How to Present the FM Community Fundraising Programme
There are thousands of organisations who are looking to raise money for their causes - be they big or small, or be they local, national or international. Organisations such as:
Charities, Churches, Temples, Mosques, Synagogues, Schools, Clubs, Scouts, Brownies, Cubs, Rotary Clubs, Lions, Round Table, Freemasons, Associations, Voluntary Groups, Football Teams (Senior, Junior – and Professional!), Martial Art Clubs, Yoga Clubs, Basketball Teams, Rugby Clubs, Dance Clubs, Baton Twirling Clubs, Local Keep Fit Groups, Drama Clubs, Community Hall Groups, Gingerbread Groups, etc.
Get the idea? 
STEP 1: WHAT IS YOUR OBJECTIVE WHEN USING THE COMMUNITY FUNDRAISING PROGRAMME?

It is important to understand the advantages of the Community Fundraising Programme. 
With this programme, you have the ability to create many customers from one contact point. Each contact has a group of people who could, if they saw a benefit, support a fundraising programme - and it is your responsibility to focus the people on the benefits we offer.

Your objective is to get them interested in FM PRODUCTS and for them to recommend to their supporters that they purchase them.
To do this, you must give them enough information so that they can see that our products fill a growing need and demand for quality, inexpensive, perfumes and toiletries, and that they can financially benefit from the sale of them.

STEP 2: THE BENEFITS TO THE ORGANISATION & ITS SUPPORTERS

The benefits are two-fold:

1. To help all the supporters save up to 80% on their purchases of high quality perfumes and toiletries

2. To help the organisation raise funds for their needy projects.

STEP 3: THE BENEFIT TO YOU
You will be increasing your group volume which will increase your percentage discount in the Magnolia programme and the size of your bonus in the Orchid programme.

EXTREMELY IMPORTANT NOTE: 
Do NOT structure this type of business so that YOU get the largest part of the commission from an organisation’s purchases. Allow the organisation to earn the retail profit in TOTAL … do not suggest sharing it as some organisations will not allow you to openly profit by using their name.
In other words, ensure that the organisation earns the full difference between the cost price from FM and the retail price charged. The best way for an organisation to earn is to place weekly orders on behalf of their supporters and to charge the supporters the full retail price e.g. £10.50 for a Classic perfume (plus shipping and postage where necessary).
Building long term residual income in network marketing should be based on what others can earn - if people (or organisations) are happy with their income they will stay … if not, they will leave.
I, personally, would be very happy to receive a percentage of an organisation’s volume in the Magnolia programme than receive nothing when they left if the organisation found out they could have earned more but were not given the option.
This is a Community Fundraising Programme – for the benefit of the community! Your reward (both financial and personal) will come with satisfied customers.

STEP 4: WHERE DO YOU FIND CONTACTS?
Look in your local telephone book, Yellow Pages, on the internet, etc… use your imagination!

Advertising


This can be:
Classified Advert

Small Boxed Advert

Flyer

Business Card

Post Card

The above advert is just an example – keep it simple and inexpensive.

STEP 5: ATTITUDE
The following information is extremely important if you are to successfully introduce this particular programme:
Your mind-set must be totally different from that that of a Network Marketer when introducing the Community Fundraising Programme.

You are NOT looking to recruit networkers… you now have a different hat on. Take off your “Network Marketer” hat and put on your new “Mr or Mrs Kind Benefactor” hat! 
You are going to be approaching people who are trying to raise money – and you, “Mr or Mrs Kind Benefactor”, are going to be there to help them. What a wonderful feeling that is!
Close your eyes and picture yourself as a multi-millionaire philanthropist who wants to help the community and that…

YOU HAVE WHAT THEY WANT

And you really do!

