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

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

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

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

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

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

At the age of 23, Todd began a career as a residential real estate agent.  He 
became a student of personal development and within 4 ½ years was one of the 
nation�’s top-selling Realtors selling over 115 homes a year.  He was one of the 
youngest Realtors ever inducted into RE/MAX�’s Hall of Fame.   

Although he enjoyed a lucrative real-estate career, he lamented the fact that his 
career completely controlled his life.  He then became determined to find a career 
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that would enable him to replace his mid-six-figure income while providing the 
freedom to spend more time with his family and enjoy the fruits of his labor.   

He started researching for the type of business that would meet his goals�—one 
without large start-up fees, employees, overhead, and stress.  He wanted one with a 
short learning curve, one he could operate from home, one that would allow him to 
achieve financial independence, and one that would not be affected by seasons, 
interest rates, or the economy.   

His detailed search led him to examine the Network Marketing Industry.  There he 
found that he could accomplish all the things that were important to him while at the 
same time enjoy a leveraged income�—one that was no longer dependent on his own 
day-to-day efforts.   

He saw a method of doing business that had been proven for more than 50 years�—a 
business model being endorsed by some of the greatest financial minds in our 
country, including Warren Buffet.   

At age 27, Todd started his network marketing career working part-time, one hour a 
day, while continuing to operate his real estate business.  Within four months, he 
built an organization of more than 1600 people and led weekly business meetings 
with more than 400 attendees. Through discipline and perseverance, Smith built a 
team of more than 10,000 people in his first 16 months. 

In Todd�’s 20 years in the industry, he has earned more than twenty-two million 
dollars in commissions and has generated more than one billion dollars in sales. 
From the very beginning of his career, he has stood out as one of the most gifted 
trainers in the industry.  He has created numerous training programs and materials 
teaching his philosophy, methods, and disciplines.  As a result, he has become 
known as one of the most respected trainers in the industry.   

As an internationally recognized leader in the Network Marketing Industry, Todd has 
conducted more than 1,000 training sessions and seminars for audiences all over 
the world.   

Todd is excited to offer the first non-company specific training program of his career. 
He created this program as a way to help people throughout the industry succeed in 
their network marketing careers.  In this program you will learn�—step by step�—how 
to build a successful business.  His no-nonsense style will be refreshing, enjoyable, 
and easy to follow. 
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PREFACE
Congratulations on your decision to join the Network Marketing Industry.  You will 
love the freedom and flexibility that come from being a business owner in this 
industry.  I hope that this manual will serve as a road map that will lead you from 
where you are today to the accomplishment of your goals. 

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

THE IMPORTANCE OF BEING COACHABLE

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

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

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

THE ROLE OF DUPLICATION

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

This entire training program is based on duplication which is why it is called The 
Cycle of Duplication.  It is the core system I have followed for most of my career.  
It has also been used successfully by more than 200,000 people in North 
America and around the world.   
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The reason it is called the Cycle of Duplication is because it walks people 
through the duplication process using a circle as a visual illustration of how we 
duplicate the system.  Within the visual cycle are six steps. 

ONE STEP AT A TIME

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

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

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

I wish you the very best of success on your journey.  I know if you implement the 
lessons taught within this program with discipline and consistency, you can 
accomplish anything that is important to you. 

Wishing you Success, 

W. Todd Smith 

 

 



STEP 1

START YOUR BUSINESS 
One of the most important factors in building a 
successful network marketing business is to follow a 
proven system that will create a leveraged income 
for you and for everyone who joins your team.  It 
must be a system that your business partners can 
easily follow as they walk in your footsteps.  
Welcome to the �“Cycle of Duplication�” training system. 

CYCLE OF DUPLICATION

This system was designed to walk you through the duplication process using a circle 
as a visual illustration of how we duplicate the system.  Within the visual cycle are 
six steps, making the system easy to follow. 

 The 1st step in the cycle is �“Start Your Business.�”  In this step you will learn 
the ten important activities you need to complete to get your business started 
correctly. 

 The 2nd step is �“Invite People.�”  In this step, you will be taught what to say to 
those you want to invite to learn about your business.   

 The 3rd step is titled �“Introduce the Business.�”  In this step you will discover 
how to effectively introduce your business to others.   

 The 4th step is �“Determine Interest.�”  In this step, you will find out how to 
determine people�’s interest in learning more about your business and/or its 
products or services.   

 The 5th step is titled �“Gain a Positive Decision�” and, just like it sounds, in this 
step you will gain valuable insights into how to get positive decisions.   

 The 6th step titled �“Get Your New Partners Started�” will teach you how to get 
your new business partners off to a successful start. 

The Cycle of Duplication is the core system that has been used successfully by 
hundreds of thousands of people in North America and around the world.   

STEP 1
START YOUR

BUSINESS
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DUPLICATING THE SYSTEM

You will first go through this cycle and learn it one step at a time.  You will then apply 
what you have learned one step at a time as you begin developing your business.   

After you have completed all six steps of the cycle, the duplication process begins.  
You will teach the system to each new business partner one step at a time.  And 
lastly, you will then teach your business partners how to teach the system to their 
business partners, so the duplication process continues.   

If you are determined to build a large organization of business partners, one of the 
most important concepts you must fully embrace is that duplication will play a major 
role in your ultimate success. 

Duplication is the key to building
a long term sustainable business.

 

TEN IMPORTANT TASKS IN STARTING YOUR BUSINESS

1. Determine Your Why.   

The first thing you need to do is search your heart to clearly identify your main 
reasons for starting your own business.  In his famous book, Think and Grow Rich, 
Napoleon Hill said, �“Desire is the starting point of all achievement.�”  There has to be 
something that drives you to build your business or you will slowly lose interest and 
eventually quit.  Success begins with desire because without desire you won�’t do 
what is required to succeed.  Once you�’ve identified your main reasons for doing this 
business, establish deadlines to accomplish each goal listed.   

Take a few moments now and jot down some reasons that quickly come to mind. 

__________________________________________________________________ 

__________________________________________________________________ 

When your complete list is done, make several copies of the document and put them 
in the places where you will be able to review them frequently.  Locations you may 
want to consider include your bathroom mirror, your desk, your car�’s dashboard, and 
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your refrigerator.  You may even want to consider laminating the list and carrying it 
with you in your pocket as a constant reminder of the things you want to achieve.   

2. MAKE A COMMITMENT.   

As you begin building your business, you need to determine the level of commitment 
you are going to make to your business.  Like most things in life, your success and 
enjoyment will be determined by the level of commitment you make to whatever you 
do.  The more seriously you take your business, the more successful you are likely 
to become.   

Making a commitment to your business is not only necessary for you to stay focused 
and on track, but it is also essential because your prospects and business partners 
will sense your commitment.  If your prospects sense you are committed to your 
business, they will be more inclined to take action by purchasing your company�’s 
products or services or by joining your team.  If your business partners perceive you 
are committed, it will strengthen their commitment and increase their respect for you.  

How important is this business to you?  Write a statement that declares your 
commitment.  You can expand it later. 

 

 

 

3. Block out Time. 

Not only is a mental commitment vital in achieving your goals, but so is a time 
commitment.  You must set aside time each day to devote to building your business.  
It may be 15 minutes a day or several hours a day.  The key is to set aside a 
specified amount of time each day to build your business, and then to remain 
committed to working your business during that window of time.   

Write down the windows of time you can allocate to building your business. 
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4. Make a List of �“Those you Know.�” 

If you were to start any business that caters to the needs of the people in your 
community, what group of people would be the smartest and least expensive to 
market to first?  The answer is the people you know.  People who know you will be 
ten times more inclined to do business with you than total strangers.  

As you begin building your business, your initial success will likely come from 
introducing the products and business to those you know.  These people don�’t need 
to be close friends, just people with whom you have some level of relationship. 

As you write down names, don�’t prejudge who would have an interest and who 
wouldn�’t, just make a list of everyone you know.  Pretend you were being paid one 
thousand dollars for every name you put on your list.  

Make your list on a pad of paper, or you can use the �“Who Do I Know�” booklet 
included with this training program.  On the first page of the booklet, you will see a 
page with some stimulating Ideas that will help you be creative in making your list.  
As you think of new names and meet new people, continue to add them to your list.  
Also be sure to think of all the people you know who live outside your city.  Not only 
will you want to expand your business locally, but you will also want to enjoy the 
benefits of expanding your network to different cities throughout the country. 

5. Put Together Your Plan.  

�“The successful leader must plan his work, and work his plan.
A leader who moves by guesswork, without practical,
definite plans, is comparable to a ship without rudder.

Sooner or later he will land on the rocks.�”
Napoleon Hill

 

It�’s just not realistic to think you will succeed without having a plan for what you will 
do.  Now your plan doesn�’t need to be elaborate, but you do need to have a good 
understanding of what you are going to do to build your business. 

There are three simple decisions you need to make in putting together your plan.   

The first decision you need to make is whether you will focus your time on growing 
a customer base or on building a network of business partners.  



STEP 1. START YOUR BUSINESS

Option 1.  You can choose to build your business by leading with your company�’s 
products or services.  With this method you would build a growing customer base 
that would provide you a supplemental monthly income.  As your customers enjoy 
your products or services, you could then introduce them to your business.  As your 
customers slowly become your business partners, you would begin the process of 
creating a leveraged income as your business organization grows. 

The positive side of leading with your company�’s products or services is that it is 
easier and more comfortable for most people.  The downside is that it lengthens the 
time it takes to expand your business organization because you will be waiting for 
your customers to have a positive experience before introducing them to your 
business. 

Option 2.  Your alternative choice is to lead with your company�’s business 
opportunity.  This means you would focus your time introducing your company�’s 
business to prospective business partners.   

The pros of leading with the business are that you can shorten the time it takes to 
begin expanding your business organization and, when duplicated, it can lead to a 
fast growing business.  The con of leading with the business is that it requires more 
training, if you are going to duplicate it correctly. 

Make a note of the option that you think you will follow.  You might even want to 
identify your reasons why this option is best for you at this time. 

___________________________________________________________________ 

 

The second decision you need to make is to determine HOW you are going to 
introduce your company�’s business opportunity.  With this decision, you have two 
methods to consider.  Will you be using one of your company�’s professionally 
produced tools to introduce your business?  Or, will you be inviting people to 
personal presentations where either you or one of your upline business partners will 
give a live personal presentation?   

The biggest factor in making this decision is to learn what your upline business 
partners are doing to introduce the business to others.  Whatever they are doing 
successfully will likely be your best course of action.   

___________________________________________________________________ 
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The third decision you need to make in putting together your plan concerns your 
commitment.  How many people a day are you committed to inviting to learn about 
your business offering?  Based on the amount of time you feel you can allocate to 
building your business, how many contacts are you committed to making each day?  
If you will be working your business part-time, like most people just getting started, 
then two people a day is probably a realistic number for you.   

Do you think you can invite two people a day to learn about your business�—just two 
people?  If you feel two a day is realistic for you, then write down �“Two a day, every 
day�” and put it next to your phone.  Make this your mantra: Two a day, every day. 
Two a day, every day. 

___________________________________________________________________ 

 

6. Place Your Sales Tool Order. 

Regardless of the method you are going to use to build your business, you will need 
to purchase some of your company�’s sales tools to give to your prospective 
customers and business partners.  Sales tools are commonly used to introduce your 
company�’s products and business opportunity, but they are also used as belief-
building tools to provide more information to those who have an interest. 

