2
N

N

v ._

=

R
e

=

T

—

Serving North American families since 1972 .
Corporate Offices: One Pre-Paid Way ¢ Ada, Oklahoma 74820 « 580/436-1234 » www, prepaidlegal.com

December 27, 2006

Dear Platinum,

The Tost scroll! For some time I'have attempted to {ind a copy of the original A.L. Williams recruiting
manual. Have not been able to find a copy.

What I do have is the original recruiting manual from which the A.L. Williams system was developed.
The A.L. Williams manual was developed from the copy I have. This is an old copy and has been
marked up, has some notes written in the margins, etc., but is in most part still readable,

This is the recruiting system that was used to develop the A L. Williams Company. The company was
founded in 1977 and in 10 years had amassed 150,000 part-time insurance agents and wrote over $90
billion in life insurance. Beginning with Art Williams -

(former football coach) and a few others, A.L. Williams Company, in 10 years, surpassed Prudential in
the amount of Life insurance written. At the end of tén years, A.L. Williams became the largest
underwriter of life insurance in the United States and possibly the world.

Art Wiliiams developed the concept of "buy term and invest the difference" and he was soon joined by
an experienced network marketer who developed a recruiting system that allowed them to become the
biggest underwriter of life insurance in the United States in a short period of time.

This recruiting system developed several multimillionaires, some of whom are still active with
Primerica. This is a proven system. This system closely mirrors the Million dollar formula developed
over the years by your company, Pre-Paid Legal Services, Inc. I do not believe one was aware of the
other as both systems were being developed. '

If you are serious about building a giant dynamic Pre-Paid Legal Organization, I suggest you read
carefully and closely the A.L. Williams recruiting system and compare it to the Pre-Paid Legal
Services, Inc., Million Dollar formula. These are proven systems that have been proven by their
results.

2007 can be your year. I want to help you make 2007 your best vear yet!
Cordially,
Harland C. Stonecipher

Founder, Chairman and CEO
Pre-Paid Legal Services, Inc.

Subsidiaries

Pre-Paid Legal Casualty™, Inc. * Pre-Paid Legal Services of Tennessee, Inc. « Pre-Paid Legal Services, Inc., of Florida » National Pre-Paid Legal Services of Mississippi, Inc.

Legal Service Plans of Virginia, [nc, « PPL Legal Care of Canada Corporation * Ohio Access to Justice, Inc,, administered by Pre-Paid Legal Services®, Inc.
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 The American Dream

.. Zsomebody.” Maybe we want -
~ ‘tobe well known in our com-
munity or world fimous. We
. Want.to do things that will make our famikies _
proud of us like becoming wealthy, being
paid over $100,000 a year, or geing into.
business for oursélves and running 2 big
company. We all want to [ive in our dream
- home and take vacations in Eurepe ang
i — ~

.. OnlY the free éntcrpdsc systCm .

| allows people who comne from humible back-
' .grounds to live their dreams. Everyone in this

country has thie opportunity to make some-
-,;hin‘gngftb(:if Hl‘.'.GS,;‘-,-'J;‘.':~».=;’sr;:.:—*.—;‘.%}:‘t—rw}.",—i/.-‘ R~ o

.. The founder of Stokely canned

. foods started out as the widow of a farmer -
with nin¢ children. After only six years, Anna .
Stokely and her family were séllihg 50,000

N cases of canned produce annually. " -

Helena Rﬁbcﬁstc‘in, xﬁqrid—:ffa

€rchan S
of women’s -

AV ¢ all Bave s dicdih of becoming ,
[ :beauiry salon, in'Melborne, Auseralia.

. image making was as the owner of her own

In a free enterprise system, it doesn’t
matter where you come from, you can be the -
- _person of your dreams. I know because ic.
' : I still see it happening
every day. - ‘ K L
' If that’s true, why do so many
- people fail? Statistics show thar Americans are -
among the ‘wealthiest people in the world.
Yet 85% of our population is broke by age.
© '65. Less than 1% of our population makes
. more than $50,000 1 ycar. .
h I belicve that the number ORE rcason.

say when they fail so they never take the risk _
. of going into business for themselves. And
for most of-America, the ONLY way to .
achieve wealth or fame is to go inro business-
for yourself. Only 2 handfil of people are
. able to accomplish their dreams by working
. for someone cise. S :
. Asaresult, most Americans give up |
:th
“tNENT {0 akE Up excuses. Here are some of
the “reasons™ people have given me when

e - - '
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¢.chance ro find. their.dreams. It's casierfor=e..
B AL L i g g - e b . o ———— e
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_ forthisis FEAR. People are scared.to o L on

" Theéy are afraid of failing and what peoplc will”
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: thcy cxplam why thcy ncvcr tncd to start
' thcu- own business:

“ don t havc the moncy

“I don thave a collcgc dcgrcc

“I-don’t havc any Lnowlcdgc of a spccxal arca.™

——

- “‘I‘don’t havc ﬂn)i experience.™

“I don t know whar kind of busmcss o go into.”
-—_h-—-__—

P Nt aeine

o “! can’t, gwc-up my guaramecd mcarnc £ ol

“_I_-l_iavc'»IS' years invcstcd in my current position.”

T . ——— e

 “Idon’t like sales.™

“I ¢an’r talk ro people.”

el h‘t-dm"b'crck I m gomg to shou ye o

the power of a- markcnng concept that allox.

- ANYONE to go into business for himself ai
.become ﬁnancxally mdcpcndcnt. I think it’s

one of the most cxcmng busmcss Opportun
ties anywhere.

Don't worrv, it’s not ]ust abc -

salcs." It’s abour sales management.

“There’s a BIG difference. Salcs and salcs-
men™ can turn people off. Most people hav

a fear of talking to others. They're afraid of

being rejected. ﬁ:s—a—mﬂ-pead—eend-u-ecor, Ife

the same way. To me, sales was an even

' _;bnggcr nightmare than the job I alrcady hag_l, :

Thcrc arc other reasons not 1

like sales. In sales, you’re unemployed ever.

day you wake up. When you haveajob
sclling something, if you: -don’t go out, pro

pect and make sales, you don’t “ecat.” It’s 2 -

lonely profession, and there is NO security

- because it’s just YOU. YOU are your entir

business. For this reason, most PCOPI‘: don

sec rhcmsclvcs gomg into sales.
: ST el ne

Frdeeed e




| limits you.

f' cvcnr that you are unable o work.

“production alone. -

"you wﬂl bc even more cxcu:cd aftcr gou-:cad

INTRODUCGCTIO.N

s But evenif you hkcd sales and
 were comfortablc with the risk, thereare
~ other drawbacks, the main one being thar .
“your income is_limited. You may be able to
sell anythmg o anyone, but one person on
his own-can only- do $0 much and that’s what -

. THis conccpt of' markcung
chmmatcs the negatives of sales. It cnables

“you to _g__mto business for yourself without a
blg capital investment. You also have..
SECURITY. By hirin&nd training other

eople, and G?chdmg their producnon you’

Can establish'a busincss that has the potcnnal

‘1o gcncratc income at all times; even in the

“There isAB6 the ¢hancé For- N E
LIMITED income. When you are in sales -
management, you benefit from the efforts of
many, many pcoplc not from y your pcmonal

If this idea appcals 10 you I thmk

this book. In*th g pages; *E"*ngcvyou’"i‘-f-~-*-
somne advice on how you can turn your busi-
ness life around FOREVER. I take you a step
farther in “marketing” and <hallenge you to

_stretch your VISTON [ want you to see the

R N -t N
e R R At T
e e e

possibilities of building a tremendous busi-
ness that can sccure your famlly s financial
future for generations to come, It ¢an hap- . *
‘pen. It’s happened to hundreds of people I

- know who earn ‘over $100 ,000 cach year.
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‘What do I mean by thc word mar-

i kcnng’“ Look around you.: Nearly every

business you see-has something to do with
marketing regardless of whar that business is.

f , Markcung is simply distributing a producr or

Service to a consumecr. There are millions of
businesses that we don’t think of as markct-

_ing” businesses, but in acruality, marketing is
~the most important part of the business:

Without marketng,- r_hcrc would bc no .
.Take IBM for cxamplc IfI aslccd

you whar IBM did, you’d say it manufacmrcs

business computers. That’s only pardally -

- correct. It not only’ manufacrures cqmprncnt,
| it DISTRIBUTES that cqulpmcnt. When

- IBM was the only game in town, it could
~count on the product to “sell itself,” Today,

it’s a whole other story, There’s compcttion .
to thmk abour:drhas 1o hm: a sales forcc of

E

R O N

is probably the most: unporrant a.spcc:t of .
- Coke’s success: The availability of the Coke
product determines whether Coke will earn
$1 million or $500 million in revenues. The
‘more stores, restaurants and drink machines

that offer the Coke product, the greater the ' §

chancc that someone wﬂl buy a Cokc when -
hc s tl'ursty :
- Ifyouhada producz to-marker,
which way would be thé most profitable
method of marketing? Have one person or

- place to distribute the product or have mul-
tiple distribution pomt:s’ The second choice,

| obviously, is berter. Now what if you could
prowdc mccnnvcs that would encourage your .

~ distributors to And ways to get more and
' more consumers to buy thc product? You
might offer your sales pcrson an override-

commission on the income gcncratcd by hlS o

sales group.
' Many businesses are set up thxs way
They have compensation programs that are
structured to reward their producers with
commissions and overrides or salary i mcrcascs
and bonuscs- Some securiry. brokcragc frms’

“pay override COmMmissions or PONBSES T
regional or zone sales managers. The b}l,gg;t:r.

RN
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¢ money - the sales managere

T e . e

e whl(.h y

e Vpes,szb‘lg.

the production inzhis ;g:njirury, the bigger the

overidetheisaleSmianager tivakes. There is -
also manageiment’at other levels that profits
when a territory produces well.
I 'knew of a car salesman who was
about the best in his state. He hired a num-
- ber of people in various parts of rhe state to
prospect business for him in their area. In

return, he gave them part of his commission

every time they brought him a sale. Other
. people at the dCalCI‘Shlp gota cu oF thc

‘money and so did the gcncral;managcr. Re-
‘warding upper levels of management for _
‘work produced by lower levels is not a new
‘concept. The override is the compensation
: for sales management.

RO

I ——— i

very similar to the markcnng strucrures of
hund cds of' business

l
! ~ where comimissions are camcd at several”
,' lcvcls

1

dlﬁ'crcnt. .Tht. two

pnmary differences arc:

i

into mana cment a5 so0on as

o

AI:WLcncouragcs pcoplc to go

High \"()IUHILL‘IIL of term life um
amﬁs the most effective way to make chis it
expensive product profitable fora company
to marker. B markunng On a mass scale to
the public, ,ﬁ@ is able ro realize 2 vnlumc.
d15c0unt. !

L s cncourdges people to
go into managcmcnt as soon as possible. -
because that’s where the potenrial for incom.
and long term security is the greatest. Not

]' ~-onlj-are you ‘capable of carnmg income by

[}
? .

i

The &%Whmﬁg markering p!an is.

sales YOU make, but you earn -income on
sales made by peoplc you managc Tlus is
_your reimbursement for management, train-

: mg and motivation. B.E-WHEams Belicves

“everyonc should have the same opportunity -
foradvancementinto management. This con
cept of sales management has produced many
p(.oplc carning $100,000 or morce a year. Bu
there are many distinctions that make Ak
Withianas one of the most exating markmm: ‘

concepts anywhere, For one, ﬁ‘l——\-‘ﬁ-l-haa;s: :

. offers products that can change a person’s
financial future. At the same time, notj just
financial futy

anyone can work in this business. You ha\'c. tc

O R LY someone. who is. w-l!mﬂr 1o geradicense
-and work within the rcgulat:on:, of the hnan-

cral scrv:ccs industry.-

This business takes WO . You .

can’t just come on board and hope that vou_
. hire a bunch of people and somchow the
products ger distribured. Mom.y is madc :

ONLY when products arc sold

tary standpomr Thcrc snob g <

It’s practica mm a mom.

apical i inve st-

E:I:;W does HIGH volumc
-—.-__‘-__'h—‘.-._

@

3 ¢]

== padann
_ onl\' hwr. to be able o nﬂord VOUT State

llLLl]SInL fees and a small admlmqtmm' fee t(

- process your h:nm_, papers. !hc. nnl\ real

ram
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_thing you give u  is the time it taI\Ls to see if

e 2 yow-havc ’naxzmur cnnclency

you ¢ C SLECCSST], at_lt
' You should never hc “alone.™ Y()u _ smce you are Cuttmg Costs such’
are not just lett o figure things out on your : as salaries, Ofﬁce Space for
own. Everyonc is trained. : cmployecs, ete. .

But the best part of this marketing

conceps is the upporrunm' You caii be a

victim of “the. corporate nightmare™ - the
 feeling thar you'll never sce the top of thar

“Ivory Tower.™ Or vou can be a person from | people..

a-humble background in “Middlc America” ~ Thope vou arc alrcady at the stage of
who. mlght normally. ncyer, have: d:chance at -~ oy wur carcer thar- YOU can see and appreciare

an C\CLutl\'c lc\ c.! posmon i a bng corpora- the many aspects of chis Opportunity. In the

tion. - following chapters; I will show you the steps-*

B And ver, you can- bc xour owriboss = to bu:ldmg a “Super “Hctmrchy " an organi-
and build your owi compa ny within'a com-  zation that will continuc to prod uce and

. Since. \'ou are ablc to bu:ld your own
markctmq strut:turc within this busmcss you
‘arc greatly benefitred by hmng part- nrnc

. _pany."You also have the o portunity for - - grow. At the very leasr, | hope you catch the
| h - excitement of buﬂdmg vour own marketing

unfimited income b(.LaUSL vou-can hire as
""-_-n-—--_

many pcople as vou arc Lapabk of managing

and training. and vou can make as nmany sales
" as you like. We will rrain-any good lmmsr

person who is willing o makc the commit-

business. It’s a concept thar has worked for
me and I l\rrow can w <)rk for you, too.

' ment it takes to be successful, - . T : L '
: B(,st of all, vou can do rhus business. - | o _B.UILDI.N.G. P RI.NQIP'LE
part-time. You can keep vour salaried job and T ‘ —
not feel the pressures that come with, hvmg R o Most pegp eﬁ
on 2 CommlSSl()n tmomc., L e m_.#, e Tre—m\—sr_'—é-owoi °. .
-7 There are oo nd\rantagcs o’ thc:w T o ui:ide o ndently The v
conccpr ofparr time people: . B | g u%ebe'qﬂo»;/éd-fo, |
' o o “own” theirwork;and. _
IL you are ablc to artract a much o be judged on- the: bC'S‘S '
“higher caliber of ‘person into- . o gfelr?deﬁgle Lok Tor
the business, a person who ) ; the opportunity in your
perhaps is a profcss:onal bur R life that allows you thls
' e freedom o

doesn’t want to glvc up his or

| IR

I :"-1‘- “Lml o - o S S e

N
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. Krec’s “Grindir'lg It Qur,”

_'thg10 .

One of the first benefits I want y0u

" to derive from this book.is increased VISION,

VISION is characteristic of GREAT
LEADERS in any business. When I read Ray
I was impressed
with his VISION. Kroc was 52 years old with
diabetes and rthritis when he first saw the
McDonald brothers’ hamburger restaurant in

San Bernadino, California. As he watched the . -
 restaurant employces make-hamburgers and
- french fries for long lines of lunch cusromcrs
“ he IMMEDIATELY saW the’ potcntlal of ™

duphcatmg th1s successful business in towns

all across the country. He didn’t just think, “I..
- think Pil open one of these 30 miles from
~here.” He-immediarely: bcgzm formulating a

. plan to open NUMBERS. of thcm in many

- different places.

. Willard Marriortt also had VISION
thn Marriott was going to school in Wash-

‘ —'lngton D. C he so!d_hot dog;s on the strect.: -

led toa massive horel dmm

There is a quote by Vicror Hugo, - I

ii a la‘rge _nctwo_ri( of outlets

-the c0untry ‘His restaurant interests eventually

“Make no small Qians for they have  no~

“power to stir the souls of men.” Sec off into
“the future of your marketing business. If you
- think abour a little business, thar’s what

you’ll build. But if you fully undcrstan_d the .
power of building in your mind, if you scc an .

