Booths- 
Where to find them

Why do them

How to make them successful

What types of events can you set up at?

· Vendor fairs

· State fairs

· Church events

· School events (must be EC and have it listed)

· Kids expos

· Corporate Lobbies

How do you find out about vendor fairs?
· Local papers

· Community page on the internet that lists events

· Survey slip at home shows

I found a booth I want to do, now what?

· First call the event planners and ask if they have an Usborne Rep.

· If the cost is high, invite other consultants to participate to lower the costs per person.

What do you take when you do a booth?

· Business cards 

( Books 



( Drawing/Information  slips

· Catalogs


( Candy 



( booth coupon
· Show info


( Sponsoring info hostess packets
( Recruit packets

· Calculator


( Receipt books 


( Datebook

How do you set up a booth?

· Don't make it look too cluttered or it becomes too confusing.

· A lot depends on space, most are either one table or 10x10

· Have an area set aside for check out.

· Recommend a “U” shape or “L” shape
· If the conference is several days, rearrange the books a little so each time they walk by, something different will catch their eye!  

· I arrange the books by subject.  The preschool ones are grouped together, but the Everyday words and First 1000 Words are with language books.

Words to use....

· Do not ask a yes or no question – Ask HOW do you know about Usborne books NOT DO YOU KNOW of Usborne books

· Anything your kids are interested in?  Our company is the leader in IL books, sneak education in the back door

· Did you know we are also a home party company – you can earn our books for free Our home office has sent us out here to build this area

· You can earn a lifetime discount on the books

· Our President is commtted to our growth that is why he has made is so easy to get so many books for free

· Our President is committed t o our growth that he has made it so easy for every one just to give it a try.  Our sign up fee is so low and you only have a one time committed of $85 in net sales to see if you like it or you can quit.  But it is a lot of fun and very profitable so I don’t think you would do that

· You can offer free books to your friends

· IT is really risk free. I will come and o your started show.  Fill out this form and I can call you in a few days.  If you decide not to join I will not be offended.  I can still give you loads of free books

How to get leads....

· Drawing slips (make notes about the person on the drawing slip). When you are filling their order just hand the clip board and say “would you mind filling this out for me while I figure out your order
· Offer something extra if they date a show that day (do not give it to them until the party holds).

· Display the books in the kit special and a sign saying you could get all this for only $.

· Purple Sign – Consultants needed ask for information packet

What do you do with those slips when the booth is over?

· Organize according to parties, potential recruits, bookfairs…try to date at show
· Call them 24-48 hours
· First contact the recruit leads, then party leads, bookfairs, catalog & order people.

· I call between 1-3, (nap time for my kids), and 7-9 pm.

· You can do a phone session and get a couple consultants together and make calls.

Script

I usually call and ask for them, then ask if this is a good time, then say, “Hi, my name is Judy
Kinnee with Usborne Books.  I met you at the Home& Garden Show.  How are you enjoying the books you purchased? I am calling because you said you were interested in a party  (or whatever).  WE have a great compliment of that title you chose you could earn for free.

Cash & carry versus orders

· Cash and carry is more successful.  If you cannot let them take it with them, a lot of times they will just say, “Oh I will just order later.”  

· You could offer a discount for any orders or purchases. Late in a booth like buy 3 get one free
Do you take checks and credit cards at a booth?

Yes, I do take checks & cc. at a booth.  I have not had any problems with these.  If you have a lot of charges you can contact Laurie HOlderman at the home office to process for you and either cut you a check for that amount or credit your charge
Tips
· Remember, you do booths for the leads!  IT is a great way to break into a new area or to get a out of a booking slump.
· If you are new, you should keep the cost to a minimum. $25-$50 
· Try not to work alone.  Booths are much more fun when you work in pairs

· If you need a tax number, call the HO for this info. since they take care of the taxes for us.

· Some booths may require insurance.

Sharing a booth
You have a booth but its too big or expensive to do yourself.  You decide whom you want ot share it with.  The more you share it the more complicated.  So let’s say you choose 2 others.  Split the booth rent into thirds.  Each bins a predetermined about of inventory.   We need $1500 of inventory we each bring $500.  Hours are worked as much as possible by each of us.  At the end we split up the leads and money.  Say we sell $900, each of us gets $300 and we each have to take $200 in inventory home.  It does not matter WHOSE inventory it is, we take it home and split the left over evenly.  
 Leas are split thus:  When talking to people if someone wants a lead, they put their name on it. But at the and all no’s are thrown away and the remaining leads are split evenly, keeping geography in mind but giving first priority to those with names on it.  If I do a booth with Kelly for example and we get 40 good leads and she has her name on 28 of them, she gets to choose the 20 she wants, I get the other 20 even though 8 have her name on them.  This is a really easy way to split especially if they’re multiple groups represented.  There is little room for “She’s putting her books in front, or she’s stealing g my people.  There is much room for hard feelings at booths and this is the fairest way I have heard of.  This way usually works best when there are several supervisors working a booth.  

Sometimes I will want help with a booth but all of my people are too new or not able to afford booth rent or inventory.  They are not supervisors yet.   IE, Home and Garden show.  So in this case you work for leads.  You do not have books to sell and you get whatever leads are available form the event. 

However you decide to share a booth you need to state it up front so there are  no hard feelings in the end. 
