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He who has never learned to obey cannot be a good commander

THE FIVE GOLDEN COMMITMENTS

1. I will not quit the business for the next two years.

2. I will take the ownership of my Business.

3. I will sharpen my saw on a regular basis.

4. I will remain active regardless of initial setbacks.

5. I will develop a team around me based on Integrity, Honesty and Relationship.
IR Signature: _________________


The ultimate measure of a man is not where he stands in moments of comfort, but where he stands at times of challenge and controversy
1. VISION/DREAM/GOAL
To succeed in this business you first need a strong reason, a compelling reason to do this business. You must have a big Dream. You must Challenge yourself. Set your Short Term and Long Term goals.

2. COMMITMENT
You should be committed to yourself, to your Business, to the People you bring to this business and to your team as a leader. Signing up someone into the business is only the beginning of your responsibilities. Stop thinking about yourself, take care of your downlines and then success will follow. Be consistent in every action. This is not a Quick Rich Scheme.

3. NAME LIST
This is your powerful asset. The name list is essentially the people with whom you will attempt to connect the business with. The names will come from your family, your relatives, your schoolmates, friends and People with whom you do business. Once you make the Name list, categorize them into A, B and C. “A” are the people who are very warm, cheerful and positive. “B” are the people who delay the decision. “C” are the people who look at life from a negative angle and they are dream stealers. Please do not share with C group until you earn some cheques.

4. CONTACT AND INVITE
Use the phone ONLY to fix the appointment, explain the Business when you meet in Person ONLY, NEVER EXPLAIN THE PLAN OVER THE PHONE. Show your enthusiasm while inviting them for business. Make them curious about the business.

5. PRESENT THE BUSINESS PLAN
You present plan by asking Questions about their dream goals and wants of the prospect. Share your reason (Purpose) why you have come to this business. Then introduce this business as a vehicle to help your friend to achieve their dreams. While presenting plan, talk about Company Profile, the Product, the Plans and the Potential.
Tell them that Dream + Action = Success. Please clear the doubts before leaving the prospect.

6. FOLLOW UP (FOLLOW THROUGH)
Within 24 to 48 hours of your presentation, Please follow up with your prospect. Do not delay because prospect will leave interest within two days. Please keep following the prospect until you get clear RESULT.

7. STRATEGIES WITH LEADERS
Always keep in touch with your leaders, or seniors to clarify doubts and to learn the business and give guidance and direction to your Network. Please take seniors advice for the placements. Share good news to downlines and Bad news to your Uplines.

8. DUPLICATE/TEACH
A key factor for success in the business is to be able to duplicate yourself and the system. For this you update yourself consistently with required Skills and Knowledge to train your people.

It is courage that comes to the rescue of man in all type of danger


Reason 1: THEY DON’T TAKE THE BUSINESS SERIOUSLY
· Many people this Business is Short-Term
· People think that to qualify in Business you need large capital

· First you must take the business seriously, only then you will prosper.

Reason 2: DOUBT
· Doubt is a big Killer 

· Stay away from Dream Stealers

· Remember: SW Policy (Some will, Some Won’t, So What? Somebody else is Waiting)
· Nobody and No business have 100% success rate. Rejection is part of the Business
· Instead of getting discouraged, why not learn from the experience?

· Don’t focus on: ’Oh My God! I am rejected!’ Instead, focus on” Why am I rejected?’ 

Reason 3: THEY DON’T INVEST TIME TO BE TRAINED TO MASTER THE BUSINESS
· Spend time to learn about the industry, The Company and the Plan.

· The more you know: The more you can represent the business, and the more confident you will become.

· Train your leaders! But train yourself first.

Reason 4: THEY THINK IT IS A QUICK RICH SCHEME
· This is a get rich sure Business. NOT a get rich quick scheme.
· If you want to succeed in this Business, you have to think like a FARMER.
· People fail in this Business because they only want to ripen the fruits on the harvest. But they are not intending to go through the efforts of ploughing the fields, Planting the seeds, fertilizing the soil and watering the sprouts.
· If you want a large organization and improve the financial benefits, you must be willing to pay the price.
· You must be willing to miss out a few pleasures and function for a few months.
· Nurture people and make them leaders. But the whole process takes time.
Reason 5: THEY HAVE NO FOCUS

· All the successful people are focused
· The first rule of warfare is focusing your strength.

