                               C.A.T.S.

              Coaching And Training System

A creative, system-outline, for the most independent and entrepreneurial Shaklee builders. Shaklee leaders are like “Cats”

You can not make them walk a straight line—but they can become very successful by learning to become Principle-centered leaders,

who use their God-given creativity to ---Own their life!

                      Understanding the Coaching Process

                                              11 Purposes of Coaching 

                  COACHING BASICS:  You must follow before you lead – Entering into a

relationship where training, encouragement, and accountability is rendered on a weekly basis is the beginning of Shaklee success. 

     YOUR SHAKLEE WHY- You must be willing to take the necessary time

to define your Why and to learn a process of writing and reviewing Vision to

Reality statements on a daily basis. 

      YOUR BELIEF IN SHAKLEE- A concrete understanding and belief in the 

Shaklee Philosophy, The Shaklee Product Difference and the Sales Plan is

both a process and a privilege.  Your developing belief is like a magnet that

draws others to join you.   

      STRATEGY-Build by Design not by Default – essential for long term growth.

Excitement is like a balloon that deflates. Strategy fires excitement and passion into action for consistent growth.

COMMUNICATION SKILLS-  Your mission in Shaklee is to become so good at asking questions that people respond and become involved in Shaklee

as consumers and/or builders. Information never exceeds questions.  You will learn these skills and practice them and  become a very effective communicator.

DISCOVERY- Our principle of marketing.  We do not SELL – our customers BUY because we allow them to Discover the power of Shaklee.

RISK- You can be comfortable and happy or you can be growing and happy—BUT you can never be comfortable and Growing at the same time.

Willlingness to Risk is essential for Growth, -- Growth is essential for Success in Shaklee.

INVESTMENT IN YOURSELF- Through a commitment to personal growth-

You must be willing to make the financial and time investment necessary to learn new skills and fine tune old ones every year. You must BECOME--- the rank and income level you desire by investing in yourself.

TIME MANAGEMENT-  learning principles for managing your time efficiently is essential when building with a part-time effort. Without learning to say NO for a time to other interests and making your Shaklee business a priority – Shaklee will only remain in the dream stage.

HANDLING DIFFICULTIES- You will learn that Shaklee has the same highs and lows - - mountaintop and valley experiences as Life itself.  You will be taught principles of perserverance through ideas in the Cycle of Success, The Dance of Greatness, and the Power of Teamwork.
BUILDING A LIFE CHANGING RECAP through Multi Level Marketing- Learning the principles of LEVERAGE of both time and people and the power of Relationship Marketing versus Interruption Marketing, will give you the tools to build A 6 figure income that Direct Sales alone could never give you!        

Ideas in each of the 11 areas for your weekly coaching time (along with the Lifeline Training CD’s) with builders:

COACHING ON THE BASICS

a. set up weekly coaching time

b. work on each question new builder has about product, business, career plan

c. accountability—give task for growth that will be worked on weekly and checked

d. encourage use of a daytimer

e. build relationship with each other

f. introduce new area of coaching principles as builder is ready

g. encourage new tape of the week

h.   teach them a simple In Home process—encourage weekly events that they give.

i.   asks questions about their Lifeline/Applause call

WHY

a. Introduce Rick Seymours-Great Expectations 4 tapes and workbook—require completion

b. Show them your goal board and have them prepare their own to share in Grand Rapids or local leader meeting in their area

c. Share some of your personal V2R Statements and have them share a new one weekly

d. Schedule a time for them to watch the Creativity video have them borrow from Attilas

e. Help them create a personal mission statement

BELIEF 

  Philosophy- 

 a.  have them watch Video on Dr. Shaklee’s life (Frontrunners) –

 b. Listen to his Golden Editon CD.

 c. Shaklee.com website  on History and Philosophy of Shaklee

 d.  Read Thoughtsmanship booklet

 Product- 

  a. Listen to the Walk Through the Product CD  

  b. Use products from all lines and replace competitive products. 

  c.  Personal experience best avenue to belief.  Have them share new experience each   

       week.

  d.  Listen to 6 pack ofCD/tapes and then 21 CDtapes.

