Easy Scripts

 

Calling to book preschool book fairs
Ask for the director, introduce yourself and then:

“Are you familiar with Usborne books? We have the very best books for children anywhere and I would love to show you some of them. We also have a very generous bookfair program. You could earn 50% in sales in free books for your center. Do you have about 15 minutes when I could come in and share the books with you?”
-Tricia McCaffrey

"I'm sure you and your teachers are busy during the school day.  With Usborne Books, I can provide you with a stress free, hands off book fair where you and your students benefit by receiving free books for the classrooms."

-Debi Miller

Reach for the Stars

Word choice for RFTS.  A new thought that someone shared with me was that instead of using the word "pledge" when calling to pitch RFTS, use the word "sponsor" instead.  Pledge relates to money and can have a negative connotation.

-Debi Miller

If you have a name to drop (teacher, parent, PTA/O, another principal):

“Hi ……….. This is …………….with Usborne Books.  I recently met/talked to ……………. (at……….) and he/she thought you would be interested in hearing about the reading-incentive challenge we sponsor for schools.  I would love to stop by for 15 minutes and tell you more about it and answer any questions you have.  How does Thursday late morning look for you? (if yes) how about 10:30 then (if busy) how does next Tuesday afternoon look for you?  (if not looking to add another program at this time) No problem.  How about I call you in June when school is out and see how I can help.  Thanks for your time!”

-unknown
If no name to drop: (teacher, parent, PTA/O, another principal):
“Hi ………...This is ……….with Usborne Books.  We sponsor a highly rewarding reading incentive challenge for schools called Reach for the Stars.  We have been running the program with great success in other schools.  I would love to stop by for 10 minutes to give you some information on the Reach for the Stars and answer any of your questions.  How does Thursday afternoon look for you?”

-unknown
Calling booking leads
"Hi Mary.  I met you in the fall at Sue's book party.  Are you and your children enjoying the books you chose?"  "I remember you were considering hosting a home party yourself and wanted to let you know that in February I am offering my hostesses double free books with a qualifying show.  I have 3 dates left that I need to fill.  They are Z, Y and X.  Which one could you help me out with?"  I am currently doing this and it WORKS!

-Debi Miller

You were at a Booth, Home show, or other event where someone has indicated that they were interested in having a home show.
“Hi, this is ___ from Usborne Books and I met you at _____.  You indicated that you were interested in getting some FREE books by sharing them with your friends and family and I have just called to set that up with you today.  Do you have your calendar handy? ...”

-unknown
 

Customer Service Calls
“Hi Mary.  This is Debi Miller calling with Usborne Books.  I met you at Sue's home in the fall.  I know you were buying Christmas gifts so I was just following up to see how much you children were loving their new books."  (She will say how great they are. : )  "Super.  Well since that party, we have a brand new catalog with lots of titles that I am sure you would love a chance to see.  I also have some specials that I'd love to share with you.  When could we set up a time for your own preview?  If you invite a few friends and family over, you can earn free books with their orders also!  I have Z, Y and X available.  Which would work best?"

-Debi Miller

“Hello ___________,

This is _____________ with Usborne Books.  We met at ______________ and you purchased _______________.  I’m calling today because one of the focuses of my business is customer service. I would love to ask you a few questions to find out how I can help you in the future”   Do you have a few minutes?”  (If yes, continue, If no, ask when to call back).     

-Wendy Kennedy

 
Hostess coaching calls

2 weeks prior to show phone call:  

"Hi Mary.  I was just calling to remind you to have your invitations sent out in just a few days.  How many were you able to add to your guest list?"  (Here you can offer suggestions to help add more if she is struggling.)  "Be sure to call those guests also to make sure they have received their invitations. I would hate for them to miss your party simply because their invitation got lost in the mail."

-Debi Miller

“Hi, this is Angie with Usborne Books.  Just wanted to check in with you about your show on the 20th.  Have you had time to finish your guest list?  Your invitations should be in the mail about 7-10 days before your show. Also, start working on your wish list too.  Do you have any questions? Great, I’ll talk to you next week!”

-Angie Filbrun

 

1 week prior to show phone call:  

“Hi Mary.  By now, you should be receiving some calls back with RSVPs.  Many people are busy though and just don't get around to calling you so go ahead and follow up with them.  That way if they cannot come, they can still place an order through your e-show.  I will call you back the day before your party to get a final head count so I am sure to bring enough packets for everyone.  And if you would like a little excuse to call them, you can use me.  Just let them know that I want to make sure I bring enough packets.  Then you can also find out if they are coming."

-Debi Miller

“Hi, just calling to see if you had enough invitations! How is your guest list looking? Also, I have set up your e-show, make sure to check your email and then send it on to those in your address book, this is great for out of town friends and family and those who are busy the night of your party! I’ll give you a call next week to get an idea of how many catalogs I’ll need to bring and also get directions to you house.”

-Angie Filbrun

Day before show call:  

"Hi Mary.  I just wanted to get a final count and also get directions to your home.  Have you heard from everyone?  "I forgot to have you ask your guests to wear red.  I will do something a little extra for those that do wear red to the party so go ahead and give those that are coming or those that you haven't heard from a little reminder call and mention to them to wear something red."

-Debi Miller

“Hi, Just calling to check in! How is your guest list looking now? OK, have you made your reminder calls? This is very helpful for a successful show.  It is amazing how many people think, Yes, I’ll come, then forget about your show!! So, when you call, Tell your guests, I’ll be doing an ON Time drawing for a free book for those who are there at 7. Also, If you have 2 more guests come to your show, I’ll give you an extra $10 in FREE books too!!  Ok, I’ll also need directions.  Thanks, I’ll see you tomorrow night about 6:45.”

-Angie Filbrun

One very important comment to include on words NOT to use… from my own personal experience.
Any words that you don’t feel comfortable saying should be replaced with others.  Find words that fit your personality and your comfort zone.  If saying the word ‘AWESOME’ is totally out of character and uncomfortable to say, then change the word to GREAT or WONDERFUL.   Make the words your own and practice saying them until they just roll out of your mouth.
-Wendy Kennedy
