Working with New Consultants

Getting your new Consultants off to the very best start is so important to both of you. They see the rewards quickly and this will inspire and motivate them to schedule and recruit and you will see the benefits of increasing your team size.

Training new Consultants is a key to retention. One of the top reasons people choose to leave the direct selling business is lack of training or lack of connection to their recruiter or leader.

Therefore, training for new Consultants is a vital part of your role. It boosts their confidence and gives them the basic skills to start their business. It also sets the standards for what is required of a Consultant and promotes a professional image. 

It is often said that the first couple of minutes leave such a lasting impression that it is nearly impossible to change it afterwards. This is why it is so important that we welcome our new Consultants in the best way possible. Creating the right impression from the beginning will form the basis for her future relationship with you as her Leader.

	Part
	When
	What

	1
	Immediately
	What to do right after the application is signed

	2
	Week one
	Two training calls to cover Hit the Ground Running

	3
	Weeks two-four
	Six training calls, 2 each week

	4
	Month two
	Weekly training topics

	5
	Month three
	Weekly or bi-monthly training topics

	6
	Ongoing Coaching
	Seven simple steps to a coaching call


Parts 1& 2: Using Hit the Ground Running! to Train New Consultants

How to use this guide and the Hit the Ground Running booklet to get your New Consultants started right! First, complete Part 1 immediately after the application is signed, in person if possible.
Then Part 2: Hit the Ground Running!  Have the new Consultant get started right with Hit the Ground Running.  You can do this two ways:

· In a face-to-face group session, an hour and a half long within the first week of the consultant joining. Use the meeting guide at the end of this training guide to make it simple! 

· Or, in two 30-minute calls: Call #1 covers Hit the Ground Running steps 1-6, and Call #2 covers Hit the Ground Running steps 7-10. 
 Part 3: Two training calls weekly for the first month
· You will continue having Coaching Calls twice a week for the 1st 4 weeks. 
· Calls are outlined based on the activities she is likely to be learning. Some may progress quicker and some slower so you can adjust the calls accordingly.
 Parts 4 & 5 Weekly or bi-monthly calls for months two and three

Continue weekly coaching calls in month 2. As the New Consultant progresses you will continue training on topics like host coaching, tips for having a successful party, scheduling and recruiting skills. You may choose to move to bi-monthly calls in Month 3.You will base this on the progress and need of the consultant. For example; if she is moving towards Leadership she will probably choose to continue weekly calls. If she is backing away from the business she may need a touch base call once a month or simply call you when she needs you.
Part 6: Ongoing

In months two and three continue Coaching Calls using the guide included here. Ongoing calls may continue monthly or bi-monthly using this guide as well.
Top Tip: As an Aspiring Leader or Leader it is important that we match effort for effort with our New Consultants. Some New Consultants are going to want to build a business quickly; others are looking for a fun way to meet people. Both are important, and to keep our sanity we should be working with them as hard as they are working the business. 

Big Idea: Buddy up New Consultants so they can share ideas and celebrate their progress.

	Immediately after application is signed


___1. Give her the Hit the Ground Running booklet & fill out contact information on the back. 
___2. Set a time within 24 hours to have a one-on one training on Hit the Ground Running. Ask her to have a notebook and 30 minutes of uninterrupted time available. If you don't feel comfortable doing the call yourself, set up a 3-way weekly call with your upline Leader.

	Top Tip

	Do this in person whenever possible. It can be done over the phone, but you’ll get the best results if you do it face to face.  Always carry a Hit the Ground Running Booklet to a recruit interview so you will be ready when she says “Yes!”



___3. Schedule her Business Launch to be held within 7-10 days.
___4. Give her 3 catalogs & order forms, a travel size product, other samples to start taking orders immediately! Review how to take an order.

	Week One: Hit the Ground Running


Use two 30-minute phone calls to cover the Hit the Ground Running booklet or you may choose to train in person as group for an hour and a half orientation within the first week of a consultant joining. If you are using two calls, cover Steps 1-6 of Hit the Ground Running on the first call, and 7-10 on the second.
You will need

· This Training Guide

· A Hit the Ground Running booklet
· A pen and a calculator
The New Consultant will need:

· Hit the Ground Running booklet

· Notebook and a pen
· A copy of the Career Plan and Success Start flyer 

· A copy of the Host Tools
	Hit the Ground Running Step 1: Commit To Making A “Success Start”


___Build rapport and get to know her (family, work, goals, passions)
___ Explain Success Start Program and have her write Success Start dates on her calendar
___ Explain Commission Structure including bonus levels
___ Ask her how much she would like to earn each month. 
___ Break this number down into # of parties she will need to hold and confirm that this is a number that she is comfortable with.
___ Explain Challenge Coupons and how you will use these coupons to recognize and/or reward new consultants. 
BIG IDEA: You may choose to have her clip and mail coupons to you for a small prize or bring to monthly meetings for recognition

	Hit the Ground Running Step 2: Plan Your Schedule


___Have her write her start date on the first week of the calendar and then continue to fill in dates
___Have new Consultant write in the following on calendar found on page 6.

