUR JOB to provide information to everyone and allow them to have the chance to make a decision for themselves. 
? I LOVE the activity of coming up with the list of names found on page 24 in the Guide to Supporting NCons. For ex. I say stop you say _____, I say ?in? you say ______- I say ?black you say _____ now list your four closest friends?? your first 4 relatives, list 4 neighbors? and on and on and this is fast-paced activity so they have to make a list of names without thinking (therefore without prejudging) 
? After that activity, we go over the prospecting call, and then give them time to make contacts. DO NOT SKIP THIS PART!!!! You are giving them the chance to practice the skill they just learned and the practice step is the most crucial in the learning process. If you do nothing else at Cook and Book this is THE BEST activity you can have them participate in. If you run short on time, then cut out the DVD to make sure we have time to do this. I had three new consultants at my last training and we did the activity where we came up with the list of names. They were all reluctant to make the calls but I gave them ten minutes. Between the three of them they booked FIVE shows in ten minutes! One of the consultants was so energized and excited ? They found out it wasn?t so hard. You have got to get them over that fear of getting on the phone and this activitiy will do that. It will force them to actually make the calls, they will realize that it isn?t as bad as they thought. They will be getting bookings and will be encouraged to continue with their 3 contacts a day. Make it fun - have them spread out and have a bell they can come and ring whenever they get a booking or a recruit lead. Maybe give a small prize to the person with the most contacts or bookings on their calendar. 

? New Consultant success begins with your recruiting. (DONDA) 
At your shows-Sell the dream not the deal and you get people willing to work to make the dream come true NOT people just thrilled to get the kit and say tad a I?m happy with new products 

WATCH YOUR WORD CHOICES CAREFULLY-redo/get rid of ANY word choices that sabotage finding people that want the dream. 
This is done in the way you tell your story as well as the way you explain potential of this business..?I don?t know what you will accomplish but I can certainly tell you the potential? 
Although you do NOT want to sell the deal..you DO want to use the QUCIK start program to instill excitement and set goals to earn products. USE THE GUIDE FRONT TO BACK! 

REVIEW/ROLE PLAY USING THE BROCHURE/CHOOSE GOAL LEVELS/PRODUCTS 






? Help new Consultants recruit in their first 30 days (CINDY) 
? Making recruiting "normal" We have a ?Care to Share? drawing at team trainings. I give all new team members a postcard stating here is what they can say when they have someone interested in the opportunity ?I have a FRIEND in the business that would be able to answer all of your questions. Would it be okay if we both gave you a call together?? For their efforts they receive 
o One ticket for every lead they share with me 
o Two tickets for every lead I sign for them 
o Three tickets for every interview they hold on their own 
o Five tickets for every team member they sign on their own 
We have a drawing for a prize at each team training. We make it really special?.bring them to the front, make a huge deal out of giving them their tickets, let them place their tickets into the Batter Bowl for the drawing. It has been great way to encouraging the recruiting process and the activities that lead to recruits, not just recruiting. 
? Have reserved seating at team trainings for recruiters 
? Reach for the Moon and Land among the stars poster 
? Monday Morning Motivation, section for Recruits so far for the Month and ?Recruit Lead Generators? ? as team members share on coaching calls any leads they have generated 
? Identifying potential leads When they have finished their list of 100 at Cook and Book, I have them go back and put a ?$? sign by anyone they think would like to earn or could use some extra money (nowadays that is anyone who eats or drives a car! LOL!) put a ?P? next to anyone who loves our products and a ?heart? next to anyone they would love to work with. Those are the first names they will contact and they are all now recruit leads and they should always offer the opportunity first. Because it is always more fun to do something with a buddy. 
? Following up together This allows you to utilize TOP (TELL, OBSERVE, PRACTICE) - TELL or explain the skill of recruiting on a support call or at a training, then they will get to OBSERVE the skill in action on a 3-way call with you and then they will get to PRACTICE the skill on their next call. 3-way calling allows them to listen in while you interview and the benefits are two-fold, you are a more likely to successfully recruit their lead and they will be able to learn what to say in a real situation, not rehearsed or role-play 


? Beyond the first 90 days (Note to presenters: This is an important section, because it?s when newer Consultants can feel ?dropped? by their Director.) (DONDA) 
? Setting new goals 
? Determining the best type of support moving forward 
? Other tips 
Have a face to face set up in advance..it ceates a different relationship if they know you will be giving them face time in the future. Recognize them at your meetings as ?seasoned consultant? bring to the front..have asked them to answer some questions and share tips. 
Do some BLUE SKY THINKING at this meeting..the sky is the limit what would you like. 
Set up Focus on your business calls for once a month. 
Teach how to generate rebooks! 

Extra Tips: 
1. General coaching tip..ask..lead..clarify..restate..GET THEM TO SET GOALS AT END OF EVERY CALL?I EAMIL THEM IN THE BEGINNING AND THEN GET THEM TO EMAIL ME. 

2. Walk them through the website while on the phone.. 
3. Get them to order bz cards/t-shirt bag asap/makes it real! 
4. PUT DATES ON THE CHECKLIST THAT COMES IN THE KIT 
5. MOST IMPORTANT TIP IS TO TEACH THEM THE SKILL OF GETTING SHOWS AT THEIR SHOWS..WORK WITH THEM CLOSELEY UNTIL THEY CAN DO THIS 
6. Go over drawing slips 
7. MAXIMIZE ALL PRERECORDER TRAINING 
8. UTILIZE THE ONLINE TRAINING QUESTION CHECKLIST 
9. CREAT A COACHING NOTEBOOK WITH ALL NEEDED MATERIALS 
10. CHOOSE NEW WAYS TO SAY WAY TO GO/GOOD JOB/HIGH FIVE/ 
11. ASK HOW BIG OF A CARROT SEEKER ARE THEY SO YOU CAN MATCH YOUR 

12. TEACH FUTURE BUSINESS BOX 
? 

? Wrap- Up (CINDY) 
Write down your name and your email address. Write down one thing you will do to support your new consultants in their first 90 days. Write down one thing you will do to support new consultants in their second three months of business. Write ?I will take the online training course ?Supporting New Consultants? by ______? Now make a paper airplane. Remember our runway analogy and On the count of three, launch your airplanes. Now pick up an airplane that was not yours and this is your accountability buddy to contact by the date on the paper. 
Open up for questions 







 
