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Copyright 2006-2010 Moms Talk Biz – Kelly McCausey
No portion of this book or accompanying materials or any portions thereof, can be stored
in a retrieval system, reproduced or transmitted in any form or by any means –
electronic, photographic, mechanical– without written permission from Kelly McCausey.
No portions of the book or accompanying materials may be resold, rented or otherwise
distributed, without written permission from Kelly McCausey.
Earnings Disclaimer
Every effort has been made to accurately represent this product and it’s potential. Even
though this industry offers the possibility to earn money, there is no guarantee that you
will earn any money using the techniques and ideas in these materials. Examples in these
materials are not to be interpreted as a promise of guarantee of earnings. Earning
potential is entirely dependent on the person using the product, ideas and techniques.
We do not purport this product as a “Get Rich Scheme”.
Any claims of actual earnings or examples of actual results can be verified upon request.
Your level of success in attaining the results claimed in these materials depends on the
time you devote to the business, ideas and techniques mentioned, your finances,
knowledge and various skills. Since these factors differ according to individuals, we
cannot guarantee your success or income level. Nor are we responsible for any of your
actions.
Legal Disclaimer
While every attempt has been made to verify information provided in this book, we are
not responsible for any errors or omissions. The reader of this book assumes
responsibility for the use of these materials and information. We hold no responsibility or
liability for your use of this information.
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How to Use this eBook
In certain areas of this eBook we’ve included links to further resources and information
you may find useful. When you see a blue underlined link you can click on it and it will
take you to the corresponding web page. Please note, if the page has changed since
publication of this book the may not work.
You will need to be connected to the Internet in order to click on the links and view the
related web pages.
To read the book you can simply scroll down by using your mouse and/or arrow keys.
You can also go to specific sections on this book by clicking on the section in the table of
contents.
If you need to find a specific section of the book quickly just click on “Ctrl F” and enter
the search term in the find box. This will search for these terms and phrases in the book.
For easier reading, comfort and making notes, you can print out this book and read it as
you would any other written material. This is great for taking and making notes as you
read.
If you have any questions regarding these materials or need help troubleshooting please
email us at mom@momstalknetwork.com
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What You Can Expect From This eBook
This eBook will help you make the best decisions about starting and running a Direct
Sales business from home. You’ll learn what a Direct Sales business involves, how to find
clients, what to charge, how much money you can make and lots of tips and tricks for
being successful.
You’ll also find information about time management, setting goals and staying organized
while working from home. And learn all the necessary steps to registering your own
business, paying taxes, opening a checking account and even balancing business and
family life.
As the host of Work at Home Moms Talk Radio I’ve had great opportunities to meet and
learn about successful Direct Sales professionals and I’m anxious to share what I’ve
soaked up over the years with you.
I actually have Direct Sales in my own work history. When my son Sean was a baby (he’s
almost grown now!) my sister had been a Home Interiors representative but was going to
work full time at the Post Office. I decided to join Home Interiors and Gifts and take over
her existing clientele. (Most were friends and family.)
I enjoyed working with Home Interiors. It filled my home with beauty and let me enjoy a
social life in the evenings when my husband was at home. Sadly though, my hubby didn’t
agree that this type of home business was the right fit for us - he didn’t enjoy being home
alone evenings. He also failed to see that buying home décor at a deep discount could be
part of the benefit package ;) After about a year I agreed to let it go.
My experience in Direct Sales highlights something very important – the business you
choose has to be a good fit for the whole family!
Bonus: I’ve included a bonus sheet with an exclusive freebie and discount available only
to owners of this guide… they’re worth far more than you paid for this guide – making it
one of the best purchase decisions you’ll make this year!
All the Best, Kelly McCausey
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1

What is a Direct Sales Business?

In a nutshell a Direct Sales Business is the sale of consumer products or services through
person-to-person contact – hence the term ‘Direct Sales’. The most common type of
direct sales program involves what is called the “party plan.” When you join a direct sales
or party plan company, you become a consultant. Each company has its own policies and
procedures, however, most consultants are able to sell a company’s products through a
variety of methods including home parties, catalog parties, craft shows, fundraisers, and
online sales.
Direct Sales Consultants are paid on a commission basis. With many direct sales
companies, recruiting new direct sales consultants and building a team is a great way to
increase your income because you’ll also receive a commission for the products your
team sells. Profits increase as your team grows and people you’ve recruited recruit
others.

1.1

Growth in Direct Sales & an Important Warning:

Direct sales products vary from cosmetics to candles, pet products to jewelry and the list
grows every year. A comprehensive list of direct sales companies can be found at
http://internetbasedmoms.com/direct-sales/
There has been an increase in smaller ‘home based’ direct sales company launches in
recent years, some have found success while others have met with disaster.
Sweet Cupcake Candles was one of these home based direct sales companies
that launched and enjoyed a positive response from home business communities
on the web only to crash and burn within the year.
Marlo Quinn was another home based start up that grew fast but ended up
failing due to lack of planning and funding, leaving thousands of disappointed
representatives.
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Because it can be difficult to tell whether a company is solid or not just by looking at their
website or print materials, when researching a direct sales opportunity, take the time to
ask important questions.
•

Have they been around for a long time?

•

Is there proof that products are being delivered?

•

Is there proof that commissions are being paid?

•

Who is the owner? Have they had any failed DS businesses in their history? (Try
searching the web for their name and be sure to include news sources within your
search.)

