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Introduction

Direct sales can be a challenging business. Most people who come into the industry don't 
dome with a life-long dream of being a direct seller. They come because they're looking for 
something more. Perhaps it's more time, more freedom, more flexibility, or simply more 
money, but whatever the “more” is, chances are good you find yourself in a similar situation 
right now.

Welcome. I've been there, and this book can help you through. 

After working, coaching and training in the industry for nearly 20 years, I thought it a good 
time to “peel back the curtain” as it were, and give you the truth about what works in direct 
sales. It's not a get-rich-quick industry, though many people tout it as such. The rare 
exceptions that do make millions quickly are just that – rare exceptions. They were in the right 
place at the right time, had the right connections, or just had luck on their side. Don't get me 
wrong, they probably worked very hard for many years before they were an “overnight 
success”. But “overnight' is an illusion. This book is here to help you see that.

We, the public, don't tend to see all the hard work that goes into being successful at anything. 
A successful person doesn't get on our radar until they're already successful. No one was 
paying attention to Michael Jordan between the time he was cut from his high school 
basketball team and made it to the NBA. Michael was working like crazy in those intervening 
years.

That's what it takes to be successful at anything – including direct sales.

Most companies will hand you a kit, give you a bit of training and tell you to “book 21 up” - a 
catchy little way of saying make sure your calendar is full for the next 21 days. Well, what 
about the 21 days after that? And after that?

For too many years, the direct sales industry has been focused on “the short game”. That is, 
they've focused on rewarding your first 90 days of business, your next 3 weeks of business, 
and that only serves to keep you focused on the short term. I'm here to teach you a better, 
more profitable and productive way of running your direct sales business – to run it like a real 
business owner would.

That means giving up on the “short game” and looking at the long term... or at least a longer 
term than the industry standard of today. This book is called “Your Next 12 Months” for a 
reason: if you want to see lasting success in your direct sales business, you must think 
beyond the next 3 weeks. You need to be booked solid for the next 3-6 months, and you can't 
do that by focusing on 21 up. You need systems, strategies, and an implementation plan to 
keep your business running like a well-oiled machine. THAT is what this book is about.

In these pages, you'll find ideas, strategies, and a plan that you can customize for the way 
you work your direct selling business. Most of the language is geared to home party-plan 
consultants, but is equally applicable to you if you're doing one-on-one client appointments. 
Just tweak the numbers and verbiage to fit your situation. Also, I tend to use the feminine 
more often than the masculine because that's a bias in the industry. Use what works for you.



Think of it as a text book and workbook all rolled in one. By the end of this book, you'll have 
your own master plan for navigating the next 12 months of business, whether you're brand 
new or a seasoned leader. My goal is to help you define success on your own terms and grow 
a profitable, sustainable business – one that makes you money and doesn't suck away all 
your time to do it. Along the way, I'll share industry statistics with you and show you how it 
really is easier to be successful if you're running a business, instead of letting an expensive 
hobby run you.

Lisa Robbin Young
December 1, 2013



Your 5 Key Areas Of Success

First things first: this isn't a book about making money – at least not exclusively. See, success 
isn't just about money. In fact, many people who are wealthy complain of not being happy. In 
my book, happiness is a key indicator of success. If you're not happy, you probably won't feel 
very successful. So it's not just about money. I've identified what I call the 5 Key Areas Of 
Success:

• Faith
• Family
• Fitness
• Fortune
• Freedom

If you've read my book, The Secret Watch, or participated in The PEACE System, these may 
be familiar to you. In short, you can't feel truly successful if any one of these key areas is out 
of whack. If you ignore any one of these areas for too long, you can actually “die” in that area 
– not my idea of success at all.

Everything in this book ties back to this concept, so it's important that you take note of it now. 
This is the foundation of how you define what success looks like for you. That is an important 
distinction: Success needs to be on YOUR terms, it needs to be the way you define it. You will 
never feel content or successful if you're using a definition of success that belongs to 
someone else.

