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Todd Smith is a family man as well as an entrepreneur. He has been married to
Joy, his high-school sweetheart, for 24 years. They have been blessed with four
remarkable children whom Joy has homeschooled. Since Todd works out of his
home office, they have been able to forge a very unique relationship as a family.
Recently his oldest daughter presented him with his first grandson—Titus Joshua.
Todd still can’t believe he’s old enough to be called Gramps.

As a dynamic entrepreneur for 29 years, Todd Smith has enjoyed extraordinary
personal and professional success. His journey of success began at an early age.

Smith’s first job after graduating from high school was rather nondescript. He was a
ditch digger laying cable for the local cable company, making six bucks an hour.
That job lasted only four months because the cable company had financial troubles.
Then he became a package runner for UPS during the Christmas holidays.

Being laid off two jobs within six months was an awakening experience for this
teenager. He decided to take control of his life and become an entrepreneur. This
was in the early 80s—an economic period not much different than where we find
ourselves today. Unemployment was at 10% and getting and keeping a job was
hard to do—especially for someone without a college degree.

Smith’s first adventure at owning a business came at the age of 18 years when he
and his brother launched a silk-screening business from a garage. After four years,
it became the second largest company of its kind in the greater Chicago area.

While Todd enjoyed the personal growth and financial rewards of being a successful
business owner, he regretted the headaches that always come with owning a
traditional business—known as employees, paperwork, deadlines, stress, overhead,
and bill collecting. He admits that “Almost all of my time was spent doing things | did
not enjoy. | knew there had to be a better way. | wanted something that would give
me greater control of my future without the headaches of owning a traditional
business.”

At the age of 23, Todd began a career as a residential real estate agent. He
became a student of personal development and within 4 72 years was one of the
nation’s top-selling Realtors selling over 115 homes a year. He was one of the
youngest Realtors ever inducted into RE/MAX’s Hall of Fame.

Although he enjoyed a lucrative real-estate career, he lamented the fact that his
career completely controlled his life. He then became determined to find a career
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Congratulations on your decision to join the Network Marketing Industry. You will
love the freedom and flexibility that come from being a business owner in this
industry. | hope that this manual will serve as a road map that will lead you from
where you are today to the accomplishment of your goals.

Within this training you will walk through the process of building a successful
network marketing business in a simple, easy-to-follow, step-by-step format. In
addition to learning the basic concepts and techniques of building a successful
business, you will also hear in the audios some valuable life lessons | have
learned along my journey.

Y# ) %,&# +$ - #),. &+%&(%-/#

As you get started, | want to encourage you to be coachable and to open your
mind to a new way of doing business. One of the most valuable lessons | have
learned in my life is that if you want to be successful, the smartest thing you can
do is learn from those who are successful, then go out and apply what you have
learned with excellence.

Because of my desire to learn from the best when | got started, | called three of
the most successful people in the industry and asked them if they would take an
hour to meet with me. These were people earning more than $300,000 in
monthly income. When | met with them, | was like a sponge absorbing every bit
of wisdom they would offer. | then returned home and began to implement what |
had learned.

| can assure you, the more coachable you are and the more committed you are
to excellence, the more successful you will likely become.

" HE +$ 011)8&%")+,

| want to emphasize another critical point. If you are going to build a large
organization of business partners, you must accept the concept that duplication
will play a major role in your ultimate success.

This entire training program is based on duplication which is why it is called !"#$
%&'(#$)*$+,-(.'/0.)1 . ltis the core system | have followed for most of my career.
It has also been used successfully by more than 200,000 people in North
America and around the world.
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The reason it is called the "#$%&'(&)*+$,#-.,'/ is because it walks people
through the duplication process using a circle as a visual illustration of how we
duplicate the system. Within the visual cycle are six steps.

ONE STEP AT A TIME

As you journey through this manual, you will go through each cycle one step at a
time. You will then apply what you have learned one step at a time as you begin
developing your business. Then you will teach the system to each new business
partner one step at a time. And lastly, you will train your business partners how
to teach it to their business partners, so the duplication process continues. It's
just a simple step-by-step system, duplicated by everyone who joins your team.

Regardless of what a company sells or where it is located, this system will work
because it is based on the fundamentals of how to build a successful network
marketing business.

You must recognize that you will set the pace for your entire team. You are the
president and CEO of your company. You are the leader of your team. What
you do is what others will do as they follow and duplicate your leadership.

| wish you the very best of success on your journey. | know if you implement the
lessons taught within this program with discipline and consistency, you can
accomplish anything that is important to you.
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START YOUR BUSINESS! \
STEP 1
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“The successful leader must plan his work, and work his plan.
A leader who moves by guesswork, without practical,
definite plans, is comparable to a ship without rudder.

Sooner or later he will land on the rocks.”
Napoleon Hill
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What are some of the ways you can get plugged in that you already know about?

"% $%&'(%#)*'+,%-.%/0,%#/0  '12#34'-1&25#'4#6%478&%5"#

As you begin building your business, you will need to have a basic understanding of
the key products or services highlighted on your company’s website and in their
promotional materials. The best resource to utilize in order to learn about your
company’s offering is your company’s website. As you use your company’s
products or services, attend events, and review your company’s marketing materials,
you will continue to build your knowledge and confidence in what you offer. No one
is going to require that you be an expert on your company’s products or services, so
don’t spent a lot of time trying to learn every intricate detail available. Instead, just
focus on gaining a basic understanding of their benefits. That’s all you need to know
to get started.

Complete this sentence. | want to learn more about. . .

9:"# 3,/&%%#;'14#34'-1&2#<4-%4"#

This last step is only for those people who represent a product-based company. If
you do, it is very important that you place an order for your company’s products.
Your product order should consist primarily of the products that you plan to use and
sell within your first 30-60 days. However, before making your decision on which
products you should purchase as you launch your business, it is important to
understand why you should buy products.

Here are three reasons you should buy products:

o I"HIU%UEHH()* #)"+,-#" #&/"0+1-#"#2',0  for your new and existing
customers. Each time people say they would like to try one of your products,
you want to get them started immediately. A delay in getting them started
WILL cost you time and sales.
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STEP 2

After completing Step I—“Start Your Business”™— INVITE PEOPLE
your next step is to begin inviting people to learn
about your business.

+,- $08&'1&$*#!

As we begin this step, there are two important factors that will not only affect your
results, but also your attitude.

o I"#$%8%'()*+ $%-&)+.%

It's important to understand that finding people to join your business and/or to
purchase your products or services is a numbers game. The more people you
introduce to your business, the more people will join your team, and the more
sales you will make. Yes, you can do a lot of the things to increase your
results—as you will learn in this training—but remember "#$%&%'()*+,$%-&)+

Before you start making invitation calls, it is critical for you to recognize that not
everyone will accept your invitation to learn about your business. You will be
turned down often, but you cannot allow those who decline your invitation to
discourage you. When someone says '. , it is vital that you maintain a positive
attitude and move on to the next person.

o [+012+%3++4%"0%256+%&34%",($"%70(.%

People must like and trust you if they are going to do business with you. If
people don’t *(/ you, they won’t *(/ anything that comes out of your mouth.
This is a life lesson—not just a lesson on how to build a successful business.

Your No. 1 goal with every prospective business partner and customer is to be liked
and trusted—plain and simple. Start being intentional about building a brand for
yourself that when people think of you, they think of someone they appreciate and
respect.

Not only will your business thrive, but life will become more enjoyable and fulfilling if
you focus on the little things you can do to become more likable and trustworthy.
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FINDING POTENTIAL BUSINESS PARTNERS

I"HSYOEYOH (H&H)"&*+ M H - +&. (" VoY EEABBIRF-2& HEH) "&H 1. % &-58&."- 4" & 1-6&/'+&
*4HH(-76/"&t-&1-6(806%*+"%%8& &I &/ +8&3(-6.8#)": & HIHER ($)*+"$, 8&

I"H S H()*+, - #I01&/)+2/+0*- #/+ #*3/2)4*-5/3-YoH6+% T+H/-#
8Y0&HOT/ #:/'6*2:#

)'%"8 ("&H)"&. " A"&<HD&<)1&1-68)"&  Y-"&T"3("&-5&(" 4 H*-+%)* B&E=+&
(2" # 4+ 38H) % &0BY6*+"%6%6>& 1-6(8) Y HHB" &-58%66//" %Yo & <448 I-:"&5(-:&7:)-%%"&
@-68&A+-<8B&&;)"&."- 4"&*+&1-6(&<'(:&:'(2"#&2+-<&1-6>&("%."1#&1-6>&'+T&'("&:-("&
4¥2"418#-8&0"&-."+&H-&<) #&1-6&)'"&BEY&H) +&."- 4" &<*H#)&<)-:&1-6&)',"&+-&
("A'H*-+%)* 8&&E&

<" =H B ( Vo HBY& H () - HIOL&S)+2/+0%- i+ H*3[2)A%-#

C"-.4"&<)-&)',"&0"+&("5"(("7& #-&1-6&'("&"D/"44"+#8&.(-%. #%BEEE"H#&'&3- A8H-&3"H&'HE
LYt &-+"& ("5 (A& (~:&" ) &Y H Y65 T & (- T6/HBHB- " (BLEF 4%- &Y% " H& &3- 4&H-& Y 2&5- (& H&
A Y8+ & ("5 (A& (~: & 1) &. " (Yo-+&<)-& T A+ "Vo&H-& . (#*[* '#" &*+&H)"&06Y*+" %% 8E&E

S"# 2@ THA* YA HB%&H *2#* 10 @#,/8#

G')&T'1&<"&: " H&+"<&."- 4" &"*#)"(&-,"(  &H)"&.)-+"&(&*+&."(Yo-4B&;)*%&3(-6.8-5&

- 4" &) +&0"& &3 ("HEY0-6(/"&-5&A " TV & & IR+ +*-+ A& +8&1-6(&/-+," (%' H*-+%68&
90)"+&1-6&: " H#&."- 4">& ' Y2& . (-0*+3&HE " Yott* -+ WG KA Yokt +&H-& A" (+&*5&H)"1&) " &' &+" T &
H#)'#8&-6(&06%*+"%%8&/-6478&5645* 448 881" (B&IN" A" % &-5& HE" Yott*-+%& 1-6&/-6478&'%2&

& O)#&7-&1-6&7-8&5-(&'&4* *+3K&

o8& |-<&T*T&1-B&3"HE +#-&#) HEA*+"&-58<-(2K&

o8& |-<&*Ub&H)"&"|-+-:1& 55" #*+38&1-6(806%*+"%%KE
& |-<$U&*H&3-*+3&5-(&1-6K&

& L-&1-6&"+M-18&<)#&1-6&7-K&

C"()'.%&1-6$448H)*+28-5&-#)"(&HE Vol #HRHBE"+' 04" & 1-6&H-&-."+&H)"&T--(&%-&1-6&
['+&*+H#(-76/"81-6(&06%*+"%%8E&8IH)8%-:"8."- 4">&1-6&: 1 &< +#EH-&06*4T&'&
("4'H*-+9b)* &5+ (YoHNEH) "+ BEAHZBEYo* +" %% &/ (78 & &FEEBHE.," (&#)"&+"DHEOP&
)-6(%>8&/ 448H)" SEE&) HEH)" &2+ <& HEIWER " H*+3&H) "> & -1 A"+ HEH) "> &'+ T &

kg KHORAN RH- & A--28'#&1-6(806%*+"% %8

&




ta syéa

4. Your common market

I"HS68& () *-+0#, - [0*$%6+"*061*21 06 3H#+"063"28%642/%" " 5* U S28++"# 696, %-288&2, 7% $/-"%
'$961*21. ¥, %42/(%6(0/+#,6%-.'$$7 % 1*2 IAUR(%6.#,*%28%32()7%1*21.*%3"2%'++* 0%
42/(%-"1(-"7%2(%&*89*($% 2EHYo- [9%2(%62(6' #:+#2, WEI6'02/+%62+"*(%6/(2/1$%28%
1%21 *%3H+"%3"28%642/%" 5*%$28*+"H#, 6TYDB, : Yo %o< (H+* Y, &*$Y28%+"*$*0b
6(2/1$%".2,6%3#+"%42/(% HHEVi28%6>2/%72,23; @ %% %

<" Qb 1%21 %" B U6$2&*+"H#, 6%, %6-28.82, YoHADITY' Yot S+, +%92,0%$8$%+2%82(&%
U HObH,8.1%,+$%1*21 *A$0*-#$#2,$,%

5. The cold market

IRER 0" (00 1% 21 <% 42/%" 5%, *5*(Yo&*+ Y PAR(2SL*-+%+"*$*% 1*21 . *7%42/%32/.0%/$*%
$/-"068*+"20$%'$%6&'6"#,*%2(%, *3$1' 1*(%'0$ 7Y 0H (*-+%6& #.#,6$7%-2.0%-"..#,6 7%2, #,*%

& ()*+#,67%',0%2+"*(%$/-"%& () *+#,6%0+*-"BI*$;%% C8%'+%' , 4%12#, +9642/%02%8#,0%, *3%
OI$H#, *$$% L' (+, *($YoH, Yo+ " %-2.0%8&. ()*-67 BMO* V64 2/(%62". %o+ 2%66*+ %0+ &% S+ (+*0%
32()#, 6%+ (%3 (&Y%& () -+ SR 23*5+(796#8%42/%82..23%+"+%+('#, #,6%#, Yo+ "#$%&' /. %
S2((*-+.4%'$%42/%#, +(20/-*%o+"H$Y O/ SHITBSTRA Yo, 5*(%"5*%+2%32() %+ "#$%6(2/1;%

Ly $rop&is'( ) I"# H-+1&1+), . &/

E89%"..Yo+"*00#, 82(8&+#2,%-2, +'# X0V 3H+"HQAHHEIHL (26 (' &7 Yo+ "HEU$+* 1 YoH$ Yo+ %825+ %
H&12(+ +%682(%42/%+2% &Mt OG- $2, Yo HS %S H#& L *FYC8Y%42/% ' (%!, $/--*$$8/. Yok, %66*++#,6%
1%21 *%+29%(*5#+3%4 2/ (%9/$#, *$$%21 1 2 (4 HY4TH0 %' $2%9*%0/, $/--*$$8/.%6#, %69/4#.0#,6%

"%, *+32()%28%9/B#, *$$% 1" (+,*($; %% G /- BRPBIE/--*$$%63#.. 96 (*$/.+%8(28Y6t 5H#+#,6%1*21 %%
“2((*+.4:%%%

I"HSYo-+(H,H#, 6%63H. Yo+ *'-"%42/%"23%+ DGR FHE3 (8%68& ()*+@%+2%.%'(,%'92/+%42/ (%
O/$H, *$STY69/+%6+"+06-2,-*1 +$7%$-(H1+$7%',0%#0*'$%-', %9*%6*'$#.4%8&20#8#*0%+2%'11.4%+2%' 4
6(2/1%28%1*21 . *0642/%3' +%+2%-+ (6*+:%%%

I"*0/h] +H&+*U062". Y%28%+ ok, SHt++#2, YRYSBH DU, %0'6 (&, +UBLYo+" 0 1*21 . *%42/%
(¥%-". #,6%+"+Y0+"* 4% 3H. Yo+ (Yo (*SHTBHAINY6-28 1" AASY L (*$*, ++#2,%6+22.$%2(%
% 006'0615($2, Y01 (*$*, ++#2,:%%

" SO+ $'- M %0 LHI(&*(%,/0(,  1#/2 *)) ("H#
HIH&IYeH, J# 4,%I(312 (, 3, 2%&H#.(6 ("*( 4,%/(5
),, 7%I3 1H#%("#& ("# &%3U& (, ("# }#$(8
9%))%*;*("#+'
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There are three major objectives of an invitation call!"

of "HEOL&I(FH&H+),1-VoH(S&(F. 1RSI/ +H0'SOL'.$Yo!-$)*+-+12(1 113" 45111 +#)!
+6$%6*1. $%6#16%8&() && 7!

ol BH+FI0OHO)- I&SIH/+¥1(*12(111-+%&0'SOL I 2+) *$11'+#) 1 +6$%0*1*/']
6%&()'&&!":1:;; 411 =>7@7!

ol A+()+IB(HCI-SCC(*C)*$)I+1%(C'1 *$IC"*1(BL.$%!+#19(D()910'#&S$)+1!
O#'&')*+*($)&EI$#1+1%(C'1*$IBS11$21% 08B!+ 104#$D(, () 9!+ *$$ 1 BS#!*/'CI*$!
#D('27!