•

Check with the Better Business Bureau or your local Attorney General’s office to
see if there are any active concerns about the company.

Do not believe everything that your recruiter tells you.
Remember that they WANT you to sign up because your sign up will make them money.
Even if you feel like you can trust them personally – verify everything for yourself.
It’s not that you want to be unduly suspicious, but we are talking about spending your
time and money to build a business in partnership with others – you have to make sure
that you can trust everyone involved.

1.2 Benefits of owning a Direct Sales business:
Being a direct sales representative has a long standing and successful history. This is in
large part due to the number of wonderful benefits a direct sales business offers.
A few of the benefits:

•

Freedom to choose your hours

•

Social Interaction

•

Opportunity to make a good income working part time

•

Ability to work from home
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•

Low overhead and start up costs

•

You’re your own boss

•

No more commute!

•

The ability to expand and grow your business

•

Ability to market and take orders online – while you’re doing other things.

•

Allows you to represent a product, of your choosing, that you can be proud of.

Next let’s take a look at what is required to become a Direct Sales business owner…

Do You REALLY Want To Be In Direct Sales?
Read one woman’s experience in starting a direct sales business that she
hadn’t really thought through…
I grew up going to Mary Kay parties and using the products. My mom and even my
grandmother had been faithful users ever since I can remember. I remember all the fun I used
to have sitting by my mom’s side at these ‘big girl’ skincare parties.
The older I got it only seemed natural that I would carry on the tradition and join the women of
my family in using the Mary Kay products. And I have to admit that the youthful, beautiful
looking nature of my mom and grandma’s skin was a key in wanting to use the products too.
Anyone that has used Mary Kay product knows that it’s a bit on the pricey side. As I reached my
late twenties I began wondering how to continue using the product when the opportunity to
become a sales rep presented itself to me. It didn’t take me long to find all the positives in this
opportunity – discounted product, having parties, selling a product I loved and earning some
money so I immediately jumped at the chance (without thinking about any of the negative
things).
I was so sure that selling Mary Kay was going to be an easy way to use product I loved and to
earn some quick money. The investment wasn’t a huge cost, about $179.00 (for the smallest kit
package available), and I was convinced that I would earn that back in no time at all.
The first couple sales came effortlessly and easily, after all my mom and grandma now had the
convenience of a Mary Kay rep right at their fingertips. And there were friends that used the
product who wanted to help me get off the ground too.
The problem was that after those first few sales I realized that people weren’t going to come
knocking on my door but that I had to put myself out there. That posed a big issue for me – I
wasn’t willing or ready to go stand in front of a room full of people and provide a presentation
on the products. Sure I used the product and could tell them why I loved everything but I
couldn’t keep straight all the different facts about all the products that were presented in the
training material.
This brings me to the next problem I had…lack of training. The representative that I signed up
under assured me that there would be enough training by local team member meetings that I
would be comfortable with how a party was supposed to run. Wrong. It didn’t happen. In fact I
didn’t get any training other than the training manual that came with my kit. My team meetings
consisted of us sitting around talking about our goals and saying something positive about
ourselves.
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Another issue I had with being a representative was the fact that I didn’t have enough of a
clientele base built up to meet my $200.00 every two months product purchase that was
required. The $200.00 had to then come out of my own pocket if I wanted to purchase product
to sell.
I lasted as a Mary Kay representative for about four months when I knew it was time to throw in
the towel. By this time I had made back the money I spent on my kit but not by much!
Don’t get me wrong. Mary Kay is a great company and I know some very successful
representatives out there who make a great living doing what they do but direct selling isn’t for
everyone – certainly not me!
If you are considering becoming a direct seller I recommend you think long and hard about what
your strengths and weaknesses are. Take the time to put down on paper your goals and what
you want to get out of this business. Planning ahead of time instead of jumping feet first
without thinking can and will save you money (and your reputation).
- Anonymous

I don’t share this story with you to discourage you from direct sales. I love
direct sales! My concern is for you and your family if you jump into a business
without considering all of the aspects involved. A story like this one highlights
that fact that it is NOT enough to simply love the product.

2 What Skills Do I Need To Have To Own And Operate A
Direct Sales Business?
The Basics - As the owner of a Direct Sales business you need organizational and
bookkeeping skills to keep a calendar, plan parties, take orders from catalogs, manage
fund raisers and more.
Sales Skills - Possibly the most important skill you need is to be willing and able to sell!
If you have a contagious enthusiasm and feel pride in your products, selling will be
enjoyable. Fortunately direct sales companies provide you with the resources to sell with
– you just have to comfortable in using them.
People Skills - With many direct sales companies you have the opportunity to increase
your income by recruiting other consultants. If you can read people well and inspire
others with your enjoyment of the business you’ll love the recruiting process.
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Computer Skills - Because so many direct sales companies operate online and allow
you the ability to handle the majority of your business tasks on your computer, computer
skills are essential.
Internet Skills – The web provides you with resources and opportunities to connect
with new customers and potential recruits.
Marketing Skills - Direct Sales companies provide you with all of the marketing
materials you need, although you’ll probably have to pay for them. I recommend that you
not try to re-invent the wheel in this area. Use what they provide! Smart people with
experience and training in dealing with the company’s target market have designed these
materials – surely you won’t do any better?
Where you can get creative is determining how to get the materials out into your local
markets.
If this sounds like a lot, please don’t be intimidated. You don’t need all of these skills to
get started - you can acquire them as your company grows. To get started in direct sales
all you really need is personal motivation and strong commitment – and of course, a
positive attitude helps too.
How a Positive Attitude Can Help Your Business
Developing a positive attitude will help you grow your direct sales business and achieve
success. Everyone has times when things in their business do not go as planned. If you
have a positive attitude, you will be able to pass those obstacles and get back on track.
When you have a positive attitude, you will feel more confident in yourself and your
business.
You will also notice that finding clients may become an easier task. When you display a
positive attitude, others will react to that. They will want to work with you and
recommend you to others.
The following are some tips to help you develop a more positive attitude.
Spend Time with Positive People and Avoid Negative People
Copyright© Moms Talk Biz – Kelly McCausey 2006-2010. All Rights Reserved.
This book cannot be copied, resold or distributed without the express permission of the author.
Visit the author on the web at http://lynettesuggests.com/mtb

