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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 8 – Training Tips to Engage and Connect

Four specific areas every training meeting must include to engage and connect: 

• Congruency

• Recognition 

• Specific training

• Challenge goals
Congruency
Your Training meetings need to have an agenda with certain elements that are the same 
every time you hold a meeting. This gives the meeting some stability, and helps keep the 
meeting on track.
Thebooster.com – Meeting Magic is a great 12 month team meeting planner with activities, 
chalenge goals and a common thread that leads up to an “awards ceremony” at the end of 
the 12 month cycle. It all ties together incredibly well.
TheLemonaidLady.com offers “Totally Teriffic Team Themes 2” on her site, and you can find 
her first edition (with 18 different team themes) on Amazon.com.

Recognition
Recognizing not just your top performers, but also your consistent performers. 
The power of one: one call a day, one show a week, one recruit a month is very 
underrated. 
One call a day also builds a habit. 
If you've promised everyone that sells $5000 a $2 pin, you're kind of missing the boat. That 
doesn't mean you have to buy them all a diamond ring, but let's look at the math.
If they earn 25% of that $5000, that's $1,250. Your little $2 pin ain't much of an incentive – 
unless it's something rare or collectible. 
Incentives shouldn't be like going to the casino and spending $200 in the slot machine in 
order to earn enough points for the free buffet dinner that normally costs $22. Why not just 
buy the dinner?

Specific Training
Take a look at your team performance. This is where knowing the numbers comes in handy. 
You need to know what specifically is troubling your team and what specific training can help 
you improve those areas of deficiency.



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

Survey your team for topics to train: Social Media, Host Coaching, etc.
Develop a quarterly training calendar – and eventually a calendar for the entire year once 
you've been a leader for a while. Some themes repeat themselves: Holiday, new catalog, 
seasonal promos, etc. Once you know when they typically are, you want to plan in advance 
so that your team can hit the ground running with training that will help them in the month 
following your meeting. Fill in around those consistent topics with specific training your team 
has requested. When your team is engaged in the planning process, they know what's 
coming up, they make your meetings a priority.
Remember: The Lord's Prayer says “give us this day our daily bread.” 

Challenge Goals
3 Rules to a Successful Challenge Goal:

1. You must be in attendance at the meeting to sign up for the challenge goal
2. You must be in attendance at the next meeting to report your challenge goal results.
3. The challenge goal must be related to something that was covered at the meeting.

You control the outcome based on what you want to have happen in your group. It's your 
business. Always remember that.

Participation
Have a formula for your meeting, have a plan for each segment of content, and task out as 
much of the content as possible.
If you've developed your training calendar, you can easily see that next month you're talking 
about boosting holiday sales, so you can prepare training content on that topic – THEN ask 
someone else on your team to help you with that segment – either by assisting during the 
meeting, or by leading that segment entirely.
Remember, you're training your team as to how you want them to behave. Like Pavlov's dogs, 
if you want them to participate and attend your team training, there needs to be good 
incentives for them to attend. It's not just about what they'll learn, it's about what they'll 
experience. Just like you need to know your show hold rate, you need to know your numbers 
for your meetings. Who's attending regularly, who's not, and what topics seem to get more 
attendees? When you know those numbers, you can craft a winning training meeting that 
everyone will want to attend.
Out of the area? Try Ustream.com or Hotconference.com
It's your responsibility to keep your out-of-towners in the loop, but be firm on HOW you want 
them to participate.


