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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 9 – Boundaries to Save Your Sanity

Reminder: You are the business owner. You have a lot of liberty to make your own rules, or 
throw them out if they're not working for you. Don't feel like you have to do everything exactly 
the way I tell you to. Sometimes, my approach will not fit your style of doing business – or 
even your lifestyle. That's why I teach the “why” behind the work you're doing, so that you can 
figure out what WILL work for you and your business. 
Lead By Example
Also remember that whether you want to or not, you are leading by example. What your team 
sees you or your upline doing is exactly what they will try to emulate or duplicate – unless it's 
painfully obvious that what you're doing isn't working. They have no other pattern to follow, so 
they're going to do what you do.
Time Management – BIG Rocks
You may have heard me talk about this before in my program “The PEACE System”. Big 
rocks are the “must do” activities that you need to schedule into your day first. And they're 
probably not what you think. I encourage you to look at 5 Key Areas of Success in your life, 
not just your business.

• Fitness
• Family
• Finances
• Faith
• Fun

Each of these areas is what I call a Big Rock. The concept comes from an example I saw in 
church once. The minister took out a large pretzel jar and filled it with big rocks, then asked if 
the jar was full. Most everyone agreed she'd put as many rocks in the jar as possible. Then 
she poured in gravel. Then sand, then water. Eventually, we all caught on and realized that 
until every breath of air was removed from the jar, it wasn't full. 
Problem is, most of us fill the jar with sand and water before we get to the big rocks. The 5 
Key Areas of Success are in no particular order, but if any one of those areas is neglected for 
any length of time, you'll die, in effect. Or more specifically, that key area dies.
Once the big rocks are in place, then start looking at the gravel. 
Healthy Boundaries
So if your business is an extension of who you are, your business needs healthy boundaries 
so that you can have a life outside of booking, selling and recruiting.
Core Values
Core values determine what you're willing to tolerate or accept from the people around you, or 
in your own life. 
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Expect more – or expect better – to get more – or to get better... treat yourself better. Stop 
saying yes to so many things. Give yourself down time and the ability to take a planning day 
each month to prepare for training meetings, special events, and the like. It's up to you to set 
the expectations, and give yourself the room to do the work you need to be successful.
Office Hours

• Fearsome Focus

• Create 15 minute time blocks and work in 15 minute chunks.

• Stop over scheduling. 

• Keep “burst materials” on hand. 

• Plan for “down time”. 
Saying NO
The first time you say yes may be the last time you ever get to say no. 
Think hard about the challenge, opportunity or request in front of you. If it's not an absolutely 
must do it activity, that is, it's a chore, task, assignment, or request that someone is making of 
you, it's a responsibility – and one you don't have to say yes to.
Think on it. Listen to your gut. If your body, your heart and your mind aren't saying “HELL 
YES! I want to do this!” then it's probably on the other end of the spectrum - “Hell no! I'd rather 
poke my own eyes out than do this.”
Listen hard to yourself. You'll feel it in your body. It's okay to say no. Even if someone gets 
upset. If it's something that still needs to be done, you might want to say “I'd love to help you 
on this, unfortunately, my schedule won't allow it right now.” 
Very few people will ever value you as much as you value you. 
Unsupportive Spouses/Family
Money is the first hurdle. 
The other big hurdle is time. 
Sometimes, however, they never give you the kudos you deserve. Don't take it out on them. 
Bring it up with your leader or in your coaching sessions so your mentors can give you the 
accolades you deserve for the amazing work you're doing.
Uncooperative Team Members
Once you understand your value, what you bring to the table as a leader, it's easier to brush 
off the minor issues as well as deal with the flagrant fouls.
Minor issues
“these are the policies, here's where you find what you need, in the future, it's your 
responsibility to make this happen”
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Flagrant Fouls
Often, the best thing you can do is be very direct, blunt, and to the point – especially if that's 
out of character for you. Make a point to interrupt them and let them know you will not tolerate 
that kind of language or commentary on your team. Let your team call each other out on 
disrespectful attitudes – including your own if you're being “Debbie Downer” at your own 
meeting.


