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THE POWER OF SUGGESTION         By Debbie Stadtler
Often customers at a home show purchase books for their own children or grandchildren. I’ve found that reminding customers of upcoming holidays and ways to give Usborne books as gifts can boost the bottom line sales of the show—and your commission! 
If a holiday is coming up, I use a flyer or special set-up of books to highlight seasonal books. Since   Christmas is such a big gift-giving holiday, I begin to put the thought in customers’ minds as early as September or October. I emphasize the Christmas books and Kid Kits, as well as flashcards, Finger Quizzes, and Learning Wrap-ups for stocking stuffers. 

For holidays such as Easter or Valentine’s Day that usually involve smaller gifts, I highlight the smaller-sized Usborne books. The Mini-editions are perfect for these displays, as are the Things to Make and Do books. Don’t forget to show off the Chunky Board Books or Rattle Board Books for the younger gift recipients. 

I point out to customers how easy it is to give Usborne— and the gift of reading—to almost any  child. Don’t forget to remind them of all the children in their life; grandchildren, nieces, nephews, neighbors, cousins, schoolmates, and many other children would all love to be turned on to Usborne’s   fabulous books. After asking the age and interests of the child, I can suggest some clever gift ideas.

Have a soccer fan? Try giving any one of the Soccer School books along with a soccer ball for at-home practice. How about a baby or toddler gift? Think about giving a Bath Book plus rubber ducks or other bath toys. A princess-in-training? You could give one of the Fairy books along with a dress-up tiara and wand. Or package up one of the Art Ideas books with colored pencils, watercolors, and paper. How about a Spotter’s Guide with a child-size set of binoculars? Or a First Learning book in a pint-size backpack for that child starting preschool or kindergarten?

The possibilities are endless. You will be helping customers prepare for upcoming birthdays and holidays, as well as exposing more children to Usborne books. And with customers selecting one or two extra books for gifts, your sales will increase dramatically!
Remember Green Eggs & Ham….
 Taken from Jeff and Mark Slutzky, writing in SalesMasterMind.
The book has two main characters. The first is a "salesman" named Sam-I-Am. He's showing a new product — green eggs and ham — to a skeptical "prospect." The prospect is uninterested. But Sam won't give up.
In fact, he tries a classic technique called the "choice close." He gives the prospect a choice between two positive responses. Example: "Would you eat them here or there?" The prospect objects, answering, "I do not like green eggs and ham!" That's a major objection. But it doesn’t faze Sam. He returns with another choice close: "Would you eat them in a house?" "Would you eat them with a mouse?"
In all, Sam attempts 16 closes. Finally, the prospect agrees to try the product. And guess what? He loves it! He plans to eat green eggs and ham every day, and he thanks Sam for the suggestion.

Sam’s example can help you and your sales team learn to ask questions, be persistent, maintain a positive attitude and close more sales.
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The Cure for Phone Phobia


By Lisa Leidenberger





We all know that phone calls are the foundation of direct selling.  We call our hostesses, we call our booth leads, we call our customers, we call schools, libraries and daycares, we call businesses, we call non-profit organizations, we call potential recruits and we call our current team members.  Or, at least, we should.  What keeps most consultants from picking up the phone even though we know it is the single most important action we can do to grow our business?  Phone Phobia.





Phone phobia is a symptom of a larger problem.  We are afraid of the phone because we don’t know what to say.    I would like to share with you a simple formula that was introduced at Convention by Traci Bild, our Friday keynote speaker.  This formula can be used in any situation, is incredibly simple yet effective.  By using her system not only will your confidence blossom, so will your business.





There are three main parts to Traci’s system, and they are expertly crafted to have the person you are calling say “yes” three times in the first thirty seconds of the call.  Why is this important?  First, your recipient is in a positive state of mind and second, you are gaining more confidence.  Here is how it works.





Step 1: The Opening--“Hi, Suzie, this is Lisa Leidenberger calling” 





Step 2: Disarming and Permission -- “If you recall . . .” or “I understand. . .”


“If you recall we met at Suzie’s party last week” or “I understand you’re a preschool director here in the Denver area.” 


“Do you have a quick minute?”





Step 3: The Reason--“The reason I’m calling is because you were so excited about our income opportunity, and I felt you might want to learn how becoming a consultant with Usborne may benefit you and your family.  I was wondering if I could ask you a few quick questions?”





In The Opening the important word is “calling”.  Traci has done extensive research with many different words and has determined that this formula generates the greatest number of “yes” responses.  You either receive an inquisitive “yes?” when they can’t remember who you are, or an emphatic “Yes, Lisa, how are you?” when they do remember your name. Either way, you have your first yes.





The Disarming and Permission step is vitally important.  First, it lets the recipient know why you are calling them and second reassures them that you’re not going to ask for a lot of their time.  If you met this person before remind them with an “If you recall . . .” statement.  


If you haven’t met them before create credibility by letting them know why you are calling them with an “I understand. . .” statement.  With either Disarming Statement you will receive a “yes” response.  “Yes, I do remember” or “Yes, I am a . . .” 


The Permission step is similar to the word “calling” in the Opening Statement.  After much research asking someone if they have a quick minute results in more “yes” responses than asking them if it is a good time to talk.





