Making Everything Easier!”

Direct Selling

FOR

DUMMIES

Learn to:

+ Navigate the Direct Sales industry
to pursue independent success

- Set your goals and manage
your time effectively

» Book, sell, and recruit to increase
your income

+ Harness the power of Social Media
to grow your business

Belinda Ellsworth







Direct Selling

FOR

DUMMIES

by Belinda Ellsworth

DUMMIES



Direct Selling For Dummies®

Published by: John Wiley & Sons, Inc., 111 River Street, Hoboken, NJ 07030-5774, www.wiley.com
Copyright © 2015 by John Wiley & Sons, Inc., Hoboken, New Jersey

Published simultaneously in Canada

No part of this publication may be reproduced, stored in a retrieval system or transmitted in any form
or by any means, electronic, mechanical, photocopying, recording, scanning or otherwise, except as
permitted under Sections 107 or 108 of the 1976 United States Copyright Act, without the prior written
permission of the Publisher. Requests to the Publisher for permission should be addressed to the
Permissions Department, John Wiley & Sons, Inc., 111 River Street, Hoboken, NJ 07030, (201) 748-6011,
fax (201) 748-6008, or online at http://www.wiley.com/go/permissions.

Trademarks: Wiley, For Dummies, the Dummies Man logo, Dummies.com, Making Everything Easier, and
related trade dress are trademarks or registered trademarks of John Wiley & Sons, Inc., and may not be
used without written permission. All other trademarks are the property of their respective owners.

John Wiley & Sons, Inc., is not associated with any product or vendor mentioned in this book. The Power
Hour™ is a trademark of Step Into Success and is used with permission.

LIMIT OF LIABILITY/DISCLAIMER OF WARRANTY: WHILE THE PUBLISHER AND AUTHOR HAVE USED
THEIR BEST EFFORTS IN PREPARING THIS BOOK, THEY MAKE NO REPRESENTATIONS OR
WARRANTIES WITH RESPECT TO THE ACCURACY OR COMPLETENESS OF THE CONTENTS OF THIS
BOOK AND SPECIFICALLY DISCLAIM ANY IMPLIED WARRANTIES OF MERCHANTABILITY OR FITNESS
FOR A PARTICULAR PURPOSE. NO WARRANTY MAY BE CREATED OR EXTENDED BY SALES
REPRESENTATIVES OR WRITTEN SALES MATERIALS. THE ADVICE AND STRATEGIES CONTAINED
HEREIN MAY NOT BE SUITABLE FOR YOUR SITUATION. YOU SHOULD CONSULT WITH A
PROFESSIONAL WHERE APPROPRIATE. NEITHER THE PUBLISHER NOR THE AUTHOR SHALL BE
LIABLE FOR DAMAGES ARISING HEREFROM.

For general information on our other products and services, please contact our Customer Care Department
within the U.S. at 877-762-2974, outside the U.S. at 317-572-3993, or fax 317-572-4002. For technical support,
please visit www.wiley.com/techsupport.

Wiley publishes in a variety of print and electronic formats and by print-on-demand. Some material
included with standard print versions of this book may not be included in e-books or in print-on-demand.
If this book refers to media such as a CD or DVD that is not included in the version you purchased, you
may download this material at http: //booksupport .wiley.com. For more information about Wiley
products, visit www.wiley.com.

Library of Congress Control Number: 2015948800

ISBN 978-1-119-07648-3 (pbk); ISBN 978-1-119-07618-6 (ePub); ISBN 978-1-119-07620-9 (ePDF)
Manufactured in the United States of America

10987654321


http://www.wiley.com
http://www.wiley.com/go/permissions
http://www.wiley.com/techsupport
http://booksupport.wiley.com
http://www.wiley.com

Contents at a Glance

INtroduction ................cuueeeeeecccaaacnneeeeacccacannnneeessaaaass |
Part I: Exploring the Direct Sales Industry..................... 5

Chapter 1: Direct Sales 101 ........ccoiiiieiiieiiceeeieeeeeeesee et veeaeeaeeaesvesrae e e e sreenes 7
Chapter 2: Choosing the Right Direct Sales Company ..........ccccevercierviinienieenenneennen. 31
Chapter 3: Working with Different Direct Selling Models........c..ccceceevenenineninnennns 41

Part 11: Building the Skills to Create a
Successful Business .............cccccueeeeeeeeeeeeeeceaacaaaceaes 33

Chapter 4: Keeping a Positive Attitude..........ccooevievieieieieeeceeeeeeee e 55
Chapter 5: Creating a Vision, Setting Goals, and Boosting

YOUTr PrOQUCHIVILY ...eoeiiieiiiieeietctctctet ettt sttt e 71
Chapter 6: Always Be Ready for BUSINESS ........cccooievierieiiniiieiecieciecieceeseee e 91

Part 111: Putting Sales Strategies into Practice........... 107

Chapter 7: Building Your Business on BooKings ............cccceeevivinininincceneneneee, 109
Chapter 8: Planning a Launch Party or ShOW..........cccecievieciieiiiecieeiecieceeceeceeeene 139
Chapter 9: Hosting Successful Parties .........c.ccocveviivieninniniiniinienieniesceseeneeseene 149
Chapter 10: Coaching Your HOSt ........ccoceriiiiiniiniiieccsccectereetesee e 165
Chapter 11: Social Selling: Direct Selling on Social Media..........cccceceecerienienienennnnne. 177
Chapter 12: The Power of One-on-One Selling ...........cccoeeeeeeiieciiecieeienieceeceeceeeieenne 209
Chapter 13: Sustaining Growth: The Fortune Is in the Follow-Up...........ccccevveruenne 221

Part 1U: Building an Organization ................cccceeeeeee. 237

Chapter 14: Attracting New Team Members:

Recruiting and SPONSOTING........cccceviiriiiriiriierienieeieeteteeese et resae s 239
Chapter 15: Conducting INTEIVIEWS .......c.ccecveeuieieiiiieieeeceereerre e 261
Chapter 16: Sponsoring New Recruits and Leading Teams...........ccceceeceeveerieneennnne. 269
Chapter 17: Group Recruiting: Holding Opportunity Events ..........cccccooceviininnenne 289

Part U: Operating and Maintaining
a Successful BUSINESS ..........uuueeeeennnnniiiiacaaaaaaaaaaaaaan 299

Chapter 18: Managing Your Money Wisely.........ccccoooeriririinnenenineneeeeeeeeeee 301
Chapter 19: Meeting and Communicating ..........ccoceeveeversersiennieniienieneeseeseeseesieene 309
Chapter 20: Networking to Grow Your Reach........ccccooveeviriiiniiiniiniiniinienienceeenne 319



Part Vl: The Part of Tenss .......cccccceeceeeeeeaaceeeeceaaaneeeeees 331

Chapter 21: Ten Mistakes t0 AVOId.........ccoecverieniiniinieniieenieciecestesee et 333
Chapter 22: Top Ten Resources for Direct Sellers ..........cccocvvviievierciencienieneeneeneenne 339
Chapter 23: Ten Benefits of Direct Sales..........cccooereririninneiieeeeeeeeee 345

JRARK ......eenaeaaaieancaiennnaeeanccenncacennnceeansacenncacenncaee 3D ]