FAITH isn't necessarily about religion or spirituality. It's more about what you believe in, what 
gives you hope, and what inspires you. For many, that can be their relationship to the Divine, 
but it can also be relationships with family or friends, athletic practices like dancing or yoga – 
it really depends upon you. What increases your faith? What causes you to live an inspired or 
hope-filled life? Take a few minutes and really think about this, and maybe jot some notes 
below.



FAMILY isn't just about your blood relatives. “Sometimes, friends are as family” is an 
inscription from The Secret Watch, and is a great reminder that we are able to create our own 
sense of family – and that sometimes our own blood relatives are toxic to our experience of 
success. What does “family” mean to you? What are the relationships that build you up and 
encourage you? Where do you need to distance yourself from toxic family? What are you 
doing to build your sense of community in your world? Take a few minutes to think about it, 
then jot down some ideas below about your ideal sense of family.

FITNESS is more than just a number on a scale. It's your physical fitness, for sure, but also 
your mental and psychological fitness. Are you taking care of your whole being? Are you 
nourishing your mind, body and soul? What can you do differently to experience better all-
around health? That's what true fitness is about. Take a few minutes to delve into this (without 
feeling guilty about where you're at, okay?), and jot down a few ideas that would encourage 
you to live a healthier life below.



FORTUNE is more than just the money you make. It's the life you create with that money. 
From where does that income arrive? Are you truly enjoying the way you earn money or is it a 
drudge that makes you dread Mondays? How are you spending or investing your income? 
Are you letting money flow out of your hands, are you robbing Peter to pay Paul, or are you 
being intentional about every penny that crosses your palm? Most of us come to our financial 
picture with a lot of guilt, judgment, and preconceived ideas about how things “should” be. For 
now, stop “shoulding on yourself” and get a handle on where you're at and where you want to 
be. Jot down a few notes below to inspire you.

FREEDOM includes fun, sovereignty, and all the experiences you'd like to have in your life. It 
can be fun, it can be travel, it can be pretty much whatever you make of it. A life without 
freedom is one of resentment, anger, and stuck-ness. However you define freedom, use this 
space to give yourself some clarity on where you'd like to be, what you'd like to experience, 
and maybe even who you'd like along for the ride. Remember, this is your definition – and you 
might find some overlap here from the other areas. That's okay. Just jot down your ideas 
below:



You'll notice that these definitions may or may not have anything to do with your direct sales 
business, and that's okay. Recognize that your direct sales business is just a piece of your 
overall success picture. For you, it may fall into the “family” or “freedom” category, instead of 
the “fortune” category. That's not uncommon. The point here is to get clarity on YOUR 
personal definition of what success looks and feels like – and to realize that, contrary to what 
your direct sales company might tell you, you do have a life outside of your direct sales 
business, an it's time you started living it!

Throughout this book, you'll want to refer back to these definitions and ideas. This is your 
starting point for success – as YOU define it. You could achieve every goal you set in front of 
yourself, but if these 5 Key Areas are ignored, you'll never feel the success you deserve. 
Likewise, if you keep these definitions and ideas in mind regardless of whether or not you 
achieve the goals you set for yourself, you're much more likely to experience the feelings of 
success as you strive to achieve.



A Word About Goal Setting

As you work through this book, you'll see places to set goals/targets to achieve in your direct 
sales business for the next 12 months. But goal setting is useless without understanding both 
your context and the scale of your business.

It could be considered irresponsible for a single mother of four to set a goal of making $1M in 
her direct sales business over the next 12 months if she has never earned that kind of money 
before, has no means of supporting herself outside her business, and no support network to 
help her with her children. On the other hand, if she's an established entrepreneur, with plenty 
of income to provide quality child care and medical care for her four children, it might be a 
completely acceptable goal to shoot for a six or seven figure year in her direct sales business. 

