


[image: image]




ULTIMATE GIG

Flexibility, Freedom, Rewards

BY

JOHN T. FLEMING

Ideas & Design Group, USA

WITH

LAUREN LAWLEY HEAD

Lawley Head Media, USA

 

 


[image: inline-image]


United Kingdom – North America – Japan 

India – Malaysia – China


Emerald Publishing Limited

Howard House, Wagon Lane, Bingley BD16 1WA, UK

First edition 2021

Copyright © 2021 John T. Fleming

Published under exclusive licence by Emerald Publishing Limited


Reprints and permissions service


Contact: permissions@emeraldinsight.com.

No part of this book may be reproduced, stored in a retrieval system, transmitted in any form or by any means electronic, mechanical, photocopying, recording or otherwise without either the prior written permission of the publisher or a licence permitting restricted copying issued in the UK by The Copyright Licensing Agency and in the USA by The Copyright Clearance Center. Any opinions expressed in the chapters are those of the authors. Whilst Emerald makes every effort to ensure the quality and accuracy of its content, Emerald makes no representation implied or otherwise, as to the chapters' suitability and application and disclaims any warranties, express or implied, to their use.


British Library Cataloguing in Publication Data


A catalogue record for this book is available from the British Library

ISBN: 978-1-83982-861-4 (Print)

ISBN: 978-1-83982-860-7 (Online)

ISBN: 978-1-83982-862-1 (Epub)

 

 



	
[image: inline-image]

	
[image: inline-image]






ABSTRACT


Author – John T. Fleming

Editor – Lauren Lawley Head

August 27, 2020


Context: The gig economy has become a popular subject in mature markets throughout the world, especially the United States. The words were even used by the United States Congress when recently addressing the different classification of workers impacted by COVID-19. The gig economy has become a new phenomenon attracting record numbers of people to the possibility of part-time work or work that offers flexibility in how and where the work is being done. Some gig workers turn gigs into a preferred way of earning full-time income.

Gigs are not new. Part-time work has always been a possibility for those who sought incremental work opportunities. What is different about the gig economy is its innovative use of technology in connecting gig workers with a source of product, service, or client, and a consumer who is interested in making a purchase. Many gig workers now find technology to be the enabler in turning underutilized assets such as homes, rooms, and cars into income-earning opportunities. The choices in how we work, when we work, and where we work from have never been greater!

Information relative to the gig economy, the definitions and understanding of gig economy, motivations for working a gig, selecting a gig, and working a gig can be difficult to find; therefore, Ultimate Gig can help to eliminate misunderstanding and confusion when seeking to better understand the gig economy.
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This book is about better understanding the gig economy conversation. It is also about understanding one of the most significant labor revolutions in the past 100 years as to how work can be done. Ultimate Gig is about the value of microentrepreneurship and putting entrepreneurship tools into the hands of the masses, the crowd. This book will inspire, inform, and educate. It will help gig workers and potential gig workers better understand the incredible value of new choices that allow anyone – regardless of age or walk of life and irrespective of experience or inexperience – opportunities to leverage time and convert hours into meaningful and fulfilling work in a flexible manner.


DEDICATION


Today, people of all ages and from all walks of life find it possible to work in a new way. They are independent contractors using various labels to describe their approach to working when they wish and, often, from wherever they choose. These are not contractors filling typical job functions. We are referring to a new breed of workers.


Ultimate Gig is about the millions of people (approximately 60 million in the United States alone) who have embraced a new way of working. Perhaps more so than any other type of worker, gig workers have decided to bet on themselves. Gig workers understand that their success will depend on the quality of the service and products they provide to others.

We dedicate this book to the gig-providing companies and their founders who envisioned work differently, and to the new army of microentrepreneurs who bring positive change to their personal lives and the lives of those they serve.
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PREFACE


Ultimate Gig is about helping people better understand what the gig economy is all about. Our research and thoughts have always been focused on why gigs fuel new values, such as the desire for more flexibility and freedom in how we work. There are solid reasons why a diverse population gravitates toward work that focuses more on flexibility and freedom and the potential rewards that can be achieved.

Traditional companies embraced the idea of flextime many years ago. Once considered a risky experiment, human resource professionals found ways to bolster their company culture by offering flexible work opportunities. The idea is no longer an experiment. A growing percentage of job applicants will not be interested in traditional nine-to-five working hours. Many employees now complete part of their job during set hours in the office and the remainder when and where they choose. In some cases, employees do not work in a fixed facility at all. This type of flexible work and those who perform it are often defined as “the alternative workforce.”

