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INTRODUCTION
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The corporate ladder is not the only way to the top. You can build and climb your own personal ladder in the attainment of your goals. Any venture can be exciting and lucrative—it all depends upon how it is approached. Everyone has at least one unique talent which, when realized and properly nurtured, can be both emotionally and financially rewarding.

Climb Your Own Ladder will show you how to put imagination and creativity into a wide variety of service businesses. These ventures can be started inexpensively in or from your home. They can be continued on a part-time basis as a source of additional income for further investment in real estate, securities, commodities, fine art, and other growth opportunities. Or, later, the simplest venture can be expanded into a large and sophisticated full-time enterprise.

Many people are successful because they think and plan in concepts. Each activity they engage in leads to, supports, and enhances a succeeding endeavor of greater magnitude. This is the process by which small business operations grow into gigantic enterprises. In this book you will be shown how one endeavor can lead to larger opportunities in the same field. When a number of services in a field are integrated and provided as a full-service “package,” the potential for success becomes immense. We live in a constantly changing environment providing opportunities that previously did not exist.

A freelance copywriter can eventually develop his or her own advertising agency. A freelance business or political speechwriter can find him or herself in the upper rungs of the business and political world. The operator of a dry cleaning service route can develop a large chain of dry cleaning stores serving both individual consumers and large commercial establishments. The operator of a mobile lubricating and oil service for automobiles can become the owner of a chain of “lube and oil” concessions in self-service gasoline stations. A sex surrogate can advance to becoming a professionally licensed sex therapist. Security is an important concern in any organization, and a handwriting analyst (graphologist) can help a client corporation screen all levels of job applicants as to their personality, honesty, and other characteristics important to the operation of a well-organized company. A rug cleaning business can be started by one person with little capital and grow into a million dollar enterprise by securing assignments in the corporate world. These are but a few of the numerous opportunities discussed in this book. The possibilities are almost limitless.

As inflation increases, so let your income increase. The junior or middle management executive can put his or her expertise into the marketing and growth of many of the ventures that will be discussed. A housewife can learn a new skill or adapt a former skill or hobby into an exciting business venture.

A college student can work his or her way through school via independent ventures that are compatible with and enhance the college program being undertaken. Many of the business and marketing courses taken in school can assist the success of an independent business. And in turn, self-employment in college allows you to fully appreciate the academic program you are undergoing. Many of today’s corporate heads expanded a college venture into a successful enterprise following graduation.

The male head of household can supplement the family income during his spare time. In fact, there are many instances where a man has successfully left his full-time job to pursue a more lucrative career developed from his part-time venture.

Working people who seldom enjoy the tax benefits of the wealthy can create their own tax write-offs by deducting apartment, automobile, telephone, and entertainment expenses required to develop their part-time or full-time businesses.

There are many opportunities in which the entire family can participate, with each member contributing his or her special talents in the promotion and success of the business. This type of cooperative venture can add a new dimension to the family structure.

Despite the increasingly competitive business world with all its sophisticated computers, success still lies with the talents, creativity, and determination of the individual. Showing you how you can best use your talents to win success is the purpose of this book.

—Allen Lieberoff



A FEW IMPORTANT NOTES
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All the businesses discussed in this book are relatively simple to operate. Nevertheless, all business endeavors require a certain amount of paperwork and record keeping. The following are a few important points to consider when starting your business venture:

Almost all communities require a business license for the operation of an independent venture. Contact your city hall to obtain such a license.

The usual fee for a business license is $65 per year. If your business involves the selling of a product or products for which there is a state sales tax charge, it will be your responsibility to collect this tax from your customers, keep accurate records of these transactions, and periodically turn these tax revenues over to the state. All this is accomplished through the local office of your state’s Board of Equalization. If your state charges a sales tax for the residents of that state, contact the local office of your State Board of Equalization. They will arrange for the convenient payment of all state sales taxes due them.

To keep track of your profits, and as a basis for paying income taxes, accurate business records should be kept, and it is advisable that you enlist the services of an accountant, a bookkeeping service, or both to assist you in this. The fees you will pay them will be well worth it. The services these professionals can render will allow you more free time for the running of your business and the creation of more profits. To make it easy to work with a good accountant or bookkeeping service, establish a commercial checking account under your business name. All incoming business revenues should be recorded and deposited in this checking account. Likewise, all business expenditures should be itemized and paid out of this checking account. In this manner, your accountant can use your itemized check stubs as a guide to preparing important financial statements and tax records. Accumulated profits can always be deposited in bank accounts or money funds providing greater interest.

