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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 104: Advanced Sales Strategies
Lesson 1 – Creating Win-Win Offers

The Art of the Sale
According to Mark's Book, The Irresistible Offer, there are four questions every “buyer” asks 
internally, within the first three seconds of meeting you or your offer:

1. What are you trying to sell me? 
2. How much will it cost me? 
3. Why should I believe you? 
4. What’s in it for me?

Every “sale” hinges on these four questions. In the first three seconds people are judging you. It's 
one of the reasons that some direct sales companies require you to wear a certain uniform or style 
of dress – because it lends credibility or authority to your presentation – to your voice as a 
salesperson. The appearance of credibility is question number three, and is usually the easiest 
hurdle to overcome, if you're prepared.

The Sales Cycle:

1. Greet customer
2. Get to know customer
3. Analyze customer issues
4. Research potential solutions to customer issues
5. Present credible solution to customer
6. Customer buys your solution or looks elsewhere

The Perfect Fit Customer Profile (PFCP) – sample questions
Do you prefer smaller customer orders, or customers that order everything you suggest? 

Do you prefer a client that knows what he or she wants, or do you prefer to play the role of 
professional shopper and offer suggestions to improve their purchasing experience?

Do you want someone that calls frequently with repeat orders, or someone that shoots an email to 
place a new order. 

Are your clients eager to refer new business to you, or do you want to keep your client base small 
and cozy? 

What level of service do you want to provide for these clients? What level of service do they 
expect? 

Where do they live? 

What do they eat on a typical day? 
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Do they dine out a lot or do they stay home because they're savers?

The Customer Survey
Online surveys can also be a quick way to reach out to your client list. Tools like 
Surveymonkey.com or kwiksurveys.com can give you a way to ask questions of your clients. You 
can also have them just email the answers to you for a “special gift” that you'll reveal later. Just 
make sure that whatever gift you promise, that you deliver.

Here are a few sample questions from a survey created by a top leader in a skin care 
company:

What would you like to have more of in your life right now? Rank Your Top 3 of the following:   
1. Fun and girlfriend time
2. Flexibility 
3. Money and perks
4. Hope 
5. Stability
6. Significance/ making a difference 

Studies show that by the year 2010, 1 out of 3 American homes will have an at-home business. Yet, 
there are 5 reasons why women don’t start a home-based business. Please pick the one that would 
most apply to you:   

1. Too busy (What takes up the most amount of your time?)
2. Not the right type (What do you consider the right type?)
3. Start up cost of $100 (If I gave you $100 now, what would be your answer?)
4. Procrastination (People procrastinate because they are either completely not interested, 

totally overwhelmed, nervous. Pick one.)
5. Don’t need the extra money 

Other questions from other surveys:
Which is your living situation?

1. alone, w/ partner (no kids)
2. partner w/ kids
3. single parent
4. shared household

Describe your social life: 
1. busy
2. quiet 
3. difficult to switch off from work to make time for friends & family