Reason 6: THEY DON’T KNOW HOW TO PRESENT THE BUSINESS
· All big earners in this industry know how to present.

· If you don’t know how to present the Business properly and handle objection, people won’t take you seriously.

· If you can know how to present, you can spread the Business anywhere.

Reason 7: THEY DON’T LOOK AT THE FUTURE
· People who fail only see today
· Focus on what your organization will look like within 6 months from  now, 1 year from now, 2 years from now and 5 years from now.

· Your financial future in the business will be determined by what you do or not do over the next few months.

Reason 8: PEOPLE WHO FAIL HAS NO VISION
· All success starts with vision, without vision, people perish.

· Vision gets people going. Gets people alive.

· From Vision- comes Goals. Then determine what is my target?

· Don’t take it likely. Ask often, ‘Do I have a vision?’; ‘What target I am going to hit?’
I can’t get back yesterday & I am not sure of tomorrow, but today is mine, to make it into whatever I want it to be
THE 3 GOLDEN RULES















Thinking is easy, acting is difficult, and to put one’s thoughts into action is the most difficult thing in the world. 
MYNAME LIST
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	NAME OF PROSPECT
	PHONE
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To the weak, problems are stumbling blocks; to the strong problems are stepping stones. 
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Faith is light that light your path, no matter how the world around you is dark. 
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Expect the best and be prepared for the worst, you will never be disappointed. 
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Losses may destroy one’s business, but may build one’s character. 
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The secret of success is never giving up. 
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If you knew today was your last day, what would you do differently.
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Destiny is no matter of chance. It is a matter of choice. It is not a thing to be waited for, it is a thing to be achieved. 

PRESENTATION AND FOLLOWUP WORKSHEET 
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One rule of success is be always on time if possible little earlier. 

PRESENTATION AND FOLLOWUP WORKSHEET 
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Anger is a powerful missile; do not use it to burst the balloons. 
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If you want to give someone a gift, try giving them your time, attention and appreciation. 
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They can because they think they can.
PRESENTATION AND FOLLOWUP WORKSHEET 
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Thought has a magnate power, the thought will come true which is thought consistently and continuously.
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Stop Complaining Start Thinking.
PRESENTATION AND FOLLOWUP WORKSHEET 
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If you want share of the fame, you’ve got to be taking the share of a blame.
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A leader can give up anything but not on his responsibilities.
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The greatest fault is that you think you are faultless.
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Take time to gather up the past so that you will be able to draw from your experiences and invest them in the future.
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We judge ourselves by what we feel capable of doing, while others judge us by what we have already done.
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We judge ourselves by what we feel capable of doing, while others judge us by what we have already done.
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He has not learned the lesson of life who does not every day surmount a fear.

PRESENTATION AND FOLLOWUP WORKSHEET 

	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	RESULT

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	


If we believe that some form of suffering is necessary before we can achieve outstanding success, this belief then becomes a fact.
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Do not think about how much money you can make but instead think of how much good you can do with it.
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To achieve great things, two things are needed: a plan, and not quite enough time.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


NOTES

You’ve got to say, ‘I think if I keep working at this and want it badly enough, I can have it.

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


NOTES

___________________________________________________________________________ First say to yourself what you would be; and then do what you have to do.
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


NOTES
Every strike brings me closer to the next home run.
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


NOTES

There’s no better time than the present to be better than we were yesterday.
NOTES
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Laughter is the shortest distance between two people.
	January 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	1
	2
	3
	4
	5
	6
	7

	8
	9
	10
	11
	12
	13
	14

	15
	16
	17
	18
	19
	20
	21

	22
	23
	24
	25
	26
	27
	28

	29
	30
	31
	


The greatest glory in living lies not in never falling, but in rising every time we fall
	February 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2
	3
	4