As your business enterprise expands, you may want to hire additional people to assist you in the attainment of your goals. Obviously, there is always the possibility of one of your employees getting ill on the job. To protect your employees financially (medical bills, time lost from work, compensation for continued suffering), and to protect yourself from devastating lawsuits, all states require that employers carry liability insurance on their employees. Many private insurance companies offer liability insurance policies covering various occupational hazards. However, not all companies will insure for every occupational risk. In this case, all states have a Worker’s Compensation Fund to provide insurance coverage that cannot be obtained in the private sector. Whether you insure privately or with your state, premiums are determined by the accident statistics on the particular type of work. For example, the premium for clerical workers (a relatively safe occupation) is approximately 35¢ per $100 paid them. Painters and wallpaperers require a premium of about $7.50 per $100 paid them. Movers of house furnishings and heavy equipment, because they can more readily injure themselves lifting heavy objects, require a premium of $15 per $100 paid them. These fees should be considered when determining your overhead and charges for your goods or services. It is possible to make arrangements with your State Worker’s Compensation Department or private carrier to make your payments in a manner that will always allow you to hire extra individuals spontaneously and have them covered automatically.

The expenses incurred in setting up and operating a business can usually be deducted from your income tax. In addition, if you operate your business from your home or apartment, or use your automobile or telephone in conducting your business, part of these expenses can be included in these tax-deductable expenses. Contact your accountant or local Internal Revenue office for exact rules and details for each year.

All the opportunities discussed in this book were researched in 1981 and 1982. These opportunities will continue to exist in the years to follow as they cater to the daily needs of consumers and industry. Because of inflation, however, projected expenses and profits will most likely increase. To calculate future expenses and profits for each opportunity, multiply the quoted figures by the inflation rate.

REFERENCE BOOKS

In many of the endeavors discussed in this book, I direct you to various reference books to assist you in getting started or acquiring clients. These books can be found in most community and college libraries in your area. If your library does not have one of the reference books cited, ask the librarian to call around to find a branch that does carry it.

Ulrich’s International Periodicals Directory—This reference lists magazines and newspapers according to subject matter. It will direct you to publications that contain general information about many industries, trades, and professions and the names of some of the individuals who work in them (your potential clients).

Standard Rate and Data—This reference lists all magazines according to industry, trade, or profession, giving the circulation and subject matter. It is especially helpful if you’re looking for likely publications in which to advertise.

Note: If you have difficulty in locating a particular magazine listed in one of the above reference books, write to the publisher informing him that you are considering subscribing to or advertising in his journal, and to please send you some sample copies for review. They will usually send you a couple of copies, and these can help you decide if subscribing to that publication will be profitable to you.

The Thomas Register—This series of books lists almost every manufacturer in the country, classifying them by product. It is an extremely useful aid when selecting equipment for your business or items you may want to purchase or sell.

Encyclopedia of Associations—This large book lists according to function every association or organization in the country, giving the address of the headquarters of each. Listings include trade groups, professional associations, athletic groups, philanthropic organizations, and medical associations, to name just a few. This encyclopedia is an invaluable aid in targeting specific interest groups who may want to buy your product or service.

By the way, your local librarian might be the most important resource you have for your business. Librarians are highly trained professionals who make it their business to keep abreast of every source book available that can give people important information in conducting their business or profession. If there is something you need to know, ask your librarian. He or she will know how to help you.

ON BECOMING BONDED

In many of the endeavors discussed in this book, you will have to convince your potential clients of your honesty and reliability. One of the best ways to do so is through a bond. A bond is an assurance against theft, granted by an insurance company. It protects a client against any possible theft that could be committed by the person he or she is doing business with (in this case you). It is up to you to obtain the bond. Before granting you a bond, the insurance (bonding) company interviews previous employers and investigates police files to assure themselves that you have no record of theft. If your record is clean you are usually eligible for bonding. The fee for bonding is approximately $35 per year for $1,000 worth of protection for your client’s valuables. Thus, your client knows that if you steal something, they will receive up to $1,000 in compensation from your bonding company. You can obtain $10,000 worth of protection for your clients for approximately $145 a year. Nevertheless, you know you are not going to steal. You just want to give your client assurance that you have no criminal record and that you are trustworthy. Thus, if you just take out $1,000 worth of insurance for the $35, you will be allowed to put the words “Bonded by (the name of your bonding company)” on your business card. To find bonding companies, just look in the Yellow Pages under “Bonding Companies” or “Business Service Bonds.”

