USBORNE BOOKS AT HOME BOOTH PROGRAM
 from the UBAH Consultant Handbook 


At the Book Fairs and various booth you will get leads for recruits and customers which may be a good distance from where you live. Therefore, a blend of Home Shows, Book Fairs and booths complements one another.

The Home Show will give you leads and a source of income close to where you live. and Book Fairs and booths will allow you to expand and build your business through recruiting.

Balance Home Shows and the other marketing programs to fit your life-style and business goals!

What is a booth?
A booth is when you rent space at a convention, craft fair, state fair, county fair, curriculum fair or any other type of event where you would set up display books, to sell them and get leads for bookings and recruits.

What is the main purpose for doing a booth?
The main purpose of renting a booth is to build your business by obtaining leads for bookings and recruits and following through on these leads. Therefore, a booth is a long term investment, not a means for quick sales.

Home office rules for obtaining a booth.
When you call an organization to obtain a booth, you must ask if an Usborne Books At Home representative held it the previous year or time. If there was a representative there, you must call that person and ask if they are doing the booth this time. If they are, you may not proceed to obtain booth space. You must have a verbal confirmation from the previous Consultant before proceeding any further. If a Consultant calls to see if someone is doing the booth and it is within 60 days of the event and the previous Consultant has not yet registered, the Consultant inquiring can obtain the booth. If the organizers of the booth will not give out the previous Consultant’s name, you may add your name to the list as a follow-up vendor. Please also adhere to the following stipulation: If your registered at an event as "Usborne Books at Home", you many not sell or represent any other product. You are there primarily for leads for your Usborne business, any sales are a bonus.

If you had a booth that is not located near you and you want it again this year, you must live within a 60-mile drive of the booth location at the time the booth is reserved. If you do not live in that area, you must back out and let the local people have the booth. If no one else wants the booth, you are welcome to it. If the event changes location from year to year, the original consultant is allowed to keep the booth.

You must register for the booth under the name of Usborne Books At Home. If they do not like the way someone acted, spoke or conducted themselves, they have the right to not invite them back. They have the final say on who does the booth and represents them. If questions arise, please contact your up-line Supervisor.

Insurance
Consultants who set up booths/displays at state fairs and other venues may be asked to provide a liability policy. UBAH does not provide this. Many homeowner’s policies can be amended to provide this coverage. Your local insurance agent or the event co-ordinator should be able to assist you.

Home office suggestions.

Q. When obtaining a booth, are you able to follow through on the leads for bookings?
A. If you do not live in the area, you should not do the booth because you will not be able to effectively follow through on this part of the business.

Q. Do you have Consultants that live in the area?
A. If you do, let them do the booth. Any and all Consultants who want to participate would be allowed to. Remember, the purpose is to get leads, not to get sales. Everyone deserves a chance to get a new lead.

Q. Do you think there is not enough time for each person to be able to participate?
A. If it is a one day craft fair or school event, it is realistic that the original person do the booth. This cost is minimal. If it is a two-day event or county fair where the cost is high, you can let everyone share.

Q. How do you share 40 Consultants and 16 hours?
A. First, decide what is the cost per hour. Ex. $300.00 for the two day event if $18.75 per hour. Second, decide how many people can effectively work the booth at the same time. You want enough coverage to talk to everyone who walks by and you should have at least two Consultants present at a time. Third, decide how many hour time slots you have. For example, we will use 2 Consultants at a time. There are 16 hours multiplied by 2 Consultants which equals 32 time slots. How do you decide who gets the time slots? Is each Consultant willing to pay $9.38 for a time slot? If yes, then how many time slots do they want? If they want more time and are willing to invest the money, you should consider getting a double booth with 4 Consultants at a time. It is more effective to have a larger booth! If the Consultant does not want to pay for the time slot, they do not participate and you have an opening for someone else. To divide the time slots, you put them on slips of paper and your Consultants take turns drawing out their time slot. Who draws first? The highest sales from the previous month. Remember, this event if for leads. Is it worth $9.38 to work for an hour and get leads for bookings and recruits? Sure it is!

Q. Who gets credit for the sales?
A. Either who sold the product or divide it per slot. Ex., the sales were $400.00, divided by 16 slots equals $25.00. Each person who worked a time slot gets $25 in sales per time slot worked.

Q. What is the Supervisor’s responsibility?
A. You should be there to help your people obtain leads (if you live in the area). The more they get with your help, the harder they will work for you. You do not want anyone resenting the fact that you are making money on them. If there are extra slots, feel free to pay your share and work the booth.

Q. Someone from another group called and wants to share the booth I have. What do I say?
A. You can say no. Before deciding this, think about your situation. Do you have enough people to work the booth? If they share it with you, are you going to get a double booth for more exposure and therefore, more leads? Would you want another Supervisor to let one of your Consultants into their booth? Do you feel proud of your decision? It is up to you!

