Notes from June 4th Training Wheels

Info on Booking & Recruiting

Speaker: Tracy from Home Office

Booking!

When & Where do you need to concentrate on booking? 


@ Shows & Away from Shows – ALL THE TIME!!
When you meet someone / ANYONE – Ask them..  Who do you know that sells Pampered Chef?
Booking……………..

You Gotta Be…..  these 6 things to gather the Bookings that you want / need.

· Be a Friend – Be personable, be able to be comfortable with each guest & Host.
· Learn Names – HINTS: Pay attention when hosts talk.  Start by listening to the host talk to each guest as they arrive.  Introduce yourself to each person – say their name 2 or three times.  (You might help yourself to remember if you say things like “is that Tracy with and I or Y?)  Maybe notice what each person is warring.  Interact with Guests.
· Be Sincere – Make yourself approachable!
· Make the contact with each person personal.  Be direct about each person’s needs / wants. Know the Specials for the next couple of months?  Why would that person need/want  the item? Why or How would that person benefit by hosting their own show? 
· GETTING NO?  Some of the excuses or reasons behind the no: Cost of ingredients, Cleaning their house, Time, Family, Kids schedule, maybe their afraid of being rejected themselves.  No one will come or purchase?
· IDEAS TO TURN THAT NO TO A YES! Have them bring the friends and family you’ll do the rest.  Explain all the Host benefits of having a great show. Offer a FREE Show! They bring the guests – You do the REST!
· Asking once is polite, Asking again is sincere! Example: The mall analogy!
You’ve had a horrible day… You just want to go home  and have a pitty party.  Your best friend calls to tell you she’s going to the mall and wants you to come.  You explain to her you’ve had a horrible day and just want to stay at home.  She says “OK – I’m going anyway – Bye!”   Polite! 

A friend – talks you out of it, doesn’t give up.  She’ll call back!  Listens to you    

and makes you feel better. Convinces you to come! Sincere!

Another Example of Polite and Sincere – Your in a restaurant and the waiter asks at the end of your meal if you want dessert?  You say NO..  She says are you SURE, it’s the best brownie in the whole state!  If you don’t say YES to that, you’d at least really THINK about it!
Use info during your show – Did they place an order? What?  Talk to them, add more.
Avoid prejudging!  Make sure everyone feels Special & Happy!
Share the Amazing benefits that PC has to offer!
Example: Traci had a large show where a grandmother, mother and daughter Hosted.  It was a pretty good show in attendance and money.  The grandmother was very helpful at the show, helping pack up and doing dishes.  She even gave Traci a plate of Cookies and Cheesecake to take home to her kids before she left, the grandmother approached her and said she just had to ask her a question.  She wanted to know why she didn’t ask HER to host a show?  She asked everyone else…. Traci was taken aback.  She thought that she was doing the grandmother a favor.  She hadn’t placed an order and she spent all her time helping her.  She told Traci that she just moved into a retirement village.  All her new friends that just moved in also wanted to start over and celebrate their move by buying new kitchen items.  Traci got really excited and started to explain how that could be done…. right before the grandmother said NO THANK YOU!  I’d prefer working with someone who wasn’t predigest against seniors.  WOW!
Example: There is one guest that Traci had, who rolls her eyes about 3/4th of the time, crosses her arms.  At the end of the show she walked up to Traci and said that she really had to talk to her.  “OH GREAT, here it comes she thought!”  She tells Traci how dark her life has been the past few weeks.  She was praying for god to show her a sign.  She was disgusted with herself, until she realized that this was the opportunity to turn her life around….
When checking out each customer – Where you one of the ones that wanted to look into the Business or Host your own Show?

· Be Enthusiastic – Offer suggestions, tell people about it.  Share it like you would a good book or good movie.  All they can do is say NO!  Who cares!  They may think your just hyping it up, because your making money.  YEAH!  But we don’t have to make up anything because it IS that awesome!  
They’ll LOVE the Products & Love the Company.  People get caught up in it. Like going to your PTA Meeting and getting volunteering to help with a fundraiser.  You don’t know why you do it, you just do….

· Be Intent – Be intentional!  Talk Sales while planning (Hosting).  By the time the show happens you should be planning for the future bookings that you’re going to get.  When you call home from a show on the way home, your husband might ask how did it go?  What he really wants to know is how much money you made.  Instead tell him to ask how many bookings did you get?
Where my intent goes,

My energy flows,

Result’s in Shows. 

(By Jack Canfield – Co-author of Chicken soup for the soul.)
· Be Persuasive- NOT Abrasive!! Let them see our offer as a good one.  They buy because they understand the value.  
· Don’t be the Sleaze Salesman! (Pushy, dishonest, cares only about the sale!) It’s not about what you want/need!)
· At the show be prepared for objections!  Think “Oh yeah, what about this?”  If your not prepared you’ll stumble and stutter and not look professional.
HINT: Take 3x5 Cards and write down all the objections that you can think of.  On the back write all the things you can say to turn it around.  

House too small --Do you have people at your house for a BDAY party?  How many 8-10?  How about having those people sit around the table and sharing a coffee cake?
No one comes, there never successful! Ask Questions!  Was it a PC Party or other home party?  What kind (MaryK? Not everyone takes care of their skin the way they should or wears make up, but EVERYONE has to eat!)  Everyone will learn a great recipe.  How did you work with the consultant?  Was it a weekday or weekend.  Suggest the opposite. Weekdays – It’s saves the weekend for family time.  Weekends – Stretches the weekend.  Other objections: Don’t like to cook, No one ever comes, too busy)  

Don’t become perchy! Sitting waiting for their objections. 

