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Book Review
For parents looking for both English/Spanish words...I would HIGHLY recommend the First Picture Dictionary in Spanish. It has the great illustrations by Jo Litchfield, gives the name of the object both in English and Spanish, and used the word in a sentence- again both in English and Spanish. Also has verb usage and so much more! Plus...and added bonus- it is Internet Linked- so you can hear all the Spanish words in the  book read by a Spanish-speaking person. And for only 16.95...this hard-cover book is a GREAT value!!!

 

Every month I try to use unused hostess benefits to buy a couple books that I have not seen- and this was one I picked a few months ago. I have sold quite a few since then- parents LOVE this book! I also brought it to a RFTS meeting I had with teachers- and a teacher felt this was a "must have" for her daughter's library.

Dawn Berkley





Dream Builder Supervisors at Advanced Leadership 

Training in January.


This month:  Nicole St. Leger, Sharon Riegel & Sarah Lindell recruited; Rebecca Rowe & Leela Short had Book Fairs; New Consultant Amy Carter just moved and is lacking contacts for home shows so she set up four on-line & catalog home shows with friends where she use to live; Susan Lewis had two home shows and $565 in net sale; Kristin Gwynne had $458 in sales from 2 web orders…and Eileen Sickles, Kelly Keehner and Sue Smalheiser got their year started by having one show this month.  Our group had $4,232 in central group sales despite it being the slowest month of the year.  Congratulations.
Dream Builder UZ BUZZ
Sharon Riegel

1945 Promenade Way

Clearwater, FL  33760







Why Do We Need Reminding?





	Recently on the supervisor’s email loop, a supervisor started a discussion about why we need to be reminded obvious things such as stop smoking, don’t overeat, exercise daily, etc.  Dolly Depagter came back with some excellent insights that we can use….





I ran a hospital-based weight loss center for 7 years.  People fail to lose weight for a number of reasons, see how they can relate to this business:


They don't believe that they can really obtain the desired results so they sabotage themselves.  


They tried and failed many times before so even though they are trying again in the back of their mind they are thinking they won't succeed, they'll just gain it back, they won't make supervisor,  etc.  They might have really given reach supervisor a try once before and didn't work.  


They would have to change their present behavior.  We're are creatures of habit and change is difficult to do and sustain. 


They are afraid they might actually succeed.   In weight loss that might mean someone might find them attractive and that's too scary.  In Usborne, that might mean a busy schedule and they just want to work x hours a week. 


As a personal trainer or as an Usborne supervisor, I learned I can't do it or want it for them!  I can only give them the tools and guidance but ultimately it’s up to them.  


Those of us who have succeeded in Usborne---whatever our goals are -- did so because:


We believe we can do it.  If you are having doubts, break it down, make it seem more manageable.  Ask your supervisor for some accountability and what you might need to be doing differently. 


Have you failed at some aspect of the business.  Examine what went wrong and what will be different this time. 


Examine how many hours a week you work on average and ask yourself if that is enough to meet your personal goals.  Do they have a realistic picture of what the success might bring them?   


Remember you have to be willing to do it.  No one can do it for you.   If you Believe you can Succeed.


Is Direct Sales Difficult?


From a speech given at a meeting of Direct Sales Representatives  submitted by Judy Kinnee





Lately, I have heard so many people say how difficult direct sales is.  "It's hard." "I can't get bookings."  "This just isn't for me." "I didn't know how difficult it would be." 





Well, I am a single mom of three who, before joining the direct sales family, held down two jobs. I would get up at 4 a.m. and not get to bed until midnight most nights, after returning from my part-time retail job, packing lunches, checking homework and relieving my mother, who helped out with the  kids………That, my friends, is difficult. 





It is difficult always having to lower your dreams to meet your means. It is difficult to miss your son's football game because you have to work. It is difficult knowing the rust bucket you call a car is eating you alive in maintenance, but you can't afford a new one.  It is difficult to realize that someone else is going to watch your daughter take her first step or having your son say "mama" to the preschool


teacher. 





It is difficult knowing that you have spent 40 years of your life working for someone else, only to realize that you will be retiring on one-third of what you can live on today. Or, worse yet, it is difficult knowing that you have diligently worked all your life, only to


be given an early retirement and replaced by someone younger, "more capable". 





I will tell you what is difficult. It is difficult waking up one morning and realizing that your children, the most precious things imaginable, no longer need bottles, diapers, tea parties, or baseball bats.  It is difficult realizing time has passed ~ has gone ~ and that it can never again be retrieved.  Our children's lives have slipped through our fingers ~ one second at a time. 





It is difficult watching the spark in your partner's eyes fade because both of you realize the house you have been planning for and dreaming of is now just a


dream ~ because someone else controls your  finances. 





We have nasty habits about rationalizing, procrastinating, ignoring or skirting the REALLY important issues, rather than facing them.  Too often we allow others who do not pay our bills, who do not share our dreams, to direct our futures. 


