
 
 
 

TheNetworkMarketingMagazine.com Page 1 
 

INDUSTRY | RELATIONSHIP | PROFESSIONAL 
DEVELOPMENT | WOMEN  
MLM Woman  
More than 10 years ago, there was a small group of women 
amongst the "men's club" on the discussion boards on AOL. 
In April of 1995, the MLM Woman newsletter was born. 
Today, it's one of the top ranked websites in network 
marketing. Its editor/ publisher knows her business and has 
learned a great deal about your business.  
a conversation with Linda Locke 
plus ATTACHMENT 
3918 words | 13 pages 
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Tell me when and how you began MLM Woman, 
Linda. 
In 1995 a coworker had turned me on to AOL, so I got on and I found a 
whole bunch of people discussing MLM on the forums there. I decided it 
would be really neat if I could connect with other women, because I didn't 
know a lot of women in my local area that were interested in network 
marketing like I was. 
 
Were you an active distributor at that time? 
Yes, I was. But we just had a small group and most of it was guys, there 
were not a lot of other women. I decided I would start this little free e-
newsletter and see what kind of support I got, so I put that out on the 
forums at AOL and women were really interested. 
 
I started networking with them and then after doing that for about a month 
or so I thought it might be a viable business and fill a need that was out 
there in the marketplace. So, I decided to do a printed newsletter. 
 
Tell me about the 'need' that you saw. 
My personal belief was that there were a lot of women out there in MLM, 
but they didn't really have a voice.  
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A lot of the publications and 
articles were written entirely by 
men, they showed more of a male 
perspective to the business and I 
didn't really feel there was a voice 
for women out there. 

 
I didn't find any resources about how women did the business, how 
they're challenged and how things were different for them. 
 
Were there some immediate differences you saw in 
how men were doing the business and how women 
were doing the business that got your attention? 
Yes, men in general are more interested in the recruiting aspect and 
building really big right away and being very aggressive in the business. I 
find that women are a bit more relationship-building oriented and willing to 
take it more slowly. Women also really want to be sure that the products 
are good, so they feel confident recommending them to others. They are 
more interested in building slowly and building a community. They are 
little bit slower, but are really good at building for the long term. 
 
Does this go beyond style or a gender difference? 
I think it is partly style, because there are women that like to go for the 
recruiting and the big bucks right away too, but I think in general most 
women are more interested in building slowly and building the 
relationships. With most of the women that I have talked to that tends to 
be the way they approach the business. They're really put off by the hard 
sell methods, the real hard-hitting sales techniques. They're not really 
interested in that and I think women in general don't respond real well to 
it. 
 
One of the things I've noticed is that men would have 
a tendency to say, "Once you get into the business, 
we'll work on the friendship." whereas women are 
more likely to say, "We're going to work on the 
friendship and maybe you'll get into the business." 
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Exactly, because with women trusting and liking the people they do 
business with is really important. I don't think that you're going to be 
successful recruiting women in this business, if they don't really like and 
trust you. You have to establish a relationship with them first, before you 
start doing business. 
 
Have you seen a difference— for instance in the 
forums— in how they speak to each other? 
In online forums, men tend to post more than women, but when women 
do communicate online, they are more interested in finding out more 
about each other and offering encouragement even if they are with other 
companies. Men tend to focus more on how to promote their business 
through their posts. 
 
 

What I have also found, and one 
of the reasons I started the 
newsletter, is that women are 
usually much more reticent to put 
themselves forward and shine the 
light on themselves. They don't 
always like the spotlight.  

 
Maybe it's social conditioning, I don't know what it is, but they often feel 
it's not okay to do that. But with another woman they feel more 
comfortable and feel they can communicate directly with them, whereas 
with a guy they might be a little quieter about stuff. 
 
What were the initial issues that got the most air time 
and attention in MLM Woman? 
I think that women have the same concerns as everybody in network 
marketing; how to find prospects, how to deal with rejection… I think the 
women probably take the rejection part of prospecting a little more 
personally than guys do. 
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Linda, you said you've been doing this since 1995, so 
you've been at it for about 10 years. You started 
online; was it always online and did you always have 
a hard copy of MLM Woman? 
Yes, we did have a printed edition that we published for several years and 
then when the Internet really started to explode we decided rather than 
charge for a hard copy subscription with no advertising it would be better 
to make it free to everybody on the Internet and take advertising so 
everybody could have access to the information and we could reach a 
wider base. 
 
From a business point of view, how did that work? Is 
it working? 
Yes! It works really well! It's a niche for us. We've been out there for a 
long time. There are others who are now offering things to women in the 
industry, which is a good thing. The business pays for itself and I really 
believe in it, which makes it all worthwhile. 
 
