




[bookmark: _Toc156242766]Team Terrusa’s 
Adaptation 

of Eric Worre’s,
 “Getting You to the Top 2%
in Network Marketing”

Associate Training 
Level 1: 
Tourist to Professional

Going from the bottom 70% to the top 2%




NEW CIVILIZATIONS ARE BUILT ON TOP OF CIVILIZATIONS 
THAT HAVE GONE BEFORE

NEW LEADERS 
ARE BUILT BY STANDING ON THE SHOULDERS OF THE SUCCESSFUL LEADERS 
THAT HAVE GONE BEFORE


In Level 1, you will be learning the 7 skills and associated personal development subjects that will take you from the tourist to the professional.  98% of all network marketers join as tourists.  Tourists are fine. We love tourists because they make up a significant portion of our memberships.  
They join the business because they recognize the value of the services and more often than members, have a better understanding of how important it is to keep the services so they will be in place when they’re needed.  
[bookmark: _Toc159876003][bookmark: _Toc162220184]Big data tells us that statistically in the global network marketing industry:
· 70% never recruit anyone
· 20% recruit 1-2
· 05% recruit 3-5
· 03% recruit 6-9
· 02% recruit 10+

That means 98% are to use Eric Worre’s term, tourists.  Our goal in Level 1 is to get you to 10 recruits to put you in the top 2%.
[bookmark: _Toc159876004][bookmark: _Toc162220185]The levels of training are as follows:
· Level 0 The First 19 Steps
· Level 1 Getting to 10 Recruits
· Level 2 10 Recruits to $100,000
· Level 3 $100K to $1 Million+

This is Level 1.

If you haven’t completed Level 0, please do that before you begin this training.
Access to Level 0 
At www.terrusa.net


 
[bookmark: _Toc159876005][bookmark: _Toc162220186]The Game Plan Interview Statements
By now, you have become an associate and I want to congratulate you. 

[bookmark: _Toc159876006][bookmark: _Toc162220187]Congratulations!

1. Congratulations on making the decision. I’m proud of you for taking charge of your life. From now on, things are going to be different for you and your family.

2. If you succeed in this business, it’s going to be you who creates that success, not me. And, if you fail in this business, it’s going to be you who creates that failure, not me. You are going to be the difference between success or failure. I’m here to guide you every step of the way, but I can’t do it for you. I’m here to work with you, but not for you.

3. My job is to help you become independent from me as quickly as possible. I’m sure you agree that’s a good goal.

4. There will certainly be ups and downs as you build your business. There will be good times and bad times. I’ll know you’re in one of the bad times when you aren’t calling me, you aren’t showing up for meetings, you aren’t on the calls, if I start hearing excuses—that sort of thing. 

5. When that happens to you, and it happens to everyone, how do you want me to handle that? Do you want me to leave you alone or do you want me to be persistent and remind you why you made this decision in the first place?
[bookmark: _Toc156242767][bookmark: _Toc159876007][bookmark: _Toc162220188]
Assignments
I will be giving you assignments to complete.  They are designed to help you begin your business in the right way. 
Each assignment needs to be completed before we move on to the next one. We are working toward getting you:
1. Money as soon as possible
2. Started right
3. Successful quickly
4. On the path to being a professional network marketer
Remember that we have been in the business longer than you and our knowledge of this business is designed to help you be successful and our success depends on your success.  You want to duplicate before you change anything.  You may not understand why we do a thing at first, so duplicating what we do is the fastest way to learn.  You want to emulate before you iterate. 
Doing what the most successful do will get you what the most successful have.  That’s why we have our leaders mentoring us giving us the best they know how to do. 
It will be tempting to look for shortcuts and innovations and I urge you to not go down that road until you’re making $100,000 or more.  Even then, I’d be cautious in trying to improve on the systems we have in place because you will be a leader by then and your leadership has a huge responsibility to your team to give them the best possible success system.  
Beware of the Network Marketing Gurus out there that will try to pull you away from your path. There are advocates for changing how we do things everywhere and they are often promoting a system that wasn’t created for our PPLSI business model.  These people make money because they claim our way is the old way and use our own methods that work as the reason that our system doesn’t work.  
They will scoff at our system and tell you it’s the old way, and they do that to get you to pay them for their systems. They will tell you not to tell your upline partly because secrets are interesting (good marketing) and partly because your upline has already seen what they have to offer and would have changed our system if what they have is better for our particular company.  
What some of them offer is a small piece of what we will teach you as you rise in the company.  
We will teach you what you need to know when you need to know it.  Our business follows a logical progression of doable steps to train you the right way. If you don’t crawl before you walk and walk before you run, you will not progress the way you need to in order to have the best chance at success. Keep on the path we’ve forged for you.  It’s what works.  Don’t be fooled.
The temptation to shortcut our success system is a perilous one.  Getting sidetracked by such programs means you’re not duplicating and that means your business will get off track.  Our leaders explore other systems and will adjust our training if they find a way to improve our systems.  Our leaders do find ways to do that.  Meanwhile, keep blinders on and trust the system. 
Until you’re in a position of leadership that can influence the company’s program, stay with the system that is in place. Our system is designed to make you as successful as quickly as possible because your success creates our success and that’s why it works so well.  
That doesn’t mean you can’t work the way that works for you.  There are paths you can take that still follow the system.  You can do things your way as long as your fundamentals are included.  The 10 Core Commitments are an essential code we follow and whatever part of the success system you find works for you needs to incorporate these.  
You will become an example to your team as you build one. Your team will know what you’re doing so be the example you want them to follow.  Don’t allow the system to be broken by anyone on your team. We build a voluntary army of associates who must maintain the environment of positive growth and honorable activity.  
We sell through a word-of-mouth network system designed to have people know, like, and trust us, and nothing we do can be allowed to damage that.  Our team needs to know, like, and trust each other, too.  
The more we are professional, the more often people will want to join our mission.  
We have what most people want: To be their own boss, to control their destiny, and to work at something they can believe in. 
We must put our associates and customers first.  We will do all we can to believe in you and give our customers the best services we can.  As long as you are putting your team first and helping them do what’s right, you will succeed.
We don’t discriminate here. We all start out at the same level with the same opportunity, and we are only judged by the same standard:  The standard of excellence.  
You are never held back because you didn’t go to the right school, belong to the right society, or have the values of the majority.  If you do the right work, you will promote yourself by helping people.  There is no boss to please, and there is nobody standing in your way.  If you earn the promotion, you get the promotion. 
The more you help people the right way, the more you benefit. Your success is determined by you.  To the degree you follow the system, coupled with your ability, energy, and focus, you have no limits.  The path is clear, the road is yours. You can go as far as you allow yourself to go.  
Do you want to make $500-$1500 a month?  You can.
Do you want to make $5000-$15000 a month? You can.
Do you want to make $100000 to a million dollars a year?  You can.
Will you?  We don’t know because we don’t know what you’re going to do. 
It’s up to you. Do what it takes, and you get what you’ve earned. 
Ours is a no-limit opportunity.  That is, there is no limitation but what you bring with you. Much of what we will teach you, if you’re willing to learn, is to remove your limitations through self-development.  If you can only earn what you’re worth, you must become worth more. They are skills that can be learned. 
Maybe you don’t want a 50’ reflecting pool in your dream home. Maybe you do.  You can have it if you want it, work for it, and earn it. 
If you’re like most people, your job will never get you your dreams. You don’t want to be like most people. Most people have a 1% chance of being financially free by age 65. The path of the masses is not a path of success. 
So your choice is to either lower your dreams or increase your opportunity.  
We offer the second choice.  
You provide the motivation to achievement, and we provide the vehicle – the method – the opportunity to take your motivation and turn your dreams into reality.  
How? Do your job: 
Be coachable.  Be willing. Be hungry.  All 3 are required and it’s your job to be all those things.  
We will bring the rest of what you need.  
Our system is like no other.  It’s all about helping people thrive. We build the people, and the people build the business, the business helps people thrive both with our services and with our opportunity. 




[bookmark: _Toc159876008][bookmark: _Toc162220189]Course 1 Getting Started
[bookmark: _Toc159876009][bookmark: _Toc162220190]Lesson 1: You’re in the Right Place
As a way of introduction, let me tell you Eric Worre’s story in his own words.
I had 18 jobs by age 23 – I got into real estate with my dad and John Joyce.  Starting at age 23 – I earned my Real Estate License, and I struggled having a small family. John Joyce invited me to network marketing by saying, “I think I have a way for us to make some extra money.” I went to a presentation. I wasn’t excited, but I didn’t want to be left behind because they were going to join, and it was the best decision I ever made.
[bookmark: _Toc159876010][bookmark: _Toc162220191]Lesson 2: The Best Decision Ever
I had the impression that my friends and family would be open to looking at my business and I was shocked that they weren’t. I learned that I had to have a plan.  I started talking to family friends and leveraged their names to get my check.  No sooner did I go full-time; did everything fall apart.  When it did, I blamed everyone else for my lack of success.  
The best thing that happened to me was that I had no place to go, no education, and I had walked away from real estate.  All doors were closed except network marketing.  So I was forced to go to network marketing and start to build.  
It was not a straight shot.  My team built up and then fell apart, 7 times.  I will save you the pain and shorten your learning curve.  You need to listen and pay attention.  I will teach you to help everyone you bring into your business to do the same thing.
[bookmark: _Toc159876011][bookmark: _Toc162220192]Lesson 3: The Learning Experience
Everything has been included in this program.  I will use general terms – general term: network marketing.  Team members are Associates. Enroller, sponsor, recruiter – recruiter.  Upline. Team group is downline, products and services – product.
See?  That was an easy lesson.
[bookmark: _Toc159876012][bookmark: _Toc162220193]Lesson 4: Program Objectives
We have 3 objectives:
1. Help you launch your business
2. Fast Start qualifying to get you paid fast
3. Help you get people on your team 
If you’re restarting, forgive yourself for whatever was the reason you stopped. You’re in the right place now.
[bookmark: _Toc159876013][bookmark: _Toc162220194]

