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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/


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

Direct Sales 102: Income Producing Activities
Lesson 9 –  Buddy's Boundaries

Continuing on the theme of your business as your “Buddy,” let's look at the wants and needs of others. 
By this, I don't mean you're going to try to figure out how to cram more errands in your day. Actually, 
it's the opposite issue I'm pressing here.

In order for you to have more money, more time, and be able to focus more effectively on your IPA – of 
both varieties – it becomes vitally important that you learn to set boundaries. Other people's wants and 
needs don't necessarily reflect yours, and as such, it becomes important to assess whether or not you're 
giving up on yourself and what's critical to your success in order to satisfy someone else.

To be clear, I'm not talking about skipping a show because your child just got clocked in the head and is 
headed to the emergency ward. There are times and places when it's absolutely necessary to choose 
something other than what would most fully serve our wants and needs. In this lesson, I want to 
introduce you to the first of two tools that have helped me get crystal clarity around establishing 
priorities in my life and business. These two tools, the Must Do's and the Five Key Areas of Success, 
keep me on track in a healthy way, and allow me to make adjustments to my day as needed in ways that 
eliminate guilt and keep me focused on what's absolutely important. Most of all, they're flexible, easy 
to use, and easy to customize to your own particular situation.

The Must Do's
Remember when I said that IPA is focused on income producing activities or important personal 
activities? Remember that I defined those activities as something that must be done and can only be 
done by you? Well, that also means there are other kind of Must Do's – so let's take a look at each type 
of Must Do now:

Regular Must Do's
Think of this as your daily routine. This is meal eating, tooth brushing, driving the kids to school, and 
yes, doing your shows. These are the things that happen with some regularity and predictability. Many 
of them happen every day, some once a week, some less frequently than that. The key to this kind of 
Must-Do is that they can be planned for, scheduled, and expected. Car maintenance is a great example. 
You know you need to get the oil changed periodically. This would be a regular Must-Do. 

Typically, there are a lot of Must Do's in this category, and we trap ourselves into thinking we have to 
be responsible for all of them. And while it's true that you are responsible for brushing your own teeth 
after meals, you don't necessarily have to be the person that takes the car to get the oil changed. As we 
look at each of the types of Must Do's, recognize that just because it must be done, doesn't always mean 
it must be done by you.

Emergency Must Do's
Typically, these are unplanned Must Do's that require immediate action. The garbage disposal that 
decides to backflow and fill the sink will require a call to a plumber – and possibly a new disposal. The 
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child that breaks a bone and needs a trip to the E.R. The rear tire that blows while you're driving home 
from a show. These are the unscheduled emergencies that befall all of us at one time or another. And 
while you can't schedule when they are going to happen, you can be pretty sure that at some point in 
your life, you will experience them. It's why we start building that emergency savings cushion. You 
never know when you're going to need it, but you will need it. Life is much easier when you have a 
financial cushion to fall on and soften the blow of these kinds of emergencies. Likewise, it helps to 
have a time cushion in your calendar to be able to accommodate at least some of these emergencies 
from time to time.

But here's another interesting oddity about EMD's. You are more likely to have them if you are 
neglecting your RMD's or your Five Key Areas, which we'll get to in our next lesson. Think about it. 
How many times have you heard of someone getting a flat tire who then also admits to putting off their 
scheduled maintenance? I learned this the hard way when I blew the head gasket on not one, but three 
different vehicles – all because I was delaying my oil changes. Apparently, when you don't get your oil 
changed regularly, the grit in the oil builds up and eats away at the seal around the head gasket. Those 
$25 oil changes that I skipped cost me over $800  in engine repairs for the first car. I had no idea 
something so minor would be such a big deal. And that's what happens in our life and our business. 
When we neglect those “minor” things long enough, they can destroy all the forward momentum in 
your success journey.