Familiarize yourself with the sales tools sold by your company and ask your 
sponsor�—the person who introduced you to the business�—or one of your upline 
business partners for his or her recommendations as to the tools you should 
purchase, based on your plan for building your business. 

Write down the tools that you already think you will want to use. 

___________________________________________________________________ 

___________________________________________________________________ 

 

7. Sign up to Receive Your Products or Services Monthly.   

If your company is like most in the industry, it encourages its business owners to 
sign up to receive their products or services each month.  This type of program 
offers you the most convenient way to use your company�’s products and services 
regularly, while at the same time you are leading by example. 
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If you are part of a company that markets services or memberships, then you will 
want to sign up to receive these services each month.  You will be able to enjoy the 
benefits of the services the company offers.  If, for any reason, you need to cancel 
them, you can do it by simply calling your company�’s customer care team. 

If you are part of a product-based company, this type of program is often referred to 
as Auto-Refill, Easy Ship, Auto-Delivery, or some other creative term.  Your 
company�’s monthly automatic shipment program allows you to select specific 
products you want to use and/or sell each month.  Then the company sends them 
directly to you at the same time each month without any action required on your part.  
This order can also be modified or canceled at anytime by calling your company�’s 
support team. 

Here�’s the bottom line.
If you are going to represent a company,
you need to use their products or services.

 

By using the products or services consistently, you will benefit threefold:   

 You will be able to enjoy them.  
 You will be more familiar with their benefits. 
 You will be setting the right example for your business partners and their 

customers. 

What products or services would you want to receive each month? 

___________________________________________________________________ 

___________________________________________________________________ 

 

8. Get Plugged In. 

As you begin building your business, you will want to get plugged into what�’s going 
on with both the company and your team.  Are there webinars, conference calls, 
newsletters, websites, or events you should know about?  Ask your sponsor or one 
of your upline business partners for their advice on the things you should do to get 
plugged in. 
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What are some of the ways you can get plugged in that you already know about? 

___________________________________________________________________ 

___________________________________________________________________ 

 

9. Become Knowledgeable about Products or Services. 

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

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

___________________________________________________________________ 

___________________________________________________________________ 

 

10. Place Your Product Order. 

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

Here are three reasons you should buy products: 

 To keep a small amount of product on hand for your new and existing 
customers.  Each time people say they would like to try one of your products, 
you want to get them started immediately.  A delay in getting them started 
WILL cost you time and sales.   
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 To qualify to start earning commissions.  With almost all compensation plans 
in the industry, you need to buy something to begin qualifying for 
commissions.  Talk to your sponsor about how you can maximize your 
company�’s compensation plan when getting started.   

 To experience your company�’s products.  Become familiar with the products 
offered by your company and decide which ones you would like to try.   

As you place your start-up product order, remember this is a business of duplication.  
Almost everyone you introduce to the business will get started the same way you get 
started.  When you help your new people place their initial start-up orders, 100 percent 
of them will ask you what you did when you got started.  So it is very important that you 
place an initial start-up order that you want duplicated by your new business partners. 

Complete this sentence.  I want my product order to include the following: 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

WRAP UP  

Now that you have learned the ten tasks to begin building your business, it would be 
wise to set up a time to discuss each of the ten points with the person who brought you 
into the business.  This will allow you to get your questions answered, and it will bring 
clarity to how the two of you will work together to build your business.   

Be sure to listen to the audio that accompanies this lesson to learn more about getting 
your business off to a successful start. 

When you have successfully completed these ten points, you will be ready to begin 
building your business.  The next step in the Cycle of Duplication titled �“Invite People�” 
will take you from here.  Congratulations on completing the first step. 

Highly productive people take the time to think, plan,
and set priorities. They then launch quickly and strongly

toward their goals and objectives.
Brian Tracy
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STEP 2
INVITE PEOPLE

STEP 2

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

FUNDAMENTAL PRINCIPLES

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

 It�’s a Numbers Game. 

 It�’s important to understand that finding people to join your business and/or to 
purchase your products or services is a numbers game.  The more people you 
introduce to your business, the more people will join your team, and the more 
sales you will make.  Yes, you can do a lot of the things to increase your 
results�—as you will learn in this training�—but remember it�’s a numbers game. 

 Before you start making invitation calls, it is critical for you to recognize that not 
everyone will accept your invitation to learn about your business.  You will be 
turned down often, but you cannot allow those who decline your invitation to 
discourage you.  When someone says no, it is vital that you maintain a positive 
attitude and move on to the next person. 

 People need to like and trust you. 

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

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

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

Let�’s start the invitation process by taking a look at the types of people you can 
introduce to your business.  We can group them into five categories. 

1. Your friends, acquaintances, and relatives�—also known as 
your �“warm market�” 

These are the people with whom you have some degree of relationship.  In 
marketing this business, your highest percentage of success will come from �“Those 
You Know.�”  The people in your warm market know you, respect you, and are more 
likely to be open to what you have to offer than people with whom you have no 
relationship.   

2. Referrals from your friends, acquaintances, and relatives 

People who have been referred to you are excellent prospects.  Set a goal to get at 
least one referral from each satisfied product customer.  Also set a goal to ask for at 
least one referral from each person who declines to participate in the business.   

3. The new people you meet each day 

Each day we meet new people either over the phone or in person.  This group of 
people can be a great source of leads if you are intentional in your conversations. 
When you meet people, ask probing questions and listen to learn if they have a need 
that our business could fulfill.  Here are some examples of questions you could ask: 

 What do you do for a living? 

 How did you get into that line of work? 

 How is the economy affecting your business? 

 How�’s it going for you? 

 Do you enjoy what you do? 

Perhaps you�’ll think of other questions that may enable you to open the door so you 
can introduce your business.  With some people, you may want to build a 
relationship first; then, ask for a business card.  At some point over the next 48 
hours, call them.  Let them know it was nice meeting them, compliment them, and 
invite them to look at your business. 

 



4. Your common market 

This market includes the people with whom you have something in common, such 
as people in your graduating class, people in your line of work, people who attend 
your church, or members of your club or organization.  Think about other groups of 
people with whom you have something in common.  Write the names of these 
groups along with your list of �“Those You Know.�”   

When people have something in common with you, an instant bond seems to form 
that influences people�’s decisions. 

5. The cold market 

These are people you have never met.  To prospect these people, you would use 
such methods as magazine or newspaper ads, direct mailings, cold calling, online 
marketing, and other such marketing techniques.  If at any point you do find new 
business partners in the cold market, it should be your goal to get them started 
working their warm markets.  However, if you follow the training in this manual 
correctly as you introduce this business, you may never have to work this group. 

THE STRATEGY OF THE INVITATION CALL

Of all the information contained within this training program, this step is the most 
important for you to master.  The reason is simple: If you are unsuccessful in getting 
people to review your business opportunity, you will also be unsuccessful in building 
a network of business partners.  Much of your success will result from inviting people 
correctly.   

This training will teach you how to invite your �“warm market�” to learn about your 
business, but the concepts, scripts, and ideas can be easily modified to apply to any 
group of people you want to target.   

The ultimate goal of the invitation call is to gain an agreement from the people you 
are calling that they will either review one of your company�’s presentation tools or 
attend a personal presentation.  

The first law of success is concentration�—to bend all the
energies to one point, and to go directly to that point,

looking neither to the right nor to the left.
William Mathews
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There are three major objectives of an invitation call. 

 Arouse interest and curiosity so that people you contact will WANT to learn 
about your business. 

 Create urgency so that it will cause people to want to learn about the 
business AS SOON AS POSSIBLE. 

 Gain a firm commitment on a time to meet if you are giving personal 
presentations, or a time to follow up if you are providing a tool for them to 
review. 

Each of these points will be covered in detail as we go through the invitation 
process. 

INVITING PEOPLE OVER THE PHONE

Here are the eight steps to follow as you go through the process of inviting someone 
to look at your business using the phone.  However, the ideas and approaches can 
easily be modified and used to invite someone in person.   

STEP 1. PREPARE FOR THE PHONE CALL.

As you get ready to make your invitation calls, find a quiet place where you can 
make your calls without distractions.  Once you are in a quiet place, take a few 
minutes and reflect on your primary reasons for building your business.  This will 
help serve as a motivation source when preparing to make your calls. 

Next, you should set a goal as to how many people you are committed to calling at 
this time.  The benefits are twofold:  not only will you be more comfortable with each 
additional call you make, but you will also become more effective.  So commit to 
making as many calls as your time allows. 

It is also advisable to scan this chapter in the manual each time you make calls to be 
sure you are not forgetting anything important. 

Once you are settled in your quiet place and you�’re in the right frame of mind, you 
are ready to begin calling.  Start by selecting someone on your list of contacts.  Take 
a minute to concentrate on this person.  Ask yourself, �“Why might this person have 
an interest in my business?�”  Think of reasons why your business may be attractive 
to him or her.  Also reflect on the reasons you would want to be in business with this 
person.  Knowing this information will help you craft the most effective invitation. 



STEP 2. MAKE THE CALL.

Always call with positive expectations.  When you think things will turn out well, they 
generally do.  For best results, keep your energy level high; speak with confidence 
and controlled enthusiasm.  If you are passionate about what you are doing, then 
make sure you sound like it.  If your voice sounds weak or shy or you speak in a 
monotone voice, you can expect poor results.  How you sound when making an 
invitation call is just as important as what you say. 

When you are ready, relax and make the call. 

STEP 3. AFTER A FRIENDLY HELLO DETERMINE AVAILABILITY.

When starting a conversation, always be personable and friendly.  After a pleasant 
hello, determine if the person you�’re calling is busy on another line or doing 
something that would distract him or her from listening to you.  You could ask, �“Did I 
catch you at a bad time?�” or �“Are you busy?�” or �“Do you have a minute?�” or 
whatever you feel comfortable asking to make this determination.  If the person is 
busy, ask, �“When would be a good time for me to call back?�” and schedule a time to 
call again. 

When appropriate, show a genuine interest in the person you are calling.  One of the 
best ways to win friends and influence people is to show an interest in them. 

You could ask them how they are doing.  You could ask about the kids, or a hobby, 
or sport, or whatever you feel would be appropriate based on your relationship.  
Remember, if people don�’t sense you care about them, they won�’t care what you 
have to offer.  Always show a sincere interest in the person you are calling.  This is 
essential and requires an intentional effort! 

STEP 4. COMPLIMENT YOUR PROSPECT.

Praising people is always a positive thing to do.  People of all ages want to be 
complimented�—to be appreciated, to be recognized for who they are or for what 
they have done.  As you invite people to look at your business, you should find ways 
to give a genuine compliment.  If you express admiration or respect for people while 
inviting them to look at your business, you will have better results.  It�’s a little thing 
that makes a big difference.  When you compliment people, it makes them feel good 
and usually results in their being more open-minded.  It also positively influences 
how they feel about you.  If for no other reason�—make someone�’s day by giving a 
sincere compliment. 
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If you want to win friends, make it a point to remember them.
If you remember my name, you pay me a subtle compliment;

you indicate that I have made an impression on you.
Remember my name and you add to my feeling of importance.

