Roadmap to Director Land

a.k.a.:  WH Leadership Forecasting

Prepared by:  Connie Ashburn and Rachel Rushton from 1st National Convention, July, 2001*
*Goes to show you how some things are timeless!!
Note:  Be in touch with your upline support team to assist you in reaching your goal.  This sheet is intended to be a guide and can be best maximized with their support!

Moving into Leadership:

· There is a difference between team building and leadership.  Team building is all about “you” and leadership is “all about them”.  You determine the tempo for your team’s culture.  When you are helping others to achieve their goals, you in turn will achieve yours.  That’s when it becomes about them and not about you.  

· Do your part - don’t expect others to do what you’re not willing to do.  Your team must achieve $10,000 group wholesale volume – what are you willing to commit in sales volume to this goal?

· Role modeling:  your team does what you do.  Set the example in personal sales and personal sponsoring.  Be the best consultant you can be.  Bill Shaw said it best when he said “you can’t be a successful leader until you’ve become a successful consultant”.  

· Bringing in new consultants is the lifeline of your team.  I have seen many teams “die” when new consultants aren’t being added, bringing with them the “new consultant” excitement.  

· Stay current of company news, which means reading everything you can and staying abreast through the company web site, etc.  Work on personal development as well, by reading books about our business and industry.  

· Setting team goals is important – and then share your goal with your team!  People love to be on a “winning” team.  They need and want to be told what to do.  It’s routine when you take a typical job outside the home; you’re given exact duties.  Don’t expect new consultants know what to do.

· Stay positive; you can’t afford to let your team down.  I read this recently:  “Successful business builders learn to shut out every negative influence around them, stay on course with clear vision, focusing on their goal and plan of action.”

Communication: 

· Staying in touch with your team is critical; once a month telephone contact should be minimal for any of them that are selling.  Establish the A, B, C rule:   A=20% of the people do 80% of the work rule (your sellers and those starting teams); B=consistent sellers; C=not active every month.  A’s should be contacted once a week, B’s every other week or once a month, and C’s only when they call you.

· Recognition:  #1 in most people’s needs bracket; work on what you can do to recognize achievers.

· Meet with your local team once a month; even if a small group, you can network, share ideas, just chat about what’s working and what’s not.  Once your team starts to get bigger, you can formalize your training somewhat.  Use your support team and home office sales and marketing staff for ideas.  Consultants will quit if they don’t feel connected.  Meetings provide that necessary connection.

· Be on top of checking your team’s numbers.  You may see that someone is dollars away from promoting rank.  Be conscious about your group wholesale volume and where you’re at several times during the month.  Picking up the phone and communicating with your team is the best way to know where your numbers are!  
· Learn to balance your personal sales, personal sponsoring and team support – it can get tricky!  A general rule to follow:  Spend % of time accordingly:  30% personal sales; 30% personal sponsoring; 40% team support.

· Keep your personal calendar strong; be sure to keep booking shows to keep your personal sales up and your pool for sponsoring strong.  Your shows are the best place for you to continue building your business, plus it’s a wonderful training ground for new consultants joining your team.  Rather than doing their first business launch, show them your calendar and have them attend one of your shows.  It is much more productive when they can watch you in someone else’s home, without the personal distractions they deal with when they’re at their own home.  They will then be ready to go to do their own launch, where they can earn the commission, host rewards and sales credit.  If you do, however, choose to do their launch, be sure to let them know you will earn the commission and sales credit for the evening, and you’ll give them the host rewards.  

· Don’t assume new consultants know what to do!  They need the road map; your job is to help them determine what they want.  Ask questions about why they joined, how many hours per week they see themselves working, what kind of monthly income would make them feel this is worthwhile, and what they want to put that money towards (it may be spending money, they may want to pay off a credit card bill, save for a family vacation, whatever).  