Think for a minute about the times when something unexpected happened in your own life, and how 
tending to something at the first sign of an issue – or before there was an issue in the case of regular 
maintenance – would have saved you time, energy, money and maybe even a few headaches.

EMD's are often a result of not taking proper care of your RMD's.

Want To Do's
These are pretty self-explanatory. Want To Do's are the activities we really want to do – whether or not 
they must be done by us. Travelling, attending an event, earning incentives. These are examples of 
what some people call “nice to have's” - and they are nice to have. These are our personal wants and 
desires. But here's the kicker: other people around us have wants and desires, too. And when we have 
children, we sometimes have to take their wants and needs into account in our RMD's or in the final 
category that I call “Should Do's.”

Should Do's
Should Do's are the most dangerous of all the to-do's. These are issues that come up either from guilt 
inside yourself, or from an external source - like your mother in law, your kids, your boss. Essentially 
anyone that tells you what you should be doing is creating a Should Do on your list. And yes, when you 
tell yourself “I should do my workout today,” you are doing what I call “shoulding” on yourself.

This is the most crucial lesson I can lay down for you. It's nice to want to be liked by everyone, and it's 
swell to try to accommodate every request your family has, but it's not healthy, nor is it reasonable. 
When you're faced with too many to-do's, something gets put on the Should Do pile. This pile is like a 
rotting, festering pile of garbage in the middle of your heart. It stinks, it makes you feel yucky, and you 
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just want to get rid of it.

And that's exactly what you must do.

Instead of relegating decisions to the Should Do pile, make a decision. If it's something that needs to be 
done regularly, make it an RMD, and figure out where and how and who will be responsible for it – 
remember, it might not need to be you, even if someone else thinks you'd be perfect for it. If it's not 
something that fits with your plans, scrap it. Tell the should-er thanks, but no thanks. And if YOU are 
shoulding on yourself, you've got to get over it. Recognize what you're doing and make a decision. You 
can always change your mind later, but make a decision so you can move forward.

Because if you don't, the Should Do pile festers. And what is it exactly that's festering? Guilt, Anxiety, 
and Resentment. None of which serve you in a positive way. Practice Ruthless Honesty with your 
priorities, delegate when possible, and keep your plate clean.

There's nothing wrong with telling your teenage daughter that if she wants to be on the cheerleading 
team she has to find someone to transport her to and from practice – and that it must be someone of 
whom you approve. If she really wants to make it happen, let her find the way. You don't need to be the 
head chauffeur. As a teenager, when I wanted to participate in theater, choir, or marching band, and we 
had after school rehearsals, I was almost always responsible for making sure I had transportation to and 
from all practices and events. My parents were rarely in attendance or driving me hither and yon. They 
taught me to take responsibility for my own desires at a very early age.

Obviously, everyone's definition of responsibility varies, so what works for me may not work for you. 
Your environment, or certain laws in your area may prohibit you from letting your pre-teen arrange for 
their own transportation to late-night events. Some areas have curfews that require parent or guardian 
involvement or attendance. In that case, why not suggest your child offer up a compromise: you'll 
chauffeur her, and she commits to helping you in your business one night a week. There's bound to be a 
creative trade-off you can make and still get your IPA handled.

And what about people that pile Should Do's on you? Well, if it's a parent or in-law type relationship, 
thank them for their concern and compassion for your situation, and let them know you'll consider their 
suggestion, but you can't commit to it at this time. Then let it drop. You'll either make it a must do, or 
you've got to let it go – at least for now. Don't let it fester in the Should Do pile.

If you're getting shoulds from your boss, a client, your upline leader, or someone else with some kind 
of authority over your life/business, this requires a little more thought. What is the “should” all about? 
If a client is saying “You should take care of this refund!” Is it because you weren't clear in the first 
place about how refunds work in your business? If so, perhaps you need to make this a must do and 
then refine the way you explain the policies to clients in the future. If you've just got a cranky client 
from hell – and we all get them from time to time – sometimes it's best to just cut your losses and fire 
the client.

