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ABOUT THE BOOK

There are already mullions of people in Network Marketing and
millions more coming in every year. The most important thing
for a new person is to understand this business.You can spend four
hours explaining it to them, or you can loan them this book.

The “45 Second Presentation”
that will change your life.

Have you ever thought about what it would
be like to “Own Your Life”?

This is what I think it means to “Own Your Life":

When you subtract out the sleeping time, commuting tiume,
working time and things you have to do each and every day of
your life, most people don't have more than one to two hours a
day to do what they would like to do; and then, would they have
the money to do 1t?

We have discovered a way a person can learn how to“Own their
Life” by building a home-based business; and we have a system
for doing it that is so simple anyone can do it. [t doesn't require
selling, and the best part is, it won't take much of your time. If
you are interested, contact the person who gave you this book.
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Don Failla started his network marketing career in 1967, He
developed a proven system for building a large oramization by
paying attention to what worked as he built his business. Today,
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PREFACE

The 45-second presentation 1s all one needs to know to start building a
large orgamzanon. In fact, if one cannot learn this presentation, they can
read 1t to a friend or putit on a 3 x 5 card and let their friends read 1t for
themselves.

Beyond this presentation you do not need to know anything. Once you
realize this and understand, you can introduce your business to anyone,
because absolutely anyone can build a business if they want to. All they
really need 1s a little desire. Without desire, vou have nothing.

The secret to the system we teach 15 not to talk. Talking 15 your worst
enemy. The more you talk the more the prospect thinks they cannot do
what you are doing. The more you talk, the more they think they don't
have time. Rlemember time 1s the number one excuse people have for not
getting started.

After vour friend reads the 45-second presentation they may ask you a
question. Flegardless of what the question 1s,1f you answer 1t you lose. They
will have five more questnons before you know 1t. You will be bouncing
all over the place! Simply tell them that they will have a lot of questions
and that the system 1s designed to answer most of them. Have them read
the first four Napkin presentations and then get back to vou.

Never tell the prospect to read the book. They will set it on the shelf and
get to it 1n due ume. Tell them to read the first four Napkin presenta-
rions. They will read 1t right away and over 90% will finish the book at
the same time.

After reading the book, your prospect will understand network market-
ing. This 1s important because the number one reason people don’t do the
business 15 because they don’t understand 1t. Now they will understand
network marketing, and they will be ready for you to present your vehicle,
company, products and marketing plan. But I said vou don't have to know
anything other than the 45-second presentation to get started. So now
what do you do?
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At this point you would use the tools or your team to do the talking for
vou. Tools would be brochures, audio tapes and video tapes from your
company. Your team would be your immediate up-line starting with the
person who will be vour sponsor.

Let’s say you have your first prospect! You have done the 45-second pre-
sentation and they have read the book. You invite vour prospect to meet
vou tor lunch. Let them know you will also be inviting yvour sponsor who
can explain the business on your behalf.

(Key point - Who pays for lunch? You do. Your sponsor 1s working for
vou. How many times would vou have to buy vour sponsor lunch or din-
ner betore vou could explain the business on vour ownr)

We had a man come up to us at a seminar in Germany and say “Not only
do vou not need to know anything to get started, vou could also have a
free lunch every day when you are working for vour downlhne.”

Happy eating and watch your business grow!



CHAPTER 1

Introduction To MLM

MULTI-LEVEL MARKETING 1is one of the fastest growing yet most
misunderstood methods of moving products in use today. It has been
termed by many as the Thing-of-the Nineties. Believe me: it will go far
beyond that. By 2010 more than 200 BILLION DOLLARS worth of
products and services will be moving annually through Multi-Level Mar-
keting companies. WATCH OUT for MLM 1n the 21st century!

The purpose of this book 15 to convey to you, the reader, through illustra-
tions and examples, just what Multi-Level Marketing IS and what 1t IS
NOT. We will also show you how you can effectvely, [ repeat-EFFEC-
TIVELY, explain Mult-Level Marketing to others.

This book should be treated as a TRAINING MANUAL. It 1s intended
to be used as a tool to help you train the people m your organization.
Include it in their 1nitial “kit” of information about your program.

I developed the “Napkin presentations,” upon which this book is based,
in 1973.1 have been involved in Mulu-Level Marketing to one degree or

another since 1969. This book will cover the 10 presentations developed
thus far.

Before going into the details of the “Ten Napkin presentations,” allow
me to answer one of the most frequently asked, and probably the most
basic of all the questions, “What 15 MLM?" This question 1s asked quite
frequently in response to a button we often wear. Throughout this book

we shall use “MLM" and “Mulu-Level Marketing” interchangeably.

Let’s break it down. Marketing simply means moving a product or service
from the manufacturer or provider to the consumer. Multi-Level refers to
the system of compensation provided to those persons who are causing
the nrodict o move or the service o be nroviided “MMuoala™ misans “rmore
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than one.”"Level” reters to what may better be termed as,"generation.” [t
could be called “Multu-Generation Marketing” We will stay with Muln-
Level since thar 15 what 15 most commeon. [t 15 so common, in fact, that
many illegal pyvramids and chain distribution schemes or chain-letters try
to pass themselves oft as being Multi-Level programs. This creates such a
stigma, although unjustified, that many of the newer MLM companies are
using other names for their type of marketing. Some of the names you
will hear are "Um-Level Marketing,” " Network Marketing,” and “Co-op
Mass Marketing.”

There are really only three basic methods of moving products. (Hold up
three fingers as you demonstrate this point.)

1) RETAILING—I'm sure evervone 1s familiar with retailing. The

grocery store, the drag store, the department store. Going into a store
and buying something is retail.

2) DIRECT SALES—would wvsually, (but not always) include

msurance, cookware, encyclopedias, etc. Fuller Brush, the Avon lady,
Tupperware home parties, etc. are some examples of Direct Sales
efforts.

3) MULTI-LEVEL MARKETING—MLM 1s the one we will be
discussing in this book. It should not be confused with the other two,
especially with the Direct Sales method with which MLM commonly
15 confused.

A fourth type of markening that 15 sometimes added to the hist (hold up
the fourth finger) 1s MAIL ORDER. Mail Order can be an MLM type,
but most generally 15 included 1n the Dhrect Sales category.

A fifth type, often confused with MLM, [ have already mentioned 1s
PYRAMID SALES. The tact s, PYRRAMIDS are ILLEGAL! One of the
main reasons they are illegal 1s their failure to move a product or to pro-
vide a valid service. If a product doesn’t move, how can you even call 1t
“marketng,” let alone “Muln-Level Marketing!”™ Muln-Level they may
be—but MARKETING THEY ARE NOT!!
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Most objections that people have abourt getting into Multi-Level Market-
ing are due to not realizing the differences between MLM and the Direct
Sales methods of marketing. This confusion 15 understandable because
most reputable MLM companies belong to the Direct Selling Associa-
fon.

You have been conditioned, perhaps, to think of them as door-to-door
direct sales programs because your first encounter with them was when a
distributor knocked on your door to sell you something,

There are some features that differentiate MLM from Retail and Dhrect

Sales companies. One very significant difference 1s that in MLM vou are
1n business for yourselt=BUT NOT BY YOURSELE

By being in business for yourself, whether or not but especially it you are
operating out of your home, you mav be entitled to some substantial TAX
BREAKS. We won't get into TAX ADVANTAGES 1n this book. Most
people can get that informarton from their accountant or from the many
books that have been written on the subject.

Being in business for vourself, vou are buving the products wholesale
from the company vou are representing. This means that vou can (and
should) use these items for your own consumption. Many people get
involved in a company at first for this reason alone, to buy wholesale. And
many of those will get “serious.”

Since you are buying your products at WHOLESALE, you can, 1if you
wish to, sell those products at RETAIL and make a PROFIT. The most
common nmusunderstanding about MLM 15 the nonon that you HAVE
T sell retail to be successtul. There 15 a lot to be said for selling retail
and 1t should not be 1gnored. Some programs even require that a retal
quota be met 1 order to qualify for a bonus. You may sell 1if yvou want to
or have to due to vour particular program’s requirements, but in regard
to making the larger sums of income-the real success 1s 1n bulding the
organization.

IMPORTANT POINT: Let your sales come as the natural result of

building the organization. More people fail than succeed by trying to do
it the other way around—they try to build the orgamzation by emphasiz-
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ing selling. As you read through the Napkin presentations that follow, you
will see this concept untold betore you.

The word “selling” triggers negative thoughts in the minds of about
95% of the people. In MLM vou don't need to “sell” the products 1n
the traditional sense of the word. However, PRODUCT DOES HAVE
TO MOVE or nobody. but nobody, gets paid. | detine selling as “calling
on strangers and trving to sell them something they may neither need
nor want." Again, PRODUCT HAS TO MOVE OR NOBODY GETS
PAID!

Another name for MLM 1z Network Markeung. When you build an or-
ganization, you are actually building a network through which you can
channel your products. Retailing 1s the foundation of Network Mar-
keting. Sales in MLM or Nerwork Markenng come from distributors
SHARING with their friends, neighbors, and relatives. They never have
to talk to strangers.

To build a LARGE SUCCESSFUL BUSINESS, you need a BALANCE.
You need to sponsor and teach MLM., and 1n the process ot doimng this you
can build a customer base by retailing to your friends, neighbors, and rela-
tIves.

Don’t try to sell the world on your program yourselt. leemember that
Nerwork Marketing or MLM 1s building an organization in which a lot
of distributors retail a little. This 1s far better than a few trying to do 1t

all.

With virtually all MLM companies, the need to spend large sums of mon-
ey on advertising 1s non-existent. Advertusing 1s done almost exclusively
by word-ot-mouth. For this reason they have more money to put into
product development. As a result, they usually have a higher quality prod-
uct than their counterpart found in retail stores. You can SHARE with a
friend a high quality product ot a type that they are already using. You're
simply replacing their old brand with something that yvou have discovered
through vour own experience to be better.

S0 you see, 1ts not going door-to-door every day calling on strangers.
All network or MLM programs that | know of teach that if vou simply
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SHARE the quality of their products or services with friends, that is all
the “selling” that 1s involved. (I prefer to call 1t “Sharing,” because that’s
what 1t 1s!)

Another thing that differentiates MLM from Dhrect Sales 1s the SPON-
SORING of other distributors. In direct sales, and even 1n some NMLM
compantes, 165 called RECRUITING. However, “sponsoring”™ and “re-
crutting  are definitely not the same thing. You SPONSOR someone

then TEACH them how to do what you are doing—building a BUSI-
NESS OF THEIR. OWN.

[ emphasize that there 15 a big difference between sponsering someone
and just “signing them up” When vou SPONSOR someone, you are
making a COMMITMENT to them. If vou are not willing to make that
commitment, then you are doing them a disservice by signing them up.

At this pomnt, all you need to be 1s WILLING to help them build a busi-

ness of their own. This book will be an 1nvaluable tool in showing you
what and how to do just that.

It 15 a RESPONSIBILITY of a sponsor to teach the people they bring
into a business all they know about that business. Things such as: how to
order products and keep records, how to get started. how to build and
train their organization, etc. This book will go a long way toward making
yvou ABLE to meet that responsibility.

SPONSORING 15 what makes a Mulu-Level Marketing business grow.

As your orgamzation grows, you are building toward becoming an INDIE-
PENDENT, SUCCESSFUL businessperson. You are your OWN BOSS!

With Dhrect Selling companies, vou work tor the company. If vou decide
to quit that company and move to another area, you end up having to
start all over again. In almost all of the MLM programs that I am aware of,
vou can move to another area of the country and sponsor people without
losing the volume generated by the group you left behind.

In Muln-Level Markeung programs vou can make a lot of monev. It takes
a little longer with some companies than it does with others, but making
a lot of money comes from building an orgamization, not by just selling
the product. To be sure, yvou can make a good hving i some programs by
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Just selling the product—but you can make a FORTUNE by building an
Organization as your primary funcrion.

People will get started in a Mula-Level business with the idea of making
$50, 3100, or even $200 per month and suddenly they will realize that if
they want to get serious about the business they could be making $1,000
or $2,000 per month—or more. Again, remember that a person doesn't
make that kind of money by just selling the products...they make that
kind of money by building an organization.

THAT Is THE PURPOSE OF THIS BOOK: to teach vou the things
vou need to know to be able to build an organizanon and to build it
FAST—to develop certain and proper atutudes about MLM. If a person
thinks Multi-Level Marketing 1s illegal, having a connotation of being like
a pyramid (and they do make that comparison), you are going to have
trouble sponsoring them.

You must teach them the facts to eliminate their attitude of nustaking a
true Multo-Level Marketing organization tor a pyranud. One example
you could show them 1s the illustration on the next page. The pyranud 1s
built from the top down and only those in at the very beginning can ever
be near the top.

In the "MLM" triangle, evervbody starts at o
the bottom and has the opportunity to build pyram |d.

a large organization.

A new person can bwld an orgamzaton
many fumes larger than his sponsor’s organi-
zation 1t he wants. W

The main objective 15 to get vour prospect
mnto a general discussion concerning MLM
and explain with your three fingers the dif-
terences between Retalling, Direct Sales,

and Mulo-Level Marketing. Then vou will MLM g E‘ﬁ": ,.'?_:P..

have a good start at sponsoring them into

vour particular MLM vehicle.
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As [ stated earhier, by the 2010, MLM will be doing in excess of $200)
BILLION annually. Thar 1s BIG BUSINESS!

Most people don't realize that MLM 1s that big! Mult-Level Market-
ing has been in our midst for over 50 years! Some companies have been
around for over 45 years and are already doing a billien dollars per year
by themselves.

[ know of one company that did over $6.5 nullion in its first vear of oper-
ation. In 1ts second year 1t made over $62 MILLION. For their third year
they projected $122 MILLION. They are on track to hit ONE BILLION
per vear by their 10th year. The principles expounded in this book will
make that goal reachable. That’s a pretty fast start in anvbody’s league!

MULTI-LEVEL MARKETING 1s one of the viable ways for an inven-
tor or manufacturer to put a new product on the market without having
a mulhion dollars and without having to rotally give up their product to
someone else.



CHAPTER 2

Napkin Presentation #1
Two Times Two s Four

THIS one you can show a person BEFORE they see the program or the
vehicle you want to share with them. It is an absolute MUST to show
them this presentation as scon after you have introduced them to your
program as you can.You want their thinking to be gomg 1n
the right direction from day one. What this will do 15 take
the proverbial “Monkey off their Back”™ in thinking they
have to go out and “sponsor the world” to make a large
amount of money in Multi-Level Marketing,

This presentation will also show them how important it is
to work with their people and help them to get started.

This presentation starts by your writing down “2 x 215 4.7
etc., and multiplying on down as shown in the figure on

the right.

E"*‘ ;*n-n‘.ﬁ- -r:lﬁ‘a}u

I tell a joke on people, that if they sponsor someone who

can't do this right here-PASS-because you are going to

> have trouble working with them.
2#’ _‘“3 Notice that we start using the word “sponsor’” now.
22 =3 To the right of the 2 x 2 column, write 3 x 3 saying,
4 9 “Ower here you sponsor three people, and you teach
2 13 (We also start to use the word “teach”) these 3 to spon-
8 7 sor three, making nine more. Then you teach your 3
LS 2 people how to teach those 9 to sponsor and now you
I":‘_H_ﬁl have 27. Going on down 1 more level, you will have
81. Notice the difference between 16 and 81. Bring 1t
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to their attention and ask them if they would agree that it’s a pretty good
difference. Then point out to them the REAL DIFFERRENCE 15 ONE!
Evervbody only sponsored ONE MORE! You will usually pick up some

reaction from this, but connnue rnight on—it gets better.

