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Recruiting Philosophy by Charlene Harris
Recruiting with Usborne Books is a little different than with most companies.  

1.  Usborne doesn’t have name recognition.   Around 80% of the people you talk with will not have heard of Usborne Books.  It is important to take the time with those people to introduce them to the books.  Turn them into Usborne Book Lovers before we ask them to have a home show, place an order, or possibly start a home-based business.  The only way for Usborne to      achieve this name recognition is to have more repre- sentatives in all areas of the United States.  The president of the company,  Randall White, realizes this and has commissioned all of us to become recruiters for Usborne.  

Because this is such an important factor in the growth of our company, Randall has also instituted incentives to this end.  During the month of September you will receive $50 in Free Books for each person you sponsor.  Also, you will receive a 4% override on the sales of each new recruit as long as you have $350 net sales in a month.  This opportunity will increase your pay.  Sponsoring new people into the company will also start you on your way to promoting to supervisor with an 11% pay increase.  
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2.  Sponsoring is easy.  We are not looking to talk someone into doing   something they do not want to do.  We are looking for the ones, like us, who want a job like this.  There are millions of women out there who would love to stay home with their children and bring in extra money.  You probably know one or two like that right now.

3.  Your focus in sponsoring should be on getting out information, not      signing them up.  Each person has to go through a process in deciding to join us.  The first step in the process is to be introduced to the idea.   Some will take to the idea right away and some will have to chew on it for awhile.  The second step is to have enough information to make a good decision.  This should be your focus:  giving out information.  It would be unfair to ask them to make a good decision without enough information.   
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Looking for More Training, More Info, More Group Fun??

Tele-Conference Trainings every week  for New Consultants
Tele-Conference Group Meetings 2nd  & 4th  Tuesdays for everyone.
Watch for email announcements or contact your supervisor for details.
Lots of training at http://www.usborne-books.com/DreamBuilders_Rock.htm
Dream Builder UZ BUZZ
Sharon Riegel

1945 Promenade Way

Clearwater, FL  33760

September, 2006








Things to Take to a Booth


by Karen Collins    





name tag	so everyone knows who you are and that you sell Usborne Books!


cash box	I bring some $5’s, lots of $1’s, and about 5-10 each of quarters, dimes, & nickels; be sure to have an accurate count of what you started with.  I also include bookmarks, a pen and pencil, sticky notes, order forms, my stickers, etc.   A bank bag works fine too.


fanny pack 	to hold personal items, cell phone, money, etc.   Do not bring your purse.


calculator	to figure out totals, tax, etc.


business cards	- put them in a nice stand and place it where everyone can take one


calendar	to set dates for shows you book


old catalogs	I give out lots of these at booths - I want every person there to take home


   & flyers	something with my name on it!  I add a mini sticker to the front of each that says


“Some info outdated.  Call Karen at 402-333-9465 or check out www.4Usborne.com for latest!”  You just never know who might want your info later!


flyers		containing info about current specials, kits, etc.		


hostess packets	bring 4-5 that are ready to hand out


recruiting packets	bring 4-5 that are ready to hand out


table clothes	I have the blue table cloth from the home office, or use bed sheets.  I looks so much nicer and hides all your boxes underneath!


Banners	The vinyl banners from the home office are so nice.  Put safety pins in the corners in case there is something to pin them to, or use wide tape to put them on a wall.


signs	Make up some signs and get them laminated, if you want to use them over and over.  


sheets		if you are leaving your display for another day - to hide your books


racks		for displaying books - I like to have at least two


books	I take a variety of our top sellers.  If they want something you don’t have, offer to order it for them, or tell them they can get it for free when they host a show with you.  Be sure every book you sell, goes home with your name sticker on it.


dolly cart	to help you move heavy boxes of books


plastic sacks	I use the Usborne ones - great advertising!


My Booth Box	I leave this small box together all the time and I am ready to go to any booth, book fair, display, etc.  It contains guest info sheets, small gift sack to hold the drawing slips, pens, my name stickers, business cards, easels, duck stickers, sample wrap-ups, wide tape to put up signs, calculator, markers, VISA sign, sticky notes, scissors, tape, pins, hand cleaner, lotion, breath mints, etc.


























(Philosophy continued)





After these two steps they will ask you questions and then make their decision.  Giving out information and following up is your job.





4. This focus takes all the pressure off of us.  You never have to think, “How do I get this person to sign up.”  You just pass out more and more information and some will join and others won’t. I have around 10 -15 people thinking about it at all times.  So if one of them decides not to join; I am not a failure.  I still have 14 others who might.  You can’t control what people are going to do.  You can only control you own efforts.  Look around you.  Who needs some information?





