The Seasons of Usborne

Creating a full calendar, utilizing all aspects of the business and keeping it going year after year !

Presented by:  Eva Goldstein, Senior Executive Supervisor, Ashburn, VA

What is your why ?


Why are YOU doing Usborne ?

Before we are able to get serious about our business and keep it going year after year…. We need know the why !

Why are you doing this ?

What are your goals ?

Why Usborne Books ?

Before we are able to get serious about our business and keep it going year after year…. We need know the why !

For me…this is a business…

Comparing my MONTHLY SUPERVISOR overrides…

· November 2001  
$    628.17

· November 2003
$ 4,691.48

· November 2004 
$ 5,549.76

· November 2005 
       ???

Take a moment and write down your WHY!

“It’s hard to beat a person who never gives up!”  
~ Babe Ruth

Your goals

What are YOUR goals?  

What do you want to accomplish because of UBAH?

Everyone has different goals!

You are successful if you meet your own goal!

No one else can make your goal for you!

You can’t be successful for meeting anyone else’s goals but YOUR OWN !

The people who are “most successful in UBAH” have met their OWN GOALS and if you asked them what made them successful … they will all tell you that they didn’t QUIT.

Yes, they have had empty calendars at one time or another.

Yes, they have hit the same roadblocks as you.

Yes, they have needed “new creative ideas” from time to time.

Yes, they have gone to chats, read the MB, gone to regionals and convention

And yes, they had to MAKE PHONE CALLS !

But, the main difference is that they… 

Didn’t give up.  They kept going.  

Even when the going was tough.  

We have ALL BEEN THERE from time to time.  

But, they are “successful” because 

they didn’t throw in the towel.

Success is nothing more than a few simple disciplines practiced everyday!

“Anyone can dabble, but once you’ve made the commitment, your blood, has that particular thing in it and it is very hard for people to stop you.”



~ Bill Cosby

So …. Are you ready to make that commitment?

If so … we are READY to begin!

Staring at an empty calendar?

Need creative ideas?

New to the business?

Just moved.. And know no one?

Let’s get busy…. 

Take what you like… 

Leave the rest!

Your plan


What plan are you going to do to consistently work your business ?


Step One… Your plan
You can’t get place to place without looking at a map…. “your plan” acts just like a map, it allows you to go in a  forward direction !

If you go on the Message Board … you will often find supervisors and other consultants sharing all different challenges to motivate you!

There are all sorts of “ways” to run your business.  

The plans all have one thing in common… CONSISTENCY!

Before you begin (when you get home)… you need a plan….

There is no “right or wrong” plan…

You need to choose one plan… and stick to it…

Over time you will see the results happen!

The key is ….

Consistency!!
Eva Goldstein…. 10 phone contacts per week 

My “current” plan is to make a list of 10 phone contacts per week to call.  These can include prospective recruits, new business, contacting old leads, rebooking events, booking home shows…

But the key here is to CONNECT with them by the end of the week.   When I do this… I end up with so much business that I need to take a break from this for a few weeks.

That is when I concentrated on the “other parts” of UBAH.

Deb Casey…. 3 – 4 – 5 plan!

Contact 5 people on each of the 4 days that you work and mail something to 3 people which gives me a reason to call them a few days later!

From the Message Board….

“Every time I've done this... I've had to stop after a bit because it generates more business than I can handle... “~ Deb Casey

Home Office…. Consultants in Action plan!

HO on encouraging all of us to touch our business at least 45 minutes a day.  Would you ignore one of your children…NO!  Your business is like another child.  You will need to touch it in some way every day.

The “Power Hour”

The “power hour” is a term that I remember hearing back in Usborne when I first started.  Basically, it “requires” you to make phone calls for an hour a day.  However, if you can’t “steal” away an hour straight you can divide it up into 4 – 15 minutes segments (or 3 – 20 minute segments).  The goal of the power hour is for you to work all areas of your business “evenly” and consistently. 

For example:





Another example:


15 minutes:  Hostess Coaching


20 minutes:  Hostess Coaching


15 minutes:  Recruiting



20 minutes:  Recruiting

15 minutes:  Book Fair/RFTS Cold Calls
20 minutes:  Other areas of the

15 minutes:  Future Home Shows



business



Motivation is what gets you started. Habit is what keeps you going.”




~ Jim Ryun

Don’t let the word NO stop you… 

The more you work doing 

the “daily grind” the more you also …

 hear the word YES !