Simply put, context matters. You need to have clarity about what's really going on in your life 
and work. Just because your upline leader has a six figure business working 10-20 hours per 
week doesn't mean it's possible for you to do it. A lot depends on your lifestyle, and what you 
have going on outside your direct sales business. I knew a direct seller that booked 2 parties 
every Saturday and Sunday, and held one show every night of the week. That's 9 shows each 
week – and she regularly sold more than $100,000 of her company products each year. But 
she was single, unattached and had plenty of time to devote to her business.

Be clear about who you are and what you can really give to growing and maintaining your 
business. If you know you can give five hours a week, then make the commitment to give 
your all during those five hours – and make sure you're getting the most out of them by 
vetting your hosts and clients, and by booking yourself solid so you don't waste that time. If 
you have more or less hours to commit to developing your direct sales business, that's fine. 
Just be honest about it. 

Be honest with yourself. If you're averaging $300 in sales each month, it's foolish to expect 
you'll make $100,000 in sales over the next year – unless something big is changing for you 
(and it might be). On the other hand, if you've had an incredible year, it might be better to 
focus on maintaining what you've accomplished, versus trying to grow bigger. Sales is 
cyclical, and everyone has a “resting cycle” now and then (don't call it a slump!). Right-size 
your goals, make sure they're doable, but with enough stretch to them that they don't feel too 
easy.

The rest of the book is dissected into topics. Pick the ones you most need to focus on. This is 
a book you can skip around in and still get a lot of value out of it. 

Oh, and I'd love to hear your feedback. Send an email to info@lisarobbinyoung.com and let 
me know what's working for you (and what's not).

Ready? Let's go!

mailto:info@lisarobbinyoung.com


Goals & Priorities, Part One

Before you can accurately lay a plan for the future, you need to know where you're at. So pull 
out your calendar and/or your checkbook, and give yourself some clarity on what the last 12 
months have looked like. Celebrate the wins that went well. Acknowledge what didn't go as 
planned (without judgment), and look at what you'd still like to accomplish that didn't get 
completed. Give yourself time and space to let go of the incompletions that you DON'T plan to 
carry forward into the next 12 months. There's nothing wrong with that. It's perfectly 
acceptable. Whether it's a business or personal goal, take a look at what's really going to 
serve you in the next 12 months. Shake it all out in the space below. 



Goals & Priorities, Part Two

In any project you undertake – from taking care of your kids to running a successful business 
– you need a level of organization that will keep you on track and making progress toward 
your goals. But it's a challenge to get organized if you don't know what your priorities are. 
We've talked briefly about the 5 Key Areas of Success, which are the over-arching priorities of 
your life. Now, let's dig into your business a bit more specifically.

My Goals & Priorities For The Next 12 Months:
Understanding what you've already decided you'd like to pursue (or continue pursuing from 
last year), take a look at your business objectives. Here, write down your preliminary goals. 
Not sure what to write? That's okay. Just go with your gut instinct. We'll refine these later.

Total Bookings Scheduled: ____________
Total Bookings Held: _________________
Total Sales: _________________________ 
Total Recruit Leads: __________________
Total Recruits: _______________________

These are the major priorities of most direct sales professionals. But there's more to life than 
booking, selling and recruiting. Let's dig a little deeper into these numbers. If you're brand 
new, chances are good that you're guessing about these numbers, based on what you think 
you're capable of and what your recruiter has said is possible in the business. But there are 
other numbers that are equally important to consider. Like these:

Total Hours Worked: ___________________
Total Administrative Hours: _____________
Total Customer Service Hours: __________
Total Appointment Hours:_______________
Total Marketing Hours: _________________

Let's be frank: It's fun to dream of the millions of dollars you'll make, but the bubble bursts 
when you realize how many hours you have to put in to actually earn those dollars. The most 
successful direct sellers (those who have their perfect balance of working hours and personal 
freedom) know that they've got to invest time in each of these areas of their business.



Marketing is how you meet new clients. Administrative tasks like bookkeeping and ordering 
supplies are necessary parts of keeping the business functioning, and without appointments 
and time for customer service, you can't expect to have a business for very long! You need 
clarity on how much time you're really willing to invest in your business this year so that you 
can have a reasonable idea of how much you can realistically accomplish.

