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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 2 – Ruthless Honesty

It sounds almost horrible, doesn't it?

Ruthless honesty. Some people can't do it. They can't open their mouth and hold their ground at the same 
time.

In business, and in life, you must learn this crucial skill.

Ruthless honesty means being 100% honest about a situation: including what you believe to be the 
positive and the negative of that situation. It doesn’t mean sharing everything, mind you, but it means 
being truthful with those around you – including your spouse, family, colleagues, clients, cohorts, etc.

Especially yourself.

I say “ruthless” because ruthless implies unrelenting. It’s easy to stop being honest, because sometimes 
no one will “find out” you weren’t 100% honest. Too much of my life (and business) was only half-
way enjoyed (or not enjoyed at all) because of these partial truths.

When I am able to look objectively at a situation, I always have a clearer perspective about my best 
possible options for success. When I start getting emotional, making excuses or justifying, everything 
gets cloudy and murky. It's harder to make smart decisions when everything is murky.

Sometimes there's still pain to deal with. I get that. At one point, I was over $80,000 in debt. There 
were doctor bills, a mortgage, a student loan, car payments, credit cards. I had lots of reasons – good 
ones, too. But the reasons didn't matter. I could only deal with the facts. This mountain of debt had to 
come down, and no amount of reasoning with it would work. 

I had to get ruthlessly honest. I didn't beat myself up for the debt I had. But I didn't pretend it was no 
big deal either. Debt is a huge burden that prevents you from living a fully expressed life. It starts out 
innocently enough, and then it snowballs. I know from personal experience. Every reason you have or 
excuse you make is designed to make you feel better about your situation.

Show no pity to lies. Give lies no refuge or sanctuary. Drive them out of your life and see with more 
clarity.

Every lie fogs the looking glass. Eventually, the reflection doesn’t begin to reveal the reality beyond the 
fogginess.

This is the most common issue I see in my clients. The majority of the time, they already know what 
they need to do, they’re just not being 100% ruthlessly honest with themselves. They’re living/working 
in that fogginess, pretending they don’t have the answers. 



© 2011 Lisa Robbin Young. All Rights Reserved.
http://www.DirectSalesClassroom.com

Instead of looking for a guru to be your magic pill, look ruthlessly at your life, your business, your 
family and friends. What are you tolerating? What’s fogging up your looking glass?

You have to be willing to face the brutal, ruthless honesty of your situation. Only then can real 
solutions emerge.

There’s an old saying that you can’t improve what you don’t measure. You can’t measure a thing until 
you can see it clearly. With ruthless honesty.

The good news is that you can be ruthlessly honest about the GOOD things, as well as the not-so-good 
things. That’s what it means to be ruthless: no sugar coating or exaggerating either side of the coin.

Before we go any further, get a mirror. You need to be able to look at your own face for 2 full minutes. 
Stop the recording if you need to and use a timer if you have to. This is a gentle version of a self-
examination exercise I use with my private clients.

The 2 minute-mirror exercise for Ruthless Honesty (gentle edition):
1. Face yourself in a mirror for 2 mins (this is harder than you think).
2. Acknowledge your imperfection.
3. Praise your positive traits.
4. Look yourself in the eye as you remember one of those “shadowy” moments.
5. Tell yourself “You are imperfect, and I love you no matter what.” Say it out loud for maximum 

impact.

This is what ruthless honesty feels like: it's uncomfortable at first, but as you begin to dig into the truth 
(instead of staring at the illusions), you can fall in love with who you really are – including in your 
business.

Now let's translate this exercise into your business life:
1. Gather up all your bills and statements as they relate to your business. Include any receipts 

you've gotten from the past month so you have a clearer understanding of how much money 
you're spending on your business.