As children we have absolutely no freedom; we rebel in our teens and scream for freedom.  We reach adulthood and are finally free... only to relinquish that freedom because we think it is "too difficult".  We do not want to take responsibility; we don't want to make a mistake; so we obligingly give that awesome power to someone else. We wake up too late and hear ourselves uttering phrases like, "I wish I had only..." and "If only I could do it over again." 





You have no one but yourself to blame. You had the chance. Perhaps the opportunity was presented many times ~ and each time you elevated the trivial to a


higher priority than yourself, your family and your dreams. 





Let me ask you: Is direct sales really difficult?  Is it so traumatic to show someone an exciting product or idea?  Is it so difficult to understand that if you work this marketing idea for three to five years, you just might finally be able to send your children to a


college chosen by excellence, rather than one chosen by price?  You could finally put your family in the home of their dreams?  Is it so hard to understand that if you put in those hours ~ and that work NOW ~ you might actually achieve financial freedom??? 





 How difficult is it to make those calls in order to book your calendar?  How difficult is it to pick up the phone and call your host?  How difficult is it to pack up your kit and meet some new friends?  How difficult is it, really, to share what you love with


others? 





Think about it.





Realize the awesome power you have in your hands with direct sales. 





There are people out there working three jobs.  There are people drowning in debt, agonizing through bankruptcy, some even realizing they only needed a


couple hundred more dollars per month. That is difficult!





This business that has found you has the ability to change lives. Direct sales cannot do anything by itself, but YOU can change lives through it.  You are the one with the life-changing ability. What are you waiting for? 





There is difficulty and pain in success, and there is difficulty and pain in failure.  Difficulty and pain in success will last a short period of time;  but pain in failure lasts a lifetime.  Which one is really more difficult? 





You will pay a price for your actions and your choices. 





Which choice will you make?



































Have you seen and read these books?  


If so, write a short review on these or any titles and send to me at: � HYPERLINK "mailto:skriegel@yahoo.com" ��skriegel@yahoo.com�Doesn’t have to be fancy, just tell us the scoop.  Assign the job to your kids(





�


Check out the Dream Builder’s website at � HYPERLINK "http://www.usborne-books.com/dreambuilders.htm" ��http://www.usborne-books.com/dreambuilders.htm� and check out the Dream Builder’s who sold the most in 2005.





Have a fun story, a book review, a new technique or business skill?  Email it to � HYPERLINK "mailto:skriegel@yahoo.com" ��skriegel@yahoo.com� and put newsletter in the subject line.  It’ll appear in the UZ BUZZ or be shared in a group email.





Rock out at National Convention this year.  It’s June 23-25.  Part training, part slumber party, part elegant banquet, part reunion and love fest, National Convention will rocket your business upward.  
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Recent Uz Buzz Newletters are posted on the website at � HYPERLINK "http://www.usborne-books.com" ��www.usborne-books.com�.  The main article from each issue is noted.





Increase Your Home Show Attendance & Sales:  Send out the invitations


Testimonial from Cynthia Hess





I started sending out the postcard invites for my guests last fall (I think?).  Although it is an additional expense, it has made a big difference in my attendance and therefore my sales.  


I was having a big problem with my hostesses only have 2 or 3 guests at their shows and then being disappointed that they had low sales and went to all this effort with little result.  Never mind the fact that at their show they returned 15 or so postcards they never used!!  This is in spite of explaining the need for 10-12 guests at their show and what that means in invitations sent.  


I wanted to have better control over my shows - when I started sending out the postcard invitations all of that changed.  I use the hostess books as incentive - offering $10 free books for having 30 or more people on their guest list and an additional $5 free for getting me that list 2 weeks before their show date. Suddenly, almost everyone knows 30 or more people!!  Amazing!!  In addition, if I don't receive their guest list by the deadline and I can't reach them, I have a much better idea that the show is not going to happen and I can try to re-book the date.  


I know that Judy Kinnee started sending out the invitations in January of last year because she was having problems with cancellations.  This almost completely eliminated that problem for her.  It is much more difficult to cancel a show when the invitations are already sent.  Since so much of our business is out of our control, it is nice to have this one part under control.  I can tell early on how well the show is going to go plus I know whether I need to hostess coach more or not.  It is an expense, but for me it has been covered by the increase in sales (and increase in number of people I come in contact with  i.e. better bookings and recruiting).  



































 


_______________________________








Mary Hawkins is a wonderful consultant in another group who attends my local meetings.  Last meeting she shared a wonderful idea for sales.  Mary calls doctor’s offices and asks to speak to the office manager.  She tells them she is their local Usborne representative and asks for an appointment to come by and show them some books and drop off a catalog.  She believes their office should have some Usborne Books and she convinces them of this fact.  She has been successful with minimum sales of $85 because she offers them $15 free.  She also gets repeat business.  This would work in a lot of venues where there are waiting rooms.  Give it a try and let us know YOUR success.


Sharon Riegel
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