Real Time Clarity 

Take a look at your personal calendar – and all those non-business things from “Goals & 
Priorities, Part One”. Including all your family activities, plans, and personal days, plus any 
“day job” work hours, get clarity on how much of your time is already spoken for BEFORE you 
schedule in your direct sales business.

Total Day Job Hours: ___________________
Total Commute Hours: __________________
Total Family Time Hours: ________________
Self-Care/Sleep Hours:__________________
Total 5-Key Area Hours: _________________
Total Other Hours:  _____________________
Total Available Hours For My Biz: _________

You may think we should have started here first, but that's not how most people look at their 
business. They dream first, THEN they get realistic. Now that you have more clarity on how 
much time you realistically have to work your business, how much of that time do you really 
want to spend in your business? Are there other priorities that you'd like to see come to 
fruition this year? Make note of those below:



What happens if the total amount of time you've allocated to working your direct sales 
business won't realistically get you to the goals you originally set? Here's where you've got 
some decisions to make. You can either scale back your goals, or find ways to be more 
efficient in your business. More than likely, you'll need a combination of the two. You'll have 
more clarity once you know exactly how much work it takes to get you the results you want.

IPA & Leverage: Simple Math For A Profitable Business:

There are two definitions of IPA: 
• Important Personal Activities (sleeping, quality family time, etc.)
• Income-Producing Activities (doing presentations, signing new recruits, training teams, 

etc.)

The key factor in determining whether something is IPA or not is this two-part question:

Is this an activity that must be done, and done by me, in order to derive the benefit?

Look at those two parts carefully:
• MUST be done
• MUST be done by you

If you can answer no to either of those parts, it is NOT IPA. For example, it's important to 
have your catalogs and host packets prepped for the month. It MUST be done, or it's a 
stressful problem. However, it doesn't HAVE to be done by you. You could easily train 
someone else to handle that for you. I've had my baby sitter compile my host packets while 
my baby was sleeping and she had some downtime, for example. A dentist appointment, 
while it doesn't usually make you any money, is still an important personal activity because 
only YOU can see your dentist in order for you to derive the benefit. It would be foolish to 
send your husband  in for your root canal, as much as you might want to have someone else 
in that chair on your behalf.

If you have a lot of activities on your plate that must be done, but don't need to be done by 
you, it' time to begin employing leverage in your business. Donald Trump, as most any 
business owner, does not handle every element of their business on their own. They have 
staff to answer the phones, email systems to market on autopilot, and other trusted people 
and tool sin place to keep their businesses running smoothly.

Most direct sales professionals wait too long to employ leverage in their business. A bridge 
line, email autoresponder, or pre-recorded voice message system can be used (at little or no 
cost) to keep your team up to date on training, or to reach out to your hosts and let them know 
their next steps. A bookkeeping system can help you keep track of receipts and tax details. A 
Babysitter or housekeeper can take a load off your mind (or out of the dryer) so that you can 
focus on IPA.

None of these needs to be expensive or full-time options to start. But if you want more time 
freedom, you need to be willing to put leverage to work in your business.



Taking a look at your available time, and the non-IPA activities that are currently on your plate, 
what can you delegate, automate, or otherwise delete from your life/work in order to have the 
time you need to work your business?

Using the worksheet below, jot down some of the tasks you could begin to let go of, to clear 
room for what really matters to you. Not sure how much time something really takes? Make a 
time diary – kind of like a food journal – for a week and see where your time really goes. 
Then, come back to this worksheet and decide how to handle what needs to shift in your 
schedule.

Task/Activity Description
Delegate

(To Whom?)
Automate
(How?)

Delete
(When?)

Example: Labeling Catalogs
Babysitter or 
Teenager

Example:  Customer Service Follow-up Email
Auto-
responder
System

Example:  Aimless time on Social Media
Cut to
25 mins
weekly

If you're not sure exactly how to make these changes, that's fine. Just making your brain 
aware of the need to change is a great first start. Make time to research the abundance of 
options that are out there to help you run your business – even on a shoestring!



