
© 2010 Lisa Robbin Young. All Rights Reserved.
http://www.DirectSalesClassroom.com

Direct Sales 103
Leadership Development

Direct Sales Classroom
A division of The Renaissance Mom, LLC.

PO Box 269
Flint, MI 48501

© 2010 Lisa Robbin Young
The Renaissance Mom, LLC. All Rights Reserved

This transcript may not be reproduced in whole or in part or transmitted in any form, without written 
permission fro the publisher, except by a reviewer who may quote brief passages in a review; nor may 
any part of this book be reproduced, stored in a retrieval system , or transmitted in any form or by any 
means electronic, mechanical , photocopying, recording, or other, without written permission form the 

publisher.

While all attempts have been made to verify information provided in this publication, neither the author 
nor the publisher assumes any responsibilities for errors, omissions, or contrary interpretation of the 

subject matter herein.

The publisher wants to stress that the information contained herein may be subject to varying 
international, federal, state and/or local laws or regulations. The purchaser or reader of this publication 
assumes responsibility for the use of these materials and information. Adherence to all applicable laws 

and regulations, including international, federal, state and local, governing professional licensing, 
business practices, advertising and all other aspects of doing business in the US, Canada, or any other 
jurisdiction is the sole responsibility of the purchaser or reader. Neither the author nor the publisher 
assume any responsibility or liability whatsoever on the behalf of any purchaser or reader of these 

materials. Any perceived slight of specific people or organizations is unintentional.

Reminder: The content herein is for informational purposes only. Your results depend on your efforts.



© 2010 Lisa Robbin Young. All Rights Reserved.
http://www.DirectSalesClassroom.com

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 2- Why Recruiting Works

If you have control over whether a company lives or dies, you must be good at what you do,or 
eventually you will kill the organization. Kill YOUR organization. Direct Sales companies come and 
go, but your sales organization can be a force for good that you can take anywhere – if you do your 
homework and work your business like a real business.

Why then do companies push us to recruit, recruit, recruit in our first three months of business when 
we're just getting the learning curve down as a consultant? A couple of reasons:

1. Because more sales reps means the potential for more money for the company.
2. Because it's true (to a point) that if you recruit, you're more likely to stick around and lead your 

young team.

Your first priority is to be a good consultant and train your team how to be a good consultant!

Leadership Readiness
Make a list of recruits on your front line that you think could be excellent leaders. We'll start following 
up with them shortly.
1.

2.

3.

4.

5.

6.

7.

8.

9.

10.
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Introducing: You, only better.
This may seem like it's out of order, but introducing yourself to potential recruits can set the tone for 
your entire relationship. Before you start introducing yourself around, though, you need to know WHO 
you're approaching. This is why we focus on your Perfect Fit Recruiting Profile first.

Once you've figured out who you want to attract, you need to think about HOW to attract them – the 
words to say, the clothes to wear. Very seriously, it does make a difference.

Look at the two pictures below. Circle the wealthier man.

Try identifying women:
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People say yes or no to YOU

STEP ONE: You know how...
Identify problems that face your Perfect Fit Recruit candidates.
In our example, we identified a tighter economy and the difficulty families have making ends meet.

STEP TWO: What I do is...
Identify your target market and how you help them solve that problem.
In our example, our target market is moms. We help them solve the money problem by creating a full 
time income on part time hours.

STEP THREE: So that...
Identify activities/goals your Perfect Fit Recruit would likely achieve/do if the problem you mentioned 
in step one was solved for them.
In our example, the mom who has a full time income and part time hours can enjoy life and not have to 
worry about living paycheck to paycheck.
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Understanding the Recruiting 'Funnel'

1. Bait/ entice (30 second commercial/elevator pitch)
2. Get invited (“How do you do that?”)
3. Pre-qualify (Ask questions)
4. Counter-invitation (invite to take a closer look – the HOOK)
5. Recruiting Interview (Reeling them in)
6. Sign the recruit or follow-up

You can pre-qualify your potential recruit by asking them questions. It's easy to redirect the 
conversation back to them with a simple turn-around phrase:
“I love my work, and I could talk about it for hours, but I'd rather learn more about you. Tell me....”

