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Stepping Outside My Comfort Zone        by Connie Coralli, Dream Builder supervisor in Atlanta
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From Marketing Tip of the Week


"I’m fixin to find something that needs fixin and fix it”


by MARK LEE


I actually got to listen to a GOOD commencement speech over the weekend.  My daughter graduated from college! One of the best parts of the speech is that it was short. The speaker told the graduates that he wished two things for them.


1. To prosper – both financially and in life.


2. Fix something.   


In fixing something, it could start out small and become huge (Like Rosa Parks refusing to give up her seat on the bus).  Or it could be just fix small things.  But the key is to make things better.


He said in West Texas where he is now president of Texas Tech University, when they’re going to do something they say, “I’m fixin to…” go to the store or whatever.


So in conclusion he told the graduates that his wish was that they would prosper and leave Washington State University with a determination to say to themselves, “I’m fixin to find something that needs fixin and fix it. 


What about your business?  What are you not fixin that needs fixin?  We all do it… yep, me included. It’s just easier sometimes to let it go.  But whatever it is, it usually doesn’t get any better.  I encourage you to go about fixin to find something that needs fixin and fix it. 


One of the things I remember distinctively from when Travis graduated two years ago and this weekend when Jenny graduated was thinking how glad I was


that I have no regrets about the amount of time I spent with both of them.  


We spent a lot of time together and while growing American Retail Supply, I missed almost nothing of their childhood.  The reason for that was my determination to Have It All as I grew the business. Also as Zig Ziglar says, “be balanced” in finance, career, family, spiritual, social, mental and physical.   


That determination and a huge frustration with management systems in the early 1990s that made it impossible to “have it all”, led me to develop my own management system and as I sat at graduation this weekend I was so happy that I have no regrets! 














What is your comfort zone?  Many successful consultants will confirm that they didn’t like the idea of speaking in front of a group of women even a group of friends and certainly not strangers.  Then they will tell you their strategy to overcome.  Charlene Harris decided to pass books around so guests would be busy looking at books and not at her.  Others have no problems with groups or personal contacts but are intimidated by the phone.  Some of you may thoroughly enjoy selling books but you don’t like to share the opportunity.  Take a little time this week and figure out road blocks to your business that are really just matters of your comfort zone.  Identify them and think of a strategy to overcome.  You will grow and so will your business.





Summer can be a great time for your Usborne business.  Life slows down just a bit and kids don’t have to get to bed early for school the next day.  Evenings are longer and kids need some new projects.  All pointing to the ease and need for an Usborne party. 


July is a new catalog!  Great time for an open house…. A Summer Tea (Have everyone bring their favorite tea cup.  Have them share stories - and give raffle tickets for the favorite tea cup story.)  Talk about summer reading.... Share the YUMMY new titles - book shows - and have a special for orders placed that day ! or a ….. 





Christmas in July … Offer a free storytelling time with book fair for situations like …. A summer reading club / Art Day at library / Science day at the library / Corporate Vendor Days / Farmer's Markets / Flea Markets / Teacher Appreciation Parties / Businesses with Child care centers / Garage Sales (not for sales) for leads.  





Booths are plentiful during the summer.  Every town has different festivals (Town Festival, Reading Festival, etc.).  Call the Chamber of Commerce, Newspapers, Community Boards.  Booths are great places to meet leads for the fall.  OFFER a "treat" for booking a show in ______ (Sept, Oct, ... whatever).  Booths are for leads -  Not huge sales... but you never know !





$100 Sundae Party (Mystery Hostess Party) - Collect $100 in orders from Friends and Family.  Close out on a SUNDAY NIGHT and invite the kids for a SUNDAE PARTY.  You can use the half price books for your sales.  Let one lucky winner get ALL THE FREE BOOKS.





Do "Craft Days"....  Invite past or potential customers/hostesses to your house for a CRAFT DAY (mom and child) for 60 minutes.  Do a craft out of our books.  Have the books for sale.  Charge $3 per child to cover the expenses of the materials.  Read them a book after the project and let parents shop!  You can do multiple classes based on age or different activities.  One consultant did this one summer every Saturday for 5 or 6 weeks - 4 classes each Saturday from 9 - 1:30 ....  Every week she sold over $300 in books!  Plus it reestablished contact with old hostesses and customers to rebook shows.





Got an idea for summer sales?  Send it to � HYPERLINK "mailto:skriegel@yahoo.com" ��skriegel@yahoo.com� to include in our weekly Dream Builders News & Views.




















�


Double free Books in July & August---start booking now.  See summer sales ideas on page 4.





It’s not too late.





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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particularly to ask them about something I overheard them discussing.  I compared what I had done with the discomfort of striking up an Usborne conversation with a stranger and wondered why this had been so much easier and not associated with discomfort.  It should have been more uncomfortable than an Usborne conversation because in those I'm offering something to the stranger and in this case I was asking something of them.