Better Bookings & Sales

If you added up the total sales from your past 6 months of business, and divided it by the 
number of shows (or one-on-ones) that you've had, what would your show average be?  

Total Sales last 6 months $_________________  / 6 = _______________ avg per month

Total Shows/Appointments _________________ / 6 = _______________ avg per month

$_______________ per show/appointment

If you haven't had many appointments in the past 6 months, or if you're just starting (or re-
starting) your business, do you know your company show/sales average?   Y / N

$_______________ per show/appointment

Knowledge is power. What if you could DOUBLE your average show sales? What if your one-
on-one appointments were more profitable? What would be possible for you if you could do 
the same amount of work each month (or less) and get paid twice as much?

My 12 month goal: 

$_____________ per show/appointment

HOST TRAINING IS THE LIFE BLOOD OF YOUR BUSINESS!

Most direct sellers I've worked with seem to think that the bulk of the work for a party is done 
the night of the show. They dread host coaching, client care, and any kind of “follow-up” 
because they see it as “more work” and not part of their core business. What if we turn that 
attitude around and put more effort into host training? It's time you begin to see it as the core 
part of the business... and the show is really where the “follow-up” happens.

You can book all the shows you want, you can schedule appointments until you're blue in the 
face, but if you're not connecting with your hosts and training them how to be exceptional 
hosts, your parties will have few attendees, show sales will dwindle, and your calendar will dry 



up. Maybe this has happened to you in the past? Well, this year, you're going to have an 
effective, easy-to-use, Host Training System to keep the life-blood flowing in your direct sales 
business.

Training Hosts The Easy Way

Proper host coaching makes it possible for you to have most of the “heavy lifting” done for 
you - long before the show begins. When you've trained your hosts to partner with you in 
having an incredible party experience, they come to the show armed with bookings and 
outside orders that they've secured without you needing to be there. 

Wouldn't you rather make a couple of short training calls before the party and walk in with 
shows booked and sales in hand? It's either that or pray people will show up the day of the 
party and hope you'll make enough money to cover your fuel & expenses for doing the party. 
Effective host training means you'll already have an idea of how well the show is going before 
the show even happens!

This kind of training also serves as an introductory “course” for future team members. If you 
train your hosts to be this productive before the party even starts, imagine how much more 
likely they'll be to say yes when you invite them to join your company. When hosts see the 
party process as easy and effortless, they are more likely to consider starting a business.

People respond to you based on what you expect from them and what you accept from them.

If you've run your direct sales business by taking whatever leads you can get, crossing your 
fingers and hoping for the best, it's time for a change. Once you've gotten clarity on who your 
Perfect-Fit Customers are, it's time to train them to be even better! It's an easy process, and 
it's all about setting expectations, boundaries, and honoring commitments. You're not doing 
anything that you wouldn't want someone else to do for you if you were in their shoes. 

Host training actually makes it easier for your hosts to have successful shows, and takes the 
guess work out of getting high-attendance – which leads to larger orders and increased show 
averages.

Setting Expectations

Attendance is Key : The Rule Of “Three More”

A direct sales company audited their company sales reports and made a surprising discovery. 
When more guests were in attendance at the party (even if they didn't buy anything), the 
average sale amount was higher. In fact, they discovered that just by adding three more 
people to the room, guests would spend on average $50 more. 

Here's an illustration of their discovery:

Number of party guests Total Show Sales Average sale per buying 



(including non-buyers) guest

4 (1 non-buyer) 250 83.33

7 (3 non-buyers) 425 106.25

10 (6 non-buyers) 700 175

By simply having more people in the room, buying guests increased their spending. This is 
why increasing attendance at your events is so important. 

It's a bit of sales psychology, actually. Whether or not the guests themselves buy a thing, they 
contribute to the overall buying attitude in the room. The people who want to spend are more 
likely to spend even more than they would if only a handful of people are in the room.  Most 
consultants, if they even know this at all, aren't likely to share this knowledge with their hosts. 

