
Network Marketing (1)                                              English 

 

Basic Tips for Success in Network Marketing (MLM) 

 

The "networker" has two duties: not only to sell himself and thus to achieve his objective in 

this matter, but also to build and organize his network. He must therefore ensure that his 

activity and that of his partners does work. If he does not pay attention to it permanently, 

he will soon turn in his wheel like the hamster, for the margins alone guarantee only a sad 

survival. 

 

You cannot really make a lot of money in network marketing if you're left alone. Activity 

only flourishes with differential provisions. The trick is to help others sell successfully, seal 

cooperationships and mutually benefit. And here we find ourselves in the notion of 

reciprocity which is fundamentally decisive in network-marketing. I give you, you give me. 

First give before receiving. In this business, it means that you can only succeed by winning 

partners, and that you can only be useful to these partners by being their own practical 

example. 

 

The second challenge that is even more necessary in network marketing than in other 

forms of distribution is morality, too often insufficient or even absent. 

 The check does not justify the means. One can quickly forget this ethic by practicing 

network-marketing, and the lack of scruples will be sanctioned faster than one believes: 

The network crumbles like a castle of cards. 

 

Some advice on strategy on social networks 

 

The internet has been inseparable from this profession for several years. We connect, we 

recommend products, services, people. We keep in touch with our contacts on Facebook, 

Xing and Twitter, constantly attracting their attention. 

Internet has changed sales behavior, customers are much more informed than just five 

years ago. This is why it is important and inescapable to Internet and social networks to 

promote one’s business. 

 

Several points seem to me particularly important in this respect: 

-Be very careful what you post, 

-Use positive terms, or better, exciting, 

-Never think that social networks could replace the acquisition of new partners, 

-Do not annoy your Facebook contacts, Xing, etc. and other followers, with empty ads, but 

always offer them a real content that can really hold their attention, 

-Only give honest communications, 



-Never forget that on social networks, it is not about you that it should be, but about your 

customers or future partners. What is decisive is not who you know, but who knows you. 

 

I am sometimes surprised to see what distributors post and present on social networks. 

Especially in the MLM branch where the network is often very extensive, it is important to 

present oneself in a serious way. 

We can post some information about private life, but with a studied parsimony. Indeed, 

customers like to get to know the person behind the brand. But especially in network-

marketing distribution, it is necessary to pay attention to what one reveals of himself. This 

channel is and remains a tool to promote oneself in the business. It should not be used to 

expose all private information, such as "my house, my car, my boat". 

 

On the other hand, network-marketing distributors must never stop working in the field, on 

the ground that they have now become social networkers. 

 

One could compare the acquisition of customers or team members to a cup of cappuccino: 

The acquisition would be coffee, marketing recommendation would be milk froth and 

contacts of people by social media would only cocoa sprinkling . 

 

Facebook, Xing and other social networks are excellent ways to offer your customers or 

distributors the added value that will excite them, always bearing in mind that the most 

important is and remains the direct and personal contact. 

 

The essential skills of a leader 

 

There are people who illuminate the room when they enter it, others when they leave it. A 

leader certainly belongs to the first group, through his charisma and his influence. He must 

dragg his partner with the flow and support him. 

Particularly at the beginning it is important that he assumes a role as a coach, to initiate the 

new partner in the network-marketing activity so that he can become a full-fledged part of 

the network and operate autonomously to his own success. 

Salespeople often have a temperament of "soloists", and it is precisely for this reason, and 

in this branch, that the new distributors need precise instructions. 

A leader in MLM must instill in his group that a constant acquisition of customers is 

important, but that the construction of a personal hierarchy, that is to say the permanent 

acquisition of new team members, is equally essential. 

Network-marketing distributors are developing their capacity to work independently, with a 

model in front of them, which serves as an example. This is why they need a leader, himself 

a salesman at heart, capable of helping others to develop their business. 

The leader should lead by example, before asking the partner to do. 



Moreover, a leader must take responsibility: Financially on the one hand, since he invests 

on the partner without knowing the result; socially speaking, on the other hand, since he 

gives his partners the certainty that he truly supports them. 

When the distributor feels that his leader gives him great confidence and is sincerely 

involved in his life situation, he gives two or three times more efforts to do a good job. 

Again and again, the rule is this: The more I give, the more I receive in return. 

 


