SHOULD I DO MULTI-LEVEL MARKETING?
(Draft, 1/05, welcoming feedback and facts (but not just assertions or anecdotes) 

   Supporting either side of the argument.)

Very probably not, except in certain cases.

Who, perhaps, might consider this as a viable source of income:

     If you need a little income on the side and know that you have no other way of making 

       it (and you do not buy a lot of inventory).

     If you know you have the sales ability and the sales management ability, you could 

       consider it, but you should also consider that you might be able to apply that to a 

       more lucrative area.

     You are willing to commit a lot of hours, keep your cash flow positive, and you have 

        an excellent mentor to help you in the process, and if it doesn’t hurt any of the other 

        sources of your income.

The arguments against doing it.

The products tend to be expensive and are harder to sell.  They must be expensive in order to have enough profit for the manufacturer and enough to pay all the percentages to all the “uplines”.
Since the products are so expensive and there is so much to pay to uplines, there is very little “sales profit margin”.  For instance, the cost to a “distributor” could be $80 on a $100 retail item, which would be only a $20 profit (or a 25% “markup”; $20 divided by the cost of $80 = 25%).

The amount of time that goes into handling the details is too much.  Unless you can do it on the internet (which very few do), the time to sell the product is too great for the amount of money.

Of course, the enticement, since direct sales often does not make enough, is to get “downlines”, which requires you not only to be a “pitchman” to get the prospects in the door but also to be a sales manager, helping and training and handholding to get sales novices with little time to learn in gear.  Learning to be a salesman and a sales manager requires time and study, yet everyone seems to think they can skip the steps to creating a successful business.   

And it is made to look easier than it really is.  Evidence is not provided, only stories (primarily selective “hero” success stories).  The hard work and the learning time needed are seldom adequately emphasized.  The “dream” of being financially independent (and just [falsely] sitting back and letting the money roll in] is sold.  All reward and little effort = BS.  
Inventory investment is one of the big costs to get started in the business.  The “upline” gets a rush of business from your big initial purchase and you get credit for the “sales” (to yourself!) and a feeling of (false) momentum.  When the “downline” loses momentum, after they’ve run out of friends to have as downlines, the downline finds that income in is often less than the total dollars out, including the dollars out to pay for the inventory.  

Soon you find it too time consuming and it dwindles off.

They don’t tell you how many fail and why…you just see the top people

And then they talk “gross” income, not “net” (after costs) income.  Net income is all that is relevant.

Could you succeed?  Only if you are the rare few who are willing to work very hard in and on the business, have a business sense, develop great sales ability and sales management skills, and are ambitious, with plenty of time to devote to the business.

The argument for:

Please write and let me know.  Keith@thelifemanagementalliance.com.
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