BIG mistake!

In fact, the number one thing you can do to set the tone for an exceptional party experience is 
to encourage your hosts to extend a personal invitation to 40 (or more) people. Why 40? 
Traditionally, the industry tells us that about half the people invited will not be able to attend. 
Of the 20 remaining invitees, about half of them will have something come up that will prevent 
them from attending. This leaves about 10 guests willing and able to attend the party if you've 
trained your host to invite those 40 people. If you've started with a list of ten people, you can 
see this party is headed for disaster.

Set the expectation with all your potential hosts that they need to compile a list of 40 or more 
guests, and they will do their best to compile that list. At first, they might think it's hard, 
because they're racking their brains trying to think of 40 people off the top of their head. If you 
make this easy for them, your hosts will thank you. An easy way to help them compile this list 
is with the “40 names in 4 minutes” game.

40 Names In 4 Minutes

In 4 minutes have your host write down the names of:

4 Relatives 4 People you do business with 4 Friends
4 Co-workers 4 People that invited you to a party 4 co-workers of your spouse
4 Neighbors 4 Past neighbors/co-workers, etc. 4 church/organization contacts

4 Kid-related contacts (coach, teacher, parents of kids' friends, etc).

I know some companies suggest this as a party game, but my experience has shown it works 
much better as a tool for effective host training. It comes across as more helpful and less 
pushy that way.

The Power of The Personal Touch

But more important than the number of people on the list is the way in which they are invited. 



Your host needs to extend a personal invitation to attend her party. Social media and 
electronic invitations are nice, but they don't measure up to a personal invitation. Reminder 
postcards tare meant to be just that – a reminder – not the only invitation a person receives. 
Once your host has compiled her guest list, instruct her to reach out personally – and tell her 
why. You could use verbiage like this:

“Cindy, now that you have your guest list compiled, it's a good idea to extend a 
personal invitation to your guests. I know that social media sites like Facebook make it 
easy to send our a blanket invitation to everyone on your list for an event like this, but if 
you really want to stand out and make sure people know about your party, I encourage 
you to reach out personally. Think about it this way, are you more likely to say yes to a 
party when you see another electronic invitation in your inbox, or when your friend 
takes the time out of her busy schedule to reach out and say hi?”

Overcoming the “icky” feeling of “being pushy
If your hosts balk at making a personal invitation, it may be because they feel they're being 
pushy and trying to get their friends to “buy stuff” at your party. I've actually heard hosts say 
something like this:

“I don't want to call all my friends and guilt them into coming just so I can get free stuff. 
Can't I just send them an email or drop the post card in the mail? Isn't that enough?”

When the host doesn't understand her role in making the event a success, she will often say 
something like this. She doesn't feel “icky” like this about a wedding or a Christmas party – 
both of which usually come with some kind of expectation to spend money - so why should 
this event be any different?

Let Your Host Take Ownership

The first perception you'll need to adjust is to help your host  understand that this is her party, 
not yours. You are her event coordinator, her partner in success, the wedding planner, if you 
will. Your job is to help her friends have a fantastic party experience so that she gets all the 
credit – not you. Your job is to make her look good so her friends will talk about what a great 
time they had at her party (not yours). 

Again, the easier you make it for your host to extend a personal invitation, the more likely she 
is to do it. I often recommend the following approach:

The “Perfect Gift” Invitation

Ask your host to browse the catalog thinking of the guests on her invitation list. Have her pick 
out one or two items that she thinks would make a “perfect gift” for that guest. Then, when 
she calls or visits, she can say something like this:

“Hey Gloria, I'd like to invite you to a party I'm holding next Friday. Susan from ABC 
products will be there, and I'd love to see you again. We're going to have festive 
snacks, and I saw a couple of items in the catalog that I think you're going to love. Can 
I count on you for Friday at 7:15?”



This takes the pressure off both your host and the guest. You host can honestly say she was 
thinking of her guest personally before the invitation, and the guest has the opportunity to say 
yes or no in a thoughtful way. Plus, if the guest declines, your host can still ask for a booking 
or outside order and not have it sound pushy at all.

