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( ANINTRODUCTION )

DEARFRIEND,
Season’sGreetingstoyou. You
maybea...
Doctor-Engineer-Industrialist-Manager-Executive-Govt.Servant- Business man
- Teacher - Lawyer - Unemployed youth - Housewife - Retired person - Social
worker-Consultantor-astudent.
Youmaybeknowingusormay be not.Ifyouhappentoknowusandour
organization, we are thankful.
Whetherweknoweachotherornot,you,meandeveryonewholiveinthis country have
some common needs.
What are they?
Toget a GOOD EDUCATION - A GOOD INCOME - A COMFORTABLE LIFE AND A HAPPY
FAMILY.
Doyouhavesuchdreamsinyourlife?Ordoyouwantsomethingmore? Perhapsyou
need more successinyourlife?
Butareyouwillingtolearnandearnyoursuccess? Areyou
concernedaboutthisnation?
Do you want to achieve a recognized status in your life?
Canyouspareafewhoursaweekforyourpersonaldevelopment? Do you
thinkyouareborntowin?
Doyouhavedreamstogivetheluxuriesoflifetoyourfamilymembers? Areyou
waitingforthenationtodosomethingforyou?
Orareyouwaitingtodosomethingforthenation? Millions of
people want to be successfulin theirlives. Are youone of them?
Areyoualsooneofthosemillionsofpeoplewhowanttosomethingfor- YOUR FAMILY
YOUR SOCIETY YOUR
NATION?
Perhaps,youcanspendafewminuteswithustoknowhowtoachieve SUCCESS-
KNOWLEDGE-STATUSandPROSPERITYinyourlife.
Can you take the opportunity of meeting us in the seminar because....
WE BELIEVE THAT A FEW COMMITTED AND SINCERE CITIZENS CAN CHANGE THE
DESTINY OF THISNATIONBYACHIEVINGPROSPERITYIN THEIR LIVES.
DEAR FRIEND,
WE WELCOME YOU WITH PROFOUND FAITH.

“TODAY CAN BE THE FIRST DAY
FOR THE REST OF YOUR LIFE”
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MANUAL

Today in our society every family wants to develop their educational, economic
and social status to achieve happiness, harmony, peace and success.

ISIT POSSIBLE FOR EVERY INDIAN FAMILY TO ACHIEVE THIS?

MANAGEMENT
CHALLENGE

There are millions of industries, thousands of colleges and schools, hundreds of
universities, countless scientists, educationists, management specialists, professionals,
and world class Knowledge Managers and yet we are still considered as “a
developingnation”.

Our human development index is pitiably at a very low level.
Theroleofgovernmentbecomesambiguousbetweenprivateand public partnership.

ISINDIA...
A POOR NATION WITH RICH PEOPLE?

OR
A RICH NATION WITH POOR PEOPLE?

Acountrycannotbeconsideredasastrongnationifithasweakandpoor people with
inadequate knowledge.

M.0.Mhasits objective in fulfilling the dreams of that ordinaryindividual citizentobecomrericts,

healthy and wealthy because we know an average middle- income family can achieve a

paradigm shift in their economic status with ten million rupees.

M.0.M has created this project with meticulous efforts to see that every individual person
who becomes the EDUCATIONAL BUSINESS CON-SULTANT (EBC)shouldachievethistenmillion

rupeesinanaverageperiod of fiveyears!

A FEW FAITHFUL AND COMMITTED CITIZENS
CAN CHANGETHE

DESTINY OF THIS NATION.

greatest problem our nation is facing is UNDER UTILISATION OF THE TALENTS,POT

By virtue of the experience gained during the last two decades M.0.M has understood Jha e

888838844

NTIAL

ANDENERGYOFEDUCATED MEN ANDWOMEN.
Everyyoungmanwomennurturesdreamstoachieveeducational,socialand economic
statusin theirlife.
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These menand women, predominantly from middle-income group family shelvetheir
dreams during the course of their education and end up taking pecuniary jobs for
survival, thereby putting an end to their dreams for success.

DURING THE LAST 70 YEARS, INDEPENDENT INDIA HAS CREATED MILLIONS OF
UNDEREMPLOYED, INEMPLOYED AND UNEMPLOYABLE EDUCATED CITIZENS.

Tilltoday, mostofthe career opportunitieshavebeeninthe nature of employment
in private sector.
BUT, THERE HAS BEEN A SUSTAINABLE INTEREST AMONG THE YOUTH TO BE
ENTREPRENEURS AND SELF-EMPLOYED ALSO.
Our Economic Conditions, Government policies, Banking rules and regulations,
Social Stigmas, Family Expectations, Educational Leadership, Role Modeling, Mentoring
and Empowerment system are not playing conducive roles.
Four deterrent factors are consistently playing a negative role in the minds of budding
entrepreneurs.

1. NON-AVAILABILITY OF SEED CAPITAL.

2. NOFACILITYTOINCUBATE CREATIVEIDEASAND OPPORTUNITIES.

3. UNMET ASPIRATIONS BY PARENTSAND SUPPORTERS.

4. LAKH OF GUIDANCE, TRAININGAND EDUCATIONALSYSTEMS

LEADERSHIP EDUCATION AND DEVELOPMENT OF
ENTREPRENEURSHIP

M.O.M, by virtue of its Research and Experience has identified a time tested

international concept that has revolutionized and re- engineered the economic
status of middle-income group families worldwide.

According to the latest information more than one million families from
average income group in India have undertaken these entrepreneurial
opportunities as part of their livelihood and have successfully transformed
their economic status.

Tobe precise, India has produced ten-lakh millionaires through this concept,
whichfeatisunparalleledintheeconomichistoryofthe nation.

M.0.M HAS ALWAYS BELIEVED THAT YOUNG EDUCATED MEN AND WOMEN OF OUR
NATION HAVE TREMENDOUS POTENTIAL BUT LACKOPPORTUNITIES.

OUR ASSOCIATION WITH THOUSANDS OF EDUCATED YOUTH, FROM VARIOUS
COLLEGES AND SCHOOLS, HAVE ONLY PROVED THAT GIVEN THE OPPORTUNITY,
GUIDANCE AND MENTORING, MAJORITY OF THE YOUTH ARE PREPARED TO BECOME
SUCCESSFUL ENTREPRENEURS.

WE WOULD LIKE TO PRESENT THIS OPPORTUNITY TO EVERY YOUNG MAN
AND WOMEN WHOM WE THINK SHOULD BE THE
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THEMETHODOLOGY OF THE M.0.M

1. Identify potential youth and give them an opportunity to become successful
entrepreneurs.

2. Givethemtotal supportintermsofeducation,trainingand development.

3. Helpthemtoreachhighereconomicstatusinareasonablespanoftime.

4. Make them understand that to become a successful entrepreneur, he/she does not
require major investment but only TIME, ENERGY AND COMMITMENT.

5. Givethem the confidence thatthey can.

* REALISE THEIRDREAMS

* CANBECOMEABUSINESSLEADERS

* ACHIEVEMONEY,STATUSAND PROSPERITY

* BECOMEALEADERIN THE SOCIETY

* DEVELOP THISNATIONTOBECOMEWORLD CLASS

* BEATREND SETTERFORTHEFUTURE GENERATIONS

M.0.M APPLIESUSER FRIENDLY TECHNOLOGY

* Resources easilyaccessible to the disadvantaged.

* Resourcesinexpensive-withinfinancialrangeofanyeconomicgroup.
* Resource have historical precedent of our nation.

* Usestraditionalknowledgeasabasethroughadvancedtechnology.

* [tis consistent with the local consumption.

* The end - benefitwill be consumed by thelocal people.

M.0.M APPLIESUSER FRIENDLY TECHNOLOGY

* Building self-confidence.

* Improving the quality of theirlives.

* Promoting NationalIntegration.

* Assistingin removing constraints.

* Encouraging people to identify themselves.

* Promoting openness.

* Promoting harmony between people.

* Reducing dependencies.

* Increasingthejoy oflife.

* Beautifyinglife and environment.

* Providingmental and emotional satisfaction.
* Being aestheticallypleasant.

* Encouraging creativity and thinking skills.

* Demystifyingknowledge.

* Minimizing burdensomeemployment.

* Projecting design and implementation that involves creative participation ofthe
people concerned.
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SOCIAL OBJECTIVES OF M.O.M

* Tosupplement government effort so as to offer the commonfamilies choices and
alternative.

* Tobetheeyesand earsofthe peopleatthelocallevel.

* To adopt simple, innovative, flexible and inexpensive means with its limited
resources toreachalarger numberwithless overheads and with greater community
participation.

* Toactivatethedeliverysystemandtomakeiteffectiveatthelocallevel andto
respondtothefeltneedsofthecommonpublic.

* To disseminateinformation.

* Tomake communities as self-reliantas possible.

* Toshowhowindividual familiesand indigenous could be used.

* Todemonstrate thathuman resources, skills and local knowledge, grossly
underutilizedatpresent,couldbeusedfortheirowndevelopment.

* Todemystify technology and bringitin a friendly form to the common man.

* Totrainacadreofgrassrootpublicserviceentrepreneurswhobelievein
professionalizing volunteerism.

* Tomobilize financial resources from within the community with aview to mankind
communities stand on theirown feet.

* To mobiles and organize people and generate awareness to demand quality
services to impose a community system of accountability on the performance of §
local functionaries.

* Programmes forwomenand childreninrural areas.

* Innovative methods and low-cost alternatives in elementary, primary and middle
school education for children, adult education and non-formal informal education.
* Rural housing, improvements of rural slums.

* Environmental and ecologicalimprovement.

* Promotion and encouragement of traditional media for dissemination of

information.
WELCOME TO M.O.M
Congratulation!
You have made a great choice. . i o
First of all, you are not alone ass you begin your business. {;‘,‘ @ I M
[~ T l

Youwillhavetheassistanceofyourleadersaswellasotherswithin yourlineof
network.Andyouwillbeabletoutilizethefullresourcesof M.0.M.

=)




GETTING STARTED

* You are going to build the foundation for a M.0.M network business plan. Itis
based ontwo fundamental concepts, Leadershipand Friendship.

* Youwillbeprovidingyourdownlinewith top-quality personal service.

* By sponsoring new Educational Business Consultant, you are multiplying
your efforts. Youhelp othersbuild theirbusinessand inturn youreceiveincomebased
onnetworkexpansion.Alwaysrememberthe Leadership/-Friendship combination
- it's the blueprint for business growth.

* You are starting in the same way that every other Educational Business
Consultanthas started. Youare beingled and you are alsoleading EBCs.

* Youmay alsofind that reading motivational or educational books, listening to
motivational orinformation tapes, and attending motivational ortrainingmeetings
willassistyouinbuildingyourbusiness.

* WithM.0.M, thereareno targets, territories, orlarge initial expenditures.You
putasmuchtimeandenergyintoyourM.0.M businessasmuchasyouwantandcan.
Whetheryoudoitpart-timeor full-timeitistrulyyourown business.

* When reading the success manual you'll learn that success isdefinitely possiblewith
M.0.M.Thereisofcoursemoneytobemade,butonly throughsincere,committedand | :
hardwork.

* Leadership is the cornerstone of every M.0.M businessman. By regularly
servicing a network of customers, you can earn good income, become familiar with
the network system and lay the foundation for

SUCCESS STARTS WITH COMMITTMENT

* You have taken advantage of a unique opportunity from your M.0.Mtoown

andoperateyourveryownbusiness.Youwillhave complete management control, but
experienced leaders will support you in your line of network.

* Your business Zone can be of any size from very small to very large. It depends on
you. Whatever fits in best with your financial needs, lifestyle and your plans for the future
iswhatyoursuccess canbecome.

* Youdon’trequirealarge financial investment. Infact, M.0.Misa
no-investmentbusinessandyourgrowthissupportedbyyourexpanding network
customerbase.

* No special skills are required to begin with. All you need is the commitment
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to perform step-by-step tasks as outlined in this M.0.M success manual. The
greater your commitment, attention and time, the greater your chances for success.
You will receive constant assistanceandguidancefromyourlineofleadershipand
M.0.Mas youlearnhowtoimplementthe M.0.Mbusinessplan.
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SPONSORING NEW EDUCATIONAL BUSINESS CONSULTANT

* The method of expanding your business is by sponsoring new EDUCATIONAL

BUSINESS CONSULTANTS and training them in turn to sponsor new Educational Business

Consultants. Asyour network growsit will increase your income accordingly.