Step Two…
The Seasons of Usborne
Our business is like the months on a calendar… each month is different.

After a year with the business, your calendar will fall into its own “ritual” .

January – Reach for the Stars, “Rally”, Home Shows to advertise new titles
February – Reach for the Stars, Home Shows
March – Reach for the Stars, Preschool Bookfairs, Home Shows 
April – Preschool Bookfairs, Home Shows, Spring Book Fairs at Elementary Schools
May – Teacher Appreciation Parities, Kick off to Summer Literacy Home Shows
June – Libraries spending last minute money, National Convention (
July – Summer Festivals, “Craft/Science Workshop – Home Shows”
August – Summer Festivals, “Craft/Science Workshop – Home Shows”, Back to School Home Shows
September – Meet with libraries about “new budget”, Fall Festivals, Preschool Book Fairs combined with their open house
October – Home Shows, Fall Festivals, Preschool Book Fairs combined with Open House
November - Home Shows, Book Fairs at Elementary Schools, Corporate Book Fairs, Winter Craft/Vendor Festivals
December -  Last minute holiday gift giving open house (SALE), Corporate Book Fairs

Eva doesn’t call Home Shows “Home Shows” - Educational Workshop, Science Workshops, Charity Donation Event, Multiple Intelligent Workshops, Literacy Workshops, Passports to Discovery, Teacher Appreciations

Educational Workshop


Literacy Workshop

Craft – Science Workshops

Passport to Discovery

Charity Donation Event


Teacher Appreciation Event

Multiple Intelligences Workshop
Internet Linked Workshop

Whatever “term” you use… it doesn’t matter.  The reason why the “home show” concept is so important is that this is the one place where you can shine by sharing your knowledge with parents and get  a lot of leads without paying for them.  It is also the easiest place to recruit people.  This is the easiest “way” to grow your business quickly.

I know I just said HOME SHOWS are the backbone of your business… but other parts of the business are also CRUCIAL to your success.

This will give you something to fall back on “if” your home shows cancel or you hit a “lull” in the home show area.  This is why it is SO IMPORTANT to run a well balanced business and not “lean heavy” on one area.

Step Three…Rebooking Event
How to get the groups to say YES again.. Immediately so you won’t have to “wonder” if they will book again.

A WORD OF CAUTION…

We are going to be going through a lot of ideas quickly that are known as “outside the box” ideas….

You will get excited about these and other ideas will pop into your head!

This is WONDERFUL.

Make a list of your “top ideas” and priorities to start with at home…

Once you’ve gone through your list… and more to it and continue to move forward.

Look around your community there is more than you ever realized!

Step Four… The Blank Calendar
We have all been there.  YES, we have!

Some of us have moved. 

Some of us have hit “lulls”.

Some of us are brand new and just getting started.

A stumbling block to the pessimist is a stepping stone to the optimist.”



~ Eleanor Roosevelt
The “traditional”…

Home Shows

Preschool Book Fairs

Corporate Book Fairs

Elementary School Book Fairs

Selling directly to Schools

Selling directly to Libraries

Reach for the Stars

We are going to spend the remainder of the time thinking OUTSIDE THE BOX.  If you become a good “outside the box” thinker you will go FAR with UBAH.

It is not as hard as you think, but you need two things:

1. An open mind

2. A willingness to try 

Remember…

There are SO MANY ideas… these are just a few!

It’s YOUR business… take control and make the most out of it !

“The difference between perseverance and obstinacy is that one comes from a strong will, and the other from a strong won’t.”   
~Henry Ward Beecher

Thinking Outside the Box


What are your favorite “Thinking Outside the Box” ideas that you can 


implement immediately?

What I Did When I Moved a Few Months Ago…
As silly as this sounds…. this is what I did when we moved in late February to Northern Virginia.  Once a week, I got in my car, with a map, a spiral notebook/pen, catalogs, bookfair flyers etc and I drove.  I drove for about 2 hours each time into areas that I didn’t know and look for ANYWHERE that I could potentially do business.  Sometimes, I would go in and do a “cold call visit” and introduce myself.  Sometimes, I would make a list of places to call.   The following slides are places that are “Out of the Box Thinking” that I stopped at.

HOME SHOWS
I can’t remember the last time I called a “Home Show” a “Home Show.”  I now call them “Educational Workshops” because I am going to go in and offer the ladies something that they can take home and use with their children.  Everyone’s life is so busy that I want them to KNOW that they are “taking something of value” to help their family home.

