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	Supervisor Jeannie Steenberge has developed an exciting concept called “The Zone.”  (Please note that these lessons use a February start time as an example, but you can begin anytime!)  

  

Lesson #1:  Introduction to the Zone
  
Director Sales Trainer Sue Rusch has said that if we wanted to “maintain” our business we should do 4 shows a month, and to “grow” we need to do 6-8 shows a month (and she meant HOME SHOWS, not other events, because you don't do as much bronze recruiting at those events).
  
I get lots of questions about how I keep my schedule flowing.  What I will try to do here is share  some tips that might be helpful to you as you are “working out” to get yourself into the “ZONE” of  six shows a month.  What I will share will be absolutely nothing new, but it might hit you a different way.
  
I truly believe if each consultant did six shows a month this business would explode even more and as we become better and better at shows (by doing them more) we will make our business more professional and eventually the entire industry will benefit.  That is my “vision” for all home-based businesses.
  
Lesson #2  The Zone:  Calling for Shows
  
Do you need to make some phone calls to fill your calendar with six shows for March?  This is where you have to dig deep because you will hear some no's!  Keep in mind your stair-step goal, which is to able to book six April shows at your six March shows (that means no more phone calling for bookings!!  Yeah!!).
  
Tip #1
Highlight the dates on your March calendar that you want to fill.  Make sure you DO NOT STOP at only five dates filled because the magic doesn't kick in until you hit six (more on that later, you just have to trust me for now).
  
Tip #2
Get your leads together and call your warm and fuzzies first.  Warm and fuzzies are those previous hostesses (or customers) that you really connected with, or maybe a personal friend who has always promised to have a show but never has.  If everything falls together right you may not even have to call those yucky nay-sayers.  If your warm and fuzzies aren't home, either don't leave a message or (if you think they have caller ID) leave a message that says YOU will call THEM back later.  Don't leave it up to them to call you back because they won't.  It is much harder to say no to a real person.
  
When you get the warm and fuzzy on the phone, make some small talk and then say, “Ya know, I called you because I am only ONE HOME SHOW AWAY from making my short term goal to win a trip to the Mayan Riviera.  This trip looks so awesome, it is an all inclusive resort, (yada yada yada).  So I thought of you because I know how much you love the books...you could get some great books and I want to win this trip so bad!  Also, it will just be fun to see you again!  So what do you think?”
  
I have always had the most success with phone calling when I tell my potential hostess that I am working toward a specific goal.  If I have maintained a good relationship with her, she will WANT to help me make the goal.  Basically if she says no, she is saying, “I don't care if you get to win that awesome trip.”  If she says yes, she will feel some ownership in helping me go to the Mayan Riviera.  Hostesses that have had a party for me after I've used this little “trick” will ask me everytime they see me, “Did you win that trip?  When is it?  Can I buy you some suntan lotion?”  They live vicariously through me.
  
Talking about the trip also accomplishes two things:  it is a recruiting seed (if she becomes a consultant, she could win too) and it makes her know that I am a successful consultant (if I am that close to being on goal to win the trip, I must be pretty good).  People want to have parties with the top people in the company.  This is how you are subtly letting her know that you are GOOD.
  
Notice that I told her I am only one show away from being on goal to win the trip (make it your goal to book ONE SHOW today so that you will be telling the truth ... if you did book one show every day, you WOULD win the trip.)  I don't want her to think I am desperate, in other words, you don't want her to think that no one else will book a show.   Don't tell her that you are five shows away from the goal!  Let her think that after she books you will be able to put your head down on the pillow tonight knowing you reached your goal.  It's all up to her!
  
Sometimes if I want to get the phone calling over rapidly, I will even say, “I want to hit this goal so much that I will give you ANY ITEM in the catalog for free if you have a show the first week of  March.”  Remember, you must always keep your long term goal in focus.  Your long term goal is to get in the Zone.  It is not to make the maximum profit from her home show.  If you have to give away an encyclopedia to get her to book, do it.  Once you get in the Zone, you really don't have to give anything away to book shows.
  
Lesson #3:  Maintaining the Zone  
  
Okay, by now you have been making phone calls trying to book six shows for March, and you are trying to remember WHY you are doing this!!  I know that phone calls are not fun!  That is WHY you are trying to get those six shows!  If you have six March shows, you are positioning yourself for six shows in April with NO PHONE CALLING.
  
Remember, athletes don't get into the Zone without a concentrated effort (that means hard work with a purpose) and determination.  The reason why is that you are in training to get your business into the ZONE of optimal selling, booking, and recruiting. You may not see the results immediately, but you will in April, or at the latest, May.  I know ALL of you can be in the Zone by June at Convention.
  