* The best waytobeginbringingothersintothebusinessistomakealist of family

friends, colleagues and others who might like to know about the M.0.M.Keepadding

tothelisteachweekasnewpeoplecometo your mind who
might make effective EDUCATIONAL BUSINESS CONSULTANTS.

* Thesecrettosuccessinournetworkingbusinessistopresentthe M.0.M business

plan to new individuals on a regular basis. Consistent showingoftheplanwill

notonlyincreaseyourchancesof success,butwillalsohelpyoubecomemorefamiliar

withtheplanitself, which allows fora confident presentation and deliveryin front of

others.

* Makeagoaltocallpeoplefromyourlisteveryday.Donotbeafraid thatworstcan

happeniftheysay”no”.Somepeoplemaysay“no”,but manywillalsosay “Yes”I'lllike

tolearnmore.” Youwillnotknowwho they are until you ask them.

* A good way to approach them is to say, “I have just started as M.0.M Business

and [wouldlike toshow you thisbusiness canhelpyou earn extramoney.”

PREPARING TOPRESENT THE VIYAAN TRUST BUSINESS
PLAN

Before actually making your first presentation to prospects, you might want to observe a [%
few plan presentations with your leader or your line of network. If that is not
possible, perhaps your leader can make the presentation foryou. Either way,you |

willfeelmorecomfortableifyoucan seetheadvantageofhowthesepresentationsare

beingmade.

When you are ready to make the first presentation on your own, itis a good idea to practice
withyourleaderbeforehand andlet the leader offer advice.

Itisveryimportantto dressinaprofessional business manner during your meetings.
Peoplewilljudge youbythe waylook,somake certainyour clothingisconsistentwith
thatofawell-organized, confidentand successful business person. Ifyou take prideinthe
wayyoudress,youwillnaturally feelmore self-assured duringyourpresentations.

Next, double-check your presentation supplies and materials to be certain thattheywill
be there when you presentation supplies and materials to be certain that they will be
there whenyouneed them. Some of these might include awhite board for drawing the
plan,andawritinginstrument. 'ﬂ !

Arriveatthescheduledlocation ontimeandtrytosetupinanarea,which will have few

distractions (if possible). You have to command as much of your prospects attention as
possibleasyoutake them through the details of the plan.



Be enthusiastic during your presentations of the VIYAAV TRUST business plan.
Remember that you are offering a potential business opportunity which will be
successful for hundreds of people around the country. Follow the basic guidelines but
add to it, based on your experiences and your personal presentationstyle.

* Personalize yourpresentation.

* Explainyourreasonsfordoingbusinessin VIYAAN TRUST.

* Share your own goals with your prospects.

* Establish your prospects’ goals.

* Listencarefullysothatyoucanexplainhowothercanhelpthemselvesto achieve their
goals.

* Respondtoall questions as fullyand honestly asyou can.

* Ifyouarenotsureaboutananswertoaquestion,checkwithyourleader.
* Donottreatquestions asathreattoyourstatus.

* Build credibility by being open and honest.

* Usethismanual ateveryopportunity toenhance yourprospects.

If your prospects want to think it over, simply follow up with a telephone call or a
personal visit within 48 hours. Ask if they have any further questions and be
prepared to answer them. If they are interested, or want to sign up by filling out the
application,meetimmediatelyto conclude the formalities.

M.0.M CONGRATULATES AND WELCOMES YOU 5

BychoosingM.0.M, eitherasasupplementalbusiness,oranew career,youhave

shownyourselftobealeader.

Someonewhoisn'thappywith mediocrityandthe status quo...someone who knows
thereisabetter way.

You've just discovered it.

Congratulations and welcome.
You'vejoinedanindustrywithover1Omilliondistributorsinindiawhowill dointhe
neighborhood of 5 billion dollars thisyear.
Aspredictedmorethanadecadeago—networkinghastrulyemergedas thenew
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paradigmofpersonalandbusinessdevelopment.
The purpose of this Business Development Manual (BDM) is to get you startedinthe

easiest,mosteffectivemannerpossible.
You'llavoidsomeofthecommonpitfallsanddiscoversomethingsthat will
accelerateyourjourneytosuccessinM.0.M. GREAT LEADERS START
This“GettingStarted”trainingideallyshouldbedonewithyoursponsor. Thismeeting - s
willhelpyoursponsorunderstandwhatyouhopetoachieve inyourbusiness,and t‘ '
provideyouthe chancetodevelopaclose working relationship with your sponsor. ‘ ol
=
-

Please take your business seriously.

Justbecauseyouhaven'tinvested hundreds of thou- sands of rupeesinto your business

doesn’t mean that you can’t earn an income greater than that of many of the top
entrepreneursinthis country.
If you run your business like a hobby — you’ll get a hobby income.
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Run it like a business and you’ll earn a big business income.

Don’t talk to anyone about your new business yet!

The time for that will come soon.

However, your sponsor is committed to helping you with your first
presentations.
[t'sbetterifyoudon’ttrytoexplainyournewbusinessuntilafteryouhave sometraining
and helpfromyoursponsorshipline.
Fornow,justwritethenameandphonenumberofanyoneyouwanttotalk tointhespace
providedinthisBusinessDevelopmentManual (BDM).

There are several things necessary for success in network marketing.
Butofgreaterinterestaresomeofthethingspeoplethinktheyneed—but actually don’t.

Here are some of the things you may believe are necessary for your success
— butactually preventyou fromreachingit:

The 5 things you don’t need to be successful in M.0.M Business

1. Credentials orDegrees

Thousands of people have been successful in networking without the benefit of
college degrees and the like.

Since networking is so unlike other businesses, the rules are different here. It's quite
possible, actually quite common, to build a large successful organization without
havinganycredentialsordegrees. ¥
An argument could almost be made against having diplomas in this business, for i _“L e
people may feel thatbecause their sponsorhas anadvanced business degree — they
need onetoo.

This is unduplicatable and entirely unnecessary.

Ifyouoryoursponsorhasadegree, great.It’sjustnotnecessary forsuccess in network
marketing.

2. Approval

Ofanyone, exceptyourself. Sometimes evenyour spouse may notapproveof your network
marketingbusiness.

Thisisactually afrequentinitial response, but we've seen thousands of peoplewho
havebuilthugebusinesseswithoutthehelpoftheirspouse.

Ofcourse,afterthat, thespouseusuallycomesonboardenthusiastically and things

really take off.

Oneofthehardestfactsofbusinesstofaceisthatnoteverybodyisreadyfor success,oris

asenlightened asyou.

Don’tbeatall surprised tofind that some of your closest friends and family memberswill = i,
ridiculeyou;notjoinyourorganizationand/orevenlistento a presentation; question B2 vf' = “;SI.J'Q%E S Sﬂ_w

e

your sanity; ask why someone with a “real” job would“messaroundwithoneofthose
multi-leveldeals”;oralloftheabove. It'sbesttogivethese“well-meaning”smile,thank
themfortheirinputand getaway fromthemas quicklyaspossible.

3. Friends & FamilyinYourNetwork

Nowpleasedon’tmisunderstand;ifyougettheminyourgroup,great! We know families '
with three generations in their networking business and it's a beautiful thing to
behold.



Othertimes, the hardest presentationyou ever give mightbe to afamily member or
best friend.

Sometimes you just can’t be a prophet in your own hometown.

Direct selling is full of individuals who have built networks in the thousands without
havingasinglemember oftheir family,orso-called bestfriends,in their group. I know,
because’'moneofthem.

4. CheapAdvice

Oftentimes a new distributor will get involved with network marketing and get all kinds
of well-meaning advice from friends who have never builta networking business.
Ifyouwanttoknowhowto §ly airplanes, youmustgetadvice froman expert pilot.
Ifyouwanttobuildanetwork,lookatyoursponsorshiplineandfind someone who
hasalreadybuiltalarge network.

Those are the people to seek out for advice.

5. Perfection

The perfect company, product line, or compensation plan hasn’t been invented yet.
Like every- thing in nature, it must evolve.
Yourjobistolookatthewholepicture—andiftheplusesoutweighthe minuses —
getstarted.

If you sit around waiting for perfection — you'll be waiting forever.

Don’t make the mistake many novices make which is to think that they can’t do anything
until they have tried every single product, read every scrap of literature and
completely understood every minute detail of the compensation plan.

Theimportantthingistogetstartedandlearnasyougo. Having
saidthat:

Here are 3 things you do need to be successful in Network Marketing

1. Desire

A desire to really do this and get out of the Rat Race forever.

Ifyoureally understand thisbusinessandhaveatruedesire to helpyourself and others —
you'realready 90% there.

Most people are happy with the way things are.

People who desire better are the ones who change the world.
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2. Enthusiasm

We can’t begin to tell you how many times [ have seen brand new distributors— &
withnotraining,noexperienceandnoin-depthknowledge

— goout andbuilda network oftwenty or thirty people theirfirst month. Theydon't
dothiswithskill, knowledgeortechnique—theyjustmuscleit through withsheer,
unadulterated enthusiasm.

Approach thisadventure with the excitementitdeserves; don'tattemptit— jumpin,roll
upyoursleeves,makeupyourmindandjustdoit!
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3. Action

Ifyou’re waiting forthe perfect plan — the perfect planistotakeaction. You have to get
started.

Will you make mistakes? Of course you will!But, we'renotbrainsurgeons here;
nobody’s goingto die.
Mistakesarepartofthelearningprocessandstrengthenyouforthelong term.
Knowledge without action is only a potential for Power.

You've got the knowledge you need... you’ve shown your wisdom by becominga
networker.Now —let’sgetstarted!

M.0.M NETWORK BUSINESS SYSTEM

Normallybusinesssystembelievesthatcustomersarethekings,whichis morein

theorythanin practice.
M.0.M NETWORK BUSINESS SYSTEM has truly created an environment to establish the
supremacy of the customer not only as a CONSUMER, PURCHASER, AND BUYER but
alsoasa

BUSINESS AMBASSADOR,
CATALYST,

DEVELOPER, RESOURCE

MOBILISER, ASSOCIATE,

And last but not least as a PARTNER IN PROGRESS.
Under this system the customer becomes part of the business system.
This system has made the producer to reach the customer without many

intermediaries so that the cost to the company and cost to the customer becomes
admissiblyaffordable.

And in turn, the surplus value, which is generated due to the absence of Whatis
NETWORK MARKETING

lor Multi-Level Marketing) m

intermediaries, is shared among the customers, because the customer becomes
partofthebusiness promotion.

M.O.M has adopted this business method and has brought a series of and life style
productstobepromoted bythe customerswhoaregoing defined by usas



M.0.M APPLIES

* Local Knowledge

* Local Maintenance

* Local Implementation
* Local Supplies

* Local Infrastructure

* Local Decisionmaking
* Local Opportunity

* Local Technology

* Local Administration

COMMITMENT FORM

,makethefollowingcommitmentstomyselfinorder tobuilda

P—

successfulM.0.MBusinessandensureasecurefuture.

[ will:
¢ devoteatleast10to 15 hoursaweektomybusiness,

¢ Spend daily Self-development time, and

+» lookuponmyfirsté monthsasalearningexperience.
[willbuildmybusinessforatleastoneyear,and thenIwillevaluateit accordingly.
[ recognize that the people [ sponsor are my responsibility.

My first responsibility is to become successful myself, and then duplicate this with my
people.

[ will faithfully follow the system so my efforts can be duplicated.

Signed: Date

°f)
==
oo
o=
e
Q
=
e
-
e
=
-
—~
o
—
=
=

WitnessedBy: Date

Make a copy of this page and give it to your sponsor.

PLANNING

* Preparea To-dolistevery day.

* Createalistofpeople whom youhave to meet.
* Prepare checklist of daily affirmation.
* Have daily plan, weekly plan and monthly plan.

* Connectyourthoughtand decisionmakingintoaction plan.
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* Prepare asystem of regularity.

* Stretchyourworkingtimeaccordingtoyourmaximumenergylevel.
* Besystematicinyour planning.

* Useautomationlike cell phones,computers,email, faxappropriately.

YOUR HOME CANBEYOURSMALL OFFICE

* Create small officewitha Tableand few chairsinyourhouse.

* Arrange the files andotherusefuladministrative systemonthe table prop- erly.

* Display some motivational postersaround you.
* Have some formal meetings with your family members.
* Hanga small white board and write important appointments and reminders

‘GP le’
ontheboard. e“ple HE]ninQ Peop

* Spend sometime inyourtableinaprofessional manner.

DO ITNOW!

(If You Have Not Already)

Thisisalistofthings you should have already done by this point. Please checkitto
makesureyou’'vecompletedallofthesethings.

