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Top Ten To Train 

Your New Team Member 

 

So, you’ve decided to make money with your Direct Sales business and you are adding to your Team. But, 

whose responsibility is it to run those businesses? It’s theirs! Always remember that it’s their business, not 

yours. Although 96% of the people on your team are only in it for the discount, there are 4% who want to 

earn money. 

How do you tell the 96% apart from the 4%?  You don’t! You just start everyone out the same way, and stay 

consistently in their support arena.  As you finalize paperwork for that new Team Member to have signed up 

with your Direct Sales business, it’s important that “next steps” are gone over in a matter of fact way. Not 

optional. Everything they learn at the start will help set them up for the accidental sale or launching into the 

business to help pay a big bill. This way, with these Top Ten, there is no panic when the need arises or the 

desire blooms.  

How you talk to your downline can really set the expectation, “We want all of your friends, family and co-

workers to know they can buy from you.” Be bold! Don’t say things like, “You might want to consider …” 

Train everyone the same because you never know when someone is going to go from buying for the discount 

to wanting/needing something more. Your monthly gatherings, therefore, are for everyone at every level. 

Make sure you include all the fun this newbie has enjoyed at Parties in the past! 

So here are the ten things that will consistently set your Team Members up for success regardless where they 

go from the start. 

 Make sure your Team Member is set up to have an online presence. In Stampin’ Up! that would be their 

DBWS, or Demonstrator Business Website.  Every page that can be edited should be. Every website with 

all companies comes with those slots filled in with real words instead of the gibberish that comes on a lot 

of newsletter templates in Word documents. Make sure it is in their own words, something that tells the 

world what makes them different from all the rest of the Consultants with their company. When anyone 

does a search for a local Demonstrator or Representative, they are not just going by the closest address. 

If all websites read the same, your Team Member is likely going to lose out to the one who has something 

to say that sets them apart. If your Calendar of Events is blank every month, someone moving into the 

area and looking for some fun won’t be contacting your Team Member. 

 Plan a Play and Purchase. You have likely heard of this referred to as an Open House. However, an Open 

House has the connotation that it’s optional if you have time in your day to come by and take a look. Ho 

Hum if you miss it. Boring while you’re there. No. What we want is a party to launch their new business 

and share the excitement that led your Team Member to become a Demonstrator! Tell your new Demon-

strator a Play and Purchase is where everyone starts out and something they need to do to advance their 

business. You’re helping them and doing them a favor … not being pushy. New Demonstrators of any kind 

what to feel accomplished and satisfied, so have fun with this. Tell them, “It’s my job as your Upline to 



 

© Celia Cawthon           DirectSalesPlanner.com          2016 

make sure you earn all this free stuff and bonuses in your first months! You signed up to get the product, 

so here’s how you earn all this free!” 

 Train them to send an email out to everyone they know letting them know about the new venture. 

“Invite them to join you at the Play and Purchase AND to visit their new website.” I think everyone knows 

about the formula for finding 40 guests in 4 minutes, and you can expand that to include people you 

meet at the grocery store, bank, post office, library, … anywhere you run into people that you see on a 

regular basis. The emails and hand delivered invitations need to be given out liberally in order to have 

good attendance. Something else that will always get the highest attendance are invitations that are 

done three weeks ahead of the event, not just 10 days in advance.  

 Put together a list of events by theme: mother/daughter, fundraiser, private party, etc. If you are with 

Pampered Chef you might want to design some themes around food. If you’re with Norwex you want to 

design some themes around seasonal cleaning. If you’re with Stampin’ Up! you’ll want to design themes 

like scrapping days, card making needs seasonally. I know you can look through any company’s catalogs 

and find themes that your Corporate offices have already determined to work together by marketing ex-

perts. For example, I’ll never forget a Stampin’ Up! catalog that featured a birthday party on a page with 

decorated bottles, cupcake toppers, invitations, and party banner. It was the perfect set up for a party 

theme, and could also be used in a Craft Fair booth decoration! Let your Corporate Marketing directors 

lead you with inspiration! 

 Go over how to place orders: Customer, Demonstrator, Party/Workshop. Stampin’ Up! has Practice Or-

ders where it’s great training to go all the way through checkout without actually placing a live order. (I 

use it when pricing out a class idea) Teach your new Team Member the difference between the  kinds of 

orders, how the product will arrive and WHERE it will ship to. Teach them the tax stipulations between a 

Demonstrator order and a Customer order, but teach them that later when they are actually taking Cus-

tomer orders. 

 Teach your new Team Member about pricing the products. When a Demonstrator starts selling at their 

discount, there is no turning back. Don’t even get that started! Their first customer might be a family 

member or a coworker. Once the word gets out that there is product to be had from so-and-so at dis-

count, it’s like a bad virus. It’s also very bad business for the fellow Demonstrators who aren’t discount-

ing. 

 Teach about organizing paperwork. They only need 15 folders, and 12 of them are months of the year. An 

additional check file will keep those receipts organized. A zippered case of some kind, like a makeup bag, 

is for petty cash and gift cards to be used when having a coffee with possible and new clients. 

 Customer follow-up. Is it Belinda Ellsworth that teaching that the money is in the follow-up?  I can’t re-

member who coined the phrase but it is so true! Teach your new Consultant that when a catalog is sent 

out it should be sent with the stipulation that the recipient is willing to talk with them three days after 

getting it to go over their Wish List and place an order. When people meet people, there is always the 

opportunity to give a phone call after a few days whether it’s to discuss business or a play date with the 

kids. Don’t be afraid to make that phone call! 
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 Speaking of follow-up … thank you notes after a customer places an order. Let’s say you’re sitting down 

with a new Representative and she says that she doesn’t plan on having any Customers, she’s just in it for 

the discount. Some time in the next three months someone is going to find out that there’s a Thirty-One 

Consultant at work and they need a way to organize the trunk of their car.  Graduation is coming and 

someone is going to need a masculine card. Summer is coming and guests are arriving to your disor-

ganized guest room turned storage pit. With just the smallest “customer sale” getting in the habit of 

sending a thank you in the snail mail is GOLDEN and sets them apart from anyone else. 

 Encourage them to attend events! Convention is a big deal, but so are monthly gatherings. As a Director 

of a Team, your monthly events are too fun to miss. Not to mention the annual brunch you cook at home 

for everyone to come to! This circle of friends is great support to each other. We learn best from each 

other, so here is your opportunity to share what you know, and let your Team share what they know, 

too! 

In closing, think back to when you first started with your Direct Sales company. Grab a journal and write 

down what really helped you relax in your newest days with the company. Write down what you wish you 

had known earlier. While you might only have local Team Members there is always the possibility that a dis-

tant relative or friend may want to sign up to be a Demonstrator on your Team. Everything you can add to 

this list is going to help you train your long distance members who aren’t able to attend your local events and 

learn from the conversation around them. 

Can I encourage you one last time with the fact that this is ultimately THEIR BUSINESS, but those monthly 

events should bring together friends for fun? The fun is what got them started, not chatter of business all the 

time. Make sure your monthly gatherings, and quarterly special events, are for fun that will energize the 

newbie on the sideline to actually jump in there and hold a class, book a party, grab a Craft Fair booth. Share 

what you love about your products, and share what you love about having built a business with that love! 

All the best, 

Celia Cawthon, Owner 

Direct Sales Planner 