Table of Contents

INErOAUCTION .......eeeeeeaeeeeeeeeaeeneenaenacencenceasenncensenceaeances ]

ADOUL THiS BOOK .....evviiiiiiiiiiiceieeeeeee ettt eeaae e ens 1
FoOlish ASSUMPIONS.....cc.coiiiiiiiiiiicieeeceeeseese ettt st 2
Icons Used in This BOOK ..........oooiuiiiiiiiiiiieiiieeeeececeee et 2
Beyond the BOOK .......ccoooiiiiiiiiiiiiieceeteteeee ettt 3
Where to GO from HETE..........oooviieeieeeeeeeeeeeeeeeeeeeee e 3

Part I: Exploring the Direct Sales Industry...................... 5

Chapter 1: Direct Sales 101................ccoiriiiiiiiiinnnns. 7
How Direct Sales WOTKS.......ccccovviiiirieniiniententesteeeie et sne e 8
Understanding the Three Different Direct Sales Models.......................... 10

Network Marketing ..........cccvvecieeiiieeiieceesieeeee e 10
Party Plan.........coooiiiiiieeeceeee et 11
HYDIIA. .ttt 12
Who does best with each model? ...........ccccoevviviiniiiniinieieeeiee, 13
Your First Steps in Direct Sales .........cccocevvieriieniinieniineeieeiesiesieseeseeees 14
Why the Direct Sales Model Succeeds..........ccooeevieniinerniiniieniienienieneene 17
Personal Attributes and Skills
Needed for Direct Sales..........cooeeieeierierinieieeeee e 19
Belief in the product..........ccccoeeciieiiieiieiececeeeeee e 19
Vision and G0QAlS ........ccccveviirieniieiiieiieieeieete et 19
Superior communication sKills ..........cccceecveriiiniininnenniinienienieeee, 19
PatIENCE.....eiiiiiiiete e 20
Interpersonal SKills ..........cccoeeeiiieiiieciieee e 20
Presentation sKills ........cccooiiiriiniinieeeeeeeee 20
Ability to recognize buying CUes...........cceecveeierieneeneeseenieesieeieeienns 21
CUSTOIMET CATE.....eeeveeieeieeiieiiettesieeste et eteesteebeeaesssesstessaessnesssensnenses 21
Technological aptitude .........cccecevviiriinciiniinieee e 22
Commitment to personal development ............ccccecevveviieeciieenneennen. 22
Different Ways to Work Your Business...........ccccocveeeiieiieeciieccieecceeeieene 23
Live presentations and home parties...........ccoceeveevervennennieneenennne. 23
Trade shows and vendor eVents..........cccoceecveveenieecieesieecieeieseeseene 23
EVENt PArti€s......cccveeiiiiiiiiieiicieceee ettt 24
Online marketing and online parties..........cccoecevevercienvienrienieenceeneenne. 25
FUNAIAISING .....ecvveiieieieseeeeteee ettt esnens 25
RE-SEIVICING ..ottt 26
Personal shopping experience..........ccoccoeceevervenieniiennecneeneeneeneene 26
A Brief History of the Direct Sales Model............cccccooiriniiinnenenenenenen. 27
Traveling SaleSIMEN........c.cccievieevierieeieceece et sae s 27
The INTErNet Qe .....c.ccvuieiiiriiiieeieeieeeeetee et 27

The emergence of social selling.........c.ccoecevveriennerieniiniinieneeeee, 28



(/i Direct Selling For Dummies

Chapter 2: Choosing the Right Direct Sales Company. ............. 3
What to Consider When Choosing a Company..........ccccccceeeueecieecveecvenneenne. 33
The Three P’s of Every COmMPany .........ccoceviereereenieenieeieeieeieeeeseeseeeseees 35

PrOAUECES ...ttt e 35
Profitability ....ccccoovieriiieiie e 36
50 03 -1 14 V-SSP 37
Special Considerations for Start-up Companies.........c.ccocceceevererereeeenen. 38
AAVANTAZES ....vieeieeieeiiecieeeceee ettt ettt eeste e beeaeebeeaeenae e 39
DiSadVanta@es .......ccceeveeriirriierieeieeie e sttt st e e es 39
Debunking the Myth of Saturation .........c..cceceeveeviriiinvinieniiinieneeeeeeen, 40

Chapter 3: Working with Different Direct Selling Models. . ........ Y

The Network Marketing Model ...........coccoviiviininninninnenienieeieeeeneeseeen 41
Recruiting in Network Marketing..........cccccoevevieniinennenninnienieneene, 42
Sharing the product and the opportunity ..........ccccceeevveviiecieeeennnnnne. 44
Who is best suited for Network Marketing? ...........cccccoocvreneneecnnn. 45
What does it take to be successful? ..........ccoooeviriiiiicninnineenn. 46

The Party Plan Model...........cccoiviieviiriiniiiieneeeceeieeteeeete e 47
Recruiting in Party Plan .........ccoccovivviniiniiniiicccceeceeeeeeeee 48
Sharing the product and opportunity.......c..cceceeveeverviervenvienceeneenne 49
Who is best suited for Party Plan?............ccccceeoiiiiiiinciieiieieeeene 50

The Hybrid Model..........cccoooiiiiiiiieieieteteeeeeee ettt 51

Part 11: Building the Skills to Create a
Successful Business............ccccccaaaaccccuueeeeeeeeeeeeececcacaeee 33

Chapter 4: Keeping a Positive Attitude. . ......................... 55
Staying Successful: Attitude Is Everything.........ccccceeveevenciincinceecieneeen. 55
Sharing your enthusiasm with everyone.........cccccccceevuvrviinnieniennnne. 56
Being excited while out and about ...........ccccceeveriiiinvinninieniee, 58
Learning to deal With NO .......c.coevieirieeeeeeee s 59
Finding the silver lining in everything..........ccoccoevevniiniinnennennenne. 60
Staying positive on social media..........ccocceveririrnieiienenecees 62
Being a strong role model for your team............ccecceevuervriecieerennnnne. 62
Overcoming Self-Doubt ..........cocieiiiiiinieieiecececeeeee e 63
The four cornerstones of belief ...........ccocevvienieniininniniinienienee, 64
Starting with self-talK..........ccooceverieircieeeesecee s 65
Building confidence and self-esteem............ccoceeververienninnienneenennne. 65
Getting Out of YOUr OWN WAy ......cccceviiriirinieieieienieeeeeeteeeee e 66
Settling fOr I€SS.....uiiiiiiiiieieeee et 66
Avoiding resignation .........c.ccccecieiiieriieienieeieceeeee e 67
Managing perfectionism and procrastination...........cccccceevvervennnnnee. 67
Staying away from denial and blame............ccccevverierviriinvienciennenne. 68
Taking risks: Getting past the fear.........ccccoocevinniiiniinninniniee, 69

