Recruiting with the Stars:
With Beth Perera, Catherine Lee, Susan Meacham, and Lisa Beeson

 Catherine:     Try to focus on about 4 guests at every show.  Interview about 2 people every month.  If you are trying to build your downline she suggests to ask your recruit after her shows what the host said about signing up, and encourage her to ask all hosts and they will get in the habit of asking them all in case you ask them again so they will have an answer for you.

Lisa:     Always ask your host.

Susan:     You can only do one show at a time, so get bookings while at the shows.  Your phone is your best friend.  Get balance in your business.  You determine your own success.  Carry out a conversation until you get a solid yes or no.  Ask your potential recruit ‘Can I ask you what your reason is for saying no?’  Keep things simple.  State your expectations.  Tell them what you are getting from it.  Ask them to commit to qualifying.  Pick someone you want to work with.
Beth:     Concept of enough; get enough shows, have enough energy at the shows, to have enough recruit leads, to get what you want.

Susan:     Show with enthusiasm and honesty.  Ask if there is something you can do to help them get started.

Catherine:     She shares her story of why and how she started at the beginning of the show, and then shows the recruiting and bookings binder at the end.

Lisa:     Shares her story at the end.
Susan:     Shares her story in the beginning if they are curious, then during the demo and door prize.

Beth:     Says to sprinkle bits of other people’s stories through your demo along with your own especially if you just started and don’t have much of a story to share.

Catherine:     Says to use the survey slips at the show.  Tell them to turn them over and ask them if the host decided to become a consultant today would you be one of her first hosts, mark Yes, No, or Maybe.  After the show is over you can go over these with your host.  Tell her the definite shows you booked from her show, you can tell her you will give her these shows or split these and then show her all the people that marked yes or maybe if she became a consultant who all would be willing to help her start her new business.  Then you can call the guests for her and tell them that she has signed and that since they had marked yes they were going to be one of her first hosts.
Susan:     Hold up the survey slip, and tell them please fill it out completely because you don’t want to guess what she wants from you.  Tell them that you will never call them if they don’t want you to unless you have a problem with this show.  And then say ‘but you could always call me, my number is on your receipt’.  Maybe means I would like more information.  Yes means sign me up.

Catherine:     Give interested guests the catalog, Super Starter (congrats) flyer, and set up an appointment to talk to them.  Do not give them too much information as it will just make them worry more.

Beth:     Give interested guests the catalog, SS flyer, Business card, and an agreement signed by you with your information filled out, and highlight the sign up on pamperedchef.com.  You can order 3 free agreements with every supply order.  When telling your story, there are 4 important parts you must have in the story: 1) What caught your eye that made you want to sign up? 2) How you knew this was right for you. 3) How this has benefited you so far. 4) What are you looking forward to getting out of it?

Follow Up:
Beth:     Make sure to follow-up within 24-48 hours.  Tell them when you give them the information that you will be calling them tomorrow.

Catherine:     The SS booklet is going to create a lot of questions, so I will call you tomorrow to answer those questions, and what is the best time?  Ask questions about the show when you call, say something about the food, and how much fun you all had and ask her at what point in the show did it hit her that it interested her.  Ask them questions they have to say yes to.  Wasn’t that so much fun? Wasn’t that some good food?  Did you have a good time?  Wasn’t that funny when I …..was that the point when you thought this was something that would interest you?

Lisa:     Ask her about herself, her friends, family, job, kids, and hobbies, so you can connect with her and give her ideas about how she can make this work for her, and you might have some of the same things going on to relate to her how you can handle doing this.

Beth:     Take notes while you are talking to her, it shows interest, and it will help to build a rapport with her, and it will be something you can go back to if you haven’t talked to her in a while and remind you about her and her stories, and what’s going on in her life especially if she doesn’t sign right away, and wants to wait.  Try to meet with her in person instead of on the phone, maybe in a coffee shop, or deli.  Bring the ‘A Closer Look’ Album.
Catherine:     Open the page and go through the album, make a comment about the things on the page, and ask questions to find out what they are really after by becoming a consultant.  Do they want ‘mad money’, to quit their job…

Beth:     Make the album a scrapbook, put pictures of things you have done because of this, put in check stubs…

Susan:     When they ask you ‘What kind of training is there?’ it is usually a sign that they have done another form of selling in the past and are a little leery about doing it again.  Tell them there is lots of training available, any kind you want.  The first training is at your show, you can observe a cooking show live, conference calls, tele-classes, meetings, conference, tapes and cd’s, whatever kind of support they want is available for them.
Lisa:     If they ask ‘Do I have to attend meetings?’  Tell them they are not required to attend meetings, but the most productive consultants take time out to attend meetings.

Maybes:

Susan:     Look for their heart tug or hunger.  Could you identify one for me?  What is really making you not say yes right now?

Catherine:     On a scale of 1-10 where are you at right now?  If you went home right now and told your family you signed up it would be taken more seriously than saying to them ‘Oh, I am still thinking.’

Lisa:     Timing, ask them when do you want me to call you again?  When new products come out, new promotions for signing up?

Beth:     If they say not right now, ask them when to contact them again, and write it down in your calendar right then when they want to be called again.
Best booking and recruiting tips:

Catherine:     Never prejudge, ask everyone about first becoming a consultant, then about hosting, then if they would like to takt a catalog home to their friends and family.

Lisa:     Do not think ‘I am not a recruiter’.  Be a ‘sponsor’.  Tell them where you are coming from, why you would like to recruit them.  Are you doing this to get something out of it or to help other people get something out of it.
Susan:     Let it be known what you do.  Never make someone else’s choice for them by not asking them in the first place, many people that you would least expect say I am so glad you asked because I have been thinking about it.  Ask everyone to share their experiences with you with someone else, don’t keep me a secret, maybe someone else could benefit from what you do.

Beth:     Have fun at shows.  Don’t shy away from shows that are far away, it makes the host feel more obligated to get more guests at her show and have a bigger show, and it can lead to more recruits, and more bookings and you could entice those potential recruits with these bookings, say you could have these bookings if you wanted to sign up.  Never go to cluster meetings alone, invite potential recruits, anyone who might be even remotely interested, even if you think they aren’t by going to the meeting it might just peek their curiosity.