With The Reason, you need to be very clear what the reason for your call is.  Before you call determine what you want.  Do you want an appointment, a booking, or to complete a customer care survey?  At the end of The Reason Statement, give them choices for action.  Let’s look at a few situations so I can show you exactly how these conversations work.





Following-Up with a Recruit Lead you received from a Home Show





“Hello Suzie, this is Lisa Leidenberger calling”


“Yes?”


“If you recall we met at Trish’s party last night”


“Yes, yes, Lisa, how are you?


“I’m fine; do you have a quick minute?”


“Well, we’re just headed out to Jimmy’s practice, but sure, I have a quick minute.”


“The reason I’m calling is because you were so excited about our Income Opportunity at Trish’s party.  As you know, many people become a Consultant due to their love of books and their personal use and some do it to supplement or even replace their current income.  My hope is to learn a bit more about you and what your goals might be as you consider becoming a Consultant.”





Cold Call to a Preschool Director





“Hello, Mary, this is Lisa Leidenberger calling”


“Yes?”


“I understand you’re a preschool director here in the Palmer Lake area?”


“Yes, I am.”


“Do you have a quick minute?”


“Yes, what is it regarding?”


“The reason I’m calling is because I’m an Educational Consultant with Usborne Books and I’ve been trying to find out the time to visit with directors in the area to talk briefly about our book fair program.  I was hoping to visit with you for just 15-20 minutes and I was wondering what might work better for you Tuesday or Wednesday?”





Home Show Referral





“Hello, Peggy, this is Lisa Leidenberger calling”


“Yes?”


“I understand you’re a good friend of Trish’s”


“Yes, I know Trish!”


“Do you have a quick minute?”


“Sure”


“The reason I’m calling is because I’m an Educational Consultant with Usborne Books and Trish said some great things about you.  She also said that you would probably enjoy learning about how to earn free Usborne Books.  May I ask you a few questions to determine if our program would be right for you?”





Since Convention I have been using this system with great success.  I purchased Traci’s telephone flashcards and feel they have been a fabulous investment in my business.  They can be found at � HYPERLINK "http://www.tracibild.com" ��www.tracibild.com� for $13.00.  These flashcards use the formula I have described here, and give you exact words to use in a variety of situations.





When you know exactly what to say every time you use the phone the phobia is banished and replaced with confidence.  With confidence comes a new level in your business.  Happy Uz Phoning!


   



























































Phone Phobia continued from page 1
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Decide now to join the scores of Dream Builders planning to promote to supervisor by the end of the year as part of the Mach 10 campaign.  Get $500 in books from our wonderful home office and a giant pay raise.


Talk to your supervisor now and get on the list.  An added bonus is you’ll be able to attend the Dream Builder’s exclusive BEACH TRAINING in February.








Plan to attend the first tele-conference training by Belinda Ellsworth for Usborne Consultants on Sept. 13 at NOON Central TIME.  This will be the first of a series of five trainings.

































































Don’t get caught in the POP syndrome





By Judy Kinnee





While I do not use Traci’s point system planner I have gleaned A LOT from her cd’s explaining how to make the phone calls and the method behind her planner.





People in sales get mixed up over the use of time.  Unlike other jobs, time does not equal money.  We are not paid an hourly wage.  Rather, we are paid on productivity and commissions from both our personal sales and our downline sales.





So what are we personally doing to increase our productivity and thus our income?


What can we do that which causes our pay to go up if it is not hourly time??





This is were IPA (Income Producing Activity)  comes into play.


				


Only one in ten people in sales will be successful – rise to the top of their game. This is because people in sales will try to find some magic solution to make their business grow without doing phone calls.  They get caught in the POP syndrome.  Planning, Organizing and Prioritizing.   Do you spend most of your time planning, organizing and prioritizing?  While some of this is needed it is NOT  Income Producing Activity.





The only two ways to increase your pay and grow your business is by calling and seeing the people.  That is the ONLY way to grow your business and your paycheck.  Using Traci’s phone calling cards I found to be very helpful in taking the dread, fear or procrastination out of phone calling.  





Personal experience of mine this week is that I am trying to set business hours.  I am making Tuesday and Thursday my days to be in the office.  I planned on doing some POPPING, but mostly IPA- making the calls and seeing the people.  I plan on making Wednesday and optionally Fridays my appointment days.  So when I call a daycare or a school or a potential recruit I will always “be in your area on Wednesday and Friday, which works best for you?”





So I set this Tuesday as my first office day and I worked in the office and on the phone.  At the end of my day (which was from 9-2- then I went in the pool() I looked back on what I had accomplished.  Although I made phone calls and booked one show I realized that most of my day was spent POPPING.   Where there is accountability there is productivity.  True we are fortunate to be self-employed and thus answer to ourselves – but her words really made me examine my day. I had spent a lot of time planning the calls I was going to make, organizing my desk and getting side tracked into burning some cds and prioritizing my next day.  I plan to examine each day and my goal is to improve. 





We all know the more we get into the zone the fewer phone calls we have to make.  Get a month with 8 shows in it and it will feed into the next month without picking up the 50 lb phone.  Still we should all be making customer care calls and building relationships and loyalty there.  Recruit leads and people who have already said they want to book a show are a must to call right away.  





Try Traci’s system – it has worked wonderfully.   (See Lisa’s article in the UBAH newsletter along with the one in this UZ BUZZ.
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