So our goal really is to get six March shows so that we can book six April shows from them.  Why?  See below for the answers!
  
The very easiest and very best place to book a show is at a show, not through a phone call.
  
Here's why:  when you do your show presentation, you are surrounded by women who are interested in your product and who are comfortable with the home party concept ... they are prime candidates for hostesses!  If you talk passionately about our wonderful books and are able to show someone how the books can make a real difference in the quality of her life -- by turning her struggling reader on to books, or teaching her toddler his shapes -- she will want to own them all.  If you are a good salesperson, if you show ten books, she will want all ten!  So either she will buy all ten, she will show remarkable self-control and buy only a few, or she will book a show to get all ten for free. 
  
If there is someone who says at the end of your presentation, “I'm so overwhelmed I don't know where to start,” she is your next booking!  Don't let her walk through the door without a booking packet in her hand and a date on the calendar.
  
Generally, my booking average is about one or two parties per show.  Some shows I don't book anyone.  My philosophy is to only book the people who are truly interested and excited.  If I twist someone's arm, they won’t have a good show because they aren't excited.  If I have six parties on my calendar, I am not concerned if I don't get a booking at one of them, because I know I will have a great opportunity at the next five shows to fill my calendar.  This makes my job more fun because I am working with women who are truly excited.
  
The most successful parties are usually ones that are booked from shows that were held less than one month before, by hostesses who are given the booking packet at the previous show and who are hostess coached at that same previous show. 
  
You are simplifying and streamlining your business if you book shows at shows because, as trainer Belinda Ellsworth says, those three hours at the show you are working, so why not do all your work during those three hours?  Set a date and give her a booking packet at her friends show.  Don't agree to call the potential hostess the next day to set up a time, because then your work has crept into your family time the next morning.  In addition to that, the hostess might lose her enthusiasm in those twelve hours and decide to not have the show after all.  She will put a date on the calendar if she is physically surrounded by the books she wants to own (that's her WHY for having the party).  You want her to go home and address her invitations the next morning (she will need to because you booked her only three weeks out -- more on that in a minute), still riding the wave of her enthusiasm from the night before.  She will send out more invitations because she is thinking of all the free books she wants, and she will be more aggressive in getting outside orders for the same reason.  I can often skip the first hostess coaching call if I book parties close together.  An added benefit is that the hostess almost never cancels.  Hostesses who cancel their parties do so because they lose their enthusiasm, easy to do if you haven't been to a show in a month or two.
  
If you booked some parties in March by phone, you very likely could have cancellations or poor turnout at those parties.  Do not despair!  Your April parties are likely to be much more successful, because those hostesses will be riding the wave of enthusiasm from the March shows.  You need to hostess coach your March hostesses like mad, because they won't have the same enthusiasm as your April hostesses.  See, in the Zone your job keeps getting easier every month!
 
Don't make the mistake, no matter how tempting, of booking more than a month in advance. 

You should walk into every party with your calendar in your briefcase, with your next three or four available dates highlighted in yellow.  You need to use the “doctor's appointment” method of booking (which night of the week works best for you?) to put you in the driver's seat and assure the dates that work best for YOU and your Zone are chosen for their shows.  Let me show you a bad trap that consultants often fall into.  Let's suppose at one of your March parties, two guests want to book parties for May.  They are going to reserve two of your six available May dates, which means that when April rolls around and you do shows, you have very few dates available for your people at your April shows to choose from.  This is bad!  This is a bad trap!  Suddenly you need to book the April gals into June because you can't come up with a mutually agreeable date ... because those March gals are clogging up your May schedule.  Then guess what happens????  (Can you tell I feel passionately about this?).  Those March gals lose their enthusiasm because it has been so long since the previous party, and they either cancel or have a lousy May party.  Then, to add insult to injury, the April girls who had to book into June cancel too, for the same reason!  Ack!  You are way, way out of the Zone, and you have to begin your training all over again (by that I mean phone calling!).
  
If someone wants to book into the second month, I very nicely tell her that I am sorry, but I can't book that far in advance.  When she is ready to have her show, she can find my phone number on the back of her books.  Most likely you will not ever need this booking because you will be busy with other parties when you are in the Zone.  If she DOES call, make room for her in your schedule because someone who takes the trouble to call you for a show will always have a good one.
  
Words to use to convince them to book only 2-3-4 weeks in advance:

“The BEST parties are always the ones that are booked immediately after the previous show.”
  
“Right now you and I both know that we have April 1st available.  May is a long time away and if we book into that month, there will be a good chance that I will get a note home from school telling me that my son Johnny has a band concert on that night or the same could happen to you.  Since April 1st is so close, we know that nothing is going to pop up between now and then to conflict with the date.”
  