Dale Carnegie

 

STEP 5. CONFIDENTLY GIVE YOUR INVITATION.

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

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

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

INVITATION OPTIONS

The Discovery Invitation 

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

 When talking with Bob, you could ask, �“Bob, how is the economy affecting 
your business�”?  If what he does for a living is being negatively impacted by 



the economy, you could ask him to elaborate.  Then when the time is right 
simply ask, �“Would you be open to diversifying your income?�”  

 If you are on the phone with your friend, you could ask, �“George, how are 
things going with your job?�”  If he mentions anything negative about his job, 
ask him to elaborate.  As he tells you about his areas of concern, listen and 
consider an approach that would be most effective.  After he finishes, you 
could say, �“Let me ask you a question off the record.  If there were a business 
you could start working part-time from your home that could later replace your 
full-time income, would it be of interest to you?�”   

 If you are on the phone talking with a friend, you could ask, �“Tina, I�’m curious; 
just between you and me, have you ever considered starting your own part-
time business?�”  If she says she has, ask her what she has considered.  
When appropriate, invite her to look at your business. 

 After asking your friend, who is a stay-at-home-mom, some casual 
exploratory questions you learn that the finances are tight.  When this 
happens you could ask, �“Audrey, if there were a way you could work from 
your home and make some extra money while the kids are at school, would 
you be interested?�” 

 If you were talking to your friend and learned his wife is pregnant you could 
ask, �“Paul, if I could show you how to start your own profitable part-time 
business working from home, so your wife could stay home with your baby, 
would that be of interest to you?�”   

When people say yes to any of these questions, proceed to invite them to meet 
with you if you are doing personal presentations, or invite them to review one of 
your tools and arrange a time to follow up. 

Identifying a person�’s need, pain, or concern FIRST, and then offering your 
business as a solution is a highly effective invitation strategy.  This strategy is 
especially productive with the people you meet in the course of a normal day.  As 
you meet new people each day, ask questions about their jobs.  When they 
respond, listen carefully to what they say to see if you can identify a need, pain, 
or concern that your business could fulfill. 
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The Direct Invitation 

With the direct invitation, you invite someone to meet with you or review one of 
your tools without giving them any information.  Here are some examples of the 
direct invitation: 

 You could call Mark and say, �“I have just a minute, but wanted to give you a 
call.  Mark, what�’s your schedule this week when we could meet; I have 
something I would like to chat with you about?�”  Proceed to set up a time to 
get together.   

 If you were talking to Mary, say, �“Mary I have some information I would like to 
kick around with you, when would you be available to get together this week 
to talk?�” 

The Business Invitation 

Unlike the direct invitation, with the business invitation you tell them you are 
inviting them to look at a business.  Here are some examples of the business 
invitation:   

 You are on the phone with your friend Joe, talking about his son�’s soccer 
team that is playing for the regional championship and you are catching up on 
how he is doing.  Then when the timing is right you would say, �“I have just 
another minute, but I wanted to let you know there is going to be a small 
group of us getting together at my home Thursday night to kick around some 
ideas on starting a new business.  I�’ve got a lot of respect for you, Joe, and 
thought you may want to join us.  Would you like to be included?�” 

 After hearing about your friend�’s golf game, you could say, �“Alan, I�’m working 
with a small group of entrepreneurs and business professionals who are 
heading up the expansion of a unique and innovative business in this area.  
One of the features that makes this business unique is that it offers people 
the ability to start their own part-time businesses without interfering with their 
full-time careers.  It also offers low start-up costs and the ability to earn a 
long-term recurring income.  As I thought of qualified people that I�’d really 
enjoy working with, I thought of you.  Would you be open to hearing what we 
are doing?�”   

 You�’re on the phone with Tina who has just told you that she had her best 
sales year ever.  Although she sounds happy, don�’t assume she�’s not open to 
considering her options.  After complimenting her on a very successful year, 
you could say, �“Tina, there�’s a rapidly growing company expanding its 



operations here in the area.  They are looking for people with your skill-set to 
help with their expansion.  If it had significant potential and would not 
jeopardize what you are currently doing, would you be open to learning what 
they can offer you?�” 

When people respond positively to your invitation, schedule a time to meet with 
them if you are doing personal presentations.  If you are using tools to introduce 
your business, tell them briefly about your tool and schedule a time to follow up 
over the phone. 

My-Story Invitation 

When using the my-story invitation, you will share with people why you have 
made the decision to diversify your income; then invite them to explore what you 
are doing.  Here are two examples of this style of invitation: 

 After talking about Randy�’s weekend at the lake, proceed by saying, �“Randy, 
as you know I have enjoyed a successful real estate career.  But because of 
the constant demands of my time as a Realtor and the uncertainty that 
surrounded the real estate industry, I have made the decision to diversify my 
income.  After considering my options, I made the decision to team up with a 
highly respected company to help expand their business in this area.  It is a 
well-established company looking for the right people to help them develop 
this region.  As I considered those I respect and admire, I thought of you.  
Would you have an interest in reviewing some information to see if this might 
appeal to you?�”  

 You�’re on the phone with Beth laughing about some new photos that she 
posted on Facebook when you ask, �“Beth, have you got a couple minutes?�”  
(Sure, why?)  �“Well, with all the uncertainty in the economy and my career, 
I�’ve made the decision to diversify my income.  In looking at my options, I 
came across a really unique company that has some great potential in this 
area.  They are relatively unknown in the area and because this is an 
important market to them, they are looking for the right people to help with 
their expansion.  I don�’t know if it would be of interest to you but, if it is, I 
would enjoy working with you to develop this area.  Would you be open to 
learning what we are doing?�” 

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

With the could-you-do-me-a-favor invitation, you are essentially asking people to 
do you a favor by checking out your business.  Here are some examples: 

 After talking with Joe about his investment business, you could say, �“Joe, I�’ve 
recently started my own business working with a company that is seeing 
some remarkable growth.  I�’ve been impressed with what I�’ve seen so far, but 
I�’d be interested in getting your opinion.  If I dropped some information in the 
mail that provides an overview of what this company is doing, would you be 
willing to take the time to review it and let me know your thoughts?�”   

 When talking with Alex you could ask, �“Alex, could you do me a favor?�”  
(Sure.)  �“I�’ve started my own part-time business and I am really excited about 
its potential.  I know you have a great deal of experience in (sales, marketing, 
business�…) and I would like to ask if you would be willing to take a look at my 
business and give me some feedback and perhaps some advice.�”   

 After talking with Barb about her vacation, you could say, �“I have recently 
teamed up with a group of highly respected people who are leading up the 
expansion of a rapidly growing company in this area.  Who do you know that 
you consider to be sharp, talented, and aggressive who might be open for a 
change?�”  Barb may respond with some names; however, it is more likely she 
will ask a question seeking further information.  When she does you would 
invite her to learn about your business. 

A Follow-up Response   

If someone seems hesitant after hearing one of your invitations, or if someone 
responds with a negative comment, here are the best responses you can give. 

 �“Terry, I have the utmost respect for you.  When I thought of people that I like 
and would enjoy working with, I put your name on a short list.  If you don�’t 
have an interest in learning more, that�’s fine.  I was just thinking of you.�”  
Then wait for a response.  If he doesn�’t respond with a decision to learn more, 
thank him for his time, move on, and make the next call. 

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

These take-away responses not only work, but they also feel good to use. 



Inviting by Using Voicemail 

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

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

 �“Tim, I hope you had a great weekend.  When you have a chance, give me a 
call on my cell phone. I have something I want to discuss with you.  My 
number is 555-1234. That again is 555-1234.  I look forward to our 
conversation. Take care.�”  

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

Inviting Through Email or Social Media  

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

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

 �“Hey Emily, I hope you had a great weekend.  I would like to talk with you for 
five minutes sometime in the next couple days.  Would you be available to 
talk tomorrow evening between 6:00 and 8:00 or Wednesday afternoon 
between 2:00 and 5:00?  Please confirm the number you want me to use.  
Thanks, Sue.�” 

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

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

 �“Hi Peggy, I have something I want to discuss with you.  Could I buy you a 
cup of coffee or drink sometime this week?�” 

When she responds, you would confirm a time and location to meet. 
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As you begin inviting people, make sure you are strategic in your invitations.  Yes, 
your close friends may be willing to look at your business even if you say and do all 
the wrong things.  However, even that has a downside because you will have just 
taught them the wrong way to invite.  Later, when they join your team and duplicate 
your invitation, their results will suffer.   

The duplication process begins NOW�—
when you make your invitation�—
so lead by example and invite people

the same way you will want them inviting others.

 

Create Your Personalized Invitation Script 

Now that you have read a variety of invitations, you need to create the script(s) you 
will use when you call people.  It has been proven that those who use a script or 
outline of what they want to say enjoy the best results.  Using well-prepared scripts 
allows you to clearly articulate what you want to say when inviting people to look at 
our business.  These scripts also help you stay focused on what you want to say and 
prevent you from saying too much. 

You can use one of the scripts in this manual, or you can create a script that you 
would feel most comfortable using by selecting parts from previous invitations.   
When creating your script make certain it sounds natural and that you can read it 
smoothly and with feeling.  Don�’t forget to create curiosity and interest, and be 
careful not to say too much.   

If you do not feel comfortable working from a script, then create an outline of talking 
points to guide you through the conversation. 

You should also ask one or more of your upline business partners to share with you 
the invitations that have worked best for them.  If they have found something that is 
working for them but it conflicts with this training, then you should always follow their 
example.  

Once you have finished your script or outline of talking points, practice reading it.  
You could role play with your spouse or record it and listen to your invitation. 

 



STEP 6. PREPARE FOR QUESTIONS.

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

As you answer people�’s questions, it is critical that you do not talk too much.  Don�’t 
talk yourself into thinking this person is different, I can tell them more. If you want to 
accelerate the duplication process within your business, you must always lead by 
example and follow the system correctly. 

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

�“What are you doing?�”      �“What kind of business is it?�”  

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

  �“Sue, rather than getting into the details over the phone, I would prefer if you 
reviewed the information I am sending you.  It was designed to provide a 
professional overview of the business and it does a great job.  Then, if you 
have an interest in learning more, we can sit down and kick around some 
ideas and review any remaining questions you have.  Would that be okay with 
you?�” 

  �“Bob, when I was first introduced to the business I had a lot of questions, and 
you will too.  If you don�’t mind, I would ask that you review the information I 
am sending you. It�’s very impressive.  It is designed to give you a professional 
overview of the business; then, if you�’re interested in learning more, we can 
get together and discuss it in greater detail and go over all your questions.  
Would that be okay with you?�” 

 �“Peter, I prefer not to get into the details over the phone.  You really need to 
see what we are doing.  A small group of us are getting together Thursday 
night at 7:30.  My business partner will provide an overview of the business, 
which will include some visuals that will help you grasp the market potential 
for what we are doing.  When he is done, we can talk privately about any 
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remaining questions you have.  I think you will really like what you see.  
Would you like to be included?�” 

�“What kind of product or service do you sell?�” 

If you are marketing a product or service in an industry that you feel is exciting, then 
you could mention the name of the industry, but you should avoid telling them 
anything specific about your product or service, unless it is some block-buster 
product or service that you feel at least 80 percent of the people would have an 
interest in learning more about.  If someone asks this question, you can use one of 
the responses from the previous questions, or you can answer their question 
directly.   