· Family/ Work commitments

· Business Launch date
· Team Meetings & Trainings for the next 2 months in her calendar. Remind her that she will not want to schedule parties on these dates as the most successful Consultants are the ones that attend team meetings and trainings.

· parties that she will observe

___ Highlight the days available to hold parties (recommend 2 parties a week for the first 3-4 weeks)
___ Record date on Challenge Coupon for completing her calendar.
	Hit the Ground Running Step 3: Schedule Your Business Launch


___Choose date with in the next 7-10 days to hold her Business Launch if this was not already done at the recruit interview.
___ Remind her that when her business launch has been held to record that date on Challenge Coupon.
	Hit the Ground Running Step 4: Create a Contact List


Remember: Most people know plenty of people, but they prejudge who to call! It’s important to go through the contact list verbally to discover who they may be prejudging.
___ Explain the Contact List and how important it is to the success of her business.
___ Walk her through F.R.A.N.K.S.  Ask her to write down three names for each letter as you go through the list together. This will give her 18 names. On average, one of three contacts will schedule a party, so this should result in 6 parties scheduled!
___ Give her verbal clues as you go through the FRANKS list to help jog her memory and get better results.  For example:

Friends = old friends, new friends, best friends.
Relatives = your’s, your spouse’s, those that live in other states,
Neighbors = who lives on the left, who lives on the right, who lives across the street?
___ Prioritize her FRANKS list using A, B, C. 
A=People who will definitely host a PARTY.
B=People who will probably host a PARTY.
C=People who will possibly host a PARTY.
___ Set a goal to get at least 50 people on her contact list. Have her put a * next to 5 that she would love to have join her team and/or would like to supplement their income.
___ When she has completed her list, have her complete the Challenge Coupon.
	Hit the Ground Running Steps 5 & 6: Schedule Your First 6 parties and Invite Guests to the Business Launch


__ Review the word choices together. Encourage her to make the words her own. Emphasize key words to help her get the actual date secured on the calendar. Have her read them to you in a role play.
Big Idea: She may wish to start by calling the “C's” first. She then has a chance to perfect her word choices and she will be pleasantly surprised when she schedules a PARTY with one of her “possiblys.” She can then call her B's and A's with confidence.
___ Let her know her goal is to get 6 bookings to have a strong start. Explain the importance of calling with excitement, enthusiasm & a sense of urgency.

___Ask her how many parties of the 6 she’d like to get scheduled in the next 48 hours? (Don’t judge her decision whether it’s all 6 or just 2, the point is it’s her goal.)
___ Ask her who she is going to call first & why she thinks they would be a good Host
___ Review the Host program with her. Give her the Host offers for the month.
___ Schedule a time to call her back in 48 hours to check in and see how she has done.

___ Give a testimonial of a successful start of another Consultant.

	Top Tip

	If you are covering Hit the Ground Running in two calls, end here and schedule another 30-minute call to cover Steps 7-10 Hit the Ground Running. 


.
	Hit the Ground Running Step 7: Observe parties / Attend Online or tele- training classes


___Ask her about her booking results from the last call.

___Praise any success she had.

___Encourage her to continue to reach her goal if she fell short.

___Set another 48 hour challenge to continue her bookings

___Ask if she got a “No”? Discuss how to handle objections to scheduling?
___Have her write the dates of your next 2 parties into her calendar. Get her commitment to attend. (If you don't have 2 parties within the next week, call another successful Consultant or Leader for their party schedule.) 

___ She can use the party Observation questions in the Hit the Ground Running guide or you can refer her to the party Observation sheet located on At Home Online. Ask her to read it prior to the observation so she knows what to look for. Have her make a copy for each observation party.