What have you seen change in the last 10 years, in 
network marketing and specifically in network 
marketing with women? 
In network marketing in the last 10 years there has just been an explosion 
of so many new companies. There used to be significantly fewer and now 
every day there seems to be somebody new coming into it. So, there are 
a lot more choices for people. You can build offline, online, and there are 
more party plan/direct sales type opportunities out there for everything 
imaginable and that's great! 
 
The Internet has really changed the industry completely, because now 
more people who aren't comfortable with the one-on-one and face-to-face 
selling are finding themselves more comfortable meeting people on the 
Internet and then talking to people on the phone. It also opens up the 
whole geographical nature of recruiting, so you're no longer limited to 
your local area, now you can talk to people all over the world! 
 
I think from the woman's perspective, again, all those things affect them, 
there is more opportunity there for them, more companies to market, 
more choice.  
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The Internet has leveled the 
playing field where women now 
can be as competitive as anybody 
in the business and use it to 
leverage their business and make 
it successful. 

 
I'm on thin ice here, but I'm wondering— has the 
nature of the kind of women you've seen becoming 
attracted to network marketing changed in the last 10 
years? 
I think women in general are becoming even more interested in network 
marketing, because it's become a little more mainstream, so it's more 
acceptable now and more people know about it. There are a lot of young 
women in particular who are trying to create a new mold with the 
realization that having a traditional job, having a partner, having kids, 
trying to have it all might not be doable unless they have flexibility. So, a 
lot of young women are looking at network marketing and direct sales as 
a real viable work from home business for them where they can have 
their own hours, make money and stay in a career and also have the 
flexibility they need for their children and family. I really think that's a big 
draw for young women. 
 
It's interesting, because there are some powerful 
statistics about the number of people who are retiring 
right now. I would have thought that you'd be seeing 
a greater number of older women more willing to 
become involved as well. 
That's a trend as well. The 'boomer' women, of whom I include myself, 
are looking for more flexibility in their careers too— they can retire but 
they don't want to stop working. They want a business, they want more 
money to supplement their retirement and they're tired of the stress and 
rat-race of working for a corporation, so that is also another group looking 
to get into the industry in greater numbers.  
 
However, I think with them it's just one of many options, and because 
they have a lot of work experience they may choose to do something 
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else, starting their own traditional business, or consider a more creative 
type of pursuit.  So is it is a trend, but I think the young women are really 
looking for something different, they're really looking for the flexibility. Of 
course, that's just my observation and it could be wrong. 
 
In your publication, what topics seem to be getting 
the most attention? Which do women seem the most 
enthusiastic about or demanding more and more of? 
Again, I think like everyone else, women are interested in how to do 
successful prospecting, they definitely want information on how to use the 
Internet to promote their business, and also how to build and retain a 
downline. Those three things I have found have a very high interest for 
women. 
 
Do you have any advice for men in terms of attracting 
women to their organization and working with 
women? 
Yes, I think the main thing they need to understand is that they must to 
build a relationship with the women they’d like to do business with.  
 

Men need to avoid launching into 
the hard sell pitch and focus on 
developing a relationship by 
talking about what they have to 
offer as a sponsor; what kind of 
system they use, and the training 
and support they provide and 
really lay out a blueprint of how 
they work with their team. I think 
women want more details.  

 
There have been studies on the Internet about how women shop. When 
women go shopping they find out as much information as they can about 
something. They want to have a lot of information about something so 
they can make an informed choice when they decide what business to go 
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into. If men make that their focus and really listen to what the women are 
saying about what they want from their business they will go far. 
 
Is there a contradiction there, Linda, between the 
networking admonition, 'Don't try to become a 
product expert' and wanting more information? 
There could be, but I just think women in general are not going to be 
interested in a company that they don't thoroughly understand and they 
really need to be behind the product. The products are real important to 
them, so if they don't believe in that, if they don't think it's viable, they 
don't think they can go out and recommend it to their friends and other 
women, and then they are probably not going to join. In the rare instances 
where they do join, they probably won't stay very long. So, I think the 
details are important and you do need to become something of an expert 
about the products in order to market to women, so they understand 
what's good about this product and why should they recommend it. 
 
It's a gross generalization that men tend to be more 
rational, analytical and women more emotional and 
intuitive. Is that something you agree with? 
I think that women definitely have stronger intuition skills but, it's like 
anything else, some women are more intuitive than others. As for being 
more emotional... that's not something I would say about women— but 
they definitely use their intuition. 
 
