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You Matter. You are even more  
important as a direct seller today than 
ever before. You. You are vital to the  
success and future of the direct  
selling industry.

Direct selling is not just about people  
selling products or services directly to 
others. It’s something bigger. It’s personal.  
It’s powerful. It’s about people who are 
passionate sharing that passion with  
others and making a real difference in  
our world.

As the fast-moving, ever-changing use of 
technology and social media seem to be 
taking over, you matter.

 

You bring products to life with  
the stories you share.

You make a difference with  
the products you sell.

You provide experiences that  
cannot be duplicated digitally.

You help people uncover needs in their 
lives they do not even know they have.

You unlock possibilities for others  
by illuminating new opportunities.

You are the magic ingredient.

 
DEAR DIRECT SELLER
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You help bring meaning and  
purpose to the lives of others.

You inspire people to reach for  
their life-long dreams.

You are a direct seller.

But, it’s little bit harder to be a direct  
seller in today’s world, isn’t it? How do 
you navigate the changing tides of our  
industry? How do you integrate cutting- 
edge tools and techniques into your 
business without losing sight of 
what’s most important – people and 
relationships? 

Technology is everywhere. Social media and 
eCommerce seem to be taking over. We see 
non-direct selling companies growing virally 
and want our businesses to do the same. 
Some direct selling companies have  
experienced viral growth in recent years, 

and we assume that if we just do what they 
did, we will get what they have. However, 
there is no cookie-cutter method. It’s not a 
one size fits all process any more.

Selling, recruiting and retaining team  
members are still essentials necessary  
to build a big business. But, the choices  
available to direct sellers in terms of how 
they do business, what systems they follow 
and what methods or tools they use are 
almost unlimited.

There is no longer one clear path to follow 
to get there. There are many intertwining 
paths that you can choose from depending 
on your goals, skills and resources.  
Relationship building is still essential in 
building a direct selling business. Staying 
current, utilizing new marketing strategies 
and infusing technology in your business is 
becoming very important, too.
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Learning new methods takes time. It can be 
confusing. There aren’t long-standing proven 
examples to follow. Everyone is trying to 
recalibrate their strategies to determine the 
new best practices. Many direct sellers are 
full of frustration, just trying to find “a” way, 
never mind the “best” way.

The most successful direct sellers are those 
that work consistently, are intentional in 
their actions and have enough will along 
the way to learn the skills it takes to thrive. 
They adapt. They evolve. They continue to 
learn and grow as people. They know that a 
relationship business takes time to cultivate. 
They also understand that using new tools 
or methods does not necessarily mean that 
you have to stop using the strategies that 
continue to work.

Whether you call yourself a consultant, a 
demonstrator, a distributor or representative, 
you are an entrepreneur. You get to choose 
the style, methods and tools that fit most 
comfortably with your life and the goals 
you have for yourself and your business. 
Your options span from classic & traditional 
to modern & high-tech. You have to be a 
thinker, not just a doer. You have to stretch 
your skills and understanding of strategies. 
You are an entrepreneur.

It’s an exciting time for direct selling! And  
I am glad to be on this journey with you.

 
      Laurie G irardi
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When you think about social media and 
your business, are you excited about the 
potential or overwhelmed by the process?

Do you find yourself wondering what  
action steps will help your business and 
what might hinder it?

Direct sellers in today’s fast-paced, high 
tech world are struggling to find the best 
ways to infuse social media into their 
businesses. Many are doing it well. Many 
are not. How do you feel you are doing?

This ebook is designed to provide you with 
the ten fundamental tips all direct sellers 
need to know and understand to ensure 

that all of the work you are doing is reaching 
its maximum potential.

Social media was not designed as an overt 
selling platform, nor is it a place where 
overly enthusiastic self-promotion leads to 
significant results. Yet, over the past several 
years, we have watched direct sellers try to 
use social media, specifically Facebook, to 
advertise and push their businesses in ways 
that may not lead to long-lasting, sustainable 
results. In fact, many of the methods being 
employed today may be driving business 
away and taking the magic out of what we 
do as direct sellers.

 
WHAT IS SOCIAL MEDIA?
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Direct sellers are always looking for new 
and better ways of achieving success.  
However, with the explosion of technology 
tools, including social media, things may 
have gotten a little off track. By allowing 
technology and social media to drive  
decisions rather than sticking to sound 
business building strategies, technology 
has become the boss. But, technology and 
social media are simply new tools. How you 
choose to use them will greatly affect the 
future of your business - and our industry.

Social media is a platform for holding  
conversations and sharing things that  
interest you with people you know or want 
to know better. When used effectively over 

time, social media can help you to cultivate 
stronger ties and lasting relationships that 
may contribute to your business’ success.

