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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://DirectSalesClassroom.com.

http://search.twitter.com/search?q=dstips
http://DirectSalesClassroom.com/
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Direct Sales 102: Income Producing Activities
Lesson 12 –  Bringing It All Together

Congratulations! You've made it through the last 11 lessons and you're ready to put everything together. 
I can't tell you how excited I am that you've seen this program through to completion.

You may even be asking yourself, “what's next?” Before we get there, though, let's tie everything 
you've learned in this course together, so it all makes sense, and is something you can actually put into 
practice in your life and in your business.

We began by discussing mindset – and what it takes to see yourself as a business owner – and run your 
business from that vantage point. If you are working with your head down in your direct sales business 
as an employee – or with an employee mindset – you're leaving money on the table. Or worse, you're 
spending money you don't even have in an effort to “keep up with the Joneses” or some other perceived 
notion you've got about what it takes to be seen as a seriously professional direct seller.

Real business owners look at the numbers of their business. If something's not making money, they 
either figure out a way to make it profitable, or they stop doing it. Period. Anything else is a waste of 
resources. That said, another thing we've talked about at length here is the nature of IPA – both income 
producing activities and important personal activities. Because you are a solopreneur – an entrepreneur 
that has a business built around who you are and how you live your life, you need to take BOTH 
concepts into account. A corporation doesn't, but you do. Corporations don't have soccer games and 
dentist appointments. You do. To pretend otherwise is only going to make you more resentful of the 
very business you're trying to build to give you that freedom and time you said you wanted in the first 
place.

Instead of working against those premises, it's important to put them to work for you. A tool like The 
PEACE System is indispensable when it comes to clearing the clutter around what really matters in 
your life and work. Getting connected to what fuels you every morning, giving yourself a calm, 
centered place from which you can make solid business and lifestyle decisions, this is what every 
entrepreneur needs. By looking closely at your priorities in the Five Key Areas of Success: Faith, 
Family, Fitness, Finances, and Fun, you've got a template to get you started.

You can get clear on what you really must do, and what can be delegated. You can look at your day, 
your workload, and your life, and figure out what really matters to you, and clear the path so that those 
things are accomplished and everything else is either eliminated or delegated. That saves you a wealth 
of time, energy, and at least a few dollars along the way.

But in order to really make this work, you've got to be ruthlessly honest – about what's really important 
to you – not just what other people want for you, but what's important to you: who you are, and what 
you want to be about in the world. I believe that God has called each of us to greatness, and it's our job 
to figure out how to shine that light into the world. You can't do that worrying about everyone except 
yourself. There's a common concept we borrow from the airlines – put your own oxygen mask on first. 
There's no truer axiom in business. You've got to practice self-care, business care, and make sure you're 
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meeting your needs as a human being before we take on the weight of the world. Yes, we want to be 
present to our family, and help them achieve their goals, too, but not if it comes at the expense of our 
own well-being.

And well-being isn't just your health. It's your money, too. It's your total package of wellness – 
especially as it relates to the Five Key Areas of Success. See how all this stuff ties together? Well, we're 
not done yet.

You're going to be presented with many opportunities in your life and business – direct sellers are 
pitched with promotional specials from the home office, training opportunities, both as a student and as 
an instructor. We get invitations to events, parties, vendor events, advertising, and a veritable fountain 
of other opportunities. In many cases, they are nothing more than very thinly veiled attempts to part 
you from your hard-earned cash. That's your profit flying out the window as fast as you're earning it.

So we need to set boundaries. Tools like 10-10-3-7-70 help you create healthy boundaries with your 
money. You're creating a budget – that includes saving for emergencies – because we know they're 
going to happen, we just don't know when, right? So let's start creating that cushion of cash now. And 
as we do, we're also going to start creating a cushion of time in our day, by saying yes to the things we 
really want to do, and “no” to the “shoulds” that others are trying to foist on us.

You're getting clear on how much debt you really have, and you're making debt elimination a priority. 
You've set up payment plans to accelerate your debt repayment so that your cash is all yours each 
month. You're taking back control of your profit – and are more able to really enjoy the money you're 
making because of it. Not only that, but you've plugged your debts into a payment calculator and 
figured out exactly when you'll be out of debt once and for all – because you've recognized that not 
every special offer from the home office is a profitable one for you. You're more savvy about how you 
invest your money back into your business in the first place. You're strategically saving and keeping 
more of what you're earning, and you're being more intentional about where that money goes. 