Lesson 5: Getting to Core Rank
I want to help you get:
1. Connected
2. Comfortable
3. Competent
I’m going to help you: 
1. Find & enroll your first customers
2. Find & enroll your first associates
I want to help you rank advance and get you to the core rank of Manager
 Core rank is what you can hit with solid effort, within a reasonable period of time, has volume and or associates, pays you $300-$500 per month, and the core rank can build you all the way to the top level of your company. Your job is to identify who wants to hit core rank and help them duplicate that in their own teams to reach the top position.
Don’t make the common mistake: Only looking for a few people that will do extraordinary things and give them difficult tasks.  Make it easy. Make progress easy to accomplish.  People won’t start a race they don’t think they can finish.  If you expect them to run a marathon, people will quit before they begin.  Teach them to run to a mailbox. Then to the next, they can do that.  That is doable.
Your goal in this program is to get to core rank and repeat this program until you get into the top 2%


[bookmark: _Toc159876014][bookmark: _Toc162220195]Course 2: Your Launch Strategy

[bookmark: _Toc159876015][bookmark: _Toc162220196]Lesson 1: The Launch Strategy
Eric Worre heard about a guy who was succeeding.  He was doing presentations all day long.  Eric went to see him to discover what he was doing to get that success. He followed the same pattern.  
The guy he saw would do the following: 
He would start a new associate with a Game Plan Interview – it’s the key launch strategy. It’s the most important way to begin. Every time you sit down with a person you say the same thing. It is a game changer.  It helps you launch. It helped you teach others to launch, and it gets you and your team to 2%. 
It’s how you get started right.
[bookmark: _Toc159876016][bookmark: _Toc162220197]Lesson 2: Welcome to Network Marketing
1. [bookmark: _Toc159876017][bookmark: _Toc162220198]Welcome to Network Marketing. 
This is the best way for the average person to achieve the dreams each of us has. It’s not perfect, it has some flaws, but it is better than working a job, and still the best solution to pursue their entrepreneurial dreams.
So I want to congratulate you on making the decision to get involved. The world is changing. Side hustles are appearing everywhere, people are looking for ways to work for themselves instead of for somebody else.  
They’re done with the commute to an office, they want to be able to work remotely, they want to be their own boss, and you’re one of the people, in looking at this who said yes – that’s for me – I’m ready to learn. I’m ready to grow and I’m ready to figure out this network marketing business model and become, ultimately, a professional.
2. [bookmark: _Toc159876018][bookmark: _Toc162220199]Top Reasons to Choose Network Marketing:
a. Low cost of entry to start a business
b. High possible return
c. Schedule flexibility
d. Your background doesn’t determine your success
e. You start part-time without changing what you do now
f. No discrimination
g. You can build anywhere in the country
h. You have all the support provided for you with training, events, tools, for you to grow your business.  It’s all there for you.
i. With the right attitude and the right coaching, you’re going be able to move forward and really create something out of it.
3. [bookmark: _Toc159876019][bookmark: _Toc162220200]Why network marketing is judged by some and misunderstood by others  
A lot of the stigma surrounding network marketing has been self-inflicted by members of the industry. For many years, and even today some of us can’t help ourselves. We hurt ourselves by being so excited that we overhyped everything.  
Some overhyped the opportunity, how easy it’s going to be, how fast you’ll be able to get where you want to go, the big money that’s available, guaranteed success.  All these things create a false expectation and when they join, they join with this false expectation- a kind of lottery expectation – the attitude is that they will try it and maybe get lucky.  It’s a bad expectation to set and it’s totally unnecessary.  
Some people are unprofessional everywhere giving network marketing a bad reputation. Spamming emails, posting social media, putting ads in people’s DM’s, and in person at cocktail parties and funerals, prospecting everyone in the room.  That’s not effective and hurts the industry image. 
The truth is good enough. We already have a better way for sure.  Don’t overhype your opportunity and services because doing that is irresponsible. We will be judged by our integrity and overhyping is unnecessary. 
We can’t guarantee anything because we don’t control the attitude, interest, or effort of the people we sponsor.  Your product claims need to be responsible. Your income claims need to be responsible. Entrepreneurship is tough. Network marketing is tough. For those willing to learn, it’s worth it.
4. [bookmark: _Toc159876020][bookmark: _Toc162220201]Be Appropriate
[bookmark: _Toc159876021][bookmark: _Toc162220202][bookmark: _Toc159876022][bookmark: _Toc162220203][bookmark: _Toc159876023][bookmark: _Toc162220204][bookmark: _Toc159876024][bookmark: _Toc162220205]There is no need to be pushy or act desperate.  Don’t be a cheap salesperson grabbing everyone, “You’ve got to see my opportunity”. There is no need to go crazy with the claims or act like an amateur. Find out everything you need to know about the Network Marketing Profession so that you are prepared for the many opinions you will hear about your decision. 

[bookmark: _Toc159876025][bookmark: _Toc162220206]Lesson 3: The Lies, the Truth, & the Catch
[bookmark: _Toc159876026][bookmark: _Toc162220207]The Lies: 
You will hear a lot of people who hold unfounded beliefs.  They will parrot things they’ve heard, and references remembered by tv sitcoms making fun of the industry. Ignorance is part of why we get paid so well. If people weren’t ignorant, companies wouldn’t need us.
Our job is to understand and overcome objections if we can, but it’s important to stay on the path without being deterred by the ignorance of others.  This success train is moving forward, and you need to keep yourself from getting derailed by the people who just don’t know better. 
Here are many of the false objections you will hear from people and the truth, so you aren’t blindsided by often well-meaning but uninformed people.  Don’t argue with them.  Gently direct their attention to factual 3rd party tools that can educate if they’re willing to see it. 
Just know the truth and move on.  Maybe you can offer them evidence that might enlighten them over a period of time but don’t be stopped from working with the willing people you will find. Don’t let the ignorance of uninformed people get in the way of your dreams.
1. “It’s not legal”
a. That’s completely untrue. Of course Network Marketing is legal.  Worldwide it’s a $200 billion business, highly regulated, has over 100 million participants, it pays out $80 billion dollars in commissions a year, $200 million dollars a day. 
b. Now are there bad actors that do things that they shouldn’t do and go out of business just like every profession in the world?  Of course. They are eliminated by the regulators and the good companies move forward.  We’ve been in business for over 50 years.  If we were illegal, we’d have been out of business long ago. 
1. [bookmark: _Toc159876027][bookmark: _Toc162220208]“All Network Marketers Do is Recruiting”
c. Actually, it’s only one of the things we do.  We do 4 things.  We sell, recruit, duplicate, and lead.
d. Everything that generates business has to do with a product or service being sold.  
2. [bookmark: _Toc159876028][bookmark: _Toc162220209]“Only People at the Top Make Money”
a. Completely false. Out of the $80 billion a year commissions paid globally in network marketing, only $3-4 billion goes to the top – people making 1 million dollars a year or more.  Another $10 billion goes to people making $100,000 dollars a year or more.  The vast majority of the commissions goes to the part-timers making $300 to $1500 a month. 
b. In every compensation plan we’ve seen, it’s easy for someone you sponsor to make more money than you do if they maximize the compensation plan better than you do.
3. [bookmark: _Toc159876029][bookmark: _Toc162220210]“You’ll Lose Your Money”
a. Actually, it’s very difficult to lose your money now in network marketing.  There was a time when people could maximize their compensation plan by buying a lot of products and then they failed to sell it, but companies now have a buy back policy that will refund the bulk of your purchases it you need them to, usually with a restocking fee deducted. 
b. In our business, we can’t load up on a garage full of legal and identity theft services.  
c. We pay for our services month to month and for that, we get great services which we can cancel if we must.  There is no way to lose a lot of money in network marketing unless you spend money where you shouldn’t. 
d. The price of entry is low. 
e. Every company has a buy back policy.
f. Let’s be fair, too. If you go to college and don’t use your degree, or you start a restaurant and go out of business, you don’t get a refund.
4. [bookmark: _Toc159876030][bookmark: _Toc162220211]The Truth
a. Entrepreneurship is hard
b. It requires hard work
c. It requires new skills
d. It will stretch you
e. It is worth it
f. It has a low price for entry
g. High potential income
h. Huge support
i. Incredible leverage and scalability 
j. And it’s fair because it’s the same offer for everyone
5. [bookmark: _Toc159876031][bookmark: _Toc162220212]The Catch
You will have to be able to accept the loss of social esteem by ignorant people. Uneducated people are going to think less of you.  “Oh you’re in one of those things…” The misunderstandings and perceptions of people – often caused by the amateurs in our business from some, will be an obstacle.  Don’t let it steal your dreams. If you can accept the loss of social esteem by some and move forward, you’re going to be great.
We’re going to help you build your business the right way: No crazy hype, no damaged relationships. We’ll build a foundation together and become a pro in network marketing.

[bookmark: _Toc159876032][bookmark: _Toc162220213]

