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Writing a workshop (continued)

4. Leave 'em laughing - the end should be much more light-hearted than the introduction, because a good ending will make listeners feel good about everything you said! Singing is a fun way to close, although there are many, many other things that work, too. (If you want a song for the end, take a familiar tune and write new words to it. Example: when the audience was preschool teachers, I gave out lyric sheets, and we all sang this to the tune of Home on the Range: Oh, give me a room where there's no gloom and doom, and the children all happily play. Where little ones share, and they never pull hair, and the grown-ups all gather to say: [Chorus] I work every day where the girls and the boys all will play, where seldom is heard a discouraging word, and we smile all the way to pay day!)

Now you are fully prepared to write your own workshop!
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Merry Christmas…..Happy Hanukkah.....Merry Christmas….Happy Hanukkah










Ideas for your Christmas Break(





By the time you read the Uz Buzz you will be nearing the end of your 2005 Usborne sales.  A couple of shows or events in December closes out the year and gives us time to focus on our family and the approaching holidays.





After the crescendo of events leading to my family’s Christmas celebration and the drive back home, I really enjoy the continued “downtime.”   It’s really anything but “down.”   I’ve got lots of things on my list to do to gear up for another great Usborne year.





Here are some ideas of things you can do during that time that may not bring in any commission right now, but will train you, motivate you and organize you for the shows and events you will soon have.





Re-read your manual.  You might even down load the new one and see what’s changed.


Traverse and study the consultant’s website.  Learn what is there.  (Do you know if you have a problem with your order, the form is under business forms/tools and unless you are returning something you can process it online?)


Think about your systems for doing things easier and faster.  Do you have a way of tracking all your hostesses?  Do you do regular customer service with an email for new titles?


In Touch:  Do you use these tools.    InTouch is an email system designed to make some of your communication automatic and thus easier for you to manage. It includes the ability to send out a series of emails automatically and send the same email to a group in a personal sort of way.  There’s also a contact manager to keep all your leads and hostesses and downline consultants.  It takes a little effort to learn all the possibilities and I’m only about 50% there.  There is a fee for the service and you can read all about it at the Order Pro/ In Touch link on the website.  (continued next page)


























More things to do  (continued)





Read the message board.  It’s true I don’t visit the message board often….but when I do I always find something great.  In fact while looking for something for this newsletter I came up with the article on   page 3.   Use the search function to find out something you’ve been wanting to do.  For instance search for autistic and find a bunch of posts recommending great books for autistic children.





Read some books.  Books on leadership, sales and network marketing will give you some foundation for the job you are doing.  Some suggestions are:  � HYPERLINK "http://www.amazon.com/exec/obidos/tg/detail/-/0761517529/qid=1133210516/sr=1-1/ref=sr_1_1/002-7766124-1093647?v=glance&s=books" �Wave 4 : Network Marketing in the 21st Century� �by Richard Poe; The Martha Rules: 10 Essentials for Achieving Success as You Start, Grow, or Manage a Business by � HYPERLINK "http://www.amazon.com/exec/obidos/search-handle-url/index=books&field-author-exact=Martha%20Stewart&rank=-relevance%2C%2Bavailability%2C-daterank/002-7766124-1093647" �Martha Stewart�; Presentation$ for Profit$ by Christie Northrup; Bu� HYPERLINK "http://www.amazon.com/exec/obidos/tg/detail/-/0793192773/qid=1133287909/sr=8-1/ref=pd_bbs_1/002-7766124-1093647?v=glance&s=books&n=507846" �ild It Big : 101 Insider Secrets from Top Direct Selling Experts� by Direct Selling Womens Alliance and Let's Party by Jan Ruhe





Make lists!  Make a list of all your recruit leads, future hostesses, schools you want to call, shows you want to book---whatever.  Organize your thoughts with lists.





Make up recruit packets and make it a goal to give them away.  Make it a New Year’s resolution to always have at least 10 recruit packets made up in advance.  Take three to every show and think of a way to give them away.   Check out the recruiting resources on the Dream Builder’s training pages at � HYPERLINK "http://www.usborne-books.com/dreambuildersResource.htm" ��http://www.usborne-books.com/dreambuildersResource.htm�. 





Check out all the resources on the Dream Builder training pages.  Go to � HYPERLINK "http://www.usborne-books.com" ��www.usborne-books.com� and then to the training link at the top.  If you have something good you use send it to � HYPERLINK "mailto:skriegel@yahoo.com" ��skriegel@yahoo.com� and share it!





Write down your goals for 2006 for your life and for your business.  Need more money?  Want to win a trip?  Want to be a supervisor?  Write it down and share it with someone.  Brainstorm on the small steps necessary to reach your goal.  Include attending national convention June 22.


Riegel Central Group Consultant of the moment is Heather Reese.  





