

“It is far better to be exhausted from SUCCESS, than to be rested from failure.”
-Mary Kay Ash 
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Congratulations on your decision to join The Pampered Chef! I am honored to have you as a part of my team! I am so excited to help you reach your goals ~ it is one of the most satisfying things I do. The following is an outline that I have developed, of what you need to do to get your business started. I have broken down the outline by section for each coaching call that we have over the next 90 days. We need to pick a day of the week and time that works best for you~ we only need abuot 20 minutes to get through everything. I will go over a few things with you and then you can ask any questions that you may have. If you need ANYTHING in between coaching calls, PLEASE contact me! This is your business, but you are not alone! Chances are, I had the same question when I started… please call me or email me anytime you have a question, or do not understand something! I am here to help you succeed! 
OUR TEAM RULES!!! 

· We will come to every meeting with an open mind!
· We will make ourselves available to offer help and support to anyone in our team.
· We welcome and encourage each new member of our team!

· As a Pampered Chef Consultant, we will set an example by going above and beyond to provide the finest customer service possible.

· Set monthly, short-term and long-term goals for ourselves, our team, and our business.
· Have a sense of humor and celebrate EVERYONE’s successes, big or small

· T.E.A.M. = Together, Everyone Achieves More!

MARK YOUR CALENDAR!

Our team meets at Lisa Adkin’s House (14050 Gordons Lane, Glen Allen, VA 23059) on the FIRST MONDAY of every month. You won’t want to miss it! Enjoy food, fun & lots of great tips for your business!

First Things First! 

Put these numbers in your cell phone- you will want to have them handy for any questions that you may have! 

My Cell: 804-920-4514 

The Pampered Chef Home Office: 1-888-687-2433

Bookmark this website for your business! 

www.pamperedchef.com 

My Email: KCPChef@gmail.com 

WHAT CAN I DO WHILE I WAIT FOR MY KIT?
· Apply for your The Pampered Chef Debit Card.
· This is necessary to process orders by computer!  Apply right away.

· Can be done online on Consultant’s Corner or by calling the Finance Dept at (888) OUR-CHEF.

· You will be provided a phone number you can call in approximately 5 business days to retrieve your number.
· Write down our monthly TEAM meetings on your calendar. 
· Apply for your The Pampered Chef Direct Deposit.
· This is necessary to receive payment twice a month and you’ll start getting paid right away!!  You’ll receive your commission via direct deposit on the 8th and 22nd of each month (or the next business day if it falls on a weekend). 

· Can be done online on Consultant’s Corner or by calling the Finance Dept at (888) OUR-CHEF.

· If using the same account for your Debit Card, can do both at once.

· Set up a local Personal Checking Account for your business.
· Not absolutely required, but HIGHLY recommended – makes life so much easier!

· Install P3 and input personal information.

· I recommend you download this from Consultants Corner under Managing Your Business, My Shows, Pampered Partner Plus.

· Create a work space for your business.
· Make sure your office area is private and quiet.  If you are in an area where you can close a door, this is ideal!  You are less likely to be distracted.

· Mention Pampered Chef in your voicemail messages – “Hi, you’ve reached the Campbell Family and also Kristin Campbell, Independent Consultant with The Pampered Chef…” 

· Set up a filing system that allows you to access your paperwork easily.  Consider making a separate file for each type of form you plan to keep on hand, as well as ones for: Recipes, Cooking Show Planning Guides, Opportunity Brochures, Come Join Us! Booklets, New Consultant Rewards Brochures, Consultant Agreements, Sales Receipts, Consultant News. Remember that your start up kit box can double as a file box until you need to purchase a file box. 
· Purchase a FEW small business supplies but keep your business expenses to a minimum when you start your business.  When you’ve paid for your kit (and any other expenses) with your commission check, then go out and purchase other things you think you may need.  The following items are recommended:
· Folders or 9X12 Envelopes for Host Packets

· Calculator

· 20 Pens 

· Small steno pad for car and/or purse to track mileage. 

· A zipper bag or change purse to carry cash & change for shows. 

· Hand Towel, dish cloths & antibacterial soap for Shows.  

· Tote bag or briefcase for carrying paperwork and catalogs to Shows.

· Self-inking stamp with name, phone, and E-mail address OR print your own labels using address labels.  If you want a self inking stamp with the PC label, you can order one through Merrill.  Just look on Consultant’s Corner under Promoting Your Business/Licensed Merchandise Vendors.  
· Being your New Consultant Training Courses Online under Consultant’s Corner! 
· Explore www.chefsuccess.com .
 
 This is a website for Pampered Chef Consultants where you can go and type questions and 
read answers and see other people’s files all over the country! It is a minimal cost per year 
($5.00 I believe) and you can learn so much just by reading posts! It gives a great perspective on how other people do things. 
Become a Student of the Business
Cooking Up Success in 90 Days

Training for Success in Your Pampered Chef Business!
Resources for Success

Audios/Videos Training Resources found on the Training Resources Reference Guide in the download section on Consultants Corner. 

