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Lisa Robbin Young
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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
http://DirectSalesClassroom.com/
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Direct Sales 102: Income Producing Activities
Lesson 8 –  Your Business Is Alive

Think about your business like it's a living, breathing entity – because it is, or it will soon be.

When we talk about taxable entities, and business types, we conjure in our minds this loose image of a 
business as if it were its own person. And in many ways it is. It's time you started treating it like one.

Think about how you would treat your best friend, or a very close family member. Your business is 
really no different. It provides you with encouragement, financial support, and milestones that let you 
know when you've done a good job. You've probably heard the joke about someone being married to 
their work. That's what happens when someone takes their relationship with their business too 
seriously. But most direct sellers have the opposite problem: they're not married to their work at all.

Oh sure, they spend a lot of time working, but that's not the same thing. Remember our conversation 
about Important Personal Activities and Income Producing Activities? You need to set and respect 
healthy boundaries with your business, just like you do your family. At the same time, you need to hold 
certain expectations of your business, too.

For the rest of this lesson – and for Lesson Nine - I'm going to give your business an identity, a name, 
and treat it like a person – this is just to serve as an illustration, but I think it'll make it easier to 
understand what I'm talking about.

So from this point forward, when I talk about your business, I'm going to call it Buddy. Because, a 
good business should be like a good friend. So let's see how your relationship with Buddy is rolling.

If Buddy is sick, or malnourished, a good friend would bring him food and medicine, but you can't 
force feed Buddy, and you can't spend all your time with Buddy, because you have a life. You have a 
family that needs you. Buddy needs you, too, but you can't solve all of Buddy's problems on your own.

Sometimes, Buddy has cashflow issues. What's a good friend supposed to do? An occasional bail out is 
one thing, but plowing everything you have into Buddy is madness. If Buddy's a real friend, Buddy will 
reciprocate, and make sure you are well compensated for your time and expertise in helping get Buddy 
back on track.

When it comes to building Buddy up, and encouraging Buddy's growth, there's only so much you can 
do. Buddy needs to make decisions from a place of educated judgment. If Buddy isn't financially able 
to afford a high-level coaching program, or a large investment in new products, you should not be 
footing the bill for that stuff. However, if Buddy has cashflow projections that can justify a modest 
payment plan, then it may make sense for Buddy to capitalize on that opportunity. As Buddy's friend, 
you're not going to try to hamstring him with a mountain of debt, are you?

Do you see where I'm going with this? 
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If you mistreat Buddy, you can expect Buddy to mistreat you. On the other hand, if you plow all of 
your resources into Buddy, what will you have left for yourself?

If Buddy is really your friend, you'll want to take steps to make sure that Buddy is getting what it 
needs, and maybe a little of what it wants. Buddy's not your child, but Buddy is definitely a little co-
dependent until you can get Buddy up and running.

Once you're running a solid business – with systems and processes in place, that's when Buddy 
becomes the kind of friend that can repay your kindness. Until then, you have to shelter Buddy, and see 
to his needs.

To that end, you need to get clear on the differences between the wants and needs of your business.

Buddy (your business) needs a few things to keep it functioning, and a few more things so that it can 
thrive:

1. Daily attention. It may only be a single phone call, or an email, or a show, but it's important 
that something is going on in your business on a daily basis. You wouldn't leave a small child 
unattended, and a young, financially unstable business needs similar attention. As cash flow 
stabilizes, you don't need to have your hands on it every day – and it doesn't always have to be 
you doing the supervising, but someone  - you, your VA, a spouse, or perhaps a team member in 
training – needs to be making sure that something is happening every day of the work week.

2. Spending plan. You can't let Buddy spend willy nilly, or as Dave Ramsey says “outearn your 
stupidity.” The idea that you can always make more money to cover up your overspending is 
true to a point, but think of all the wasted energy that goes into worrying about where the 
money's going to come from to fix your mistakes. A real business has a budget, and sticks by it 
unless and until a change needs to be made. Buddy is no different.

3. Wise counsel. This could be your up-line leader, a coach or mentor that understands what it 
means to live with your Buddy. Sometimes that means hearing the stuff that doesn't make you 
happy, but a wise counselor will always have your best interests at heart. They can't make the 
decision for you, nor should they try, but instead, provide new perspectives to help you make 
positive growth in your relationship with Buddy.

4. Support systems. This may be a bookkeeper, or online marketing software, or any number of 
tools, gadgets, gizmos or even people that help Buddy run like a well-oiled machine. If Buddy 
were a real person, this list might sound more like this: doctor, dentist, lawyer, gym 
membership, etc. Basically, what are the proper (not excessive) tools and systems you need 
right now to keep Buddy running smoothly – instead of running on empty? Mailing lists and 
autoresponders, client follow-up tools like The Client Angel, and yes, Virtual Assistants, all help 
to take the load off of you, and keep Buddy doing what Buddy does best: making money and 
reaching more perfect-fit-clients. But overdoing it is just going to cost you more money. You 
don't want that.

