Notes from Chicago area Spring Kickoff 2008
Susan Robbins

Disclaimer: This is not a transcription of the session, it is a compilation of content I found useful. I did not capture everything, and my notes may not have Belinda’s exact language. I have also re-ordered some of the content because it made sense to me on reflection.
SUCCESS

· Success is an attitude that creates excitement and buzz. When you create buzz, you attract others to you.

· Random acts yield random results

· Acts with intent or purpose yield success

· Goals: Belinda did a section on goal-setting. I did not take notes, as my cluster did a goal-setting training at our last meeting. I did take notes on the benefits of goals, though.

· Having a goal is like having a roadmap. It will guide you to where you need to be and provide direction when you get off track.

· People sabotage themselves when they do not have goals of their own, and compare their results to other peoples’ goals. They also make excuses, for example “well, she does this full-time and I don’t”.
· 4 D’s of Success
· Decision: making a decision brings relief, energy, empowerment
· Desire: it will build over time

· Details: to-do lists should be short, concise, portable, realistic, result in a sense of accomplishment and celebration. If you are doing PC part-time, the daily to-do list should be limited to 5 items. If you do PC full-time, the list can be 10-12 items. The items on the list should be directly related to goals.

· Destination

· Determination: figure out what you want, attend to the details, no matter how mundane, never lose sight of the end result

POWER HOUR

This is a Belinda method and she sells CDs and systems for it. Fortunately, she gave us the basics at the session. 

Break an hour into 15-minute segments (do not have to be sequential) and give that segment total focus

· Identify 4 drivers that will make a difference in your business (much more detail below)

· Give each drive an equal amount of attention (15 mins)

· Get comfortable with uncomfortable tasks

· Get organized to maximize time

· Be consistent

· Even just 1 day a week will get results, she recommends 5 days a week

· She recommends using folders to organize

Focus areas:

· Booking lead calls

· When? NOT when you’re out of bookings – you sound desperate. When done consistently, you have a steady flow of bookings and sound happy

· When calling, mention where you met them – especially if it’s at a party (I’m Susan, we met at Sally’s party. Wasn’t that fun?) need to make an emotional connection

· Bring up personal stuff you learned about them (How was Johnny’s tournament?) showing an interest in the other person makes you more likeable, and that’s why people book – they like you!!

· Recruiting lead calls
· Not just the hot list, also the warm list

· Timing is everything – a lead is a lead 

· Every 6 months, our lives shift….so may someone’s needs

· Cold leads? Get in front of them again with the new catalog – you may get a sale or a booking

· Postcard idea: “Hi, we’re going to (Incentive trip). Would love for you to join us!”

· Customer care calls

· Set a goal for outside sales

· Very few people get everything they want at the party

· Lead with an item – it can be new, seasonal, or cross-selling “I’m placing a special order for XXX for my customers this month. Can I put you on the list?”

· This gets people thinking

· Host coaching calls

· Personal development/growth: this used to be an area of focus, but Belinda changed it out for host coaching. She still highly recommends it though.

GETTING READY FOR BUSINESS

1. Business cards: easily accessible, clean, finish your conversation before you give, get their card too

2. Catalogs: always have them with you

3. 6 host packets and 6 recruit packets: keep in car at all times – provides physical and mental preparation for you
4. Show on the Go: tote bag with catalog, host packet, a few tools/samples

5. Always know your next 2 open dates

SHOW PROGRESSION (make flashcards)

1. Meet and Greet

2. Opener

3. Demo

a. Booking seeds

b. Recruiting seeds

c. Key items

4. Booking talk

5. Recruiting talk

6. Full-service checkout

BOOKINGS
· Create a 30-second commercial as a door opener:

· Paint a picture around a product or service

· Create a wow factor

· Supply a need

· Focus on what you do, not who you are

· Examples

· I bring fun back into the kitchen and help people spend more time with their families at the dinner table

· I’m a kitchen paramedic – I save you from your kitchen and resuscitate your wallet

· I help people learn how to be a gourmet chef in under an hour

· Be dressed for success

· Personal contact – face to face is best, lead with the product, mention that we have a different show now – short, fun, interactive

· Booking from your show

· In the 21st century, people are well-educated about food and are serious shoppers – they do want tips, but mostly want to socialize and shop. We need to allow them time to socialize, keep the show short and interactive, and help them shop

· Meet and Greet: do not stand by the table. Introduce self “Hi I’m Susan, is this your first PC show? Great! You’re going to have fun today, we’re going to… You’ll leave with/you’ll learn…Watch me today and imagine yourself doing it and let me know what you think”

· Opening: strong, not so much focus on your “story”

· Hi I’m Susan

· You’re in for a treat tonight

· We’re going to (3 actions)

· You’re going to see lots of things you like….you can buy them, host a show and get them for free/discount, or join my team and earn them and a lot more
· Showing products

· Build desire using adjectives and catch phrases (mix them up)

· “This is one of our most popular….this is a smash hit…Mary told me she uses it all the time (and ask guests)…you’re going to love this…”

· Sprinkle in hosting

· I tend to give away this one the most….to my hostesses

· Many people book to get this for half-price

· I had a hostess who….

· Booking talk at end of show – fun, free products, helping a friend

· That concludes the show

· I’m sure you’ve fallen in love with many products

· If a shopping spree sounds like fun, all it takes is a handful of friends

· Have a great time with your friends and do your shopping for free

· I’ll do all the work…just say yes, and we’ll set a date that works for you

· Full service checkout: do not go into another room (waitress analogy) you are there to help the guests find things in the catalog and answer questions.

· Move around and ask people if they have any questions and if they are finding everything ok

· At check out: upsell common items such as oven mitt, dishtowels, pizza cutter, gift certificates

· (From Susan) I got a booking for March because I saw that a guest was ordering the bamboo spoon set, and it showed her that she could get all the tools for $20.00. I am going to continue to do this – move a sale from that show to a host benefit, especially if its small and won’t hurt the current host’s sales

· “Were you able to get everything you wanted? Best way to do that is to host….did you have fun? Let’s do this over at your house!”

· If they say no to hosting…”OK the new catalog…the next special…how about if I call you in a few weeks to add to your collection?”

RECRUITING

· Attitude: project to guests/leads

· You can do this

· You would be great at this

· Here’s what I have to give to you

· Why people join

· Financial freedom = allows you to do what you could not do otherwise

· Flexibility of time: drop out of rat race, spend time with family/health, try a new challenge with low risk, spend time with kids

· Friendships: engage with other adults, build a support network

· Recognition

· Personal growth/self-esteem

· Helping others

· Goal

· NOT to look for people who want to sign

· TO create interest and leads. Goal: hand out 3 info packets at every show

· Recruiting from your show

· Opener: you may fall in love with everything here today, consider this – I earn about $100 - $150 per show

· How many of you would like to eliminate a bill or two a month, or add an extra stream of income to your budget? Doing just one show a week, you an earn $400 - $500 a month. If you’re interested, I’d be happy to give you some info later on to take home

· 3 sprinkles thru show: “One of the things I love about PC is…”, “PC gives away hundreds of these…in the new consultant kit…”

· Recruiting talk: “So, you’ve watched me and I’m sure can agree that this is easy and fun! Imagine yourself having fun and earning an extra $400 - $500 a month with a minimal investment – under $200 and a handful of parties. You may not like it, and walk away with lots of wonderful products. You may love it and it may change your life. You never know till you try. If you’re interested, I would love to give you some information.”
· Identify people who are interested

· Verbal: ask questions

· Non-verbal: body language, follow you around, offer to help you clean up

· Get to know people – draw the in