_image-of yourself building a giant markctmg
- organization, it will come 1o pass. :

As you begin to “see into the

‘ Futurc ” I want you to imagine two thlngs

e R T e L T i

P E ;.‘.~i,,,,..<_~,. T

ez ,—#—.‘.4_ R T e S

: l‘%l a largc base of multx product—
= using chcnts e

- Every truc-ma'rkcting person envi-
sions these two things as his ULTIMATE

: GOAL Each outlet represents the potential

for the salc of producrs Thc morce ouricrs
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e B _ . “There is nothing thar will wre
' - Okay. Let’s saj you have @%}L{ vour business quicker than doing nothi
Now, whar do You do? The answer TonTe T bur hiring “anvthing thar moves,™ |
be more simple. In fact, out of all the points | : bdieve vou have little chance of duceew
make m rhi_s book, the onés I'm. going o give ing if vou do. L
¥ou here are the most importang. flgor - You CANNOT just recruit-re. |
AMNESIA and could only remember TWO | © Chuit-recruir without regard to the tvpe
,thmgs._abt.aurrho\\'l built my ovn marketing " person vou are hiring and without rega
. Organization, here’s \vha_rsl"d want ro remem- e TR.A:!.\!ING. You h“‘_,.&s,{%f :,'_L_(;‘P]Q
e be B e T you hirc the tools fbf success. Rememb:
; AR S L -.RO money is made untl the product is.
L ) - T} Bet mo!ﬂ-and-m0¢ personal - : 'sold Aand vou can’r sell the produce untj .
' dircc't.l_cgs BT  you are TRAINED. » : =
f_——=_“- . . : : “NO ONE hasever built a good,
. _ 2 get ﬂiOI‘?__ an,'d. more people r.cp;:r:ilnlf: Mmarketing 'c~>rg:1nlizariml by
' L o _(_“Old’?'and "‘ncw__”)' to Op- - sxu13pl_r h;rmg- pc_:pplF fustgr -r_ha_n they car
- o ity M etines ' . train them, .l_n l:_lcr, most "ot thc *.""‘"f’_l“"
portunlty ; ect gs N who have rried ir this wiv have. found
Live by these principies. B utr what S .th-msch-f:s our of business in a very shay - -
do they mean? Lot see. Point No. 1, “Ger penod ot time. Generally, they find rhar
more and more p‘érsdxial_difcct li’:gs;f‘ mayvbhe ‘they've riined their nane m rheir com-
sclflcxplaha_tor_\', A *leg™ is a pérson or group © munity and lostany hope c)tfrcl_all'i_!c_ii;]g._
of pcople downline from you. Your goaliste  the RIGHT WaAY. -

L _ Every person who has ever boile . ...
(T e el -‘-'""""'"su'i'.'ifi'fi;':';'ﬂiI‘hiﬁrkutihg organization has
" TTrEmed or tound somconce o train cvery’

~always increase  the .
Aumber of pegple_(~re—\
“you ﬁc‘régﬁ'z‘t_lly S
recruit and
train‘and
therefore
" dircctly override.
A direct leg is one of
- your personal hires o
~'who has hired and 'tmiAnic'd'-pcoplc'
himself and you override his c:rgg_n

. simgle new pérson, R
“Since most of your pcopleare -
-going to be part-ri me and only working
small number of hours ¢ach weck, hiring
- arge numbers iy Hie going to affect vou
ability ro ger each person trained.
Dl discuss the correct market to - .
- recruit ﬁ_‘_-‘._l!}'l_.‘ij-!,é :!;m:_-_!fa;.'.l‘ln.pt{kl_}“ Lj_u;l;_é!if:_r-
NOW, vou have 1o undérscand rhat your
- primany concermn is looking for people
“who WANT vour nppnrrulﬁl’_\_'_:ls__(_)lm_()sc

- -

10



o people wha NEED it. It somcone NEEDS

trare on getting “new”™ people o Opporru-

»: : 0 badly, chances are they are ¢ her in . nity Meetings, and then showin g the “pew
R mancial straits or they can't h orking . people™ how they can ser up their own ‘mar-
» ard for a living. While sonte-peaplé in this. i keting business. This will nor build a “Super
? 2 usiness have gocten themsclves our of hrman-  :  Hierarchy.” Below ar¢ the correct Opportu-
) : ial trouble, the majority never work out. {nity Meering objectives in order of prioriry:
p “hey are'in rhe situation of lodking for a way Jl S
' . 0 make cash EASY and FAST. Building vour | [ Re-sell the Dream to the
; rusiness takes HARD WORK. The rewards. “old” or “cxisting”‘tcam :
r¢ well worth i, bur they don't come with- , ‘ .. . . _
y ut aprice. - a ' : l2 Teach your team how to sell
) _ This is not to say that you shor.{ld:p t " the Dreams— , R .
) 0ok ar everyone you miet as a potentigl Tyt L
3 Sl the Drta 0 he s
_ Jerson in your org nization - yvou ShOt.lld. ' Sell the Dream to the new
} Jntil someone has tried this o ortunicy, o e oo —
, ' . - PP "~ o ~ - people
3 ‘ou have no way of knowing whether or not peop
.’hC_V will \VQl'k OUF. I"\_'C‘jl'ﬁcmir'de pCOplC I As y’(’)u can sce, what many ‘pcopl_{_-
ust knew were going to be SUP‘?" Stars, and think is the PRIMARY objecrive, is acruallv
. they turned tut to be hugf; disappointments. the THIRD objective. [ see people make chis ‘

- Likewise, I've reeruited people T riever
thoughe had a chance who have £On¢ on to
auild a successful business. This happens
recause the key o winning acanything is
20w much DESIRE vou have, or vour WILL.
- : = . —
I'Q WIN. AR there's aimost no wayof

mcasunng that before vou hire someone.

17 he Dynamics of an - o
jOp'porrunit_y Meeting B
4 ’ o

mistake all the time. Someone focuses on
‘gerting high numbers of new faces at his
Opportunity Meeting every week and he
thinks he’s really building something big.
Remember the “warning?” This may work
- for a while, and certainly people have tried ir,
but it will niever build ‘a Super Hicrarchy.
: "  Gerting “old "people to come to the
e miceting s BQUALLY as iiportint as hiving
" “ncw” people there. Why? Because they are
your “natural resources.™ They know abour
: the opportunity. Theyve béen trained, and
: . ' they know what they’re doing. They already
~ know how to sell the products and our busi-
" NCSs opportunity to someone clse; - they just

- I

-~ " DPoint No. 2'is: “Ger more and more
~ people, both “old™ and “New,” to Opportu-
nity Mectings. 1 believe thar conducting
‘Opportuniry Mecctings is an important part of

- need more mortivaring! -
I never “give up™ onanvone. T stll

L)

wonc who has - -

building vour business. But unless vou under-

ASsISTANTS

.1|

= SN their purpos

whe. Fu_"l;'ﬁ'f:;iiuplu

7 try to send my mail
e P ROt NI aper e e

call every member of my ¢§istRg 1cam
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. . . . B
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~ Whereby. B: ild
‘on how to run a good Opportunity Meet- oo
“ing). This philosophy truly works. Just re- '

- going out and trying to find someon

VEVERY week to scc:i_f'r‘hcy arc.coming to the
-meeting. (See. Chabrerl0: e System -
ver Stops” for details

cently I had a guy who had been “missing in

‘action™ for several months. He recejved orne

of my tapes in a mailing and riow he’s reacri- -
vated in the: business, he’s 8ot prospects, hie's
making appointments. Rejuvenating him was

2 lot easier (and a lot betrer for him!) than. "~

 You'll ind thar if yoTEE TS s

erans,” and they come tothe meeting and for -

' some reason get excited and motivated again,

you get sales results. They've been regener-:

- ated. Don’t ever discount the potendial of
 these people. They are your natural resources.

. Remember: It’s the comp gunding
of lots of people doing a litile byt that will

AVCfagc No. of
B‘aisE‘”Shop Szales
Per Month"

'Avcragc No. of
People-RPer- Wk =--—
at Opp Mrg

(By thc Wﬂy’ approximatf:f}’ 60_70% Of-‘rhOS‘ |
_sales will come from business produced by
your “old” ptoplc.!') : T

)[uild to Maxout Profies

S e T
St Bt

i

i

.-

o We've just ralked abou't_biji'lqiing "j e
people “direct™ o you. Whar we were acni-.
ally di#cussing ‘was a specific building?‘-‘thj-.j
figuration.” Thar configurarion is called P i
building “Wide.” = o

. There are three basic ways to build
markering organization: ’ 3

€arn you a big income. If you limir yourself . -
o focusing only on _“‘EE;\}'” gzcopl.;, xou'_u ; _ ﬂ ‘_‘Widc”
{ never ger tht:_numbcrsworkmg for you. And ,_ _ _
- since you’re running a meeting anyway, why. S
- -not ger double your effore o 2 “Deep™
. The number of people at your Op- " L , B ' .
. portunity Meecting s just as important as o : ""—_—-_ BT g
. “who? those people “are " Look ar this Equg-" T g’uwldcﬂ AND'-“‘Dccp'” '
.~ . Lhave found that if ] average 100" S o e
- people (“old™ and “new™) every week for a 1 . You build “Wide™ by Pcrs.(’"?l,lf_",
month at-my Opporrumcy Mcetings, I will ¢ hiring and training people who report di-
~ produce about 100 sales that month. Don™t rectly 1o vou. : '
- ask me why this works — [:‘don’t know! I just - '
know thar ir does and that, not only does it
~work forme, but it works for other pcople!



When you hdp one of your personal

wal picture ot the follony-
o o | AP N
hires ro, recruir, .mci,tmm somaconc, Fyou are e

N MRS

building « D(.LP

It is critical thar you undcmrand the : . Width = Profitability
lmportancc of these two terms. Building one - ¢ Depth = Security
way, as opposed to the other; will have a tre- ' o .
mendous effecr on your Inng-mngt income.: Pe Primétjr:' GO WIDE
While I'have a lor of pc.opln. downline from i : Sccondary:, GO DEEI_?
me, running “Dcx.p in terms of gencrations L | |
of people, I also have a treméndous number . : ‘ Rcm(.mbcr' You can go Dcep aftcr

of people who report directly to me. To this .| yougo W"dc but...you £an t.havc dcpth in
,_dab I am still hmp_gppc.oplc.,pcrsonal!y "= i~ aleg you haven? ' ! il

!
: T - Ob\'IOUS[}T it you were rcally gomg ‘ i grandchildren until you ha\'c ch:ldrcn.

) Lito mammlzc your ~ Think ofthis building pnncxplc You

P . profits, you can control the plantcr, but you can’t ‘

) would build control the plant. Take romato plam:'; for

) both Wide example. Most everyone has at one time or

’ and Deep, another bought those lirtle containers of - ‘
. because tomate planes and taken théir spadc and

planted.it in their yard. After they watered A
‘and ferilized the planr, that's abour all they
could do. Burt they COULD do one more.
thing. They could plant another romaro
plant! You can’t control that plant, bur you
can-control what YOU do, and you can ger
your spade and plarit anothcr onc. Ir’s the |
same wirth recruiti

' there are:-
| rewards for doing
. both. Bur it'you .
were-going to t.mph.lsl/t. one

- over the other, it is far more

' profitable to concentrare on

building Wide.

As you're buuldmg don t

ting. You can hirg. QMEOBC i

o Ty 2

" WOV 'abeurhuifd:us; “Beep " TFy6ihire an ™ hut yvou can’t control whar lic docs. You
ambitious person, your organizarion may go - . CAN conrrol whar YOU do. You can hire
i+ Deep inspité of you! - Many peoplc never ¢ another. person, and thcrcforc ccmtmuc to.
really tuen into millionaires: (in fact, most bmld it Wide, s
don’r),: but.they- do-make 2-nice, ‘healthy o ' Let's assume that dcpth is going o
Jincome because some of their dmvn!m:_ o lnppc.n i spite of you. No matter whar you
pu)plc bu:it big nrmm/anuns o _  do, it vou hire a few people, they’re pm!ﬂbh

Cgomyg 1o hire some people and you'll have ar
feast onc leg chat's working l)(.Lp There are
_l\\'urpmurcg [I]ﬂLl_dr_J . 4~—; el rhe \nu-u af
T w hy \'uu \huuld continue 16 lunld Wide. I'hL
first is a. \m.lil “muunr.un with a flat rop.

. ';3
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The simall mauntain above is «3 Peaple
Wide,” meaning vau've hired fve peaple
personally, Then |
. moaniin from there. Yoq Can,and shoold, -
- dras pictures Tike this for e people i vour
OTEAMZAON. A piciure is warth & thousand
words.™ This picture indicates that by wark
ing with these five

~ build their own or

Zanizations and push vour
hierarchy Deep. o

1
- .
Tl ELRR R e T

- Pheséeond Wduniiin Girs wiih
“50 Peaple Wide. ™ 1aok ar the difference in’

IR
H__HHHHdwﬁ

1

AR

draw down thé sides of the

e -.

B e
? f i o

Ty 11111 ATEIAE

SIS Casier 1 help one olvour
people, they will profy blv

rhe rwa mounrains, 11 parure i going to tike

irs cotrse, which wavwould vou like 1o have

- yourdeprh Gl enn? Hvou're .!i\"c Wide, there

are nnl_\'_nnc ortwa who are vorrr core, I

ovou're 30 Wide: there are probably 5, 10, o
15 who are vaur care, ™

e R = . LPEE a-i‘i"-'f‘-iv.ﬂ- aprhe-weirerareanthig 1]
C o vourelf, wham von have teained 1o bruld 272

g ereanizanon, Thewr efforts will wovide

Aok

f umnmm‘smmim'z-fé’%?"f’.__

the business for 3 while and have

e AR R 88 fagaggpagg
:ﬁ.__gmnunmiimmm
=R SR NI Y NN RTR YIS
pLILAR I N by gg g
AR R R NIRRT

e
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epth Provides Security

Building Deep iscerainly the casie
way 10 haild, 10°s jus a fact o building thau
pt‘gq\lc‘_'hir\‘ 4o
©person in his or her warm marker than for
- You o go outand find a whole new persan

f-l-'hi[\_ s ospecially fenedier {‘mr'e,:-aé'-.l?.i_j‘jv%='5"t,'éi!‘; E
the b . ' already
worked vour wirm nuarker ¢ 11Y( M are the ’
“Hnew |1-L'1"\‘.un‘"j‘ub\‘l.( st hc; up]'msflc I~ -
trues, Depthiis alse casier becausde it ve w hir -
an ambirie s persaon, he may” _h‘!’li]d Deep
regardless of whag vouda, _

The ather plus 1o huthling Pleep s

that i prondes income security: When vont

e Deep, vou shoakd oy e “lavers ol 1 cad
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D l"\ft.n if you are unahlc to work,
» deprh means vou will still recejve good in-
D come. Theére™s' income from a large-group of
, pmplc You can’t be devastared. Your income
b is insulaced against adverse drcumstances -
b such as gerting sick, disabiliry, erc:
)
)
)
)
}
|

j}iilc_i'ing Keys

I rcmcmbcr two thmgs a ﬁ'u:nd once
told me about building a successtul market-
ing business. The first was “Don’t resort to

“‘Panic ' Management.’” He dcscnbcd the
causcs of Panic Manaqcmcnt as: ‘

l_ﬂ Iack_ of m_oﬁéy |

‘_2 lack of actlvxty
1;8 lack of a definite, sound
_busj, 1ess philosophy:.. ...

- Most people don't build a b:g mar-
kctmg busmcss because thcy suffer from
Nc) 3. o :

. ‘The sccond rhmz, he rnlkcd nhout
~was his ph:!mophv of “bu:ldm5 outlcrs
He said:- SR '

‘_ﬂ. opcmng outlcts is an’ aII-
:@Zgedime thing o '

oms ;-uu., \\ h]l.h_"_a’&iﬁ?ﬁ() TR

e AL e

For now, I warnt g g\pj:un Lml&.‘p_lr_:~— -
NG. 1 because it relates sp(.uhc.allv to a '
Builder’s Mindser. No. 1 is another way of
saying, you must have a “I-Ilrmg Menmlity. "

You can’t build unless you do. Do not make

the mistake of focusing on, SALES. You

must think OPENING OUTLE.TS I hkc to

say,

‘means rhar if

-you focus on
_hmng and-train-
_ing new people,
_sales by themn will
s e R s e ST naTurally | s Whar i
you don’t succccd in hmng that person? Thar’s -

okay, oo, because he or she may still become a*

client who is happy using the pmduu:. Toger -
~_these two pOSSlbI]lrlLS workmg for you, vou -

have to ook at every person as a porential

“outlet™ FIRST. Don’t make one list of pu_)plc

you're: 50mg to “sell,” and another list of ,

pmpk. you're going to “hire.” You puqonall\" '

don’t have the onuupormr  power: O

ave quantity to get qualit‘y-

T ——

someonc a chance to beconme part o vour
{ i u're hurluw
> .1 \'()
team. You® l'L-.huﬂ‘lﬂL, thun s | ‘
\'ounc!f e ' :
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b Ny

e el

A first, the p-l‘.!rasc “The ‘Myth’ of
*Training™ sounds like 3 real negarive. It

sounds like I'm '_saying, “training is a joke™ or

#you don’t need training.” Thar is NOT
what I’'m saying. As | said carfier, training is
CRITICAL. Remember: Only sales produce

-income and training is mandatory for sales.
But some pcople have 2 mistaken view of

“how to train.. The word has a Ccr{g_gnm_“;e

tique™-abour it. Some people even use. train-
9 . , wxp , .

ing as an “excuse”™for not doing the 'acﬁvi‘tics' a1
that will later bring them sales and help them

“build a team_ As 2 result, the tendency for
_ mostpeopleisto: - - -
1) hirc him  2) train him -
Ti_)is fsrlcthal to the person wanring
. to build a Super Hicrarchy, A Builder’s
- Mindset says: R

Dhirehim  2) e him build his own

- hiavertwo optionsT 1) We can make ficld train-
ing sales OR, 2) THROUGH field training,
we'can begin to find people who will become
. a member of your team once you are licensed.
- In both options, you're £0ing to. reccive the -

tradirional form of “training.” But Option
~No. 2 also means that you

justfield rraining sales, you'll have the poten-

tial for a team once you are licensed. |

: Would you rarhe,

INgG, anc some sales ar

- lor of sales through vour Riture team?

e e et e

I T'm field training you, we basically.

e el - . 2! .