1. Placeyourfirstorder

Youmustuse the products or services personally so you can get excited about them.
Howmuchshouldyouorder? Somewherebetweenwhatyouneed—and where
you’renervous.

[ say this only halfway in jest.

You see, we've found that “just what you need” is not enough.

You'llneed someinventory forresellingtonewdistributors, samples for temporarily
out-of-stockitemsand personalmarketing.

You certainly don’t want to have a garage or warehouse full of product.

But do make sure you have enough product on hand to build your business.

2. Scheduleyour“GettingStarted” trainingwithyoursponsor
Ideally,thisshouldtakeplacewithin48hoursofthetimeyousponsorin. Schedule ’
betweentwoandfourhoursforthistrainingandfollowalongin thisbooklet. : *‘# .

Long distance, this can be done by phone.

3. BuyaDailyPlannerorAppointmentBook

Network Marketing
Bring this to your “Getting Started” training meeting. Recruiting TipS
Made Simple
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4. BeginyourProspectList

Remember, don’t talk to anyone about your business yet.
Do that only after you have finished the Get Started Training.
Fornow,beginwritingdownthenameand phonenumberofanyoneyou thinkofon

yourlist.

5. Signthe CommitmentFormonthenextpage 4 5 | -« Al ’ :
Success does not come overnight; it takes work. > vhv : ! u
We ask that you make a one-year commitment to your business.

Accept the fact that there is a training period. Just like any job or occupation Richest People in India
— networkmarketing takes training.

Itdoesnottakeyearsorcostthousandsofdollars,butyoudoneedtolearn some new
things.

Ofcourse,youwill “earnasyoulearn,”butit’sstillagoodideatoconsider yourf
irstsixmonthsalearningexperience.

Forthe average networker, working your business only 10to 15 hoursa week,aone-
yearcommitmentisarealisticapproach.

We believe that if you follow our duplicatable system for that time — you will be so
pleasedwiththeresultsthatyouwillbenetworkingfortherestof your life!

GETSTARTED TRAINING

10 STEPS TO SUCCESS

. Set yourgoals.

. Scheduleyourappointmentbook.

. Learnthe basiccompany procedures.

. Orderyourbusiness cards.

. Openabusinesscheckingaccountorgetaseparatecreditcardforyour business.
. Purchasethebusiness-buildingmaterialsyouwillneedto getstarted.

. Studythe core qualities ofanetworkmarketingleader.

. Completeyourprospectlistofatleast 100 names.

O OO0 31 O Ul B W DD =

. Getatleast10 “pre-approach” packsincirculation.

10. Scheduleyour €irstpresentations.

10 STEPS TO SUCCESS

1. Set YourGoals

Youmustdecidewhatyouwanttodowithyournetworkingbusiness. Areyoujust
interestedingettingyourproductsforfree?
Areyoulookingtomakeafewhundredrupeestocoveryourcarpayment? Ordoyou
wanttodevelop complete €inancialfreedom?

Toreachyourgoals,youmust€irstdeterminewhattheyare—thenseta timetable to
reachthem.
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Write them down

Goals are a dream with a deadline.

That means they must be written down.

You also want to make sure they are speci€ic and measurable.

[ believe the average person, following a system, can achieve €inancial
independenceinthisbusinessduringa2to5yeartimeperiod.
Thinkaboutwhatyouwanttodorightaway; thenthinkaboutwhatyou’d like your?2 to
Syearplantobe.

Dream build with your spouse and your sponsor.

Reawaken those wants and desires you used to have — but probably gotlost somewhere
alongthe way.
Sometimeswegetsobusyinthebustleofeverydaylivingthatwelosesight ofourdreams.

It'simportant thatyou discover your “burn” — the burning desire that will keep you
focusedand motivated during the early
developmentstagesofyournetworkingcareer.

Then @ill out the goal form on page 17.

2. Schedule Your Appointment Book

This a business of your word and a business of appointments.
Tobuildeffectively,youmustplanyourworkandscheduleyourtimeinthe mannerthat
bestsuitsbuildingyourbusiness.

You're already using all twenty-four hours of every day already. M | NDSET IS
Tochangeyourlife—andwhatyou'regettingoutofit-youmustchangethe wayyou're

usingyour twenty-four hours. WH AT
Youmustcarveoutatleastseventotenhoursaweek—exclusivelyfor building your SEPARATES THE
business BEST FROM THE
Workcloselywithyoursponsortodeterminehowtoscheduleyoursevento tenhoursfor R EST

the @irstfewweeksofyourbusiness.

Findoutthedatesofallupcomingfunctionsforthenextninetydayssoyou canschedule
yourworkandotherobligationsaroundthem.

Also, learn the dates of any annual conventions and conferences - these are majorevents,
criticaltoyoursuccess,andyouwanttomakesureyou'reat these.

3. Learnthe BasicCompanyProcedures

Tobeindependent, and proactively build your business —youmustbeable to operate
without your sponsor’s assistance for day-to-day minormatters as soon as possible.
Thatmeanslearningsomeofthebasiccompanyproceduresassoonasyou can.

These include:

*howto order products.

* howto @ill outdistributorapplications,orderformsandrequests. c RE ATE IT

* how to transfer volume.

Setasideafewhoursquiettime (Sundayeveningsareideal formostpeople) toread your
entire distributorkit.



Learn which sections to go to for speci€ic information andfamiliarize yourselfwith
theforms.Studytherulesandregulationsandlearnthecode of ethics.

4, OrderYourBusinessCards

If you're in business, people expect you to have a business card.
Checkwithyoursponsorforthestyleofcardyouneedandwheretoorder it.

Don’t

expect
5. OpenaBusiness CheckingAccount to see a
change

Torunyourbusiness in an organized fashion, you must have a separate checking if you

don’t
NELG
one.

account.Thisshouldbeusedexclusivelyforyourbusiness.
It's vital for good record keeping and it will really help you out at tax time.

6. PurchasetheBusiness-BuildingMaterials YouNeedto GetStarted

Checkwithyoursponsortoseewhichparticulartoolsyouneedtogetstart- ed right.
Ifyourcompanydoesnothaveaspeci@icsystemtofollow,Iwouldrecom- mend the
followingitems:

CHANGES OF § BBESS
* Setsof“GetStarted”trainingmaterials l.l

* Setsofyour“CompanyMaterials”pack 0% WONT

* Several sets of your “follow-up” pack {09% | CANT

0% |DONT KNOW HOW

7. LearntheCoreQualitiesofaNetworkMarketingLeader Nine Core

Qualities

There are nine key qualities that all top network marketing leaders possesses.
Some, or even many of these, you have already put into action.
Tobealeader—andsetanexamplethatotherscanduplicate—youmust learn the
remainingones.

Topracticeallnine core qualities means you’ve made and honored a commitment
to “our company.”

Todevelop your business, youmustidentify and work with the peoplein your C
organizationwhoarewillingtomakethissamecommitment. SUCCG S S lS
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gl stumbling from

d FATLURE

Let’s take a look at these core qualities: ’ 10
FAILURE
¢ UseAllofthe Products V*W[h no ]05‘5 of

thusiasm

“Winston Churchill

To“gocore”meansthatifyourcompanyhasaproduct—youwouldnever buya

competing productforanyreason.
Otherbrand product purchase takes money out of your business and puts it insomeone
else’s.Thiskindofpracticewillputyououtofbusinessquickly.




Acore personneverbuys “Otherbrand,” regardless of sales, convenience or any other
reason.It’ssimplybadbusiness.

You must use all of your company’s products that apply to you and be able to talk
knowledgeably and enthusiastically about them — to effectively build your business.

+ Develop AConsumer Group

Your business is driven by the volume produced by sales to the end consumer.
Agreatdealofthosesaleswillbetodistributorswho “buyfromtheirown store” and use J#&
theproductsthemselves.

Buttherearemany otherpeoplewhowillbene@itfromyourproductsor services—
butarenotinterestedinbuildingabusinessatthistime.

These people will become your consumer group.

It's critical that you develop this consumer group.

This is good business, because you: service the people who aren’t distributors,
butneedyourproductorservice;earnretailincome; de- velop consistentincome you
can count on from regular customers; and, build personal group volume, which can
keepyouquali€iedtoearnmany otherlucrative bonuses and incentives.
It'sagoodgoalwhenyou'rejuststartingouttodevelopabaseofatleastten retail
customers.

NOTE: Please don’tgoouttryingtosell productsretail €pirst—thenattempt to sneak the ‘ ‘

businessinthebackdoor. Don’t find customers for your

Presentthe whole program — businessand products —and let the prospect decide. products, find products for
Getyour retail customers, from the people who choose not to participate in the business. RIEATEGlIETEM

-Seth Godin

+ Make RegularPresentations

Like every business, network marketing requires consistently taking action steps.
Oneofthemostimportantofthese,ismakingregularpresentations. Realistically,you
needtobemaking 1 or 2 presentationsaday whenyou startyourbusiness (working
10to15hoursaweek).
As your business grows, you will want to increase this number.
Whenyoureachwhatweconsider“fulltime”inthisbusiness (about35to 50hoursa Pu SH YD"RSEI.F
week),youwillwanttobemaking3to5presentationsaday.
Ofcourse,notallthesepresentationswillbenewprospectsthatyouwant to sponsor BEBAUSE; NU UNE
personally. EI.SE |S G["NG
Manyofthemwillbepresentationsyouareconductingforyourpeopleas you train Tﬂ D[] |T H]R Yﬂu
them and build depth.
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Youmust consistently make presentationsifyouwantto grow yourbusi- ness.




L)
-
-
-
e
=
=
e
o
et
=
=
—~
o
—
=
-~

Don’t be misled into thinking you're growing your business with “busy work”
(reading manuals, going to seminars, €illing out forms, etc.).

These things are important, but they are support functions to the real business —
which is making presentations to prospects.

¢+ AttendEverything

Functions are the glue that holds your business together.
Attendingthemhelpsyougrowyourbusiness, givesyoucrucial trainingand keeps you
focused.

Inyourregional area you will have the chance to attend opportunity showcases,
productworkshopsandrallies.

If these are 2 to 3 hours driving distance, you will want to attend.

Therewill be other events, such as conventions and leadership conferences which are
held annually.

These are major, often life-changing events and you'll want to schedule your vacation time
around them —soyounevermissone.

+ SpendDailySelf-Development Time

[fl'vediscoveredonetruth,itisthis:yourbusinesswillgrowonlyasfastas you do.
[nitially, you need recruiting and training skills.

Later, you need time management and organizational skills.

Ultimately, however, you will need leadership, communication and

empowermentabilities. Todevelop others, youmust @irstdevelopyourself.

It’s important that you spend daily self-development time.

Formost people, this isbest done in the morning, before you start your day. You might
meditate, exercise, and listen to inspirational tapes, read— anythingthathelpsyou
growyourmind,bodyandsoul.

Set aside this time and stick to it.
Investinbooksandtrainingmaterialsthathelpyoudevelop. Don’tend your

day by watching the late news then going to sleep.
Makesurethelastinputyoureceivebeforegoingtobedispositive—even ifit’sjust
readingoneparagraphinaninspirationalbook.

+ Be Teachable

Ifyou want to build your business in the fastest manner possible — you mustbe
teachableand willingtobe coached. “There are no secrets
You will €ind network marketing is quite different from traditional businesses. [ERIINIIY

Things that work great in sales, simply do not work well in network marketing. It is the result

Your sponsorship line has learned the methods, strategies and techniques that work of preparation,

best in your business.

hard work, and
learning from failure.”

Theywillworkwithyouand teachyoueverything they know without chargingyou

a penny. Your sponsor is the repository of all the experience of many generations of
Colin Powell

distributors—allthewaytothecompany.
Learn from them.



o Become Accountable

We must set a standard of integrity much higher than the corporate world.

Network marketing is a business of relationships — and relationships operate on
trust.

To earn and maintain that trust — you must be accountable. -
Success isn't just about
what you accomplishin
also means that when we write checks, they're good; when we promise to work with EUITARENTEE:1 AN % 1§
you inspire others to do.

Wecannevertellalietoourdistributorsorcustomersandbeaccountable. Accountability

someone, we follow through; and when we commit to attend an event, we're there —
ontime.

+ Edify theOrganization

Savvy distributors learn that they must edify their sponsorship line.
Whenyoupointoutthesuccessandaccomplishmentsofyoursponsors—it makes those
sponsors more effective when they come to work with both your prospects and
distributors.Manytimesyouwill @inditdif@iculttobea prophetin your hometown.
Sometimes your friends and relatives aren’t yet ready to accept that a pow- erful, positive
conceptcancome fromyou.