Business Building Package helps you purchase additional materials economically and is located under the Business Basics tab in your Business Guide.

Business Guide is a three ring binder that is included in your New Consultant Kit and guides you through the basics of success with your new business.

Cluster Meetings are a great source of training, friendship and support.  These meetings are an important ingredient in your recipe for success.  Ask your director for more information on times and locations.

Consultant’s Corner is the consultant side of The Pampered Chef® website.

Online Training Center are short interactive training courses designed to teach you practical business tools.  Located online on Consultant’s Corner under Consultant &Leadership Training.

Table Talk Tele-Classes offer specialized training on many topics.  Find the schedule online on Consultant’s Corner under Consultant & Leadership Training.
Coaching Call #1 ~ Let’s Get Started! 

· GOALS: You cannot reach a destination without knowing where you’re going!
1. What was your reason for becoming a Consultant?
________________________________________________________________________________________________________________________

2. How much money would you like to make per month?
________________________________________________________________________________________________________________________ 

3. How many shows would you like to do a month? 

____________________________________________________________
4. What will you use your Pampered Chef income for?
________________________________________________________________________________________________________________________

5. How much time do you have to give to your business each week?
________________________________________________________________________________________________________________________

6. What do you want to accomplish in your 1st year of business?  
________________________________________________________________________________________________________________________

· Set Up Your Calendar. Use a calendar that is easy to read and make changes to.   

 
Use small post-it notes to place on the days that you would like to have a show. Do 
this for 2 months out so that you can plan ahead. CHOOSE the days you want to 
book Shows.  You have to run your Show schedule or else it will run you!!  
I want to have ________ shows a month!

· Start your List of 100. I have attached this for you to get started! This is a wonderful tool for you to let everyone know about your new business! Think of as many names as you can! You won’t want to leave anyone out ( Think of people who LOVE YOU, KNOW YOU OR OWE YOU! HAHA ( 
· Review the New Consultant Rewards Brochure in the front of this folder. 

Earn Pampered Chef Dollars for holding Cooking Shows, Catalog Shows, selling 
products, and recruiting new Consultants during your first 90 days. [See the 
tracking guide after this call sheet to track your progress! There is no limit to how 
many rewards (PC Dollars) you can earn.  

*What I want to purchase with my PC dollars! ____________________________
*My 30 day deadline is ____________ * My 90 day deadline is ______________
Next Coaching Call is Scheduled for: _____________ at ____:____ 

Online Training Courses Available
*Achieving Your Goals & Prospecting: Finding Business Everywhere- 

online training course

*3-2-1 Business Building Basics- tele class 
Tasty Tips:
* Read the online version of current Consultant News.
NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

Coaching Call #2 ~ My Kit is HERE!
· Review the Getting Started Checklist: Pick a date to get the tasks completed so that you feel organized & prepared! 


Open Materials: _______ 


Read the Business Basics Chapter of the Business Guide: _______


Identify your dreams & set goals: _______


Book your first shows & Grand Opening: _______


Watch the Getting Started Training DVD: _______


Prepare for Business: _______


Use your products: _______


Practice your cooking show: _______


Share the Your Life, Your Way DVD: _______


Have FUN! : EVERYDAY!!! (
· 3-2-1 Success Plan – This is crucial to your business and your SUCCESS! This plan is designed to help you get the most out of your business! Make 3 contacts a day, book 2 shows a week and recruit 1 consultant a month! 
· Prospecting- This is how you will get your clients! Think of all of the places that you come into contact with- school, church, work, friends, spouse’s work, mall, grocery store etc. Everywhere you go, there are people that you can tell about your business! Carry your PC tote bag wherever you go! You always want to have catalogs handy in case someone is interested! 
· Host Coaching- This is the most important part of a show!  If YOU are excited, your HOST will be too! You cannot be successful at the show without having people there to be successful with! I have attached a copy of the Host Coaching Outline so that we can go over it during our call. 
· Prepare Host Packets- This is where you get to be as creative as you’d like. I originally designed this great host packet to give all of my hosts, and then found out that less is MORE. There is no need to waste money before we make money. With that said, I have included a copy of my host packet so that you can see what it includes. (These are just suggestions!!  You can put your folders together any way you’d like!!  These are simply some ideas to get you started.) I would however suggest that you include the following items( 2-3 catalogs, Outside Order Forms, Host Specials & Guest Specials. 

· Mail Out Invitations- You want to mail out your host’s invitations for her! We will always have a higher attendance and more outside orders when we mail out the invites instead of wondering if the host did. Its up to you, however I do ask for the postage because it can be very expensive after a while. They are always willing to provide it! Mail your invitations out 10-14 days prior to the show. 
Next Coaching Call is Scheduled for: _____________ at ____:____ 

Online Training Courses Available
*Host Coaching: A Partnership for Success - 

online training course

*Host Coaching Essentials- tele class 

Tasty Tips:

Label EVERYTHING that you give out! Catalogs, Order Forms, New Consultant Information! 
Keep a Host Information Sheet Folder with you at all times. This way, you can always have their information at hand. 
NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

____________________________________________________________________________________________________________________________________

Coaching Call #3 ~
BEFORE My 1st Show! 

