Cramming Your Calendar With Strong, Self-Sustaining Shows
Presentation by Joanne Temple, Supervisor, Okinawa, Japan

Let’s talk about Hostess Coaching.  It’s an extremely important and necessary step.  It’s the best time to recruit your hostess as well as to increase likelihood of high sales and bookings galore.  If you skip it or just barely do it, your home show will likely suffer a poor turnout, lost sales and recruits, a dissatisfied hostesses and of course, less bookings!!!  Many hostesses are clueless about how to have a good show, so you need to teach her how.  There is a lot of terrific information and training already available.  If you haven’t yet, I strongly urge you to go to the FTP site under UBAH events and check out the previous Convention workshops by Jennifer Holbrook and Pamela Holliday and Amanda McBreen.  

Howdy, Partner!  
· When Hostess Coaching, sit down next to her, not across from her—you are her ally and not a competitor

· Hostess and you work together to make her show successful—you earn commission she earns free books for her time and effort

· Alleviate her fears that no one will show up/keep her focused

· Date her show no more than 3 weeks out

· Use the Hostess Guide!!! —Write all over it; it will prompt you to cover the details.

Get a Goal, Girl—it is extremely important that you set early expectations for your hostess

· I use an average, typical show of $500, and show her how many free and ½ price books she would earn

· Listen!  Great time to put out your feelers to recruit her.  If she’s seriously considering becoming a Consultant, show her what she would earn with double free books and switch to Recruiting Information.  On the other hand, if she is giving herself a way out, “I don’t care about how many free books I’ll get,” redirect her.

· Customize Incentives/encourage her to line up at least one booking

· Clearly indicate on Hostess Book Chart her goal

· Two catalogs: “Make out your wish list using this catalog when you get home!  Other catalog:  Encourage her to start collecting outside orders before show
Mix It Up!

· Review with her the guest list, encouraging her to invite 33 people (1/3 of a pack of invitations) from all circles –use the hostess guide for suggestions
· Encourage her to invite parents of upper elementary/middle school kids
· Arrange to set up e-show
It’s Not Blackjack!

· Teach your hostess how to invite people to her show:  Don’t pass out invitations quickly like they are a deck of cards—use the personal touch.
· Verbally tell the people she is inviting why she is having a UBAH show and how important it is for them to see the books in person
· Postcard invitation–a reminder card, first invite verbally over the phone and “save the date”
Phone is Your Friend

· Call 2-3 days after Coaching—enough invitations? (Have you started yet?)
· 3-4 days before show—RSVPs?  Outside orders?
· 1-day before—firm count, outside order sales, ages of kids, requests, directions, Hostess must do reminder phone calls—Bring two friends who buy or book a show, receive free shipping
Showtime! —Time to show your passion!

Travel Light

· Never let the hostess, her family or guests see you struggle: --one small to medium rolling suitcase, bag for catalogs, bag for I/L Ref Set, optional rack
· I bring about 40 books—Specials, I/L Ref set, Combined Volumes, Books for all ages
Already Arrivals

· Arrive only 5-10 minutes early.  Let them watch you set up!  Most guests do not arrive right on time anyway and hostess is busy.
· Greet everyone who comes in with a smile and introduce yourself. Hand them a customer packet (without catalog) and I use raffle tickets.  Find out how they know the hostess and if they have kids/ages.  Then tailor your presentation to meet the needs and interests of your audience.
Self-Sharing …also known as Self-Promoting or Bragging

Modified from Peggy Klaus’s book, Brag!  The Art of Tooting Your Own Horn

Sprinkle self-sharing snippets (Peggy calls them Brag Bites) throughout your presentation, as it feels appropriate.  Sometimes I will string several snippets together to make a commercial; other times, I’ll just throw out snippets when the timing is right and audience seems receptive.  Create these self-sharing snippets by asking yourself these eight questions.