	5
	6
	7
	8
	9
	10
	11

	12
	13
	14
	15
	16
	17
	18

	19
	20
	21
	22
	23
	24
	25

	26
	27
	28
	


In the long run men hit only what they aim at
	March 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2
	3
	4

	5
	6
	7
	8
	9
	10
	11

	12
	13
	14
	15
	16
	17
	18

	19
	20
	21
	22
	23
	24
	25

	26
	27
	28
	29
	30
	31
	


We work to become, not to acquire
	April 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1

	2
	3
	4
	5
	6
	7
	8

	9
	10
	11
	12
	13
	14
	15

	16
	17
	18
	19
	20
	21
	22

	23
	24
	25
	26
	27
	28
	29

	30
	


It is not the strongest of the species that survive, nor the most intelligent, but the one most responsive to change
	May 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2
	3
	4
	5
	6

	7
	8
	9
	10
	11
	12
	13

	14
	15
	16
	17
	18
	19
	20

	21
	22
	23
	24
	25
	26
	27

	28
	29
	30
	31
	


Never attack a problem without also presenting a solution
	June 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2
	3

	4
	5
	6
	7
	8
	9
	10

	11
	12
	13
	14
	15
	16
	17

	18
	19
	20
	21
	22
	23
	24

	25
	26
	27
	28
	29
	30
	


Try first to be a man of value; success will follow
	July 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1

	2
	3
	4
	5
	6
	7
	8

	9
	10
	11
	12
	13
	14
	15

	16
	17
	18
	19
	20
	21
	22

	23
	24
	25
	26
	27
	28
	29

	30
	31
	


Who so neglects learning in his youth loses the past and is dead for the future
	August 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2
	3
	4
	5

	6
	7
	8
	9
	10
	11
	12

	13
	14
	15
	16
	17
	18
	19

	20
	21
	22
	23
	24
	25
	26

	27
	28
	29
	30
	31
	


The future belongs to those who believe in the beauty of their dreams
	September 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2

	3
	4
	5
	6
	7
	8
	9

	10
	11
	12
	13
	14
	15
	16

	17
	18
	19
	20
	21
	22
	23

	24
	25
	26
	27
	28
	29
	30


A skillful man reads his dreams for self-knowledge, yet not the details but the quality
	October 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	1
	2
	3
	4
	5
	6
	7

	8
	9
	10
	11
	12
	13
	14

	15
	16
	17
	18
	19
	20
	21

	22
	23
	24
	25
	26
	27
	28

	29
	30
	31
	


To unpathed waters, undreamed shores
	November 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2
	3
	4

	5
	6
	7
	8
	9
	10
	11

	12
	13
	14
	15
	16
	17
	18

	19
	20
	21
	22
	23
	24
	25

	26
	27
	28
	29
	30
	


Our waking hours form the text of our lives, our dreams, the commentary
	December 2007

	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday

	
	1
	2

	3
	4
	5
	6
	7
	8
	9

	10
	11
	12
	13
	14
	15
	16

	17
	18
	19
	20
	21
	22
	23

	24
	25
	26
	27
	28
	29
	30

	31
	


The only way of finding the limits of the possible is by going beyond them into the impossible
	Week

No
	No of Presen-tations
	Signups
	Cycle/

Step


	Income
	Week

No
	No of Presen-tations
	Signups
	Cycle/

Step


	Income

	
	
	Left
	Right
	
	
	
	
	Left
	Right
	
	

	1
	
	
	
	
	
	27
	
	
	
	
	

	2
	
	
	
	
	
	28
	
	
	
	
	

	3
	
	
	
	
	
	29
	
	
	
	
	

	4
	
	
	
	
	
	30
	
	
	
	
	

	5
	
	
	
	
	
	31
	
	
	
	
	

	6
	
	
	
	
	
	32
	
	
	
	
	

	7
	
	
	
	
	
	33
	
	
	
	
	

	8
	
	
	
	
	
	34
	
	
	
	
	

	9
	
	
	
	
	
	35
	
	
	
	
	

	10
	
	
	
	
	
	36
	
	
	
	
	

	11
	
	
	
	
	
	37
	
	
	
	
	

	12
	
	
	
	
	
	38
	
	
	
	
	

	13
	
	
	
