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Author’s Note

			 

			I undertook this project because I saw the need to bring together in a short and simple to read series the key elements of the network marketing industry. These elements are gleaned from my own relatively short-lived experience in the industry and from my personal development journey with an awesome mentor. As such, I do not profess to be an expert; I look only to share what I know at this point in my journey. However, there is a bit of selfishness as well in compiling this information. In the process of putting this short-read together, I have gained a greater understanding and insight into network marketing, which I believe will only further my own growth. It has been said that “to learn a “thing,” teach it.”

			The series will consist of (5) books of about 30 or so pages each and should be a quick read. Supporting resources are also included. As a result, anyone can get through the information in any book quickly and hopefully implement as appropriate. Again, this information is not the “bible” on the network marketing industry and should be used as it fits and as aligned with any specific mentor training in-place now or in the future. Consider the information as a compilation of researched facts and personal field experience knowledge.  

			I have identified what I think are several key factors regarding network marketing that anyone considering the industry could benefit from and possibly gain a stronger initial footing prior to or upon becoming involved. If you are already involved in network marketing, the information contained in this series could shed light on dark areas and re-enforce what inspired your initial decision to engage. These factors are discussed in separate books in this series and include: Book 1 myths and beliefs about; Book 2 the “Why” factor and selecting a company; Book 3 personal development; Book 4 consistency and belief; Book 5 “never give up” attitude and additional tools and support.

			The economic landscape in the US is changing. You only have to look at the shift in retail purchasing habits – more online and less from brick and mortar structures. Many big retailers are scrambling to adjust, as they give up or scale down their costly physical structures. It is also noteworthy that more income generating opportunities are being created in comparison to traditional approaches of finding a job to spend the rest of one’s working life.  As a result, the home-based business industry of which network marketing is a part is growing substantially.

			Although not everyone is on-board with this shift and to hold on, many in the traditional business world are being creative, but not necessarily innovative. Using technology, many businesses look to make decisions solely on available big data tools such as analytics or numbers and yet tailor their discussion as being people focused. That approach is really “business as usual” with the use of tech tools to spin as being innovative; does not line up. To say that a marketing program or tool generates a high percentage of “clicks” does nothing to a business’s bottom line if no sales are generated. Yet, the decision to choose that program can rest just on those “click” numbers. This places responsibility externally. As people, we can fixate on what may make sense on the surface, but miss the deeper value – relationships.

			The network marketing business is truly a people business. Face-to-face interaction drives the industry. If this is appealing to you, then welcome. If you are still looking at how this industry might fit for you, gather the data you need and then check-in with your core. Hopefully you will gain some information within these short passages that will direct you to a best-fit decision. If you are already involved in this industry, I hope you find value with what I have put together. 

			Best to you on your journey!

			 

			Ed Gibson





Introduction

			

			As you contemplate entering the life-changing, exciting, challenging, and fulfilling world of network marketing take time to distinguish the facts from the myths. In this book 1 of a 5-book series, I clear up some of the more significant myths that are collectively swirling about. 

			Many people cringe or are noticeably affected when the words “network marketing” are uttered. It’s an interesting transformation to watch. If you’re already in a network marketing business, you know what I mean. Yet if I suggest to these same individuals holding traditional jobs that they are helping others become wealthy at their expense, buying their time at wholesale and reselling at retail for example, and that there is a better way, the rebuttal is something about not wanting to be a part of a pyramid scheme or those things do not work or some other such thing. None of the answers are based on truth. Network marketing, as a recent evolution of the direct selling model, has acquired a bad reputation based on incorrect myths and beliefs. 

			As the foundational principal of network marketing, the direct selling model has a 3,000 plus-year-old history. For as far back as the first written documents were recorded, this process shows up in descriptive details of civilization; viewed as an acceptable and normal form of commerce or commonplace. Direct selling simply is the sale of a consumer product or service person-to-person and network marketing is the efficient, effective, and exponential growth of that process utilizing a network of individuals. I do not think there has been a time when there has not been some form of direct selling occurring in most cultures and civilizations. It’s the abuse of the advanced model, network marketing, that has created fear and skepticism in this current age. 

