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			Praise for Your First Year in Network Marketing

			
				“New network marketers … read this book! The Yarnells, multi-million dollar income earners with twenty years experience, provide a comprehensive operational structure … outstanding content … and over 200 specific recommendations to profitably survive your first year … and build a long-term business foundation. I’m recommending this book to all of my network marketing students.”

				—Charles W. King, professor of marketing, University of Illinois at Chicago, seminar leader, UIC Certificate Seminar in Network Marketing

			

			
				“A highly original work from two people who have dedicated themselves to the personal enhancement of network marketing distributors worldwide.”

				—Lou Tice, author, chairman, lecturer, and co-founder of the Pacific Institute, Inc.

			

			
				“The Yarnells are insightful, educated teachers in the world of network marketing. This book is a joy to read!”

				—Kay Smith, Nu Skin Blue Diamond, one of ten inductees in the International Network Marketing Directory’s Hall of Fame

			

			
				“Everyone involved in, or even considering becoming involved in, network marketing should read this book. The Yarnells’ uncanny ability to not only perceive but offer helpful solutions to the myriad of obstacles that beset all who attempt to succeed in this industry make it an invaluable aid.”

				—Greg Martin, CEO of ShapeRite Concepts Ltd.

			

			
				“Mark and Rene are two of the most powerful leaders in our industry. Their commitment to the success of others and their courage to speak their hearts and minds have transformed the lives of hundreds of thousands. Study this book!”

				—Richard B. Brooke, chairman and CEO of Oxyfresh Worldwide, Inc.
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			Mark Yarnell would like to dedicate this book to his daughter, Amy.

			Rene Reid Yarnell would like to dedicate this book to our parents:
Lin and Helen Harrington and Duane and Patsi Yarnell
for leaving traditional jobs behind to live the life of entrepreneurs and
inspiring us to follow in their footsteps.

			And to our children:
Chris Grove and Amy Yarnell
who intend to carry this entrepreneurial gene into the next millennium.
Hopefully, they will spread this spirit and touch far more lives than we did.

			Three generations of family love have been the driving force behind the many financial, emotional, and spiritual blessings we have enjoyed during our shared lives together.

		

	
		
			
				“We are at that very point in time when a 400-year-old age is dying and another is struggling to be born—a shifting of culture, science, society, and institutions enormously greater than the world has ever experienced. Ahead is the possibility of the regeneration of individuality, liberty, community, and ethics such as the world has never known, and a harmony with nature, with one another, and with the divine intelligence such as the world has never dreamed.”

				DEE HOCK
Founder of Visa
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		FOREWORD

		As a business reporter and self-help writer, I have been researching and writing about the network marketing industry for eight years. During this time, I have had the privilege of interviewing some of the top leaders in the industry, and listening as they revealed their hardest won and most closely held success secrets. Yet I have never found a richer lode of hard-edged, practical information on network marketing than I did between the pages of Your First Year in Network Marketing by Mark and Rene Yarnell. I learned more from reading this book than I have during all the years that I have spent exhaustively researching the MLM industry.

		Of course, I am hardly surprised by the book’s high quality. From the first time I ever spoke with Mark Yarnell, I knew that he was a master communicator. Many of the heaviest hitters in network marketing become surprisingly inarticulate when you try to get them to explain the nuts and bolts behind their success. But Mark has always possessed the unique ability to summarize and encapsulate his business wisdom in easy-to-swallow nuggets, delivered with humor and drama, and honed with a keen and subtle intelligence. The stories and insights that Mark imparted to me, through many fascinating interviews, played a big part in making my book Wave 3 the success that it eventually became.

		It is clear from reading Your First Year in Network Marketing that Rene Yarnell is cut from the same cloth as her remarkable and talented husband. Together, they make an unbeatable team. These two have been through the wars together. In Your First Year in Network Marketing, they write with brutal candor of the bad times as well as the good, imparting to readers an unusually balanced picture of what it really means to work an MLM business and what it really takes to succeed.

