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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 dealt with
how to get started in the party plan business, how to target your
market and develop your sales pitch, and how to promote your party
to get a high turnout. This book will focus on how to put on a
great party.

 


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 Putting On a Great Party

 


Okay, now it’s party time -- time to put on a
great party. The first step is to understand the basic keys that
make a great party. Then you need to practice your presentation and
do some planning to make sure you have everything together. An
important part of the process is deciding on the host, when and
where it’s going to be, what type of place you want to use, coming
up with themes and games to make it more fun, and deciding what
kind of food to feature. And finally, it’s show-time when you strut
yourself, show off your product, and make your sales. So ready to
party? This part is all about putting on the party.

 


 


 



Chapter 1: Planning Your Party

 


 


Chapter Highlights

 


- Knowing what customers expect at a
party

 


- Learning the keys for a great party

 


- Doing some testing to try out your party
skills

 


- Planning your party to make it a
success

 


- Using charts and worksheets to help your
planning

 


Now it’s party time, and for a great party
you have to plan. It’s like staging an event and you're the
director. This chapter helps you figure out what to do so you
design a great performance with a great supporting cast that
includes your hostess and guests. Your customers are like your
audience, and if you give them what they want and expect, you’ll do
great. As you learn in this chapter, there are certain keys for a
terrific party, plus you have to practice. And you get tips on
creating charts and worksheets to help you work out the details.
For it’s all in the details. So plunge in carefully and discover
what details you need to deal with for a great party.

 


 


What Customers Expect at a Party

 


In a nutshell, customers expect to have fun
at these parties, along with an opportunity to see new products or
learn about a new service. For fun, customers expect to mix and
mingle with friends and enjoy light snacks and hors d’oeuvres (or
even a dinner party, if you're promoting a food line).

 


Customers also expect an entertaining
presentation about your product, which might include videos,
demonstrations, or a chance to try the product or service, or to
see one or more group members participate in the try-out. They also
expect to learn how they can purchase at the party or how you’ll
deliver later. And usually they’ll expect to receive some product
literature, such as a brochure or catalog sheet, to take home with
them. Although some customers may be prepared to buy immediately
when they see something they like, others will want some
information to review later to decide if they want to order or
not.

 


In addition, some customers may expect to
learn how to get into the party plan business themselves. And some
may arrive with few or no expectations, because they've been
invited by a friend or neighbor who told them little about what
will happen -- just that there’s a party or get-together and do
they want to come.

 


Thus, because customers have a variety of
expectations in attending, make it as clear in advance what to
expect, such as putting it on your flyers or other literature that
promotes the party. Also, if your hostess is extending invitations
or inviting others to pass-on the invite, let the hostess know what
to tell people, so she accurately conveys what to expect.
Importantly, people need to know a sales presentation will be part
of the party; this isn’t just a fun get-together. It may also be
fun, but you’ll be pitching a product, too.

 


 


The Keys for a Great Party

 


One key for a great party is to meet the
expectations customers have -- and make it clear in advance what
will happen. You should not only meet their expectations but go
beyond them to create customer delight -- the WOW! effect. n other
words, set delighting and wowing customers as a goal. This means
not just putting on an ordinary party and sales presentation, but
thinking of ways to make the event memorable, so it’s more than
just fun. Think of things to do to make the party stand out, such
as creating a unique theme or making your demonstration especially
dramatic. Creating hands-on experiences with your product can help,
too.

 


How do you go beyond these expectations?
That’s where appeals to the senses and emotions come in, so you put
on a super party where everyone has a great time, while you play up
the benefits and features of your product. That way you promote
enthusiasm for your product, as you show people what’s in it for
them.

 


 


Explaining the Basics to Others
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