
The overwhelming theme of this edition of Direct Results
is Recognition.  Direct selling/multi-level marketing com-
panies know the value and benefits of recognition more
than any other industry.  In this edition, we’ve highlighted
some of the recognition programs that a few fellow com-
panies have instituted for their distributor network but
we could have included many, many more.

Deciding on having a recognition program is just one step
in the process.  You’ll want to create a well designed
career path and/or sales & recruiting program that clearly
communicates the company’s direction, provides oppor-
tunities for personal and professional growth, and estab-
lishes measurable goals and objectives.  Consultant/repre-

sentative satisfaction and loyalty are directly proportional
to the service they provide to your customers.  Your busi-
ness success depends on how you cultivate your distribu-
tor network into a productive, passionate, quality-orient-
ed team.

Some things companies may want to consider include:

• Founders Clubs &/or
Charter Member
Clubs are an excep-
tional way to begin
recognizing your 
initial distributor 
network. These clubs

Creative Jewelry Solutions for Recognition, Promotion and MotivationSM

SPRING 2010

A news letter  for  the Di rect  Se l l ing  Industry

E.A. Dion, Inc.
33 Franklin McKay Road
Attleboro, MA 02703
1-800-445-1007
(508) 222-9662
Fax: (508) 222-8418
E-mail: info@eadion.com
Web: www.eadion.com

Address Service Requested

PRSRT STD
U.S. POSTAGE

PAID
PROVIDENCE, RI
PERMIT NO. 1320

..
Recognition is a Business Imperative . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .1
SendOutCards is Sending Out Sales Recognition  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .1
Nefful – Simply the Best  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .2
Dion Just Keeps Growing!  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .2
Isagenix Does Recognition Like Never Before  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .3IN

S
ID

E

Recognition is a Business Imperative

A truly unique company in an industry
full of start-ups, is moving to the next
level with a contemporary and upscale

new distributor network recognition
jewelry award program. SendOutCards

(SOC), established in 2003, allows you
to send a printed greeting card with

your message in less than 60 sec-
onds right from your computer.
SOC prints it, stuffs it and mails it, all

for less than a greeting card at the store.  You can even
have your own handwriting entered into the system for
an even more personal touch!

Drive Marketing, a major 
recognition, promotion and
career path distributor to the
DSA/MLM market has worked
with SOC for a number of years now. Drive
took a look at SOC’s compensation plan and came up
with a number of ideas for recognizing sales achievement.

One such idea was a sales recognition jewelry award pro-
gram.  Drive Marketing designed a stylish and sophisticat-
ed set of men’s and lady’s jewelry pieces.  Drive
Marketing then came to
Dion with their designs
and Dion brought
the products to
life.

The award jew-
elry includes a
sterling silver
bracelet and charm,
a necklace with pendant,
a tie tack, cufflinks and a “repeat
wording” money clip.  These
accessories incorporate the SOC
logo, while still looking fashionable and wearable.
SendOutCards presented the items at their 2009
National Convention in September to rave reviews
from their distributors.

Dion Designs

Dion

E.A. Dion is looking forward to the excite-
ment and camaraderie of this year’s DSA

Annual Meeting, especially with all of the celebration sur-
rounding the 100th Anniversary of the DSA.  Every year as we
prepare for the DSA Annual Meeting, we are surprised at the
number of DSA member companies with which we have
partnered to create recognition and award products through-
out the year.  In observance of the DSA’s centennial year, we
looked back over our own history and came up with well
over 100 DSA member companies for which we have created
career path, promotional, special event, or some other cus-
tomized jewelry. 

This year, in addition to displaying an array of jewelry solutions

that we have created for quite a number of DSA member
companies, we will also be introducing some new lines of
fashion forward men’s and lady’s jewelry pieces that can be
easily customized to your specific needs with faster turn-
around and at a reduced tooling cost vs. traditional tooling.
We also have added some upgradeable pieces to our patent-
ed Logo-Pop jewelry
collection. 

If you will be attending
this year’s DSA Annual
Meeting, don’t miss see-
ing our new additions
and ask us how we can
help you recognize,
reward and motivate.
You’ll be glad you did!
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Recognizing your
key distributors
has never been
more important
than in the cur-
rent economy.

Again and again
DSA/MLM companies have come to the real-
ization that jewelry awards are a key compo-
nent to a successful recognition
program.  Precious metal
jewelry maintains its
value throughout the
years, and the personal
and custom nature of
jewelry encourages
loyalty.  If you haven’t
considered jewelry awards in your distributor
network recognition program before, maybe
now is the time!!
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Nefful -- Simply the Best!
Nefful, through its line of health, beauty and wellness products, is
one of the largest direct selling companies in Japan and Taiwan and
is expanding rapidly in the United States, Hong Kong, Malaysia and
Singapore.  This past year the company added some exciting new
jewelry offerings at their 7th Annual Awards and Conference. 

At its event – entitled SIMPLY THE BEST – Area Managers (AMs)
and Area General Managers (AGMs) were awarded beautiful jew-
elry pieces for the first time which they could wear and admire
long after the conference ended.  Nefful prides itself on its Annual
Awards and Conference venues (it was held at the Beverly Hilton

Hotel, the same venue as the Golden Globes)
and the addition of these fine jewelry awards

added to the event's glamour and ele-
gance.