Il have MORE than

: fbsﬁpaLirn-gﬁé;@ﬁd?E&;Fﬁf"_’-r’ X
raiming sales? Qr would you rat T ave
id the potential for a

aild It Three Time

L it U ROCAU
L L o R e

l.__._—-——-I i
Whatever you cXpect or hope to
accomplish, you must build it three times |

e e LI — e

| = Build it in your mind

S jL_Z_'__B{i}'icf-i_iiS;{;};I‘,c;:‘ - —--—-—-_.

Firs’t,'_bu.ild,youf's_'upci'-Hicrarch_v.
or whatever it is you're plan ning — in_your
dreams: 1 mean this literally. Take my offic
building as an example. Someone hadto
dream rhé_t-bui'l‘d‘i,ng in his or her mind firs
Every detail was thoughr our, and then th
made a blucprint. Thar’s thie second step, .
building your drcam on paper. When an
architect builds his dream on paper, then ¢
the contractors and subcon tractors with al
their workmen can physically pur the struc
‘ture together. . © S
o Handle cvery.aspect: ofyourbusiy —

e LT

fl' this way. Think about it, writc it down anc
wrnrce ir do ,

-then do jt. Some people 'just;' jump out the

and start building from scrarch, with no pl
and no vision. What kind of a building wo
- You'have'if you did thae? If I have a trainin
school or I've got a day with interviews or
we're planning a big Opportuniry Meeting -
if' I'm trying to cam a promotion of a ceft:
level of income, I'zo through every stepiin
~-my-mind-firsr T i Ther™

B G

or where there is no vision, the _
people perish!” '

. .. Proverbs 29:18 . -

l6

< i




» ‘
»
» he Final Challenge: Be a
; J Master Builder
» [ T - They're experts in rhc_:r
» !' . The final step in developing a . own spt.cxallzuj ficld, but rht.y have norhmf:
: . Builder’ s Mindset is to sce YOURrolein the . O do with dcvdopmg the “big picture.”
» { __business as that of a “Master” buliding con;  ; Ihey're not the Master Builder. Your goal is
| l tractor. S0 many people who come inro bus:- | . tosec yourself as the contractor, bﬂl_ci’.’lé’____
- R
P | Tnes takc thc1r mind off l:hcnr main goal Thcv + giant “house™ or team.
] SE AP A R > AL T/ Thé chart ar the ld’r is somc.thmg I
b . ‘ dcvclopcd to show the smulanucs
) “MASTER BUILDER” “EMPIRE BU ILDER" - Ec‘:“’““ an “Em_l?_{ : -
) mLDING'-’ConACTGTﬁ*- " SUPER HIERARCHY BUILDER Bmldmg Comm :
) T Envmons compleied pro;ect ~ _1.Hesd clear menl‘af_ picture of
)- C |, before he starts to buld _ ‘ being the ~Leader of Thousands”
) 8 2. Has blue prints drcwn up in great 2- Prépcrés a plan to reaéh .
) ! - detail, GOALS. as shown on page 36 of . _— — :
. ‘ z - | - 'Thil"ll( and Grow Ru:h" book. BU".D'NG PRINC'PLE - ’ 1 N
¢ © ¢ 3. Determines HOW much RAW 3. Determines how mony
- materiol/suppliesfworkers ore . Prospects, interviews, Recruits, o .
l _... | needediocomplete project. | - PPUs, Saies. Managers.RVs it wi | Don 1' maior in_minor
, ' ' ' toke. things. Don't fall into the .
4. Determines how much if will cost 4. Defermmes how much energy . . frap of concentr ating On
to dO fhe-;op, ) . ond fime it will toke and what whaf's EASY - like poper..
-things must be elumlnctedlsccn- oo
i . ficed, | work' Find a good, admin-
¢ -5. Sets o deadline for compietion. " 5. Sets Daoily, Weekly, Monthly, istr nern‘ed person
|1 S - ' Yearly. ond Mulli.yeorty : ‘1o hc:ndle the details of -
PRITERS B A e -+ vo Geadlines for.accompkishment. - rUnmng Gy ofﬁce VOUR
!' . 6 Develops a business planto: é. D(_av_elops aQ Bus:ness Plon tor N [e) : : _ r Bunlder S
) ‘ ‘ a Hare ' ) a a.Recruit/Train/Develop : o see fhe blg P leUl’E
| " - Pointers . New People | and focus on acTivity maf
,i L prekmasans. P—— o N ‘Wil generate income,
- - Electricians B ,S,Llch_csmcmmng_and; :
: = Roofers : o . T hraini o .
; ~toborers - _ _ _ AAIDIngE :
! - Comenters , S ‘ ' ‘ ‘
i : - Subcontracions - : ’
; . - : b. Makes enough personal soles
. .. | b.Negotiate constont and :lrornlng soles and cMcys i )
= bafgﬁcad This ensures] i o
sufficient cash flow while
developing KEY LEADERS,

17
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] Hgompan}r.jn sales, any. campany that.mass - - .-

ALW The McDonald’s of

the Fman(:lal Serv1ces World

- he Maglc of Markctmg P Thc most important factor is No. 1,
Mcntahty - } the “continucus opening of outlets.™ For
i McDonald’s, the outlet is 2 hamburgcr stand.
: : : For Coca-Cola, an oudet is the store thar
Chaptcr Two discussed the i impor- . i . sclls Coke or the drink machine in 2 lobby. If
tance of VISION. You were rold to see | you’rc on aremote country road somewherc
yourself building a Super: Hu:rarchy Inthis and get thirsty, you can go into the general

store and there’ll be Coke on the shelf. Thén:
you can go 20 miles down the road to a big
grocery store where they will have rows and
rows of Coke. They scll truckloads and cases
'systcrn you could usc to.market ANY product - ¢ cach week. O, you can check into 2 hotel -
to consumers. _ ¢ ‘and up on the fourth floor, find a drink

If you nced an éxample, lock at any . - . machine that offers Coke. It makes very httlL
-—,,\,.‘.djﬁ'e:rﬂncc whcxbcn-a store. or machine sells_
" one Coke or a thousand Cokcs a day. The
 Coca-Cola company is much morc concerned
with having many outlets.: -

Chapter, [ wanr to specifically  talk about -
~opening outlets. To think with 2 “Markedng
- Menuality,” think of your business as the

ultimate: DISTRIBUTION SYSTEM, a

-markets a product. [ like to use Coca-Cola

~ and McDonald’s, two companies that have .
been 5o successful they’ve become houschold ,
words. There were two basic factors thar de- - . Only after you have a large numbcr
termined how large these companies: could of outlets do you begin to concern yourself
grow (how much of a markct they could with factor No. 2: volume I-“‘C"Ti7~1"t“~"n per

[ ""'“‘""""-"'j"—" ———f

capturc)
¢ in this store? You berter have your: system in.

l ]1 Contmuous opcmng of outlcts ' placc bcfnrc you get m\'ol\'td \\’Ith lmrumm.,

l Volume production per outlet

19

. outlct. Iusr how many drinks are being sold g
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)

{ I

)

) SIICSS every person is an

) .n_ﬂuu_-rlc't. An ourler is .
) ' yoncwho.can offer the product to the

) consumer. The difference berween this

business and other marketing systems is-
that as an independent contracror, YOU
have the ability £o sec up your own distri-
bution system within the big network.
To build a distribution system,
vou should adopt the mentality of con-
tinually opening new outlers — more and
more and more oytlers: i thi
is in place, cven if the jority of your
outlets are producing just a little,
‘with only a few =~ =
doing a lor,
vou are on
your way to
~ building a Super
- Hierarchy.

& o

TR S i

fhe. Magic of K.I.8.s.
*|(Termi-insurance and’ Mty
|Funds Are Our « Hamburgers ©
iand French Fries™) .

You've heard of KIISS. -
+ -Simple, Stupid.™ These words are 5 secrer ¢
building. One of the most fascinaring indu:
trics of this century is the fast food restaura
business. Over the );cars, new chains of han
b'urgcr S;ands have opened — all based onitl
cxample ser by the granddacldy of ham burg: .
“istands; McDonald’s. The concepr of sclling
hamburgers and French fries looks casy
- €nough - judging by McDonald’s success.
" Buralot of fast food chains have:
been in serious financial trouble, Why? The
failed ar one of the most imporrant principl
in marketing. Tha is, they didn’t keep it
simple. McDonald’s for years and years did
nothing. but open new outlets o sclf ham-
burgers and French fries. So many of the ne
fast food chains today didn’t start with thar
solid foundation, They began immediarely
adding cream of broccoli so up and pasta to
their menus. During its crucial building -
stages; McDonald's remained true to irs lite
lulm;dﬁhan}burgw,mmudErs.nghf'm.sNc)w
that they have the world's largest chain, anc
have totally mastered their fundameneal =
products, they are successtully adding to the
men, A

“Keep [

Al

~ Think of wrm life insurance and
mutual funds as'the main items on vour
~ product “menu.” |




.Lots Of PeoPIe Domg A Ln:tle
Blt and A Few Domg A Lot

That’s the Ain_ctfic,fm'Way] |

~ One of the most important prin-
' ciples in building is realizing that you don’t-
- have 1o find a lot of Super Stars to build a
superior marketing.organization. Lots of -
© people doing a little bit is berter than a few
- people doing a lot. Of course, it’s BEST to."-
have both, but if you can’t, you would gener-
. ate more income by choosing the first option.
Qur whole socicty is built around
the principle that only a very few pcoplc “do -

o ,a,m A lot 1.oGk at the United Statcs Inour”

" nationy, there are probably 230 million
pcoplc We have only one president. He’s thcf'
“only person who’s considered our ultimate - .
_ “leader.™ We also-have only a few-congress-
- men and senators. In the world of business,”
| approximately-90% of all working pcople
‘[ work for someone clse. The other 10% are
-among the few people who put it all on the

'|

L T

Rt v

or everyone you hire is going to be a Super

- Star in business. In fact, for whatcver reason

— mostly because they aren’t willing to give

the effort it takes ~ the great majority are

going to remain part-time, every now and

then gencrating some business. You should ,
NEVER feel bad about this concepr. All we ‘ '

can do For the pcoplc we rccrmt is:

gwc cvcryonc an opportunxty

L% give cvcryonc cxamplcs of

SUCCCSS . ‘ : i
TIES somcoﬂ; wam:s L) condcmh thies s

facr that we advocate part-tmers, he should

take a close look ar the structure of our gov-

crnment. Most of the legislatures in the '

_ various states-are filled with-part-time legisla- -

tors. What about George Washington’s
army? None of these men were professional

- soldiers, most of them didn’t have uniforms,

they were part-timers who were known as
tag™ by the Loyalists. For many, many

J{g_c and run their own_ 'n business. What abour
wealth? There are probably a rillion o
 aires and only a handful of billionaires. |

The fact is, not cveryone you meer

" the way they shouid stay.”

zr::ﬂimc-o;agieﬂ eSSrallkinds:
arc’a way to carn extra income, and that’s.

~—
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 The “Law_ofA_vcragcs” says that - “The Lawof ﬁy'e_rdge
ot everyone you hire will be 4 Super Star YT . LT
and not everyone you hire wilf even remain e G e 3
| with you. In any business, people become o s
- disinterested and quit, - ’ ' ey
The only way ro overcome the nega-~; Sty
- tives of the Law of Averages is 1o harness the : PSR T
wer of 2w af High Numbers.2. ... | 2 lce;
?"ﬁj‘mk-of itas 'm_vfu'ng a greenhouse: : .42!"-' -
hursery. Every time it’s planting scason,; you | _ by T RYPEE .
plant hundreds and hundreds of seeds and , el e L o
seedlings, knowing that not al] of them will 25 RVPs = 1:STRONG Buiider'
. make it.. That’s the way you should sce build- s e S
ing. | L
[ use flm,analog,w of the bascball
Plaver who wenr to bat three tmes in the fiese
- &ame of the scason aind gor one hit. His © - o
"n\'cmg * was .333. Thar is the average ofa . - Tortal financial independence can be
future Hall of Famer. Did he ger o negortiate ~achicved by building 7-10°ST RONG Build-
a million dollar contract? No, But if he £0Cs ers. How many recruiting inrerviews will it

- Contract="Yoq 'zﬁ*i.’is"‘f“h':'f{’-lf‘:'lugh‘minibc'rs'it' you . ting the numbers working for you. You are
-CXpect to become 1 Super Builder, SR building leaders-who are helping you work
Let’s assume thar the Law of ... the numbers. In fact, if vou are discouraged, j
- Averages éa}"s thnt-_vou will. be able o hire B suggest you read Chapter 8. That Chaprer - -
one urrwo'ou-t'-‘ot’_-'ev'éf;?'ff'()‘u'i:'b"é?jjjI? You o shows you how you can build 4 marketing
approach. Look ar the following projection organization thar gencrares a million dolfars a

e TR S T T
S — e L R = =

to bat 600 times and still has 2 333 average, ¢ take? Abour 10,000 toral ,int:_:tj'icxt\'sl:.
meaning he’s gocten 200 hits, then he can -7 Burdon'tger discouraged by this!

call the shots when it’s time 0 negotiate 4| __‘,“___mﬁ_’{_.ﬁaY@uanc,,qxzig,Q@in_g— irall yourselft Youareger:

chan, and vou will sec whag vou have ro do - vear just by working with tive people.
- - - - - & . - 7 A '
to build a Super Hierarchy. : Mo .{sé‘é e Deress _
N ‘. . - " S . . L .-‘. " < e : - pi ; ) R

M
e o gy AL
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-~cho;_cc only give it enough effort to do a

ud Power” o Don't ler “Duds™ be a negarive.
o Remember: The ludu‘ wurh rh:. most
' "‘Dud*.ﬂ V’I?\!Q i

- Don’t get me wrong, By the word g ,
“dud,” I do NOT mean a person who is “un- : R - _'__"

- dcsxrablc to have in your organization, or

onc who is 2 “failure™ at building a big

business — although that’s the meaning most

pcople have in mind when they call someone
a “Dud!™ I am talk.mg about pcoplc who, by

small mounr of bisiness:~
: - Never “fault” these pcople. And
never take them for granted. Remember

. that the' Law of Avcragcs says not everyone’

you hire will be a Super Star. Don’tlet this”
worry you. You can have a bunch of “dids™
on your team, and you may be on your way

10 building a Supcr Hicerarchy! In fact, your - e ' BU]LDING‘-PRIIN:C]PLVE
only problem could be thar you don’t have’ : e . — -
ENOUGH “Duds!~ = - - . - -~Youcan'tchange
- I heard a story abotit a man with: . : L peoples basic qudlities;
another markcrmg company who purouta . L accept: fhem the way
memo: 1o. ceveryone in his région. Thememo - they are. If you wc:nf
said, “I'want to be known as the guy with the o | : . people to succeed or
~ most ‘losers™.. .because the guy with the most. = e |mprove fhernselves .
o !oscrsw—'v Al zlso- be-the guy’ ‘“-’"-'h THE MOsT- = - <7 e e * ‘””""sfcﬁ by prGlSIng Them
‘winners.™ Of course, the “ ‘powers thar be™ R 5 - whenthey beginfodo
didn’t care too much for this memo. Thc} 0 things right. Always lool
claimed they didn’t have : any “losers” in thc:r ' .. for reasons to prclse '
‘company. It would be wondcrful i this were' ST people. :
e oy oy T o s X Praseand recognifion-
zive it the effort - some people are not g,omg o - ae memOST poyven‘ul :
?o bea \vh:z in thc busmcss Butthe 0 - R forms of motivation.
: : L - _ - Always prcuse AIWGYS




- To sajr you're goi_ng"to' “g0 Widc,”

cration. Wheen trying to build, how can you
tell who will make it in chis busnm.ss’ You

for 11 years. The: pc.OpIc who dre serious
about w:nmng (“Studs™) and those who j just.
give it lip scrvice (“Duds™) all look alike
when you’re first talking to them. That’s
~ why you should look for a BUNCH of
- pcoplc There is ;ust no way of prcjudh*ng
pefson whén yoiiare tryiiig to hire .
him. He may look good and sound cxcm_d
abour the business opporcumty, but never .
amount to anything. - : :
When I used to coach mldgct lcagm.
- basketball, we would have 20-25 kids show -
~up-for our first practice. At the beginning of
practice, most of the kids looked alike in
terms of ability. But after purting them-
[ coul

ds 00T, | [ctermine who our

isn’t enough. “How Wide?” is also a consid-

‘can’t. [ certainly can't, and DPve been building

dnils W'.ltd]l!}&t]'luu Tun, drll:vl;)lc.2 o

best 5-8 playcrs \;b'-érc Sémc wﬁo lookcd like
_ they would be great before we started, turmed
our not-to be the “Studs” 1 thought they

were and vice versa
' Since this business dcpcnds on a

pcrson s desire and WILL to WIN, you just .
“ean't tell who your first suing is unt:l they’vd

