HOW TO HOLD A RETAIL PERFUME PARTY
A great way of getting volume in your business is to hold a Retail Perfume Party/Testing. 
Approach shops, stores, gymnasiums, beauty salons, nail clinics, etc – in many ways this is similar to the Community Fundraising Programme because you can also approach many organisations such as:
Charities, Churches, Temples, Mosques, Synagogues, Schools, Children’s Nurseries, 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.

You can also approach pubs and arrange a Retail Perfume Party during the daytime when they are quiet - how about inviting mums after they have dropped the kids off to school?

One hairdresser was so impressed with her first Retail Perfume Party she has booked this as a monthly event!

A restaurant owner was so impressed with her results she became a distributor.

TYPICAL SCRIPT:
The following script is based on the proprietor receiving ALL of the profit on the evening. If you do not want to do this you can alter the script accordingly.

The advantage to you of giving ALL of the profit to the proprietor is that it will be harder for them to refuse this free offer!

Whichever way you do this, remember that you are still getting the volume into your group and will receive a percentage of the points turnover depending on your position e.g. 15%.
“Hello, my name is [your name] [show official FM Identity Badge with your photo on] and I am working with ONE OF THE LARGEST PERFUME SUPPLIERS IN THE WORLD who have recently launched in the UK. 

Our products are NOT available in departmental stores – they are only available by direct selling or in independent outlets like yours and we want to get our brand recognised in the UK in the same way as we have in over 50 other countries around the world.

Do you do anything special for your customers over and above the odd product promotion?” 
(wait for answer).

“Most places don’t but we have a great way of giving your customers a special event. We would like to put on a Perfume Party for you one evening during the week to suit you. 
We show you how to invite current and past customers/clients and their guests to the evening, you supply some drink and nibbles and we will do the rest – and, by the way, YOU earn the profit from all of the sales.

Would you be interested in hearing more?”
If `Yes’:
“Great! What we do is very simple:

1. Let’s agree a suitable date and time. Let’s make it AT LEAST 3-4 weeks away to give you time to promote the event and we will hold it at a time suitable to you. 

For example, if you want to hold it after you close we will arrange for it to start say 2 hours after that.
2. I will go away now and design a window poster, leaflets and invitations for you to print off either on your own computer or to have produced by a local printer.
3. You make sure that everyone who comes in has a copy of the invitation or leaflet – you can even get someone to drop them through letterboxes for you!

4. On the day I will be here AT LEAST 2 hours before to set up our display.
5. We will go through your role which is just to greet your guests and to make them feel welcome – which I am sure is what you always do anyway!
6. We start the party, welcome the guests and continue until we have taken all of the orders and payments from them - and then we all go home!

7. The next day I will place the orders for you, delivery will be 3-4 days and then customers can come and collect their orders from you – which will allow you to chat about the evening.

This is a great customer relations exercise and will, hopefully, bring you in more business.

AND, REMEMBER, ALL OF THE PROFIT FOR THE SALES IS YOURS.
As an example, if we sell 50 bottles of perfume you will earn between £175 and £250 profit for a couple of hours work – great, isn’t it?”

NOTE: make sure that you take the money for the orders on the night – it will save you having to lay out money in advance and also save you the risk of cancellation of the order!

WHAT’S IN IT FOR YOU?

1. You will receive commission on all of the orders depending on your position in the Magnolia programme. If you are, say, at the 15% Silver Magnolia position, you will earn 15% of the point’s value.
2. The business owner may want to join the business and hold these evenings on a regular basis.

3. You will have the details of all of the customers on the order forms so that you can stay in contact and build on this i.e. have home parties, find other business builders, etc. 
4. If the business owner does not want to join … the customers become yours and you will earn the retail profit!
YOU NEED:
FM Name Badge – all distributors should wear a name badge with an FM logo on so that people will know who are from FM Group. You can buy one from Head Office or make one yourself - examples are available in the back office of the Perfume Success Team website at www.simply-thebest.biz under `Retail Perfume Parties’.

