Step into Success
Class 2
Welcome Back! –Congrats on a great first week as a team! You added_________shows!
First I am going to call on each of you to give me three Reasons you are happy to be a part of The Pampered Chef.
Today we are going to cover Recruiting.

First- Why should YOU recruit? (Illicit responses)    
· Additional income

· Help others

· Trip Points

· To Promote (leadership)

· Earn Company Incentives

Why would someone want to BE recruited? (Illicit responses)

· Additional income

· Free / Discounted Products

· Flexible schedule

· Fun

· Personal Growth
· Recognition

Why people join can usually fall into one of three things
People, Products or Profits.
When you are speaking to a potential recruit or at your shows they need to know about all three and they also need to like, trust and have faith in YOU.

Now we are going to break down the Steps of Recruiting:

Step 1 INFORM (first at shows)
Let them know they can do this too!

1.   Your story-why you started and why you stayed

2.   When you touch certain products (recruiting anchors)
Example-
“In our New Consultant kit is at least one piece from all our major product lines.”
Or

“ I fell in love with our Executive Cookware as soon as I received my kit! I use the 8” sauté pan that comes in it so much that I know I will spend some of the PC Dollars that I earn as a new consultant to get more Executive Cookware for FREE and keep the cash I earn at my shows for my family.”
3.  During your full service checkout

Example- “Would you like me to tell you a bit more about our business opportunity or would you rather take some information home?”
Now INFORM (on the phone)
You could say…

“We have a great New Consultant Program, may I tell you about it?”
Or

“Would you or someone you know like to hear more about our Business opportunity?”
Or

“This may be the furthest thing from your mind but I think you would be a wonderful consultant with us because__________________Would you like to know more?”
TASK: Write your story!

What was your situation before joining the Pampered Chef?

What were you looking for from the business?

What’s a concern you had about joining, and how did you solve that?

How has your life improved because of your Pampered Chef business?

What do you hope to accomplish in the next year with your business?

*Email this to me by Thursday Morning 2/5/09

Also What 2 products are you going to use as recruiting anchors in your show? What will you say?
Step 2- INVITE
You need to directly invite people to consider the business for themselves. You can tell them all the great things about the Pampered Chef that you want, if you don’t offer it to them, it sounds like bragging!
Here’s the difference:

Informing is sharing the INFORMATION about the business.

INVITING is personal & specific to whom you are speaking to.

Example-

“Tina, you had as much fun as I did tonight! I would love to invite you to join my team, what do you think?”
Or

“Alicia, you were such a great helper-have you ever thought about doing what I do?”
Or

“Jen, your friends had such a good time, you are a fabulous host! Would you like to use the bookings from your show tonight to give The Pampered Chef a try?”
*Most importantly- after you ask…SHUT UP! Cover your mouth if you have to, but give them a moment to think and speak before you say anything.

TASK: Call the people we came up with on the back of the 100 no’s sheet an invite them to explore if the Pampered Chef could be a good fit for them. Also, bring 2 guests to our next Take a Look / New Consultant Training on 2/17 5:30-7:30 pm
Step 3 INTERVIEW
You can go 1 of 2 ways with this- if you do not yet feel comfortable conducting your interview yourself you can say (illicit response)

“Can my friend Cheryl, who helped me to get started give you a call to see if The Pampered Chef would be a good fit for you?”

Please, keep in mind, using me to help you with your leads is SMART

We can do it together on a 3 way call, or you can eavesdrop on a call or you can just get me their name, phone # and some info about your show and I will do your interview and sign them for you if it is a good fit for them. YOUR SUCCESS IS MY GOAL!
When you are ready, or if you feel comfortable now here is the interview I use.

It is SIMPLE!

1-Find the FOCUS- What was it about the show (or conversation) that triggered your interest in the Pampered Chef? 

*Their answer will be the focus of your answers*

Example-“It just seemed like you were having so much fun! After chasing my 3 kids around all day I could you some fun me time.”
Your answer-“Yes! I do have a lot of fun at my shows and from what you are saying you will too!”  

2-Invite the OBSTACLE
“So, is there anything standing in your way from giving the Pampered Chef a try?”
(*important, DO NOT DISMISS this answer-it is a valid concern for them, also try not to “solve” the problem for them)

After you listen to their obstacle (if there is one) try this…

“If I could show you a way…… would you be ready to get started?”

Example- “I don’t know if I could stand in front of everyone and talk like that, I wouldn’t remember what to say…”
You could say

“I understand how you feel, lots of other consultants felt that way also. If I could show you a way that you could be more comfortable would you be willing to give Pampered Chef a try?”
Sometimes at this point a different obstacle could come up. Go ahead and explore that also.

*TAKE 5 MINUTES*

Let’s take a couple of minutes to go through some common objections or concerns.

4-CLOSE THE INTERVIEW
You are going to summarize the conversation, mention their FOCUS< OBSTACLE & the SOLUTION they came up with.

Then you can say:

“If I told you that you could get paid on 2/22 or 3/8 when would you like your first commission check?”

At this point you are going to get one of two answers. 

First, the answer we want…yes! Sign me up. AT that point you would help them find their first hosts and their first recruits. We will cover that in depth on our next call. 

But you could get…well, I don’t know.
I want to give you the words to say so that you can figure out how to help this person!

For your FENCE SITTERS:

“I am in the business of helping people. If you tell me that you want to start this business I will be your biggest cheerleader and I will help you every step of the way. If you tell me NO, I will appreciate your honesty and we can set up a fun kitchen show for you. But when you tell me, “I need to think about it” I don’t know how to help! Would you let me explore with you further what you need to think about?”

This response is HELPFUL. You are basically letting them know that any answer is good, and you are asking permission to continue the conversation and figure out with them which way they want to go. 

Does anyone have any questions about what we just covered?

TASK: You are going to set a time with me and do a mock interview based on this script.
This is an easy, proven and doable conversation! Most importantly remember to use your listening ears and to not get so excited that you miss what they are telling you. You are on the phone to help them, and your conversation should reflect that. 

Recruiting is building relationships ( 

Next class we will cover your first conversations with your New Consultants and how to get them off to a fabulous start under the new career plan. 

Go over tasks again & answer questions.

* This week their online course should be “Sharing the Opportunity”

Cheryl Batcher interview from Amy Neal
WAC Call Coaching Guide Class 2
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,
3. Go over their story that you received by email. Ask them to tell you about the 2 products that will be their recruiting anchors.

4. Ask them how those call went with the recruit leads on the back of the 100 no’s sheet I gave them. Make sure they have 2 guests for the training on 2/17
5. they did not do a mock interview yet, set that time with them. If they have Remind them about what went right!
6. DO coaching guide from the “Sharing the opportunity” online course

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