Let’s say you sponsor 4 people into the business. Moving to the right of
the 3 x 3 column, yvou again run down a coelumn of figures, writing them
down as vou speak.

7 1 “Lets see what happens if everybody sponsored only
" _ .“H‘"q TWO MORE.” As you confinue to write, say,” You

I _f ol sponsor 4 and teach them to sponsor 4. Then vou
| - e W help yvour 4 to teach the 16 they have to sponsor 4,
Y. " adding 64 to your group. Working down only one
i T 27 W more level, and before vou know it, your group has
", M 256 more.”
'b\._ }55 - And again you point out.” Now that's getung to be a
J !

| considerable difference right there, but the...”

You will usually catch some sort of reaction again as they begin to pick up

on the concept, and cutting in they will say before you do, “The REAL
DIFFERENCE 1s that everybody only sponsored TWO MORE!™

We end 1t with five. They will usually pick up on 1t by now and mentally
or verbally follow right along with you as you write in the final column
of figures. By now you can leave out “sponsoring’ and “teaching,” writing
down the figures and commenting,”5 umes 5 15 25, tumes 5 15 125, times
515 625 Now that 1s a FANTASTIC DIFFERENCE!” Again. the REAL
DIFFERLENCE 15 that everybody only had to spensor THREE more.

Maost people can relate to sponsoring 1, 2, or 3 more, but usually find 1t
difficult to relate to the figures on the bottom line. {16, 81, 256, and 625).

So picture yourself in the last column, having had the tnme to sponsor 5
sertous people mnto the program. The 5™ at the top of the column repre-
sents the ones you sponsored who want to get SERTOUS about building
a business of their own. You may have to sponsor 10, 15 or 20 people to
get these 5.



Don Failla

However, once vou totally understand all ten of the NAPKIN PREESEN-
TATTONS, yvou will find that your people will get sertous QUICKER
than people who come 1nto orgamizations that don’t know this material.
This book will teach you how to work with them so they will get serious

QUICKER.

MNotice in the figure at the right, that when vou have

sponsored five, and they have sponsored five, and so @4\‘,
forth, right on down the hine ... you add all these {cir- é—“
cled figures) up and you will have 780 serious people 1n

vour organzation. Doing this will help vou answer the * 80
question, “Dloesn’t somebody have to sell the produces” @""
You've all heard that question before if you've been at all -
active. 5o qust go through this NAPKIN PRESENTA- —'-
TION with them and explain that 2 oimes 215 4..right
on up to 750 distributors.

In ANY KIND of Multi-Level Marketing organizanon, 1f you have 730

people just USING the product themselves, you have a tremendous vol-
ume. {And we haven’t even included those which are not serious but are

Just “product buyers.”)

MNow af they all have 2, 3,4, or 5 friends.. let’s just say they all had 10 cus-
tomers from among their friends, relatives, and acquaintances, that’s 7,800
customers! Add ro that the 780 distributors in your organmizanion-do you
think 8,580 customers plus the “product buyers” will be able to provide
vou with a profitable enterprise? Thats how yvou make a lot of money 1n
any business—by having a lot of people doing a hittle bit. But remember,
yvou are only working with 5 SERLIOUS PEOPLE, not a whole army!

We run into people constantly in other MLM programs, as well as our
own, who are amazed at how FAST our own orgamizations have grown.
They have been in their programs longer than we have, but are scratching
the “think tank™ on top of their necks and asking,"What are you doing
that I'm not doing?”
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Ohar response to them 1s,"How many people in your FRONT LINE are
vou working with?” (The Front Line are those people directly sponsored
by vou. They are also called your “first level” distributors.)

[ will usually hear figures anywhere from 25 to 50 or more. | know people
in MLM wheo have over 100 in their front line, and I'll guarantee you,
that once you understand the principles outlined in this book, vou'll pass
those people up in six months, even though they have been in their or-
ganizations for 6-8 years.

As we go into Napkin presentation #2 covering the “Salesman Failure
Syndrome in Mult-Level Marketing, I will give you a simple parallel
showing why having so many front line people 1sn’t good.

Consider the ARMY, the NAVY, the AIR. FORCE, the MARINES, or
the COAST GUARD. From the lowest private up to the top brass in
the Pentagon, nobody has more than 5 or 6 people they are trying to
DIRECTLY supervise. (There may be rare exceprions.) Think abour 1t!
Here we have West Point and Annapolis with over 200 years of experi-
ence each, and they don’t think anybody should supervise more than 5
or b people. 50 you tell me why people get into a Mulu-Level Marketing
orgamzation and think they can etfectively work with 50 people in their
front line. They CAN'T DO IT! That's why a lot of them fail, and you’ll
see why as vou read on.

You shouldn’t try to work with more than 5 serious people at a nme.
However, make sure that when vou sponsor them, you start working
down-group. There 1s a point when they won't need vou and they can
break away and start another line on their own. This will also free vou up
to work with vet another serious person, keeping vour number of those
that you are working closely with at 5. Some programs may allow vou to
be effective with only 3 or 4 at a time, but none that [ know of can be
effectively built with more than 5.

These NAPKIN PRESENTATIONS tie together, so some of the ques-
tions you may have at this point will be cleared up as vou read on.
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Napkin Presentation #2
Salesmen Failure Syndrome

WHY do so many salesmen fail when working in a Multi-Level Mar-
keting business? This #2 presentation will clarify the common mistakes
made by sales-oriented professionals.

Let me explain why we would rather sponsor ten teachers than ten
salesmen.

Now DON'T GET ME WRONG. I think professional salesmen can be
a tremendous asset to your organization—if, like everyone else, they go
through the 10 Napkin presentations and thoroughly understand them.

Most people get confused by the statement abowve, but remember, they
still don’t understand that MLM 15 a METHOD of marketing. We are
NOT sponsering people into a Direct Sales orgamzation. We ARE spon-
soring them mto a Multi-Level Marketing program.

Much of the time, the problem you will have with a salesman is that
when they see the high quality of the products you represent, they just
launch out and take off, so to speak. They can put their own presenta-
tion together—they don’t need us to tell them how to sell; they're the
professional. The point 1s: we don’t want to tell them how to sell. We just
want to teach them how to TEACH and SPONSOR and build a large
successtul Multi-Level Marketing organization. And they, and anyone for
that matter, can do just that WITHOUT SELLING ANYTHING in the

normal sense and definition of the word “selling.”

If you can’t sit down with them and explain a few simple things about
Mult-Level Marketing and why 1t 1s different than Direct Selling, the
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tendency 1s for them to go off in the wrong direction. As we continue on
with the Napkin presentanions, we will give you a tew examples.

Maost people think {and especially salesmen) that if you sponsor some-
one, you have duplicated your effort. (Draw one circle under the other.)
There was one, and now there are two. It sounds logical, but thats NOT

TRUE.

The reason its not true is that if the one repre-
sented by the top circle (sponsor] goes away, the
one they sponsored will go away also: they won't
continue on. You must explain to your people
that 1t they truly want to duplicate themselves,
they have to be at least THRREE LEVELS DEEP;
only then are they DUPLICATEL.

If your sponsor dropped out betore you had an
opportunity to see that the program really waill
work, you most hikely will assume that 1t doesn’
because 1t didn’t for him. After all, he'’s your spon-
sor and certainly must know more about it than
you. Let’s say that you're here. (Draw a circle and
put “YOU i the nuddle ofit.) You sponsor Tom.
(Drraw another circle under the one with “YOU™

i i, write S TON™ in1t, and connect the circles
with a line.) Now, if yvou leave and Tom doesn’t
know what to do (because you haven't taught
him}, then thats the end of it. But it you DO
TEACH Tom how to sponsor, and he sponsors
Carol, you are ONLY BEGINNING to duplicate
vourself.

But if Tom DOESN'T learn how to teach Carol
to Sponsor, then again 1t will fizzle out and that's
the end of it. You have to teach Tom HOW TO
TEACH Carol how to sponsor. Then she can
sponsor Betty or whomever.
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MNow yvou are THREE DEEP If vou go away (to work with someone else
or to a different area of the country), this sub-group will continue on. |
emphasize:YOU HAVE TO GO THREE DEEP! You have nothing until
vou are three deep, and only then are you DUPLICATED.

It you never communicate anyvthing but this one point to the people you
sponsor, then you will have the key that will make vou more successful
than most others in Multi-Level Marketing programs.

Heres what happens to the “salesman”: he looks at the demonstrations of
the products, hears or reads of the tesumomals of the results others have
had with their use, and how they work. Armed with this information, just
et out of his way, and he will go out and “sell like crazy” Feemember,

theyre SALESMEN! They have been in the Direct Selling business, and
they don't have any problem calling on strangers.

Great! So you say to your super-salesman (let’s call him Charlie), “Charlie,
if you want to make the BIG BUCKS, you cannot do 1t by yourself. You
need to sponsor people.”

50 what does Charlie do? He goes out and sponsors, sponsors, sponsors...
He will just sponsor up astorm. A good “salesman™ in a Mulu-Level Mar-
keting program could sponsor 3 or 4 people per week.

But here 15 what happens: It gets to a point, (and 1t doesn’t take long), that
people are dropping out as fast as they are being added. If vou don’t work
with them EFFECTIVELY (and you can’t be effecuve 1f you are trying
to work with more than five at a nme), you will see them becoming dis-
couraged and giving up.

50 Charlie, being discouraged and a little bit impatient, doesn't think
anything 1s happening, and he goes off to look for something else to sell.
The person who sponsored Charlie, thinking Charlie was going to make
them rich, gets discouraged and gives up also.

Most people who have made it big in MLM don’t have a sales back-
ground. They may not be TEACHERS protessionally, but most of them
come from a background with an element of teaching in 1t. I know ot one

teacher, and school principal who after only 24 months 1in a Muln-Level
Marketing program, was earning in excess of FIFTEEN THOUSAND
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DOLLARS PER. MONTH. He did it and 1s doing it by TEACHING
OTHERS how to do 1t also.

Let’s put some numbers in Charlie’s approach so we .-'-1[?)333

can more clearly see where he went wrong. We will %%

assume that Charlie, being the super-salesman that sy gts

he 1s, went out and sponsored 130 peupl-::_ Lets also ol

say that he got each of them to sponsor five others, _.‘5 TAO
630 —%

adding 650 more for a total of 780 in his organiza-
tion. (Sound fanuliar?)

Ask your people this question when you show this to them, “Which do
vou feel vou could do more quickly, sponser five people who are serious

and TEACH THEM HOW TO TEACH, or... 2"

[naidentally, the queston will come up,What do [ teach them:?" The an-
swer 1s: you teach them what you are learning right here in this book-the
10 NAPKIN PRESENTATIONS. They need to have an understanding

of all ten, but imitially the first four will work.

Teach them that 2 x 2 = 4, and why people fail, etc. How long do you
think it would take you to sponsor 130 people? How many of the first
ones would be left when vou sponsored number 1307 You would find
that you are losing them pretry tast. Yet vou will discover the retention
ate on the 7530 1in Napkin presentation #1 to be quite high.

Onece you show this to a salesman and the salesman understands it, they
will say,"Aha! Now [ see what I've got to do...and they will go do 1t

CAUTION: You must hold them back. Because they don't understand
what we have just gone over in this chapter, most people in MLM will
literally encourage their people right out of the business! They will spon-
sor someone and their new distributor will come to them and say,"“Hey,
[ got five new people last week!"” 50 you say, “Great!” and encouragingly
slap them on the back. The following week they sign up five more people.
What has become of the five they signed up the first week? Theyre gone.

If vou understand this “Salesmen Fallure Syndrome.” vou can sull en-
courage them, but at the same time stress the point ot how IMPOR-
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TANT 1t 1s to take those first five you sponsored and HELP THEM GET
STARTED.

After | have sponsored someone, 1t's more important for me to go with
them and HELP THEM SPONSOR. someone else, than 1t 15 for me to
o out and sponsor another person for myself. [ just cannot emphasize
this point too much. This point will come up again in a couple of other
presentations.

Of the 10 Napkin presentations, the first four are really a MUST. It you
don’t have time for all of them, at least get started with #1 and #2. (Chap.
2 & 3).You can show them to someone, depending on how much you
elaborate, in as quickly as five to ten minutes, once you have practiced
them.

In one of the programs [ was 1wolved 1n, I sponsored this tellow named
Carl. Carl told me about sponsoring his daughter in Tennessee, and that
she knew everybody in town. I was talking to Carl on the phone and
related to him that I thought it was great. | quickly added, however, that
| needed to tell him something to pass on to his daughter. [ asked him it
he had a piece of paper and pencil handy {which he did) and I had him
write down 2 x 215 4, and right on through 1t. [ instructed him to im-
mediately phone his daughter and let her know the mustakes to avold to
et her started 1n the right direcnon. He did call her, and 1ts working out
very well tor both of them.



CHAPTER 4

Napkin Presentation # 3
“Four Things You Have To Do”

INTHE FIRST PRESENTATION we told you some of the things TO

DO, and 1n the second presentation we told you some things NOT TO
DO, as far as working 1n depth with your organization. In this Napkin
presentation we will show you four things you HAVE TO DO to be suc-
cessful in an MLM program. These 4 things are an absolute MUST!

Everybody in Mulu-Level Marketing who 15 making $100,000 or
$200,000 per year (and more), DID and IS DOING these four things.

To help you remember these four things, I have paralleled the points to a
story which you can relate to your people. They will not only pick up on
the parallel, but will REMEMBER the “Have to do’s” also.

The way the story goes 1s this:"Let’s imagine you want to take a trip in the
family car and leave rainy Washington (it really 1sn’t as bad as some people
like to make it out to be) and drive to sunny California. The sunshine in
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Califorma will represent reaching the top mn the program that you're in.
When vou get there you are SUCCESSFUL—you're AT THE TOP!

The FIRST thing vou have to do 1s GET IN and
GeT In Hﬂﬂ‘.’—| GET STARTED There 1sn't anybody in MLM who

has made a lot of monev unless they first got started.

The amount of money it takes to get started de-
pends on the company and the program vou choose

Ger Snarznl as your velm;le It can range i'rcnn_rmthnlg onup to
$12.50, $45, $100, $200, or even $500 or more.

The SECOND THING vou need to do as you take this
trip 1s buy GAS and OIL. As vou travel to the top (Cah-
tornia), vou will use up the fuel and ol (Products), and
it will be necessary to replace them. MLM works best
with products that are CONSUMABLE. You wall use
the products up and buy them again and again. You must

USE THE PRODUCTS of the company you represent YOURSELE

Use the
Products. ..

R eemember, we showed you in N.E #1, that with

2 780 distributors 1t doesn't matter which program
m vou are in, you will have a very sizable volume.
Marturally, vou can see the advantages of buld-

ii.and Bu ing a business with a vehicle that has consumable
LHWE Producls. products. Most Multi-Level companies are in that

category. Non-consumables are usually marketed
through retail or direct sales methods, but not always.

The other result of using the products vourself 1s vou will ger excited
about them. Rather than spend a large sum of monev on advertising,
MLM companies put their money into product development, and as a re-
sult will usually have a higher quality product than that which 1s normally
available in a retail store.

The THIRD thing vou have to do 1s ger inte HIGH GEAR. Of course
vou reahize that nobody starts out in HIGH gear. We all start our in NEU-
TRAL. (Incidentally, notice that we are not driving an “auromatic.”) We
may be in the car, still in the driveway, with the key turned on and the
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motor racing, but if we never get out ot
neutral we will never get to California—or
anywhere else for that matter.