I don't mean not in control of their emotions. It would 
have been better if I'd said 'men tend to be thinkers, 
women tend to be feelers'. 
Yes, generally, women are more in touch with their feelings, which I think 
is definitely a good thing and can be very useful in business.  
 

I think the statement that men 
tend to be thinkers and women 
tend to be feelers is basically 
true. 
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Okay, then what is different in how the 'thinkers' are 
going to approach this business and how the 'feelers' 
are going to approach this business? 
Well, the thinkers are probably going to say, "Okay, here’s the math.  It’s 
all a numbers game. I need to contact 200 people and of those I'll get five 
to sign up and of those five…” they're very analytical. They don’t put a lot 
of energy into building relationships – they consider that a waste of time 
⎯ they’re just moving through the field. Doing it all by the numbers with 
an attitude that this is our system and if you can't get with the program 
we're going to move on to the next person. 
 
What does a woman, who is focused on relationships, 
do when faced with an organization that has a system 
like that? 
They're going to be real unhappy! And they are probably going to be 
finding a new team real fast. There are a lot of people who say, 'We have 
a proven system. You must follow this system. You can't have any 
creativity. We have a system that works and it works for everyone.' Some 
women will do that for a while, but most will eventually admit it's not 
working for them at all and they'll decide to quit. 
 
What counsel do you offer women who find 
themselves in that situation? Let's say they love the 
product, they're getting along with the people in the 
company, but here's this system that's a big 'no thank 
you'? 
Then they are going to have to invent their own system and do it their 
own way. That can be scary but that's really what they'd have to do if they 
really like the company and everything else, then they'd have to start 
fresh and do it their way and teach that to their downline. 
 
And is your organization, MLMWoman.com, a 
resource for them to explore those different ways? 
Yes, because the main purpose of my publication is to offer people new 
ideas, fresh ways of looking at things, advice from other women and guys 
about how to promote and market their business and make it successful. 
So, I see it as a training tool.  
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My belief is that there are many 
different ways to achieve success 
and you need to work with your 
strengths to figure out what the 
best ways are for you to do that.  

 
I think a much better way is to offer your team a variety of ways to 
approach the business that appeal to all types of people – not just ones 
that are good at the traditional sales techniques. You can offer many 
different ways of building a business and leave it open-ended, so if a 
woman joins your group she has lot of options to choose from, not just 
one. 
 
Do you find women are more open to that approach; 
that more eclectic, embracive approach? 
Oh yes! Definitely. 
 
How about women's ability to not only go cross-line 
but go cross-company for relationships? 
Yes, and I think they do that a lot because that was certainly my 
experience when I first started MLMWoman. There were all these women 
in different companies and one of the first things I did was invite everyone 
to have their names and products on a list so we could all share and buy 
from each other and support each other. That's very much how women 
are. 
 
So, that's been part of your culture from the 
beginning? 
Oh yes, and we were all just really excited about doing that and 
supporting each other. 
 
I hadn't reflected on this until this conversation with 
you, but I never get an objection with any of my 
magazines from women, saying, "You're not going to 
mention companies are you?" That's always a male 
voice. It seems the men are the ones who do not want 
competition, don't want other systems explained and 
explored; I never get that from women. 
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No, you wouldn't get that question from women, because they don’t see it 
as a competition. They see it as a chance to build relationships. The 
cross-pollination is not a threat to them, because they see it as building 
the community and building connections. 
 

Women see this as a long term 
commitment and they value the 
relationship regardless of 
company affiliation with the 
awareness that things like 
company affiliation may change 
down the road, but a valued 
relationship is forever.  

 
Women are very supportive of each other. I belong to professional 
women's networking group and the women there are very supportive of 
women who want to start a business or who are going through a transition 
in their life. Women are very good at that, they're used to helping and 
mentoring each other. 
 
More of a value of cooperation than competition? 
Exactly! They've done studies in the corporate world that show women 
want to have more of a cooperative, consensus type leadership with their 
team than guys seem to want; more of a leader than the autocratic boss. 
 
Talk to me about that a minute. Have you seen women 
more effectively having a team approach than men? I 
mean, the man's the leader and men tend to follow a 
military-like model whereas women seem to approach 
it like the bake sale at church: "I'm good at this so I'll 
do it, you're good at that so you can do that." 
Yes. It's more cooperative. We're clear about what we can do well and 
that's what we bring to the team and that's how we help the team. Women 
aren't so much concerned about 'who gets to be the boss' like men seem 
to be. Women are more focused on getting the job done and getting it 
done in the most effective way.  
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I just think women are more team 
oriented and they're more 
comfortable working in teams 
where you have cooperation 
among team members rather than 
a competition. 

