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The Importance of Innovation  
 
by: David Schmidt, Founder & CEO of LifeWave 
 
In order for a direct selling company to compete in 
the global marketplace today, we must be able to 
compete with companies outside the direct sales 
channel by offering superior value for our products 
and services. One way this can be achieved is 
through product innovation. 
 
Recently I had the opportunity to speak with a 
representative from a well-known nutritional 
development company. We were having a casual 
conversation about some of the latest scientific 
innovations and discoveries in the world of nutrition 
when he commented that many companies in the direct selling industry with whom 
he has personal contact focus almost entirely on product cost in the development 
cycle. While most companies have a desire to market a product that will offer 
benefits to the consumer, often the price comes first and the benefits second. 
 
Now there is, in fact, reason to think that consumers will always have a threshold in 
spending; however, this does not mean we must compromise and offer products 
that fall short of offering superior performance in order to cut costs. Innovation in 
product development does hold a potential solution. 
 
I created the LifeWave technology back in 2002. Put simply, LifeWave patches 
trigger chemical reactions in the body using light. Scientifically, this process is 
similar to how sunlight causes the body to manufacture Vitamin D. The 
development of the LifeWave technology and product line actually began as a way 
to create an innovative solution to the problem of Navy personnel on submarines 
using stimulants to stay awake during long missions. After 9/11, I saw the 
opportunity for bringing this technology to consumers, and LifeWave was born. 
 
In the early days of the company’s history, both customers and distributors 
responded extremely favorably to this innovation. Consumers saw our product as a 
way to improve their energy and stamina naturally, and those looking to enter the 
direct sales channel saw that we offered a unique and proprietary business 
opportunity. As a result, sales for our very first year as a direct selling company 
catapulted to $17 million. Innovation truly made the difference between success 
and failure! 
 
As a direct selling company you have the opportunity to create an exclusive path in 
our sales channel based on an emphasis on the importance of innovation. If you 
can marry the opportunity with a product or product line that is innovative—and 
maybe even based on new technology—the world will take notice. 
 
Now there is another side to the innovation story I must mention, and it has to do 
with the support it requires. When you introduce the concept of innovation into 
your company, and it is embodied in the form of a new technology or a new 
product concept, you must make the commitment to support this new product 
properly. That means patent protection, clinical research, meeting all FTC 
requirements on scientific studies and claims, product development staff, 
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manufacturing needs and so forth. Your distributors will look for these things in 
various ways, and when you can stand on stage and confidently state that your 
organization has supported your new innovation with all of the aforementioned 
requirements, this will translate into both consumer confidence and growth. 
 
In direct selling, specifically, fostering consumer confidence by supporting new 
product innovations with substantial clinical research is critical but expensive. This is 
not a matter to be taken lightly, as both the FDA and FTC place very specific legal 
requirements on your ability to market a new product that may not have existed 
before. Investigate, research, consult experts, collect data and then make the 
decision that is best for your company. When executed properly, your investment 
will be rewarded by your members and customers. 
 
Once your company decides to commit to innovation as a way of differentiating 
yourself from the competition, it may also mean that innovation becomes a part of 
your identity, and you may find members asking “What’s next?” Keep members 
focused on the present, but if you are determined to have innovation incorporated 
into your growth strategy, a modification to your mission statement may satisfy 
your members’ needs. 
 
As one final thought, I would ask that you consider what you want your customers 
to think about your company identity. Have you distinguished yourself from the 
competition? Do you excel where your customers need you to? Innovation can be a 
factor that separates you from the crowd and with a commitment to innovation you 
may just accomplish the most important thing of all: offering products that make a 
difference in people’s lives. 
 
 
[PRINTER FRIENDLY VERSION] 

Powered by IMN™ 

Page 2 of 2The Importance of Innovation

8/8/2012http://www.imakenews.com/dsaweekly/e_article002490230.cfm?x=blnFCgT,bg2Q6Rk2


