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Thirty One New Consultant Guide 2013: A
Retrospective and Guide to Success
The Thirty One Gifts New Consultant Guide from 2013 represented a significant resource for individuals embarking
on their journey as independent sales representatives. While the specific guide itself is no longer readily available in
its original form, understanding its context and the strategies it likely encompassed remains valuable for anyone
considering direct sales or similar entrepreneurial ventures. This article will explore the likely content and context of
this guide, offering insights relevant even today. We'll delve into the probable benefits for consultants, common
usage strategies, potential challenges, and lessons learned from this era of direct sales marketing. Key aspects we’ll
examine include: product catalogs, sales strategies, customer relationship management (CRM), and
business planning.

Introduction: Navigating the Landscape of Direct Sales in 2013
The year 2013 marked a significant point in the evolution of direct sales, with social media rapidly transforming how
independent representatives engaged with customers. The Thirty One New Consultant Guide likely reflected this
shift, incorporating strategies for leveraging online platforms alongside traditional methods like home parties and in-
person demonstrations. Understanding the strategies outlined in this guide provides valuable context for anyone
interested in direct sales, regardless of the specific company or timeframe. This article aims to recreate that
valuable information, offering a relevant and insightful resource.
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Benefits of the Thirty One Consultant Role (and Similar
Opportunities)
The Thirty One New Consultant Guide likely highlighted the many benefits associated with this business model.
These benefits, which remain relevant for similar direct sales opportunities today, could be summarized as follows:

Flexibility and Independence: Consultants could likely set their own hours and work at their own pace,
balancing their business with personal commitments. This aspect remains highly attractive to many.
Income Potential: The guide would have emphasized the potential for substantial earnings based on sales
performance and team building (if applicable). Success, however, directly correlated to effort and effective
sales strategies.
Product Knowledge and Training: The guide probably offered extensive product training, enabling
consultants to confidently present and sell the Thirty One product line. This element is crucial for building
customer trust and driving sales.
Community and Support: The Thirty One network likely provided ongoing support, training, and
opportunities for collaboration among consultants. This aspect, common across direct sales models, fostered a
sense of community and shared learning.
Personal Growth: Developing sales skills, building a business, and managing customer relationships
contributed to significant personal and professional development.

Usage and Strategies from the Thirty One New Consultant Guide
(Likely Content)
The guide likely detailed strategies for success, covering aspects such as:

Product Catalog Navigation: A key component would have been a detailed understanding of the Thirty One
product catalog, including features, benefits, pricing, and target customer segments. Understanding product
lines, such as totes, purses, and home organization items, was fundamental to effective selling.
Sales Techniques: The guide would have outlined effective sales strategies, likely including techniques for
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engaging potential customers, conducting successful presentations, handling objections, and closing sales.
This may have included scripting for common scenarios.
Customer Relationship Management (CRM): The guide may have introduced basic CRM principles,
emphasizing the importance of building and maintaining strong relationships with customers. This could have
included techniques for gathering customer data, following up after sales, and nurturing ongoing customer
loyalty.
Business Planning and Goal Setting: Consultants probably received guidance on developing a business
plan, including setting sales goals, managing finances, and tracking their progress. This is essential for any
successful business venture.
Leveraging Social Media (2013 Context): Given the timeline, the guide likely stressed the importance of
social media marketing, explaining how to use platforms like Facebook and potentially Pinterest to reach
potential customers. Early adoption of online strategies was likely a key differentiator for success.

Challenges and Considerations for Thirty One Consultants (and
Similar Roles)
While the benefits were significant, the Thirty One consultant role likely presented challenges:

Investment Costs: Starting a direct sales business often involves initial investment in products, marketing
materials, and training.
Sales Dependence: Income is directly tied to sales performance, requiring consistent effort and effective
sales strategies.
Time Commitment: Building a successful business demands a significant time commitment, especially
during the initial stages.
Competition: The direct sales market is competitive, requiring differentiation and strong marketing skills.
Inventory Management: Handling inventory effectively can be challenging, requiring careful planning and
organization.
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Conclusion: Lessons Learned from the 2013 Guide and Beyond
The Thirty One New Consultant Guide from 2013, while unavailable today in its original form, provides a valuable
case study in direct sales strategies. The emphasis on building relationships, leveraging emerging technologies, and
effective business planning remains relevant for anyone considering a similar entrepreneurial path. Successfully
navigating the challenges requires dedication, adaptability, and a strong understanding of both the product and the
marketplace. The core principles of effective sales, customer relationship management, and smart business
planning transcend specific companies and time periods. By applying these timeless principles, individuals can
improve their chances of success, regardless of the chosen business model.

FAQ
Q1: Was the Thirty One New Consultant Guide 2013 different from later guides?

A1: Yes, likely. Direct sales strategies and the use of technology evolve constantly. Later guides would have
incorporated newer social media platforms, updated sales techniques, and perhaps more sophisticated CRM
strategies reflecting the changing digital landscape. The 2013 guide reflected the nascent stages of social media
integration in direct sales.

Q2: Are there comparable resources available today for direct sales consultants?