[bookmark: _Toc159876034][bookmark: _Toc162220215]Lesson 6: The Journey from Dependence to Independence
Now that you understand what is involved, let’s get clear on the goal to get you launched.
The goal is to become independent from me or anyone else, as quickly as possible so that you can operate on your own. You can handle yourself. You can take care of yourself. You’re not needy and dependent. Do you agree that’s a good goal?
Now write down for yourself how long do you want it to take to become independent: To be able to operate on your own? Do you want to take 3 months? 6 months? A year? 
That will tell me how to invest in you, how hungry you are, how excited you are about growth.  The fact that you are going through this training tells me that you’d like to become independent as quickly as possible. 
Let’s put a place holder right now and say you want it to be 90 days from now you’ll be independent. 
Secondly, this is your business.  I will help, but you need to build it.
Success or failure ultimately is up to you.  If you succeed in this business it will be up to you. If you fail in this business, it will be because of you. It’s not your upline or your company.  Your result will be your doing. If other people can succeed, so can you.  You need to take ownership.  This is powerful training, but you still need to go do it.
There’s a story about a pianist who walked out on stage and played horribly.  He was booed off the stage.  Another pianist went out to play. He played brilliantly and he was given a standing ovation.  When the second pianist went to the dressing room, he asked the first pianist how he could stand getting booed off the stage.  The pianist said, “Oh they weren’t booing me, it was the piano”.
You will hear how network marketing doesn’t work by some who’ve never tried or never learned the skills it takes to do the business. 
But you know that it’s not the business if the business is producing successful people.  Realize that people will blame to save their egos.  You don’t want to enroll people who won’t take responsibility for their own actions. 
You know the reality, but it isn’t good practice to expose them.  Just move on and know, you are the difference between success and failure. 
You may have to get a little uncomfortable and get out there and do the activities that build your business.
For this to work I need just 3 things from you and all of them are pretty easy to do:
1. The first thing I need you to be is willing.
I can’t help you if you’re not willing to do what’s necessary. Don’t fight me.  The people who have been successful for many years have designed this to work for you. They know more about how to be successful in this company than you do. Isn’t that true?  Would you agree that is a pretty easy task?
2. I need you to be coachable.
If you’re going to argue all the time, I can’t help you. If you want to do it your way or try to tweak it, you will either leave the business or eventually realize we’re right about the System of Success. This business is different. Learn from the best.
3. I need you to be hungry.
If you’re not hungry, you won’t do what’s necessary to get past your fear, past your doubts, and get out of your comfort zone to do what you need to do. For you to succeed you need to be all 3 things: Willing, coachable, and hungry.  2 out of 3 won’t work. You won’t likely succeed unless all 3 are in place. I wish you well, but until you have all 3, we are wasting time. 
These 3 things are all you need.  If you’re not having success, you will find the reason why in one or more of these 3 things.   
Ask yourself: Am I really willing? Am I really coachable. Am I really hungry?  Or is it just talk?  You can get those things if you continue to grow, learn, and develop your proper mindset.
Are you prepared to say yes to all 3 things?
Assignment: Write down your commitment to be willing, coachable, and hungry.  What are you willing to do to be all 3 things? What are you willing to do if you find you aren’t all 3?
[bookmark: _Toc159876035][bookmark: _Toc162220216]

Lesson 7: The Power of Assignments
How will I know if you are willing, coachable, and hungry? I will know by how you do your assignments.
1. These assignments are created to get you to core and 2%
2. They will be simple 
3. You can scale them up to go faster
4. You can scale them down if you’re timid and scared and okay with going slower
5. You can find your balance there.
6. If someone’s energy is high and they tell me they have ambition, I’ll give a big assignment and then sometimes they don’t do it.
7. I’m not going to get mad. I’ll just lower and lower and lower the assignment until the person can do it.
8. This will help me understand your threshold of confidence where you will finally take action.
9. Action is critical
10. I don’t care how small the steps you take are.  I care that you do something. 
11. Why?  Because the learning is in the doing.
12. Network marketing needs to be experienced.  It’s very difficult to understand network marketing intellectually.
13. Do baby steps if necessary, but always be moving forward.
14. The law of inertia states that things in motion tend to stay in motion and things at rest tend to stay at rest so motion, activity, continually progressing is critical to your success.
We are moving forward a step at a time, building confidence so you will take more steps. You might need to repeat this training to experience your breakthrough.
1. When I give you an assignment, I need you to do it on some level.
2. Some people will do it on a microscopic level but what I don’t want you to do is take the note and say, “I’ll do it later.”  Do it big, medium, small, or even microscopically, but do it to move you forward.  
3. You might need to do this program again: There are benefits to doing this training over and over again. Certainly, no shame.
It’s a new kind of business and you’re going to need new skills and those skills will require practice. Everyone starts off doing a thing badly until they get good at it.  You learned to swim, to read, to work your phone so of course you can learn to do this.  
We are self-employed, so it’s easy to rationalize whether you will do it or not do it or do it later.  That’s just fear talking or a lack of vision in the payoff, talking. That will hold you back from success. Don’t do that. 
If you think, “That seems stupid.  I’m not going to do that stupid thing.”  You have come to one of your beliefs that is holding you back.  We call them limiting beliefs and they need to change for your life to change. Get past the thing blocking you from success and do it anyway.
 I can’t help you if you’re going to fight me.  There’s no shame in doing it over and over again until you succeed. Ups and downs are normal.  It can get emotional. To be successful you need to stay on course until you succeed. Just don’t quit – stay with me – get to core rank – get to the top 2%.
You will be tempted to quit.  That’s normal too.  That’s why 70% of people never sponsor anyone.  It’s easy to quit because the price of entry is so low that commitment is often lacking.  If you were fully committed to this because your life depended on it, you would not quit.  In a way, your life – your best life, does depend on it.  So make the commitment and recommit every time you feel like quitting.  
[bookmark: _Toc159876036][bookmark: _Toc162220217]Pro Tip: Never Quit on a Bad Day
There’s going to ups and downs, it can be highly emotional, you may go fast or slow, that’s okay. Just decide now to never quit on a bad day. 
Assignment:  
Decide at what level you’re going to accept assignments.  You can scale them up if you want to go faster, or you can scale them down if you are okay with going slower.  The choice is up to you.
[bookmark: _Toc159876037][bookmark: _Toc162220218]

Lesson 8:  Immersion, Overwhelm, & Following Instructions
[bookmark: _Toc159876038][bookmark: _Toc162220219]Immersion
1. In this lesson, you'll find out why it's so important to immerse yourself in this program, why you may feel overwhelmed at times, and why it's crucial that you follow instructions.
2. The power of Full Immersion
3. Block out negative thinking and follow instructions
4. You are building your skills and understanding brick by brick
5. Trust the system, the process, and your company mentors
6. Just breathe and get out of your head
7. Act like an employee (for now) and follow direction
8. Don’t start talking to prospects yet.  It will be better if you wait until you are trained to do it right.
9. Please help me launch you properly
10. Turn your brain off and follow instructions for now.
11. Assignment: Make a real commitment – Tell yourself, “I am not stopping until I am at core rank and top 2%. Period.”  
12. “I will until “– make the commitment to yourself now.
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1. Plan, Do, Review (PDR)
2. Have the mindset: I never lose – either I win, or I learn
3. Start messy and adopt PDR and get better and better 
4. Commit to taking constant action
5. Using PDR and getting 3/10 of 1% better every day to be %100 better in 1 year, 200% in 2 years, 400% in 3 years, 800% in 4 years, etc.  
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Lesson 2 Growth – for things to change you must change
1. For things to change, you must change.  To get better, you must become better
2. Self-awareness is crucial (less than 15% are actually)
3. There is no future in blame.  If blame is outside you, you are not in control of your success
4. It’s your mind – take responsibility for yourself
5. Get control of your brain by doing  
6. Prioritize your business over your job.  If your job is the primary, and your business is secondary then your business will be sabotaged – your job must be secondary, or your business will suffer
7. Make the shift to focus on your business.  Then it will work for you.  
8. Focus on primary, walk away from blame and take responsibility
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Lesson 3 Employee vs. Entrepreneurial Thinking
1. Do as you’re told or there will be consequences – that’s employee thinking.
2. As an employee, once you were without outside direction, you didn’t do anything
3. Common work attitudes: Pain, obligation, boring, traffic, and something to get away from
4. Work is negative and the goal is rest
Entrepreneurs think:
5. Work is contribution, growth, and they are motivated to keep going
6. Investment of effort and time in the beginning will get you overpaid for a long time
7. Entrepreneurs seek and ask, “Where’s my training?”
8. Entrepreneurs say, “Point me in the right direction!”
9. The goal is to get better all the time
10. Successful entrepreneurs are underpaid for a short time, paid fairly well for a short time, and get overpaid for a long period of time
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Lesson 4 People you are spending time with
1. Spend more time with those who are encouraging
2. Spend less time with those who are distracting
3. Spend much less time with those who are discouraging
4. Time with virtual mentors or alone is better than time with the wrong people
5. You’re not leaving people behind. They choose to stay behind.
6. Get around powerful higher quality people
7. Guard your mind including self-talk – all distractions are equal 
8. Do you want to be serious about changing your life?  Be serious about positive inputs
9. You will have no change without changing out the negatives
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Lesson 5 Building unstoppable confidence
1. Passion: Find it. Nurture it.
2. Keep doing each task until you figure it out
3. Practice PDR until you have confidence
4.  Be willing to engage in actions that make you uncomfortable
5. Realize that you can’t get better and look good at the same time
6. Borrow someone else’s confidence 
7. Try to model the top performer 
8. Sometimes you will run into an associate prospect who wants to do things their own way.  You’ll do yourself, your new associate, and your team a disservice if you don’t help your new associate understand why that’s not a good idea. 
You can say to them, “You may be tempted to rely on your former successes and try to do things your own way. Let’s wait until you are at the same level as our top performers.  Then we can implement your ideas. Our mentors, the people I’m working with, are making millions of dollars doing it this way - the way we already know works.  Why don’t we just hold your ideas, just do what my mentors present, follow their lead, follow their example, and once you’re making at least as much as they’re making, doing what they know is proven inside of this business model then we can explore all of your great ideas.  Does that sound fair?”
[bookmark: _Toc159876045][bookmark: _Toc162220226]Homework: Your List
Make a list of people in your company who you admire and who have confidence that you can borrow from.  What would they do in situation where you may not be the most confident…yet?
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Eric Worre explains why you should find someone to model yourself after and why you have to be willing to be messy the first few times you do something.
Be willing to put yourself in potentially embarrassing situations and handle it. Entrepreneurs say yes, then they tell the world, and figure it out. Put yourself out there and let’s go figure it out together. If you’re willing to be messy and figure it out, the world is yours. People’s opinions don’t matter: How you respond, does.
1. Comparing yourself to others: If it motivates you more, then use it. If it causes you to take less action, ignore it. If you do compare, only compare you to you and anyone you feel you can compete with. 
2. As someone new in the business, you have a great gift because it’s impossible to have all the answers and you can use that to use 3rd party tools without excuses. To everyone you know, you’re new. The position you have is to be a connector.  Learn to connect people to resources.
3. Don’t take things so seriously – have some fun.
4. You get confidence from:
a. Doing
b. Modeling others
c. Getting yourself into embarrassing situations and handling them
5. Two assignments:  Find someone upline to model and do something that will embarrass you and then handle it.  This will build your confidence. Once you discover that embarrassment doesn’t kill you, you learn to accept and learn from it. If you aren’t embarrassed from time to time, you’re not growing.   
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Lesson 7: The Power of 3rd Party
Utilizing the power of 3rd party resources