Heather lives in Pottstown, PA not too far from Philadelphia.





This is really exciting because I’ve been trying to get a good consultant in that area since I lived in Pittsburg.  She found me through my website and waited several months until she had her second child.  Then she started with a goal and purpose.





Her goal was to reach platinum but she surpassed that and will reach beyond emerald before it’s over.  She also has her first recruit and is making reservations for National Convention.





Although I haven’t met Heather, except on the phone, I can tell she is organized, motivated, goal oriented and a people person.  She was my sixth bronze recruit and her sales contributed to my winning the Hawaii trip for two.  Thanks also to Elizabeth Tolley, Leela Short, Jennifer Harris, Amy Bain, Bonnie Smith, Sandra Davis.  I couldn’t have done it without them. (
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Thinking about being a supervisor and want some focus, some challenges and some company.  Join the Dream Building to supervisor eight-week jump-start training beginning January 9. 


Regular emails with challenges and assignments, on-line chats and community spirit will help you set goals and meet them for promoting to supervisor.


WARNING:  This is not training for the minimally committed.  If you can’t devote at least five daytime hours to your business each week of the eight in this program---don’t sign up to join this time around.


Watch for more details but mark your calendars NOW!
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Secrets Revealed!!!  YOU CAN RECRUIT!!!








I live in a rural area and at times I hit a recruiting 


slump.  My secret????  Just ask anyone who loves the books!  ��My favorite saying that I stole from someone and tweaked,  �   �"If you like the books, place an order.  �               


“If you love the books, host a show so I can give you a LOT 


of them for free!  �   


“BUT if you find yourself thinking you LOVE them and WANT


them ALL, become a consultant if for no other reason than the 


lifetime discount!"��Then see what happens.  If they say, "no".  That simply means nothing has changed, right now.  They might be interested later.  I've had hostesses that I have asked over and over because they are passionate about the books.  They will continually say "no" only to change their minds right before or after we close their shows.��The beauty of UBAH is its flexibility.  I started while I was teaching full time with two little kids.  Now I am a single mom of two kids and supporting us on our UBAH income.  I don't think there's another job on earth that can claim that flexibility.  Once you truly understand what a gift UBAH can be, you'll want to be asking EVERYONE if they're interested!.  ��Monica O'Riley in MN





Recent Uz Buzz Newletters are posted on the website at � HYPERLINK "http://www.usborne-books.com" ��www.usborne-books.com�.  Follow the link to training. The main article from each issue is noted.





�





A special Woo-Hoo submitted by Jen Holbrook





I had a consultant in my Central Group reach Emerald and then some in her incentive period.  Joanne Naccarato had incentive period sales of $3,878.85, meaning she was well beyond Emerald.  What's particularly noteworthy is that all but $108 of Joanne's sales was from home shows.  Joanne held 14 home shows, and the retail average was over $350. ��Joanne is a home schooling mother of three under age 8; her kids are involved in a little more than the average number of sports teams and outside activities.  Joanne is always on the go--she barely has time to email or phone her sponsor or supervisor.  And Joanne has a quiet personality as well.  So how did she do so well?��Basically, Joanne realized that during her incentive period, she could maximize discount books for her own family and help friends get double-free books, so she determined to "blitz" her incentive period.  Her proud sponsor, Sherri Shropshire, is also a go-getter, working towards supervisor with a big smile and a lot of accomplishment





Writing a Workshop from the message board – by Beckey Thompson





If all you're lacking is confidence to write your own workshop (for special presentations), then consider yourself ENCOURAGED - You are obviously passionate about reading and about helping children learn to read, and you know what Usborne has to offer. Now just take your enthusiasm and your knowledge, and put together a few simple "talking points." That's about all it takes to make a good workshop!��Here are a couple of things to remember:�1. Start with something riveting, guaranteed to peak the interest of your listeners - try to come up with something exciting or unexpected. There are dozens of ways to do this - you can read aloud from a children's book, or read a short excerpt from an "expert's" book about literacy, or show a small poster board with 3-4 large-print statistics on the need for good books, the potential harm in too much TV, etc., or show a large photo or poster - children and adults reading together or celebrities reading (see the American Library Association catalog or website), a funny picture of a baby with a book - once you start thinking about a creative way to start your workshop, the ideas will flow! (Write them down as they occur to you.)��2. While you present, instead of reading from notes, put your main points on a small poster board or somewhere that everyone can see (if available, a transparency on an overhead projector works great - cover all the text and only reveal each point as you go). This makes your presentation more of a "talk" than a lecture; that's important!��3. Keep it moving! Use humor, visual aids, interaction with the listeners - whatever works - never let anyone's eyes glaze over - avoid allowing drool to drip from their sleepy mouths! LOL   (continued page 3)���
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