@+-/'$B*/'&'10$()*&!12(11!16'-$D'#,1()!, *+(1!1+&!12"19$!*/#$%9/1*/'| ) D (*+*($)!
0#$-'&&7!

Ex )$%)HS %.$0 1% )1%-$

P41+ 141 (918 0&*SIBSL1$21+&).  $9619$I*/H$%9/1*/'10#$-'&&I$BI)D(*()9!&$C'S) !
*$I1$$G I+ $Y6#6%6& ()'&&1%&()91*/'10/$) TRS2 DHE*/'I(, +&!I+), 1 +00HS+-/'&)-+)!
+&(1.16'1C$,(B(,!+),1%8&",1*$1)D(*'1&$C'$) 1)1 0'#&$) 71!

| "#$ %&S$#$('# ) "+# $+r# (.. &

"&1.$%619 I+, FFIC+G'1.$Y6# () D(*+*($)!-+11&E!B(), I+ HY(*I01+-'12/#'1.$%!-+)!
C+G'L.$%#I-+11&12(*/$%*!, (@F-*($)&T!:)-"1.$%!+#1()]  +IHY(H101+-EI*+G'1+1B'2!
C()%*'&!+), # B1-*1$)!. $%#10#(C+#.1#'+&$) &IBS#16%(1, ()9!. $%#16%&()' && 7!15/(&!2(11!
['101&#D'1+&I+IC$*(D+*($)1&$%o#-12") I0# 0+#()9*$IC+G'. $%6#1-+11&7!

A'1*E1.$%1&/$%1,1& 1 +10$+11+&I*$1/$2ICH).10'SO L' $%6I+#1-$CC (", 1+$1-+11()91+*!
*/(&I*(C7N5/16") B(*&I+#1*2$B$1,J11)$* 1$)1.12(111.$%!6'ICS#1-SCBS#*+61'12(*/1"+-/!
+,,(*($)+11-+111.$%IC+G'E!6%*1.$%!2(111-6:&EICS#I'BB-*(D  '7I1:$1-$CC(*I*$!
C+G()9+&!IC+).1-+11&1+&) $Y#I*(C1+11$2&.7!

=*1(&I+1&$!+,D(&+61'1*$1&-+)1%/(&!-/+0*#1()1*/'IC+)%+1I'+-/1*(C'.$%!C+G'l-+11&!*$!6']
&%#'.$%!+#'1)$*IBS#9**()9!+).*/()9! (COP#H*+)*7!

-1 S%IHI& 1 1LY HYG(HI01+-"14),1 . S%KH1()1*/1#(9/*1B#+C'1$BIC(),E!.$%!
HEIHF, 15$16'9()1-+11() 97 +#416.1&'1'-%( )9I&$C'S)'1$)!. $%oH#! 1(&*I$BI-$)*+-*&TI5+G'!
HCO)%F$I-$)- Y4+ 1$)1%/(&IOHES) 7! "&G!.$%#& 1BEIL3LIC(9/*1*/(&I0H&S)!/+D'!
H)O)*#8&*1()!C.16%&() &&MN!I5/()GISB 1% &$)&!2/.1. $%#16%6&() &&IC+.16'1+**#+-*(D'l
*$I/(CISHIHTI"1&S$IHBL-HS)/H+&$)&! . $%!2$%1,12+)*1*$16'1()!6%&()'&&I2(*/1*/(&!
0'#&$)7110)$2()91*/(&! () BSHC+*($)!12(1 11/ 10B%!-#+B*1*/ICS&*I'BB'-*(D'I()D(*+*($) 7!




ta s{a

STEP 2. MAKE THE CALL.

I"HS&! (S )+ -&)%).L10,/(*$%)-182"3+/1'V  -A'*+)15%+)16&H) 4T 1'-4% H#]""8"*+/%'
6/1/7$"%'9-2":- 7",/ &> TI&A"™*&B'5 ], %-4T [1/T6%"[.I"+)6+<'&,I$5H)*+ (-1=)9/1(/
$19'(-1%7-"19'/1*+4&)$8>2"2="Yo-4'S T/ $ &&)-1$*/';-4* #+$* %-4'$7/'9-) 168™+/1'
>$5/'&AT/'%-4'&-419")5/)*2" '2="%-47" -)(/'&-419&#I$5' -7'&+%'-7'%-4'&,/$5)1'$
>-1-%-1/ -)(18'%-4'($1'/0,/(* - 7'7/&4 "*&2" @-H%-4'&-419'#+/1'>$5)16'$1'

3+/1'%-4'$7/"7/1$9%8'7/"$0'$19'>$5/*+/'($"'2'
STEP 3. AFTER A FRIENDLY HELLO DETERMINE AVAILABILITY.

3+/1'&*$7*)16'$'(-1./7&$*)-18'$"#$%& /' /7& -1$;"['$19'=7)/19"%2"1=*/7'$","/$&S1*"
+/"-8'9/*[7>)11)="*+/"/7&-1'%-4B7/'($ ")16"&';4&%'-1'$1-*+/7")1/-7'9-)16'
&->*+)16"*+$*'#-4"9'9)&*TS(*'+)>'-7'+/7" =7->")&*/1)16"-'%-42"C-4'(-4"9'$&58"Did |
catch you at a bad time?”-7' “Are you busy?”-7' “Do you have a minute?”-7'
HAS*T'%-4'=/"(->=-T*$;"$&5)16™-'>$  5/*+)&'9/*/7>)1$*)-12"?="+/"[7&-1")&'
;48%8'$&58Vhen would be a good time for me to call back?” $19'&(+/94"/'$*)>/*-'

3+/1'$,,7-,7)$*/8'&+-#'$'6/14)1/)1+/T/&*)1*  +'/7&1'%-4'$7/($"")162"D1/-="*+/"
&R HSYOR - H) 1'=T)/19&'S1D)1="4/1(/ =" [)&™*-'&+-H'SL)1*/TI&*)1*+/>2"

C-4'(-4"9' S +/>+-#*+%'$T/'9-)162"  C-4'(-4"9'$&5'S;-4**+/'5)9&8'-7'$'+-;:%8'
T8, TH-TH+S[T%-4'=/["#-4"9" /'S, 7-,7)$*/;$&I9-1'%-4T"7/"$*)-1&+),2"
E/>/>;/78)="/-"'9-1B*&/1&/'%-4'($7/'S 4R[S0 - 1B ($T/H+$+ %-4'
+$. /== (T2 Y& &+H &) L(ITIVIHTI  &*)1*+/' /T8 1'%-4'$T/($")162"F+)&)&
188/1%)$"$19'7/G4)7/&'$1") 1%/1%)-1$" /==-T*H'

STEP 4. COMPLIMENT YOUR PROSPECT.

17$)&)16',/-,"N&'$"#I%&'S',-&)*)./[*+)16" *-'9-2"I/-"[-="$""$6/&'HS1**-";['
(->,")>11*193*-",1'$,, 71()$*/98™-",I'TI( -61)K/9'=-7"#+-"*+/%'$7/'-7'=-T"#+F*
*+/%'+$./'9-1/2"1&'%-4") 1.)*/'[-,"[*-"" --5'$¥%-47",48)1/&&8'%-4'&+-4"9'=) 19'H#$%&'
*'6)./'$'6/14)1/  '(->,")>/1*2"?="%-4'/0,7/&&'$9>)7$* )-1'-7'71&,/(*'=-T7"I-,"IH#+)"I
)1.)*)16™*+/>*-""--5'$*'%-47",4&) 1/&&8'Y-4'#)""+$./",[**[T' 7/ &A"*&2" ?*B&'$™)**"[*+) 16'
*+$*'>$5/&'$";)6'9)==/7/1(/2"3+/1'%-4'(->, ")>/1*,[-"18")*'>$5/&*+/>'=/["6--9'
$19'4&4$"%'71&4"&")1*+/)7";,1)16'>-7/'-,/1 L>)19/92"?*'$"&-",-&)*).["%")1="4/1(/&'
+-H#*4H%'=/"$;-4%%-42" ?="=-T'1-"-*+/7'7/$&-1I>$5/" &->/-1/B&'9$%';,%'6).)16'$'
&)1(17/'(->,")>/1*2'
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If you want to win friends, make it a point to remember them.
If you remember my name, you pay me a subtle compliment;
you indicate that I have made an impression on you.

Remember my name and you add to my feeling of importance.
Dale Carnegie

L#s %&' ()*+,#)"-. [ +0#. (12 HOo+"3"+() &

Based on your relationship with the people you are about to call, think about the
approach you believe would be most effective at getting them to take time to review
your business. The main objective with your invitation is to create interest. Be sure
you come across natural and confident and never say anything that would be
perceived as begging them to look at your business. Instead, be proud, strong, and
confident! If they don’t have an interest, that’'s okay; just move on!

As you invite someone to learn about your business, you want to be deliberate and
controlled in your conversation. The less you say is better. If you are intentional in
what you say, you will be highly successful in gaining positive agreements from
people to learn about your business. If on the other hand, you talk too much
because you are either not prepared or lack self-control, you will likely struggle and
get a low percentage of people who accept your invitation.

Let’s now take a look at some different invitation scripts. As you read each of these
options, think about the ones you would feel most comfortable using. You might
even draw a star in front of the ones you like.

kb %% O) *%-/
"HSI06& () $+,I-. *8/0/&) !

With the discovery invitation, you would seek to identify a need, pain, or concern
that you feel your business can help address. If you can first recognize a way
that you can help people achieve something important to them, they will be much
more inclined to take their time to learn about your business. Here are some
examples of how you might do this:

e When talking with Bob, you could ask, "#$%& #(&)*&+',&,-#.#/0&122,-+).3&
0#45&%4*).,**678f what he does for a living is being negatively impacted by




ta tsa

"#$#%&'&()*$) &+3%E&+,-$./0$"1($! &$#,. 28BASS5 "#'$6"#'$!I"#B! L(#$1/$317"1$
/11(8,)$./0*$9: ould you be open to diversifying your income?”$$

o$ <P)&+P.3HB&'P"#PB"&'#$61!"$)&«31#'-*$)&+$%&+,-$./B&orge, how are
things going with your job?” ;<$"#$#'11&'1$.)"1'7$#  7.11=#$.2&+1$"1/$>&2*$
JOS"L($'&P#,.2&3.1#4$$?/$"#D#,,/5) &LBA!$"1/$.3#./P&<P%&'Yo#3*$,1/1#'$.-$
%&'/1-#3%.'$.883&.%"$!".1$6&+,-$2#P(&/ 1 $H<<#%! 1 =#HASS?<H#3S"H#S<L'1/"#/*$)&+P
%&+,-$/.)*$Ret me ask you a question off the record.$% there were a business
you could start working part-time from your home that could later replace your
full-time income, would it be of interest to you?” $

o8 ;<$)&+$.3#$&'$!"#$8"&'#$!.,01'7T$ELS<31#'-*$)&+$%&+,-$./0Fina, I'm curious;
just between you and me, have you ever considered starting your own part-
time business?’$$;<$/"#$/.)I$/"#$"./*$./0$"#3$6" . 1$/"#$" . [$%&'1-#3#-4$$
'#'$.883&831.1#*$1'=11#$"#3$ W& &0S.1$)&+3$2+/1'#//4$

o$ ?<I#3%$./01'7$)&+3$<31#'-*$6" &SR .| @"&(H @ (&(*$/&(#$%./+.,$
#A8,83.1&3)$B+#/11&'/$)&+$,#.3'S!" ISHS<1".'Yo#/$.3#$! 1 7"14$$:"#'$!"1/$
".88#'/$)&+$%&+,-$./0*$"Audrey, if there were a way you could work from
your home and make some extra money while the kids are at school, would
you be interested?”$

o$ ;<P)&+$6#3#$!.,01'7$!&$)&+3S<IPH-B #-$"1/$61<#$1/$83#7".'1$) & +$%&+,-$
10*$9Paul, if | could show you how to start your own profitable part-time
business working from home, so your wife could stay home with your baby,
would that be of interest to you?"$$$

HSSHES HSI)S  yesSl&S.)SE<S! HIHSB+HI18& [*SBYoHH-SI&S1 =1 IHS! H(SI&S(HHIS
611"$)&+$1<$)&+$.3#$-& 1 TSREBBIH/H.11& *$&3S1'=118!"#($| &S IH=1#6$& HS&<$
)&+3$18&,/$.-$.33. T#$. SIL(#$1&$<&, &6$+84$