	
	
	39
	
	
	
	
	

	14
	
	
	
	
	
	40
	
	
	
	
	

	15
	
	
	
	
	
	41
	
	
	
	
	

	16
	
	
	
	
	
	42
	
	
	
	
	

	17
	
	
	
	
	
	43
	
	
	
	
	

	18
	
	
	
	
	
	44
	
	
	
	
	

	19
	
	
	
	
	
	45
	
	
	
	
	

	20
	
	
	
	
	
	46
	
	
	
	
	

	21
	
	
	
	
	
	47
	
	
	
	
	

	22
	
	
	
	
	
	48
	
	
	
	
	

	23
	
	
	
	
	
	49
	
	
	
	
	

	24
	
	
	
	
	
	50
	
	
	
	
	

	25
	
	
	
	
	
	51
	
	
	
	
	

	26
	
	
	
	
	
	52
	
	
	
	
	


 
Courage is the ladder on which all the other virtues mount.
	Week

No
	No of Presen-tations
	Signups
	Cycle/

Step


	Income
	Week

No
	No of Presen-tations
	Signups
	Cycle/

Step


	Income

	
	
	Left
	Right
	
	
	
	
	Left
	Right
	
	

	1
	
	
	
	
	
	27
	
	
	
	
	

	2
	
	
	
	
	
	28
	
	
	
	
	

	3
	
	
	
	
	
	29
	
	
	
	
	

	4
	
	
	
	
	
	30
	
	
	
	
	

	5
	
	
	
	
	
	31
	
	
	
	
	

	6
	
	
	
	
	
	32
	
	
	
	
	

	7
	
	
	
	
	
	33
	
	
	
	
	

	8
	
	
	
	
	
	34
	
	
	
	
	

	9
	
	
	
	
	
	35
	
	
	
	
	

	10
	
	
	
	
	
	36
	
	
	
	
	

	11
	
	
	
	
	
	37
	
	
	
	
	

	12
	
	
	
	
	
	38
	
	
	
	
	

	13
	
	
	
	
	
	39
	
	
	
	
	

	14
	
	
	
	
	
	40
	
	
	
	
	

	15
	
	
	
	
	
	41
	
	
	
	
	

	16
	
	
	
	
	
	42
	
	
	
	
	

	17
	
	
	
	
	
	43
	
	
	
	
	

	18
	
	
	
	
	
	44
	
	
	
	
	

	19
	
	
	
	
	
	45
	
	
	
	
	

	20
	
	
	
	
	
	46
	
	
	
	
	

	21
	
	
	
	
	
	47
	
	
	
	
	

	22
	
	
	
	
	
	48
	
	
	
	
	

	23
	
	
	
	
	
	49
	
	
	
	
	

	24
	
	
	
	
	
	50
	
	
	
	
	

	25
	
	
	
	
	
	51
	
	
	
	
	

	26
	
	
	
	
	
	52
	
	
	
	
	



Whenever an individual or a business decides that success has been attained, progress stops.
	MY TEAM
	
	
	
	
	
	
	
	

	 
	S/N
	IR NAME
	PHONE
	JOINED DATE
	INDUCTION DONE
	CONTACT LIST
	QSC (50$)
	STEP 1 (250$)
	PRESENTER
	FOLLOW THROUGH

	LEFT GROUP
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	RIGHT GROUP
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 


Progress begins with the belief that what is necessary is possible.

GROUND RULES FOR FOLLOW THROUGH

1. Meet the prospect in person within 24-48 hours with your up-line.

2. Get all his doubt before answering them. Ask him anything else.

3. Do not answer his doubts straight away, but ask questions. Two main Questions to Remember;
· WHY DO YOU THINK SO?

· ARE YOU SERIOUS?

4. Also use FEEL, FELT & FOUND, I know how do you feel, I felt the same way but I found that.

Objections come out of fear, hence the process is to ask questions and instill confidence & assure support.

FREQUENTLY ASKED QUESTIONS

NO MONEY

· Is money only the issue?

· What is the shortfall? When do you think it will be ready?

· Are you serious?

· How will you manage emergencies without money?