___ Once she has attended 2 party observations, have her record the information on Challenge Coupon.
___ Give her the Online or Tele-class schedule and have her circle in red 2 classes each week that she will attend based on your recommendation. Have her write those dates in her calendar. Be sure to include the pre-recorded calls.
	Hit the Ground Running Step 8: Spread the Word


__ Develop a 30-second commercial with her. Have her write it in the appropriate space. The 30-second commercial should include what she does, why she joined and what she’s excited about.
​__ Role Play commercial with her.
___Ask her to review and practice the other word choices in this section.
___ Tell her to be prepared to share the business everywhere she goes and what to have with her at all times (A button or shirt, samples, a small notebook and a pen)
___ Have her use her 30-second commercial with two or more people and schedule at least one party, have her record the date on her Challenge Coupon.
Big Idea:  Recommend a Lead Notebook! All she needs is the smallest notebook with each page dedicated to a recruiting or scheduling lead and their contact information.  Have them carry their lead notebooks with them everywhere they go, so when they have extra time they can call and schedule parties and recruit interviews.

	Hit the Ground Running Step 9: Dream Big!


___ Ask her what her dreams are with NYR Organic. How much money does she want to make & what will she do with that money?

___ Find out if she would like to make a part-time income or a full-time income. If she would like a full-time income, discuss Leadership with her and the programs available for leaders.
___ Introduce the Consultant Information site and how to access flyers and other info
___ Review the current Host and Customer offers
___ Discuss what to put in a Host Packet and a Recruiting packet

___ Have her share her Dream List with her family, a friend and a NYR Organic buddy. When complete have her record the date on her Challenge Coupon. 
	Hit the Ground Running Step 10: Take your First Step Toward Earning a Bonus


___ Explain the raise she will receive at the Senior Consultant level & why it is important
___ Explain why now is the best time to recruit because of her enthusiasm of starting a new business!
___ Review steps one through six on how to invite someone to join your team in the Hit the Ground Running Guide. Have her write the info in the box on p.19.
___Role play the word choices on p.19. This word choice helps eliminate the fear of being pushy because the focus is on the benefit to the potential recruit and her strengths.
___ Have her call her upline Leader to set up a 3-way call with anyone who would like to learn more about the Business Opportunity
___ Have her ask at least 2 people to join her team, when completed have her record the names on her Challenge Coupon.
___ Set up a time to follow up with her in the next 48 hours.
After you have completed the Hit the Ground Running Training 

Keep in mind the two Hit the Ground Running meetings are just the beginning of your New Consultant’s training. You’ll want her to attend other training your team offers as well as monthly meetings and conference calls. You’ll want to continue to build the relationships and lead your new team member with great training and support. Remember …Relationships plus Results equals Retention!!

	Weeks Two-Four: Weekly Training Calls


Depending on the desire of the New Consultant you will want to hold two of these calls a week for the 3 weeks following the two Hit the Ground Running Calls or a live New Consultant Orientation. The focus of these calls is to “Celebrate & Fix.” 

· Celebrate successes, milestones and achievements

· Fix what was challenging or did not work

	Week 2


Call #1 Host Coaching and Scheduling

· Ask if she has any burning questions

· Celebrate and Fix  - celebrate what worked, fix what didn’t

· Discuss results of sharing the business with two people

· Review her calendar and add her parties to your team calendar.

· Share with her how to Host coach for the parties she has scheduled. 

· Make sure she understands the cost of the Host program.

· Identify classes she can listen to in the upcoming week and identify times she can listen to pre-recorded calls.
· Schedule next call

· Set a 48 hour challenge to Host Coach those she has scheduled parties with using a Pending Host Checklist 
Call #2  The Business Launch and Tools

· Ask if she has any burning questions

· Celebrate and Fix  - Celebrate what worked, fix what didn’t

· Discuss results of challenge- How did Host coaching go?

· Share the numbers game- 1 in 10 will join, 1 in 5 will schedule.

· Review business tools to help her prepare for PARTY; Consultant Guide, DVD’s, website access, teleclasses.

· Review details for her Launch- discuss her/your role for the PARTY.

· Discuss how to handle objections to scheduling

· Suggest that she research product information on the products she/you will be using in her Business Launch.

· Set up next call

· 48 hour Challenge- to continue scheduling and identify additional contacts with whom she can share the Business Opportunity. She picks the number she is willing to commit to. Research six new products.

	Week 3


Call #3 After Business Launch

· Ask if she has any burning questions

· Celebrate and Fix - Celebrate what worked, fix what didn’t

· Discuss results of Business Launch and how to follow up

· Review her calendar and add her parties to your team calendar

· Show her how to place her order online

· Recommend teleclasses on how to conduct a party
· 48 hour challenge- continue to schedule and recruit. Develop a strong Power Statement for opening her party and a close to share on next call.

Call #4 The Full Service Check-out

· Ask if she has any burning questions

· Celebrate and Fix - Celebrate what worked, fix what didn’t

· Review her Power Statement opening and closing.

· Discuss results- how are recruiting calls going?

· Review her calendar and add her parties to your team calendar

· Share tips on how to schedule and recruit at the party
· Share full service check out, invite everyone.