-#11<)1'7$.$8#3/& ' C/$'1#-*$8.1*$&3BORO#3'SD; EF5*$. - $I"#' $&<<#31'7$) &+3$
2H/1HIS.1$.$/8,+118'$1/$.$"17" ) SH<<HUHSE =11 11&'S/13.147)4$$5"1/$/13.147)$1/$
#I8#9%1.,,)$838-+%!1=#$611"BHEB, #$)&+S(HHIS1 SI"#S%&+3/H#$8<$.$'&3(.,$-.)4$$2/$
)&AB(HHISHOSSHES HSH.%"S-)*$.J0SB+#/118/$.2&+$I"#13$>&2/4$$: " #'$!"H)$
3H/8&'-*$, LIH#'$%. 3H<+, ) $I&S6" 1S H) B/ SI&S/HHSL<$)&+$%.'$1-#11<)$.$'##-*$8.1*$
&3$%& Uo#3'$!".I1$) & PIBL H//$%o&+,-$<+,<1,,4$
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I"#$%& H()$*+,&)-)&.+$

"#$%HS&Y0" (&) H%"*+"#,#"-*.%/-0% " 2REER/AH- Y0 2 & &# % 3" #$%0/-0%- (%0 (&+" &3%-*&%-4%
1-0(%#--51%3"#$-0#%6"+"* 6 YoH PRBYA~(2,#"-* 7% % 8& (&%, (&%1-2&%&9,2:5&1%-4%#$ &Y
Ill(&)#%ll*+ll#’#ll_*;%

0% <-0%)-05'%),55%=,(>%, * % 1"HBRO& #()*+HYoH, -.)+'[#O)+# 1Yo+ 24+ 3H#4-& H53)Hb#
BYOTTSHHIY: [H1$Yo+<HH53):H*6$'2) T H+$-+#1"#1$ #H1'HB3) T2H#, "+=H"HSY& #
*3 '+ $- A" H13) T 2HT - H+3H6$Yo+#1-+$H53)HY% OB DR) && ' Vott-%o 1 8&#%0:%, Yot "2&Yo#-%
6&HYoH-68HSE(T Y%

% @4%/-0%3&(&%#,5>"*6%#- Y1)V HH/0& #*3,'H#-. @3:,%+-3 #"#13) 72#7-;'#+3#
1-6;#%:3).2#1-+$#53)/#1$' #13)72#53)#0'#%&%0-7%07 #+3#H4A' +#+34'+$" #+$-*#1" #
+3#+% e ?

I"#$/018+#11$*+,8)-)&.+$

A*S">&UHS&Y" (&)HY " +"#,#"-* Yo BOIVEDRIE *+"#,#"-*%/-0%#&55%#$&2%/-0%, (&%
6% # & 2%0H-%5-->%,#%, %0 B BR (&I (BABL-2&%&9,2:5&1%-4%#$&%B01"*&11%
A %% %

0%  <-0%,(&%-*%H$8%6:$-*8Y63"#$%/-0(%6&(WEH BE*6%, B-0#%$"1%1-*D1%1-))&(%
#8&,296H$ #9%"1%:5, " OUHB&Y6(&6"-* 5%)$, 2:"-* 16, ¥ %/-0%, (&%) ,#)$"*6%60:%-*%
$-3%$8.%"1%'-"*6 7% ES& % 3S&*VoHS&IH"2"*6%" 1 %6 (" 6 SHIBHEBHROR L . %
0.3+$"#,-. )+ [HO)+H#"H1% 128+ 3HT +H53)H,. S1H+S  H-HHA3- A+ 3HOHYH* Yo TTH
4:3) AHB@H)HA ++- M+ 34'+$ HYo+#, SHEES) *2%65H#.-AS+#+3H:-6.:#%:3). 243 '#

D' A+ Vo - AVt LHOY*- B <@ HIOH T S+ @H A6 +H@3:#53)HC3 [HY%. 2#
+$3)4$+H53)#, Yo5H1%0. +#+3H(3- HDSIT 2H#53)HT - H+3HO0H-.67)2'2> 24

0% FAH#&(%S$&,("*6%,B-0#%/-0(%4("&* D1%6-54%6,28.%/- 0% 06 1</ #43:;- 4#
1-+$HYH* YoTTH#A:3)AHIENE Y *H%. 2H0)* - "*#A:3@"*-3. % T*#1$34%: #
$'%2- 4#) A#+SH FAY.*-3 #3@HYoH).-G) H%. 38Yb+-& HO)* - " #- H#+$-*H#0b: VoS
H. #3@#+SH@'Vo+): *H AV #+$-HH0) - *H) -G) H-*H+ SV +H-+#3@ @ +HA'SAT'#
+HOG0-T-+5H+3H Y H S HIL HADYHFE L +$3) -+ @' ML+ $H+S - #
@) 7714~ H6%: " *SHH"+HYo T* 33 @UD-IHAD) AHO 3+ %0 2H-+$ HY60- 7-+5H+ 34 V0. HYoH
73.41+" #:'6) - At 63, SHHE* " #+$3) A4S+ #3@HGC)YoT-@- 2 ABATHE <24 Yo T T5#
' (35#13:;- AH1-+$/# #+$3)AS+H3 @ HFB) YT 24#53)HOHIA' H#+3H$ Vo:- MH1$Yo+#1'H
V:'#23-. 4> HHHH

% <-0D(&%-*%#$8%:$-*8%3 HSWE"* % 3BARGHFTHBO0YHS, #9601 $8%$, % $&(%B&1#%
1,5&1%/&,(%&+&(7%%F5#$-06$%1$&%1-0%1%$, ::/.%'-*D#%,1102&%1$&D 1%*-#%-: &*Yo#-9
)-*1" & (" 6% SE&(Yo-#"-*1 TV Y6 F A& (%)- BB F6Y$E&(%o-+%, %+&(/%10))&11405%/&, (.%
1-0%)-05'%1 /. 9B-. Yo/#+$' <*#Yott:%A-275#4:31- 4#63, A% . 5# FAY. 2- 4#-+*#
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IHSY& | () HHESHY (*QHH Yo SHYo .2 UoSH 110" (121 % #1" #*3'&+.14$%) 0"/ [B)H&*&I*
"3 &A*EAHSHHB U6 ()' |, FFT 2% & +008%) 1 ('2'DIREEL Yo/ *Yo(8*314/8*(1&*
H1"0b$" HF3+008* 1A+ SH*OASH (&) (BR*314/8* 1 4*=H+1"#(*& 1 #%$((1*3+%6&*
&o+# ¥QUH(XI224$* 14> 7

When people respond positively to your invitation, schedule a time to meet with

them if you are doing personal presentations. If you are using tools to introduce
your business, tell them briefly about your tool and schedule a time to follow up

over the phone.

#5968 ()*+,%-%, &*(

When using the @.5)&!$. invitation, you will share with people why you have
made the decision to diversify your income; then invite them to explore what you
are doing. Here are two examples of this style of invitation:

After talking about Randy’s weekend at the lake, proceed by saying, AB%(8.<*
%)*.14*0(13*7T*+%CH*#(: . #8*%*)499#)) 24/*$H%0/*#) &Y &H* Q% SHH#S, ** DA&*=#9%4 )#*12*
&+#*91()&%(&*8#@%(8)*12*@.*&' @B #%/&!$*%0(8* & +#*4(I#$ &Y' (& . *&+%0&*
)A$$!4(8#8* &+#*SHYo/*#) & Y0&H#H*' (84) &BACH* @ %8#*&+#*8#9") | (*&!*8'C#$)'2.*@.*
'(9'@#,**E2&#$*9!()'8#%' (1*@ . *!"&'| ) <*7T*@%08#* &+#*8#9")' (*&!*&#% @*4"* 3' & +*%o*
+'1+/.*$#) "HO&#HB* @" %0 (F* &I +#/"*#6"%0(8* &+#'$*=4)"(#))*' (*&+') *%0SH# %0, **7 &*') *%o*
3#/I5#)&%=/")+#8*9!@"%(.*/N10'(1*21$*&H#*$' 1+ &*"#I"[#* &I *+#/["* & +H#@*8HCH/!"*

&+ $H#L(**E)*7*91()'8HSHE* &+ H* BH) "HO&* Vo(8* U8 @' SHRATAL +&*12% 14 *

F14/8* 14*+%C#*%(*' (&#$H)&*' (*SHC#3'(1%)! @#*' (2!1$@ % &' (*&!*)##*' 2* &+ ) * @' 1 +&*
%" #%/[*&!1* 14>7*

You’re on the phone*with Beth laughing about some new photos that she

posted on Facebook when you ask,*AD#&+<*+%C#*.14*11&*%*914"/#* @' (4&#)>7?
(Sure, why?) AF#//<*3'&+*%l/[*&+#*4(I#S&YEEE#*#9!(!@.*%(8* @ .* 9% $##S<*
7GCH*@%8#*&+#*8#9")'|(*&!*8'C#$) 2 (A8 #,**7 (*/'0"(1*%&* @ .*!"&" () <*7*

9% @#*%9%!))*%*$#%//.*4('HA#*9! @"VHNE*+%)*)! @H#* 1 SHY0&*" | &#(&'%0/*' (*&+")*
%$#Y%0,**-+#.*USH*$H#/%&' CH/ . *4(0(13(*' (*&+#*%SH%* %0 (8*=#9%4 )#*&+")*")* Vo (*
'@"1$&%(&* @ YPOHE*& ¥ &+# @ <*&WH (VABIBI&+H*$ L +&* " #1"[H* & ¥ +#/["*3' & +*
&+#'$*#6"%()'1(,* 7*8!(G&*0(13*'2*' &*314/8*=#*12&{ S#) &* & I* 14*=4 & <*'2*' &*")<*T*
314/8*#(:1.*31$0' (1*3'&+*.14*&I*8HCH/  1"*&+")*%$#%0,**F14/8* \4*=#*I"#(*&!*
1#%3$((1*3+%&*3#*%$#*8!'(1>?

When people express an interest in learning more with either of these invitations,
invite them to a personal presentation or request that they review one of your
tools.
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The Could-You-Do-Me-a-Favor Invitation

"HSUOISY& ()*+,-(),+(,. &, 1,0 [1(21#31#$I$H(341-()!/281&55&3SH/**-1/56#3718&(8*&I%(!
+(1-01/10/1(219-1'%&'6#371()$1-()2!19)5  #38&55:11;&28&1/2&15(.&!&</.8*&5=!

ol >0$&2!1$/*6#37!?#3$%! @ (&!/9()$!%HEHEIR 9)5#3&554!-()!'()*+!5/-4! “Joe, I've
recently started my own business working with a company that is seeing
some remarkable growth. I've been impressed with what I've seen so far, but
I'd be interested in getting your opinion. If | dropped some information in the
mail that provides an overview of what this company is doing, would you be
willing to take the time to review it and let me know your thoughts? 1!

ol "00&3!$/*6#371?#$%!>*&<!-()!I'()*+!/564%Alex, could you do me a favor?”
(Sure.) “I've started my own part-time business and | am really excited about
its potential. | know you have a great deal of experience in (sales, marketing,
business...) and | would like to ask if you would be willing to take a look at my
business and give me some feedback and perhaps some advice.\!!

ol >0$&2!$/*6#371?2#$%!AI29!/9pR2!1/'1$#(34!-()!'()*+!5/-4!  “I have recently
teamed up with a group of highly respected people who are leading up the
expansion of a rapidly growing company in this area. Who do you know that
you consider to be sharp, talented, and aggressive who might be open for a
change?11A/29!./-12&58(3+!?#$%!5(.&!3/.&5  B!%(?&1&241#$!#5!.(2&*#6&*-15%&!
?#**1/56!/1C)&5$#(3!5&&6#37!0)2$5%&2!#30(2./$#(3:1"%&3!5%& ! +(&5!-()! ?()*+!
#31#$&!1%&2!$(1*&/23!/9()$!-()2!9)5#3&55:!

A Follow-up Response

DO!5(.8(38!5&8..5!%&5#$/3$1/0$&21%68/2#37 (B2 1#31#$/$#(354! (214#015(.&(3&!
2858(3+5!2#$%!/13& 7/$#1&!'(..&3$41%& 28 B23%& 198531 2858(358&5!-()!'/31 7T#1&:!

o\ Herry, | have the utmost respect for you. When | thought of people that | like
and would enjoy working with, | put your name on a short list. If you don'’t
have an interest in learning more, that’s fine. | was just thinking of you.™!
F%&3!?/#$!0(2!/12&58(35&:!'D0!%& ! +(RIZBBB(3+! 7#3$%!/1+& #5#(3!$(1*&/23!.(2&4!
$%/36!%#.10(2!1%#5!$#.&4!.(184!/3+!./6 &!1$%&!3&<P!'/**!!

o Mark, all | wanted to accomplish in this brief phone conversation was to see
if you might be open to diversifying your income or doing something else. If
this is not the right time for you, that’s okay. Your name came to mind, and |
thought if it were the right time in your life, I'd really enjoy working with you.”

FO6&5&!$/6&,/2/-12&58(35&5!3($!(3*-12(26419)$!$%&-1/*5(10&& 7((+1$(1)5&:!
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I"H$%$"&'()*+$"8 -$./01$2"

When you call people, you need to be prepared to hear their voicemail. When you
hear a recorded message, you have two options. The first is to hang up and try
again later. The second is to leave a short message.

Leaving a short message is recommended. People who have caller ID will know you
called. Here is an example of the type of message you could leave for someone.

o I"#$%&'&()*+&,)-&(./&.&01+.2&3++4+5/6&&7(+5&,)-&(.8+&.&9(.59+%&0#8+&$+&.&
9.::&)5&8%,&9+::&*()5+6&'&(.8+&;)$+2(#588.52&2)&/#;9-;;&3#2(&,)-6&&<,&
5-$=+1&#;&>>>?@ABCO6&'.02158#;&>>>? @ABJ)B&EIK 3.1/&2)&)-1&
9)58+1;.2#)56&".4+&9.1+6E

When Tim returns your call, if you are not in a quiet location where you can focus on
your invitation, answer the phone and tell him you are busy but that you do want to
talk with him. Then schedule a firm time to call him back.

I"#$%%$"&'345-6&4'701$2'-5'8-.$12'9/:$1"

The only time to ever consider using email or social media in the invitation process is
to send a personalized, direct message to schedule an appointment to talk by phone
or to meet in-person. That's it. Mass invitations sent to everyone you know,
whether it be by email, U.S postal service, or through a social media site have never
been an effective way to invite people to learn about your business.