Why use 3rd party tools?  
Do you have experience, credibility, knowledge, and skill?  Not yet, so they may trust you, but they probably won’t respect you as a professional yet.  You don’t have the skill-sets yet, so if you don’t use 3rd party, you become the issue.  It’s likely that you may not be able to pull off first party presentations and you will have a lot of rejection doing that. You don’t need extra rejection when you’re starting out.  This is supposed to be fun.  They may trust you but not respect your message.  3rd party works psychologically because there is a trust relationship between you and the prospect.  There is an automatic and often subconscious respect relationship between the prospect and a third party.  They only know that you respect the 3rd party and they trust you so they respect what you respect when a 3rd party person or tool is used.
3rd party tools are your toolbox. Get to know how to use each tool that is used to explain or present for you:
1. Services
2. Company website
3. Associate website
4. Sponsor and upline
5. 3-way calls
6. 3-way chat/text
7. Your story and other’s
8. Articles
9. Printed materials
10. Videos
11. Audios
12. Podcasts
13. Zoom meetings
14. In-person events
15. Super Saturdays
16. Corporate Events
17. Anything that is not you explaining things
You will spend most of your time connecting people to these tools.  In short, a 3rd party is anything that’s not you except your own story. If you’re lips are moving, you need to be pointing to, or reading from, introducing, or telling a story as a 3rd party tool.
Suppose you have credibility with the people you approach and so you have influence and decide not to use third party.  Then you get people who don’t have the same influence as you, and try to do it the way you did it and they will fail and your team won’t duplicate.  It won’t grow.
Now, if you don’t have a lot of influence, you haven’t had a lot of success in your life yet, how will you succeed without 3rd party? 3rd party is you best friend whether you’re influencial, successful, or not influencial at all. Even if you’re highly skilled, it is better to use 3rd party because you are teaching your team how to be independent from you from day 1. If people can’t do what you do, they won’t and you will have a stagnant team.  You want a team that can duplicate and grow.  
Your job is not to convince anybody.  Your job is to educate people to the point they understand it.  You are a connector. Until you move to the next level, your identity needs to be a connector. If your upline is totally competent, use them otherwise, take charge and find friends in your company to help, collect stories to help you illustrate the benefits, use all the tools and events.
Throughout your career and despite your skills improving you will train this duplication system to build a large successful career. The strongest leaders in network marketing lean on 3rd party tools. 
Resist the urge to be the fact giver.  Instead, focus on being a connector and teach your team to do the same.
Assignment: Identify all 3rd party resources available for your company, product, and opportunity so that when you have a question that needs answering, you have the resource to give to the person who has the question.  
You are the connector until you become a 3rd party resource for your team.  Even then, when you are exposing people, you still use 3rd party resources to present information. If someone asks a question turn to a 3rd party tool – “Let’s go look together” give them or take them to or some way, connect them to a 3rd party answer.
Make a list of resources and what questions they answer and have it in front of you, so it stays top of mind whenever you’re working.
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[bookmark: _Toc159876049][bookmark: _Toc162220230]Lesson 1: Joining the Right Way
Join with the highest possible package offered. That means both LegalShield and IDShield along with the business builder back office so that you have all the tools needed to run your business. Why? There are many benefits if you assume success.  
It’s a better example for your team – a better story for your success long term.  You have a higher commitment and lead by example.  Think like an entrepreneur and lead by example.  
Upgrade if you didn’t start right.  It is better to start at the top package from day one. Remember as the leader of your team, duplication starts with you. When you are teaching your team, explain to each new recruit, “Here is what I’m doing, and this is why” as part of your story.
[bookmark: _Toc159876050][bookmark: _Toc162220231]Lesson 2: Your Monthly Commitment 
Your monthly commitment
What is the best value for you?
What is the best value for your team?
The minimum disease
People think, “What is the minimum I have to do?”  That is how they’re trained.  That’s not entrepreneurial – it’s employee thinking. 
1. Employee mindset = Do the least.  It’s part of the beating we took in school when we learned to do what we were told to do.  We waited for the assignments then did what we could as fast as we could to get it done so we could go play.  We didn’t control our education; we were controlled by it. Thinking and acting outside the narrow confines of school trained us to limit our imaginations and with it, our motivation to excel. The focus taught us to conform rather that create. We were taught to be followers and workers, not leaders and entrepreneurs.  

2. Entrepreneur mindset = Do the most. Enrtrepreneurs have a vision and the excitement that comes with that vision drives them to do as much as they can to realize that vision. Creating reality from a dream or goal fuels the motivation to do the most.


3. Super entrepreneur = Do the outrageous. Some visions are so powerful that all-out effort inspires the super entrepreneur to do maximum effort and from the outside, may look to be outrageous.  The super entrepreneur is in a focused race with him or herself to achieve as much as possible as quickly as possible. 
Assignment Upgrade now if you aren’t making the largest monthly commitment
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Lesson 3: Getting Connected to Platforms

Connect to all platforms
1. Get in the know, as close as possible to the inner circle to know what is happening with your company. If you want to be included and stay included, this is where you need to be diplomatic. Keep private information private.  Don’t be a complainer. Show your loyalty whenever you have the opportunity.  Violate trust and you will lose the inner circle welcome. 
2. Be sure to connect to all your company sites. Have a link or a document that lists all your connections and update them as they change. Review then regularly as they are updated often, and you need to stay familiar with what’s there and what’s no longer relevant.  These will include:
a. Your website for your customers
b. Your back-office App
c. Your Prospect App
d. Social Media pages and groups
e. Group chats
f. Email lists
g. Calendar
h. Be connected to all the data you need to run your business and know what is going on.
i. Turn on notifications
Homework:  Get connected.
Identify all of the places where you can get connected and then, get connected. 
Centralize a way to have all your connections in a document with links to each to save you time. You want to keep part-time as part-time not full-time and full-time as full-time – not overtime.  Being organized will save you money, time, frustration, and leave you more time for income producing activities. (IPAs)
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Lesson 4: Questions & Problems
1. Find out where to get your problems answered and solve problems
2. This is not something someone hands you, this is something you need to do. This is on you.
3. It’s not hard to do.  Nobody will give you a checklist – this is something you do to help yourself on your way to success.
Every part of this is designed to help you:
1. Get connected
2. Get launched
3. Get to the top 2%
4. Get to core rank
You’re not going to be a great problem solver at the beginning. You will get better as you solve more problems as you go from employee to entrepreneur. If it’s handed to you, you won’t grow and learn and develop the skills you need to succeed. 
You’re not going to have all the answers. Be okay with being messy in the beginning. You will get better along the way.  Perfectionists want all the answers before they get started and that just won’t work.  You must learn by doing; not by reading or trying to figure it out before you get started.  
Be willing to say I don’t have the answer but let me go find out.  
Here is a short course on problem solving:
1. What can I do about the problem?
2. What could I learn?
3. Who could I ask?
4. Where to find answers:
a. Company website
b. Customer service
c. Events
d. Upline support

Your upline isn’t your sole support.  You’re a grown-up – you can be successful regardless of whether you have good upline support or not.  Your upline is not your boss. Your sponsor connected you to this business.  They are independent just like you. You need to take charge. 
You must get to the place where, if a problem shows up, you say, “I know where I can get the answer to that.”  Hold on.  I have my list of resources right here.  Here’s the list of people I can call or text, here’s my list of friends in my company if my upline isn’t available, here is customer service number I can call or chat online, here’s my website and my printout of information so I can look it up easily.
Just know how to solve problems quickly. First, be able to go get the answer and eventually you will have the answer. Problem solving is probably the biggest paid skill in the world. The bigger the problem you learn to solve, the more valuable you become.
Assignment: Identify resources to get your problems solved
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Lesson 5: Getting Connected to People
Meet as many people as possible in your company. Why?  They have more experience, are friendly, can provide encouragement and help, and building a relationship with people who have a common mission makes you part of the community that can be both fun and valuable. 
Decide to make friends. They need you and you need them when you have a common purpose.  Do this at events.
Treat this like a project and just decide to make friends. Try to hang around the most powerful people you can because you tend to be like the people you hang around the most.  Have coffee with those in your area to share experiences and ideas with each other and help each other.  Maybe even become workout partners. 
If you’re too shy, ask your upline to introduce you to others. Who do you know that has my background, or just made core rank, or is good at launching new associates, or whatever you want to get good at, can you connect me to them?  Then ask them how they did that, what did they do to get there?

Assignment: Make friends with at least 10 people in your company.
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Lesson 6: Getting Connected for Greatness
There is tremendous power in having a workout partner, a buddy to help you stay on track.  Not judging each other, just someone you tell how you did and ask how they did.  It helps with being accountable to yourself by involving another person.  It’s a tiny but powerful pressure on yourself to do what you say you will do.  
Follow those on social media who are succeeding right now in your company. Follow your upline of course but don’t go crazy! You can get bogged down trying to follow too many people.  Who are the people who will bring you the most value?
Assignment: Get a workout partner & get connected to greatness on social media.
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Lesson 7: Setting Up Your Event Calendar
There is a phrase in our profession: Meeting Make Money. It’s true. We are an event driven business. Whether its online or in person or a hybrid of both, events are the most powerful way for new people to see and validate their belief in the organization.
Attending keeps you close to the fire – to the business.  It will help you when you are discouraged, wanting to quit, feeling frustrated as we all experience.  Just like going to church reminds you of your faith, meetings remind you of your reason to keep going on your business to achieve your dreams. 
You attend an event, you get filled up, you have renewed life, and you are ready to go again. It will educate you. It will be a 3rd party tool to connect a prospect to information so they can make a decision.
Your calendar is a big deal.
If we are sitting together, I want to see what the events are on your calendar and are you committed to attending? 
Add these events to your calendar:
Team calls: make the commitment you will be on every single one. Why are we doing this?  To help YOU have success. Stay around long enough so that you understand and have success.  Is that unreasonable?  If your boss or professor required you to attend, would it be impossible?  You must make the commitment to be successful in this business.  Your team will follow your leadership.  If they are on again off again because you are, your business will suffer. Make your business primary, not secondary.  Just do it. Put it on the calendar and keep to your commitments. 
Company calls – you will attend regularly as someone who is extraordinary. You will attend because you’re committed to your future.  
Training events – In person, hybrid, virtual. They help in seeing what we need to do, finding our blind spots, raising awareness, encouraging us to do more, motivation. Training events will fill you up and be a tool as a 3rd party resource if you want to bring prospects. 
Company Events - and these are non-negotiable, too. These are a big deal.  These are where leaders are made. These are where big decisions are made.  These are life changing as every top leader will tell you. Company events are where big decisions are made. If I hated you and wanted you to quit, I’d say, it’s okay, don’t attend, I’ll bring you the notes. If I wanted you to succeed, I’d say, “We have to go.  Let’s find a way. Let’s figure it out.  Let’s solve the problem, let’s make the commitment.” 
Say yes, tell the world then let’s figure it out. 
What’s the secret?
A top leader said, “Half the people are gone by the next event.  It’s a mystery but those who do come are making 2 times the average.  The next one after that, half are gone and those return are making 4 times the average.  It keeps going like that until you’re the one on stage.” He was right.  You may not know what you’re doing yet but committing to attending is something you can do.
You’re not leaving people behind; they are staying behind and the story of you figuring out how to attend is a powerful example for your team. Pre-register events to help you keep your commitment. Don’t be last minute, buy tickets as soon as possible.
Commit to all of these:
1. Team calls & team Zooms
2. Company calls & Zooms
3. Training events
4. Company events
Assignment: Fill your calendar and make a commitment to never miss an event and you will improve your chances dramatically.  