Questions to Create Your Self Sharing Snippets to use in your Home Shows

How did you happen to become an UBAH Consultant?
What are ten things you love about being a UBAH Consultant?

What UBAH activities have you worked on or are currently working on that showcase your talents or skills?

What successes are you most proud of having accomplished?

What new lessons or skills have you learned through UBAH?

What obstacles, both personal and professional, have you overcome to get you where you are today?

How do you spend your time outside of UBAH?  Include your hobbies, interests, family, and volunteer activities.

In what ways are you making a difference in people’s lives?
If you sprinkle and string together these self-sharing snippets throughout your presentation—beginning middle and end--you will appear more interesting, engaging, successful and self-confident.  Incidentally, these are the qualities a potential recruit would look for in a sponsor.

Interesting Intro 

· Welcome the guests, thank the hostess, tell your name again, and introduce Usborne Books (not Osborne or U S Born).  “I will share with you the qualities which set Usborne books apart from other children’s books in the market and why children are truly enthralled as they read them again and again.” 

· Introduce yourself, share self-sharing snippet about when and why became a UBAH consultant, however, tweak introduction to make experience relatable to the guests greeted earlier.  For example, stay at home mom—are your guests stay at home, too?

· Ask everyone their names again, the names & ages of their kids, if they’ve been to a show before, and if they are familiar with Usborne Books, their favorite book(s) and why.  Keep it interactive and give tickets for participation—questions, answers, volunteers, testimonials, etc.

Soaring Sales—Sell to All Ages and insert personal experience, Self-Sharing Snippets, and third party testimonials.  Keep the guests involved, participating, and selling their favorites for you. —See Jill Bishop’s previous Convention Workshop on Features & Benefits

This is the order I normally show the books:

· There’s A Mouse About the House—number one bestseller, engaging to kids and to guests at the show, humorous, appropriate for a wide age range, duplicable—just read the book to them!

· I/L Ref set—number one selling set, Explain Internet-Linked Books Demonstrates many features of Usborne Books: cutaway illustrations, knowledge in bite size pieces, colorful, high picture to word ratio, wide-age appeal, benefits of sets and combined volumes 

· Other Internet-Linked books—Children’s Encyclopedia—same format, lower level.  First 1000 Words in Japanese—demonstrates double page layout, bursting with activity, find the duck; Children’s World Cookbook—step-by-step illustrations, appeals to adults as well as kids

· Art Books—for BB of Playtime Activities (Preschool), Big Book of Things To Do (Elementary) and Complete Art Ideas—upper elementary to adult, step by step, build fine motor skills 

· LWU/Learning Palette—for hands-on learners (kinesthetic)—make it a game  

· Puzzle Books and Search books—logic/problem solving books for Preschool, Elementary, and up, double page spread again, bursting with activity—son’s favorite 

· Reading Readiness—Ted & Friends, Complete Book of FYT—Hi/Lo level, duck, recurring characters

· Baby Bliss—Animal Hide and Seek, cloth book, $15.95 touchy feely--Fairies or Diggers 

· Extra Special Specials—Absolutely fabulous this month!  Save money. Open up your folders (first page) also save with Sets—hand out catalogs 

Boosting Bookings

· Let’s Survey!
Customer Surveys create a record of all your contacts and leads from that show.  These are your hostesses, leads and future recruits.  I do separate drawing for a free hotshot for filling out survey completely.  Read the Customer Survey with them out loud—every point.  

· #1—of all the books you’ve learned about today, what are your top 3 or 4 favorites?

· #2—Do Pretend Hostess—Always do Pretend Hostess; it works!  I have witnessed guests changing their no’s to maybes and maybes to yeses after doing Pretend Hostess.

The No-Fail Absolute Best Pretend Hostess Script Ever!

