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This should not be a sales closing event.

Virtual Discovery Day (or Meet the It is also a time to “meet the
Team Day) 1s a reinforcement of team” and learn more about
the information the candidate has the people behind your proven
been gathering during your system.

awards experience.
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Before & During

Virtual Discovery Day

OT

Meet the Team Day
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Make sure you have a building block discovery
experience 1n place leading up to your Discovery Day.

Each meeting should not exceed more than one hour.

System Overview
Technology Overview

Training and Support

Marketing/Business Development

Panel or Validation Calls
FDD and Review
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Invitation to Virtual Discovery Day
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- Send the Candidate
A Pre-Discovery Day Questionnaire.

Create a “Pre-Discovery Day Questionnaire”.

Only include 5 -6 questions so that the candidate
can share what they are seeking to learn more
about.

Give them a deadline of at least 1 day prior to the
event. This will help you and the candidate to be
prepared and fully engaged.
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Prepare the Candidate

for a successful event so that they know what
to expect and also to know what Is expected
of them .
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Prepare the Candidate

for a successful event so that they know what
to expect and also to know what Is expected
of them .
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The Candidate must prepare a 2-3 slide
presentation about themselves.

Send the candidate pre -formatted slides so he/she can add
pictures, list his/her hobbies, mtroduce his/her family, and
give some brief history about himself/herself, etc.

Leave 5-7 minutes for each candidate to

mtroduce themselves to each other and the
presenters.
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ENTREPRENE

.

Career Ownership Cg

Don’t go longer than 5 hours with a break in between.
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Remember that there is a Think about having food
Keep the event to one day. shorter attention span in a delivered to candidates’
virtual setting. houses so you can all eat

virtually together.
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Career Ownership Coaching

“ENTREPRENEURS@5C

Be prepared to have
multiple presenters.

Take advantage of the virtual technology so that
it's not just one person conducting the event.

You have the possibility to bring in more team members virtually than yo{l could in person.

Allow 30 -40 minutes per presenter and make it as interactive as possible.

If you have a brick & mortar location or want them to get a feel for
the home office, feel free to take them on a tour.

Don’t be afraid to leverage technology.
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ENREPRENEUR S @SO0LRCE

There are Good Intros and Bios
for All The Team Members

This allows the candidates to geta good overview of your brand’s

culture, team, and what the support system will look like.
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"ENTREPRENEURS @SOURCE

r Ownership Coaching

Avoid Long

PowerPoint Presentations

Don’'t take too much time on one topic Keep it interactive and engaging and make
and allow plenty of time throughout the sure you are pausing frequently to check
event for candidates to ask questions . understanding and provide clarity if needed.
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"ENTREPRENEUR S@SOURCE

r Ownership Coaching™

Use the Virtual Platform
to your advantage.

Use the chat function In your virtual platform
of choice to create a controlled and organized
method for candidates to ask questions/give

feedback .

You can create set times (for example, every
15 minutes) for Q & A and open discussion,
then have everyone mute themselves during

the presentation .
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“ENTREPRENEUR S@SOURCE

Career Ownership Coaching™

Prepare a Post -DD Questionnaire
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This will provide you with insight into how the candidate liked the event, if
they were able to gain the info they were looking for, and anything else you
want to reinforce .

Give them a due date.

Let them know that once that post-DD document is received, it will be
presented to an awards committee to determine next steps and eligibility
for a franchise award .
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"ENTREPRENEUR S@SOURCE

r Ownership Coaching

Candidates

don’t care about
“your process”

perien
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"ENTREPRENEUR S@SOURCE

r Ownership Coaching

Keep the Event

high energy,

professional,

and conversational.

Stay away from topics that are fear producing.

Attention span1s much shorter in a virtualsetting.

Be charming and entertaining and let your personality shine through.
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This Is about meeting the team and
seeing the behind the scenes.

> At this point they should have learned everything they
v needed to about your brand.

The Discovery Day/Meet the Team event is just a
’ reinforcement of info they've already gathered .

‘ This event is a way for you to really connect with the
candidate and get them excited about becoming a
part of your team.
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"ENTREPRENEUR S@SOURCE

r Ownership Coaching™
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