“Rallyware

How to Select the W &
Right Tech for 2026 @ & _

Field Enablement ’ L\
Success 13

f
-

A Strategic Guide
for Direct Selling Success




Why Field Ena blement is Meanwhile, corporate urgently seeks to:
MiSSion-CritiCCIl for DireCt _0 Aclceleratz.tim%-to-first-sale and lift average
o o sales per distributor.
Selling in 2026
® Increase retention and strengthen distributor

The direct selling industry is entering a new era of performance. 4%  |oyalty to the brand.

Distributors and consultants expect technology that is mobile-first,

intuitive, and behaviorally intelligent—designed to guide their . o o . '

business-building journey with precision. ﬁ St.qndardlze.trqlnlng, communications, qnd |r.1cent|ves
- without adding corporate overhead, while still

delivering a personalized distributor experience.

The modern field needs: . . o .
Gain real-time visibility into field activity, performance

- trends, and behavioral revenue drivers to scale

_ . successful behaviors intelligently.
F Clear guidance on daily actions that lead to sales.

()) Seamless access to onboarding, product
? knowledge, and training.

Modern field enablement
is ho longer optional.

' Recognition and incentives that are meaningful

and keep them engaged. It is the foundation for a
high-performing, high-retention

sales force—one that executes
consistently, scales globally,
and turns distributor motion
into measurable growth.

e®e A thriving community of like-minded peers to learn,
AVA grow, and celebrate success together.
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Step 1: Define success for your 2026 sales force

Every direct selling company drives revenue differently. While sales growth is the

common denominator, the behavioral pathways to revenue vary by business model:

Party-plan or social
selling models

Thrive on high recruitment
velocity and frequent first
orders. Success is driven by
rapid onboarding, immediate
activity streaks, and social
engagement that keeps new
distributors active in their
first 30 days.

-

Leader-driven
team-building models

Depend on rank progression
and team growth behaviors.
Duplication rates, team
volume milestones, and
leadership incentives
determine long-term health.

0

Customer-centric or
product subscription
models

Rely on repeat orders,
autoship adoption, and
average order size to
generate sustainable
revenue, often with fewer
active distributors than
other models.

Tracking only end-of-month sales totals is ho longer enough.

w

Affiliate-style models

Focus on driving incremental
revenue through a wide
base of casual sellers

or influencers. Success
depends on low-friction
enrollment, simplified sales
processes, social sharing,
and automated payouts
rather than deep team-
building structures.

“ Regardless of your model, alighing KPIs to behavioral milestones is hon-negotiable.
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Key performance indicators that define a modern direct selling sales force

The highest-performing direct selling organizations in 2026 no longer measure success by end-of-month revenue alone.
They engineer growth by tracking behavioral KPIs that predict revenue before it happens and guide the right interventions.

The most critical metrics include:

2 &

Field engagement
velocity

New distributor
activation rate

Activity completion
rates across logins,
learning modules,
and actionable
tasks, showing
whether the field is
actively moving
along the success
journey.

Percentage

of new distributors
achieving their first
sale within 30 days,
the clearest early
indicator of retention
and downstream
revenue potential.

Direct selling companies that master these
KPIs gain the ability to predict sales c, optimize
incentives in real time, and scale the behaviors
that create durable revenue growth.
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Productivity per
active distributor

Measured through
orders per active
distributor, repeat
purchase rate, and
autoship adoption
for subscription

or product-driven
models.

®9® Action point:

oQ

Co

Distributor
retention curves

Tracking retention at
30, 90, and 180 days
to identify when and
where attrition risks

peadk.

a'd

Behavior-to-
revenue
correlation

Mapping training
completion, incentive
participation,

and leadership
activities directly to
rank advancement
and sales growth.

Define the behavioral chain behind your revenue. Once you connect

onboarding, engagement, selling, and recognition to outcomes,
you can choose tech that drives—not just reports—results.
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Step 2: Identify the capabilities that drive field success

With success metrics defined, the next step is to determine which technical capabilities will turn strategy
into measurable field behavior. A 2026-ready field enablement platform must operationalize performance—

moving from content storage to behavior-driven execution.

Q 01 Behavior-driven enablement engines

Modern platforms don’t wait for distributors to “pull” content—
they push the right action at the right time.

Core capabilities include:

(:) Converting corporate KPIs into dynamic workflows and micro-tasks.

+ Triggering activities based on real-time performance events, such as:

First order Rank advancement Inactivity or

Launch fast-follow l Trigger leadership OISR

product training onboarding or Deliver retention or
coaching reactivation nudges

° Delivering a personalized “what to do today” dashboard to every
distributor, ensuring no one drifts without guidance.

