Easy Steps To Hosting A

Successful Usborne Home Show
Follow the simple suggestions listed below to maximize the free and discounted Usborne books you’ll earn for hosting!

1)
Make a guest list and Call or talk to everyone personally. Then mail the invitations as a reminder. INVITE EVERYONE! Statistics show that you’ll need to invite 25 to get 10 in attendance (of course this varies). Don’t forget grandmas, aunts, and teachers! 

2)
Make your wish list. Go through the catalog and write down the title and price of all the Usborne books you would like to have. Doing this will help you know what your total show sales will need to be in order to get everything on your wish list  The average customer order is around $30. So, for example- in order to have a $400 show, you’ll need to have approximately 14 orders. These can be orders from guests at your show OR outside orders!

3)
Collect outside orders. Show the catalog to anyone who can’t make it- outside orders from those who can’t attend will GREATLY boost your show sales. If you get FIVE BEFORE I ARRIVE, I’ll give you an extra $5 book for free!

4)
Call your guests 2-3 days before your show. These calls really make a difference in show attendance! 98% of the people you invited put the invitation in their mail pile &  more mail went on top. It's not even written down in their calendar! When they saw the invitation they thought it was interesting and thought maybe they'd go, but it didn't go any further than that. You need to make that reminder call - that's the most important thing you'll do for the success of your event. It's more  important than having another snack, because if you no one shows up, they won't be eating snacks anyway!  Also, please ask your guests to bring a friend! 

5)
Relax and enjoy your show! I have our selected date saved just for you and it’s my goal to help you get as many free and discounted Usborne books as possible. I’ll be in touch with you as your show date approaches. In the meantime, if you have any questions, please call or email me.