If it's your boss saying “You should be able to read my mind! You've been working here for 15 years 
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now!” At first glance, that seems like something your mind would blow off, but it's not. Your brain will 
stew on how you can get better at reading his mind unless you set boundaries. “I'm sorry the report 
didn't measure up to your expectations, sir. Can we clarify what your needs are so that there is no 
confusion next time?” This works well with spouses and children, too. Sometimes people have 
expectations that are just too high under the circumstances. It's your job to right-size those expectations 
sooner, rather than later, so that disappointment doesn't creep in.

They key to eliminating Should Do's from your life as quickly as they come in is to handle them 
immediately. Don't let them fester.

Below, you'll see an example chart of different types of To-Do's with examples in each area. There's 
also room for you to add your own items to the list – or create one yourself to help you get clear on 
what's really important for you and give you the ability to prioritize each day's activities more 
effortlessly.

RMD's EMD's Should Do's Want to Do's
Must Be Done By 
Me (IPA)

Tooth brushing, 
Doing my shows,
Exercise, Activities 
from the Five Key 
Areas of success

Child Emergency
Car Emergency

Get These Off 
Your List ASAP!

Activities that fall 
into one of the Five 
Key Areas Of 
Success (not 
RMD's) – 
Scheduled them so 
they don't become 
Should-Do's!

Can Be Done By 
Someone else 
(Non-IPA)

Car repairs, 
housekeeping, 
bookkeeping, 
some child care

Car Emergency?
Home Repair 
Emergencies

If it's not a MUST
Do, it needs to be 
scrapped. 
Do not delegate, 
just scrap it!

The Wants and 
Desires of others 
will sometimes 
need to be weighed 
and considered in 
your Must Do 
planning

A quick word of warning: This set of tools will serve you well, but you have to use them. They help 
you make better decisions about your planning, and if you let them slip for too long, don't be surprised 
if overwhelm starts to creep in.

So let's apply this to Buddy. There are Regular Must Do activities in your direct sales business: catalogs 
and host packets need to go out, customer care calls need to be made, products need to be ordered and 
shows need to be done.

But, like so many other things, they don't all need to be done by you. In Direct Sales 101 and 103 we 
talk more about delegation. It's important for you to recognize that there are things you can do to 
lighten your load and increase your income by delegating certain RMD's to a trusted support person, 
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VA, or even a child or spouse. I've even tapped members of my team that were in training to handle 
things like stickering catalogs. Start recognizing what must be done in your business, and recognize 
what could be done by someone other than you.

Your business will also have plenty of Should-Do's that come along. You “should” go to conference. 
You “should” strive for the incentive trip. But let's take a step back for a second. Are those things you 
REALLY want to do? Are they must-do activities for who you are and the way you do business?

Maybe your national conference is awesome, but it's 4 days and $3600 in travel and hotel costs that you 
just can't swing right now. That “should” needs to be scrapped, and perhaps make a plan to attend for 
next year. Otherwise, you'll be feeling this heavy, burdensome energy up until it's time for you to leave 
for the trip. On the other hand, if you can make the trip happen, and you really want to go, then make it 
a must do, get it scheduled, and create a plan to make it happen.

But what about that incentive trip? Not every incentive is suited to who you are or how you do 
business. If earning this year's incentive trip means doing five shows a week, and you're clear that you 
don't want to do more than two shows a week, you'll be hard pressed to make it happen. So why beat 
yourself up about it, living in the “shoulds”? Create your own incentive program that is suited to the 
way you do business. When you apply this tool to Buddy, you'll have more clarity around how to build 
a successful business that serves your needs, instead of building a business that makes you a slave to it.

In our next lesson, I'll introduce you to The PEACE System and the Five Key Areas of Success. This 
tool will be instrumental in helping you determine even more clearly what your IPA is, and how to 
move forward on your success journey.