“gone through a lictle practice.
S Hiring in bunches will also hLlp you
' avold another pitfall - the tendency to “wait™
because of two or three “good™ people. You:
'~ say to yoursclf, “Boy, I hired this guy and he
looks good, sounds good, smells good, =
man, he’s just EVERYTHING.” Then whart
happcns’ You don’t l'lx‘lgc anyone else because o
“you teli yourself that you need to spend all
your time with your new “Stud.” You sit
t‘hcrc and a week or'two or three goes by,
and you should have been looking for more
people. What happens when you wait? After a
while, when you wake up out of the “coma,”
-you ger mad. You get mad at yourself, you
- start gerring frustrared with your people and
don t treat them nght. But you don t;'havt. a

?
t

< ———— i o i v ¢ 1
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“hiring at Icast 3 personal people every 30 -

“with the ambitious people (the people with
- thé most desire to win). By hiring one goad,
Tew “Fireball™ and helping him build inhis
-marker, and even downline to the markets of

| TemTontentam, - g

- asked my-wife, . R
-Norma, to-give me 2 “Wave:
-Machine™ - one of those

- -moving liquid. You turn ir on and.it rocks “recruit quickly. In everv crowd, you're going

back and forth and the liquid makes “waves™ " to hai

momenrum. by hiring in “waves.” -

Y vt g 10 pa ozt

:
{
1
- ¥ o ?
‘I‘{emcmber. f\_/cn lf you've fonﬂd o o Wide Fast %( ‘ |
‘Superman,” you must be'loeking i: : ;
for more people. 7 ' '

, [ call it cthe “next™ h‘wnraliry. Nexe? - — _ X
Who's nexe? Think of it like a doctor’s office. Recrui EINg in waves is closely relared |
They bring you in, you take off your clothes, ™ : tothe speed ar which you hire.” Eer's say, for
slip on a robe; then they make youcough, - I ° example, thar nwvo peaple cach have a goal of _.-"
and while the docror’s attending vou, the " building outlets. o IR S
nurse runs out into rhe waiting room, ' o The first person £oes out and hires - .-

ONC Man or woman avery month for a vear -
12 people. Sounds li ke a steady builder, -

o - e bt he sceoiid pérsi gocs Gurand hires

v SR ' 12 people in 30 days.. - . -

Aagic . > ' S et P rd e =

| _hc M &1 ,9f , Hl.l_',mg : -~ Who's going to get the most benefit
in Waves e . R e

e o _ . from the effort put our to ger 12 people? The

__’ o S - - guy who hired onc a month for 12 months,

“Nexp™

i or the guy who hired 12 in 30 days?
Y The first person was a “steady™
builder, but by the time the 12th person was
in, 8-10 of the others may have died of bore.
dom. They never got 1o sce cach other. .
- Maybe they were never in the room at the
. same time. "I'h'cy were neverar vour base
shop at the same time! They weren’ on any
- Leaders Bulletins at the same time. -
—=  The second person who hired 12 in -
30.days ,lsaw.;.irnnﬁﬁdinfm'ﬁ*cs&_!zé'i More pespie-~ "
. were morivared o hang in there. They could B
.. One . {60 B ~.._ ' rcly on each other for morale and motivation.
Chastmas .~ &7° . . A Y G % Even though the Law of Averages says you're
R P always going ro have afew who-aren’t really -
~serious, aren’t really commijtred and are cven- .
rually going to fade away, these péeople con-
ribute ro synergy. That's why vou wane o

" You mus develop a rhythm of

45 days and ‘invest as much time a5 possible

his new people, you should build up a wave’
of 7-10 new prospects at the next big Oppor-
tunircy Mcgting. night, Wave r:c;rgi:t_ingl‘b’:gi_]ds;:_'? L

glass objects with colored, 4=

‘¢ some people whe

mare

16

he sound of an ocean. Fkeep it in my _
FRCTIING Pee i 0 okay. That's their right. ‘Thev're Eertainly not

“bad™ for your business. They acrually help.

-

O R T

e
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~mize profits; I had to rebuild miy base (re-
“member those who build it Wide first

 my base, I went back out into the ficld and
- built 60 wide in six maonths. After thar I had
120 people reporting directly to me in my - 7 = e
w - base-shopTharcHort took us o tic $70° e “

Key

B R G- NSO

B ' C H A P T E R FI1 VvV E
your winners to feel more a part of a team. you go 60 wide in six months, you should
How would you like to.be on a bagkeehall . expect to hnd at Jeast 20 serious peanle whe

Leam with only hvz. pl.n"grs"Wth o looked want ro win. - :
over'there on the beneh, there would be no -1 use the chart on the nexr page as a
one there screaming and cheering for vou: target. If there were physically enough room
People hkc to fecl part of a ream. o ‘om the page, cach of those circles would be
' ' radiating out from a ¢eneral circle (vou). Each
circle represents a person or a prospecrive
new hire, :
The chart visually (.\plams to 1 new
person the “60 Wide i in 6 Months™ plan. The
person uses the sh v;.t two ways. Onc is his
““platining stage’in which he takes a pencil and
_fills in the names-of people he thinks are
going to be his riext five or 10 pc.nplc Tht.n
when he actually gers them, he writes their
names in ink. T ask the person to turn it in to
me every month. Ifit’s blank, I say, “Just
hand it in.” If it’s gor one name, fine. Ifir's
the same name nexe month, fine, The poIne s
to. l\u.p it in front of them, L.l\'(.‘ rhcm SMANCE -
thing ro shoor for. _ _
Whether you are shoating for 30
wide in six months, or 10 wide in six months,
ahvays projeet 2 plan. You can’t help: but ger
. big FAST if you put out thar kind uf a per-
sonal hulldmz cffort. . :

ixty Wide In Six Months
i

'I ! B
S I havc pcrsonalfv donc rh:s__Q_u_c
r:mc.s in my carceér. Four timps, [ have gonc
in one streak, building 60 people direct to mie
in a six-month period. This is. whar allowed
me to be where Tam mday -

At one point, I had complerely shur
down m\' base shop. T realized tha to maxi-

WIN). So after three vears of shutting dow n

BUILDING PRINCIPLE

80,000 premium-a- maonth range. [ knew |

¢ould do it because that’s s-cxactly what [ had . - = Treo’r your people with -
donc'in:1979-81 in Denver. | had more rhan _ respect. They aren't
10,000 peoplc trained and- TCpOrting to-me,. . Tt e numbefs on your own. . o
‘When [ came back to Georgia, I did the same " success chart: They are - '
_ thing with my (:um.,n base shop. | built over _ : real people who de-
1,000 people in the firse siy months. o  serve fobe freated with -
~ During the four vears my base was L : couﬁesy and respecf

monumcnm”\' lm; 1 never got hc.lm\ 30 , !
PrOGaeCTe, MCANTHE PeopTe s o T YYRahum n'fc:cfor to.all
dld 'mmcrhlm. and reported dlru.rh' 1o me. If T asbec’rs of fhelr bus;ness‘

.
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#=losof people-cando-Nos-1-and 2. Butahic= |

\ Rccrult tIs‘n’t a ..Rc'(:ru‘it
T Untll He Has a R‘cc'r_ﬁit,,j R ' It Is: At Least Four Dcep

In That Leg

A new pcrson rcally isn’t anchored Now let’s assume that you have a

into the business until he or she has: “for real” person. He’s taken each of the - . _

J‘!_ .
‘ l_ bccomc trained and licensed, three necessary steps. Do you have it
' “madeé?” No.

.' 2 bccomc a crusadcr for term 'PDL - What if your “good person™ deS
insusgnce and made salcs out? If this happens early, the ream pcoplc.

8 .ot mmma he brought into the business may leave also.
[+ recruited a ncw person : “They've lost the main bond that thcy hadto
Thereisa bxg difference in just _ the business. If you TRULY want tO build a
“signing up” someone, and anchoring him team, cach person .
- into the business. Anyone can do No. 1. A _you hire should hire”
““at léast four people.”

person who is' scrious abour a business oppor- -1 The Law of Av-
tunity, and the person you can consider part - erages says that
of your buxldmg cffort, issomeone whohas | ag Jeast onc of

-~ done all three... those people will
remain a serious, com-
. mitted person.
! . Building four pcoplc Deep
also creates excitement for your good
- person. It motivatres him to want tg
stick with it. All of a sudden, hehasa
_team. He says, “Man, my team is
growing!™ '

R e

 HIS NEW RECRUIT

e ,_'...'..._lf'..- - ... ..-...___..



I- teams that are four
.l

I

|

' cation. But identifying

Team Will Have 2 Life
of Its Own Once You
Find a Leader

'_

t

! Building your
businc;ss by developing

deep will create solid
business. Recruiting
and training “Wide™ -
is building by addi-

: bgg.'R;gz"uiting.-and
“training “Deep”is

~ building by multipli-

one leader in each .
- team will enable you to

hamess the Power of

Geometric Progression.

Your leader in

. that leg will continue to
tecruit and train and develop ‘

teams Whilc_-YOu‘build'in _ P i
otherareas. The leader ensures /7 @ "\
. that his téam will have “; lif¢  (RECruT4

- of its own_” Until you have - O\
developed. at least one leaderiin  \S

- going ro have any strength;

[ €dch leg 3t least once, you're really not -

_ ey
{
|
{
| -
i {
he Super Tap Root ‘
% e
{
| : o {
The “Supci- Taproot™ is a system for ¢
maximizing the concept of réplacement. You
“already know that in order to be promoted, a ‘
person must replace himself or h__crss‘:l__f with .
one team in his or her organization to be as- ! |
signed directly to his upline manager. By 1
poringacmporarily in depth, you can, - .-
build“perifizaént width as you receive are- l
Placement team from each new.leader.yon
~promote. You can target yourself fora A
healthy replacemnent by helping your direct N
recruit to build Dccp.- o o ¥
' Let’s assume you interest five or six {
: people in your business: The Law of Averages |
;- says onc of those recruits will be what [ call a e
L

B LR

“Fireball,” This is someone 'who’-s.qrgcnt and

34
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busmus

l-lrchnl! vou hclp him int
new peaple. You find thar person A is one
of HIS Firchalls. Yau should beg
work with person A to help him in the

o FI.'.I-I?H

ST five or six

£in to

Onc of the kw challc.ngc'; in build-
ing through the Super Tap Roort system is tor

your base shop to remain strong and healchy.
T see many, many people work and work anc
work to produce a leader, and once the leader™

\\'LaLLnLd condition.™
The key ro rn.m.nmm.. m‘runs1 and

ers, isto “perperuallv” produce leaders

s Fnally promored to R.V P, thc.v re lefrin a

- healthy and at the samie timie, pmduum.. lead:

VVh:.n a c.hu.lu.n lays an- cgg, it sits on thz. 51434
TG Lu.'p it warm until it hatches. Meanwhile, *
-t starts tryingro lay’ anotheregg: T

et T S ST

continually produces. 'You have ro KEEP

_hinng and trauung peoplc. pc.nnnallv to you.

Ifyou kccp going Widc, vou ‘re going ra have

‘somconc. in your.base who is.on his or her -

way to being a leadér. You have to adopt the:
menrality that vou’re going ro have MANY

leaders so. :you-have g purcntul l(.:uigr d(.w.I
oplm~ at all rimes. -
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verlépping Lcadership '
[}
«
B

PSR

The concept of building “Wide™ . ‘ In order for the Super Taproor Sys-
i Or “Deep™ is just a marter of beinga T tem to work, YOU have to beconc the
i good leader. To build a “Super ~ o “Depth Force™ thar pushes strengeh and.
.‘ I—Iicrarchy,”'you must . vitality down through each level of your
. work with people that - organization. I like 1o use the example
both deserve and need ofa tree’s taproot. When I’m explain-
your help at any level in

4
(
. ing it to somcone, I'-drawﬁiipjctufc fa.. {
tiee and tell the person thar ‘thie ke
_ to the tree’s growth is whart’s in the
ground underneath: Idrawan arrow
to indicate that the tree depends on its
tap root for a foundation. The .
taproot’s job is to search as deep as
ncccssary for warer and nurtriencs, In
_-marketing, your “taproot™ is a new _
" ‘person you*ve hired and the people he ( '

{

q

Treateveryone as if
he or she WERE -~ &
working directly for *<° :

.1 “.you. Call them on

| - the phone, help them A

1 "d_c_\}clop_rh_c'ir busi- o

-

(
{
{
(
{

are teaching and mcﬁ'var’iﬁ’g__‘ LA Aﬁry{)afmh!crafch‘r—-—lriqmoYoﬁ“{ObCTﬁlé

— iaCCﬁnTé‘y(j 1 T'hu:rarCh\' . ” d rivi n g fo rcc b}: d Oing O‘rcrlappi I g lCﬂdctShiP-

o+

:  ness. _ -or she has hired, . . :

l In addition to your ‘ Whar if the roor hits somic.hard rock ¢

| . one-on-one work, you . ¥ - "or bedrock? The root doesn't say, “Tree, I hic

i should practice overlap- NG .= a rock. Sorry. [ can’t get any more water.” 4

g ping leadership : ; i L. Instead, it's going to g0 through f

through big group <. the obstacle, around. it, over jt, . _
-meetings, If you 77 ANy f-a.n'f}"i'-'hcrﬁ-i‘é'ﬂmﬁ*ﬂdﬁﬁd"wﬁf R
o wareholdinga. .. S it nceds. What happens.when -
,*' ‘.'mc'czjng_otia ). ‘ you pull a root out of the B S
training séssion, - ground? You’ll see tht:ljc are o { .

I ~ you should realize. - TZS, - lots of little roots coming off. For - 1 _.

| thar people st ALL AT WhO b the taproot system to work, it’s { -

, LEVELS arcin the 4. < ./ g0t to branch out and produce ‘ .
-audience. Thisis = - : lots of roots . ; R
why'itis GOOD o - N Nature is the force that drives the. ; _
have big meetings. You /. ; L4 system decp. Right now, YOU are “naturct; é e

|
A

i
A

- Only through overlapping - f . You develop cach team until you find 2 leader
-ic,‘ndCrslwip, can you idenrify and develop B ‘ “who can become the “torce of nacure.”
Fircball leaders ar any level. " Taproot SR S
— §
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Jwo Vitamin Shots to
' New Rccrults _ R

v ere et T T s g

i
L=

Pictures are so important. Rcrncm- _
ber: People learn quickly when they have a
mental image of what they want to accom-
- plish. T usc the following two pictures to
makc sure cvcry new pcrson undcrsrands

'_ Wc e gomg to surround hun

L Wlth_gOOd pcoplc N
l_z We'r re gomg to st;rroul—mc'l- his
peoplc with good pcople
N § “*am-mnw-‘ﬁ&w .
s e

Surround your peoplc with Dcoplc T ~ﬁ
R Tcach How to Tcach How to- Rccru:t B
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= W reg8ing to help You find and train po-

—— —

e e e

REE R Wl

| - There’s the great business opportunity thar

b e e T

AT e o «H . /-": v P sin ]_

SRR

To accomplish this diagram, the person muse

help him build 3 team of people. I tell him,
tential recruits, and you need to warch what '
- we’re doing because YOU will beé their -~ -
. manager ar some point.™
. After I have enmiphasized training and
team building, I sort of joke with him, [ rell
- him thar gy §0ing to give him two vitamin’
~ shots to innoculate him against just becom.
ing 2 “salesman.” And | ask-him to play
alon_g with me and roll up his sleeve. Then
- Il say, “The first shor is a multiplication
- shot.™ [ explain thar developing a ream s not
~ just who he knows and whar he does, bue,
“Who they know™ and “What they do,” and
so on down the fine. = o S

—— e —— L,

he just got a multiplication shot for, and
there’s also the Crusade, our commirment to
the philosophy of buy term and invest the
difference. He wil} feel inspired by our Cru-
sade as he sees how our products improve the

f.
!
|
y

i leamn no only how to interest new people _

' and sell, but how to-teach othars.ro do rhe: o

i samie. "The first things you say ta a personare
i more than likely whar he wijj remember, }

Explaining this concept to them carly is

critical, [ wane everyone to understand whar |

* mean when [ 53_)(, “You can go.our and build H

{  yourown business,” The concept sounds :

i good, bur it’s actually a foreign thing to most ..
: ,’ people. The person must understand thar, -

: starting from Day One, his Ryp is going to !

T emn— ...-u.-.g-_-—___.-.._.--._.-. -

through in-deépth. tap

- saw them on the E4

-once. | saw the

E R S |

oW Many Can You Spin?

