


For Boreyko, it's important to be an early adopter, embracing of the credibility that presumably comes with experience
technology and always on the move. “We open up the field of and maturity.”
opportunity to the younger generation and we definitely have a It’s an age-old struggle of wisdom and experience versus
product line and a message that resonates with them. We value youthful energy and vitality. “We weren't arrogant enough to
their contribution and thrive off the young energy they bring to think that we knew everything,” Mallen says. “So we created
the table.” an alliance with an established, respected company to help lend
The team at ViSalus finds themselves in a different situation us credibility.”
altogether, because unlike most direct selling companies, the Interestingly, the myriad of changes have not brought a
ViSalus co-founders are the younger generation. For them, culture clash; instead, everyone young and old is welcoming the
attracting younger people to the transformation. “Our older distributors
field was not really a conscious love the social media aspect of this
effort—aquite the contrary, company as well. It keeps people
actually. “At first we wanted to ; engaged,” Mallen says.
attract older members,” Mallen “Through Facebook, YouTube,
says. “We had no problem Twitter and blog sites, we are reaching
appealing to the 20-somethings out to ACN representatives better,
who were around our own age, faster and more regularly than ever
but we felt like we needed some before. The younger representatives
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certainly jumped on board with our social networking
efforts immediately and with great enthusiasm. But
over time, as word of these communication tools has
spread, representatives of all ages are getting in on the
action,” Provenzano says.

“You have to utilize social media to be relevant,”
Boreyko says. “But really, when I hear people who don't
want to be a part of social media, it stuns me. The
platform has worldwide reach—
and it's absolutely free. It doesn't
make sense not to be there.”

Not only are social networks,
such as Facebook, Twitter and
YouTube good ways to expand
a business, but they are also relationship builders for
existing teams. “This business is all about relationships,
and I can instantly stay in touch with the field and let
them know what we're up to at any given moment. It
makes us all more real and keeps us connected. If people
feel disconnected, they'll leave,” Boreyko says.
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“The only way to stay front and center in the minds of
the younger generation is to stay fresh and innovative as
a company,” Provenzano says. “This group often has big
ideas and big dreams, so that enthusiasm certainly spreads
throughout our organization and encourages us to stay on the
forefront of everything we do.”

Unleashing Their Potential
Finding the secret to what motivates and
inspires the younger generation may lie at
the very core of what makes direct selling
so appealing to people of all ages. As it
turns out, we're not so different after all.
“Imagine the impact when a
20-something ACN leader has freedom of time and money,”
Provenzano says. “Success at a young age is inspiring and there
are few other industries that position young people in a place
to make a substantial income.”
Primerica has seen the results of their efforts, with 61
percent of their recruits currently under age 35—a trend that

“Empower”

Macher’s incentive programs, premium packaging, gift-with-purchase and
value-add items are vital tools that deliver successful results. Proven through
leading brands around the world, our custom designs and tailored programs
create the emotional connection that triggers impressive sales growth.

Contact us and discover how MacCher’s
authentic and exclusive buisness
solutions can help your brand!

; . // more
Rocruit, retain and se .
ezu"f/z ’pozuerﬂl/ MalC her soludions.

- Presiiurm p(ichzgirg & sales too/\s‘
- Custor desi and manutfactaring

- Recwards and incentive programs

821 Broadway, 9th Floor
New York, NY 10003
T: 212 447 4567 F: 212 447 7378

1518 Abbot Kinney Boulevard
Venice, CA 90291
T: 310 581 5222 F: 310 581 5223

www.macher.com

Sydney « Los Angeles - Shanghai Auckland + Melbourne + London Miami - Hong Kong + New York

18 Direct Selling News | December 2010




has been stable for more than five years. “The constant influx of
younger people helps to keep the company young, which is important
to us on several levels,” says Mark Supic, Executive Vice President,
Corporate Relations, Primerica. “We compete in the life insurance
space, where the average age of agents is 58 years old. The fact that
we have a younger base is important to our longevity as a company.”

The face of Mary Kay is evolving as well. In 2009, Mary Kay had a
13 percent increase in new independent salesforce members, and they
are seeing a shift toward a younger demographic. Of that 13 percent
increase, the average age is 36 years old. And the largest number of
new independent salesforce members in the United States is between
25 and 34 years old.
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“The younger generation is forcing all brands to

work harder to prove ourselves to them,” Franco
says. “They challenge all of us to be relevant to them.
There is so much competition out there, and the
younger generation is forcing us to earn their trust
and their attention.”

The cosmetics giant recently partnered with
Seventeen magazine to visit three college campuses—
Florida State University, Arizona State University and
Michigan State University—and it was a phenomenal
success. “The tour was a brand-building effort, not one
for recruiting, and it was exciting to see the positive
reception we got at each campus,” Franco says. “It was
validation that the younger generation is finding value
with Mary Kay: income opportunity, flexibility to live
their life, and something to belong to that matters and
helps them make a difference in the world.”

One major attraction to direct selling is that the new
generation is more self-reliant; to them, being in control
of their own destiny is supremely important. “When
it comes right down to it, every generation is attracted
to direct selling for the same reasons,” Williams says.
“Increased flexibility and unlimited earning potential
appeal to everyone—no matter what their age. Those
things are inherently important to us all.”

Young leaders crave the freedom to experiment.
Overall, they're resilient and ready to tackle the tough
challenges. “This is a group that is used to beta tests,”
Williams says. “If they experiment with something
and it fails, they are OK with that. They are open




to regrouping and trying somcthing else. It'sa very positive
characteristic of the younger age group.”

Another alignment with direct selling is the trend toward
cause marketing, “The younger generation is very cause
oriented,” Williams says. “And there are more causes to
get excited about. There has been a definite trend toward
integrating causes into our business, and this has helped to draw
in the younger generation as well. When we can help them to
make a difference in an area that touches them, it enables them
to be a part of something bigger than themselves.”

Companies old and new are doing a stellar job of giving the
younger generation what they want. “We've been around a long
time, and yet the younger generation is finding something they
are interested in,” Franco says. “Women make a career here
because they fall in love. By attracting the younger generation it
forces us to stay young as a company. We work to ensure we have

arelevant product line that is presented in a way that
is relevant to women of all ages.”

Maybe rather than age, it's energy that’s truly
important. “We have a culture of youthful energy that
is fun, cool and hip,” Mallen says. “Who doesn’t want
to be a part of that?”

The best part is that no one is excluded from the
party. “This isn't something that will alienate older
people,” Boreyko says. “Boomers don't want to get
old, so they are jumping on anything that helps
them maintain a youthful attitude and outlook on
the business. And the company has become the
rallying point.” DSA
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