5. Here’s a challenge.  Write down the names of 10 people you think would like information about Usborne Books and give them a call. Tell them we are looking for people in this area to help us represent the books.  If they are interested or know someone who is, you can give them a packet of information.  No obligation; just information.  Call your supervisor and talk over your list with her.  She will help you get started.  I started in Usborne with a friend (Sharon Riegel).  It made all the difference in the world to me.  Doing this business with a friend doubles the joy and cuts the risk in half!





Ask your supervisor what she includes in her information packets or use the packet in the CIA on MY UBAH.





�





�


The Buzz is all about tele-training.  Yes….now you can be trained in the comfort of your home while watching your kids, cooking, cleaning or even relaxing.





Multiple opportunities every month.  Check out the list on the weekly Dream Builder News & Views or the calendar your supervisor should forward to you.





Special trainings every week for new consultants.





It’s as simple as making a phone call. Participate or just listen; get your questions answered and enjoy some uzzie time.





Contact your supervisor or � HYPERLINK "mailto:skriegel@yahoo.com" ��skriegel@yahoo.com� for more information.
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Do you know your product? Have you read the books? When someone says, My son is 14 and hates to read. There's nothing he likes.  What do you do? Can you make a recommendation?  Today's challenge is to read your books. I want you to look over the books you own and see if there are any that you couldn't explain something about.   If there are I want you to read them and report back. If you are pretty familiar with everything you have, make it a goal to order an "unknown" book and read it---stay with the most popular ones for a start.  Email me about a book you love to sell, give me a short book review, share a customer story and see your name in lights.  I’ll post everything I get for our mutual benefit.   Send to � HYPERLINK "mailto:skriegel@yahoo.com" ��skriegel@yahoo.com� with book review in the subject line.





The latest news & announcements from the Home Office & things you can’t remember and other cool stuff will be posted on the Dream Builder’s blog at � HYPERLINK "http://usbornedreambuilders.blogspot.com/" ��http://usbornedreambuilders.blogspot.com/�.  Things you can find there right now are a listing of Home Office Challenges for September and “What’s IN” those new Learning Palette sets. 





HIGH CENTRAL GROUP SALES


Congrats to the members of these TEAMS on a fantastic August in sales. (Some figures have been rounded to nearest dollar amount.)





Linda Donnelly�
 $ 10,995.00 �
�
Heather Cunningham�
 $ 10,265.00 �
�
Judy Kinnee�
 $ 10,031.00 �
�
Charlene Harris�
 $  9,295.92 �
�
Sharon Riegel�
 $  8,772.00 �
�
Jeannie Steenberge�
 $  8,399.71 �
�
Connie Coralli�
 $  7,581.00 �
�
Beth York�
 $  6,946.00 �
�
Sarah Myers�
 $  6,815.10 �
�
Starla Zook�
 $  6,018.00 �
�
Camille Steiner�
 $  5,810.00 �
�
Susan Anderson�
 $  5,008.00 �
�
Karen Collins�
 $  4,448.00 �
�
Marcy Marklin�
 $  4,106.48 �
�
Tabatha Roach�
 $  3,892.08 �
�
Sharon Caswell�
 $  3,813.00 �
�
Jill White�
 $  3,670.00 �
�
Cheryl Simon�
 $  3,542.00 �
�
Suzanne Hawkins�
 $  3,359.00 �
�
Chris Taylor�
 $  3,323.00 �
�
Cynthia Hess�
 $  2,975.00 �
�
Jodi Bird�
 $  2,889.34 �
�
Jennifer Bixler�
 $  2,873.00 �
�
Jen Holbrook�
 $  2,811.00 �
�
Tami Haroldsen�
 $  2,701.18 �
�
Cynthia Achtzehn�
 $  2,661.00 �
�
Emily Hawkins�
 $  2,609.00 �
�
Chandelle Brink�
 $  2,536.00 �
�
Betsy Boatz�
 $  2,333.97 �
�
Amy Penn�
 $  2,133.00 �
�
Julie Lee�
 $  2,124.00 �
�
Shelley Sanders-Greg�
 $  2,073.41 �
�









Business Tip:  Shoulda, Coulda, Woulda by Belinda Ellsworth


 


Pat Riley, legendary basketball coach, once said:  "Shoulda, coulda and woulda won't get it done.  In attacking adversity, only a positive attitude, alertness and regrouping to basics can launch a comeback."


 


Do you need to launch a comeback?  The only way to jumpstart your business is to take action!  Set a discipline when the emotions are high and the motivation is strong.  Does the prospect of having 6-8 new shows on your calendar during the next four weeks excite you?  Then start now!  Before the idea passes, before the emotion gets cold, begin the process.  Make your list...then pick up the phone!


 


You've got to take action; otherwise, the wisdom is wasted.  The emotion soon passes unless you apply it to a disciplined activity.  Discipline enables you to capture the emotion and the wisdom and translate them into action.  The key is to increase your motivation by quickly setting up the disciplines.  By doing so, you've started a whole new life process.


 


This week, begin the process.  All you have to do is act...and in a few weeks, you'll be celebrating your successes!











