The Recruiting Interview…Overview…

There are several key points to the interview to assure that it is smooth for both parties and to offer the information in a professional yet personal manner. This outline is designed to make that an easy and simple process.

Getting Acquainted:  There are three steps to getting better acquainted with your prospect.

During each part of the actual Interview, you’ll do three things.

· Introduce the booklet page.

· Ask questions relating to the booklet page

· Affirm whatever they say.

Three questions prospects ask themselves:

· Could this work for me?

· Is there help available?

· Do I want to do this?

Ready…

Step One: Getting Acquainted:  There are three steps to getting better acquainted with your prospect.

· THANK your prospect for agreeing to meet with you.  

· Build rapport by offering a compliment or referring to common ground, such as where you met. 

· Discover what your prospect is thinking and feeling. 

· The five questions will guide you to become better acquainted. 

· Tell me, why did you decide to meet with me today? What I really need to know from you is do you want to talk about why you might want to become a Pampered Chef Consultant or do you just need to know how to get started?  (If how, go right to the back page and continue from there.) 

· Have you ever done anything like this in the past?

· What other work experience have you had?

· What clubs or organizations are you a member of? What kind of activities are your children involved in?

· I’m curious, how would your family feel if you decided to give this a try?

Step Two: Using the Come Join Us booklet:

· Introduce the first page…What’s Your Dream? Example, when looking at these pages what excites you the most about these options?

When asking about their dreams, use questions like, “Name, can I ask you what you would use the extra income for?  Listen to what they say and then reaffirm: “Using income you make to _____ is not unusual. We hear that a lot. So, if you ________(what ever they said they wanted to do with the extra income), what would you want to do next? This is were you are writing the “dreams “ down so you can easily refer to them later. Remember, whatever they say, affirm it. Tell a short story using her dream. WRITE IN THE BOOKLET! Let them know you would love to help them achieve their dreams. If you know someone that has expressed a similar dream, let her know that you will be introducing the two f them since they have similar dreams. 

· We Make Owning Your Own Business Easy
· Introduce the first page briefly. Reference to when you talked about half of Americans today have thought about owning their own business. While that can be a hard thing to do on your own, the company really supports you to make that a simple and easy process. They want our business to be simple and cost-effective.

· Looking at this list, what would be the most important part to them. What excites them most about this portion of the business?

· Whatever they say, affirm it. WRITE IN THE BOOKLET!

· Your Success Is our Priority
· Introduce the page briefly. 

· Explore what type of support is most important to your prospect…As you are talking, there are many different means to receive the support from the company, is their anything in particular that you would like training on?

· Whatever they say, confirm the support they’ll receive.  Check off the items in the booklet and let her know you are checking them off to make sure you cover all the bases. WRITE IN THE BOOKLET!

· You’ll Find Business Everywhere
· Introduce the page briefly.

· Talk about the people she knows. Talk about the fun and function of the Cooking Show and how this is the heart of the business.  WRITE IN THE BOOKLET! Refer to the groups, family, etc, that she talked about earlier. That is why it is important to write it down. YOU will be more likely to remember when you have written it down also. See if you can come up with 6-8 first names in this process. Acknowledge that it was easy to come up with these names in just a short amount of time… 

· Whatever they say, confirm they know enough people to start a good business.

· If you would decide to do this, how many times a week might she see herself working?  Perfect! You can build a great business with 2 shows a week. How much money would you like to generate each month to (whatever her reason was she might consider the business)____? After she answers…this is the transition to the next page, so we TURN THE PAGE.

· Our Earnings Opportunities offers you Flexibility and Freedom.
· Introduce the page briefly: Ask when you say that The Pampered chef offers flexibility and freedom, what does that mean to her?  Great! Let’s see how this could work for you. Use the numbers, etc that she shared and expand the shows to monetary value so she can see exactly what you are talking about in earning. 

· Explain there are two ways to earn in our business…

We sell our products. Talk about the left page and by doing  x number of shows a week at (use the company show average of $450 for new consultants) you could expect to earn $____ by doing just exactly what you have been talking about today. In fact, should you have something unexpected come up, or you decide to save for something a little larger, by adding one more show a week, you could expect to earn $____.   And it gets even better.

· Whatever they say, affirm it.

There’s a second way to earn with your Pampered Chef business. It’s really a natural part of what we do. Have you ever been to a really good movie, and then found yourself recommending it to someone else? It’s the same thing with this business…You love the products and the Cooking Shows, and seeing what it has to offer your family, and it’s going to be natural for you to share it with others. You will meet people at your shows that are curious, just like you, as to what is involved in starting a Pampered Chef business. We simply find other people to sell our products. Using the chart, show the average income ranges that people earn by adding people to a team. Most people look at direct sales as good, part-time extra money, but they are often not aware of the bigger income options. Can you tell me, is this intriguing to you at all? Affirm their concerns and let them know that you understand. Ask, I’m wondering is there anyone you can picture who really loves Pampered Chef products, or who needs extra income? WRITE IN THE BOOKLET! Do you have any more questions about how you earn money with the Pampered Chef?  Let’s take a look at the last page here…turn the page.

· Turn Your DREAM into Reality 
· Introduce the page by asking for the yes! As you heard me say, our Dream Kit is a $155 investment, and it includes all these products (referring to the photo on the back page), the best training and the business supplies you need to get started. PAUSE. Name, what I have discovered when talking with people about starting this business, is that there are really just three questions they’re asking themselves: 

· The first question is…could this work for me? From our conversation, it sounds like it could be a good fit because it’s flexible enough to fit alongside your current lifestyle and you said you could do about two shows a week. Plus, people with experience with (whatever you can refer to that you discovered in your conversation about her past experience, customer service, love of products, etc.) generally are very successful in this business. Plus you know plenty of people to get started. 

· The second question is …is there help available? I know you were concerned about this, and that is very common. I hope after talking about the various means available to you both from the Company and our team, you are a bit more relieved. There are lots of tips for doing a fun Cooking Show. I have learned to teach consultants what they need to know…when they need to know it. As in any new job, there are always ways to improve. First you need to learn the basics and then you can expand.

· The final question is a simple one…do I want to do this? And that’s a question that only you can answer. So (Name), what do you think? You like to become a part of the Pampered Chef?

· Respond to a Yes, Maybe or No…

· Yes, Great! Let’s get your Kt Order Form flled out to get you started!

· Not really sure…you make it seem very tempting. I guess I would need to think about it a little more. I’m glad that you want to think about it…that means you interested enough to consider it seriously. Can I ask what you want to think about the most? What’s keeping you from starting?  Work through whatever concerns she is still having. You job is NOT to overcome the objection and talk them into signing. It doesn’t work for anyone. Your job is simply to offer enough information to make the risk more valuable than the fear of doing the business. Most people do not start a business to fail. 

· No, Really? Can you tell me why? LISTEN! Often this is a maybe that hasn’t had all of her questions answered. Be respectful of a true NO and thank them for being honest with you…If anything ever changes.

ACTION STEPS: For the New Consultant
Help the new consultant build a list of 60-100 names for the start of the 

rolling contact list.

Choose show dates for the next few months

Set up a specific time to make those initial contacts.

Action Steps for DT3…

1. Schedule 3 “Practice appointments” in the next week so you can put these skills to use. These can be with people that you have never thought would do the business…you are simply looking for the practice. Be prepared. Sometimes these “Practice People” will join your team.

2. Take the On-line Recruiting Interview class. 

3. Review the Come Join Us recruiting booklet. 

4. be prepared to share your results wit the group on the next call. 