5. Time off. Even Buddy needs a day of rest – or more to the point, you do. Make sure you're 
getting away from your business at least once a week to give yourself time to refresh and come 
back to Buddy with a clear head and maybe even a few new ideas.
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6. Marketing plan. This may or may not cost you a dime, but it's important to know how Buddy 
is bringing in new business, who Buddy is meeting, and how Buddy is building relationships. 
This isn't something you should do willy-nilly. A Marketing plan will help keep new clients 
entering your radar regularly.

7. Proper tools. Buddy doesn't need flashy business cards, when the catalog will do just fine. 
Buddy doesn't need to worry about keeping up appearances with a paper-thin budget. 
Excellence is more important than flash, every time.

Everything else, for the most part, is a WANT, not a need. Especially when money is thin, it's important 
to scrutinize every expense. It may seem like you're being nit-picky, but one of the reasons Warren 
Buffett is so wealthy is because he's very cautious about his investments.

To be clear, I'm not telling you to give up your latte or clip coupons for hours on end. I am telling you 
to pay attention to where your money is going – particularly as it relates to Buddy. Buddy doesn't have 
a conscience. Buddy relies on you to guide and shape all the decisions.

So let's say your company has a special offer for consultants only: buy one get two of a relatively new 
product. The company literature spouts how amazing this product is, and how everyone will want one 
in their home.

Okay, back up the truck a minute. First of all, we have to remember that your company is in business to 
make money, just like you are. It's rare for a consultant special to count toward your commissionable 
income – or even your sales or incentives credits. As a business owner, you need to look very closely at 
something that looks like a great deal – because it may or may not be.

The same holds true on those discontinued products that your company liquidates at the end of every 
season. We've talked about that before, but this bears repeating. Always look to see if you actually have 
a market for the product being liquidated before you spend your profits away. It's better to “miss out” 
on what seems like a good deal than to stock pile a product you'll have a hard time selling for years to 
come.

Here's the quick assessment I give to special offers from the home office. It will help you determine the 
benefits – or risks – of letting your money go into those product offers:

• Do I know someone I can call right now and flip it for full retail price?
• Do I know someone  to whom I can re-sell it for a profitable discount?
• Is it a product that was purchased by one of my customers previously?
• Can I offer it as a valuable, but inexpensive host/booking/recruiting gift?
• Is it a product I really want, like, or can use myself?
• Will I get sales credit for this purchase?
• Do I already have an order going in so I can save on shipping/handling costs?
• Will I get commissions on this purchase?

If all of the answers above are “no” DO NOT SPEND YOUR MONEY ON THIS PRODUCT
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If any of the answers above is yes, ask yourself the following question:
• Do I have money in the marketing budget for it?
• If I don't have the budget for it, can I get this product another way that is more beneficial to me?

If you don't have the budget, and can't get the product another way, forget it. Move on. There's no point 
in spending money you don't have on products you might not be able to sell. If you are confident you 
can flip the product, call the client and let them make the purchase through you. Get their payment info 
and lock in the order before you shell out any money whatsoever. It's not a business if you're not 
making a profit, and plowing your money into products you can give away is frittering away your 
marketing budget.

Likewise, I know some consultants who order one or two things every single day of the week and pay a 
ton in shipping and handling fees to their home office. Group your orders for supplies and replacement 
products. I've even combined a few small shows together into one larger show so that I could reap the 
host rewards. That way, I'm not paying for the products I can otherwise get with host credit. Now, that 
also means I have to make deliveries and let my hosts know that I'm grouping their orders together, but 
most of the time, that's not an issue. Be sure to check your consultant manuals and policies to be sure 
that's something you are able to do. I've saved hundreds if not thousands of dollars in costs for 
replenishment products just by grouping three average shows into a thousand dollar show. The hosts 
still get all their credits, and I get the bonus gifts for the show. I have always had my team make 
personal deliveries, so it's never been an issue with my hosts. 

Remember, always inform your hosts of your intent to combine shows, so that there is no confusion. 
And always defer to the host's preference. If they'd rather you not group their show with anyone else's 
honor that request. Period.

This discussion of wants and needs wouldn't be complete without looking at the other side of the coin: 
your family and friends. Just like Buddy, they have a few expectations of you that need to be cleared so 
that you can save your sanity, and perhaps your business, too. We'll take a closer look at this in our next 
lesson.