COVID-19 increased the value of flexibility in how work is done. With states and countries enforcing stay-at-home orders, many businesses were forced to close their physical locations and adapt to find ways to allow people to work from their homes. The value of gig work increased as the unemployment rate soared very quickly from an all-time low to an all-time high in the United States. Some organizations even began to abandon an office-centric work environment altogether, as they found that the benefits of virtual working outweighed the disadvantages.

While the gig economy is considered a new phenomenon, the concept of gig work has been around for more than 100 years. Direct selling companies, which utilize independent contractors to handle the primary responsibility of acquiring, selling, and serving customers, offer one of the first forms of gig work. In the traditional nine-to-five work culture, the direct selling opportunities created by such trailblazing brands as Amway, Avon, Mary Kay, and Tupperware stood out. When these companies began, they offered unique opportunities for people to earn money with immense flexibility and freedom in how they completed the work. These characteristics made direct selling very attractive to women, representing approximately 75% of direct selling participants.

Today, the growing number of gigs produces even more work choices and more flexibility. The opportunity to work following personal preferences has never been more numerous. Being limited to a single source of income no longer exists. An individual's ability to increase his or her income potential is only limited by the person's objectives and the number of hours available to embrace a new activity.

There are many types of gig opportunities, and nearly as many names used to describe them. You will learn about each as you continue to read. The gig economy has provided all ages and backgrounds with opportunities that are not linked to the qualifications you would typically find on a résumé.

This book will take you on a journey, one that is easy-to-read at times, and more academic in approach at other times. We tell a story based on personal and collective perspectives gained from many years of working as an independent contractor and in support of independent contractors. Our work began with natural curiosity, study, and ultimately the formal research we just completed.

This story is about the revolution taking place in how work is performed and the diverse motivations that have attracted more people to part-time work than perhaps any other time in history. We are focused on making sense out of the gig economy to benefit those who seek gigs and provide gigs. We think you will find the information we share to be very valuable to the objectives that caused you to acquire a book such as this one.

This book will inform, inspire, and motivate. It may serve to answer questions, and it may help confirm decisions that gig-providing companies are evaluating. It will provide insights and guidance to those working or seeking a gig. Parts of this book may serve as a teaching tool or a means to confirm your decision about engaging in a gig opportunity.

This book is about understanding the conversation and understanding one of the most significant revolutions in the past 100 years as to how work can be done. It is about the value of microentrepreneurship and putting entrepreneurial tools into the hands of the masses. It may trigger discussions that need to be scheduled, and it may trigger the reexamination of strategic plans. This book will help gig workers better understand the incredible value of new choices that allow anyone – regardless of age or walk of life and irrespective of experience or inexperience – to leverage time and convert hours into meaningful and fulfilling work.

Many of us have lived through times when, regardless of our experience or educational background, we could not leverage more hours into more possibilities because we could not find the flexibility we needed. Perhaps you have experienced a time when predefined work schedules did not fit within your life's constraints or conflicted with your chosen values, such as how you wished to care for your family. You may have experienced times when a flexible work arrangement would have served as a bridge between the last job and the next long-term opportunity you were pursuing. You may have determined you needed to work again after formally retiring because your retirement plan did not work as you had envisioned. Or you may have been looking for an entrepreneurial opportunity that offered minimal risk.

Today's gig-providing companies have created what past generations hoped to find: flexible work opportunities that can be engaged by the masses. The dreams of yesteryear have become today's realities and possibilities. This book is about the gig economy. We hope you enjoy the journey.
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How saving $100 to $2,000 a month for 5 years can add up
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How do you primarily use the money you earn from your gig?
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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
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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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Benefit costs have risen faster than
wages in recent years
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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
Lauren Lawley Head
Ultimate Gig Team
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Direct Selling Component
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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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Current median account balance by age

$10,000

$7,500

$5,000

$2,500

$0
Under 35 35-44 45-54 55-64 65-74 74+





OPS/images/f03-06.jpg
FRED 24/ — Personal Saving Rate
35

Percent

15

10

0

1960 1965 1970 1975 1980 1985 1990 1995 2000 2005 2010 2015 2020
Shading indicates U.S. recessions; the most

recent one is ongoing. Source: U.S. Bureau of Economic Analysis fred.stlouisfed.org





OPS/images/f09-06.jpg
@ Service Q
Apple Business Chat

@] eCommerce _,@_

SMs

Google RBM

Web Chat
< ( b Marketing ‘s
@ Facebook Messenger / , @
g Twitter

[Biyin-App

=

%Wechat
IK° Kik

®
Sales ﬁﬂ