PASSPORT OF DISCOVERY WORKSHOP

This is an incredible concept by Mona Wolverton. 

 It is an incredible to “spice up” a home show.  

There is an explanation on the MB under the title “Passport of Discovery”.

LUNCH AND LEARN

When you are talking to people share with them you offer employees at businesses “lunch and learn”.  Basically, this is a “home show” but held during lunch at their place of employment.  You share with the employees in that department how to read with their children, make the most of their “limited time”, how to use Usborne Books Internet Links to assist their children with research and how to do projects using our kid kits so they won’t have to “run all over the earth” to get their materials.

“OUTSIDE THE BOX” TYPE OF BOOTHS

You say all the booths are taken in your community or area by other Usborne Consultants…

 I say it is time to think outside the box.  

· Perinatal Health

· Speech Language and Hearing Camps

· Schools/Camps for children with learning disabilities

· Down’s Syndrome, Learning Disability Conferences for Parents

· Childbirth Educators Professional Development

· Pediatric Rehabilitation in Hospitals

· Human Society/Local Dog Shelter Fundraising Events

· Nursing Association Conferences

· Occupational Therapy Association Conferences

· Art Therapy Association Conferences

There are so many more… just keep on thinking !

The people who attend these are invested in a “service based” job.  They care about people.  Typically, these same people care about literacy and children.  

Can we say HOME SHOW bookings ?

SUMMER CAMPS AND PROGRAMS

These are HUGE now.  Parents want to give their children every opportunity at unique things they can.  Find the specialty camps in your area.  Most of these camps charge “the big bucks.”  These are the parents who WANT the best in educational materials for their kids to get ahead.

HINT:  Your community “families magazine” or “local newspaper” often dedicate an entire issue to summer camps.  Make sure you get it and begin calling.  They usually start advertising in February – March of every year.

There are so many different ways to approach camps… (here are just three)

1. Direct Sales of our books so they can “welcome campers with a gift” that matches the “curriculum” they will be learning.

2. Ten Terrific Weeks is a wonderful program that can enhance their already made curriculum.  Camps want something easy, already put together and ready to go.

3. A Book Fair to be done during pick up times for two days in a row.  The camp will get free books (or cash funds) for their teachers to use as resources.

SPECIALTY AFTERSCHOOL PROGRAMS

Go to area specialty schools… art, dance, music, craft, horseback riding…. And offer them direct sales of books that will match their programs OR ask them if you can do a bookfair for cash funds for scholarship program / free lending library books for teachers by doing a bookfair at their open house.

CHURCHES AND TEMPLES:
Methodist Churches constantly need to “raise funds” for mission projects.  Ask them if you can sell to their preschool, church youth groups or before/after services and give them “cash funds” for this purpose.

Temple Youth Groups are constantly raising funds for field trips or to give to charity.  Have them do a RFTS or do a Book Fair and have the proceeds (cash or free books) go for a charity (Tzdakah) or cash for trips.  Remember, during “Shabbat” temple go-ers don’t carry money with them. So you would have to do this during youth group times, Sunday School or Hebrew School, instead of “Shabbat Services.”
Churches with Sunday Schools, VBS, Day Schools are also the perfect place for a bookfair to raise “books” for their classrooms, quiet rooms (for babies) or as a book drive for their favorite charity.
Many churches offer “Mothers Day Out” programs as well as private preschools.

Boy Scouts / Girl Scouts

Find area Boys Scout Troops. They do service projects and fundraisers. Offer Reach For The Stars!
Girls Scouting has a “Reading Badge”.  Make this  a troop project and donate the FREE books to a homeless shelter and give the girls ________ for hitting the 10-10-10 challenge (or other similar challenge !

Child Workshops

Host a child workshop every week in your house utilizing our books.  Charge a fee for supplies & to take home the book you are using.  Offer a “pre-sale” where all books are 10 % off for 15 minutes before/after the workshop.

Different Themes…. It is endless….

Puppet Making (Puppets)

Amateur Magicians (Amazing Magic Tricks Kid Kit)

Science with Air 

Princes & Princesses  (I Can Cut and Stick)

Under the Sea  (I Can Cut and Stick, Under the Sea)

Real Estate Offices

Give your local office a call…

Most realtors purchase a gift for the “new homeowner” they just sold a house to.  A GREAT practice would be to give the children a gift also…

There’s a Mouse About the House

Moving House

Mouse Moves House

are all appropriate !