With this programme, you are going to be doing them a great service by possibly recommending them for inclusion in it. Your attitude MUST be
YOU ARE DOING THEM A FAVOUR

… but DO NOT be arrogant, caring people are not rude or arrogant when helping others.
Feel like you do not have a care in the world. Life is great, you have no money problems, your family is financially secure… and you want to help others, too.
STEP 6: APPROACH

The following is just common sense but, in case someone does not understand some of the basic rules of approaching people in business, I give the following tips:

Appearance is everything

You are going to be talking as a multi-millionaire philanthropist who wants to help the community… so look like a professional. Look like a business person – do not turn up in torn jeans, flip flops and a T-shirt and be expected to be taken seriously! Smart casual or smart is what is expected if you are to be treated with respect.

Listen to their needs
It is very important for you to be totally in control of the situation – after all, you are (in your mind) a multi-millionaire philanthropist! Ask them a lot of questions, listen to their needs, make notes and be interested in what they say.
Be professional

When talking, be excited about FM Group and the Community Fundraising Programme but remember you want to create curiosity… not satisfy it! Do not go into a 20 minute, 400 mile per hour, presentation that will bore the pants off them! 
NOTE: DO NOT… I repeat, DO NOT… go into a long sales pitch on the phone. 

STEP 7: HOW TO MAKE CONTACT

Telephone - for permission to send material
Telephone the organisation (make sure you are speaking to the right person… the person who picks up the phone might have no authority). 

Tell them that you have come across their name and wondered if they are involved in raising money for their organisation – most will say that they do.
Tell them that you are working with a company called FM Group World and that they have a programme that supports fundraising in the community. 
Ask them if they would like you to send some information by post or email (email is better … it costs nothing!). Always get their address even if you are sending an email – you will need it for the covering letter.
If they ask questions, say that you are just on your way out and that all of the information is in the Information Pack if they would like to receive it.

Your first step in this programme is to 

get a CF Information Pack to them

Do not follow up too quickly! 

What!! Do not follow up too quickly… are you sure?
Of course I am! If you follow up too quickly it might seem that you are too eager. In reality, it should be they who are calling you if they want to raise money.

If you have not heard from them a week after you sent the information, give them a call to make sure they received it and to see if there is any interest. Explain that it is a courtesy call because you have a lot of people to meet up with and, if they were interested, they would need to schedule a meeting with you (NOT you would need to schedule with them!).
You will not have sent them enough material to fully answer any questions that they may have, so if they are interested they should be phoning you with questions. If possible, try to make an appointment to meet up rather than just answer questions on the phone.
DO NOT APPEAR TO BE TOO EAGER … after all, you are meant to be doing them a favour!
Arrange an appointment
When they have received the Information Pack, arrange to meet up with them if possible. You will get better results by meeting someone face-to-face because meeting someone is a personal thing – better than just sending information through the post.

Approach Letters
I have produced a couple of approach letters for you to use; if you want to alter them you must send them to Anita at FM Cosmetics for approval (of course it is ok to just alter the contact details!).

Email

You can email the information to people - DO NOT SPAM! Follow up with the Information Pack ONLY if they want more information.

STEP 8: WHAT TO SAY

ASK QUESTIONS. Ask about their organisation:

· how long has the organisation been active

· how many active supporters do they have

· what is the age group of the supporters

· what are they trying to raise money for

· how much money do they want to raise

· is there a time scale
· …etc!

Whiles you are talking, fill in the `FM Community Fundraising Application Form … it looks (and is!) very professional and gives you an insight into the size of the organisation you are talking to.

When you have a fuller picture of what it is they are trying to achieve, talk a little about:

· FM Group, their commitment to supporting good causes by helping them to help themselves

· the product range (concentrate on talking about quality and price … real value for money)
· the income potential. 

Make sure they realise that they can order ANY of the products.

Also make sure that they realise that ANYONE can order – supporters, relatives, friends, work colleagues, even total strangers!

Show them how to maximise their profit on their sales. 

Explain that the way the organisation earns money is for their supporters to:

· choose the products they want

· place the order with the organisation

· pay the organisation
· … and for the organisation to place an order with FM Group once a week to accumulate all orders into one delivery charge. The supporters can then collect from the organisation

STEP 9: WHAT SHOULD BE IN THE INFORMATION PACK?