Page 11

Attitudes are contagious. When you spend time with positive people, you will feel more
positive. When you talk to a positive person, you will find yourself in a more positive
place.
On the other hand, bad attitudes are contagious, too. You have probably heard the saying
“misery loves company”. When you are around people that are constantly complaining,
you will find things to complain about as well. Little things that you would normally
shrug off will seem to bring your whole day down. You will feel drained of energy.
Once you lose your energy and motivation, it can be difficult to get back into the swing of
things. This can have negative implications on your business.
Be Nice To Others
Being nice to others will make you feel good about yourself and put a positive spin on
your day. Leave the people you meet with a positive impression of you and you’ll find
that more of them remember you and make useful referrals.
Be Proactive
When you notice a problem coming up – like a week on the calendar with no parties
booked, do not wait until the last minute to solve it. Be proactive and get on the phone!
Touch base with your customer list and see if there’s anything you can do to win a few
bookings for your calendar.
Next let’s talk about what types of training you might need to start your Direct Sales
business.
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3 What Training Will I Need To Run My Direct Sales
Business?
Most direct sales businesses are willing to provide you with all of the necessary training.
When I joined Home Interiors I received 40 hours of one on one training from a certified
trainer. I spent eight hours a day with her for a whole week, learning everything there
was to know about running a HI business. We role played everything and I modeled
doing a live show for her over and over until I felt really comfortable.
It was a little embarrassing to role play with someone I didn’t know very well – but she
was very kind and offered lots of construction criticism that helped me to improve my
hosting skills.
She also made sure that I could smartly discuss all of the products and that I knew all of
the company’s policies.
Do yourself a favor and take advantage of every training opportunity offered by your
company. Go to local sales meetings and get to know other successful representatives. I
know that some of you hate feeling like the ‘new gal’ in any situation but it really does
help!!
In addition to what your company offers I recommend that you invest a regular amount
of time into personal business development. If you struggle in any of the skill sets that
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make a direct seller successful you should focus in on learning all that you can about it –
even look into getting mentored by someone who excels in that area.
There are some wonderful books that I recommend to direct sellers – look to the end of
this guide for a reading list.
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Tools And Materials You Need To Get Started:
Products
Most direct sales companies offer you a get started kit. If you represent a Candle
company it may include one of each of their most popular candles, a cosmetic starter kit
may come with the most popular products and a few seasonal items. Some companies
leave the starter kit ingredients up to you to choose and others allow you to join at
various levels, for example Shaklee offers consultants a New Member Kit, a Distributor
Welcome Pack and GOLD Ambassador Program. This variety of options gives you a
choice of how much you want to spend to get started.
Do not let anyone pressure you into buying more than you absolutely need to get things
rolling. Some companies offer deluxe kits or major ‘stocking up’ deals right at the
beginning which seem like a great idea – but unless you are 110% positive that you can
afford it and that you need it – don’t go for it!
Avoid Debt!
The most important bit of advice I can give you about this is to never, ever go into debt to
get started with a DS company! Have a garage sale, sell some stuff on eBay, sock away
some grocery money – host a part to earn start up funds – do anything – just don’t start
your business in debt.
Computer
When buying a new computer it is usually best to purchase the most expensive computer
that you can afford – without going into debt of course. Computers that are offered at
extremely low prices have slower processors and smaller storage capacities so you tend to
grow out of them sooner.
Printer
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While I encourage you to go high end for a computer, I don’t want you to overspend on a
printer. Whatever you are using for home and family will be fine for business. If you
need something fancier from time to time you can always save the files to a disk or
memory stick and take it to a print on demand location like FedEx/Kinkos and print from
there. It’s not the ideal solution for large quantities but it does work when you’re just
starting or if your printer ever lets you down.
Fax Machine
This isn’t a requirement; however, if you plan on taking orders via fax, it will be a definite
asset. If you don’t plan on receiving many faxes you can get an account with one of the
many electronic fax businesses. They generally issue you a toll free number and all faxes
sent to this number get sent digitally to your email account. You can print them or read
them online.
Software
Your company will often provide you with software for managing your business. It may
or may not connect to the internet to make placing orders automatic.
Let’s take a look at how to choose a direct sales company that is right for you.
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4 How to Choose a Direct Sales Company
The most important criteria in choosing a company is that it sells a product you feel
comfortable and proud selling. If you never wear cosmetics then makeup products are
probably not for you. If you don’t own a pet or have children then pet products or baby
toys aren’t for you either.
There are hundreds of direct sales companies available for you to choose from. Take the
time to make sure you can spend your days talking about and selling your products.
Look at:

Are they a new company experiencing rapid growth?
An older company may offer more security, however a new company often provides op
portunities for promotion and bigger profits. New companies with specialized products
generally offer less competition between consultants.
How much commission do they pay?
Don’t judge a company by its percentage rate because it can be misleading. A company
that pays 40% commissions will seem more attractive at first glance than a company that
pays 25%. But the company that pays a smaller percentage has higher priced products
that could result in higher dollar amount commissions per sale.
Let’s look at a real life example:
Company A offers a 40% commission rate and the average sales at a five person
event is $247.00. This means you earn a gross commission of $98.50.
Company B offers a 25% commission rate and the average sales at a five person
event is $447.00. This means you earn a gross commission of $111.75.
Which sounds better to you?
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Do they require a certain number of sales within a minimum timeframe?
Sales minimums are intended to keep you focused and active as a representative. It is
also designed to keep people from signing up just to self discount their purchases which
can have a negative impact on reps who make their living at it.
I personally think a sales minimum is a good idea, but that it shouldn’t be too stringent.
Moms especially appreciate the freedom to be flexible with their business.
Do their programs fit with your needs and personality?
Every company has a culture of its own. This means that certain attitudes and values are
encouraged and others aren’t held as important. Some businesses are very family ori
ented and team meetings and other training opportunities are family friendly.
Others direct sales companies are very corporate in their approach, expecting represent
atives to cleave to their way of doing things at all costs. Can you see how important it is
to know these things up front?
Before signing on the dotted line visit at least one sales meeting and see if you feel com
fortable. A little discomfort is normal in a new situation, but you shouldn’t feel like an
alien in a strange land.
How they support their consultants.
Companies offer various levels of sales training and marketing tools and advice. The
more you’re supplied, the better.
Do you REALLY like the product and will you be passionate about selling it?
I have a personal suggestion – do not even THINK about joining a Direct Sales company
unless you have been through the whole process of being a customer first, a hostess
second and then finally look into being a rep. I think too many people today sign up for
the business before they really know how they feel about the product.
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Will you enjoy talking about and displaying these products week after week, month after
month? Be sure!
Can I Juggle Multiple Direct Sales Businesses?
You can – but don’t.
Seriously, nothing good comes from running multiple direct sales businesses. I know
that there are a lot of people out there who seem to be doing it – but I’ve yet to meet one
person who tried to run more than one who met with any recognized success in the direct
selling industry.
Think about it, the people who make top dollar in direct sales are those who build a large
clientele, enjoy abundant repeat business and build a team of enthusiastic and well
trained reps. You simply can’t do this when you’re promoting two different companies.
Some arguments I’ve heard for signing up for multiple companies is that you can co-pro
mote the products. Sell food items from Company A and kitchen gadgets from Company
B. The trouble with this is that this is almost always against company terms of service
and will get you dropped from the rolls of both companies if it is found out.
Another reason that many join multiple companies is that they think they can become a
‘one stop shop’ for internet shoppers. They build a virtual shopping mall with products
from five or six or seven different direct sales product lines and believe that internet visit
ors will love the freedom of shopping in one place… but it doesn’t happen.
Sure, through sheer force of will and hundreds of hours spent networking and pushing
your products you will get a few sales – but not enough to keep your minimums up for all
companies and you won’t win much repeat business because you haven’t developed a re
lationship with the customer over a particular product.
You want to become synonymous with your product line. When people think of you, they
think of Company G, when they think of Company G, they think of you. Company G sells
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baby items, so when people think of needing a baby gift, they think of you. When they
think of you, they think of baby items.
You can’t achieve that kind of brand recognition when you’re also peddling dog accessor
ies, kitchen tools and candles.
Did you mom have an Avon Lady when you were growing up? Mine did. Whenever we
saw her we said ‘Hi there Avon Lady!’. You can bet that my mother never made a bath
room, perfume or costume jewelry purchase without her Avon Lady.
I really can’t stress this issue enough. The potential for making a great income as a direct
seller is there – just keep yourself focused on one business, one line of products and re
fuse to look to the left or the right at whatever bright shiny objects may be coming your
way.
Let’s take a look at how much you can make as the owner of a Direct Sales business
owner!
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5 How Much Can My Direct Sales Business Make?
Can you make a full time income in Direct Sales?
You betcha! I have met and interviewed a lot of women who are making a very nice
income in Direct Sales.
Remember before that I said I was involved in Home Interiors and Gifts many years
back? Our group manager had been with the company for a long time and had grown a
large team under her leadership while still maintaining a busy home party schedule of
her own. She was on the back side of her fifties and earned enough to let her husband
retire early and focus on building his own home business on the side. They had a
beautiful home, nice cars and she was putting her youngest through a private college – all
without debt. Is that amazing or what?
We know that a Direct Sales business can turn a very nice profit. How much you make
will depend on several things:
1. Your costs
2. The price of your products
3. Your commission level
4. Marketing and sales
5. How many people you recruit to your team (Note that not all programs offer this
option)
Let’s begin by looking at your potential costs:
•

Supply of products to display and take to parties

•

Paper Supplies

•

Marketing

•

Web page hosting

•

Other overhead (Will you want a special PO Box or domain name for orders?)

•

Ink
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5.1

Finding Customers and Making Money.

