
 

  

 

 

Why Warren Buffet is interested in party plan, why it seems to be recession proof 

and WHAT THIS HAS TO DO WITH COACHING ?!? 

I am told that Warren Buffet, the worlds’ richest man, is looking to invest in party 

plan businesses.  This really gets my attention! Why would he be so interested? 

In case you don’t know what party plan is, think Tupperware, Ann Summers Par-

ties, Pampered Chef or Virgin Vie.  If that doesn’t ring any bells, here is a brief defi-

nition from Wikipedia: 

“The party plan is a method of marketing products by hosting what is presented as 
a social event at which products will be offered for sale.  It is a form of direct sell-
ing. The primary system for generating sales leads for home party plan sales is the 
home party itself: the salesperson uses the home party business model as a source 
for future business by asking attendees if they would like to host selling parties, 
too. 

Direct selling through the party plan typically uses multi-level marketing - a sales-
person is paid for selling and for the sales made by people he recruits or sponsors.   
Single-level marketing involves just one salesperson who is paid for the sales he 

makes alone .  

In the past, the Party Plan model has been used primarily to sell items whose main 
appeal is to women by women, such as kitchen utensils, home decor items, jewel-
lery, cosmetics, handbags, and similar products. Recent additions to the field in-
clude lingerie, wine and sex toys. Sometimes a combination party is held, at which 
a wide variety of such merchandise is offered for sale. 

Party plan and MLM are big business and Paul Zane Pilzer predicts that they will 

create the next millionaires (P Z Pilzer 2005 Direct Selling News). 

Party plans are successful for many reasons but primarily because they work with 

the natural ability of human beings to come together in groups, network and so-

cialise. They create a good atmosphere; one which facilitates selling. (We will talk 

about coaching soon, I promise). 

“The need for gathering, belonging, congregating, the breaking of bread, which 

are huge human needs, has not changed”   Jan Ruhe 2004 

http://en.wikipedia.org/wiki/Marketing
http://en.wikipedia.org/wiki/Party
http://en.wikipedia.org/wiki/Direct_selling
http://en.wikipedia.org/wiki/Direct_selling
http://en.wikipedia.org/wiki/Sales_lead
http://en.wikipedia.org/wiki/Multi-level_marketing
http://en.wikipedia.org/wiki/Food_utensil
http://en.wikipedia.org/wiki/Home_decor
http://en.wikipedia.org/wiki/Handbag
http://en.wikipedia.org/wiki/Lingerie
http://en.wikipedia.org/w/index.php?title=Traveling_vineyard&action=edit&redlink=1
http://en.wikipedia.org/wiki/Sex_toy_party


 

  

 

If you haven’t been to a party plan party before, it’s really good fun. One of your 

friends will decide to Host a party.    The Host will then invite a group of people, the 

more the merrier because often some don’t turn up.   In return for Hosting the par-

ty she will get goodies, usually from the type of goods on sale.   If I get invited to 

one of these parties, I usually treat it as a night out, take a bottle of wine and settle 

down to enjoy the nibbles, wine and the company of good friends as well as maybe 

meeting some new ones.☺ 

Depending on the specific Party Plan, there might be a demonstration of the prod-

ucts for sale; perhaps a make-over, facial or maybe a cooking demo.    During an 

Ann Summers party, all sorts of intriguing products will be passed around, usually 

with lots of giggling … Towards the end of the evening, the guests will be invited to 

order the products and encouraged to host their own party.  

This technique for selling was pioneered by Tupperware in the late 1940s. They are 

still going strong with over 1.9 million consultants world-wide…  There are not too 

many companies that can say that after nearly 70 years - so they really got some-

thing right! 

We now know the power of networks, especially social networks.  Sites like Face-

book and Twitter have been built on the natural affinity of human beings to social-

ise and make connections.  Tupperware built an amazing business built on this un-

derstanding long before the internet was even dreamed of. 

People generally like to be invited to things.   They are happy to help a friend out 

and often will go along to share an evening with friends.   This is one of the reasons 

why party plan parties usually have a reasonable turn out.    When I host one of the 

Parties, it also helps me to catch up with people - especially those who don’t get a 

chance to go out very often.  Usually my decision to host a party is also based on 

my desire to help out the friend who has invited me to her party, as I know she will 

get more “free gifts” if I book a party!. 

About 5 years ago, after I had been coaching for a couple of years, I thought it 

would be good to offer some of the school mums a “taster” session.  Instead of 



 

  

 

tangible goods being shown such as underwear at an Ann Summers Party, I would 

hold a Life Coaching Party. 

 I wanted to show what coaching was about in a relaxed setting without trying to 

sell to people.  I had tried to sell coaching for the last two years and wasn’t work-

ing.  A radically different approach was needed.  And it worked.  People started to 

get interested in what I did, engage with me more and they wanted more.  In fact I 

had trouble keeping up, connecting everyone so that I could provide the next 

coaching experience. 

