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Thank you so much for joining us today.  Julie and I are so excited about sharing with you today. About 2 months ago, all of the workshop speakers for this topic had a call together. On that call, I shared that I feel qualified to lead this workshop not because I know all of the right things to do, but because I definitely have experience in what NOT to do. How many of you know that learning the hard way may not be fun, but sometimes it’s the most effective?

For that reason, I want to start off today just with a word of encouragement.  Is there anyone in the room that feels it’s taking SO long to promote to the next level? When I started my business in 1996, I just feel in love. In love with the products, the company, the possibilities of what this business could be for me and my family.  Even though I didn’t know how to cook or how to do the best cooking show – I was excited.  And that excitement made it easy to share the business.  I promoted to Director in just 7 months and to Advanced Director just a year later.  I was so thrilled with the speed of these promotions that I was convinced I was going to promote to the highest level of the company in no time.
Well, over the next DECADE, I did experience, earn and achieve so many wonderful things… all things I was proud to achieve.  I loved my business and loved working with my team, but year after year I found myself still at the same career level. Not because I wasn’t promoting directors, but because I never had enough directors at the same time or in the right generation. Even though I was doing many things right, I was letting my title define me and I started to let go of the dream.
I watched my peers who started their business AFTER me move up the career ladder and I started to doubt that I had what it takes. This lack of confidence started to affect my passion, my recruiting, my show average and my motivation to lead.  When I was put on bed rest with my 3rd child in 2008, I was relieved.  Now I could tell people that I’d slowed down my business due to having a baby and not admit that I had given up the fight.  
Well… just like my passion had helped me grow my team quickly in 1996, my lack of passion created a downward spiral in 2008. And by the end of that year, my team was smaller than it had been in over 6 years.  It was so depressing to attend Leadership that year, 13 years into the business and STILL an Advanced Director.  I felt like I was at a crossroads and I went to this conference with a prayer… that I would regain that same spark that I had when I started my business.
I came home and made a decision that it was time to stop the pity party and focus on the things that were within my control and not worry about the things that weren’t. There were 3 specific areas that I made my focus and here is what I’m experiencing as a result of these changes.  When my team was in that downward spiral, they recruited 15-20 consultants every 6 months.  In the last 6 months, my team has recruited 107 new consultants. Would you say that’s a big difference?  After a VERY lengthy stay at Advanced Director – this change in my attitude and focus led to a Senior Director promotion in just 8 months.  And on November 30th, 2010 – exactly 15 years to the day that I signed my new consultant agreement… we promoted to an Executive Team.
I share all of this, because I want you all to leave this workshop feeling encouraged. No matter how small your team is now or how far your goal seems from reach… I want you to know that things CAN change quickly. And what works for you may be different that what worked for me, but don’t give up.  The rewards are worth the effort.
Ok are you ready to hear about the 3 areas that I changed in my business that made the difference?  These 3 things may sound basic, but since this workshop is about promoting directors – I wanted to be honest and share what has helped me do just that.
1. I made it all about helping others.

Now, I realize this is something we’ve all heard and we all know.  We tell it to our team as they are working for a promotion to make it all about the new consultant and not themselves; that we are a service-oriented company and our mission is to help families get around the table.  But, somewhere along the way, I started putting my focus on myself: on MY title and MY commission check and all the work that I did and didn’t feel I was compensated for.

When I consciously changed that focus to how I could impact the lives of others, passion grew.  And in this sense, my family came first.  Why did I want to promote? Was it just so I could get additional recognition?  Or, was it going to be a way for my kids to go to the college of their choice, for my husband to be able to retire early so he could follow his dreams, for us to be able to provide for our family and leave a legacy even for our children’s children.
So that is my first challenge to all of you… make a list of what reaching your goal will mean to your family. When you do it for them instead of yourself, it increases your motivation – especially on the challenging days.
Then there was the opportunity to change the lives of my customers, my hosts, my consultants. Do you all believe this business can change lives? You have the power to inspire a mom or dad to make home-cooked meals for their family.  You help hosts who are maybe struggling financially to add free products to their kitchen.  And I realize many of you know this, but are you communicating this with your team?
Here’s an example.  A new consultant on my team called me last month frustrated that she wasn’t getting any bookings. So I asked her what she was saying to her friends when she talked to them. She said, “I’m asking if they’ll do a party for me.”  So I said, what if you said this instead…

“I just started using all of the products from my Pampered Chef starter kit and I thought of you. I know you are a busy mom and I’d love to help you prepare quick and easy meals for your family. What do you think about getting your friends together for a fun party so I can help you earn these products for free?” 