“I know you don’t have your calendar with you, but lets just tentatively set the date for April 1st and if you go home and find out there’s a conflict, just call me in the next day or two so we can reschedule.  If I don’t hear from you I will assume that April 1st is a firm date.”
  
“If you take one of my next three available dates, I will give you a copy of Animal Hide and Seek (or whatever book they have been drooling over) for free when you host your show.”
  
Okay, are you excited?!!  These are also great tips to share with your recruits!  Get them into the Zone too, and they will produce more, and will enjoy their work more because they are working with excited hostesses!
  
Lesson #4:  Keeping Your Hostess Happy in the Zone

One of the definitions I read recently about the Zone is that when an athlete is in the Zone, she actually surpasses herself in these moments of pure and effortless intuition, everything she does seems to turn to gold.  In the Usborne Zone, our home show hostesses are one of the key factors in helping us surpass ourselves.  The hostess’ energy and enthusiasm, combined with ours, propels us into success twice as fast (or even faster!).  Suddenly, when you are in the Zone, you are selling, booking, and recruiting easier than ever before and many times you have your hostess to thank for it.
  
Why your hostess is so important to you 
  
One of the reasons that HOME SHOWS are crucial to the Zone is that the hostess is equally invested in the success of your enterprise.  If you are doing a booth or a book fair, the organizer is not nearly as interested in your success ... you've paid your booth fee, and now you are on your own.  I've come home from booths where I've sold less than $85, but I rarely have home shows under $200 (hopefully they are much more!).  In some book fairs, the librarian will partner with you to make the event a success, but she still rarely exhibits the personal enthusiasm that a home show hostess does.  The hostess wants to maximize her free books and she doesn't want to be embarrassed by a poor showing.  In many of my shows, the hostess works harder than I do collecting orders and selling the books to her friends by making recommendations.  My hourly wage on home shows is almost always very high.  Selling is easy in the Zone!
  
Your hostess (let's call her Sally today) is a FREE walking and talking advertisement for your business.  If you have made Sally feel GREAT about having an Usborne show, she will encourage all of her friends to do the same.  When I am writing up orders at Sally's show, if there is someone thinking about doing a show, but needs to be convinced, I say “Hey, Sally, if Jane books a show would you come?”  If I've made the show easy and fun for Sally, of course she will encourage Jane to have a show.  And if Jane books her show only a FEW WEEKS away, Sally is very likely to attend.  When you are at Jane's show, you will really start to feel yourself being propelled into the Zone (remember booking only a few weeks in advance is critical).  Sally will most likely attend, because she wants to support Jane in her endeavor.  Sally will have received the books from her show only a week or two beforehand, so she will be TOTALLY PUMPED about Usborne.  She will be OOZING with suggestions, and since I always have the books delivered directly to Sally, she will have seen all the books her friends ordered, and she will have LOTS MORE that she wants to get.  Sally is MY BEST ASSET at this show.  She is going to help me sell more books than I could on my own, and she is going to help me book parties.  I'm entering the Zone!
  
I often enlist Sally's help directly when I begin my booking talk.  I always use a very simplified pretend hostess demonstration, but before I launch into it, I say, “Gee, Sally, about how many dollars worth of free books did you get at your show?”  This gets everyone's attention because I am engaging someone in the audience, and they are more likely to believe Sally than me!  Once she OOZES with excitement over how many free books she got, I can launch into pretend hostess to reinforce and illustrate her point.
  
A very cool part about being in the Zone is that because Sally is in attendance at Jane's party, Jane's sales are likely to be pretty good (because Sally is telling everyone how great the books are).  Jane is going to be a very happy hostess because she is going to get a lot of free books.  Jane's guest Zelda decides to book, so three weeks later Jane is OOZING her excitement at Zelda's party, and WHAM BAM, you are in the Zone.  Everyone is excited, especially YOU!  Booking is easy in the Zone!
  
The very coolest part is that over the past six-eight weeks, Sally has been seeing her friends get excited about Usborne.  Jane is thrilled with all of her new books, and Sally saw me book Zelda effortlessly at Jane's show.  Sally is thinking, “Wow, this looks pretty easy.  This is a great hostess program and it is easy to get shows.  Maybe I could do this!”  Recruiting is easy in the Zone!
  
How to Keep Your Hostess Happy

1)  Give her lots of free books.

