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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 5 – The 4 Keys of Successful Leadership

If you spend all your time focused on recruiting, your personal direct sales business will suffer a slow, 
painful death. It's important to be maintaining a balance in what I call The 4 Key Areas of Successful 
Leadership.

1. Personal Development

Believe it or not, this is where it all begins. Some might argue that you've got to develop a team in 
order to be a successful leader, but I maintain that until you get your own head in the game, and you're 
learning and growing yourself, you'll never start to think like a leader – like a real business owner. If 
you never start thinking and growing like a leader, you'll never become a leader. This goes back to the 
seed I planted with you in Direct Sales 101 – that you must believe you're worth $500 an hour before 
anyone else will treat you like you're worth $500 an hour.

Books & Events
Each Direct Sales Classroom course has at least one “text book” that I draw from to build the course. 
It's always optional to buy that book, but at least you know it's filled with content you can use to grow 
your business – and it's a book I strongly recommend, or I wouldn't use it in my classes.

Coaching
It can be hard, sometimes, to sift through all of the content, and that's one reason why I strongly 
encourage people to work with a coach. Coaches are great for helping people stay on task – despite 
shiny object syndrome. Some people are very good at being self-directed and can keep focused without 
much distraction. In that case, they may only need occasional coaching when they get stuck or need a 
shot in the arm to see something from a new perspective and get back on track. Others – myself 
included – need the regular and consistent accountability that coaching provides. I am rarely without a 
coach, unless I'm between coaches. They help me make faster progress and keep me from making 
costly mistakes in my business. To me, the investment in myself brings far greater returns than any 
oopsies that I may have learned the hard way otherwise. I'm all for expediency and shortening the 
learning curve.

Mentors & Trainers
Where coaches work to help you navigate almost any area of your life, sometimes you need the specific 
expertise of someone who's “been there and done that” already. Mentors and trainers can help you 
pinpoint a specific issue – one that they've also experienced – and show you exactly what to do to fix 
the problem.

I equate coaches to being a general practitioner, whereas a mentor is more like a specialist.

2. Personal Business Development

What Are The Penalties?
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Before you promote, I've found it critical to understand what happens if you lose your title. I know, you 
haven't even earned it yet, and already we're worried about you losing that title? Heck yeah! Because in 
many companies, if you lose that title, you may have to start all over again – you might even lose your 
downline! It's heartbreaking to watch someone that's worked so hard to build a team of 6 strong recruits 
lose them all to their upline because they weren't able to keep their own business healthy.

Here's an example scenario that's pretty common in direct sales:

Sally needs 6 active, qualified recruits and $4000 in team sales to promote to leader. $1000 of that 
$4000 must be her own personal sales. She must keep those minimum numbers on a 3 month average 
or she will lose her title. When she loses her title, she loses her downline. In order to promote, Sally 
must submit paperwork letting her company know her intention. She has the option of “downgrading” 
her status to keep her downline, but she won't get paid as a leader if she takes that option.

Sally's organization numbers look like this:

Month January February March April May June
Pers. Sales 1000 1200 1500 951 1211 1109
Team Sales 3950 4251 4366 5121 4050 6000
Active Team 4 2 6 8 5 6
Total Team 5 6 7 8 9 10

If you were Sally, would you file the paperwork to promote out in August?

The Analysis

Month Jan-March Feb-April March-May April-June May-July June-August
Pers. Sales 3700 (OK) 3651 (OK) 3662 (OK) 3271 (OK) 2320 (so far) 1109 (so far)
Team Sales 12567 (OK) 13738 (OK) 13537 (OK) 15171 (OK) 10050 (sofar) 6000 (so far)
Active team 4 (avg) 5.33 (avg) 6.33 (Avg) 6.33 (avg) 5.5 (so far) 6 (so far)
Team 12000 12000 12000 12000 12000 12000

The Solution
In order to solve this problem, Sally needs to step it up before she steps up to leadership. Her 3 month 
goal needs to be her monthly goal. That means, her team should be doing $12000 a month and her 
personal sales should be $3000 monthly. That way, if she's sick for a month, she won't lose everything. 
This is the equivalent to setting up an emergency cash reserve in your savings account. By setting up 
this wall of protection around her business, she will have a strong book of business with enough 
recruits to easily sustain the minimum requirements of her business.
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The Need For Stability
Now I hear you saying, “But Lisa! How am I supposed to go from $1000 a month in sales to $3000 a 
month in sales?”