Are you signed up for your next event?
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Progress – moving forward is perfection.  You can’t have it all right away.  Step-by-step progress is all you need to start. You’re not going to win or lose, just learn.  
1. How to set up your business to launch effectively
2. Be sure to consult with your own financial advisors
Basics
1. You should have a separate bank account for your business
2. Get a credit card attached if you can
3. Find out if you need a business license
4. If required, apply for a business license
5. Find out from you tax or financial advisor if you need a business license.
6. Set up a business entity – an LLC as you move forward in your business to house it.  It’s not required but recommended once you’re making good money.  
7. Speak to your accountant and tax person to be sure you’re set up and you know your deductions and how to record them 
a. What bookkeeping do I need to do to take advantage of all tax laws and stay out of trouble?
b. What do I need to set aside for taxes?
c. Even set aside money when it’s a small amount.  Don’t touch the funds until tax time. Set it up right.
2. Get a bookkeeper or bookkeeping software. 
Assignments: Set up you bank account, business credit card, accountant and business structure
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Lesson 2: Working from Home
Working from home you can lose days instead of working on your business. So Identify a space in your house for your office. Identify your work hours if possible. How many hours can you commit right now to getting yourself to core rank and getting yourself into the top 2%? How many hours a week can you commit to getting that done? 
Remember that success loves speed.  The bigger that number, the sooner you will get there. The smaller the number, the longer it will take. For example: 10 hours per week. Make your network marketing hours your priority.
When we’re working – keep them sacred – non-negotiable. If you wouldn’t take off your job for whatever reason, you don’t take off your business work hours.  It won’t work if you don’t prioritize your business at least as much as your job.  Your family needs to know you’re at work – not available just because you’re home.
Your Calendar is Your Boss
The best tool I have to coach you is to have you show me your calendar.  Show me your events, show me your appointments, show me your activities.  Fill those hours with income producing activities (IPA’s).  Work time isn’t learning time, it’s IPA time.
The 15 Minute Time Hack:
Grabbing 15-minute focused work time when you’re driving to work, taking a break, stopping at Starbucks for coffee, lunch may be able for fit in 2 or3 15-minute blocks, at home between chaos – set up 15-minute slots to work your business.  
In 10 hours per week, that is 40 15-minute time blocks you can do IPA’s: Contacting, inviting, connecting to tools, following up.  Connecting -Following up over and over again 40 times per week can produce results and move you forward.
Learn to employ yourself
Be your own boss but be a tough boss.  Don’t let yourself off the hook when you’re scheduled to work.  Don’t let yourself get away with being lazy, procrastinating, rationalizing, no 2 hour lunch when you don’t need it.  Don’t let yourself binge Netflix when you should be working. 
Hold yourself accountable for the hours you’ve made sacred if your business is important to you. In the beginning, treat this like a job because we usually don’t know what treating this like a business means.  Like a job means you will hold yourself to do the job, or you will end up firing yourself and along with it, the future you promised yourself and your family and that you could have had. Treat it like a job with a boss with consequences if you don’t do your job until it pays you like a business. 
Recap:
1. Identify workspace
2. Identify work hours
3. Make work hours sacred
4. Your calendar is your boss
5. 15-minute time hacks
6. Employ yourself
7. Treat this like a job
Assignment: Decide how many hours you are committing each week to building your business and make those hours sacred..
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Lesson 3: Understanding the Compensation Plan
1. Remember our goals:
a. Get you to core rank
b. Help you recruit 10 people and get you into the top 2%
2. Identify what is Core Rank? 
a. Core Rank is Manager 
b. $300-$500 Month 
2. You can rank all the way to the top by helping people get to Core Rank 
a. Identify how to get to Core Rank specifically 
b. Map it out to understand it
c. There are 2 ways to get to Core Rank but be sure to have business builders on your team to create leverage otherwise you’re only selling and your business and its reach will be more limited.
3. Identify Fast Start Benefits so you can put them into your strategy for additional income motivation and recognition. Achieving Fast Start will make your own story a bit better.
Understand the basics of the structure of the compensation plan so you understand what is in your best interest when building your team. Don’t stress about knowing it all right now, just get the basics. You will learn over time as you advance.
Recap 
1. Core rank
2. Fast Start benefits
3. Long-term structure
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Lesson 4: Make a Prospect List
Most people start with the people you know because we use ‘Word-of-Mouth” advertising for the services we have and educate people on what we offer. It’s not the ending, though.  This is just to get you launched.  Don’t stress out because you don’t know a lot of people. This is what will duplicate throughout you organization. 
Think of having a framework that works for everyone. I want you to make a prospect list and I’ll give you some sources.  I’d like you to make it as comprehensive as you can and not worry about who is going on the list. Just add everyone and then we will simplify.
This is part of the work we need to do and it’s worthwhile work. Your list is a living thing that will grow as you move forward in your business career. Don’t prejudge anybody. Don’t make any decisions for anybody else regardless of whether you think they’re too rich or poor, too busy, or too young or old.  I know the tendency to filter out people, but you do them and yourself a disservice if you do that. You don’t have the right to decide for somebody else whether this business or service is right for them. 
Here is the criterion to put them on the list:
1. Living
2. Breathing
3. Not a customer already
4. Not an associate
5. Of legal age
6. Live in the countries we serve
Add them to your list
1. I’ll give you a simple strategy for what you’ll do with them so don’t stress about it.
2. Where you can go to build your list of prospects:
Your Phone: Every single name that’s on your phone goes on your list. A to Z – don’t prejudge, just write them on the list.
Your email:  Everyone in there, too.
Social Media: Every person you’re connected to on Social Media on every platform who you have as a follower or a friend.  It’s often a big number of people and that’s exactly what we want.
I want you to have so many people on your list that getting your 10 recruits and getting to Core is no big deal.  We will keep it easy and simple so don’t worry about putting yourself in an awkward or embarrassing position. The average Facebook member has about 300 friends so you list is bound to be substantial.
Network on Purpose.  Wherever you go, make friends, and add them to your list for later on. A good strategy is to add 2 people to your list every day.
You can network online and network in-person. Then, take everybody on your list and ask yourself, who do they know?  That’s only the second degree of separation.  There is a theory that 6 degrees of separation is everybody in the world.  Who do you know, who do they know, and so forth.
Social platforms will list the people who are friends of your friends, and you might know them too.  Send a friend request to them and put them on your list. 
Memory Jogger: We even have a tool designed to jog your memory to have you think about people in different areas of your life.
Even people who can’t be served by your company because they’re from another country -- put them on the list because they probably know people who are in the countries that you serve.
Doing it this way, you will never run out of contacts.
Prospect Sources
1. Your phone
2. Your email
3. Your social media
4. Network on purpose
5. 2nd degree of separation
6. Memory jogger
You’ll have more people than you need if you do that honestly. Once you have your list, I will teach you what to do with that list. 
Assignment: Use your sources and memory jogger to create your prospect list
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Lesson 5: Your First Customers 
Successful people look for and build networks, everybody else just looks for work.
Sorting Your List
Now we will help you prioritize your list. The connections you have will connect you to the whole world. We want you to start comfortably, easily, making progress.
Who would be your easiest customers? 
Who can you go to and help them become a customer? Who are the people who will support you no matter what?
These are the people who will support you no matter what you do.  If you were starting a restaurant, they’d come on opening day, pay for the meal, say congratulations, and encourage you to go for it.  You’re starting a business?  Fantastic, I’ll be your customer. 
We will talk about how to approach later – a bullet-proof way to ask them, to get you all the support you need so don’t stress about it.
Who Owes You Something?
You may have people who owe you something emotionally, like you helped them move from one apartment to another. You were there for them when they had a problem.  When they were going through a breakup, you helped them through it. 
Often, they feel indebted to you in some way. You could go to them and say, look, this will help me out, would you do that? And they have been looking for a way to pay you back and you say this is a way, be my customer one time.  Check out my service, I’m launching my business, your support would matter to me.
People Who You Do Business With
Where do you spend your money right now? You have choices to where you spend your money.  Ask them to be your customer. “Hey, I’ve been your customer for a long time. I’d like you to be my customer.  This is my service. I’d like you to try it, it’s $30 a month let me know what you think, give me your feedback.” I’ve been your customer x years won’t you be my customer one time? I’d appreciate it if you’d support my business as I’ve supported yours.”
Who needs your business desperately?  
People who could use this service right now. People who need to change their job as soon as possible.
Who can afford it?
Most people can afford our services and those who can’t, should consider becoming an associate so they can. 
Assignment: Rank your list from easiest to hardest
Focus on easiest to hardest.  Easy first.
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Make Your Associate List
1. Prioritize your most likely candidate in your mind from easiest. Look for these characteristics:  Who do you know who has the following and put a star next to the name for each of these characteristics:
Entrepreneurial desire
Money Motivated
Who are the rebels?
Who looks up to you? 
Who is ambitious?
People who want to get ahead, someone who pushes for the next promotion, looking for a way to move forward?
Who is open-minded?
Generally, the more successful they are the more open-minded they are.
Less successful, the more close-minded and cynical they are.
Who is Dissatisfied? So dissatisfied that they are open to something new.
With where they live
With their job
With where their kids go to school
With how much money they’re making
With their lack of job progress or satisfaction
With being tolerated rather than appreciated or celebrated
To the point where they feel that something’s got to change.
People who are competitive
Recap the Sort
1. Entrepreneurial
2. Money motivated
3. Rebel
4. Looks up to you
5. Like to work with you
6. Ambitious
7. Open minded
8. Dissatisfied
9. Competitive

Assignment: Rank from easiest to hardest
Make a customer and an associate list and rank from easiest to hardest. We start with the easiest.  Make the list.  We will teach you super easy bullet-proof approaches so don’t worry.  Nothing will be weird or awkward.  It will all be part of a natural conversation so DON’T PRE-JUDGE ANYBODY.  Make the list.