To get vour car mnto gear, you must sponsor

someone mto the business. When you spon-
sor someone, you are in FIRST
GEAR. [ believe you should be
in first gear five times, with 5 SERIOUS people. In one of
the other presentations [ show you how to determine which
of vour people are sertous. You will want your five people
to get o gear ALSOL You TEACH them how to get
into first gear by sponsoring someone. When each ot

yvour 5 people 1s 1n first gear 5 oimes, yvou will be in

! SECOND GEAR 25 nmes.
5 Times

Teach vour five people to teach their five to ger into
first gear five umes. They are now in second gear 25 numes each, and thart
puts you in THIRD GEAR 125 omes. When you
have third level distributors 1n your organization, you

are in THIRD GEAR.

Have you notced how much smoother your car runs
in 4th gear? 50 does your orgamzation! You want to
be in HIGH GEAR {4th Gear) as soon as you can.
When your first levels are 1n 3rd gear, vou will be in
FOURTH GEAR.

Naturally, you want your people to be in HIGH or :
FOURTH GEAR as well, and when they are, you are
in OVERDRIVE. 125 Tiw

ES

Rl [2]1 4 How do you get mro OVERDRIVE? YOU
simple HELP TEACH the people you sponsored
to get their people into THIRDY GEAR., which
puts them nto 4th gear and puts you in OVER-

DRIVE.

| .
"OVERDRIVE"
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The FOURTH THING, while you are on your journey to California, 1s
to use the time you have to SHARE vour products with the people who
are going with vou. Let them try them. Let them experience the benefits
of the products. When they want to know where they can get them...
guess what you do at that point? 5o share with your friends. For a number
of people, this 1s the retailling part of the business.

At this point it 15 important to notice that as we went through Napkin
presentations #1 and #2, and now here at #3, we've told you the FOUR
THINGS YOU HAVE TO DO to be successtul. Not once did we tell
vou that you HAVE TO go out and SELL. We say yvou don't have to sell
the products in the normal sense of the word “sell”. We DO SAY vyou
need to SHARE the products with yvour triends.You can even share them
with strangers. When they see the benefits of yvour products and your

marketing plan, they will become NEW FRIENIDS.

You don't even need alarge number of customers...say 10, or even less. [fall
vou ever had was 10 customers.. .hey, thats okay. All it means 1s item number
4 (next page) 1s a very small portion. 5o what it we cover up the "4 alto-
gether—vou could sull get to California by doing the first three.

|. GET IN — GET STARTED

2., Use Twe PropucTts

3. Swirr inTo HicH GEAR

4. Sware wirh Frienps (Rerar)
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NOTICE, HOWEVER: It you didn’t do number 3 (ger mto HIGH
GEAR) and did a lot of number 4, you would never get out of the drive-
way. (That's what salesmen do.) Once you understand this and oe it in
with #1 and #2, you start developing the proper MLM arnrude.

Starting from square one with vour new per-
son, you want to get into their sub-conscious the

NUMBER “5".All vou need to do 1s find 5 serious

people who want to get serious about the business.

When vou run into people and ask them how they
are doing, you may hear the response,”Gee, | can'
find anvone who wants to sell.” There’s that word
“sell” again! QUIT LOOKING for people who want to selll START
LOOKING for people who want to earn an extra $600, 1,200, or
$1.500 per month without having to “go to work” everyday. Do vou or

they know anvbody like that? Your answer and theirs, like mine, will be,
“Yeah-everybody!” Well those are the people vou want to talk to, because
evervbody would like to have that kind of dough coming n.

Simply point out that it may take 5 to 10 hours a week of their spare time
to build a business. Bur then we hasten to say, " What's wrong with thar?”

People somenmes ger into MLM programs and think semehow its all
zoing to happen just because they signed up. Not so! Rlemember, the car
we are driving to California does NOT have an AUTOMATIC transnus-
s1011.

| know, and surely you know, people who have gone to college to get a
degree, and there 15 absolutely nothing wrong with that. Maybe vou're
one of them. You go to school evervday. You study all day and half the
mght, week atter week, torY EARS. Then, when you finally graduate—how
much money can vou make?

S0 give 5 to 10 hours of your ume each week to LEARNING the 10
Mapkin presentations and everything vou can about the MLM compa-
ny you are representing. When vou learn and understand them. you can
reach the Napkin presentations to others. The book you are now reading
15 your key to tomorrow's success.
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We don't want you to get uptight by thinking vou can't teach someone
what you are learning here. Sure, this may be the first nme vou've read or
heard these conceprts, and we really can’t expect you to know 1t all well

enough to teach it. But then you DON'T HAVE TO!

Femember, to get into a Multi-Level Marketing program, vou have to
have a SPONSOR. If vour sponsor 1s a REAL “sponsor”™, he will help
yvou with your first 5 people. Notice: It's a HELPING RELATIONSHIPE.
In the process of showing the Napkin presentations to vour friends at
meetings (One-on-one or groups), your sponsor 1s training you as well.

As a suggestion, we ask that you set some sort of goal tor yourself. When
you are about 20% up the ladder in your program, you should KNOW
and UNDERSTAND the ten NAPKIN PRESENTATIONS. By the
time you get 3/4 of the way, vou should be able to TEACH others. When
you are at or near the top, you will be able TO TEACH vour people TO
TEACH others. It’s something beneticial that vou can MASTER over a

relatively short period of time.

With this book and/or the CI) on the same subject, vou can sit down and
read and study, or hsten to the CID again and again and again. If yvou were
given an “asignment’ to do the above, and you had to go through the
material 5, 6, or even 10 nmes, and a year from now it meant you could

be making 2, 3,4, or even 6 THOUSAND DOLLARS A MONTH, 15 1t

worth spending five to ten hours a week?

MNow you have to admit, that's a pretty neat way to “go to school”, nght?
Take a look at some of those college textbooks and trving to learn what
they contain; they're not going to make that kind of money for you!

Welcome to MLM University!

FOUR THINGS YOU HAVE TO DO

1. Get in — Get Started

2. Use the Products

3. Shift into High Gear

4. Share with friends (Retail)



CHAPTER 5

Napkin Presentation #4
Digging Down To Bedrock

DISCOURAGEMENT 1is one of the problems that can beset a new
distributor you have sponsored if you fail to impress upon them the 1im-
portance of getting a HEAD START. That 1s why we stress that they DO

NOT START COUNTING their months-in-the-business until they
have had their TRAINING MONTH or their Training Period of what-
ever length of time they need.

When they first get into an MLM organization, they may have a tendency,
without a HEAD START, to look up at the leaders way out in front and

become discouraged and think they will never be able to catch up.

— >

Draw a picture of a crowd of runners. Note the arrows showing a run-
ner trying to catch up to the crowd-and the runner going even FASTER
rying to stay ahead of the others. (You may find it ssmpler to draw circles
to illustrate this point.) Remember when you were mn PE in school and
were running “Laps?” People will run faster to stay ahead of a crowd than
to catch up to it. Since there 1s no “Finish Line” in this race, you can all be
winners. | have a quote from my pastor that [ display in my office. It reads:

“THE ONLY LOSERS ARE THE QUITTERS”
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However, to run a good race, one should train for 1it. When you sponsor
someone, have them consider the first 2 to 6 weeks in the business as their

training month. The NEXT month will be their STARTING month.

Everything they read or listen to, meetings they attend, getting together
with their sponsor and other people, the products they try, and the prod-

ucts they move—all this TRAINING 15 giving them a HEAD 5TART on
their STARTING MONTH 1n the business, which 1s NEXT MONTH.

When next month comes, 1f they're not vet ready to get serious about
the program, consider that they are stull in therr TRAINING MONTH
or period. Don’t have them start countung their months untl they are
ready to get serious. That way, when they finally do get serious, they will
be “warmed up” for the race and can get off to a HEAD START and a
FASTER RACE.

One of the major benefits ot all these Napkin presentations 1s that as you
share them with your new distributors and prospects and have tramning
programs, they have a tendency to become SELF MOTIVATORS. Every
tune | show the "2 x 215 47 presentation, I get all excted again about the
possibilities in MLM.

Once you read and study and understand what [ am gomng to show you
in the tollowing pages, you will be motivated and encouraged every ume
vou see a new high rise office building under construction.

MNotice that when construction begins it seems

like 1t takes months and months, almost for-

N e ever, before you see it begin to rise out of the

.& around. But once it gets above ground-level 1t
—

seemmns to rise about one fHoor per week—it goes
up FAST!

So picture that rall office bulding as yvour own orgamization as 1t will be
SOMEDAY, and ponder what vou will have to do to get it

When vou first began to sponsor those first five serious people, vou were
digging the toundation with a SHOVEL or a SPADE.

But notice that when you dig down into the second level by teaching

vour people to sponsor, that's 25 people now, and vou have to bring in
1L TET IT T Y S ™™ TTy O
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When vou have taught your people how to teach the people in their
group to sponsor, you are well on your way to bedrock and vou are now
beginning to excavate with STEAM SHOVELS! When you have begun
to see the 125 third level people, vou have reached BEDROCEK.

MNow vou can start going up. When vou are down FOUR DEEP in your
organization, it means you are now starting to “become wvisible,” and your
building will rise up quite rapidly.

50,1f yvou have been in the business for several months and don’t see any-
thing happening, don’t get discouraged. [t5 just that the foundation is stll
under construction. It’s sort of ke the gold prospector who spent months
and months digging a mine, only to give up and quit when he was just 6
inches from the main vein.

Again, let’s go back to the sales-
man. Thats what happens to
them. They move on to some-
thing eke just as they were
about to hit bedrock and start
seeing the building rise You re-
ally can’t expect to see visible
results of real growth until you
have gone down at least 4-deep.
It doesn’t necessarily mean you
have to be 5-deep AND 4-
deep. It any one of your lines
15 four deep 1t means you are
starting to build Aoors and are visible.
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Above 15 an llustranon of what the foundatnon ot the person that spon-
sors 130 wall look like. Netice that they haven’t reached bedrock even af
they each sponsored 5 “product-users” or “wholesale-buyers” and had a
group ot 780, Without a sohid toundation siting on bedrock, the building
can't get too tall or it will crumble.

......
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Felating this back to taking a rip to Calitornia, the person that sponsored
I 300 was 1n first gear too many omes. If they all sponsored 5, he would

never get out of second gear!

LEARN these MNapkin presentanions and USE THEM! You won't get
stuck m Second-Gear. Build vour foundation deep, down to BEDROCEK,
and you'll reach HIGH GEAR!

When we get to Napkin presentation #9 (Chapter 10) on Motivation
and Atttude, and the other presentations, vou will thoroughly understand
why its important to BUILD DEEP. Before going to NP #5, [ want to
remind you that vou should show vour people the first four presentations

AS 500N AS POSSIBLE. The ones that tollow can be introduced any
time after your people have started sponsoring others mto the business.



CHAPTER 6

Napkin Presentation #5
Ships At Sea

YOU have now been in your business for about a week, two weeks, a
month, or whatever length of time 1t takes for you to decide to get seri-
ous and get GROWING. By this time you have sponsored a number of
people.

This presentation 1s one that 1s fun to do with a group of people, more so
than in a one-on-one situation.

Almost everybody has heard the phrase,"When MY ship comes in...”" I'm
reminded of the pessimist who flippantly quips,”“ With my luck, when my
ship comes in, I'll be at the bus station or the airport.”

In Mulu-Level Marketing, you really CAN have your ship come in! If
you learn and apply these Napkin presentations, you can be there when
1t comes 1n.

I sometimes ask people if they have a long-lost relative that i1s going to die
and leave them a lot of money. The fact is, most people really don’t have
much of a chance of that happening. Most people really don’t have much
of a chance for their ship to come in. However, in Multi-Level Market-

ing, they CAN!

This 1s just one of the reasons why I am EXCITED about MLM. When
you're out talking to people, you can give them HOPE-hope that they
don’t have to spend the next 30 to 40 years working for a company just
so they can draw a pension and retire. Did you ever notice how people
work 30 to 40 years so they can retire and “see the world,” but then now
they are trying to live on half their income?
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MULTI-LEVEL MARKETING really does give people the opportunity
to see their dreams come true, and they don’t have to wait or work 30 or
40 years to see them.

Mast people are fearful about trying to start and build a business of their
own. MLM gives them the opportunity, without disturbing their present
means of support, to get involved and try it out.

What [ will show you now 15 HOW vyou can have yvour SHIP COME
[N. This would represent your reaching the top ot whatever Muln-Level
Marketing orgamization you happen to be involved with.

When vour ship arrives, you are going to “cash-in" on whatever cargo 1t
15 Carrying.

What [ do when showing this analogy to someone 1s to draw three ships
at sea. Off to the side or at the bottom of vour napkin, you draw the
“shore”—that’s where you are waiting for your ship to come m.

Label the first shap “GOLLY” the second ship “SILVER.,” and the third
ship “M. T (Empry).

The ships represent the people in your organization, whether you spon-
sored them directly or not. They may be at any level on down the spon-
sorship line(s).
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Knowing that you were going to “cash-in"" on the cargo when your ship
comes in, which of the ships are vou going to work with to help them
reach the shore? The “GOLD” shup you say? Of course! So why 1s 1t that
most people seem to want to work with the empty ship? Because most
people have never been mvolved m anything like this before.

The parallel 1s this: The "GOLLDY” SHIPS are the sales types they've spon-
sored and left on their own, thinking they don't need any help or direc-
con—they are just going to run with 1t and really go. Mavbe they will-but
probably they won't—not without the success keys of building mn depth
rather than width.

The M.T. ships are the ones that have been in the program several months
and you still have to convince them every nme you see them that 1t WILL
WORK. They tend to be somewhat negative and easily discouraged.

Most people will work with the empry ship UNTIL they see this pre-
sentation. When they understand 1t, they will start working with the
“GOLDY ships.

When you sponsor someone into the business, they come 1n as a SILVERL
SHIE Its basically determuned by how YOU work with them whether
their cargo turns to GOLD or they remain EMPTY.

When we were talking about your 5 SERIOUS PEOPLE 1n the first
presentation, we were talking about FIVE GOLD SHIPS. Simply put, the
more silver ships you have that turn to gold, the fewer you have to spon-
SOT to get vour five serious people.

Here 1s how you can identify a GOLD SHIP or SERTIOUS PERSON:

1) They are EAGER. to LEARN. They call vou all the ume with
many questions they want answered.

2) They ASK FOR. HELP They have someone they want you to see
with them to sponsor or train.

3) They are EXCITED ABOUT THE BUSINESS. They under
stand enough about the program to know it will work, and 1t excites
them!
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4) They make COMMITMENTS. They are buving and USING
THE PRODUCTS, and they are spending their spare time learning
all they can about the products and the business opportunity.

5) They have GOALS. Goals help to drive a person to get what they
really want. [ts not absolutely necessary to have them written down
(but it doesn’t hurt), just so long as vou have some definite things in
mind that are a burning desire for vou to achieve,

B) They have a LIST OF NAMES. Thar list WILL be WRITTEN
DOWMN. The reason for having it written down 1s simple: you can
add to 1t at any oime and you won't forget the name later. You may
be driving in an area that yvou haven’t been n for awhile. Just being
there will usually jog yvour memory of someone who lives or used
to live 1n that neighbor- hood. Since you ALWAYS (right?) have
your list of names with vou, you can immediately add their name to
vour list. A few days later when vou are thinking about calling some
one, you can scan down your list, and low and behold, there is that
name! If yvou hadn’t written it down when vou thought of 1t, vou
may have never thought of them again.

7) They are FUNTO BEWITH.Thev look forward to vour coming
tfor a visit, business or pleasure.

8) They are POSITIVE. We all like to be around positive thinking

people—its contagious!
The list could go on and on about the 1dennfication of a-gold ship.

Basically, the only difference between a SILVER. ship and a GOLD) one 1s
the silver hasn't been in the business long enough to understand it to the
point of really getting serious about 1t.