Think of social media as an extension of 
you, your business and the experiences  
of your life. It doesn’t replace you, your  
presentations and parties or your face-to-
face interactions. While it can be very  
exciting, it does not take the place of the 
core business activities: selling, recruiting 
and building your team. However, with time 
and patience, social media can become a 
powerful part of your action plan for  
your business.
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The majority of this guide focuses 
on Facebook and Pinterest because 
the rule of thumb in using social 
media with your business is to go 
where your customers are. However, 
the smarts can be applied to all social media 
platforms as they relate to your business.

As an entrepreneur, establishing profiles 
in both Facebook and Pinterest will help 
increase your online presence. Ultimately, 
how often you engage in and how you use 
social media depends on your goals, time 
commitment and personal choice.  
Social Media includes a multitude of  
platforms (such as Facebook, Pinterest, 
Twitter, LinkedIn, Google+, YouTube, etc.) 
that bring people together to share ideas, 
participate in conversations, engage and 
interact, and stay up-to-date with news  
and information by sharing opinions,  
stories, articles, images, audios and videos.
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Facebook is a powerful social networking 
platform that connects people through 
personal profiles and business pages. When 
you “friend” someone on Facebook, you ask 
them to be connected with you through your 
personal page. Your personal page is designed 
to be about your life – your interests, ideas, 
and experiences. When you “like” a business 
page, you become a “follower” of that page 
and see some of that page’s posts in your 
news feed. Your page followers do not see all 
of your business page posts in their timelines. 
A business page focuses on things related 
to your business, but it’s not just a bunch of 
sales pitches. You can cultivate relationships 
by using both a personal and a business page 
– each with different goals and purposes in 
mind. Facebook allows you to create groups, 
message people, set up event invitations 
and more. Posts are things you put on your 
timeline – including text, images and video. 
People can comment, like or share posts 
leading to interaction and engagement.

Pinterest is a platform where you can 
collect and organize ideas that relate to  
all aspects of your personality and life. It  
includes rows and columns of “boards” you 
create about specific topics where you can 
“pin” or “repin” images, videos, articles, etc. 
with the purpose of revisiting them, sharing 
them and being inspired by them. You can 
find content within Pinterest, on websites  
or create and upload your own. You can 
collaborate with Pinterest through Group 
Boards and research topics privately 
through Secret Boards. You can “follow” 
other people’s entire Pinterest collection or 
“follow” specific boards that interest you. 
You see the pins of the people you follow in 
your home screen, and people who follow 
you see yours. You can share from Pinterest 
directly to Facebook if you want, and you 
can even install an app and tab on your 
Facebook business page that shows some  
or all of your Pinterest pins.
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Your online profile(s) are your  
digital business cards. They paint a  
picture about who you are and what’s  
important to you. They influence people’s 
perceptions. They tell the world that you 
are in business. Even if you decide you do 
not have time to engage in social media, 
creating your online profiles ensures people 
can find you when they look online.

Begin with creating accounts with  
Facebook (personal and business) and 
then a personal Pinterest account.  
(Of course, once you are comfortable 
with the most widely used social media 
platforms, you can expand your reach 
with LinkedIn, Instagram, Twitter, etc.) 

If you are using social media as part of 
your plan to connect yourself (and your 
business) with more people or to make 
connecting with you just one click away, 
be sure to set your essential contact  
information to “public” wherever possible. 
This allows anyone to see your basic 
profile—not just people you’re connected 
with. Essentials include: email address, 
business phone number and website.

The rule of thumb for  
business is, “go where  
your customers go.”

TAKE TIME TO ESTABLISH YOUR 
ONLINE PROFILE(S)1
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When filling out “About” sections or  
descriptions about you or your business, 
express your personality and illustrate 
what makes you unique. Since you never 
know what will connect with someone 
in a compelling way, take time to think 
about who you are and what you want 
people to think about when they think  
of you. Do your profiles reflect this?

Facebook’s mobile app enables you  
to sync your Facebook contacts with  
your phone’s address book. When you  
become friends with your customers, 
hosts and team members on Facebook, 
and you sync your contacts, all of their 
details are at your fingertips!  
(And, yours are at theirs.)

Did you know?
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You are in control of the information 
you share with your friends, followers, 
fans and the public. Make sure you 
understand the key privacy features of 
each social media platform you use.

When first navigating privacy settings, 
it can be confusing, but it is worth 
understanding. When you use social 
media as part of your business marketing 
plan, you intertwine business and pleasure. 
However, do you really want all of your 
customers or potential customers (or 
prospects) to see every last detail of 
your life? What you show publicly and to 
people you are connected with creates 

perceptions about your life and your 
values. The goal is to make sure that the 
perceptions line up with the way you 
want to be portrayed.