Here is an example using email to schedule a time to talk over the phone.

o “F+,&GHH %8'&()*+&,)-&( /& 801+ 283++4+5/688 &3)-:8:#4+&2)8&2.:483#2(&.,)-8&D)1&
DHB+&SHE-2+,&;)$+2HB+&HD&2(+&5+HPBR)BEET)-1/&,)-&=+&.8.#:.=:+&2)&
2.:482)$)11)3&+8+5#508=+23++58&IJKK&.5/&LIKKE&)1&7+/5+;/.,&.D2+15))5&
=+23++58AJKK&.5/8&>IKKME&NDYS PHBL$&2(+&5-$=+18&, BH2&$+&2)&-+68&&
"(.54;%80-+6E&

The advantage of this invitation is that you will be more productive with your time
because you will be calling people at a time when they are expecting your call.

Here is an example of using Facebook to schedule an appointment to get together
in-person.

o IF#&N+00,%& &(.8+&;)$+2(#50&'&3.5282)&/#;9-;;&3#2(&,)-68&P)-1/&'&=-,&,)-&.&
9-*&)D&9)DD++8)18/1#54&;)$+2#$+&2 (#,83++4AME&

When she responds, you would confirm a time and location to meet.
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I"HYO&H ()*+H5+ *-++ ). (%6./(O# 123 (H" &A(HSYERUEH - 42- () *SH +HSYo &AM + *-2-*0/o+"GHHT ("OH
BUORAHD/Y" (HBA*(+O HL2BH (H:41/*+)H-YoH Yo% 3H2-HEVO KA &"*+("H(, (+H*BHSYo8H" 2$H2+OHOVoH2 I
(A% )H-44) " BHE<Yo: (,(AOH(, (+H-12-# 2" H2HOY: +"+O(H (528" (HSY&H: *II1#:2, (H=&"-#

“D&);-H- (L (H: A%+ ) H: 25 H-Qott*+ *-(BHH>2- (A0 (+#-1 (SH=Yo* +#$ V0 &APADEI&. [*52-(#

BUOEAM*+ *-2- X0+ Ot~ (*AHA(" &I-"#:*/ 14" & BB (AGHHH

"t $96&'()*+(,-&., )/ O#1(-/ 2345
6"#- 7,%8%9# 7,%. (-:(+*+(,-5
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I"HSYOH&' ()" & H"+(,$-./#0&1,2.%$%.(,&34" . 5%&

it 2-HSVo&H: 2, (HA(29H2H, 24* (-SHY SHEHY6-2 OHSYo8H-+ ((OH-YoHDA(2- (-1 (#'54* .- @ " AHSYo&H
K[ (e (+HSYOSHS 2. (Yo./(GHB -2 1 ((+H.4%, (+#-;2-H96" (H:: YoH&" (H2H "B A* -H#Yo At
Vo&-/*+(HY08H:;2-H-1 (St 2-+-H-Yott" 2SH(+{HBHEA ("&J-"GHHC ™ +)#: (/D 4. 24(9#"54* -4

21/%: " HSYo&H-YoH5I(24I$H24-5.&I2- (1 2-1BBARYH 2Bt (4 ==+ )#. (Y. (H-Yott %% 3H 2-#
UO&AH &+ (" BHHE (" (H"5A* .- H2I Yokt (| HSVSRBHBYo5&" (OHYo+H; 2-HEVYo &t 2+-H-YoH" 2$H2+OH
A(, (- HSYRHBAYLH 25+ +)H-%0%#1&5; 6%

TY%&HE2+HHE" (HYo+ (HYoBH-; (H"5A* - +H2HE RIDUOHY AHSVYo8HE 2 +BIOSA* -#-: 2-HSYo&H

&/ IHS((IH1%"-#5% 18%4-2'/(H&*+H'SH" ([{B)H.24-"HBAYo 1#.4(, *Yo&"H*+ *-2-+0+"GHHHH#
Fi(+#54(2-* ) HSY08AH B A* ~H123(H5(4-24 HI6&+0" H+2-&A2IH2+OH-: 2-HSVEHE2+HA(20#*-#
"1 % Yo-ISH2+OH:*- HB((/*+) GHHGC Yo+ H-HBRAYEA(2- (HE&A Yo" *-SH2+ O+ +-(4("-OH2+OH# (#
524(88/#+%-#-Yokt" 2$H-Yo%H#1 &5, 61t

BBHSY68HVoH+%-#8((/#5%18%4-2'/ (H Yo A BRHYERAUCE-; (+#54(2XHHYO&-1*+ (HY6BH-2/3*+)#
0% +-"H-00H) &*O(HSVo8&H-; 4%6&) - (H5Yo+, (4" 2-*%+6#

T%8&H"Y&IH2["Yott 2" 3t Yo+ (HYAH1 Yol (HIBIHSUBBA + ("' . 24-+(4"#-YoH"; 2A(H*- HSYo &t

S R ok e 24 2 (H: %04 3(OH' ("-HBY0AH- (BHHBBH-; ($H: 2, (HBYEYEL -+ )#-; 2-#*"#

A 3*+)HBYo A (L &-H*-HEYo+BI*5-"H*HHAT +*-+) Off-; (+HSY&H": Yo &/OH2I: 25" #BY Yo #-; (* 4t
(121./(6#

J+5(HSYEH; 2, (HB*+*": (OHSYO &AM SA* HYAHYBRIMTIB*+)#.0b*+-" 04 A 25-*5(HA(20*+)H*-6H#
TY%&HEY&IIHAY! (H.125H - HSYoRAH" Yo QU BIANRHE - H2+ OH/*" - (+H-YoHSYRAH*+ *-2-* 0o+ B

#
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STEP 6. PREPARE FOR QUESTIONS.

If you are successful in arousing interest and curiosity, it is likely that you will be
asked questions because your prospects will be interested. It is important to
anticipate their questions and be prepared to immediately address them with
confidence. The objective is to present logical and reasonable responses to their
questions, not to create resistance. Rather than answering a lot of questions over
the phone, it’s best if you answer their specific questions briefly. Then tell them they
will learn more when they meet with you or review your tool.

As you answer people’s questions, it is critical that you do not talk too much. Don’t
talk yourself into thinking "#$%&'($)*%#$%+#,,'("*1-%.%/0*%!'11%!"' 2% 3)gu want to
accelerate the duplication process within your business, you must always lead by
example and follow the system correctly.

Here are some of the most common questions you will hear when people want to
know more, along with some suggested responses.

"#$%&9$'(&)*+&,*-./01&&&&E& & #$%0&2-.,&*3&4+5-.(55&-5&-%01&&

When they ask a question seeking more information, they are not looking for a
phone presentation. They are simply curious. Here are a couple effective
responses:

o “34™-9%(0!"(%!"0*%5 I 1H*5%641) %! " Yo+ IO B (%! %6&")*'-%.%7) 41 +%& (", (YoH, %8) 4%
(BHT'+91"%H* ) (201#)*06.%602%$*+#*5%68)49%%. 106 70$%+ $H5*+061)%& () 6#+'%60%
&(),' $$#)*01%)6'(64'7%), ¥6%: A$H* $SY60*+96#1%6+)'$%60%5('01%;): 9%%6<""*-%#, %8) 4%
"06'%60*%6#H ('$19%6# 06 1'0(*#*5%62) (-%7'%/0* % $H1%+) 7*060*+%=H#/=%0()4*+%$) 2'%
H#+'0$%0*+06('64' 7% 0*8% (' 2044#*5%>4'$14578%"06'9%%2)41+%!"01%:'%)=08%7#!"%
8)4A@AY%

o %BC):-%7""*%.%70$% #($!%H#*1()+A4/ 1Y $$%.%"0+%0%1)19%), %>4'$1#)*$-%0*+%
8)4%7#11%!))9%%. ,%8MHY:Db.%7)41+%60$=061"01%68) 4% ('64'7%!"%6#* ) (201#)*%.%
029%%$™+#*5968)49%.|D$%6'(8%6#2& ('STHBBYHHHE* +061)54#6'%8) 4%0%& (), $$#)*01%
)6'(6#7%),%!"%: 4$H#* SSEY6!"*-Vott, YoYEB ' ('S +96#+% 1 0(*#+5%2) (-%7'%/0*%
5'1961)5'1" (%60*+ %+ #$/4$$Y6#1%6H#+ %65 (0 0HEID0*+065)%6)6' (%601 1%8) 4(%>4'$1#)*$9%%
2)41+%!"01%:'%6)=08%7#!"%8)4@A%

o “FI'(-%.%&(, (%*)1%!)%5b#*1)%!" %+ 10#1$%)6' (%! " %&")*'9%%G ) 4% ('0118%*"+%!) %
$"%7"01%7'%0('%-+)#*59%%H%$201 1)SBASE('%65'1#+5%!)5'" (%<"4($+08%
*#5"196019%61 JKL9%%M8Y%: 4$H#* $$% &0 @[BEPHLIING)6' (64 7%), %6!"' % ASH $$-%
7H" Y THL1%H 14+'%$)2'%6#$40 1 BHA TIOHL & %68) 4%5(0$8%6!"%20(="1%&)!"1#01%
)(©67"01%7'%0('%+)#*59%% 2" %" WyHEIT ' %6/0*06101=06& (#60!' 18%60:)41%60*8%
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"#5%&I6& ()*"+,%6-8&+(.-*(I$0"1((2(/%&3(4%55("$55.(5%3" (4/$, (.-*(+"1((
6-*57(.*(5%3"(,-(8"(%&95*7"7:;(

I"H#$96& () * &+ &-.+*/0%&+.&12.3(028*+&4+/&125567&

I"HSY&H (V¥ (+),- JHHO(Y% 182, HOBE) (4-2)#- H #-.183,($#,5' BYEH"))64-3H#)72-,-.I8#,5) 4
$U8H2YEB1H*).,-%.# 5)H. *)# %" # 5)H-. 1&BBHI& H#SY6&H 5% &6 1 4%- 1#,)66-./#,5)*#

' $,5-./#30)2-"-24#'0%&, #$%&(H0(% 1&2 #Y (HB)ME. 6)334- #-3H#3%*)#I6%62+:9&3,)(#
0(%182,#%(#3)(4-2)#,5' #S%6&H")) BB #E&#0)(2). #%"#,5)#0)%06)#=Y%&6 1#5' 4)# #

- )03, HB) (- [V QY& SHHI"HIHY%. ) H' 3+3#,5-3H#28)3,-%.8HSYEH2' #&3)HY%. ) H%"H#
5)#()30%.3)3#" (% #, 5)#0()4-%6&3#28,)86. 38H#Y (HY6&H2' #'.3=)(#,5)- (#78)3,-%.#
1-()2,6$>###

@) O O#H#2%&06)H)7'06)3 #%"#'#1-()2,#()30%.3)>#

oft 1"HS%&H VH*'(+),-.[H#'# 3) (4-2)#$%8H2% &6 1# 3 BBH ($(0"!.(%#>1"++%0" (+"10%9"(
A%, [(+-#"(I*"#$!3",(>-,"&,%$  52(/-4"0"1(2(>!"@"(&-{-% &' (%&,-(,/"(7",$%5+(
0" (Gl-& L((ARNO-#>B&.(I1S+(>*,(, - I"I(+-#"(%&@-1#$,%-&(,/$,(I"$55.(
7-"+($('1"$,(B-8(-@(7"+9!%8%& ' (-*! (+"10%B& 7 (%, +(#$!3", (2@ (2(7!->>"7(,/%+(%&(
" (#HS%S5(,-(-*(,-7$.C(4-*57( .-*(8"(->"&(1"0%"4%&' (%, :;((A5).#0(%2)) 1#,%#3) #
&O#'#,-*)#,%0#,'6+>#

off I"HSYRHDE MHHO(%61&2, BHSYEH2YEEAHIERD" ! (*&Y6)*" (>1- 79, (,/$, (Yo+(+"55%&(
$HSDY&'S. (4"551((6/%5" (2($H#("E9%, (S (4%, /(.-*($8-*,(%,C(2(1"$55.(4-*57(
SI"@"1(&-, ("), %& (%&,- (/" (7" $%5+ QGO (/" (>1-&" L(F-*(,1*5. (&7 (,-(+"(
["(41-5"(>%9,*1"C($&7 (,/$,(9$&=8"(7-&"(-0"1(,/"(>/-&"L((6/"&(.-*(+""(
A%, (4" ($!"(7-%&'C(2(,/%8&3(.-*(4%55(I"¥BBH3" (%, 1((6-*57(.-*(8"(->"&(,-(",, %6&(
I (+-(2(IB&(H-A(AH(MS,(2FH(T-%&;(( A5).H0(%2))1#,%#3) #&O# H#,-*)#
Yot '6+>H

HHE Y& () (F "%,

&
181896#(1892%:+.'&:$.'29%6()<&>(.20%&?$521=&+.& @:67&

BYOH*,,) (H5%=H=)66H4$%8H-.4- ) BHSVo8H=-CBHDE)D,-Yo. #" (Yo*H, -, Yokt -*)>HH"HSYo &t
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“How much does it cost?”
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“l don’t know if ’'m interested.”
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“Im not interested!’*0%%
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Four reasons to schedule firm appointments.
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o( <(2,%7+(0%*(-%(+#410%*$(-I" (#$%1*7-1&").((
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Value of two words: How soon?
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Setting up a follow-up time by phone

LM 127I&8A)8 % < '()*8'4))2!%612(107" “Tim, how soon would

you be able to review it?™'=<'"1/(I'."3)*2$'9"/92"4) '8":06"3'%4'4)#%6&.47'48('4)’
15."$+2" [ 4%6™ 4) 4/20'4)H06&. . 4'<4"8' 8":06" 31 ()*8'4)) 2:'> 8" [1)# () 3/#4' 4) 14’
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> "8 /) 961 YoHA"8"14'3%22'$" 52064 " V! 4.1BY22'9" &YoH 4)' 4.%6#0'9)*4'/22'4.")4."8!
4. YoH&) &) VoH& ) H Yok Y61'206<":"21" "$)"I" "3 0622'12)32('<)8&"4' Y% B1HA'1/841)<'()*8'
OH06H" 1 T'Y#5 2+ SYHE, [#('1)1%4%:; " 6) AY8) K" 241", ""8": %" 3"$' 4. " O*10/p#" 11"

=<">%6'8"11)#$!'4)'4.%"" @*"14%)#' [#$"/(I'."'5  )*2$'8";%"3'()*8'4))2'4)#%&.4'/<4"8'
SUHH"8T'4."#' ()*'3)*28'3/1#4'4) (7' “Would it be okay if | call you tonight to discuss it
further while it’s fresh on your mind?”'=<'."l/("  yes7'()*'5)*2$/(7' “Great! What
time would be best for you?” =<'."1/('ABCD7'()*8" 8"11)#!"'3)*2$'9"7" “That’s
perfect; I'll make a note in my appointment book to call you tonight at 8:30. | believe
you'll be impressed with what you learn. If you happen to review it before then,
please give me a call while the information is fresh on your mind.”

