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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.

Today 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 104: Secret Sales Strategies
Lesson 6 – Offline Marketing: PR and Media

Your Web Site

Your Media Kit
The photo and bio are the minimum requirements of your media kit. Additional poses, interview 
questions and a list of speaking topics, as well as endorsements, testimonials, and other supplemental 
information can come in handy, but for now, the photo and bio are all you need. Create a page on your 
website for the media to learn more about you. They just may want to contact you. Just having a page 
like this lets people know you're an authoritative professional ready to speak on your area of expertise. 
Start posting additional content there as you collect it. Archived copies of all your press releases should 
go there as well. Check the classroom for a link to my media page for an example.

Selected Articles or Write a Book
Creating Press Releases
You can visit the press release samples in the classroom for examples that have actually been used for 
both online and offline PR campaigns.

The good news is that, for many of you, your home office may already be writing press releases on 
your behalf. All you'd then need to do is replace the company information with your own pertinent 
details in the body of the document and submit it to your local press. If your company doesn't create 
press releases for field use, here are some ideas about topics you could write a press release about:

• Achieving a new level of leadership in your company (getting a promotion)
• Special recognition from the company
• Attending national conference or other special training
• New product or catalog releases
• Special events or opportunity meetings
• Welcoming new team members to your organization
• Achieving lifetime sales goals
• Company anniversary
• Other business milestones
• Community donations or civic involvement
• Current events (if you have a special angle)

A press release shares facts, and may have a quote or two, but for the most part it reveals content that 
covers the 5W's of journalism:

• Who
• What
• When
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• Where
• Why
• and How

Quotes can be useful for sharing enthusiasm or giving the release some personality, but under no 
circumstances should your quotes come across as pitch-heavy. In that case, you'll have a “media pitch” 
on your hands, not a press release, and journalists will treat it as such. Look in the classroom for a 
bonus article that explains the differences between press releases and media pitches.

Your Media List
“Who would I contact regarding a story about..?”
HelpAReporter.com provides free publicity options up to three times a day. 
Pressexposure.com and pitchengine.com can help you gain online exposure for those off-line releases. 
They work best when you have a web site of your own you can link to.

Create a PR Campaign
Every little piece of news is turned into a press release. 

When you start to create a PR campaign, think about what it is you're trying to promote. Perhaps it's a 
St. Patrick's Day event that features new spring products, and will be a fundraiser for a local school. 
Here are a few suggestions for titles you could use to create a campaign:

“(Your Town) – area business woman helps local school see green” - this release would talk about the 
partnership with the school and the need to invest in your local community.
“St. Patrick's Day Fundraiser to feature new products from XYZ company” - this release talks about the 
new spring products and how this will be the first chance in the area for the public to try these new 
products up close.
“Raising of The Green for St. Patty's Day” - here you'd share the specifics of the event, tickets, if 
required, and how many people in the community will be able to participate (like “only 100 tickets 
remain for this event”)
“Local elementary school finds pot of gold at end of St. Patty's Day Rainbow” - this release is for after 
the event, with quotes from the school, and possibly a few kids or their parents. Here, you'd talk about 
the results from the event and provide a picture or two in case the media didn't attend the event.

These four release ideas could be customized for just about any project or newsworthy event. You are 
only limited by your imagination.