		You won’t find any loose talk in this book about getting rich quick. The Yarnells made their millions the hard way. Their formula for success is severe and merciless. It demands strenuous work and superhuman persistence. But for those who stick it out, it offers the realistic hope of genuine financial freedom.

		This is a book that every first-time networker needs to read. It shows you exactly where the pitfalls lie and how to avoid them. And it does so in language that anyone can understand, reinforcing each point with inspiring, real-life anecdotes. For those networkers who take their business seriously, Your First Year in Network Marketing is, quite simply, indispensable.

		— Richard Poe
Author of Wave 3 and The Wave 3 Way to Building Your Downline
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		INTRODUCTION

		According to Webster’s Dictionary, “to survive” means to remain alive or in existence, particularly to live on after the death of others. The fascinating thing about network marketing is that, in many instances, survival—i.e., staying in existence after others leave the business—is precisely what leads to dramatic wealth. Attrition is a considerable factor in our business. Yet we have rarely met anyone who has worked steadily in network marketing who doesn’t eventually achieve success. And those rare individuals who do not succeed are usually their own worst enemies, constantly reinventing the wheel and complicating the simplest path to prosperity in the history of capitalism.

		Of course, priorities vary as widely as do people. While some choose network marketing as a means to an end (wealth), others simply enjoy it for its own merits. These folks join Multi-Level Marketing to build their confidence, widen their circle of friends, and feel more productive. And in spite of the fact that they’ll never earn huge incomes, you couldn’t pry them away from this business with a crowbar. That kind of money was never really their goal, and you’ll read many of their stories in this book. In fact, were we to double the number of stories of success, we still couldn’t possibly elaborate on all the remarkable benefits to be derived by those who have chosen to participate in this wondrous industry.

		In network marketing, you persevere or you perish. Quitting is the one sure way to fail. Surviving the first year establishes a new distributor with a good basis for success. Our analysis shows that an estimated 95 percent of those who survive ten years in network marketing become wealthy beyond their wildest expectations. These survivors have achieved either staggering financial rewards and/or total “time freedom,” that is, having all the free time to do the things that really matter to you with the people you love most.

		
			In network marketing, you persevere or you perish. Quitting is the one sure way to fail. Surviving the first year establishes a new distributor with a good basis for success.

		

		At this particular time in history, when traditional business offers so little security, network distribution is literally the last bastion of free enterprise. It’s a system in which common people can invest a small sum and, through sheer tenacity and determination, rise to staggering levels of financial reward and personal freedom. It’s a field devoid of the pitfalls of traditional business: payroll, employee benefit costs, advertising, overhead, bookkeeping, and accounts receivable. Network marketing has an entirely different set of entrapments of its own. But once understood, these problems are easily overcome. We believe success is critically dependent on awareness, from the very beginning, of what these hazards are and how to overcome them. Hence this book.

		The network marketing industry traces its roots to the 1940s when Nutrilite Products, Inc., launched the sale of food supplement products and, ten years later, Amway introduced the sale of household products. Over the past fifty years, the industry has matured into a legitimate and efficient channel of distribution ideally suited for the next wave about to break in the world of business. All we can say is, thanks to Rich DeVos and Jay Van Andel for having the vision to pioneer this industry. Network marketing annual sales are nearing $20 billion in the United States alone, being moved by an estimated 8 million people. Worldwide, more than $100 billion of a broad spectrum of products and services are being sold by an estimated 30 million independent network marketers. And keep in mind that we are still a very young industry with an expansive, promising future. Several studies have predicted that a third of all goods and services will be moved via network marketing in western nations shortly after the turn of the century, and this could be as high as 50 percent in developing nations by the year 2110.

		Historically, the industry has been product-driven, selling from the traditional categories of personal care, vitamin/nutritional supplementation, home and family care, leisure and educational products. Starting in the 1980s, services became a growing component, particularly in the deregulated telecommunications industry. Other services have included credit cards, financial services, insurance, prepaid legal services, travel, self-development, and motivational programming. With the forthcoming deregulation of the public utilities industries between 1998 and 2002, network marketing companies are positioning themselves to enter this market as well.

