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Conflicting World Views: Company Owner And His Potential Customers

By Kim Klaver

In a conversation | had the other day with the chairman of one of the top network marketing
companies, he said (about his reps):

Why shouldn't they be able share the product and the opportunity?

Indeed. A totally understandable and necessary worldview from the owner of a network marketing
company (and the sales reps in the company as well).

However, it runs smack into an opposing worldview of most consumers he's trying to reach, who have
a different world view about that very thing:

"l don't want to sell to my friends."

When the marketers and the 'targets' (us, consumers) have conflicting worldviews about the thing
being marketed (product and opportunity) and the way the marketer wants to market (to everyone the
same), guess who loses?

When the people pass, the marketers lose. And if the marketers don't change their methods, it gets so
predictably annoying that people pause and ask before they buy, "Is it one of those things? Because |
don't buy from those companies.”

Solution?

Marketers: Go ahead and "share" the product and the opportunity — only not to the same people.

Offer the product to customers without pressing or even bringing up the business, like every other
company does and like consumers expect. Yes, of course there are ways for the rep to tell why they're

marketing this themselves, a la Victor Kiam's famous line, "I liked this razor so much | bought the
company" (
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) all without
badgering the customer prospect to DO the business.

One in a hundred people out there (maybe) want to sell anything. Everyone is a customer. When will
the leaders of the NM companies step into the prospective customer shoes long enough to see and
accept that? And then, instruct ALL their reps to dispense with the pushy seller talk with every single
customer prospect (and lose the sale in the process)?

Offer the business to those who LIKE to sell and build up a business of their own. And who really LIKE
your product line and philosophy. And who see the market for it like you do, and who can't wait to
evangelize it.

That's what | did, each of the five companies | worked.

Yes, it will be one in a hundred or perhaps 500 who want to do that. But those few can and do make
things happen. Stop dragging the rest and ruining our reputation among consumers (and customers)

by saying silly things like "Oh, you don't have to sell." You DO sell, if you get paid for your efforts.

The business person is NOT your typical customer prospect. Leave them be. Be grateful they are your
customer.

P.S. There are people who have built up customer bases in our industry, who earn steady income. If
the average customer order is $85, and someone earns $15 on each order, 100 customers gives the
rep $1500/mo. One woman has gotten nearly 5,000 customers over the last three years, and her
business is more stable than any consisting of just recruits. Today distributor prospects are coming to
HER. They want that steady income from customers, too. She's built up a customer empire, a la AOL
and cable TV.

To find those needed recruits, go where they are, ask for people with a worldview that says something
like:

"I like being responsible for my own income. | love a challenge, I love to sell, and I'm willing to put time
and effort into something that could be big."

One thing they are NOT: Your average customer who loves your product. And the sooner leaders and
practitioners of Network Marketing GET that idea, and act on it, the fewer people will continue to see
network marketers as those "low rent types who abuse their friends and family and try to get them to
sell (

http://kimklaverblogs.blogspot.com/2006/04/who—else-wants—to—abuse-their-friends.html
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) so they
make a percent on them."

Kim Klaver is Harvard &amp; Stanford educated. Her 20 years experience in network marketing have
resulted in a popular blog,

http://KimKlaverBlogs.com

, a podcast,

http://YourGreatThing.com

and a

giant resource site,

http://BananaMarketing.com

which features hundreds of stories, tips, books and

CD programs for those who want to learn the art of network marketing.
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Does every business no matter how large or small need a presence on the Internet? Absolutely, and
not just for the traditional reasons, but primarily because your website is an extension of your brick and
motor, your home based business, or your business on wheels. Everyone in the business of making
money can benefit from letting potential customers know who you are and what you're all about.

Competition in the new millennium is unyielding. You are a success today and a failure tomorrow. It is
your website that will tell customers that you are ready. Ready for what? Whatever changes come your
company's way, you are ready to compete.

Your business needs a website because:

1. You want to offer 24 hour customer service. Your customers will be able to visit your Frequently
Asked Questions (FAQs) page and learn immediately your hours of operation, phone and fax number,
address, directions and a map if necessary. Remember customers are not mind readers and if you
make getting information about your business too difficult they will simply look elsewhere.
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2. You want your business to provide more "bang—for-the—buck." Customers trust business owners that
know their craft and are leaders in the industry, even if your business is located in a town with a
population of 652. Providing articles, news information about your area of expertise and statistical data
on your web site may mean the difference between a customer using your business or not using you.

3. You need a sound way to gather data about your customer's opinions and needs. You need to know
what is on your customers mind so you can provide cutting edge customer service and anticipate their
needs.

4. Your website will provide another essential way for your customers to contact you, i.e. email and
online forms.

5. Your website will make your company more accessible and demonstrate to your customers that you
are willing to move into the world of global exposure.

6. A website presence allows you to tell your company's story. You can provide testimonials from
satisfied customers and acknowledge superior employees.

7. Your website will allow you to recruit employees and publicize the great career/freelance
opportunities at your company.

8. Your company website will allow you to have a competitive advantage over those who don't have a
website, while equally competing with those who do.

9. A company website allows you to create an awareness of social issues, acknowledging to

customers that you are a sensitive committed humanitarian.

10. Should the business owner decide to sell the business, a company website would definitely be an
asset.

Jessica M. Davis is a creative dedicated web designer who has worked in the industry for over seven
years. Formerly a Web Technology Analyst, Ms. Davis is a freelance web designer who seeks to give
customers relevant web design information. Jessica M. Davis may be reached at 313.204.0325,
(313.259.7424 Fax), at www.jdavisassociates.com or by mail at J. Davis & Associates Publishing, P.
O. Box 44782, Detroit, Ml 48244-0782.
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