# Why it matters:

Distributors are independent, remote, and busy. Behavior-driven

automation ensures that every action in the field ties directly
to sales outcomes.
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!, 02 Intelligent incentives
and recognition logic

Motivation in direct selling is sustained through visible progress and rewards.
Manual incentive tracking is too slow for 2026.

Key technical capabilities:

Automated qualification for incentives, bonuses, and rank advancements.

O:

Dynamic dashboards and leaderboards that update in real time.

Integration with team-building structures, so leaders can track
their team’s advancement and coach for the next milestone.

(X
oe |

# Why it matters:

Recognition delivered at the moment of achievement has the highest

retention impact and builds long-term engagement.
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ﬁ 03 Advanced ecosystem interoperability

Disconnected systems create friction. Your enablement platform must unify your
tech ecosystem.

Key integration priorities:
Q Back-office systems (e.g., Exigo, Jenkon,ByDesign) to trigger activities.
! E-commerce for learning prompts, upsell nudges, and cart recovery.

"[= CRM and automation for targeting, nurturing, and behavior-based follow-ups.

#* Why it matters:

Eliminating manual processes and syncing data in real time reduces
IT burden and ensures field actions are always revenue-aligned.

. 04 Mobile-first, global-ready infrastructure

Your field is mobile, global, and expects seamless digital experiences.

Key technical capabilities:

Native iOS and Android apps with online and offline functionality.

Pa AN 9 . .
&5 Multi-language, multi-market support for global campaigns.

‘!’ White-labeled, brand-first interface for trust and corporate alignment.

#* Why it matters:

A platform that feels natural to use in the field drives higher daily
adoption, which is the precursor to revenue outcomes.
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2am% 05 Authentic community-building capabilities

In 2026, distributed sales forces thrive not only on direction and incentives,
but also on belonging. A modern enablement platform should foster authentic,
scalable community engagement that goes beyond surface-level social
features.

Core capabilities include:

Peer-to-peer recognition and collaboration spaces to encourage
mutual support.

i

Community discussion threads and sharing mechanisms
tied to learning and sales activities.

L

Structured group challenges and team-based campaigns
that reinforce collective achievement.

g

Integration of community insights into the platform’s engagement analytics
to identify top influencers and natural leaders.

Why it matters:

Distributors who feel connected to a community are more likely

to stay active, replicate successful behaviors, and become advocates
for the brand. Authentic community engagement reduces attrition
and builds cultural momentum across markets.

Reminder
Follow up on stalled lead

Get familiar with
our Product Catalog
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Step 3: Score vendors against direct selling requirements

With success defined and capabilities mapped, the next
step is vendor evaluation.

Generic field engagement tools are rarely sufficient for the
complexity of direct selling. Distributors are independent,
distributed, and often balancing multiple commitments. They need

a platform that doesn’t just deliver content but actively orchestrates
behaviors, drives motivation, and builds loyalty.

o

Behavior-linked
workflows

sk

AI-personalized
journeys

SNA?
4 A

Incentives
and recognition

Why it matters
in direct selling

Directly drives revenue and
rank progression by guiding
daily actions.

Keeps distributors engaged
by tailoring the experience
to their behavior

and results.

Sustains motivation and
loyalty through automated,
timely celebrations.
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Example
evaluation question

Can the platform trigger
tasks automatically based
on orders, rank changes,
or inactivity?

Does the system adapt
to each distributor’s
performance and KPIs?

Are rewards, badges,

and leaderboards updated
in real time and tied to
business KPIs?

Scoring Vendors for Direct Selling

Include behavioral, motivational,
and community criteria to match
the channel’s unigue demands.

Ecosystem
integration
readiness

Analytics and
ROI visibility

Authentic
community
enablement
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Why it matters
in direct selling

Eliminates friction and IT
burden by connecting the
field to core systems.

Links behavior to revenue,
enabling predictive
performance management.

Builds long-term
engagement and cultural
momentum across markets.
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Example
evaluation question

Does it integrate seamlessly
with back-office, CRM, and
e-commerce to automate
workflows?

Can we track which
activities and behaviors
directly correlate to sales
and retention?

Does the platform enable
peer recognition, team
challenges, and scalable
community interaction?

Phone

(877) 858-8857


https://www.rallyware.com/
mailto:sales@rallyware.com
tel:(877) 858-8857

Step 4: Select a strategic partner, not just a platform

Field enablement is a long-term growth lever, not a single software purchase.
The ideal partner will:

Understand direct selling Provide structured support for Enable lifecycle impact—from
Q business models and distributor n onboarding, engagement, and faster ramp to higher retention
behavior patterns. incentive optimization. and revenue growth.