		The evolving maturity of our industry is clearly demonstrated by the twenty network marketing companies now traded publicly on NASDAQ and the New York Stock Exchange. And many others are preparing to “go public.” In order to file an Initial Public Offering (IPO), companies must establish standardized accounting procedures and be open to Securities and Exchange Commission (SEC) scrutiny and control. Therefore, those companies that do go public must establish and maintain high standards of business practices, which elevates the character of the entire network marketing community.

		Investors’ response to the publicly traded network marketing companies has been outstanding. Upline magazine, an industry trade publication, maintains an “Upline Index” that tracks the financial performance of these public network marketing companies. In 1996, this index showed an increase in stock market value for the industry of more than 63 percent as compared to the Dow Jones Industrial Average increase of only 33 percent and the Standard & Poor’s 500 Index increase of 34 percent. This nearly two-fold gain of the network marketing industry over traditional corporations has created considerable excitement among savvy investors.

		The average person needs as little as $200 or $300 to get started in network marketing. Included in this figure is the purchase of some widely accepted products or services to be personally used and shared with others. Our industry is based on simple word-of-mouth recommendation of products and services; distribution moves directly from the producer to the consumer, which cuts out all the intermediate agents and dealers who have nothing to do with production or consumption. As goods are distributed, the network marketer then receives compensation equal to the advertising budget of most large corporations. We’ve all known for years that “word of mouth” is the best form of advertising. Therefore, should it not also be the most lucrative?

		We have recorded a couple of dozen audiotapes during our collective twenty years in network marketing, and the one that is still the most requested is entitled, “If MLM Is So Great, Why Am I So Depressed?” We think the reason people enjoy that tape is because we dared to tell the truth about the pitfalls in this industry. We admitted that, in spite of our success, we both considered quitting many times during those first years. Unfortunately, many people heard that audiotape far too late in their network marketing careers and, while they enjoyed a good chuckle because they could identify with our admitted first-year problems, most had already lost their upstart enthusiasm so necessary for success. And once people lose the drive and enthusiasm to carry them through the tough months, once that excitement is gone, in many cases, so too is the chance to achieve dramatic wealth. There is an often quoted adage in this business: “It’s much easier to give birth to a new distributor than it is to resurrect a dead one.” And yet as the stories poured into our Swiss chalet from across the Atlantic, we realized that this book may indeed resurrect thousands of discouraged network marketers once they read some of the truthful anecdotes shared by so many legends of this industry.

		As a prelude to these stories that we hope will impact your life, it seems appropriate to introduce to you one of the legends, Doug Wead, who is with the oldest and largest MLM company. Before we tell his story, we would like to tell you a little about the man. The night the Gulf War began, you may have seen Doug Wead interviewed on television by Dan Rather. Doug was then serving as special assistant to President Bush. He has been quoted in Time, Newsweek, US News & World Report, The Washington Post, The Wall Street Journal, and hundreds of other major publications, and his twenty-six books have sold over 3 million copies in fifteen languages. Except for his six year “political sabbatical,” Doug Wead has dedicated his last twenty years to building his organization, as well as researching and writing about network marketing. Doug has filled auditoriums and soccer stadiums in Poland, Hungary, France, Turkey, the United Kingdom, Australia, Indonesia, and the United States with eager network marketers in just the last year.

		So what does a legend like Doug Wead do with his money, credibility, time freedom, and power? In 1979, working side by side with Pat Boone and Archbishop Bernard Cardinal Law of Boston, Doug founded what is today one of the world’s premier relief organizations, Mercy Corps International. Last year it distributed $73 million worth of medicine and famine relief to troubled areas of our world.

		Let’s now visit Doug’s first year in network marketing through his own eyes as he writes powerfully and humorously about his life experiences.

		“Most of us involved in network marketing are gluttons for punishment. Sub-conscious-sadomasochists. Basically, we hate ourselves. That’s why we get into networking in the first place. We see it as almost guaranteed suffering. I need this. This will really make me feel bad—which I so richly deserve.

