Step into Success
Class 1

Welcome-I am so proud of you for making this commitment to your business!

First I am going to call on each of you to answer three questions:

1. What is your Favorite movie and why?

2. Tell me one Pampered Chef accomplishment you are proud of.

3. What did you want to be when you grew up?

Okay, in everything there is a main concept that drives it. In our business it is the concept of “ENOUGH”

Enough contacts will lead to ENOUGH bookings that will result in ENOUGH sales and new leads to get ENOUGH recruits. When we do ENOUGH, we feel in control and confident about achieving our goals.

Does that make sense?

I also want to share with you the tree biggest obstacles to success:

1. Can’t find the time to work

2. Don’t know who your leads are/ not enough leads

3. Don’t know what to say
These are the three things we are going to cover today. 

First, TIME:
What do you actually need to have time for? (Illicit responses)

· Cooking shows

· Host Coaching

· Calling potential recruits/ hosts

· Customer care calls

Look at your calendar- Do you have ENOUGH time set aside to do the things you need to do to achieve your goals?

TASK: Sit with your calendar and make a schedule for these tasks- we will go over it on your next WAC call.
Next LEADS:
Who are your leads? (Illicit responses)

· Customers

· Hosts

· List of 100

· Guests

· Friends/ relatives

· Acquaintances

We are already doing things as a team to help you identify NEW leads. Do your MAKE 50! Challenge, but also ask for referrals when you are approaching those you already know. How could you ask for a referral on the phone? Or at a show?

TASK: Pull out your list of 100 and go through it again, or finish it up if you never did-remember DO NOT PREJUDGE. Tell me your progress on your WAC!
Next Words to Say: 
***But first I have to give you a Cheryl-ism. I truly believe that our job as Pampered Chef consultants is a service position. We are here to assist our customers with all things Pampered Chef by selling products, providing customer service and assisting anyone who would like to earn additional income and improve there lives. I want people to feel like their lives are even a tiny bit better because I was there to serve them. So that being said when you come to your shows or get on the phone from a place of service, I believe it becomes easier to offer everything you can. Cheryl-ism over (***
Ok, back to WORDS TO SAY:
What is the most important thing to remember about “what to say” is that it really isn’t what you say but how you say it!
Mock phone call nervous and uncomfortable:

Um, hi is Kim there? Well this is Cheryl with the Pampered Chef would you like to do a show for me?

Mock call Confident and with service:

Hi, Kim? This is Cheryl with the Pampered Chef! How are you? Kim, you just popped into my head today! I remembered how much you loved that chicken in the Deep Covered Baker when we were at Tina’s before Christmas and I have to tell you I just learned this fabulous new recipe for a Mexican Chicken Lasagna that we can make in the microwave in 12 minutes. I know you and your friends would be wowed! Also, you would be able to get that Deep Covered Baker that we know you want at 60% off, how does that sound? 

Which person do you think will get a better response?

On the phone: 4 goofy questions & market recipes and host program

At the show: Tell your story!! Something, anything and keep it short

Example: I would like to thank Alicia for inviting us into her home. Hi, my name is Lori and I will be your Pampered Chef Consultant for tonight. I hosted my own show back in September and I had a blast! We made a fun recipe and I saved $600 just for having my friends over, but when I was closing my show with the consultant she told me I could have made $175 at that same show. So my wheels started spinning at now here I am! In my first 2 months with The Pampered Chef I made $1100 and earned $800 in Pampered Chef Gift Certificates. I still can’t believe it! I am telling you this because we are going to go make a yummy recipe and have some fun but I want to invite you to think about if maybe you would like to save $600 by having your own show or maybe make some money for yourself.
(You are welcome Lori)

Then after your recipe and the 5 question game CLOSE the show
Remind them about recipes/ theme shows thank them for a good time, then:

Use the three B’s

Buy: How they pay, guest special

Book: Host special for current and next month, big wishlist
Business: Make money, have fun, invite to take info
Then follow-up with a full service checkout

TASK: Listen to MP3 an Consultant’s Corner “Abundant Bookings” Take 2 ideas that you want to implement and let me know them on your WAC!
WAC Call Coaching Guide Class 1
1. Go over Success system tracking form Celebrate and help with challenges.

2. Check progress on MAKE 50! Challenge
Ask them how many names are on their list of 100, Brainstorm to add more

3. Ask them about the schedule they have made for their business.

4. Ask for the 2 things they are going to implement from the “Abundant Bookings” MP3

5. Online training courses? If taken coach on that class if not challenge to take the one you feel will best help them.

Leave time for questions, biggest challenges, and encouragement
Cheryl Batcher
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