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Ultimate Gig Survey
The Highlights

35% were 18-34 years of age

39% were 35-54 years of age

26% were 55 years of age or older

51% men and 49% women. 54% are
married

Ethnicity: 28% people of color, 72%
Caucasian

69% own homes

90% have education beyond a high
school diploma, including 36% with at
least some graduate work

More than 200 gigs represented in our
survey

54% have been working their gig longer
than one year

55% are working more than one gig

72% are working their gig(s) to pay
household bills, student expenses, or to
save and invest earnings.

16% are looking to improve their lifestyle

55% are desirous of being their own
boss

75% want to earn a little extra money

47% want a home-based business

Gig workers responded with a 97.7%
satisfaction score

Over half have specific goals

74% preferred a gig over a full-time job
or were neutral to the choice

60% are looking to make better use of
their spare time

51% are looking to develop new skills
and develop personally

Expectations and amounts earned
were virtually identical

90% have health insurance coming
from outside of the gig experience

71% are currently saving for retirement

53% save through a 401(k) or similar
plan from their non-gig employer

38% have engaged their own IRA-type
plan

19% save through a spouse plan

41% save via a savings account
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"How would you rate your overall experience working your gig?"
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Develop advocacy for the product or service through personal experience.
Commit to a specific amount of prospecting time each day.

Use company-branded scripts or tools for all prospecting efforts.

Thank customers when they engage your products or services.

Always seek referrals; satisfied customers are more likely to refer to others.
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U.S. consumers hold more than $1.5 trillion in student loan debt

$2,000,000,000,000

$1,500,000,000,000

$1,000,000,000,000

$500,000,000,000

$0

Student loan debt by quarter, 1st quarter 2006 to 2nd quarter 2020

Source: U.S. Federal Reserve





OPS/images/fx5.jpg





OPS/images/f09-03.jpg
Why do | desire to work a gig?

Do | have the experience or skills | need?
How much time will I invest, and when?
What is the specific income goal?

How will success be defined?

Am | excited about doing the work?
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Only work when you are in a customer-friendly mood.
Always present a professional presence.

Always greet each customer cordially.

Engage in cordial conversation when appropriate.

Thank each customer for the pleasure of providing the service.
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How do you primarily use the money you earn from your gig?

Pay school expenses
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44% of U.S. adults in 2016 said they would not pay for a $400 emergency expense
with cash or its equivalent. Here's what they would do instead.

Put it on my credit card and pay it off over time
Borrow from a friend of family member

| wouldn't be able to pay for the expense right now
Sell something

Use money from a bank loan or line of credit

Use a payday loan, deposit advance, or overdraft

Other

0

8
E
E

30% 40% 50%

Source: U.S. Federal Reserve
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Ultimate Gig Checklist

Technology is once again a game-changer. What formerly required extensive research to find the answer can now be found
through a few word commands spoken into our smartphones. Therefore, gig providers will benefit from clear descriptions of their
opportunities to enable people to quickly understand the work and how the work can be done. Gig seekers who know how they will
work and be rewarded will add to the value of the work and the customer experience.

Gig income opportunities can be most enjoyable when they tie into the personal goals, values, interests, and the current skills a gig
seeker may possess. Gig providers will benefit from a clear definition of what the gig seeker will do and why the gig seeker might
select the gig opportunity inclusive of the types of skills that are important to achieving success and providing excellent customer
satisfaction.

Fees and training requirements can be barriers to entry. Gig providers who keep it simple, make it easy to engage, and provide
excellent support and guidance, appeal to a much larger segment of those seeking part-time income possibilities. Gig-providing
companies that strive to reduce the often-perceived complexity of micro-entrepreneurship to simplicity in engagement will benefit
both the gig provider and gig seeker.

Gig seekers should be clear about what they are looking for in a gig. Research indicates the average gig worker earns $550.00 to
$600.00 per month, depending upon the research sourced. Most gig workers are in pursuit of an incremental income of $500.00 to
$1,500.00 per month. Quick pay for the work accomplished should also be evaluated and considered by the gig seeker. Timely
rewards and evaluation of performance are considered essential when selecting a gig.