Step 5: Use feature checklist for vendor comparison

I. Distributor Activation & Onboarding

“Rallyware
Smart To-Dos & Automatically surfaces tasks that lead to first sale, rank advancement, N
Activity Flows or team growth. Aligns activities to your comp plan and behavioral KPIs.
Quick Actions Tap-and-go tools for frictionless completion of onboarding,

product education, and social sharing.

Automated Contact Bulk import, profile linking, and CRM-integrated follow-ups. Al triggered onboarding
Management steps, sampling actions, or incentives automatically upon contact creation.
Visualized Progress Personalized dashboards and widgets to show exactly where each distributor
Trackers stands in their journey. Visual milestones and progress-based rewards.
Personalized Distributor Auto-triggered onboarding sequences based on role, market,

Journeys or starter kit configuration.
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II. Training, Product Knowledge & Continuous Learning

Feature Description “Rallyware Company1 Company 2
Dynamic Learning AI-curated content tailored to region, language, and rank. N X X
Paths Adjusts in real-time based on distributor performance and behavior.

Microlearning & Mobile-first formats designed for high engagement and fast consumption.

Video-Based Content In-the-flow learning with immediate application to sales scenarios. X X
Social Learning Peer-to-peer learning via community posts and content reactions. X X
& UGC Tools User-generated video or image content submission with validation workflows.
Content Segmentation Role-specific access controls and content visibility. X X
& Localization Language and market-level customization for global direct selling teams.
Searchable Structured, segmented, and searchable access to training materials, documents, X X
Digital Library and media across ranks, regions, and languages.
Multi-format Upload and deliver SCORM, PDF, video, EPUB, audio, and custom file types. X X
Content Support
Custom Learning Paths Logic-based progress gating and prerequisite completion settings. X X
& Locked Sequences
Certification Enable distributors to download, share, and promote learning milestones. X X
& Badge Sharing

III. Incentives, Recognition & Motivation
Incentive & Reward Automated earnings, prizes, badges, and recognition tied to behavioral X X
Engine triggers or campaign KPIs.
Rank Advancement Auto-calculated rank progress and requirements based on comp plan data. X X
Support Visual widgets showing what’s next to unlock higher ranks or rewards.
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Feature

Real-Time
Leaderboards

AI-Driven
Gamification

Social Achievement
Sharing

Integrated Messaging
& Announcements

Segmented
Campaign Delivery

Community Spaces

Multi-Channel
Campaign Tools

Campaign Personalization
by Segment

Upline-to-Downline
Messaging

“Rallyware

Description

Dynamic dashboards at individual, team, or region levels.

Smart reward systems tailored to user goals, rank, and performance.

In-platform options to share completed ranks, badges, or certifications
across social platforms or within team feeds.

IV. Communications, Campaigns & Community Building

Personalized news feeds, campaigns, and updates delivered in-app.
Behavioral triggers to increase open and action rates.

Launch content, contests, promos by product line, region, or distributor rank.
Tie campaigns to direct actions and incentives automatically.

Regional or team-based social feeds and resource hubs.
Reinforce belonging and knowledge-sharing across distributed teams.
Push notifications, SMS, in-app banners, and email integrated in one engine.

Define campaign rules by geography, role, tenure, performance, and more.

Localized communication tools and campaign tracking.
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V. Data, Insights & Personalization Engine

Feature Description “Rallyware Company1 Company 2
Business Rules Control segmentation, delivery, personalization, and timing of all content types. N X X
Engine Trigger sequences based on CRM, e-comm, comp plan, or learning data.

AI Personalization Learns rep behavior to optimize what task, message, or reward to deliver next. X X
& Automation Enables true "set-it-and-scale-it" field enablement.
Actionable Performance Visualizes performance by rank, team, region, or individual. X X
Dashboards Aligns corporate and field KPIs with clear behavior-to-outcome analytics.
Data Integrations Plugs into CRMs (Salesforce, HubSpot), back-office systems (Exigo, InfoTrax), X X
and e-comm platforms (Shopify, Magento). Synchronizes performance, contact,
enrollment, and transaction data to drive real-time actions
Predictive Models Anticipate churn, identify upsell opportunities, and recommend X X
next-best-actions.
VI. Global Scale & Enterprise Readiness
White-Labeled Fully branded iOS, Android, and web app experience. X X
Mobile App Fast load times, award-winning UX, and push notifications.
Multi-Language Full localization across content, dashboards, and system notifications. X X
Support
Compliance GDPR-compliant, SSO, and role-based access controls. X X
& Data Security Proven enterprise deployment across markets.
Flexible Theming Custom home pages, widget layouts, and visual branding tools. X X
& Customization
SCORM & Certificate Built-in compatibility with SCORM and certificate export options. X X
Management
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