SIMPLIFY YOUR BUSINESS

Opening:  “Your business will not change until you do.”  Professional parenting educators all say the same thing and in different ways: “A child’s behavior will not change until the parent’s behavior changes.”  Our businesses are our babies.  We nurture and teach our clients and our Consultants.  Make changes in your business by starting with yourself: Pare Down.  Less is more. (That is definitely what I did when I made the switch from “Power Cooking” to “Easy Weeknight Meals:” I pared down!)

From Home Office: “We earn our paychecks by host coaching.  We pick up our paycheck at the Show.”  

Start with strong HOST COACHING.  I am happy to forward an E-mail Training that I use with my Consultants when Host Coaching.  It involves making personal contact with your host weekly (follow the 3-Call Plan), and speaking with your host briefly 3 times, hitting the high points of host coaching, finding out what the host’s “buy-in” is for wanting to host, encouraging host to make a HUGE guest list (no less than 80 guests), telling all guests to bring a friend, then sending a detailed e-mail message to cover the essentials for a successful Show.  Basic rule: “Stay in your Host’s ‘Inbox’ weekly.” 

Secondly, LOOK AT YOURSELF and ASK, “AM I SELLING THE PACKAGE DEAL?”  1. Are you wearing your business?  Invest in your business now by purchasing a Pampered Chef shirt from Merrill.  What is your appearance while you wear your shirt?  Do you wear a smile and are you approachable?  Regarding appearance, 2.  How do you look when you’re doing your Shows?  Are you comfy like the rest of the crowd?  We should dress one notch up from our clients.  Wear closed toed shoes and slacks.  Wear street clothes and not Pampered Chef shirts to Shows; appear duplicatible.  Flip flops and sandals and jeans do not portray nearly as sharp image as a pair of loafers with khaki slacks.  Are your fingernails well manicured?  Is your long hair pulled back from your face?  We are a package deal: we’ve got “the look” and the products. 

2. Are you asking for contact info when you offer a catalog?  Either phone number or e-mail address from catalog recipients?  I’m not willing to hand over 45 cents to someone without something in return.  That’s what you’re doing when you give away a catalog.  You hand them a catalog without asking for their contact info and you might as well say “Please throw this away when you’re finished looking through it.”  Or “Put this catalog in the bottom of your “To Do” stack on your kitchen countertop.”  If you aren’t following up with catalog holders, you are NOT going to get a recruit, booking or sale.  But if you get the contact info and follow up, changes will happen in your business.  Magazines are for entertainment.  We are not in the entertainment business.  We are in sales.   

BOOKINGS ARE EVERYWHERE.  If you don’t believe it, start right now with an attitude change.  There are not enough hours a day to complete our daily work.  Who wouldn’t want a FREE shopping spree for very little effort?  Use our Host Program to your advantage.  Your past clients are your best recruit and booking leads.  They have seen our products and haven’t hosted yet.  You’ve already asked them for a booking at the Show, and ask again.  The timing wasn’t right for them three months ago when you met.  But that doesn’t change their Wish List.  They still want our stuff, and who wouldn’t want it for FREE?  And they may need a job opportunity now.  You won’t know unless you offer.  Make “Out of the Box” calls.  Use “OBP:” Offer Opportunity, if no, then Booking, if no, then Products.  Your greatest resource for recruits and bookings is right under your nose at home.  Anyone who has ever ordered products from you is a lead.  Always use OBP during a phone call and in that order.

GET SPECIFIC WHEN YOU ASK FOR A BOOKING.  Get specific about what you are offering – know your numbers.  Say “My typical Cooking Show host receives a $100 FREE shopping spree, along with unlimited discounts.  Let’s cook up some fun!”  Know your Show average and plug in a different number if it is greater than $100.  

GREATEST RESOURCE FOR RECRUITS AND BOOKINGS IS PAST CLIENTS AND HOSTS; PROSPECTING OUTSIDE OF YOUR SHOW IS BENEFICIAL TOO.   Wear your business everywhere you go.  Much easier to ask for business if you are wearing a PChef shirt or apron.  If you ask a stranger or acquaintance “Would you like to host a Cooking Show?” then answer is probably “No.”  There is no vested interest.  If you ask “When was your last FREE shopping spree with The Pampered Chef?” then you present, in your very first sentence, what’s in it for them.  It’s not a “yes” or “no” question.   Ask open-ended questions.  The fewer your words, the stronger your message.  Get straight to the point.  What do you do? “I get paid to give FREE shopping sprees for The Pampered Chef.  When was your last FREE shopping spree with The ‘Chef?”  “Let’s partner with a Catalog or Cooking Show and land some free products for your kitchen and grill!”  When you receive an objection, use this word choice “I understand.  If your circumstances change, I would love to partner with you for a Show!  Keep me in mind!”  Leave the door open for both booking leads and recruiting leads.

PARING DOWN with a “Power Kit!” Goal: 35-45 minute Show featuring 5 Essentials: Chopper, Mandoline, Stoneware (Rectangular Baker $44), Cookware, Knives.  Take only what you need.  It will ALL fit into New Consultant bag or Show-to-Go.  It is your “Power Kit!”  And take your table if needed but ask host first.  That’s it.  This is truly the key to working smarter, not harder.  We have to compete with direct sales company Consultants who can offer the “little gold bag!”

Benefit to you: A. Lighter load (one trip to car, only if you’ve brought table)

                         B. Shorter Show & higher sales b/c less tools to talk about.  Less is truly more.

Benefit to potential recruits: A. Lighter load – enables us to compete with other direct sales  

                                              companies.  Oldest Baby Boomers (1946-64) celebrating 61st 

                                              birthday this year – entering direct sales like never before.  DSA 

                                              prediction is huge direct sales boom in 3 years.  Become a Director.

                                              B. Shorter Show – less info to learn = easier to do this work.  You

                                              will be invited into more homes b/c not offensive to friends to sit 

                                              through long Show.

HOW TO PARE DOWN: Simplify!  One Show recipe b/c not catering dinner parties.  Feed guests on front end; carbs working on your side.  Teach 5 Essentials, short demo if needed, include lots of participation from guests, sprinkle biz opportunity (“TPC” acronym: Travel, Free Products, and Cash) and host benefits throughout Show.  At end, pass out catalogs and direct guests to Host Program Guide and Kit photo, invite guests to join PC to get kitchen full of products for FREE or host and earn 5 Essentials.  Important to inform then invite and tell guests that is what you are doing.  It is our obligation to offer the business opportunity because need for extra income is EVERYWHERE.  
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I deliver Choppers on my Chopper!  How much fun is your job? :)
Try our products and change your kitchen; try our work and change your life!
