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About Your Instructor:
Lisa Robbin Young
Creator: DirectSalesClassroom.com 
Direct Sales Speaker, Coach & Trainer

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 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, Pampered Chef, Thirty-One Gifts, 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 102: Income Producing Activities
Lesson 1 – Success Is Spiritual

With an introductory lesson title like this, you might be surprised to know that success in life isn't about 
the numbers on your balance sheet.

In Direct Sales 104, we talk about the four internal questions that people ask before making a buying 
decision:

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?

Likewise, our definition of success hinges on four very similar questions:

1. What am I trying to achieve?
2. How much will it cost me?
3. What if it costs more than that?
4. How will my life change if I achieve it?

These are very spiritual, internal questions that drive your decision making – the answers to these questions 
determine how much you're willing to work in a given day. IF the answers are encouraging, you'll keep 
striving toward your goal. If they're not encouraging, you'll probably give up.

As I said at the beginning of this lesson, Success is Spiritual. Like Spirituality, there is no clear cut 
definition. To one person, all the trappings of success: fancy cars, trips, objects of art, and a life of luxury 
will seem idyllic, and yet to another, it's the very symbol of excess and all the things wrong with the world. 
To them, success is the ability to sit peacefully on the edge of a pond, watching the sun come up over the 
water, not having to worry about making plans or punching the clock for a day.

Success, like spirituality, has a very personal definition. One that only YOU can create for yourself.
It might seem odd to begin with such a very personal space. After all, I can't begin to define success for you, 
so how can I begin to help you achieve it?

Before I answer that question, let me tell you what thwarts success: Fear.

In Direct Sales 101, we talk about Napoleon Hill's Six Ghosts of Fear, and how these things like to rear 
their ugly head in our lives – particularly fear of loss of love, and fear of criticism.

At some point, between our childhood dreams and grown up responsibilities, we were trained to live in “the 
shoulds” - a place where we compare what we think we want – what we think success will look and feel 
like -with the visions and definitions of the people around us. 
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We start comparing ourselves to the Joneses, the Smiths, the kid next door who had a cooler bicycle than we 
did. Suddenly, all the cool things we envisioned in our definition of success, somehow don't seem good 
enough, or successful enough, or, just plain “enough” enough.

Enough already!

You are very much able and even required to determine for yourself what YOU want YOUR world to look 
like. How do you want to move and breathe and have your being in this life? What is your real definition of 
success?

Part of your assignment for this class will involve getting clarity on what is really important to you. Forget,  
for a moment, what your family, friends, leaders and team members want from you – or want for you – 
because none of that ultimately matters. Yes, we have responsibilities to people in our lives, but our highest  
responsibility is to honor ourselves. How can we do that when we so readily dismiss our own visions, and 
our own heart's desires?

It must not be so easy for us to give up on our dreams when someone else comes along, sharing theirs.

As we go through Direct Sales 102, you'll be asked to shed your “shoulds.” You'll be asked to get ruthlessly 
honest about what really matters to you. You'll be called upon to ask yourself questions like “I know I said I  
want this, but do I really mean it? Do I really really want this thing? Why do I want it? What am I willing to 
do to get it? Where do I draw the line? Is this really my definition of success?”

If you've ever taken one of my courses before, you know I spend a good deal of time working on the inner 
game of success – the “head game” if you will. If you're head's not in the right place, if you don't have the 
right mindset, you can forget about being successful, because your definition will change with the wind, and 
you'll never know when – or if – you've arrived.

The Mindset of a Profitable Business Owner

In Direct Sales 101, I encourage you to think like a business owner – like an entrepreneur. That means being 
willing to try new things, take a few calculated risks, and be willing to track the results of those 
“experiments” to see what's working, and what's not. In Direct Sales 103, I invite you to think like a leader:  
tracking important metrics, crafting a vision for your organization, getting clarity on what you're trying to 
build into your growing team. In Direct Sales 102, we hybridize those concepts, and an image of a 
Profitable Business Owner emerges.

The Profitable Business Owner doesn't throw caution to the wind and do experiments willy-nilly. There are 
calculated reasons for each experiment. Data is tracked. Results are important. Things that aren't producing 
profitable results are scrapped – even if we think they're a really great idea.

That's where it gets hard. Giving up on a project you think is going to be amazing, when the numbers just 
don't bear it out.

Before we talk about that, though, let's get clear on our definition of Profitable.
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Whenever I use this word, it means a positive return on your investment – but investment is not just the 
cash you plow into a project. It's the time, energy, focus, attention, good will, essentially every imaginable 
thing you invest or devote to a project. Every resource you commit to making a thing happen.

When you look at your business, it's easy to see how much money you've invested – or spent – and there's a 
difference we need to talk about. Spending money means it's money down the drain. Investing means you're 
putting money into something with an expectation that the money will come back to you – with interest.  
The same holds true for any resource. You may be putting in a lot of time, with the expectation that this 
time investment will return a higher yield of money or free time at a later date. If you're just watching TV 
-you're spending your time. If you're working on growing your business, you're investing.

The question then becomes whether or not this is a profitable investment.

So Investment is defined by the intention. Profit, is defined by the outcome. This is important to remember.  
Just because you make an investment does not guarantee you'll turn a profit.

This is the first mental shift you need to make when learning to think like a profitable business owner.

So that we aren't focused entirely on the bottom line numbers of profitability, let's examine some other ways 
to define profitability:

1. Freeing up time to spend it with family or friends.
2. Freeing up time to invest in other projects.
3. Reducing your stress and anxiety, by investing in a virtual assistant (VA).
4. Reducing your frustration by investing in higher-paying clients.
5. Increasing your name recognition by volunteering or donating to a local charity.