Comparing yourself to others ..........ccoceveverinieieneneeeeeeeeee 70



Table of Contents

Chapter 5: Creating a Vision, Setting Goals, and

Boosting Your Productivity. ................ccciiiiii i n
Vision: Your Big Picture of Why .......ccccocoeiiiiiiiniieeeeeen 72
My vision in direct Sales ..........cccoevveeierieiiienieeeceee e 73
Your vision will change............cocvevieviieiieniiiniinieceeeeeeeee e 73
Being a leader and helping
others with their ViSion .......c..ccocoviiviiniiiiinieeee, 74
Goals: MileStOnes t0 SUCCESS ....ccvvuerierierierieieieieieee et sre e eneens 75
Goals don’t have t0 be SCATY....cccoeceeieieieriereeeeeeee e 75
Setting intentional goals: The five Ds.........cccovveeievieciinciieciecieeene, 76
Be Rewarded: Strive for Company Incentive Programs............ccccccune... 78
Productivity and the Power Hour..........ccccoviiiiiinniinniiniiniccieceeceeen 79
Your 15 minutes on host coaching..........ccccoeveevereeecieceninieieeeennn 81
Your 15 minutes on bOOKING .......cccceeveierierierieeeeeeeeeee s 81
Your 15 minutes on reCruiting .........cocceceeververenereeiesieneneeeeeeeene 82
Your 15 minutes on customer SErviCe .........ccceceveeieceeneeneneneeeenees 83
Developing Important SKillS ..........ccccceiviinienienieieeieeieeieeeeeee e 83
The POWET Of fOCUS ......eovvieiieieeieeieceecceee e 84
The power of commitment .............ccceeeiieiciiieiiicieee e, 86
The power of CONSISTENCY.......cccceviiriiriiiniiiieeeeeeee e 86
The power of organization, or lack thereof.............c.cccoccevienninn 88
Chapter 6: Always Be Ready for Business ....................... 91
Always Be Ready to Give Out a Business Card..........ccocceevevererereneeeennn. 92
Keep Catalogs With YOU.......ccceeieviiiiieiieecececececeeeee e 94
Have Host and Opportunity Packets Handy ..........cccocoeevveeciinciincienieneenen. 95
Plan Your Show-0n-the-Go...........cccceeviiriiniinieniiienieeecieeteee e 96
Create Your 30-Second Commercial .........cccceevueriieriieniieniieniienieneeneeseeeen 99
DYESS fOI SUCCESS...cuviiieeiriieieieriieeeeeeeteteste ettt aessesaeeseene 102
Know Your Next Available Dates..........ccooeverieirienieninieceeeeeneeee 103

Part 111: Putting Sales Strategies into Practice ........... 107

Chapter 7: Building Your Business on Bookings ................. 109
Understanding the Importance of Bookings ...........ccccceevvevviiniieniiineincnnns 110
Keeping Control of Your Calendar ...........ccocceeeeeviieniieiieeciecieceeeeeeeeeneenne 111

Setting a schedule...........cccooiriiiiiiiieeeee e 111
Booking for sooner, not later ...........cccceevevienieneeneeieeeeieeeeene 112
Setting goals for your calendar ..........cccoeceevvenieneenencencienienieeens 112
Knowing your next available dates...........cccccevveveevenveniinnienciennen. 113
Weave dating your calendar............coceecvevcieriinieneeneeneeneeneeseennees 113
Scheduling Appointments and BooKings...........cccccveveevieecieneeccieeeenneens 113
Jump-starting your bookings..........cccceeveeeiiniininniiniensenneneneeene 114
Practice, practice, practice..........cccoovvevviiiiiiinniiiiiiieeeeceee e 114
Building momentum for your future business..........ccccceeveruennenn. 115

Building your Booking Lead NotebooKk ...........cccoceeverciiriiinnienceennnnn. 116

vii



(/iii Direct Selling For Dummies

Securing Bookings or Appointments ...........ccceceevveevieerieecieeiieeieeeeeeesneenns 118
The casual apProach ........ccceeceeciieciiiiecieeeeceee e 118

S€€ the PEOPIE ......oieiiiieiieeeeee et 119
Enlist your friends .........cccooveeveeiiniiiiienieceeseeeeeeee e 121

HOSt YOUX OWI PATtY....covieiiiieiiiniiiiertent ettt 122

Why People BOOk — Or DOn’t......ooueeiiiiiniiieicieciccieceeiesee e 123
Three Power Questions to Get the Reluctant to Say Yes.........cccccveuneene 125
Planting Booking Seeds..........ccooiviiieiiiieniieieteee e 126
The BooKing TalK........ccoeieeiiriiiiieeieeieciectestese et eveeee et eesaeesae e 127
Tips for Securing More BooKings ..........ccccevievieviieiieieeieeieeieeeeseeneenne 128
Overcoming Common ODbJections .........ccceceeviiriiiriieniieniienieneeseeneeeenne 130
“Let me check with my friends first”........ccccoovevveriiniiniiniinieene 130

“My friends are partied OUL”..........cccceevieciieieeieeecce e 130

“My house isn’t big enough”...........cccooviririiiiiiieeeee, 131

“I don’t have any time — I'm t00 buSy” .......ccceevueevieeciinieeieceeene 131

“I think I just want to do a catalog party”........ccccceeceevievierciereennnne 131

Tips on Finding New BUusiness ........c.cccecueviivienienieniineeiecieeeeeeeneenieenne 132
Using your social network for referrals .........ccooceeverviinvennienceennnnn. 133
Getting leads from leads ..........cccoovveveevieeciienieieeecece e 133

Go where your CuStOmMEers are..........ccoceveeeeierienieneneeceeeeeseeeenes 134
Chapter 8: Planning a Launch Partyor Show .................... 139
Understanding Why Your Launch Party Is So Important....................... 141
Preparing for Your LauncCh........c.cccceeviiiiiiiinieniececcceciecee e 142
The 1-2-3s Of INVItING ....eovvieiiiiiiiiieiececeeeeeee e 144
Having a Back-Up Launch........ccocooieieieninericeeeeeeeeeeeeeeee e 145
After the Launch: Introducing My Two-Booking Method....................... 145
Your first tWo Parti€s ........ccceeecerecieeiiieciiecee e 146
Your second tWo Parti€s.........cceceecvievieecieeiecieeieeeeseese e 146
Your third tWo parti€s..........cccceeceeviieieeciieieciececeeeee e 146
Chapter 9: Hosting Successful Parties.......................... 149
A Brief History of Home Parties.........c.ccccoevieeviinienienieniceeeeieeieeeeene 149
Understanding the Appeal of Home Parties.........cccccooevvierciinciinienceennnns 150
Creating DESITE .....ccocieeeeieieiececee ettt ees 152
Giving Your Opening TalK ........ccccvevieieierenineeesteeeiee e 153
What NOt t0 dO .ceeeeirieiciec e 154
Creating a powerful opening talK..........cococeeviivienininininneeee, 155
Example opening talK...........cccooveeevieieniniceceeceeeee e 156
Giving Your Presentation ............ccoceeevievieniniceceeiece e 156
Presentation tiPs.......cocooieiieiiieciieie et 157
Building more desire for the product ..........cccceeveeveriiniinienneennnn. 157
Giving Your Booking TalK..........ccccceeiuieiieniieiiieieciecieeeeeee et 158
Choosing what t0 SaY ....ccceeerviriririeereeee e 158
Building desire for hosting .........cccceceevierienienieniccecececveevene 160

The Recruiting TalK........cceeieiiiriiiriieeieeiecteseee e sae e 161

Upselling, Checkout, and ClOSING .........cccocvevieviriierniinienienienieneeneeneenne 161



