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Introduction

 


 


If you want to have a business that is fun
and one you can easily adapt to your lifestyle -- whether you want
to do it on the side or full time -- you’ve come to the right
place. Party plan selling is all that and more.

 


Party plan selling provides an opportunity to
meet lots of people and make money by making sales in a friendly,
personal way -- through a party. Plus you can choose from a wide
range of products and services and party plan companies to work
with.

 


You have plenty of choices in how to sell,
too, because you can set up your own marketing company or become a
distributor or rep for a particular company. You additionally have
the option of choosing a single-level company where you only sell
direct for that company; or you can find a company with a
multi-level sales program, where you build a sales team and get
overrides from recruits.

 


As you’ll discover, party plan selling is a
major growth industry, in part because it is so flexible and easily
adaptable into anyone’s lifestyle. Plus it’s a good antidote to
recent workplace trends, such as downsizing and outsourcing,
because you create your own job. It also has great appeal to
working moms and homemakers, because it’s a business you can run
out of your home. And now you can use the Internet to help you
sell.

 


The first book in this series -- 5 Top
Secrets to Launching A Successful Party Plan Selling Business
-- focused on how to get started in this business. This book
highlights how to target your market and get ready to sell.

 


So now, come join the party. Put your party
hat and thinking cap – maybe put one on top of the other -- and dig
in and have fun. Here’s to a lot of profitable party plan selling.
Have fun. Make money. And enjoy!

 


 


 


Highlights of this Book

 


Before you get out there and sell, you need
to understand who your target market is and how to best reach them.
That way you will maximize interest in your product or service and
thereby increase your sales. Part of this process involves learning
about your company, product, and marketing plan, and getting the
product literature and support you need from others. In addition,
you need a positive success attitude to help you stay motivated and
deal with the everyday disappointments and challenges you'll
encounter along the way. Plus you have to keep it all organized,
which means dealing with paperwork, setting up an office, and
keeping your city, state, and federal government happy. Ready, set,
go -- this part will help you get there.

 


 


 



Chapter 1: Deciding on the Right Target
Market

 


 


Chapter Highlights

 


- Recognizing the different market
segments

 


- Determining the right market segments to
target

 


- Making a good match between your product or
service and your customer

 


- Knowing what your customer wants and
needs

 


- Recognizing the benefits of your product to
pitch to your customer

 


You might feel inspired to try to sell your
product or service to everyone. But to be more effective and
efficient, the key is to decide who is the best fit with your
product -- and that’s why you need to think about market segments.
Just like you are drawn to certain products and brands, so are
other people -- so to increase your sales, you need to figure out
who are the types of people most likely to want or need your
product. And then you are more likely to sell it. The idea is very
simple, but then comes the hard part -- figuring out the right
customer groups to appeal to and how. This chapter helps you
determine how to do this -- so you can go out and sell better.

 


 


It’s All about Market Segments

 


In marketing, it all starts with segmenting
the market, because you can’t sell to everyone. Marketers use what
they call the STP approach, which stands for segmenting,
targeting, and positioning. The “S” stands for segmenting, the “T”
for targeting, and the “P” for positioning. They first segment the
market; then select the best targets within it for their product;
and finally position their product by pointing up the major
benefits for each target market.

 


More specifically, the STP approach means
that marketers first divide up or segment the market into different
groups that share certain common characteristics, such as being the
same age, sex, having a similar lifestyle, sharing certain
interests, and so on. When you do this you can also combine traits
from different categories to create different market segments, such
as women from 25 to 40 who are married, have kids, and love to
travel. It’s like having a number of pies for each category (for
example, sex, age, and marital status). Then you slice them up.

 



Visit: http://www.smashwords.com/books/view/5857
to purchase this book to continue reading. Show the author you
appreciate their work!
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