Here are a couple examples of a direct response. 

 If you are marketing a service you could say, �“It�’s a very impressive service 
with some huge market potential; however I prefer not going into the details 
over the phone.  Our company has put together some information that really 
does a great job of describing our service and its market.  If I dropped this in 
the mail to you today, would you be open reviewing it?�”  Then proceed to set 
up a time to talk. 

 If you have a product, you could say, �“It�’s a very unique product that is selling 
amazingly well.  While I am excited to talk with you about it, I really would 
prefer not getting into the details of it over the phone. You truly need to see 
the whole picture, and that can�’t be done over the phone.  When you see 
what we are doing, I think you will really like it.  Would you be open to getting 
together so I can show you what I am doing?�”  Then proceed to set up a time 
to talk. 

Remember: Less is Better.

 

�“Is this Network Marketing, Direct Sales, or MLM?�” 

No matter how well you invite, you will get this question from time to time.  If you 
hear it frequently, you will want to modify your invitation so it doesn�’t sound like you 
are inviting them to look at a network marketing business.   

When you hear this question, be prepared for those who don�’t understand the 
industry or who have been turned off by someone�’s approach or pressure tactic.   



Here are two different options for responses: 

 �“Yes it is, Tom.  Are you familiar with the industry?�” Then discuss his 
experience.  If he had any negative experiences, ask him to elaborate on 
them.  When he�’s done, try to point out the differences with your company 
and the way you do things.  Keep the conversation positive and if he appears 
open to learning about your business tell him with a confident tone, �“When 
you learn more about what our company can offer, you will be impressed. 
You really will, Tom.  If I send you some information, would you be willing to 
review it?�” 

 �“Joe, our business model is built on the strengths of different business 
concepts, including network marketing.  When you review the information I 
am sending, I believe you will see what makes us unique. I was very skeptical 
at first, but I have really been impressed with what I have seen.  Are you open 
to seeing an introduction to decide if this might be of interest to you?�” 

�“How much does it cost?�” 

When people ask this question, you can tell them a specific amount or you can use a 
response like this: 

 �“Pam, our low start-up costs are just one of the many things that makes our 
business so unique, especially when you consider its potential. I believe you 
will be impressed.  Let�’s get together so I can walk you through what we are 
doing.  We can also kick around some ideas on how we could work together.  
It will be fun.  What�’s your schedule look like over the next couple days?�” 

�“I don�’t know if I�’m interested.�” 

If someone says anything that would make you feel like they are pondering your 
invitation, make a strong statement about your business and then ask for a decision.  
Here is a good response. 

 �“Well, it�’s up to you!  This would only take one hour of your life to learn more.  
If you�’re not interested, you�’ve lost about an hour.  But, what if this was the 
perfect fit for you and you choose not even to take the time to make an 
honest evaluation?  What have you got to lose?�” 

�“I�’m not interested!�”   

When you hear this response, it may mean they aren�’t at a point in life where they 
are open to considering ways of diversifying their income, which is a completely 
acceptable response. If you hear it frequently, you should refine your script and try to 
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improve your results.  You should also talk to one or more of your upline business 
partners to see if they can offer you some insight.  When people tell you they aren�’t 
interested, thank them for their consideration and ask permission to stay in touch 
from time to time.  If it�’s appropriate you could also try this response. 

 �“George, would you be willing to do me a favor?�”  (What�’s that?)  �“If I dropped 
a CD in the mail that provides an overview of our business, would you be 
willing to pop it into your CD player when you have some time in the car and 
let me know who you think may have interest in what we are doing?�”  With 
this response, he may agree to listen to your audio CD in the convenience of 
his car.  When he does it may cause him to become interested.  If not, he 
may give you some referrals. 

If you don�’t have CDs available in your company, you will simply offer whatever tools 
are available.   

STEP 7. GET A FIRM COMMITMENT FOR AN APPOINTMENT.

When people agree to learn about your business, you then need to get a FIRM 
commitment from them, either to meet or to talk again.  FIRM means definite, exact, 
for sure�—not maybe or perhaps; not �“I�’ll try�” or, �“If I can.�”  When you are using tools, 
get a FIRM commitment for an exact time when you will follow up to discuss what 
they have learned.  If you are meeting for a personal presentation, secure a FIRM 
commitment for a time and place where you will meet.   

Four reasons to schedule firm appointments. 

 It shows you take your business seriously which in turn builds your personal 
brand.   

 It allows you to spend your time productively.  

 It serves as a deadline when prospects need to have reviewed your tool.   

 It assures prospects that you will be calling them so they will be expecting 
your call. 

When setting up times to meet or to talk again, remember you always want to create 
a sense of urgency.   

Value of two words: How soon? 

The best two words to use in building a sense of urgency are �“how soon.�”  �“How 
soon are you available to meet?�” �“How soon can you review the information I am 



sending you?�”  When you ask people how soon they can do something, you will 
generally get the earliest possible time. 

Setting up a follow-up time by phone 

When people agree to review one of your tools simply ask, �“Tim, how soon would 
you be able to review it?�”  If he says he would be able to review it tonight, try to 
schedule a time to talk tonight after he reviews your tool. The reason you want to set 
up a time to talk immediately after he has reviewed your tool is because that is when 
his interest will be at its peak.  With every passing moment, from the time he finishes 
reviewing your tool to the time you actually talk again, his interest will likely decline.  
Therefore, it should always be your goal to talk as soon as possible.   

The reason his interest will decline is that he will begin to think about all the other 
things going on in his life.  As he does he will slowly forget important parts of your 
business, including any positive emotions he felt as he reviewed the business. 

If Tim responds to this question and says he could review your tool tonight after 
dinner, then you would want to say, �“Would it be okay if I call you tonight to discuss it 
further while it�’s fresh on your mind?�”  If he says yes, you could say, �“Great! What 
time would be best for you?�” If he says 8:30, your response would be, �“That�’s 
perfect; I�’ll make a note in my appointment book to call you tonight at 8:30.  I believe 
you�’ll be impressed with what you learn.  If you happen to review it before then, 
please give me a call while the information is fresh on your mind.�” 

When scheduling times to talk with people from different time zones, schedule the 
times using their time zones.  This will avoid misunderstandings and it will make it 
easy for them. 

You also want to avoid general follow-up times.  If Bryan suggests that you give him 
a call on Wednesday, you should respond with, �“Wednesday works for me.  Knowing 
how busy we both are, I would prefer if we could set up a specific time to talk.�”  After 
that response, people are always willing to set up a firm, or at least a tentative, time 
to talk.   

If people can�’t commit to a firm time for whatever reason, try to at least set up a 
tentative time, and then tell them if there is a conflict to let you know. 

If you feel it is appropriate, you can invite the spouse to review the tool as well.  

Setting up a follow-up time to meet in person 

When scheduling times to get together in-person, set up a firm time and location to 
meet�—just as you would for any other appointment to meet with someone.   
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It is also essential to ask your people to please call you if a conflict arises.  Make 
sure they have your phone number.  You don�’t want to be sitting at your local diner 
twiddling your thumbs. 

If the appointment is more than two days away, confirm the appointment by calling 
them the day before the appointment.  When following up, don�’t say you are calling 
to confirm the appointment or they may get turned off because they feel that you 
don�’t trust them.  Instead say something like, �“Jake, I just wanted to call you and let 
you know I�’m looking forward to seeing you tomorrow at noon for lunch at Denny�’s.  
Here�’s my cell phone number in case you need it: 555-1212.  See you then.�”   

If you feel it is appropriate, you can invite the spouse to come along. 

STEP 8. GET OFF THE PHONE.

After you have a firm commitment, you want to gracefully end the conversation as 
soon as possible.  If you continue with small talk after you have a commitment, your 
prospect will likely ask questions about your business.  The best way to end a 
conversation is by saying something positive like, �“I�’m really excited about what this 
business can offer, and I think you�’re going to be impressed.  I�’m looking forward to 
seeing you Wednesday morning at 10:00 at Starbucks (day, time and location).�”  Or, 
�“I�’m looking forward to talking with you again tomorrow night at 9:00 (day and time).�”  

IMPORTANT PROSPECTING TIPS

 Set the Example.   

 Remember, the duplication process begins with your invitation call.  When you 
invite someone to look at your business, you must recognize the fact that you are 
teaching them how to invite.  Now, they are not thinking, I am being taught how 
to invite.  But, if they become your partners, they will reflect back on what you 
said when you invited them and they will duplicate your example�—good or bad.  

 Avoid telling people that it�’s network marketing when inviting.   

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

 Evaluate your performance.   

 After each call, evaluate what you have said.  Ask yourself, �“How did I do?�”  As 
you strive for excellence in the invitation process, you will want to continue to 
refine your approach. 



 When someone declines your invitation, STOP and reflect on the conversation 
and see how you can improve.  If you get three noes in a row, stop making calls 
and listen to the audio again.  But when you listen to the audio this time, be ready 
to take notes.  At the top of your pad of paper write: What Am I NOT doing?  
Then listen to the audio again and write down everything you hear that you are 
NOT currently doing.  This is also a great way to troubleshoot your business. 

 Be professional.  

 Treat people with respect and courtesy.  Be a good listener and considerate of 
other�’s opinions.  Respond, do not react.  Take your responsibilities seriously.  
Be punctual and dependable.  Brand yourself as a person of integrity: do not 
exploit, deceive, or mislead others; do not engage in gossip.  Practice humility 
and praise generously.   

 Ask permission to stay in touch.   

 When prospects tell you they are not open to learning more, ask if they would 
mind if you occasionally updated them on your progress. This will give you an 
open door to contact them in the future.  A high percentage of the people who 
join your business will not join the first time they learn about the business 
because it is not the right time in their lives.  But if you handle yourself 
professionally and follow up occasionally to share how things are going and to 
give updates on your progress, you will be surprised how many of these people 
will join you later. 

 Keep a positive attitude.   

 Remember, when people say they are not interested, it�’s okay.  You are simply 
sorting and sifting, looking for those who do have an interest.  Never act 
disappointed when someone declines your invitation.  If you handle yourself with 
poise and assurance, you will be respected.  Then, if circumstances change they 
may express an interest in talking with you later.   

 Keep good records.   

 It�’s important to set up a system to log all your results.  Your goal should be to 
strive for excellence and become a master at the invitation process.  Measure all 
your results and look for ways to improve daily.   
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 Include a note with your tools.  

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

 Here is a sample note you could write.  �“Tim, enclosed you�’ll find the (name the 
tool) I was telling you about.  It�’s quite impressive to see what is going on with 
this company.  I�’m looking forward to kicking around some ideas with you.  I�’ll call 
you Wednesday evening at 8:30 to discuss this in more detail.  Take care.�”   

That�’s it.  Keep your note short. 

WRAP UP

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

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

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

Just remember that one of the most important
keys to success is having the discipline to do what

you know you should do,
even when you don�’t feel like doing it.

 

 

People like you are succeeding every day. Believe in yourself and you, too, can 
achieve whatever you desire! 
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INTRODUCE THE BUSINESS
Welcome to Step 3 in this training program titled 
Introduce the Business.  In this lesson you will learn 
how to effectively introduce your business through 
the use of professional tools and personal 
presentations.   

