
OPTICS: FIND YOUR SALES SWEET SPOT

Improving the 
Numbers with Your 
Low--Hanging Fruit 
Optimizing Actions That 
Align with Today’s  
Consumer Expectations

GOOD NEWS

Consumer attitudes towards direct selling 
are up 6 percentage points since 2019.

Perceived Benefits: 
• Ability to earn supplemental income
• Way to become financially stable
• Flexible hours
• Being your own boss

CONSUMER TRENDS

• Independence, Self-Reliance
• Informed Consumerism
• Health Improvement
• Health Self-Reliance
• Fast Decisions Based on Access to Facts
• Want to Know “How” vs. “Why”

GENERATIONAL ATTITUDES

Appeal of Entrepreneurialism
Baby Boomers: 68%

Gen Z: 98% 

Income Target
Gen X: Minimum of $1,000

Millennials: Maximum of $499

Gen Z: Maximum of $499

Demand for Daily Pay
Baby Boomers: No

Gen X: Neutral

Millennials: Yes

Gen Z: Yes

Incentives (Travel, VIP treatment)
Gen X: Favorable

Millennials: Prefer accessible to all (Buy-in available) 
Gen Z: Neutral to Disinterested

  RATE YOUR COMPANY’S PERFORMANCE TO FIND YOUR LOW-HANGING FRUIT

Category
0-1

Nonexistent
2

Meh
3 

O.K.
4 

Pretty Good
5 

We Lead 
The Pack

Decision Maker/Plan By/
Execution Date

Marketing is authenticity-based

User generated content is prevalent

Marketing isn’t old-school Madison Avenue

Consumer attitude-driven

Consumer expectation-driven

Sales utilize standard technology  
(app, website, social media carts)

Sales/sponsorship tracking  
readily available

Sales/sponsorship tracking  
system use is intuitive

Distributor training utilizes standard 
technology (back-office, on-app, video calls)

Events meet distributor expectation  
(in person + streaming options)

Compensation plan is simple to understand; 
devoid of terms like “PV” (uses “personal 
sales”); GV (Team sales)

Simple path to income amounts  
(5 customers on subscription = $300 income)

Customer experience with technology is 
comparable to common retail sites

TOTALS

LEVEL-UP PRIORITIES
What are the priorities for helping your company level up?
Use this chart during a no-holds-barred discussion, letting the group 
come to a consensus on rankings. Before the meeting is over, be sure to 
have the final column completed with the Decision Maker listed, as well 

as when the plan will be finalized and what the execution date will be.  
   Note: If the group decides that the company ranks 4-5 in 10 out of 13 
categories and the growth numbers aren’t showing an upward trajectory, 

then the group needs to evaluate more carefully and perhaps be more diverse. 