By edifying your sponsorship line — then bringing your prospects to them, you'll have -
supporttoholdyouoveruntilyoudevelopsomeinitialsuccess and credibility. IFYOU CANNOTDO ¢ HINGS,
Likewise, your sponsorship line can help you when you're working with your new DO SMALL THINGS IN A& GREAT WAY.
distributors.

¢+ Follow theSystem

Leaders understand that “lone rangers” can be successful initially — but will not enjoy
longtermsuccess.

For residual income — and walk-way security, you must follow a step-by-step
duplicatable system.

This means that everyone in your organization uses the same pre-approach pack, the
same company materials pack, employs the same training proce- dures and follows a
standardized presentation.

This way, the method you use to bring in new people is the same method they bringin
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theirnew people.

You are completely duplicatable.

Regardless of someone’s previous job experience, their education level or con€pidence
level—theycandothebusinessexactlythesamewayyoudid. Yoursponsorshiplinehas
learnedwhatworksandwhatdoesn’t.

They have created the system based upon that experience.

Follow the system and you have the resources of the entire sponsorship line working for
you. If you change the system — you lose the beneits of having all those resources at
your disposal.

Also, when you change the system — substituting a different tape, changing the
presentation, etc. — you send a message to your people that it's OK to change the

system.
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Your @irstlevel people change the systemalittle, so their €irstlevel people changethe
systemalittle,andsoitgoesdowntothegroup.
Bythethirdlevel,thereisnosystem—soyouhavenosecurity,nopotential for walk-away,
residualincome.

Always follow the system! Go

Core!

*
These nine core qualities are what separates network marketing leaders from the @

people who drop by the wayside and never reach long-term success in the .7
business. K

Y e
Practicing all the core qualities isn’t easy — it's not supposed to be. : ‘%@@ " ;u:w

2 Ty
Butyoumustpractice themallifyou'retruly interested in buildinga network ay % fS(? 7
whereotherscanachievethesamesuccessasyou.

“Going core” means doingallnine actions, notjustthe ones youlike. Italsotakesa
substantialinvestmentinyourself.

Butyouwill discover that the people who invest in going core reach dramatically
higherlevelsofsuccessthanthosewhodon't.
Asaleadercommittedtoempoweringothers—youhavearesponsibilityto gocore
yourself,andcreatethatcultureinyourorganization.

8. Complete Your ProspectlistofatLeast 100 Names Thisis

oneofthemostimportantsteps. Eﬁ'ﬂgﬁﬁike
Do not skip it and do not do it halfway. SPORTS
Just start writing down the names of everyone you know.

Don’t try to prejudge: “Well, he makes a lot of money; he won't be interested,”

“She’s nota sales type; she wouldn’tlook at this,” etc. A mistake likethatcancostyoutens

ofthousandsofdollarsdowntheroad.
So do not prejudge, just get down the names.

Onyour list of 100 there will be 1 or 2 top executives, 3 or 4 midrange executives
and 30to 40 people who willwantto usethe productsasa consumer—andwedon’t
knowwho’swho-andit’sneverwhoyouthinkit is.

Begin with the memory joggers list.
Thenlookthroughthebusinesscardsyou’vecollected. Go through

your address book and your holiday card list.

Finally,skimthroughtheyellow pagesand scanthe occupationsasa reminder.
Startwithaccountants, barbersand contractors,and go tox-ray technicians and zoologists.

Don’tmakethe classicmistake ofthinking of 5 or 6 people who you think will be
interested and stoppingthere.
You will certainly be disappointed.

Makesureyougetdownatleast 100 namessowe canletpeoplesort themselves
intotherightcategories.
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9. GetatLeast10“Pre-Approach”PacksinCirculation

This is when your planning ends and your actual business-building begins. Now you'llbegin
todiscoverwho'sjustasuspectandwho'sreallyaprospect for yourbusiness.
Aqualifyingquestionandthepre-approachpackwillhelpyouthroughthe sorting
process.

PR

)

A pre-approach pack is a pack of material for conducting the initial screening of
your prospects.

This will determine whether you move forward to making an actual

presentation. ENTOR i -“ MOTWATE

Here’s how it works:

Lookatyournameslistand pickoutthemostambitious, busy,successful people onit.
These are the people you'll want to approach €irst.

The @irststepisaqualifyingquestiontoseeiftheyare “looking.” Some

examplesare:

* “Haveyoueverthoughtaboutopeningyourownbusiness?”

* “Doyoulikeyourjob? Doyougetpaidwhatyou'rereallyworth?” @ie

* “Haveyoueverthoughtaboutdevelopingasecondincome?” Who you
to mcc::;riow

Peoplewho seemsatis€pied withtheirpresentjobandearningsare probably not begins with

candidatesforbecomingbusiness-buildersatthistime. what Yo do

Remember, we're looking for people who are looking. f*‘f“([ ' «(Jﬁ,

Ifthey’renotlooking—skipthepre-approachandpresentationstepsand seeifthey it ™ T

wouldbe interestedinbecomingaproductcustomer.

Here’s the important part: Never prejudge for your prospect.
Don’tassumethatthey won'tbeinterestedinthe businessbecausethey haveahigh
incomeora“good”job.

It's impossible to know who is looking for a new career.

Manytimesit'sthe people with the high-paying statusjobsthatarethemost unhappy or
dissatis@ied.

Sostartbyaskingsomequalifyingquestionswiththeintentofgivingouta pre-approach
packforemostinyour mind.

Togrow exponentially,youmustkeep 10 pre-approach packsin constant circulation.
Onceyou getapositive response to one of your qualifying questions, let themknow
youhaveanopportunitythatmightmeettheirneeds.

Offertolend them someinformation sothey candetermineifitwould be right for
them.

Give the pre-approach pack.

NOTE: You will have much more compliance with people reviewing the materials
andabetterresponseifyoudistributethemwithasenseof urgency.



Always follow the system!

Letyourprospectsknowthatyouaremovingveryrapidlyandaskfortheir commitment
toreviewthematerialswithin48hours.

Ifthey tell you thatthey won’tbe able to get to them for three days —let them know
you'll bring them back at that time and that you'll be circulating them to others in the
meantime. Sales
Anddon’tjustsaythis,meanit.Pre-approachpackscanonlyworkforyou when they’re (Go up and down
outwith prospects.

Keep them in constant circulation. Ser ViCe
Stays forever

Follow up with your prospects within 48 hours as you promised.

Simply ask your prospect: “Does this look like something you'd like to explore
further?”

Their answer will fall into one of three possible categories.

Category One:
“Thatlooksveryinterestingforyou,butldon’tthinkl’dbeinterested..” Theseare
peoplewhosimplydidn’tcatchthevision.

They've seennothing ofthe business to excite them. Don’ttry to

sellorpressure them.
Acceptthattheymaynotbereadyforthebusinessjustnowandseeifthey wouldbe
interestedinusingyourproductsorservices.

Category Two:

These are sadly misinformed people who, even sadder, don’t know they are

misinformed. They’'ve got their minds made up and don’t want to be confused
with the facts.ur prospects.
This will determine whether you move forward to making an actual presen- tation.

Category Three:

“Wow! What's the name of your company? Whatare the products? How does that
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work?”

This is the individual you're looking for. @ E% RECOURCES OVERSEEING

They’re intrigued by the possibilities, but need more information. w ] o F
REGUI H

ThisisyouropeningtomovetoStepTwo—givingthemapresentation. Ifitcanbe PLAwNG /< DESIGHING >

donerightthenandthere —doit. Operatlons %::Tc et
If not, schedule a speci€pic time to do this. Management W
h

INPW \‘,
This is the sole reason for the pre-approach pack: to get you appointments with O mﬁ ii T
quali€ied prospects and prevent you from making appointments to unquali€ied wm‘m PRODUCTION  STRATEGY & :

prospects.
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10. Schedule YourFirstPresentations

[t'svery possible thatyour sponsor may offer to conductahome meeting for youtomake
the presentationstoyourinitial prospects.

Orthey may be conducting hotel meetings thatyou can bring your people to. Theymayalso
helpyouwith2-on-1presentationswithsomeofyour Schedule your €irst coupkopfe.

SR it SO
weeks’ presentations with your sponsor and write themin your planner. Yotir D 05itive action
Note:Incasesofrapidorganizationalgrowth—yoursponsormaynotyet be quali€ied C.Om.med Wlth. pOSltWe
tomakeapresentation. thlnklng results in success.
Ifso,that'sOKgofurtherupthesponsorshiplineandyouwill @indsome-one to helpyou. Shiv Khera

This is a critical part of your training.

As you watch and listen to your sponsorship line make your initial
presentations (takinggood notes,lhope) —youwillbelearninghowit’s done.

The sooner you learn to conduct a presentation your- self — the sooner you're on
yourwaytoindependence.

You can then duplicate this process with your people.
By following this system, you will be building secure lines with the potential for walk-
away, residualincome.

THE KEY BEHAVIOUR TRAITS TO
BECOME SUCCESSFUL IN M.0.M

* Optimal teambehavior.

* Thinking style.

* Emotional intelligence.

* Thinkingskills.

* Judgmentskills.

* Temperament.

* Social skills.

* Leadership drive.

* Capacity foraccepting guidance.

* Personal emotional maturity / angerlevels.
* Need forinteraction with others.

* Leadership style.

* Use of different situationalleadership style.

* Levelsand types of political behavior.

* Motivations forwork. IWILL\Do IT
* Theability to getinto leadership positions. T\\
* Better qualityjudgmentthananyrelevantpeer group.
* A capacity for survival.

* Ability to select effective down lines.

\

* Abilitytoinspireordinarypeopletoperformabovepar;inspiringfollower
- ship.
* Makingaprofound enduringdifference to the organization.

* Aprofound sense of decency with moral @iber.
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UNDERSTANDING THE PRINCIPLES OF SUCCESS IN M.0.M

* Sometime peoplearebornrich.

* Someachieverichness by workingvery hard.

* Forsomeonerichnessis trusted upon them.

* M.0.Misan opportunity ofthe 2nd type.

* SuccessinM.0.Mwill cometoyouonlywhen youareready tomeet the opportunity
offered by M.0.M.

* ThebeginningofsuccessinM.0.Misyourdesiretoachieveinlife.

* Successin M.0.Misnotashortcut. Itis progressive and should be achieved stepby
stepbyfollowingM.0.Msystem.

* M.0.Misanopportunityforyoutobeindependententrepreneur and you should
controlyour own destiny.

* Youshouldshowtherightplanintherightway,totherightpeopleatthe righttime for
therightreasons.

* Successisajourney,notadestination.

* Ifyouhavealuck,inM.0.M,itmeans Labouring Under correct knowledge.

* Don’tthink that, becoming an entrepreneur is an accident in€pluenced by others.Itis
anopportunity knockingyour door.

* Successful journey in M.0.M will not be comfortable foryou initially,but vy

assumeprogress,youcanseemorecomfortzones. . 1’ . Robert Kiyosaki :

* M.O.Mopportunity should beachoice,notachance. ; ,:‘ s =
g Q é _l

DREAM AND DESIRE D e o

,% trength of your desire;
v the size df your d ;

* Asanindividual citizen of Indiawhatis your Dream. _ f,'.',s‘;::b, ou handle .

* Canyoureallyachieve your dream with whatyouare doingnow the Wak.

* Why youshould have a quality dream - wish - desire-ambition-goal in your life. “
* Youget motivation only when you dream.

* When you work forothersyouare buildingother’'sdream.When you work for

yourselfyoubuild your dream.

* Youshouldhaveadreamforwhichyoushouldbeinterestedtowork, struggle and

@ight.

* Alwayskeepdreamingandkeepitfocused and goal oriented.

* Tillnow,youmustbe dreamingaccordingtoyour presentlife styleand income.

* With M.0.Myou can dream higher and greater.

Marketing is no
. EMPOWER
EMPOWER longer about

WHAT ARE YOUR DREAMS YOU WANT TO ACHIEVE WITH M.O.M E the Sthf that
ducation you make'

M oney | but_ about the
P ersonality stories you tell.
O pportunity to grow W SETH GODIN

ealth and prosperity E

ntrepreneurship

R ecognition



WHAT ELSE ARE YOU DREAMING?

* Many people like your friends, relatives, family members, your
neighbours.

* May think youare mad and not thinking properly.
* Don’tworryaboutothers criticism. “There are no secrets
* Yourdream is your personal goal. to success.