Facebook. Get to know the “privacy 
settings” tab in Facebook well. Within 
privacy settings, you can answer questions 
like: “Who can add things to my timeline?” 
and “Who can see my stuff?” Perhaps you 
don’t mind if “Everyone” sees your posts, 
but you prefer to be the only person who 
can add to your timeline. Ultimately, it’s 
important that you know what you can 
control, and that you use these settings 
so that you feel most comfortable.

USE PRIVACY SETTINGS TO CONTROL 
WHAT YOU SHARE PUBLICLY2
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Take the time to go through each of the 
privacy settings including “Timeline and 
Tagging.” There you will be able to decide 
whether you want to review any posts (or 
pictures or videos) you are tagged in 
before they show up on your timeline. 
This is one of the most powerful privacy 

features - because you can 
choose to approve or 
disapprove of posts you are 
tagged in to avoid 
potentially embarrassing or 
unflattering sentiments, 
images or videos. 
Additionally, you can review 
what people see on your 
timeline by using the  
“View As” feature.

If you use your Facebook 
account to log into other 
websites or apps, be sure 
to choose whether or not 

you want that specific tool to share your 
activity on your Facebook timeline. For 
example, if you use your Facebook login 
to sign-in to Pinterest, you can choose 
whether or not you want Pinterest to 
post automatically to Facebook. Most 
people do not want every pin or repin to 
flood their Facebook timeline. Therefore, 
it is common to turn “off” these automatic 
posting features.

Review your privacy settings every couple 
of months to make sure they still reflect 
what you want people to see.

One soft approach to creating 
interest in what you do is to post
a thank you or recognition  
message on your timeline and 
“tag” the other person OR post 
directly on that person’s timeline. 
Ask before you tag someone or 
post on someone else’s timeline 
when related to business.

Respect the privacy
wishes of customers
or team members.
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EXPAND YOUR REACH3
Social media can help you expand your 
reach and stay connected with more people. 
After you have created your online profiles, 
create a plan to regularly increase your 
friends, fans and followers.

Increase your Facebook friends 
list. To start, reach backwards in your 
life to connect and “friend” as many of 
your previous contacts as possible. Think 
of Facebook as a living Rolodex. A friend 
request is simply an invitation to stay 
connected (or reconnect) using today’s 
technology. It’s an easy way to start  
dipping your toe in the social media  
water in a very simple way.

Then, moving forward, proactively invite 
every new person you meet to be your 
friend on Facebook. We know that people 
do business with people they like and trust. 
One of the best ways to foster that online 
is through your Facebook personal page. If 
you follow the tips in this guide, Facebook 
will help you stay at the top of people’s 
minds in very positive ways, and that is 
powerful. You have control over who you 
invite to be a friend. It’s an active approach 
rather than a passive one.

Give people a reason to like your 
Facebook business page. Invite your 
friends to “like” your business page once 
or twice on your personal page, but avoid 
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ongoing messages that ask 
them to “like” it. If you share 
content that is interesting, 
useful, or entertaining, they 
will want to like it, and it will 
happen naturally. Would you 
want a friend to like your 
page just to “help you out” 
and then find out that they 
are frustrated with seeing 
your business page posts in 
their timeline? Go for quality 
“likes” rather than quantity.

Invite customers to visit your 
business page and tell them 
what they will see when they 
get there and what they can 

expect when they “like” it. If you have not 
yet determined what you will share on your 
business page, don’t worry about getting 
fans just yet. First, determine why someone 
would want to become a fan. Are you sharing 

weekly recipe ideas? Quick kitchen tips? 
Healthy lifestyle alternatives? Great fashion 
finds? Fun things to do locally? There are 
many ideas. Give people a reason (aside 
from just staying up to date on specials  
and promotions) to become a fan.

Create your first few Pinterest 
Boards and start finding things you 
like. To get started in Pinterest, create 
some boards that reflect your interests. 
Start with a couple and expand from there. 
At first, simply “repin” things you find on 
Pinterest. As you repin from other people 
and/or follow their boards, you will naturally 
have people follow you back. After you have 
a good feel for Pinterest, take a step back 
and really brainstorm all of the areas of your 
life, your hobbies, what inspires you, etc. 
Create boards that span across your  
life so that your boards resonate with 
people who are similar to you and those 
who are different.

Next time a host or customer 
raves over their product or  
experience, call and ask her if she 
would be willing to write a short 
message on your business page as 
a testimonial. This endorsement 
helps your business and tells her 
friends about you, in a subtle  
way which can increase future 
business or awareness about 
what you do.

Testimonials are
powerful. 
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LEARN ABOUT OTHERS THROUGH 
THEIR ONLINE PROFILES4
We often think about social media as  
our way to tell the world our ideas and 
share our stories, but there are many  
more ways you can use social media  
with your business.