· Meetings are critical to creating a team atmosphere.  Remember, we are all about hospitality, make that a part of your meetings by making them feel welcome and part of a great team.  Getting others involved with the duties of refreshments, greeters, and giving parts of the training or a testimonial.  People want to be involved and participate.  

· Share success stories within your team, either at your meetings or in email.  Stay enthusiastic, no matter how you’re really feeling!  

· Your biggest challenge:  coaching others to achieve their goals without feeling pushy or self-serving.  If you are asking them what they want out of the business (their income goal, for example), then you can easily say, “It seems as though your activity isn’t getting you where you wanted to be, what can we do to change that?”  Use the information you gather with consultants when they join (or later if you haven’t done that already) to your advantage.  Coaching means you’re helping them to achieve their goals, which in turn will help you achieve yours!  

· Use company promotions (such as Success Start, GI trip promotions, etc.) to help them to set goals.  Many times new consultants don’t know what’s realistic.  If you use the promotions, it helps them to focus.

Breaking Down the Director Sales Goal:

Fail to plan = plan to fail

· This is where the WH Leadership Forecasting spreadsheet comes in (you will find it on my website, under Steppin’ Up).   It will help you to focus your coaching efforts, and form a plan to achieve your goal.  30-60 days before you expect to promote, start letting your team know that you are working towards promoting the team to a Director team.  Plant the seeds early! You need to begin working closely with your upline Director for support, timing, guidance, and to answer questions you encounter during your coaching calls.  You need to work closely with your upline Director so he/she knows how you are doing and where additional support or training is needed.  Work with your upline Director as a team like you would work with your host.

· Next, figure out how many shows you are going to need as a team to achieve the $13,333 in retail volume (it’s easier to calculate retail during this time because that’s how consultants will track their sales.)  If you want to be conservative, use $500 as an average show.  Typically, it takes 27-30 parties as a team to reach Director.  Use the WH Leadership Forecasting spreadsheet to list all of your team members.  Go down the list and call each one and share the team goal.  Ask them for their support, and let them know as a team you need so many shows to make it.  Ask them what they are willing to commit to the overall team goal.  Get their commitment as to the number of shows they have scheduled and what their party average has been.  It will allow you to forecast whether or not you need to sponsor more, and book more shows yourself to reach the goal.  

· Check in with everyone at the end of each week (if your team size permits it); keep track of  party sales that have taken place that week to see your team’s progress.   There is a Party Summary form on the workstation that could work for this purpose.  This communication also alerts you to problems.  They may have a low turnout, or low sales.  You can find out ways to improve their results the next time.  They are learning new techniques as you go.  You will complete this activity every week through the month and list each of their show’s retail sales in the Party Sales columns.  

· If you see you’re not on target, book another show in for yourself, and check with other strong sellers on your team to see if they can pull in extra sales through a catalog show, or customer care calls.  You will find consultants will rise to the challenge when you are trying to promote as a team.  They love to contribute to the overall team goal – you know when they are ready to go for Director, they are learning the skills from the example you set.  You will be helping them along the way as well!  This is a win-win for everyone.

· Use your upline Director as much as possible.  We’re all here to help each other achieve our goals and realize our dreams.  It’s an awesome feeling to empower another person! 

· Remember, this is a relationship business; becoming a Director separates you from the pack.  Working closely with your team when you are working towards becoming a Director team helps them to realize their goals and dreams, while you are realizing yours.  This is not a self-serving, selfish act, but one that gets you working closely with consultants on your team to build their skills and yours.  They will be as excited for the overall team success as you!

We wish you much success in your endeavor to promote to Director.  It is just the beginning in your exciting career with Willow House.  Continue to dream big!  If you have any further questions, call your own upline Director for support.  

I will promote a Director Team during the month of _____________________.

I will commit ______ hours per week to my business.

I will hold ______ parties this month.

I will achieve wholesale volume of $___________ this month.

I will personally sponsor ______ new consultants this month.

I will make weekly contact with each member of my team this month to support their efforts to achieve their goals.  