BUSINESS CARDS

Another tool to project an image of professionalism and credibility is a business card. The information given on the card can be quite simple: the name of your business, its function, any slogans that you might have, your own name, title, address and telephone number. If you are bonded, include that information. Business cards serve to remind potential clients of your service and to help them locate you. Any printing shop can make them up for you.

A FEW TIPS ON SALESMANSHIP

Every chapter in this book includes a discussion of the many ways you can build up a large clientele for the business being discussed. Nevertheless, when approaching potential clients, you still must sell yourself. Obviously, you can read books and attend seminars on “salesmanship.” However, I would like to give you the basic rudiments for impressing and selling your client: Show an enthusiasm for your product or service and a sincere concern for the needs of your customer.

Everyone can be a tremendous salesperson when representing something he or she truly believes in. Unfortunately, it is not always easy to get a job representing a top-notch product or service. That is the beauty of this book. It allows you to create and develop your own service business—one you can be proud to represent.

If you want to do advertising copywriting for a company or agency, communicate your belief in that person’s product. When soliciting customers for a mobile automobile lubricating and oil or waxing service, show that you are truly interested in extending the longevity of your customers’ cars. A personal caterer should show clients that he or she would like to cater a dinner party that will impress that person’s associates and enhance his or her image. As a part-time or full-time travel agent, take an interest in your client’s vacation or business trip as if it were your own. Even if things are a little rough in the beginning, if you exhibit a belief in yourself and an interest in other people, everything will eventually fall into place.


1
WRITING OPPORTUNITIES
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ADVERTISING COPYWRITING

WHY

Everything is sold through advertising. Copywriters create the headlines, slogans, and text that attract buyers to a product. Pick up any newspaper or magazine and look at the ads or listen to radio or television commercials. Every time someone tries to induce the public to purchase a product or utilize a service, whatever is said about that product is known as “copy” and is written by copywriters. Advertising agencies, large and small, will have some permanent copywriters on their staff. However, in order to cut down on business overhead, many copywriting assignments are contracted out to freelance copywriters. If you have a good command of the English language, possess a fairly decent literary style, and have a feel for what people will respond to, there is no reason you can’t take advantage of these opportunities.

GETTING STARTED

People who have had a variety of jobs and experiences and are creative make excellent candidates for the advertising profession. Previous jobs, no matter what they were, make you more aware of the nature of people. After all, knowing how people react to certain stimuli is really what advertising is all about. The ad is the original stimulus. When people react positively to this stimulus (go out and purchase the product), the ad is successful.

To write an effective ad, learn as much about the product as possible. This can be accomplished easily by reading all of the client’s literature on the product, followed up if necessary by personal interviews with the client. After you become familiar with the product, ask yourself how you can describe the benefits and advantages of the product. Make the text informative, but also as concise and brief as possible. Don’t repeat any sentences or thoughts. Think up a headline or slogan that will catch the reader’s attention and induce him or her to read further. If you’re writing about a new kind of onion slicer, the caption might read: “AT LAST! NO MORE TEARS SLICING ONIONS.” The ensuing copy should describe the benefits of using the product.

Taking a creative writing class in a college or high school adult education program can help to develop and supplement your own natural talents.

FINANCIAL REWARDS

The average fee scale for a freelance copywriter is anywhere from $25 to $100 an hour. Sometimes a package price is agreed upon for one individual assignment. The price might be $200 for an assignment no matter how slowly or quickly it is completed. As your reputation for fine work develops, you will be able to charge larger fees.

ACQUIRING CLIENTS

Your two sources of customers are advertising agencies needing copywriting services to serve their clients properly, and the manufacturers of goods who handle their own advertising needs (these are listed by product in The Thomas Register). Advertising agencies will be listed in the yellow pages of the phone book.

When going after your first assignment, naturally you will not have a portfolio of previous assignments to show prospective clients. This can be circumvented in two ways: first, pick out any product known to everyone. Make up your own creative “sample ad” to show your prospective client what you can do. Secondly, if an agency is deliberating on whether or not to give you a particular assignment, offer to write it with the option that if they are not pleased with your best effort, they won’t have to pay you. Once you develop a reputation for creating good copy, however, you can command guaranteed payment.

One way to attract the attention of the manufacturers of goods and services is to look through newspapers and magazines, observing ads that are particularly impressive. Call or write the president of a company whose ad is well-done and compliment his or her agency. Discuss in your letter or conversation the possibility of handling some of the company’s other needs. If you see an ad you think is not effective enough and you have some constructive criticism, call and suggest how the ad can can be improved. This will involve you in conversation that can result in an assignment. Also, call on product managers (the company operator will give you names) to find out what their needs are and offer them ideas for developing successful ads.

