Step into Success
Class 3 
It’s the Middle of the road! Let’s get reignited!!!

I am going to give you some great news! First, I would like some good news from you! (Call on each for some positive news!)
Great! Well, you are all going to be FLOORED by the results we have had as a group so far! *You should also be getting a Thank you from the phone company (
These are the stats from the log sheets that have been turned in so far:

· Attempted calls

· Live Calls

· New Catalog Shows

· New Cooking Shows

· Recruit Leads

· Recruiting Interviews Held

· New Recruits 

While you may not feel like you are making progress-you absolutely are!

It is important to realize that we are after PROGRESS!

~Our results will grow in direct proportion to the effort we put in.~

Sometimes our week will not go as planned, or we may feel like we are working harder and not getting the results we want fast enough. When you feel that way…

Take a deep breath and relax!

You are not running a sprint, you are running a marathon, building a foundation and growing a business. And you are not alone. 

No one built a successful business in the course of a day or a week, we grow and succeed by being consistently good at the basics of our businesses that will allow us to thrive.

They say that…
“Direct sales is the only business where you can go from euphoria to despair and back to euphoria again in the span of three phone calls.”

Some of the reason that is true is that we routinely get “Objections” & “Obstacles”.

Today we are going to focus on overcoming some of the most common objections and obstacles. 

Since, you are making so many calls and focusing on doing ENOUGH to grow your business you are bound to get a few obstacles again & again. 

What are some common obstacles to HOSTING? (Illicit responses)

1. Don’t have the time

2. Don’t know enough people

3. House to small

How could you respond? (Illicit responses)

1. How much time do you think it would take?

2. If I could help you with your guest list would you want to have a party?

3. You could do a show with a friend at her house and/or I will build you bleachers…

What are some common objections to starting their business? (Illicit responses)

1. Cost of the Kit

2. Not a salesperson

3. too busy / not enough time

4. I could never do a show like you

What could you say? (Illicit responses)

1. If I could show you a way to be able to pay for the kit, would you be interested in giving it a try?

2. Have you ever told someone about a great new restaurant, or a fabulous movie?

3. If I could show you a way to fit The Pampered Chef into your life would you like to give it a try?

4. Well, what kind of show could you see yourself doing? (thanks, Don!)
Also, you can always say…Can my friend Cheryl who helped me get started give you a call to see if The Pampered Chef would be a good fit for you?

Keep in mind that “OBJECTIONS” & “OBSTACLES”
 are a good sign- That means that they are giving the idea some consideration!

Since we covered recruiting so well in the last call I want to give you a simple way to help you overcome booking objections. 

You can use the C.A.R.E. Method!

C- “Check for understanding”

A- “Acknowledge feelings”

R-“Respond with a clarifying question and more information”

E-”Extend the invitation again”

Let’s hear how that might sound:

Consultant- When would you like to host a show of your own?

Potential Host- Well, I really don’t know that many people….

Consultant- I am hearing that you don’t think that you would have enough people there to have a successful show, I can understand your concern, would you tell me, if you had a show who would you invite?

Potential Host- Well, I could invite the girls from the office, and my friend Kim that I came with tonight, my sister and mom and maybe a few neighbors.

Consultant-Well, that sounds like you know more people than you thought! That’s great, I am sure we will have a lot of fun! So, now that we have your guest list started would you like to do your show in February or March?

In helping her work through her concern she is able to see for herself that she knows enough people for a show. If you had just said “Oh, of course you do!” More than likely she would have shut you out for dismissing her concern and she would be far less likely to hold a show with you.
Why?
Because without your coaching she would still have the same concerns!

What are some objections you are getting?

(Group chat 5 min)

How could you use the C.A.R.E. model with those objections?

Sometimes, even after using this approach, or any approach, the answer is still NO. That is OK. We are in the business of “sorting” not “convincing” We are here to provide a service. If your objective is always good service than any definitive answer is good! If it is a NO, Thank them for their honesty and offer them a recipe card or to join your newsletter!

TASK: Finish Homework from week 1 & 2. Continue kicking butt on your 3 contacts a day!

Homework is still posted at www.pamperedchef.biz/cherylbatcher

Under the calendar

WAC Call Coaching Guide Class 3
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 how the schedule they have made for their business is working out, help them with any adjustments. 
4. If they have not done all their homework ask them if they still want to continue with the program. If yes, set a date for completing all their work and an additional coaching call before the next class.
If no, congratulate them for their efforts and discontinue coaching calls until they are ready. Reassess their goals.

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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