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About Your Instructor:
Lisa Robbin Young
Creator: DirectSalesClassroom.com 
Direct Sales Speaker, Coach & Trainer

Founder, The Renaissance Mom, LLC.

Lisa Robbin Young began her direct sales career more than 15 years ago and failed her way to the top. 
Early attempts at using the Internet to grow her business met with incredible resistance, and yielded 
hundreds of dollars in sales each month. That was before web browsers and blogging.

Fast forward to 2010, and you'll find Lisa coaching and training her own direct sales team, as well as 
leading other direct sellers around the world as they grow their business like a real business. Lisa has 
worked with Network Marketing and Party Plan consultants from companies as diverse as Lia Sophia, 
Bodega Chocolates, Tupperware, The Body Shop at Home, Gold Canyon Candles, Partylite, 
Longaberger, Xango, Tahitian Noni, Avon, Waiora, Unicity, Ardyss, and more.

With a knack for pin-pointing trouble and brainstorming solutions that today's direct sales consultants 
need to thrive, Lisa has built an online classroom for every level of direct sales success. Direct Sales 
Classroom hosts thousands of consultants each month from around the world, providing how-to 
strategies that work in today's tough, competitive market.

In addition to founding #dstips on Twitter, Lisa also publishes the popular and highly recommended 
PartyOn! A weekly ezine for direct sales professionals. Get your free business building tips at 
http://www.HomePartySolution.com.

http://search.twitter.com/search?q=dstips
http://www.HomePartySolution.com/
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Direct Sales 103: Leadership Development
Lesson 12 – Strategic Planning For The Future

Congratulations! You've completed 11 lessons, and you have either promoted out, or are well 
on your way to making that promotion a reality!

Team Development
Know your numbers. Keep track, use a visual chart to give an “at-a-glance” look at any 
abnormalities from your norms.

Personal Business Development
Use your tracking tools to monitor your existing business and set new goals.

Team Leadership
Pinpoint specific themes and training topics for the entire year. Then, as you're going through 
the year, make note of what's working, and what's not. 
Get feedback and be responsive to your team's needs. 
Start planning now, while your team is still small. 

Personal Development
Taking care of yourself is taking care of business! Don't look for double-dip IPA's, but if you 
find one, celebrate the win!

Getting Started
So have a look at your objectives for the next 6-12 months. What would you realistically like to 
accomplish in that time frame in each of those 4 areas? Jot down your goals in each of those 
areas.
Then, take a second look at all the goals and objectives collectively. Is it realistic to 
accomplish everything on your list, or will you need to make some concessions, based on 
other goals in your life and business?.

Reality Check #1
Once you've gotten each goal adjusted for reality, take a third pass and write down what you 
believe, at this moment, it would take for you to achieve that goal. If you are not sure, make 
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the best guess you can. Listen to your instincts. Don't pre-judge the answers, just write them 
down. 

Reality Check #2
Once you've completed that task for each goal, have a look again and ask yourself if you're 
really willing to do all that work? If you're not, if your heart's not in it, don't make it a goal for 
yourself, because you'll only make yourself miserable. The idea is to find worthy goals that 
inspire you, and don't overwhelm you to the point of burnout or breakdown. 

Reality Check #3
Marketing Budget
As a leader, this is the crucial addition to your line item budget that needs to happen. You 
have to start budgeting for growth. Chances are good that you didn't even think about a 
budget as a consultant. If you did have a budget, it probably looked something like this:

Income $100
Supplies $25
Profit $75

As your business moves through whitewater, your budget becomes a little more complex. At 
the minimum, your new budget should include the following categories:

Income $100
Supplies $20
Marketing (Team Dev/ Personal Biz Dev) $10
Training/Team Support (Training Leadership) $10
Recognition (Team Dev) $10
Savings  (Personal Dev) $10
Profit $50

Warning: Don't neglect savings. 
Stepping Backwards
Simpleology 101: http://www.Simpleology.com

http://www.Simpleology.com/
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What's next?
So you've got a worthy goal, it's well within your budget, and you're growing your leadership 
organization. What next?

Implement. 
Direct Sales 102: http://DirectSalesClassroom.com/direct-sales-102
Direct Sales 201: http://DirectSalesClassroom.com/direct-sales-201

http://DirectSalesClassroom.com/direct-sales-201
http://DirectSalesClassroom.com/direct-sales-102