[ want vou to be aware ot THREE IMPOR-
TANT WORDS, If vou just understand these
three words, you would understand what makes
all MLM programs work. Those words are:
#1-EXPOSE

#2-INVOLVE

#3-UPGRADE
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The first thing vou have to do 1s to EXPOSE the person to the business
yvou are in. Once yvou have exposed 1t to them, get them INVOLVEDL
Omnece they are inwolved they will be thinking about how far they can go

in the program and will be UPGRADED constantly.

EXPOSE them to Multi-Level Marketing by explaining the various
methods (Retail, Dhrect Sales, MLM) of moving products and show them
the “Two Times Two 1s Four”™ Napkin Presentation # 1 (Chapter II).

Get them INVOLVED. Take them on a trip to Califorma wvia Napkin
Presentanon #3 (Chapter IV).

UPGRADING will be a natural for them once they understand and uu-
lize all ten of the Napkin Presentations and set their sights on the top.

It 15 very important when you phone or visit your people that they realize
you are calling because you WANT TO HELP them, and not because you
are PUSHING them.

Reterring back to the M.T. (empty) ship type of person: When vou call
them because vyou want to help them, you get the feeling thatr they
weren't exactly thrilled about vou calling. This 15 a very good indication
that they teel you are being “pushy” and bugging them. When vou call
“empty shaps,” they think vou are pressuring them.

Omn the other hand, when vou call a gold ship, they just figure that vou are
calling because you want to help, and vou will pick that up in the tone of
their conversation.

“Empty ships” don't have goals, they don't have a list of names, they are
detimtely not serious, and on top ot all that they're usually a httle bir
negative. They are the ones you must keep proving things to all the nme.

R.ealize that when the empty ship sinks, it will either go down alone, or
in the event that you work with empty ships rather than gold, 1t will drag
vou down with 1t. That 1s why [ trv to train my people to stay away from
the empty ships and work with the gold ships, or with the silvers to help
them to become gold ships. Spend most of your time working with the
zold ships to help them develop their own orgamzations down-group.
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All of a sudden, the M. Ts who haven't sunk (1.e. dropped from the pro-
gram), and the silvers who haven’t converted to gold vet, will see you
moving ahead without them, and they just nughe call vou instead. It a
persen’s attitude about the business 15 on the way down, tryving to stop 1t
enroute 1s next to impossible. You almost have to let 1t hut bottom. Then,
when they are ready and THEY CALL YOUI and want to get together
and get going and get growing, vou can bring them up very quickly. But
if vou run the risk of trying to bring them up while they're on the way
down (L.e.~working with a sinking ship, an empty one at that), they very
likely could drag vou down with them.

This 15 somewhat of an enjoyable way of communicating with your dis-
tributors. When you get together, you can ask them how they are doing
with their ships; how many Golds?=how many Silversi—etc.

An IMPORTANT POINT HERE: NEVER EVER call up a new dis-
tributor and ask him HOW MUCH he SOLD) last week! It you do, you
have totally invalidated evervthing you've told him, because yvou told him

right up front that he didn’t have to go out and SELL. They are just going
to SHARE with their friends, SPONSOR, and BUILD an orgamization.

If vou ask them what they've sold, their first reaction will be to think that
you are only mterested in knowing how much money you are going to
make off of them—and they are probably thinking correctly.

The money will come automatically 1f you seek first to HELP YOUR
PEOPLE to SUCCEED. Zig Ziglar puts 1t this way: “You can have any-
thing in the world that you want, simply by HELPING enough OTHER
PEOPLE to get what they want.”

When you want to talk to someone in your orgamzation that you spon-
sored directly, whenever possible, call someone down-line from them and
chat with them a little to see if there 1s anvone you can help them to meet
with or talk to. Afterward. you can call the 1st level person vou originally
wanted to talk to, and the first thing you let them know is that you were
just talking with one of their distributors who 1s excited, and that vou are
going to get together with them.
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Display to your people that when yvou call, you are calling to HELP them,
not to “check-up” on them.

“Checking-up” on their people 1s the Direct Sales company'’s Sales Man-
agers job, not yours. We are not in Direct Sales—we are in Multi-Level
Marketing. By now you should be aware of the difference.

To wrap up this presentation, [ point out that you, the reader, are NOT
an “empty " ship. If you are, you probably wouldnt be reading this book.
If vou feel you were an M. T. ship before you began to read this book, by
the time vou get this far you are probably a “gold.” or at least a “silver,”
well on vour way to becoming a GOLD SHIE. Keep 1t up!



CHAPTER 7

Napkin Presentation #6
Third Party Invitation

PROSPECTING 1s the subject of this presentation, which 1s actually tied
in with the “Ships at Sea™ presentation. More simply, we call prospecting
the THIRD PARTY INVITATION. Its important that all your people
know what a THIRD PARTY INVITATION i1s and how to do it.

Explanation: If | know Carol, | DONT go up and ask Carol 1f she’s inter-
ested In earning some extra income. The reason [ don’t do that i1s because
even if Carol wanted (or even needed) to earn some extra money, she
would probably want me to think that she’s doing okay financially and
she would say,"“No, I'm really not interested.”

What I can DO, 15 go up to Carol and say something like, “Carol, I got
started 1n a new exciting business, and you mught be able to help me.
Would you happen to KNOW ANYONE who would be interested in
earning some extra income?” (or, “Interested 1n getting into a second
business:?™)

Notice the “Third Party"-ANYONE. I'm asking her if she KINOWS
ANYONE.

Do a little experimenting on this. The next ten people you run into, {gas
station attendant, grocer, barber, cleaners, etc.), ask them if they KNOW
ANYBODY who'd like to earn some extra income; just to get their reac-
tion. Their response will tell you something.

Most of the time their response will probably be, *“What 1s 1t The rea-

son they say, “What 1s 1t?” 1s because the person THEY KNOW who
would like to earn some extra income 1s THEMSELVES—they just want
to know a little more about 1t so they can make a decision.
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When they say “What 1s 1t?”, don’t give them the big curiosity shot. Some
people are offended by getting dragged off to somebody’s home for an
hour-and-a-half presentation and they have no 1dea why they are going
there. (Some companies train their people to not say anything.) Your re-
ply when they ask vou whart 1t 1s will be,"Do you know anything about
Muln-Level Marketing?” They will either say “Yes™ or “No.” If they say
“Yes”, ask them what they know about it. Get into a GENERAL DIS-
CUSSION with them about MLM. (Refer to Chapter [-"Introduction
to MLM™) Point out some of the features and benefits of being imnvelved
in Muln-Level Marketing in general.

From there, invite them to sit down with you (if they're snll interested) to
take a look at the PARTICULAR PROGRAM that you're in. Explain
to them that 1t would take only an hour or so to tell them the WHOLE
STORY. Don't try to “shotgun™ the program to them on a street comer
or while they are supposed to be working. Without the WHOLE 5TO-
RY you'd just be confusing them. Just enough confusing intormation for
them to say “INo”, and not enough information for them to say * Yes.”

If yvou follow the tramning of your people the way its laid out for you,
vou won't have to prospect. In the process of helping the people that you
brought into the business, you will run into other people that you will be
able to talk to. When you run into these people, you want to talk to them
about Multi-Level Marketing so you can introduce them to your pro-
gram. NMost people have some fears about doing that. Where those fears

come from 1s the 1dea that the person will say “INo™ to them. It’s called the
“FEAR OF REJECTION"

A good example would be at a high school dance. A guv 15 ar the first
dance he’s ever been to. He walks clear across the room and asks a girl
to dance, and she says “MNo.” 5o he tarns around, REJECTELD), and walks
back, never again to ask a girl to dance. He will absolutely swear that ev-
erybody 1n the whole anditorium SAW him get rejected. Nobody likes
to be rejected.

Another type will ask a girl to dance, and if she says “No™ he will ask the
next girl and the next ... and that fellow will be dancing all mght.
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To OVERCOME the tear of rejecnon, I want you to be able to trick
yvour mind so you will be able to talk to more people. To do that, picture
vourself standing on a dock. Rlemember, if vou are waiting tor YOUR
ship to come 1n, you'll have had to already have sent your shipis) out.

411
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You have to LAUNCH some ships. If you launched only one ship and 1t
returned empty, what good did 1t do to have your ship “come-in" at all?
The more ships vou launch, the better chance vou will have of some ot
them comung in carrying GOLDL The shaps carrying GOLD) are the ones
vou should work with.

Most people have never launched a ship, so there’s nothing already in your
sub-conscious that can hurt you. Notice the launching ramp. When vou
ask someone 1t they KNOW ANYBODY who would like to earn some
extra income, vou have just launched a ship. It they sav.“No, I don’t know
anybody.” vou can say, " Fine. If you happen to run mto anybody, would you
have them call me?” (Give them your card.) S0 you weren't rejected.

There are only two pessible results in launching a ship. It will either

FLOAT, or 1t will SINK.

‘Glus’ -~
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[f 1t SINKS, s0 what! You're standing on the dock!
If it FLOATS, Great! Send it out and help 1t to turn into a gold-carrying

vessel.

After presenting the Napkin Presentations #5 and #6, people will tell you
they plan on being a “gold.” The reason they tell yvou that 15 because you
have just told them that you only work with the GOLD SHIPS, and they
WANTYOUTOWORK WITH THEM. Take advantage of their invita-
tion—you will benefit also!



CHAPTER 8

Napkin Presentation # 7
Where To Spend Your Time

BELOW IS A GRAPH which lays out pictorially where you should be
spending your time. Basically, 100% of your time at the beginning should
be spent sponsoring people.

“But,” you ask, “should I not be spending my time training, as the first
few weeks are supposed to be my TRAINING MONTH?"You are cor-
rect. But remember, your sponsor helping you to sponsor, IS part of your
training. Even though your sponsor does the “work,”YOU sull get credit

for being the sponsor.

——

—{ Time Spent SFﬂHSﬂRIHGJ

e e e e gl—

In MLM programs you can sponsor someone else into the business just as
soon as you have been sponsored.

When you first get into MLM, your business 1s YOUL If you want your
business to be successful, you now know that you must find 5 SERIOUS
PEOPLE to sponsor.You may have to sponsor more than 5 to find 5 that
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As nme goes on, the amount of time vou spend on sponsoring people,
drops oft. Why? Because all of a sudden you find one serious person...
then two serious people. ..then three.. four..and when you have five se-
rious people, vou can quit spending vour nme looking for people to
sponsor. Spend your time TEACHING those 5 “Gold Ships™ to sponsor.
Teach them also to teach their people to spensor. When they have gone
3 or 4 deep in building their own groups and don’t need vou any more,
then you can go looking tor another serious person to sponsor to replace
them.

When you have five serious people, vou should be spending 95 % of your
tune working with them, 2 1/2% of your tume servicing the customers
yvou have from your friends, and 2 1/2% of vour time “planting seeds.”
This way, when one or more of your 5 serious people are “harvested,” and
don’t need to be “watered and culovated” any more, you can work with
the “seeds” you planted and help them to “sprout.”

You should be aware that 10094 of the time, you are moving the product.
[t’s a natural result of working with your people. That’s the “selling™ part

of the business, which I like to call the “SHARING" part.



CHAPTER 9

Napkin Presentation #8
The Sizzle Sells The Steak

ANOTHER TITLE that I sometimes use for this presentation 1s " The
Blazes.” I assume you have been camping. You will notice that if you
separate the logs of a campfire, the fire will go out. It you put them back

together again, the fire will blaze up. So if you have ONE LOG vyou have
NOTHING.

If you have TWO LOGS, you'll have a FLAME.
When you put THREE LOGS together, you will have m

a FIRE. " el
Nothing
By the time you put together FOUR LOGS, you'll

have a BLAZE!! N
People are the same way. The next tme you're meeting 1y Bl

someone with your sponsor, in a restaurant for exam-
ple. and arriving first (being there by yourself), notice
how much ENERGY there 15 (or ISN'T) around the
table.

Notice that when your sponsor arrives and there are

two of you, how there s MUCH MORE ENERGY!

The two of you are there to meet with someone, and
when they arrive, there 1s EVEN MORE ENERGY. |

When the fourth person arrives, you've really got it
going! We like to call these “blazes” or “SIZZLE SES- N
SIONS" Your MLM program is the “steak,” and ev- |" AZS .
erybody knows—The SIZZLE sells the Steak!
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So you want to get together with your sponsor and share the Napkin
Presentations with one or two of your down-line people. Get them “Siz-
zling” and excited about what can happen.

A good place to do this 1s in a restaurant. Pick a ime when the restaurant
15 the least busy, around 10 a.m. or 2 p.m. You may want to set up a sched-
ule so your people will know where vou'll be at various times during the
week. [ts as if everybody's out gathering wood for the fire or BLAZE.

[f vou were to bring someone to a “Sizzle Session” who 1s a hittle bit skep-
tical (a“wetlog”) and introduce them to the BLAZE, they would dry out

and become part of the fire.

So what happens 1f vou are all by yourself and you, be-
ing new in the business, talk to someone who is skep-
tical? That’s like tryving to put a wet log on nothing.

Let’s say you are a twig, just getung started in the busi-
ness. Your sponser, whos been around a httle longer,

15a LOG A LOG and a TWIG can create a FLAME.

Just having someone with you can make a difference.

[t gives your sponsor someone to bounce conversation off. [ could want
Joe to get a message, and if I'm talking to him directly, he might not re-
ally “hear”™ what I'm saying. But 1f I'm talking to Carol. knowing that Joe
15 listening. . .ats amazing how people get more out of conversations they
“listen-1n"" to than if someone was talking to them directly.

Another thing about these BLAZES n a restaurant: they get very ener-
getic! There are people (called " eavesdroppers™) who could be “hstening-

in” on some of the conversation. You can spot them, leaning back, trying
to hear more.. .etc. BE AWARE, some of these people will be VERY 1n-
terested. When vou're all done with yvour Sizzle Session and start to break
up, STICK AROUNID a few more minutes. Give them an opportunity
to approach you. They won't come over to the table when there are four
people there, but they may come over 1f you are by yourself.

[ always start the “blazing™ sessions by having the people, as they arrive,
tell something positive that has happened with the products or their orga-
mization. While we're there we talk only about the business. We don't try



Don Failla

to solve the Middle-East crisis or any of the worlds other problems. WE
are there to share ideas abour how to build our business and how to talk
to people about our business.

We always break up our sessions with a parting word that goes something
like, “Just think! This 15 as hard as we will ever work!” This gets a little
contagious, especially 1if you have people join your group who sull have
their regular 9-to-5 job and have to leave because their “lunch hour™ 1s
gone. You might say to them as they leave to go back to work,"5ee you
later Nick, but remember..” He may interrupt with. " Yeah, I know.That’s
as hard as you'll ever work.” Nick will be mouvated to hurry up and get
to that same position.



CHAPTER 10

Napkin Presentation #9
Motivation And Attitude

ONE OF THE MOST IMPORTANT of the Napkin presentations 1s
this one on MOTIVATION. This will give you an excellent understand-
ing of what motivates people. You will learn how to work with your
people to motivate them.

Start out by writing the word “MOTIVA- Mo Jr / V:A rf UN

TION™ at the top of your napkin or board. :
Next draw two arrows-one pointing down, :
and the other pointing up. Point out that powN ' up

there are two kinds of motivation: DOWN I:Hof &“. :“ﬂmsfdnf"
MOTIVATION and UP MOTIVATION. I
Label the arrows. DOWN MOTIVATION i1s what we call “hot bath” but
UP MOTIVATION i1s “constant”. Let me explain. Most of you probably
have been to rah-rah motivational rallies and found yourself gung-ho to

get with 1t and get going (again) with the program you are in.You usually
find that you've cooled off again in a couple of weeks or months. When
you take a hot bath, it seems the hotter the bath, the quicker you seem
to cool off.

