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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://DirectSalesClassroom.com.

http://search.twitter.com/search?q=dstips
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Direct Sales 102: Income Producing Activities
Lesson 7 –  Cash Is King

Here's where we come to it.

The first six weeks of this course have laid the foundation for today. Today, we're talking about the 
almighty Dollar, or Rupee, or Peso, or whatever currency is King in your neighborhood.

You gotta believe, no matter how much we try to pretend otherwise, Cash is KING. With cash in hand, 
we can negotiate, navigate, and otherwise do a lot of things that we just can't do as easily any other 
way. Sure you can beg, but that brings baggage, as does stealing, manipulating, and otherwise trying to 
force something to happen. I speak from experience in most of these instances, so it almost goes 
without saying that this lesson has been one of the most powerful things I've learned in my life. If you 
trust me and take it to heart, it will literally change the way you look at money, and what money means 
to your life and your business.

Because all the various substitutions we've created in the world - plastic, online transactions, tap 'n 
swipe... none of them replace the power you feel when you hold currency in your hands.

Try this experiment right now. Get your wallet, your check book (the checks, not the register) and your 
bank card. If you don't have one of these, no big deal, just use what you've got. Take the largest bill you 
have. I don't care if it's a one dollar bill or a hundred dollar bill or anything in between. Take out the 
largest bill you have an hold it in your hands.  If all you have is change, get the largest denomination 
coin you have and hold it in your hands. Pause the recording if you have to to get it before you 
continue.

Do you have it? Great. Now I want you to study it. Hold it in your hands and look at the lines, the 
numbers, the pictures. Feel the texture of the paper or the coin. I want you to get emotional about this 
money. It's your money. Feel it. Take ownership of it.

Now, on a piece of paper, I want you to complete the following statement: 
“When I look at my money, I feel ____________.” 

Take five minutes to fill in the blank with all the emotions that come up for you. There are no right or 
wrong answers – only your ruthlessly honest answers.

Pause the recording and invest these five minutes exploring how you really feel when you look at the 
money in your hand.

Okay, great. Now let's take a look at what you've written. Depending on the value of the currency 
you're holding, you may be grumping about the fact that what you're holding is “not enough” or “too 
small” or “nothing to write home about”.

If you've got a larger bill, it's possible you're feeling good – and maybe a bit anxious about “how 
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much” you have. Again, there's no right or wrong answer. The important thing about this exercise is to 
observe, and become aware of your true feelings about your money. If you feel great, great. If you feel 
not-so-great, great. Just make note of it and be honest about it. This will become useful later. 

Got it? 

Here's what I want you to notice right now: whatever the case, it's rare that a person feels nothing at all 
when they handle their money. 

And yet, it's just paper. It's just metal, imprinted with special symbols. By itself, money isn't anything 
remarkable. And yet, it's one of the most powerful tools on the planet.

Why?

It's the meaning we've put to our money that gives it such power. As a society, we've decided to agree 
that bigger numbers mean more wealth, more significance, more value – just plain MORE. The desire 
for more – to be more, do more, have more, give more, share more... More is powerful. Not in a greedy 
way. You can want more so that you can help more people. That's not greedy. That's just wanting what 
you want... and more is often at the core of it. More is powerful. Money is powerful. More money is 
very powerful in our present society.

Now take out your check book if you have one. I'm not going to force you to look at all the transactions 
in your register. That's an old exercise that guilts you into making different decisions about how you 
spend money. When you browse your check book register and see what you've actually spent money 
on, the idea is that you'll become more aware of what you're actually buying, thus “encouraging” you to 
make better money choices.

That's all well and good, but WHY does it work?

THAT's what I'm interested in. See the reason we need to do those kinds of exercises is because 
somewhere along the lines we stopped being aware of what we're spending. How did that happen? 
What caused it? Could the answer be found in that little bound up booklet of paper?

Take your checks in your hands, and study them the way you studied your hard-earned cash. Look at 
the lines, feel the weight of the paper. Look at the back, where your signature goes. Then take your 
bank card. Feel the bumps of the raised lettering. Study the numbers, the stripe on the back, your 
signature. Feel the heft of the card, explore the colors on it. Really get to know your alternate payment 
methods. Recognize them for what they are – conveniences – different ways to access your money.

Now again, on that same piece of paper, I want you to complete the following sentence:
“When I look at my alternate payment methods, I feel _____.” Again, there are no right or wrong 
answers. This is an exploration of what is really going on in your head.