I have prepared material to go into the Community Fundraising Programme Information Pack. You do not have to send it all… it is up to you. I have given some suggestions in the ` INCLUDE IN COMMUNITY FUNDRAISING PACK’ document but you should assess how much to send by how your conversation went. 

STEP 10: PRESENTATION

Do not print out the Information Pack on poor quality, cheap paper – it will cheapen the presentation. 

If you are going to print on both sides of the paper, leave the back of the front cover blank so that the page starting, “Do you have a Community Fundraising project that needs financial support” is not on the back of it.
I use a folder to put all of the information in – it looks professional. The one I use is a Twinlock Presentation Folder No: 2100460 which can be bought from most stationers like Staples, Viking Express, etc.
STEP 11: FOLLOW UP 
Three days after the meeting, call them to see whether they would like to be considered for the programme.
Tell them that you have a lot of organisations looking at the programme and that you have many follow-up appointments.
Let them know that you are very busy with this programme and that there are only so many organisations that you can work with at any one time – this creates URGENCY.
Tell them that you will now wait for THEM to contact YOU.
IMPORTANT: Do not be impatient! 
Most organisations have committees to make decisions and you may have to wait to get onto their agenda – it can sometimes take several months!
WHAT DO THE ORGANISATIONS HAVE TO DO?

Keep it simple – if they have to do too much it might put them off.

· They must Register

· They must buy a Sample Kit so that supporters can see the range before buying

· They must have:

· At least a couple of catalogues

· At least a couple of bottles (1 x Classic, 1 x Luxury) to show people the beauty of the range

They can do one, two or all of the following to get their supporters interested:

· Put up posters in their premises

· Send out flyers when they send out other material

· Have flyers in their premises for people to pick up

· Have us do presentations at their meetings

· Allow us to hold a Perfume Party for them

… or anything else you think appropriate! 

Then all they have to do is:

· Take orders and collect payment

· Place orders (say once a week to reduce delivery costs)

· When delivered, let supporters know that their orders are ready for collection (if the supporters are out of the area, the organisation will have to add postage and packaging costs) 
That’s it!
HOW MUCH CAN AN ORGANISATION EARN?
The following examples should help:

1. The organisation places orders for 100 bottles of Classic perfume in a month and they qualify as a Magnolia 6% distributor. They would earn

100 bottles at £3.50 profit per bottle = £350.00

plus

100 bottles x 29 points = 2,900 points which earns an extra 6% commission on the points value = 2,900 x £0.175 per point x 6% = £30.45
Total income: £380.45 for that month
2. The organisation places orders for 1,035 bottles of Classic perfume in a month and they qualify as a Golden Magnolia 21% distributor. They would earn

1,035 bottles at £3.50 profit per bottle = £3,622.50
plus

1,035 bottles x 29 points = 30,015 points which earns an extra 21% commission on the points value = 30,015 x £0.175 per point x 21% = £1,103.05
Total income: £4,725.55 for that month
If you are asked, “How much can we earn?” I would not complicate the presentation by showing the above points calculations.

Instead, I would say, “Great question. Let me give you a couple of examples of how much your organisation can earn:

If, in the course of a month, you order 100 bottles of Classic perfumes you will earn retail profit of £3.50 per bottle which is £350.00. 

Over and above the great profit per bottle, FM rewards you with extra discounts based on volume – the more you sell the higher the discount. In this case you would earn an extra £30.45 which brings your total to £380.45.
If, in the course of a month, you order 1,035 bottles of Classic perfumes you will earn retail profit of £3.50 per bottle which is £3,622.50. 

Again, FM rewards you with extra discounts based on volume – in this case you would earn an extra £1,103.05 which brings your total to £4,725.55.

DO YOU AGREE THAT THIS IS SERIOUS INCOME PER MONTH?”

THIS REALLY IS SERIOUS INCOME!



Do you raise money for charity, 


church, school, club, etc?





Ask about our Community 


Fundraising Programme





Contact: Stephen


01206 728689


Email: stephen@perfumesuccess.fm
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