It is likely my enthusiasm for the subject matter overwhelmed any discomfort I might usually have in this case. I also think there was something more going on and I think it has to do with the mental messages we give ourselves about talking up Usborne.  Do we give ourselves positive messages or negative ones?  Do we think "that mom might not know about Usborne" or do we think "she might be annoyed if I try to talk to her?"  Do we say to ourselves "I don't want to interrupt" or do we say "I really want her to know about this opportunity?"





The next time you are reluctant to 


approach someone take a moment 


and see what mental message you 


have in your head.  It it's not a


positive one, you might reconsider 


your thoughts and work on giving


yourself a new message


to carry around!





















































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.





Hostess Coaching: Key to Success  by Sharon Riegel





	I believe hostess coaching is the most important aspect of our business.  Think about it—good hostess coaching = high sales = lots of free books + high commission = happy hostess + happy consultant.  Good hostess coaching also = lots of guests at party = greater likelihood for future bookings + recruit leads + leads for other events = more business.


	When you book a show and start having interaction with your hostess try to find something in common with her.  Be friendly and really care. Remember you want her to have the best party possible so that she can get as many books as possible.  Remember, she might be your next business partner and someone you will have a life long relationship with.  She might be a repeat hostess and she could become a friend.


	Often times we try to convince ourselves that this hostess knows how to do it and really doesn’t need our help.  It’s true that I love it when someone says they’ve had a dozen home shows and high sales every time. (or is that just a dream hostess().  Regardless of their experience, we need to do our job, become their coach and support, and direct them through the weeks and days before their show to guarantee their success….and ours.


Figure out one thing to improve your hostess coaching.  Call your supervisor or your Uz buddy if you need to brainstorm about how to make your coaching better and more effective.





There is lots of training on hostess coaching on the Dream Builder’s training site at � HYPERLINK "http://www.usborne-books.com/dreambuilders.htm" ��http://www.usborne-books.com/dreambuilders.htm� .  (Go to exclusive training and then the home show link). Also, listen to the audio of Tami Haroldsen’s Convention Workshop for more training and ideas.





Product Idea:  I always demonstrate the Learning Palette and wrap-ups while talking about them.  I talk about the multi-sensory learning theory - the more senses that are engaged while learning, the stronger the learning connections are to build brains.  I also talk about keeping them fun so kids think of them as toys to learn from.  I give testimonial anecdotes as appropriate.  ��I tell parents of older 4 year olds - K that "my" kindergarten teachers bought four palettes for each classroom and the kids really used them and the teachers saw great success.  Also, two schools in our district have them in all grades.  They have school-wide Olympics in April and the teachers and students love them.  


I share that my children take them everywhere with us.  LP to doctor appointments, meetings, soccer sidelines (while sibling is playing).... (It's also a conversation starter.)  I also tell folks my son even sleeps with his wrap-ups and never travels in a car without one in arm's reach of them.  It's still fun because we make it a fun challenge - including lots of talk about "it takes practice to be really quick" and I show him I am not as fast as he is on some of the functions.  I am certain that my children have stronger brains because of these "toys".


I keep the wrap-ups next to me at book fairs and booths and a palette packet there too.  That always starts a conversation about them.  At HPs I do the x7 samples and give a prize.  I have the math resource kits which I break up to sell they are so popular.  I even sell the 10 days to ..... Mastery and the Rap the Wrap CDs.  I sell them all for $7.95 each - makes it simple.  The posters I usually give as a bonus to a sale (usually a teacher or a big spender).��These two products are my favorite "I'm in the door" conversation pieces.  


Editor’s Note: This info came form an email on the supervisor’s email loop and I forgot to include the author before I deleted the email.











Monday I had lunch at a little pizza place/sports bar.  I was alone and had a book and also sat so I could watch the NFL highlights from Sunday's games on TV.  It was about 1:30 and there were only a couple of other tables filled.  Shortly after arriving I became aware of the conversation of two men at the table I had my back to.  I thought I heard them mention 


a book called "How 


to Live on a Sailboat" 


and my ears perked 


right up because, for 


those of you who don't know me well, living on a sailboat is one of my life dreams for when all the kids are gone.





Without even batting an eyelash I turned around and asked them if there was really such a book and had they read it, was it good, etc.  I then had a delightful conversation about life aboard a boat.  One had lived/sailed for 6 months and the other was contemplating such.  One of the men got my phone number and was nice enough to call me when he got back to his office to give me the author and exact title.  





I was so excited about this book and going home to look for it that until I got into my car, I didn't realize that I had stepped out of my comfort zone.  I don't usually start conversations with strangers in restaurants (particularly these men who didn’t look very approachable for several reasons and who were much older than me),
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