Table of Contents

Chapter 10: Coaching YourHost . ......................... ..., 165
Understanding the Host’s Motivation..........cccccceeievieieeciencienieccieeeeeene 166
Coaching on Attendance and Outside Orders.........cccceeevevevereereeneenennns 167
Keeping Your Host Excited, Engaged, and Informed............ccccceeveenennne 168

Building excitement.........cccceeveeiiiriiiiiienieniceet e 169
Keeping your host engaged...........ccccoeeviiicieeiiiicieecieeceeeee e 170
Keeping your host informed............cccceoeviriirnieneninenieeieeseeene 170
The day you booK your hOSt ........c.ccceevieeienienieeecece e 171
The day after the first contact .........cccoceevveriinienceenienciceeieeeeeene 171
The first phone call..........cooovevieiiiiiiierieee e 172
When the invitations are sent ..........c..cocceceevevenenencnnenencnenenene 172
The booster Call.........ccocociviniiiiiiiccccceceeeeeeseeene 173
The day of the Party......ccccooeveeieieeeeceeeeee e 174
CloSING the PArtY....c.cccieieeieciecieceeeee ettt 174
Thank-you note immediately after...........cccocevvverienienciniiniieniennn, 175
Two weeks after the party......cccccccvvverveecienienieneceeeeeeene 175
Host Coaching Online ..........coccoveriieniieniiniinieeeecieeeeeeete et 176

Chapter 11: Social Selling: Direct Selling

onSocialMedia.............cooiiiiiiiiii s 177
Choosing the Right Social Media for Your Business..........ccccccceueruennnne. 179
The Five Cs of Social Media........ccccooeeeeeenenenininieicicnincreeeeecenenienne 180
Facebook for Direct Sellers .......c..cccooerereirenieinenieininecneeseeeieseeeeneene 182

Reviewing Facebook’s strengths............cococeeiiiiinininniiiineneee 182
Setting up a Facebook Business Page .........cccccoeveevieciieciieciecnennnnn, 185
Using your personal Facebook account
for personal branding.........ccecceecvevieneenienieneeeeseee e 187
Hosting Facebook parties ..........ccoccovvuevvieniiniininnecenienienieeeenene 189
Instagram and Pinterest: The Power of Photos...........ccccoeviniiniinnnnns 194
Twitter: Community PreSence .........cccocevuevieeieieiienienereeeeeeeeeseeene 195
Building your audience on Twitter..........cccocevievieviecieciieiecieeen, 197
Hashtags eVEryWhere.........ccocveciieiiiiiriecieseese e 198
Capturing the Social Sale...........ccocvviiiiiiiniinieiieeeeeeeeeeee e 200
The Virtues of BIOZING .....c.ccccovviiriiriiniinieicecieceeeeeesee st 201
Increasing visitors to your website .........cocevveveiveniiniiniienienen. 202
Increasing search engine visibility .........cccccceevviiniciiiniienciieieceee 202
Positioning yourself as an industry expert..........ccccceceecveevveevennnnne 202
Creating customer relationships .........cccceeveevieecieeciencenieeieeeeeene 203
Selling through your blog .........cccecvvviiriiinienienieeceeeeeeeeeeenn 203
Getting your blog noticed.........cooevvirriiiiinniiinienieeienieneeeeseeeenn 204
There’s an APpP fOr That........cccoecieiieeieeieceee e 205
Designing your own graphics and invites..........ccccoceeveeevevienenennnne 205
Organizing your material ..........coccecererinenieiiereeeeeceeeee e 206
Keeping an eye on time management............cccceeceeveecieecreesvenceennnens 206

Incorporating business SErVICES........ccccevverierveneereerienienreneennens 207



X

Direct Selling For Dummies

Chapter 12: The Power of One-on-One Selling................... 209
Selling with One-on-One Appointments..........cccocveviereerieeiieeieeseeeeeseenne 210
Getting One-on-One Appointments .........ccceceevieerierrieniieniiesieeseeeeeseeseenne 211
Perfecting the Details: What to Do and Say........c.cccceeveevierviiniienvieneenennns 213
Selling While Out and ADBOUL .......cccceecieriiriiniieieeeeeeeeee e 214

Executing a Show-on-the-go.........ccccccuveeiiicieeiiiicieeeeeeeee e 215
Starting conversations .........coceeeceerierierenieeeeeree e 215
Distributing promo Cards .........c.cocceeviervieeierienieneeseeie e 216
Using wear-to-share and other promotables...........c.cccccuvrverrennenn. 216
Having product handy.........ccceeevviiriieniiinienienieececeeeseeeeeeeenn 217
Enhancing the Personal Shopping Experience..........ccccccecerviinviinennenns 218
Identifying the target audience..........cccoecevveiniiniinenninninieneenene 219
Finding the right service to introduce your product.................... 219

Chapter 13: Sustaining Growth: The Fortune

Isinthe Follow-Up. ... s 221
Warm and Cold Markets ..........cocoeoeeererinenennenicnenineeeeseneeeseeseeeeeeee 222
Being likable and trusted........c..ccocevvierviiriiniiniieeee 222
Getting referralS.........cooveeieeiiiieceeeeeeee e 223
Being systematic about customer service...........cccceecvevrircrereennnnn. 223
Following Up with Booking Leads .........cccccevvtevirviiiniineeienienieeeeneeneene 224
Following Up with HOStS ......cccoiiiriiiniiiiiiecececeeee e 226
Following Up with CUStOMETS .......c.cccveeiiiiiiieieeieeteeieere e 227
Following Up with Recruit Leads........cc.cooueviiviiiiniiniinicnicniceeeceeee 228
Hot and warm recruit leads..........ccccovererininnienenineneeeeneee 228
Brrr! Cold recruit leads ........cccoeeeeiienineniniiieiceneeeeeteeseeene 230
Removing the Guesswork: Using the 2+2+2 Method
Of FOIIOW-UP ...ttt ettt et r e aa e e 231
2-day fOllOW=UP ....cocceiieiiieeiieeee ettt s eae s 231
2-WEEKS JateY ..ot 233
2-MONthS TAter ..oviiiiiiiiiee e 234
Re-Servicing: Customer Care Is Key ........ccovvevieviiiniieiieeiienieeieceeseeseene 235

Part IU: Building an Organization....................cccceeeee. 237

Chapter 14: Attracting New Team Members:

Recruiting and Sponsoring.................cc i 239
The Rewards of Recruiting...........c.ccccceveeiieiiineciieceeeeeeee e, 240

The Rules of ReCruiting..........cccccooerieiiiiniieieeeeece e 243
AIWAYS INVILE ..oevicieceiiciiecieteeee ettt 243

NEVET PrejUALE. .....ccuveveiiiieieeieecieeie ettt et saeete e ebeeaesanens 244

Always do the recruiting talk no matter what..........ccccceveueennnnee. 245

Look for leads instead of recruits..........cceevveeeevieeiceviieiceinieeecnneen. 246



Table of Contents

The “Why” of Recruiting: What’s in It for Them.........ccoceoeveeiiveninnnncnne 247
Financial freedom or inCoOme...........cccoviviriiriieieninerceeeeseee 248
Flexibility Of tiMe .......ccooieriiiieiiee e 248
Friendships ......coooiioiiieiecceeeeeeeee e 251
RECOGNITION......ciiiiiicieieeeceee et 251
Personal growth and self-esteem...........ccccooceeviininneniinninnienceennn. 252

