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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 1- The Importance of a Leadership Mindset

What is important to you? This is your first task.

As a leader, you must have a destination, a goal, an objective that you can “rally” your troops around. 
While I try not to equate business with a battlefield very often, in this instance, I'll make an exception. 
You must lead your team to a specific target.

So think about it right now. What specific goal are you trying to accomplish? Write them here:

In Direct Sales 103, you will learn about the 4 critical keys to successful Direct Sales Leadership:

• Personal Development
• Personal Business Maintenance
• Team Development
• Team Leadership

Some of these keys are topics in their own right, but elements like personal development are woven 
throughout this course. By the end, not only will you have all the tools you'll need to be an effective 
leader, you very well may have all the recruits in place to promote.
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GUT CHECK

When I think about my current team, I feel:

Because:
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Preliminary Perfect Fit Recruit Profile

Positive Traits Negative Traits

Remember to convert negative traits to positive versions and move to positive side of chart.
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Perfect Fit Recruit Profile

A recruit that is a perfect fit for my team is...

I will actively seek out people that meet this description when I'm building my direct sales team – 
regardless of the other indicators in their life. I will prequalify, and not pre-judge any candidate that I 
think would make a great addition to my team.

Signed                                                               Print Name                                                          Date
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Watch Chip Conley's video from Peak: How Great Companies Get Their Mojo from Maslow 

What does this video mean to you? What can you learn from it?

The Vision Statement
Once you've laid out your core values, you need a vision for your organization that is in alignment with 
your core values. If you value humility, you're not going to have a vision that says you want to be rich 
and famous. Rich perhaps, but famous would be out of alignment with your core values.

The vision statement is the goal, the destination. It's the target you're trying to hit in your direct sales 
business. It could be as simple as, “my vision for my organization is to grow a team of 50 personal 
recruits in the next twelve months.” Or it could be far more complicated than that.

Here's an example of a vision statement from Direct Selling Europe:
Direct Selling Europe (DSE) is THE representative organisation for the sustainable direct 
selling industry in Europe. It supports its Members throughout the evolving market and 
promotes the industry interests to all stakeholders.

My Vision For My Company During Direct Sales 103:

http://www.amazon.com/gp/product/0787988618?ie=UTF8&tag=thegivingcand-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0787988618
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The Mission Statement
Where the vision is the target, the mission is more of the how-to. It defines essentially, your reason for 
existence. It incorporates the philosophy behind your core values, as well as the goal you're setting out 
to achieve, although in a more general manner. Here's an example from a rugby team:

The Mission of the New England Rugby Football Union is to manage, serve, and promote 
The Game of Rugby in the New England area, at all levels of play; to assist member teams 
and participants in their various forms of involvement with The Game; to adhere to all 
The Laws of The Game; and to encourage and facilitate the involvement of as many 
people as possible in Rugby activities. 

Now it's your turn. Take a few minutes to draft a sample vision statement for this course – that is, the 
goals and objectives you'd like to accomplish by the end of Direct Sales 103. From there, develop the 
first draft of your Mission Statement, outlining how you intend to bring your Vision to Life. Post both 
to the classroom area for discussion. 

My Mission Statement for Direct Sales 103:
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The Re-Invitation

List here the potential recruits you'd like to invite to a Hostess Appreciation Event to discuss recruiting.

1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.

Remember that half your invitees are likely to be unable to attend. Have your entire 
team invite leads and make it a group event, where each of you can share testimonials 
about being a consultant/leader with your company.


