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Prepare Now for your January Business


Now is the time to start thinking about January.  If your schedule isn’t already full, it will be soon.  Start booking in January and February.  Double book, as some of the shows will cancel.  Let your customers know that there is always a GREAT SPECIAL in January (or February).  It easier to book now for these months then it will be after the holidays and your look at an empty calendar.  Make a coupon for January shows….an extra $25 in NEW TITLES.  Take some to each of your shows and tell the guests if they get a date on the calendar tonight for a January show they earn the extra. Plan on attending a chat in the MY UBAH chat room on Monday, Oct. 29 at 9 p.m.  Watch for email details.
Linda Beck wears many hats….including being an Usborne Supervisor

Linda Beck recently copied me on an email she sent to Randall White and Pat Wright at the home office.  I asked her if I could share it here.

I just had to write to you all to fill you in on some things.  Yesterday I was again remembering how much I enjoy my involvement with Usborne.  I enjoy the people, I enjoy the books and I guess I even enjoy the challenges.  I find they entertain me. 

Anyhow, I wanted to let you know that nothing else has fit into my life like Usborne has.  I don't know if you know this or not, but since I began with UBAH, I have had 39 children.  Yes, I said 39!  I am a foster mom and I can't imagine anything else being flexible enough to do alongside this crazy family.  

Last year I went to Beach training and came home motivated and excited.  I was ready to really kick it in with Usborne, but my husband had left a post it note on the cupboard saying, "Pick up baby at hospital before 11 a.m."  So much for UBAH!  

This year, I attended National convention.  Again, I see things I want to pursue.  I return home on Sunday and a brand new baby joins our family Monday a.m.!  Balance is the key.  I can balance my family and my Usborne Business.  The Home Office is making it easier for us every day! 

The opportunities presented to me personally and professionally thanks to Usborne continue to amaze me.  Last week I met a woman at a craft show.  She wanted to book a show.  I dated the show last night and as we were talking, she mentioned that she works for a neighboring county's Children and Youth Services and she would like to get books into foster kids' hands!  

Sounds like a project I'm passionate about!  It has been a real joy to load these past 38 children with books when they leave my home with their belongings.  They come into my home sometimes without even shoes on their feet and they leave my home with clothing and BOOKS!  AND, they've been read to while they've been here.  

Thanks for tolerating those of us who can't work toward trips, who can't over commit to Usborne and who continue to work for the same reason we signed up to begin with....we love the books & the people!

I need to close now.  Baby Bryelle may be moving to a new adoptive family soon and I should go and make sure I have enough cloth/bath & board books to send on her way.

Thanks for all you do!

Warmly,

Linda Beck

Linda is a Dream Builder supervisor in Chicora, PA and has been with Usborne more than 13 years.  
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 Usborne Frequent Buyers Program – Expanding Your Website Sales!  By Kristen Caperila








I am an internet junkie and I admit it freely!  When I began selling Usborne in July 2006 one of the things (besides our wonderful books) that attracted me to the company was their consultant websites. 





I am always looking for ways to expand my business online.  Many consultants have had success with a Book of the Month Club.  After searching the message boards for Book Club information I felt that such a program was too cumbersome for me to manage.  There was a post about extending e-shows that piqued my interest.  Why not have an e-show last an entire year????  I set out to create something to reward my repeat customers for their business and my Frequent Buyers Program was born.  Five weeks later I had two Frequent Buyers signed up with just over $200.00 in web sales!!   Below are tips and sample emails to get started.





Usborne Frequent Buyers Program Tips





Set up an extended e-show. I use the closing date of 11/30 so they can use their “Usborne Rewards” (Hostess Benefits) for Christmas.


Send the customer an email with their e-show link explaining how to shop online (see attached sample email #2 for mew members)


Absorb the $2.00 Hostess Fee so the books actually seem totally free. Since they redeem their free books online, let the customer know there is a $2.00 fee plus tax and shipping. Then mail a brand new $2.00 bill to them when they place an order.


Remind them to direct family and friends to their e-show! Purchases made by others will help them earn more free books!


This is a frequent buyers program not a book of the month club.  Customers do not need to make a purchase each month to get free books. 


Customers may cancel their “membership” at anytime and redeem their free books. Simply end the e-show and let them choose their free books. Remind them they must have at least $85.00 in purchases to qualify for free books.


Remind customers that they must shop through their e-show link to receive credit for purchases.





Sample email #1 -Marketing


 I just wanted to let you know about the Usborne Frequent Buyers Program!


 


Simply purchase books online throughout the year and on December 1st (just in time for Christmas) you will receive an email letting you know how much in FREE books you have earned!   





See the chart below to calculate what you could earn in FREE books.  Contact me and I will set you up with your Frequent Buyer's ID and Password so you can start shopping today!  





You can even direct family and friends to your shopping cart and their purchases will count towards your Usborne Rewards at year end.