And ask a question that would help you determine if this person would be a good fit for your team. For 
our example, you might try one of the following:
“Do you know people that are struggling to make ends meet in this economy?”
“Have you felt the financial pinch lately?”
“If you could eliminate your money troubles, what would you do?”

It's important that you compose questions that will let you know if this person is a good 
candidate for further discussion. If their answers tell you that they're not a good fit, you can wrap up 
quickly with the old “I sell XYZ product” answer. If they appear to be a good fit, you want to invite 
them to learn more with a counter-invitation:
“That's part of what I do! I have an appointment shortly, but I'd love to share more with you because I 
think we may be of benefit to each other. Maybe we could meet for coffee tomorrow?”

Wait for a response. It will generally be affirmative unless they are busy. If that time doesn't work, ask 
for a good time to connect with them and confirm the appointment. THEN trade contact info.

“What number can I reach you at in case we need to reschedule? Great. Here's a little info about what I 
do, along with my card. I'm looking forward to connecting tomorrow at noon!”

Recruiting Seeds and Pitch at a Show:

At least 3 recruiting seeds in your presentation. Seeds are NOT a recruiting pitch. 

During a show, I do my final recruiting sprinkle just before I close my presentation, and then do more 
of  a pitch during the door prize drawing. 

Final 'sprinkle' verbiage:
“I was looking for an additional stream of income, so like everyone else, I started looking into part time 
jobs. I discovered that most part time jobs want you to be there, like 20 hours a week and they only pay 
minimum wage. Well I didn't really want to be gone that long from my family for so little pay. And 
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then I looked into XYZ company, and realized I could be away from my family one night a week and 
make as much money as I would working 20 hours a week in a job somewhere at minimum wage.”

During the door prize drawing:

When I get to the place on the slip that says “I'd like to learn more about earning money with XYZ 
company.”  Read the question right off the page and then turn to your audience and say this:

“Now, I don't know about you, but I like to make a decision with information. So if you're like I was 
and looking for additional stream of income for your family go ahead and mark maybe (or put a 
question mark in the “yes” box.”

“I'll give you the information tonight and you can go home and read it, write down all your questions, 
and we'll set up a time to chat in a couple of days to answer your questions, at that time, the ball is in 
your court. You're going to give me one of three responses. You might say 'Lisa, this is great, but it's not 
for me.' and that's okay because you've made an informed decision. You may say 'Lisa this sounds 
great, but I feel like I need some more time to think about it.' and that's fine, too. Or you may say 'This 
is GREAT, Lisa! Where do I sign?' No matter which answer you give me, my job is to help you make 
an informed decision, and I'm okay with whatever answer you choose. I promise that I won't camp out 
on your doorstep, because honestly, I'm too busy for that anyway. You can't make an informed decision 
without information, and that's what this box is all about.”

At the meeting

Your goal is to get them to the meeting. So I encourage them to read over the brochure and come to the 
table with all the questions they may have – including questions from their support system. We talked 
about this in Direct Sales 101, but it's important to repeat here.

Have your prospect make a list of all the questions they can think of – and ask the people in their 
support system as well. And I always say “because they may think of something you might have 
missed.” In reality, you're having them ask their support network because that's often where most of the 
objections lay. If you can bring all the objections to the table in the first place, you have a better chance 
of signing the new recruit at the first appointment.

Demonstrating Higher Value
Wear an air of compassionate, caring confidence.
Know your products inside and out.
Understand social media and online marketing strategies.
Dress the part of a successful leader.
Wear nice (and appropriate) shoes.
Use good posture and ettiquette.
Speak clearly and confidently. Avoid um's and uh's.
When you don't have the answer, be honest and give a commitment as to when or where the answer can 
be found.
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Answer your company phone professionally. Have an appropriate voice mail message.
Be physically fit/take care of your appearance.
Groom/trim your nails and hair.
Wear the company uniform (if appropriate).

People don't expect you to know everything, especially if you're new, but if you have your finger on 
where to find the answers, people will consider you the go-to source for the knowledge and information 
they need. When you don't know everything, what you lack in knowledge can be made up in other 
areas. However, if you lack in every area, you need to get in gear and demonstrate higher value to your 
prospects.

Brainstorm your own ideas here:


