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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 11 –  Growing As A Business Owner

As you begin to strengthen and grow your direct sales business, you'll be presented with plenty of 
opportunities to grow as a business owner. There'll be invitations to attend or even speak at your 
national conference or leader retreat, cross training opportunities with other leaders in your 
organization, and possibly working one on one with a coach or mentor yourself. You may also find 
yourself involved in learning groups outside your own direct sales company. All of these can be very 
helpful avenues as a business owner. They can also become a huge time suck if you're not carefully 
weighing your participation against your business and personal goals.

It's easy to start down the slippery slope of “stardom” in direct sales. Most companies encourage their 
top leaders to develop presentations for conference. This serves two purposes. First, it gives those 
leaders recognition within the company and amongst their peers. Second, it eliminates the need for the 
home office to pay for training at the conferences. If everyone leading a breakout session were 
compensated for their training and time, there'd be a lot fewer breakouts at conference. Companies 
capitalize on the knowledge of their leaders by having them present from the stage. This isn't a bad 
thing, mind you. It's actually a win-win. Consultants and leaders on the rise get to learn from the best in 
the company, the company doesn't have to pay for training, and the leaders that are doing the training 
get the recognition they deserve. It's a brilliant model – so long as the people doing the training are 
competent and confident at what they're teaching.

My experience in a variety of companies has shown that the quality of the training is variable. One 
conference I attended had their top recruiter sharing her secrets of how she went from consultant to 
director in less than a year. Never did she make mention of the fact that she came over from a different 
company and brought her team with her, which significantly improved her chances of promoting to that 
level in such a short time. Add to that the fact that she was no longer with the company a year later 
because she had lost most of her team, and it leads you to wonder how effective her training really was. 
The content of her training was something we've all heard before: see more people, don't prejudge, and 
ask everyone. Doesn't sound like insider secrets to me!

This is important for you both as a potential trainer and as an attendee. You are most often selecting 
training based on what the company has touted about the trainer. It is in your best interests to learn 
about your speakers, and make sure you're getting the most for your money. Dozens of consultants got 
up and walked out of the room disappointed at the quality of the presentation from this company's so-
called top recruiter. On the other hand, they were standing on their feet and cheering in a time-
management session led by one of the most established leaders in the company that consistently 
produced more leaders than any other organization. Her advice on creating boundaries (similar to what 
I talk about here and in Direct Sales 101) was helpful and informative, giving her audience new ideas 
that they could take home and implement.

When you are presented with learning opportunities – or opportunities to share what you've learned 
with people outside your organization, it pays to do your research. Wasted time is wasted money – not 
to mention you'll never get that time back. Time you could have used on IPA.
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In fact, training and devlopment opportunities should be considered IPA – are they Income Producing 
Activities or Important Personal Activities?

Lets look at a few examples and scrutinize them with both lenses.

National Conference
As an attendee, this could be both an Income Producing Activity and an Important Personal Activity. 
Many consultants see conference as time away from the family (self-care), and a chance to increase 
their knowledge about their business, as well as bring home some new products to sample and enjoy. If 
your total attendance costs are less than the total retail value of the products you'll come home with, 
this is almost a no-brainer, since you can always re-sell the products to cover the costs of the trip.

However, many conferences, including travel, meals and hotel expenses, will cost significantly more 
than the free products you'll be bringing home. So determining the ROI (Return On Investment) is a bit 
more complicated. There are at least a few factors you need to consider:

The Networking Factor – who will you be able to connect with at this conference to widen your circle 
of influence? Since it's a national conference, everyone in the room will be representing the same 
company, so there's very little in terms of recruiting or sales opportunities. However, if you know 
people in the area, it may be possible to book a show while you are in town, or meet new people that 
aren't part of the conference who would become long-distance customers of your product. The chances 
of that happening for most consultants is pretty slim – and you have to be pretty determined to make it 
happen outside the convention center, since everyone will be trying to hit up the staff at the hotel and 
restaurants around the convention site. One opportunity that may exist is being able to connect with 
your keynote speaker, or other important people from your home office. When I was with The Body 
Shop at Home, I got a rare opportunity to chat with Dame Anita Roddick not long before she died. I 
would not have had that opportunity had I not gone to conference that year. To me, that chat was worth 
the entire investment in conference.

The Recognition Factor – Are you up for some big awards? Then you deserve to be seen and celebrate 
them! Let people congratulate you for a job well done. The bigger your award, the better the reason for 
you to be at conference. High-end recognition often gets you stage time, and some great photo 
opportunities that you can bring home to your local press outlets for some good PR for you and your 
business. Even smaller awards and recognition can be parlayed into PR opportunities both before and 
after conference. If conference is in your home town, so much the better. If you're not being recognized 
at conference, this may not be a factor for you.

The Learning Factor – By far, this is the biggest factor for me when I decide whether or not to attend 
a conference. What exactly am I going to learn? Before you start picking your breakout sessions, be 
sure to take a good look at your business results. Are there areas that need improvement? Chances are 
good those topics are being covered at conference, but WHO is covering them? What do you know 
about this person? Are they competent and capable, or did they just get lucky? If they're a one-hit 
wonder, you might think twice about attending their session, or give them a call or email before the 
conference to talk with them a bit to see if their session is a good fit for you. Watch their language. If it 
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sounds hype-y or sales-y, they may not know their stuff. On the other hand, if they are readily sharing 
the content of their session with you over the phone, chances are good they know their material cold, 
and have lots of great ideas in addition to what they're training on. That way, if you've got questions 
during the session, you'll more than likely get solid answers.

The Team Factor – If you are already a leader, you need to be at conference to help support your new 
team members. Even if you get nothing out of conference for yourself, at this point, it's about helping 
your team get something out of conference. Likewise, if you have a young team, it's always good to 
bunk up and share a room with your new girls when possible, so you can keep answering questions, 
keep attitudes positive, and help integrate their new learnings into their business. That way, when the 
conference high wears off a few days after they get home, they've got actionable items they can get 
started on right now to move things forward. 

The Location Factor – If it's a destination I've always wanted to see (like Disney), then I count this as 
significant, otherwise, I don't worry about it, since I probably won't spend much time doing anything 
outside the venue anyway. If it's a place I want to go, I'll arrive a couple of days early and/or stay a few 
days later so I can experience the location on my own (or with my family).

The Time and Money Factor – I saved this factor for last because a lot of people use this as a crutch. 
Sometimes you legitimately don't have the time or money to make conference happen in a given year. 
That shouldn't mean you rule it out every year, though. Do you have the time and money to make this 
happen (or can you find a way to have it)? If not, this is a non-option. If so, use the other factors to help 
make your decision. Here are some charts that gives you an idea of how I weight these factors in 
different circumstances. The higher the rating, the more important that factor is:

Individual Consultant (no team)
Distance from 
home to venue

Free Products Networking Recognition Learning Location

Nearby
 (I could drive 
from home 
each day)

4 – if I can re-
sell and cover 
my expenses, 
it's a good 
opportunity, 
and I might 
learn 
something, too.

2 – not as 
important, since 
I live here 
already

3 – could be 
important if I'm 
getting 
recognition at 
the event, 
otherwise, not 
so much.

5 – If I'm 
confident that 
what I'll learn 
will bring a 2x 
return on my 
investment, it's 
worth going

If I really want 
to go, this is a 
4, otherwise, 
it's a 1

Far away 
(requires travel 
arrangements/ 
expenses)

2- chances are 
good it'll cost 
more than I'll 
get in free 
products.

3 – could be 
important if I'm 
building a new 
area for my biz.

3 – see above 5 – If I'm 
confident that 
what I learn 
will bring a 3x 
return on my 
investment, it's 
worth going.

If I really want 
to go, this is a 
4, otherwise, 
it's a 1
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Young Leader (small, growing team w/ new consultants registered for conference)
Distance Product Networking Regonition Learning Location Team
Nearby 3 – can use 

as incentives 
with your 
team or resell

1 – 
unimportant. 
I'm focusing 
on my team.

4 -can be 
important if I 
or my team is 
getting 
recognition. 
Otherwise 1

3 – it's about 
helping my 
team, if I get 
learning, so 
much the 
better

If I really 
want to go, 
it's a 4, 
otherwise, 1

If my team is 
going 
(especially 
new people) 
it's a 5, 
otherwise 3

Far away 1 - helpful 
but not a big 
deal

2 – not as 
important, 
but I won't 
turn down 
opportunities

4 – see above 3 – see above See above See above. 
Look for 
learning to 
bring back to 
team.

Established Leader (team with at least one leader, or multiple leadership organizations)
Distance Product Networking Recognition Learning Location Team
Nearby 1 – not an 

issue. As an 
established 
leader, I get 
plenty of 
products. I 
could use 
these as give-
aways for my 
team or 
parties

3 – As an 
established 
leader, I have 
an 
opportunity 
to connect 
more easily 
with people – 
even those 
nearby.

4 – this is 
more 
important if 
it's my team 
getting 
recognition, 
or if I'm 
teaching a 
class, 
otherwise, 2 
or 3

2 – this is not 
about my 
learning 
anymore. 
That's what 
Leader 
Retreat or 
working with 
my 
coach/mentor 
is for.

1 – this is not 
an issue. I 
live nearby.

5 – 
Especially 
since it's 
nearby, I 
want to be a 
gracious host 
to my team 
and show 
them I am 
available to 
them during 
this 
important 
event.

Far away 1- see above. 4 – more 
important as 
I'm 
travelling, to 
help me 
establish 
myself and 
my business 
in other 
areas.

4 see above 2 see above 1 – this is not 
an issue. 
As an 
established 
leader, I 
should be 
able to travel. 
This is only a 
“bonus” 
factor if it's 
somewhere I 
really want 
to visit.

5 I would not 
be a leader if 
it weren't for 
the quality of 
my team. It 
is important 
for me to 
support their 
learning and 
growth, and 
recognize 
their efforts.
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You'll notice that the distance you're traveling makes a difference in the learning. The Farther you have 
to travel to learn something, the better that learning should be. This is a psychological stance our brains 
take when we invest in something.

Think about that for a minute. The more effort you have to put into something, the more you expect to 
get out of it. So if it's a 15 minute drive to your conference venue, and it only costs you $100 to attend, 
you feel like you got your money's worth when you walk out with mediocre training and $300 in free 
products. On the other hand, if you invest in plane fare, share a hotel room with a snoring team 
member, and then plunk down $100 for registration, you'll want more than just $300 in free products to 
make it worth your time. That's why I ask myself if I'm going to get at least 3x the value out of my total 
investment.

I hope you see that this isn't just a yardstick for national conference or leader retreat. I once spent 
nearly $3500 between travel, hotel, meals and registration for a conference for entrepreneurs. I've never 
been so disappointed in a program in my entire life. Not only did the trainer not provide everything she 
promised, she had advertised that there would be great networking opportunities with over a thousand 
entrepreneurs in attendance. There were about 500 people in that place, and the networking 
opportunities were reserved for her VIP attendees. The rest of us had to connect during lunch breaks – 
and if we didn't know anyone, there weren't any getting got know you exercises for us to break the ice 
with people. Using my criteria (which, incidentally, I refined after that event), I wouldn't go to her 
event again, unless I was confident that I could bring in about $10,000 from what I learned at that 
event.

On the other hand, I've attended several events where this works wonderfully. I paid about $400 in 
travel and registration costs to attend a three day event that wasn't specific to my industry. I was there 
specifically for networking and the learning that the conference would provide. What I learned in that 
event put more than $2000 in my pocket when I returned and started implementing my new knowledge. 
And it's still paying dividends to this day, which is why I return to that conference with some regularity.

You'll notice also in the Young Leader chart that I give less importance to your own learning factor. 
That's because as you grow a team (which you'll learn more about in Direct Sales 103), your focus 
needs to be on training your new consultants to become excellent consultants. That's your primary role 
as a young or aspiring leader. Once your team starts developing leaders, you'll have more 
responsibilities, and need to train more deeply, but for now, consultant excellence is all that matters. If 
you are helping your team members get the training they need to be excellent consultants, you will be 
developing a solid team, growing your business, and finding other ways to get the training you need for 
yourself.

As an established leader, your focus shifts farther from yourself in regards to national conference, and 
more towards your team. You may or may not be getting any recognition, yet you owe it to your team 
to be present and acknowledge their hard work and results. This is the backbone of the direct selling 
industry – the idea that no one is in this business by themselves. Many women only have their leaders 
to celebrate with. It would be poor form to not attend national conference if your own team members 
are attending. Very often, advanced leaders will host special team only sessions or meals in order to 
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help the group bond. Very often people are coming from all over the country, if not the world, and this 
may be the only time all year they get to see each other. It's a sign of solidarity as their leader to be 
present.

So if your own learning at conference becomes less and less of a factor as you advance in your career, 
how do you stay on the top of your game? Leadership conferences – both inside and outside the direct 
sales industry become important tools to help you grow. So does working with coaches or mentors, or 
even training programs like this one.

Simply put, you must never consider yourself done with learning. Many direct sales consultants missed 
the social media bandwagon and are just now coming on board after their fellow team members have 
started raking in big bucks and growing substantial teams using the power of the internet. It's up to you 
to stay current on what's happening in the industry, as well as how to keep your business running like a 
well-oiled machine.

While it's true I'm a coach, there are plenty of people out there to learn from – and not just in the direct 
sales industry. Other business owners, trainers, authors, speakers, can teach you a lot about different 
ways to look at your business. For many years, my public library was my coach. I still go there a lot 
and most of the librarians know me by name on sight. There are also hundreds of free ebooks you can 
download to your Kindle reader from Amazon.com. All you have to do is go looking. When the student 
is ready, the teacher appears.

Look to examples from other industries, too. What can you learn from the innovative spirit of Apple, or 
the fun-loving nature of Virgin, or even the community mindedness of Starbucks? You can learn a lot 
about making your business better just by watching what other businesses are doing outside your own 
industry. That's how I built my direct sales coaching business, to be precise. I looked at what real 
corporations were doing to build their businesses and brought that approach to helping direct sellers 
build profitable businesses. It must be working, because you're in this program right now.

Masterminds – or groups of like-minded people – can also have a powerful impact on your 
development – both as a person and an entrepreneur. I've been part of spiritual masterminds, 
professional masterminds, and women's groups at various points in my career. The key to these groups 
is that there's a common interest – like a book club – only it's focused on helping each other achieve 
some goal. That goal could be personal (like the spiritual group I was in) or it could be professional 
like a business mastermind. Mastermind groups provide a great source of support and encouragement – 
especially when you're in an industry where the people around you don't “get it” - here's a group of 
people who do understand you, and can offer support and ideas to help you improve what you've got 
going on.

In the end, though, you need to be ruthlessly honest about why you're participating in any endeavor that 
has the potential to sidetrack you from IPA. If you can't directly see the IPA impact, you're probably 
working too hard to justify your desire to do that thing. Decide for yourself if that learning opportunity 
is a Must Do, and whether or not it MUST be done by you. If so, put it on the calendar. If not, put it out 
of your mind.
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In our final lesson, we're going to put all the pieces together and give you clarity on just how fast you 
can make money magic happen in your financial situation.


