Some Tips for Booths

by Beth York

►        Do a booth for the right reasons – to get leads!  If you get sales to offset the expense, great, but don’t let that be your focus and don’t pay for a booth unless you can afford to NOT recoup that expense.

►        Recouping expenses – a booking usually represents $100 in commissions and at least 2 bookings resulting in another $200 in commissions and another 4 bookings and so on.  Obviously, doing a booth, then, that costs $50 and getting at least one booking is a GREAT way to recoup the cost of that booth.

►        Recouping expenses – Getting a recruit!! A recruit can help you towards your goals and can help you with your income levels.  If a new recruit sells $2,500 at home shows in their first 3 months, and you are NOT a supervisor yet, you’ll earn $75 if they do this.  But, if you add that to 4 more recruits, you’ll promote to supervisor and start earning 11% more on all your own shows!  That means that every time you do a $400 home show, you’ll earn $100 in commissions and an extra $33 in override!  (11% of the net sales)  

►        Before paying for a booth - check with your upline so you know if it’s a reasonable amount to pay.

►        Those with 60 miles of a booth (mapquest it) have first choice to do a booth. If  no one else is doing it in range, you are free to do it, but find someone to recruit so your team can do it again the next year.  If not, then someone local could have priority next time.

►        A Book Fair is like a free booth, so consider doing those, too.  Even if the sales aren’t wonderful, you still have opportunities to visit with our perfect demographical group – parents of children!  Ask your supervisor for ways to market home shows and the business opportunity during book fairs.

►        Sales – don’t concern yourself too much with sales – your main focus should be to get people interested in our books so you can schedule a home show, get recruit leads and have people interested in a Persoanl Shopping Appointment.

►        Use Traci Bild’s questions to build rapport with your customers and connect with them.  Not sure where they are?  “My UBAH” – “Downloads” – “FTP” – “Convention 2007” – “Traci Bild” and you’ll see all her handouts there.

►        Come up with one to two simple phrases to say to people as they pass by so you can greet them.  Many of the attendees to these events won’t even look up, let alone come into your booth, if you aren’t being friendly.  I typically find a way to sincerely compliment them to capture their attention, but a simple smile and “hello” can work magic, too. You can also simply ask “Have you heard of Usborne Books?” to get them to look in. Show them some books and create desire.  At some point during your conversation be sure to include “One of the reasons we’re here today is to find more people to represent Usborne Books, I don’t know if you’d be interested, or if you’d know someone who is, but we have free information you can take home with you today.  We are also booking home shows for people who wish to earn free books.”

►        Have your table at the back of the booth space and stand out in front of it.  If you can, set things up in an “L” or a “U” formation.  Don’t let a table be a barrier between you and the customer.

►        Use Usborne tablecloths if you can – borrow them from your upline until you can afford to invest in them yourself.  Otherwise, there is super cheap royal blue fabric you can buy at WalMart for $1 a yard or so – it’s the exact color of our tablecloths and works well.

►        Make sure you have signage and fliers.  People will often want to pick things up and take them along.  We don’t want to encourage this too terribly much, but we want to satisfy that need in some people.  Have half-sheet fliers for this.  If you get the Usborne fliers from the newsletter, you can tell your printer (usually) to print 2 per page to save money and space.  It’s also nice to have something for people to snatch for when you are so busy, you can’t get to everyone and they start to wander off.  At least you can hand them a piece of paper as they leave!  Have your contact info on everything.  Better yet, get their contact information and tell them you will email them a link to the website.

►        Have hostess and recruiting packets with you!  Be prepared for business!

►        Have your calendar with you!

Mark certain dates with a highlighter as your “bonus dates” and offer an incentive for scheduling a show on those dates – the sooner the show, the bigger the incentive!

►        Use your “hostess books” from the show you book with them for this.  “Booking special” or previous hostess books can also be used for this.  So, for instance, if you want to schedule a show for a week away, offer $45 in free books (hostess books and previous hostess books) and it will only have cost you about $13 to get that booking where you will probably make $100 to $125 instead of sitting at home.  But for those shows a bit farther out, only offer $25 in extra free books (hostess books) for that purpose.

►        Use fliers like the “12 parties of Christmas” flier to make it more fun.

►        Why do people book home shows?  1 – they want to have fun  2 – to help out a friend and 3 – to get free books.  From a booth, they have no friend to help out, so to satisfy that motivation in people, don’t hesitate to share with them how if they book a show, it’s going to help you with a goal.  LEAD with “what’s in it for them” but add in how it will help you.  (Alaska trip, promoting to supervisor, meeting new people, “I’ve always wanted to have a show in your neighborhood!”, etc.)

►        To draw or not to draw?  THAT is a good question – many consultants want to have a “drawing” for a free book at their booth events.  IF you do, use what we already have in place!  Tell them you can put them in a monthly drawing for $50 in free books, get their e-mail addresses, add them to your database and then the HO does a monthly drawing for $50 in free books.  Tada – no work on your part – you don’t have to mail anything, send anything or do anything.  If you advertise the drawing, sometimes you end up with lousy leads because people will mark yes for things they don’t want in order to have a better chance at winning the prize.  Rats!  That wasn’t the point! So some consultants choose not to advertise the free drawing until asking if people would like to be on their mailing lists.  Then you won’t get people wandering up, marking yes on everything, putting their name in and never looking at our books.  Your choice.

►        Leads – The Fortune is in the FOLLOW –UP!  We all know this and we all should be better, but we will sometimes let things slip, won’t we?  Make a plan before your booth to make time for follow-up, for handing out leads to your downline to do more follow-up and to rate your leads so you call the hottest leads first.

►        What to say?  If you’ve done a drawing, you can let them know they won a “consolation prize” of $25 in free books with a booking or $5 off their next order of $50 or more (something like that) and work with them on Traci Bild’s Customer Connection sheet.  Remember Traci’s system for calling – “Sheila?  (yes)  Hi, this is Beth York Calling!  (yes)  As you’ll recall, we met at the blah blah blah booth recently!  (yes)  The reason I’m calling is to _________.  Do you have a quick minute? (yes)” and go on.
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