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The IPSOS Report 

Objectives

❖ Independent market research study: investigate real-life 

experiences of being involved in direct selling

❖ First study of its kind in a decade: provides evidence-based 

understanding of direct selling

Methodology (Full Study)

❖ An online survey among Direct Sellers (DS) 

❖ High volumes of completed interviews with 30,127 DS 

interviews 

❖ Fieldwork completed: 12 February – 6 April 2018

Sampling

Robust samples have been achieved, with interview totals:

Spain

For European-wide results, please check the full study.
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2,061



Gender and age of direct sellers

Length of time involved in direct selling

Top channels for customer orders

Average=41 years old (Europe=43)

Average=4 years (Europe=6)
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Spain

16%

84%

Male

Female 4%

22%

39%

27%

7%

1%

16-24 25-34 35-44 45-54 55-64 64+

29%

36%

17%

6%

8%

4%

Less than 1 year

1 to 3 years

4 to 6 years

7 to 10 years

More than 10 years

I am no longer involved in direct selling

68%
61%

46%
40%

25%
19% 10%

Face to face

meetings

Telephone In person via

home parties or

demonstration

Email or other

messaging

tools

Online orders

via social

media

Online orders

via direct

selling mother

company

website

Online orders

via direct

selling mother

company app



Direct sellers’ satisfaction with their work

Direct sellers’ likelihood to continue representing their company

Direct sellers’ likelihood to recommend their company

Top words associated with direct selling

Promoters Passives Detractors

Net Promoter Score (Promoters minus Detractors): +64
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Spain

29% 45% 20% 5%

5 - Very satisfied 4 3 2 1 - Not satisfied at all

77% 14% 4%3%

Very likely 32 2 Very unlikely Undecided/unsure

74% 15% 11%



76%

86%

83%

78%

78%

75%

74%

73%

72%

70%

68%

57%

6%

2%

3%

5%

3%

7%

5%

6%

8%

7%

8%

15%

Europe

Poland

Czech Republic

Lithuania

Sweden

UK

Slovakia

Italy

Spain

Germany

Netherl ands

France

Effectiveness of methods used for existing customers

45%

52%

51%

50%

50%

50%

45%

43%

43%

40%

38%

36%

22%

16%

21%

17%

18%

19%

20%

24%

24%

22%

26%

27%

Europe

Slovakia

UK

Netherlands

Poland

Italy

Lithuania

Spain

Czech Republic

Sweden

France

Germany

35%

44%

42%

40%

39%

36%

34%

34%

31%

30%

30%

24%

29%

24%

23%

26%

24%

30%

32%

32%

30%

35%

29%

32%

Europe

Poland

Slovakia

Lithuania

Italy

UK

Spain

Netherlands

France

Germany

Sweden

Czech Republic

Personal 
website/blog

Social Media

84%

88%

86%

85%

84%

83%

82%

81%

79%

77%

77%

72%

4%

2%

3%

4%

3%

3%

4%

5%

4%

4%

5%

8%

Europe

France

Germany

Lithuania

Sweden

Spain

Czech Republic

Poland

Italy

Slovakia

Netherlands

UK

49%

55%

54%

54%

51%

51%

49%

48%

44%

42%

38%

33%

17%

13%

14%

14%

14%

17%

13%

18%

19%

22%

24%

28%

Europe

Netherlands

Italy

Germany

UK

Spain

Slovakia

Poland

Czech Republic

Sweden

Lithuania

France

Email & other 
messaging tools

Home parties and product 
demonstrations

TelephonePersonal social & professional 
networks (face to face meetings)

Chance encounters Knocking on doors

62%

70%

68%

68%

59%

57%

55%

53%

52%

50%

28%

19%

14%

11%

10%

7%

17%

19%

27%

15%

14%

20%

36%

26%

Europe

Italy

UK

Slovakia

Netherlands

Poland

Sweden

Czech Republic

Germany

Lithuania

France

Spain

38%

46%

46%

42%

40%

38%

37%

36%

35%

33%

32%

29%

22%

19%

16%

22%

24%

23%

23%

20%

22%

20%

30%

32%

Europe

Poland

Spain

Netherlands

UK

Czech Republic

Italy

Sweden

Germany

Slovakia

Lithuania

France

58%

65%

64%

62%

60%

60%

60%

59%

58%

53%

51%

50%

12%

10%

9%

10%

13%

10%

11%

13%

10%

13%

15%

15%

Europe

Netherlands

Sweden

Poland

Spain

Germany

Slovakia

Czech Republic

UK

Italy

Lithuania

France

Effective

Not effective
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Effectiveness of methods used for potential customers