		“Wouldn’t you know that I would end up successful, making money, traveling the world, meeting presidents, feeding the hungry. See? For me, nothing happens the way it’s supposed to. I can’t even fail right.

		“In that sense, my early anticipated struggles in network marketing were a disappointment. I had no problem with rejection. I enjoyed every one of them. I was much quicker to respect and identify with the people who turned me down than those rare prospects whom I was actually able to ‘recruit.’ Each rejection was only positive reaffirmation of my own negative self-image. Likewise, going without food, or sleep, or money was only what I deserved for making such an arrogant assumption that I could survive in network marketing ‘dreamland.’

		“No. For me the very real problem was not physical at all. It wasn’t money, it wasn’t people, it wasn’t product, and it wasn’t time. For me, the challenge was entirely between my own ears. It still is, incidentally. For me, the early struggle was only philosophical. Of course, I can do it. Anybody can do it. The question, the very real nagging, haunting question was: Should I do it? Is it right? Is this what I am supposed to be doing with my life?

		“Nothing is more wearisome and draining than self-doubt. Nothing is more effective at stripping off the fine edge from everything you say or do. Nothing can empty your emotional gas tank quicker.

		
			“For me, the challenge was entirely between my own ears. It still is, incidentally. For me, the early struggle was only philosophical. Of course, I can do it. Anybody can do it. The question, the very real nagging, haunting question, was should I do it? Is it right? Is this what I am supposed to be doing with my life?”

		

		“In that sense, for the first time in my life, I had met my match. Network marketing, which we see as such a sensitive machine, easily influenced by attitudes, was not a bit impressed with my emotional and psychological drama. It only seemed to crunch numbers like a mindless calculator. The secret for me, I was to learn, was simply to survive and then plod on. Above all, I couldn’t quit. Over time, as I slowly fed this monster, it grew and grew exponentially.

		“‘Believe. You have to believe,’ They kept telling me. I didn’t even have to do that. Two times two equals four. You don’t have to believe it. It is four anyway. And my business grew—in spite of myself.

		“Tough?

		“Emotionally, maybe. Spiritually, maybe. But those battles manifest themselves in failure as well as success. Poverty is no refuge for the war-shocked, weary soul.

		“And so I conquered. And with the money, I co-founded Mercy Corps International. Last year we gave away $73 million in food and medicine around the world. I found my ‘why.’”

		We hope this book will help you find your “why” too. It is our hope that this book will be given to new network marketers immediately after they sign up in order to warn them of the pitfalls before they lose their initial excitement, because once it’s gone, the chances of ever getting that driving enthusiasm back are virtually nil. The first year in this business is not just challenging—it is more akin to going into combat. It’s about survival in the midst of widespread failure. You may not even sense the impending danger, and then all of a sudden you’ve been ambushed and have lost an entire leg of your downline. One of our primary objectives in writing this book is to take the “stealth” out of your battles so that you can see your adversaries well in advance, instead of having them creep up and catch you unaware. But equally important is that once you see the clash coming, you are equipped with the necessary skills and tools to win each confrontation and thus survive your first year in MLM. Believe us, in year one, survival is the name of the game. We know this both from personal experience and from statistics compiled by several companies that suggest well over 60 percent of all new network marketers quit in their first year, during the most important phase in the learning curve. Given the possibility of earning more each month working from home than a pediatric cardiologist with a staff of ten earns in a year at his clinic (and it is possible), wouldn’t any sane person be willing to invest a year or two studying MLM? And compared to the twelve-year learning curve of doctors, isn’t a year more palatable?

		While our industry’s attrition rate is perhaps no higher than other professions involving overrides and straight commissions, it is nevertheless critical that we do our best to help new associates anticipate the inevitable conflicts that will arise and equip them with the weapons they’ll need to win those battles.