Be a good listener and observer. 
What you hear in social media is as 
important as what you say. Take time to 
delve into what other people are talking 
about. Be engaged. Comment, like or share. 
Start conversations by talking to other 
people about what they are interested in; 
engage in their space. You don’t have to 
be talking about yourself or your business 
to create interest in what you do. When 

you focus on others, they tend to focus 
back on you. You can begin to harness the 
power of social media by thoughtfully and 
observantly participating in conversations.

Use social media to peek into their 
lives. Just as the world sees you through 
the lens of social media, you can see the 
world. You can learn a lot about someone by 
becoming friends on Facebook or perusing 
Pinterest boards. From people’s social media 
profiles, you can glean key insights about 
them before you pick up the phone to call 
them, see them at a party or meet them to 
chat about the business opportunity.
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Are you wondering if your potential 
team member might be available 
for a conversation? Check his Facebook 
page. If he is spending the day at the zoo 
with 27 Kindergarteners, today might not 
be the best day to connect. But, when he 
posts the cute pictures, be sure to like them 
and shoot him a quick message.

Can’t remember the names of 
your prospect’s or host’s husband, 
partner, kids, or dogs?  
Take a look at Facebook.

Working to book a bunch of 
presentations or parties for next 
month? Use Facebook to prepare yourself 
for potential hesitations each person you 
are calling might have. If it is the heart of tax 
season, and your customer is an accountant, 
now may not be the best time to host, but 
if you sent a quick message to say that you 
hope she’s surviving, it will make her feel 
appreciated and more likely to book a party 
at a later date.

By becoming friends with your customers, 
hosts and team members, you gain a greater 
understanding about the nuances of their 
lives that help you meet their needs much 
better in the long run. 
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KEEP TIME IN PERSPECTIVE5
Time is a precious resource, especially in 
business. There are days when it seems like 
there just aren’t enough minutes to 
accomplish everything on the “to-do” list. 

Be aware that social media has the ability 
to draw you in and keep you busy for hours, 

without actually making an impact. Keep 
the time you spend using social media in 
perspective.

Sometimes people spend time on social 
media to avoid doing other productive 
business-building activities. If you find 
yourself avoiding the off-line work 
necessary to meet your business goals, take 
a break from social media. Give yourself 
permission to spend time on social media 
after you strengthen your core business.

The most common question consultants  
ask about social media is, “How much  
time should I spend using social media?” 
The answer depends on many factors.  

Recognize that the time you spend 
using social media for your business 
doesn’t replace the time you spend on 
essential revenue generating & business 
building activities – selling, sponsoring, 
and building your team.
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The following rule of thumb is designed to 
help you balance your time in your personal 
business – holding parties, sales, sponsoring 
and customer care.

FOR PARTY PLAN PROFESSIONALS

 
 
For every party you hold per week, give 
yourself permission to spend an hour that 
week using social media for your personal 
business.

Condition yourself to separate the time you 
spend on work-related social media from 
non-work related social media. That way, 
you can really keep track of how you spend 
your time, and determine if you are using it 
effectively and efficiently.

Not sure how much time you spend 
using social media? Keep track of your 
business activities for two weeks to get a 
clear picture.

Of course, there are circumstances when 
you carve out extra time to develop a new 
idea, establish a new system or learn new 
technology. “Learning and set up” requires 
more time in your schedule. ONE PARTY ONE HOUR

=

Did you know?
You can schedule posts in your business
Facebook page. You can use this feature 
to manage some of your social media 
activity. For example, let’s say part of 
your strategy includes sharing a new 
recipe each week. You can easily  
create your posts and schedule them  
all at once.
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DEVELOP AND STICK TO A PLAN6
Once you start imagining the possibilities of 
using social media to cultivate relationships 
or to share your expertise and passion about 
specific topics, it’s easy to get overwhelmed. 
With so many possibilities, you might feel 
like social media is a new hurdle, rather than 
a great opportunity.

Determine the results you want from 
social media. It is always a good idea to 
identify what you hope to accomplish as a 
result of doing something new or different.

What are your goals? Are they realistic? 
Remember, social media doesn’t impact 
your business overnight. It takes time and 
effective strategies to impact the bottom line.

Plan your social media activities. 
Schedule your social media time into your 
weekly schedule purposefully, and plan 
what you want to accomplish before you go 
online. Make sure that your intentions fit 
into the time you have to devote to it.

Start simple, one new activity at  
a time. There are so many ways you can 
use social media, specifically Facebook and 
Pinterest with your business. You might 
share your experiences as a consultant/
leader, aspects of your life that illuminate 
the impact your business has had in 
your life, recipes for busy professionals/
parents/etc, kitchen tips or timesavers, 
business strategies, inspirational messages, 
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humorous images or videos, technology 
tips, lifestyle-specific suggestions, things 
to do with family, seasonal tips, and more. 
As you brainstorm how you will use social 
media and where you will focus your time, 
it’s likely you will have a long list of potential 
things you could do. Too many possibilities 
can be paralyzing. Pick one or two, and do 
them well. Once you master those activities 
and they become second nature, add another 
one. Using social media is definitely a 
marathon, not a sprint.