Do not be afraid to approach large companies. Most major industrial organizations who produce a variety of products usually decentralize their operations. Each major product line is under the supervision of a product manager. This individual has the responsibility of marketing the product and is usually given a free hand in determining what advertising sources to use.

Another means of soliciting clients is to attend conventions held by a particular industry. You can go from one exhibit booth to another to speak with the marketing people. Quite often it is possible to solicit the business of several noncompeting companies. You may want to serve several varied industries; or you may find it more convenient to specialize in one particular industry. For example, you may have had experience working with medical equipment. This knowledge would help you in communicating with manufacturers of medical equipment to solicit their business.

Publications read by almost everyone in the advertising profession are Adweek magazine and Advertising Age magazine, both found in most main libraries. Place an ad in these journals to make advertising agencies and manufacturing companies aware of your services.

FUTURE GAINS

After you become proficient in this area of the profession, you might want to start your own advertising agency. In this capacity, you would not only produce advertising copy, but would also be responsible for providing the artwork for the ad and arranging for it’s production. Just as other ad agencies utilized your services to provide the copy, you can subcontract the artistic and production requirements for the ad to specialists in that field. Eventually, if desired, you yourself can become proficient in these areas or hire skilled personnel to work for you.

Operating a well-run agency can be very lucrative. In general, you take your copywriting, artistic, and production costs and double them to arrive at a professional fee for your clients. In addition, you receive an extra 15 percent “agency discount” from the publications in which you place your clients’ ads. If an ad costs you $1000 to produce, your fee to the client would be $2000. If you place a one-page ad in four magazines who charge $3000 per page, this amounts to $12,000 in advertising fees. Your agency discount of 15 percent amounts to $1800 for a total gross profit of $2800. As your accounts grow in size and number, these professional fees can escalate considerably.

FUND-RAISING WRITING

WHY

There are numerous nonprofit organizations—charities, hospitals, medical research groups, churches, colleges and community causes—constantly trying to raise money for their worthwhile endeavors. Most people don’t part with their money easily. That is why these groups will pay substantial amounts of money to people who can write bulletins and brochures to induce people to give money willingly to their causes. Writing for fund-raising projects and organizations utilizes the same principles as advertising copywriting, but in this case it is for a “good cause” instead of a product.

GETTING STARTED

There are books available that offer excellent instructions and guidelines for preparing an effective fund-raising campaign or writing brochures. One such book is The Art of Fund Raising, by Irving R. Warner, published by Harper & Row.

Most of the executives engaged in a fund-raising campaign are involved in the administrative end of the project. They don’t have the time (or often the talent) to write the campaign literature. To do this effectively, you will have to research your work by reading literature on the problem the money is being raised for, talking to people directly or indirectly involved with the problem, and getting involved emotionally in the eventual solution of the problem.

To get the hang of campaign writing, study fund-raising literature already in existence. These brochures and slogans can provide excellent examples of approach, tone, and style.

When writing your copy, draw the reader right into the heart of the problem. For instance, if money is being raised to find a cure for and help the people already suffering from a disease, write a brief description of what the afflicted person has to go through and contend with during a typical day. Naturally, you don’t want your text to be a tearjerker. Nevertheless, design your writing style to make the reader sit up and recognize the plight of others. This can induce the most resistant person to reach into his or her pocket and give.

To improve your natural abilities in this kind of writing, it would be a good idea to attend some classes in psychology, art, science, and finance.

FINANCIAL REWARDS

There are two ways in which you may be paid for your services: by the hour or in one lump sum. Whichever method is used, the efforts for a good job should pay you from $25 to $100 an hour, or a total of $300 to $500 for a letter and $1000 to $2000 for a brochure.

ACQUIRING CLIENTS

When soliciting clients, don’t call ahead for an appointment. Dress neatly and present yourself, boldly but politely, to the director’s office. Most likely, the person in charge will see you. After all, you are there to show him or her how you can bring in more money than they already have. Who doesn’t want to hear about this? Most important, though, have a sample outline of the steps you plan to take to increase their revenues.

Call on the heads of every religious group in your community. All churches and synagogues are constantly trying to raise funds to finance a multitude of meritorious projects, and most churches are small enough to be approached easily.

In most communities, all charitable groups seeking funds from the public are required to register their organization with the city to be screened for establishing their credibility. Contact your city hall to obtain a list of worthwhile charity groups for eventual contact.

