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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: Secret Sales Strategies
Lesson 12 – Putting It All Together

Congratulations! You've made it to the culmination of our time together, and while you've got a lot of 
celebrating to do, I want to take one last class to tie all the loose ends together. We've covered a lot of 
ground in the past 11 lessons. It only makes sense to show you how all the pieces fit together to 
enhance your entire sales strategy, solidify your business foundation, and give you sure footing as you 
move ahead in your business.

Now that you've seen the Sales Cycle, and how it feeds your business for life, let's go back to the 
questions you learned in lesson one, and apply them to the Sales Cycle – because they apply at every 
stage.

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?

You can see that at the earlier stages of the Sales Cycle, these questions relate more to the individual 
customer. As you move around the wheel, they apply not only to the customer and the community 
you're trying to serve, but also to YOU. When people are asking for your contribution to a project or 
charity, you ask yourself these same questions. Make sure the answers – at any stage of the Cycle – are 
a win-win for everyone.

Remember your Perfect-Fit Customer Profile? You now have a tool you can use in conjunction with the 
Sales Cycle to help you pin-point opportunities to connect with more of your Perfect-Fit Customers. 
Your Buyer Profiles help you create even more targeted marketing messages for those Perfect-Fit 
Customers. Which means they are hearing you speak to them in their language, using words that 
resonate with them. This is what makes people want to do business with you. They feel like you know 
them – and they know, like and trust you enough to want to do business with you.

When you build the level of trust high enough, they will become customers for life.

The Sales Cycle shows you exactly how to build the loyalty, increase trust, and gives you specific 
avenues to connect with your clients even when they're not spending money – because at some point in 
the future, they will, and when they do, you want it to be with you.

With a clear picture of your Perfect-Fit Customer, and the places you can go to meet those people, you 
can tailor your sales demos to their language – you can offer specials and promotions that resonate with 
your specific buyer types – increasing sales, and positioning yourself as the go-to expert on your 
industry's product line. Whether you sell skin care, kitchen tools, jewelry or luggage doesn't matter. 
What matters is that you've found an audience that hears what you're saying, and wants what you're 
selling.
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You have a whole “bag of tricks” that you can use to encourage your buyers to make a faster, no-
brainer decision to work with you. From the Priceline technique to the Victoria's Secret technique, from 
direct mail to seasonal special offers, you have an entire arsenal of sales strategies that you could 
deploy year after year to increase your sales base.

And as your business grows, you can even promote yourself through your growing media contact list. 
Any time you achieve a sales record, your team starts growing, or you attend national conference, it's a 
piece of newsworthy coverage that you can let the local media know about. People are going to see 
your name and know who you are. You're building an online presence and letting an even larger 
audience know about who you are and what your business has to offer. You're sorting leads 
automatically, and they are self-selecting YOU as their go-to expert.

You're taking advantage of technology to take the load off of you, so your business can grow without 
you being a bottleneck. You've been practicing your demo and focusing on creating a customer 
experience – not just a sales transaction. And because of that, people are referring clients to you. You're 
being talked about in a positive way, and people are asking you for help. You're selective about the 
ways you give back to your community, because, again, you don't want to be a bottleneck in your 
business, and you want every effort to pay off.

This is what a successful business feels like when it's built on a solid foundation of perfect-fit 
customers.

A quick note: some people might think of these strategies as manipulative and deceptive tactics, and I 
suppose if they are used for evil they could be. My mantra has always been to operate from a place of 
service. My goals are always to find a positive outcome for everyone involved – buyer and seller alike. 

If a strategy like the Priceline strategy allows you to boost sales, while liquidating some inventory, at a 
price that makes everyone happy, then I don't see it as manipulation. I see it as a great value. On the 
other hand, if you're doing loss-leaders and running yourself into the red every month, your clients are 
taking advantage of you. And if you are swindling people out of their last dime so that you can earn a 
trip to the Bahamas, then shame on you.

That said, I believe that if you've made it this far in this program, you're not that kind of person. You 
truly want to make a difference in your direct sales business – and in the lives of the people you reach 
through your business. Bravo, and best of luck in your future success.

You may be asking yourself, what now? If you've completed everything in the course, you'll have 
plenty of ways to keep sales coming in. Refine your PFC and your buyer profiles until you've got an 
armload of clients you love. Go through your client list and set up a direct mail campaign for more of 
your best customers. Keep growing the number of people on your best customer list until you have 100 
clients that think you're the bees knees. 

Once you have 100 clients like that, if you called one every day, you'd talk to them three times a year. I 
bet most of your clients don't hear from you that often right now. Get started on building and deepening 
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those client relationships. The customer experience is more than how the order is delivered. It's every 
step and contact along the way. Remember the Sales Cycle, and keep the wheel turning.

Lastly, as your business starts to strengthen, you may find that you're ready to step into a leadership 
role, or if you already are a leader, move into a stronger leadership role within your company. Consider 
Direct Sales 103 or 201 as a logical next step now that you've completed Direct Sales 104. If you're not 
in a company that offers a leadership role, consider Direct Sales 102 or 202 to sharpen your skill at 
income producing activities, boosting profits, and minimizing waste in your business.

Congratulations! Not everyone makes it this far. You've put in a lot of effort, and have a growing 
business to show for it. Join us in the classroom, share your comments on the classroom page, and if 
you have any questions, feel free to drop us a line.