The specific awards included:

• AGMs received a silver logo pin with 27
amethyst colored crystal stones and
AMs received a gold logo pin with 27
clear crystal stones;  

• AGMs who achieved Silver, Gold
and Platinum Leadership Awards
received a beautiful 10 karat gold
amethyst ring with additional
amethysts surrounding the center
stone; and

• AGMs who achieved the
Leadership Diamond Award –
Nefful’s highest and most presti-
gious award – received a14-karat
gold amethyst ring with genuine diamonds
surrounding the center amethyst.

At the first night's welcome party, Nefful
introduced the ring program to its AGMs.
They were so excited about these beautiful jewelry pieces
they couldn’t wait to receive them.  Many of the new distribu-
tors at the ceremony were so impressed they began strategiz-
ing how they could earn their own ring award in the future!  

Award jewelry provides a chance for a company to express its
gratitude to its high achievers, as well as integrate loyalty and
motivational opportunities into the mix.  Not only are the
recipients of the pieces motivated, but others in the organiza-
tion are motivated to earn their own award jewelry piece.
Very few award prod-
ucts can make such a
claim.  The excitement
surrounding the new
awards at Nefful’s
Annual Awards and
Conference are a testa-
ment to that fact.

SendOutCards is Sending Out Sales Recognition
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Isagenix Does Recognition Like Never Before
Isagenix, makers of nutritional supplements, weight manage-
ment products and skin care goods, has a hugely successful
consultant network that they believe is important to recog-
nize and celebrate.  This past year, they chose a beautiful
and powerful way to communicate its recognition and
appreciation for their many highly achieving consultants.

Replacing a previous program,
Isagenix worked with distribu-
tor, Paul Piscitelli, of Paul
Anthony, Ltd. and E.A. Dion’s
account manager, Linda Sullivan,
to come up with a new sophisti-

cated pin design for its Consultant
Silver and Gold Recognition level

earners.  Dion’s Design Team incorporated the
Isagenix company logo into a contempo-
rary and stylish design that consultants
would wear with pride. Additionally,
Dion designed a new award ring for

those reaching a million dollars in earnings and, as a result,
entering the Millionaire Circle.  These stunning 10-karat
men’s and lady’s rings contain a white gold insert in the
bezel and are set with a genuine emerald in the center.
Diamonds were then added around the bezel to repre-
sent how many millions they had earned.  The lady’s rings
integrated an open side panel with a cutout of the Isagenix
logo in it. The men’s ring built the Isagenix logo into the
white gold ring top insert.  Awarded for the first time
ever, million dollar earners received their Millionaire Circle
diamond rings at Isagenix’s 2009 "Living Your Dream"
Celebration National Convention in Anaheim, California.
Recipients were delighted with these beautiful jewelry
pieces and Isagenix

anticipates they
will have quite 

a few more
ring recipients
over the 
next year.

Dion Just Keeps Growing!
E.A. Dion is pleased to welcome the addition
of Kristine E. Pereira and Jonathan Sweet to
the Dion team, as well as the promotion of
David J. Newton within the Design
Department.

Kristine has recently been hired to the posi-
tion of Manager of Product Development,
reporting to Paul Prendergast, Vice President

of Sales and Marketing. She will lead the development of new
areas of jewelry design, as well as play a key role in the compa-
ny's marketing efforts. Kristine was most recently in product
development positions with Staples and Colibri.

Jonathan joins Dion in the position of Western Sales Director.
Also reporting to Paul, Jonathan’s responsibilities include
developing and enhancing distributor relationships in the

California marketplace. His many years of sales
and management experience are a tremendous
resource to Dion and its distributors. 

Dave has been promoted to the position of
Director of Design. Reporting directly to Ted
Dion, President, he will be responsible for
the management of Dion's internal Design
Department staff

and the direction of designs produced for
Dion's clients.  

Dave’s predecessor, Paul Michael Eddy,
remains with Dion in the Design Department.
Paul requested the change to be able to spend
more time on design creation as opposed to
management tasks.

Kristine Pereira Jonathan Sweet

David Newton
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create a critical connection, a feeling of camaraderie and a sense
of “we can do it” that is especially important as the organization
solidifies its foundation and moves forward.

• As an organization grows, companies need to keep an eye on their 
programs and institute expanded achievement levels and opportunities
for additional recognition as needed.

• Lastly, people need to know they are valued over the long term,
not just in “what have you done for me lately” ways.  Some 
successful ways to reinforce that you value your distributor 
network’s commitment over the long haul are years of service
recognition, lifetime sales recognition and mentor/trainer 
recognition.

Achieving business success requires commitment and persistence
on many fronts.  Don’t let recognition get left behind.  Talk with
Dion about how we can work with you and your distributor to
make your recognition program a reality.  Don’t have a distribu-
tor?  Contact Linda Sullivan at 800-445-1007 x117, and she will
direct you to a distributor in your area.
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