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A Hostess Experience   by Linda Beck





Recently I hosted a non-Usborne Party.  What a difference there is to being a consultant and a hostess!  It’s amazing how the consultant can make the hostess feel.  First, let me tell you that I decided I wanted an excuse to get people into my house to browse over my books, but to try a new product too.


  


I decided that if I asked another company to do a demo, then my books would be in full view, but it wouldn’t be an Usborne show and my friends would be subtly reminded that I do still sell books.  I phoned a friend to find a consultant for the new product and I received the name and phone number of a consultant in my area.  I left a message telling her of my plans and she waited about a week to call me back.  (Do you promptly return phone calls?)  





When she called me back she said she was no longer doing home shows, but gave me the name and number of another consultant in my area.  I phoned her and left her a message of my plans.  (Isn’t it exciting when you get a message asking you to do a show?  Sure beats cold calls.)  Consultant #2 phoned me a few days later and told me all about her “real” job and why she only does shows on Mondays and how she doesn’t have children yet, but assumes she will someday and that she now has 4 consultants on her team, blah, blah, blah.  (Do you ever ramble about your “real” job and other responsibilities?)  





She told me that she would send out a hostess packet as soon as she ordered some supplies to fill it.  (Are your hostess packs ready to go?)  She did say that she would send me whatever she had on hand soon and then she would mail the rest later.  After we talked for a while and she explained that she did a very casual show and wasn’t very pushy.  I was looking forward to doing a show.  I can clean my house, see my friends, earn some new product and maybe sell a few books!  





I received my hostess packet 10 days later in the mail.  (I was Much More excited 10 days earlier than I was when I received it, but I was still anxious to take a look at the catalog!)  Now, I don’t know about you, but I rarely get mail that has handwriting on the envelope.  When I do I consider it “True, personal mail!”  Even though it took 10 days to get here, I was still excited with my personal mail!  I opened my “hostess packet” and saw a single catalog, 3 order forms and NOTHING ELSE!  (What’s in your hostess pack?)  I didn’t receive any hostess information, no chart of what I might earn, no post-it saying “Looking forward to your show.”  NOTHING!  I called her with a question about orders and she did answer, but still no pep talk on my show.  


So, now my show is 3 days away and though a few people have RSVP’d, I’m not feeling overly motivated to make my reminder phone calls.  No one asked me to.  (Do you ask your hostess to make reminder phone calls?)  When a guest has called to say that she can’t attend I tell her that I’ll drop off a UBAH catalog for her to view.  (I can’t offer her the only catalog the new product lady sent me.)  To be honest, I don’t even know if the consultant has directions to my home, and if she doesn’t show, we’ll snack and look at books.  This show has really taught me a lot about hostess coaching and being a consultant.  





The consultant mentioned that she wasn’t “pushy” but I would have appreciated attentive.  I was looking forward to a couple of phone calls to ask questions.  I was looking for incentives to set goals.  I wanted encouragement to host a good show.  In the future I will be certain that my hostesses receive that!














	 Where Can I sell Usborne Books?





 	One of the most exciting things about the Usborne business opportunity is its flexibility and limitless opportunity.  You are only constrained by your own time, goals, desires and ideas.  


This article was taken from a flyer that I just redid that I have used for years in my recruiting packets.  The flyer is now available on the Dream Builder’s only training pages at � HYPERLINK "http://www.usborne-books.com" ��www.usborne-books.com�.   Check out all the forms, letters and training materials there and use these ideas to grow or jumpstart your summer business.





Home Shows (or parties)


A home presentation is excellent ways to reach many families at one time, while helping the hostess build her personal home library.  A typical show consists of a brief introduction of the books as well as selected features.  You highlight the books you like, leaving lots of time for customers to browse the books you bring as well as the Usborne Book Catalog.





Mother’s Groups


There are many groups designed to help support mothers and families which are full of people who love good books for their kids.  Some are local groups.  Others are national and international.  Examples include local play groups, babysitting coops, organizations like Mothers of Preschoolers, Mothers of Twins, La Leche, etc.  Look in your local papers for contacts.





Craft and Holiday Fairs


Throughout the year, there are many opportunities to show off our wonderful Usborne Books.  Children’s festivals, holiday fairs, craft shows, community days are just a few examples.  These are not only an opportunity for cash sales, but they are also a great way to get leads for home shows and others who would like to sell books.





Company and Club book fairs and/or fund raisers


Companies and clubs can contribute to their community by hosting book fairs for their employees and donating the free products or cash to local schools or charities of their choice.





Homeschool meetings, Conventions and Curriculum Fairs


Homeschoolers love our books.  They are always on the lookout for creative educational materials.  Our internet linked books and brand new Ten Terrific Week Curriculum is great for homeshooled children (as well as all others()  





Catalog Shows and Direct Sales


Anyone collecting more than $85 in retail sales is eligible for the benefits of hosting a home show.  Many people will want to collect orders at work instead of having a presentation in their home.  You can also sell directly and collect a higher commission.





Preschools and Daycares 


Preschools and Daycares can get up to 50% of their sales in free books by having a book fair.  Parents enjoy the convenience and their children benefit at home and school.


Flyer includes Web site, Schools & Libraries.
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