[bookmark: _Toc159876063][bookmark: _Toc162220244]Lesson 7: Warming Up Your List: It’s all about connection
Even if you’ve already talked to someone about the business, put them on your list.  We have a fool-proof way to talk with them. We will show you how to build connections with the people on your list in a comfortable way. If you’ve already messed up and chased people away, we will teach you how to repair those relationships and restart those relationships in an effective way.
Now is about connection; not prospecting yet. This step is about Warming Up Your List or for those who are relaunching your business, it’s Repairing and Warming Up the rest.
Understand this: All business is conversation. If the conversation stops, so does the business. Think of yourself at this stage as a connector. You are not a network marketing professional yet. You will be connecting people to professionals and resources. 
As a connector, the more people you are talking to, the easier it’s going to be. Think in terms of quantity. Most people talk to the same 3 people and wear them out.  Quantity avoids that. While you talk to more people, your skills and confidence increase over time and practice. Keep adding to your list every day. 
When you’re setting up your business, you need to start as many conversations as possible. Now don’t freak out.  This is where you begin to do something.  It’s not as scary as you think. Just say hello.  Just say how are you? You don’t need a script for this very important part.  Just begin your conversation with everyone on your list.  
Warm up your relationship so that the first time you talk to them about business, it’s not an abrupt, cold thing.  It’s a natural part of a conversation as your relationship continues. 
Just start now. 
a. Hello
b. How are you?
c. What’s new?
d. What’s happening?
e. How are the kids?
f. Do you have plans for the Summer?
g. I was thinking about you
h. How is work?
Continue the conversation as you would normally with that person.  Remember a time, have you seen a recent movie.  Just normal ongoing conversations.  There is no business agenda, and no ask.  In fact, look for ways to be helpful. Can you help them in some way?
As you continue the conversations over time:
1. Build value
2. Build connection 
3. Give referrals for their business
4. Ask what’s going on with you?
5. What’s going on with your kids?
6. What’s going on with your family, etc.?
2.  Most of this is electronic communication which saves time and maximizes your reach:
3. SMS
4. Text message
5. Direct message
6. Social media
7. Email
8. Facetime
9. zoom

With text, you can start 100 conversations today in about an hour or two.  Think of it as a game of tennis or pickleball.  You hit the ball over the net, and they hit it back.  Those who respond, you keep the ball going. Text back. Warm up the friendship.  It’s a good thing to do anyway.  It’s a reward to have friends and keep the friendships alive.
You can keep 100 conversations going but you won’t need that many to get to core rank.  Think of it as making $100 for every conversation you start. Thinking in those terms, if we paid you $100 for every conversation you start, how many could you start? 
For anyone who is leery about your communication because you got too aggressive about your business, apologize. Say I’m sorry, I was excited about my business, and I got carried away.  I just want to say hello. Our relationship is much more important than business, so forgive me? Are we good?  Can we just be normal?  Can we just talk? 
All business is conversation that leads to more people, opportunities, it builds trust, it opens doors, so if you want to build a business, you need to start a lot of conversations. If you do that, we can teach you to convert those conversations appropriately, elegantly, and charmingly into a customer or business conversation.
Assignment: Start a conversation with everyone on your list
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Keep within your comfort zone if you want.  Start as many conversations as possible. If you want to go fast, start 100 conversations. All your doing is saying hello to all the people you know so it shouldn’t be scary. If it is too scary, pick a number -- 50 or 25. If you’re terrified, Pick one!
All progress is perfection. Just move forward.  Once you do one you’ll understand, that wasn’t so hard, I can do more. If you’ve got 1000 people on your list you can’t fail unless you quit. Once you start a conversation, your job is to keep it going.
With people you may answer a day or two later and they respond again.  Then you respond and you don’t hear from them for a week.  Don’t get pushy.  Find a way to get the conversation going again. Ask a question, offer something you know they’re interested in. Gently keep the conversation going.  Comment on a post they did, but find a way to reengage the conversation.  Over time you will get better and better at this. 
1. Keep it appropriate
2. Don’t be spamming
3. Be friendly
4. Bring value
You don’t need to message every day.  It doesn’t have to be that deep.  If you haven’t talked to a person in 3 years, every day would be weird.  Make a comment, suggest getting together, ask about their life and what’s happening now.  General stuff and remember people usually like talking about their lives.
Experience shows conversations never stop but there may be weeks or months between conversations and that’s okay.
When we teach you to pivot to a business conversation it will feel more natural because you are already talking to them.  You’ve already built some rapport with them. You don’t have to be fancy, it takes less charm than you think, it’s just a natural pivot to say something like, hey, since we’ve been talking the past few weeks, I’ve been thinking …. Or I’ve got this project ….   
Before you pivot, you just need to warm up your prospects. 
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You have a network?  Engage them.  You have a following on social media?  Engage them.  Get everybody talking, watching, listening.  Get people leaning forward and putting you top of mind any way you can. It’s what professional networkers do and  why they have endless prospects.  That’s what we will develop for you. You will keep it going.  It’ll be a discipline that is part of your life.
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Course 6: Become a Raving Fan
[bookmark: _Toc159876067][bookmark: _Toc162220248]Lesson 1: All About Your Products
Become a Raving Fan
You are the ambassador
Learn everything you can, not all at once, but make it your mission to learn about your offering
What are the benefits?
What is the technology?
What are the Awards?
What are the stories?

The more you learn and teach others, the more belief you build and the more conviction you’ll have in sharing with other people. Listen to as many stories as you can inside your company to build your belief in what you offer. 
First assignment: 
Collect and make a list of all the 3rd party resources available so you can share those resources either by story or sharing those resources.
You’re not using the information for your prospects but for your own belief – your own conviction and to be the expert eventually for your team when they bring you prospects to help your team recruit and sell. 
When you know all about your services, it will help your excitement, and enthusiasm and help you transfer your confidence and belief to your prospects and team members.  It will help you stay motivated because you’re convinced it will help another person.  It’s so much easier to share what you believe in and by knowing all about your products and services, you will believe in it confidently. 
The self-education about your product will be an ongoing process as you build your understanding of what you offer.
Once you’ve begun that, the next step is to build your membership story.  
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To do that, use the membership exactly as instructed. Now why? Because if you use as instructed, you’re likely to get the value intended. It will solidify your belief and your enthusiasm and build for you your story. Use it as many times as you can. If you can creatively find a way to use your membership publicly, it’s much more convincing to demonstrate how to use a thing. Great brand ambassadors use their offerings publicly.
Use your memberships often
1. Document your results – keep a record of how your memberships have helped you
2. Document your results and remember to stay compliant with your stories. No exaggeration and always back up with proof.

Be the ambassador You need to be all in.

Assignment: 2 parts:
Commit to making your own membership story and documenting it. Add stories of your successes and benefits as you continue to build your business and stay compliant.  Do not violate the terms of your agreement or the law. 
Be the biggest fan for your services and be widely known for it.
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If you’re uncomfortable being in the spotlight with people paying attention to you, one of the best ways to overcome that fear is to learn to tell your story. There is a simple 4 step process to create and tell your story.  What will let them build rapport with you is to tell your story.  It’s about being authentic and that is so cool because it’s true.
1. Part 1: Your background.  Everybody has one.
a. Are you a student?
b. A stay-at-home mom or dad?
c. A teacher?
d. A doctor?
e. A construction worker?
f. The choice you made

2. Part 2 is somethings you didn’t like about your background.
a. Underappreciated
b. Underpaid
c. Overworked
d. Wage ceiling
e. Physically demanding
f. Irregular pay