To bu-i]d.a Super Hicrarc-hy, you
must workfl.-)ccp" and Wide all ar the same
time. You are supplementing your width
root work.
The minuce you find and
develop. a leader, you don’t -
Stop taprodting. Yoy just- s
have more umetaibui o :

Wide, A!it‘t%"»qﬁ?ﬁ?:, Yourest \’&

as you go. You'll idenzify the
more ambitious -10':'ics'.g_:;d be
able:to “rap rooe™ through
them. .

e r&min_ds me of those
old traveling Chinese acrs. I
remember the frst tme [

Sullivan Show. The -
leader was 3 big hic
when he could ger 20
plates spinning at

same outfit abour -

-y ﬁcar-‘al'gc-'andﬁi‘ré“”“" T

had 50 places
spinning!.

s S,

- financial fives of his

|
|
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A lot of people make the rmstakc of :

et db A A 2 R R N N N R F e

! geuing a few aew. pcoplc ‘goir FSI0P. gt et
- They build an organization, burthcy don’t t ' :
- build a Super Hierarchy. These are usually '
i the people who don’t want to work that 5
* hard. You sce, there’s only one hangup about
_ buxldmg a Super Hierarchy, you don’t ger to _
sit back and kick up your heels and watch i
your hierarchy grow. It takes work. ' .
|
B S ! - ALWLEADERPRINCIPLE ‘
i Ledders always put thelf
: people before them- -

S . I BT - selves. If youwanta -
R o - ERE ~ successful business, your
' " o "~ people.must feel that
i . you're working for them. .
R m“"f_..-: Y@Uf most»import Qﬂf j.b\_ AT
- is helping them ’robe- -
come the best mey can’
- : : ~ bé and reach thé.dbso- .
G o : : - . ute -p_eckof.fhéir-“;g?bfem
E P 1 Hial, Do that, andyour .
| | | | business will toke éire of -

g~ ~ self. -

T E L RPN Nt e N

‘ ‘1:.-'7-::—-1. 2
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The Maglc Of
Compound Recrultmg

T L T,

" |he Magic of Multi - : -
. This book is named after this chap- - table showing how.many recruits you could
ter. because] think it’s onc of the most in- " have at cach level, if every new person re-
triguing concepts found in marketing,. | : ' cruited and trained two new people. If you .
“Compound Recruiting™ is based on tht. can.do even an clementary level of math, this
~ mathematical principle of “Multiples.” - . is probably nothing that will surprise you.
Let’s.assume, for the moment, that _ Now let’s work the Mulriples again,
to get a hierarchy. started, you must recruit = . assuming that you will start out by recruiting
and train at least two people. If cach of these < and training THREE péople, and each of
- wo people recruits two, then you have four, . these people will then recruit three peoplé. As
- right?’ Th‘: Ch‘"" bciow tsamuldplicition  { you can see in the chart, by the fourth level, -
‘ : o o P thcn. 1sa SUBSTANT 1AL dlffcrcncc in the . e

- YT

P

num bcr of pcoplc What is mtcrcstmg, how-

- ever, is that the real DIFFERENCE was only

T R _ — -ONE pcrson at every level! That’s the

i ,,»;; R --ﬁ* R ."' _ “magic” of compound recruiting. Some

- B %] pcople have a hard time sceing themselves -
4 recruiting hundreds of people. But nearly

LEVELT. . a4 |
LR TETELT ;., <5 DOES TUXQ0 EVERYONE can sce themselves: rccrumng
"LEVEL2 - . 8 | rwoorthrcc ' o

7‘-»’-‘ Jfﬂwﬂ.' 3"-'-‘- 4‘:-;“',3’-?..: chal e .X.,-z' S

LEVEI 3 u,—r—s 16 _-

-'LE‘V_EL4_ SRR -
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Now what h. appens i'vou don't T LEVEL] _ X ; . .
Tecruirn ANy nm \Vlll vau be able lu htuld Ay LEVEL 2 : _]“
T kind ol an’ nrtr.mv.llmn- Look ar the follow - S ' X1
ing ;.h.m Ihuu rurun seri and L.]t.h oneof B LEVEL 3. —_"]_
them recruits zera, what h.nr.. yau got? Zern, _ - X1
Wha k appens i vag I\LLP dup!u.umg 10 _' I LEVE]_ 4 1

'jm:r leveln? Yo ve sil) L0 7¢re Now lhl\ ' : : -

, m.n snund like o joke, by unfmlun.lll.l\ '\

LEVELT =3 LEVEL 1
LEVEL2 " LEVEL 2
" LEVEL3 & LEVEL3

LEVEL4 X3 _"LE"v,_ELA_

\\ hen f m shmnm, pulpk rh:«. o \\ hat |l VOU recruit .md rain one
“magic™ 1 like ro gt their atrention by .- persoid In the nea whaprer, we talk abour
asking them rht. d!ﬂt.rc.uu berween mvo and the, pm\u o One™ as A Rcans o building a
three. ()l course, rhc'.ﬂ\\*ns repiv, “One.™ _ sizahle u..un Bur there's 4 big d:lhrtnu‘m
-And fsay, “No. ir's reallv 2441 Then I'show . recruiting <mg pemon personally and in
.them whar ' alking abour by url\mg the . reCruiting several people personallv. The

Two v..h.u‘r\ thraugh lnm h.\v.ls L - Pawer of One can help et van N TARTED Y it

Can hu-w Ve acl dream geang i can
- burld l\u-\u Hu.rndu '

Vormula for Fatore EACH RECRUIT_

- P s e Y

4 \u'\ e II mnm o \\h.ujom““ !M{ﬂtw-lr!-;‘-‘_' .

o »_."-u..m'-\..e":-.-."h-_m..ﬁs-.- LS J
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~only zarusal
to work out. Either they don’t “want to” bad

—_:- !p-g.bnm a"’..,*“ .;_q.l"r -i'-z L ,\.

C H A P 7T

Still, some pu)pk will recruit onc
SO 2 W forever work Deep as they train

Athie.nest chart, we sce that one tinies one is
one, And one times thar one is sall one. You
take. it four levels, and what do you have?
You've still got one, Now, you may say, “But

4 1C's not the same thing!™ [say, in the real

world, that it IS the same thing. Why? If you
reCruir just one person and he recruits one

person, and the next guy recruits one person,

then you're not likely to build anything, It’s
"em&,pcoplcmgno: gOMNg,

-enough, or it’ s not the right time; or -what-

- ever., You have to remember thar unless you

are able to find and devélop a Fireball leader,
the COMMITMENT of each level gets a
little weaker. (As @ “single person, you can
only work \wrh a limited number of pcoplc at
um.c ) :

[seca lot ot peoplc. who think,
since they’re workirig with one good ru.ruu'
they've got something gumg They're kid-

dingr themsclves. If you’re going 1o make this -

thing go, you've got o rc:u'u:t and train at )
Ica-:t W s

lhc Mag1c of Gcomctnc
- l Progrcssmn o

: In carlier chapters, 1 have mentioned
thar:building Wide is hulldmb by addition. If
--you hire three pgople, pu‘swnally YOUT hiu“.l!' '

ccretit. Whar happens? Looking-ar- -

E

A

4 ey e s ———— s e

B L

~and you work with thosc o e

organization. -

g, hv nmlrlphmtlon. [t vou hire twy pcuplL
5ple o ca
build rwo, you now have rm.r pu)pjg
downline, If they cach build owo, tht.n you
have cight. ‘

You achieve “Geomerric Progr(_s
sion” when you find a leader downline who

-can do angtly what you are doing. In other
words, you are looking for somcone with the

interest and the motivation to go our on his
or her own and hire and train .md buﬂd an

The chart.on the next page shows

how — through Geometric Progression — you
~ <an build a large team in 2 rciauvdy short.

period of time. -

-Let’s say thar mmally you 're going’
o }30 out and get three new recruits. Your
priority is to help each of those people build

three new people. Soon, you should have 12
. people on your team. You and your team
must now work with those 12 new people ta

get them three new people cach. You arce
following the same attern, working throu rh
g P

“your lcadets to sce that cach person recruits

three new people. If you follow this principle,
soon your recruiting numbers will mushroom
~because of the m-agir:"bff(-‘}éomifr_ric Progres= - -

sion,

can’t do it all yoursélf--Hopefully, approxi-
mately half of those’ you recruir will be seri--

ous people who will emerge to assume lead-

crship posit-ions to help vour hierarchy grow.
Fhls IS nOT some. pu: i1~ thc. -sky

- chy il be a total ot Tour people. Yoursclf

vlus rhn.c If vou hmld I)LL \-uu are hmld
]

y Obwously the only way this whole .
; Lonhgumnon can occur is if you have’ identi- ‘
fied and duplicared l¢aders at cach level. You
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happened 16 me. When | mude my family

L out m Denver, € ulur"xdo 1 ru.ruitu.i and

trained 12 people in' m\" 30-davs. Fiveof
these pcupk_ became RVDs: Fhecie of rhusc
RVPs becamie whar [ would calf strong™
RVPs. By the end of six months, my team
and I had more than 1000 peuple rcgrmru.i
and trained. : : :

It IS pms:blc o bulld a trunu‘xdous
hierarchy, even in six-months. You simply
have to catch the V ISI()N of C;comcmc
Progression..

hc Mystcry of the -
Multaplcs o

. I have always bclu.vcd in :show:n" _
people the magic of Maltiples v cry carly - as
you are trving to recruit them.: I'm. not sure
why, but people are always mtnguc.d by the
compounding cffeer. Ieven find that profes-
sionals and people with the most cducation .
are the oniss who are the most excited bya:

. recruiting pn_scnmnon thar shows the powt.r a
~OFbignumbers. L anve e

Too many, pn.op!c makc rhc nusrakc
of lcavmg out the Multiples when chey are
Iying to recruit somceone. Some p{.oplc never
even hint at it, or if they do, it’s the last few
minutes of a ru.rumng presenation. You can’t
sclt che “big plLI‘lll‘C of the marketing oppor-
tunity if vou never ralk about the power of -+

*large numbcrs, Runt.mbv.r one of your goalt.
in ru.rumm,r' vou're iuolum.. tor pu)ph. who

—!'*"ﬁci& YOu 11ave used)

:he Po pcorn Effect

Mulnplu. arc cxciting. Thcy stretch
vour VISION. Bur vou must. remember thar
it takes TIME for the compounding laws to
take cffect. Art Williams says you have ro

‘expect the tirst 18 months to.be a dmasrc_r

He says thar the first 1-3 years after you
bt.gm your big building (_f‘Fort are noth:m:

_bur a gamec of survival. .

T UTHIRE of it TR poppmg POP(.OI‘N._
You put'some kerncls and oil into a pot. . ..
Then you pur it over a hot stove and sit and

- wait for something to happen. T don’t know

about you, but every time I've ever popped
corn'in my life, I've always gotten lmpancnr
‘and wondered if so:m.thmg was going .
wrong, and Ive lifted the lid 1o look inside:
Usually, all the-kernels will be sizzling in che -
oil and oiic of th:.m will-pop and hir me rlzhr
in the face, Ihcn, ar first slowly, they will
begin to pop As vou shake the port a litde

“more, they pop a little faster. After a few

more mmun_s, they are popping like mad and
you are w(mdt.nng if the pot can hold all thc

The Mulriples i in an\' business work

P the same way. Don’t get dlSCOU!‘ang if your:
base shop drags the first-few months. Keep:
Dbuilding, knowm!, that ifiyou continuc to -

work, the Mulnplcs will bcgln to work thcu'

mag,u.'

Llll‘l‘LPrLI‘lLllr‘.ﬂ SPIfIL s going: to be VERY
interesred in 1 our management uppurrm’llt\"

. -'maﬁeﬁnfhrm : ﬂnﬂi‘ﬁﬁ“@ﬂ*—mu FAE wﬁ'T: i
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uildex_"s'Path to the Top

_— e e Bl

Eor 4

| STEP{-
"- Training Rep

In Chapter Two, “A Builder's Mind-
| .5 oser,” [ discussed thc"impomncc Of building a
AL / . % team for each new person. I said thag you
: _ . ~should adopr a mindset of “get thens iy and,
_ 4 | . . ~ get them some recruics,” and in doing so,
, e . 2\ STEP 2_" Rep - “you will “get them trained.” You can use: this
i RECRum | - Recrum } . {recrurr ) . mindset and the concept of Multiples to help
S A : i You earn promotions to ne oM mission

o R e I e

: » [ levels, For example, ifySaan Ogerto
I \ R o "~} RVP, whatever the current guidelines for -
| ' ! earning a RVP promotion, you should always
s ) R S A ' FOCUS on recruiting, training and bl.‘iilding _

- ateam - AND building your recruits’ teams.
' - Depending on the currenc guide-
lines, I map out a conﬁgurétion.ofbow many
you need to hire to get 1o a certai n promo-
tion level, For example, if the guidelines
require you to hire three people who are each -
ficld trained on three sales, the cendency is o -
do just that. Ficld train each person on three
sales. I think another way. suggest thar
instead of just trying to get them chree field
training sales, you should try to get them o
_ : rhrccncwhru.r:gxrslecnwwmﬂacmsﬂr’“
"I "accomplish both things. © . | ' '
| ' The fastest way I know-for a person '
to get trained is ro go with his or her RVP . |
and warch the RVP show the asset man- .
' agement-and marketing opportunity
presentations to three:people. They
‘may or may not buy. More .t]har_l likely,
~ they will if they need it. This way, not
only do you make training salés,” -
=2UC You have the béginningsofa . L
N teanm ‘And the fastest way to get
those three recruits trained on:-

R) de) R

STEP 4 - mymwecder .

- STEPS - Regiolnul ,Mcnbger. .
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. the required number of sales is ro build three

recruits. Now you’re aiming at RECRUITS
and hitting SALES. You've got production
going, but your No. 1 goal is to rapidly build
a team. - |
' - I'sce 100 many people who get out
there and sell themselves into a promotion.
There’s nothing “wrong” wich that, but.they

* have to realize that every morning they wake.

i up,they're still going ro. be “unemployed.”
- They’re totally alone in earning income.
. ' - The only way to maximize the management
“m b OPPOrtURityis through btilding your com- .~ "
{  pany. Until you do; you are just a “salesman” -
! constantly worrying abour your next pay- '
; . check. Think of everyonc as a potential mem-
i ber of your team. The chances are you will
-} earn promotions and build a team in the
| process. '
;-
i
i
3
!
*“!u " =
S

BUILDING PRINCIPLE |

_lfyouwant g business that

T lasts, build with quality. Neve
- let your desire for rapid
growth take the place of.
- your common sense., If o
leader gets lazy about re-

cruiting, he will find himself .

with nothing more than a

bunch of wam bodies.and ¢ )

million problems. Recruit

.Pecple who have q buming: -

e

47
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[ ] he “No Excuse” Formula

people who’ve come on board ‘with me and
. complained that thcy just can’t work “big
numbers.” “I can’t ralk to anyone.” “I’'m no
good at building.” These are just a few of the
cxcuses people rhrow out when thc)r Uy to .
cxplam why they:-have a “lirtle” organization.
What they don’t realize is that even
the world’ s worst-“dud™ can still build a
. sizable business. All-it takes is 2 smtcgy I call
“Thc Powcr of One.” : :
Thc PoweFof- One s Based’ ori the
thcory that even though you: may be weak- at’
recruiting, you are probably still going to be.
. able'to hire and train at least one good
.- person, T've never met-anyone yet who -
couldn t find at least one.
Let’s assume that you have hired

' soﬁwonc We'll cail him or her “A.” You may

thmk “Iust one is not gomg to get me any-

" Over thc ycars, Tve talked t0a lot of o

Wgo:ng to also be. ﬁgld mumng 13

g0 ﬁcld train 2 New person on thrcc sales? For

‘someone who has a hard time mcctmg

others; the second choice is usually casier ( it’s
also easier for the person who has firte orno -

““warm marker™). So schedule a night on your -

calendar to go out with A and sce people in ‘
his or her warm market. If you schedule it fo

. early in the week, say, Monday, you posmon

yourself to have actvity for the entire week.
' On Monday, you go out with “A_”"
Let’s say our of several people that you visit,

'you wind up hiring for A at least one person,

“B.” You have just positioned yourself for an
additional three sales, since_ you are now

ST g S

{l‘s'-n—‘“""’i—i“'!.vﬂ‘i"" 2

- g;ji Uil NGJP.RINCL £
| 'ﬁd{ ". "i’s}:iiﬁr*.
e s el

are

@P }Q-é
"u-"\ v"-—v.-‘. .

-‘p' ‘—'43‘; —:ﬁg ; < jr ‘
Sieg G

- msngéra *

M

’ 'hcrc_ y

rhc fastéstay to make three salcs’ Go out

: :md ﬁnd thru: people pgmmally to scil to, or

=5
Ly
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Now pmk a day on your calcndar to

devore to B. Accordlng to the chart on this
page, you would pick thc sooncst possnblc
“night; Lucsday You're o ¢ :
~ begin to ficld: i :
-your main o jectives is gomg o bc to gcr B a
new pcrson..Now : ou 'e. 5ot

You hm: $-a'pi '
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POWER OF ONE

TUESDAY |WEDNESDAY| THURSDAY | FRIDAY | SATURDAY |

B |_c |_p |- &

POWER P-.'I-NTS-
By o!wcys ge mng your new recruit at cﬂ levels 1ust one’ recruﬂ you posmon yow-r .
- self. for ot leost 4 more trclnung soles cnd a potenttczl new 'F rebcll' Iecder :

By sc:heduhng eoch new downiine recrurl Q specmc nughl on your fi eld colendar.
you can go 4 to 5 deep in 7 to 14 days ec:suly' :

‘The Dfobc:lbshhes are greatest thcn‘ eac:h recru:f whethm q!rong or weok con’ -
recruit at Iec:st one person ) .

