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HOW DIRECT SELLING BUSINESSES 
CAN USE AI TO SOLVE THE AGE-OLD 
RETENTION PROBLEM



By downloading this eBook, you’ve put yourself 

in exclusive company. You’re one of the few 

professionals in the direct selling industry who 

not only acknowledges that churn is a problem, 

but is willing to take steps to address it.

THE QUESTION IS: 
WHAT STEPS SHOULD YOU TAKE?

Most direct selling businesses have tried to curb 

departures among their customers and distributors. 

Some have even hired consulting firms to analyze the 

problem and provide a detailed diagnosis of what’s 

going on.

With these results in hand, businesses have taken 

action the only ways they know how. They’ve launched 

loyalty programs. They’ve offered bonuses. They’ve 

developed training programs. And, of course, there 

are the countless promotions that eat into margins — 

all for a temporary improvement that’s followed by a 

correction over the months that follow.

These expensive programs seldom work as hoped. 

Why not? Because they look at customers and 

distributors as a single undifferentiated mass. They 

see the workforce or the customers in aggregate 

and attempt to affect their behavior all in the same 

way — and it’s not working.

After designing, running and 
analyzing hundreds of discounted 
product promotions, I haven’t 
seen any that had a long-term 
positive impact on retention 
or growth. In fact, every one 
of these promotions had a 
long-term negative impact.

—  SCOTT BELL, VP, PRODUCT AT DIRECTECH LABS 

FORMER SALES & ANALYTICS EXECUTIVE AT 

3 TOP 50 DS COMPANIES.



DISTRO

For better retention, you need to understand the unique 

needs of your people — and then meet these needs. That’s 

easier said than done. At DirecTech Labs, we’ve done the 

hard work for you.

Our four-step retention methodology uses DISTRO℠,  

an artificial intelligence (AI) system, designed to help 

direct selling companies reduce attrition and drive growth 

without promotions, discounts or special programs, and 

with minimal corporate resources.

STEPS TO BETTER 
RETENTION

MEET

DISTRO
THE INTELLIGENT 

RETENTION ENGINE



MILLIONS OF DISTRIBUTORS AND CUSTOMERS ANALYZED BY DISTRO WORLDWIDE



HERE’S HOW IT WORKS.

IDENTIFY THE MOST COMMON BEHAVIORAL 
GROUPS AMONG DISTRIBUTORS AND 
CUSTOMERS.

If you want to meet the unique needs of each of your 

distributors, you can’t just take all 50,000 or 500,000 

of them out to lunch and have a heart-to-heart chat. 

Fortunately, there’s no need to do so.

We’ve analyzed every aspect of the lifecycle of millions 

of distributors and customers worldwide. Although no 

two distributors are exactly alike, we’ve found that they all 

tend to fall into one of 10 distinct behavioral categories.

For example, will the lady who wants a few hundred 

dollars from time to time and is motivated by being the 

center of her social circle move at the same pace or be 

motivated by the same stimuli that someone seeking to 

earn a full-time income would be? Probably not.

Using our behavioral categories, you’ll see customers and 

distributors in a new light. From there, you’ll begin to figure 

out ways to maximize their potential and minimize churn.

MILLIONS OF DISTRIBUTORS AND CUSTOMERS ANALYZED BY DISTRO WORLDWIDE

Using our behavioral categories, 
you’ll see customers in a new 
light. From there, you’ll begin to 
figure out ways to maximize their 
potential and minimize churn.
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—  MICHEL BAYAN, CO-FOUNDER AND CEO 

OF DIRECTECH LABS
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DISTRO UNCOVERS PATTERNS OF BEHAVIOR 
THAT ARE MUCH TOO COMPLICATED FOR 

HUMANS TO SEE UNAIDED.

 PREDICT WHO’S GOING TO BE LEAVING 
30 DAYS BEFORE THEY DO.

Once we’ve categorized distributors and customers 

into behavioral segments, we have a better idea of 

what they need at any moment in time.

Next, Distro predicts which customers and distributors 

are in their last 30 days of activity. It does this by 

generating a retention risk score — from 1 to 100 

for every customer and distributor, every day.

HOW DOES IT KNOW?
Distro uncovers patterns of behavior that are much 

too complicated for humans to see unaided. Gaining 

these insights is an essential first step of any retention 

program. Unless we can understand what makes an 

individual tick, we can’t support their sponsor or upline 

in helping them retain the individual.

But predicting they will quit is not nearly enough to 

save them. If you want to prevent that from happening, 

you have to go much deeper than predictions 

and analysis.

DISTRO KNOWS WHO WILL CHURN BEFORE 
THEY ACTUALLY DO AND HOW MUCH REVENUE 

SAVING THEM COULD BRING.
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DETERMINE THE POTENTIAL WORTH 
OF EACH INDIVIDUAL.

Here’s where the rubber meets the road. Yes, every 

direct selling business would like to reduce turnover. 

Yes, most direct selling businesses are willing to invest 

in retention. But would you invest the same resources 

to retain someone who will bring $500 in revenue this 

year as you would to keep a distributor who will grow a 

team to generate $500,000? Of course not.

AI enables us to predict the future value (PFV) of 

customers, but especially the PFV of any distributor 

and their entire network. By analyzing enormous 

volumes of behavioral data, we can predict which of 

your people is on the road to success, and to what 

degree. From there, it’s much easier for Distro to know if it 

should alert a sponsor, upline, or a corporate executive. By analyzing enormous volumes 
of behavioral data, we can predict 
which of your people is on the road 
to success, and to what degree.
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—  JORDAN ZOMMICK, CO-FOUNDER AND CTO OF DIRECTECH 

LABS AND FORMER TECH EXECUTIVE AT FORTUNE 500
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DETERMINE WHICH ACTION WILL BE 
MOST SUCCESSFUL IN KEEPING YOUR 
HIGH-VALUE PEOPLE.