I have seen people go to motivational rallies that last up to three days—then
rwo weeks after they get home, they are totally depressed. Why? For three
days they get hyped up, really motivated-but nobody told them WHAT
to do and/or HOW to do it! That’s why they get down.

Even reading this book 1s “hot bath.” (I'll get to UP motivation n a httle
bit.) Going to seminars, getting together with your sponsor, reading a
book, moving some product, obtaining more knowledge—these are all
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A I.T ; ?.U.D E forms of “hot bath” or down-motvation. That’s not
- to say they are bad, for they are necessary.

. | Before I talk about UP MOTIVATION, T want to

talk about attiitude. Imagine that you are going to
talk to someone about your business. That person
ad doesn’t know anything about it, so they have an at-
utude level of zero. Lets say for you to be effective
1007 in talking to them about the business, you need an
attitude level of 50 degrees. It vour attitude level 1s
« 1l eFecrve short of 50 degrees, don't talk to anvbody, because

50
LEw o
.s they will just drag you down.

Suppose the person you want to sponsor has come

to your presentation. They have signed the apph-
cation. They want to get started—and boy are they

excited about the business! They're all the way up to 65 degrees—thev're
going to get RICH! Betore they have had a chance to learn anything,
they go out and start talking to people. Since they really don’t know
how to handle themselves when confronted by negative skeptics, they get
negatve themselves, even from well-meaning relatives and friends who
may have been disillusioned by getting “signed up” by someone who just
wanted to “get rich” off them, rather than by someone who was willing
or able to help them build a business, a real “sponsor”, with a commit-
ment to helping others ahead of helping himself or herself.

What will happen 15 they will drop below the 50 degree level. You get
back together with them again, answer their objections and questions
they may have, and they’ll go back up, maybe to 70 degrees. And this nme
they will stay up a hittle bit longer before they go below 50 degrees again
in their attitude level.

THE QUESTION: How would vou like to have an atnmude level about
50 degrees ALLTHE TIME? In other words, you aren’t up and down like
a YO-YO, but you want to be CONSTANT. The only way [ know of
that you can do that s with UP MOTIVATION-because UP MOTIVA-
TION 1s CONSTANT.
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Here 15 UP MOTIVATION: You have a sponsor.
Your sponsor (SE) will help to sponsor people
FORYOU. We start with 5. Notice that when you
sponsor 5 people, vou have only 25 degrees. Again,
a mustake to avoid: sponsoring more than you can
effectively work with, adding 5 degrees at a tume

and losing them just as fast.

Your sponsor helped vou sponsor these 5 peo-
ple, and you in turn will help those 5 people
sponsor others for their 5 degrees. Their 5
degrees 15 10 degrees tor vou. All the second

level people are worth 10 degrees each for
yvou. NOTICE: 1t you only helped one ot the 5
people to sponsor 5 others, that would put you
above 50 degrees.

Motice what happens when you teach sponsoring down
another level. The third level 15 20 degrees. The fourth
15 4 degrees. The deeper you go the hotter it gets!

The only way vou can appreciate this phenomenon
15 when 1ts first happening—and that’s why yvou want
it to happen to your people as soon as it can possibly

happen for them. Once they experience it they will be
EXCITED!

Here 15 an example: Carol sponsors Tom, and Tom
sponsors Bill. Carol gets a phone call and finds out that
Bill went out last week and sponsored 5 serious people—he’s really go-
- ing to run with it! What happens 1s, that EXCITES
{’;:} £ everybody right UP the sponsorship line. Note the

arrow going UP Thats why we call ie “UP MOTI-

@ b VATION.”
v S You need to help the people vou sponsored to
%} SUPPORT their people. Let me show you an ex-

o ) rl‘ﬂo ception to that. When you sponsor someone into
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the business, they are a Silver Ship. Everyone comes
in as a Slver. They're excited, but they haven’t gotten
serious yet.

Everybody has at least one friend. Get together with
vour people. Help them to sponsor some of their
friends who come 1n as Silver Ships. SUPPORT vour
people as they help their friends to sponsor more
friends on down-line 3 or more deep. All of a sudden,
down line there somewhere, you will find someone
who turns out to be a GOLD SHIP. Here 1s what vou
do: Go down and work with that first real GOLL you
have 1n that line. What will happen 1s, that in the process of helping the
Gold, the Silvers will be converted to Gold.

That 15 how vou convert the Silvers; get someone under them. If that
person under them really goes (1s a Gold) the Silver that had sponsored
them will say,"Hey! I'd better get my act together .. "There 1sn’t anvthing
that will monvate people more, than to have somecne under them DO-
[ING SOMETHING. It has been said, “You can motivate people faster
and more effecavely by putting a candle under their sitting place than by
putting a blow-torch to their thinking place”

To wrap this up: the one thing you don’t want to do 15 have the people
vou have sponsored develop a dependency on you. The people you spon-
sor cannot be dependent on you forever: otherwise, 1t’s not going to work.
There has got to be a point where they don’t need you. We say this point
15 when your people can teach their people to teach all ten of the Napkin
Presentations—then they know evervthing they need to know to buld
a strong orgamzation. Then you can go find another serious person to
replace them.

Lets suppose for this example that you sponsored Sue. You would say,
“Sue, lets say you are like the sun. The sun has more energy than anything
we know of ™ (It 1s kind of an indirect compliment.) You continue by say-
ing, “The person you (Sue) sponsor 1s like a pan of water.” (NOTE:You
sponsored Sue, but don't assume the role of the sun and call her a pan of
water—it’s not that Hattering,)
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Iy 7 S0, 1 your group there 15 a “sun.” At what point
” would the water boil? It vou took a pan of water
and set 1t out 1n the middle of the hottest desert

-
on the hottest day of the vear, it stll would not

o
/ /5 | .
5 boil. It will take 212 degrees for the water to be-
'# oin to boil. It won't boil at 210 degrees or 211
degrees, 1t has to be at least 212 degrees to boil.
by Sur

So notice: it vour attitude 15 at 212 degrees, and
— @ only needs to be at 50 degrees to be effective,
vou could talk to anvbody at anvtime about what
yvou're doing. So thats the direction your attitude 1s heading. We just told
you that the sun can’t make the water boil. Your sponsor can’t make the

water boil either. None of the “hot bath™ motivation can.

[ don't care 1if all the top people in all of the

Mulu-Level companies came to town for a ral-
Iy and you went to all of them—your water will
never boil. They can get vour attitude above the
500 degree effective level, but it’s up to you to get E| ﬁ

the water boiling. And remember, your sponsor
will help you.

In other words, you know some people your

sponsor doesn’t know. Your sponsor will go with
yvou and help you sponsor someone. Once you have sponsored someone,
yvou have started the burner under the pan. With five people sponsored,
vou now have the pan sitting on 5 jets of the burner, the maximum num-
ber the pan can effectively cover. Notice the water 1sn't boiling vet; 1t’s
only 25 degrees if yvour five people have not sponsored anyone yet. But, it
any three run off a string three deep, or any two a string tour deep, or any
one a string five deep, the water begins to boil.

Any combination that adds up to 212 under the pan will get the water
to boil. At the ome the water 15 boiling, the sun (sponsor) can go away
and the water will continue to boil. Once vou've shown a person this and
you call them on the phone, they realize that yvou are calling because you
want to help them.You are not calling to give them a blow-torch to the
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head. but rather you are calling to see 1f yvou can light another burner or
turn the temperature up on those already ht. You want to help them get
their water to boil. The farther yvou go down the group, the hotter the
burner gets.

In all the programs, once you have a per-
son with their water boiling, 1t may look
similar to the example on the lefr. Nouce
that you have others sponsored as well. The
first one to boil 15 not necessarily the first
one vou sponsored. It 1s the first one that
got serious and got the depth in their or-

L]
4\ y ; / » \ ganization to get, and keep, 1t going.
.,.e';lr NS \ Fd J?ﬁ‘ﬂ When the water boils there, you can con-

tinue working with 5 serious people. No-

tice that the pan can sit on only 5 burners at a nme. (This kind of goes
along with the first presentation i Chapter 1.} If vou have 15 people
sponsored into the business, you can really work effectively with only 5
at a time. You may have to sponsor 10 to 20 people to get those 5 serious
people. What happens to the others? We put them on the back burner so
to speak.

So, when vou have the water boiling on one or more of the 5. before
you go out to search for someone brand new to sponsor, take a trp
around to the back burner and let them know what’s going on. You may
tind that because of nming and circumstances, at the tume you sponsored
them, they weren't ready vet to get serious about the business, but they
are ready now. Mavybe they were just waiting to see how the program was
going to work for you. So take a trip around to the back burner.
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CHAPTER 11

Napkin Presentation #10
Pentagon Of Growth

15T Month

“Training "

grow, if you adopt the principles which we have

outlined in this book.

FIVE has been the “magic” number throughout

this book, so 1ts only appropriate that this final
presentation 1s a 5-sided fun trip of a mathemat-

cal exercise, which also tends toward being a
SELF-MOTIVATOR. every time you show it to

SOIMeone.

This “Pentagon of Growth” lays out an 1impor-
tant view of how FAST your erganization can

‘2 Months'

Start by drawing a pentagon and writing“YOU™
in the middle of it. We'll allow for a Tramning
Month and use increments of two months as we
develop our organization. (You can use what-
ever time frame you wish, however.)

You come mto the business and in two months

@,f’

you have sponsored five people who really want to get a handle on life.

(Write 2M-5 by one side of the pentagon

"4 Months”

2
s

as shown in the figure for “2 Months.”)

In 2 more months (1.e. at the end of four
months), the five from the second month

having been taught to do what you're do-
ing, give you 25 second-level distributors.

At the same time you have developed 5
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more serious first level people. Your penta-
gon 15 now looking like the one above. *é6 Months

After 6 months yvou may have 125 third-
level people under your “ornginal™ five, 25 e
second-levels under your second group of @

tive serious people, plus you have developed

a third set of five.

“8 Months”

s
@}3?

A

by

]
i

At the end of 8 months:
vour pentagon of growth may appear like the exam-

ple to the left.

Mow at this point, hand the napkin {or board) over
to your student, give them the pen, and have them

complete the diagram on mﬂhr 10 months. Just put a line for 10 months

(10M ) of the original group, as the figure 1s

- . . . . iy Mambhsg "
too large to effectively identify with, as 1t’s over e
3,000, (3,125 to be exact.) The example to the PO
S o R
right 15 what they should now have. 'F-:ﬂ <3
. L B
Go around the pentagon one more time and ex- - mff_"';i' /
tend it to a year. £

To really put emphasis on how building in depth can make your organi-
zation grow rapidly, cross out all of the groups-except the one under vour
original five serious people. Point out to the person you are showing this

"I Year”

(472,000 per yurr)

to, that 1f all they built was this one group (and
they didn’t do any of the ones crossed out), they
would be making 86,000 per MONTH or more-
depending on the “vehicle” they were using. The
main purpose of this exercise i1s to simply show
the importance of working DOWN-GROUP
with the people that you sponsor—-and TEACH-
INGTHEM TO DOTHE SAME.

Now Go Do It!



CHAPTER 12
Going Back To School

YOUR ATTITUDE can make a big difference when you are trying to
sponsor a new distributor. Most distributors seem to have the attitude,
“Wheo can I get into my business?”’ | think the proper attitude 15 “To
whom will I next offer the opportunity to retire?”’ If you believe a person
could retire in one to three years and you understood how to present this
possibility in a presentation that takes only two minutes, why would you
want to give this opportunity to a stranger?

To be able to retire in one to three years at better than $50,000 per year
a person must be willing to go back to school. They can learn everything
they would need to know by investigating five to ten hours per week for
six months. “Retiring” simply means: “...not going to work unless you
want to.” If someone tells you they wall give it thirty days to see how 1t
goes, don't waste your time. You can’t dig your foundation in thirty days.
It takes at least six months.

The school I am referring to is a school of INVOLVEMENT. From the
time you leave your home for your weekly training session, attend the
meeting, have coffee and drive home, you have already spent three to five
hours. The rest of the time is spent listening to positive motivation tapes,
tapes about your program, meeting with your sponsor, attending sizzle
sessions, talking to prospects, etc. This can all be done along with anything
else you have already been doing outside of MLM.

While doing seminars across the world, I have asked this question,“Does
anyone know of a four-year college course where you could graduate,
then hope to retire in one to three years at better than $50,000 per year?”
I have never had anyone tell me of one. No one anywhere can come up
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with a college course where that 1s even a remote possibility. Thar 1s what
15 exciting about MLM.You can actually learn in six months everything
vou need to know to retire in one to three years.

Do you remember when vou were in college and vou went to the book-
store and bought your books for the quarter? Big, heavy, thick text books.
You could hardly wait to get back to your room so you could start study-
ing them. Do you remember how you could hardly wait unul the end of
the quarter to be tested on the material? While vou were going to school,
did anyone pay vou for going? Since you went to college tor four yvears
without getting paid and since you had no hope of retiring in one to
three vears, then why do you get so concerned about how little vou have
made 1n your first tew months in MLM? Reemember, you are 1n school.

MLM school.

Some people in MLM get discouraged after only a few weeks. | don't
think they have a right to be discouraged unless they have had at least
six months of MLM school. Try letting a medical student operate on vou
after they have been in school for a few weeks. You would probably be
very disappointed with the outcome.

Ask a doctor, a lawver, a dentist, or any other professional person how
long they have been practicing their profession. Their answer will be fig-
ured from the time they graduated, not from their first day as a college
freshman. When vou ask someone in MLM how long they have been in
the business, they will tell vou from the day they first signed their Dis-
tributor Agreement or Application.You should actally keep track of the
time you are in the MLM business beginning from the time when vou
knew what you were doing,.

The only time you will be disappointed 1s when vou expect something
and you don't get it or it doesn’t happen. Too many distributors come into
MLM expecting to start making big money right away. First and foremost
vou need to go to school. That will take at least six months. Consider
those going to college. After six months into their freshman vear they sull
have three and a half vears to go before they are even ready to look for
a job.
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To be really successtul in MLM vou must teach someone else to be suc-
cessful. Your distributors need to quit being so concerned about what
kind of money they are making and increase their concern for teaching
and working with their downline. The quicker they do this, the quicker
they will find real success in MLM. But this takes time. Before vou can
teach others, you first must learn what to do yourself.

It vou have distributors in your organmization who have trouble talking
to their friends, 1t’s probably because they really don't believe they could
retire in one to three years, or they dont understand how they could
actually make 1t happen. The following is a simple presentation vou can
use to show how someone could build a large income in six months to
three vears. [t only takes a few minutes to learn and about two minutes
to make a presentation. It is a variaton taken from Napkin Presentation
#1 i Chapter IL

Let’s assume that you have a new distributor to whom you say,""With all
of the people vou know or could meet with my help, do vou think you
could sponsor five persons by the end of vour first month? People who
would like to learn how to retire 1n one to three vears?”

Most people will say, “Everyone I know would like to be able to do
that.”

Don't make the mustake of going with your distributor to see five people
at one tune. Go with your distributor five times to see each person indi-
vidually. It yvou see all five, at once, one negative person could spoil it tor
the other four. Besides, if you go with your distributor five nmes vour
distributor will get to see the presentation five times rather than only
once. Now with this training they will be ready to go with each of their
distributors five times. Your distributor will become an expert practicing
on their distributor’s prospects, just as you have become an expert practic-
g on their prospects.