FUTURE GAINS

Because so many functions depend on financial contributions, fund raising is “big business.” Eventually you can extend your participation from writing copy to directing an entire campaign. In this capacity, you would originate and coordinate all the activities that go into a financially successful project. This would include writing brochures, distributing literature, and arranging fund-raising dinners, entertainment events, and the sale of special products—the proceeds of which are contributed to the campaign. The financial arrangements between you and your client can be flexible. An ideal situation is to receive $100 to $200 per hour plus a percentage of the revenues.

For more information on making fund raising a career, write:

American Association of Fund Raising Council
25 W. 43rd St.
New York, N.Y. 10036

National Society of Fund Raising Executives
1511 K St. N.W.
Washington, D.C. 20006

Fund Raising Management Magazine

and

Direct Mail Marketing Magazine
224 7th St.
Garden City, N.Y. 11530

These organizations and publications can give you current information on fund raising techniques, different methods of billing clients, and methods of distributing fund raising literature.

WRITING ARTICLES FOR MAGAZINES

WHY

Most magazines cannot afford to employ full-time reporting staffs to research and write all the articles they publish. If they did, they would go broke just from their high payroll. So most magazines and even many newspapers use the services of freelance reporters who investigate and write about topics of interest.

GETTING STARTED

A good source for guidance and information concerning article writing is the magazine Writer’s Digest, published by Writer’s Digest, 9933 Alliance Road, Cincinnati, Ohio 45242. A good book on the subject, A Complete Guide to Marketing Magazine Articles, by Duane Newcomb, is available from the same publisher.

In general, it is easier to sell nonfiction material than fiction. The mere mention of properly selected nonfiction topics elicits attention. There is a wide range of areas to draw upon as sources for good nonfiction.

Magazines and other periodicals want to capture the reader’s attention. Always keep this question in mind: “Will the article sell magazines?” Personal interviews of prominent people always make interesting reading and are constantly in demand. The interview does not always have to be in-depth. Sometimes, just asking the person his feelings on one particular subject is sufficient. The Guinness Book of World Records is crammed with unusual people and feats. If any of the record holders live in your vicinity, they may be able to provide you with interesting information about themselves, such as how they developed the skill that broke the record, or whether they plan to attempt to break their own record. Professors on a college campus who are experts in one particular field can provide an in-depth look at the latest trends, theories, or discoveries. For example, a psychology professor might discuss how to interpret dreams. Whenever a rock concert comes to your area, go backstage and try to get a quick interview with the stars; they have often been known to grant them. After all, they can always use more publicity to promote their records. The police station makes an excellent source for writing about unusual crimes. If a celebrity grew up in your area, go through old yearbooks in the library of the high school from which he or she graduated. Contact classmates who still live in the same town and ask them for “human interest” information about that celebrity. These people may even have some old pictures of the celebrity which many tabloids would pay a small fortune to print.

Go through magazines looking for small articles on interesting subjects which you could research further and expand upon for use by other magazines. Industries might be able to provide you with the latest news on new technological breakthroughs. Every industrial association is listed in the Encyclopedia of Associations, available in your library. You may find it very profitable to contact the officials of these organizations for information on new achievements.

Medical schools and college life-sciences research laboratories may be making interesting medical breakthroughs in areas such as genetics. Professional think-tanks are another source of new ideas and concepts that might be of value in the future. You can locate these places by consulting the Research Centers Directory or Research and Development Directory in your library. For help in becoming a better interviewer, consult The Craft of Interviewing, by John Brady, available from Writer’s Digest.

FINANCIAL REWARDS

A good article will usually bring in anywhere from $100 to $1000 depending on the circulation and policies of the publication and the significance of the article. The average payment for an article is between $200 and $400.

ACQUIRING CLIENTS

Each year, Writer’s Digest publishes a book entitled Writer’s Market, which lists hundreds of magazine publishers, the type of articles they are looking for, and what they will pay for each article.

If you’ve already written an article, call up a likely magazine to find out the name of the editor who handles that subject. Contact that person, describe your article, and ask if he or she would like you to send it in. If it’s at all appropriate, the editor will probably be willing to take a look. If not, he or she may refer you to either another editor at the magazine or another more appropriate publication.

One of the biggest users of freelance material is the National Enquirer newspaper, found on most newsstands and supermarket checkout counters. It has been reported that in 1976 they paid out more than $3,692,800 for freelance articles. They can provide you with some excellent information as to what a tabloid such as theirs is looking for. Write them for a copy of “Free-lancing for the National Enquirer” and their “Scale of Payment” Sheet. Their address is:

Director of Communication
National Enquirer
Lantana, Florida 33464.

Also, buy a couple of issues of the paper to familiarize yourself with their format.