* Ful@ill the goal by making your dreamtrue. Itis the result

* M.0.Mwill make allyourdreamsreal, trueand achievable.

of preparation,

WORK WITH PERSISTENCE AND COMMITMENT hard work. and

* Nothingin the world can take the place of persistence. Talent Iearning from failure.”
willnot.

Colin Powell
Nothingis more common than unsuccessful men with talentand skills. Genius willnot.

The world is full of educated derelicts.

Persistence and determination alone are important.

* Forgetallbutsandifs. Youshould beeither partofasolution with
M.0.M or part of problem with your existing life.

* Thereareonlytwowaysnottomake moneyin M.0.M, the @irstoneis nottostartand

the otheroneisto quit.

* Nevermistakeactivity for productivity.Ifyoudon’tstartyou cannot .
@inish. é;‘ e =
* Ifyouthinkthere issomeone, toblameforyourfailure,lookin the mirror Jufi)tr'\j\le:r% rgg:j,mg
irst don't give a shit

* Youcanmakemoneyoryoucanmakeexcuse.Youcannotmakethemboth at the same about what

time. anybody thinks.

* Winnersnever quit-quitters never win Do what you have

* The question isnot whether the M.0.M works, Itiswhether to do, for you .
youworkinM.0.M

- Ootesny Depels

* Inthe midst of dif@iculty, lies opportunity.

* Roundedand Balanced and seesall sides of the strategic picture.

* Objective rather than subjective - Takes objectively optimal balanced decisions.
* Capableofdispassionyetbiased in what they believe.

* Whileremaininghumane, theytakedecisionsinthebestinterestofthe business.
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* Seesthebigger picture and then condensesit. F &
* Self-congpidently best suited to take decisions, with humility and self - l
questioning, able to draw the strategic picture forall thosearound him to understand and ( 'é‘
joinin. n will create 7
* Emotionally mature and naive. markets.” R«

Fhilp Kotler

* Understandsthehumanaspectsbutseesclearlywhatisimportantand ignore the f
rest. :

* Wise andclever.

* Usethe wholerange ofintelligence and emotional maturity rather thanIQ alone.
* Bothanindividual and ateam player.
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* Havingservedmanagementteamasagoodteamplayer,asaleadertheir individuality
isthepremiumthatmakesthedifference.

* Enough charactertoimposeand enough personality toimpress.

* While endowed with the gravitas of character, they have enough ephemeral

personality to persuade those who need the more super€icial touch.

BUSINESS DEVELOPMENT SKILLS FOR M.0.M
ENTREPRENEURS

* The vital role of down line frontline Independent M.0.M
entrepreneur.

* What isselling?

* Tellingisnotselling.

* Why people will buy from M.0.M.

* Developingyour own sales plan.

* Findingnew Frontline IndependentM.0.M Entrepreneur.

*  Whynew Frontline Independent VIYAAN INDIYA Entrepreneurare so
important.

* The impression.

* UnderstandingIndependentM.0.M Entrepreneurneeds.

* Presentingyour sales case.

* How to answer the prospective Frontline Independent M.0.M
Entrepreneur objections.

* Thedifferentkinds of objectionsandstrategiesfordealingwith them.
* Howto closethesaleand secure the business.

* Yourpersonal plans for future.

* Yourresponsibilities to the Independent M.0.M Entrepreneur and to the company.

* De@iningthesalesproposals.

POSITIVE ATTITUDE

* Yourattitude is veryimportantfor your success.

* M.0.Misaworld class programmeforapositiveattitude people.

* Ifyouthinkthatyourlifeisveryhardandyoucannotchangeyourfuture, change your
attitude @irst.

* Lifeis 99% Attitude and 1% Aptitude (your work)

* InM.0.Mbusinessyoulearnsomethingeveryday,and thereby grow everyday.

* Apositive attitude will give you good friends around you.
Weallwanttohavepositiveattitudeinmind,butsometime we € indit dif€icultto
practiceit.

* For positive people, toughtimes don’tlast.

* FirstAttitude, next Aptitude,and then Altitude.

* Youcanhavegoodattitudeandalsohavebadattitude.Thechoiceis yours.

* M.0.M makes youtolook forward, notbackward.

* Attitude ofhelping others willmake youto gethelp fromothers.

* Anybody canlightthe roomwhenitis dark.

* Positivemind helpsyoutounderstand, new opportunities for growth.

PRICEIS
WHAT YOU PAY.
VALUEIS
WHAT
YOU GET

WARREN BUFFETT

Build.
Rebui
I've mastered
bouncing back.
Now to master

the art of not
having to.

| prefer
toeamit.

It makes me
appreciate
it more.
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* Never €ind fault with others, because ‘To err is human, we should always seegood
thingsinothersandhelpthemtogrowwiththosegoodthings.’

* M.0.M gives you many good systems to understand your own strengths and
weakness.

"The sales department isn't the

y .| whole company, but the whole

! i} company better be the

. les department.”
* Everybody wants to go to heaven, butnobody wants to die. s

* Experienceisagood teacher. N\ Philip Kotler~
* Introducingagood thingtoothersisanatural phenomena. S
* M.0.Mbusinessisnotsellingproductalone.ltisalsogivingincome generation
opportunity to others.

* M.0.Msystemis aninternationally renowned system, helping millions of
peopletobecomesuccessfulinlife.

* Select 250 known peopleinyourlife.

* Beproudasasocial entrepreneurin M.0.M.

* Whenyoureceive your €irstincome, goand share this information withall the 250
people.

* Whenyoureceive the 2nd pro€itgo and share thisinformation with all the people
whom you know.

* Goand share yourambition with others.

* TeachothersunderyourleadershipaboutM.0.Mbusinesssystem.

PROSPECTING

* Awarmlistis group ofindividual from your presentand pastwhomyou wellenough

thatwereyoutopickupthetelephoneandcallthem,they would recognize you once
heardyourname.
* Thedirectionofthe21stcenturyistobuildonwarmmarketrelationships as opposed tols
the philosophy of ‘throwing mud on the well’ and hoping some sticks.
* Thelargeryoubuild your warm list, the more solidly you will establish your M.0.M
Entrepreneurial career.

* Make sure that new Independent Social Entrepreneurial are trained on how to use
triggering devices in order to help them recall at least 2000 friends and
acquaintances.

* Remember not to yield to the arguments and rationalizations new Independent
Social Entrepreneurs use in order to avoid approaching their warn markets.

* If you let doubts stand in the way of launching your Entrepreneurial career, you are

guaranteed to fail, butif you go forward and persevere, you will succeed.
* Move past your comfort zone and offer everyone on your warm list this opportunity,
especially those you feel are already too successful to consider doing M.0.M “

Entrepreneurial career. Don’t find customers for your

* Professional have anatural tendency torefuse to openly acknowledge their products, find products for
participationinM.0.M,butthisrefusal cannegativelyimpact their Entrepreneurial your customers..
career because their doubts and insecurities can be sensedbybothprospectsand St

IndependentSocialEntrepreneurs.
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* Ifyoucan’tletyourFrontlineatworkaboutyourinvolvementin M.0.M

Entrepreneurial career, be sure during in - home presentations,toshowthat

youareproudandenthusiasticaboutthe industry and M.0.M Entrepreneurial

career.

* Neverqualifyyourprospects: Todecideinadvancethatonepersonistoo important to

ne approached, or another is too inadequate to succeed, is economicsuicide.

* Ifyourprofessional careerhasapotential con@lictofinterestthathampers recruiting L May we

efforts, you can either. S \RofE I
1. Prospect through life styling, that is, by approaching people through HARDER RIGHT,

. . . . instead of the
the normal course of your life, letting them know, without mentioning your ‘

EASIER WRONG

Entrepreneurial career that you would like to get together with them when it is
appropriate.

2. Sponsor someone who knows your Entrepreneurial career associates
andcanethicallyapproachthosepeople.
* Youmaywanttoconsiderprioritizingyourlistbysaying‘target marketing’,
whereinyoushareapersonalbackgroundwithcertain groups from your
warm orlukewarmmarket.
* Always allow your new Independent Social Entrepreneurs the courtesy of talking to
their closest friends and family without the presence of their supporton theline.
* Three way calling is most - effective after the presentation - not before. Or youmay
prefertohavetheprospectmakeadirectcalltoyourleader.
* Useacard @iling systemto trackyour prospects.

* Callallthepeopleonyourprospectcardsevery6monthsuntiltheyeither sign up or die. [[EAUEEIECRERCIERIT
something is impossible,
all | hear is that he or she
mucheasierthanapproachingstrangers. in particular cannot do it.

* Beginning with the warm market is bestbecause approaching friends and relativesis

* Attitude is more important than ability in M.0.M Entrepreneurial career. If it can be thought,

* During your recruiting efforts, think of yourself as an educator more than asan it can be done."

IndependentSocial Entrepreneurial. ran Veasly
* Until the presentation, your intent is to stimulate the curiosity of your prospects,
notsatisfyit.

* When prospects object to an enthusiastic conversation, don’t argue with them.Simply
@iletheircardandcallthemagaininsixmonths.

* Remember the SW rule: Some Will, Some Won't, So What, because someone else
iswaiting.

* Focus your @irst90days in VIYAAN INDIYA Entrepreneurial career, on “Relationship
marketing” - that is, reaching out to those closest you to extend the invitation to

create an Entrepreneurial career partnership intended to enhance the quality of
yourlives. Network marketing is the &
fastest growing business

model in the world today.
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Never Interr e
doing what you'said'couldn't

be done.

Amelia Earhart
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IDENTIFYING RIGHT PEOPLEAT THE RIGHT
TIMEFORM.0.M

* Don’t be misled by false expectations. Success in M.0.M

Entrepreneurial career takes hard work and persistence.

* There is no one whom we could not present this M.0.M| Entrepreneurial career

opportunityasachance for success, butbe cautious to distinguish between the facts that,

while everyone can, not everyone will.

* Along with references to the oversized cheeks, Independent Social

Entrepreneurs will also want to discuss the amount of effort required to succeed in

M.0.M Entrepreneurial career.

* M.0.MEntrepreneurial weareaboutthe hard workrequired to succeed, theless

attritionwewillhaveandthemorerespectwewillbuild forthe M.0.M

Entrepreneurial career. N
The best advertising is done by

* M.O.MEntrepreneurialcareeristhegreatequalizerinwhichblue collar workers are satisfied customers

allowed to compete €@inancially with professionals and CEOs.

* Withrespect to the time it takes to do this Entrepreneurial career, set realistic

goalsbasedonrealachievementofleaders.

* Parttime effortwill virtuallynever produce full time results.

* Thereisnothingwrongintelling people the uppermost possibilities inM.0.M

Entrepreneurialcareer,butthereisnoneedtoexaggerate because the truth

remarkable by itself.

* Thereofnobetterwaytogetstarted inthis Entrepreneurial career, than tojustdoit.

Setupyour€irsthomemeetingandbegin.

* InM.O.MEntrepreneurial career,retirementmeansthatwe can easeup

dramatically,nolongerneedingtospendourlivesprospectingin order to achieve

wealth and independence, while still €inding an appropriatemeansofsustaining

oursupporttothosewhodependonour accessibility.

*  ThinkofM.0.MnotonlyasanindependentEntrepreneurial career, butalsoasa

vehicletohelpyoudothethingsinlifethatreally.

* Simply de@ined, M.0.M Entrepreneurial career is the word of month
distribution of  products for which independent Social IR

Entrepreneurial who are responsible for those orders are compensated through any business leader and manager

is performance.

Brian Tracy

variouslevelsin their organization.
*M.0.M Entrepreneurial career is all about lot of people using and sharingalittleof
products.

* OnceyouhavebuiltateaminM.0.MEntrepreneurialcareer,your focusshouldbeon
dedicating on dedicating yourselfto teach that team the art of networking.



L)
-
-
-
ot
=
-~
e
o
et
=
]
—~
o
—
=
-~

* M.O.MEntrepreneurial careerismuchmorelucrativethanmost franchisees, yetis
onlyafractionofinvestmentwithnoinfrastructure,no employees,and notime spent
away fromhome.

* False expectation canliterally ruinwould be great Independent Social
Entrepreneurs and destroy the credibility of the M.0.M Entrepreneurial career.

MAINTAIN YOUR INDIVIDUAL SUCCESSDIARY

* Keepalwaysagood diary withyou all the time. S

2\
i

* Beautiful and creative ideas will come to you suddenly - record them
immediately inyour diary

* Note down questions, ideas, reminders in your diary.

* Storeyourof@icedetailslikevisitingcardsand invitationsinyourdiary.

* Writeyourplanningscheduleinyourdiaryand followitup regularly.