I asked her and I’ll ask all of you.  What was the difference? What did her friends hear before? “Will you have a party for ME?”  What about the 2nd way?  “I thought of YOU. I’d love to help YOU in the kitchen. Can I help YOU earn these products?”  So train your team to make it all about THEM and they will never feel like they are being pushy and get better results. It will also give them confidence for those customer care calls and the full-service checkout.
Here’s another thing to ask yourself. Where you are putting your emphasis when you share your goals? Are you telling your team that your goal is to promote to Executive Director, because you can’t wait to get that car allowance? Instead of focusing on YOUR promotion…make it all about what will happen when YOUR CONSULTANT promotes.  How will a promotion help THEIR family?  What will it mean to THEM to know they’ve accomplished that goal?  What will it mean for the TEAM when that goal is reached?

Months before our promotion, I told my team about all of the perks we would receive as an Executive Team… including a special celebration that I would have for them if we promoted by my 15th anniversary.  I also created a visual, a STAR BOARD that said “Martin Executive Stars” in the middle with 6 pink stars and 2 blue stars representing the 6 first generation and 2 second generation directors that we needed to promote.  Here’s the BEFORE photo with 1/2 of the stars filled (OVERHEAD) and here’s the AFTER photo just a few  months later… with all of my directors who’s names filled in that board. These directors were excited about being a part of something bigger than themselves, because I was constantly reminding them that what they did mattered.
Ok – so the first thing I changed was my attitude. I no longer focused on myself, but my family, my customers, my hosts and my consultants.  Here’s the 2nd thing I changed…
2. I focused on GROWTH and not title.

As hard as it is, let it go. Your title does not define your success or accomplishments in this business. It’s like “The Biggest Loser”. Some weeks the contestants work so hard only to learn that they have lost 1 or 2 pounds that week. There are those who throw a pity party of frustration and those who say, “That 1 pound does not define me.” Instead of getting frustrated by consultants and directors who don’t do what they say they’re going to, realize it’s a natural part of the business and move on to the ones who want it.
Also, keep yourself from saying… “If only I had ONE MORE director or ONE MORE person on my team who actually did shows! (”  Here’s the bottom line. When you work to minimums – you maintain – you don’t grow.  Maintenance is exhausting, but growth is exhilarating.
If you’re doing the activities that will increase the GROWTH of your team – the promotion and title you’re shooting for will come.  In fact – those who focus on only the minimums are very surprised when the commission check at their NEW title is not much higher than it was before. Even at the Executive Level, it’s not the $500 car allowance that’s going to give you a HUGE commission increase.  It’s the productivity of your team.  In fact, my highest commission check ever was in March.  I had one downline director who did not qualify so I earned commission at the Senior Director Level.  But, because we worked hard to get our team out there doing shows and sharing the business – THAT is what made the difference…. Not my career level.
So how can you put this into practical steps?  When I came home from that conference, I looked hard at my team and figured out WHERE we needed to grow so I could make a plan to get there.  If you do not have any Directors on your team right now, hardly anyone recruiting and you have a team of less than 20 consultants….  Is your first goal to promote new Directors?  No.  What do you need to promote first?  Senior Consultants.  But, what do you need to do before you can even do that?  YOU have to become a confident and consistent recruiter.

The growth of your personal team is absolutely crucial to promoting directors.  There is NO way around it.  In fact, stop hoping (like I did) to recruit that fireball that is going to take you to the top!  Stop “pre-qualifying” people and telling yourself that you’d rather recruit QUALITY people than waste your time with those who aren’t going to do a lot.  It really is about QUANTITY. And NEW consultants on your team will bring you the ENERGY, DESIRE and SPARK that fuels the growth you need.
 Even though I had been a top recruiter, when my son was born I went 11 months without recruiting one person.  I was down to TWO local consultants attending my meeting.  There is NO excitement when there are two people in a room.  So I set a goal to recruit 5 people in 5 weeks.  And I was going to start these consultants off differently than I had before.