I do my very best to give my hostess as many free books as possible.  At the end of the evening, if I total up her orders and she seems disappointed in how many free books she is getting, I will say, “Hey, Sally, I know you really wanted that Discovery Set.  On every show, I am able to buy books at 35% (a good recruiting seed, by the way).  If you like, you can buy the Discovery Set at my price.  I really want you feel it was worthwhile to have this show!”  Of course, I never tell Sally she can do this until she has exhausted all of her options in outside orders and she still falls short of her goal.  Because our hostess program is so generous, I rarely have to offer this, but I've always been glad when I did.  The WORST thing that can happen is that Sally feels like it was a waste of time and energy for her to have a show.  In that case, she will tell all of her friends, “Don't have a show, it is not worth it!”  And remember, bad news travels fast!  So even if Sally has been the laziest hostess on the face of the earth, I make sure I leave her happy.
 

2)  Hostess coach her so she has a successful show.

  
A successful hostess is a happy hostess.  I tell her that “All my best parties just serve M&Ms and popcorn” so that she wont stress about the snacks.  I give her an excuse to call everyone just before the show -- she needs to tell them that if they bring a friend, they get a free book!  Many hostesses truly are clueless about how to have a successful show and you have the tools to help her (but all of you know this!).
 

3)  Establish a friendship with her.

I always try to find a common point of interest with my hostess (just as you would when you are making a friend).  Do we both love quilting?  We both used to live in Minnesota?  This makes me seem like more of a person and a friend to her.  While people are arriving for the party and while they are shopping, I enter into conversations as if I was a guest.  If I hear a group of three talking about “Finding Nemo,” I'll say, “Hey, I loved that part where the fish jumped into the seagulls beak, blah blah blah (those of you who know me know I can just go on and on with the blah blah blah).” This is easier for some consultants than others, but if you can cultivate it, you will be amazed at how it will help you.  If you run out of parties in nine months, you can call Sally and she is likely to book for you because she will want to help a friend (you)!  Sally might come to your rally in January just because she wants to hear about the latest quilt you are working on.  Once she's there, she might get excited about something she hears, and she will decide to join.  It is easy for her to join because she would like to get to know you even better.  Don't get me wrong, I don't try to make friends just to have a more successful business, I do genuinely like people and love making friends ... it is just nice that it helps my business too!
  
And one way to really make your hostess mad...
 

There is one thing that I think is absolutely taboo when it comes to keeping your hostess happy.  In my opinion, when you try to book parties in the name of your hostess, it is going to make the average hostess very uncomfortable.  For instance, if during your booking talk, you say, “Okay, who here tonight is going to help out Sally by booking a show?  She only needs two friends to book shows and then she will get double the merchandise allowance.”  Let’s face it, Sally is going to really hate it if you say that.  She went to the time and trouble to gather up her friends and now you are going to hold them hostage until someone books a show!  Yikes!  If I were Sally I would want to dump the bowl of popcorn on your head.  And remember, Sally is REALLY, REALLY the person most likely to keep me in the Zone.  So I don't want to make Sally mad.
  
Besides making Sally mad, this is a bad approach (in my opinion) because of the things that might pass through a customer's head when she hears you use this high-pressure approach to book shows:
  
°       This person must be desperate to book shows if she has to twist our arms like this.  This
company must not have a very good hostess program because otherwise people would WANT to host shows rather than feeling pressured into it.
°       OK, I will book a show to help out Sally, but I am going to back out of it next week because the last thing I want is for this consultant to walk into my house and pressure MY friends.
°        I would NEVER want to become a consultant if I had to put this much pressure on people at shows.  It would make me too uncomfortable.
  
Let me get on my soapbox...
  
In my opinion, our product line has great value and our hostess program is AWESOME, so truly, people would be CRAZY not to book a show.  You don't need to use strong-arm tactics -- they might give you a short term benefit, but they will kill you in the end. 
  
For me, the best thing about being a consultant is that we get to use our knowledge of the books to help parents pick out the very best books for their children.  When you are consistently doing this at every party, hostesses will want to share your expertise with their friends.  Interior decorators often charge an hourly rate for their opinions and services.  We are providing our opinions and services for FREE at a party.  Sure, they can buy the books for the same price at Borders, but wouldn't they rather come to a party and have an expert help them choose just the right books for their family?  WHEN YOU ARE OFFERING THIS SERVICE, YOU SHOULDN'T HAVE TO TWIST ANYONE'S ARM TO GET THEM TO HOST A SHOW!!!  They will WANT to host a show, because they want to share your FREE services with their friends.  Isn't that what we all are working towards?  I believe it is very possible in UBAH.  I don't believe that this is true in all home party companies, but I do believe it about ours.  When we all believe it is possible, we take our first step into making it a reality!  So look at yourself in the mirror today and say, “I am a professional who is offering a wonderful service to parents who want to get great books for their children.  I wonder who will be lucky enough to reserve one of my remaining dates for March?”  With this attitude, you will not only help yourself succeed, you will change the face of home parties for all of us!
 
Many thanks to Jeannie Steenberge, Supervisor in St. Louis.