Opportunity- 

  a. Have them borrow and read Success magazine Oct. 2006

  b. Help them prepare their own Opportunity presentation 

  c. Role play asking their prospects to Evaluate the business

  d. Make list of business prospects

  3. Choose vehicles for introducing business:

        a.  MAHMA calls –moms at home market         b.  YES calls—senior market

       c. 3 Way Upline Business Evaluation Calls         d.  Leadership meetings

STRATEGY

a. Use their Lifestyle sheet to help design what their organization will need to lookl    

     like in order to make the income they have chosen

b. Teach the Sales Plan numbers through an interactive exercise of designing groups    

     with different income levels.

c. Begin a needs notebook of their prospects

d. Explain the concept of Personal Pantry

e. Explain FAST TRACK versus SLOW TRACK

f. Study the 90 day concept to Sales Leader

g. Quality Sponsoring—teach how to do a member orientation    

h. Follow-up Encourage listening to Marjorie Felton Felton-Petry’s Customer Service

    CD  What does it take to create a $50, $75,$100 & $200 month customer- 

i.  Teach importance of having a Shaklee personal website and 3 way calling          

j.  Teach Newsletter & E-Mail follow-up concepts.

COMMUNICATION SKILLS

a. Give them sheets on Questions for Opening up Conversations

b. Begin using Product Benefit Worksheets –turning Benefits into QUESTIONS

c. Teach becoming an Invitation Specialist (what’s in it for me concept)

        Phone and personal invitations  vs.  written!

d. Help them comfortably decide on answers to “What do you do?”

e. Help them write 5 min. Personal Shaklee Story

f. Begin Role Playing and listening to themselves on Tape Recorder/ Video Camera

g. Role play telephone, and one on one conversations—always being ready.

h. Talk about importance of personal letters, & E-Mail

DISCOVERY

a. Explain power of  offering Third Party Credibility instead of their opinion via CD’s, tapes & E-Mail, Websites and literature

b. Power of samples

c. Teach the NO’s of saying  “you should…”

d. Learning not to pounce 

e. Learning that 2 ears and 1 mouth –means double the listening to a prospect

RISK

a. Discuss any “Bad Maps” they  realized from completing Rick Seymour

b. Take time to share every POSITIVE  characteristic you have seen so

far in working with builder.  Affirm, reinforce and give them in writing Why you as 

their coach see them succeeding.

 c. Ask permission to share any negative thinking or actions that you have

     encountered so far and help them begin a writing  new V2R statements for them

INVESTMENT IN SELF

a. Explain need for them to build CD library

b. Explain power of attending monthly meetings and annual Shaklee Corp. Conference

c. Explain power in taking prospects to Special Events—
TIME MANAGEMENT

a. Have them fill out Monthly Power Planner—figuring Personal & Shaklee time

b. Have them chart a 90 day Activity Planner

c. Listen to Rick Seymour’s Time Management tapes

HANDLING DIFFICULTIES

a. Encourage them to read book : Touch the Top Eric 

b. Discuss the Cycle of Success

c. Share your own personal difficulties and how faith and courage got you through 

d. Yes, No, and Not Now  Concept that people will say.

BUILDING A LIFE CHANGING RECAP

a. Use Oosterhouse  Flyer 2000 PV thinking vs 5000 PV Thinking

b. Get into the numbers of the Sales Plan when you have 50 Directors on a recap—have them figure income. Have builder create their own “Future Master Coordinator Recap” showing incredible monthly income

c. Introduce books like Permission Marketing, The Greatest Networker                          

Remember each coaching session is about THEM—their questions—their strategy.  

Be people oriented more than information oriented.  Your teaching will flow naturally

as you work to guide them through their issues.   The longer you coach a person the more

you find that you are spending time on Strategy more than anything else.  Once the 

basics are all work through, Strategy for new builders and then teaching them how to

Coach is where most of your time and effort will happen.

HAPPY COACHING!!!

Sherrie

