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More People Choose to Work Multiple Gigs: How Direct Selling Companies Can 

Benefit 

 

With more than 57 million Americans involved and $1.4 trillion+ changing hands annually, the gig 

economy and its rapid growth reflect people’s desires for more flexible work opportunities and greater 

freedom regarding how, when, and where they work.  

Understanding how this growing sector of the economy works, especially what drives the choices and 

behaviors of people who choose to work gigs, is critical to the future success of any business that wants 

to connect to this pool of talent. The Ultimate Gig Project team has been studying the gig economy and 

its workers in considerable detail, focusing on exploring the nuances that exist in gig economy work and 

the similarities and differences among gig workers.  

Our most recent empirical research, which includes nationwide surveys conducted in July 2020 and 

October 2021, uncovered four trends that may portend the future of the gig economy: 

1. More individuals were engaged in multiple gigs in 2021 than in 2020.  

2. Gigs were more likely to be carried out through online platforms in 2021 than in 2020.   

3. The number of individuals calling themselves direct selling distributors in 2021 declined slightly 

from 2020.   

4. There was a continuation of realistic earnings expectations among gig workers from 2020 to 

2021.   

Let’s begin with an overview of what it means to be working in the gig economy today. 

Gigs enable people to leverage their underutilized assets, such as time (DoorDash, TaskRabbit, Uber), 

hard assets (Airbnb, VRBO), knowledge (Fiverr, Kajabi, Patreon), and skills (Care.com, Etsy, Handy).  

It is certainly possible for any particular gig worker to leverage more than one, and perhaps all, of these. 

In fact, more and more people are choosing to do so. Our survey data found the number of gig workers 

with multiple gigs increased 14 percentage points — from 55% to 69% — in just over a year.  

We believe this indicates that a significant percentage of gig workers are becoming aware of the 

incredible possibilities available in the gig economy and are taking steps toward becoming more micro-

entrepreneurial. Many gigs also complement other gigs, creating synergies for workers looking to 

maximize their investment of time and energy. For example, a Lyft driver who has friendly conversations 

with passengers may find customers for her pet-sitting service. 

Gig work continues to be a part-time endeavor. Most gig workers (71%) spend less than 8 hours per 

week on their gig. Whether they work one gig or multiple gigs, people fit gig work into other life and 

work priorities, benefitting from the flexibility to perform tasks when and where they choose. 

Technology has played a big role in shaping the modern gig economy and continues to transform how 

people work. Technology has enabled simplicity throughout the gig economy, including in areas of 

customer acquisition, service and payment. For gig workers, this often means being able to accomplish 

more within the time they are able to devote to their gig. 
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We see the increased role of technology in our surveys. More gig workers (70%) in the most recent 

survey reported using an online platform in conjunction with offline activity than in the earlier survey 

(64%). Because a growing percentage of gig workers are using online platforms, the time spent on a gig 

is more focused on using digital technology versus requiring a physical presence. We speculate that this 

shift supports the trend toward working multiple gigs.  

What does this mean for direct selling? 

Forward-thinking direct selling companies have an opportunity to increase market share in the gig 

economy in an environment where working multiple gigs is becoming more popular. In the U.S. today, 

there is a vast pool of people (some 57 million+ people in the United States and growing) who have 

chosen gig work. Many of them (70%) are already opting to work multiple gigs. Yet, a small percentage 

(6% in the first survey and 4% in the second survey) have chosen direct selling.  

In terms of the type of work, direct selling can fit well with many other types of gig work. By positioning 

their business as a complementary gig, direct selling companies can find people who already identify as 

someone who enjoys working in this flexible, independent way.  

Traditionally, many direct selling companies have taken the position that those who choose direct selling 

make an exclusive choice relative to the earning opportunity with which they will engage. This 

positioning, if it still exists, is challenged by the behaviors we have identified through our research on 

the gig economy. There is a trend; more gig workers are working multiple gigs because it is possible and, 

in some cases, easy to do.  

Direct selling companies will be smart to embrace such behavior. One direct selling company does not 

necessarily conflict with another. The marketplace of new gig workers and micro-entrepreneurs is 

obviously attracted to the freedom of choice.  

Strategic direct selling company executives should also note the rise in popularity of digital platforms 

within the gig economy. As a whole, direct selling companies were slow to make mobile apps a key 

component of their business model. Those who wish to compete with top-tier gig opportunities should 

prioritize ongoing investment in the technology that enables their independent contractors to sell and 

serve customers. Customers and gig workers love engaging with intuitive, modern digital platforms. 

Businesses that don’t offer this will lose market share to those that do.  

What’s next? 

We forecast the gig economy will continue to grow, both in the number of participants and the dollar 

volume transacted. Direct selling companies that embrace the use of digital platforms and associated 

virtual technology will attract more individuals looking for a secondary or perhaps even a primary gig.  

The increased number of gig workers working multiple gigs will impact direct selling models, and this 

should be expected. Gigs can complement one another. The gig worker benefits from being able to 

leverage underutilized assets, time, knowledge, and skills even more effectively. Gig-providing 

companies benefit from the pool of candidates for flexible income opportunities continuing to grow.  

Gaining more market share should be a strategic priority.   
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Gig Work by the Numbers 

The table below summarizes select survey findings that serve as the basis of the gig economy trends 

likely to affect direct selling. 

 

Key Findings* 

July-Aug 

2020 

October 

 2021 

Freelance Professionals represent the largest segment of gig 

workers 

 

26% 

 

17% 

Transportation gig workers 12% 14% 

Direct Selling 6% 4% 

Gig workers working multiple gigs 55% 69% 

Works less than 8 hours per week 62% 71% 

Works less than 4 days per week 80% 84% 

Expected to earn less than $500.00/month 67% 71% 

Expected to earn less than $1,000.00/month 80% 85% 

Expected to earn over $2,000.00/month 10% 9% 

Positive satisfaction with experience 88% 81% 

Uses online platform alone or in conjunction with offline 64% 70% 

Source: Ultimate Gig nationwide surveys 

 

John T. Fleming is author of Ultimate Gig: Flexibility, Freedom & Rewards published by Emerald 

Publishing (www.utlimategigresources.com – Amazon, Barnes & Nobel), which provides an in-depth 

glimpse of the future of work and how the gig economy has fueled the growth and appeal of flexible 

work opportunities. John is principal of Ideas and Design Group, LLC, and recipient of both the DSA Hall 

of Fame and DSEF Circle of Honor recognitions.  

Robert A. Peterson, Ph.D., is a professor and holds the Stuart Chair in Business Administration at The 

University of Texas at Austin. He has been observing and researching direct selling for more than 30 

years; in 1991 he received the Circle of Honor Award from the Direct Selling Education Foundation. 

Lauren Lawley Head, editor of this article and Ultimate Gig, is CEO of Lawley Head Media LLC. 
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