Cold Calling:
***Tell them upfront why you are calling!!  Then you can chat about family, etc….

If you are just getting started with Usborne:

“Hi, this is Cynthia Hess!  As you may know, I have recently started a new business with Usborne Books.  Are you familiar with this exciting line of books??

NO:  Wow!  You are in for a treat then!  I would love to set up a time to introduce you to these beautiful books & help you become familiar with them.  What time would be best for you?  (Not interested in seeing the books then ask if they would like to be on your e-mail list for current specials and new titles)
YES:  Great!!  Then you already know how awesome these books are!  I have two dates left on my calendar that I am hoping to fill with home shows and I thought of you.  The hostess special this month is fantastic and I would love to help you get lots of these great books FREE for your family!  Would that be something you would consider doing?

NO:  Would you be interested in attending an open house when new titles are released?  Or,  would you be interested in being on my email list to receive information about specials and new titles?

YES:  Great!  The dates I have available are…(or, my next two available dates are…)

If you have been with Usborne for awhile:
“Hi, this is Cynthia Hess!  As you may know, I am a consultant with Usborne Books.  Are you familiar with this exciting line of books??  (Follow above for new consultants)
Pretend Hostess:
When you have finished your presentation, it is time to convince your guests to have their own show.  This is the most important part of your show, so make sure you have everyone’s attention.  
Example #1:  At the beginning of the show, I asked you to keep a list of the books you liked.  By now, there is a good chance your wish list is growing beyond your budget - and you haven’t even looked at our full catalog!  So, if that is the case, you should strongly consider hosting your own home show!  Our program is extremely generous - let me show you how generous it is...

For an average show, you earn $70 in free books.  Since our average book is about $8, that is about 9 books.  Pile up 9 books. 
New Consultants:  However, since I am a new consultant, if you book a show with me, I can offer you DOUBLE that amount - 9 more free books!  (Add 9 more books to the stack)

Consultants beyond their incentive period:  If you hold a show this month, in addition to these free books, you will also receive an additional $XX in books for $X.  That would be another (x) books for $X dollars.
Pile up 9 more books.  On top of that, I offered the hostess more free books for meeting certain incentives.  Pile up xxx books (this will depend on the incentives you chose to offer).  OK, this is a huge amount of books - and this doesn’t even take into account all the ½ price books you can order!
We really do have a very generous program.  People usually are overwhelmed by the number of free books they can get (if the previous hostess is there and she got a lot of free books, ask her how many she got!).  I also have many people who decide to have a show not just to get the free books, but to give their friends the opportunity to see these great books in person.  So, if you are finding your wish list growing beyond your wallet - do consider hosting your own home show and getting those books for FREE!!

HINTS & VARIATIONS

Instead of piling the books up on the floor, you might want to select one of the guests to stand up and then you pile the books into her arms.  Or, you might let HER select the 9 books, etc. etc.  In this case, you would choose the person you think is most likely to have a show (not the current hostess!)
You can also do this as you go through the customer survey.  When you get to the question asking about hosting a show you can lead in with:  You really can earn $100 in free and discounted books by hosting your own show.  I want to show you what that means.  Then begin pretend hostess.
Words to Use at Check Out:

Asked if you haven't looked at the customer survey, or don't have it in front of you...

"Susie, are you interested in information about scheduling a home show or our business opportunity?"

"Susie, would you like to schedule a home show with me?"

"Susie, would you like to look at the dates I have available for home shows in the next 4-6 weeks, or would you rather I call you at a later time?"  If she wants you to call her later...  "I'm happy to give you a call!  When is a good time for you?  Are you thinking in a few months?  In a year?"  (You will be surprised how many customers just don't want to have a show in the next week!)

Asked if you have the customer survey in front of you...

"Susie, I'm delighted to see you are interested in booking a home show with me!  I have my available dates highlighted on my calendar.  Why don't you look at those while I total up your order and we can find a date that works for both of us!"

"Susie, I see you marked 'maybe' to hosting a home show...  What does that mean for you?"  Typically I wait for them to answer me - I don't want to put words in their mouth or give them an "easy" out.  More often that not, they want to do a show, but not in the next 2 weeks :)

"Susie, I see you marked 'no' to hosting a home show...  Does that mean it's not a good time for you now and perhaps you'd be interested at a later date?"

"Susie, I see you marked 'no' to hosting a home show...  Would you like me to keep you informed of our really good hostess specials?  We often have amazing deals for hostesses and I'm willing to guess you didn't order everything here tonight you wanted :)

Always, always thank them for their order - no matter how small, no matter if they marked 'no' to everything.  They made an effort to be at your show that night (comfortable with home shows) and they found something they liked (fond of the product) - they are a much better potential hostess than most people you will come in contact with...  Be nice, smile and jot down a few notes on their customer survey - and then follow through!!!  You may just get that booking when you call them back to be sure they were happy with their selections :)

Another thought - put stickers on your order forms that say "Free shipping if I don't ask you to have a home show!"

Once you start asking everyone at checkout, it will be easy.  You aren't targeting anyone out - you are just doing your job :)   And at that point, doing it VERY WELL :)

Follow Up Calls for Yes/Maybe:

Susie, this is Cynthia Hess with Usborne Books.  I met you at …..’s show.  You had expressed an interest in hosting a show of your own and I was calling to see what date would work best for you.  My next two dates are…