NO TIME

· Is time the only issue?

· Are you having enough time for your family?

· Are you making enough money for the time you put?

· Are you serious?

· If we show a way to work with your busy schedule are you willing to listen?

· Can you find some of your friends who have more time than you with our help?

WHAT IF NETWORK STOPS

· Why do you think so?

· If you are earning with my support will you stop?

· If you work with your serious partners and they also earn regularly, do you think they will stop? Clear!

EXPENSIVE / WHAT IS THE USE OF PRODUCT ETC

· Why do you think so?

· Are you looking for the product or together with the business opportunity?

HOW DO I BELIEVE THIS COMPANY

· How do you judge a company?

· Do you remember who are the people associated with this company?

· Do you think organizations like UN, Olympic Committee, Vatican, FIFA, Banks will associate with a company without doing enough groundwork?

· Have I answered your question?

Habit is a cable; we weave a thread of it each day, and at last we cannot break it.

LET ME THINK ABOUT IT
· Good, Shall we think together?
· Which part of the presentation do you want to think about the need, company, and plan or how to do it?
· Are you Serious?
· Explain and assure support, Instill confidence
I WILL JOIN LATER
· May I know why?
· Are You Serious?
· Explain power of positioning
I CANNOT GET MY TWO, PEOPLE WILL JOIN ETC.
· Why do you think so?

· Are you serious?

· Are you willing to some time on learning this business?

· Have you learnt to do anything including driving or your present job in a day?
· Assure support instill confidence.

I HAVE TRIED MANY OTHER SCHEMES BUT FAILED

· Great, you already have experience

· Which company plans have you tried?

· Has the business failed or you have failed?

· What is that you have not done that you failed?

· Show team work, support and the faith in the business you have.

·  Proper approach

IS IT MLM?

· Ask what MLM is and get his idea.

· Explain difference between traditional MM businesses.

· Explain about MLM and talk about helping others & team work.

· Equal commission at all levels in our business.

LET ME FIND MY TWO AND JOIN

· In any business, can we find the customers first and then start?

· Are you serious?

· If they also do the same what will you do?

· Can you convince some one before you convince yourself?

SOME WILL,
SOME WON’T
SO WHAT SOMEONE ELSE IS WAITING
Knowing is not enough; we must apply. Willing is not enough; we must do.

	A presentation should be ideally for 45 minutes

to one hour;

1. A Warm greeting with a smile and handshake

2. Introduce yourself name place work family

3. age so that he gives back the same details
(2 Mins)

4. Your STORY this is the key to opening. Why you came into this business what is that you are looking for from this business.

5. The more powerful it is the prospect takes you more seriously (5 Mins)

P1: PURPOSE (5 Mins)

1. Either do a budget exercise

2. It can be a backup for main income

P2: PROFILE (3 Mins)

QI-Ltd./Honkong/1998/220-Countries/1.7m Customers/19 subsidiaries/USD 1.3b annual sales /Offices in 23 countries including Saudi Arabia, India five / uses power of internet (E-Commerce).
P3: PRODUCTS (5 Mins)

1. Numismatics - Rare coins/limited/endorsed by Govts., International bodies, piece of art, asset which might go up in value. Metal not the issue it’s the limited nos. and endorsement which makes it attractive.
2. Vacations - Time share for those who are serious in vacations

3. Technology - Tele communications for those spend a lot on international calls

4. Health and other products

P4: PLAN (5 Mins)

1. The above is side dish main dish is the plan

2. We refer many products we use eg: hotels movies

3. Company uses the word of mouth the fastest and most trusted medium of communication eg: Hotmail/Google reaches this size without traditional advertise just by referral. 

4. You become a customer and also get the right to refer and get paid for it 
	5. Bring minimum two partners one on left and another on right

6. 3Lt /3Rt gives USD 250 for every person.

7. No time limit and global.
8. You learn and teach these people and make them earn for your earn more.
9. Its basically talk to 10 -15 of your people and get 3 or 4 and help them to do the same.
10. Unless my down line earns I don’t earn.

P5: POTENTIAL (5 Mins)

Ask him whether he knows what will happen if I cent doubles for 30 days. Tell him 10 month projections and ask the following questions.