Getting People Interested...........ccooveevieiiiecieeciiciecieceeeeee e 253

How to Lose a Recruit Lead .........ccoceeieieiiieniinieieieeeeeeeee e 256

Using Follow-up and Good Customer Care ..........cccceeveevueecveeveseeneenennne 259

Recruiting on Social Media..........ccccoeeeeieriiienieieieieee e 259
FaCEDOOK .....coieiiiiiiiee et 260
LinKedIN.....coooviiiiiiiiie e 260
YOUTUDE. ...ttt 260

Chapter 15: Conducting Interviews. ......................ccouus 261

Setting the Stage: Creating Interest..........ccocoeeeeevieiieieecieeececeeeeeieee 261

Asking for an INtervIeW ..........ccocvvieiiiiiiiciiceeeeeeeee e 262
HOW 0 @SK ..ttt 263
WHhO t0 @SK ..ot 263

Interviewing a Potential Recruit: Phase 1.......cccccoviiviniiiniiniiniiniiens 264
WHhat 10 SAY .euviiieiierieicteteeee ettt 264
What to do about indeciSion ..........cccceeeereveeceninicnnencnnenceeeenes 265
What no really Means.........cc.eceeciieciiecieeieeiecieeeese e esre e saeesae s 265

Interviewing a Potential Recruit: Phase 2...........cccocovevieeienciinienieieees 266
WHhaAt 10 SAY .euvieeiiiieiieiierteeeeete ettt sbe e e ae s 266
The beginning of training........ccccecevvieriieniiniiinieeceeeeeeeee 267

Chapter 16: Sponsoring New Recruits
andLeadingTeams ...ttt 269

Getting a New Team Member Off to a Great Start.........ccocevvverveeneenenns 271

What It Means to Be a Leader ..........coccovvevvieniiniinienieiceeieeieeiesieeene 274
Setting goals and building vision in others .........cccccoccevvvrviinnennnenn. 274
Becoming a traiNer ...........ooeeeveeciieiieiecieeeeceese e 275
Knowing when to coach.........cocoviriiniiniiniiniiiineeeeeeee 276

Mentoring Team MEmMDETS ..........ccceerieriierieeniieieeiecieereeeesee e eeseeesaeenes 278

Working with Different Personalities ..........ccccecerieniiniieninninnienienienne 279
Electronic/Digital communication.........c.ccoeceevieneenensensieniieniennns 280
Phone calls and video-conference calls........c.cccoceevervierviirsienceennnnn. 280
Snail MATl...c.coireirinieiee e 281
Face-toface meetings........c.cceeeuieiiiciieiecieceeeeeee e 281

Using Team Facebook Groups ........cccoecverierieneesieesieesieeiecie e seeseesaeenes 282

Challenging Your NewW ReCIUItS .......cccevierieeiiieiiiriienieeieneeceeseeseeseesieene 283
Challenge: Announce your business to the world........................ 284
Challenge: Explore your virtual office..........ccccevverviinviiniiinvienennnnn. 284
Challenge: Get Organized ............cceeeeeeieeciienieeiieeieece e eee e 285

Challenge: Make a graphiC........cceceieninenieieeesecceceeeee 286

Xxi



X’ii Direct Selling For Dummies

Challenge: YoOur “wWhy” StOTY ......cccuevievieiiierieeieeieccieeie e 286
Challenge: Invite some friends..........ccocoeverviriieneninenneeeee, 287
Challenge: Fortune is in the followW-Up.........cccoceeveeciieciircieeiecieen, 288
It’s Always a Learning ProcCess .........cccoccovvvvviinerieenieneecieeciesieseeseeseenns 288

Chapter 17: Group Recruiting: Holding

Opportunity Events. ...t ienns 289
Looking at the Best Types of Opportunity Events ........c.ccccecvvveneenenns 290
Recruiting at EVENS ......ccccociiiiiiiiieieeiececeeeeceeeeeete st 291

Explaining the business model ..........c.ccccevviiniiniininninienierienene 292
Emphasizing the five needs direct sales fulfills .........c..ccccceceeenneee 293
Sharing the three Ps: Products, programs, and profits ................ 294
Encouraging them to make a decision ..........c.ccocceeeeecieeciiecieceennnn. 296
Planning and Staging EVENtS .........ccccccoeviiiiinieniececececece e 296

Part U: Operating and Maintaining
a Successful BUSINESS ..............cccieceeeciiieeeeeeeeeeeeeeeeees 299

Chapter 18: Managing Your Money Wisely...................... 301
Getting Spousal BUy-IN........ccccevieriiiiiiniieieciciececieceeee st 302
Paying Yourself and Keeping Track ..........ccocceveeviiiinneniienieniienieneeneenns 303
Watch Out for Overnight SUCCESS .......cocueviiriiniiniiiiecreeeeeeeee 304
Opening Your EYes t0 TAXES .......cccueiieriierieeciieieeieeteeeeeee e seeeseesseesneenns 306

Withholding, refunds, and loaning the IRS money ...........c.ccc.c...... 306
Tax benefits of a home-based business ..........cccoceeeveevircienciecceennnnn. 306

Chapter 19: Meeting and Communicating ....................... 309
Attending Your Company’s Conference............ccceceeveveeveecieesieesveecvennnns 310
Planning and Attending Successful Meetings ..........ccccecevvverciinvienceenennns 311

MOtIVALION ... eiiieiiiciieieeteeteteeee ettt s 312
RECOZGNITION.....cuiiiiiiiiiiiiieee e 312
Sharing information and important updates.............cccccveveevennnn. 313
TrAINING ..ecvieiieiecieeeeeeee ettt be e e sae et e e ve b e esaesseans 314
FriendShID ..ccciciicieieeeeeeeeeeee ettt a e 314
INEW PIrOAUCES ....oovviiiiieiiceeteeeeeetete ettt a e rees 315
Culture of OpPOItUNItY ....cc.coviiiiiiiiiieiereeeceeeee e 315
Communicating with Your Leader and Your Team.........c.ccceceerernernuenne 316
Communicating with your leader ...........cccccceevveevienviinienieeeereeiens 316
Communication with your team ...........cccoocevieiiiiinenenineeenee, 318

Chapter 20: Networking to Grow Your Reach.................... 319
INtroducing YOUYSEIS ........ccoieiiiiieieeiecieeteeeee et 320
Business Best Friends ........cccccvviieiieeienienieciceeeeeeeeve e 321

Finding the Right People to Network With.........ccccccevvivviiniiniiiniinienenns 323



Table of Contents X[ [[

Attending community eVents ..........cccceeeiieriieeecieecie e, 324
Using social media.......cccceververiiniiiniinieieneceeceeeeeeeeeeeeene 324
Creating friendsShips ........ccccevvieiienienieicecece e 326
Tips for Power NetWOrKking .........cccceecvevieniinienieenieeieeeeieeieeeeseeseeseeenee 327
Maintaining Connections After Meeting ...........coccevvevvienciiniieniienceenieenennns 328
Set Up an Advisory Board ...........coceeieviiniiniiniiiiciceceeeeeseeeeseeeee 329