“I need a volunteer.  This will be worth 10 tickets!  Come on up Suzy.  Let’s pretend that Jane is no longer our hostess for this home show; Suzy is.  Let’s pretend that Suzy had an itty-bitty tiny $300 show.  Since an average home show in this area is around $500-$600, a $300 show is very attainable.  Many hostesses get about $300 in outside orders.  So, what would Suzy get for having a $300 show?  Well, if you look at the back of your catalog you’ll see the Hostess Book Chart.  For a $300 show the Hostess receives what?  Yes, $50 in Merchandise Allowance.  These are your free books.  Because about 80% of Usborne Books are under $10, let’s just pretend everything here is $10.  So if she received $50 in free books and all books are $10, how many books will she get for free?  Yes, 5 books! So, Suzy, pick out any 5 books.  Since Suzy dated and held her show within 3 weeks of the party of the previous hostess, she gets another $5 in free books.  So that’s half a book.  Remember that half-a-book.  Now, for every $100 in retail sales you may select $25 worth of books at half-price.  Suzy’s show is $300 so she gets 3 times $25, or $75 in half-price books, which are 7 and a half books.  Let’s tack on that previous half-a book, to make it an even 8, so pick out 8 more books.  Okay, let’s pretend Tammy (a guest at the current home show) would like to have a show, too.  So when Tammy holds her show, Suzy gets $20 in books and pays only 5 bucks, so Suzy can pick out another 2 books.  Lori here has a huge wish list so decides she wants free books too, so when she has her show Suzy gets another $20 in books for $5, so pick out 2 more.  Mary decides she wants in on this great deal and she books a show too.  Hooray for Mary!  Thank you Mary!  Because when Mary holds her show, Suzy gets to pick out any book in the catalog for FREE. (Plop a big encyclopedia on top of her pile)  Now this is what I do differently.  Or Suzy can get any Set in the catalog and pay only $15! (Plop or pretend you are going to plop the other 2 encyclopedias on her pile).  So she can choose that wonderful Reference Set of 3 and pay only $15 for the set!  And that doesn’t even include the hostess special this month, which is…(if you are in your incentive period instead add:  “Wait, it gets even better, since I am a new consultant, I get to offer double FREE books for a $250 show or more, so instead of $50 in free books, you’ll get $100 in FREE BOOKS!  Add another 5 books on top of all those!)  All those for a little $300 show?  Why wouldn’t you want to have a show?  Circle yes on question #2 and you’ll get a ton of free and discounted books, too!  Don’t you just love this company…then joke about putting the books back.

· #3—this is when you give your Allied end commercial…Sell the entry opportunity and make it relatable.  Draw from your Self-Sharing Snippets.  For example, “Maybe you are looking for a way to earn some extra spending cash, perhaps one or two hundred dollars a week.  Maybe you have considered a home business before and are looking for one without monthly sales quotas or a saturated market.   Perhaps, like me, you just really love Usborne Books and would like to share them with other families while filling your own home with these fabulous books.  We need more consultants in this area, and there is so much opportunity available here.  The kit is a fabulous deal this month for only $xx, and we will provide you with the training, support and information you need to create a winning business!  Circle yes or write “maybe” to #3 and I’d be happy to share with you with information about becoming a Consultant.

· #4—use email addresses for UBAH marketing emails

· #5-#6 Ask people to write down if they know of anyone who would like the books—a church, school, teacher, parent, etc. Or might like to own their own children’s bookstore.

I’m Available…to Help You Spend Your Money…wisely

· After presentation is finished, walk around the room asking out loud, “Who needs my help?  I’m available…” Make buying suggestions like “if you are going to be traveling, the mini editions are great and pocket-sized!  Check out the set on pg xx!”  Tell them what to buy.

· Suggest Companion Books—Big Book of Playtime Activities with I Can Draw People, Multiplication wrap-ups, 10 Days to Multiplication Mastery & Times Tables, Telling the Time & Time Sticker book, mini Children’s Bible and Bible Jigsaw, Encyclopedia Reference Set and Timelines of World History, Animal Hide and Seek & Farm Animal Jigsaw, ABC Jigsaw & ABC flashcards, Baby Animals Jigsaw and Baby Animals Lift-the Flap…

· Sell the Combined Volumes—point out list of C/Vs in customer folders.  Upsell!!!