		It has been suggested that “every great MLMer was a lousy MLMer first,” and we concur. Unfortunately, it’s a fact of life that when any of us first begin a new endeavor, we are, at least initially, vulnerable novices. Although the educational process in network marketing is relatively brief, it can be devastating to many new associates. The main reason is quite simple to understand. We all hate rejection, and none is worse than when we are mocked by friends, family, and acquaintances. It doesn’t take very long for people to become discouraged when every day for the first four or five months they are subjected to eye-rolling ridicule from everyone they know, love, and respect. However, if you know exactly what to expect and you aren’t forced to appear foolish by cajoling, deceiving, or pestering those close to you, network marketing, even in the early stages, is quite fun and relatively painless. Preparation and anticipation are both critical.

		In this book we will prepare you for most of the inevitable first-year challenges. We will teach you how to survive those conflicts by providing you with tactics that work—no theories, just facts. Most importantly, by preparing you in advance and sharing practical ways to survive each of these first-year challenges, we want to assist you in persevering. And if you do manage to survive the first year without quitting and without losing your sense of humor, the odds are great that you will continue long enough to become quite wealthy and successful.

		We’ve had a tremendous resource pool from which to draw our lessons and examples. For the past several years, we have been fortunate to teach America’s only college-level certification course in network marketing with Harvard Ph.D., Charles King at the University of Illinois at Chicago. Many of the top networkers from every company, both in America and abroad, as well as many network marketing CEOs, have attended our classes, and we’ve spent quality personal time with many of them. As course instructors, we learned a great deal from our students. The experiences we share in this book have all happened, if not specifically to us, then to other leaders who have shared them with us. You’ll recognize many of their names. So, we feel confident that we have left very few stones unturned in our efforts to teach you the best survival strategies available to first-year distributors. Some of our industry’s most successful international leaders survived their first year by utilizing the simple maneuvers laid out for you in this book. Survive your first year and you’ve got a tremendous opportunity to join those legends.

		From Mark’s father telling him that he is “ruining the family name by doing MLM,” to a hungry reporter asking the attorney general of Nevada to investigate our company in hopes of uncovering a scandal or conflict of interest while Rene was serving as chairman of the County Commission, the two of us have survived some fairly devastating ambushes. We know what it’s like to lose six of our seven best leaders to a new upstart scam, that is, a company that misrepresents its earnings and/or product efficacy, and we’ve endured the humiliation of a close friend stealing an entire downline leg. Both of us fell into the management trap at different points in our respective first years and wound up baby-sitting people who never would have succeeded no matter what we had done because they weren’t willing to do what we did. Both of us suffered the misplaced personal guilt of signing up a close friend who just couldn’t make it in this business. We’ll teach you how to survive all of those booby traps—in fact, we’ll show you how to avoid them altogether on your path toward achieving all the money you aspire to earn and the time to enjoy it.

		In our first book, Power Multi-Level Marketing, we presented the theory behind MLM achievement. We tried to provide a paint-by-numbers system for both part-time and full-time success. But in this book, we are vitally concerned with practical applications, that is, with giving specific examples of what can and does happen to cause potentially successful distributors to prematurely end their careers. Many psychiatrists subscribe to the theory that 90 percent of the solution to any problem consists in the awareness of that problem’s existence. We agree. Our fervent hopes and prayers are that, by bringing to your attention all the problems that successful network marketers face in their first years, we will enable you to survive yours. We are sharing with you the practical, proven survival tactics used by many of the legends of this industry so that you also can prosper abundantly.

		We’re honored to have Dr. Charles King add a dimension to our book never before available: a quantitative analysis of network marketing from an academic perspective. Much of our most important data has been exhaustively researched and compiled by him. We’ve learned a great deal about the inner workings and technical marketing strategies of our profession from Dr. King—many of his overviews are sprinkled throughout this book. His keen insights have been invaluable to us over the years, and his dynamic wife, Sandra, has directed all of our college certification courses. Nearly one thousand students have graduated from our course to become network marketing professionals. So, many thanks to Charles and Sandra King.

		
			Network marketing is indeed the greatest opportunity in the history of capitalism, and we consider ourselves very privileged to be able to participate in the industry.