· Do you have questions or concerns before your 1st cooking show? 


______________________________________________________________ 


______________________________________________________________ 

· What recipe are you preparing at your show? ____________________________
· Review the 3-2-1 Success Plan- How is this going so far? 
How many calls have you made? ___________ Results? ___________________
· Cooking Show Checklist- Use this to make sure that you pack everything that you need for your shows. You never want to leave anything at home that you need, but you also do not want to take too much! My rule is that if I cannot take it inside in 2 trips, it has to stay in the cabinet! 

· Cooking Show Outline
1. Arrive at Host’s House

2. Show Opening

3. Recipe Preparation 

4. Show Closing

5. Full Service Checkout 

· 3 Results from EVERY show!       1. Sales       2. Bookings       3. Recruit Leads 

· Drawing Slips- These are great for door prizes and also to gather more information about your guests. I have learned that it is best to not put these with their catalogs. I hand them out at the end of the demonstration and go over it with them. They are more likely to fill it out that way. 
Next Coaching Call is Scheduled for: _____________ at ____:____ 

Online Training Courses Available
*Your Cooking Show - online training course

*Cooking Show Success- tele class 

*Watch the Cooking Shows in Action DVD to get great ideas for your cooking show! 

Tasty Tips:

*The first 2 recipes of each section in Season’s Best are new consultant recipes.  

*Practice each recipe before going to your show! If you are comfortable, your guests will be comfortable. 

* Download current and next month’s Host and Guest Specials from Consultant’s Corner.

 *Practice completing a sales receipt. 
*Read through the Our Products section in the Business Guide to gain knowledge about the products. 

NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

____________________________________________________________________________________________________________________________________

Coaching Call #4 ~
AFTER My 1st Show! 

· How was your show? Sales: __________
Bookings: ______
Recruit Leads: ______
· What are 3 Things that went well at your cooking show?: 

1. _________________________________________________________________


2. _________________________________________________________________


3. _________________________________________________________________

· What are 2 things that could have been better at your cooking show? 

1. _________________________________________________________________


2. _________________________________________________________________
· What are 3 Things that you have questions on after holding your cooking show: 

1. _________________________________________________________________


2. _________________________________________________________________


3. _________________________________________________________________
· Closing your Cooking Show- You will want to close your shows as soon as possible. This is not always easy, but try to coach your host to close no more than 3 days after the show. This way, the guest gets their items quickly and you can get the show sales in for your month totals. 
Next Coaching Call is Scheduled for: _____________ at ____:____ 

Online Training Courses Available
*Consultant Connection Essentials - online training course

Tasty Tips: 

*Order your New Consultant Business Building Package, page 17 in your Business Guide 
*Observe another consultant’s show to gain new perspective on your show.  

*Write out and practice three places in the Show to talk about the benefits of hosting and the business opportunity. 
NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

____________________________________________________________________________________________________________________________________

Coaching Call #5 ~ Recruiting
· Recruiting Basics – See the Business Building & Leadership section in your Business Guide 
· Inform & Invite- I have attached the Ticket Game Questions for you to go over. This was the hardest part for me at my shows in the beginning. The more you do it, the easier it becomes! It is such a great tool for sharing the business! 
· Pick out at least 5 names from your List of 100 that you think would be great recruits! 

1. _________________________________________________________________


2. _________________________________________________________________


3. _________________________________________________________________

4. _________________________________________________________________


5. _________________________________________________________________
Next Coaching Call is Scheduled for: _____________ at ____:____ 

Online Training Courses Available
*Sharing the Opportunity - online training course

*Getting Started with Recruiting- tele class 

NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

Coaching Call #6 ~ Customer Care
· Customer Care Calls – these are very important to your business. Customer Care Calls can be a simple call to check on the customer and the products that they ordered, or to book future shows, or to tell them about the business opportunity and upcoming specials. 
· The When & The How! – I have attached the Customer Care Call Outline for you to reference in case you need ideas getting started. 
· Make Your Plan! 
*How much time do I have to make these calls everyday? ________________________

*How many calls would I like to make everyday? ________________________

· Customer Care Call Log & Follow Up Binder 
Next Coaching Call is Scheduled for: _____________ at ____:____ 

Online Training Courses Available
*Customer Care - online training course

*Getting Started with Customer Care- tele class 

NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

Coaching Call #7 ~ Ready to Go!  

· What are 5 things that you LOVE about this business so far! 

1. _________________________________________________________________


2. _________________________________________________________________


3. _________________________________________________________________


4. _________________________________________________________________


5. _________________________________________________________________
· What are 5 things that you have questions about? 

1. _________________________________________________________________


2. _________________________________________________________________


3. _________________________________________________________________


4. _________________________________________________________________

· What’s next! 
NOTES: __________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________
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