Part Vl: The Part of Tens .......ccccceeeacvveeeeecccaccaaneeeeeeees 331

Chapter 21: Ten Mistakesto Avoid . ............................ 333
Not Starting with a Strong Line-up of Events...........cccccevevviviiinviincenenns 333
Being Afraid to Ask for a Party or Appointment..........c.cccecevvvirienienenns 334
Failing to Set GOAlS .......cooceeviiriiiiiirieeieetctetctce ettt 334
Lacking Commitment and Persistence ..........cocceccvevvievieeceeecieeiecceeeeeeneenns 335
Prejudging Customers and Prospects..........cccceceeveevienieninenceieneneneeene 335
Not Treating Your Business like a BUSINESS ........cccceoeecieecierienienienenne 336
LaCKING FOCUS.....coiiiiiiiiieeieciteectecteste ettt ettt saeesae e 336
Skipping Training and Development............ccoccevervinneniienieniienieneeneenne 337
Neglecting Business Relationships.........c..ccoceviiviininnenieniinienieniceene 337
Depending on Friends and Family for Too Long .........cccccecceviiniininenns 338

Chapter 22: Top Ten Resources for Direct Sellers................ 339
StEP INEO SUCCESS ...cuviiiieiieiecieeeetee ettt ettt a e e aeeseesreanes 339
Time Management .........cccceeueeiieecieeiieeienieeeeseeseesteesteesseeseeeesseessaesseesseenes 340
Organization and File Sharing...........cccccceveeeieiiniiniiciecieceeeeeeeeeeieee 341
Team Communication and Online Meetings ..........cccoeveevverviercienieeneenennne 341
Social Media Communication and Management............ccceccevevervvenceenennne 342
VIideO Creation ........cocieeiiriiniieiieieeieciecte ettt ettt 342
Images and graphicCs ......ccccccvieiiiieiiieeie e 342
Newsletters and EMail .......c.cccoeovieiieeieiiiniecieeeeeieeeeee e 343
Business Expenses and Money Management.............ccceceeeveevenveeneenneenne 343
Website and Blog Creation...........ccceecvevvierieniienienieneeseeseeieeveeve e 344

Chapter 23: Ten Benefits of DirectSales........................ 345
InCcrease in INCOME ........cceeciiiiiiiiiiieeiececeetee ettt 345
Flexible Schedule...........ooivviiiiiiiiieienierecece ettt 346
Be Your Own Boss and Work from Home ...........cccccovveriiniiniiniiniinene 346
Friendships and Relationships .........ccccocoeeiiiieiiiccieeece e, 347
Incentives and ReCOGNItioN .........ccceevieiiiniiniiniiiiieeeeececeeeeeee 347
BUSINESS SKillS....c..ciiiiiieiiieiiciicieeteeteete sttt steeaeeae e s eesaeesaeenes 347
Personal GrOWN ........ociiviiiiiiiiieeeceeeee e 348
1Y (5301 00) €13 1) » SO USSR UUUU SRR 348
Discount 0n Products ..........coccevveriienieniinienieecieeeeeeiesee st 349
Tax BeNefits......ccooiiiiiiiiiecceeecccecceet e 349

LT (3 TR . ¥ |






Introduction

Welcome to Direct Selling For Dummies! ] have been a direct sales
trainer for the last 20 years (after 15 years as an independent repre-

sentative), and for the last 20 years, people have been asking me to write a
book. Well, something always held me back, and I never did it, until . . . the
Dummies folks approached me to write a book on direct selling. [ jumped on
it. | had already written many guides for individual companies, but I knew the
direct sales industry needed a step-by-step, plainly written guide to navigat-
ing direct sales and building a successful business.

Despite what you may read on Facebook, creating and maintaining a suc-
cessful direct sales business involved a lot more than posting product shots
and pleading with people to “join your team.” Direct sales is like any other
business — it takes work. But the benefits of increased income, flexibility,
recognition, and personal growth all make it worth it.

If you picked up this book, [ assume you have been bitten by the direct sales
bug and are ready to take a chance on you. Just know that even though you
are looking to go into business for yourself, because you bought this book,
you are not alone. I am here for you every step of the way.

About This Book

A\

Direct sales companies do their best to provide their representatives with
relevant information about the industry and training guides to help them
succeed. But until now, there’s been no book or guide out there like this one,
simple and comprehensive. No other book on the shelves will take you from
the beginning of your direct sales journey all the way through to success.
This book is full of my training on every aspect of the business, from your
very first party or appointment to building a multimillion-dollar organization.

Keep this book on a shelf in your office or somewhere close by. It is perfect
to reference whether you are struggling with filling your calendar, recruiting
new team members, increasing sales, or working with a team member.

Anyone can succeed in direct sales, but the fact of the matter is, the indus-
try is currently very female, and I acknowledge this in my use of feminine
pronouns in the book. Rest assured that even though [ may be using she and
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her all over the place, the industry does have its share of men, especially in
the Network Marketing and Hybrid end of the spectrum (see Chapter 3 for
more on these models). That said, the bulk of this book is aimed at the Party
Plan model of direct sales, and I made the decision to allow the language to
reflect that.

Foolish Assumptions

[ can’t presume to know your hopes and dreams. What I do know is that

you picked up this book, which means you are at least interested in earning
income from home while running your own business and staying as busy as
you want. If you decide to go ahead and take the plunge, get ready to change
your life. Whether you're looking to pay for dance lessons for your daughter,
buy your first car, or pay off debt, this industry can help you, and so can
this book.

Now I don’t know what company you are interested in, whether you prefer
the Party Plan or Network Marketing models (see Chapter 3 for more on
those), or if you have any experience with this industry. If not, great — and if
so, great. There is something here for you either way.

I do assume that you have a vision of a better life for yourself. That you want
to chase your dreams, better your family situation, and experience personal
growth. I assume that you’re looking for a little something (or a big some-
thing) to finally call your own. And I assume that you are motivated and a
self-starter.

lf:ons Used in This Book

@.

Q&N\BEH

A,

=

NG/

o

Tips contain nuggets of useful, practical advice earned from years of experi-
ence in the field and training representatives.

Material next to this icon is stuff you should keep in mind for future
reference.

This serves to alert you to things that could cause trouble or cost you time. It
is meant to help you avoid common but costly mistakes.
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Beyond the Book

Once you read this book, you will be hungry for even more content.

In addition to the material in the print or e-book you're reading right now,
this product also comes with some access-anywhere goodies on the web. No
matter how long you have been in the direct sales industry or how great your
leader or company is, you'll likely come across a few questions where you
require extra help. Check out our free eCheat Sheet at www . dummies. com/
cheatsheet/directselling for some additional references you can book-
mark to keep handy.

In addition, there’s also some extra content that wouldn’t quite fit within the
confines of the book. Think of these as a kind of book version of “extras” that
come on a DVD. At www.dummies.com/extras/directselling you'll find
articles on promoting leaders and training your team, building out your skill
set, running your business, and putting sales strategies into practice. You'll
even find an extra “Part of Tens” chapter on using Facebook to promote and
expand your business.

Where to Go from Here

You may be thinking, if I can start anywhere, where should I start?