A2: Yes, many direct sales companies provide comprehensive training materials and ongoing support for their
representatives. These resources often include online training modules, mentorship programs, and access to sales
tools and marketing resources.

Q3: What are some key takeaways from the hypothetical content of the 2013 guide?

A3: Key takeaways would likely include the importance of strong customer relationships, effective sales techniques,
leveraging social media (adapting to current platforms), detailed product knowledge, and consistent effort and
business planning.
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Q4: How important was the product catalog in the success of a Thirty One consultant?

A4: The product catalog was paramount. Thorough knowledge of product features, benefits, and target customer
segments allowed consultants to effectively present and sell the products. This translated into higher sales and
customer satisfaction.

Q5: Did the guide emphasize teamwork or individual effort?

A5: Likely both. Many direct sales models benefit from teamwork – building a downline, sharing best practices, and
collaborating for success. However, individual sales performance remained the ultimate driver of income.

Q6: How crucial was social media marketing in 2013 for Thirty One consultants?

A6: In 2013, social media was rapidly gaining traction. Early adoption and effective use of relevant platforms likely
provided a competitive edge. Consultants who embraced social media strategies probably experienced greater
reach and higher sales.

Q7: What were some common challenges mentioned in the 2013 guide (hypothetically)?

A7: Potential challenges might have included initial investment costs, time management, overcoming sales
objections, handling customer complaints, and staying updated with evolving social media strategies.

Q8: What is the lasting relevance of the 2013 guide, despite its unavailability?

A8: The underlying principles of effective sales, relationship building, business planning, and adaptability remain
timeless. The guide’s hypothetical content serves as a reminder of these fundamental aspects, applicable across
various direct sales models and eras.

Thirty One New Consultant Guide 2013: A Deep Dive into Success

The year was 2013. For many aspiring entrepreneurs , the path to success seemed daunting. Navigating the
challenges of the consulting world, especially as a newcomer, required a detailed understanding of client relations .
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This is where the Thirty One New Consultant Guide 2013 emerged in, offering a practical roadmap to thriving in the
fiercely competitive landscape. This article will examine the essence of this priceless guide, highlighting its key
features and their enduring relevance even today.

Understanding the Landscape: The Guide's Foundation

The Thirty One New Consultant Guide 2013 didn't simply present a compilation of tricks . Instead, it built a firm
foundation by first outlining the characteristics of a successful consultant. This included highlighting the importance
of problem-solving abilities . It compared the role of a consultant to that of a skilled strategist , underscoring the
need for establishing credibility with customers .

The guide further tackled the vital aspects of marketing. It offered practical advice on networking , proposal writing ,
and fee negotiation . This holistic approach differentiated the guide from basic "how-to" manuals.

Key Strategies and Implementation:

The guide's effectiveness lay in its tangible examples and actionable strategies. For instance, it detailed various
methods for identifying potential prospects, including utilizing professional networks . It moreover provided samples
for pitches , helping new consultants organize their thoughts effectively.

The guide surpassed simple theoretical knowledge. It emphasized the value of skill enhancement. It encouraged
consultants to remain informed of market changes and modify their methods accordingly. This visionary perspective
ensured the guide's timelessness .

Beyond the Basics: The Human Element

What truly set apart the Thirty One New Consultant Guide 2013 was its concentration on the interpersonal aspects
of consulting. It understood the value of building strong relationships with stakeholders. It offered advice on
negotiation skills, highlighting the significance of compassion in handling complex situations.

The guide further dealt with the commonly neglected aspects of self-care . It recognized that the demanding
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essence of consulting could lead to exhaustion if not addressed properly. This comprehensive approach ensured the
guide's relevance extended beyond simply commercial considerations.

Conclusion:

The Thirty One New Consultant Guide 2013 provided a complete and practical framework for aspiring consultants
joining the field. By combining actionable techniques with a deep understanding of the human dynamics involved,
the guide offered a pathway to success that continues significant even today. Its timeless significance lies in its
power to enable new consultants to not only thrive but also to build lasting relationships with customers .

Frequently Asked Questions (FAQs):

Q1: Is this guide only relevant for consultants in a specific industry?

A1: No, the principles outlined in the Thirty One New Consultant Guide 2013 are applicable across various industries.
The focus is on core consulting skills and business development strategies that transcend specific sector boundaries.

Q2: Is this guide suitable for experienced consultants?

A2: While primarily targeted towards new consultants, experienced professionals might find value in reviewing the
sections on client relationship management, business development, and self-care. It offers a useful framework for
self-reflection and potential improvement.

Q3: Where can I find a copy of the Thirty One New Consultant Guide 2013?

A3: Unfortunately, the guide may be difficult to locate as it was published in 2013 and might not be widely available
in physical or digital formats. Searching online marketplaces or contacting professional consulting organizations
could prove helpful.

Q4: Are there modern equivalents to this guide?

A4: Yes, numerous updated resources and guides on consulting are available today, often incorporating newer
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technologies and methodologies. However, the foundational principles outlined in the 2013 guide remain valuable
and enduring.
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