Now, before you begin, I want to warn you about what you write about your alternative payment 
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methods. I didn't ask you to write about how you feel about your debt. Often times when I do this 
exercise, people look at their credit card and write about how much anxiety they feel over the debt they 
carry on their accounts. That's NOT what I'm asking for here. What I'm asking you to do is tell me how 
you feel about that piece of plastic, or that bound together booklet of papers – what emotional 
attachments you have to those things that you carry around that represent alternative methods of 
spending your cash.

Stop the recording and take a few minutes to complete the sentence. 

For most people, this is an eye-opening exercise, because they discover that they have little to no 
emotion around their checkbook or their credit cards. If they do have some emotional attachment, it's 
still substantially far less than the attachment they have to their cash. Usually that attachment pertains 
to the design on the face of the check or the bank card. Rarely do we get all mushy gushy over our 
Scooby Doo checks or our debit card with our own picture on it. If we do, it's because those symbols 
mean something to us – for example, I'm a big Scooby Doo fan and for years I paid the extra money to 
have Scooby on my checks – until I realized that for as much as I liked Scooby, I was giving away 
those checks each time I wrote them – which meant I didn't get the enjoyment of seeing Scooby 
because I was giving them away. Now, I buy Scooby for me, not to give away to others!

But aside from the good feelings about any symbols you have on those cards or checks, chances are 
good you're not really feeling a whole lot of emotion when you hold them in your hands. “What? It's 
just paper. It's just plastic. No modern marvel here. It's no big deal.”

And your banks know this. Marketers know this. You need to know this. What if, instead, you held that 
check book, or that bank card like it was the most priceless possession you own? Might you treat it a 
bit more respectfully in that case, and not feel so cavalier about swiping it through the plastic card 
reader, or writing all over it and giving it to someone else?

Checks were our first convenience. When people started using checks, spending went up. Most people 
attributed that to the convenience of being able to spend their money while it was still sitting in the 
bank, and on one level that's true. But on a deeper level, it got us to spend more money than we 
normally would otherwise. Think about it. If you really wanted something, and you didn't have the cash 
for it, you had to run to the bank to get the cash. With checks – and now with bank cards – even if you 
don't really want it that badly, you can still whip out your card an own that thing in a matter of seconds.

Studies have shown that when we use a bank card for our purchases, we spend typically 10-20% more 
than we would if we paid cash. Credit or debit makes no difference. That number increases again when 
we swipe the card and again when we tap the card. In essence, we are distancing ourselves further and 
further from our emotional attachment to our money with just a tap, a swipe or a small piece of paper. I 
mean, we don't write on books usually, do we? If you're a student you might, but as a child, I was 
taught to never write on a book because it defaces it and makes it valueless. Yet, we write on check 
books all the time. Psychologically, we are devaluing our money. We are telling our brains that it's no 
big deal to give this money away.
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It is a VERY big deal.

Because we don't feel the pinch of relinquishing the cash at the time of purchase, we're prone to 
spending more money than we might otherwise.

Think about that. How many times have you purchased more than you would have if you'd spent cash? 
I know I've done it more times than I care to count. Just this last week at the grocery store, I used all the 
cash in our budget, and then put another $10 on my debit card. Now I had good reasons for doing it 
(blackberries were on sale and I cleaned out the store to freeze them for winter), but had I not had that 
piece of plastic with me, that transaction would not have happened that way. I would have had to 
decide what goes and what stays in order to meet my cash budget for the shopping trip.

So I spent more just because I had the capacity to do so. My world wouldn't end if I didn't buy all those 
blackberries. But I decided I could because I had a convenient way to do it.

Makes you think, doesn't it?

Budgets shouldn't be an albatross around your neck. They should be an honest guideline for your 
spending. If you ever feel like your budget is a ball and chain, you probably need to re-work your 
budget.

But if you're not budgeting because you're counting on your debit card register to settle up at the end of 
each month, you also need to reconsider things. Get back to the fundamental emotional state that cash 
creates in you. Tap into it, and instead of letting it control you, take control of your emotions and use 
them as a guide for your spending.

If you're feeling guilty about that latte when you pay cash for it, but have no problem putting it on your 
credit card, that's a warning flag. Your body's emotional responses are trying to tell you something. The 
longer you ignore it, the more powerful the signs become when things get financially sticky.