It's not about arrogance, or stinginess. It's about valuing yourself as a business owner would. It's about 
appreciating that every dollar you spend is a dollar you earned – and then some. Every opportunity has 
a cost, and you're more careful about where you're letting that money go. You want to see tangible 
results – and more profit – from every investment you make. You're truly starting to think and make 
decisions like a business owner, not an employee.

You've also come to understand the paradox of financial success: that you can't hoard your wealth, or it 
decays and stagnates. That intentional giving needs to be part of your financial plan. Make sure you're 
giving a portion of your profits to something that inspires you and encourages the world. Remember 
the Sales Cycle, and how giving back not only enriches your community, it enriches your wallet as 
well. As people see your strategic generosity – that is, when you invest a portion of your resources into 
projects and programs that benefit someone other than yourself – people are attracted to who you are 
and what you're about in the world. And again, remember that resources aren't just your money. We're 
talking time, energy, focus, attention. Any precious resource that you wouldn't want to squander. Be 
intentional about where you're investing your resources. And keep an open hand – so that you can give 
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as well as receive. That's the paradox of financial success. You can't always take, and you can't always 
give, otherwise, there's nothing left.

As your business acumen develops, you're learning about money meetings – and you're tracking the 
important numbers in your business. You're reviewing the monthly cash flow statements, and seeing 
where the opportunities are for growth and improvement in your business. Then, armed with this new 
information, you can make powerful strategic decisions about what opportunities you can accept, and 
which you'll need to decline – so that you can stay on track for your own goals and objectives in your 5 
Key Areas of Success.

That's what Direct Sales 102 is really all about: empowering you to step into your role as a financially 
responsible business owner that's growing a stable, sustainable, profitable business – that just happens 
to be in the direct sales industry.

In the classroom, you'll find a couple of handy tools for working through any debt you've got – debt 
calculators to give you a clear picture of where you're at and how to get closer to your payoff dates. 
You're working on building up savings, so I hope by now you've got the message that I'm about as anti-
debt as they come. And that's because I've been there. I was staring down the barrel of over $80,000.00 
in debt – not counting my mortgage. In fact, we took at $50,000.00 hit on our mortgage in order to 
short sell our home and move into a rental because we were so determined to eliminate every scrap of 
debt in our lives. We made tough choices: we sold one of our cars to eliminate a car payment. We owed 
less on it than it was worth, so we had some extra cash that I used to pay cash for a new computer when 
my old one died. Incidentally, I was still making payments on the old one when it died. Just another 
reason why I'm so adamant about getting you as debt free as possible.

At the same time, I don't want you to feel as my husband did: that debt was a huge albatross around 
your neck, an anchor that weighs you down and keeps you from living and enjoying life. If you love 
your latte, by all means, have it. And ENJOY it while you're drinking it. Don't beat yourself up about 
how that $5 could be paying off your credit card bill. When you do that, you're living in the shoulds, 
and you're shoulding on yourself, instead of appreciating the blessing of a nice hot cup of latte. For 
some people, that latte is their self care.

In order for you to find the balance between the discipline of becoming a profitable business owner, 
and having and enjoying your life, you have to let go of judgment. That takes time and lots of practice. 
It's where ruthless honesty helps, but again, you've got to practice it.

Another way to practice is through your continuing education, or working in a group, or with a coach. 
There are lots of opportunities to make that happen. Not just at Direct Sales Classroom, but through 
your home office, your upline, and even other direct sales trainers. I don't pretend I'm the be all end all 
out there, and I don't want you to think I've cornered the market on knowing everything related to direct 
sales success.

Inside the classroom, you'll find additional links to resources that I think can help you continue down 
this journey of financial stability and profitability in your life and business. They change from time to 
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time, so if nothing resonates right now, check back in a few months and see what's new. Above all, 
make sure you look at each of these opportunities through your new lens of profitable business owner. 
If it doesn't make good financial sense to invest in a book, program, or other resource, don't do it. If the 
program is awesome, there's always another opportunity to participate in one way or another. When 
that “faith crisis” comes up – and it always does at some point – trust that taking care of your business 
is the best way for your business to take care of you.

I look forward to working with you in future Direct Sales Classroom courses, if our paths are destined 
to cross again. And if not, I wish you all the best on your journey to true profitability in your direct 
sales business.