PROFESSIONAL TOOLS

Here are the most popular tools being used by companies to introduce their 
businesses to others. 

 Audio CDs  

 DVDs  

 CD/DVD dual discs, which are discs with both an audio and video 
presentation.   

 Internet tools such as websites with streaming online videos and other online 
media. 

 Printed materials, such as company brochures, printed journals, company 
sponsored magazines, and other print media. 

 CD brochures, which are brochures with a presentation CD inserted inside. 

 Pre-recorded conference calls available 24/7 by listening to them on a 
website or by dialing a designated phone number. 

When using tools to introduce your business, you are merely the messenger 
delivering your company�’s message through a professionally produced tool.  In a 
sense, you are the 30-second commercial promoting the 30-minute show. 

Today I will do what others won�’t,
So tomorrow I can accomplish what others can�’t.

Jerry Rice
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Advantages of Using Tools 

Using professionally produced tools to introduce your company�’s business offers ten 
distinct advantages.   

1. It�’s more comfortable  

 For most people, it is more comfortable to use professionally produced tools 
to introduce their business than to give personal presentations.  The more 
comfortable people are with the method they are using to introduce their 
business, the more people they will invite to learn about it. 

2. It�’s more time efficient  

 By using tools to introduce your business, you can determine who has an 
interest in learning more about your business before spending time with them.  
You are basically using the tools to sort and sift for interest.  This allows you 
to spend your time productively because you will only be meeting with people 
who have a genuine interest in your business. 

3. Tools can be reviewed multiple times�— 

 When you give people a tool they can review it several times.  Each time they 
review the tool, they learn more about your business and, as a result, their 
interest and belief generally increases. 

4. Less upline help is needed to get started�— 

 If you choose to focus on introducing your business using tools, you won�’t 
need someone teaching you how to give personal presentations.  You will 
simply follow the instructions on how to invite people in the previous lesson. 

5. Tools create an �“I can do it�” attitude�— 

 Since asking people to review a tool is so easy and non-threatening, more of 
your prospects will believe they can build a successful business using tools 
than by giving personal presentations. 

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

 One of the questions on everyone�’s mind is whether they have enough time 
to build their own businesses.  If people are introduced to your business using 
one of your company�’s tools, they will assume that they will use the same tool 
to build their businesses.  If they perceive they can build a business using this 
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tool and will not have to invest a lot of time giving presentations, they will 
likely be more attracted to your business. 

7. Using tools is more duplicatable�— 

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

8. Using tools adds credibility to all your offerings�— 

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

9. It�’s more convenient for both you and your prospects�—  

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

10. It is easier to invite people to review a tool than to attend a personal 
presentation�— 

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

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

PERSONAL PRESENTATIONS

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

Three Types of Personal Presentations 

1. One-on-One Presentation.  This is when you meet privately with one of your 
prospects to give a personal presentation.  You might meet in their home, a 
local coffee shop, a restaurant, or in some other location free of distractions.  
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It�’s best not to meet with people in their place of business where they could 
be distracted or interrupted. 

2. Two-on-One Presentation.  This is when you and one of your upline 
business partners meet together with one of your prospects.  With this 
presentation, you would be watching one of your business partners present 
the business to one of your key contacts.  This provides you an opportunity to 
learn how to present your business to others. 

3. Private Business Reception or PBR for short.  With this type of 
presentation, you will be inviting a small group of people to your home, or to 
the home of one of your upline business partners, or your country club, or 
some other desirable location free of distractions.  At this presentation one of 
your upline business partners will introduce your company�’s business to your 
entire group at one time.  This is a productive way to introduce your business 
because you will be introducing a group of people to your business at the 
same time.   

Large-group Presentations.  There is also another type of in-person 
presentation.  This presentation is called a large-group presentation or hotel 
meeting.  However, it is generally not recommended for someone�’s first 
introduction to your business.   

 These meetings generally take place in hotels, country clubs, banquet halls, 
or private rooms in restaurants.  These presentations are most effective in 
providing more information to people who have already been introduced to 
your business through either a tool or personal presentation.  Large-group 
Presentations are very effective at building people�’s belief and confidence in 
your company�’s business because your prospects can meet other people in 
your company and hear their stories. 

Advantages of the Personal Presentation  

The main advantage of the Personal Presentation is that if the person giving the 
presentation does a good job, you will likely sponsor a higher percentage of people 
than when using tools.  Here are a few reasons why: 

 You will be able to strengthen your relationship because you will be 
spending time together.  The stronger your relationship is with your 
prospective business partners, the more inclined they will be to team up with 
you. 
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To build a lasting relationship, learn to express appreciation.  When people 
take their time to look at something you are offering, thank them for their time.  
As you express appreciation for others, you not only enrich their lives but you 
also grow in value and status as well.  Another quality to develop is to show 
an interest in others.  Every time you show a genuine interest in the lives of 
others, you are telling them that who they are and what they do is significant.   

People don�’t care how much you know,
until they know how much you care.

Dale Carnegie

 
 You can customize your presentation for your audience which makes it 

more personal. 

 You will have their undivided attention for the entire presentation.  This 
allows them to learn about the business without distractions, interruptions, or 
the ability to multitask. 

 You will be able to show and demonstrate your products or services.  
Depending on your product or service, this could be a big advantage.  
It definitely is one way to build their belief.  �“Seeing is believing.�” 

YOUR PRESENTATION BOOK

If your company has not created a booklet designed specifically for presentations, 
make your own presentation book.  Whether you are going to use tools or 
presentations to introduce your business to others, you will still want to create your 
own presentation book.  Although you may not use it to give presentations, you will 
use it to provide more information when questions arise. 
 
Since your presentation booklet will be a focal point of your time together, you want 
to make sure it reflects well on you and your business.  After you purchase an 
impressive one-half inch, three-ring binder, your next step is to go through all your 
company�’s online and offline marketing materials to identify pages and images you 
can use in your presentation booklet such as�— 

 The unique benefits of your company and its management team 

 The strength of your compensation plan 
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 Any trends that project future growth in your industry 

 The training and support available to them 

 The marketing and presentation tools they can use  

 Incentive contests and reward trips 

 Recognition photos 

 And anything else that will help you show people what makes your business 
so special 

Talk with your sponsor or one of your upline business partners and ask them for 
their suggestions.  

DETERMINING WHICH METHOD TO USE

So, which method should you use?  If your company is like most in the industry, you 
will have the flexibility to introduce your business using both tools and personal 
presentations. 

The best place to start in making this decision is to learn how your upline business 
partners are introducing the business to their prospects.  Wherever it is that the 
leadership of your company is focusing their efforts is where you will likely 
experience your greatest success.  

If you are going to use tools, as long as you know what tools you are going to use, 
you don�’t need to know anything else before getting started.  

If you are going to start building your business through personal presentations, then 
you will learn over time how to give presentations as you watch one or more of your 
upline business partners introduce the business to your prospects.  As you watch 
them, you will learn from their example how to create your own personalized 
presentation.   

BUILDING YOUR BRAND

Regardless of whether you use tools or personal presentations to introduce your 
business, at some point you will be getting together with your prospective business 
partners.  The impression you make on these people during this time together will 
play a persuasive role in their decisions.  While the way you present your business is 
important, it is not nearly as important as the way you present yourself. 
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Just as companies and products have a brand, people also carry a brand.  Your 
brand is how the world sees you.  It�’s the impression you make on others; the values 
you stand for; the qualities that mold your personality, the characteristics that make 
you stand out from the crowd.   

Your goal should be to build a brand for yourself that when people think of you, they 
think of someone they respect, admire, and enjoy being around.   

WRAP UP

If you have not already started making your invitation calls, challenge yourself to 
start making your calls tomorrow.  The balance of this training will not offer you any 
additional benefit if you have not already started making your invitation calls.   

Be sure to listen to the audio that accompanies this lesson.  In the accompanying 
audio you will not only hear how to introduce the business to others, but you will also 
learn about some little things that will accelerate the relationship-building process 
when meeting with potential business owners. 

Congratulations on finishing the third step!   

 

You can be anything you want to be,
if only you believe with sufficient conviction
and act in accordance with your faith.

Whatever the mind can conceive and believe
the mind can achieve.

Napoleon Hill
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DETERMINE INTEREST
Welcome to Step 4 in the Cycle of Duplication.  

The goal for this chapter is two-fold.   

1. That you will learn how to determine people�’s 
interest in your company�’s business 
opportunity.   

2. That you will discover what to do with those people who are open to learning 
more. 

The way to determine people�’s interest will be based on the method you have 
selected to introduce the business.  

 If you are introducing the business to people through personal presentations, 
you will be able to determine their interest in person, at the conclusion of the 
presentation.  

 If you are introducing the business using one of your presentation tools, in 
most cases you will be following up by phone to determine your prospect�’s 
interest. 

CATEGORIZE YOUR PROSPECTS

The people you introduce to your business will fall into one of three categories, 
based on their area or level of interest. 

 No Interest.  This is a person who is not open to learning more about your 
products, services, or business. 

 Potential Consumer.  This is a person who has an interest in using one or 
more of your products or services. 

 Potential Business Owner.  This is a person who has expressed an interest 
in your business.    



IDENTIFY YOUR PROSPECT�’S AREA OF INTEREST

After you have successfully introduced your business, your next step will be based 
on your prospects�’ areas of interest.  Knowing their areas of interest may be obvious 
based on your conversation; however, if it is not apparent, you will simply need to 
ask one or more questions in order to categorize their interest.  As an example, you 
could ask, �“Brian, based on what you have heard, would you say your interest is 
more in the products, the business, or both?   It�’s that simple. 

Let�’s take a look at what to do with people who fall into each of these three groups 
and the steps you should take. 

Category #1.  People who have no interest. 

When you have introduced your business to people who show no interest in your 
products, services or business, here is what you should do: 

 Stay calm and do not pressure them or make them feel uncomfortable. 

 Remain upbeat and do not appear to be disappointed or discouraged. 

 Thank them for taking their time to review your business. 

 Ask for referrals if you feel the person might be willing to give them.  

 Request permission to stay in touch.  You could say, �“Hey, would you mind if I 
stayed in touch with you from time to time to let you know how things are 
going?�”   

 Staying in touch with people is very important because many of the people 
who will join your business will be people who weren�’t interested the first time 
they learned about your business.  By staying in touch they will see that you 
have remained committed to your business; then, if the timing in their lives 
changes, they will often take another look at what you are doing. 

Category #2. Potential Consumers These are people who have an interest 
in using one or more of your products or services. 

When you have introduced your business to people who have an interest in using 
your products or services before joining your business, here is what you should do: 

 Answer any questions they may have about your product or service. 

 Explain the price.  



 Highlight the money-back guarantee, if your company offers one. 

 Ask for a decision.  If the decision is positive, go to the next step. 

 Get them started and explain how to use your product or service for best 
results. 

Category #3. Potential Business Owners These are people whose primary 
interest is in your company s business opportunity. 

When people are open to learning more about your business, your next step is to 
build their belief in three areas: 

1. In the key elements of your business that are important to them.  For some 
people this may be the compensation plan. For others, it may be that they 
need to learn more about your products or services. 

2. In your ability to help them.  Remember, not only are people evaluating your 
business, but they are also evaluating whether they feel you can help them. 

