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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.

 


This book will teach you what you need to
know to get started in this business, from how to put on a party to
how to make presentations at it to how to sell. It is chock-full of
tips and success stories, and includes lots of charts to help you
plan out what to do. It includes sections on organizing the
business as well, so you can keep track of your leads, sales, and
other paperwork.

 


In short, consider this an "everything you’d
every want to know" about party plan selling, and if you want to
know more, you can use the extensive references and resources
section in Appendix B, which also includes the names and contact
information for major players in the field. It includes the names
of more than 100 companies, plus a list of major associations,
business-building tools, and books in the field.

 


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!

 


 


 



Chapter 1: Time to Sell, Sell, Sell

 


 


Chapter Highlights

 


- Getting ready to show and tell

 


- Putting on your presentation for your
products or services

 


- Using demos to increase excitement,
interest, and sales

 


- Placing the emphasis on benefits while you
explain the features

 


- Providing time for questions, answers, and
overcoming any objections

 


So now your party is in full swing and it’s
time for selling. This chapter shows you how to move from having
fun to making money -- while keeping it fun, too. As you’ll learn,
you’ve got to keep them interested and highlight the benefits --
the “what’s in it for me” message. And when you get questions --
which is a good sign people are interested -- this chapter
describes how to answer them, as well as the objections you get
from your extra critical listeners.

 


 


Preparing the Way for Show and Tell

 


Before it’s time for show and tell, there are
two key things to do to prepare the way: 1) have everything you
need for your presentation on hand, and 2) mix and mingle at the
party.

 


 


Making Sure Everything Is Good to Go

 


To give a great presentation, it’s critical
to have everything you need for your presentation ready to go --
such as having your samples and handouts prepared to put at your
demo table and having any equipment you need there, too. If
possible, put everything out and plug your equipment in before the
party, though you might want to cover it up to keep it off limits
until your presentation begins. Or at least have everything near
where you want to set it up, if you can’t set it up before the
party (say because the area is being used for the buffet).

 


Besides the checklist for the party, create a
checklist specifically for what you need for your presentation and
bring it with you to the party. This way you can double-check again
that you have everything there -- and if not, you might be able to
arrange some last-minute fill-ins, such as using the host’s laptop
to show some PowerPoint slides if yours doesn’t work.

 


It’s important to check everything! If you
need to boil water for a food demonstration, be sure the stove or
hot plate works. Also, know how long it takes to bring the water to
a boil, so you aren't waiting an extra half hour for everything to
heat up. Likewise, if you're showing a PowerPoint or video, check
the projector and the slides or film. You don't want to find that a
connection doesn’t work when you're ready to start, or discover you
have a problem with video not being cued to start at the right
place when you turn it on. That’s why it’s important to plan out
what you need to do to set up for your presentation and how much
time you need, so you can ideally do this before the party. Or
allow time for during the party so that you're ready to go when
it’s time to begin. Do a mock set up and time yourself in advance,
so you know how much time you’ll need.

 


In the event you encounter a problem and
last-minute substitutions aren’t possible, you'll at least know
where your presentation should be modified.

 


 


Mixing and Mingling to Sell

 


After everything is set up and you've
finished meeting and greeting arrivals, start mixing around at the
party. As necessary, help the host with serving the food, getting
games going, or otherwise making the party go smoothly. Then move
around to network with the guests.

 


One advantage of this pre-show mingling is
you show yourself as a warm, friendly person, which helps people
feel more positive toward you and whatever you're selling. Also,
through networking, you can find out about what people are most
interested in by coming to the party, so you can direct your sales
pitch accordingly. By establishing that personal connection, you
can make your presentation even more personal, such as by looking
directly at someone you have already met and talking directly to
that person. Additionally, you can use networking to help create an
upbeat, fun party mood, such as by connecting people you have
talked to who share similar interests. Besides, mixing and mingling
is fun!

 



Visit: http://www.smashwords.com/books/view/5865
to purchase this book to continue reading. Show the author you
appreciate their work!
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