Are you easily distracted? Turn off the 
chat function within your Facebook account 
when you do not want to be interrupted.  
It’s fun to get messages from friends who 
see that you are online, but it can keep you 
from accomplishing your goals.



Social Media Savvy: 10 Fundamentals Every Direct Seller Needs to Know 2121Fundamental 7

It’s sometimes hard to navigate the space 
where your business and your personal 
life intermingle, right? One of the best 
ways to ensure that your personal life 
doesn’t adversely affect your business 
success is to stay positive 100% of the 
time online.

It’s recommended that when using 
social media for business in any  
way, avoid topics (including images 
or videos) that:
 
▪ are controversial or drama-filled

▪ make people uncomfortable

▪ bring people down

▪ include profanity or nudity of any type

▪  include deeply personal information  
or feelings

STAY POSITIVE 100% OF THE TIME7
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In social media, consultants represent 
themselves, first and foremost, and when 
you use your company’s branding and name 
in conjunction with your activity on social 
media, you represent the company. It’s 
important to protect your personal brand 
image for the sake of your business and the 
corporate brand image for the sake of the 
entire company and all consultants.  
Think before you post.

If you answered YES to the question above, 
your business and your personal life are 
intertwined in social media. Therefore, it is 
important to understand the impact anything 
negative might have on your business.

Let’s look at an example to illustrate 
the point. Suppose you wanted to get 
your hair highlighted today, and you hopped 
online to send your hairdresser a quick 
Facebook message. But, before you did so, 
you read that she was having the worst 
day ever, and that she just cannot wait 
for the workday to end, and she is fed up 
with her salon owner. Do you think you 
would be likely to reach out to her today? 
Do you want anyone who is on a rant to 
put chemicals in your hair? Most likely, 
no. And, it is quite possible that you will 
choose another stylist in the future. Your 
hairdresser was just venting her feelings, 
on the online counseling couch called 
Facebook. She likely didn’t think twice 
about how one simple post might affect  
her business.

People want to do business with (and spend 
time with, and tell others about) people 
who are positive, trustworthy, enthusiastic, 

Do you have “friends” on Facebook  
(or in any other discussion forum)  
who are either members of your team,  
your customers, hosts or prospects?
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passionate, well-informed, professional, fun 
and so forth. In general, people do not want 
to do business or spend their personal time 
with negative people.

Let’s look at a few sample Facebook 
posts a consultant might post if 
they are not thinking about the 
ramifications of negativity in  
their business.

Consultant Post #1: I am so tired and just 
don’t have any motivation today. I am going  
to curl up in bed and sleep the day away.

Is it ok for you to curl up in bed if you want 
to? Absolutely.

Is it likely that someone who reads this on 
Facebook will call that consultant today to 
book a party or place an order? Probably 
not. No one wants to bother someone who 
is tired and disengaged.

Consultant Post #2: What a terrible month. 
So sad that I am moving down a rank in the 
comp plan. Boo-hoo.

The feelings are valid, but sharing this 
online might send a very powerful, negative 
message about the business opportunity.

What if that consultant’s most recent 
prospective new team member just became 
friends with them on Facebook, and then he 
reads that post? Is it likely that he will want 
to join the business? Does this post paint a 
picture of success?

Consultant Post #3: Worst. Day. Ever.  
So stressed out, I can hardly stand it.

Suppose this consultant’s host for tonight’s 
party reads this message before her party. 
Will it help her feel confident that her party 
will be a smashing success, or will it give her 
unnecessary worry that might lead to her 
canceling at the last minute?
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If the answer is no, don’t do it. Self-filter 
every post, comment, like, share, pin  
and repin.

Negativity brings people down, and a strong 
direct selling business is built upon building 
people up, helping them reach for and 
achieve their hopes and dreams. Every time 
you post something, ask yourself, “Is this 
something I really want to put out there, or 
would it be better to pick up the phone and 
call a friend, coach or mentor?”

When using Pinterest, always 
double check the SOURCE of the 
pin. Click the pin and then click the image 
again to be redirected to the website that is 
linked to the image. Make sure that website 
aligns with who you are and your values.

Are you worried about past posts or 
pins you might have made? Don’t fret 
over what’s already done. Start fresh today 
with a 100%-positive-all-of-the-time point 
of view online! (And, go back and delete 
anything you regret putting out there.)

Before you hit the send or submit button, 
ask yourself if you’d say the same thing 
in a room full of your customers, hosts, 
and team members or potential ones.
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It’s Saturday morning, and you’ve just 
turned on your computer and see your 
handyman’s weekly blog post in your 
inbox. It starts with tips for winterizing 
your home and smart supplies to have 
on hand in case of emergency. It even 
has links to printable lists. You find this 
information so helpful, and you’re glad 
he sent it. In fact, you know three friends 
who could use the same advice. You are 
ready to share it to Facebook.