2. Acknowledge that not every expense was an investment.
3. Praise yourself for the good decisions you've made with your money.
4. Examine and accept the less than perfect decisions you've made with your money.
5. Tell yourself, “I have made good choices and bad choices, and my goal is to make better 

choices every day.” Say it loud for maximum impact.
6. Release judgment. Even words like “good” and “bad” are judgment calls. What's past is past, 

and you can't fix it. All you can do is work to improve the future.

As you begin to practice this method of self forgiveness and acceptance, a funny thing happens: you 
feel less stressed about your situation. It's funny because you haven't actually changed the balances on 
any of your accounts, yet you feel better. You feel more in control. You feel more capable. That's 
because the decision to be in control is exactly that – a decision. Once you decide, failure can not be an 
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option. You can take financial control of your life and your business. And we start today. If you've 
already got a savings account that you use regularly, don't skip ahead, because while this may be 
remedial for you, it's good reinforcement. If savings is something that stumps you, let's dig in.

Developing a Savings Plan
I know, you're thinking that you absolutely can't possibly afford to start saving money. I'm here to tell 
you that you absolutely can't possibly afford to NOT be saving some money. Eventually, you'll get to a 
point where approximately half of your earnings are being set aside each month – but for now, let's 
focus on something simpler.

If you've never set up a savings plan before – or if your “will power” isn't strong enough to keep your 
hands off the money you set aside, I'm going to ask you now to seek out an accountability partner. 
Depending on your level of self-trust, you're going to need a cheerleader to help you, and possibly even 
a financial institution that will lock away your money for a while.

Vacation or Christmas club-type accounts are helpful in this respect – you can put in any amount of 
money, and you can't touch it until the appointed time.

Remember the paradox of success?When we open our hand too widely, we let too much flow away 
from us. If we cling too tightly, we constrict the flow. A savings plan gives us a set rate of flow. X 
amount goes out, and we hold on to Z: a comfortable grip.

In a business – at least here in the United States, you need to consider income and expenses a little 
differently than if you're holding down a regular job. You've got to set aside funds for things like self-
employment taxes, and other fees that may be related to running your business -like new catalogs, kit 
additions, and business cards. These are generally not things that come free from your home office. 
And you may be adding more expenses every month.

A good starting rule of thumb is to set aside 20% of your business income to cover taxes, and another 
20% for re-investment in your business – this includes product replenishment, catalogs, travel 
expenses, etc. If you are spending substantially more than 20% of your monthly business revenue on 
“business expenses” you've got a problem. Either you're not making any income, or you've not 
budgeted properly. If it's an income issue, Direct Sales 101 can help with that. If it's a budgeting issue, 
we're going to nip that in today's lesson.

About Tithing & Saving
Before we get there, though, let's look a little more deeply at what happens to us when we start saving 
money. First, if you've never saved a penny before, you're going to feel guilty. You're going to feel like 
you shouldn't be holding onto this money when you've got other bills to pay. In my personal situation, I 
frequently had more month at the end of the money than I cared to think about. It wasn't until I started 
saving – only a little at first – that this started to change for me. And I made a point of tithing even 
when I didn't have money. For me, if it was a matter of saving for myself or tithing, I would split the 
amount in half and give half and save half. That's where you're going to start today.
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Tithing literally means 1/10 or 10% - you're giving away 10% of your income. As a direct seller, your 
income is your gross profit (which you'll see in a moment). 

Regardless of your religious or spiritual affiliation, the concept of money flow is heightened when you 
tithe. For me, giving that money to a church or my place of spiritual nourishment is what I recommend. 
In Edwene Gaines' book “The Four Spiritual Laws of Prosperity” she mentions that tithing is how we 
repay the kindness and blessings we've received. Ten percent is the minimum you can give to be 
considered tithing. Anything less is not, by definition, a tithe. Regardless, the act of “giving back” in a 
financial way has a powerful psychological effect on you as well:

1. It eases the stress of money. Internally, your mind sets off a trigger that says “If I'm giving, it 
means I can afford to give.” This trigger releases the tension you feel around your grip on 
money. At first, you'll feel stress around giving money you think you don't have, but once it's 
released from your grip, the good being done with that money will have the opposite effect: 
you'll feel connected to the good in the world, your blood pressure drops, and endorphins kick 
in. In short, you feel better after you give. When you're first starting, it may feel painful or even 
scary before and during the giving, but after you've given, all that changes.