Every direct selling business’ nightmare is losing 

valuable leaders. When the leader goes, a huge 

portion of that downline tends to go with them, leading 

to a tremendous drop in monthly revenue overnight.

In cases like these, forget about bonuses and loyalty 

programs. You’ll want to get your top field-focused 

executives involved as early as possible. Distro 

automatically alerts these executives when your 

highest-value distributors are at risk of leaving, giving 

them time to offer the appropriate support, and avert 

disaster. Companies using Distro save key people 

and retain millions of dollars in revenue.

Companies using DISTRO save 
key people and retain millions 
of dollars in revenue.
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NOW, WAIT A MINUTE.
At this point, you may be thinking, “It’s all well and good 

to analyze the behavior of our longtime distributors and 

customers and figure out who’s at risk. But turnover is 

highest among our newest people. What can Distro 

do to help us retain them?”

DISTRO HAS YOU COVERED.
Just because your newest distributors haven’t provided 

you with a lot of behavioral data doesn’t mean Distro has 

nothing to offer. Over the years, you’ve seen more people 

sign up with your company and quit within their first 90 days 

than any other group. These individuals have collectively 

generated vast amounts of behavioral data. By analyzing 

this data, Distro can recognize the patterns that indicate 

a churn risk and predict their departure accurately.

DISTRIBUTOR RETENTION IN ACTION
Here’s an example. Veronica is one of your directors. 

She has a small team of about 14 people generating 

about $2000 in sales per month. Distro has revealed her 

retention risk score is exceptionally high and has also 

predicted that she could be a steady producer over the 

next twelve months. So, it’s time to take action.

VERONICA’S RETENTION RISK 
SCORE IS EXCEPTIONALLY HIGH.



directtechlabs

58 %9:41 AMGS

Text Message

Hello Erica, 
Veronica is a valuable leader on your 

Veronica quits, I predict 50% of her 
team will also leave.

“Help Veronica earn more 
comissions this month than last 
month and I predict she could 
become one of your most valuable 
leaders.“

Please reach out to Veronica at 
+1-310-895-9907.

Type STATS for a quick look at 
Veronica’s info. WHY for why I sent 
this to you.

Distro determines that the best step to take is to alert 

someone in Veronica’s upline. The most logical person 

is Susan, the person who recruited Veronica. But Distro 

notices that Susan has yet to make it to manager level. 

She’s only earned a couple of commission checks in her 

nine months with the company. Distro won’t alert Susan 

because she’s not influential enough to save Veronica.

Distro identifies that Erica would be a great mentor 

to Veronica. Erica is higher in the organization than 

Susan and Veronica. She’s generating $3K per month 

in commissions, and she has a healthy and successful 

downline. Erica has a 70% success rate at saving the 

people Distro has sent her in the past. In this scenario, 

Distro messages Erica with the following information:

•  Veronica’s retention risk and current business 

performance.

•  Distro’s prediction of Veronica’s future value 

to the team.

•  The specific outcome that Erica should pursue 

to prevent Veronica from quitting.



But there’s a snag. Erica is on vacation — and this 

morning, she dropped her phone in the ocean. 

She has not seen the alert.

Fortunately, Distro is one step ahead. When Erica 

doesn’t take action within the predetermined time, 

Distro immediately sends a message to Maya, Erica’s 

upline mentor.

Distro tells Maya it’s tried to get Erica without success. 

It sends Maya numbers on Veronica’s business, and 

within minutes, Maya is on the phone with Veronica 

giving Veronica the support she needs. Veronica gets 

over the hump, stays on track, and you avoid a hit to 

your bottom line. Imagine stories like this happening 

every day all over the world with thousands of 

individuals in all of your global markets.

Imagine stories like this happening 
every day all over the world with 
thousands of individuals in all of 
your global markets.

MAYA GIVES VERONICA THE 
SUPPORT SHE NEEDS.
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DirecTech Labs

1605 Pacific Ave, Venice, CA 90291

(310) 895-9907

info@directechlabs.com

www.directechlabs.com

WHAT CAN DISTRO DO FOR YOU?
Based on the scenario we’ve outlined, you may think 

Distro is pretty smart — but keep in mind that it’s 

always getting smarter. Because Distro is built on 

AI algorithms, it’s continually studying patterns of 

behavior, generating new data and building insights.

Distro also has an extensive built-in experiments 

engine. You can test different messages, rules of 

engagement, etc. It’s all fully managed by your 

account team who collaborates with you regularly 

to continually improve performance.

With each recommendation Distro makes, you can 

take decisive steps and track the results through the 

Distro dashboard. Watch as you increase retention, 

drive new revenue, build more commissions per 

distributor, increase customer lifetime values and 

gain numerous insights into what drives customer 

and distributor behavior.

Every departure you prevent will not only protect your 

bottom line but also boost your reputation among the 

next wave of potential distributors. Along the way, you 

and Distro will keep learning new ways to help extend 

your competitive advantage.

Got questions about getting started with powerful 

AI technology that can help you increase retention 

without increasing your IT budget? We’re ready to help. 

Schedule an appointment to speak to a retention 

expert at DirecTech Labs today.

DISTRO IS ALWAYS 
GETTING SMARTER

https://www.directechlabs.com/schedule-meetings/