If you can sponsor five SERITOUS distributors by the end of yvour first
thirty days vou should be able to help them sponsor tive by the end of
three months. When vour distributors are helping their five, vou are now
supporting down group and teaching vour people to do the same. You
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should be at the third level by the end of six months. 5o what it it took a
vear? When making this presentation, the lines (-5-) on either side of the
5.25,and 125 represent your wholesale buvers or the people who signed
up to get you off their back. Your presentation should look like this:

End of 1¥Me. —5—

End of 3Me. —25—
End of 6™ Mo.—~125—

s ¥ e « TP« s |

At this point vou would have a total of 155 SERTOUS distributors.

If you are building vour business right, in the process of sharing your op-
portunity, vou will have some who will not rake advantage of it. Many of
these will become either a wholesale buyer or a retail customer.

Let us say that each of your distributors down line has at least ten friend-
customers. When vou multiply ten friend-customers by 155 serious dis-
tributors, vou would have 1,550 friend-customers. Since vour distributors
are also customers, vou need to add 155 to 1,550 giving vou a total cus-
tomer count of 1,705, Also consider, there are three reasons why a dis-
tributor-customer will purchase more products than a friend-customer:
1) The distributor-customer 1s more famuliar with the entire line of prod-
ucts; 2) The distributor-customer can buy the products wholesale and 1s
more likely to be generous with their use personally: 3) The distributor-
customer buys products to give away as samples. You should encourage all
of your distributors to use samples as well as using samples vourself.
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The line under the *155” represents your wholesale buvyers which we are
not counting. This would only mean a plus.Your presentation at this point
would lock something hike this:

— You— /55 Serious Distrib.
End of 1€Ms, —85— _% /0 Friend Custimers

'-‘ e e Is‘s’a " i

End of 3 ﬂHﬂ = 4155 Distib.
End of 6% Ma — /25~ Whelesale Buyers
1705 Tefal CusTomers

MNow mulaply the 1,705 times $30 to get total group sales per month.
Most of you are in programs where your personal sales are much more
than $30 per month. I use this figure to be a little conservative. You don’t
want to completely blow your prospect’s mind. That 1s why at level 3 you
ask. “What 1t 1t took a year instead of six months? Would it be worth 1c2”

When you multply $30 times 1,705 total customers, you come up with
$51.150 total velume. Point out that you are only working with just FIVE
SERIOUS distributors.

With a volume of over $50,000 per month 1n sales, not counting your
wholesale buyers, you should be making somewhere between $2,000 and
$6.000 per month.

The reason for the spread berween $2,000 and $6,000 per month is ev-
ervone may not have their ten friend-customers; some may have more.

At this point, you should be into vour presentation 10 to 15 minutes. This
15 when you ask the question that lets you know 1f your prospect 1s will-
ing to take the time to learn how to drive. If they say “no.” go right to the
products and get another retail customer. If they say “yes” go to the next
presentation, the difference between 5 and 6. When vou complete this
presentation they will be more than ready to check out vour vehicle.
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Here is the $64 question. If you could be making $2,000 to $6,000
per month in six months on top of what you are currently earning,
could you see yourself going back to school for five to ten hours per
week for six months to learn how to do 1t?

This presentation is simple. and it explains the mechanics of how an or-
ganization can grow. [t 1s a combinanon of building the orgamzation
and everyone retailing a minimum amount. Anyone can build ten friend-
customers. [t doesn't take a salesperson to do this. When completed, vou
entire presentation should look like this:

- YM{._ 155" Serious Distrib.
End of JEM#. e iy x 10 Friend Customers
rl ok AP W "
e % J;Md' A7 185 Disrb.
End of i’-ﬁn <128 gl Bt
or reéar
{ /705 Total Cusfomers
x %30
5] 150 Totel Volume
e
T Ly

The meaning of a SERTOUS distributor in this presentation 1s a distribu-
tor who has made the following commitment: They will get involved for
a minimum of five to ten hours per week for at least six months. This 1s
the only way they can learn the business.



CHAPTER 13
Playing With Numbers

To Make A Point

SO WHAT do you do when one of your front liners (personally spon-
sored distributors) reaches the point where they don't need you anymore?
(R.efer to Napkin Presentation #9, Chapter X.) You are now free to spon-
sor someone else and work a new line. The definition of a “line” 1s when
your distributor’s organization is at least three levels deep.

Instead of wondering who you are going to bring into your business,
you now get to make a choice. Out of all the people you have met while
working down group with your first five SERIOUS distributors, you
now get to select one who will have an opportunity for early retirement.

It 15 exciting to realize that you can select someone who will get this oppor-
tunity. You carry a lot of power when you totally understand and believe.

Now you have six serious distributors in your front line. Point out the
difference between five and six which 15 of course, one. Continue down-
group. Six times six equals 36. Five times five equals 25. The difference
between 36 and 25 15 11. Do it one more time. Five times 25 15 125, Si1x
times 36 is 216 and the difference between 216 and 125 is 91.Your pre-
sentation at this point should now look something like this:

Tou _D"J“rl"'; Fence rou

5 / .
25 f 34
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All programs that have breakaways will pay well bevend five levels and
most unilevel programs will pay down seven levels. Continue down-line
with the multiples of five to the seventh level. Your presentation should
now look like this:

Difference @
5 /

25 Il 5

IRS 7/ A
bds
3125
15625
78 125

This presentation 1s easy to learn. Notce that when you get to 125 in the
level column the last 3 digits alternate between 125 and 625, This would
continue no matter how many levels vou go down. So all you have to
remember 1z 3, 15, 78,

At this point in the presentation you suggest to yvour distributor that he
or she complete the calculations on their own. In other words, multiply
216 times 6 (which 1s 1,296) and subtract 625 from it. Thar 15 a difference
of 671. Continue this process down to the seventh level. The impact will
be much greater if you have them do it themselves.

Ask this question: “What do you think the answer will be at the seventh
level?” Let them guess. Most of them will not even come close. The dif-
ference at the seventh level is over 200,000! 201,811 to be precise. Your
presentation should now look like the diagram on page 79.

Obviously, 201,511 15 quite a difference. You should mention to vour dis-
tributor that once someone understands this they can see the importance
of working down-group. Why be concerned with having so many in vour
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75125 201 811

front line? You couldn’t work with them anyway. Besides, sponsoring too
many in your front line gets yvou involved in a game we call “adding and
subtracting.” [ would much rather play the game of multplicanon called
Mulri-Level Marketing or MLM for short.

All vou have to do to play this game 1s teach vour people three deep.
When you teach three deep you will actually end up five deep. For ex-
ample: My name 1s Don and [ sponsor Steve. | say to Steve," When getting
a new person started, the most important thing you can teach them 1s to
make sure when they sponsor someone to get them three deep as soon
as possible.”

Before they even know about it, this will automarically bring Mapkin
Presentanion #Y on moetvation into play.

Steve 15 a good student. When he sponsors Pam, he helps her and supports
her down-line making sure she works three deep. This 1s a variation from
Napkin Presentation #2 and should look like the diagram on page 30.

Now count the depth. You have five levels below you. You taught Steve
to make sure his people are three deep. Steve will now teach his people
what you taught him and you will go even deeper. Can you see now why
teachers do so well in MLM?

79
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Most “salesmen,” when they get started building an organization, think it
15 4 sponsor, sponsor and sponsor business. Actually, what 1t1s, 15 a sponsor
and teach, sponsor and teach. sponsor and teach business. You will never
make 1t in MLM until you teach someone else how to make 1t.

If vou conunue your presentation showing the difference between five
and six to the fourth level, you would have 1,296 minus 625 for a dif-
ference of 671. The total of the differences through the first four levels
would be 774. Your total distributors on the left side would be 780 and
the total on the right side would be 1,554.Your presentanon would now
look like this:

You ..D-.;rcr:n:g {h"}_"nu_;j

5 / &

L5 it 36

/125 9/ 216

ds” 671 1256

ToTals 780 774 iS5y

You are now on your own. Muluply 780 or 1,554 times 10 friend-cus-
tomers. Add the friend-customers to the distributor-customers. Now
multiply this total by $30 per month and then multply the result nmes

20



Don Failla

rwelve months. Remember, | am not even considering the wholesale
buyers. Now can you see how one could retire in one to three years? You
can't do 1t sponsoring wide without going deep.

This presentanion 15 a continuation of Napkin presentation #1.

780 Friend 1,554
10 Customers ¢ 10

7800 pjstributor 15,540
# 780  Customers #1,554
8 580 17,094
x$30 x $30

$257,600/mo $512,820/mo
¥ 1 zm Months Y 12 -

$3,088,800/y. $6,153,840/yr.

81



CHAPTER 14

Business Training Sessions Vs.
Weekly Opportunity Meetings

MOST PEOPLE in MLM get their start by attending a weekly oppor-
tunity meeting. Since this is how they came into the business, they think
that weekly opportunity meetings and getting people to them is what the
business 1s all about. After they have invited so many to the meeting, they
quit inviting. This is because they figure they have more than enough
coming. What happens? On the night of the meeting no one shows up.
This can be very discouraging.

A typical opportunity meeting will look something like this: A room is set
up with chairs in theatre style, either in a home or a hotel room. A black-
board or whiteboard 1s sitting on an easel up front. A person in a three-
piece suit is giving a presentation about the company, the products, and
of course, the marketing plan. This, in most cases, lasts for approximately
one and one-half hours.

Ont of 22 people who show up for the opportunity meeting there will
be 19 distributors and three new guests. Most of those invited as guests
didn’t even show up.The person putting on the meeting is talking to the
guests. He or she 1s talking to only three of the 22 people there! For the
distributor who has already been to the meeting several times and seen
the same presentation over and over, this becomes very boring. One tends
to get what [ call “meeting burn-out.”

During the presentation you keep an eye on the guests and you notice
positive nods when the speaker is talking about the company, the prod-
ucts, and marketing plan. With all this posinve body language, why do
your guests sometimes turn down the opportunity when asked if they see
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themselves getting started? It doesn't make any sense that they could like
everything they have seen and heard and sull say,"No.”

The reason for the “INo" 1s simple. They look at the person putting on the
presentation as being “successtful.” They think thar for themselves to be
successful they will have to put on meetings. Maybe not right away, but
some-time they will have to put on meetings—a thing most people fear
even more than the fear of dying. They fear getting up 1n front of a group
of people and speaking. Now you can understand why they rn down
the opportunity you have offered. (By the way, that’s an important point:
They have said “No™ to the opportunity, not to you personally. Don't let
these “No’s"” discourage you.)

[ prove this point while I'm doing seminars. [ say. “Since ['m linuted
tor ime, [ only have time to call on one person. Would the people who
would like to come up and talk about anything they choose for the next
three minutes, please raise your hand.” Very few, less than 5%, raise their
hand. You should see the look of reliet on the faces of those who did
when [ tell them I was only kadding,.

[ know hundreds of people who can carry on a conversation with a friend
over a cup of coffee. These same people freak out at even the thought of
getting up in front of a group. Even the size of the group doesn’t make
any difference. Some company presidents even break out in a cold sweat
when merely getting up in front of their board of directors or making a
presentation to the stockholders.

How would you like to avoild this fear when building vour orgamiza-
tion? How would vou like to have exciting weekly opportunity meet-
mngs? You can. Once vou understand HOW, your orgamzation will grow
many times faster.

[ meet with my prospects one-on-one or at a “Sizzle Session.” (See Chap-
ter [X, Napkin Presentation #8). | prefer to meet in a restaurant at an offt
time for the restaurant. [ invite my guest to bring a tape recorder. They
could use the tape to review the presentation later or as a tool to help
them sponsor their friends.
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I abways prefer that they have read this book, prior to my meeting with
them. This can save you a considerable amount of ume. If they already
know “how to drive” before yvou meet with them, 1t’s easier to help them
select a “vehicle” (Reefer to Napkin Presentation #3 in chapter V)

After some 1dle conversation about the benefits of MLM, tell them you
would like to give them a twenty-minute presentation about your com-
pany, products and markeung plan. Since you announced that it only
takes about twenty minutes, 1t points out that anyone could learn to give
a twenty-minute presentation. Besides, until they learn it, all they have to
do 1s play the tape for their friends.

If 1t takes you an hour and one-half to present your company, products,
and marketing plan, vou may become too selective about who you are
making appointments with. How many one and one-halt hour appoint-
ments are you up to doing? When vou get your presentation down to
twenty minutes you can be productive during a cotfee break or make a
couple of presentations during your lunch break.

I would break the twenty-minute presentation down as tollows: 3 min-
utes to talk about the company and seven minutes to talk about the prod-
ucts and give them some samples. Allow about ten munutes to explain
the marketing plan. Break your tortal marketing plan into several parts.
In most cases you will not need to explain the latter parts to get vour
person started. Flemember, they have made a commitment to go back
to school for five to ten hours a week to learn the business. During vour
first meeting don’t try to show them everything they will learn 1n the
next six months.

The two most important words in MLM are SPONSOR. and TEACH.
The least important word 15 “sell.” “Sell” should always be replaced with
the word “share.” The next three words of importance are EXPOSE, IN-
VOLVE, and UPGRADE. First vou EXPOSE a person to your business.

Then vou get them INVOLVED for five to ten hours per week over the
next six months. Their knowledge and motivation as to where they want
to go in the business will UPGRADE as they go along. They may come
in thinking about making an addinional $300 to $500 per month, but after
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being involved for six months their thinking will probably be upgraded to
making several thousand dollars on a monthly basis.

If your prospect forgets his tape recorder, bring yvours and let them keep
the tape when you are finished. When you start your twenty-minute pre-
sentation, ask them to write down any questions they may have and ex-
plain that vou will answer them when vou are finushed. Point out thar if
vou had to answer questions during the presentation, you wouldn’t be
able to keep it to twenty minutes.

The tool (the tape) you are giving vour new distributor gives you a valid
reason for keeping vour presentation orderly, without interruption every
two minutes. The tape presentation will also be orderly. If vou were to
answer one question during your presentation, 1t would be like trving to
let only one of several cats out of a bag. Once you start jumping around
vou will lose the continuity of your presentation.

If yvour prospect shows any hesitanon as to whether they could do the
business, simply say to them, Before vou make vour final decision, why
don’t you come to our weekly training session and see how we train our

peoples™

The purpose of the weekly training session 1s to teach your distributors
how to sit down with a friend over a cup of coffee and give a twenty-
minute presentation about your company, products, and marketing plan.
The entire training session should not last more than one hour.

Unlike an opportunity meeting, in a weekly training session you are di-
recting your conversation toward your distributors rather than toward the
guests. Have you ever noticed how much more believable a conversation
15 when you are listening in on 1t rather than having it directed to vou?
While you are teaching your distributors how to present your company,
products, and marketing plan, your guests are getting trained also.

The net result of this style of teaching is that vou now have 19 distributors
who are better prepared to share the opportunity and three guests who
et involved because they can visnalize themselves doing the business. One
person can be the tramner for the entre city, so you never project the idea
that a person would have to get up in front of a group to be successful.
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It 1s very important to get your distributors together at least once a week.
Reemember Napkin Presentation #8 on Sizzle Sessions? You need to keep
your “logs” together to promote the proper energy so your distributors
will be more effective when talking to their friends.

It is not necessary to spend a lot of money for meeting facilities. There are
many restaurants that have a back or side room you could use at no extra
charge. Simply talk to the manager and explain to him you have a group
of people you would like to get together with on a weekly basis.You start
yvour meetings by 8:00 p.m. and yvou will be gone by 9:30.You will mnvite
your people to come early (6:30 to 7:00) to have dinner before the meet-
ing. He won't need to put on extra help since the orders can go in as they
each arrive. Also, it the waitress gets busy, you are not concerned about
speedy service. The restaurant manager and/or owner will be happy with
this arrangement, and so will the waitress. Finally, be sure to encourage
your people to tup well.

This arrangement should not cost yvou anything above your meals and
tps. The distributors who do not wish to ear should come about 7:45.

