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By Caroline Barnes

You find your 9-to-5 office job
boring
pressures of working for someone
else, or you simply want to carn a
little money in your spare time.
Consider a career in direct sales.
Every year, this industry gencrates
$6 billion dollars in sales and keeps
_over 2 million independent sales
" people active and out in the field.

What is direct selling? It 1s a

\, special form of retailing that takes

| place outside of a retail store. Most
of the sales are made at the
customer's home, at sales partiaor

rge

over the telephone. About 800

. companies manufacture products
that lend themselves to direct sales,

and the industry is growing at a rate
of six percent a year.

The major product sold through

direct. sales is cosmetics. Other

products sold this way arc vacuum

cleaners, home
products, plastic housewares, COS-

tume jewelry, food supplements and
reference books. Security systems,

and feel confined by lhc“"f

maintenance

wearing apparel, cutlery and toys are
old through direct sales as well.
There are two ways of working in
direct sales. One way is to purchase
the products you wish to sell from
the manufacturer or distributor, add

a mark-up and resell them, keeping -

the profits. The second way is to
work on a commission basis by

writing up the orders and forwarding
them to the manufacturer and
earning a percentage of the profits.
Either way, the cost of getting
started is relatively low (350 to
$100).

There are different ways of
making a direct sale. Sixty of all
direct sales are made at the
customer’s house, 15 percent are
made at sales partics and cight
percent are made at work. Because

so much business is done by the door.

to door approach, many direct sellers
prefer to use personal recommenda-
tions 1o avoid the famous “door-
slamming” routine.

If you are interested in becoming
a direct seller, here’'s how to get

started.

If you don’t alrecady have a
particular product in mind, look in
the help wanted advertising section
or check the names of large,
well-known companies in your phone
book.

One way to get the names and
addresses of companies who market
products that lend themselves to
direct sales is to contact the Direct
Selling Association (DSA), 1730 M
Street, Northwest, Washington D.C.
20036. This Association was found-
ed in 1910 and its members are
companies whose producls are
usually marketed through direct
sales.

Once you have selected a product
and a company, here are a few
things you should find out before
getting started:

« What will 'your out-of-pocket
expenses be? The normal range is
from $50 to $100.

« What kind of related costs will
you have? Find out the amount of
driving that will be required, as well

as any bags or catalogs that you will

need.

cooling-off period)

selected ..., or, “You've just
wom ...

« Ask for identification which
shows the salesperson’s name, local
address, the product and the com-
pany he or she represents. If in
doubt, check with your local better
business burecau.

 Buy only because you need the
product, not because of a hard luck
story. |

e« Choose wisely. Select quality
products at fair prices.

» Insist on seeing any warranty or
guarantee in writing.

* Take sufficient time to think
over your purchase. Don't be afraid
to ask questions; demand direct
answers.

« When you make any major
purchase, don’t sign a sales contract
until you read it, understand it, and
know the total cost including any
finance charges.

« Remember that, when you
make a purchase in your home for
$25 or more, you are entitled by law
to a three-business-day period (or

in which to .
purchase.
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