Then I had another idea.  Could we combine the learning from Party Plan with 

coaching?    Could this help coaches market themselves, build a tribe and sell their 

coaching wares?   

The answer is yes! 

I won’t bore you with the details of how Discovery Party developed as I want to fo-

cus on why Party Plan is such a strong model to use.    

The Internet has revolutionised the way we work, play, shop, communicate and 

pretty much every other aspect of our lives.  As coaches we are told to get a web-

site, Facebook page, Twitter and Linked In account, get your website optimised so 

that you are top of Google, pay for Google ad words, Facebook ads or other adver-

tising, build an email list and send lots of emails!  Do all this and you might get 

good traffic to your coaching website…. 

I don’t know about you, but I get so many emails these days, that it takes some-

thing pretty impressive to catch my attention.  When I go on the internet, I feel 

visually bombarded by flashing banner ads and snazzy websites, crammed full of 

information, and I often just switch off these days.  I get really frustrated when I try 

to find a specific person or service and end up with all sorts of websites and listings 

pages, that I start to give up.  It makes being “seen” as a coaching business, very 

difficult, yet we spend a lot of time working on our web presence, sometimes 

hours and hours each week. 



 

  

 

If you have read the previous report on the struggles of a coaching business, you 

will already know my thoughts about how difficult and costly it can be to market 

yourself.  Add together the costs of advertisements, networking do’s, leaflets and 

fliers and so on, and it can be astronomical.  Then consider all the time you spend 

each week on marketing; all that emailing, tweeting, blogging, Linked IN and Face-

booking… it really adds up!   

Now think about this: 

Have you ever seen an advert for a Tupperware party or a Pampered Chef party 

for example?   

No.  Because they don’t need to advertise or market themselves.   

Running the Parties is their advertising, marketing, sales, networking all in one.  It’s 

at the party that they show their wares and sell them.  It’s at the party that they 

get more hosts for future parties (I just hosted a Pampered Chef party recently and 

3 of my friends booked to host a party!).   Party plan parties self-perpetuate with-

out the need for fresh advertising all the time.   It is such a clever system. 

In her book “Let Party – how to succeed in party plan”, Jan Ruhe, goddess of party 

plan, gives sound advice for how to start the ball rolling, prospect for parties and 

how to keep them going.   

She advises: 

- Start today 

- Contact your friends and everyone you know and next... 

- Tell the world what you plan to do and do it 

- Take urgent action  

- Stay fired up for as long as it takes 

- Schedule one party a week for 52 weeks of the year! 

She lists 129 ways to prospect for parties … phew. I’m not going to list them here, 

but they include everything from just getting chatting to people and asking them to 

host a party, to having a stand at a local fair, to giving a flyer to your hairdresser.   



 

  

 

This is a model which requires you to really get out in the world, be seen and talk 

to people – and it works. 

She places great importance on “coaching” the host of the party beforehand – well 

we can definitely do that one!  You “coach” the hosts to make sure they invite 

enough people, get invitations out early, tell people what they are getting from be-

ing a host (it’s not the sort of coaching we would do as professional coaches, but 

our skills are really helpful with this). 

If you speak to people that run success party plan businesses, like my friend Mag-

gie who is a Pampered Chef consultant, you start to realise that genuine passion 

for the products they sell is really crucial. (I met Maggie through running a Discov-

ery Party, after which she invited me to speak at a large team conference, as a Life 

Coach!) 

If you are passionate about what you are offering, you don’t need to “sell”. This is 

what separates a successful party plan or network marketer from someone just 

earning pin money.   

When I realised this, I started to observe how when I speak about coaching, my 

passion is evident and people take notice.  I know that if you start talking about 

coaching, your passion comes shining through too.  People will want to buy a 

product that excites.    So combining the best of party plan with coaching really 

works, but only if the coach is able to authentically show their passion for their 

product – Coaching.   Half-hearted won’t do! 

I hope you have learned something about party plan in this report so far.  Pam-

pered Chef and Ann Summers are examples of Multi-Level-Marketing (MLM). MLM 

involves developing your own team of consultants. If your team earns money, you 

earn a small percentage of the income they generate.   That is why it is a financially 

lucrative model. 

Discovery Party is not MLM – obviously each coach keeps all that they earn, but 

we still use the amazing power of networking and party plan to build our business 

and our coaching tribe☺ 



 

  

 

It can be quite a long hard slog to build a tribe and get yourself known as a coach, 

which is why we really have to think outside of the box and come up with unique 

ways of working.  I feel that Party Plan has a lot to teach us and I hope this article 

has shown you some the possibilities it offers. 

If you want to read more about Discovery Party, please take a look at the website. 

www.discoveryparty.co.uk  

www.jengash.co.uk  
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