For years we have given up our control over our lives, our businesses, our money to others – and often 
they don't have our best interests at heart. It's time for you to start trusting yourself again. Listen to the 
messages and signals your body sends you. Start paying attention to and respecting your gut instincts 
again. They are more than likely right in the first place.

What if you can't tell what your body's trying to tell you? Just observe. Make notes. I keep a journal 
that documents those kinds of things. Over time, you'll notice patterns. “Every time I think about 
buying that car, the hair on the back of my neck goes up, just like it did when I bought those platform 
shoes two years ago. Boy was THAT a bad decision.” Granted, it may not always be that obvious, but if 
you practice, it gets easier.

On the one hand, I'm asking you to start getting used to feeling about money again. On the other, I'm 
asking you to feel lighter about your money. One is about taking back control from external forces. The 
other, is about not letting money control you. It sounds paradoxical, so let me explain.
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I want you to feel confident about whatever amount of money you carry in your possession. I want you 
to be confident that whatever you have is always enough for the moment. Besides, this moment is all 
we have anyway, right? So my desire for you is to not have anxiety over what you don't have, but 
rather, confidence that what you do have is exactly enough for right this moment. In order to feel like 
you have plenty, you have to actually have some money. So I want you to start carrying around cash. It 
doesn't have to be a lot, at least not in the long-term, but I do want you to carry some.

And I want you to start by carrying around the biggest bill you can afford. In cash. In your wallet, your 
pocket, your shoe or someplace where you feel it's safe. I've been known to stash it in my bra when I 
want to keep it close to me. There's two reasons I want you to do this: one, I want it to be a little bit 
difficult for you to get at it and spend it. I mean, I want you to have to expend some effort to take it out 
of where ever you've got it to spend it. The second reason is because I want you to get used to carrying 
“that kind of money” around on your person. If you don't feel comfortable carrying that kind of money, 
you're telling God, The Universe, all that is Divine, that you can't handle that kind of money. Period.

Like attracts like. Much like we discussed in Direct Sales 101, if you don't believe you're worth $500 
an hour, you'll find it difficult to ever earn that kind of money. Likewise, if you don't feel like you can 
or should carry around “that kind of money” you'll never have it to carry around in the event that you 
really WANT to some day.

So you need to practice. Practice feeling the cash and having it confidently. See how many days you 
can go without having to break down and spend it. At first, it may only be a day or two. But keep at it. 
Eventually get to the point where you know you always have a certain amount of money on you at any 
given time. 

For me, for a long time, I had all I could do to keep a single dollar in my pocket for more than a day or 
two. Eventually, I could keep that dollar for a month, so I upped my game to six dollars (that way I still 
had the dollar if I had to break the five). Then two fives, and so on.

At first it was hard, because I could always find something useful to spend that dollar on – or as time 
went on, that $50 in my pocket could be used to pay a bill or buy groceries. This is actually something I 
learned indirectly from my husband. See, he always kept a cushion in his savings account. When I met 
him it was about $500. But to him, that was like having ZERO dollars. If he had $550 in his savings 
account, he would say “I've got about fifty bucks in my account.” 

At first, it bugged me, because I thought he was holding out on me, lying to me, or trying to be 
deceptive about how much money he had. Then, I realized how clever it was. He had literally trained 
his brain to see anything at $500 or less to be NO money. So I borrowed this principle and applied it to 
my cash. Now, when I'm walking around with just my saved money, I really have to think twice about 
spending it. At the same time, I also have the confidence of knowing that if I REALLY needed to spend 
it, I have it.

That's the kind of freedom I want you to feel as you grow your business. Freedom to know that not 
only can you make as much as you want to in this industry, but that you can also keep it. That kind of 
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freedom is really priceless – because you're not at the mercy of creditors, or even the customers you 
can't stand - just because you need some cash.

If you do this exercise faithfully, your emotional attachment to money will shift. You'll begin to see the 
power you hold in your own hand when you hold your own money. Respecting yourself, your business 
and your life can't fully happen until you respect your money and it's role in all of those things.

Remember, money is a tool – but like a carpenter's favorite hammer, we grow kind of attached to it. 
Use that attachment to your benefit, and don't let it control you.

We're going to keep playing around with this idea of respecting your money in the next few lessons. In 
Lesson Eight, we're going to start looking at how you can respect yourself and your money by looking 
at the wants and needs of your business.


