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Increasing Business (in a) Snap

1. Introductions- Wendy Kennedy, Executive Supervisor

2. Home Shows- Michelle Schofield, Educational Consultant

· 10 10 Challenge

· 60 in 60

· $1,000 Day

· Splash!

3. Large Vendor Events- Debbie Woolsey, Supervisor

· Finding Events

· Booking the Event

· Where?

4. Question and Answers

Home Shows

Why?

To boost sales, increase bookings and promote to the next level

How?

· 10 10 Challenge

· Ask 10 people to buy $10 in books for a total of $100.  (You can even meet this challenge with fewer people or even just yourself as long as you have at least $100 in orders).  

· You can then reap the free books.

· 60 in 60

· Challenge yourself to book as many events in 60 days as possible.  Increase the incentive by creating a drawing for prizes or gift certificates.  For example, On September 1, two $50.00 gift certificates will be drawn.  Increase your chances of winning by doing one of the following:  

· Host an Usborne Books at Home Show in July or August - 2 chances
· Catalog Show either month - 1 chance
· Enter a $100 + order at my online bookstore (www.ubah.comV1886) - 1 chance
· Guest Sales - 1 chance per $100.00 in GUEST SALES
· Book a fall (September or October) show - 1 chance
· Join my team or send me a referral who joins - 2 chances
· Additionally, your envelope numbered 1-60 to see your extra prize that you have received for participating!  All home shows and direct orders over $100 are eligible.
· Results?  I held 13 events in six weeks, am still doing home shows as a result of the initial 60 and recruited 2 team members.  
· Was it worth the expense?
· $1,000 Day

· Similar to the 10 10 Challenge, but all orders come in on the same day.
· Offer prizes to everyone who drops an order and increase prizes for larger sales, recruiting, joining the team, etc..
· Splash!

· A relatively intense challenge for your group done in a short amount of time to rev enthusiasm, bookings, etc.  For example:

· Starting Friday, June 16th, make 5 contacts a day for 5 days.  This can be done in less time than it takes to clean one room in your house!  We’ve attached some calling scripts to help you maximize those calls. 
Friday:  Contact 5 preschools or day cares about our amazing book fair program.  Saturday:  Contact 5 potential hostesses about having a new titles party in July.  

Sunday:  Contact 5 potential recruits about the wonderful June kit (If you don’t work Sunday’s try to squeeze this in on the other days.  Or get a jump start and begin NOW!).  Monday:  Make either 5 follow up calls from the people you spoke to Friday, Saturday and Sunday OR make 5 new calls to any leads.  

Tuesday:  Make either 5 follow up calls from the people you spoke to Friday, Saturday and Sunday OR make 5 new calls to any leads.
· Contact means you actually speak to someone, messages don’t count.  
· Reward efforts.  For example, “For everyone that makes those 25 contacts and e-mails me, I’ll send you a new title.  For every 3 bookings you get and e-mail me about, I’ll send you 2 new titles.  For every new recruit you sign and e-mail me about, I’ll send you 2 new titles.