These are all examples where money might be going OUT of your hands, but still be a considered a 
profitable investment.

This is what I mean by profitable. In The Peace System, I talk about the 5 Key Areas of Success: Faith, 
Family, Fitness, Finances, and Fun. If you are investing in these areas with regularity, you may not always 
see an increase in the balance of your bank account, but your spiritual account may be filled to overflowing.

A profitable business owner recognizes a need to keep these things in balance. Having all the money in the 
world means nothing if you can't enjoy it. And it's a lot easier to enjoy things when you aren't stressing over 
money.

This is the basic definition of success that forms the foundation of Direct Sales 102. This is how I answer 
that earlier question of “if I can't define it, how can I begin to help you achieve success?”

We start with a common foundation – an assumption that we would all like to get more out of life than we're 
actively putting into it. I think that's a fair and easy assumption to build on for this class. So if you'll allow 
me this one definition – and we can all agree on it, I'll spend the next 11 weeks helping you determine, and 
achieve your definition of success.
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The Paradox of Financial Success, Part One

Our first lesson is not complete until we talk a little bit about how money flows. I call this the paradox of 
financial success. Today we're going to talk about the first part of this paradox, which is this:

Money can't flow when you cling to it.

Now here I am, talking about spending, versus investing, and now I'm telling you to release your grip on 
your money. What?

Well sort of. I don't want you to let go of it completely. I want you to experience the flow of money. It  
comes, it goes. Right now, one of two things is probably happening for you – so much is flowing out that 
you can't bring enough in to cover it, usually because of debts we've incurred. Now debt is a beast all unto 
itself, and outside of medical hardships, the bulk of our debt happens because we tried to hurry the flow, 
and make things happen outside the natural course of time. Simply put, we didn't trust flow, we tried to take 
matters into our own hands.

Flow is the opposite of constriction. When your hand is too loose, everything flows through. When your fist  
is clenched, nothing can get in or out. Today, we're looking at the second half of that statement. For most of 
us, our hands were open for so long, that now we grip it and hold on for dear life. We've constricted flow for 
fear of losing the precious little that we have left now that the floods have gone.

What we need to do instead, is develop a loose, but comfortable grip on money. Think of it like carrying a 
glass of wine. If you grip the stem too tightly, you'll break the glass. If you hold it too loosely, it will fall  
from your hands. Instead, if you hold the stem gently, or cup the bowl of the glass in the palm of your hand, 
you can hold it securely, and still offer it up if someone needs to take it from your hand – say to put 
something better in it's place.

Your first assignment, then, is to take a look at all the places where you've tried to alter the flow of money 
in your life: Where have you tried to hurry things along – either by trying to do too much (investing too 
much time), or by trying to take matters into your own hand?  Chances are good that these are also the very 
places where you feel the most pain, frustration and a LACK of success in your life.

Practice holding a glass in your hand comfortably. This is how you need to re-acclimate yourself to money. 
Profitable business owners are not hoarders. They also don't spend money on a whim. When you think of 
the Warren Buffetts of the world, they are shrewd, smart investors in their own success. They don't make 
excuses or take risks if they haven't weighed the options and outcomes. They also don't over-think things 
very often. They decide quickly, stand behind their decisions, and course correct as needed. So too, you 
need to develop this kind of mindset as you grow your own profitable business.

Now let's turn our attention to the final assignment for the week – and one that will likely take you multiple  
weeks to complete: Defining success on your terms.

This is a process. Most people don't just decide once and for all what success looks like to them and go 
from there. You're always evolving, having new experiences, and deciding on a daily basis what you do and 
don't want in your life. In this way, your definition of success will chance as you change.
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As a small child, I'm sure your definition of success include things like making good friends, finishing 
school, learning to tie your shoes and care for your basic needs. Once those elements of your life were no 
longer an issue, you set your sights on other worthy goals. And somewhere along the lines your perspective 
shifted – someone else' needs and wants were put ahead of yours – maybe you were even led to believe that 
their wants were your wants - I can't begin to know what happened in your life. I know for myself, there 
came a point where I looked at what I was doing in my life and couldn't figure out how I had gotten so far  
away from what my dreams were as a small child.

Somehow I let “life happen” and “things” got in the way.

It was when I started to get ruthlessly honest with myself about the reality of my life, my business, and my 
own definition of success, that the tide started to turn. It was then that I started to see what REALLY 
mattered to me wasn't what I had spent a good portion of my life focused on. And yes, I said SPENT. It took 
me a few years of examining my situation to start changing the old patterns and creating the life I really 
wanted.

Fortunately for you, this course is only 12 weeks. And the hardest part has already begun. Start writing 
down two lists: one of what you do want – all the ways you want to feel about life, the objectives and goals 
you'd like to attain – just write it all down without judgment. Then on the second list, write down all the 
things you don't want – the feelings you don't want to feel, the objectives and goals you'd like to avoid. 

Then take that “don't want” list and re-write it in terms of how that would look for you if it were a positive.  
So instead of saying “I don't want to be in debt anymore” you might write: all my bills are paid in full and 
on time each month.

Only YOU can define success. My greatest caution to you here is to remove judgment. If you start hearing 
the voices in your head telling you you can't want what you want, or that you shouldn't want what you want,  
simply say to yourself, “I was told to write it down anyway, so I'm writing it down.” Let yourself and your 
conscience off the hook. Sometimes we just want what we want. We can worry about the why later.

In our next lesson, we'll take a look at ruthless honesty, accountability, and designing what may be your 
very first savings plan.