 
Do they also seem to be more intent on having fun? 
I think so! I think that's where they bring the creativity and intuition and 
stuff like that out in the open. The few times I've worked a job with hardly 
any women around it was sure different; nobody brought goodies, nobody 
decorated or celebrated birthdays… it was pretty dull [laughing] … 
women bring those things into the office because that makes work more 
fun! 
 
I was speaking with Kim Klaver about this issue and I 
said, "You know, if you look at all kinds of business 
and give them a gender, network marketing strikes 
me as really female." 
It is! I really think it is, because of all the things that you need to be a 
successful long term, which includes your desire to make this industry a 
better place because you were in it. You don't want to be successful 'at all 
costs', you want to be successful and make it better and have a good 
reputation, so when people hear your name they think of you and the 
industry in a good light. 
 
It is a known fact that in direct sales, it's just about 80 
percent female participation and 85 percent part time. 
Do you see a reason for that and what do you see for 
the future? 
Well the reason, I think, is because it really plays to the strength of 
women. A lot of the direct sales companies have some sort of party plan 
aspect to the business and that went through a time where it wasn’t as 
popular, but it's having resurgence now, especially with younger women, 
because they're connecting more and want to do fun social things and it 
provides an outlet for doing that. 
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In my mom's day it was called a coffee klatch, The 
brilliant part of this one is, unlike the coffee klatch, 
they're all out making money. 
Yes, they're making money and I think the younger women are a bit more 
flexible and they like the idea that they can do different things to make 
money.  
 

Women are not quite as likely 
today to try to 'fit in' to a guy's 
idea of how to make money. They 
want a career but they realize 
they have choices.  

 
Sure there's that one model, but they don't have to follow it. They can 
have their own business, they can go in and out of working for someone 
else, and they just see all kinds of opportunity there. 
 
The second part of my question, Linda, do you see 
that continuing? 
Oh, I do see it continuing because more and more companies every day 
are coming into the direct sales model, a lot of well known companies are 
adding a direct sales line. I see this as a continuing trend, because I see 
there is a lot of interest out there and I think that companies see that this 
is a viable way for them to increase their market. Whether they started out 
as a direct sales company from the beginning or they started out as a 
traditional company and are going to go into direct sales, they see a 
growing interest in shopping this way and in people wanting to have a 
part time business, so I see it growing. 
 
And the future of women in this business? 
Well, there is no glass ceiling. They can go anywhere they want to go. It's 
a perfect business for them, it allows them flexibility and it uses the 
strengths that they have, the connection and relationship building, good 
listening skills and building and working with a team. A lot of people could 
be successful at recruiting people, but the second part of the business is 
actually keeping people in the business, building a sales team and 
moving forward, having your downline be successful and helping them do 
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that. I see that women really have the strengths to do that, so I think there 
is no limit to what they can achieve in the business if they put their minds 
and hearts into it. 
 
 

————————————————————— 
 

 
 
 
 
 
 
 
 
 
 
 

 
 
Linda Locke is the Editor/Publisher of MLMWoman Newsletter and the 
new MLMTalk Blog. She has been involved in the MLM and Network 
Marketing Industry for over 10 years and enjoys mentoring newcomers to 
the business through her websites and newsletter. A Navy brat, she 
attended school in New Jersey and Virginia, and graduated from the 
University of California at Santa Barbara with a Comparative Literature 
Degree. A life-long entrepreneur, Linda has also worked as a reporter at 
the Las Vegas Review Journal, a technical writer/editor and a freelance 
web designer. She enjoys reading mysteries, watching the SciFi Channel 
and meeting new people online and off. 
 
You can visit Linda's weblog, here: MLMTalk.com  and subscribe to the 
MLMWoman newsletter here; http://www.mlmwoman.com. 
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INDUSTRY | TOOLS | WOMEN  
MLM Woman Issue 100  
In May of 2005, MLM Woman passed a milestone with their 100th 
issue. The free on-line monthly newsletter made possible by the 
site's advertisers and customers, has been providing top-quality 
education, training and resources for direct selling women for more 
than 10 years. Here is a sample issue. 
edited by Linda Locke 
a 12 page downloadable Word.doc 
 
 

————————————————————— 
 
 

 
 
 
The 100th issue features articles on how to get 80 percent of your 
prospects to call you back, the top online press release writing mistakes 
to avoid, how to advertise with flyers, and the top five steps to reducing 
financial stress. 
 