Gyms & Health Clubs

Many health clubs now offer “child care” for parents when they work out.  Approach these gyms.  (example:  Gold’s Gym)  Tell them you can offer them something wonderful.  You can set up a bookfair for a day during the week and on Saturday Morning during their busiest time slots.  (This will give you a good amount of traffic.)  You will run a bookfair and donate free books to their child care facility for the “babysitters” to use with the children.  You can sell, meet new customers, book shows…. Etc…. The sky is the limit !

Community Outreach

Ask any church, business or organization if you can set up and sell during lunch, before/after their events or when children are picked up and the books can be donated in their name to __________  (area that just experienced a devastation,  homeless shelters, DYS facility for parents to be able to read to children while waiting for community services) in their name.  Show them the book plates that you can stick in the books donated from them.  Tell them you are willing to do all the work, and that all they have to do is advertise and provide you with a space. 

Dentist / Doctor's Offices

These offices always give “gifts” to kids.  Why not on the child’s first visit they give Going to the Doctor or Going to the Dentist.

Dance Studios etc..

Dance Studios, Tae-Kwan-Do, Gymnastic Centers, Cheerleading Camps, Karate Centers …  These places you can offer to do a bookfair while parents wait and gear it towards literacy.  You can donate free books to the center for their waiting room.  You can also do a RFTS Cash Fundraiser for scholarships for competitions in the center, costumes, etc.

Church Community Tag Sales

Great place to meet new leads !  

You might not get many sales… but you can offer them something for FREE !

This is what all “avid” tag sale people love !

American Red Cross

Go to your local chapter of the American Red Cross.  Ask them if you can do a bookfair at their location for their employees.   Offer them FREE books that they can send to “affected areas” of the country (hurricane hit areas, floods etc) OR if you can give them a cash percentage of the sales as a donation for their “immediate cause.”

Condominiums or Apartment Complexes

Go to multi-story buildings with a central lobby. Contact the building manager. Set up in the lobby. Donate the host award and/or a percentage in cash.

They do the advertising via email or where they post announcements.  Try to do this on a day where people are ‘in and out” often (example:  Saturday).

Community Soccer Programs

Many communities now have soccer programs for ages 3 and up.  And most games are all held on “group fields” (usually the local schools) where there are often 5 – 10 games  played simultaneously.    Ask to set up a booth at the field or different fields weekly and you will donate funds for a scholarship program or soccer books to be raffled off at the end of the year banquet (or for the team who wins the championship).  This is a GREAT way to meet new leads, book home shows and sell !

I would personally have tons of KID KITS to keep the “younger siblings” busy during the game.

Soccer Programs

Traveling Teams – need to “earn” money !!!  Why not do a RFTS and name it “Kicking for Literacy”….

OR sell to the program the STARTING SOCCER book for every new player that joins the league.  They can add on a $5 one time fee (this will pay for the book) and the league can give every “new kid” a welcoming gift.

Homeschooling Coops

Approach homeschoolers in your area and ask them if they do coops.  (co-operative learning)  Introduce them to Ten Terrific Weeks and have them give it a try !  This will continuously build your business as every “semester” they can do another TTW.

Do a RFTS with a homeschooling group to build a lending library of curriculum for the “support group members”.  Do it for a fundraiser for scholarship money for college for a homeschooling graduate.

Community Pool Houses

Host a bookfair for Summer Reading and donate the cash proceeds as a scholarship fund to help one the children with the purchases of their college textbooks for the upcoming semester.  Do this several times during the summer.

If you community does “community wide events” also do this and use the proceeds towards the scholarship fund.

Classroom Back to School Parties

Host a back to school night for parents of your child’s class and give the host award to the teacher as a gift for the upcoming school year.

Teacher Appreciations
Concept is EASY…

A parent gathers together parents (and students) from a classroom.  Teacher makes a WISH LIST.  Parents purchase for their family and if they want to purchase a book for the teacher.

Teacher also gets free books !  

Have kids at “Teacher Appreciation” make their teacher a THANK YOU card!

MOPS Groups/Mothers of Multiples Groups

Contact these groups (or others like it) and offer to do a FREE of charge literacy workshop on the importance of reading to your child through the years.  If you are allowed to also sell… terrific !  If you aren’t allowed to sell use this as a time to generate your customer base & book shows.