And then, you see his big bold message 
at the bottom. It says, “I am so close to 
reaching my goal of being employee of the 
month for my company. Could you please do 

me a favor and buy our special Preparing for 
Winter Kit & Emergency Supply Box? I just 
need to sell 7 more by midnight tonight.  
Call me quickly!”

Did he draw you in with his useful 
information that was exactly what 
you needed to know today? Yes.

Would the first portion of his 
message (the helpful tips) have 
made you pick up the phone and 
make a purchase immediately? 
Probably not.

Did his overtly promotional message 
leave you with a bad taste? Yes.

AVOID ASKING FOR “FAVORS”  
OR PUSHY SELF-PROMOTION8
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So, where did he go wrong?  
He made it all about himself, both asking 
for a favor and completely focusing on 
self-promotion. It’s easy to do. He didn’t 
want to waste an opportunity to make the 
sale, and he lost sight of the bigger picture. 
If he had simply ended the blog post with 
a few action steps, he would have left his 
customer (you) feeling great about him. You 
might have shared it with friends, posted 
it on Facebook and pinned it on Pinterest, 
and answered the phone when he called to 
personally offer you his special new product 
that solves all winterizing dilemmas.

Have you ever been so close to  
a goal that you could feel it?  
Almost reach out and touch it? That feeling 
of being just a few hundred dollars short, or 
one new team member away from achieving 
your goal can be torture. There is a better way.

Avoid asking for people to do you 
a “favor” or “help you out” in social 
media. When consultants do this, it 
indicates to anyone who reads it that the 
business is not successful without friends 
doing a favor. It potentially turns people 
off from making a purchase, “liking” your 
business, and can even dissuade potential 
team members. You might get a few pity 
purchases, but in this case, it’s about what 
you lose rather than what you gain.
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SHARE YOUR BEST  
AUTHENTIC SELF9
Most people are relatively private, and many 
are not comfortable telling the world about 
themselves. However, as a direct selling 
consultant, your business is built upon 
the fact that people buy from people they 
like and trust. They do business with you 
because of who you are. They come back to 
you over and over as long-term customers 
because of their relationships with you.

When we think about using social media in 
business, it’s easy to turn on an advertising 
mindset – with a laser focus on sales, 
bookings and sponsoring. It’s the core of the 
business. It’s how you earn compensation, 
and it is natural to want to harness the 
power of social media to drive immediate 

results. However, social media is not about 
the hard sell or the broadcast advertising 
campaign. It’s about people. It’s about 
creating opportunities to have virtual 
conversations that lead to literal interaction.

Show the world who you are – your 
brand “me.” You are special. You are 
unique. You have gifts and talents that are 
different from others around you. What are 
your hopes and dreams? What makes you 
really happy? One of the joys of being an 
entrepreneur is the freedom to create the 
life you have always imagined. However, 
one of the challenges is to make sure to 
enjoy the journey along the way. Hard 
work and focus often lead entrepreneurs 
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to forget about what motivated them in 
the first place. Over time, we sometimes 
lose a little bit of ourselves. But, you can be 
courageous and take small steps to realize 
your full potential each day.

The beauty of social media – especially 
when you are an independent entrepreneur 
– is that people are drawn to the things 
that set you apart or the aspects of your 
personality or life that connect with them 
the most. People want to be embraced 
for who they are, not feel like they have 
to conform to one cookie cutter style. 
Therefore, as you think about how you will 
engage in social media, remember to expand 
your horizons, stretch yourself to really live 
the dream and allow yourself to continue to 
blossom as you try new things, explore new 
ideas and become the most authentic you.

Define your gifts, your interests & 
your dreams. In order to define what 
your “brand me” means to you, you have 
to define what’s important to you - your 
values, your challenges, your hopes and your 
dreams. Take some time to brainstorm all of 
the activities, experiences, people, hobbies, 
and interests that resonate with you.

Answer some of the following 
questions to help you get started.

▪  What are some activities you have always 
wanted to do but have never done?

▪ What hobbies are you passionate about?

▪  What hobbies or activities did you once 
make time for and wish you did now?

▪  How do you like to spend your time when 
it’s just you? You with friends? You with 
loved ones?
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▪ Where do you want to travel?

▪  What challenges in your life would you like 
to overcome? What do you need to learn 
or do to make it happen?

▪  What new skills would you like to acquire 
or what do you wish you were better at?

▪  What is some of your favorite music, 
books, movies, tv shows?

▪ Do you have family traditions?

▪ How do you celebrate the holidays?

▪ What are your special talents or gifts?

▪ What are you really good at?

▪ Who do you admire?

▪ What’s on your bucket list?

