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Sylvina Consulting

Sylvina Consulting provides business development, compensation plan design,
software advisory services and more to home party plan and network marketing
companies.

We have 25 years of experience with projects working with more than 400 direct
selling companies, including clients at the concept stage, companies in
development, young businesses, and established multinational firms.

Sylvina Consulting develops, reviews and improves

+ New Business Concepts + Compensation Plans

% Business Plans % Recognition Programs

« Budgets + Hostess Rewards Programs
% Key Operating Indicators % Marketing Collateral

+« Pilot Programs +« Training Materials

% Marketing Plans % Policies and Procedures

+« Strategic and Operational Plans « Forms

% Recruiting Strategies % Catalogs

« Starter Kits
Sylvina also provides information technology consulting services, including

+ Business Requirements Analysis
% Software and Vendor Evaluation
« Software Design

Data Migration

Project Management

L)

R/
°e

L X4

Executive search and specialized projects are also available. Contact us at
503.244.8787 or visit www.sylvina.com for more information.
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