This is how you train or partner with your hosts from the beginning.  In fact, host training 
begins the minute they book an appointment with you. The first priority is securing the guest 
list. I encourage you to keep your host packets thin, with only a couple of catalogs and a 
handful of order forms, along with a special card that looks like this:

I recommend using this blank gift card from TheBooster.com and using your printer to add the 
text. This is the “cheat sheet” I used with all my hosts in order to keep them focused on their 
most important activities.

At the moment they book their party, they could be short on time. Rather than talk them 
through my entire host packet, I draw their attention to this card. Then I tell them:

“This is all you need to know right now. This card is your lifeline. It will tell you exactly what 
you need to do to have the most successful show possible. You'll earn a small bonus gift from 
me when you accomplish any of the items on this short little list. In order to secure your date 
on my calendar, I need your guest list within the next 3 days – 6 if you're mailing it. If I have 
that list within the next 3 days, I'll have a special gift for you at your party. If there are 40 
names and addresses on that list, you'll get another gift, and so on right down the line. And I'll 
let you know that the gifts get bigger as you move down the list. Do you have any questions?”

If they have questions, answer them. If not, say: 

Guest List Within 3 Days
40 Names on Guest List
5 Outside Orders
1 Booking Before Show
Join My Team

Call Me & I'll Bring Your 
Gift(s) To The Show!

http://www.thebooster.com/all-other-products/353-bc434-gift-cards-card-customer-print-5-353.html


“Great! Just remember, this is the most important thing in the packet. If you follow along with 
this card, I can almost guarantee you a $1000 party, which means you'll be able to get much 
of what's on your wish list.”

Keep Enthusiasm High: Frequency vs. Duration

Keeping your hosts engaged and enthusiastic about their upcoming party is your number one 
objective. The best way to do that is with multiple contact times between the day your host 
booked the party and the date of the actual show. The more time between those dates, the 
more contacts you need to make. It's better to make multiple short, focused contacts, than to 
have one lengthy conversation. Keep your hosts focused on one thing at a time, and plan that 
each contact will focus on only one thing. This keeps it simple for your hosts, and for you.

At a minimum, you should contact your host at least 5 times  (even if the party is only a week 
away). The key is to NOT use the same contact method every time. Here are the minimum 
contact guidelines:

1. Preliminary host coaching at time of booking (in person)
2. Confirmation/thank-you for booking postcard (mail is best, but text or email also works)
3. Host packet walk through and begin guest list (in person, via phone or live video)
4. Head count confirmation and reminder to have guests bring friends (text, phone, social 

media)
5. Last minute logistics the day before the show (phone)

You'll notice that you're not using the same method for every contact. The variety is what 
keeps it from feeling “pushy”. It also lets your host know that you are everywhere they are, 
and you're doing your best to reach them where they are at. If your party is more than a week 
away, there are additional contacts you can make, including a notice via postal mail to let your 
host know you've sent out the invitations for her party. I always recommend sending out the 
invited because then you KNOW they were sent.

If you do not already have a host coaching follow-up system (or your company does not 
provide one), I recommend The Client Angel because it integrates my own host coaching time 
line that I've taught my clients for years.

You can download and listen to my Direct Sales 101 training audio on host coaching to get 
more specifics about the contact timelines I recommend when training your hosts.

The point here is to be ubiquitous: be everywhere your potential host might be and stay “top 
of mind” with her. If she sees you reaching out on social media, via phone, or with a text 
message, then she knows you're still out there, working hard on making her party a success. 
The number one reason hosts cancel is because they forgot to invite people. The 
number two reason is because they didn't hear from their consultant, and weren't sure 
if the party was still on the books. Don't let that be you! Keep in contact with your hosts!
Commit to Follow-up

http://directsalesclassroom.com/audios/ds101call7.mp3
http://www.TheClientAngel.com/


Recruiting Quality Team Members
This section is going to feel incredibly short. 

It's short, and effective.