FUTURE GAINS

Freelance magazine writing can be turned into a well-paying professional career. It has been reported that many freelance journalists make over $40,000 annually. You could eventually join the permanent staff of a newspaper or magazine and from there work your way up to executive editorial positions.

SPEECH WRITING FOR POLITICIANS AND BUSINESS PEOPLE

WHY

Business people and politicians often persuade others to accept their points of view through speeches. Quite often, however, they find it difficult to assemble and articulate their thoughts properly. This is your opportunity to help them do so.

GETTING STARTED

There are many ways for you to become informed about a particular subject for which you get an assignment. When writing business speeches, interview the client-speechmaker to find out the message he or she wants to get across to the audience. Read industry brochures and newsletters concerning the subject. Your local library can help you with this. A good encyclopedia can serve as an excellent source for preliminary information and background on the subject. Other people in the field can also provide you with information. Free-lancing as a political speech-writer is a bit more difficult, since most politicians rely on their staffers for their speeches. It is, however, possible. A background in newspaper work is valuable in getting you started. And, of course, you need to be informed about current events and your client’s feelings and positions both on major national issues and those that specifically affect his or her constituency.

Valuable tools are your library’s Guide to Periodical Literature and Newspaper Index, which can provide you with instant information on what your client’s opponents are saying. This alone can give you valuable material for preparing interesting and effective speeches.

FINANCIAL REWARDS

A well-written business speech can bring anywhere from $200 to $2500 in fees. A political speech writer with good credentials can receive from $1,000 to $5,000 for a twenty minute speech.

ACQUIRING CLIENTS

The best place to attract the interest of business clients is to advertise in business and industry trade journals. A list of these publications can be found in Ulrich’s International Periodicals Directory.

When soliciting political clients, contact the local Democratic or Republican parties’ headquarters and inform them you would like to be of service to their candidates. Call on every officeholder in your community: councilmen, the mayor, state senators and assemblymen, the governor, federal congressmen and senators. They all have aspirations and need all the help they can get. Since you are a beginner, it might be advisable to prepare a sample speech to illustrate your knowledge and creativity.

When landing an assignment, you should not only ask the candidate what he or she wants to get across to the public, but also offer suggestions as to items you think are important and should not be overlooked.

FUTURE GAINS

Business-speech writers frequently obtain positions in the upper echelons of the business world themselves. Many people who have been speech writers for beginning politicians have ended up being their top advisors, confidants, and righthand people when they reached the top. Typical examples are Jody Powell and Hamilton Jordan, who started out with former President Carter when he was a gubernatorial candidate, and then followed him to the White House. Although President Carter is no longer in office, his important aides still command respect in society and are sought after to fill important roles.

WRITING GREETING CARD VERSE

WHY

Greeting card manufacturers require a never-ending flow of prose, verse, ideas, and concepts for their creations. No longer do people buy greeting cards just for a person’s birthday or a particular holiday. People are now buying greeting cards to relate thoughts to other people, whether they be serious, romantic, or humorous. Quite often, a person who is not planning to send a card will do so on impulse upon coming across a card that relates to a particular friend or acquaintance. The greeting card business is now a million-dollar-a-year industry. As in so many other businesses, much of the work is contracted out to freelance creators.

GETTING STARTED

If you are an aspiring poet, why not turn your talents toward the ever-growing greeting card world? Almost any thought you have can be directed to a particular market. There are numerous ways of expressing every type of human feeling and thought. To supplement your natural talent and interest in this field, it might be a good idea to purchase The Greeting Card Writer’s Handbook, by H. Joseph Chadwick, published by Writer’s Digest (see page 7 for address).

FINANCIAL REWARDS

A card company will customarily pay $1.50 to $3.00 per line of verse for everyday greeting cards, and from $15 to $75 for studio card ideas.

ACQUIRING CLIENTS

Almost every greeting card manufacturer in the country is a potential client. Even those who have their own full-time staffs can always be induced to utilize a new idea from an outsider who can give them an edge over the competition. The Thomas Register of American Manufacturers, located in your library, should contain a list of all the major greeting card manufacturers in this country.

FUTURE GAINS

As you become adept in this art, you can even start your own card company. At first you can distribute locally with just one card style or several different styles. Your line might consist just of humorous cards: You could come up with an idea for a cute cartoon-type animal with different messages for each occasion. Or if romance is your main interest, a series of romantic messages may serve to establish your identity. The possibilities are almost endless.