* Keepalltheimportantphonenos.ofyourteam,leadersandotherimport- antnos.in
yourdiaryvery carefully.

* Transfer those no.to the phone bookofyour cell phone.

* Keepyourdiaryinthe executive bagorbrief case.

* Makesure,whereveryougo,eventorestaurants orunimportantmeetings, to carry your
diary withyou.

* Write some motivational quotes in your diary.

* Write the milestones and success storiesinyour diary.

* Wheneveryouarediscouraged, openyourdiaryand readit.

* Yourdiary is your success journey.

[a

BUILDYOURTEAMANDYOURORGANISATION P

* M.0.Mis unlike other regular and traditional business. Itis a business of

helpingothersto grow.

* Youarehelpingtoimprove other peoples’life.

* Oursuccessdepends uponhowmany people we have helped.

* There are many times you will be wondering how to help others
directly.M.0.Mgivesyouthatopportunitytohelp othersbygiving themaM.0.M
opportunitytobuild theirlives.

* Once you start helping other people, to understand M.0.M opportunityandits
systemandmethodologies,moreandmorepeoplewill be comingunderleadership.
* Youwill be having a very big team under your leadership and an
organizationwhichyouhavecreatedtobesupportedbyyou.

* You,alongwithyourteam,havetoorganizeandparticipatein individual
interactions, group counselling, M.0.M meetings,
conventionsandseminars.

* You have to understand that, M.0.M is a world class entrepreneurial
opportunity in direct marketing in creating Network of relationship and build a
successful entrepreneurialcareer by helping
othersandhelpingothersand helpingothers.

“KEEP YOUR SALES
PIPELINE FULL BY
PROSPECTING
CONTINUQUSLY.
ALWAYS HAVE MORE
PEOPLE TO SEE THAN
YOU HAVE TIME TO
SEE THEM.”

&

EVERY MINUTE YOU
SPEND IN PLANNING

SAVES YOU 10
MINUTES IN
EXECUTION; THIS
GIVES YOU A 1,000
PERGENT RETURN ON
ENERGY!
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BUILDINGYOURORGANISATIONINM.0.M

* Managing an organization is a time-wasting practice that does for others what they
should be doing for themselves, thereby creating codependency.

* Supportingthemembersofyourgroupmeansbeingforthemwhenthey call to ask for
guidance, moral support, orrequest thatyou talk to one of their serousprospect.

* Managing organizations for our families and friends often cause the very people we
love mostto fail.

IS A RACE WITHOUT

* Practicing a management mode is counterproductive for both being man- aged and
those doingthe managing. A LB
* We are empowered far less by heredity, luck, and circumstances, than our vision of

whatwebelieveistrulypossibleforourselves. ]
* Don't be offended - be joyous - when new recruits €pinish their training and gotowork
withoutcallingyoueverydayandaskingyoutodoeverythingfor them.

* In M.O.M Entrepreneurial career, everyone has the ability to do greatthings,but
thosewholeanontheiruplinesforeverysinglethingare usually the ones who fail.

* WhatmakesM.0.MEntrepreneurialcareersomuchgranderthan traditional
opportunities is the fact that here you are compensated ethically and generously for
your productivity.

* Ifyoubecome frustrated because your lines are not successful, teach them tovisualizethe N eAwen é’ L
endresultanddirectmostofyourenergytowardthosewho do. Sanore aboi

* Because M.O.M Entrepreneurial career is an Entrepreneurial careerofduplication, [IIRSE:884:854T> S PHETEE

about ‘hunting’.
It’s about cultivating

yourpeoplewilldowhatyoudo.Ifyoumanageyour frontline,sowillthey;ifyouspend

mostofyourtime prospectingand recruiting, so will them. : _
relationships.

* Baby - sitting a front line is not an effective way to build an Entrepreneurial

Dr. Ivan Misner, BNI

career.

* Don’tmakethemistakethatresultsinnearly50%ofthefailuresin M.0.M
Entrepreneurial career, building your frontline for the €irst few months, then
stoppingtomanageyourpeople.

* Setyousighsonthegoal,consistently,meetthestepsoutlinedin M.0.M

Entrepreneurial career plan, and don’t make excuses - whatever it takes, just

doit.

* Promotional volume - that is, money spent on products, samplesand multiplekits
- is initially a means of helping Independent Social Entrepre- neurs meet volume

requirementsforquali€ication.

* Real volume - that is, products or services ordered by satis€pied customers and STOP DOUB'"NG

Independent Social Entrepreneurs - is what ultimately creates passive residual income
and is the essence of what makes network marketing a viable ongoing YOU RSELF’ WORK

Entrepreneurial career. H AR D, A N D M A K E
* Your M.0O.M Entrepreneurial career can survive without promo- tional volume, but |T H AP P E N_
failure to create real volume, by not acquiring legitimate customers or notusingall your

own products, canlead to the collapse of your entire.
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* M.O.M Entrepreneurial career is of building Independent Social Entrepreneurs
buildingtheirownfrontlinesandteachingtheirpeopleto duplicate theprocess.
* If each M.0.M Independent Social Entrepreneur builds his own frontline,

followingtheadvice, “Gowidefast,”thedepthwilltake careof itself,and the cream will Y our tlm e iS

limited, so

alwaysrisetothetop.

* Be there for tour front line to render moral support, coaching and assis- tance in
closingtheirprospects,butdon’ttrytodoforthemwhattheymust do forthemselves. don't waste
* Successcomestopeoplewithleadershipskills,asoundvision,enthusi- asm,andthe it liv_lng
willingnesstoputforththeefforttobuildanorganizationand someone

@ind others who will do the same. else' S life_

FOLLOWYOURUPLINELEADER _ s

* Talktoyourleaderabouthissuccessstoryin M.0.M.

* Share his experience with yourteam memberalso

* Askaboutthe dreams ofyourleader

* Understand how he had overcome the various dif€iculties when he was a new
distributor.

* Find out the various reasons based on which ,he was consistently and
continuously builtM.0.M

* Learnhow he handled objections.

* Askhimaboutthevariousnegativityandpitfallsinthisentrepreneurial opportunity. BEI-I EF +
* Spend enoughtimewithyourleadersand duplicate hismethodologies.

* Sometime,yourleadercanbeyourrolemodel, mentorand guidealso. quK ETHIB —

* Motivate yourleadersalsoand show your enthusiasm.

* Bealways, mutuallyadvantageous with yourleaders. R Esu I-TSI
PROFESSIONAL LIFE WITH PERSONAL LIFE e

* Manage professional timings visavis personal timings.

* Yourfamilyis equallyimportantlike your entrepreneurial career.
* M.0.M entrepreneurial career gives you leverage to spend quality time with your
family also.
* If you are doing M.O.M in part time, then you have 3 responsibilities.
1. Managing your full time work
2. Managingyour part-time entrepreneurial career timein M.0.M. 3.Managing
yourfamily.

“The aim of : |
marketing Is to

* Everybody are gifted the equal time of 24 hours.

* Youhavetotakeinitiativestodivideyourtimingsbetweenyourfamily life and
reduce the

entrepreneurial career. . g
P need for selling”

* Sometimes, entrepreneurial timings takes more time because of its intensiveness
andextensiveness.Youmaybealsotravellinglotofplaces.

* Keep communicatingto your familyaboutyour whereabouts.

* Keep your schedule intact, so that you meet the essential requirements of yourfamily
like children’seducationand family events.

* Itis your responsibility to see that both are given due respect without
compromising eachother.
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PROFESSIONALPERSONALITYFORM.0.M

* M.O.M Entrepreneurial career requires an upbeat, enthusiastic personwhowillin
turnattractothersseekingtheirownwell-being.

* The disappointment about those who fail to show up at Entrepreneurial caree
Opportunity meetings or, worse, those who quit, can be alleviated by putting you

energy into approaching a greater number of new pros- pects. ) ATE
&Y PP 528 pros=p “The aim.efselling is to

satisfy a customerneed;

the aim of marketing is
* Workwith peoplewho showaninterestand willkeep your spirits up. to figuFe®ut-his need"

* Don’twaste your energy supporting those who resist you, just think ‘next’and
move on.

* IfyoufeellikequittingfromM.0.M, callyourleadersforsupport and
encouragement.

* Shareyourenthusiasm, neveryournegativity, withyour frontline.

* In order for professionals to be successful in M.0.M Entrepreneurial career,
theymustbewillingtousetheirreputationsand credibility towards building their
Entrepreneurial career. Denying their commitmenttotheirwarmmarketswillonlyset
themselvesupforfailure.

* Thesearethereasonstobeproudand optimisticaboutsharingour
Entrepreneurial career with others.

* WehavetheonlyentrepreneurialhomeEntrepreneurialcareerwith no upside
limitsand noseriousdownsiderisks. :
* Totaltime freedom goesinhand with the wealth and prosperity we achieve. hbr‘ﬁewbrk tha
* By working diligently in the beginning, we can ultimately have a stress -free do before we have
life. product” .

* Recognitionandtravelawaitallthosewhoaresuccessfulinbuilding the M.0.M
Entrepreneurial career.

* InM.0.M Entrepreneurial career, recognition is derived from things inlife truly
matter, such as helping people make their lives work.

1. Ifyouattempttorecruitotherswhileinastateofdepression,your efforts will
be futile.

2. You alone have control over your attitude. If you exercise that control,
adjustingyourattitude from theinside, then your outward behavior will naturallyfollow.
* Changeyourattitudeand eliminate depression, we encourage youto

1. Avoid watchinguseless television programmers.

2. Read upliftingbooks.

3. Listentoinspirational tapesand CDs ofM.0.M.

4. Only speakand thinktoyourselfinapositive, upliftingmanner.

5. Recall positive emotional experiences from the past.

6. Focusonthefuture,notonpastdisappointmentsthatlimit possibilit¥d" “Be a cause, not J ust

r a business. Have a
7. Set goals and use af€pirmations to reach those goals on a regular basis. higher mission”

Striving to visualize ourselves, as we want to be, is the €irst step towards change
and growth.

8. Avoid negative people or at least negotiate with them to avoid acting
negativelyaround you.
* Don’tever give up onyour goals.
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LEADERSHIP QUALITIES REQUIRED FOR M.0.M

* Mental ability.
* Physical strength.

* Intuition.

* A Serenesoul.

* Agood physique and pleasing physiognomy.
* Paradigmatic thinking.

* Self -belief.

* Communication ability.

* Strategic analysis.

* Team motivation.

* Financial and business analysis.

* Peopleselection.

* Balance andjudgment

* Anindependent spiritwith good judgment.

* Specialsignsofleadershipsuchasapersonexudingdignity,easymanners, self-respect
andrespectforothers.

* Goodrelationshipswithothersocial entrepreneurleaders.

* Willingnessandkeennesstolearnnewthingsaboutanythingrelatingto the M.0.M.
* Awell oriented private life.

* Attractiveness, everybody wants to be his or her friends.

TREATM.0.MASABUSINESS

"Good marketing makes
* Your attitude towards M.0.M Entrepreneurial career is very important. the company look smart.

* DonottreatM.0.MEntrepreneurial careerasadeal orascheme oran obligation. Great marketing makes

the customer feel smart."

* Small thinking, little expectations, narrow mindedness will give you, only small

~ Joe Chernov

successinM.0.M.

* Themore serious you are, the more committed you are ,the more extra work,
themoreeffectiveness,themoreentrepreneurial careerlike approachwillgiveyou
moresuccessinM.0.M.

* 75%ofpeoplewhodon’tmakesuccessisbecausetheydon’tthink
M.0.Misapowerful Entrepreneurial career opportunity.

* Don’tbe misguided by people who have failed

* M.O0.Mentrepreneurial career is an independent opportunity giventoyou.You

arethedecidingauthorityofyoursuccessandfailure - "THE KEY IS, NO
* Youarethe 1stand thelastmantodecideaboutyour future. MATTER WHAT STORY
. . .

TreatM.0.M Entrepreneurial career as your own entrepreneurial career. You TELL, MAKE THE

TREAT M.0.MBUSINESSOPPORTUNITY LIKE A 100% Ar;‘».i;BUYER THE HERD."
BUSINESS

-CHRIS BROGAN

* Be proud to say others that you are doing M.0.M Entrepreneurial career.
* Be proud to say others that you are going to become rich because of
M.O.M.
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* Be proud to say others that you are doing M.0.M Entrepreneurial career.

* Be proud to say others that you are going to become rich because of
M.0.M.

* Be proud to say others that your lifestyle is changing because of

M.0O.M Entrepreneurial career opportunity.