- "#15."$*2%#&'4%6"!'4)'4/20'3%4.'1")12"'<8)6'$%<<"8"#4'4%6 " E)#" I 7'15."$*2"4."
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['5122")#'-"$#"1$/(7'()*".)*2$'8"11)#$'3%4. 7" “Wednesday works for me. Knowing
how busy we both are, | would prefer if we could set up a specific time to talk.”™?<4"8'
4./4'8"1)#!"7'1")12"/8"123/(1'3%22%#&'4)'1"4" *1'/'<%867")8'/4'2"\4'['4A"#4/4%;"7'4%6™
4)'4/20:™
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Setting up a follow-up time to meet in person
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It is also essential to ask your people to please call you if a conflict arises. Make
sure they have your phone number. You don’t want to be sitting at your local diner
twiddling your thumbs.

If the appointment is more than two days away, confirm the appointment by calling

them the day before the appointment. When following up, don’t say you are calling

to confirm the appointment or they may get turned off because they feel that you

don’t trust them. Instead say something like, “I"#$%&'&()*+&,"-+$.&+/&0"11&2/)&"-.&1$+&
2))&#-1,&'34&1//#5-6&7/8,"8.&+/&*$$5-6 &K +/4/88/,&"+&-//-&7/8&1)-09&"+&:$--23*,&&
<$8$3*&42&0$11&=9/-$&88&5-&0"*$&2/)&-$$.&5+?& @ @ @ABCBC;&&D$$&2/)&+9%-;E

If you feel it is appropriate, you can invite the spouse to come along.
L #$ %& #" () "*# $*(+# &

After you have a firm commitment, you want to gracefully end the conversation as

soon as possible. If you continue with small talk after you have a commitment, your
prospect will likely ask questions about your business. The best way to end a

conversation is by saying something positive like, F'34&8%$"112&$G05+%$.&">/)+&,9"+&+95*&
>)*5-$**&0"-&/77$8%&"-.&'&+95-#&2/)38$& 6/&>HREH4=8$**$.;&& '34& 1//#5-6&7/8,"8.&+/&
*$$5-6&2/)&HS$.-$*."2&4/8-5 -6&"+&BI?11&"+&D+"8>)0#*R%&+54%$&"-.&1/0"+5/-KOr,
F'34&1//#5-6&7/8,"8.&+/&56&,5+9&2/)&"6"5-&+/4/88/,&-569+&"+&L?11&J."2&"-. &+54$K;E

* )%/, +-, ) 1%0)$!,*-1  , *)0

o I"#$HU"$&'()*+",$$$

Remember, the duplication process begins with your invitation call. When you
invite someone to look at your business, you must recognize the fact that you are
teaching them how to invite. Now, they are not thinking, '&"4&>$5-6&+")69+&9/,&
+/&5-M5+8ut, if they become your partners, they will reflect back on what you
said when you invited them and they will duplicate your example—good or bad.

o -/O1$#"++023%*"/*+"$#%(#$0#45$2"#6/78%)(78"#023$6%"2$02.0#023,

Most people have never been presented a network marketing opportunity
correctly; therefore, they may be reluctant to learn about your business.

o &.(FOH'$:/97SHT:T)(2<" $$$

After each call, evaluate what you have said. Ask yourself, “How did | do?” As
you strive for excellence in the invitation process, you will want to continue to
refine your approach.
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| "H$%61& ($'%$!)$H+,%$&!-' /1,960,121, '%31456712%)/$8+$*11'06 1H$I*%60$/&21, %!
206)I&$SIH'OI- 12061 (/0 $:11<8I-I=SLITH/SSI"HS |,%121/'931&1"1(2>,%=1*2++&!
200)1+,&1$%! 1'11#$12.),12=2,06:112. 119#$%!-". 1+ &1$%! 11 1#$12.),11#,8!1,($3! @$!/$2)-!
1112>$1%'1$&; IALILHSI 18- /1:2)I'81:2:$/19/,1$B!  %&'()*+),)-./)0"1123 1!
5HS!+ & 1$%!1'11#$12.),12=2012%)19/,1$!)'9%!$0$/- 1#Y%=1-' 1#$2/11#211-' 12/$!
CB5!*.//$%1+-1)', %=;15#,&! &!2+&'121=$21192-11"11/" @+$&"1!-'./ @.& % $&E&;!

o Be professional.

| 5/$210$ +$19, 1#/$&:$*11206) 1 /1$&-11 2$121=")!+,&1$%$/12%)!*'%&,)$/21$!'8!
THS/D&Y:, %, %&: NES&:'%6)31) 19611 /$2+ 1 1525$1-" /1/$&:'%&, @,+,1,$&I&$/, &+-;11
2$1:.96*1.2+129%6))$:$%) 2@ +$:112/2%) - /& $+82&121:$/&'%"'8!, % 1$=/,1-B!)'1%'1!
$F:+',131)$*$,0$31/1(,&+$2) ' 1#$/&G1) 1% 11$%=2=9$! %6!="8&, ;1 7/2*1 *$l#.(,+,1-!
296)1:/2,&$I=$%$/" &-+-;1!!

o! Ask permission to stay in touch.

| "H$06!:/ &S L& TS+ I 1HS-12/$106'11:$%! 1'1+$2/%,%=!(/$3128>!,811#$-19'.+)!
(,9%)!,81- . 1%%2& '062++-1.)218) 1 1#S(1%!-" /1:/'=/$&&; I5#, &19, ++1=,0$!-'.120!
"$%!)" 1110612511 1#S(1, %! 14#$18.1. [$; 1A, =#1:$/$%12=$I'811#$!:$'+$I9#']
H' %!-'./1@.8,%$&&19, ++1%'1IH' UBLEAN 1 (S 1#$-1+$2/%12@". 11143 @.&, % $&&!
@$*2.8%!,11,&19% 111#$!/, =#111,($48haN+ 0$&;112.11 8- 1#296) +$1-' /&$+8!
['8B&E.,'Yo2-++-1206)18"++'Q1:1"*D& Yo 2+-+-11IRH2ISHH O 1#,%=8&!I2/$I=",0%6=1205)!1"
=,0$1.)21$&1'%!-" /1:/=/$  &&31-19,++I@$I&.[/,&3)#91(2%-I'8I 1#$&S$!: S +$!
9,++1H'",%!-.14218/;!

o/ Keep a positive attitude.

| ES(S(@$/319#$%!:$"+$182-11#$-12/$1%'1!, % 1$/$&1$)3!, 1D&!>2-:11I' . 12/$1&, (: +-!
&'11,%=12%)!&,81,%=3!+"> %=18'/GH&1) 1#20$!2%!, % 1$/$&1;1CS0$/1 21!
),&2::" %1$)19#$%1& ($'%$NS+,%$&1- /1% 0,121,'%:;11<81-"1#2%)+$!-'./&$+8!9, 1#!
! &$1296)128&./12%*$31-'19,++1 @$!/$&:$*1$)115#$%3!,81% [*.(&12%*$&I*#2%=$! 1#$-!
(2-1$F:/$8&12%! %1$/$&1),%!12+> %=19, 1#1-' 1+21$/:!

o/ Keep good records.

| <1D&!,(:/12%1I11&$11.:1218-&1S(1 L' 1+'= 1+ 1S& +1&; NI N1="2+18# +)| @$! 1!
&1/,0318 /'$F*$++$%*$1206) @$*($121(2& 1K1 1#3$),9%60,121, %! BL&; N I$2&./$12-++]
~ $&ALE&I296)1+"S18192-&11'L (:/'0$1)2,+-; 11!
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o I"HSY&()("+ (. (*%0(+$12((

If you are sending a tool, include a brief handwritten note with a positive
statement about your business and the time you will be calling to follow up.
Consider using a nice card when sending handwritten notes. It's an easy way to
make a positive impression.

Here is a sample note you could write. !"#3$%&'()*+,"-&.+/0**&1#(-&23'&4(5$'&23'&
2++*6&7&85,&2**#(9&.+/&5:+/2;& & 7 2RI BRE2+& " &B352&# , & 9+#(9&+(&8BH#23&
23#,&)+$=5(.;&&70$&*++@#(9&1+>85MGRA D& BOH /(- &, +$'&#-'5,&8#23&.+/;&& 70**&)5**&
A&A'-(,-5.&?' (#(9&52&BCDE&2+&-#,)/,,& 23#,&#(&$+>'&-'25#*,&&"5@'&)5>";F

That’s it. Keep your note short.

+) ()

Be sure to listen to the audio titled “Invite People” to learn more about Todd’s
insights on how to invite correctly.

If you are like most new people, you may feel uncomfortable at first when inviting
people to learn about your business. When people are uncomfortable with some
activity, they generally avoid doing it. That’s human nature.

Challenge yourself to be disciplined and consistent in your prospecting efforts.

I"H#$5%8 & (&% $)*$ +,& +- )& +H$ .[+%$*,$
0& L#+#"2284##)*3..4 $)&5.#2./6.,85+5+7)*$
1+" 0,47 1+" #)+"655+8
&38,7)&, 1+"5+9%$&&6.0&+.,4 .$:

People like you are succeeding every day. Believe in yourself and you, too, can
achieve whatever you desire!
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o' CO,-("3&1("0,1#/B'7$.'1/'$%&*1-6 ':0%%$.70"/B™*0,-("3'D%70-1#/B'$%&*1-6'
[*%-19%0"3'&121E,-"/B'1-3' 9%(."0™0,-('&"3,14'

o >7.0%$.70"/B'S.,$.'10";0%%$.70"'8,(.'  1*0"/"-(1(,%-">?" -"0("3'-/,3"4"

o CO"FO"$%03"3'$%-9"0"-$"$S1##/ 1: 1, #1" GHAI6'#,/("-,-2'(%'(."&'%-'1"
8"/,("%0"6'3,1#,-2'1'3"/,2-1("3"*.%-"-7&;"04"

L"-'71,-2'(%%#/'(%',-(0%37$"6%70';7/ ,-"//B'6%7'10"&"0"#6'(."'&"//"-2"0'
3"#,:"0,-2'6%70'$%&*1-6J/'&"//12"(.0%72." 1*0%9"//,%-1##6"*0%37%$"3'(%%#4"5-'1'
["-I"B'6%7'10™(.""+KF/"$%-3'$%&&"0$ ,1#*0%&%(,-2'(.""+KF&,-7("'/.%84'

Today I will do what others won't,

So tomorrow I can accomplish what others can't.
Jerry Rice

" H$%& P %(%&) *#HL$-l ) H++%&T P %o(%&!" #S!
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Advantages of Using Tools

I"H$%8&' ()*+"#)$,-.& ()/01+/&2))-"82)&HSN(01+&.)0(&1) 3", $.4"&50"#$+"" &) *+("&2+$&
" 24#$128&.,/6,$2,%+"78&&

1. It’s more comfortable

& 8)(&3)"2&'+)-+9&#28&#"&3)(+&1)3H2&2)&0"+&'()*+""#)$,--.&'()/01+/&2))-"&
2)&8#%$2()/01+8&2:+#(&50"#$+""&2:,$&2)8&%o#6+&'+(")$,-&'(+"+$2,2#)$" 78&;:+&3) (+&
1)3%)(2,5-+&'+)'+&, (+&<H#2:&2:+&3+2:)/&:+.8&,(+&0"H$%&2) &H#$2 ()01 +&2: +#(&
50"#$+"98&2:+&3)(+&'+) - +&2:+ . &<H--&H#HPOH2+&2)&-+,($&,5)028#27 &

2. It’s more time efficient

& =.&0"H#$%&2))-"82)&H#$2()/01+&.)0(&50"HE+""0&.)0& 1, $&/+2+(3HE+&<:)&:,"&,$&
HE2+(+"28H$8&+, ($HSY0&3)(+&,5)02BOJ B " 85+%) (+&"+$/HSY & 2H3+&<#2:82:+37&&
>)0&,(+&5,"#1,--. &0"#$%&2: +&2))-"82) & WA H* 28*) (H#HS2+(+"27 &&: :#"&,--)<"&.)0&
2)&"+$/&.)0(&2#3+&' (/01 2#6+-.&5+1,08&.) 08 <H#--&)$-. & BH& 2HBU&<H2:&'+)'-+&
<)&:,6+&, &Y+ $OHS+EHF2+(+"28#$&.)0(&50" HE+""T&

3. Tools can be reviewed multiple times—

& ?2:4$&.)0&%0#6+&'+)'-+&,&2))-&2:+.& 1, P&HBH 28" +6+(,-&2#3+" T &E& @D, 1:&2#3+8&2:+.&
(+6#+<&2:+&2))-9&2:+.&-+,($&3)(+&,5)02&50"#$+""&,$/9&," &, &(+"0-29&2: +#(&
#P2+(+"2&,$/&5+-#+* &%+ $+(,--. &#SL(+,"+"7T&

4. Less upline help is needed to get started!"

& A*&.)0&1:))"+&2)&*)10"&)$EHS2()/0LHFHMBO " #$+"&0"#$%&2))-"9&.)0&<)$428&
$H+/&")3H)$+82+, 1:#$%8.)08:)<&2)&YHBLES,-&' (+"+$2,2#)$"7&&>) 08 <H--&
"H3'- &*)--)<&2:+&HS"2(012#)$" &) $8&:) < QEPOH2+&'+) -+ &HSE2:+& ' (+6#)0"&-+")$T &

5. Tools create an “I can do it” attitude!"

& BHSL+&,"CHYE'+)-+&2)&(+6H+<&, E2)B&H" & $/8$)$D2: (+,2+$#$%983) (+&)*&
)O(& ()" +12" &<H--&5+-H+6+&2:+.& 1, $&50#-/&,&"011+"*0-8&50"#$+""&0"#$%&2))-"&
2: $&5 . &UHEHYE +(")$,-&' (+'+$2,2#)$"7&

6. Tools create an “I have time to do it” attitude—

& E$+&)*&2+&F0+"2#)$"8)$8+6+() SBHBBM &< +21+(&2:+.&:, 6+&+$)0%:82#3+&
2)&50H#-1&2: +#(&)BH HE+"+"TREA*&'+) - +&, (+&#$2()/01+/82)&.)0(&50"#$+"" &0 " #$% &
)$+8)*&.)0(&1)3',$.4"82))-"9 &2+ &<H#--&,"03+&2: 28R <H--&0"+&2:+&" 3+8&2))-&
2)&50#-182: +#(&50"HE+""+"T &EA* &2 #HE MR+ &1, $&50H-1&, &50"#$+"" &0 " HS% &2 #"&

| HSeH S($%' ) F A ) FS%& H S($% |
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tool and will not have to invest a lot of time giving presentations, they will
likely be more attracted to your business.