In order for your business to succeed and make money you’ll need customers!
Your Warm Market - In Direct Sales you usually start by marketing to your family and
friends first. (Be careful here – don’t go overboard and annoy people!) You will run out of
friends and family eventually, so what do you do next?
Word of Mouth – Grow your circle of influence from the very beginning by specifically
asking everyone you serve or talk about your business with for referrals. Who do they
know that might be interested in your product?
Have some postcard size sheets printed up that someone can quickly fill out with the
name, address, email and phone number of a referral. Then ask them to write their own
name and info on the back so you can be sure to send them a thank you if the referral
leads to something fun.
Give your friends and family stacks of your business cards and recent business flyers and
ask them to pass them along to anyone who would be interested.
Networking – Move outside of your warm market out into the cooler waters of people
that you don’t know. There are multiple opportunities to network and meet new people,
some are expressly focused on business and others are more social in nature. In either
case you’ll find many opportunities to mention what you do and pass on a business card.

Tips for Effective Networking
When people set out to network, they may be thinking about the benefits they will receive, such
as new clients and increased business. To get the most out of your networking, however, you
need to build trust and relationships between the people you are networking with. The following
are some tips to help you in this process.
Be Genuine
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Always be genuine and authentic when you are networking. The people you are networking with
need to get to know you in order to trust you. If they do not feel that you are being yourself, they
may be wary of forming a relationship with you.
Determine Your Goals
What do you want out of your networking experience? Do you want to make contacts, learn new
skills or something else? Do you want to network locally or via the internet? Knowing what you
want will help you determine which groups are best for you to join.
Join Several Groups
Joining several groups will help you broaden the spectrum of your networking relationships. To
create a wide networking circle, you may want to join both local and online groups.
Give It Time
It may take time to build up a network of business associates. Keep participating in the group
and get to know people. Relationships take time to develop.
Ask Open-ended Questions
When having a conversation with someone from your networking group, ask open-ended
questions instead of questions that can be answered with a “yes” or “no”. This will keep the
conversation flowing and let people know you are interested in them.
Help Others
Position yourself as a powerful resource by helping others. Share leads and referrals with those
in your networking group. The people you help will appreciate your efforts and return the favor.
Ask for Referrals
Make sure the people in your networking group know what you do for a living. Ask them for
referrals. A referral is the name of someone who is in need of your services. A referral is a “hot
lead”; the person who gives you the referral should call the referral and let them know you will
be getting in touch with them. While some people may automatically give you referrals, that
won’t always be the case. If you don’t ask for them, you may not receive them.
Follow Up
When you are given a referral, follow up in a timely manner. Call or email the referral as soon as
possible and let them know who you are, the name of the person that referred you to them, and
the services you offer. The referral will surely report back to the referrer; if you did not handle
yourself professionally, you won’t be getting any more referral from that person.
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Local Networking Ideas:

•

Chamber of Commerce

•

Rotary Club

•

Parent Teacher Organizations

•

Women’s Groups

•

Event Fundraising Groups

•

Library Fundraising Groups

•

Church Groups

How to Increase Your Circle of Influence Offline
Increasing your circle of influence offline can help you expand your client base. Your
circle of influence is the group of people that make up your friends, family, current
clients, acquaintances, etc.
When you increase your circle of influence offline, this opens up new possibilities for
your business. You may meet someone in need of your services, or someone who will
recommend your services to others.
You can increase your circle of influence offline by joining networking groups, clubs, and
other organizations. Some examples would be your local Chamber of Commerce and the
American Business Women’s Association. Don’t be afraid to introduce yourself to the
other members. They are all there to network and grow their businesses, too.
You can also meet new people by taking a class. You can take a class at your local college
or check into a hobby-type class such as knitting or French cooking. If you are a parent
you have the opportunity to meet many new people every day at the park and your
children’s school. Get to know the parents of your children’s friends.
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Volunteering is another great way to meet new people. You can also get to know people
by frequenting the same places often. If you get coffee every day at around the same time,
you will most likely get to know some of the other patrons who get their coffee at the
same time. You will also get to know the people behind the counter.
When you meet someone new, smile and introduce yourself. Try to make small talk about
a subject you both have in common. If the town you live in is expecting a snowstorm, you
can chat about that. If you are both standing in line to pick up your children from school,
ask what grade their child is in. If you are at the video store and someone picks up a copy
of your favorite movie, tell them how much you loved it.
Your first conversation with the person does not need to include what you do for a living.
If you have a quick, friendly conversation with them, the next time you see them you will
recognize each other and say “hello”. After a time, you will feel comfortable around the
person and can start talking about your business.
Remember, If you want a referral, ask for one. You can say something like, “if you ever
know anyone who needs (fill in the blank), let me know”. That simple statement could
open up a whole conversation. The person you are talking to could have been looking for
a website or perhaps the company they work for is thinking about taking their business
online.
Stay friendly and open while you are meeting new people. Don’t be afraid to mention
your business, and you will see your circle of influence widening and your client base
expanding.
Advertising - You can boost business and gain new customers by advertising online and
offline.
Fundraising - You can also set up fundraisers with local non-profit organizations. This
is a simple and straightforward process whereby you give catalogs to members of the
organization, they collect orders and collect a percentage of the profits. Yes, this
percentage will come out of your commissions, however, you will quite possibly double,
triple, or quadruple your business contacts, gain new customers, and increase future
sales.
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In order to take the best advantage of a fundraising campaign, be sure to send every
customer and seller a postcard afterwards, thanking them for participation and making a
special offer for booking a show or placing a follow up order.