		

		Network marketing is indeed the greatest opportunity in the history of capitalism, and we consider ourselves very privileged to be able to participate in the industry. So, naturally, when Prima Publishing contacted us about doing a book, not long after its marvelous success publishing Richard Poe’s legendary Wave Three books, we jumped at the opportunity with tremendous enthusiasm.

		As industry advocates, we believe that when any network marketing company fails, we all suffer. The future survival of our industry depends now on cooperation, not antagonism. Industry-wide success depends on elevating MLM companies and products rather than destroying the reputations, hopes, and dreams of our MLM competitors—only then will network marketing become the most lucrative profession in all of free enterprise. Some network marketers mistakenly believe that the systematic ruin of their competitors is their best strategy for success. Little do they know that’s exactly why they haven’t begun to reach their potential. Unlike pioneers of the Old West who circled their wagons to fight off attacks, whenever one or more companies in our industry is threatened, we circle our wagons and fire inward.

		The old tactic of “divide and conquer” has been quite effective in the traditional business world. The traditional corporate pyramids have skillfully utilized the media and government regulators to similarly attack and stifle our growing industry; and all along they have hoped and prayed that we’d just go away. But we think it’s time for them to stop fighting us. We respect all companies, not just those in our own industry, and we think they should do the same.

		Spanning our collective twenty years in the field of professional network marketing, we have been blessed to speak to hundreds of thousands of marvelous people in every part of the world. And while we’ve heard our industry denigrated in a variety of ways, not once have we heard it referred to as “the rat race.” This graphic description has been used on every continent, and translated into every language, to depict traditional business. “Rat race” literally means a sprint between the world’s most deplorable rodents, those who actually wiped out half the population of England during the Black Plague. And what is it they are so steadfastly pursuing? Refuse and rotten grain in a hopeful pursuit to eat enough to see one more day. If for no other reason than to help people avoid that, we feel that this is a book whose time has come because the human condition should be a joyous flight among eagles, not a frenzied dash among rodents.

		Betty Carter, formerly senior vice president for the Pacific Stock Exchange, recently shared a graphic comparison between the rat race of traditional business and the freedom of network marketing. In her own words, “When traditional business grows, an entire population can be reduced to rats. I moved to Seattle several years ago because of the quality of life. Today, as two corporations expand, the entire city has been forced into a mindless trek for several hours each day. The average speed on major highways has been reduced to 21 mph. Crime and other societal problems are rising dramatically. No one can yet predict the negative ecological impact of the several-thousand-person-influx each month, but environmentalists are clearly worried.

		“The point is this: when MLM corporations experience explosive growth, thousands of people go home and soar like eagles. When traditional corporations explode, people from all over the world assume the posture of rats and take to the streets. Thank God network marketing has given me the freedom to run errands during the times when others are confined to their little cubicles, but it will just be a matter of time before I have to look elsewhere for tranquillity.”

		We feel we have an awesome responsibility to educate as many people as possible to the fact that they need no longer participate in the god-awful stress of traditional linear business. We wholeheartedly agree with Art Williams, the author of All You Can Do, when he suggests that we should all become crusaders in an effort to save the masses—at least those who will listen—from their headlong pursuit into eighty-hour weeks, mediocre incomes, and stress-induced coronaries. Because the American Dream has become a nightmare for so many, and because network distribution is such a viable alternative to more traditional business professions, it is incumbent upon those of us who have reaped so much from this industry to begin to sow seeds for others.

		The book you are now holding in your hands is the ultimate survivors’ manual. Thanks to the hundreds of unselfish leaders from diverse and numerous companies who rose to the occasion by contributing their stories, you will learn how to dramatically alter your life. Knowing full well that they would be educating their competitors, they all dared to tell the unadulterated truth about how to succeed in our industry. That kind of unselfishness alone makes us proud to call ourselves network marketers.