3. In their ability to build a successful business with your company.  One of the 
questions on everyone�’s mind is, �“Can I be successful?  Is this something I 
can do?�”  You want to be very intentional about building people�’s confidence 
in themselves and in their ability to achieve their goals as members of your 
business organization. 

The focus of this chapter will be on what to do with the people who fall into the third 
category�—Potential Business Owners.  

BELIEF BUILDING OPTIONS

When people have been introduced to your business and are open to learning more, 
your goal is to build their belief.  Here are the ten most popular options being used 
within the network marketing industry to build belief in people who have an interest 
and to help them make a decision.  You may want to discuss this with one of your 
upline business partners to see which of these options are available to you. 

1.  One-on-One Belief-building Session 

This is when you get together face-to-face with people who have already been 
presented your business through one of your company�’s tools or through another 
presentation method and who are open to learning more.  This in-person meeting 
should be scheduled within 48 hours to keep the momentum moving while their 
interest is high.  



Since these people have already been introduced to your business, you will not be 
giving a presentation when you get together.  Instead, your agenda will be to: 

1. Strengthen your relationship with them so that they build their belief in you as 
a caring person and a competent leader.   

2. Identify their needs, desires, and concerns that your business could help 
them address.   

3. Determine what they need to know about your business to determine if it is 
something they would have a serious interest in pursuing. 

4. Discuss the points they have determined to be important in their evaluation. 

5. Ask for a decision, if your business appears to be the right fit for them. 

If your interested prospects are local, it should always be your goal to get together 
with them in-person as soon as possible.  When you get together with people you 
are able to strengthen your relationship, focus on their specific areas of interest, and 
receive their undivided attention.   

2.  The Two-on-One Belief-building Session   

This is when you and one of your upline business partners get together with a 
prospect who has already been introduced to your business.  Your agenda is the 
same as in the One-on-One Belief-building Session, but in this case your upline 
business partner will do most of the talking, providing you an opportunity to learn. 

3.  The Private Business Reception 

These events are not only effective at introducing people to your business, they are 
also very effective at building belief in those people who have been introduced to 
your business and who have an interest in learning more.   

If you have introduced the business to someone who is interested in learning more 
but the next Private Business Reception is more than 48 hours away, then you 
should use one of the first two options so that you don�’t lose momentum.  

Never let more than 48 hours pass from
the time people express an interest in learning more and

the time you provide more information for them.



4.  A Large Group Presentation   

This is also commonly referred to as a hotel meeting. These larger presentations are 
one of the most powerful ways to build people�’s belief. These gatherings provide 
your people an opportunity to mingle with successful business owners, to hear a 
presentation from one or more local leaders, to see company information and 
products displayed on tables, to hear testimonies, and to feel the excitement that 
comes from these events. 

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

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

5.  A Three-way Call 

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

Three way calls are part of the DNA
of all successful

network marketing companies.

 

The goal of the three-way call is to answer any remaining questions your prospects 
may have to show them the type of support that is available, to give them the 
opportunity to talk to other people in the business, and to hear their stories.  Often 
times just talking to someone else in the business helps validate your business in 
their minds.  

The process of scheduling a three-way call�— 

When you want to schedule three-way calls with your interested prospects, 
explain that you would like to have them meet one of your business partners.  If 
your prospects have asked specific questions, tell your prospects that you would 
like them to meet one of your business partners and have your partner offer his 



or her insight into the questions asked.  Your goal is to give them a logical reason 
for taking their time to speak with one of your business partners. 

Here is the sequence in setting up a three-way call: 

1) Give your prospects one or more reasons why you would like to have 
them speak with one of your business partners.  The better your reasons, 
the more likely they will be to make time available for the call. 

2) Ask for a couple windows of time when they will be available in the next 48 
hours.  You always want to get at least two windows of time, so you will 
have some flexibility. 

3) Tell your prospects that you will be checking the availability of your 
business partners and that you will get back to them with a confirmed time 
for the three-way call.  Ask if they would prefer to have you call or email 
them once the time is confirmed.  

4) Call or email your upline business partners and ask who could be 
available to do a three-way call during one of these windows of time. 

5) When you have a confirmed time with one of your partners, either call or 
email your prospect confirming the exact time of the call. 

6) Five minutes prior to your three-way call, call your upline partner and tell 
your partner about your prospect and any concerns or questions your 
prospect shared with you that you want your partner to be aware of in 
advance. 

7) At the exact time of the three-way, add your prospect to the call.  Begin 
the call by telling your prospect briefly about your partner, tell your 
prospect that you have already told your partner about him or her; then 
introduce your partner. Your partner will then take control of the call while 
you listen.   

If you do not have the three-way phone calling feature available with your phone 
service, you will need to have this option added.  You will also want to become 
familiar with how to use this feature before doing your first three-way call.   

6.  Online Media   

With the growth in broadband Internet access, just about everyone has high-speed 
Internet service. This provides your company the ability to present its message over 
the Internet through video and audio streaming.  Ask your sponsor or an upline 



business partner if your company offers any online presentations or belief-building 
tools.  If your company offers them, ask how people are using them most effectively. 

7.  A Second Presentation Tool   

Even if you used a presentation tool to introduce the business, you can use a 
second tool�—if you have one available�—to provide more information.  Be sure to 
familiarize yourself with all the tools offered by your company so that you know the 
options available to you. 

8.  A Webinar Presentation  

Webinars are seminars or presentations that are transmitted over the Web.  Often 
times these presentations are simply online PowerPoint presentations.  

If leaders within your company are conducting live Webinar presentations, you will 
want to take advantage of this productive way to provide more information for your 
interested prospects.   

If you plan to invite people to watch an upcoming Webinar, here are the steps you 
should follow:   

 Confirm the date, time, and details of the Webinar with your prospect. 

 Schedule a time to follow up immediately after the Webinar concludes.   

 Send a professional email with a link to the Webinar, the call-in phone 
number if applicable, and any other instructions you feel would be helpful.   

 Call your people 15 to 30 minutes prior to the Webinar to offer a friendly 
reminder.  If you don�’t call and remind them, about 50 percent of the people 
will forget about the Webinar. 

 Follow up as soon as the Webinar concludes so you can discuss it with them 
while the information is fresh in their minds. 

If the next Webinar is more than 48 hours away, use one of the other belief-building 
options so you don�’t lose momentum.  Remember: do not let more than 48 hours go 
by without your prospects doing something to learn more about your business. 

The journey of a thousand miles begins within a single step.
Chinese Proverb



9.  A Conference Call Presentation 

If leaders in your company are conducting weekly conference calls, plan to invite 
your people to listen in.  Like the Webinar, these presentations can be an effective 
way to provide your prospects more information about your business.  When inviting 
people to hear one of your company�’s conference calls, follow the Webinar 
instructions above. 

10.  Your Company�’s Websites   

Sending people to your company�’s website is always a good thing to do, but don�’t 
rely solely on the website to build your people�’s confidence and belief in your 
business.  Since very few people get emotionally excited about a business by 
reading words on a website, it�’s best to use the website in conjunction with one of 
the other nine methods. 

If your company, like most in the industry, does not offer all ten of these options, 
learn what options are available to you.  Then focus on those options.  

KNOW YOUR NEXT STEP

One of the most important things to focus on in the recruiting process is to always 
know your next step.  When people review information but aren�’t ready to make the 
decision to get started, you need to continue to build their belief until the time when 
they make their decision.   

Knowing your next step is a critical part of this process.  Whatever you do, never get 
off the phone or leave an appointment with a prospect without having scheduled the 
next step.  Any of the ten options can be used for a person�’s second, third, fourth, 
and even fifth exposure to your business. 

Whatever method you choose to provide more information, make sure you schedule 
the next appointment.  If you do not schedule a time to talk by phone or meet in 
person, you will lose your momentum which will greatly reduce your odds of them 
joining your business. 

Always try to schedule the next appointment within 48 hours.  If you set a firm 
appointment to either talk by phone or in person, then your prospect knows the next 
step, you know the next step, and ideally your prospect will have reviewed the 
information you gave him or her and will be prepared for your next conversation. 



 
TIMELY FOLLOW UP

Regardless of the tool or method you use to introduce the business, you must 
schedule firm times to follow up and talk again. Then at the scheduled time, make 
your follow-up call.  Never be late on a follow-up call.  If you call late or miss a 
follow-up call, you will likely appear as someone who does not value the time of 
others.  This will undermine their confidence in you.  It should ALWAYS be your goal 
to brand yourself as someone they would want to partner with in this business. 

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

The Follow-up Call 

Let�’s assume your prospect�’s name is Karen.  You would call Karen at your 
scheduled follow-up time.  After exchanging some pleasantries, you would ask, 
�“Karen, did you receive the tool I sent you?�”  If she says yes, you would proceed to 
say, �“Have you had a chance to review it?�”  

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

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

After a warm hello and minor small talk, ask, �“Karen, based on what you have 
heard, does this sound like something you would be open to learning more 
about?�”  If Karen is open to learning more, you would use one of the ten belief-
building options to move the process forward. 

Asking people if they are open to learning more is better than asking people if 
they are interested in learning more.  There will always be more people open to 
learning more than people interested in learning more. 

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

You might ask, �“Karen, what did you find most interesting about what you 
heard?�”  After Karen responds with what she found most appealing, you could 



discuss that point briefly; then ask her what else she found of interest.  After you 
talk briefly about each of the areas she found most interesting, suggest the next 
logical step in the process which would be one of the ten belief-building options 
already covered. 

The theory with this second option is that if you get people talking about what 
they liked in your message, it will remind them of the positive points of your 
business and open a positive dialog, ultimately resulting in a higher percentage 
of people who will take the next step. 

If she has not reviewed your tool, here are two options to consider. 

Option #1 is to ask her how soon she can review your tool and schedule 
another time to follow up in the next day or so. 

Option #2 is to schedule a time to get together to kick around some ideas and 
encourage her to review the information before the appointment.   

The advantage of this second option is that it shortens the process because you 
are skipping the second follow-up call and going directly to a One-on-One Belief- 
building Session.  If you are successful scheduling an appointment as described, 
in 95 percent of the cases your prospects will have reviewed your tool before the 
appointment.  In the 5 percent of cases where they haven�’t reviewed your tool, 
you need to be prepared to give them an overview of your business.   

Here are two sample scripts you could use if Karen has not had a chance to 
review your tool. 

Script #1.  �“That�’s okay, Karen.  I know how busy you are.  How soon do you 
think you can review it?�”  After she gives you the earliest possible time she can 
review your tool, then set a firm time to follow up. 

Script #2.   �“That�’s okay, Karen.  I know you have a lot going on.  Do you think 
you can review it sometime during the next couple of days?�”  If she says yes, 
proceed to ask, �“What�’s your schedule look like in the next couple days when we 
could meet for lunch or a cup of coffee?  I�’d enjoy getting together with you, and 
if you happen to have an interest in learning more, we can kick around some 
ideas?�”  Proceed to set a firm time to meet. 

Voicemail Response  

When you make your follow-up call and hear someone�’s voicemail, always leave a 
message.  You want to make sure they know you called them for the scheduled 
appointment.   



Here is an example of what you could say when leaving a message. 