· Create your own sets/give discounts as you see fit.

· Remind guests what Season we are in and what is approaching

· Get the guests thinking beyond their own kids.  Remind them of upcoming birthdays and baby showers—our rattle books make great present toppers and our cloth, board, and bath books are durable.  Don’t forget the older sibling—Who’s making that Smell?  

· Point out Kid Kits in the front of the catalog.  Tout them for birthday gifts and to have on hand for birthday invitations, baby shower gifts.  At our book fairs and booths, kids always reach for these first 

You May Feel A Slight Pressure…to buy more books or book a show!

· When the guests are ready and made their selections go to another room (preferably one that is quiet), sit down, and have a chair next to you available for the guest to sit.  Have each person bring you her order slip, tickets, and customer survey at the same time.   

· Have nearby your date book, hostess packets, recruiting packets, a basket or bowl for tickets and/or customer surveys, the catalog, the customer specials.  

· Ask, “Did you get everything you wanted?”

· If they purchased $35 or more, say, “Oh, you spent $35 so you can get a special—did you see the great deals we have this month? And show them the flyer.  (Note:  if they are just under $35, encourage them to add another small item to their order.)  

Calendar Chaos

· Ask everyone if they would like to host a home show, even if they circled NO.  Date interested guests immediately, and provide a hostess packet.  

· It’s best if your calendar looks busy, even if you really aren’t. Give them a choice between two options—Are weeknights or weekdays better for you, for example.  

· Book within three weeks of the current home show.  

· If they circled maybe—ask what “maybe” means to them.  Ask approximately when they would like to do their show and if you could call them the month before to schedule.  

· If guest is waffling, encourage her to schedule her show now for next month so hostess gets booking credit.

· Ask everyone if they think they might be interested in becoming a consultant or know of anyone who they think might be interested in becoming a consultant.

Later Leads

· Your next recruits and home shows are in this party now.  Be sure to keep track of whom you will need to follow up.

Prepared Packets/Concurrent Coaching

· Hostess Coach bookings immediately or ask them to stay a few minutes after the show so you can go over the hostess packet with them.  Do two or three at the same time.  Saves time and they feed off each other’s energy.

Smile and Sign ‘Em

· Our Best Special Ever!
When guests would like Recruiting info, give a recruiting packet to them and go over it with them on the spot.  Reiterate the terrific recruiting special—this month is a great time to start!

· I’m too busy!!!
There are not enough consultants and the market for Usborne Books is enormous!  Show her your full calendar and explain you need her help.

· You’d be so good!
Truthfully comment on her personality traits and explain how they would benefit her in UBAH as a Consultant.  Assume she is going to sign up.

· Paperwork, Please!
Have the contract out—read and explain the top portion to them and expect them to sign on the spot. Reassure them that they have nothing to lose.  If they want to think about it some more or discuss it with their spouse, have them fill out the information, except the cc info.  If they decide to sign later, you would just need to get their cc info and sign them up online—you maintain control of the process.

Post Show

· Hostess Hustle
Leave another catalog or two with the hostess and keep the party open no more than one week.  Suggest that the hostess recall all her guests and ask if they got what they wanted and do they need to see the catalog again.  Ask her to contact no-shows for outside orders.

· Consultant Close?
Ask her again if she would like to become a Consultant offer her show as her business launch.  If she does sign up, give her the bookings and sales credit.

· Delightful Delivery
After she receives her book shipment, ask her to tell her guests how many free books she got and suggest they do their own party.

Resulting Recruits

· Timely Training
For any Recruits resulting from your home shows, get them introductory and home show training within one week

· Lasting Launches
Do your recruits’ business launches for them, if possible, within three weeks of signing up.  Hostess Coach them beforehand, too.

