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4 Steps to a Successful Home Show: 

1. INTRODUCTION:

Tell a little about you and why you started your Usborne business, make sure to mention what you do with the extra cash you earn. Thank your hostess for inviting you into her home and sharing Usborne Books with all of her friends and family! 
BOOKING TIP: explain to your guests that the hostess will be earning free and discounted books tonight! They will start thinking about doing their own show right from the start.

Give the guests a basic overview of the show, “I’m going to share with you several of my favorite titles and then help you pick great books for your kids”

Give everyone a folder with a customer survey and an order form. I tell them to take out their Customer Survey and flip it over and use the back as a Wish List. 
BOOKING TIP: Use the WISH LIST, this will help your guest create a list of books they would like for their family! I mention “When you see your wish list growing, you’ll want to host your own show to get FREE books for your family, we’ll talk a little more about that later on in the show.”

2. SHOW BOOKS

During this time, share 5-8 of your favorite books. I love to share combined volumes, Value Packs and Customer Specials where they get more books for their money. Remember, the books I show will be different than what you may show, but we each have a passion for certain books. Your passion for the books will help you service your customers. 

BOOKING TIP: Throw in little tid-bits about hosting a show throughout showing your books! After sharing Complete Book of Farmyard Tales, I will mention that this is one of my hostess’s favorite books to get for Free.
3. SHOPPING TIME

I have each customer open their packet, I share the Customer Survey with them, mention that the survey is for me to follow up with them with any interest they may have in Usborne Books.

BOOKING TIP: “On your survey, there is a place to mark that you’d like to host show, please go ahead and circle YES and we can set your date tonight, if you aren’t sure of a date, circle maybe and I can call you soon to set your date. If now isn’t a good time, just write what month would work best for you, then I can contact you”
Visit with each guest and share with them books that match their children’s ages. I just start stacking up books beside them, so they can see what we have to offer. Then leave them alone for a little while, move on to the next person and do the same thing. Once you’ve been around, check back in with the first guest to see how she is doing, then on around the room again. 

BOOKING TIP: While they are shopping, “I’m sure you are all having a hard time narrowing down your wish list, remember to schedule your own home show” This will get them really thinking about booking a show.
4. CHECK OUT TIME

As each guest is finished with their order, I go to them and sit down beside them with my calculator, and clipboard with Customer Specials on it. I take their order form and then give them the Clipboard with specials on it, I mention to them which special I think would be great for their family and ask to add it to their order.

BOOKING TIP:  As I’m figuring their order, I ask them when they would like to host their show. Ask every guest to book their own show!! Even if they say NO on the survey. It is our job to make our customers happy! If we do not offer the opportunity to host a show or become a consultant, we are not doing our job. 
Remember, Keep it Simple! Enjoy the Show, and Have Fun!