3. Even if you love what you do, there is something you can say. There is always stuff that isn’t great.  List those things.  
Part 3:  You Found a Solution
1. You are able to take your skills and the things you love and use it in your new project.
Part 4: How you feel about your future.
You can talk about your results but if you don’t have results yet, talk about how you feel about your future.  
1. I’m excited now
2. I have a passion
3. I have a project
4. I’m moving forward
You will craft your story to use as a bridge to connect your prospect with a 3rd party. Use your story to build rapport. This is what you do all day long is tell your story and connect to 3rd party over and over again.
The biggest gift you can give your business is to tell your story incredibly well and do it as a reflex.  Have your team do it too and your business will explode.  
Within a short period of time, you can say, “Would it be alright if I could tell you my story really quickly?”
The story builds rapport.  The story breaks down defenses. The story leads people to want to learn more. The story you’re telling is the glue. Since all business is conversation, your job is to keep the conversation going and in the conversation, you will discover opportunity. In the conversation, the magic will happen.
4 Storytelling steps:
1. Your background
2. What you didn’t like about it
3. You found a solution
4. How you feel about the future now
Nobody objects to the story. People automatically empathize with your good story. People are drawn to want to help if your story is compelling enough, not a pity helpfulness but an “I like you” helpfulness, as a kindred spirit because they can identify with your journey.  
If you go first in telling them your story, they are more open to share their story, because they feel like they know you.
The most important of the 4 steps is the 3rd step: The pain.  You bond over the shared experience, the struggle and that’s what bonds you to that person: the shared experience.  
People want to help, it’s what makes them want to listen.
Tell your story again and this time emphasize your dissatisfaction. Be more real than maybe you’ve ever been with another human being because we’re taught, never show your weakness, but it’s that vulnerability that brings you closer to each other. 
We are taught to be strong.  Being authentic about your pain – You can create a story that fits you authentically, ‘like the way they make me feel at that office – the way they’ve treated me for the last 10 years had made me feel small and useless, and undeserving of better. It’s turned into resentment, and I don’t want to live like that anymore because it’s spilling into the rest of my life.  I’m tired of getting paid 10% of what I’m worth.” I’m tired of saying, ‘No we can’t afford it to my family.’ I deserve better and so do they. I’m done with this.  I don’t want to feel like this anymore.”
This isn’t hard. It’s light and enjoyable to make a friend and have a meaningful conversation.  A 2-minute friend can last a lifetime when it’s done authentically. That conversation builds rapport, and people want to learn more when you share like that.
Tell your story without your background and without your pain and it feels salesy and pushy. The feelings of being rushed, awkward, and incomplete are also present.  It’s not natural.  
Once you tell your story, you may have to ask them for their story.  Interview them.  Ask them the 4 questions.  What do you do.  What do you love about it?  What isn’t so good about it?  Have you found a solution?  If you continue the way you’re going, will you get the life you want?
The goal is to build enough rapport to at least look with an open mind. They will listen when you’ve built a connection through your story.
Assignment: Write your own 4-part story
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Lesson 3: Lessons from Telling Your Story
You can build connections with a person very fast using your story. You’re not just dumping problems; you’re telling a story of hope. By being authentic with them, they will be more likely to be authentic with you. You can get to learn a person’s pain points quickly so that you can help them solve them as you are doing.
The commonality here is the pain. People go ‘Wow, you’re just like me. I have that pain, too! Next, it’s easy to share when you have a structure.  You don’t ramble and end up being long-winded making people just want to get away. Without a structure, you don’t know where to start or finish your story.  With these steps, it’s easy and it duplicates through your team.
Next, you’ll get better with practice.  The more you tell it, the better you get at telling it. It feels good to have people listen to you. Most people want to help when you tell your authentic story And it gives them the opening to want to tell you their story. All of that is very valuable.  Making friends is valuable in itself.  
Remember, all business is conversation Stories are a BIG DEAL.  They are the best ways to connect to people. This is something you can do, even if you’re nervous, even if you’re scared. Your story is relatable, interesting, and uniquely yours. It’s you calling card, your introduction to build a connection with another human being.
For now, your basic story is enough.  Practice, practice, practice. Tell your story to:
1. Your cat
2. Your spouse
3. Your kids
4. Your upline
5. Your downline
6. Your best friend
Get in the habit of telling your story and using that to connect with people. Your story is where you’re going to live for now.  Eventually, you will add the stories about different aspects of your business. 
You will create stories about:
7. Getting started
8. Your first 30/60/90 days
9. Core rank
10. Top 2%
11. Convention
12. Overcoming obstacles

All we do in network marketing is tell stories.  We are storytellers.  We use 3rd party resources and stories are the best. We tell our story and we tell other people’s stories. We tell success stories and failure stories. We tell product stories, and we tell warning stories. People lean in to hear stories.
Practice your story.  Use Plan, Do, Review to keep improving on it.
Assignment: Tell your story to as many people as you can.
The speed of your success is your choice:
1. Fast: 100 people
2. Medium: 20 people
3. Scared: 1 person (it’s still progress, and progress is perfection)
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[bookmark: _Toc159876073][bookmark: _Toc162220254]Lesson 1: Getting Support from your Hot Market
There are 3 segments to your market.  Cold, warm, hot.
Cold market prospects are people you don’t know yet or you just met.  Warm are not your best friends but a very large group of people you know and who know you.  Work associates fit here.  Hot market people are the people who love you and know you and want the best for you but won’t let you get away with anything.  
Amateurs often do damage to these relationships because they think their family and closest friends would just love to work with you and you want the best for them so you’re sure they will see what you see but often, they don’t.  You don’t want to burn out these relationships by being an amateur.
Don’t let your enthusiasm make you hasty or use poor judgement by being inappropriate, disrespectful, pushy and save yourself some pain by being professional and handling this group the right way. 
To have a great and supportive relationship with your close friends and family whether they join your business or not, and you do that by having them understand why you did it for you and become educated about what you have. Our goal is education and understanding. 
Your hot market is a very specific approach.  For you to get to the goal of education and understanding, and for them to support and encourage you, the correct approach is critical.
This is where most people find themselves walking out of the network marketing experience and we want to avoid this major issue.  Hopefully, you haven’t talked with anyone yet in this hot market but even if you have, we have a way to save the relationship.  
The step-by-step hot market approach is as follows:
The Hot Market Approach
Step-by-step:
1. Complement them
2. Thank them
3. Tell them you started a new business
4. Immediately disqualify them from being an associate
5. Tell your story
It’s very important to tell them you don’t consider them a prospect.  
Tell them I don’t see you as a prospect for this business, I want you to know why I’m doing this for me, and I want you to support me in growing my business by understanding what I’m doing and why.  
As my friend, as my family, I appreciate your support and want you to be the wind at my back helping to support me in making this happen. 
Then tell them your story. 
Once you’ve done this they should be ready for one of two asks:
Ask #1 is the support ask. “It would mean the world to me if you would support me and become a member – just try it and see if it is as valuable to you as it is to me.”
Let them know the cost and make it easy on them to join. Just like opening a restaurant, ask them to try it one time.  If they love it, great. If they don’t you’re not going to bother them anymore.
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Lesson 2: The Practice Ask
1. Ask for a chance to practice your pitch.  Follow the 5 steps.  Compliment, thank, started business, disqualify them, ask for their support.
2. “Listen, I’m nervous. I’m just getting started. I need a friendly face to practice with. Can I practice on you?  I’ve got to do my little pitch, it’s new for me, I don’t want to do it with a stranger.  Can I practice on you? It won’t take long.  I’ll make it easy on you.  I could really use your help.
3. This accomplishes 2 things.  
a. Allows you to educate to understanding the people in your hot market.
b. Allows you to gain encouragement from your hot market and possible support.
4. It also helps you find the entrepreneurial people who can’t help but connect the dots and may join or know someone who could benefit from this.
So you can ask for support.  You can ask to practice.  You can ask to practice then ask them to support you by trying the services.
Assignment: Go to each person on your hot list and use one of the asks:  The support ask, or the practice ask or the practice and support ask.  Be sure to follow the 5-step pattern of 
1. Complement
2. Thank
3. Started a business
4. Disqualify as a partner
5. Tell your story

CONTINUE EDITING FROM HERE
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We want to take this time to review what we’ve learned so far. We know what it takes to:
1. Get to Core Rank
2. Get to the top 2% -- 10 Recruits or more
We have learned:
1. Network marketing is a better way
2. Why 3rd party is vital to success
3. How to join the proper way
4. No minimum disease
5. To get connected to platforms and people
6. To set up your calendar
7. To set up your business
8. To set up your prospect list
a. Your easiest customers
b. Your easiest associates
9. Warming your list
10. Becoming a raving fan
11. Learning to tell your story
12. Your hot market approaches
Now we will learn how to contact everyone else
[bookmark: _Toc159876077][bookmark: _Toc162220258]How to Approach Everyone Else
Invite them to learn more about either your products or your opportunity.
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1. There are 3 approaches you can use but first, we will learn about the Pivot.
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1. Hey, I’m working on a project and since we’ve been talking, you popped into my head that this might be a fit for you.  I don’t know if it is or isn’t but I just had this crazy idea…
2. We talked 2 weeks ago, and since then, I thought maybe you’d be a fit for a project I’m working on.  I don’t know if I’m crazy, but I thought I should at least talk to you.
3. A favorite of Eric Worre is, “I have this intuition…”
4. I’ve had this intuition that this might be a good situation for you. 
5. You may be interested in learning more about this. 

Think of the Pivot as a transition that flows naturally from your conversation:
1. This might work for you
2. I don’t know if you’re looking, but I thought I’d at least ask
3. I have this intuition
4. This might be a good fit for you
5. I have a hunch
6. You popped into my head
7. I had a prompting
8. I’ve got this project
9. Maybe it might work for you
10. I’ve enjoyed our conversation, maybe this is something we can explore
11. I don’t know but let’s explore it together 
When that time comes, have that pivot into an invitation.
[bookmark: _Toc159876080][bookmark: _Toc162220261]Assignment: Create your pivot script using the outline:
1. It’s been great connecting
2. I’ve got this project
3. I can’t believe I didn’t think about it sooner
4. You might be a fit
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3 Approaches you can make depending on your relationship with them. They all have the same structure to begin with.
1. Be in a hurry 
a. You don’t want to be caught trying to explain things
b. Busy people are viewed more importantly than someone who has lots of time.
2. Compliment them
a. Take something real about them to compliment them on. 
b. They will have a positive vibe because of it and may want to return the favor.
3. Make the invitation
a. Use 1 of the 3 different approaches below based on your relationship to them.
b. Be casual but upbeat and positive.
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1. If they look up to you, admire you, you can use the Direct Approach
The Direct Approach is the one that you will use the least compared to the other 2.
The message is: I have something for you. I’ve got something I need you to see.
a) Benefit from this …
b) I thought about you …
c) You could crush this …
d) I need you to see…

2. Approach 2 is the Indirect Approach. 
This is for your peers – people that are your friends and colleagues that you share the same social status.
I’m working on a project I’d like to get your feedback on.  You have insights, skills, experience that I don’t have… 
3. The 3rd approach is for people you look up to who may even be a bit intimidating because they are more successful than you.  It the Super Indirect Approach
a) I’m involved in something
b) You’re busy and successful 
c) This is not for you, but you know a lot of people…
d) If you could introduce me to those people I’ll find a way for it to be worth your time.
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1. Direct = I have something for you
2. Indirect = I need your input 
3. Super Indirect = I’ll make it worth your time
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Regardless of which approach, the next step is to use. “If I…would you” to connect to a 3rd party tool.
1. If I sent you a (link) that can explain this better than I could, -- it’s ( x ) minutes long, would you watch it?
Alternatives:
1. If I sent you this website would you look at it?
2. If I introduced you to somebody who is expert in my company, would you have a conversation with them?
3. If I invited you to this Zoom event, would you attend?
4. If I invited you to this get-together in our local market, would you join us.
If you follow the steps, complement them, be in a hurry, your chances are excellent that they will say yes.  You don’t have to be a super professional, just be willing, coachable, and hungry.
If I sent you a video, it’s 3 minutes long, would you watch it?  
They say yes. 
But is “Yes” really a yes?
Most of the time, no.  So what do we do about that?
This is a critical step to learn.  
You ask them, “When do you think you can see it for sure?”