R T T N
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I you re gomg to Bc a: bu:ldcr -you
.'-ithmk opcmng ncw outlc_ i i

new’ ‘peop to ybur tcarn

o applyr hc

3
i
i
v

ONE bats 1. OOO' I, doesn’t martcr what kmd
ofa busmcs you’re m. b’c proﬁtabichm N
spltc' of thc “Law of Avc ,___gcsi Yyou have to "

£ 0 ,LY ifie .you havc adoptcd atrue:
buildcrs mentality:atc a 3

some very basic’ .principles thar will s savc you
from thc dangcrs of' mdlscnmmat(. hmng

(_jl ETOP ..loolu-fi! --f' 'r pcoplc |

who wans 1 .

e
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docm T Marer ro. lhuu henw much money !

mJLL now, whatkind of cir'l drive and the fact™

rh.1t Town an airplanc from nmoney I carned.
The Opportunity doesn't interest them lm.msc_
the very first i impression they had of my job was
sclling insurance. And if it involves “life insur-
ancegsales;™ vou can ber people’don’t want to
be a part of it. Remember, by human nature,
maost people can’t see themselves in “sales.”

If T had gone in there and ralked to
them abourt a business of mv own, and how
gk, I was carning-inzexcr. income; dfid then’

-showed them what [ did 1o maké that exera

mcomc thu' AV ouid havc looked at it m a

whole dlﬁcant light. -

- The way to sell the marketing oppor-
tunity and the Crusade s:multancousl\' is to
ahwavs tell vour own story. Tell the' prospect

“how vou ror involyved. Thls will show him how

vou were turned on by rhe Crusade. Don’ t be
S0 anxious o make the sdle char all vou du 15
PIL!\ up their policics. [’u:plc blow it when they
o in there and thev ralk abour all the facts and
hgun.s of our products and nothing clse. I'hc.\

Sound jusr like salesmen. It unnplgtalv dc.srrm'\

thc magic of the marketing opporruniry.

The v ery hrst nmc vourtalk to a.pros- .. ..

N

I
H
!.
|
i

T

pecr, voﬁ want ro be able to asscss his or her
redction 1o the business opportunity you're
ot}cnng Arc they mtngu«.d by what you're.
saymg’ Du thu' want to hcar mort.’ Do they

\’Vhf_ n [ goina hnmu to talk to some-
one, I form a menral picrure of nwo burrons:

I Jl Entr«:pfcm‘:urnl Dream Button

@ Clu.nt Bul'mn CL

irst, it doesn’t

' goin there
-and hir the

“how they made hamburgers and French frict

.r:;.}m:'a!u, hisd EreAMS Come - Trug, -

)
i

in and T _
Clienr Burron

necessarily

rrigger.the
Dream But-
ton. Bur if]

Dream Buatron,
first, I STILL
have a GREAT

chance of trig® -

gering their Cliene Butron, too. Youve -
pos:rmmd vourself for a WIN- WIN situatio
When' Ray Kroc first met with a.
L‘.’I'OUP of prospective franchise buyers, he
wasn’t in there most of the nm;hr prlamm_n:'
He talked about how their dreams could !
come true if they bought a franchisce. ‘Betorel
Tt was all over, T said, “By the wav, gry thesq

‘Immburu.r\ and l-rc.nLh frics. How do You. y

Tike them? Can you sce \'oundt buving

tlu.m"' )
Anw eh 1 rhmkm&r, abom”buvmg'am &

tram.hlsc or hu\':m.. a business from somcong
3 narurn]lv "OIH&, to stud\' the business and

- learn how it works. They have to, to find o

\\'}utln.r or not.it would be something peop ™

wanr and aced. You can't expect to build a .

successful busmc&s ona foundanon of sand. .

Bur don® t focus on this. It’s NOT the

“Magjc.™” M.ax..u. is Cr 'arcd when vou show
- Magrc

thar pmspur:\t. cnrnprcm.ur how hc can
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... stand people. You have 1o know what turns
- them “on” and w 12t turns them “off.” You

- Consider these Ten points of human nature:

: L_ willing, but the flesh is weak.

Human Nature

('ccome a Student of

Most people who are expert deer -
hu.nrérs'hav‘c_srudicd: the animal for years. A
good deer hunter has to be abje 1o predict
how the deer will react'ro any given situarion.
Then, he does everything in his power to.
make sure all the elements of the situation are
just right. L e
 In recruiting, you have to under-

R e e

have to take their feelings into account.

'I‘I1cy5_1—c"quick_.to‘ jump to éo’x_mlu-

' sions. -

_-L.' They're skeptical -.ft'ﬁcy suffer
— from the “shaft” syndrome. -

They procrastinate - the spirit is

g léglr .. 'I-‘-hcjr. drc:imrof; grcat wcajth.

[_5 ‘They’re curious. ™
— Ll = R . S el vt e

W m

_They don’t think they can sell, -

R 4%

TSt & et 8

" “They don’t like insurance
They would ike to b€ their
-own boss. R

They would like to have 2
-business of their own BIFF:
e, & ‘f:f':':-:""‘({'ﬁ?wb S
~--they all doubt thar theyever
— - could or would. -

e e i e o S
—r, e e e s i e

|
|
I

You should never come.on rap

strong or be é\'crly anxious or ea ger when

Ou’Te trying to introduce someone to your

business.

I’ve had pecople come on this way

when thejre trying to scll me something, .
and a big warning si gn begins flashing in my
head and I ger the feeling that the salesman is -

really desperate. -

_ kﬁowing

N - t - .
Be confident in what You are doing,
that the numbers wil] work:for you.

““This ain’t just another.deal” is'one thing [
say when 'm showing the opportunity to

~ somcone. And if a person wants our business,
- hewill rake it. If not, move to the next-.

person. By.withdrawing, you will find thata
lot of good people will realize that vou really -

-and truly have something grear and you are
- going places with or without them. This is _

what I call “py Power.” Pull Power is a o

| - don’t be

magnetism that draws people to you.

Be enthusiastic! I’s contagious. And
afraid to show your feclings, espe-

TR ST e

'ci;lly about the Crusade. People understand .

L_obk ja;__Dan Marino, pro quarterback for the:

| and respeer the cémimiitment. .

Think and act like 2 quarrerback.

Miami Dolphins. He's the leading passer in

..the histo
* practicall
playro b

" touch- -
. down
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ry of football. Marino plans- -
y every . oo .
ea |
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nmeaning, his e will score, When he gocs
neo the h rddiuﬁt‘““’*' his guys che play char-
he's u:uu SEr ke that touchdown
pass. Then they hrc.ak the huddle and he gocs
to the line. If he looks around and sees the
defense is stacked against him, he calls an
audible and checks off. Then he hands off to
the running back ro gain at least 3-4 yards.
Every “play™ vou Lall should be
dt_s:gmd to interest the prospect. It vou read .
his reaction and decide that he's jL!St' nor.
- 'going to be interested, then your*audik
" to makc the sale. L

;'l""—“- acll the Drcam/Bmld
' -thc Tcam

thu.n.r I"m asLLd “Whar do vou
do?” e g always said, “{ replace full-time
nightmares with part-time dreams.” I wanr to-
~build a team of people who wane their
drcams to come true. Not onlv that, bur.]
' ©wanr to train- thcm to bmld rhclr own team of
drc.an :

Wh(.n \'ou re tali-.mg to someonc
one-én-one or ar an Opportunity Mccnng,
thc csscncc. of sclling the marketing opportu-
nity is.to gerthat person to think, “I can do
that.” Whatu'c.rl 'm telling them, [ wane
~ them to see-themselves as ME. And the
BEST way to ger them to say those htrlc
words i is to SHARE Y ()URS TORY, vour
personal testimony. " When vou do this, you

humblc your origins. No matter whom \-ou
are talking 10, the spark gocs off and their
Motor starts running, You've Ll’fdﬂl_\t.d up

their * Dream Machinen-. "
memerim ] s

trving to WLGPU:JPI(. excited leuut_ “'mmn 4

" .«rm.,g_,cr:rhur-.m,;;:gmamun,mo«matftr L k‘ﬂ"t‘ht‘"‘\"l’kc m‘qf%n hit

o

PeOpicIn iy Disiness bri s
people to my office o ery d.w to mu:r me and ™
alt T'do is tell my story, | spend 5 or 10
minures talking to themabout how | got
started and what it has meanr to me.

" he Maglc of Compound )

Drcannng

som e g e

7 Bdorc you can cxpc.ru.nu: the

magu. ‘of Compound Dreaming, :you first
have to have a dream. T hen, the split second
that it becomes obvious thar vour dream can
really come true, vou must dreant a new one.
New dreams- keep vou from reachirig a pla:
teau and hcu:)mmq stagnant. You just keep q
pmhm and hcfnrc vou've even accomplished

" vour first dre..ll'l‘l \'ou 're .\In.adv on 6 the

I'IC)J.' ane.
Compounding rcnlh' STArTs ro nLL

cﬂcu when vou amass a tremendous team of
pu)plc who want to achieve their d rcams.

. When I'm. raiking abour the - e
“Dwam don’rmisundescnd me By thinke
ing I mean joining A.L. Williams. Thar is
NOT the Dream. Nor i is moncy the l')rcam
The Dream is whar moncy and achiceving f-
nancial mdcpcndr.nu: will allow vou to do: o
Wht.n I worked on the rilroad, if they would - -
have sént me-a paycheck without working, I8
would have staved home and taken « cvery one
‘of them. There are |1t.npl<. out there vho are

*"1“’*?’*%5

can’t SL" that &5 most peaple. \(m (.A’\! 'ELH
the Dream of what thev-would beable to do.

if zhu' were hn.un |.1H\ mdgpg ndent. ‘



. going 55 mph. berween Macon and -
- Columbus. 1 had the extra-
 board ﬂagman on the job

i told WmT

" out something

A SYStem VVhereby Bu11d1ng
Never Stops R

hc Hold A Mcctmg that he would BC very interested in. So‘ he
Systcm o

T _ we hooked them under our. arms and shone
, the beams on the. top of a cardboard fuse -
1 rcmcmbcr one of the first mectin gs -1, box. Then I drew out plans for buﬂdmg a
I ever held. It was two o’clock in the mom- . markcmng busmcss That was my first -

meeting.

brought his lantern over and I had minc and

mg on a caboose at the back ofafreight tmin. | T
. : Thc po:nt bchmd thns story is that o

- 1o continually be building, you
must be constantly “hold- .
_ ing meetings.” A

with mc. We were
sitting in the cupola
of the caboosc and

el

'thrc 'r'wo or

wanted to draw * gathcrcd

miore’ pcop.c arc

meting is any place .-




R

ow to Prcscnt .
Dynamic Opportumty
'Mcctmg

e Er W W W W WP WP

' * This is the most zmportant type of In the beginning of this book, I
B mccnng to hold. As in the prcwoug cxample, - stated that one of your primary goals in
“you only have to have one person as your ‘building was to gct more and more people,
audience! To build a Super Hierarchy, you ' both “old™ and “ncw,™ ro vour Opportuniny -
should be having these tvpes of meetings Mécting. .
ALL THE TIME - a minimum of four to ‘ I'believe that the ()pportunm' Mecr-
s o e odVE days or nights per week. The result of mg«vc,- : "i__; ligs-at-thevery heartofa SuccessE

ful business. The more. people vou have at
the mecting magically has a direct effect on
the amount of sales produced by your base

this inital meeting will be to ger a commit-
‘ment to come to vour Opportunn:y Mccrmg

‘orat mght. .
! cach month. Remeémber the formula:
. WHO? Fncnds ncaghbors, relatives, co- - ~Average No. - Average No. of
i : - workers, social cortacts, business - of People = .Base Shop :
‘ . associates : - S  Per Wkat ~ - Sales Per
L ' ) R - ‘ Opp Mtg - "Month,

WHAT? Focus on vour business opportu- : :
" SN0 wond(.r that it's essentiatta’

: . : cver “count them out!™ The secondary. |
WHEN? Breakfast time, mid- -morning, , purpose of the mecting is to sell the Drt.am.
 lunch- time, afternoons, dinnerime,  ~to newreeruits, Youralvavs want to show
cvt.nmgs = anytime and all-the- “blgncss and stability in vour presentation.

nity, supplementing with graphics. s N )

Scli the (,ruxadz. by tLlImg your © have good meetings! . ' -
. . story. ' "The Opportunity Mu.tmg is s also -
B ‘ : . - designed to RE-MOTIVATE your «.Mstlng
RN WHERE? I—Iomc. office, rcstaurant work, any . tcam. Rmn.mbcr that tl]L'iL!;g!L()PIC have
U U wherewhiére two or n-i'b'r‘?: are gath-‘ """ already come to work and been trained and
' e ed.’ ' ~ i stand ready as your natural resoutrces; don’t

‘

i

I

, tme! -4 - 5. davs/mg,hts per week. -Have 2 minimum of on¢ mecting per week
b : - that lasts one to onc-and- -a-haif hours. 1 rth
i With Enrhusiaslm_and Emortion. - “the best night is Tuesday. l..lre:cr b:r;L 'l'ops

will hold s meerings perw N
“Tuesday and Thursday mghl w
the proper momentum.”

- 60



jreparation .

This is CRITICAL to the éucccss of

| . your meeting. And the most important part
~ of your preparation is to make sure you have -

as many people as possible! I use an Oppor-
tunity Meeting l‘ro;ccnon Shcct Everyone in

_-my base shop fills this sheet out every weck.
T Adm:mstrauvc people call to confirm rescrva- -
~. tions and to encourage those “old timers™

who have not signed up t0 come. Even ifa

* rep hasn’t been to 2 meetng in two months,

he gets a phone call, When you call these

| ' people, make them fecl good even if they've -

been “missing in action™ fora while. Let

-them know that you’re countmg on thcm to
i+ be there to help with the new pcoplc AL-
. WAYS do a Projection Sheet. If you don’t
".prcparc to have a good mceting — you won’t!

Plan to hold your ‘meeting at your

‘officcora mecting room.: In the first half of
' _my mcctmgs L require slide Support. cquip-
|- ~ment and in the sccond half of the meeting I = ‘
- usca grease.board to show markedng plans: - <7 1
ALL mectings should start promptly .
ar7: 30 p-m. and conclude no later than 8:45
- p-m. (1 hr. 15 mins. - max) rcgardlcss of who'

or how many in attcndancc

PROJECTIONS FOR|
lnrrees'muﬂ?orr G on _____

L it Ty

'L--.n-... o v

l-r-—.cuu Wercae | toeiie V5 atries

[T PSR LSRN RIS U S5 B

should:

BFFORE the mu:rmg, ah new” p(.Opl(.

[-_j]:ufaizr:i)ecn advxscd that our bu.smcss
opporturury wxll be: hlghhghtcd.

Y 1 ____'

li'g’ Prcfcrably Have bccn driven to.the
mcctmg site by the ALW Inv:tor._

EVERYONB both oId” and “new” pcoplc
a}.'f EORS sl SFEL R -

]11 Bnng thcu' spousc xf' at all poss:ble

'_[?Havc been cxposcd to good., strong -

leaders with a positive wmmng
attitudeat all times.

Co
e —

_ ,il) Be registered in ;thc- attendance b'o:ok ‘ |

(for furure 'rccords) by their ALW'
friend and given a name tag hxghhght- o
_ ing their lst name in BOLD print.

4
'
t

i

LN B

can unmcdxatcly be cstabhshcd._

5 Bem madc to fccl at ease and propcrly , ‘
seated in Opportunity Meering area. |




The Magic of Crowds

il

e .

1
o our entire presentation should be
| DYNAMIC and POWERFUL. It should
P be conducted by the most’enthusiastic _
- and dynamic “DO IT FIRST™ leaders
[ -, on the team (preferrably two leaders”
- i share speaking on pre-assigned por-
s o tions of agenda to provide.
<7 4 L .7 balance). 55
B L 13 you don’t hav
T 11 2 b the most super-duper
R . .._ speakers in the world,
EE _'_‘;_" DON'T LET THAT :
7 STOP YOU. You
[ }- °  can STILL havea
f =y ‘ ~+  GREAT mecting.
S A i There is grearsyn- -
= W T oergyat \york 1::1 :
. ) groups. [ call it -
{1 ¥ “The Magicof
T - -Crowds.”A
' 7 largé number of -
- _ people createsa
- sense of urgency to erinand ger going. . ]
“ Peoplere mote relaxed becausc they sense - - |
. that you aren’t going to “bug ’em” or “beg . i
‘em.” Everyone involved is excited and i

enthusiastic. This is contagious! - :
~ Abusiness friend of mine visiteda -~
- friend of his recently. This guy has a booming

c business, and people always go to see the

Buys who'are “hot.™ ‘So he gocs to sec all
this “magic” tharis happening in his friend’s

*Tgive 3" berter meenng than you! Why arc

~you doing so much betrer?” The second guy

says, “I never chimed ro give a great presen-

62

business. When he, finishes, the first. guy. saysemessteetiou sentiius

tation. The only difference between me and
you is thar 've "got 300 people listening to
me and you've got 30.™ The success of an
opportunity mceting is determined by the
number of people in arendance.
_ I believe it’s really impossible to give
* 2 “bad” presentation if your message is grear.
So stop wortying about your delivery and go
for it! : S

“lhe Presentation

- During the presenration, your
speaker will portray the following:

" " No pressure! (Even a litde “laid back™) -
Smccnty and conviction ;
Stability of company
-Cms;dc/wt)rk (no something fof
ng_thir!'_g herel): .