 


Usborne Rewards Chart �
�
Retail Purchases


Free Books





$85.00 - $124.99


$15.00





$125.00 - $149.99


$20.00





$150.00 - $174.99


$25.00





$175.00 - $199.99


$30.00





$200.00 - $249.99


$35.00





$250.00 - $299.99


$45.00





$300.00 - $349.99


$55.00





�
�
The allowance extends as high as your purchases go.  Simply add $10.00 to the Free Books total for every $50.00 you spend over the $350.00 mark.  Rewards member is responsible for tax and shipping on free books. You may cancel your membership at anytime and still receive the free books earned up to that point. Minimum of $85.00 in purchases required to redeem rewards.�
�
Sample email # 2- New Members





Dear Customer,





Welcome to the Usborne Frequent Buyers Program!!!


Your shopping link is � HYPERLINK "http://www.ubah.com/HOS90251" \o "http://www.ubah.com/HOS90251" �www.ubah.com/HOS90251�.  Be sure to access this link to shop so you will receive credit for your purchases.  





Feel free to email the link to friends and family, any purchases they make will count towards your Usborne Rewards. Simply purchase books online throughout the year and on December 1st (just in time for Christmas) you will receive an email letting you know how much in FREE books you have earned! 





When you choose your free books you will see a $2.00 hostess fee. I will mail you a crisp new $2.00 bill after you place your order to reimburse you.  Remember you are responsible for tax and shipping on the free books.    See the chart and details below!!!  Feel free to email me with any questions. You can check on the status of your purchases by logging into the following page � HYPERLINK "http://www.ubah.com/ecommerce/eShowinfo.asp" \o "http://www.ubah.com/ecommerce/eShowinfo.asp" �www.ubah.com/ecommerce/eShowinfo.asp�.  Type in your email address and your password is _________.  Keep this password as you will need it to claim your free books at the end of the year.





Usborne Rewards Chart Here�
�



Editor’s Note:  Kristen works in a bank so she got the idea of using the $2 bill for a fun reimbursement.  (Most of us don’t see those very often).  





Another audience for this idea is inactive consultants.  Once they let their order pro subscription expire the seldom place orders.  This way they could easily place an order.  You could give your inactive’s an extra incentive or free books, since they would have made commission on their own sales.  Perhaps turn their e-shows into combo shows and let them have the hostess books and half priced books too. 





Try this idea today!!!









































Frequent Buyer Program continued from page 1





�


New Dream Builder Supervisors


Congratulations to Monica Rutherford , McMurray, PA, who promoted to September 1.  Her upline supervisor is Judy Kinnee.





Congrats also to Jacqueline Millard, Seven Hills, OH, who promoted Oct. 1.  Her upline is Holly Maxwell. Kelsey Nagy, Canton, OH, also promoted Oct. 1.  Her upline is Amie Beamer.





Tabatha Roach also achieved Executive Supervisor on Oct. 1.  This is a huge team building achievement.





You can do it too. Beth York is hosting a Future Supervisors tele-conference training on First Fridays at 2 p.m.  Eastern Time.  This is for anyone who wants to promote and also for supervisors looking for aid in assisting team consultants who want to promote. 



























































"Spontaneous Reading Games"  


from Beckey Thompson's Educational Homeshows workshop, Convention '07


 


Here's a fun Home Show activity.  Start by saying:  "When parents approach reading with their very young children as a "let’s-have-fun, relaxed-and-comfortable" attitude, it is so powerful in helping children first to love reading and then to be able to read by themselves.





Play  "spontaneous reading games" - unexpected and unique with your child. When playing these reading games, it's important that there be no "pressure" on the child. Do not say, “No, that’s wrong.” Just be encouraging and have fun!" 





Next, you can demonstrate the reading games in one of two ways: 


 


1) Involve your show guests by asking for 5 volunteers. Each one is given a Spontaneous Reading Game (SRG) card plus a book that you specifically chose. 





You, the consultant, introduce by saying, "Here are some examples of spontaneous reading games you can play with your child while reading an Usborne book with them. These games will involve your child with the book and make reading even more fun!"  Then each volunteer will demonstrate the reading game described on the card. 





2) You can personally demonstrate each SRG as you show the book.  (Idea: you can copy the below information onto card stock and then cut to make individual cards. The cards can then be used over and over again at your shows. Easy!)


 


The Games:





OOPS!  ~ Do something the “wrong way” so the child will laughingly correct you, e.g. start on the last page, turn the book upside down, or say “Once upon a time, there were three elephants” instead of “three pigs.” 





LOOK AT THE WORDS ~ Play a game: find all the common words on all the pages of a book, or find the longest word on the page. 


�GAMES ABOUT LETTERS ~ e.g. That’s the letter M; can you find all the Ms on this page? What letter looks like a circle? Look, there’s the letter A! Your name starts with A! Can you find more As on this page? 





SAY IT AGAIN, SAM ~ Read repetitive books where the child can repeat sentences with you. (Touchy-Feely books are great for this!)   


�HAVE THE LAST WORD ~ In a rhyming book, pause before the last word and let your child say the word that rhymes. (example: Hungry Fox sits on the ________  [box]). From the book Fox on a Box.








(Note: Beckey lists her source for the Spontaneous Reading Games as reading expert Mem Fox.)
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