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INTRODUCTION


Successful Personal selling based on referrals is the key to ensure
regular expansion of customer base and building long term customer
relations. Many countries today in the world offer immense
potential to build well run marketing networks to promote consumer
goods and appliances. This has been made possible by the
introduction of the internet and social networks. Conventional
marketing may become slow or stagnated over a period of time.
Network marketing may be the turnaround tool in such situations.
This book presents a method on how to penetrate the proliferated
Network Marketing in the goods and services sector of the world and
by doing so, draw a pattern for further improvements and extension
into similar businesses all around the globe. Network Marketing has
never been taught in schools. For courses on network marketing to
be held at respected universities, someone has to educate the
teachers. Today, the academic world doesn't have enough hard data
on network marketing. However, Network Marketing is a tool to
create a boss out of yourself and a leader to others. When you view
yourself as a salesperson, you always worry about how to close the
sale. When you see yourself as a consultant, you open the
opportunity to serve the customer's needs. Mack Hanan points out
that sales people operate in an adversarial environment. This
becomes apparent as you look at the way that traditional sales
training programs give significant attention to anticipating and
overcoming objections. "Consultants anticipate cooperation". Let's
review how changing your attitude regarding your own sales approach
and self image can help you open more selling opportunities than
you ever thought possible

 


CHAPTER I

WHAT IS NETWORK MARKETING (NM)?

 



TRADITIONAL METHODS OF PRODUCT DISTRIBUTION:

 


MANUFACTURER

There is the manufacturer who then transfers
the manufactured products to the wholesalers who have big storage
facilities.

ADVERTISER

Advertiser, who advertises the availability
of the products to the consumers (may earn forty percent).

DISTRIBUTORS

Transport owners who ferry the goods from the
manufacturer to the wholesalers (may earn thirty percent).

WHOLESALERS

Wholesalers then sale the products to the
retailers at wholesale prices (may earn twenty percent)

RETAILERS

Local retailers who are the contact people
with consumers (may earn ten percent).

(The consumer in this case pays for all the
costs right from the manufacturer to the retailer).

CONSUMERS

Me and you (pays out hundred percent)

 


NETWORK MARKETING

Manufacturer (shares out the profits with the
consumer/distributor).

Distributors/consumers (can be me and
you)

(These are the only key players in the
business).


WHAT ARE THE NM BASIC SKILLS?

 


1. PRESENTATION PLAN (CONTENT)

The presentation plan helps you to start
business rapidly and develop presentation plans for your network
business. It is the presentation plan that draws your approach
pattern to your prospects. The aim is to anticipate cooperation and
participation of your prospects. The talk and the listening help to
create a friendly atmosphere.

 


2. ONE TO ONE COMMUNICATION

The simplest selling skill is the art of
facing your prospective consumers. When sponsoring to build a sales
organization, the ability to communicate effectively is critical. I
know from personal experience, communication is far more complex
than we think. If you want to improve your leadership skills, build
distributor loyalty, and enhance the duplication of your company’s
success plans, understanding communication basics is a must. First,
let's erase the myth that talking is the most important method of
communicating. There are many ways to communicate other than spoken
words. Written words, figures, symbols, and pictures dating back
thousands of years represent man’s evolution in communication. But,
today we extend the art of communication into technology to reach
around the world in seconds. The telephone provides nearly instant
contact between individuals. Three way calling, national conference
calls connecting thousands of your own distributors, e-mail,
personal and corporate websites, online web casts etc. are creating
ways to communicate and grow our businesses never imagined just a
few year ago.

However, communication is a two-way street.
It not only involves talking or making signs or motions, it also
involves listening. Authorities claim that most of us spend almost
seventy percent of our waking hours in some form of communication.
In the field of sponsoring new distributors and selling your
company’s products, communication is especially meaningful. For
example, the first ten words in any communication are more
important than the next 10,000 or the rest of your speech or sales
presentation.

 


3. PRODUCT KNOWLEDGE

One of the basic skills to develop business
is to really possess knowledge concerning your products. Mastering
products can further promote sales. More and more traditional
marketing companies offering consumer products are turning to
Direct Marketing concepts such as mail order, direct mail,
infomercials, telemarketing and even e-commerce on the Internet in
an attempt to maintain brand name loyalty or recapture the minds
and dollars of their established customer base. But, no other
method of reaching out to current and potential customers has the
proven lifecycle success of direct selling.