I"# $Y6&(H)+ObH&YoH, *- #/01+&23)34+.5#

Anyone can hand out tools, but not everyone can give a compelling
presentation.

6"H# $Y6&'(H)**+Vott3//%o#2-.| &AQTE) H3++HT*0-#88.-&' (Y5

When people review one of your company’s professionally produced tools,
they will be reviewing a credible introduction to your business, its products
and services.

O"# 1), %# *- #2*' <. &."VH#8*-#A*)=HT*0#3'[#7*0-#1-*%1.2) %5##

When you ask people to review one of your tools, you do not need to
coordinate schedules for a personal presentation. You can give tools to
people at anytime or anyplace. This allows people to learn about your
business at their convenience.

SOt VHEYo# . 3%&. -H#)HE&'<&) HL. ¥ 1+ HYG-@HIH)+#)=3H)#3)). [#3H#1.- %+ 3+#
1-.%.")3)&*'5#

As people consider attending a presentation, they will generally ask more
questions because you are asking them to take their time to meet with you.

If you are going to be using one of your company’s professionally produced tools to
introduce your business, your task is simple. Just call and invite people to review
one of your tools; then send them the tool with a short note confirming the time you
will be calling to follow up.

PERSONAL PRESENTATIONS

A personal presentation is when you, or one of your upline business partners,
introduce your business to others through a live presentation. There are three types
of personal presentations that are commonly used to introduce people to a network
marketing business.

A=-. #AT71.%#*8#B.-%*'3+#B-.%.")3)&*'%#

1. C.D¥*DC".#B-.%.")3)&*" This is when you meet privately with one of your
prospects to give a personal presentation. You might meet in their home, a
local coffee shop, a restaurant, or in some other location free of distractions.

"#$3%&1 P %(%&) *#+!,$-l ) H++%&'T P %o(%&!" #$!
|
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I"HS068'$"%6()"%") % " " Yo+, "-%.")./'Y, (Y0%./12'%)3%84%, ('$$%+-'0'%6"-'5%2) 4/6%
8'%6,$"012"6%)0%, ("004."67%

2. Two-on-One Presentation.%%8-,$%,$%+-'(%5)4%1(6%)('%)3%5)40%4./,('%
&4$,('$$%.10"('0$%*""%)9"-'0%+,"-%)('%)3%5)40%H0'2"$7%%:,"-%"-,$%
0'$'("1",)(;%5)4%+)4/6 %8 %+1"2-,(9%)('%)3%5)40%&8$%. 10" ('0$%.0'$'("%
"-'%&43,('$$%")%)('%)3%5)40%<'5%2)(" P8 Ah.0)=,6'$%65)4%1(%)..)0"4(,"5%") %
1'10(%-)+%")%.0'$'("%5)40%84$,($$%")%) - 0$7%

3. Private Business Reception or PBR for short.%%:,"-%"-,$%"5.'%)3%
0'8("1",)(;%5)4%+,//%& %, (=,",(9%1%#%90)4.%)3%.")./'%")%5)40%-)*';%)0%") %
"-'%-)*'%)3%)('%)3%5)40%4./,('%&43, ('$H0"('0$;%)0%5)40%2)4("05%2/4&;%)0%
$)*'%)"-'0%6'$,01&/'%/)21",)(%30"%)3%6,RQU$7%%>"%"-,$%.0'$'("1",)(%)('%)3%

5)40%4./,(%&4$, ('$$%.10"('0$%+,//%, ("0)642'%5)40%2)*. 1(5#$%&4S$, (' $$%")%5)40%

'(",0'%90)4.%1"%) (%", *'7%%8-,$%, YElP6 D%+ 15%")%, ("0)642'%5)40%&4S$, (' $$%
&'214$'%5)4%+ /%8 %, ("0)6261%90)4.%)3%.")./'%")%5)40%&4$, ($$%1"%"-'%
$1¥%" *7%%%

Large-group Presentations. 8-'0'%,$%1/$)%1()"-'0%"5.'%)3%,(?.'0$)(%
0'$("1",)(7%%8-,$%.0'K"1",) (%, $%21//'6%1%/1G.%.0'$'("1",) (%) 0%-)"/%
™ (979%%@)+="0;%,"%,$%9' ('01//5%EP'2)** (6'6%3)0%$)*') (#$%3,0$" %
("0)642")(%")%5)40%&4$, ('$$7%%%

%  8-'$'0%6*" (9$%9'('01//5%"1<'%./12'%, (%-)"/$;%2)4("05%2/48$; % &1 (A4" %-1//$:%
)0%.0,=1"%0))*$%,(%0'$"16$7%%8-'$'%.0'$'("1",)($%10'%*)$"%'33'2",='%, (%
.0)=,6,(9%*)0'%,(3)0*1",)(%")%.")./'Yo+-)%-1="%1/0'165%&"(%.("0)642'6 %")%
5)40%&4%$,('$$%"-0)49-%',"-'0%1%") JA6S) (1/%.0'$'("1",)(7%%B109'?290)4.%
CO'$'("1",)($%10'%="05%'33'2",='%1"UeRD%.")./ #$%&','3%1(6%2)(3,6'(2'%, (%
5)40%2)*. 1(54#$%8&4$, ($$%8&'214$'%5)40¥6.'2"$%21 (%*""%)"-'0%.")./'%, (%
5)40%2)*.1(5%1(6%-'10%"-',0%$")0,'$7%

Advantages of the Personal Presentation

8-'%*1,(%16=1("19'%)3%"-'%C'0$)(1/%CO0'$'("1)(%,$%"-1"%,3%"-'%.'0$)(%9,=,(9%"-'%
0'$'("1",)(%6)'$%1%9))6%D)&b5)4%+//%/,<'15%$.)($)0%1%-,9-'0%.'02' (" 19'%)3%.")./'%
"_1(%+-'(%4%,(9%"))/$7%%@'0'%10'%1%3'+%0'1$) ($%+-5E%

*% You will be able to strengthen your relationship%&'214%$'%5)4%+,//%& %
$.'(6,(9%",*'%")9"-'07%%8-'%$"0)(9'0%)40%0'/1",)($-,.%,$%+,"-%5)40%
0)$.2",='%&4%,('$$%.10"('0%$;%"-'%*)0'%(2/,('6%"-'5%+,/%& %" ) %" 1*%4.%+,"-%
5)47%

%

WINNERS NEVER QUIT AND QUITTERS NEVER WIN
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USO8 (W) +&,H.I')+&" FO&L 24 Y+ #I31.*4) 11 /4&)+&" SHHBO! #1/"1'[#

)T I#+0/8 H+&SIH+"H""TH) +#*" 8+ 08, -# P &, -2#+0), TH+0/8#:" #+0/8 #+&8/5H#
FHO"VOHIBL. ) 11./A8)+&" #:" #0240 Yokt "+#" 'O/, &AOH+0/&.# &</ HSYo+#9" Yot
)R- =& H<) Yol H), (HF+) Yo H) =" St 0] H>) &+ O+ H(/</" LHE 10" =#
) &, +] [*+H& H"+O XS POH+&BIHO VYot 0" =H) -1 Yo& |8/ [*+H& H+O/H &</ #" #
"+0/ *2HO"VoH) [+ &, -H#+0/SHO) +H=0"H#+0/9H) /), (H=0)+# 0/ O (" HE& H*&- & &)+ SHHHH#

People don’t care how much you know,

until they know how much you care.
Dale Carnegie

off "HBI& %S+, VSN0 )&)FHILH HSN&S2+-%-  H#=08&4A0HB)T/*H&+#
8" [#1/.*" )5
off "HSI3+441586-1)5-+/1$'2+6+2-21&))- )HEILHN)5-1-")+/-10/-(-) &) +# BHHO0&*#

)= H#+0/8H+"H#). #) B Yo +# +0/H$%* &, [ H=&+0"%o+#(&*+.)4+&" *2#&,+].. %1 +&" * 2#" #

+0/#)$&'&+9#+"#8%'+&+)*75#

off "HSIZ+AA1T-1&T 4 (54318 212-*# ()/&)-1 #$/10/#2$%) (1] (-/6+%-(8 HH
@I1/,(&,-H" HO"% #1." (Yod+#" #*] <&M B+O& A" Yo' (HSIH)HS&H) (<), +)-I5H#
A8, 8T OHEM " [#=)OH+"HSY & (#+0/& H$/ &/:SHHBCII&,-HE& HSI'&I<&,-5D#

| U$&'8&(0%)+" (-

AHO"Vo HA"SL), OHOVH, "+HA4 )+ (H)HS " T +([* & |(H¥1/A&: &A)"OH:" #1.1¥ +)+&" *2#
8)T/HO Yo #"= HL /%] +)+&" HS " TSHHE O/+0/ HO"VoH).[H-"&,-H+"HUb* [H+"" 4" 4

L /4 ) H&" FH+HE, +." (YoAIHO" Yo HSVo* &, [+ O] X 240" YoH =8 = RIH+"H#A ) +/H9"%.#

"= LA )& S TS +0"%-0HO VoHE) 0K, "+ HEAH+"H-&< HL I +)+&" *2HO YoH=8&"#
Vo*[H&AHH+"HL."<&(IHS" JH&," 8)+&" H=0/ H>Yo/*+&" *#).&*I5H

#

C&,AMHO Y H#1./¥] +)+&" HS" T [+H=&" HSIH)H AW 1" &, +#":#9" Vo H+&8]-/+0/ 249" Vott=) +#
+HE) T Y &AL A= H" HO"VoH), (' Yo HDVo* &, [*H5HHH, 1+ #O Yot 1%.40)*1#) #
&81./*&</H" [EQ)'#&,A024#+0.//E.&,H$&, (/. 2890 #,/3+H*+/ LHE H+"#-"#+0."%-0#) "#9"%.#
4"81),OF*#" &, I#),(#": &, I#8). T/+& H8)+.&  )*#+"H&(],+8& OH1)-I#),(#&8)-I*#9"Yo#
4) HYHH& HO" Yo HL.I*] +)+8&" HE™ T [+1U40H)* G

ot 10/H%,&>%/H$/ |- &+ H#"HO"%% #4"81),OH),(H&+*H8),)-18/ +#+])8#
off 10/#++ [ —+OH"HO"% #4"81/ *)+&" #1') #

#

"#$3%&1 P %(%&) *#+!,$-l ) H++%&'T P %o(%&!" #$!
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ol "H$I%&'H()%*+%!,&-.'/%!01%1&'12&-3%*14#1$-1&14#(1)%&S!
o 5*106&+AH#AH2I+#(1)1,,-8&Y%!+6+4T+8T'1%-1%+9

o 5¥10+&:'bdH21+#(],&") HYo+%4-#1%--T) 1% $I/+#11)'!

o HIHYA6'-HY')Y%0) +H#(1&'3+&(1%&4,)!

of <[-2#4%A4-#) *-%-)!

of H(I+HSY*AH21'T) 106 +%I34TTIFT I$- BRI - 7'13%+9619+7)1$-1&181)4#"))!
)-1),14+7!

5+7:134%*1$-1&1),-#)-81-&!-#1-01$-1&! 1, 74#181)4#))!, +&%6# &)1 +#(1+):1%+'910-&!
%6+ 4&1)122)%4-#)=!!

I "#'$%&'&'( )*&+*  %"#*,! #, -."

>-213%4/419'%*-(N*-17(1$-111) @!;01$-1&!/- O, +H#$14)174:'19-)%14#1%*' 1 4#(1)%&$?1$-1!
34771%+6'1%*107' A4847 4%$!%- 1 4#% &~ (BLIBHIR! 1) 4#218-%6*106--7) 1 +#(1, &) -#+7!
&) H#%+%04-#)=

518061, 7+/'1%-1)%+&614#19+:44#21%*4) 1 (14)4-#14)1%-17'+&#1*-31$-18&!1, 74#'181) 4#))!
+&O0H &)1+& 1 AHY&-(1I4H#21%*'181)4#'))1%-108¥ &), %) =1IB*&'6'&  14%!4)!%6*+061%*'
7'+('&)*4,1-01$-1&1/-9,+#$14)10-/1)4#2]  %*'4&1'00-8&%)14)13&1$-113477174:'7$!

‘A, &AH$-1812&'+%')%!) 1//))=!!

01$-114+&'12-4#219%6-11)"106--7) 214)1 7-#214)1$-11:#-313*+961%6--7)1$- 11+&'1 2-4#21%-11)'?!
$-11(-HCY 1" (1%-1:#-31+#$%*4#21'7)18'0-812'%% 4#21) % +8%'(=!!

01$-114+&'12-4#21%-1)%+&%!8147 (4#21$- BEIPIY6*&-12%1,'&)-#+71, &) #Y%+%64-#) 21%*'#!
$-11347717+&#1-6'&1%49'1%-31%-1246'] &') HHPoA-#)1+)1$-113+06/*1-#'1-819-&'1-01$-1&!
1,744181)4#))!, +8&YoH'&) A% &-(1/'1%*181) 4#))1%-1$-1&!,&-), /%) =!1")1$-113+0o/*!
%6*'9?1$-11347717"+&H#10898Y A& A+9, 7'1*-31%6-1/&'+961$-1&1-3#1 '&)-#+74D'(!

&) HYo+Yod-#=111

[ -&01&'( 1,-$ [ $2

<'2+&(7")1-013%%*&IS-111)1%--7)1-&),'&  )-#+7,&')H%+%64-#)1%-144%&-(1/1$-1&!
81)4#))?1+%1)-9'l -4#%I$-11347718'12'%%4HR12'%* &134%*1$-1&),&-), /%46'181)4#"))!
+&YOH'&)=115%149 &) 4-#! $-119+:1-#106%)'1 - 7'1(1&4#21%*4)1%49'1%-2'%* &I3477!
T+BI+1'8)1+)46'1&-T' 1 4H %+ 4&) (14)A-#)=IB*4T'%*13+$1$- 11, &) #06!$-1&181)4#'))14)!
49,-8%+HY% 1A%\ 4) H-06 14+ 8 TSI+ AL BRI 13+$1$- 11, &') #06!$-1&) 70=!