Motivations can include more than the opportunity to earn money. Previous experience and skills should be taken into
consideration as potential assets. Leveraging skills and experience makes sense, when possible, not that the gig seeker may be
exploring something very different from what they already do in another form of work. When the gig selected is envisioned to be.
enjoyable at the start, the probability for succeeding and achieving objectives may be higher.

Customer acquisition and retention are foundational to all business models, including gigs. Transportation gigs, for example,
generally provide a gig participant with customers. Other gigs require an investment of time and effort into acquiring customers.
Whatever your choice in gig selection, keep in mind that it is always about the customer. The customer acquisition strategy of the
gig provider should be clear, easy to understand, and the digital tools provided should be intuitive.

Gig seekers should do their homework when exploring gigs, as income predictability is essential. Every gig opportunity serving gig
participants has a track record that can be researched by the gig seeker. The ability to foresee how the gig might work for the gig
seeker and how income can be predicted is essential.
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16 Motivations for starting a gig

The following lists all 16 possible reasons for entering the gig economy presented to
our survey participants and ranked in order of percent agreement.

1 Make a little extra money 75%

2 Freedom to work from wherever | want 61%

3 Enjoy both work and life more 60%
3 Something to do in my spare time 60%

5 Be my own boss 55%

6 Specific goals that | wanted to accomplish
with my gig 52%

7 Learn new skills and develop myself as an
individual 51%

8 Have a home-based business 47.3%

9 Wanted to work a short-term gig rather than
a full-time regular job 46.7%

10 Started as a favor to a friend or family
member 44%

11 More flexibility to work and care for my
children or another family member 41.2%

12 Build a business that would be my primary
source of income 40.8%

Be a part of a supportive group/community
13 40%

Wanted a bridge between my last full-time
14 job while | search for my next full-time job
37%

15 Was bored with my current job/career and
wanted to explore something different 37%

Receive a discount on products or services
16 31%
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Flexibility, Freedom, Rewards

John T. Fleming
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The value proposition should be easily understood, and the focus should be on customer acquisition and retention, the opportunity
to share in the rewards associated with the customer acquisition and retention effort and the opportunity to share with others and
benefit from those sponsored directly and indirectly who build direct selling businesses based upon the premise stated.

Joining a direct selling company should be simple and easy. To get started, new participants usually submit basic registration
information and incur a nominal fee to affiliate with the company they've chosen. In exchange for that fee, sellers may receive
access to online reporting, training, news, and a replicated website to market the products or services. Reasonable and minimal
startup fees are to be expected when selecting a direct selling company.

Excellent support and guidance in the form of a suggested success process, which can be easily embraced, understood, and
executed. Digital tools are considered essential in the form of product flyers, product education sheets, catalog, newsletters,
mobile apps, video promotions, and the opportunity to personalize.

Direct sellers can often earn 25% or more on the sales they make to customers, which makes it relatively simple to predict their
potential income. The diverse product categories offered by direct selling companies offer an opportunity to determine what
products are most exciting to the potential direct seller. There are usually other incentives, commissions, and bonuses for having
sponsored other direct sellers who also build a direct selling business.

Direct sellers can offer very enticing incentive programs not found in the typical workplace nor in typical gigs. Direct selling
companies are also known for their special events. Events are regular group gatherings, online meetings, opportunity meetings,
education seminars, leadership conferences, and annual conferences. Direct selling companies possibly invest more time and
money into their events than any other form of business. This is a component of the business worth checking into.

Considered essential. Most direct selling companies make their code of conduct very visible. Such a document should be expected
and reviewed.

There are no guarantees relative to income potential. However, the direct seller should be able to estimate their first phase of
income potential based on what they believe they can accomplish by sharing the product or service with a warm market potential of
friends, co-workers, and family. The new direct seller should be experienced with the product or service they will sell and be able
to represent the product or service with authentic experience.
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