 


4. SMALL SCALE MEETINGS

These meetings are geared for both your
referrals and direct consumers. It is the most efficient meeting,
is simple and easy to copy, and develops product awareness, sharing
and consultation on concerning the products and the business.

 


CHAPTER II


THE OPEN PLAN
PRESENTATION (OPP)

 


THE IMPORTANCE OF OPEN PLAN PRESENTATIONS

OPP concerns the meeting for many-to-many
communication as opposed to one to one communication in
direct-selling or Network Marketing career and is possibly one of
the basic skill demonstrators for you. A successful OPP can lead
your potential customers and consumers to comprehensively
understand Network Marketing Career and make them join your
business as independent business women or men.

 


WHAT CAN YOU TALK IN OPP?

1. INTRODUCING THE PRODUCTS

Understand and recommend products. It is
pointless to hold a meeting whose agenda is amorphous. Set the
goal. If your business involves products or a service, then you
must demonstrate them. Your introduction should create anticipation
from your prospects. You need to imagine a puzzle that needs the
input of every player such that at the session's end, the whole
team is the winner.

 


2. INTRODUCING THE COMPANY

Introduce your company to your customers. You
are promoting the products of the company that pays commissions on
the products bought by you referrals and customers. You must not
exaggerate or demean other companies that are in the market. Your
introduction should be subtle and accommodating, but remember to be
firm about your company!

 


3. INTRODUCING THE CAREER OPPORTUNITY

Recommend brilliant opportunities for career,
and demonstrate the attractiveness of the industry. People need to
make extra incomes, show how your company can fill that gap.

 


CHAPTER III

THE POWER OF NETWORK MARKETING


1. THE COMPANY


	
It is the globally-uniform organization form of
training and therefore the OPP is almost similar to all the
companies where the sole purpose is to disburse products with a
minimum cost;



	
It is organized, implemented and promoted towards the
global market by the company you are in;



	
Simple organization, Vivid contents, Easy to be
simulated;



	
The contents cover the career, product, company,
system.





 


2. YOU


	
Show the good change in lifestyle and success
brought by the company products and career through sharing
method;



	
Invite and enroll newcomers and make them
distributors;



	
Establish confidence and set examples for all
the participants.





CHAPTER IV

HOW TO ORGANIZE THE "POWER OF YOUR
COMPANY"


1. BUSINESS PLAN

Understand your company's career plan for its
distributors.

 


2. THE BUSINESS

Share the success achieved in your company's
Career plan through successful individuals.

 


3. THE PRODUCTS

Let consumers who tried the products share
the feelings of their own, which is more convictive.

 


4. THE COMPANY

Show the company culture and development
prospect.

 


5. EXPERIENCE

Experience the power of products

Experience the power of career

Experience the corporate culture

Understand career plan

 


5. SHARING

Share the products.

Share the career opportunities.

Share the company.

Explain career plan.

 


6. HOW LONG?

It should last around 2 hours.

Two persons share testimony on products,

Two persons share their career
experience,

One person explains the company,

One person explains inviting techniques.

 


7. HOW TO ORGANIZE

Selecting 2--4 product users to share the
product experience. The contents shall be involved with health for
the healthcare products, wellbeing for the wellness equipment and
skincare product, and so on. Fitting the items together, the
speakers should share their experience according to their actual
feeling of benefits achieved through the products with the true and
touching spirit, and no exaggeration or fabrication.

 


a). HOW WAS IT BEFORE?

What was life like before using the company
products? What kind of lifestyle affected or influenced life before
the products?

 


b). THE PRODUCTS

What are the changes after using the company
products? Demonstrate how confidence was gradually strengthened in
the products.

 


c). AFTER USING THE PRODUCTS

Share the products with friends and finally
achieve the success of life and career by sharing the products.

 


d). YOUR STORY

Share your own story.

Share your friends’ story.

Share the story from pictures, magazines and
books concerning the products and the career opportunities in the
NM industry.

 


e). BUSINESS

People, who can be businessmen, employable
in white-collar, lower and senior intellectuals, are capable of
explaining the business opportunity to an OPP meeting because they
have the business language.

 


8. PRIMARY LIFE

The new person has never heard of the Life
experience and product sharing of a Network Marketing Company.

 


9. THE ATTRACTION OF THE COMPANY COURSE

The course and opportunity to grow offered by
the company

 


10. WHAT ARE THE CHANGES?

How does the Company change me? What success
will I achieve?