We have found with this type of social setting 1t 1s very comfortable tor
vour distributors to have a guest. You may even want to ofter to buy vour
guest’s dinner or coffee. { This makes your meals or coffees a deductible
business expense.) Once they have signed up. they are on their own.

It 15 okay to mwite your guest to your training meeting even 1f they have
not yet seen your twenty-muinute presentation. They will see 1t as the
mstructor 1s teaching the distributors how to present 1t. When making
yvour invitations, emphasize that they are coming to a training session and
not to an opportunity meeting. They will see the opportunity during the
training.



CHAPTER 15

Important Phrases
And Handling Objections

A5 T POINTED OUT in Napkin Presentation #4, your business should
look like a large building under construction. You can’t see the building
until it begins to rise, and it can’t begin to rise until you have laid a solid
foundation. In MLM you can’t see your income (anything substantial)
until you have laid your foundation there as well.

To a non-sales type, | say something like “] can see you have doubts about
getting involved. I want you to understand that if you say ‘ves’ [ will be
training you. Also understand that if | didn’t think you could do it, we
would be talking about something else.”

The question you should ask yourself about the above, 1s, “Why would I
want to talk someone into getting involved in my business if I didn’t
think they could do it?” You may want to also mention, “Once you
have been in the business thirty days and know just a fraction about the
business that I do, you will understand why I am so excited about your
opportunity.

“Do I have to sell?” No.The products will move in the process of build-
ing your business, sharing them with your friends. Have you ever seen a
presentation of crystal, siding, cookware, fire alarms or vacuum cleaners?
This 1s what most people think selling 1s. The definition of selling comes
from 95% non-sales types and what they think selling 1s all about. They
define selling as calling on strangers, trying to talk them into buying
something they probably neither need nor want. You never have to do
that in MLM. First, you are dealing with people you know: Second, you
should be handling products they need and want.
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“Is it a pyramid?” No. The major difference between MLM and pyra-
mids 1s that pyranuds are illegal. MLM has been around for over 50 years
and 1f MLM were illegal, it would have been shut down long ago. When
vou get this objection, in most cases, | believe it is due to a fear of failure.
The person you are dealing with is afraid to try your program and by ask-
ing 1f 1t 15 a pyramid, he thinks he will get you off his back because most
distributors don’t know how to respond.

“I can’t afford to go into business.” A person can get started 1n most
MLM companies for under $100. Unless they want to spend the rest of
their life working for someone else, they can’t atford not to go into busi-
ness. My definition of “having it made” 1s having more money than you
can spend and the time to spend 1t. In my opinion it 1s a fact that vou will
never “have it made” working for somebody else.

“My wife/husband won’t be interested.” Don't let that hold you back.
In most cases it 1s only one partner that imtally gets a business started.
Oince 1t becomes successful, the other spouse will come on board. When
this happens your business can really take off. In MLM when a couple
builds their business together its not 1 + 1= 2,1ts 1 + 1= more.You get
a synergistic effect that 1s really powerful.

“Is there an advantage to being directly sponsored by a company?”
Mo. As a matter of fact, | would consider this to be a disadvantage. The
more distributors you have between vou and the company, the better. Ev-
eryone in your up-line should be helping and supporting vour activities.
When vou are sponsored by the company, you are on your own.

“How far down-group should I work?"” The turther the better. Many
distributors will not work bevond their pay-level. I think this 15 a nus-
take. Remember Napkin Presentation #97 When you work beyond your
direct pay levels, you are putting heat under the distributors that you are
getting paid on.

“How do I select an MLM company?™ By the ume you read this vou
will probably already be with a company. The truth is, most people don't
pick their first company. Somebody they know who 1s already with a
company, picked them.
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“*Can [ work with more than one program?” To answer this properly,
[ need to divide companies into two categories. Major-effort programs,
with break-aways and some minimum requirements, and the mail-order
and uni-level types. Most people cannot handle more than one major-ef-
fort program. You could have several of the latter on vour hst as long as
you understand thar the activity with these programs should support yvour
major effort program. There’s an old saying that 1t you have lots of irons in
the fire and one of them 1s hot, vou don’t need the rest. Most distributors
who are 1n one major-effort program will gravitate toward spending their
ume with the one that works best for them.

“I just don’t have the time.” There are four elements to recruiting and
sponsoring: 1) contacts, 2) time, 3) energy, and 4) knowledge. [f ] am deal-
ing with a very busy person, I simply sav, “I'm not asking for your time,
Just your contacts. Bring up the idea of MLM to vour friends and have
them contact me. In other words, we will use your contacts, my time, my
energy, and my knowledge. You might spend two minutes, but I'll spend
rwo hours.”

“What is the difference between recruiting and sponsoring?” He-
cruiting 1s when you bring someone into your orgamzation who 1s already
experienced in Multi-Level Marketing (MLM). Sponsoring has the con-
notation of bringing someone new into MLM to whom you are making
a commitment to train regarding how the industry operates.You can build
quickly by recruiting. However, you can build solid by sponsoring.

CONTEST IDEA: Your people enter the contest by sponsoring some-
one who has never been in MLM. The new person signs a statement that
this is their first company.You may enter as many times as you wish. As the
new person reaches various achievement levels, the trainer would receive
awards and prizes.

“*My sponsor doesn’t help me. What should I do?” Go up-line unul
vou find someone who will. Eventually your sponsor, if inactive, will drop
out, and you will move up-line under the one that 1s helping vou.

“How important are potlucks?™ Anynme vou do something positive to
bring your distributors together, you are creating energy.

"JI
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“There is a town about two hours drive from my home. I know five
people there. Should I attempt to sponsor all five myself or should
I sponsor one and put the rest under the one?” You should never
put anyone under anyone else unless you have brought the two parties
together and there will be a mutual benefit and support. I would sponsor
the best one first. Then, have some Sizzle Sessions so you can introduce
the other four to the first one. If they get along, great. If they don’t, you
will end up doing the work anyway, so you may just as well sponsor them
vourself.

“My company says | can’t join another company™ It 15 interesting to
note that some companies have this attitude. They are happy to recruit
distributors away from other companies, but it's a gross no-no if someone
does 1t to them. These are the same companies that say, “Come with us
and earn your freedom.” As scon as vou do, they are the ones who want
to own you.

“I am happy with my company, so why should I join another one?™
We believe in supporaung our industry, MLM. When we want something
tor our family, we would prefer to join a company and buy the product
wholesale; than buying from a retal or direct sales outlet. You can be
signed up with a lot of companies to buy products wholesale, however,
tew distributors will be successtul it they try to build an organization with
more than one.

“I am burned out on MLM. My company just declared Chapter 11.”
This would be like gomng to town, eating out, getung a bad meal, then
deciding that every restaurant in town 1s bad. Remember, you cannot fail
in MLM.You can only quit. If your company goes belly-up, find another
one. Never quit. On your tombstone visualize these two possible epitaphs:
(Put your name in the blanks) A.) “Here Lies a person
who tried once in hfe and quit,” or B.) “Here lies a
persen who never made 1t, but never quit trying.”

“When should I quit my regular job?” Many distributors get the urge
to go full-time too soon. This 1s a major mistake. It puts too much pressure
on them to make money NOW It 1s difficult to work on your foundation
when the rentis due this week.You shouldn’ quit vour job unul you have
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built up a reserve and you are making at least twice as much from vour
MLM efforts as you are from vour regular job. Remember, your bonuses
only come once a month (with mest programs). Most people are used to
eetting paid weekly. Some spell it “weakly”

“How would you graphically show the difference selling a lot and
sponsoring a wide base *A’ vs. working with a few serious distribu-
tors (five at a time) down group ‘B".”
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A distributor who sells a lot and sponsors a wide base would be on line
“A" A distnbutor working the business with a few serious distributors
would be on line “B”. Ask yvour new distributor which line they would
like to be on. When they say “B"”, you should ask them, “Do you under-
stand that to be on line B you won't be making a lot of money for vour
first few months? Again, vou are trying to progam their muind for six
months.
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CHAPTER 16
Why Should 90% Of The Population
Be In Network Marketing

Ninty percent of the population should be in Network marketing. When
you understand the next presentation, you will see why.

In most Countries, the name of the game is to work untl you retire and
accumulate enough funds so you can live comfortably until you die. Liv-
ing on social security would not be considered living comfortably. When
you are living in the home of your choice (with no mortgage payment),
driving the car of your choice (with no car payment); when your credit
cards are all paid up and you have no phone bill-in other words, you have
no bills - when you are in this situation and have $10,000 coming to you
each and every month whether you get out of bed or not, you would
have the lifestyle better than most millionaires.

For most people to have $10,000 coming in every month, it would take
$2,400,000 1n the bank at 5% interest. Reefer to the Chart #1 (page 99)
and you will see how much money it takes at various interest rates to
produce various monthly incomes. Pick the income you would like to
have, then see how much you would have to accumulate to be able to get
it. Remember, before you can accumulate you have to make the money,
pay your taxes, mortgage, car payment and all of your bills. How much do
you really have left to accumulate?

So we now know it takes:
$2.,400,000 to give you $10,000 per month.
Cut this in half~$1,200,000 to give you $5,000 per month.

How many people do you know who could accumulate $1,200,000 to
$2,400,000 by the time they retire?
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A person in network marketing can in 2 to 5 years build a part-ume
mcome of $5.000 to $10,000 per month. This money will spend the
same as the money they would ger from 5% nterest on 1,200,000 to
$2,400,000.

The above example 1s where you could be in 2 to 5 years with vour re-
sidual income. Lets take a look at the first few months to one year: [t takes
$48,000 1n the bank to produce a $200 monthly income. Assuming you
are earning 5%. That 1s a STRRETCH, because money earning in a typical
bank i1s much less than that! How many people do you know that could
save $48,000 in 3 months? Almost anyone, using our system, could build
an organization that would pay them $200 per month.
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MNote the following:

How many people do you know that could save $3.,000 to $6.000 per
month? Most people would say no one. How many people do you know
that could sponsor one friend a month? Remember this only takes 45
seconds of talking, then loan them the book to read the first four napkin
presentations. Then get them together with vour sponsor. This can be
done with a 3-way call. Isnt it interesung that anyone using this system
can sponsor one friend a month and teach them to do the same.
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Note: if you only sponsored one a month and taught vour people to do
the same, your organzation would look like this:
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Whar 1f you only did this once a year and taught your people to do the
same? You would be financially independent by the end of 12 years. How
many people would love to be retired in 12 years? One a month would
et you there in 1 vear!

Network Marketing 1s not a numbers game like sales. A salesperson goes
to work for a sales manager. Network marketing is the opposite. When
VOU sponsor someone, vou get to go to work for them.You get to choose
wheo you go to work ftor!

What you really need to do to be successful in network marketing can be
said in two sentences:

1. Make a friend (if you don’t have any).
2. Meet their friends.

U.-'
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CHART #1- “Are You Secure In Your Retirement?”

Do you know how much money yvou need in the bank to receive the
amount of interest you would like to have at retirement? To “own your
own life” means you are able to do the things that vou would like to do
and not worry about the cost! The following chart shows the percent-
age of interest being paid by the financial institutions and the amount of
money you need to invest to generate the monthly amount that meets
vour needs. Find the amount you would like to have, and then the current
interest rate being paid by today s financial institutions, and see how much
you need to save for refirement.

%200 Per Month 5600 Per Manth 45800 Par Month £1,000 Per Month
Interest Amount Interest Amount Interest Amount Interest Amaunt
Rate in Bank Rate in Bank Rate in Bank Rate in Bank
P 5120000 2% 5362000 2% S480,000 2% S600,000
3 30,000 3 240,000 3 320,000 3 400,000
4 60,000 4 180,000 4 240,000 4 300,000
5 48,000 5 144,000 5 192,000 5 240,000
fi 40,000 [ 120,000 & 160,000 6 200,000
7 34,286 T 102857 7 137,143 7 171,429
g 30,000 8 90,000 8 120,000 B 150,000
B 26,667 g 80,001 9 106,667 9 133334
10 24,000 10 72,000 0 96,000 10 120,000
$2,000 Par Manth 54,000 Per Month 55,000 Per Month 410,000 Per Manth
Interest Amiaunt Interest Amaount Interest Amaunt Interest Amount
Rate in Bank Rate in Bank Rate im Bank Rate in Bank
2% 51,200,000 2% 52,400,000 20 53,000,000 i 6,000,000 |
3 A0000 3 1,600,000 3 2,000,000 3 4,000,000
4 a00,000 4 1,200,000 4 1,500,000 4 3,000,000
5 480,000 § GE0,000 5 1,200,000 5 2,400,000
3] 400,000 6 BO0,000 [ 1,000,000 G 2,000, 000
7 342857 7 6E5,714 7 Ba7,143 ! 1,714,285 |
] 300,000 i G00,000 B 750,000 a 1,500,000
9 206,567 g 533,334 g 666,568 9 1,333,335
10 240,000 10 480,000 10 G00,000 10 1,200,000
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We have a system whereby you can go back to school a few hours per
week to learn how to do it, get involved, and secure your financial secu-
rity at whatever level you wish to work for. We know 1f you'll learn our
systemn you could be financially independent in 1-3 vears at better than
$50,000.00 per vear. How many college graduates go into debt for their
education to get a good job, yet are not able to be financially indepen-
dent in 1-3 years after graduation at $50,000.000 per year? [ personally
don’t know any job, except a home-based business, that can give you this
opportunity. If yvou would like to take advantage of OWNING YOUR
CNYIN LIFE, contact the person who gave you this book.

H 8]



APPENDIX 1
How To Use The Own Your Life Pin
And Other 45 Second Tools

Nancy and I wear the Own Your Life pin everywhere we go. When peo-
ple ask us about the pin we tell them that “Owning Your Life” is having
the time and money to do what you want to do,, when you want to do
it. This also allows us to start a conversation and ask the person a ques-
tion—"Do you know anyone that likes to travel and go on holiday?” Now
I am right into the steps of the system. The pin gives us an opportunity
to get started talking to our prospect about lifestyle first. If we wore a pin
that has our company name on 1t and they ask what 1t 1s then we end up
starting with step three first: talking about our company and products. As
soon as you mention a product to them they think you are trying to sell
them something,

You should get everyone in your organization wearing the pin. This will
benefit your whole orgamization. Let me give you an example. Nancy
and [ go on a lot of cruises. If we are by ourselves on a cruise and there
are 3,000 other passengers we might get a few people during the course
of the week that will ask us about the pin. But when we are having an
“unconvention” cruise and we have thirty or forty people with us and
they are all wearing the pin then everyone gets 50 to 60 people asking
about it. With 40 people wearing the pin and moving around the other
3,000 passengers see the pin everywhere. Their curiosity about the pin
goes up so high that they want to know what it means.

What I just described about wearing the pin on a cruise will also work
in your own area. If you are the only one wearing it you will get people
from time to time asking you about it. If you get everyone in your group
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wearing 1t all the time, this will increase the curiosity in your community
and your whole organization will benefit.

People ask us what the pin is made of and we say sohd gold. Then we tell
them that we are just kidding burt the pin 15 worth more then solid gold.
If one person asks you about it and you get into the right conversation
with them and they come into your business then that can be worth way
more than solid gold.

People all over the world wear the pin. It is very popular 1n Japan and
Germany even though the pin is in English. When someone in Japan
1s wearing a pin in English i1t just raises the curtosity. In Denmark they
wear the pin upside down. Nancy said to them, " Why are you wearing
the pin upside down?" The answer was that when people see it they
want to straighten 1t and then they ask abour it. It s a perfect segue way
into the System.

When Nancy 1s shopping or in the grocery store and she notices some-
one looking at the pin but they are too shy to ask abour it, she simply says
to them, "I bet vou want to know what that means.” She can then hand
them her card with The 45 Second Presentation on it It 1s a great way
to make new contacts and friends. Remember the first thing vou have
to do with someone you meet 1s to make a connection with them. You
need to make a friend. The pin 1s a great door opener.