Whatever they say, say wonderful.  They say a day.  Ask for a time. 
I don’t know I’ll let you know.  Say, I don’t want to waste your time or mine so just tell me a time you can watch it for sure. That’s all I need. 
They say, “Fine, next Tuesday.” 
“Wonderful, so if I called you after next Tuesday would have seen it for sure?”
“What’s the best way for me to contact you? Shall I text you?  Do you want to call me?  How do you want to do it?”
The idea is to always set the next exposure.
Recap: 
1. Conversation
2. Pivot
3. Approach
4. Connect to 3rd party tool
5. Confirm time
6. Set the next exposure/contact
That’s what professionals do.
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Lesson 3: Your Easiest Customer & Associate Prospects

Up until now we’ve been learning concepts.  Now we need to start doing the business.  The real learning is in the doing. Here are the steps:
1. Start conversations and get those going
2. Start pivots 
3. Let people know you’re new.  You have a great excuse: “I’m brand new at this.  I’m not an expert. But I know where you can get information about it.  I have this (feeling, thought, sense) … 
4. If I ….. Would you….
5. When can you do it for sure? 
6. If I called you after that, you would have done it for sure, right?
7. What’s the best way for me to contact you?
8. Fine, I’ll talk with you then.
You set this up and here’s the key to prospecting: You want to go from exposure to exposure to exposure to exposure to exposure.  
Some of them, when you ask them, “What did you like best?” will say, “Oh, man, I meant to watch it, but I didn’t have the chance.” 
Don’t be frustrated. This will happen all the time.  The way to handle it is to put a smile on your face and say, “No problem. I understand life gets in the way. When do you think you can see it for sure, for sure? Is it in a week? 2 weeks?  Whatever it is, you just tell me.” (they say when) Ok great. If I contact you after that you will have seen it for sure, Right?  I’ll put it in my calendar and follow up to find out what you think.  Now if you watch it before then, go ahead and let me know you saw it and we can talk again, sooner.”
This can be by phone or text message, and it will work fine.
Remember our goal: Education and understanding. What will help us accomplish our goal is 3rd-party tools. 
What we need to be is a connector.  We follow the process: 
a. Conversation
b. Pivot
c. Invitation
d. If I… Would you…
e. Tool
f. Next exposure (repeat)
4. Think “Easiest”.  We are going to start with the easiest customer prospects.
5. We’ve ranked from easiest to hardest and our goal is to try to get some customers.
6. Every customer you get you’ll gain confidence, you’re reinforcing the process and getting better, and you’re building a business.  
7. We will do the same thing with our Associate prospects
a. Easiest to hardest.
b. In conversation, you found out that they wanted to make a change.  When you pivot, tell them you remembered they said they wanted to change and then ask them if they were serious or just kidding around.  
c. Listen, I got involved with something and I think you may like to see a project that just might help you make that change.
d. This could be an incredible solution for you.
e. So if I/would you 
i. Invited you to coffee we could sit down and I can show you this thing
ii. Sent you a video, would you watch it?
iii. Invited you to a Zoom, would you attend?
iv. Invited you to a local event, would you attend?
8. You are not the fact giver so if they ask you a question, what do you do?
a. Shrug and say, “I don’t know, let’s go find out.”
b. You are the connector between them and a 3rd-party resource
9. This little inviting process will change the game for you.
10. Continue the process until they join you.  Otherwise, set the next exposure.
Now this just got real.  
If there was a job paying $100,000 and you had to learn this by tomorrow morning word-for-word to get the job. You could learn this.  There would be a line a mile long of people who did just that.  So it’s not a matter of whether you can learn this; it’s a matter of whether you will.
11. This is the process that works proven over many years of experience. 
This is the proven formula used by millions of successful people in our industry:
1. Conversation
2. Pivot
3. Invite
4. If I, would you?
5. 3rd party tool
6. Repeat
That is the formula to educating people to the point that they understand it.
One last thing.  
You need to change your relationship with “No”
The premise of the idea is that if you get paid $1000 for a “yes” and nothing for a “no” and your ratio of yes to no is 1 out of 10, then in essence, you are getting paid $100 for each person you talk to.  
You must go through the “Nos” to get to the “Yeses”. If you want 10 people to join you in business as an associate and you have the ratio 1 out of 10, you might have to talk to 100 people to get the 10.  90 people will say no, and 10 will say yes and you are at our goal of recruiting 10 people and getting to the top 2% where the money gets exciting.  
1 out of 10 is a comfortable number and a few more will become a customer.  1 out of 10 is awesome.  You can write your own ticket at 1 out of 10 if you’re willing to get past your fear and follow this process.
You master the process by doing it. Then Plan-Do-Review to get better and better.  
Do it
Plan, do, review
Get better
Do it
Plan, do, review
Get better
Repeat
That’s what will take you to core and the top 2%
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Lesson 4: Presenting & Follow Up
You don’t have to give the presentation
The presentations are put on every day by professional and all you need to do is tap into them.
Your job is to introduce you prospects to other resources.
There will be a time when you become that resource but now is not that time.
We’re going to use this level now to get you to core and the top 2%
Don’t worry about presenting right now, just inviting and connecting.
But you do have to consider Follow Up.
This is what separates people who are successful from people who struggle.
Amateurs walk away.  You need to think about this differently.
The only reason to get a person to an exposure is to get that person to another exposure.

Exposure to exposure to exposure to exposure is what you’re trying to accomplish. 
It takes on average between 4-6 exposures to get a decision.

When people are evaluating, they need their questions answered.  You say, good question, let’s go see.  Then get third party to show them the answers.
Have them:
1. Watch a video
2. Have coffee and review the flat sheet
3. Try the services
4. Show the compensation plan
5. Invite to a Zoom meeting
6. Link them to a recorded event
7. Meet with your upline

Questions and objections are your friends because they mean the prospect is interested.
At the next level, you can become an objection answering machine, but for now, use a 3rd party resource.
What you say at this stage of your development is, “That’s an excellent point. Let me connect you to that person and see what they have to say about that.”
For any of the common objections: 
1. Don’t have money
2. Don’t have time
3. Not a salesperson
4. Don’t know anybody
5. Don’t know if the business works
Get an expert or tool to handle the objections.  Connect them to a resource, person, or event.
Keep it simple.
Don’t be afraid of objections. Objections are a good thing because it will help them understand what they’re getting involved with.
As you go from exposure-to-exposure lock this in your head:  Be emotionally detached from the outcome.
You’re not afraid of “NO’s” or people rejecting the information. They aren’t rejecting you. You’ll go from exposure to exposure. Your goal is education and understanding and you’ll do it through exposure to exposure in quantities to other sources that will produce success. 

Assignment: Make a list of common objections a prospect might have and find the 3rd party resource you can point them to when each objection arises.
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Lesson 5: Getting Your New People Started

People have joined your business!  Great job!  Now, find out what to do to get them started the right way. 
How do you get people started?  It’s still 3rd party. 
-3rd party tools
-3rd party events
-3rd party people

When a person is ready to make a decision, you say, “Let me introduce you to the person that I work with, and they can help you understand if this is a good decision for you – they can help you make the right decision for you. I’m still new, she or he is more knowledgeable, I’m just getting started or restarted, they’ve been in it a while, they will have more valuable insight to if this is a good fit for you that I will. So can we just jump on the phone really quick” or use a tool.
Later, in the next level, you can learn how to master all these skills, but I don’t want you overwhelmed with that now.  This is enough to master for now. This is how you launch.
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Once you have enough people going through the pipeline coming out the other side – happy as customers, happy as associates, then we learn the next level steps.
If you think of it as a funnel, where you pour in honey, and it comes out filtered here we pour in people and what comes out is success.  
If you only put a drop of honey in the funnel, it’ll just sit there on the side and dry up.  It won’t produce the success you’re working for.  That’s what happens to most people in network marketing.  They don’t get enough volume to produce the success.  
If you did one drop every week, you’ll end up with a bunch of dried-up honey around the edges.  You must put enough into that funnel so it will begin to flow.
Have enough conversations and warm up enough relationships so that you can pivot and make invitations and exposures to 3rd party tools.  Some will dry up but with enough flow, you will have success.
Your job is to find enough people who are willing, coachable, and hungry.  
Not everybody is and it’s not always good timing for everybody.  Find the one who are ready now and keep those who aren’t on your follow up list so you can catch them at a better time in their lives.
Going through enough quantity, keeping it simple and fundamental, then the chances you have of getting things to flow are excellent.
If we can get you to the top 2%, get core, get paid, you will build enough confidence to say, “All right, I want some more of that!”
Now when you’re ready to start a new person, you have 2 choices: Take your notes from this training and walk them through it step by step or send them through the training course.
You are the connector to help people positively impact their lives.  
Success loves speed.  
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Course 10: A Better Way
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Getting to this point means you are different.  Many people buy a book and don’t finish it.  They start but they don’t finish.  You have finished this training which means you have what it takes to be successful.  
You have shown diligence in finishing what you’ve started. You’ve shown commitment and that is crucial for your success. You’ve shown you didn’t get distracted from your training or lost interest because you found out this is real and takes work.  
Most of all, you’ve decided to learn to be professional in your quest for a better life through our company.  You did it.  Now let’s go after the reason you began this and get it!
3rd party is your best friend to help you progress while you learn the more advanced skills in our business. It will launch you and give you success, so you have the success and motivation to continue to grow your business as you build yourself to a new more powerful and productive you. 
If you’re in the top 2% by now, congratulations. If not, then it’s time to do the work on the course until you get there. Most people will have to review this course several times to get the growth needed to successfully accomplish the goal of 10 recruits to be in the top 2%.  
As you go back to lesson 1 and start over, you will find you are already a different person than when you started.  You growth is happening, and you are becoming the person you need to be to succeed. 
It’s a stone-cold fact that our business model is a better way, and we need to share it with the world.
If I haven’t said it in person, yet, I’m proud of you.  
Now go back through this and turn the instruction into action.  Action is the only way you can succeed.


 


 


 


 


 


 


 


 


 




               

 

