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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.

 


Previous books in this series have discussed
how to get started in party plan selling and how to target your
market and develop a sales pitch. This book will teach you how to
promote your party and get a good turnout.

 


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 Promoting Your Party and
Getting a Great Turnout

 


If you're thinking about starting a new
part-time business and you like putting on parties, then the party
plan selling business may be ideal for you. You’ll find it takes
many forms from simply setting up your own business featuring a
line of products you want to sell to joining a company as a
distributor. Another distinction is between a company where you
just sell and a multi-level company -- about 80% of the party plan
biz -- where you additionally recruit other distributors and create
a team of sales people that work with you, and then you get
commissions on their sales. Want to know more? This book will give
you the inside scoop about how the party plan business works.

 


 


 



Chapter 1: Tapping into Other People’s
Networks

 


 


Chapter Highlights

 


- Finding hostesses, organizations, and
community groups to put on your parties

 


- Becoming sensitive to when it’s not a good
time to sell

 


- Using a leads sheet to help you find
prospects

 


- Deciding your best prospects and pitching
them first

 


- Finding others to partner with along the
way

 


More than anything, party plan selling is a
people business. And not only are you recruiting hosts and putting
on parties, but networking skills are extremely important. This
chapter shows you how to become a great networker by connecting
with other people and their networks to achieve success. Do it
right, and you'll have a snowball effect working for you. Do it
wrong, and you could be snowed under if you don’t know when to back
off. You’ll find plenty of tips on how to effectively work a
network, such as creating a leads sheet and prioritizing who to
contact first. Plus, when you work with others to put on parties
and other events, your business can really soar, as this chapter
shows.

 


 


Recruiting Hostesses, Organizations, and
Community Groups

 


Targeting your market, as described in
Chapter 6, sets the stage for recruiting and tapping into other
people’s networks, because targeting helps you determine the best
types of individuals and groups to recruit as hostesses and
customers. Targeting also helps you determine the major benefits to
emphasize for different groups.

 



Visit: http://www.smashwords.com/books/view/5858
to purchase this book to continue reading. Show the author you
appreciate their work!
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