2. The money comes back to you. I can't explain it. There are those more spiritually minded than 
me that talk about the law of reciprocity, and how what goes around comes around. Law of 
Attraction followers will tell you that you are virtually guaranteed to see a return on that tithe, 
but no one can really tell you why. What I have discovered is that you don't always get money 
in return. One night, to celebrate a $200 sale, my husband and I went out to dinner. Before we 
left, I paid my $20 tithe electronically to my source of spiritual nourishment. Due to a problem 
with his order, my husband's is meal ended up being free – including his beverage. His portion 
of the bill was about $20.

I'm not telling you that you MUST tithe. I'm telling you that it's good for you for reasons we can't even 
begin to explain. I'm recommending you give it a try for the remainder of the class, even if it feels 
awkward at first. Only you can truly decide what's going to happen with your money.

In our starter savings plan, you won't be tithing, because you'll be taking 10% of your gross profit and 
either splitting it in half or putting it all into savings. Either way, this is more about creating a habit of 
setting aside money than it is about tithing. If you choose to split the 10%, I recommend saving 5% and 
giving 5% away to some do-gooder organization in your community: a charity, a church, or a person or 
place that, as Edwene Gaines says “provides you with spiritual nourishment”.

The “B” word: Budget
Lots of people shy away from this word, and use other words like “money diet” or “spending plan” - 
but again, we're getting ruthlessly honest, right?

A budget is just your best guess at what you figure you'll make, save and spend each month. The first 
few months it's going to be all kinds of wonky, and that's okay, it's part of the learning curve. As long as 
you're making your best guess, and the numbers come out evenly, you're doing it right. Over time, 
you'll get better at predicting your income and expenses, because some things are cyclical, and other 
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things are less predictable. For example, the first time you budget for new catalogs, you may find you 
ordered way too many for the season. That won't happen the next time, because you'll have a better idea 
of how many you really need. And believe me, this number is different for every consultant, based on 
how you do business.

Let's say for example, you've got 10 shows this month, which is rare for you. Normally, you do about 4 
shows a month. Well, if you've budgeted 40 catalogs for the season, you may run short. If you've 
budgeted 40 catalogs a month, you may be fine. If you do more online shows, you won't need a lot of 
catalogs, no matter what your leader may tell you.

But it's always good to have at least 3 catalogs on you at all times (your copy, a copy to share, and a 
copy to give away). Make sure that they are all labeled with your contact info, of course.

In order to set up a business budget, you need to have an idea of what you're really spending. That's 
why we did this exercise earlier. If you think you're spending $5 a month on coffee at recruiting 
interviews and it turns out you actually spent $35, you need to get honest about where your money goes 
each month.

For your first budget, you'll need to guesstimate a little. If this is your first month in business, you'll 
have to guesstimate a little more than most consultants, but by the third month of this program, you 
should have better idea about your income situation.

Begin by looking at your calendar. How many shows are booked? How many of them are you 
confident will hold this month? What's your show average? Multiply the number of shows that you 
think will hold by your show average.

_________ number of shows  x  $____________ show average = ____________________ total sales

Now figure your total commission on that total of show sales:

Total sales _________________   x _______% commission = ______________________ gross profit.

Gross profit is your starting point. From there, all your investments and expenses have to come out and 
be counted.

To start saving, your first goal is to sock away $500. If you've already got a $500 cushion, bump it to 
$1000. This will go a long way toward easing the stress of “accidents” that we know will happen 
during the course of life. Life happens, remember? Financial guru Dave Ramsey likes to say that we all 
know that emergencies will happen, we just don't know when they'll happen.