47%

52%

52%

52%

52%

51%

49%

47%

42%

40%

39%

37%

20%

18%

17%

17%

15%

18%

21%

19%

23%

20%

26%

22%

Europe

UK

Poland

Italy

Netherlands

Lithuania

Spain

Slovakia

Germany

Czech Republic

France

Sweden

48%

54%

52%

51%

48%

48%

48%

48%

44%

44%

34%

32%

17%

13%

16%

15%

17%

18%

19%

14%

17%

16%

25%

28%

Europe

Italy

Spain

Germany

UK

Poland

Slovakia

Netherlands

Czech Republic

Sweden

France

Lithuania

41%

50%

48%

47%

42%

41%

41%

38%

38%

37%

28%

22%

24%

17%

18%

20%

24%

24%

27%

21%

27%

29%

30%

34%

Europe

Poland

Lithuania

Italy

Slovakia

Spain

Netherl ands

UK

France

Germany

Sweden

Czech Republic

81%

85%

82%

81%

81%

80%

79%

79%

77%

77%

75%

75%

4%

4%

2%

4%

3%

4%

4%

4%

5%

4%

5%

3%

Europe

Germany

Czech Republic

France

Sweden

Lithuania

Poland

Spain

Italy

Netherl ands

UK

Slovakia

72%

82%

76%

75%

70%

70%

69%

68%

67%

67%

66%

51%

6%

3%

5%

4%

7%

6%

7%

8%

7%

6%

8%

14%

Europe

Poland

Lithuania

Czech Republic

Italy

Sweden

UK

Spain

Germany

Slovakia

Netherlands

France

54%

71%

70%

65%

57%

54%

50%

50%

41%

35%

33%

27%

17%

7%

19%

11%

15%

16%

22%

11%

18%

35%

44%

38%

Europe

Slovakia

Netherlands

Italy

UK

Germany

Poland

Czech Republic

Lithuania

Spain

Sweden

France

41%

51%

50%

41%

41%

39%

39%

39%

38%

35%

35%

31%

19%

14%

14%

19%

20%

22%

18%

22%

19%

22%

27%

27%

Europe

Poland

Spain

UK

Italy

Czech Republic

Sweden

Netherlands

Germany

Slovakia

Lithuania

France

57%

62%

61%

60%

58%

57%

57%

56%

56%

56%

54%

51%

11%

10%

9%

8%

10%

10%

10%

15%

11%

11%

12%

12%

Europe

Poland

Netherlands

Sweden

Spain

Germany

Slovakia

UK

Czech Republic

Lithuania

Italy

France

Personal 
website/blog

Social Media
Email & other 

messaging tools

Home parties and product 
demonstrations

Telephone
Personal social & professional 

networks (face to face meetings)

Chance encounters Knocking on doors

Effective

Not effective
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Perceived Benefits of Direct Selling (by Direct Sellers) 

Distributes high quality 
products and services 

It is a good way to earn additional 
income

It helped improve my self-
esteem  and confidence

It is fulfilling work

It requires a lot of hard work It helped improve my business 
management and sales skills

It provides opportunity to become  financially independent
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66%

80%

73%

72%

70%

68%

68%

64%

60%

60%

56%

54%

9%

5%

6%

8%

7%

8%

6%

11%

12%

11%

11%

15%

Europe

Spain

France

Netherlands

Italy

Germany

Lithuania

Czech Republic

Poland

Sweden

UK

Slovakia

79%

87%

86%

85%

85%

80%

80%

77%

75%

72%

72%

68%

6%

6%

4%

3%

4%

5%

5%

6%

6%

8%

7%

8%

Europe

Netherlands

Lithuania

Slovakia

France

Italy

Spain

Sweden

Germany

Poland

Czech Republic

UK

70%

82%

77%

76%

74%

73%

73%

65%

63%

61%

59%

55%

10%

7%

6%

8%

5%

8%

6%

14%

13%

11%

14%

14%

Europe

Spain

France

Germany

Lithuania

Italy

Netherlands

Poland

Czech Republic

UK

Sweden

Slovakia

69%

81%

80%

77%

77%

74%

73%

72%

68%

62%

58%

55%

9%

4%

7%

6%

5%

7%

7%

5%

9%

10%

12%

17%

Europe

Netherlands

Spain

Germany

France

Italy

Sweden

Lithuania

Czech Republic

Slovakia

UK

Poland

62%

70%

69%

67%

66%

66%

62%

60%

57%

55%

55%

51%

14%

8%

8%

11%

11%

12%

16%

13%

17%

20%

19%

20%

Europe

Netherlands

France

Italy

UK

Sweden

Spain

Poland

Lithuania

Germany

Czech Republic

Slovakia

81%

89%

88%

87%

82%

80%

79%

75%

73%

73%

72%

69%

8%

5%

4%

4%

5%

10%

5%

10%

11%

10%

11%

11%

Europe

Spain

Germany

France

Netherlands

Poland

Lithuania

Italy

UK

Czech Republic

Sweden

Slovakia

61%

77%

75%

68%

60%

60%

58%

55%

53%

53%

52%

49%

18%

8%

10%

13%

16%

13%

19%

25%

22%

22%

24%

21%

Europe

Germany

Spain

Netherlands

France

Lithuania

Italy

Poland

UK

Czech Republic

Sweden

Slovakia

Agree

Disagree


