I ndex

Teaching the new distributor.

Stage 1 Enrolment - Start Teaching Immediately.
Application form, order form, Soundways.
First look at “ The Why”.

Stage 2 Mutual Support Marketing.
Introduction.
Duplication the power of the business.
Who Teaches Who.
The Power Of Duplication.
1 cent doubled each day for a month.
Draw Your Own Three Y ear Diagram.

7 points to work through and more.

Wholesale customer points 1 - 3.
A second look at “The Why”.
Admin tools.
Start the Everybody | Know List.
Change the way you think.
The first business/ product presentation.
Get them started on the phone.
The every body | know list
Preliminary information pack.

Stage 3 Making contact with people.
Communication.
Tell your story.
Short opening questions.
What to know when you use the phone.

Phone script how to offer a preliminary pack.

Invite to an information hour.
How to offer avideo or audio tape.
Follow up within 48 hours.
3 way call for follow up and training.
Letters.
Answering objections.
Stage 4 Dreams, Goals and Aims workshop.
Dreams.
My Dreams on paper.
Goals explained.
Setting My long term goals.
Setting My short term goals.
My aims.
How to use my Diary.
How | focus on my goals.
Affirmations.
How | develop myself.
Appendix.

Making business presentations.

The information hour.

Retail customer records.

My commitment to myself certificate.
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