1. How many did you bring?

2. How many hours are you putting?

3. Will it stop if it is built properly?

P6: PARTNERSHIP AND POWER OF POSIONING (3 Mins)

1. Talk of your help to him and how his growth will help your growth.
2. Explain the power of positioning

FAQ (3 Mins)

Raise some doubts like credibility, network stops, how to do it, etc. as doubts you got and give your answers.

Pipe line Story (3 Mins)

Two persons where carrying buckets from a pond to village to make a living one person started putting a pipeline and after a year stopped carrying buckets this business is a pipe line for cash.

Closing (5 Mins)

Ask him if he has anything to ask. Give him confidence and ask him to be a partner. 
If he needs time fix an appointment within two days meet him to handle his doubts.
Total: 44 Mins

PS: Practice makes a man perfect don’t worry about mistakes. Only you know you have missed prospect knows nothing. Some presentations can be longer.


A ship ought not to be held by one anchor, nor life by a single hope.

Immediately After Signup

Introduction (7 Mins)

1. With a senior partner meet the IR with a presentation folder, notebook and 8BBB VCDs

2. Present plan again quickly.
3. Ask IR how much he wants to make from the business and the time limit. Write the potential in his note book.
4. Ask him how much time he can commit every week

Name List (15 Mins)

Contact list min 50 in your presence let him see mobile

Invitation (5 Mins)

1. Teach invitation and PRACTICE as follows:-

· I have some thing important to talk to you Lets meet tomorrow for a cup of tea
· I have a business proposal. I cannot promise you anything; if you like let’s work together.

2. Explain F.O.R.M he should know about Family, Occupation, Recreation and Money of prospect. Whether he is happy with his job, busy on some projects, about to go vacation etc. Let him visit the prospect once to warm up relationship

Presentation Duplication (2 Mins)

You will do 6 / 8 presentations after which he will start doing it in your presence first 50% then 100% 

Prepare him for Rejection (5 Mins)

1. Tell about law of averages, 10 applications one job. 5 NO & 1 YES

2. 10:7:4:2 (Industrial average) - If you call 10, 7 will agree to come, 4 will become positive and 2 will signup

3. Tell him to be ready to take NOs and explain how every NO can help him to learn

Changing MINDSET (5 Mins)

1. How many people do you need to start?  Let him say two serious guys.

2. Whose cheque will you be worried about? (if down lines makes US$ 50 each he makes US$ 250)

3. Do you need big man and big contacts or people who are serious?

4. Do you think you can make fast money. Explain date or coconut tree which takes years to grow but gives fruits for many decades.

Total: 39 Mins

OBJECTIVES OF COFFEE MOMENT:
· IR Knows his target

· Is ready to commit time every week

· Has a contact list

· Knows how to invite

· Ready to be a presenter after sometime

· Prepared to hear NOs
Wisdom is not a product of schooling but of the lifelong attempt to acquire it.

MY BLUE PRINT FOR FUTURE 

(Write what you want to achieve in this business)
	

	

	

	

	

	

	

	

	

	



SHORT TERM & LONG TERM
	In 1 Month
	

	In 6 Months
	

	In 1 year
	

	In 2 Years
	

	In 3 years
	

	In 4 years
	

	In 5 years
	


In absence of clearly defined goals, we become strangely loyal to performing daily acts of trivia.
8 STEPS FOR SUCCESS IN OUR BUSINESS





8 MAJOR REASONS WHY PEOPLE FAIL IN NETWORK MARKETING





FOLLOW THRU





PRESENTATION TIPS





FOLLOW THRU





COFFEE MOMENTS – NEW IR INDUCTION
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MY SUCCESS





MY SUCCESS





MY DREAM LIST





MY GOALS








Name:		_____________________________________





IR Number:	___________________ 





Date Joined: 	___________________





Upline Leader:  ____________________________________





Phone No.:	___________________    





RULE NO 1


You MUST have a name list with a minimum of 150 names








RULE NO 2


Your name list MUST Increase by 10% every month








RULE NO 3


You MUST show a minimum of 15 presentations a month
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