· Continue prospecting for business and adding names to contact list. 

· Review her Success Start status. Let her tell you how she’s doing and this will give you an idea of just how well she understands the program

· Talk about her wish list of products she can earn from Success Start.
· 48 hr. Challenge- implement recruiting activities at party. Which ones will she commit to using at her next party?
	Week 4


Call #5  Check on progress, plan next steps

· Ask if she has any burning questions

· Celebrate and Fix - Celebrate what worked, fix what didn’t

· Discuss results of recruiting activities used at a party and follow up from the party
· Remind her of Consultant sales and recruiting promotions she can qualify for.

· Remind her of what it takes to get to Sr. Consultant and of the raise she is about to receive!

· Explain how to follow up with customers, setting up a system for re-orders.

· Have a conversation about recruiting people she knows. Make a list of 5 potential recruits to call and discuss, when to call, what to say and how to handle objections.
·  48 hour challenge. How many of those five potential recruits will she call in the next 48 hours?

Call #6  Selling Collections
· Ask if she has any burning questions

· Celebrate and Fix - Celebrate what worked, fix what didn’t

· Discuss results of calling 5 potential recruits.

· Review her calendar and add her parties to your team calendar

· Share the results from parties held- Discuss any challenges

· Remind her of meetings and training dates. 

· Talk about time blocking.

· Share tips on selling collections. Which collections is she bringing to the party?

· Challenge her to continue building her Lead List and closing on 1-2 Recruits.
· Share the benefits of Leadership.

· Share Sales Meeting/Training dates.

· Schedule your next call. May move to weekly or bi monthly calls. Ask her preference.
· 48 hour challenge. How many collections would she like to sell at her next party?
	Month 2 - Topics that can be discussed on a weekly basis.


· Check in to gauge her progress
· Talk about selling skills. Has she listened to the Teleclass on this subject?

· Give her some ideas on linking products to help with increasing her sales.

· Discuss adding on and selling collections, and help her develop some word choices.

· How will she continue to follow up with customers?

· Discuss her current scheduling success. “Are you having the results you want?”

· What are the challenges she is having?

· Discuss the importance of securing recruiting leads at each PARTY.

· Have her practice her scheduling and recruiting bids

· What goals does she have for her business now?

· Share the benefits of Leadership and invite to her to work towards Leadership.

· Share how to schedule and hold a recruit interview using the Live Your Dreams brochure

· Identify Teleclasses on Scheduling, Selling and Recruiting she can listen to 

	Month 3 - Follow up calls weekly or bi-monthly


· Check in and gauge her progress
· Review how to do a recruit interview. How are they going?

· Share the importance of making 3-5 live contacts a day to potential customers and how to use 21 Days to Success
· Continue to share ideas for finding leads

· Share word choices and techniques for customer service calls

· Keep track of customer calls in a spiral note book

· Remind her to always be thinking of NEW business she could be developing by asking for referrals and prospecting etc…

· How does her schedule look? Does she have enough parties scheduled to meet her goals?

· If not, what tools does she have available to her to help her reach the goal? 

· Talk about her scheduling success; help her to develop a plan for making sure her future schedule and the number of parties she hopes to hold matches her income goal for future.

· Review compensation plan

· Share how to do fundraisers, open houses and fairs

· Share tips on balancing family and business

· Ask her if she has any questions/concerns/anything she is feeling uncertain about?

· Establish your method of on-going communication. 
	Ongoing Training: Weekly Coaching Calls


Use these Seven Simple Coaching Steps for continued Celebrate & Fix calls. Allow 15-30 minutes for each call.

Seven Simple Steps to a Coaching Call

1.  Discuss results from last call.  Celebrate what went well and praise all positive activity.

2. What are the top three areas you are working on right now? What is your goal?

3.  Based on your average results, how many parties/recruits/orders will it take and what is an honest time commitment?

4.  What ideas do you have so far for getting these parties/recruits/orders?

5.  “Would you like me to brainstorm some ideas with you?”

6.  Which of these ideas sounds good to you? Will you try it/them this week and what additional training or materials will you need?

7.  When will this work be completed? Would you like to call/ email me to let me know how it goes? Set date for follow-up Coaching Call.

Top Tip:

A simple way of keeping track of your coaching calls is to have a 3 ring binder, subject dividers, and lined paper. Each Consultant who has committed to coaching calls gets a section. This allows you to keep notes about your calls and this helps you to coach from one call to the next.
	New Consultant Group Orientation                    


Getting a new consultant off to the best possible start is one of the best ways to really grow your team!  She is often very excited and ready to work, and this class is full of steps that she can do while awaiting her Business kit.  

