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CPP Partnership Program Overview
· The overall goal of this partnership program is to create a relationship with an event planner or establishment that maximizes profit potential for all parties involved.
· Purpose:  To grow our businesses together with our partner(s) that establishes consistency in reliability, integrity, quality, and service.
·  The two primary areas of focus for our company are:
· An Extraordinary Over-The-Top, Above and Beyond level of Customer Service
· Incredibly High Standards in every aspect of our business model
· Our Core Philosophies:
· If we’re not having fun, then we must be doing something wrong!
· The quantity and quality of our relationships will determine the level of success, NOT customers, NOT clients!
· It’s all about them, what we want doesn’t matter. (Principle Key to Massive Success)
· Our company is the oldest and largest in the region.  We’ve been around for 31 years.

· We conduct Casino Fun Parties for private groups and companies as well as Casino Fundraisers for Charitable organizations.
· We’ve created a partnership program that will allow an event planner or an establishment to increase their bottom line profits and commissions by making it easy to offer our casino services to their clients.

· We’ve created a website that simplifies the event planning process by providing three different charts under the link titled, “Customize Your Event”. 
· The first chart identifies the maximum number of players at a table

· The second chart identifies the amount of space necessary where each game will be positioned in a room.

· The third chart lays out sample Casino table configurations based upon a 70% ratio of players to total attendees at an event.

· We will provide the event planner/manager with an Internal Pricing Guide which outlines the wholesale costs to the planner for dealers, tables, and all ancillary equipment for a three-hour casino party.
· The Internal Pricing Guide also outlines what we believe the tables should be priced for retail purposes.  The Internal Pricing Guide is the same guide CPP uses for quoting our own clients directly.

· All of our partners and sales reps follow the exact same pricing structure in order to make it fair for everyone.  By doing this, the focus needs to be based more on building a relationship and endearing the client rather than based on price alone.

· Looking back at the website Table Configuration Chart, once a table configuration has been settled upon, the event planner/manager should look at the Internal Pricing Guide and calculate the wholesale cost on the requested tables.  They may in turn charge their client whatever they wish and will secure their profit above their wholesale cost.  There is no maximum amount and many of our competitors charge a higher retail cost than we do.
· We will NEVER underbid an Event Planner…….What this actually means is that IF a planner notifies us that we are bidding on the same client and we happen to have underbid them, should we get the contract, we will run the agreement through the planner and reduce our wholesale cost so that their profit margin is locked in.  This ensures that our planners know that we will always support and back them up.  Our goal is to assist them in booking business and never to compete directly against them for the same client.
· We will rebate the Event Planner after the fact…….if a planner discovers within a period of one week following an event that we won the bid for a client by underbidding them AND can provide evidence of such, we will rebate the planner an amount equal to what they would have made had their quote been chosen.  The amount of the rebate would simply be the difference between their wholesale cost and the quote they submitted.  This ensures the Event Planner has certainty about our dedication to a long-term mutually beneficial relationship.  
· Wholesale Adjustment…….IF a planner notifies us that a client’s budget does not allow them to confidently submit a quote for an event; the planner should contact CPP and request an adjustment be made to the wholesale cost.  In MOST cases, we will lower our wholesale cost to the planner in order to support them in securing the bid for an event.
· We represent the Vendor if desired……..IF a planner should prefer, we are willing to produce an event where we do NOT advertise or promote our company in any way.  Instead, we will promote ourselves as the vendor.  This way the client’s perception is that the Event Planner is the resource for this sort of experience.  In order to truly build confidence in our Event Planner/Partners, we MUST be willing to forego the desire for our name to be recognized by client end-user and to absorb ourselves into the Event Planners corporate identity.  

·  Showcases……..Many of our Event Planners create opportunities to showcase their company and their services.  To support them with the Casino events, we offer to bring one or two of our tables to their showcase along with dealers if necessary.  The dealers will assist the Event Planner in the promotion of their casino services. There is no cost to the Event Planner for this service.
· Total Satisfaction Guarantee:  If a Planner is not totally satisfied with our services, we will not require payment for an event.  We are dedicated to 1000% total satisfaction on every level.  From the quality of our equipment to the professional image of our dealers and warehouse crews, we offer a beyond expectation experience.
FOR MORE INFORMATION ON WORKING WITH OUR CASINO PARTY PLANNERS, PLEASE CONTACT US AT 773-908-7447 OR 630-628-8150.  WE CAN ALSO BE REACHED BY EMAIL AT:  ALANB@CASINOPARTYPLANNERS.COM 

The information contained within this document has been developed for the exclusive use of Casino Party Planners, Casino Party Professionals, and all currently authorized representatives.  This presentation should be considered confidential material and is the intellectual property of Casino Party Planners and Casino Party Professionals. ©2009
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