▪  What tips do you have for staying 
organized, fit, happy, healthy, motivated  
or inspired?

▪ What are your biggest dreams?

▪  What philanthropies do you support  
or respect?

▪ When are you most happy?

As you begin to define what’s most 
important to you and you allow yourself 
to truly embrace what that means, you 
will realize that you have so much to share 
beyond our great products, parties and 
business opportunity. It’s the whole you 
that makes the business thrive, and in  
social media, it’s the whole you with  
whom people do business.
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Share more of yourself. As you realize 
what your brand “me” means to you and 
awaken your passion and zest for so many 
aspects of life, share more of you. If you 
are a very logical thinker, make a list of the 
categories of your interests – like buckets 
where you can put the smaller topics within 
the category. If you are more visual, create 
yourself a vision board with pictures of 
these categories. And, if you want to take 
more technological steps, use Pinterest to 
help you discover what it means to become 
more of you, organize what you uncover  
and easily share it with others in 
conversations, at parties, in social media,  
via email or anywhere.
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What is content?

Content includes all forms of media.

▪  Words. Stories, articles, quotes, tips, 
and other text-based information.

▪ Images. Photos, memes, graphs.

▪  Audio. Mp3s, podcasts, audio clips, 
recorded messages, radio, and all forms 
of music.

▪  Video. From short clips to feature  
length productions.

The term “content” simply refers to what 
is shared in social media. It can range 
from silly and playful to academic and 
serious. Content can be your original 
thoughts, ideas, images, etc. or it can 
come from a multitude of sources.

Share Great Content. What’s great 
content? Great content ultimately 
compels people to share what you 
shared. Great content can be totally 
hilarious. Great content can be deeply 
moving. Great content can stretch our 
thinking or teach us a new skill. Great 
content can be professionally published 
or it can come from the Mommy Blogger 
sitting in her kitchen or a sixteen year 

SHARE GREAT CONTENT10



Social Media Savvy: 10 Fundamentals Every Direct Seller Needs to Know 32Fundamental 10

old technology genius from halfway 
around the world. Great content inspires 
us as well as informs us. Great content 
connects with our emotions, our feelings. 
Great content makes us happy, proud, 
inspired, connected, a part of something 
bigger, in control, motivated, encouraged, 
recognized, eager, loved, blessed, lucky, 
interested, and alive!

Great content makes us want to engage 
in conversation. It brings people together.

Create Content. What are you 
passionate about? How are your interests 
unique? What about them connects 
with other people on so many levels? 
Are you a great chef? Organizer? Writer? 
Photographer? Speaker? Teacher? Trainer? 

Leader? Technology enthusiast? Find 
several things that really interest you. 
Share your original ideas or experiences. 
Hone your communication skills and 
storytelling. And, do it in a way that 
makes it all about others. When they read 
what you say, or see what you share, will  
it make them feel good in some way?

Are you adept at creating helpful tips 
using your company’s products? Start 
capturing your ideas and share them. 
Are you that guy who knows all of the 
best restaurants in town, even though 
you sell amazing food? Share it! Why not 
do a restaurant review once per month? 
Or maybe you sell an amazing skin care 
product AND have found some important 
seasonal tips that enhance the success of 
your product – share!

You have to think about what would be 
FUN for you. Are you that person who 
makes people laugh with your wit and 

Great content can be CREATED by you, 
or it can simply be FOUND by you.
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charm? Take time to think about how you 
can share simple events in your life to 
make others smile. What would connect 
your interests to the needs of others?  
Be purposeful about determining what 
you already know and do that which 
would be of value to others.

Curate Content. You don’t have to be 
super creative or extremely original to 
become a master at adding value to your 
fans and followers (and friends). You can 
find great content. In today’s business 
environment, many companies are 
following a “content marketing” strategy 
whereby they continually turn out useful, 
informative and inspiring quotes, articles, 
blog posts, videos and podcasts that add 
value in the lives of their “followers.” They 
purposefully put the content out there, 
not so someone can claim it as their own, 
but for the purpose of creating interest in 
their brand because people want to share. 

No matter what interests you, you can 
find a multitude of experts on that topic 
who create content that you can share 
with your friends, fans and followers in 
social media.

Approximately 80% of all pins in 
Pinterest are “repins” meaning someone 
pinned something that someone else 
had previously pinned. And, many pins 
tie back to an original source found 
on a website or blog. (Those pins, with 
reliable, original sources, or that are 
clearly original uploaded images are the 
ones to repin.) When you share a link on 
Facebook or in a blog, or pin an article, 
recipe or other idea directly from the 
original source to your Pinterest board 
(and don’t claim it as your own), you 
preserve that entity’s ownership, and 
don’t infringe on copyright.
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Plan to have your original/uploaded 
content repined or shared. When you 
upload an original image, or an approved 
one from your company/other online 
source where you have permission to  
use the image, overlay a watermark  
(very subtle words) to the image with your 
website and/or contact info. Try creating 
graphics that include ideas or tips directly 
in the image. Sharing a tip or suggestion 
you created? In Pinterest, make “tall” pins 
that include vivid images and instructions. 
Or, create a tall collage that includes 
pictures of each step in a process.  
Ensure that when your images are 
repined, your information goes along  
with them. The same idea applies to 
images posted in Facebook.

