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The Basics

• A product
– MarginsMargins
– Unique
– Teachable/DemonstratableTeachable/Demonstratable

• There is a need
C ti l• Compensation plan
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The Pain

• Recruiting
• RetentionRetention
• Training
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The Needs

• Self-esteem
• RecognitionRecognition
• Sense of community
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Building a Partnership

• Building a relationship with your field—
they are your partnersy y p

• They want to believe in you
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Pitfalls

• Lack of corporate understanding
• Failing to be ethical with the fieldFailing to be ethical with the field
• Losing touch with the field

P i M t• Panic Management
– Any idea is a good idea
– Conflicting messages
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People Who Sign Up

• Sign up for varying reasons
– Short-term goal seekersShort term goal seekers
– The underpaid
– Career direct sellersCareer direct sellers
– Product enthusiasts
– Discount seekers– Discount seekers
– The unemployed

Need to embrace all recruits
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• Need to embrace all recruits



Sample Party Plan WebsiteSample Party Plan Website 
visitation demographic
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Sample MLM WebsiteSample MLM Website 
visitation demographic
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Where are tomorrows distributorsWhere are tomorrows distributors 
spending time?



Long-term Sustained Success

• Vision—Are you inspiring and providing 
a dream?

• Incentive—Are you rewarding properly?
• Action Are you helping people achieve• Action—Are you helping people achieve 

success?
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Vision
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Vision

– Mission
– Purposep
– Culture
– Character
– Cause
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Vision
• Confidence/Trust in corporate leadershipConfidence/Trust in corporate leadership
• Embrace the vision and mission of the 

Companyp y
• Belief in the product as a match for them—I 

want it and want to tell everyone I knowy
• A “halo” effect of being a part of something 

great
• Resources to help them be successful
• Training programs
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g p g
• A community that they believe in



Love v. Trust
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Vision

• More than a vision/mission statement
• Develop a strategy and live itDevelop a strategy and live it
• Instill a sense of passion
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Everything Communicates
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A Vision
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Disney

• Keep the park clean
• Create happinessCreate happiness
• Do your job
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Who you are

• Who are you?
• How will you communicate?How will you communicate?
• How will you train?

Wh t ill b i i ?• What will be your pricing?
• How do you handle promotions?
• What will be your service level?
• How will you present yourself?
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How will you present yourself?



Fantastic Attention to Detail

Grand Floridian

Fantastic  Attention to Detail

Grand Floridian 
Resort

Wilderness 
Lodge
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I tiIncentive
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Incentive

Align the Incentive!
Everyone wantsEveryone wants

Something
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Incentive

• Compensation
– Cash for personal salesCash for personal sales
– Cash for team sales

• Recognition• Recognition
– On Stage

In Print– In Print
• Self-esteem
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Incentive

• Money
• Recognition (trips, jewelry, awards)Recognition (trips, jewelry, awards)
• Achievement
• Status• Status
• Leisure Time

S lf E t• Self Esteem
• Service
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• Belonging



The Plan

• Income per hour
• Behavior seeking to motivateBehavior seeking to motivate
• More about behavior than money

Pl d i i li it l it• Plan design-simplicity v. complexity
• Timing of financial reward

– First 90 days
– Long-term
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Action
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Build the business

• Corporate based activity
• Seller based activitySeller based activity

Innolect©



What We Do

• Develop skills for success
• Develop teamsDevelop teams
• Hope to motivate action-Mentor
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Action-The Seller

• Need to be able to work their circle of 
influence

• Be able to promote the product
• Understand business building• Understand business building
• Develop a business
• Embrace and develop business skills for 

success (hold presentations, recruit, 
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sell, etc.)



Action

How do I do this?
So I’m a supervisor—now what?So I m a supervisor now what?
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Action-The Corporation

• Technology support
• TrainingTraining
• Resources

A i t f di– Appropriate funding
– Management strength

• Execute upon the business
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VisionMember

Fan

I i
Action

VolunteerPromoter

CHAMPION

Incentive
Action

Hired Hand Willing Worker

Freelancer

Hired Hand
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Eisner on DisneyEisner on Disney
At a certain level, what we do at 

Di i i l W tDisney is very simple.  We set our 
goals, aim for perfection, inevitably 

fall short try to learn from ourfall short, try to learn from our 
mistakes, and hope that our 
successes will continue to 

outnumber our failures.  
Above all, we tell stories, , ,
in the hope that they will 

entertain, inform, and
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entertain, inform, and 
engage.