* Beproudtosayothers,thatyouareabletochangethelivesofmanypeople forbetter
becauseofM.0.Mentrepreneurial careeropportunity

* Beproudtosay others, thatbecause of M.0.M Entrepreneurial career opportunity
you have helped your family, your society, your nation.

* Beproudtosayothers, WHAT'SLIFEWITHOUT M.0.M.

BUSINESS DEVELOPMENT SKILLS FOR M.0.M

* Understanding the §ive golden rules of communication.

* Whatwe selland what our distributor expects.
* The sequential planned sale.

* Preparation andplanning

* Pre-approach work

* Criteria forpurchasing

* Makingan effective presentation

* Buildingagreementand reinforcingneeds.

* Effective closing.

* Buildinglongterm good distributorrelationship
* Settingtargets and achieving them

* Identifying marketing mixand selling.

* Trouble shooting

* Positive behavioraltechniques.

* Delegatingindividual action plan

* The qualities of success.

* Theroleand function of entrepreneur

* Making the change of beingan entrepreneur.

DISTRIBUTORS
* Managerial attitudes.
* Leadership dimensions.
* Teamleadership.
* Delegation and workallocation.
* Techniques ofmotivations
* Managing time and self-organization
* Patterns ofcommunication.
* Training and developing frontline independent M.0.M
entrepreneur
* Controlling theoperation.
* Self-developmenttechniques.
* Creating the rightappointments
* Assessing and appraising frontline independent M.0.M

entrepreneur.

“Never Depend

on Single
II](T()"\('. MH]"\C
Investment to
Create a Second
Source.”

Warren Buffeit

“You don't have to
be great to start
but you have to

start to be great.”
Zig Ziglar

Sales

Go up and down

Service
Stays forever




* The differentleadership styles.

* UnderstandingM.0.M entrepreneurial career.
* Potential and performance programming.

* Problem solving

* The strategyworkshop

* Amway leadershipgrid.

MANAGERIALTRAITSTOBECOMETOTOP

M.O0.M LEADER
GROUP A
001 - Supporting M.0.M Top Management 002 - Total
Quality Management

03 - BusinessProcess

04 -Feedbackconsulting - Supporting self-directed teams 005 -
Designing Reward System

006 - Performance Appraisals System 007~
HumanPotentialManagement

08 -Understandingthe M.0.M Corporate Culture

Group B

09 -ToughMinded Management

10 - Managing Non Performing INDEPENDENT M.0.M ENTREPRE- NEURSs
11 - Emotional Participation

012-80:20 Formula

013 - Problem Solving / Stress Management 014 -

Understanding Human Personality

Group C

015 - Role Analysis and Responsibility 016-
TeamBuilding-GoalSetting
017-QualityofWorklife-Creativity&Innovativeness 018 -
Assertiveness

19 -Personal Success Skills

20 -ManagingPersonal Lifeand Professional Life 021 -
Economics of Behaviours

22 - AttitudeRe-engineering

Group D

23 -Conducting Trainingand Counselling forIndependentM.0.M
Entrepreneurs

24 - NegotiatingSkills

25 -Managing INDEPENDENT M.0.M ENTREPRENEURSs

26 -ManagingDif@icultINDEPENDENTM.0.M ENTREPRENEURs 027
- Effectiveand AdvanceSellingSkills 028-

PracticalPublicRelations

029-Selling Insurance and Other Service Related Products 030 -
Relationship Management

SRR
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>

Your |5<J.si.f'ivé action
combined with positive

thinking results in success.

Shiv Khera

The aim of is to know
and understand the customer so

e~ well the product or service fits him
and sells itself.

~
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=
2 Stop 4

Iking about the 0, () O@
PROBLEM. - ¢
Spend time Y

\
talking about the L 5%
sovTion T
instead. \.g



31 - ClosingTactics
32 - Amway BrandManagement 033

-CollectiveBargaining

ot | Marketing is no

34 -Coachingand Counselling |On er about

35 -ManagementofCultureof DifferentPartsofthe Company the Sthf th at

36 - Transforming Ordinary INDEPENDENT M.0.MENTREPRE- NEURsintoa you make

Successful Leader !

37 -Integrating Technology into Working 038- bUt_ abOUt the

EnsuringtheTrainingEffectiveness stories you teu.
SETH GODIN

039 - How to Setup and Manage Independent Meetings

IGNORING REJECTION IN M.0.M BUSINESS

* FailureinM.0.M oftenresults fromindividual’s problem only.

* The M.0.M New Independent Social Entrepreneur’s argumentative approachin
recruitingfrontingleaderswhohavealreadymadeitobvious thatthe timingis not
rightintheirlives.

* The mistaken belief that the goal is to overcome objections, sign up people atall cost, then
dragthemacross the @inishline through motivationand managementsystems.

* Ifwarm or cold market prospects are approached properly, they will only rejectyour
offer,ifyourtimingisnotright,inwhichcaseyouwanttogently bank offand re approach
themevery sixmonths.

* Rejection is not your ally, not your adversary, and if handled properly, it willexpedite
yourrecruitingactivitiesandactuallysetyouupforapositive outcome.

* Don’ttalkabout M.0.M Entrepreneurial career with friends or relatives until after
you have made acommitmentand have been trained.

* AsyoubegintalkingtoprospectsaboutM.0.M,youhave the choice of creating one of

two mind-sets.

* Youcanstrivetobewellreceivedbythoseyouapproachbysettingyour- selfup fora
friendly callback.

* Youcantrytoavoidthepainofrejectionbysayingnothingdoingnothing, being
nothing.

* Persistence, coupled withabsolutebelief,canneverbe defeated.

* When you are not getting the support that you desire from family and friends, begin

@irst by focusing on you own attitude and changes in their behavior will naturally

follow. Don’t worry
* OnceyouaretrainedbyM.0.M,beginimmediatelybypickingupthe phone and calling about failures,
the peopleonyourlist. worry about
* Don'tlet“callreluctance”andthefearofrejectionstopyoubeforeyou startonyour the chancess
adventureinnetworkmarketing. you miss

* Relyonthe credibility of yourleaders. when you
* Remember, you are in M.0.M Entrepreneurial career for yourself, but youareneverin don’t even try.

Entrepreneurial careerbyyourself.

* Astheirsponsor, prospectslooktoyouastheirmentorandleader.

* Ifyou are feeling low self-esteem, read, study, listen to tapes, attend moti- vational
seminars conducted by M.0.M, and do all that you can to continue workingon your
personal growth.



* Asyou grow personally, so will your M.0.M Entrepreneurial career andasyour
Entrepreneurial career, willyou.

* Building too slowly is discouraging, and often results in people focusing on those who
rejectedtheopportunityratherthanonthosewhoacceptedan invitationtolookatthe
Entrepreneurial career.

* ThegrowthofyourM.0.MEntrepreneurialcareerwillbeindirect proportiontothe SET SOME GOALS
numbersofthenumbersofpeopleyouareprospectingon aregular, daily basis. THEN SMASH
* M.0.MEntrepreneurialcareerisanumbergameafterthe€pirst90 days of warm RIGHT THROUGH
marketing. [t becomes an Entrepreneurial career once Independent Social
Entrepreneurs begin interacting with their sponsors to build theirorganizations.

* Rejectionisnotto be taken personally, but merely asanindication that the timingis not
rightin people’slives.

* Persevere with every ounce of enthusiasm in order to give yourselfthe necessary
excitement to do M.0.M Entrepreneurial career in the right way.

* Prospecting small numbers makes theactofrejection bigger thanlife; prospecting
largernumberfocusesyourattentiononthosewhosaidyes.

* Don’t make the mistake of presenting too narrow a focus, that is, by promoting a
single product or just one division of the Company. Create wide appeal by stressing
leveraged income and time freedom based on generating orders of commonly M ark

ing is notthe art

usedproductsandservices. Of ﬂndmg C|€‘V€f WaYS
* When retailing offer the front lines, the opportunity to redirect their spendingon tO dl SRy
fodispo fwhat

commonlyusedproductstheyarealreadyusing.

POSSIBLE REASONS FOR FAILURE INM.O.M Creatlﬂ! QeﬂUlﬂe
BUSINESS oustomer value.

i Kot

* Nowritten goals-youdonotknowwhatyouwanttoachieveinyourlife "9’“”?“@"
* Nodirections-youdonotknow,where togoand howto go

* Novision-youdon’thaveanyinspirationand purposeinyourlife

* Nodreams-you have no interestin yourlife

* No commitment-you are not serious about your life, and you are mentally, physically

and consciouslylazy.

* Noconsistency-youdon’twanttocontinueandwouldliketoquitwithin 100 days of
M.0.Mbusiness.

* Sel@ishness-Don’twanttoworkhardandwanttoearnwithoutworking and by

making only others towork.

* Notdoingbusiness on a daily basis "CONSUMERS
* Beingjealous aboutother’s earning. DO NOT BUY

* Blames others and €inds fault with the company.

* Unrealistic expectations by putting little effort and expecting more returns. PRODUCTS.
* Too impatient - want to make fast money -big money without putting necessary THEY BUY
effortand time. PRODUCT

* Complainingtoo muchaboutsmallissueslikeanimmature person. BENEEITS."
* Easily in@pluenced by negative comments by others friends, relatives and other family :
members.

* Notabletobe optimisticbecause of natural inhibitions.

* Always giving many excuses.



* Beingegoisticand thinkthatwe know everything.

* Keepswitchingtootherbusinessopportunitieswithoutany consistency.

* Planningto create moreleadersunderyouwithoutyoubeingaleader.

* Being unorganized with unnecessary documents and moving with wrong people.
* Not able to keep proper records about the transactions in business,
@inance, expenses, schedules, events, programmes etc.

* Only interested in personal pro@it.

* Don’tcareaboutcompany’simageandvalves, customers’ needsand wants and
expectationand ful€illmentofthedownlines.

* Lack of knowledge about M.0.M business opportunity and its systems and it
methodology.

* Spendsmoretimeinprivate,notbeingavailableforyourteammembers, leaders and
organizational demands.

* Not communicatingproperly.

* Failtocreateagreementsandappointments.

* Don't have the responsibility to explain why.

* Notfollowing up the prospects according to their timings and
convenience.

* Gets discouraged by small problems and inconveniences and serious
@luctuations in enthusiasm levels.

* Talkingbad about other companies and competitors.

* Don’t haveself-esteem.

* Notwearing proper dress.

* Nothaving properimage.

* Distributing unprofessional printing materials and other publicity materi- als.

* Poor knowledge about the M.0.M products and therefore repre- sentingasapoor
exampletoothersaboutthebenegitsandadvantagesofthe products.

* Don’tnotknow howto handle complaints of your team.

* Donotknowhowto praise others praise and achievements.

* Spending too much times with negative people and therefore losing your valuable
time.

* Passingofsensitiveinformationto otherswithoutany time sensitivity.

* Expectingtoo much perfection from others.

* Notfollowingupdaytodayandlatestinformationaboutthecompany’s
development.

* Physically un€itand thereforelacks energy.

* Believing inrumors.

* Not checking the facts and €igures.

* Notinterested to be the best.

* Unwilling to take personal responsibility in promoting your own team
development.

* Lackofleadership capacity, thereforenotabletomanage peopleaccording to their
capacity.

* Lack of winningattitude.

* Lack of personal effectiveness.
*

*

*

PUSH YOURSELE, -
BECAUSE NO ONE ELSE

IS GOING TO DO IT
FOR YOU.

SUCCESScom

KEEP YOURSELF POSITIVE,
CHEERFUL AND GOAL-
ORIENTED. SALES SUCCESS IS
80 PERCENT ATTITUDE AND
ONLY 20 PERCENT APTITUDE.

BRIAN TRACY




FREQUENTLY ASKED QUESTIONS BY THEEXISTING
ANDTHEPROSPECTIVE

M.O0.M DISTRIBUTORS

1. THEREaremanyNetworkmarketingcompaniesinIndia. WHATisthe specialtyof
M.0.MandWHY]IshouldchooseM.0.M?

2. WHATistheHistoryofM.0.M-WHATarethevariousachieve- ments ofM.0.M?
3. HOWmanydistributorsarealready doingbusinessinM.0.M?