Slow down – Just have conversations.

· Be in Control – of your business!  When someone tells you they have your phone number they’ll call YOU, tell them I know we get busy, so if I haven’t heard from in a week / month or so I’ll call and check on your schedule then.
· End every conversation in control!  When to check back with you?  Keep calling – until they say NO! We all get so busy – what’s the best time to check back – I’ll need a girls night out after “whatever is happening in their lives at the time.” 
· Then you can say “I’m calling to set up that Show we talked about.”
· End the call on a good note!  You hang up, you totally lost your train of thought and now you think of the right thing to say!  Call back!  Offer another way!!  Objection was – House to small?  I was thinking about you (Start with compliment) “What do you think about this?”
· Be in control of your business when you work!  If they put their work number on the drawing slip or order form, it’s all right to call them at work!  If they couldn’t get calls at work they wouldn’t put the number on their slip….  Don’t overlook the work numbers!  Say “I’m working in my PC office today, catching up on business and wanted to touch base with you about…..”
· There are THREE NO’s!

1) NO, not now?

2) NO, not EVER!  (Explain I don’t want to bug you, would you still like catalogs / know the specials in the future.  They may never want to have a show, but their likely to purchase products.)
3) Who do you know?  Take the challenge!  Tell them that you’re trying to have someone from each state join your team!  Can they refer someone that doesn’t live in our state!  They could do Catalog or Web Shows!
· How do you work conversation with each person? It doesn’t really take that long! As your totaling their order.  Are they interesting in hosting a show? Have your calendar out to book a date.  If you find that you have a couple of people who are wanting to book a show or are interested in the opportunity, then ask everyone if anyone needs to get of there in a hurry?  If so, work their order then take a couple of minutes to finish up with your potential Host’s or Recruits!  Everyone coming to a show is usually there to visit, enjoy coffee and the yummy food you’ve just prepared.  You should find that a lot of them will enjoy the time to visit.  They value the chat time, that’s why they got together.  
· If someone DROPS OFF their order a your table – go over and go through the order form with them and ask them if they’d like to host a show!
· Some consultants use Name Tags!  You can use their name – good!  But it’s GREAT if you’re learning it without them.  It makes each person more personal and feel special!  
· What if they don’t COMPLETE the whole drawing slip or order form? Have you asked for it?  Tell them it will insure that they get future catalogs and notices of specials, or you will be able to contact them if something they order is on backorder.  AND/OR Tell them that without their complete address you can’t give them a VALID receipt.
Be BRAVE
Recruiting!

Use the same 6 things when trying to recruit!

Just think of this hypothetic challenge.  If we offered you 1 million dollars to recruit 10 people, do you think you’d do it!  Heck YEAH!
When recruiting think - What’s their reason?  What’s the benefits for them?

Don’t make it all about YOU!

Here’s the FULL SERVICE CHECKOUT!
What are the steps that you usually take?  Do you ask about their Order, then about Booking then about Recruiting?  That’s like climbing a mountain!  Doing the easy thing first then having to struggle to get to the top of the mountain.  You want to slide down the mountain.  

Talk about Recruiting FIRST

Then Booking

Then about their Order!
Don’t get repetitive and ask the first person then “what about you?”

Each person is special, what was their need!”
Be Direct – Having Friends over, earning FREE product  - Want to fill in June?


        Find out what they need.  Do they have a new car payment?



“Every time my life changes, my PC Business can change around it.”
I can do 1 or 2 shows a month to earn FREE product and MONEY.

If I need more I can do more shows to earn what my family needs.

I don’t know how you spent last night.  Were you worried about the car payment, mortgage, rent, crying child  when you dropped him/her off at day care when you went to work.  
Find out what their needs are!


If you could change 1 thing what would it be?

Find 2 people at each show! – Sit down with at least 2 people!

How do you find them?  Pick who you would most like to be with.  Who do you want to work with?  Share it!  Like a gift to offer!  You get to hand pick your team!  AWESOME!

Don’t make it too heavy!

People skills problems?  Not sure, Don’t prejudge – Let them try it!  
Sometimes you’ll be surprised!

They won’t know until they try! They don’t know? They don’t have enough information.  
Sit down and talk!

Someone doing another home based business?  (Mary Kay etc…)  One of the ladies at the training has a friend that she wants to recruit, because she’d be awesome at PC.  She already has a kitchen FULL of PC items.  She does have a small home bases business.  I think it was Mary Kay.  When she complains about returning an item to their company or keeping inventory, she mentions how she loves that with PC you don’t have to do that and she’s so glad we don’t!  Hopefully sooner or later she’ll cross over from the dark side to a bright and cheery future!  
Coffee Date – Make it direct!  ALL about THEIR NEEDS!  Especially start with a compliment.

I was thinking about you, and I had another idea!


Paying the $155?  Some just can’t come up with the money, that’s probably why they need this business! Remind them that they’ll earn it back in the first couple of shows.  Put it on a credit card – they will be able to pay it before the bill comes in.  Get a loan from a family member – Again they should be able to pay it back in a couple of weeks or a month!

If we had a magic wand that could erase all your fears – What ELSE!  Some objections – 

Don’t know enough people – Go through your phone book, cell phone, have out of town relatives and friends host a catalog show.  If their married – Who was on your wedding invite list? Some people move into a new neighborhood or new State.  All they know is the banker and the real-estate person.  Start there!

Use the 3-2-1 Challenge!

Make 3 Contacts a Day, Have 2 Shows a Week, and Recruit 1 Consultant a Month

Be BRAVE

Get out of your comfort zone!

If you don’t ask / Someone else will!