P Badan e T

. Unlimited opportunity/chall

Frecdom with responsibility

Belicvability - they must see ‘_-",h_'c"'“d"“

. NO-'HYPE is needed in your presen-

- tation - the facts are already good enough (let

this goodness show) Don’

‘kc_vjclcn'lcn_t in the new'person, not the size
of the office; the cloquence of the speakers,

- nor the impressive slides, videos,, posters, etc.
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f““ﬁ Cmrc L,o"“"" CRUSADr onum,d
presentation relating:

R - . z

A Welcome Gucsts/ Inrroducuon

of first speaker (first i impressions
- arc the most lmportanr') '

) - goals (anc Pump by relating
. your'reasons for. gomg into
- busmcss) .

Pomt out reasons that most Amcncans have

a fecling of HOPELESSNESS such as IN- |

FLATION Job Ceilings - Lack of Experi-
ence - Lack of Capital, and /or Fear of Job
Securiry Risk that prevent them from “Being,

in Busmcs<= for Thcmsclvcs '

. Dcscnbc how your busxncss allows vou to “bc
" yourown boss” with a“business ofyour own™

- You start part-time usually with less rhan.

sToo” régardless of your experience level sf
you're ambmous and honcst '

c Tell how you startcd

B Gct guests to drcam/pondcr -

- * Show TREMENDOUS MARKET

~ POTENTIAL and nced for ﬁnan-
- cial products/scmccs o s o

’ '& Show BIG PICTURE but focus

'“"blaws of cash vaiuc ufc msurancc.

Funny banking rules.

— — e — e .,

BRUIEE SN

“Buy term and i mvcst the dxffercncc”
concept {Asset. Managcmcnt Conccpts

brief).

The Decreasing Responmblhty thcory

“How to Increase Your Net Worth”
-prcscntatxon. .

.Why mutual funds’

Why we're: controvcnlal

- Why wc are RIGHT

If they don’t like a good ﬁght maybc

they should rcconsxdcr' :

F in on HOW to get started and "
carn realistic EXT RA INCOME

PA.RT«TIME

e e ‘ . e——  — . e e

63



Share your local success and your
G upline’s success storics, constantly

R 'l reminding the gliests that if vou
‘ can do it, they can DQ IT!

H WRAP UP presentation by re-
viewing KEY POINTS.

R s = et W - memay e remetsimedm e v .

-

[

_To,offer people a chanee 10 “DC
" SOMETHING SPECIAT. WITH
 THEIRLIVES™.. -~
"To offer an alternative choice - “Buy
Term and Invest the Difference.”

Chall.érig

e the guests in this manner:

If they’re interested in hearing more,
. they're asked to stay for brief orienta-
~ tion at-conclusion. :

- If they're not interested, they may
leave. Thank them for coming and en-

. ©ourage their doing business with you
Cf they haven’t already. |

=g Thiey’ll never Kniow fOF Sure if théy’
- «<an do this unless they try. - o
- The Challenge at the énd of the

meeting is very important. You want them to
sce thatifthey REALLY want to get ahead in
. life, they have to keep an OPEN MIND
. .about opportunitics. Study cverything as if -

““this was the oné.™ I'tried many different
career paths betfore 1 found the dehr on

y;d-glgig;charg,fcc 10 “DO: . R

et e mesoicializeswith*the ostinderes téd giiests, €6

~ sign up the RED-HOT onés, or possibly

- because you need to rush off to a 9:15 p.m.-
homi¢ appointment! {Collapse. Time Frames!)

One of the most important parts of
the whole evening will take place after your
presentation. Ic’s critical that you do not just
let people slip away without trying to ger
their reaction or talking to them abour the
“next'step.” N : ' B

" Each “new person” should be-linked

- back up to'their ALW friend immediately a
- the énd of the presentarion and introduced tc

the person who is-in charge of training. This -
is the beginning of the “follow up™ system.
Think positive! Always assume: thar 2 person
will take the next step unless he or she shows
somcthing different by their hesitation or
procrastination. . S ' .
In my “Foliow Up™ system, I desig-

- _nai:'c_'an office or room for the “mécting after
""l;hc'nicét'ing",,wijth new guests. Here I give
- them an appointment boﬁk,ahd‘“Dccisio_n'
- Pak™ materials to take home with them. This
meeting should be bricf, no more than 10-15,
‘minutes. Everything should be over by 9:00.
“p:m. to allow guests to get home on time, 1o

hadaltkeprany-tnving-machintpongs s
- wouldn’ have madc it. Stress to themthag-
' - they oughr to ar least TRY,
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“marterial.;

" times a week from the raw material supply. to
the pl.mr processing site. This 1 way, the “pipe-~ -
- line” stays filled with new potencial people.

"g«.;:»ﬁlcm:baemn e

New people are rhc_ raw l‘t'l'll'Ll'I:'ll T
The object is to ger the raw marerial to the
plant pr()LL'i‘ilng site or, in our case, the Op-
portunity Mecting. Each builder is desig-:
nated as 2. “delivery vehicle,” He or she is the
transportation supp!ymg thc Factory with raw

page. The builder approaches the raw mate-
pial supplv which are the prospects, He
ngs a prospect e 5 the phnt site (th(. Op-

i)ortumty Mecring),

~The “dch\'cry w.hu.lc runs scvcral

Once at thc Opporrumty Meerting,
the' new prospect moves farther i into the.
facmrv system. He learns more about the
company, what it does for the consumer and
what it can do for-him as a business opportu-

“nity, Mcanw hile, the l‘lun!d:.r, atter he has

droppv.d off his “raw marterial” ar the plant,
goes 1o a Yrefucling x station,” or a. tr:umne‘,

class.

the training classes are aver, the builder joins

up with his prospect. The builder then es-
corts the: prospect to his | manager, where hc
begins what [ call the “8-Filter Follow-up.”

The fnliow-up is a series of S!.'LPS that the new

prospecr takes to tell you juse how c.omnnm:d
he really is. ~ :
If he makes it rhr(:uz;h n]l c.u,ht

“filters,™ then he bu..umc.:, parvof the Man-

Look-at the diagram on the prcwous ‘

weo Adrerdhe. (‘ppo"rumry'Mi:Lnn gand* -

person stud

qum.d cducartion mare-
rial and possibly, h\' thc time he gers hig
license, he is ready to ger \t.lrrcd building his
own busnu.s-;

Thc Foilow-up sysu.m provides a
means of testing the ingerest level of the new
person. Each filter, or step, requires an addi-
tional commltmcnt from the person. You
should read his reactions ‘.arc.fully They rell
you how serious the person really is. Dc.}:m. is

- the main ingredienr to look for.

To starr the follow-up, the builder
must leave his training class in time to join uy’
with the new person immediately following
the ()pporrumrv Mecting,

“FILTER ONE_

‘Stay ;iftcr- the M'ccti-ng
This step is slmply a Lhallcngc to the pros-
" pects to remain afterward for a brief UI'ILI']-
. tation. The keynote’ speaker-ends his meet-
ing by requesting thar those wha arc

ll]tLrLStLd should stay afrer thc. mu.mu..
ug rh;ar'Ls rlms(. whu an.—:zz‘: H"I -

This patrern continues tor ar leas
four rr.nmm: Classes. MLnnwh:lc the new

A7
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ATER TWO J e
T1kc Homc. Information S ' Prospccts Submlt Hulng Papers
Each new person should take home some ' This is the ulrimare indication of commir- -
tvpe of informarion packer, something, of : ~ment. I rhe porential new person fills our
value that will provide hing with an in- ' “the hmm.. papers; vou can feel sure he or

creased knowledge and. aw- areness of the 7 7 T gie hasa SCTIOUS interest

,nppm‘rumr\' vou're ﬂﬁ‘-”“"- F"_TER FIVE

.!'iu manau.r is. (.\p(.‘LILd o pmnr our - -
which mate rials will work best for thar -
. wypamrhu.rl.air person. Theidea hére'is that the -

prospect musr take home something (;f 7 - Ifa pr'tl'-.]‘}(.t.l' is trulv mrcrt.sru.i hé-will sic
. \'alug no matrer what. C e down with vou and-fully qualifis his Icads,
. — — - signing referral lerters terrers SCNT L0 pros-
S F".TER THREE -. l ' -J o pects advising, them of the opportunine). A
. h o . —— reallv commitred recruir will sign 20

: R - . letters of reterral. When you are qualifiing
.- o SCthUIC FOHO“"UP IHTCI'VICW L aperson’sleads, vou should dcudn

_ . \\‘I'u:lhu‘ur naot \'nu need m
ar the prmpx.u commits 1o a dcﬁniu Aime

within the nest 24-48 hours 1o meet with [l. &0 l"."
the feader for a tollow- -up nm_n-u_u then . 2 e _ ; o
you-know he (or shey is pmlmhh- very & call the person by phnnc

interesced. Ii's during this i inrervicw lh;ll

“he submits hiring papers. Ser up this ap-
, - pointment the nu.,hr of the ()pporrunm' 3
e Mecting; and oy 1]1:.,(: to r-w. itat
‘ rhc uﬂlu. o -

- Never trear him as lt vou're somie greedy
pt.r\on tn':m., to gct names fr SN
'\rlmatdv e Rames wiit b lmer, to
“build his busincss. I ralk'to him abour.
~how grear the possibiliries are hu.nmc of’.
all the peaple he knmu o :

I've seen too many people run alt over rhc
‘wountry trying o gee hiring; papers back:
~and the person is conveniently notar
“home. There is no way of kne wing
“whether the exira trouble that vou go o
for one person will ln W (mh it. -

H vou keep i(iz.."im..‘-tu meoie s memon,

he can come up wich alt kinds of names,’
Work m\\.n‘d geuing as mam- as 100, N
Referrals from 4 new person’are: critical W
= his suneival in the hl&ﬁ_ﬁ'ﬁ Ong of rlu— '
R h;nL;_\] FEASONS inr fack of .u.tn‘u\‘ in vour
JRTHLY unum.m s .
- . oflice iy thas pu:ph. are.wasting: toa much

.1\1. ﬂu pruxpu.t s fev LI of - i
.ﬂu.lhh Hme on new people v hu e
mmmumun ,

) R e e pmu.mmum tendencies,

B e AN

. \\'lmh will incre

(?h



= Thenew person should personaiize these . eview Your Rcsu‘{_‘ts‘

leteers with 2 handwritten “P.S.™ He
- could write something like, “I am going

to try to drop by with my friend if at al R D S R :
- possible. You'll rcally want to take a look : It makes sense 1o hold a wcckly

at thls : ' - manager’s meceting to review the past week’s
_ ' “These letters are mallcd directhy ~ : . program and plan for u pcommg weeks,

to. ncw prospects. Even though the new .- Conmdcr rhc f'ollowmg -

person cannot: participate in a sale until he
- gers his license, you should always uy to
L takc him wsth you to observe!

‘“———:ﬂmnrsm-‘--‘-*""“_—"f_-. == -_j o

How many prospccts came from each

How did the spcakcrs at the Opportu— -
nity Meeting and the instracrors in the

[,

- training classes do’ - S
:'Dctcrmmc Immcdxatc Goals E R — e —
S Was thc spacc adcquatc? ,
You know 2 new pt..rson is committed © - - e — ——ee
whcn hC tells you. ﬁlﬂ(.th’ whar hc WAants . . ) Dld CVCI'YOHC go through a fOHOW"up> . -
- to accomphsh You must find out why he D - Rl PSS ‘
& is signing ori, what he sces himself doing, o ~How many submxttcd hxnng papers’

and whcn hc: plans to arrain lns gcmls :
P : , ' How many sets of pohc:@/ data wcrc

—-—ﬂ].TERSEVEN | pickedup
‘ Fast Sta.rt- L _ N S How many rcfcml lcttcrs were mgncd’ o
"“E":""‘xf a prospect will 1m5calétc!y éb%;ékmth . .“_ -V M“._ o . “ teds |
. you to the homcs of his thrcc bcsr pros- ; - mld-m:imgcr-s p a;ugp a e C
. pects, you may have found a supcr B
stud.™ . _ - S Tha: s just ro gct you starrcd Thc:

: nnpon:ant tlung to remember is to always be

f uying to lrnprovc your systern. Set a goal of

i “developing a very mobile and building-ori-

f ented team of managers. This team should
o i quickly build through-their new reps. They.
A h(J_neLd—ouppr(}dut—t-m:»—'—hﬁr— ==hold-the-key testhe-tea mdscmcecssteh
1 :_svstem by keeping a-constant flow of pros-
cts coming through.

: —FHIFEREIGHE. "_.._""..'.'_:‘.;:;._- -

i thar they truly bdu.\'c in riu. valuc. of tlu. - pe
P pruducr and thev are smu.n. in sdhnj, lt.

69



IRy

N

1

- Don’t worry that your new people
ce-you as their leader if youarenot, ... G
1e personally doing their training. You
"HAVE 10 have help, and in'the end, it won’t
- marter which leader trains them, they will still
perceive you as the team leader: '
I think of it like a woman having a
baby at the hospital. She stays in there fora .-
few days, and during thar time, there are
nurses who help her by changing the diapers
and bring the baby up 1o the mother for o
- fezding. Bu ' ﬁl}cbgﬁgxrc_mcm_ L o ¢ e
~when he g¥5W; ot the niirses who cared: o
for him his first few days in this world, but © . )
the mother. . - A

T rvweeeweweyw

BUILDING PRINCIPLE

Work with those who"
deserve it, not just '
those who needit. -

~ Everyone needs your
help, but you can‘t
spend all your time

- _ WOrking.Mmpe_ople_,_.

e who willnot meet you.. ...

T e P Y ]

e R S R T LS, -"M-‘-w‘-&'na.‘;-..-:.—m- - Lo |"‘ : %, _ hGIfWGy by p Uﬂing R

o SRR S P T - .- forih effort of their own.

il Every leader must .
L ~_make that distinction.. - -

o xS
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IR .mSXim.um‘rCt_l_lm:fO_r your cfforts.
| - We-all have 24 hours cach day, - .

1 . with the same apparent

{. - tunities can ger
~ vastly differeny -

Compress Activity,/

Jhie Big Success Secret

* T have pcoﬁlc’ ask mé all the ﬁmc,

a “Hubert, how in the world did you get such

a big arganization and make all kinds of

- money?” Certainly, some of my keys have
been building and training large numbers,
and duplicating mysclf as a leader. But an- -

other factor thar has had a tremendous effecr - -

on my sixcc;ss has been 'my building “time -

__Time management js onc of the . _
" ~mestinportant skills hceded 1o build a Super
-Hicmrchy;--'Since“timc‘ is the major investmenr

'you’ll make, you have to get the

but somehow. two.people.

-abilities and oppor-

TSI T Bt there

are some other people
- Who have. talked 1o as

Collapse Time Frames

H
1.

“many people or been exposed ta as many .

prospecrs.as I have, but who have never builr

*a Super Hierarchy. Why? Because they hired )

and trained over 2 much longer time'span. -
The results of your cfforts are in direcr rela-
tion to thé time frames in which you work.
Think of it like cutting grass. If you
spcnr'GQ. minutes cutting. vour grass, you
would probably ger a well-groomed lawn.
Bur if the same 60 minutes were spread over -
7 or 8 days in'shor_t increments, the desired: -
result just wouldn't be there,. S
| The same thing happens in building. .

.Jfyou b’_ri_ng;Qng,-pcmhfoz’ﬁ»boaz.'dépemmam_h“f R e

for three months consccutively, you are

- diluting your efforts with to6 much time, By

the time pérson No..
emmesT  3is committed, -'No._'
¥ 1 may have lost inter-
est. Tt may not have
looked to him as if
you knew what you e
}4 were talking abour -
stfeavhensyou. told. him.
“abour the “big pic-
‘ture.™ What if you
hired those same -
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three people in one month? One week? One
day? Or how about in one hour?
people see cach other, they

~in the room at the same time _
team forming! They’re sharifig war storics
and cheering cach otker on and keeping cach
other excited abour the opportunity and the

These

Crusade. By compressing activiry, you get dif-

ferent results.

ntcﬁSify Your Efforts

gas? It explodes. How did I build such a
huge hierarchy? 1 built and trained and built
and trainied untl things exploded. By purting
pressure on vourself and keeping up momen-
tum a_li‘thcA time, you’ll causc an '

I remember one.time vcry_chrly in

! my career sitting down with ane of my first

' hew leaders. It was May 1, 978, and we
WCrC trying to figure our a plan ‘of attack for
the next few months, He had al) these pros--
pects and | had all these prospects and we

- sifted through our fist u’nddcrérmincd the

- best ores, we

- LRy
T T AT S N e =Lt R r

Whar happens when You compress |

cre L\LLLLMV&A\anwdﬂr*”‘”“rT

ST e

LV "E N

make some progress. So we ¢ »oked ar our
calendar and figured our who we could see
from $:00 to.12-60 and~who wis could see
from 12:00 to 6:00 and whq c!s; we could
sce later that night. _
Altogether; we wanted o make
abour 60 sales.over the next 1 2 monchs, Ajl .
the sudden, we said, “Why don’r we dg chis
stuft THIS month? Allin this month: ™ we
went out and did trM\ leader’s carni ngs
were $14°200 and: mine were $ 14,500, We
didn’t hit our goal of $30,000, by we came
Llose. More iz_gpgiaanﬂgégig chuniged me
forever. It just blew. my mind and madc 3 -
different person out of both of us.
" You must learn to concentrate, to
FOCUS, ':o,INTENsm',_y.our cfforts. As
vou look ar most successful people, vou'll
find that they probably conipressed more ac-
tivity into tighter time frames than others ar
the critical times in their growreh, ]
There are plenty of smaller teams
that worked just as. hard, but thc factor of
“too much time™ diluted their efforts. If
- the p'ilqt ofa large jer airliner doesn’t “ger
afterit™ within the limits of the runway and

" getthe speed up to 140 mph (the magical
R li&-c)ﬁ',s__pgcd) h

2irhorne, 0o ...