�“Hi Sharon, this is Mike.  It�’s 8:00 p.m.  Give me a call when you have a minute.  I 
will be up till 10:00 so feel free to call me anytime between now and then.  If I 
don�’t answer, it is because I am on the other line but I will call you right back.  My 
number is 555-444-3333 and that again is 555-444-3333. Take care!�”  

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

Believe in yourself!
Have faith in your abilities!

Without a humble but reasonable confidence
in your own powers,

you cannot be successful or happy.
Norman Vincent Peale

WRAPUP

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

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

The next chapter, �“Gain a Positive Decision,�” will teach you how to take people who 
have an interest and guide them through a logical belief-building process to the point 
where they make a positive decision to get started.   
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STEP 5

GAIN A POSITIVE DECISION
After you introduce your business to others, your next 
step is to determine whether they are open to learning 
more.  For those who have an interest, your goal will 
be to take them through a logical, belief-building 
process to the point where they make a positive 
decision to join you in this business.  The more 
effective you are at leading them through this process, 
the more people you will add to your team.   

The days of using the salesman�’s selling tactics to close people to purchase a 
product or service or join a business are over.  Gaining positive decisions is about 
treating people with respect and courtesy.  Today, people do business with people 
they like, trust, and believe can help them with their needs. 

Another important factor to remember is that you are looking for business partners 
with whom you will work for many years.  This business is about finding the right 
people who truly have a need or desire for the benefits offered by your company and 
then working together in a win-win relationship. 

THREE TESTS FOR YOU

Your success in getting positive decisions from your prospective business owners 
will be primarily based on the following:   

 First, how successful you have been at building a relationship with them.  The 
more the people connect with you, the more likely they are to want to do 
business with you.  

 Second, how effective you have been in identifying their needs and desires 
and helping them understand how your business can help them accomplish 
those things.   

 Third, how perceptive you have been at pinpointing what they need to know in 
order to make a positive decision and then providing them that information. 

If you follow these three simple principles, you will find that getting a positive 
decision will be comfortable and uncomplicated.  
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FIVE STEP FORMULA TO GAIN A POSITIVE DECISION

This is a clear-cut and proven formula for gaining positive decisions that produces 
the best results.  It�’s also a comfortable, time-efficient, and logical process. 

1.   Strengthen relationships with prospective business partners.  

What do you believe is the No. 1 factor in people�’s decision to start their own 
businesses with your company?  Is it your company, your product or service, your 
training and support, your company�’s management team, or your sales tools?  The 
answer is none of the above; it is YOU.  If people don�’t feel a connection with you, it 
doesn�’t matter how good your business is, they won�’t join it.  And if they do join, they 
will bypass you and work directly with one of your upline business partners with 
whom they do feel a connection. 

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

2.   Identify people�’s reasons for considering your business.  

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

If it is not obvious from your conversations why they are considering your business, 
just ask a simple question like, �“Terry, why would consider doing a business such as 
this?�”  

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

Example: Sue wants a college fund. 

Suppose you have a prospect by the name of Sue who is considering starting her 
own business because she wants to start building a college fund for her two 
children.  Now you know her No. 1 reason for looking at your business because, 
most of the time, the first reason people give is their top reason.  Compliment her 
for going the extra mile to help ensure a good education for her teens.  Then 
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show an interest in her children by asking about them.  She�’ll gladly share 
because, like all parents, she is proud of her children.   

After discussing the importance of saving money for her children�’s college fund, 
ask her what other goals she would like to accomplish by starting her own 
business.  As she shares her key motivating factors one at a time, write them 
down.  

Be intentional about getting her to talk about these points in a way that gets her 
excited about them.  The more passionate your prospects are about achieving 
the things that are important to them, the more likely they will be to join your 
business.  Another benefit that comes from showing an interest in the things that 
are important to people is that it strengthens your relationships.   

3.   Determine what your prospective business partners need to 
know about the business in order to make a decision.   

By understanding exactly what a person needs to know in order to make a decision, 
you can then focus your time discussing those things, rather than guessing what 
they need to know. 

Here are some possible questions to ask.  

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

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

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

 If Pam says it�’s an 8 or above, then you can say, �“Pam, if your interest level is 
an 8, then you�’re probably ready to get started. The only way you will reach a 
10 is when you begin building your business and start seeing results.  Do you 
feel there is something you still need to know or would you like me to explain 
your next step?�” 

 If Pam says her interest is a 6 or 7, you can ask, �“What is it you don�’t know or 
understand, but if you did it could increase your interest level?�” 

 If Pam tells you her interest if less than 5, you�’re probably wasting your time, 
assuming she was properly introduced to the business.  



58. CYCLE OF DUPLICATION

WINNERS NEVER QUIT AND QUITTERS NEVERWIN

When people tell you what else they need to know, understand that often times there 
is more than one thing they need to know.  As an example, if Pam said she needs to 
know more about the company, ask, �“Pam, other than learning more about the 
company, is there anything else you need to know?�”  If she says, she would need to 
know more about the compensation plan, then say, �“I would be very happy to help 
you understand any aspect of the compensation plan that is important to you.  Pam, 
other than learning more about the company and the compensation plan, is there 
anything else on your mind that you feel you need to learn more about?�”  Then 
continue this process until you have identified each of the points that are important 
to her. 

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

4.   Provide the information in a positive, helpful manner.   

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

Before addressing the points they have told you are important to them, make sure 
you are crystal clear on exactly what they really need to know.  As an example, if 
Pam says she needs to know more about the company, then before rambling on 
about the company, ask her what she feels she needs to know about the company.  
Her answer may be as simple as, �“What�’s the experience of the executive 
management team?�”  By identifying exactly what she needs to know, you can then 
focus on addressing the specific point on her mind. 

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

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

Remember, in all your conversations focus on what is important to your prospects.  
Try to avoid talking about yourself.  This is not about you; it�’s about them. 



STEP 5. GAIN A POSITIVE DECISION 59.

WINNERS NEVER QUIT AND QUITTERS NEVERWIN

5.   Ask for a decision.   

When you are successful in building your prospects�’ belief and confidence in your 
business and in their ability to succeed, they will generally be ready to get started.  
Sometimes they will tell you they are ready to get started; sometimes you will need 
to ask for the decision. 

When asking for a decision, be sensitive and perceptive.  Be aware of the signals 
your prospect is sending you.  If you sense someone is not prepared to make a 
decision, don�’t push it.  Nobody likes to be coerced.  When people are not ready to 
make a decision, something is holding them back and you need to identify what it is. 

On the other hand, if you�’re talking with someone who is positive about your 
business, you need to ask for a decision.   

Here are a couple questions you can ask people who are interested: 

 �“Hey, Pam, now that we have talked about each of the things you wanted to 
learn more about, would you like to know your next step?�”   

 �“Sue, based on the information you have reviewed to this point, is there 
anything else you need to know before I explain to you how to get started?�” 

When people are ready to learn the actual steps to getting started with your 
company, walk them through the process and the cost to get started.  You will want 
to get people started in the business the same way you got started.  

Once you explain to people how to get started with your company, then you want to 
ask for the final decision to get started.   

Here are some simple examples of what you could say: 

  �“Mark, I'm really looking forward to working with you.  I feel that we can build 
a successful business together.  I understand your goals and I believe that we 
can accomplish them by working together.  In fact, I would really enjoy 
helping you achieve them.  Is there anything else you need to know before we 
get started, or are you ready to go?�”  If there is still something he needs to 
know, discuss it and then ask him if he�’s ready to get started. 

  �“Tara, we�’ve got a great team of people who are going to be very supportive 
and helpful to you.  I am confident that together we can help you accomplish 
your goals.  Is there anything else you think you need to know, or are you 
ready to get started?�” 
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  �“Peter, I really think we could have a lot of fun building this business 
together.  If we were to team up together, what would you expect from me as 
your sponsor?�”   

If you are comfortable with his response, reach out and shake his hand and 
say, �“You can count on me; I look forward to working with you.�”   

If he responds by saying he is looking forward to working with you, you can 
safely assume he is ready to get started.  Pull out your company�’s application 
and agreement document and start filling it out. 

When asking for a decision, if you sense some hesitation, continue with a little gentle 
probing.  You might ask,  

 �“Hey Mark, I can tell you're excited, but at the same time I sense there is 
something holding you back.  Is there still something unresolved in your 
mind?�”  If there is something, ask him if he would be open to discussing it with 
you.   

Some people will be reluctant to share what�’s holding them back.  It may be that 
they are questioning whether they will have adequate time available.  It may be that 
they are questioning whether they think they can really be successful.  They may be 
wondering how supportive their spouse is going to be.  It could be anyone of 50 
different things that have nothing to do with you or your business. 

When there is something holding people back carefully identify what it is so that you 
can discuss it with them.  As an example, when people question their own skills and 
abilities, they generally won�’t volunteer this information.  However, if you treat them 
like a friend and ask them what�’s on their mind, they will generally tell you what�’s 
holding them back.  

By taking your time to learn more about people�’s hidden concerns, you will often be 
able to help them work through whatever it is that is holding them back.  If you don�’t 
identify people�’s hidden concerns, you can�’t help them and, even worse, you won�’t 
know why they aren�’t making a positive decision.   

We are what we repeatedly do.
Excellence, then, is not an act but a habit.

Aristotle
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BUILD BELIEF

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

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

Belief is the foundation of all activity.
Mike Klingler

 

Options for Building Belief 

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

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

 Invite them to a Private Business Reception, if one is available. 

 Urge them to watch an online video, if available. 

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

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

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

 Ask them to review another company tool.   
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 Arrange for a three-way call with one of your upline business partners. 

 Request that they review your website and set up a time to talk again. 

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

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

BE PREPARED

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

 Your presentation book 

 New Business Owner Applications 

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

 A selection of your company�’s printed marketing materials 

 A copy of this training program 

 Anything else being recommended by your upline business partners 

When people are ready to get started, take out the agreement.  With your pen in 
hand and the application in front of you, ask, �“Where would you like your check 
mailed�—to your home or office address?  Begin filling out the form one section at a 
time.  When you are done, request that they approve by signing their name.  Always 
fill out the application and agreement on their behalf, rather than asking them to fill 
out a form that is unfamiliar to them.   
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WRAP UP

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

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

Building a successful business is not a sprint,
it�’s a marathon. 

 

 

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

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

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

GET NEW PARTNERS STARTED
Hello and welcome to Step 6 in the Cycle of Duplication.   
Now it�’s your turn to become a coach and leader.   

Getting your new business partners started correctly will 
prove to be one of the most crucial steps to your 
success in building a team of business owners.  It is 
important not only to get your new partners started correctly, but also to understand 
that how you get them started becomes the pattern they will use to get their new 
people started.   

Don�’t allow yourself to feel overwhelmed with this section.  Your sponsor or one of 
your upline business partners will be happy to help you get your first few started.  

Your new business partner may be a man, or a woman, or a couple.  To simplify the 
use of pronouns, let�’s use a fictitious character.  Let�’s assume that Pam Stevens is 
your new business partner. 

FINALIZE THE DECISION

When Pam makes the decision to start her business, express your appreciation: 
smile, welcome her aboard, and tell her how much you are looking forward to 
working with her.  Point out her strengths and say something encouraging.  This is 
an important component of coaching.  Make it a habit to take every opportunity to 
encourage people and build their confidence and belief. 