			We are going to take a closer look at the myths and beliefs that have spun into existence by the behavior of a few bad actors in the industry. These maligned views are too often the only views held by many about network marketing. In addition, there is a chapter that looks at taking a “what if” perspective, once these myths have been dispelled by facts.

			Let’s jump in!

			





Chapter 1 
“Myths and Beliefs About Network Marketing”

			
			In the format I have chosen, I’ll list all the myths I think that are significant without any facts. I have devoted a separate chapter for this. The myths I have cited are not necessarily in order of significance and is not an exhaustive list. Yet the first listed is probably the granddaddy of them all.

			
Myth 1 - “It’s a pyramid scheme”

			Probably the biggest myth or belief about network marketing is that it’s a pyramid scheme (Direct Selling Association, 2017). In this belief, I believe most people are just jumping onboard a collective belief based on incorrect information or no information. After all it’s easier to deflect anything that is not completely understood by lumping it together with some belief that is held collectively by others, whether true or not. There is safety in numbers and people can defer to the belief of others for support; if they believe it’s so, it must be true.

			The pyramid selling scheme and network marketing are lumped together in many people’s minds. There are similarities in both in the recruitment of others process, this makes it easy to leap to this conclusion – looks similar must be the same. A pyramid scheme promises recruits a future benefit when they recruit more people into the network. This does not involve the sale of goods, products, or services and a fee is charged to join the network. These fees are the future benefits that others are promised. Whereas in network marketing, the focus is on building and expanding a distribution network that generates an income from the sale of goods, products, or services. Big difference, but not often seen.

			Pyramid schemes have marred the image of legitimate network marketing businesses. Most of the general population considers both to be the same and applies the negative reaction that so many of us experience in the business, while genuinely attempting to share something of value.

			
Myth 2 - “High costs and risk”

			Another significant belief or myth is that there is a high financial risk associated with network marketing businesses (Direct Selling Association, 2017). Again, a collective belief that is not based on fact or may be generalized at best. There are some bad actors in network marketing that may require new distributors to load up on inventory, but there are also regulations in place that require these businesses to buy back the inventory at 90% or better of original cost (Direct Selling Association, 2017). 

			Generally, there is a low-cost entry and financial risk with network marketing, which makes the industry appealing and levels the playing field. In comparison, entry into franchise businesses and other independent consulting industries, such as realtors, can range anywhere from $1,000 to well over $100,000. 

			
Myth 3 - “Taking advantage of vulnerable population groups”

			The next myth or belief to exam about network marketing pertains to the targeting of vulnerable population groups (Direct Selling Association, 2017). There are those who would claim that certain communities, such as Hispanic Americans, are targeted by those in network marketing. Again, an image fostered because of rogue players in the field and not the norm with the legitimate businesses of this model. As these rogue players seek to exploit an unknowing population, a collective belief gets established based on these few instances perpetrated by nonlegitimate or unethical businesses. As humans, we can often focus on the negatives to support the ego’s fear of things different. We all have been exposed to the sensationalized reports that pop up regarding those who have grossly erred in behavior and all the good they had achieved to that point was pushed aside.

			
Myth 4 - “Market will become saturated”

			The saturation myth is an interesting one and I think spawned from a limited view of possibility (The Balance, 2017). This myth would have us believe that we are going to run out of people to share our opportunity with. Zig Ziglar said something about this along the lines of “we all have refrigerators, yet that doesn’t stop GE from making more…” I think if we look at our opportunities as being scarce, we can embrace this myth as well. This is simply a perspective being held as truth, but not based on any facts. Perspectives are powerful stuff!

			
Myth 5 - “Only top guy makes money”

			“Only the top guy makes money” myth is bantered about often and again is not based on facts (The Balance, 2017). I think that those carrying around the “pyramid scheme” belief also
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