Want to know where to find great 
content? Go to the websites of your 
favorite brands or the “thought leaders” 
on your topics of interest. If they have 

a blog, follow it. Click the link to their 
Facebook page and follow them there. 
Many of their posts will show up in your 
News Feed, which will remind you to 
check them out. Check out their Pinterest 
boards. If they are active there, go ahead 

Be inspired by good ideas. Share great 
content you find directly from the 
source. Always respect copyright laws. 
Use approved images from your  
company or those you purchase from 
online sources such as shutterstock.com 
or istockphoto.com. Be sure to follow 
the rules associated with these types of 
images. If you see an awesome post or 
image from another consultant created 
and posted, ask before using it for your 
own business. Use their ideas as a
springboard for your own, unless they 
give you explicit permission.

Please don’t copy.
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and follow them. Many brands cross 
pollinate their social media platforms with 
related or linked content—so you might 
only need to sign up in one place to avoid 
getting duplicate content.

Who do you admire? Check out the pages 
and people they follow on both Facebook 
and Pinterest.

Are marketing messages, customer 
specials, host rewards, joining incentives 
and pleas for help great content? Not 
necessarily. Not when they inundate your 
Timeline on your personal profile or your 
business page.

So, how do you figure out how much or 
how often to pitch products, promotions, 
parties or prospecting in social media?

2 IN 10 RULE FOR PERSONAL  
FACEBOOK PROFILE
Every time you post or share, count it, 
including uploading images or video. 
Every time an activity shows up on your 
Timeline, such as an Event, count it. 
For every 10 you count, allow only 2 of 
them to be overtly about the business, 
and allow only one of the 2 to be a sales 
pitch – such as “buy this now” or “while 
supplies last.” That means 8 out of every 
10 posts should be about other topics 
such as your family, hobbies, recipes, 
and other great ideas. If they are related 
to your business, make them all about 
great ideas and content, minus the self-
promotion or overt connection to your 
business. Resist the temptation to add 
“like my page” the bottom of every post. 
Pick topics from all areas of interest to 
connect with a wider variety of people.

Follow a 2 in 10 Rule
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2 IN 10 RULE FOR BUSINESS 
FACEBOOK PAGE
Every time you post anything, count it. Your 
business page is where you will obviously 
talk about your business and the specials, 
promotions and products you offer. But, 
to cultivate a following, it has to be about 
providing great content. In the case of 
your business page, that content will relate 
back to your business in areas that might 
include tips, timesavers, entertaining 
ideas, gardening, technology, leadership, 
quotes, things to do local to you, travel tips 
(especially for trip achievers), work from 
home strategies, and other content you 
think of on your own. The idea is to make a 
long list of what you could do, and then pick 
the best couple to start. For every 10 posts, 
allow only 2 of them to have a sales pitch 
or a call to action that requires the page 
visitor to make a purchase, host a party, 
tell someone something, like something, or 

any other action that costs them money. 
When you share great content, people will 
continue to be aware of your special offers, 
even when you don’t mention it.

2 IN 10 RULE FOR PINTEREST
Let’s translate this into a percentage and call 
it the 80/20 Rule. Approximately 80% of the 
content in your Pinterest account should 
not include overt sales pitches or “buy 
now” specials. It should include great ideas 
from the categories of life that interest 
you. The 20 % will have a greater impact 
when visitors to your Pinterest boards like 
what they see, watch or read, and then just 
“happen upon” your monthly host special 
side-by-side with 3 great tips or ideas that 
go with it! 

The 2 in 10 Rule takes practice and discipline. 
Social media isn’t about moving the needle 
of business fast. It’s about cultivation, and 
that takes time.
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You’ll notice that the rule doesn’t stipulate 
how often you should be posting and 
pinning. Consistency is key, but frequency 
depends on what the rest of your business 
looks like.

The 2 in 10 Rule assumes that you are 
creating interest in your products, parties/
presentation and business opportunity. 
When you share stories, images or pins 
that have a “call to action,” make sure you 
provide an edited link that links directly 

back to your replicated website’s particular 
page that relates to the call to action. When 
someone makes a decision to do business 
with you, you want the execution of that 
business to be no more than two clicks 
away, ideally just one.

Whenever possible, link back to  
YOUR personal website when sharing 
business related content intended  
to drive purchasing, booking or  
sponsoring action
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