Pre-qualify your recruits. Interview them as if they are applying for a job -because they are in 
a manner of speaking. They are applying for a coveted spot in YOUR world-class 
organization. They are applying to own a piece of your life and a certain amount of your time 
for as long as they are on your team. Take some time right now to think about the kind of 
energy, the kind of people and behaviors you DON'T want to have in your organization. This 
is usually easier than starting with what you DO want. We'll get there in a minute. First, jot 
down all the hair-pulling, stress-inducing qualities that drive you nuts – that you'd like to see 
eliminated from your team:



Can you feel the tension in your body? Can you feel the ocnstricting energy you've just 
created – simply by focusing on what you don't want? Let's clear that. Ready?

Consider the reverse of this “don't want it” situation. What are the qualities, behaviors, 
attitudes and personalities that just thrill you to pieces? What kinds of people would you like to 
see more of in your organization? Be as complete and descriptive as possible in the space 
below. Use extra paper if needed.



Now, Organize this list into 5-10 key qualities that you're really looking for in your team 
members.

1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
How will you know when people have these qualities? In an interview, you can ask questions 
that will demonstrate whether or not the prospect has these qualities. Use the space below to 
jot down some potential interview questions that will help you figure out if the person you are 
interviewing possesses the qualities you're looking for.



More than likely, your direct sales company has their own set of interview questions and tips 
for successful recruiting. Use these questions and qualities as a guideline for your recruiting 
interviews. While it's not a guarantee that you'll have a team full of perfect-fit recruits, it will 
help you be more intentional about who you choose to have on your team. 

Don't just recruit anybody with a pulse. Be particular about what you're looking for, and if you 
feel someone's not a good fit, articulate that. Give them an opportunity to speak up for 
themselves. Donald Trump doesn't just hire everyone he interviews. He's building a company 
and wants people who are in alignment with his vision. What's your vision for your 
organization? Write it in the space below:



When you can clearly articulate what matters most to you, what the vision for your business 
is, and how you see your role (and the role of your team members) in the organization, the 
easier it is for your team members to see themselves more clearly on your team. People don't 
join a business, they join YOU, and until they understand who you are and what you stand for 
(and that you care about them), you'll be hard pressed to get (or keep) quality team members.

“People don't buy what you do, they buy why you do it.” 
 - Simon Sinek, Start With Why



Marketing, Systems & Technology

Every business needs to be marketing on a regular basis. What tools and systems do you 
currently have in place to keep your marketing running smoothly?

Social Media Outlets: ________________________________________________________

Other Online Marketing: ______________________________________________________

Email Marketing List Size: _____________________________ Last cleaned: ____________

Frequency of Contact: _____ contacts per _____

Open Rate: ________%  Click Through: ________%  Subscriber Value $______

Offline Marketing Outlets: _____________________________________________________

__________________________________________________________________________

Physical Mailing List Size: _____________________________ Last cleaned: ____________

Frequency of Contact: _____ contacts per _____

Response Rate: ________%  Subscriber Value $______

Networking Systems/Programs: _________________________________________________

This is just a sampling of marketing options. Flesh out what you're already doing, what needs 
fixing, and what you'd like to explore in the next 12 months. Tap into the audiences you 
already have, and cultivate new ones. Use the space below to work out your ideas.



Final Words
With the tools you've gathered from the Business Breakthrough Conference and this 
workbook, you should have everything you need to plot your course for the next 12 months – 
and define success on YOUR terms. But just in case you have questions, or need extra 
support, there's one more gift available to you: our private Facebook group. Only open to 
member of this community, you'll be able to connect with one another, ask questions, and get 
help growing your business with other participants from the event. Here's the link to join:

https://www.facebook.com/groups/410405625757773/ 

Once you're there, ask to join the group, and your membership will be approved. Additional 
bonus content will also be found inside the group in coming weeks.

Thank you again for joining us on this journey. I wish you all the best in your next 12 months – 
and beyond.

- Lisa 

https://www.facebook.com/groups/410405625757773/