FULL Sample Kit - make sure you have ALL of the range in your sample kit and that all the phials are full.
Tester perfume bottles - to show off our range. I put small stickers on the back of these bottles stating, “Tester” with the perfume number alongside.
Testers of the makeup range – to show the quality of our range.
Q Tips (or similar) - for people to test the eyeshadows / make up WITHOUT TOUCHING THEM with their fingers (hygiene, etc!).
Table – a good sized table to display products and Sample Kit (use their tables if possible).
`Where Sample Placed’ slip (downloadable from www.simply-thebest.biz under `Retail Perfume Parties) – encourage customers to use this when they try more than one perfume as it will tell them where they put each perfume.
`What Perfumes Do You Like’ slip (downloadable from www.simply-thebest.biz under `Retail Perfume Parties) – when guests arrive they should be given one of these, asked to complete it and hand it to one of the Distributors so that you can recommend one or more of our FM perfumes in the same Family Fragrance.
Cheap pencils/pens – for people to use for the `Where Sample Placed’ slips and the `What Perfumes Do You Like’ slips.
Order forms – it is no good having an event if you do not have Order Forms! You will need one copy for you and one copy for the customer. I recommend buying a Sales Order DUPLICATE book so that the customer has the top copy and you keep the bottom one - or you can use the one downloadable from www.simply-thebest.biz under `Retail Perfume Parties.
`Raffle’ notice (downloadable from www.simply-thebest.biz under `Retail Perfume Parties) – Offer a free FM perfume of their choice.
`Raffle’ slips (downloadable from www.simply-thebest.biz under `Retail Perfume Parties) – this slip should ask for their name, address, telephone number, email address. This now gives you their details for you to be able to follow up on later. 
Bowl/box for `Raffle’ slips – this keeps the above safely in one place.
`Have a Perfume & Makeup Party’ poster (downloadable from www.simply-thebest.biz under `Retail Perfume Parties) – try to take bookings for home parties.
Diary – to fix dates for home parties.
Calculator – saves making mistakes under pressure.

Carrier Bags – if you are selling stock, you will need carrier bags.

Clip Board – use for Retail Customer Information Form. It would be effective to have a mock up A4 poster neatly stuck to the back of the clip board.

Retail Customer Information Form (downloadable from www.simply-thebest.biz under `Retail Perfume Parties) – looks professional if you record all of the necessary information for their event

Note Book – to record the contact details of anyone who is interested in becoming a distributor or interested in holding a party.

OPTIONAL EXTRAS
Roll up signs – if there is room, these beautiful roll-ups certainly enhance the venue (available from head office).
WHAT TO DO ON THE NIGHT

Remember that the reason the people will be there is to try our products - not to be bored by a long speech about the history of the company, etc.

People will be coming in at all different times to suit themselves so any words about FM Group should be kept to individual conversations with the customers.

Have the hostess standing at the door to welcome her guests and she should hand them a `What Perfumes Do You Like’ slip, a `Where Sample Placed’ slip and a pencil.
She should tell them to fill in the `What Perfumes Do You Like’ slip and hand it to one of the FM distributors.
The distributor should then decide which of our FM range best matches their preferences and let them try them. 
For example, if the first perfume on their list is Chanel No 5, you can say, “If you like Chanel No 5, you will absolutely love our exclusive FM 21 as it is in the same family fragrance”.

Show customers how to use the `Where Sample Placed’ slip so that there is no confusion when they try other perfumes. Every time they try a new perfume they should mark down where they have put it.

Talk to them about the strength of our FM perfumes compared to high street eau de toilettes and the fact that our products last longer and are very inexpensive. Say, “You could buy 3 or 4 bottles of FM perfumes for the price of the one you usually buy – without compromising the quality!”
Make sure that you also offer people the chance to try some of the full size bottles you have there - regardless of which fragrances they said they originally liked. It is noticeable that at venues I have already attended, a large part of the sales had been of fragrances that the customers had never tried before. 
I would even say that you should offer every man at the event the chance to try a spray of FM199 – and even the women, too!
Always mention that the products are NOT available in departmental stores.

Mention that we really like to hold perfume parties. Ask them if they would like to host or attend one; tell them that hostesses get gifts from us and that it is a great fun evening.

Always mention that we are looking for new distributors; if they are interested take their details and contact them the next day – the Retail Party is not the place to talk business!
Take the money for orders and say that they can come and collect them from the establishment from a date agreed between you and the host/hostess.
FOOD & DRINK
Keep food simple – you do not want the proprietor spending more than they will make on the night!

Snacky bits are fine. Have soft drinks (hot and/or cold) – alcohol can also be served.

RAFFLE

Have a raffle – it will make money! 
Charge £1.00 per entry. You decide what the prize is – for example, the FM perfume of their choice.
At the end of evening hostess pulls out a slip and notifies the winner. You make a copy of the winner’s details for follow up sales, etc.
END OF EVENING

Decide with Host/ess what time to finish.

Thank the host/hostess.
Draw the Raffle.
AFTER THE EVENT

Have the order delivered to you so that you can check everything is in order and then take it to the establishment - check it again with the proprietor for them to distribute.

TIPS

You have made new customers so make sure you stay in contact with them and look after them – you do not want one-off orders. The idea is to build a long term relationship with these people so that they will constantly buy from you.
Let them know of any new products or new ranges – and offer them some incentives every so often to keep them interested.






