ACTIVITY POINTS - Visual Evidence of Your Work 

Traci Bild's Convention Training – Notes from Donna Nettleton
Plan your work and work your plan!
Work on Income Producing Activities First

One way to measure this is to give yourself points for doing IPA in calling. 
Traci Bild sells planners on her website for this at www.tracibild.com
            scroll to bottom of front page to see what the planner looks like.
Here is a simple tool to get started today and see how the system works for you!
First review how the points work and the 5 Steps for Calling – then use the activity sheet.

The short line under the day is for the date. Make a list of leads to call, then start calling!
CALLING POINTS - Give yourself points for effort – calling,, booking, setting recruiting interview.
   Dialed                                                       = Color a circle in                                                   =   1 pt 
   Made Contact                                   = Put Slash "/"  through the Circle            = 15 pts 

   Sent Info                                           = Put a box around the circle                     = 25 pts 

   Booked Show/Recruit Appt            = Make an ”X” through the Circle            = 50 Pts 

SHOW or EVENT POINTS - Give yourself points for results – sales and recruiting!
    Show Held                                 = Put a blank box near person's name [ ] 
     =  15 pts 

    Show Held & Sales                   = "x" through box = [ ] + x

               =  50 pts 

    Show Held & Recruit              = Circle the box [ ] + O
                                    = 100 pts 

Call Ratio = # Calls that produced Business  /  # Calls Made that day                          

Goals of Activity Points 
Focus on Effort not result 

Create Consistency 

Feels sense of personal accountability, accomplishment 

Set a Goal - 500 AP/Week (100 per day)…1000 points a week = 200 a day 

Change your weekly goal based on family activities 

Troubleshoot Your Activity

Lots of blank circles – Start Making Calls!! 

Lots of black circles and only few slashes – Change calling time to talk with more!

Lots of black circles and slashes, not booking/recruiting – Use 5 Step Phone Process

5 STEPS FOR CALLING – For customers who are not well known customers of yours 

1. The Opening – Hi ____ this is Susan Smith calling. [pause] 
                  Cold call….do not mention the name of your company) 

                   Her answer will usually be “Yes?”, “Oh Hi!”, “Hi Susan” or Nothing 

2. The Disarming - Objective - Get a Yes Response....Obtain permission to talk 
        Using "I understand…
          "I understand you’re the principal of the  Smith ES" 

          "I understand you’re looking to raise funds for a trip to …" 

       Using "If you recall,... 

          "If you recall, you recently attended Brenda Smith’s home show? 

          "If you recall, you were interested in ..... 

        Ask for permission to talk 

         "Is this a convenient time to talk?" 

          "Do you have a quick minute?" 

3. The Reason  -   Objective - Get a booking or recruit appt or school appt 

                      Name the company you are with -   Explain the purpose of your call 

                      Be very personable, caring, be yourself - Seek controlled, predictable responses 

     Start with  " The reason I'm calling is because .... 

     End with close that gives only 2 choices "Would a morning show or evening show be best for you?

     Booking Show  “The reason I’m calling is that you mentioned you wanted a show when we have double

     Free books and I wanted  to get your show  on my calendar now since it fills  up quickly. What is best for 
      you Aug 5 or Aug 7?"

      If it's someone you don't know much about…get permission to ask questions, learn more about them.

      Build value by focusing on the needs they identify.  …." Do you mind if I ask you a few questions? "
      Recruiting Questions – What is the part of the business opportunity that most appeals to you? Promoting 

             Literacy....Free Vacations…Lasting Friendships….Extra Income….Build a library 

 
4. Checkmate Question  - Objective – Uncover needs, motivation…Care and Serve needs….Listen

                  At the Show ….Learn about your customer 

                 How many children do you have, what are their ages?    What kind of books do they like?

     What reading challenges do you have in your family?

     Do you have an extensive library?  Add to it regularly?

     How do you use your books?   Educational Reading….Fun Reading….Research….Homeschooling

            What is the biggest challenge you face in purchasing books for your family?

Finding time to got to the store….Identifying books my children will enjoy…..Affording the books

             What of the following appeal to you?

Buying books at wholesale…Promoting literacy….Extra Income for your family….Making new friends

      What do you need most in your life right now?  Time...Maid…Money…Home Improvement...Car…Vacation

Follow Up Connection Call – after show 

   Hi Jane it’s Susan calling, do you have just a minute? 

   Did you enjoy the show?  Did anything stand out that you liked? 

   Do you have any challenges in getting your kids reading? 

    
   GET A FEW YES’s BEFORE YOU ASK IMPORTANT QUESTION

   Did you enjoy the show? Can I ask you a few questions? --- They get used to saying YES!

 RECRUITING--- Must know them and their needs and their wants…help them fill them

DON’T PREJUDGE 

     Do you mind if I ask you a few questions? 

     Are you currently a stay at home mom or do you work outside of the home? 

     What is it about this business opportunity that most appeals to you? 

     What initial fears come to your mind? 

     How do you think your husband would feel about it? 

     What could you do with an extra $100 or $200 a week? 

     What do you most need in your life right now? 

5.      Checkmate Close……Call within 48 Hours! 

1. Repeat back NEEDS ….”Based on what you told me it sounds like….” 

2. Confidence – You have to have a home show! 

                    You would be great as a consultant! 

3. Book a Show 

    Ask for a Time to Meet if Recruiting 

Booking  - It sounds like a having a home show would be a great opportunity for you to earn Free books for your family and friends. Does a morning or night work for you best? 

Recruiting – It sounds like it might be worthwhile to simply explore the option of becoming a Consultant with Usborne Books. Do you have a few minutes to now to discuss this further…or would you prefer to set up a time to get together? 

Referrals – I was wondering what other people or organizations that you know that mi Might be able to call and introduce myself to tell them about our book fairs, Reach for the Stars or fundraisers? 
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USBORNE ACTIVITY:
Monday                                                                                                                  Total Points      ____________                   # Bookings ______ 


                                                                                              Sales/Bookings ____________                   # Recruit     ______
______________
Susan Smith     [ ]

Tuesday                                                                                                              Total Points      _____________    

# Bookings ______           
                                                                                                  Sales/Bookings _____________

# Recruits   ______
______________
Wednesday                                                                                      # of Points ________________

# Bookings ______
                                                                    Sales/Bookings _____________

# Recruits   ______
____________
Thursday                                                                                             # of Points ________________

# Bookings ______
                                                                   Sales/Bookings _____________

# Recruits   ______
______________

Friday                                                                                      # of Points ________________ 

# Bookings ______
                                                                     Sales/Bookings _____________

# Recruits    ______
______________
Saturday                                                                                      # of Points ________________

# Bookings ______
                                                                    Sales/Bookings _____________

# Recruits    ______
______________
Activity Points: Call = 1     Contact = 15   Book Show = 50   Recruit = 100