The easy answer to that question is to sell more. The actions it takes to make that happen are a bit more 
tricky. But it comes back to knowing your numbers.

• Know your show sales averages – and work to increase them. Get more people at your shows so 
you don't have to do 5 shows to have $1000 in sales. Strive for $1000 shows. If you've 
completed Direct Sales 101, start implementing what we've learned there, because that will give 
you everything you need to consistently have $1000 shows and plenty of shows in your 
calendar.

• Set up online systems to help you sell more. We've talked about drip campaigns and next week 
we'll start talking about recruiting drip campaigns, but you can easily create sales campaigns, 
too. You should consistently re-invest a minimum of 10% of your profits into marketing for 
your business – that could be catalogs, business cards, a website, mailings, special offers, live 
events, you name it, there are a TON of things you can be doing to market your business, and a 
good business has a marketing budget of some kind. 

• Delegate the non-IPA so that you can focus on the IPA in your business. Income Producing 
Activities, and Important Personal Activities need to be your primary focus. You shouldn't be 
labeling catalogs. You should be passing them out to new prospects at shows! If you're serious 
about leadership, you need an assistant, a VA, or someone else that stands ready to take some of 
the grunt work off your shoulders so you can focus on making money.

3. Team Development 

The Leadership Pyramid

Self-
Actualized
(leadership)

Recognition (praise)

Survival (money, stability)
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I prefer to recognize my team by level, as demonstrated here:

All consultants that did at least one weekly check-in
All consultants that submitted a show (any size)
All consultants that submitted a qualifying show
All consultants that submitted $500 or more in show sales
All consultants that submitted $1000 or more in show sales
All consultants that submitted $1800 (bonus level) or more in show sales
All consultants that submitted 2-5 shows
All consultants that submitted 6-10 shows
Consultants that submitted 10 or more shows
Consultants that held 1 recruiting interview
Consultants that signed 1 new recruit
Consultants that signed 2-4 recruits
Consultants that signed 5 or more recruits
Top recruiter, sales, submitted shows, and the ones who checked in EVERY week during the month 

Usually, the top people were also the ones checking in every week, so it was important to put that 
information together so people could draw their own conclusions.

Consistency Awards
I'm a strong supporter of consistency recognition. Some companies do this for consultants that 
consistently submit at least one show every week. But you can do this for any action you want to 
encourage in your team.

• Submitting one show each month
• Checking in each week
• Setting appointments
• Holding recruit interviews
• Attending team training

Getting Started with Recognition

The breakdown looks like this:
Annual Sales from consistency winners: $36,000 (10 consultants x 4 Qtrly awards x $900 per Qtr)
Total bonus income at 10%: $3,600
4 quarterly awards - $400
1 annual award - $ 200
Total investment for recognition: $600
Total profit in your pocket for encouraging consistency: $3,000
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4. Team Leadership

Training Your Team
Audacity audio editing software: http://audacity.sourceforge.net/ 

Coaching
A simple weekly check-in script:
“Hey Dawn, last time we talked you said your goal was to have three new shows on your calendar by 
our next check in. How many shows did you book? Only two? Is three still a goal for you? If not, 
what's the new goal and if so, what are your stumbling blocks so we can brainstorm solutions to help 
you meet your goal?”

My Quick and Dirty Check-in
Based on a concept called 'scrumming' I developed a weekly check-in call for each of my active 
recruits. The calls run no longer than 10-15 minutes and on that call we discuss:

1. What their numbers are for the previous week (whatever you're tracking)
2. What their goals are for this week.
3. What roadblocks they've hit (or anticipate) in moving towards their goals.
4. What I can do to help support them.

http://audacity.sourceforge.net/