Speaking of emergencies, in the name of ruthless honesty, get clear on what really constitutes an 
emergency. Having a house completely barren of food isn't an emergency - it's a lack of proper 
planning. So ordering a pizza isn't an appropriate use of your emergency fund. A rock through your 
window on a cold winter day is an emergency, and getting it fixed may need to come out of the savings 
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in your emergency fund. I would rather see you tap your emergency fund than use credit cards to pay 
for repairs like that.

Ultimately, there are a myriad of possible items you could budget for, and I can't read your mind, so for 
our purposes, I'm focusing on your business income and expenses. Obviously, if your personal 
expenses must also be included in your budget, please add them accordingly.

In a future lesson, I'm going to share with you a more specific breakdown for your income, but for 
today, I want you to practice listing out your bills – both the monthly expenses and investments, as well 
as the longer-term investments like insurance, renewal fees, accounting fees, and other costs that you 
may not pay for every month.

This can take some time – and if it takes you a couple of weeks to hammer this out, you'll be well on 
your way for the rest of the course – as well as your life. It can be challenging when you first get 
started, to remember all the once-in-a-while bills that your business incurs:travel, registration and meal 
expenses for national conferences, leader retreats and training programs like this course. While you 
never have to pay for this course again, training and development are an investment in your business 
that continues for as long as you're in business. You'll just be investing in other learning and 
development as you go. Be sure to document all these costs and investments so that you have an idea of 
what you're currently spending each month. For the annual stuff, divide it by 12 and include it in your 
average monthly total.

So let's say you have a budget that looks like this:

Monthly Averages
Income – Gross Profit

(4 shows x $100 avg profit per show) $400

Expenses/Investments
Coffee at Recruiting Interviews $  25
Training & Development: $1200/yr) $100
Product replenishment $100
Catalogs & Supplies $  50
Fuel & mileage/vehicle expenses $100

Net profit $  25

If you're only earning $400 a month, after expenses, you could easily have next-to-nothing to save for 
your emergency fund. If you've got personal expenses to add to this, you can quickly see how it appears 
impossible to save anything. However, let's look at the advice to “pay yourself first”:
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Monthly Averages
Income – Gross Profit

(4 shows x $100 avg profit per show) $400

Expenses/Investments
Saving (10%) $  40
Coffee at Recruiting Interviews $  25
Training & Development: $1200/yr) $100
Product replenishment $  90
Catalogs & Supplies $  40
Fuel & mileage/vehicle expenses $100

Net profit $    5

While the “net profit” number looks smaller, you've actually managed to put $40 in the bank, instead of 
$25, and you've shaved your expenses minimally, without needing to adjust your investments at all.

I know at first this can seem a bit overwhelming, so take a couple of weeks to play around with this, 
and work out numbers that are reasonable to you. If you have questions or issues with this, post a 
comment in the classroom, and we'll work on it together. Remember, the first time you do this, you'll 
probably have to revise it quite a bit. That's okay. The goal isn't to get it perfect, it's to find a reasonable 
balance between what you spend and invest, and the profit you make. Our goal is to help you become 
more profitable over time.

Increasing Your Savings
Once you've gotten comfortable with saving 10% (and this may take a while), begin to increase your 
savings until you're consistently setting aside 20% of your gross profit. Remember, you're going to 
have to pay taxes at some point, and it's better to not have to tap your emergency fund for that. As I 
mentioned before, eventually, you'll be saving and tithing about half of your income for various 
reasons, but for today, that may seem too scary, too overwhelming. Start where you are able and grow 
slowly from there. It's better to go slow, and not set your internal warning system off than to go whole 
hog today and jump off the wagon next week.

Pay yourself first. I know it may feel hard at first, but the payoff is definitely worth it. If you have the 
headroom in your budget, begin to include some of those “want to haves” that you've been adding to 
your ongoing list of “what I want in my life” from our first lesson.