WINNERS NEVER QUIT AND QUITTERS NEVER WIN



! ua vsa
| |

I"HSYOEHI' () &+ -HIb&+. 0% (. " $HI60& 1 - DB, 3%6*- (*4-Yo8AH(%6' &1/5% 8962/ 8+.6% %7 (1%
2/&+.% #%0(8%$0-%8 (/4. Yort--H%5 (" 6% VBB HILBOB" %) &:-Yo (+Yo($O-/#<%$0-% 1&4"-#%
5("%HS&+.%=(/<%$0-%>"&4,$, I SO&SYE)HHEA BBE3%6$0-%' 0&BE. #$, H#Y%$08$%)&:-%
5("%HS&+.9%("$%=/()%$0-%'/(8.6%%%

7("1%2(8&A%H#0("4.%2-%$(%2" 4.%8%2/ &+ A=A ARV SY680-+%6*-(*4-%S$0, +:%(=%65("3%$0-5%
$0,+:%(=%6H#()- (+-%$0-5%/-#*-'BYY-3%&+.%-+@ (5%2-,+2%&/ ("+.6% %%

I #$ Yb

9=965("%0&1-%+($%&4/-& BUHGEIPY05("1%,+1,$&S, (+% ' &A4H3% 08 A4-+2-%5 (" #-4=%$(%
HE&ISY0)&;,+2%5("1% & A4#%S() (//(86%YA0-WRAGAEHO HY$/ & +,+?%8, 44%+($%(==-1%5("%&+5%
&..,$,(+8A4%2-+-=,$%,=%5 (“%BGEL6&4/-8. 5YHSEIS- . %6)&;, +2%5 ("%, +1,$8S$, (+%'&A4H#6% %%

B-%#"1-%%$(%04 #$-+%$(%$0-%&"., (Y% SOBEHH&EYS0, #Y04-##(+6%%9+%$0-%& " () *&+5,+?%
&".,(%5("%8,44%+($%(+45%0-&/%0(8%$(%0, BTN HhS ##%$(Yo($0-1#3%2"$%5("%8,44%&4AH#(%
4-&/+%8&2("$%o#()-%04,$$4-%$0, + ?#% $0& BYRBHIBBR Y0/-4&S, (+#0,*C2" 4., +2%*/(-##%0
80-+%)--$,+7%8,$0%0*($-184%2"#,+-##%(8+-/#6%

D(+?/&$"48&S, (+#%(+ %=, #2T$0-%$0,/. Y%6#$-*E%%%

%
You can be anything you want to be,
if only you believe with sufficient conviction
and act in accordance with your faith.
Whatever the mind can conceive and believe
the mind can achieve.
Napoleon Hill

%
%
%
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1 "#$ %

& #"#' () *# )*"#'#!"
STEP 4\

IHE%&" (%) (" + - (. OSH "Y1 23*#,$4(,%-5" DETERMINE
6."T%A#1%8'(,,9'$.4*("8',9'(:%6; 1%6#<5" INTEREST

=5' 6.4('0%3": HHH#"48-".%: (U<"("8&, " Y #">Q'
-("8"9(',-'0%38'$%&*4-0>9'239,-"99'
%**068(3-,(05"

@5' 6.4('0%3": ##'<,9$%A 8. A( (0", (.'(. 269" "% #": %' 48" %o*"-' (% H" 48~ ,-T'
8%8"5'

6.":40'(%'<"("8&, " *"YH">0", ("8 (' HH P PA9"< Y- (&Yo< 0% 4A™
O"H"$("<'(%',-(8%<3$"(."?39,-"995"

o B1'0%3'48" -(8%<3$,-7'(."?39,-"99' (%" %*#" (.8%37."*"89%-4#*8"9"-(4(,%-9C'
003" #2424 (%'<"("8&,-"(.",8',-("8"9(,-*"89%- _ C'4('(."$%-$#39,%-'%61'(."
*8"9"-(4(,%-5"

o B1'0%3'48" -(8%<3%,-7'(."239"99'39,-7'%-"%1'09%38"8"9"-(4(,%- (% %#9C",-
&69('$49"9'0%3": 2" 1YetH%: - 734 20™*.%-(%'<"("8&, -""0%38*8%9*'$(>9'
-('8'9(5

+, ") [# 0.1 $.1s#+"

6."*"%*#"0%3',-(8%<3%$"(%'0%38'?39,-"99! ## 14##',-(%'%-" ¢ """ $4("7%8,"9C'
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Never let more than 48 hours pass from
the time people express an interest in learning more and
the time you provide more information for them.
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This is also commonly referred to as a hotel meeting. These larger presentations are
one of the most powerful ways to build people’s belief. These gatherings provide
your people an opportunity to mingle with successful business owners, to hear a
presentation from one or more local leaders, to see company information and
products displayed on tables, to hear testimonies, and to feel the excitement that
comes from these events.

When inviting people to any event, encourage them to block out enough time to be
part of what’s planned at the event and to spend private time with you after it’s over.
When people are excited about your business after an event, you want to be
prepared to get them started.

Once again, if this presentation is more than 48 hours away, use one of the previous
options so you don’t lose momentum.

3"HHSHA5'))6T &BHI&: #

A three-way call is when you and one of your business partners get on the phone
together with one of your prospects. Three-way calls have been proven to be one of
the most effective options for building people’s belief.

I"H$S B&' (&))*&HSH&H,-. "$ /01
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The goal of the three-way call is to answer any remaining questions your prospects
may have to show them the type of support that is available, to give them the
opportunity to talk to other people in the business, and to hear their stories. Often
times just talking to someone else in the business helps validate your business in
their minds.

A5)#-'+;)/[#+<#/;5)=,.20(#&#15")67&8#;&::>#

When you want to schedule three-way calls with your interested prospects,
explain that you would like to have them meet one of your business partners. If
your prospects have asked specific questions, tell your prospects that you would
like them to meet one of your business partners and have your partner offer his
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KNOW YOUR NEXT STEP
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Regardless of the tool or method you use to introduce the business, you must
schedule firm times to follow up and talk again. Then at the scheduled time, make
your follow-up call. Never be late on a follow-up call. If you call late or miss a
follow-up call, you will likely appear as someone who does not value the time of
others. This will undermine their confidence in you. It should ALWAYS be your goal
to brand yourself as someone they would want to partner with in this business.

In the follow-up call sequence below, you will read some sample scripts that will help
you understand the process. In these scripts, the generic term “tool” is used to
describe the tool you asked them to review; however, when making your actual
follow-up calls, be specific and call the tool you are using by its name, such as CD,
DVD, online video, etc.

The Follow-up Call

Let’s assume your prospect’s name is Karen. You would call Karen at your
scheduled follow-up time. After exchanging some pleasantries, you would ask,
“I"#3$%&'()("*+,'#$-$).$'/0$'/++1'2'3%%/*+,45 If she says yes, you would proceed to
say, 67".$*+,'0"(""-0"%-$'/+'#$.)$8")/45

If she has reviewed it, here are two options you could use.

Option #1. With this first option you would simply ask Karen if she is open to
learning more about your business. In this approach, you are getting right to the
bottom line in a professional way.

After a warm hello and minor small talk, ask, 6!"#$%&'9"3$('+%'80"/*+,'0".$'
0$"#(&'(+$3'/0)3'3+,%('1):$'3+;$/0)%<"* +,'8+,1('95'+=$%"/+'1$"#%)%<"; +#3$'
"O+,/4 ” If Karen is open to learning more, you would use one of the ten belief-
building options to move the process forward.

Asking people if they are +=$%to learning more is better than asking people if
they are )%/$#$3/$(n learning more. There will always be more people +=$%to
learning more than people )%/$#$3/$¢h learning more.

Option #2. With this option you would ask Karen one or more questions to
determine what she liked or found interesting in the message communicated
through your tool.

You might ask, 6!"#$%&'80"/'()("*+,">)%(;+3/ ")%/$#$3/)%<"'9+,/'80"/*+,'
0$"#(45 After Karen responds with what she found most appealing, you could
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Here is an example of what you could say when leaving a message.

U8 ()*+$,&#-$H-$ H#/01$$2, 3-$4566OF BT 'S, <<$=&0*$>) 2$&":0$'$8#2,01$$2$
—#<<$@0$?7%$,#<<SA6566$-)SBO0<$B(F0S;)4B0EEBN =00*$*)=$*C$,8&0*1$$2B$2$
C)*3,$*-=0(+$#,$#-$@0;'2-0$2$'83)*$,80%), &HE*0$@?,$2$=#<<$;'<<$>)?$(#D& $@",/1$.>$
*?8@0($#-SEEEFGGGFHHHRS $TH#*$#-SEEEFGGGFHHHH13$I'/0$;'(0JK$S$

When you leave voicemail messages, speak slowly and clearly when giving your
phone number and always repeat it. Make it easy for people to retrieve your
message and write down your phone number. Remember, you are making an
impression on people through your voicemail messages.

I"HS" Yo &) +"H, -

1% IS01$&()*  /2$H$0$"+-
3$01()0/ 1)42#" 2)0*'/+(&/2#" 5(&,$6"85"
$&0* (7& 8(7"*+9
() 5/&8(02" +)55"++)#* 1/88"

(*4/&  <$&5"&6"[#"

WRAP UP

If you will follow up with people as described and build their belief using one or more
of the ten options, you will find building your business to be fun and simple. It's all in
following the system correctly.

Reminder: Listen to the audio that accompanies this chapter to hear more details on
how to determine people’s interest and build their belief.

The next chapter, “Gain a Positive Decision,” will teach you how to take people who
have an interest and guide them through a logical belief-building process to the point
where they make a positive decision to get started.
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This is a clear-cut and proven formula for gaining positive decisions that produces
the best results. It's also a comfortable, time-efficient, and logical process.

I"HHHSY0& (1% (H&'+ Y- (/*-O/H#1-Y6*#08&./0'2%- 3 HA5/-('11#0, &Y ( &/"##

What do you believe is the No. 1 factor in people’s decision to start their own
businesses with your company? Is it your company, your product or service, your
training and support, your company’s management team, or your sales tools? The
answer is "1#$"%$&'#$()"*#+ it is YOU. If people don’t feel a connection with you, it
doesn’t matter how good your business is, they won't join it. And if they do join, they
will bypass you and work directly with one of your upline business partners with
whom they do feel a connection.

This business is all about relationships. Building meaningful relationships are not
only necessary for people to choose to work with you, but they are also the glue that
holds your business together. If you treat the people as friends, rather than objects
from which you will earn a profit, you will be much more successful.

6 HHH TS (Yo-O:#0' .0+ /#&' | (/#9.8#2. (/-8 &- (. 5&HAS/-('I/"H#

By understanding why people have an interest in your business, you can customize
your presentation and your comments so that you can show them how they can
achieve their goals.

If it is not obvious from your conversations why they are considering your business,
just ask a simple question like, “#--./$0".$0"123$4"1563#-$3"6!7$($)156!#55$514'$(5$
&'6589

Encourage them to talk about their needs, desires, and concerns that your business
may help them address. Have them elaborate on each point and listen carefully.
Often there is a list of reasons, and you want to make sure you understand each of
their top reasons.

I"#$6& ()*+), #-./)#)01&8&'2") 3+-45)

Suppose you have a prospect by the name of Sue who is considering starting her
own business because she wants to start building a college fund for her two
children. Now you know her No. 1 reason for looking at your business because,
most of the time, the first reason people give is their top reason. Compliment her
for going the extra mile to help ensure a good education for her teens. Then

$ w&&()&*( +,%-.& +%-0) &*( $ W&
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)"506)"('2196)"&) Yo&+*Y6(A9H+) &) o) HU6) *UBHH+ V- (1*-0%) *0%$(--%6/* %6 )#ob @H#('Yo0#3+%
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3. Determine what your prospective business partners need to
know about the business in order to make a decision.

=0%3' F+1)&"(12%*>&,)-0%6$"&) Y& Y60 + 106 Y6 1 HSY6( Yor+. *+%6)H% 48 1*% &% * (1(#'8%
0#3%,&'96)"*'%b:#,31%604#3+9%)(4*%. (1,311 (PHI*%6)" (' 218%+&) " *+06)"&'%23*!1('2%$"&) %
)"*0%"** 9%6)#%1'#$5%

"#"$%0#"$&'("$) &&*+,"$-."&/*'0&$/'$%&12  $

*% “Susan, based on the information you have reviewed, what else do you think
you need to know?”

*% “Ron, based on the information you have reviewed thus far, what else do you
need to know in order to make a decision as to whether this is something you
would have an interest in pursuing?”

% “Pam, on a scale of 1 to 10, where would you rank your level of interest? %

% A:%B&4%!'&0!%()7!%& % CY%#+%&/#<*8%)"*'% RS~ & Yd8OBY6rest level is
an 8, then you’re probably ready to get started. The only way you will reach a
10 is when you begin building your business and start seeing results. Do you
feel there is something you still need to know or would you like me to explain
your next step?"%

% A:%B&4%!&0!%"*+%/(")* 989D Yo+ % EB% 0#3YRIU8$18You don’t know or
understand, but if you did it could increase your interest level?”

%  A:%B&AY6)*--1060H#3%"*+0b(')*+*1) YR TAFBWHNH I T+ %0+ HBLYPRY60#3+%6) (4*8%
&1134(' 2% 06 $&I%69+HO*+-0%(')+#.3,*.%)#%) " *%6/3! (*115%%

WINNERS NEVER QUIT AND QUITTERS NEVER WIN
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When people tell you what else they need to know, understand that often times there

is more than one thing they need to know. As an example, if Pam said she needs to
know more about the company, ask, "#$%&'()*+&()#,&-*#+,.,/&$+*&#0'1(&()*&
2'$3#,4%&.5&()*+*&#,4().,/&*-5*&4'1&,**6&('&7,'89: If she says, she would need to
know more about the compensation plan, then say, !;&8'1-6&0*&<*+4&)#334&('&)*-3&
4'1&1,6*+5(#,6&#,4&#53*2(&'=&()283*,5#(.",&3-#,&()#(&.5&.$ 3'+(#,(&('&4'1>&&" " #$%&
'O +&()#,&-*#+,. /&S +*&H#0'L( &()*&2'$3#,48&#,6&()*&2'$3*, 5#(.",&3-#,%&.5&()*+*&
#,4().,/1&*-5*&',&4'1+8&$%.,6 &()#(&4'1&=**-&4'1& **6 & ('&-*#+,&$'+*&#0'L(F Then
continue this process until you have identified each of the points that are important

to her.

The reason you want to understand the issues on her mind is because only then can
you address them. You also want to make sure that you are being productive with
your time by talking about the points that will ultimately lead to a positive decision.