		If only this book had been written a decade ago, we might not have had to witness the unnecessarily hasty retreat of so many dynamic people from our industry who were simply unprepared for the first year’s battles. Because of this book, you won’t have to endure the same unnecessary losses we did. And there is one promise we will make to you without reservation: There will be times when your eyes will well up with tears or you’ll laugh so hard at some of these legends’ anecdotes about their early challenges that, like us, you will have to put the book down until you can wipe the mist from your eyes. These stories are commensurate with ushering in a new industry. We believe the next decade will bring a noticeable decline in these types of challenges as new technology and distribution channels make way for network marketing in our world.

		We received countless illustrations and anecdotes, all of which were heartwarming and inspiring. We regret that, due to editorial restrictions, we were unable to include each and every narrative. We want to offer a special thanks to those legends of network marketing who, by sharing their stories, did something unprecedented in business. They dared to admit, after becoming legends, their innermost vulnerabilities and bouts with anxiety and depression, so that millions of others, including their own competitors, might be inspired to exit the forty-year plan and share in the American Dream. Enjoy. And whatever else you do in the first year, just don’t quit! Because surviving is synonymous with thriving in our industry.

		Mark Yarnell and Rene Reid Yarnell
Gstaad, Switzerland

	
		CHAPTER 1

		Ignoring the Rejection Rocket

		Make rejection your ally instead of your enemy.

		NETWORK MARKETING IS ONE of the most fun and rewarding businesses in the world, but eventually all network marketers are faced with certain widespread and universal challenges. No matter how long we participate in Multi-Level Marketing (MLM) and no matter how successful we become, there is always the possibility that we will be shot down temporarily by the most prevalent and dangerous weapon of all—the Rejection Rocket. It can and will strike any time, rendering us virtually immobile, thus destroying our enthusiasm and excitement, which are the essential qualities for success.

		Rejection by Your Spouse

		EVERYONE faces rejection in life, but what makes our form of rejection so very devastating is that it often comes from the very people we most love and respect: our spouse, our parents, our best friends and business associates. We are convinced that rejection causes more people to fail in MLM than any other factor, and often they fail literally before they ever begin because their approach is from the head, not the heart. Here’s the classic scenario.

		Bob is at a transitional place in his life and open to a career change. He is receptive to listening to a new business concept. He goes to a network marketing meeting and for the first time everything makes sense. He may have considered working in this industry four or five times before, but he was never in a “change” mode during previous presentations. Now, because he’s about to be laid off, he has a transitional mind-set. So, not only does Bob begin to see the wisdom in networking, but he actually finds himself enthusiastic about the earnings potential. Throughout the second half of the one-hour presentation he begins to make a mental list of the friends and associates whom he knows would be excellent at recruiting. Now let’s look at two possible outcomes. Regardless of whether Bob actually signs up or not, he’s about to be attacked by the first adversary in this business. And unless the person conducting the presentation prepares Bob and the others for what is going to occur, by presenting certain facts at the end of the first recruiting interview, Bob is going to quit before he ever begins. Later, we’ll return to the particular details of this story, but first let’s see what happens to Bob once he leaves the presentation. In fact, we’ll examine several scenarios.

		Because the timing is right in his life, Bob is excited. And because Bob knows several people who will be naturals at recruiting, he can hardly wait to break the news to them that he has found the “ultimate opportunity.” If the person who introduced Bob to MLM is one of those folks who signs people up at the first interview, Bob may actually fill out a distributor agreement, promising to come back on Saturday for training. More than likely he won’t be asked to sign up at the first meeting, but will instead promise to think about the business and call the presenter back with his answer. However, unless the recruiter carefully prepares Bob for rejection, Bob is now set up for failure. He’s excited, though he may not have admitted that to anyone yet. But Bob is about to be blindsided by the Rejection Rocket, an inevitability seldom explained properly by most recruiters. Because he hasn’t been trained, here’s what happens.

		First, Bob corners his wife. He’s really excited and the conversation goes something like this: “Honey, our worries may be over. I think Phil has given us a gift from God. You remember how I explained the cutbacks at my company and how I told you I could actually be one of the future fatalities?”

		“Yeah, Bob, but you don’t really think after all these years that you could get laid off. I mean you weren’t serious were you?” His wife finds this inconceivable.