5.2

Setting Up Your Website

Some Direct Sales companies offer pre-designed websites. This makes it easy for you and
it’s a great place to start but I always recommend that if your direct sales company allows
it (please check with them first) it’s best to have your own website on top of the company
site.
This way you can customize it to fit your needs and you can also add articles and further
information to help draw traffic and customers to your website. You will also have a
nicer and easier to remember URL to place on business cards and other documents.
If you need help getting set up with a website, look for a special offer at the end
of this guide.
Entice visitors to register at your site by offering a newsletter with product updates or
sales announcements. Send registered users your newsletter with fun tips and info that
help them see the need for and use your products with a link to the website to make
purchases. Your seasonal reminders, discounts and coupons will help to turn your
newsletter subscribers into customers.

Newsletter management services like aweber
make maintaining a list easy.
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6 Marketing Your Direct Sales Business Online
6.1 Selling your products
You’ll benefit from online ads most when you allow customers to order directly from your
company website – if your company doesn’t offer online ordering, do your very best to
make the ordering process as simple as can be. (Preferably provide a phone number so
that potential clients can call to place an order or ask questions.)
If you don’t want to share your family phone number you could:

•

Set up a voice mail account - http://www.simplevoicebox.com

•

Get a cell phone for business

•

Add a second phone line

•

Get a Skype number – http://www.skype.com

6.2 Driving traffic to your website
Ideas for Advertising Online:
•

Post on forums that your target market frequents

•

Get listed in appropriate related web directories

•

Sponsor podcasts that your market listens to

•

Advertise on busy websites that your target market visits

•

Sponsor contests

•

Advertise in ezines

•

Pay Per Click Ads

Article Marketing
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Writing and distributing articles through high traffic article directories is a very good
traffic tactic. I created a whole learning resource on how to do it with article marketing
guru Nicole Dean. You can find it at http://www.easyarticlemarketing.com.

7 Marketing Your Direct Sales Business Offline
Any Direct Sales business would be missing valuable customers and sales if they didn’t
consider Offline Selling. Here are a few tips to make the most of your local connections!
Ideas for Advertising Offline:
•

Leave business cards wherever you can without being annoying.

•

Post flyers around town – more than once! Keep them fresh.

•

Newspaper Classifieds

•

Sponsor Events

•

Grab a booth at your local craft fair, trade show, or outdoor market.

•

Get listed in the yellow and/or white pages.

•

Don’t forget to take advantage of free advertising on Craigslist.org

Creative Ways to Market Locally
Joint Ventures
Create a joint venture with other direct sales businesswomen in your community. Start a
group newsletter where each of you provide some content and a product highlight and
share the costs of printing, then each of you can mail the newsletter out to all of your cus
tomers and leads. Everyone gets exposure to new people every time around.
Share a kiosk at the mall with other representatives from your company.
Joint venture opportunities are boundless – be creative and ask others if they have ideas
for working together, you never know what someone will come up with or say yes to.

Always Be Prepared
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Carry catalogs, order forms and business cards with you all the time. You'd be surprised
how often business will come up while you're just out and about. Having a professional
order form and business card ready to hand them will make a great impression.

8 Direct Sales Party Ideas
Direct Sales businesses are called Party Plan businesses for a reason. The majority of
sales are usually generated by hosting and giving home parties. Here’s how to make a
home party a success time after time:
Give the party a theme. Offering different themes attracts guests again and again. For
example, if you’re selling a line of cooking or baking products, you can host a cake
themed party where you demonstrate items specific to cake baking. You can even bake a
cake and feed your guests. You can host a muffin party, a pie party and of course a cookie
party too.
Consider giving the party a holiday theme. For example the Christmas holiday is popular
for cookies, Thanksgiving is popular for turkey, and you can make hearth shaped
yummies for a Valentines themed party. During the spring wedding season, you can host
a Wedding or bridal shower party.
The winter holiday’s, Christmas and Hanukah, are a great time to hold a gift exchange
party. Have your host invite a group of friends or co-workers together that would
normally hold some type of gift exchange. Have your host set a price limit and collect the
money from everyone a head of time. You can collect the money and order various gifts
within the price limit and have them wrapped and ready for the party. Number the
various gifts; when the guests arrive they can each draw a number and when it is time to
open gifts, they get the gift that corresponds with their number.
Consider a charity party as an annual or semi annual theme. The members can get
together and buy something for themselves, as well as a product they intend to donate to
a charity of the church’s choice.
Theme based parties are a blast to attend and fun to host too. Keeping the themes varied
and interesting will mean you’ll be able to get repeat visitors and generate great
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excitement about your parties and your products. Have fun with them and your guests
will too.
More Power Party Tactics
Your positive attitude and determination to make the party entertaining will make selling
easier and help to boost new party bookings exponentially. You can do several things
before the party to help boost your own attitude:
•

Get plenty of rest! Take a nap if the party will run late.

•

Eat a light dinner high in protein and avoid high carb foods as they’ll make you
feel drowsy later.

•

Call your hostess and encourage her. Tell her that you’ll be working to make the
party light and fun no matter how many guests show. Put her at ease, go over the
party schedule one more time so you both feel good about what will be happening.

•

If you’re new – call your team leader or trainer for some last minute
encouragement.

•

Bring a favorite upbeat music tape or CD with you in the car and boost yourself all
the way to the show.