This book wasn’t designed to be linear. It’s a friendly reference, not a tutorial,
which means you can start or stop wherever you please. Take a look through
the table of contents or index to discover the areas that interest you most. Or
check for the sections that cover the topics you need the most help in.

If you're new to direct sales, the beginning is a great place to start. You will
learn a little bit about the direct sales industry, get some info on what type of
company may be best for you and your situation, and check out my new rep-
resentative checklist. No matter where you start,  hope you have fun explor-
ing the book and soaking up my 35 years worth of direct sales knowledge and
expertise.


http://www.dummies.com/cheatsheet/directselling
http://www.dummies.com/cheatsheet/directselling
http://www.dummies.com/extras/directselling
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Chapter 1
Direct Sales 101

In This Chapter

Understanding how direct sales works

Checking out the three types of direct sales models

Getting off to a great start with a checklist

Working on the right skills to succeed

Getting an overview on ways to work your business

Knowing a bit about the history of direct sales

ou may have been drawn to start your direct sales business for any

number of reasons, or perhaps you're still conducting research before
you move forward. Either way, | welcome you to direct sales, a distribution
model that has changed many lives.

Direct sales or direct selling refers to the sale of products or services away
from a fixed retail location. These products are marketed and sold directly
through independent sales representatives, also known as consultants,
presenters, distributers, and a variety of other names.

Direct sales reps are not employees of the direct sales company. Rather,
they are independent business owners who enjoy all of the benefits of being
self-employed with the added perk of being a part of a company that handles
operations like shipping, product development, marketing, and more.

You are in business for yourself, not by yourself.

Direct selling gives both men and women the opportunity to be in business
for themselves, add to their families’ incomes, and create the life they have
always imagined. The direct sales industry is filled with success stories from
stay-at-home moms paying for dance lessons, women retiring their husbands,
and families buying their dream home. Whatever your goal is, direct sales is
probably an industry that can get you there.
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Was your mother a Tupperware lady when you were a kid? Did your neigh-
bor sell Mary Kay? Did your family know an Amway millionaire? Even if not,
you’re probably quite aware of some of the legendary companies that have
used this network style of marketing their products. Direct sales companies
include some major household names and global brands nearly as familiar as
Coca-Cola, McDonald’s, General Mills, or Kraft. Here are a few examples:

v Cutco
v Kirby Vacuums
v Avon

v Tupperware

You may have noticed friends on Facebook posting about making extra
money, earning free trips, or perhaps even quitting their day jobs! Plenty of
people have been successful with businesses like these. Regular people just
like you continue to build thriving businesses in direct sales today.

You may be interested in starting your business to generate extra income
while working part-time —or maybe you aim to ultimately rely on direct sales
as your primary income. Or you could be like a lot of people who have fallen
in love with a product, and watched a friend or acquaintance work their busi-
ness, and decided that you, too, would like to earn free product and some
income by sharing something you're passionate about. If you're like the

vast majority of people who join direct sales companies, your reasons may
involve a combination of these possibilities.

The world of direct sales has been very significant in my life for more than
35 years. | am sincerely grateful for all it has provided me and my family. The
income and rewards of direct sales companies have afforded me a lifestyle I
®§MBEH couldn’t have imagined and have led me to treasured lifelong friendships.
©
The direct selling industry can help you achieve what you want out of life.
The details of what a better life looks like are completely up to you.

But how does direct sales work, and what does becoming an independent
direct sales rep involve? Read on.

How Direct Sales Works

In direct sales, as mentioned, the products are sold by independent represen-
tatives, not employees. These salespeople purchase a business starter kit to
join a direct sales company. A business starter kit typically requires a low-cost
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fee for materials, the details of which differ among companies. This starter
kit often includes products that you can use to display at your parties and
demonstrate for your clients. The kit also includes necessary paperwork and
training materials that will help you get your business off to a fantastic start.
Your kit has everything you need to run a successful business. This pur-
chase, along with signing the company’s standard agreement, sets you up as
a member, or independent representative.

As a representative (or consultant, or brand ambassador, or perhaps other
title, depending on the company), you are an independent contractor

who works on a commission-only basis, running your own small business.
Because you are truly independent, you don’t report to a supervisor. You set
your own hours. You decide when, whether, or how often you will work. If
you feel like it, you can increase your efforts and earn more money—in effect,
giving yourself a raise—or you can pursue a more advanced job title. With
direct selling, all job titles, promotions, and pay raises are based solely on
production.

You are independent, yes, but you also have a built-in support system from
the company and from your team. You are part of a team of other indepen-
dent representatives who have a vested interest in your success—your
upline. Your upline includes your sponsor, the person who helped you join
the business (whom you get placed directly under in terms of organizational
structure), along with other experienced people whose businesses are con-
nected to your business through a sponsorship line. These upline mentors
can really help you. They know how to create success in the business and
have sponsored many other independent representatives. They can show
you how to do the same. Your access to this mentorship is built in to the
direct sales business model.

In addition to being taught how to sell products, you will be trained on how
to meet people outside your own personal circle to sell products to and how
to introduce people to the benefits of becoming a representative as well.

You can feel comfortable turning to your upline for support because the
business model pays them commissions based on the success of the people
in their sponsorship line. They are eager to see you succeed and they under-
stand the details of your business better than anyone. Your success contrib-
utes to their success, so they have an incentive to provide you access to the
tools and information you need to run your business well.

With a very low starter kit purchase, direct sales offers the average person

a way to earn income with an established business model and a marketable
product line. It works almost like a mini-franchise without the initial invest-
ment. It can cost a new business owner tens of thousands or even millions

of dollars to open a brick-and-mortar franchise like a donut shop or fast-food
restaurant. With direct sales, you benefit from your affiliation with a company

9
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that has created the concept, conducted research and development, incurred
the manufacturing costs, and invested the money in starting the larger busi-
ness and brand. This provides you with a low-risk opportunity to earn more
money than you could realistically by starting from scratch alone.

The company also absorbs the ongoing expenses of warehousing the prod-
uct, developing new products, creating marketing materials, complying with
government regulations, and taking care of a number of other high-ticket
costs that you’ll never even have to think about, let alone be responsible for.
This arrangement removes some headaches for you and eliminates the need
to hire a staff of your own or become an expert in these other areas. When
things work well, representatives can focus solely on marketing the products,
taking great care of their customers and teams, and recruiting new people
into their teams.

So, what’s in it for the company? Independent representatives are the sales
and marketing arm of the company, and the company only pays commissions
for actual sales. Instead of paying for advertising and other expensive market-
ing, the company only pays the independent sales force after a sale has been
made. That is appealing to companies, especially when they have products
they believe will do better with word-of-mouth advertising and in-person
demonstration.

Understanding the Three Different
Direct Sales Models

Within the direct sales business model, there are three main kinds of com-
pany structures. They are called Network Marketing, Party Plan, and Hybrid.
Chapter 3 goes into a lot more detail on these, but this section provides a
quick overview.

Network Marketing

Network Marketing refers to a company structure designed to move consum-
able products through a network of independent representatives, through
both personal use and sales to end consumers. When a Network Marketing
company is building its sales force, it is focused on building a network of
consumers. The company doesn’t distinguish between those who join as
independent representatives to earn money and those who join merely for a
discount on their personal products.
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(Network Marketing has also been referred to as multi-level marketing or
MLM, but that is a misnomer—actually, all of direct sales is structured with
multi-level compensation plans to pay their representatives, and all direct
sales companies are therefore multi-level marketing companies.)