With the rnight rools this business can be a lot of fun and can grow very tast.

Refer to Chapter VII (page 43) tor review of getting into a general dis-
cussion about MLM and setting up a time to get together to explain the
whole story about the program you're involved n.

DON'T try to explain the entire marketing plan on a street corner or
when vour prospect 1s supposed to be working,

Distributors ask, “ At whart point do I show the new person the Napkin
Presentations?” The answer 1s simple,”1 don’t”" I give them a book and a
CI) and 1 set a ume 1n the near future when 1 can get back with them
and discuss the material. Once they have listened to the CI? and read the
book, there 1sn't that much to discuss. Now 1ts time to sponsor them and
zet to work helping them to sponsor someone else.
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By giving yvour prospect The 45 Second Presentation book and CL, that gers
them through the material twice. The second nme through they will get
more out of it. If vou just give them the book, 1t’s unlikely that they will
read it twice, or in the case of giving them the CID) only. that they would
listen to 1t twice. Also consider the fact that yvou don't know whether the
person gets more form listening or reading. If they do both, 15 almeost
cuaranteed they will take in enough information to convince them that
Mulri-Level markenng 1s something that even they can do successtully.

[ suggest that you purchase ten sets of The 45 Second Presentation book
and the CDs to supply your down-line. The sooner you put these tools to
work for vou, the sooner you put these tools to work for you, the sooner
vour organization will grow. Again, TEACH vour people the steps to suc-
cess. These books and CDs will teach them the fundamentals. Then, you
can follow up by sharing yvour personal success experiences.

You can have the most fantastic “vehicle” in the industry, but unul vour
distributors or representatives know how to “drive.” They are simply not
going to get anywhere.

When you teach distributors or representatives the presentations in this
book, you are teaching them truly how to “drive.” Bringing a new per-

son on your “vehicle” without teaching them to “drive™ 1s a waste of
time—vyours and theirs!

The 45 Second Presentation that Will Change Your Life should be used as a
give-away for your new distributors. When they are ready to learn more,
they can purchase the 45 Second Toolbox that contains all of the Failla
training tools.

-Don Failla
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APPENDIX 2
How To Build A Successful MLM
Business . . . The Fun, Fast Way!

Here Are 5 Easy Steps

1. Talk to a friend about owning their own life. Give them the Own
your Life Prospecting Letter and 15-nmunute “Own your Life” CD.
This step takes only 5 minutes.

2. Help them to understand MLM. Loan your friend Don Failla’s
45 Second Presentation CD and The 45 Secound Presentation That
Will Change Your Life. This step takes 1 minute.

3. Look for commitment. Ask your friend, “Would you be willing to
zo back to school for 5 to 10 hours a week for 6 months to learn
how to own your own life?” (30 seconds!)

It they answer Yes- Go to step 4

It they answer NO- Share your products or service and get a friend-
customer, and a referral. This step takes 2 minutes.

4. Share your vehicle (company, products, marketing plan).
Initial presentation on vehicle should take only 15 minutes
maximum. Sign up new distributor.

5. Have your new distributor repeat the above steps with
their friends.
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How To Work Smart

There are 3 elements to building a successful organization:

1. The Vehicle (company, products, marketing plan)

2. The Gas (motivational books, CDs, speakers, sponsor, contests,
rallies, erc.)

3. How to Drive (understanding MLM)
* Let the MLM Training Tools do the work for you, and save

you time,
* If vour prospect starts asking a lot of questions, tell them that’s

what the 5 to 10 hours per week are all about. Your prospect
does not need to know everything to get started.

Don And Nancy Failla’s Philosophy

Take 15 munutes to find out it a person would be willing to take the nme
to learn how to drive the vehicle before you waste 1 to 4 hours relling
them about it.

1':|E|



APPENDIX 3
The Gallery of Gems: Key Ideas And Fun

Phrases By Don & Nancy Failla

The following are some of our favorite phrases (a few are just fun, most
have a nugget of wisdom), as well as some of the core ideas we've incor-
porated into our successful business. And here’s a suggestion. Gather some
friends around 1n a Sizzle Session, and read and discuss these statements. It
can stimulate a lot of fun thoughts and ideas of your own.

Don’s Favorites

* If you want your dreams to come true, then wake up.
* Make a friend, meet their friends.
* Teach your people how to do this, and then do that.

* Anyone who thinks Networking has anything to do with sales will
never make it big in this business, with very few exceptions.

* The computer is a great asset to building your business so at least learn
to do emails.

* Non-sales types think selling 1s talking someone into something they
do not need or want.

* This 1s a sponsor and teach business, not a recruit and sell business.
» Network Marketing is building a family of consumers.

* You don’t recruit people to sell for you, sponsor people so you can go
to work for them.

* You are not duplicating unless the person you sponsor is 3 levels deep.

* The secret to The System is not to talk; let the tools do the talking.
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* The more you talk, the more your prospect thinks they don’t have time,
then they think they cannot do what you're doing,.

* Salesmen can be huge in this business, provided they are willing to learn
this business.

* The number-one excuse people have for not doing the business is time.
+ Anyone can meet a stranger it someone will introduce the stranger to them.
* Watch out for eavesdroppers.

* [t yvou can't talk to yvour friends about your Networking
business, then you either don't believe 1t or don’t understand it

* When one understands this business, we then say they know how to
drive.

* If vou want to see a pyramid, go to Egypt.

* To duplicate down more than two levels you need a simple System.
*You can teach your friend The System in less than ten minutes.

* Eliminate the word sell from yvour vocabulary.

* Five percent of any population are the good sales types: 95 percent are the
non-sales types. Learn to build with the non-sales types theres no
competition and there are more of them o talk to.

* Teach your prospects how to drive before you show them yvour vehicle.

= Would you let your best friend go for a drive around the block in your
brand new hot sports car if they did not know how to drive?

*You can work hard in the beginning for almost nothing and hardly work
at all in the future and make a fortune.

* Making one new friend can make a difference.

* The more you know, the slower you grow.

* Only take advice from people who are currently building a business.
* A hundred-name hst 1s sales talk, not Network Marketing.

* A short hist 1s okay.

* Teach the people vou already have how to talk to people they
already know.

* [f vou're doing the business right, vou never have to look
for strangers.
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= Your acre of diamonds 1s the people you already know.
* A sizzle session 1s about getting together to share 1deas.
* When vou have a job vou are helping someone else reach their dreams.

* Find someone who wants something then show them how The System
can help them get it.

* Two things happen when you talk too much to vour prospect. They
think they dent have time and they think they cannot do
what you're doing.

* The CrwnYour Life movement 1s on around the world.

* The Orwn Your Life pin 1s not made from selid gold however 1t 1s worth
much more.

 Without a map vou could get lost.

* Real men don’t ask directions.

* [t 1s hard to teach salespeople not to talk.

* This business 1= about multiplication not additon and subtraction.
* What do you want?

* Sell your products or service to a non-sales type first, and they will
always think this 1s a selling business.

» Network Marketing and sales mix like o1l and water they don’t.

* There are Network Marketing companies, and there are direct sales
companies and theyre different.

* Let the tools do the work for you.

= Your best tool 15 your sponsor.

Nancy’s Favorites

* Don’t work hard for a living, work smart for a hfestyle.

* Money isn't everything, but it sure keeps you 1n touch with the kids and
erand kids.

* What you do today will determine your future.

* The time for women is now.
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= Why 1sn't everyone in Network Marketing?
* Better in the morning to be able to roll over than to roll out when the
alarm goes off.

*You can be there to see your children grow up.

= It’s all about fun, happiness and a healthy lifestyle.

* Times are always changing and its good to learn new things.

= Your dreams can come true if you get the vision of Network Marketing.

= You never know when you are going to meet your next best friend or
cet your next best idea.

* You either want to own your life or yvou don’t, it’s your choice.

* Network Marketing is a paid social life.

* Do something fun every day.

* Lifestyle 1s something everyone wants to have and you can have it!

* | have never met a man who doesn't like working with a woman,
especially it she 15 making him money.

= Your journey in life 1s about the choices you have made.

* Life 1s like a book,1f you don't travel you only read one page.

* Take back vour vacanon/holiday.

* A good attitude can make a huge difference.

= You can make 1t in Network Marketing if you use the tools and never
aive up.

* What would your life look like if nme and money were not a problem?

* Network Marketing is the greatest gift you can give a friend.

= You can create a second mcome withourt a second job.

* Time is our most precious and limuted resource.

* It vou really want something, vou can make it in Network Marketing,

= Some people travel in their mind, some people travel in their heart, and
some people actually go somewhere.

* Women are the best because they have the nature to nurture.

* You are never too old to get started.
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* Experience 1s your best teacher.

* There 1s no substitute for experience.
* What is the jov in your hfe?

* Think smart, build smart, be smart.

* Choose to be happy and positive.

* Fun to be free.

s Welcome to freedom.

* Why keep working for a living when vou can work for a lifestyle and
really make a difference.

* Stress 1s the number-one kller.

* We're in the people business; we change peoples lives one person at a time.

* Keep 1t simple, make 1t fun and people will want to join you.

* Don't take vourself so seniously. Lighten up and have tun.

* The more fun you have, the more successful you will be.

* In Nerworking, you have more fun per hour.

* Having fun 1s vour tull tme business.

* There are a lot of lonely people that should join a Networking company.

* Be a good listener.

* There 1s a ight at the end of the tunnel.

* Learn to ask questions.

* You are not going to get out of this world alive so you maght as well go
for it.

* One life, live it.

* One life, own 1t

* Almost everyone would like to travel.

+ Crusing 1s good for the soul.

*+ Shopping 1s a good thing.

* Living on a budget 1s malo (Spanish for badj.
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Don & Nancy’s Favorites

* Are vou sick and ured of being sick and tred?
« We are not on vacation, this is how we live,
* Breaking the home barrier is being at home wherever you are.

= We ate ar sixty-five Chart House restaurants in eighteen months and
recetved two sets of tickets to fly around the world free.

+ We are litestyle trainers and we teach people how to have a better life.
» Without time, money and your health, vou really don’t have much of a life.

* The andio version of the 45 Second Presentation book 1s for people
who can't read. don’t like to read, don't have tme to read, or are blind.

* The power of one is huge.

+ Children can be great motivators.

* International travel only take what vou can carry vourself.

* Mistakes can cost yvou ume and money.

* Timing 1s very important.

* Listening 1s more important than talking,

= We like to teach our people that anyone can do The System.
* Traveling with a purpose 1s better than traveling as a tourist.
= Wear the Own Your Life pin every day.

» We travel so much our whole life 15 a write-off.

+ We chose Richard Fabbit as our mascot because rabbits multiply so fast.

* Having The System will make vou confident.



Testimonials

I was introduced to The 45 Second Presentation that Will
Change Your Life by my sister and busines partner. She
happened on an old copy in a used book store. Little
did either of us realize how that book would change the
shape of our businesses. It didn’t take long to see that
what Mr. Failla talks about in the book was the piece of
our business that had been mussing. We've been so im-
pressed with his information that we asked him to speak at a seminar. [
believe that his book 1s a tool that everyone should have in their toolbox!

— Brenda Jumpa

Don Failla’s book has done just what the title sug-
gests—it has changed our lives and the lives of
many in our organization. Without a doubt, it has
been the main reason our organization has excelled
so rapidly in our particular industry.

We continually use the system in this book to
teach and train those who we sponsor in our busi-
ness. We give the book to each new person who signs on with us. It is our
“manual™ for how we do our business. Because we refer to it so much, we

respectfully call it “The 45.7

Because of the simplicity of the Napkin Presentations and the overall sys-
tem, anyone can understand it and immediately put it into practice. It is
because we used this concept of building an organization with depth that
we have achieved such great success.

Many thanks to the Faillas for their expertise and knowledge that they've
put into this book!

— Willie and Dede Ashley
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I began a home-based business because of Don
Faillas book. I have used this book as a tool for
others | bring onto our team. | do not have to sit
for hours explaining how to build a business or that
network marketing 1s not a pyramid scheme. [ sim-
plv give them the book. If they read it. I know they
are interested. If they don, I move on. And the andio version 1s a great
tool. It's easy for me to listen to while I'm driving for business or with the

kids—I use 1t to refresh my memory often!

— Shannon Struik

Don Faillas book, The 45 Second Presentation that Tl
Change Your Life, 1s an essential tool for any network
marketing organization. This book has revolutionized
the concept of network marketing for many, many in
the industry. [ had a neganve image of nerwork mar-
keting prior to reading this book. However, atter read-
ing it | was able to understand the concepts and pat-
terns of thought which provided me with the tools to set up a successful
system. Because of this book, ['ve been able to establish a system, execute
my business effectively and ensure 1ts longevity.

Teaching others the same system has launched my system forward. It
makes the goal of building a network of people much more of a reality
than [ would have thought possible.

My business would not be what it 15 today without Mr. Failla’s remark-
able book. In fact, I would probably not have given network marketing a
chance as a career. Of course, | have everyone that joins my network ream
read the book because [ know it will give them the guidance the need to
be successful. | can'’t think of a better gift!

— Tiffany Obar
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Additional Materials By Don & Nancy Failla
(available from Sound Concepts)

Audio Book - The 45 Second Presentation
That Will Change Your Life

The best-selling The 45 Second Presentation that Will Change Your Life 1s now
available in audio book format. Complete with a diagram guide to walk
you through the concepts explained in his book, this audio book 1s per-
fect for brushing up on the napkin presentations while driving, or used as
a stand-alone prospecting piece.

Just The FAQs About Network Marketing: Straight An-
swers To Frequently Asked Questions About Networking
Whether you are just starting out or have been in the industry for 10
years, you can still benefit from the over 36 years of experience of Don
and Nancy Failla. While it serves as a fundamental guide for the ad-
vanced distributor this book can double as a powerful prospecting piece,
mtroducing your prospects to the business of network marketing, and
ultimately financial freedom

45 Second Toolbox

Get started owning your life today and get
the tools that will help you help others do
the same. Toolbox includes:

* 5 — 45 Second Presentation Books

* 1 — 45 Second Presentation Audio Book

* | —Time For Women 1s Now Book

* | — Don & Nancy Training CD Set

* 1 — Sizzle CD

* 1 — OwnYour Life Lapel Pin

* 5 — OwnYour Life Prospectung Letter

* 1 — Just the FAQx About Network Marketing Book
= 100 — 45 Second Presentation Pass-Out Cards




Own Your Life (Lapel Pin)

The popular Own Your Life lapel pin is a perfect way
to sumulate conversation. Show others that you “Own
Your Life” and they just may be curious as to how to

own their life! This pin 1s perfect for giving out to your downhne or
NEW recruits.

Don & Nancy Failla Training CDs

Don’s “Own Your Life” training CID includes topics on how to use the
book, how to approach and sponsor in your endless warm market, what
to say and when to say 1t, also how to get your new distributor spon-
soring like you. The NEW “The Time For Women 1s NOW™ CD by
MNancy Failla 1s a must for all women who want to be independent and
financially secure.

The 45 Second Presentation Pass-Out

Cards: Own Your Life

Have you ever thought what it would be like to own
your own life? Help others understand that they can
earn a residual income while building your own business.
These pass-out cards come complete with a place to put

your contact information. Own your own hife and help
those around you to do the same!

The Time For Women Is Now

This NEW book by Nancy Failla 15 a must for all women who want to
be independent and financially secure. A great motivational book for new
and seasoned distributors. Not only for women but also for men who
enjoy working with women.

To order these products, or for more information,
please visit our website: donandnancyfailla.com
or 45secondtools.com