I listened to Belinda Ellsworth’s CD on Building a Million Dollar organization and realized that an Intro Show (also known as a Grand Opening or Kick-Off Party) for my new consultants could make all the difference.  I had always recruited consultants and spent lots of time training them and then assumed they were equipped to just “go do it”.  But, what happens?  Their fear and lack of confidence sets in and they never get started.  
Here’s the best part about this Intro Show.  Just saying I would do it, helped me recruit!  At my very first show back from that conference when I was at my lowest… I talked about the benefits of the business like I always did, I did the ticket game like I always do, but this time I followed up with…
“You’ll never know what this business could do for you and your family unless you give it a try. And to get started it’s just two simple steps. The first step is to schedule an Intro Show. This is your opportunity to learn the business with hands-on training.  You simply invite your friends like you would for a regular show and I’m going to come and help you do that party.  Here’s the best part… instead of just getting the host benefits, you’re also going to earn the commission and I’m going to help you line up bookings to get your business started. The second step is to order one of our starter kits. These kits include products that are most likely already on your wish list at a fraction of the cost.  So if you’re ready to start earning extra income for your family – just write “starter kit” on your order form and we’ll set a date for your Intro party tonight.”
 Now prior to using these words, I had never had someone SIGN an agreement at the show. But, during check-out I asked one of the guests if she wanted to host a show and she said, “Yes, I’d like to host an Intro Show.”  Even though I was ready to jump up and down, as calm as a cucumber, I pulled out my calendar and said, “Great. Let’s go ahead and look at our calendars and set a date.” Then I followed up with… “Ok, the only other thing we need to do is order your kit. Which kit were you interested in?”  And I have them fill out the agreement. This process should be no more difficult than if they were ordering a food chopper.
Now notice that I did not pull out the agreement first. If you have them fill out the agreement BEFORE they schedule their show date – I’ve found they start having doubts, objections, etc.  But, once the date is set – the agreement is just the final step and they never hesitate. So after the show date is set, I finish with…
This new wording did help me add 5 new consultants to my team in 5 weeks and 4 of them are still on my team today. 

Now, How many of you are thinking… “HA – there is no way I’m going to start doing shows for my new consultants – I’m too busy with my own shows.”  I typically do 3-4 intro shows a month and 4-6 of my own shows.  The beautiful thing about the Intro Show is it’s honestly VERY little work on my part.  The only thing I’m providing is my experience to help them get higher sales, more bookings and recruit leads.  Everything else is THEIR responsibility. I have an email that I send them that explains everything they need to do to prepare for the show.  We use their products, their paperwork and they buy the ingredients.  I also prep them on tips to share and what to say to the guests when they welcome everyone.  They are wearing their apron and standing up there with me.  I make sure they are prepared when I ask them WHY they got started.  I make sure their program is loaded on their laptop so I can train them on how to input orders.
I enter their house with ONE bag which holds my booking slide, a roll of tickets, a door prize or two and any key products that we need that may not come in their kit – like the Magic Baker.  The point is – this show is SOOO much easier for me to do that I’ve done as many as 3 in one day.
This hands-on training is SO much more effective, because you are SHOWING them what to do not just TELLING them what to do.  And when people see what I’m doing to help their friend get started – they decide to get started too!  At over 50 % of my intro shows – I end up signing a recruit for them that very night.  And when a new consultant has a recruit that early in their business, it keeps them more engaged and excited.  And since they are new – I do that consultant’s intro show.  I offer to do the first two for every new person on my team.  And the recruiter is required to come.  So once they’ve seen their intro show and 2 more – they are ready to do their own.
I have to tell you the story about a consultant on my team, Samantha Young, who joined the end of March just weeks from her due date.  As the result of her Intro Show, we recruited THREE new consultants.  Two from the party and one friend who placed an outside order.  I did intro shows for all 3 of them since she was having a baby.  TWO of them had guests sign up AT their Intro show.  Long story short – Samantha promoted to Director in June and earned the $500 Fast Track bonus.  Do you think she would have promoted in 90 days, when she was 9 months pregnant if I did NOT do Intro Shows?

So Intro Shows have been one way I’ve focused on growth.  The 2nd way is by making it EASY for my team to share the business.  A year ago I started offering a weekly Information Call using freeconferencecall.com.  This 30-minute call is for potential consultants to dial in to learn more about the benefits of being a consultant and have an opportunity to get their questions answered.  I created labels and an invitation that includes the conference call information and we train our team on WHAT TO SAY to get people on the call.
We typically have 1-4 people on the calls, but about 75% end up signing.  I figure even if it helps our team add 2, 3, 4 people – it’s worth my time.  I lead most of the calls, but my director team also takes turns leading them, because it’s a great way for them to improve their recruiting skills. And those who have people dialing in also call in to listen so it’s additional training for them.
The 3rd way I’ve focused on growth is by promoting the FAST TRACK program. This is something I’ll discuss with a new consultant either right after they sign OR when they attend NCT.