I"HHHSYO& (M-, H (- 8YolO+(&-H(-HOHLE2(+(*3#,*4 1. 5A#/0-- 0" Ht#t

After learning what your prospective business partners still think they need to know
to make a decision, spend your time talking only about those points. Ask good
questions and listen well. Don't talk too much. Be sure to address their questions
and/or concerns and be careful not to address concerns they don't have.

Before addressing the points they have told you are important to them, make sure
you are crystal clear on exactly what they really need to know. As an example, if
Pam says she needs to know more about the company, then before rambling on
about the company, ask her what she feels she needs to know about the company.
Her answer may be as simple as, 1?)#(@5&()*&*A3*+.*,2*&'=&()*&*A*21(.<*&

$# #/*$*,(&(*#$9:& By identifying exactly what she needs to know, you can then
focus on addressing the specific point on her mind.

So, the first thing to do is understand the big picture of what people feel they need to
learn about your business. After identifying all of their questions or concerns, go
over each point, one at a time, and as you do, get specific with precisely what they
need to know.

As you go through each point and before moving on to the next point, ask if your
response answered their question. Make sure they are comfortable with your
response. Once you have addressed a point to their satisfaction, continue until each
point has been discussed to their satisfaction.

Remember, in all your conversations focus on what is important to your prospects.
Try to avoid talking about yourself. This is not about you; it's about them.
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Here are a couple questions you can ask people who are interested:
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Here are some simple examples of what you could say:
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o “Peter, | really think we could have a lot of fun building this business
together. If we were to team up together, what would you expect from me as
your sponsor?”
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2'$5!“You can count on me; | look forward to working with you.”!!
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ol “Hey Mark, | can tell you're excited, but at the same time | sense there is
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STEP 5. GAIN A POSITIVE DECISION !"#

BUILD BELIEF

If you are NOT successful in gaining positive decisions for any reason, then you
need to continue to build people’s belief—in themselves and in your business.

Keep in mind that for most people their greatest reservation is their lack of self-
confidence. Since building a business is something they may not have done before,
it is natural for them to have reservations about their ability to build a successful
business. Knowing this, continue to say things that will build their confidence in their
ability to be successful. Look for the positive attributes in people and tell them why
you believe they can be successful in this business. The more convinced you sound
when building their confidence, the more confident they will become and the more
likely they will be to join your business.

I"HS"OBE(" Yo)*+,-'$)+ )% '$/$'01
253" A#$+5#"6

I"H$%& () %6*(+,$-. $&/(+0-$0)(

When you have completed the first five steps to gaining a positive decision, but yet
your prospects are not ready to get started, you have several ways you can continue
building their belief:

e Set up a time to get together for a One-on-One Belief-building Session, if your
discussions to this point were over the phone.

¢ Invite them to a Private Business Reception, if one is available.
e Urge them to watch an online video, if available.

e Have them join in on the next conference call or Webinar, if your company
offers them.

e Set up a time to get together with one of your business partners for a Two-on-
One Belief-building Session.

¢ Invite them to attend a local event with you, if one is available.

e Ask them to review another company tool.

P %&&'()&*( +,%-.& +,%-() &*( $ w&
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¢ Arrange for a three-way call with one of your upline business partners.
o Request that they review your website and set up a time to talk again.

Knowing your next step is a critical part of this belief-building process. Whatever
you do, you must schedule the next appointment. If at any time you don’t have an
appointment to talk again, you will lose momentum and your chances of getting a
positive decision will be drastically reduced.

Always schedule the next appointment within 48 hours. Remember, this is a
business of momentum and you don’t want to get this far down the road with people
and lose your momentum. If you set a firm appointment to either talk by phone or in
person, then your prospect knows the next step, you know the next step, and ideally
your prospect will be prepared for your next conversation.

| #$"#%3$"&

When you have an appointment to meet with someone, it is very important that you
are prepared for the meeting. Here are some items you should carry with you to
each meeting. If necessary, put these things in a box in the trunk of your car, so that
you are always prepared.

e Your presentation book
¢ New Business Owner Applications

¢ One of each of your company’s presentation and/or belief-building CDs and
DVDs

e A selection of your company’s printed marketing materials
e A copy of this training program
e Anything else being recommended by your upline business partners

When people are ready to get started, take out the agreement. With your pen in
hand and the application in front of you, ask, "#$%$&'()*+&,()&*-.$&,()%&/#$/.&
01-*$+23(&,()%&H#(0$& (% & (44-/$&1++%3$BBGEASIling out the form one section at a
time. When you are done, request that they approve by signing their name. Always
fill out the application and agreement on their behalf, rather than asking them to fill
out a form that is unfamiliar to them.

$ w&&()&*( +,%-.& +%-(0) &*( P W&
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WRAP UP

The one thing that stands between the prospects on your list and their long-term
success in your business is this: Their belief that their time spent in eager pursuit of
your business, utilizing the strategies and principles taught herein, will cause them to
get more than they might get by directing those hours in any other business effort.
That’s your job.

One of the most unique benefits of the network marketing business model is the fact
that anyone can build a successful business if they will apply themselves and
commit to growing and developing each day.

I"HSYHE( )*+)),"$ -"VH&+)) #)&./ ( )O1#&/2
#/3) 4(1(/5.& .

If you will work your business diligently over the next three to five years, focusing on
constant and never-ending improvement, you can enjoy a quality of life that very few
people are fortunate enough to enjoy.

Be sure to listen often to the audio in this training series to hear Todd’s tips on
gaining positive decisions.

Step 6 “Get Your New Partners Started” will teach you how to get your new business
owners started correctly. Congratulations on completing the fifth lesson in this
training program.
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STEP 6

GET NEW PARTNERS STARTED

STEP 6\

GET YOUR
NEW PARTNERS
STARTED
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If you are together at the time of her decision, then you will complete her application
during this time together. Let’s look at what you should do in both scenarios.

I"#$"$H#%&'(%0)* %+, (%-&'%*&+$'%

If you are on the phone with Pam at the time of her decision to get started, your first
step is to enroll her in your business through your company’s website. Direct her to
the company’s website. Walk her through the sign-up process over the phone. Be
sure to stay on the phone until it is completed, so if she has any questions you are
available to answer them. If she is not near a computer, then with her approval, take
her information over the phone and complete the online application on her behalf.

I"H#$"$HY&. (%) *%.&'$%6/+)%0('Yo-+#'-&' (%o

If you are together, in-person with Pam at the time of her decision, then complete
her application and have her sign on the appropriate line. Once this form is
completed, take responsibility to see that this application is properly processed.
There are several ways this may be done:

e Phone it in while you are together,

e Phone it in when you get home,

e Process her application online when you get home,
e Faxitin,

e Mail itin. The only problem with mailing in the application is that Pam won’t
be able to place orders with your company until she is set up in your
company’s computer system.

If your company does not allow one of the methods just described, ask your sponsor
about your company’s policy on the processing of applications.

EXPLAIN THE HOMEWORK ASSIGNMENT

Once Pam’s application has been processed, your next step is to discuss her
homework assignment and set up a time to go over her ten steps to getting started.

Her assignment is to listen to the first audio in this training titled Step 1, “Start Your
Business” and to read the corresponding chapter in the owner’s "#$%$%& ' (#%)#*

Just as you learned how to start your business by listening to the first audio, this
same audio will teach her how to start her business. Before you can proceed, it
must be determined how Pam will receive the training package.
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Once you have reviewed with Pam her assignment to listen to Step 1 “Start Your
Business,” you then want to set up a time to meet within the next 48 hours to review
the ten steps to getting started. This in-person meeting is often referred to as a
strategy session.

I"#$%&'SO#S(1)*+)$,-(1$../01(

It is extremely important to have this strategy session within 48 hours to keep the
positive momentum moving. You don’t want to get this far down the road with
someone and then have them quit because you lost momentum. If you do not have
this strategy session within 48 hours, their interest generally drops, life’s demands
take over, and getting new partners started becomes more difficult. Always try to
schedule this appointment within the first 48 hours. If it's not possible to schedule
the meeting within this time frame, schedule it as soon as you can.

If your new partner is local, it's best to conduct the strategy session when you can
meet together, rather than over the phone. Not only does this simplify the getting-
started process for your new partner because you are there to facilitate them, but it
also helps you to continue strengthening your relationship. If you can, try to set up
this appointment at a location with Internet access so you can easily process any
orders that need to be placed.

As you make your plans, block out two hours for this strategy session so you’ll have
ample time to answer questions and complete all the steps without rushing. When
people don’t have many questions, you can comfortably go through this process in
just over one hour. However, more time is needed when they ask a lot of questions.
It's best to block out plenty of time so both you and your partner are at ease.

Once the appointment is set, encourage Pam not to talk to anyone about her new
business until she is properly trained. Far too many people, in their enthusiasm and
eagerness, go out and blow their best contacts because they did not approach them
correctly.

After you have scheduled your strategy session with Pam and you’re concluding
your conversation, let her know—once again—how excited you are about working
with her and say something encouraging. You want her feeling good about her
decision to work with you, and you want her feeling confident that she can build a
successful business.

When you return home, send a "#$%&™()%(*+ email to Pam. To make sure there
are no misunderstandings, confirm both her assignment and your next appointment.
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Sometimes when people get started they feel overwhelmed and fail to write down
some of the things they need to do, so a friendly confirmation email is always
helpful.

Prepare for the Strategy Session

Before you get together with Pam for her strategy session, make sure that she has
listened to the “Start Your Business” audio so that your time together is spent
productively. If she has not listened to the audio before your appointment, you will
then have to explain each step, which will take you at least another 30 minutes.

On the day before your appointment, call Pam and let her know you are looking
forward to getting together with her the next day. After a short period of small talk,
ask if she has any questions. After you discuss any questions she may have, ask
her if she has had a chance to listen to the first audio. If she has not listened to it
yet, gently encourage her to listen to it before the appointment.

As you prepare for your strategy session with Pam, briefly scan Step 1 “Start Your
Business” to refresh your memory of what is in that section. It's also wise to take
your copy of the Training Manual so that you will have a copy in front of you as you
review the ten steps to getting started.

If the location of the meeting does not have Internet access, take copies of any order
forms or agreements that would normally be completed online during this getting-
started process.

Begin the Strategy Session

When you get together with Pam for her strategy session, here are a few things that
you should do before diving into the ten steps to getting started.

Open the meeting with friendly conversation. Show a genuine interest in her and the
things important to her. Take every opportunity available to continue to build a
friendship with Pam. The stronger your friendship, the more loyal she will be to you,
and the less likely she will be to quit during times when she becomes discouraged or
disappointed.

As you transition from enjoying a friendly conversation with Pam to discussing the
business, ask her if she has any questions or concerns she would like to discuss
before getting started. After people make the decision to start their own business,
they often begin to have self-doubt. It’s that little voice in the back of their minds
telling them, I/ don’t have time, or | don’t know many people, or | don’t know if | can
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Based on her plan that you just discussed, review the list of sales and marketing
tools you recommend that she purchase. Your objective in reviewing this step is to
make sure Pam has the proper tools she needs to begin building her business.

After discussing the tools she needs, help her place her start-up order for sales
tools. If she has not yet purchased a copy of this training program or if she wants to
have an extra copy or two available on hand to sell to her new partners, this would
be the time to place that order as well.

I"#$%4'%%%%!567%8$%"-%0 915 (#%0;+"0%-/%#/:5+#0%:;-7"<)="%

If your company has a program in which new business owners and customers are
able to sign up and receive your products or services monthly, this would be the time
to enroll Pam in your program. If she listened to the first audio, then she will
understand the importance of leading by example and in signing up for the
company’s monthly program.

"#$%>'%%%% ?#"%().66#3% @ 7'%

When you cover this step, you will want to help Pam get plugged into what'’s going
on with both the company and your team. Are there webinars, conference calls,
newsletters, websites, events, or other important things she should know about?
Making sure your new business partners are plugged into what’s going on with your
company is very important. If they feel part of what’s going on, they will be less
likely to lose interest and quit; they will be more active in selling your company’s
products or services; they will be more consistent in their recruiting efforts; they will
maintain a higher level of belief and confidence in your business; and, they will be
better leaders to those within their organizations.

Your role as Pam’s sponsor is not only to inform her as to how she can get plugged
into what’s going on in your business, but you also want to encourage her to be
proactive in following your instructions and get plugged in. If there are weekly
events, regardless of whether they are on the Internet, over the phone, or in-person,
encourage her to participate in them. If your company has multiple websites, be
sure she is aware of the different websites and understands how they are being
used. If a large regional or national event is coming up, make sure she knows about
it so she can pencil the dates in her calendar.

If you sold Pam a copy of this training program, then during this step take a minute
to complete the inside back cover of her "#$%%$%&'(#%)#*If you did not sell her a
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2. Schedule a phone call to discuss what she learned and to help her put
together her invitation scripts. This phone appointment can be accomplished
in a 30-minute conversation.

3. Prepare her for "#$%&'(#3$)#"* These are people who will try to discourage
her from building her business. Make sure Pam is prepared for these people
so she is not caught off guard when someone tries to discourage her. Tell
her that, when people say negative things, she should thank them for their
concern and ask them to review one of your company’s presentation tools so
they will have a better understanding of her business. After they have
reviewed some information, they can then explain why they think she should
not pursue her goals with this new business. It’s foolish to allow people, who
have no idea what you are doing, to steal your dream or discourage you.

When you have successfully covered these ten steps to getting started and set up
the next appointment to discuss how to invite people correctly, you are done.

Congratulate Pam on completing this process and tell her how much you are looking
forward to continuing on this journey with her.

Conducting an Abbreviated Session

There will be occasions when your schedules will not allow you and your new
business partners to get together within 48 hours. When this happens try to
schedule a 30-minute call to put together their plan and place their start-up orders.
During this call the most urgent steps that should be completed are:

J Step 5. Put Together Your Plan
o Step 6. Place Your Sales Tool Order
o Step 10. Place Your Product Order

By completing these three steps, at least the getting-started process will have begun
and their products and sales tools will be shipped without further delay. The other
seven steps are essential and must not be neglected. Cover them as soon as your
schedules permit.

If you will get your new business partners started as described in this lesson, then
you will have set the example of how they should get their business partners started
when reviewing this same lesson. Always keep in mind that not only are you
teaching people how to do things correctly but, by your actions, you are teaching
them how to teach their people. This is all part of the duplication process.
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WINNERS NEVER QUIT AND QUITTERS NEVER WIN
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Believe it can be done.
When you believe something can be done, really believe,
your mind will find the ways to do it.

Believing a solution paves the way to the solution.
Dr. David Schwartz

WINNERS NEVER QUIT AND QUITTERS NEVER WIN