One strength of the Network Marketing model is that companies can grow
very large and sell huge amounts of products through a vast network of
people who have, in many senses of the word, joined as members. Many
members set themselves up for a subscription to receive their products each
month — an arrangement often called auto-ship. These continuous re-orders
through a network of people affiliated with the company by choice can lead
to consistent sales growth, as long as people in the network continue to see
the benefit of the product.

Examples of companies that use the Network Marketing model are Isagenix,
USANA, and Amway.

Party Plan

Party Plan refers to a model focused on efficiently selling to groups of people
who have been gathered together by a host they know personally, either in
person or virtually (online). These types of gatherings are typically referred
to as parties. However, some companies personalize the term they use for
their parties in order to make the experience more unique. For example, jew-
elry bars, tastings, cooking shows, makeovers, and so on.

These parties are hosted at a customer’s home, and this customer is known
as the host. The host traditionally is rewarded with a series of discounted and
free products as well as host-exclusive specials. The host invites her friends
over as guests to attend the party. The party usually consists of light refresh-
ments, socializing, and a presentation done by the representative. The pur-
pose of a home party is to create a fun, relaxing, home shopping experience
with friends.

Toward the end of the party, the rep collects payment (usually through
credit cards or cash) for the products the host and her guests want to order.
These orders are placed through the rep’s virtual office (which is provided
to her through her company). Chapter 9 discusses in detail how to conduct a
successful party.

This model lends the power of the host’s personal recommendation to the
products and facilitates social proof, which means the weight of influence
carried by a group of people. Once one person decides to buy, it increases
the likelihood that the rest of the guests in attendance will also buy — that’s
social proof in action.

11
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The model is called Party Plan, but many companies who use this structure
prefer different terminology. Some companies refer to the gatherings as par-
ties, whereas others will call them shows, demonstrations, classes, mixers,
tastings, trunk shows, or showcases. Some direct sales companies even
actively discourage the use of the word party. Regardless of what they are
called, Party Plan parties are quite effective in generating sales, attracting
recruits, and teaching others how to sell.

One clear strength of the Party Plan model is the easy-to-understand empha-
sis on selling products to customers. This structure can include one-on-one
sales and a variety of other ways to sell, but the majority of training con-
ducted by these companies focuses on the most efficient and enjoyable
method of sales — which is, of course, the party. New independent repre-
sentatives can easily grasp the concept of this fun method of commerce, and
that makes it a very accessible business model for the average person.

Examples of companies that use the Party Plan model are Jamberry, The
Pampered Chef, Scentsy, and Stella & Dot.

Hybrid

This is the new kid on the block. As you might guess, it blends the practices
of Network Marketing and Party Plan. In Hybrid companies, as with those

in the Party Plan model, independent representatives have hosts gather
their friends and family to experience a product demonstration, in-person
or online. But with Hybrid, the emphasis is as much on the business oppor-
tunity as it is on sales of the product. The structures of the compensation
plan tend to borrow traditional elements from both Party Plan and Network
Marketing.

One significant difference is that with Hybrid companies, it is common for the
representative to encourage the host to have an impromptu gathering, rather
than scheduling it weeks in advance. They might say, “Sure, I'd love to dem-
onstrate how this product works. I absolutely love it and I think you will, too.
You can get it for free, too, and I can show you how. Why don’t you and a few
friends come over and watch while I show it to you tonight or tomorrow?”

Hybrid companies typically represent tangible products that are consumable,
such as health and wellness or beauty products. As in Network Marketing,
these products lend themselves well to auto-ship, the subscription order
model where independent representatives and customers get monthly
replenishment orders shipped to their homes automatically.
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In Hybrid companies, auto-ship usually offers a price break for the customer,
(sometimes referred to as a preferred customer rate). You will see programs
that offer vanishing auto-ship or free auto-ship for customers who refer other
customers through referral programs. These referral programs can also
include free auto-ship for independent representatives who have a certain
number of customers on auto-ship, meaning that the representative’s own
monthly consumption of product is covered. These referral programs, which
attractively combine the customer-focused Party Plan outlook with the
Network Marketing-style auto-ship approach, have been very successful and
have led to significant growth for the companies and leaders involved.

Examples of companies that lend themselves to a hybrid model are Nerium,
[tWorks, and Thrive Life.

Who does best with each model?

Direct sales appeals to people interested in earning extra money outside of a
traditional job. Some choose to work part-time with a direct sales company
as a way to pay for the extras that challenge their budget, often in addition to
a full-time job. Others are looking for a way to make additional money while
still attending to priorities in their lives like parenting, caregiving, school, or
charitable work and appreciate that they can control their calendar and plan
events, parties, and one-on-one appointments (where you meet with clients
individually instead of in a group setting, like a home party) around their
schedules.

According to the Direct Selling Association of the United States, 83 percent of
representatives in direct selling are women. In the past, generally speaking,
men tended to be drawn more to the Network Marketing model, with women
feeling more comfortable focused on the Party Plan style of business.

Perhaps sharing products they are passionate about comes more easily to
most women. In any case, there’s no question that Party Plan selling is very
popular among females. In general, women enjoy gathering with other women
and tend look for reasons to do so. Having a Party Plan business or hosting a
party provides an excellent excuse to get together.

In recent years, with the growth of the Internet, the increase in dual-income
families, and product lines that are more appealing to modern women
(weight loss, skincare, and energy products), there has been a noticeable
increase in Hybrid and Network Marketing companies targeting a female
salesforce.
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In addition, busy people of both genders see the benefit of Network
Marketing’s reputation for ongoing automatic income (also known as residual
income) from a business that can fit into the nooks and crannies of their
schedule and be handled by phone and keyboard, instead of with a schedule
of home parties. This could explain why many married couples choose to
build a business together in the Network Marketing model.

Party Plan is still going strong and continues to be the top choice of people
interested in earning profits and creating cash flow from even the early
stages of their business. Quite often, representatives in Party Plan get paid
for some or all of their sales the night of each party. For people looking to
alleviate day-to-day budget shortfalls, the Party Plan model is especially
attractive.

With the changes in the industry through the Internet and social media,

as well the globalization of the industry, direct sales is growing. And with
multiple ways to touch your business, all three models are becoming more
appealing.

Vour First Steps in Direct Sales

Much of this book is devoted to helping you work through the many details
of direct selling, and I devote whole chapters to explaining the many facets
and supporting you in making decisions.

Let’s say for a second that you've picked your product and company and
have decided to join up. What happens then? What are you in for? Here
is a simple checklist you can follow as you take your first steps in your
new business.

While waiting for your kit:

»” Get a date book or calendar big enough to write in. This is where you
will schedule your meetings, appointments, and parties.

v Mark all the dates that you want to work for the next two months and
add any personal conflicts to your calendar. If your goal is to work
Tuesdays and Thursdays, then put a star on each of those dates. This
will help you offer dates to clients who want to set parties or appoint-
ments with you.

v Schedule your launch party. Your launch party is a party you host your-
self that will launch your business to your family and friends. For best
results, you'll schedule two launch parties within three days of each
other. Chapter 8 talks all about launch parties.



