POWER HOUR

The basic premise of the "Power Hour" is that you break the 4 components of your business into 15 minute segments.  There is a folder for each of those components:  Booking Leads, Recruiting Leads, Customer Care Calls, Hostess Coaching or other aspects you choose. The folders are those that have the fasteners at the top and you 2 hole punch the forms and that way they stay in your folder.  There are 2 forms that go in each folder.  One form is the ongoing list where you track your leads i.e. booking recruiting, customer care calls and the other form is the "To-do" list.  When you come home from your show, you transfer the info from your customer survey to the master list in each folder.  The "To-do" list is your daily activity for your 15 minutes.  You record the calls/actions you make from your on-going master list.

During the first 15 minutes, discipline yourself to only work on the topic at hand, no matter what.  Your topic could be “booking calls" or "customer service calls." Then you go on to the next topic and spend 15 minutes on that topic, and so on.  As a supervisor, you may want to increase your time spent to half-hour increments instead of 15 minutes.


STEP 1

GETTING ORGANIZED

Take four manila folders and label them with the four topics you want to consistently work on. It’s handy to have a different color for each topic so you can quickly grab the green recruiting folder or call home to ask your spouse to give you a number out of the red folder on your desk, if you're out and find a minute to make a quick booking call.  Your topics might include:

	Booking Leads

Customer Care
Recruit leads

Teambuilding

Customer Follow-up

Meeting Ideas
	More ideas:


CUSTOMER CARE
Be sure to include the “Customer Care” category.  Make it a point to always call our hostesses a week or so after they receive their products and ask, "How is everything?” “How are you enjoying your products?" "Was everyone excited to get their orders?"
Customer service is really customer care!  It is taking care of our customers and our hostesses. It's building a strong rapport and camaraderie; it's making friends and establishing relationships that will ultimately make us their "consultant for life."

TO-DO LIST
We hear the importance of goals.  Many of us at UBAH have short- and long-term goals, and one of the major vehicles we use to propel us toward our goals are daily lists, or things we wish to accomplish each day.

A healthy daily list is simply one that lists no more than five things that can realistically be accomplished within a 24-hour timeframe -- things that will move us toward our goal!
We often set ourselves up for failure by making unhealthy lists filled with scores of things to do that are unrealistic and impossible to complete.  At the end of the day, when only four or five tasks have been completed, we become discouraged. Making healthy lists reinforces a positive sense of accomplishment.

Each day ask yourself: "What five things am I going to do today to get me to my goal? What five things can I do during the next 24 hours that will propel me forward on my journey to success?" Then do them, 15 minutes at a time!  Then you can take time out to do the things you enjoy -- time for you! It's all about how you allocate your time.
STEP 2   
TOUCH ASPECTS OF YOUR UBAH BUSINESS
 IN FOUR 15 MINUTE SEGMENTS

Everyone can find 15 minutes to devote to a certain task.  Many people think they can't devote an hour to their business at one time, so it is easier to break it up into the 15 minute chunks.  Also most of us can do our least favorite activity (phone calling?) for 15 minutes.  After a couple 15 minute segments you might find you ENJOY your POWER HOUR because it’s successful and fun!
By spending one hour a day on these important areas of your business, you can feel great about your accomplishments and your business with thrive!


NOTES:


To Do List

	Date:
	

	People to Call Today
	Left Message
	Completed

	1.
	
	

	2.
	
	

	3.
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	Date:
	

	People to Call Today
	Left Message
	Completed
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	Date:
	

	People to Call Today
	Left Message
	Completed
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Show Leads
	Name
	How we met
	Contact Info (phone/email)
	Notes

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


 Follow Up Calls
	Name
	How we met(when and where they ordered)
	Contact Info (phone/email)
	Notes/ Kids ages/What they ordered

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Hostess Coaching Guide

Hostess Information






Date of Show


Name _______________________________

Address _____________________________

____________________________________

Phone _______________________________

Email _______________________________

Eshow address ________________________

	
	Date to be completed
	Complete

	Hostess Packet Given/ Initial Hostess Coaching
	
	

	“Thank you for booking’ letter sent (Day after show booked)
	
	

	Hostess Packet Sent with Thank you letter (n/a if given at show)
	
	

	Initial Coaching Call (n/a if done at previous show)
	
	

	Set up E-show/ Email hostess to send invites to long distance guests
	
	

	Reminder Call to send postcard reminders (2 weeks or 10 days prior)
	
	

	Call Hostess for ‘Yes and Maybe’ list (3-4 days before the show)
	
	

	Receive list from hostess
	
	

	Call ‘Yes and Maybes’ to remind them about the show (night before)
	
	

	Call Hostess for directions – report on calls (day of the show)
	
	

	Send Thank you note to hostess (day after show – set goals for sales)
	
	

	Follow up call to hostess (10-14 days after show)
	
	


Recruit Leads

	Name
	How we met
	Contact Info (phone/email)
	Notes

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	