I love to do this class live, with several new consultants at once.  This is great for a couple of reasons!

· It saves you time, training several new consultants at once, rather than one at a time

· It helps the new consultant begin to meet other consultants in a smaller setting than team training, and that helps those consultants to really feel a part of the group, and they are more likely to stay with the business longer.

· You can make this class very interactive – asking your consultants to share their dreams, ask questions, do role playing.  

How it Works:

Within my organization, we train this class once a week, alternating between leaders on my team.  If you have a smaller team, you may want to pair up with another leader or two in your area to conduct this training.

I pull our new consultants information from the website, and send them an E-card invitation about 5 days before the class.  

The class is about 1 1/2 hours long, and we go over the Hit the Ground Running brochure.

The Orientation: Hit the Ground Running, Steps 1-10
Start by having each new consultant introduce herself, and share why she joined.  I think it’s good for them to hear different reasons for joining, as it will help them with their recruiting.

Step 1: Success Start:  Explain Success Start for them, and get them excited about how much product they can earn in their first full month of business. Make sure they understand the terms/goals of any recruiting promotions that may have signed up under, for example, the rebate program.
Step 2: Plan your schedule:  Have them fill out the calendar on page 6 for their 1st month of business.  
Top Tip:

Teach them how to hi-light their calendar.  
Pink = Family Commitments
Green = parties
Blue = meetings
Orange = job
Have them fill in their business launch (if they haven’t scheduled it yet, we get that scheduled then) and our next team meeting.  
Ask each consultant about her goals, and how many parties she would like to hold each week, what days of the week she plans to work her business, and have her hi-light those days on her calendar. 
Top Tip:

Hold your team meetings on the same day every month. (Mine are always the 1st Wednesday of every month) When they go home & transfer everything to their regular calendar, they can add in those dates for the rest of the year. 
Step 3: Scheduling your Business Launch:  We talk about the goals of the business launch (having $500 + in sales, bookings & possible recruits) 
Step 4: Create your Contact List:  
Have them work on their contact list right then & there.  
Have them pull out a sheet of paper or write directly on the contact list in the Hit the Ground Running Guide, and I give them 1 minute for each category of the FRANKS list, to right down as many names as they can think of for each category.  
Remember: Stress to them that this is just a starter list, they will want to continue to add to it.  
Then have them go through the list, and mark people A, B or C.  
· A’s are people they know will schedule a Girls’ Nite Out
· B’s are people that MIGHT
· C’s are people that they don’t think will schedule, or that they are afraid to ask.  
· Have them put a $ sign by 5 people that they would love to work with, or that they think would make a great TBSAH consultant.

Steps 5 & 6: Scheduling your first 6 parties & inviting people to launch
Talk to them about the importance of scheduling those first 6 parties, and that it’s a good idea to have them dated for right after their business launch.  
Why? 

· They have just had great training at their business launch, and it’s still fresh in their head for their first party.  
· It creates some momentum in their business, because they aren’t waiting 2+ weeks to hold their next party.  
Activity: Role Play with the phone call guide

· Pair them up and have each of them take a turn using the script.  
· Talk to them about changing up the script, and making it their own, pulling out words that don’t sound comfortable. 

· Point out the word choices that are important to include.  
· Encourage them each to practice a few more times when they get home, with their husband, kids, best friend, or the dog, so that it sound natural coming out of their mouths.

Step 7: Observe parties/Attend teleclasses:  
· Discuss observing parties as “on the job” training. 

· Encourage them to each see 2 live parties, either with myself or another leader.  
Top Tip:

I pull out my calendar and get them scheduled right then & there.  I also give them the upcoming teleclass schedule, so they can start listening to calls right away.

Step 8: Spread the Word  
I talk to them about their 30 second commercial, and help them come up with one.   

Step 9: Dream Big/Set Goals  
Discuss setting goals, and creating a dream list!  Get them excited about the possibilities of this business. Ask them each to share one of their DREAMS!  This is so powerful!  
Top Tip:

I like to write down what each person says, so that when I am working with them in the future, I know what their dreams are!

Step 10: Take your first step toward earning a bonus 
Discuss Recruiting and how much fun it is to join the business with a friend.

Have them go back to the 5 people they put a $$ sign by, and review some word choices for talking to them about the business and how to schedule a recruit interview.

Wrap it Up!

Open it up for some Q & A. Having 3 or 4 new consultants together, somebody always asks a question that somebody else hadn’t thought of!  

End the class by giving them a challenge to complete their challenge sheet.  Have them fill in the things they have just completed during this class.  When they complete the sheet & turn it in at your next team training, offer an award.