If you are artistic as well as poetic, you can design your own cards. If not, this task can always be contracted out to freelance artists. The actual manufacturing and printing of the cards can be subcontracted to a good printing company. If you do a good volume of business, a card that would wholesale for 50¢ and retail for $1.00 could end up costing you only 10¢ to print.

In the beginning, you can contact potential clients such as drugstores, department stores, supermarkets, liquor stores, stationery shops and boutiques by yourself. As business grows, you can hire freelance salespeople to represent you on a commission basis.

No matter what the state of the economy, greeting cards will always be used to convey messages and feelings.

COMEDY WRITING

WHY

Comedy occupies a large portion of the entertainment spectrum. Humor is often the foundation for night club acts, stage events, plays, movies, and television shows. Although delivered in a free-flowing manner, humor cannot always be spontaneous. In most cases, it takes the work of skilled comedy writers to create entertaining formats.

GETTING STARTED

How many times has someone told you to stop joking around? How often does a funny thought go through your mind, which you dismiss? Don’t laugh—or better yet, do laugh! This is the essence of humor. There is no definite format for laughter. Everything has its humorous side. That’s why there is such a wide variety of comedians and always room for more good ones. Comedians who come up with their own routines in the beginning of their careers, quite often utilize the services of good comedy writers as their careers begin to blossom and more performances and routines are required. It has been said that a good comedian or comedy writer is one who has a third eye or sixth sense in seeing the humor in almost any situation.

When thinking up jokes and routines, don’t be afraid to write down even the most far-out thoughts that might pass through your mind. Chances are they are also going through the minds of many other people. And if you can construct a routine that can act as a mirror to other people’s funny sides, you just might have a success on your hands.

Almost anything that happens in life is a source of humor. Read the newspapers. Many top comedy writers illustrate the humorous side of politics and world events. The ironic and controversial things that public officials do and say have been used by many comedians to break audiences into laughter. Does something in everyday life annoy you? Most likely it annoys everyone else, too, but no one says anything about it. Some examples are poor service in restaurants, airports, and department stores, or an obnoxious commercial on television. The problems of inflation, as frustrating as they may be, provide numerous opportunities for humor. For example, “Prices are so high, I saw a sign in the meat department of a supermarket saying: ߢFinancing available.ߣ”

Just let your thoughts run free; write them down and see what results. The rewards can be most gratifying.

FINANCIAL REWARDS

Night club circuit entertainers will usually pay $10 to $20 for a joke, and for good routines $200 to $400 for one-minute monologues. Top comics will often pay $1500 and more a five-minute routine.

ACQUIRING CLIENTS

Whereas big-time comedians might be hard to approach in the beginning, there are many comedians performing locally that might very well accept your talents. Watch their acts and talk to them backstage after they have finished. Show them some samples of your work. After you build up even a small reputation as a comedy writer, it will be possible to approach the bigger stars either personally or through their agents or managers. Also, as the younger comics you write for move up in the entertainment world, so will your reputation and fees.

To attract some of the bigger stars, advertise your services in the professional entertainment magazines such as Variety and Hollywood Reporter.

Lately, many products are being advertised in a humorous vein on radio and television. If you can think of a humorous approach to the marketing of any of today’s consumer products, contact the advertising agencies representing those manufacturers. Writing humorous commercials can pay extremely well, especially if they are presented on a national scale.

FUTURE GAINS

There are tremendous amounts of money to be made writing for television situation comedies, known in the industry as sitcoms. You might create your own original sitcom, get hired as a staff writer for an established sitcom, or work freelance contributing individual episodes for the established comedies. Writers for situation comedies can earn anywhere from $1000 to $10,000 a show.

RESUMÉ WRITING

WHY

Each year, millions of people aspire to new jobs. It is difficult for employers to interview each applicant personally. Quite often they depend on reviewing resumes to decide who is qualified for a personal interview. A resumé is defined as a summary of a person’s occupational and educational background. When properly written, it becomes a fantastic marketing tool in obtaining a desired position. In essence, a good resumé is a sales brochure with the job applicant as the product being sold.

If you can learn to write these personal “sales brochures,” there is an excellent chance of developing a successful business in doing so. Some job applicants write their own resumés. But just like doing one’s own income tax, it can become a perplexing and frustrating task. Just as it often takes a tax specialist to properly state a person’s financial situation, it often requires a skilled communications expert to assess an individual’s job qualifications and to then convey them on paper.