TR

 When I first started asa part-time:
sales representative; | alwavs planned more *
appointments than | could keep. [ would

 constantly call from onc home: to the NEXL 10

reschedule my visit as T was havi ng suceess. [
never allowed mvself ro take the nighe "ﬁ‘j“-"_f’ __
: bcc_:iuﬁé my onc appoint;nc]_lr.At_"‘ii'h(.“rr L‘.l”(.‘d to
‘cancél ou, wasn't at home, or wisn tinger- A .
ested: "Too many ofiaise enak

-hours away by using th
Slhried,™ N
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@ Crysrahzc your thmkmg/ set a goal

I
i

i

:mbeg ard:

Dcvclop a hurmng desire/a
“Magmf‘ icent Obscssnon

Dcvclop a gamc plan with clear

stcps and a'deadline for attammcnt;-

Usc a calcndar and’ foII dally

Bccomc a st:udcnt of thc busmcss*. -

Become an expert at what you do.

Don’t ler up for any reason.
No slack

Use the “ish” prmc:plc. Examplc
“I'll see you 7: 00’ish”; this could

‘mean up to 7:30 or _8-00,p.m.

Once you “hfr oﬁ’ ‘you must con- _

~tinue to climb until you reach the desired

- aldnide and speed or vou‘ll never reach your
goal. Toon many times you’ll recruir a few

people and eisc off.- You fall victim to the -

temptation of quitting. Imagine whar would
* bappen if the pilor of an. alrplanc shur off thc
T enginés justafierliftofft—— e

Don’t cver let izp! Momcntum s

,_ such a rare and valuable asset. Obtam itand .
~don’r ever lose it. When you find your next

rccrulr start that day 10 hclp h:m hux!d hls

. first presentations, visiting several homcs,
L rwdlfing many few rccnuts ail fit tHE sam

rhoun

Hours

" There is always going to be some

_time in the day when vou. physically can’c re-

cruit or build your tcam. When [? m.in the car
driving or flying somewhere or wamng on.
someone, | listen to success tapcs in order to
collapse time frames. [ also use. my car phone

rocall pcoplc in my hierarchy and give them
":.,ood news or motivate thcm. Learn what

the Law of Avcragcs is in buxldmg and pur -
the Law of High Numbers i into.effect.

But ger after it right now, whether-
you're ready or notc! If: you hire and train 12
people pcrsonally in the nexr 30 days, you’ll
find that'only dbour 3 or 4 winners wili
emerge and you’ll- have about 24-25 roral

-new people in thar period (12 by addition .
“and 12-13 by multiplication). After vou start
-to lay your foundatmn group meertings, smh
~as home or office opportunity mLergs,

allow you to maximize vour time. By work-
ing in large groups, you are makmg many.

= x‘u?l

Whatever vou are planmng to do in
the next year, do it nexe-month! Do next

month’s work nextaveck.-Ler next. wcLL be

complr_t(.d tomorrow-or in the next hour. I
promise you the rewards will be worth it and ™
your life will never be the same. You'll be
propelied from mediocrity to escellenie.

tLan‘ o e D
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agic of the Blitz

1
I .
I PR .
l’ ,  I've'found thar short, 2-3 day
i blitzes work ‘best when you are leading and
i’ motivating part-timers. [t’s very hardto

{  keep 2 part-timer intense and excited abour -
1

1

i

i

something over a long period of time. Their

regular jobs and other factors ger in the way. "~

~I’ve had grear success as-have many -
of my leaders in having a Policy Pick Up
(PPU) Blitz from Wednesday: morning:

through Sarurday night. T done ©
recruiting blirzes, sales blitzes and “invitee ™
- blitzes for Opportunity Meetings. Remem- _
. ber when you are blitzing that you don’t do
it-for a long period of time, like 30, 60 or 90
. days. A blirz is a surge within this
time. Blitzes are all-out, intensive attacks on
mediocrity, They may START momentum.
Ifyou wanted to Start building your Super
~ Hierarchy roday, you mighe plan a blirz ro
. get things going: | _
 gets you to CHARGE. Just always remem-
ber: the first person you have to ger moving -
- is YOU. Don’t-just try to get your “team™
moving, The ONLY way to have a successful
s Blitziis for you.to lead.the packt -~ = i

o ————

- b .

]tretch for Success

Rl T ——

‘Onc of the most successful tools T~

+ have used to produce new

levels of a(:l_:i_..\fil'-)f‘= o

ming: ..

period of -

When all clse fils, the blicz

happens? The lava flows down the side of the
mountain. When it-hardens, You have .5

R

—~-=and bigger mountain, Then, the ne¥ &t
crupts, what happens? You know you're
going to get an cvcn_BIGGER_moun_tain _

- because of the layers underncathy. '
; . It’s amazing how you can produce -
the same effect with acrivity in your office. If
you work toward-a big “cruption™ in your -
growth, then you will find that your new pro- -
~ duction “low,” from rhat point on, is.higher -

than your old producrion “higf?-” -

ARE L IR R s

i .

o _The way to creaee an. “e rupgion™ig e o
" to challenge your people with some very

i simple performance incentives. Run this.

- contest for'onc‘-'month'?s____ti_rﬁ_c*and call it a B
- “Super Month.” I like to give my months . o
-catchy h{éhjt_':s'.li-kc:-‘fNuc'l'car November”and - L
' “Gigantic July.” This helps form a MENTAL
- PICTURE in the team’s. mind. Cap off the

:. " end of the contest with a big evenir such a§ an

. Awards Banguet and give LOTS OF REC-
P eYe i thar-yotr-Ritire

- O WHat Tcall the “Volcamc Eruprion’
i Principle.” Afrer volcano cruprs, whar - -

i i . oo X A o
i . -yn - . i 1o -—ry ) R P
i has bELE my Stretch for Success method. Iris.

P > monchs will always be
- higher than your old “high™ prod uction
months! - - S -

L
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Magic of 90 ciay T You don't work Tike mad for 90

(4L ays:ar
| ' ijadman Cycles . then take a break. There’s no slack. If you -
3 P : ~ finish your goals for the first 90 days early,
| AR ; then you stare mmn_dnatcly on thc goa!s for
You can do ANYTH ING for 90 * rthe second 90.
days- All you have to do is st goals, develop o Now look at the hrst cyclc Bcgm-
a game pl.m pur your head down and go for . ning in this one and cach one- thcrca&cr ‘you
it ~ goourand ger 6-12 p(.rsonal recruits. The
! havt. d(.\-dopc.d a “90- Da\' Mad o actual goal will depend on your- individual
-man C w.lc. ‘that can produce incredible . -~ market and your personal rccru:tmg capabll:-
. results durings ‘-.s‘nﬁIc.*L'aong atthe 7 - n(.s You spend 90 days recruiting and train-
charr, you sce that | have established: four L ing these pcople. During thart time, you will .
90-day cycles. They are concuirent; meaning " be ableto identify and dev clop one to. thrcc
thar thcv ov(.rlap with no gnp in: bc.nvccn. Flrcball lcadcrs. : ‘

o 4 Cycles Concurrenily-—-

T

e am b m rr y

SAI.ES/MONTH |
BASE

_4TH 90 DAYS




v e

.| couple p{ E]Oﬁ;@; "qucmbcr'diat,_you must B .
“¢ontinually cultivate new leaders. B S
- Ifyou maintain a thriving, produc- - | -

| is the biggesrt, the RVPs I produce are moti-
| vared o produce more. They haven’t just

| -theyare on fire!. R
R The char on'the following pages

- ' SVP“"th a strong base shop. After four more

|- " comes down to two options: 1) thic long,

< ‘;i" 5

and compressing actvity is to begin a tra i-

ton of excellence in your Super Hierarchy. =~

If you get to the speed I just mentioned and B

maintain your base ar 100 sales 2 month, -
. you'll probably be promoting people every

ing base, you’ll set a strong example for your
newly promoted léa_dcis. They’ll' have “great-
ness in their genes,” and they will naturally
want to follow the cxample set by their
leader. I have found that when ‘my base shop

been promoted out of my office, they’ve
EXPLODED OUT, like energy from a
“Super Nova.™ They aren’t comfortable with

Your goal m collapsing time ﬁ"am‘?:sﬁ “l

a litde bitty base shop for themselves. They
- ‘come out with their VISION siretched and’

depicts this concept. It shows how after three
RVPs have exploded out, you become an

RVPs, you become a National Sales Director, -
Building a Super Hicrarchy basically

- grind out way, or 2) the explosive, Super
' Nova.way that perpetuates a tradition of
xcellence, Which .de.YOUchoose?... .

‘BUILDING PRINCIPLE

“PEOPIE W15

~ good gdmie. DGt

In e

.get. Develgp asensebr
Arfeney; and neyeriet:

The speed of tﬁe leader
determines the speed of

-~ the team. Do it first, ©

it ot
-

Just becatise ypuf;‘%l}lgg

apusine
I S-SRt . S
momenﬂi'ﬁiwh@%%h
w—»-.:,qe-‘ :‘ f.-.:*-}.r, ot ;
.‘-,1.3!-5’..9.;99 3“@@,,%% L B.Z{: i
yotiean™

= b T YT

eHierconditions:

. are’ gooq.:f'c;)r bad: -

Lo, Y .. it
- .n‘,'.‘:!‘;-'.' - -
v
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Proﬁle Of The
Great ALW Super Hlerarchles

( THE GREAT APES)

! . \N 'orth Amencan Slghtmgs

L
Lo
M

, Thc Grcat Apcs arc among
the most mmgumg animals on
carth. They're a-rare species. that
cxists.only-ina sccludcd rain.
forest area of Affica. = .
¢ AL Williamsstarted with 2
* group of Great Apes, bur -
several years ago.they were in-
~danger of becoming extnct. .
Rcc:.ntly there have' bccn
: -qumc:,.szghtmgs in scate o o
-tered parts of North
" Amcrica thit prove that
the Great Apes in | R S
'___A._‘L.LWl,hams arq;s_t-lll . -/
- '_'a'livc.' There’s b(.éli'a g
- “sighting in: southcm
* California, onc or
o in Gcorgm '

* I suspect you under- _
i . stand my point. - ‘ :
These Grear Apes
arc the AL,
1 Williams Super
;. ‘Builders who have
" built the Supcr Hi-
€rarchies. The next
.- pages are a result of R
- a.study of the Super -
Bu:ldcrs._

kY
¥
5




Allof the Super Builders in AL, |
. Williams did morc than recruir and train a !
-~ few pcopk and work downlin. Theyall

' ,producmg $100 ,000 - $200; -000 in pre-

~ mium 2 month. Thc yall-ran: b:g Opportu-
' mry Mcctmgs systcms and.were succcssf'u!

| L shxps w:th all.of thc:r kcy pcoplc

:'J‘

cy Buxlt Strong Fxrst
\ Gcncratxon RVPS :

buile Wide, and maintained big basc shops, - |

.years.. Thcy bun!t srrong pcmona! rclanon- i

G e e,

'that person to RVP by the gunddmc.s thcy

ding o a standard

dcvd(\pc,d' h e
bled the newly-pro-

OFLch!II:_ ECT]

“morted:| pcrson to lcad a team by himself. Th
following.are 10 points to dc\ldop in an in-
dcpcndt.nt RVP It.adcr

1 Atutudc - "
“Torally posirive, onal to the spirir
~of the busmcss ’ S

'E{EEH& -
Cash ﬂow of $6 000 -
per monrh
-"-'Busmcss Scnsc A srudcnt of

busmcss manages acrivity. and
"1J:rcsults makes "

: tmg, strong m utual
'png toeal (.OI'IC(.pl‘ ‘

- - RN ta cr. shc:uld I_m\'c. &
. ;Iljlsdp:::;c;:vfﬂ | Cre 'r/bunldu- mentalicy
: prudm.cd morc than 25 ‘These RVPS:EX- . . o2 : | - Mowl:' out of, uph;:c s b.;sc
PLODED it marapldstrcam Outof[hat_ B g ]"'c bgrg)"; onro‘l;;lor or
broup, the RVPs Were able. »develop, - - . e _..as ’_‘Ip o 5 ,pp .
2. 25 ereffiendously: strong firsc’ gencration . 4 /g
y=io i RVPs {NSD__‘rype peepic) dov&n oy T T ol
Lo b ST e e il
’ .' wh -Great pcsconnn- S i§
! : ucdgto run a glan basc that : SR
- R B
csire fn estab, ish thicir OWh . R
_u:mt bas:. i-or thosc__(_xrcarApc ‘ L
thL (- réit Apf..s is that thcsc 8¢ neration
pmpk: were mdcpmdt.nt rsus dcpcnd-' .
S entTn nrln.r wnrds thw dldn r]ust :..et o .
84
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-1 using conference
ol me of General Parton’s rank army. It was

T s i g,

: iddgg.. But the tanks needed”
it Thcythnvcd on

., could devastare the chemy.

-Super Hietarchy, .

_ ofa champion, Thiey were born with an ex-
| treordinary '
they built i big Was;bl:f;:a-usg' they just “had

. reatApes all discovered that
communication is the key to maintaining a
big base. Inmy Super Hierarchy, [ have
workéd:to build 3 -glant “irm gation™ system
calls and lecters, It reminds

much moré powerfiil than the traditional
foot soldier army, bur'it prescnted a whole
new:set-of challeriges, The tradition foor -

soldier could. get by o, C.rari

T 2nd lots of

“high' octane.™ It was

but in the ¢nd, it was

moving army,
so-powerful jt . -

;- When'you are building a
rt:-m'c:n*lbcr;:;_ﬂ_ﬁtj;ybu need

Boing. A tremendous cffort toward commu. -

- -nication, training and h:oti'v’atip_n is key. .

vith ﬁéingf'-:Avi:ragc -

_J4nd Ordinary

" Allofthe Greac Apes have the hearr

arhount of desire. The reason .

©0.” They couldn’t live with themselves if .

they. ivcfcn"t'_rhc “BEST.™

J(hey Coutdmre e ...

' ‘Dever casy .‘rﬁanag'jg'g'thﬁ_ -cohst_aht_?d_cl_ivcry- of
‘ V-ﬁu:l*-fo,g
.woith 'i:,t.\;["’hi:;_fan_lgjaﬁhy was

"‘bm“:’ BPE T T L

£33 paea =t

e

All of the Great Apes were expan-
sion-oriented and-built multiple base shops.
‘They weren’t content with an 1solationist

mentality.. They ventured our and pioncered
other arezs. e
_ - There are three correct methods of
expansion.” - ' ' '

- 1 Leader. transplants himself
e tO new -area.’ |

- 7 Th:s is the puqc'st-.an’dbcsr way to

expand. It’s the way [ cxpanded into

Denver. I could have sent someone thar I

groomed, but I promise thatif I had, 1

wouldn’t have bee writing this book today.
© Moving o Denver not only had a major

influence on me, it strercched me beyond -
belicf. T came from the poor side of a small’ 5
-Southern town, but I moved my faniily o -
~ Denver .:{ha'ﬂﬁupl_icat_é:_dhthc_ base shop build-
ing effort that I had first accomplished in {
Macon, ) ,_ g tm > 50 PR — ,:w:““‘ RS

~ Raise leaders in your base
shop and satcllite them =

€0 raise a sung leader in your basc and
 then send him or her out to an area of their
<hoosing,One of my first generaton RVDs

-

g

southern: Californiz, where he -
iscd another person s a leader .

[
¥

A

g
{

S
¥

4
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The second best way ro expandis ~{.

i
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.p(.rs(m wlrh \'i\'ld nnprcssmns of
wharthe i '

. I ever ser fcmt m Spnngh_cld. A

_ - R TN - -
o : R

M:xsoun He c.lmc ) Dc.nvcr t'\VlLL bt.f()rc.
0t ;

bc.forc I cver WERL 0" Mllwa _kcr. wn:h him.
Your fmal nsndcranon in; this

d: ,_‘10 is
1o v:sn: thc




hey ali Sct Goals
for Themselves and
| Their P¢Q.pl¢'

- the lm po rtanccofsctmng goals, both short- -
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