The beginning of a habit is like an invisible thread,
but every time we repeat the act we strengthen the strand,
add to it another filament, until it becomes a great cable

and binds us irrevocably in thought and act.
Orison Swett Marden, Founder of Success Magazine,

 

After Pam agrees to get started, your next step is to set her up as a new business 
owner with your company.  If you are on the phone with her at the time of her 
decision, then your goal will be to complete this application process over the phone.  
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If you are together at the time of her decision, then you will complete her application 
during this time together.  Let�’s look at what you should do in both scenarios. 

Signing her up over the phone 

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

Signing her up when you are together 

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

 Phone it in while you are together,  

 Phone it in when you get home,  

 Process her application online when you get home, 

 Fax it in, 

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

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

EXPLAIN THE HOMEWORK ASSIGNMENT

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

Her assignment is to listen to the first audio in this training titled Step 1, �“Start Your 
Business�” and to read the corresponding chapter in the owner�’s Training Manual.   

Just as you learned how to start your business by listening to the first audio, this 
same audio will teach her how to start her business.  Before you can proceed, it 
must be determined how Pam will receive the training package. 



STEP 6. GET YOUR NEW PARTNERS STARTED 67.

WINNERS NEVER QUIT AND QUITTERS NEVERWIN

Three options for obtaining training material 

When getting Pam started, you can either  

 Sell her a full copy of this training program from your inventory, so that she 
can get started immediately with all the CDs, Training Manual, and the 
workbook. 
 

 Direct her to www.cycleofduplication.com where she can download the first 
audio free. 
 

 Loan her your training program, as she waits for her order to arrive.  
 

Advantages of the free download 

The reason we made the decision to provide the first audio free is to provide you the 
flexibility to get your new partners started without having to purchase additional 
copies of this training program.  It also allows you the ability to get your new long-
distance business partners started immediately. 

While the first audio is available at no charge, I want to point out two advantages of 
getting people started with a full copy of this program at the time of their decision. 

Advantages of the full training package 

1. It�’s easier and more convenient for your new business partners to get started 
because they will have the CDs, manual, and workbook at their fingertips.   

If you do not sell people a copy of this program at the time of their decision, 
they would need to retrieve the audio file from www.cycleofduplication.com 
and burn it to a CD, download it on their iPod or MP3 device, or listen to it 
over their computer.  The problem with downloading audio files is that some 
people don�’t know how to download audio files, so selling them a copy of the 
training will definitely simplify the process.  

2. It allows your new partners to continue with the program and learn how to 
start inviting people after they have completed their ten steps to getting 
started.  If they don�’t have a copy of this training program, they will have to 
order it and wait 3-5 business days for it to arrive which will slow their 
momentum. 
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THE STRATEGY SESSION

Once you have reviewed with Pam her assignment to listen to Step 1 �“Start Your 
Business,�” you then want to set up a time to meet within the next 48 hours to review 
the ten steps to getting started.  This in-person meeting is often referred to as a 
strategy session.  

Schedule the Strategy Session 

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

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

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

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

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

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

Prepare for the Strategy Session 

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

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

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

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

Begin the Strategy Session 

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

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

As you transition from enjoying a friendly conversation with Pam to discussing the 
business, ask her if she has any questions or concerns she would like to discuss 
before getting started.  After people make the decision to start their own business, 
they often begin to have self-doubt.  It�’s that little voice in the back of their minds 
telling them, I don�’t have time, or I don�’t know many people, or I don�’t know if I can 
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be successful, or anyone of a hundred other things.  If there is something on Pam�’s 
mind that is causing her some hesitation, it is best to discuss it now. 

Remember, you need to continually keep building people�’s belief and confidence�—in 
both themselves as well as the company.  During all your conversations, focus on 
being intentional about building their belief and confidence.  This is especially true 
during someone�’s early days in the business. 

REVIEW THE TEN STEPS TO GETTING STARTED

After you have discussed any questions or concerns that Pam has, open the 
Training Manual and get started.  As you go through the instructions in each of the 
ten steps, you will better understand your role as her coach.   

Step 1.    Determine Your Why. 

During this step, go over her goals and let Pam explain and expand on her reasons 
for joining your team.  The more you learn about why she wants to do the business, 
the more prepared you will be to offer direction and suggestions.  Talking about her 
goals at the beginning of the strategy session will get her more excited about 
building her business and will help remove any hesitancy she may have.  The more 
excited people are about reaching their goals, the more coachable they will be as 
you cover the remaining nine steps.  It also sets a positive tone to the meeting. 

Step 2.    Make a Commitment.   

In this step, identify Pam�’s commitment to her new business.  Simply ask her to tell 
you about her commitment to her business so you can determine her level of 
commitment.  If you don�’t sense she is truly committed to the business, help her 
understand the importance of being committed to her business. 

Step 3.    Block Out Time. 

As you cover this step, identify the periods of time that she is committed to setting 
aside to build her business.  If she has not yet blocked out time in her schedule, then 
while you are together ask her what windows of time she can set aside to build her 
business.  At this point in the conversation, let her know the times you have set 
aside to work your business.  You want to identify blocks of time when both of you 
are available so you can establish the best times to coach her and help her build her 
business.  
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Step 4.    Make a list of �“Those You Know.�”    

As you review this step, ask Pam if she has begun to make her list.  If she has, take 
a few minutes and look over her list.  Congratulate her on what she has done thus 
far and encourage her to be creative and expand her list to as many people as she 
can.  You may also want to share with her some of the helpful things you did when 
making your list.  If time allows, you may want to ask her to tell you about some of 
her key contacts.  

If she hasn�’t started her list, direct her to the �“Who Do I Know�” booklet included with 
this training program.  Show her the first page of the booklet with stimulating Ideas to 
help her be creative in making her list and the following pages where she will record 
names of �“those she knows.�” 

Step 5.    Put Together Your Plan.   

When you cover this step, your goal is to help Pam put together her plan.  Based on 
her goals, share with her how you believe she should start building her business.  If 
she will be using tools to build her business, then this would be a good time to 
discuss the tools available to her. 

After you have discussed the method that she will follow in building her business, 
ask her how many people she is committed to contacting each day.  If she has not 
yet made this decision, then based on the amount of time she is allocating to her 
business, offer your suggestion.  Once she has made her decision on the number of 
people she is committed to contacting each day, ask her how committed she is to 
making those calls each day.  After you�’ve helped her put together her plan and 
discussed her commitment to contact people, ask, �“What would you like me to do if I 
see you getting off track?�”  

This is a great question to ask your new business partners, because everyone gets 
off track at some point.  By gaining people�’s permission now, it allows you to gently 
nudge them when they are off course.  One thing that defines great leaders is that 
they are able to get more out of people than people get out of themselves.  As the 
leader of your group, you will want to make sure your business partners are on track 
doing the things that will help them accomplish their goals.  This is part of your role 
as their personal coach. 

Before completing this step, make sure Pam is perfectly clear as to how she is going 
to go about introducing your products, services and/or business to others. 
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Step 6.    Place Your Sales Tool Order. 

Based on her plan that you just discussed, review the list of sales and marketing 
tools you recommend that she purchase.  Your objective in reviewing this step is to 
make sure Pam has the proper tools she needs to begin building her business.   

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

Step 7.    Sign Up to Receive Your Products or Services Monthly. 

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

Step 8.    Get Plugged In. 

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

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

If you sold Pam a copy of this training program, then during this step take a minute 
to complete the inside back cover of her Training Manual.  If you did not sell her a 
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copy of this training, then make sure you follow up over the phone when her copy 
arrives to complete this section at that time. 

As you write down the names and contact information of her upline business 
partners, take a couple minutes and tell her about each of them.  If at the conclusion 
of this training Pam is ready to start building her business, arrange a welcome 
aboard three-way call with your first two active upline business partners.  These calls 
are nothing more than short ten-minute introductory calls.  This will allow Pam to 
meet her upline business partners and feel the support that is available to her.  It 
also opens the door of communication so, if Pam needs help and you aren�’t 
available, she will know who else she can call to answer her questions. 

If at anytime you are unsure who your first two active upline partners are, you can 
call your company�’s support team, and they will be happy to provide this information. 

Step 9.    Become Knowledgeable about Products or Services. 

When you get to this step, offer your suggestions on how Pam can become 
knowledgeable about your products or services.  Don�’t overwhelm her with 
resources; just tell her some of the basic things she can do to increase her 
knowledge about the lead products or services she will be offering people. 

Step 10.  Place Your Product Order. 

If you represent a product-based company, it is very important that you help Pam 
place a start-up product order that is consistent with her goals and commitment to 
her business.  As you cover this step, make sure she understands the reasons to 
purchase some of your company�’s products as she gets started.  If you have any 
suggestions on the products she should purchase, share them with her.  While you 
are together, help her determine what products she would like to purchase and then 
help her place her start-up order.  

Concluding Your Session 

After you have gone over each of the ten steps with Pam and you are concluding 
your time together, you want to do three things.  

1. Give her the next assignment, which is to listen to Step 2 in this program titled 
�“Invite People.�”  Ask her to highlight the scripts she feels most comfortable 
using and to make a note of any questions she has as she listens to the audio 
and reads the corresponding lesson in the manual.  Note: If you don�’t either 
sell Pam a copy of the training or give her yours to review until hers arrives, 
then you will run the risk of losing momentum. 
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2. Schedule a phone call to discuss what she learned and to help her put 
together her invitation scripts.  This phone appointment can be accomplished 
in a 30-minute conversation. 

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

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

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

Conducting an Abbreviated Session 

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

 Step  5. Put Together Your Plan 

 Step  6. Place Your Sales Tool Order 

 Step 10. Place Your Product Order 

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

If you will get your new business partners started as described in this lesson, then 
you will have set the example of how they should get their business partners started 
when reviewing this same lesson.  Always keep in mind that not only are you 
teaching people how to do things correctly but, by your actions, you are teaching 
them how to teach their people.  This is all part of the duplication process. 
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WRAP UP

Don�’t forget to listen to the audio that accompanies this lesson where you will hear 
more on how to get your new partners off to a successful start.  You will also hear 10 
leadership lessons Todd has learned throughout his career.   

Todd�’s Final Words 

Thank you for giving me this opportunity to be a part of your new career.  As you 
develop your business you will see that almost everything you learn will be 
something you can apply to another part of your life to make that part of your life 
better as well.  It is my deep desire that what I have shared with you will influence 
your life and the life of your family in a positive way.   

Use this time in your life not only to build your own business but also to build 
yourself.  The life of a network marketing entrepreneur offers rewards that cannot be 
achieved through any other means.  But part of becoming successful is to 
understand that seldom do things go exactly according to how you would like them 
to go.  No pathway to professional success will be free of roadblocks, setbacks, and 
challenges. 

The key is to learn from each of your disappointments, stay positive, and strive each 
day to do your very best.  If you will continue, day after day, to focus on the little 
things you can do better, then the compounding effect of that growth will allow you to 
accomplish whatever it is that is important to you. 

Thank you so much for your time.  I wish you the very best of success. 

       Your Friend and Coach, 

          Todd Smith 
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Believe it can be done.
When you believe something can be done, really believe,

your mind will find the ways to do it.
Believing a solution paves the way to the solution.

Dr. David Schwartz
 


