Top Recruiters Tell All (Workshop 3)
By Julie Ritter and Kathy Settles

Take a look at the Recruiting Rolling List on Consultant’s Corner

https://www.pamperedchef.com/images/cc/us/pdf/rec_rolling_contact_list.pdf
Just like you set a sales goal, set a recruiting goal.

Steps to Recruiting
Think of it as a baseball diamond:


1st Base:  You generate interest and inform the guests/potential recruit


2nd Base:  You invite the potential/ directly ask

3rd Base:  Interview the potential recruit


Home Plate:  THEY SIGN!!!

You can’t skip a base when you are playing baseball and expect a home run, so don’t skip a base when recruiting.

Sharing with a Host
1. During the 1st Host Coaching Call or when reviewing the Host Packet

2. Send them the Kit Credit Coupon from Consultant’s Corner about 1-2 weeks later.  (May want to attach  personal note inviting them to join your team)

3. During the follow up call when Host Coaching, compliment them on the job they have done so far

4. Set up some time before the show begins.  Do you have any questions about doing what I do?

5. Prize Drawing Slips: Have guests put a star next to the ‘interesting hosting a show’ if they want to help the host get her business going.

6. When you tally the host rewards, compliment the host on the show and again offer the host kit credit coupon.

Informing v. Inviting
Think of it as a Chocolate Chip Cookie:

Informing:  You call your neighbor, Sue, and tell her all about your chocolate chip cookies.  They are so yummy, melt in your mouth.  The best batch you have ever made.  Your whole house smells great.

Inviting:  You see Sue the next day and say “you never came over to have some of my cookies”.  Sue responds, “You never invited me.  You just told me all about it.  I didn’t know that I could come over and have some”.

Take informing 1 step further and INVITE!!

Gift Bags
Let the guests know that if they take one, it only means that you will have a conversation with them.  It is NOT a commitment!  

Place inside the gift bag:

· Come Join Us flyer
· Your Life, Your Way flyer
· DVD on joining The Pampered Chef business
· A small bag of microwave popcorn
· Either the nylon pan scraper or one twixit clip
· 100 Grand candy bar (Let me show you how to make $100,000)
· Take 5 candy bar (Let me take 5 quick minutes of your time to share this with you) 
Set appointment right there to have future conversation.  
Pass the product game or ticket game is a great ice breaker!

Let the guests know that no question is taboo.  They can even ask me about the money!
During the introduction, tell me about yourself and what you would do with an extra $500 a month?  (Paint a bigger picture with what they could make in a month rather than per show or week)

Let them know that this does not need replace their current job (unless they want it to)

Bring along with you a Why Bag?  Items to include:
· Something from a trip you went on courtesy of The Pampered Chef

· A miniature bedroom (or other larger house item you were able to buy with your earnings)

· Band-aid:  The Pampered Chef helped you to fix your life/debt

· A miniature car:  were able to buy a new car/ pay your current car payment

· A picture of your family:  you get to enjoy more family time

· A very large bra:  The Pampered Chef offers lots of support

While Out and About
Carry the Pampered Chef tote or bag.  Keep in it:

· Catalogs

· Mini catalogs

· Door prize slip (always get contact info, esp. if you give them a catalog or recruiting information.  You don’t want them to go to The Pampered Chef website and get in the leads system if you were working with them)

BE ACTIVE!!
Ask lots of questions to get them to start talking.

· Ask about their families

· Their jobs

DON’T WAIT for the opportunity, GO GET IT!

Think about the places you typically travel in a week (ex/ grocery store, bank, hair salon, etc)

JUST ASK!
During the Full Service Check Out, ask them about:

1. Joining your team

2. Hosting their own show (catalog, cooking, online, etc)

3. Future customer care (when a good time to follow up with them would be)

4. Referrals

It is easier to slide down the mountain, then up.  If you ask them about hosting a show, and they say no, it is pretty hard to ask them to join your team then.

Try not to sound too cookie cutter.  Vary what you say at each show, so repeat guests don’t keep hearing the same thing over and over again.

Stay in the same room as the guests during check-out.  Don’t go to another room.  You may miss out overhearing one of the guests talking about: 1. Being in debt, 2. Needing a new/another job, 3.  Someone saying they think they could do what you do

Always have the consultant agreements with you.  You never know when someone may say YES!

If the guest says yes to join the business, make arrangements to follow up with them within 1-2 days.

If the guest says no to join the business, thank them for their honesty and let them know that if they ever change their mind, please get in contact with you.  Ask them for referrals.

If the guest says maybe to join, give them one of the gift bags to take home.  Let them know the information is FREE and then set up a time to follow up (preferably within 1-2 days).

If the guest says “maybe, but not right now”:
· Add them to your rolling list

· Keep in touch with them

How often should you contact an old lead?  Ask them then I can follow up with them, and then do it!

Try not to overwhelm them with too much information.  Keep it simple.  Try to focus only what THEY need, and only that.

During the follow-up call:

· Do you need more information or just information on how to get started?

· If they say that they don’t have enough time, ask them how much time they think it takes.

· If the money for the kit is an issue (EXCEPT IN JULY AND AUGUST 2008), give them a list of ways to earn money for the kit (ex/ ask 3 friends/family members to invest $50 in them, and after their first few shows, they can pay them back.  Offer to help them by having them ‘work’ for you.  Pay them $10/hour to stamp your catalogs, put together host packets, etc.)

6 Tips to Take Away From This Workshop
1. Work on your people skills

2. Don’t be afraid of hearing “NO”

3. Get systems in place (ex/ at the end of the show, have them flip over the catalog and talk briefly about the kit)

4. You just have to ASK
5. Check to see if your show schedule is where you want it to be

6. Ask EVERYONE during the Full Service Check Out