4. HOW many productsare thereinM.0.M?

5. PEOPLE say that, M.0.M has created many rich peopleand millionaires.
Howmanypeoplearetherelikethis?

6. AREallthedistributors doingsuccessful businessin M.0.M? WHAT
percentageare successful?

7. IFIDO business sincerely, systematically, step by step, WHAT will be my average
income permonth?

8. WHATtypeofproductsarebeingsoldinM.0.M?CANIchoosea product of my
choice?

9. AREyouhavingstandard product?

10.  DOESM.0.M manufactureany productsofitsown?

11.  WHAT is the difference of buying products from M.0.M and buyingfrom
other companies?

12. CANIbuytheproductdirectly fromyourshowroom?

13.  WHATmethodIshouldadopttopurchasefromM.0.Mshow- room?

14. Howmuchtimewillittakefortheproducttobedelivered tome?

15.  WHATdoyoumeanbyincome planningin M.0.M?Howthe com- panypaysthe
incomeonamonthlybasics continuously?

16.  IFlamdoingbusiness,inM.0.M, IF1do notknow how to do business,will
M.0.Mtrainmetoknowthebusinessmethods?

17.  WEweretold that,M.0.Mleaderswilllead ustobecomesuccess full. Howtheywill
trainmeandguidemeand WHATshouldIdo?

18.  ISitpossibletobecomesuccessfulinM.0.M withoutthe support of M.0.M?

19.  CANIexchangemyproductsorreturnmyproductsiflamnot satis€ied?

20.  WILLtherebe special training to sell products like Insurance and other
servicerelated products?

21. WHY the prices of the product sold in M.0.M are slightly higher thanthe prices
soldinothertraditionalshowrooms?

22.  THEREisageneral assumption that, doing business in Indiais dif@icult.
Willitalsobedif€piculttodobusinessinM.0.M?

23.  WEweretoldinthe Business Meetingthatthisisnotatraditional busi-ness?
Thenwhatisthe difference between M.0.M business and traditional business?
24.  WeweretoldthatM.0.MisaMultinationalcompany?WHATis Multi- National?
25.  WEweretoldthat,generallyinIndiaitisdif@iculttobesuccessful in direct
marketing because of competition, customer’s opinion and Govern-ment’s
interference. Will I have that kind of problem in VBN INDIA?

Your most unhappy
customers are your
source of

learning

Bill Gates

! “Just keep movmﬁ
i forward and
don't give a shit
about what
anybody thinks.
Do what you have
to do, for you.”

k. Mﬁ

Coctching is the
universal
language of

change and
earning.



26. WHATdoyoumeanbyBusinessMeetings,ConventionsandBusiness Leadership
Seminar? WillIbeinvited?
27. WHEN Iwantto purchase productin M.0.M, should I payin Cash/Cheque or

DD.
22 \];VHATtype (.)(itrain.in.g suppo;tis [})lrovide(cil.byl.\/ll).O.M?? Abllity

. Doyouprovide trainingeventorthenew distributors? ok you are‘capable of (loing,
30. WILL there be new products in M.0.M? WHAT type of products are in the 2 5
planning? Motivation
31. WHEREareM.0.M showrooms inIndia? determines what you do.

32. CANIpurchaseM.0.Mproductsfromanyshowroom? Attitdue 1
33. lamlivinginasmallvillage.CANIalso getsupportfrom M.0.M? determines how well you do it

34. Whatare the differentlevels of achievement? How soon I CAN become a successful

distributor.

35. WHAT type ofleadership Ishould provide to myfrontline?

36. Isitnecessarythat,allthedownlinesshouldworksincerelyformeto become
successfulinM.0.M?

37. WHAT are the tax formalities?

38. DOES the products offered by M.0.M adhere torespective stan- dards
prescribedbythelSL,QUALITYand Government?

39. GENERALLY People say, direct marketing companies does notlast. WHAT isthe
visionand future plan ofM.0.M?

40. Iflamnotsatis€ied withproductsandservices CANIreturnitbackand get
reimbursed. Whatarenorms?

41. WHAT are the additional beneits and motivational tools for achievers provided
byM.0.M?

42. WHY people quitM.0.M?

43. WHAT s the difference between Conventional marketingand direct Marketing?

44. ISitnecessarytoparticipatein BusinessMeetingsand othermeetings?
45. GENERALLY,Ihaveheardlotofpeoplequittingdirectmarketingbusi- nessWHAT is m ‘ ":,
thereason?

46. Whatisthe difference between traditional marketing, direct marketing, multi-level
marketingand referral marketing?

47. ISM.0.Mrecognized by Govt.and otherauthorities?

48. WHAT type oftrainingmaterial is provided by M.0.M?

49. CANIviewM.0.M WEBSITE?

50. HOW'toregister for distributorship?

51. WHATisthesocial objective of M.0.M? WHAT are the social activities done

by M.0.M? = T
sSuccecd n

52. HOW many people have been bene@ited through social activities of .0 Lo

M.O.M? life, you need

two things:
ignorance and

53. HOW business volumeiscalculated?

54. WHY M.O0.Mis notgivingadvertisement? Caniadvertise mein 2
M.O.M business? COnﬂ dence.

55. CANIprintmy visiting card and literatures to promote M.0.M ¥ - Mark Toain
business?

56. IFiamnotwell educated CAN Ibecome successful?
57. Thaveonlyveryfewcontacts- CANIbesuccessfulinM.0.M?
58. IaminGovt.service CANidoM.0.Mbusiness?

59. Thavenobusinessexperience.Canisucceedin M.0.M?




60. CANIputmy familymembersinM.0.M?

61. Why there isanegative opinion among people about MLM and Network marketing
inINDIA?

62. IFIhavetodoparttimebusinessinM.0.M,howmanyhoursI should devote?

63. TOwhattypeof peopleshould Italkabout M.0.M? M
64. WHATtype of peoplearenotsuitabletodoM.0.Mbusiness?
65. WHAT type of objections generally [ havetoface?

“Try notto become a man

of success, but rathertryto

become a man of value”
- Albert Einstein

66. WHAT type of qualities are required to become successfulin 4
M.0.M?

67. HOW frequently should Imeetmyleaders?

68. CANIintroduce M.0.Mdistributorsinanypartofthe country?
69. CANIdoM.0.Mbusiness frommyhouse?

70. WHATwillbe myaverage expense todoM.0.Mbusiness?

71. TheardthatM.0.Mhascreated morerichpeople.CanImeetandget suggestions from
them?

72. WHOisthe ownerand promoter of M.0.M?

73. IFIdon’thaveenoughmoneytostartM.0.MwhatshouldIdo?

74. IF'manindependentdistributor,whataretherulesapplicabletome?

75. WHAT canlsayaboutacompany’sinsurance products?

76. ISthereanyassociations fordirectsellingcompaniesinIndia?

77. Whichis moreimportant: sponsoringorselling?

78. ISM.0.Mregistered in all the states?

79. Wherecanlgetfullknowledge aboutdirectmarketing?

80. Howmany companiesarethereinIndialike M.0.M?

81. APPROXIMATELY TELY how many people must be doing Direct Market- ing Business
inIndia?

82. UNDER what condition, I will become a disquali€ied personin

M.0.M?

83. CANIdobusinessinmyownnameorwithpartnershiporstartinacom- pany’s name?
84. HOW frequently [have to visitthe ADC of €ice?

85. CANIbecomeafulltimeindependentdistributorinM.0.M?

86. CANIcomeoutfrommy presentjobandtake M.0.Mbusinessasa full time business

opportunity?

87. WHEN peoplelackfaithand trust,howto motivate them?

88. CAN [ nominaetmy kins to receive my incentive continuously even after me?

89. CANIbecomedistributorinoneplaceanddanotherbusinessinother partofthe
country?

90. CANIdoDirectMarketinginmorethanonebusiness?

91. CANMY spouseandIdodifferentbusiness?

92. CANImeetthe ownerorManagingDirector ofM.0.M?

93. IFIreally,wanttobecomesuccessinM.0.Mveryfast,whataddi- tional steps|
havetotake.

94. HOW M.0.M Business to the development of the Nation by increasing the Per
Capita income and helping individual families to achieve

@inancial freedom?
95. WHAT special qualities I should develop to be successful in
M.0.M?



96. ISM.0.M having special marketing plan?

97. IFmyleaderisnotsupportingme.HOW canldevelop?

98. HOWfrequentlytherewillbeagettogetherofdistributorsfrom differ-ent

places?

99. WHAT isthedevelopmentplanin M.0.M? Successful

100.  Isitpossibleformetoachievebetterthanmyleaders? ('i;jgées:

ONESSEOM

1. Complaining
2. Blaming
3. Arguing

CANYOUDOSOMETHING FOR & FEog

YOURSELF.
FOR YOUR FAMILY, FOR
YOURSOCIETY, FOR YOUR

NATION.

M.O0.MVISIONMISSIONSTATEMENT

Business, in our country is not merely an activity for individual pro€pit.

Successlul
people are
not gilted;
they just work
hard, then
succeed on

Inthelndianmilieu,abusinesspersonisthecustodianofthevitalinterest of the vital
interestsof society.

Mahatma Gandhi articulated this view in his inimitable way.
Hecalledonbusinessleaderstoconsiderthemselvestrusteesofthe society's wealth.
Given thisbackground, the conceptofsocial partnership comes naturally to us.

purposc.

We know that this is the ideal. Reality is somewhat different. Therefore,
businessmustrede@ineitslocationinoursocialfabric.
Becausearevolutionofgallopingaspirationsandrisingconsciousnessis sweeping our
planet. Because anisland of prosperity is unsustainable inan ocean ofpoverty.
Because pro€its cannot rise by keeping prices abnormally high.
Because business nolonger thrive if it remains insensitive to the needs of thesociety. This
hasbeguntodawnpowerfullyastheoldworldyieldsto thenew,asNewtongavewayto
Einstein,asthelndustrialageisover whelmed by the knowledge age.
The spirit of "take" permeated the old world. Y\a’r(ljék d%?‘l:?
The spirit of "partake" €lavors the ethos of the new world. a“ oW anyon e

_ - to make you
Intheoldworld,societywasdividedintothehavesandthehave-notes. Oneclass feel bad
producessurplusvalue,andanotherappropriatesit. for your
This paradigm has changed dramatically. SUCCEeSS.

INSTAGRAM - THEGOODQUOTE

In the new world, partnership is the cornerstone of business ethos.




Philanthropy was the cornerstone of the old world.
Sustainable development, human dignity and business ethics are the philosophy ofthe
newworld.

In the old world, kindness manifested itself as charity.

In the new world, empowerment is the enlightened approach. Successful people
build each other up.

They motivate, inspire,

Earlier, the accent was on building schools; hospitals and homes for the in€irm.

and push each other.

Unsuccessful people

just hate, blame, and
complain.

Now, education, health, shelter and needs of the needs of the physically challengedare
recognizedasbasichumanrights.

These are fundamental changes.

Economic prosperity, environmental quality and social equity have become integral to
the business society interface in the new world order.

Responsible companies now present triple bottom lines in their in their annualreports-

@inancial,environmentalandsocial.

Financialinvestorsincreasingly take anegative view of socially irresponsi- ble
organizationsand shyawayfrom 'sinstocks'.

There is a big

Of course, this is not enough. difference
Evennow, society and business are viewed as two distinctactivities trying toengageeach between
other.Thatisafarcryfromtrueandvibrantpartnership. Therefore, much moreneeds " =1
tobedone. CA N T
Businessand NGOsstill relate to eachina confrontational mode. The must change. and
"ITJUSTISN'TA
Business organizations mustplace corporate under greater scrutiny especiallyin HIGH PRIORITY"

theirusenaturalresourcesandhumanrightsabuses. Thisis asitshould be.

Business must now frown upon it.
Similarly, they must also change their mindset.
Societyasawhole willbe bene@ited ifthey workin the true spiritof cooperation.
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THISPROJECTISDEDICATEDTOTHEYOUTH THE
FUTUREOFOURCOUNTRY
TOSHAREANEWTOMORROW THROUGH

THEIR QUEST FOR LEADERSHIP &
ENTREPRENEURSHIP

Neverwasthetimeinthehistoryofindia,therewassomuchneedto understand,
evaluateandharnessthehumanresourceastoday. c R E ATE IT

Whatthisgreatnationwillhenceforthdependsnotonthematerial resources or ‘
political stability but on our ability to create a climate where individualscandrawupon

theirin€pinitecapacityandcontributetothe prosperity of the selfand the nation.

CAN YOU TAKE THE RIGHT DECISION YOUR
ENVIRONMENT NEEDS TODAY AND
PRESERVE IT FOR THE DAYS TO COME?
WE ARE CALLING ALL THOSE CITIZENS WHO
WOULD CARE FOR THECOUNTRY TODAY, oo,

TOMORROW AND FOREVER. e

LIFE IS EITHER

A DARING ADVENTURE

Helen Keller