I make a T chart and on the left I write CONSULTANT track and on the right I write LEADERSHIP track. Then I go through examples of the differences of each track and the benefits. (REVIEW OVERHEAD)  Then I ask each person which track they would like to be on.

Ok- we talked a lot about growth, but let me share the 3rd thing I changed…
3. I developed duplicatable systems.
Now I have to give credit to my Director, Donna Landy, because she’s always been honest with me… even when I didn’t want to hear it.  Every time I would call and whine about how my recruiting is down or my team is doing terrible, she would ask me if what I’m doing is duplicatable. Is my show structured that others could see themselves in my shoes? Or, do they come up and say - “You’re so good, I could never do what you do.” At my meetings, am I making directorship look desirable?  Or, am I doing so much that it looks way too hard.

To overcome this, I basically had to let go of my ego.  You know what? The show is not all about you and this amazing “performance” that you put on so everyone can cheer for you.  When I started to get my guests more involved and stopped being so “perfect” – my recruiting increased.  When I started having my consultants more involved in the meetings, I promoted directors.
Years ago, I used to tell my consultants that you want your job to look easy, but what’s wrong with that statement?  You don’t want it to LOOK easy, you want it to BE easy.  That’s what systems will do for you.
Systems are crucial as your team grows, because if you don’t have simple systems that can be done OVER and OVER, you are going to burn out.  I’ll be honest… one of the things I LEAST enjoy about my business is putting together host packets. I despise it.  You know why?  Because, I can never seem to decide what I want to put in them.  Every few shows it seems I decide on a different flyer or type of invitation to use or way to get the guest list from my host, etc.  This indecisiveness is exhausting and frustrating.
Some of you are probably experiencing similar feelings when it comes to sharing the business opportunity.  You’re still not exactly sure how to generate interest at the shows, how to follow up with leads, how to do a recruiting interview, how to train a new consultant… and therefore – you’re overwhelmed. I have good news for you. Home office has developed these systems for you.  All of the resources you need are available on consultant’s corner, by attending events such as Director Express or by contacting your sales manager or upline directors.  You just need to take the time to decide what and how you will use the information.
For example, in the last 28 months there have been only 3 months that I did not have at least 1 personal recruit.  I take the “1” of 3-2-1, very seriously.  I just know that consistent recruiting has made such a difference to the growth of my team.  But, to be a consistent recruiter, I had to decide on a system to generate recruit leads at my shows.

This system includes things we’ve all heard about… I use the back of the booking slide, I talk about the economy, the company, income opportunity, I do the ticket game and then I share my 2 simple steps to getting started (schedule an intro show and order a starter kit).   I talk about these steps whenever I’m with my team – at NCT, at meetings, when they come and observe shows, etc. So it’s a set system that when done ENOUGH – get’s results. Period. I don’t have to think about it. I don’t have to question it. I’ve tested it enough times to know it works.
Here’s another system that get’s results when done ENOUGH times… 3 contacts a day.  Has anyone heard of that idea? LOL

Even though I’ve always preached “3 contacts a day” to my team, the truth is that for years I rarely accomplished that goal for myself. So I decided to stop “playing office”, be an example to my team and really do what it takes to build a business. If I was ever going to be a National Executive Director, I better start acting like one.

Now, the only way I KNEW I would stay committed to 3 contacts a day was to be accountable to someone. For me, that was my Director. I told her my plan… that I was going to make at least 15 contacts a week, track my results and email that tracker to her every week for 6 weeks.  And let me tell you… if I ever slacked off a few days, you better believe I made a bunch of contacts before I had to email her that sheet.  Doing 3-contacts consistently got me the shows, which got me the leads, which got me the recruits, which got me new directors, which got me to my goal.

Doing these systems and keeping myself accountable has made me a better leader and coach.  Now when my consultants share their desire to promote, I share my experience and ask if they are ready to follow the systems that work? By doing those systems ENOUGH times – it WILL produce the desired result.
My prayers and best wishes to all of you as you reach for your dreams.
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