YMCA / Recreation Centers / Boys & Girls Clubs
Bookfairs, RFTS…

Ten Terrific Weeks

Summer Camp

Kid Kit Projects

Classes you can teach using our products

Sky is the limit !

Military Bases

Find area military bases. They also have children's centers, libraries and often schools. Most also have fairs where you might be able to display books and give free books to the child care center.

Divorced Dads Support Groups

Find the “Divorced Dad’s Support Groups” in your area and offer to do a workshop for them on how they can use books and projects to encourage literacy during “their time with the kids” also.  Our kid kits would be great for this.  Set up a “sale” for after the workshop.  Donate free books to one of their causes.

Kindercare

This is a child care center.  They have a SUPER website.  www.kindercare.com .  On their website you can search by state.  Once you find a location, it has the director’s name listed, email, address, phone number and directions.  It also has the size (square footage) of the center, cost of the center weekly, amount of students attending in childcare and afterschool program, special programs they offer at the center etc… 

Mall Food Court Kid Activities

Many malls offer summer time Saturday “Kids Programs” to encourage families to come into the mall on Saturday mornings.   Some examples of the performances are Magic Shows, Puppet Shows, Plays….. This is a GREAT place to set up a booth and ask the mall every week to sponsor a school for the “donation” of free books.  It is GREAT PR for the mall and the school !  OR you can donate free books to be raffled off the next week (based on the sales this week).

This is a GREAT way to get new leads without it costing you money !

Family Nights at Restaurants

You don’t have to “pay for a booth” to get leads.  Call your local family restaurants that offer a family night.  Meet with the owner/manager.  Ask them if you can set up a display of Usborne Books with information on literacy and reading to your child.  Be “stationed” next to the “play place.”  Tell the manager that based on the sales, you will donate books to their restaurants for their “toy box”, “bookshelf” or to make a “play place reading corner”.  At this event TALK to the parents, share information about literacy, book “educational workshops” with them and sell books.  This is also a GREAT place to recruit by advertising that you are looking for people to make a difference in literacy within their community.

Chick Fil A

I called the local “Chick Fill A” restaurant and asked to meet with the owner.  (they are independently owned)  We spoke about how Usborne and Chick Fill A have similar philosophies about family values, being family oriented and encouraging outreach/community involvement.

I then asked them “What service can I provide to help you reach the community with literacy?”  We came up with a bookfair/information about literacy during upcoming family nights to build a “reading corner” in their playplace.  Now that is a win-win situation.

Summer Time Movie Fest

Many communities now have “movie fests” during the summer time. These are FREE movies set up the local parks & recreation department for the communities.  The families usually bring a picnic dinner, blankets and go there early to get good seats.  What happens is that kids are hanging out for sometimes up to 2 hours before the movie.  

Call the P & R department and see if you can set up a booth to sell books for a donation of books (based on sales) to the P & R departments for summer camps/afterschool care. 

Adopt-A-Classroom

Do a google search on this.  The theory is that a person “adopts a teacher” and provides them with the request they are asking for.  You can contact the teacher and let them know you are willing to “raise funds” for their item.  Then contact local establishments like “coffee houses” (independent or Starbucks).  Tell them you are sponsoring a teacher and raising funds through bookfairs to get them _________.  Then ask them if you can set up a bookfair and they will then be known as the “donator” of ____________ for the teacher.

A great way to do a quick bookfair where there is lots of traffic and continue to support local education !

New to your area ?

Join EVERY committee that interests you in your new community.  People will ask you for your phone number.  Whip out a business card and just wait for the reaction.

I did this in March and ended up with a ton of bookings from people who WANTED to help me out.  They knew I was new to the area, most knew Usborne Books and loved them !  Ask them to help you !

Words to Use 

When you are talking to “outside the box” people about opportunities that you can help them with, make sure you use these words during the discussion MANY times:  passion, children, education and literacy.

“I have something you need, when I think of you I see ______________ and ___________.  You have the kids who love Usborne books !  Let’s see what we can do together to make this work.  I know I can offer you something you need.  The families that attend your facility are passionate about education and their children.  It is a perfect combination.  There must be someway we can do this together and for it to be beneficial for both of us.  What do you need… cash funds, onsite library, books for your employees to use with kids, scholarship funds…  Let’s think outside the box together.