9 Do You Need To Register Your Direct Sales Business?
In some areas even direct sales representatives are required to register their business
with local government. Contact your local City Hall and ask if this would apply to you. If
yes, they’ll tell you where to go to fill out paperwork
Here in Michigan we don’t have to register a direct sales business legally, but if we want
to be able to accept checks in the name of our business rather than our own name, we
have to file a simple DBA which stands for ‘doing business as’. With this paper filed at
the local county office I can take a copy to the bank and open a business checking account
in the name I’ve chosen and accept checks made out to the business. This doesn’t make
your business a ‘legal entity’ though. If you want to set your business up as a separate
legal entity to protect your personal finances in the event of a lawsuit – which is very rare
in direct sales – you’ll need to set up an LLC which stands for ‘limited liability
corporation’.
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A great online resource for advice and filing help is LegalZoom.com.
Visit the Small Business Associations’ website: http://www.sba.gov/hotlist/license.html.
Here you will find the registration requirements required by your state.
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Taxes & Deductions for Your Home Office
Yay taxes! Kidding, however the federal government won’t joke about it. As a business
owner, you are required to report all income, and pay taxes on that income. As a new
business owner, your best course of action would be to consult an accountant so that he
or she can advise you on what expenses you are allowed to deduct for your Direct Sales
Business, the best business entity structure for your business, and proper record-keeping
for tax purposes.
Here’s a list of possible deductions for your Direct Sales business.
• Business Mileage – Any business related mileage you incur seeing clients, traveling
to home parties, etc.
• Health Insurance
• Training/Courses
• Your start up kit and product demonstration items
• Business Equipment (paper, postage, ink, office furniture, computer, craft supplies,
printing software and equipment, etc.)
• Business Books
• Business Cards
• Office Cleaning Service
• Office extras such as coffee, cleaning materials, etc.
• A portion of your phone and electric bill (corresponding to your office space)
Please keep in mind this list isn’t exhaustive by any means.
Government tax sites online:
For US tax help and information visit, http://www.irs.gov/
For Canadian tax help and information visit, http://www.cra-arc.gc.ca
For UK tax help and information visit, http://www.hmrc.gov.uk/ .
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10 Balancing it All – Business & Time Management Tips

It’s always difficult to achieve balance between work and family life. As a work at home
mom this is even more difficult.
First, I want to recommend that you set aside time for you. This is extremely important
because no one can spend 16 hours a day committed to the needs of others. You need
time too! It doesn’t have to be a daily massage and facial – though it can be! Time for
yourself can be a simple uninterrupted bubble bath each night or a walk with friends or
something as easy as picking up a good book each night. The important thing is to treat
yourself to what you like to do.
Next, schedule hours that work for you, your family, and your customers. Decide what
hours work best for you and your family and then stick to them. Yes, there may be days
when there are emergencies, or you are needed at your children’s school however you can
build in time to tend to spontaneous emergencies.
Business Time Management Tips:
• Set work hours for your business. Trust me, when you have a home business it’s very
tempting to go on the computer and check email or surf the net. Try to limit these
types of activities by having set hours for set tasks.
• If you need to visit networking forums give yourself 15 minutes once all your daily
work is finished. Each time you sit down to work make sure you have a clear
purpose of what you’re doing and what you wish to accomplish in that time.
• When you sit down to work don't lose focus. Don’t shop online. Don’t email your
BFF. Do what you set out to do. If, along the way, you come across a great idea,
make a note of it and move on. To organize your ideas, you might want to keep a
notebook of ideas for your business. Put this new idea on your to-do list. Don't
start working on it right away. When you finish your original task, consult your
list. Then, if you still think the idea is a good one, start working on it.
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• Get a new perspective. Fresh air and exercise are good for you and help clear your
mind. You don’t have to train for a marathon, just get the blood flowing and get
some fresh air. Don’t fall into the trap of staying in and working all day.
• Automate your business where possible. Have clients email rather than calling you,
use a spam filter for your email. If there’s a tool that can save you time, use it.
Bad days and mistakes happen. If you make sure that your stress is as low as it can
possibly be, these hurdles can be quickly and easily overcome. By taking care of yourself
and feeling better overall you’ll be more energized to work on your business and take care
of your family with a better outlook.
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11 Time Management Tips For Around the House
You don’t have to do it all by yourself! In fact, why would you? Let’s look at how you can
ease the burden of owning a business and being a work at home mom.
1. Delegate household tasks: Make a chore list and schedule and have everyone in
your family contribute.
2. Meal Preparation: If your children can cook, let them. It’s good for them and it
helps you out too. Cook on weekends and freeze meals. If you have a crock pot
sitting in the back of your cupboard, dust it off and use it. There are many easy
crock pot recipes online. Throw a few ingredients in your crock pot in the
morning and by the end of the day you’ll have a nutritious meal your family can
enjoy. Scrambling for what to make for dinner at 5 p.m. is no fun.
3. Hire Housekeeping Help: If your children aren’t old enough or can’t help with the
housekeeping, consider hiring someone. It may sound like an extravagant luxury
however there are many affordable house cleaning services.

Additionally,

consider how much time you can save by hiring someone and evaluate how much
more money you could earn just by having those extra hours to work.
4. Make Your Bill Payments Easy: Pay your bills online or have them come out of your
account automatically.
5. Keep a Family Calendar: Keep a calendar with every family member’s schedule.
Make sure everyone consults the calendar on a regular basis.
6. Shop online. Unless shopping is therapy for you or your quiet time alone, consider
doing your school shopping, shopping for office supplies, and even your grocery
shopping online. It can be done in the evening when your business is closed and
it’ll save you the time it takes to commute to the stores and wait in long lines.
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12 Setting and Achieving Business Goals
When starting a new business it is important to have a plan. It doesn’t have to be formal
but you will want it to include your goals for your Direct Sales Business.
These goals will include:

•

Financial goals – how much do you want to make?