GETTING STARTED

Rather than teach you how to write resumes, we will discuss the essence of a good resumé and how to market your skills to the public. At the end of this section, we will list several books that do an excellent job of teaching resumé writing. Each book teaches a variety of styles. You might want to use one particular style most comfortable to you, a variety of styles appropriately selected for the needs of each individual applicant, or your own personal style developed as a composite of the styles you will read about. Whatever method you develop, there are several important rules in resume writing: A good resumé is concise, to the point, and no more than two pages long. Anyone can write endlessly; it takes an expert to summarize. The resumé should cover your client’s background, goals, job history, educational and military history, and some accomplishments and awards.

A good resumé requires a personal interview lasting from one hour to an hour and a half to give you an in-depth feeling for the talents of the client and how to communicate them on paper. The actual writing will require another hour to an hour and a half. Once you develop an expertise in this field, the interview and subsequent writing should not take more than one hour each.

CONDUCTING THE INTERVIEW

Believe it or not, most people, no matter how intelligent they may be, do not know how to express and communicate their true talents. This gives you an opportunity to stand out among any competitors. A good resumé interviewer should be somewhat of a job psychologist. You must know how to delve into a client’s occupational background and draw out the accomplishments that will most impress an employer. Don’t worry; if you truly like people and are interested in their success, this skill will develop quickly. In fact, it can become a lot of fun. Furthermore, a client receiving this attention will often inform his or her friends of your expertise.

WRITING TO SELL YOUR CLIENT

Some clients will have an impressive career background. These assignments will merely require a good writing style on your part. However, what about the individual whose accomplishments do not appear very impressive on the surface? Well, here again is an opportunity for you to establish your credentials in this field. No one is average or plain. As your ad or business card might say, everyone possesses something special about themselves and you bring it out. The supposedly average secretary might have been instrumental in untangling various administrative problems for his or her company. A purchasing agent might have been innovative in procuring some hard-to-find materials necessary in a company’s manufacturing process. A plant manager might have developed a new manufacturing protocol that reduced a firm’s expenses. Or maybe an advertising executive developed an ad campaign that dramatically increased a company’s sales. When accomplishments such as these are elicited from a client and properly written down, they contribute an important dimension to the resumé.

Upon completing the resumé, if your client is not able to meet you to check and proofread it, call him or her on the phone for a verbal reading. It should not take you more than fifteen minutes to do so. After the client approves your work, it should be typed by a professional manuscript typist or at an independent secretarial service (endeavors also discussed in this book) on an IBM Selectric typewriter or similar machine to give it a professional look. To impress your clients with the completeness of your service, 100 copies of their resumé for eventual submission to potential employers should be printed on an offset printing press. Many instant print shops offer this accommodation. A secretarial service will charge approximately $10 for the typing. The offset printing will cost approximately another $10.

THE COVER LETTER

While it is quite permissible for a job applicant to send a commercially printed resumé to prospective employers, each resumé should be accompanied by a cover letter personally typed by the applicant. To embellish your services and professional reputation, offer to write a sample cover letter for your client. He or she can then use this as a guide each time a resumé is mailed out. A cover letter should be a brief introduction to the applicant, his or her aspirations, and the contributions he or she can make to the employer’s organization.

BOOKS TO HELP YOU WRITE GOOD RESUMÉS

Resumés That Get Jobs
by Jean Reed
published by Arco Publishing Co.

Resumés for Job Hunters
by Maury Shykind
published by Arco

Resumés for Hard Times by Bob Weinstein
published by Fireside Books,
Simon and Schuster

FINANCIAL REWARDS

Resumé fees range anywhere from $25 to $200. It has been my observation that resumés costing only $25 are nothing more than drab compilations of an individual’s past experiences with a list of superlatives such as “greatest,” “terrific,” and “fantastic” added on. These resumés are unimpressive, suggest a shallowness on the part of the sender, and usually get thrown into the receiver’s waste basket. A resumé that sends a subtle message to the reader is the one that usually gets results. For this type of creation, you are quite in line to charge at least $150 for your services. And by informing your client of what you want to accomplish for him or her, you should not meet any resistance in obtaining your fee.

One half of your fee should be collected after the interview. The other half should be collected when the finished copies are picked up. If you charge $150, after deducting the $10 for the professional typist and $10 for the offset printing, you are left with a profit of $130 for two to three hours of work.

ACQUIRING CLIENTS

DIRECT ADVERTISING

In developing a clientele, direct your efforts to the people most likely to be looking for jobs. Executives from all levels of the professional and commercial world are constantly seeking new career heights through upward job changes. Advertise your services in the local business and executive magazines circulated in the community. Your librarian can direct you to the best publications. People looking for new jobs constantly scan the “help wanted” and “executive career” sections in newspapers. Place announcements of your services there.
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