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GLASBERGEA~

“Can you design my new office with many entrances?
I want lots of doors for opportunity to knock on!”
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YOU ARE WHAT YOU THINK!!!!
If you think it is hard to book parties is hard…it will be.  If you think it is easy and fun, it is.  Say “I’m a fantastic booker…I can easily book parties.”
Having some sayings that you say over and over again to yourself:  “I feel good,”  “I feel great.”  “I’m fantastic, I’m going to easily get three bookings tonight.” “I’m going to book ‘em all.”  Focus on what you want to make happen.  Not the other way around.  Your mind is powerful and you are what you think.  Connie Coralli puts some of her favorite Usborne Books in front of her when she makes calls to remind her of the “why” of her business.  (She loves the books.)

When you call do you know the specific dates you want to work and do you know the bonus dates (read about bonus dates below).   Always book closer dates first.

At home shows, Karen books one week at a time; whatever is her next open week.  She uses a simple tool called the open date card, which is available on the Dream Builder’s training site under home shows.  Here is the information from her:

Beginning with your next party say to hostess as you give her a thank you gift….


 “Susie, here’s a little gift for having a show with me.  Thank you so much for picking a date on my open date card.”  Have a nice gift bag, make it cute and attractive.  The wrapping is really just as important as what is in it.  Ten people are watching.   What gets recognized gets repeated.   Later when you are booking you will say “I’m going to bring you a special gift if you can take one of my special dates.”  They are thinking oh yeah….Susie got that gift.

Once you learn to open date card……do not bring out your calendar.  When you have a calendar in front of them, they are booking all over the place.  You want to take control and book your closest dates first.  The open date card has fewer options.

Step by Step --- Look at the open date card document and print one out.  Fold it in half.  On one half write the next three dates you want to book.  On the other half, write the next three dates.  You are going to work from one half at a time.  Put your folded-open date card on a clip board so that only the side you are working from is accessible.  Write the company specials and any extra you are offering.

You are going to use a 30 second commercial.  Karen’s wording went something like:  I’m with a fantastic company that has super products and one of the things I love about my job is that I get to give away free and discounted products to women who invite me and a few friends into their home for a fun evening.  I have a few bonus nights available and anyone who selects one of these nights gets a special hostess…do you know anyone who might be interested.

As usual work in the pretend hostess and know the current special well.  If you decide to offer extra sales, you can say “And just for booking tonight, I will add an extra $100 to your total sales when you reach $_____ thus guaranteeing that you will get $_____ in free books.

When I have really wanted to get bookings and felt the need for something extra, I have offered a free kid kit from a basket full.  So you could say, “Those selecting one of my special dates tonight can take home their choice of a kid kit from this basket tonight.  (I’ve never had a hostess cancel on me with this offer.)

Limit the Hostess Special.  One last good idea from Karen was to not indicate that a special is good for the whole month.  Say the company has a great special for the next two weeks.  Time and again it is proven that people will say yes to a show and want to wait to the last possible time that YOU WILL ALLOW.  You need to control the situation.  This is why is so important to tell new consultants not to say they can offer double free books for their first 12 weeks.   Everyone will want to wait until week eleven.  How you make an offer can affect your business.  New consultants must say “I can offer my first hostesses double free book.”  By saying “first” there is a sense of urgency…..must be one of the first.
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Check out Dream Builder Tele-Conference schedule for June at http://www.usborne-books.com/current_calendar.htm .  Check out MP3 Training, other audios and lots of files on the Dream Builder Training site.  Ask your supervisor for password and please do not post this information or share outside our Team.
Have a great month!!!!
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Book as Many as you Want This Summer 


& All the Time  by Sharon Riegel





 


Last month I listened to the Karen Phelps tele-training on keeping your summer booked.  She said a lot of good things and of course it triggered a lot of thoughts of things I have heard during the past twelve years.  Below is a compilation of this information.





We all know that it is easier to keep 


it rolling than to stop and start again.  


So the #1 reason to work consistently 


through the summer is so that you have


 a healthy business at the end of summer.  


In her training Karen emphasized that “It’s death to take off the summer from your business.”





It’s much easier just to plan and make some goals and work the summer.  If you had a “real” job, you would have to keep working, so if Usborne is your job you need to keep working.





If you are willing you can get your summer calendar full.  You can have as many bookings as you want, Karen says. 





Do you make customer care calls to thank your party 


attendees for their orders and offer them the 


opportunity to earn free books for themselves?  This is a great thing to do routinely, but it can result in more business than you can handle.  So, when things get lean it’s a  great time to pull out those customer orders and start ringing them up.  


The Phone is your friend!  Say, “Hi this is Sharon with Usborne books. You attended a show at Nancy’s house last October and I was calling to let you know we have some great specials right now.  





Have your kids been enjoying their Usborne Books?      (Maybe pick out a book and say, “Did your kids like the Great Animal Search?  





You know we have several other books in that series and they are great for summer car or plane trips.  One mom told me the Great Animal Search entertained her son for an entire 4 hour trip.)  





Try and personalize your call and really care about the person you are talking to.  We can all spot a canned spiel instantly and it doesn’t leave us feeling good.  Tell a story about a book they bought or one they might like.





If you’re not booked up for June, offer something FANTASTIC for booking a show with short notice.  We all know that our company has GREAT hostess benefits and really, they do stand alone.  





SWEETEN THE DEAL


But if you want to book next week or even in two weeks with a phone call, Karen had an idea that I thought was great.  She suggested you enhance your company’s hostess benefits.  She said, “Sometimes in the summer you might need to offer something a little special.”  Of course we have double free books in July & August.  Generosity will Pay OFF.


But for June, it’s better to give away a little of your commission and keep (or get) your business rolling.  She says, “I am going to add an additional $100 in sales to your total.  You make the minimums –  “… if you get a minimum of $400 in sales and if you don’t quite make it but get close at least over $300 I’ll add $50 in sales.”    You see adding sales sound big --- wow $100. But in reality $100 costs you $10 in books. You can get that extra book on the hostess books or half priced books probably.  Even 


if you have to buy it, it’s not 


costing you much.  It gives the 


hostess a little extra and it 


sounds like you are being really 


generous.





Renew Old Acquaintances!


Some of the first calls you should make are to your previous hostesses from this  time last year.  Call them up.  Remind them how much fun it was and tell them about all the new titles since their show.  Again, personalize, personalize.  Make them feel special that you are calling them.





Karen reminds us to get yourself pumped up before you call.  Smile at yourself in the mirror.  She says, “Before you 


make your calls get off 


your seat and on your feet.”  


Move around and get the blood 


flowing.  





It’s a mental thing first; 


you must convince 


yourself that you can hold as many parties as you want this summer.





When I have really wanted to get bookings and felt the need for something extra I have offered a free kid kit from a basket full.  So you could say, those selecting one of my special dates tonight can take home their choice of a kid kit from this basked tonight.  (I’ve never had a hostess cancel on me with this offer.)





Check out the note
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Editor’s Note:


This issue is devoted to summer bookings with lots of information taken from Karen Phelps tele-training phone call on the subject last month.  





Karen Phelps is a direct-sales guru who was a top producer in two different companies which appear to be nameless.





She is obviously a high energy type and although many of us may not be able to reach her level of enthusiasm, her training had some “aha” moments which I’ve tried to share here. 
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