•

Time goals – how much time do you want to devote each week to your business

•

Customer goals - how many customers do you want

•

Marketing goals – how will you spread the word?

•

Networking goals – how many new situations do you want to move into to meet
new people and gain leads?

1. Brainstorm and prioritize. – As you read through this eBook write a list of goals you'd
like to accomplish with your Direct Sales business. You’ll find the ideas will start
cluttering your brain. You may even end up with too many goals that you could
realistically accomplish. Prioritize and decide which are most important before you begin
setting your plan into action.
2. Start small. Make sure your goals are challenging, yet attainable - In other words,
don't make your goals all too easy, but then again, don't list a bunch that you will never
achieve. If you make them too easy, you will feel like you haven't accomplished much and
if you make them too difficult, you'll feel defeated.
3. Set a realistic timetable for your goals – Remember, you can't do everything at once.
For your more involved goals, like building your first website, analyze the steps needed to
complete them and be realistic about how much time you will need to accomplish your
goals.
4. Make your goals measurable - Don't just say you want to get 20 new bookings this
month. Make a specific plan. Write down how you can find these new hostesses and the
steps you need to take. You need to define the details of your goals and be able to see
when you've achieved your goals.
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5. Identify what "tools" you will use and how will obtain the "tools" to achieve your goals Perhaps, your goal is to build your own web page for the first time. You need to think
about what you will need to do that. Two of the many things you might need are software
and a tutorial or the help of knowledgeable friend. You'll need to purchase the software or
find the freeware. You'll also need to look around for a tutorial.
6. Divide your goals into short term and long term goals - If you keep this list separate,
you can better organize yourself to complete them. Short term goals usually can be
completed at anytime with not much time commitment. Your long term goals will require
more involvement and you don't likely want to take on too many long term goals at one
time.
7. Revisit and revise your goals on a regular basis. Regular reassessment is helpful to set
new goals and to determine why certain goals weren’t met. It’s also a great time to create
new goals. This exercise can be done every month, every six months, or annually it all
depends on you.
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13 Money-Making Time Management Tips
Starting a home based business involves a learning curve. As you progress and are faced
with more decisions and tasks that will directly affect your bottom line. To ensure
maximum profits, ask yourself these questions:
1. What activities bring direct profit to my business? These activities are of utmost
importance and should be done every day.
2. What activities bring indirect profit to my business? These activities should come after
you’ve done some work on the most profitable activities.
3. What activities are wastes of your time? Take a long, hard look at your work day. What
are you doing that really isn’t taking you anywhere? Some of these may be hard to let go
of, but now’s the time to cut them out to make yourself more efficient and most
importantly, more profitable.
4. What are the necessary evils of your business? There are many things that you must do
that don’t necessarily make you money. For Example, bookkeeping and updating your
website. If you don’t enjoy them, consider hiring someone to help you with these tasks.
That way, you can spend more time doing the things you enjoy and excel at…thus,
bringing your business to better efficiency and profitability.
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14 Closing
Starting your own Direct Sales Business can be an extremely rewarding endeavor on
many levels. You’re providing fantastic products to people, you’re meeting wonderful
new people, you’re learning new skills as a business owner, you’re bringing in an income,
you’re available to your family, and you’re a business owner.
These kinds of rewards don’t come without effort on your part and I trust that the
information contained in this guide will help you meet your goals!
With a little thought, hard work and perseverance your direct sales business will be a
success!
Good luck in your new venture,
Kelly McCausey
www.MomsTalkBiz.com
P.S. If you would like to tap into extra help in making your Direct Sales business
successful through online marketing, join me at Mom Masterminds, my Private
mentoring community for work at home moms, *free 7-day trial*
http://www.MomMasterminds.com

Important Business Resources & Freebies Below:
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15 Resources for your Direct Sales Business
Support & Business Education:

•

http://www.MomsTalkAffiliates.com - Earn extra money by promoting our
business help guides.

•

Direct Selling Association - http://www.dsa.org/

•

Direct Selling Women’s Alliance – http://www.dswa.org

•

IRep Network - http://www.irepnetwork.com/

Online Directories to Advertise In

•

USAWAHM

•

Mom’s Talk Radio

Resources:

•

Hosting: http://www.momwebs.com

•

Design Services: http://www.freshnets.com

Helpful Links:

•

Internal Revenue Service: http://www.irs.gov (US residents)

•

Tax help and information Canada – http://www.cra-arc.gc.ca

•

Tax help and information UK - http://www.hmrc.gov.uk/
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•

Small Business Administration: http://www.sba.gov

•

Free bookkeeping system online: http://www.bookkeeper-for-you.com

Recommended Reading List:

•

Build It Big: 101 Insider Secrets from Top Direct Selling Experts

•

More Build It Big: 101 Insider Secrets from Top Direct Selling Experts

•

Direct Sales: Be Better Than Good--Be Great!

•

The Complete Idiot's Guide to Party Plan Selling

•

It's Not Where You Start, It's Where You Finish!: The Success Secrets of a Top
Member of the Mary Kay Independent Sales Force

•

More Than a Pink Cadillac: Mary Kay Inc.'s Nine Leadership Keys to Success

•

Be a People Person: Effective Leadership Through Effective Relationships
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