A Basic Home Show Presentation

These notes are the key points that I try to hit during every one of my presentations. You will soon develop your own style of presentation –This is just the basics of how to get started.  Smile and have fun!

I. Hand out customer folders and pens either as guests arrive OR all at once before you begin

II. Start your presentation by thanking the hostess for opening her home.
III. Do a 1 minute self-introduction.  Include your name, why you joined Usborne and a small bit about your family 

IV. If you have promised free books or extra raffle tickets to those who brought friends,  came on time,        or wearing a certain color, etc., now is the time to reward guests with their tickets.  This generates
   excitement, which gets attention and smiles!  (Skip this step if you don’t use raffle tickets)

V.   Ask guests to take out the Wish List from their folders to jot down titles they like as you talk, because you're going to give a lot of information fast.
VI. Now it’s time to show your books! Talk about a few of your favorite books and some of the Usborne features. Show them the customer specials.

VII. Customer Survey: Ask them to take out the customer survey 
      Mention that hostesses get an incredible shopping spree with Usborne books.  Do the Pretend Hostess or one of the other ideas for getting booking from home shows (in this guide). Ask the guests to fill out the Customer Survey.  GO OVER THE QUESTIONS ALOUD WITH THEM!!

VIII.  Pass out the catalogs and give a brief explanation of the catalog:

Talk about the Kid Kits (in the back of the catalog) and SETS (in the front of the catalog)

Index in the back that lists titles alphabetically.

Bindings - Explain what “P”, “L” and “C/V” means (paperback, library bound, combined volume).

IX.  CLOSE THE PRESENTATION:
If you do a drawing for a free book or hot shot, now is a good time to do it. Have the hostess collect the customer surveys and pull a name as the winner.
 Invite them to browse and shop for about 30  minutes.

 Stay nearby to answer questions and help with selections.

 If possible, have the hostess serve the food after they order.

 Invite everyone to have a show as you close their order.  Date shows.
 Give packets and do starter Hostess Coaching with  new hostesses.
X. TALK TO HOSTESS
When the guests have finished ordering, write down retail sales, tell her where she “stands” and set a goal for outside orders/total sales

Give her yellow copy of order form receipts

Set date and time for closing show

Thank her!