 


11. CONFIDENCE AND AIMS

Confidently face the prosperous future
together with your company

 


12. SHARING OWN STORY

The distributors who share in his/her company
development history shall integrate the company's history to share
his/her own business development experience, and explain the
stories of co-development and common fate with the company.

 


13. DEVELOPMENT STAGES

Initial stage in the company

Development of the company and its harvests
or achievements

Longing and confidence in the company's
future

 


14. EXPLANATION OF CAREER PLAN

The explanation of compensation plan has to
be simple and understandable. It ought to emphasize the superiority
of your company system very clearly so that anyone can get to know
the true advantages of competitive systems.

 


WHAT ARE THE ADVANTAGES OF NETWORK
MARKETING?


	
Low investment



	
Low risks



	
No special relationships



	
Requires no special Education



	
High returns





 


 


THE GLOBAL PROMOTION AND APPLICATION OF THE
POWER OF N/M
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Numerous consumers are attracted and enrolled into
the Network Marketing company because of your word of mouth
advertisement;



	
More people are attracted by the opportunities of
development and career provided by the Network Marketing company
you are in and become members of your Network Marketing company
Family;



	
The development in the Network Marketing Companies
not only attracts people, but also help more people create high
quality life and successful careers in money making;



	
The standard operating manner and methods possessed
by the global Network Marketing company employees tremendously
strengthen the cohesiveness of the network you create;



	
All these together create a stable growth of
achievement in each region the company is involved in. (See fig
below)





 


CHAPTER V

THE ACTION CIRCLE


THE ARRANGEMENT OF SESSION PLACE FOR
ACTION


	
Both large-scale OPP and small sharing meeting can be
held to demonstrate the "power of Network Marketing";



	
Pay attention to the arrangement of the on-site
environment and make sure the distance between the sharer and the
audience should not be too long;



	
Select suitable background music





 


SHARING


	
The true feelings should be shared rather than
exaggerated;



	
Pay attention to the organization and expression of
the language and perform naturally;



	
Let each participant share the experience of product
use;





 


ORGANIZING THE CONTENT


	
The standard contents should include career,
products, and company system of inviting techniques;



	
The main contents can be modified as per the
different session scale, but the form should take sharing as main
body, for example, the themes of Product-sharing session,
career-sharing session, etc.





 


Bring the attractiveness of the sharing of
both information and products in the direct-selling industry into
full play; in a comprehensive manner and actually demonstrate the
power of Network Marketing.

 


THIS WILL INVOLVE;

Organizing a small "Business Party" to;

Show the Products

Business Plan and

Have a one-on-one meeting with distributors
and prospects.

 


HOW TO ORGANIZE SMALL PARTY

Why should we organize small parties?


	
We all know that continuous organization or
participation in diversified training and meetings are important
ways to further build up businesses.



	
Small Business Parties mainly focus on selling
products and the after-sale service.



	
This kind of party is not as grand as the large-scale
conferences, but small party is in freestyle, more homely and
encourages pleasant communication instances, and is easy to
duplicate.



	
It is a favorable tool to develop your market.





 


PRE-MEETING PREPARATION

Ensure the location and time of activity is
convenient to your customers/friends.

The location can be at home or in workroom,
convenient traffic; quiet, clean and bright places should be
better.

The time can be chosen in the evening or on
weekend to facilitate the people with a total duration ranging from
1.5 to 2 hours.

 


PRE-MEETING PREPARATION


	
Designing themes of activity.



	
In order to make the activity attractive and fresh,
you can design different party themes in accordance with season,
festival or objects.





 


PRE-MEETING PREPARATION


	
Preparing material. The delicate preparation
before activity is a must to prevent any negative influence to.



	
Chairs



	
Table



	
Audio and video apparatus



	
Material preparation



	
Demonstrative tool



	
Product demo and stocks



	
Selecting of MC and lecturers; The MC and
lecturer will be the core of the whole activity. Generally, the MC
will be the family host. The appearance and competence of
lecturer/speaker is very important to the activity. Besides, the MC
has to grasp certain professional knowledge of the
lecturer/speaker.





 


INVITING CUSTOMERS


	
We can invite friends according to the
arrangement and theme of activity.



	
After successful invitation, we need to tell
MC and lecturers about the detailed information of new comers.



	
About the content of business and product,
all customers who are interested in the
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