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When a mega-trend and a compelling business model collide 

The mega-trend: riding the health/wellness wave 
 

The health/wellness mega-trend is one of the most visible social developments across the globe…It 
represents one of the fastest growing segments of the market, namely the natural/personal care, 
functional foods and nutritional supplements arenas. 
 
The enticing business model:  direct selling’s appeal 
 
From a business standpoint, direct selling is fairly straightforward:  instead of products being sold 
through a retail store or the internet, a representative sells directly to consumers.  Relative to a 
traditional retail setting, the sales approach, is more targeted and the representative tends to be more 
informed about the product being sold.  Furthermore, direct selling provides representatives with 
several lifestyle improvements such as supplemental income, the ability to work from home, a chance 
to run their own business, and improved on the job morale. 
 
…However, it is not simply the unconventional approach that attracts so many people to this model.  
Rather, the primary driver is the unique compensation structure that the majority of direct selling 
companies employ.  In a multi-level marketing model, representatives can not only make money selling 
a product, but they are also compensated based on the revenues generated by the representatives 
whom they recruit into the business.  A representative’s recruits are referred to as a downline, and as 
it expands, so do commissions. 
 
Compelling marketing plans 
 
Distributor compensation design is a key structural feature of the multi-level marketing model.  As 
noted earlier, representatives earn income: (1) by selling product at a markup; and (2) on the group 
volume generated by one’s downline.  Across the nutritional MLM space, [public companies’] 
commissions as a percent of sales, has run as low as 35% and as high as 44%.  Therefore, a marketing 
plan that is both lucrative up-front and realistic for growth is an important structural attribute. 
 
Nutritional direct selling is a powerful combination 
 
While the standalone prospects of the health and wellness and the direct selling industries are strong, 
an even more powerful vehicle is created when the two are combined…The lack of information about 
vitamins and other supplements is apparent.  In many retail settings, shelves are overcrowded with 
multiple varieties and brands of similar product, and non-knowledgeable salespeople do not facilitate 
the shopping experience…In addition, there is no better advocate for a nutritional product than the 
user his/her self.  Once someone’s life is changed due to the product, strong loyalty can be created 
both to the product and to the business opportunity. 


