Leading New Consultants to Success (Workshop 4)
By Doina Heinz and Cindy Sparling

When developing your directorship, use The Pampered Chef mission statement and teach your recruit to do what you are doing.

Sell the Dream! (Instead of the kit)

Discover THEIR dream before continuing with the recruiting.

What to do at your show:
During the intro., ask each guest what they would do with and extra $500-$1000 a month?

Get them thinking in larger amounts (of money).

During the Interview:

Get to the emotional “why”.   How would you and/or your family benefit?  How would you feel?  What would you do with that money?

Ex/ What would you do with an extra $500 a month?  Pay off credit cards
      Then what would you do? Go on a trip with my husband
     Where would you go? Cancun
    Why would you go there?  Where we went on our Honeymoon
   What would you do while you were there?  Relax on the beach and watch the sunset
   How would you feel?  WONDERFUL
YOU HAVE JUST GOTTEN TO THEIR HEART TUG!  Keep asking until you get to their “Heart Tug”.

Putting Together a Plan
Use their why to turn business into a reality.

If there were no obstacles in your way, what would your calendar/ show schedule look like?

Help them set goals, find out what works for them.  To get a goal planning worksheet, e-mail chfcindy@aol.com (workshop leader).

Download the coaching guide off of the online training center.

Book ‘N Cook
When creating the list of 100, start with the long shot categories because they’ll get to the shorter lists faster.

When working on bookings, identify their first 10 people to call.  Identify their first 10 days on their calendar that they would like to have shows.  Have them think about who they know and who those people know!
Booking Web





































































































































Encourage them to host 2-3 Grand Opening Shows

“Help me open my kit” show- tell close girlfriends that you need guinea pigs to try out new products and recipes on.

Hold an Official Grand Opening 1-2 weeks later.

When you attend your recruit’s show, take along with you the Kitchen Observation Form.

Have your recruit observe one of your shows.  Have them meet you and ride with you (not meet you there).  The ride to and from the show is a great question and answer time.

Try to train your recruits in groups of 2 or more.  They will be able to buddy up with some and build camaraderie on your team.

Do a drawing at your cluster meetings for those who have completed the online training courses that month.  1 entry per course per month.

Support call questions and ideas
Set up time for coaching calls each week.  Pick one day a week to make set coaching calls.
· Talk less, listen more

· Ask who, what, when, how….avoid WHY!
· Lead them to their own solutions, quit trying to fix things, and help guide them

Helping New Consultants Recruit in Their First 30 Days
We don’t make anyone do anything they don’t want to do.

Keep the following logs in your planner for when you are out and meet a potential host or recruit.

Host Leads Log:  Contains their name, phone #, e-mail, etc.

Recruit Leads Log: same as above

To receive copies, e-mail doinaheinz@comcast.net
When you are out and meet someone, add to your sheet instead of having a bunch of small pieces of paper that you will lose.

Remind your hosts to use their kit coupon to start their business.

Use attention grabbers like “Try it out to see if it fits”.

Let them know that to promote is optional.

Beyond 90 Days
Show them life beyond their 90 days.

Help them reset their goals past their 90 days.  During the first 60 days, plan the next 90 days.  Set goals and create an action plan.

Discuss with them all the upcoming chances for them to promote and be pampered:

· Increase in commission at $15,000 in career sales

· Incentive trips

· Increase in commission on levels each month

· Kit enhancement months

· Sell A Thons

Some who does:

1-2 shows/month is a Hobbyist

3-4 shows/month is a Part-Timer

5-6 shows/month is a Full Timer

7 and more shows/month is a Career-Track Consultant