		“Honey listen, it doesn’t matter. I was just over at Phil’s and he and Nancy have gotten into a new business that looks really great. I can’t believe how much money there is to be earned and freedom to be gained. Honey, Phil is about to get his first big check. And I brought home some samples of the products. Nancy is blown away by this creme and shampoo. Here, I brought some home for you to try. She wants you to call her!” (The Rejection Rocket is aimed directly at Bob’s head and is about to be launched.)

		Bob’s wife takes the two packets of moisturizer and shampoo from him, looks at them, then at him incredulously. “Wait a minute, Bob. You’re serious, aren’t you? Let me get this straight. You’ve been with your company for seven years. We have a company car, health insurance, and we just bought our dream home. Your boss loves you like his own son and is about to recommend you to the Golden Acres Country Club. They lay off a few lousy executives and now you’re seriously thinking about giving up a legitimate career and all of those years I suffered to put you through your MBA program to do some pyramid scheme. Please, Bob, tell me this is a bad dream. Tell me I’m not hearing you say this!”

		Bob grins and reaches out to touch his wife’s arm and she jerks it away, snarling like a cornered wharf rat. He hasn’t seen that look on her face since he accidentally backed over the puppy last summer.

		“No, honey, you aren’t listening. We’ve got a chance here to get in early. We can be earning over $20,000 a month in a year. Do you realize how many hours I’ve been working? The baby cries when I pick her up because I’m virtually a stranger. They’ve laid off thirty-five men and women this quarter and I could be next. Honey, look, I’m telling you, Phil and Nancy are our friends. They aren’t …”

		“Oh come on, Bob!” interrupts his wife. “You yourself have said that Phil is irresponsible. He failed at that tire company. He failed at life insurance. Then he tried that stupid greeting card deal and we both laughed at how dumb that was. Bob, Bob, Bob, you’re not thinking straight.” She softens and launches a new tactic. “Bob, honey, we’re set. You said so yourself. And, besides, what am I going to tell my parents? That you left your company to sell shampoo door to door?”

		Bob has just heard the same spousal arguments that countless other men and women have heard over the years. It could easily have been Bob leveling the same objections at his wife who just returned from her first serious network marketing presentation. Often it’s the wife who is bombarded by personal affronts from her husband. Had Bob simply said nothing until he could get his wife to Phil and Nancy’s for a legitimate presentation, the Rejection Rocket would have never been launched. Or, had the approach been emotionally positive instead of intellectually negative, the outcome might have been different.

		But keep in mind that even if the circumstances differ, the outcome is often the same. This discussion could have happened on a Sunday morning following a Saturday training session in which Bob had already signed a distributor application. It doesn’t really matter. The point is this: We are convinced that as many as 50 percent of all potentially successful networkers fail before ever getting started because their sponsor does not prepare them for the spouse Rejection Rocket. The tragedy is that those very circumstances could quite easily be minimized if not completely eliminated through preparation and proactive measures. It’s the responsibility of every recruiter to fully prepare prospects for rejection, then provide them with the tools to overcome rejection. Phil should have insisted that Bob bring his wife to a full-blown presentation, either at this first briefing or at another one soon to follow. In addition, he should have said emphatically, “Bob, don’t try to explain this to your wife until you have more information, or better yet, bring her to us!”

		Rejection by Family and Friends

		BEFORE presenting solutions to the previous problem, let’s first scrutinize another scenario that occurs frequently. Although the participants are somewhat different, the outcome is equally predictable and negative. We begin by assuming that Bob’s wife is as excited as he is about this network marketing opportunity. Let’s also assume that Bob has signed up, and both he and his wife have been trained and prepared for any and all rejection. Initially, Bob decides to take the lead until their new infant is a little older; his wife will join Bob later. Bob can anticipate the primary objections used by prospective MLMers and has memorized a response for each one. In fact, he’s quite proud of his knowledge and is even perhaps a little cocky about his ability to overcome objections.

		Bob is excited about his new skills of persuasion, believing with a smug self-confidence that he can effectively counter each objection. He’s convinced that in this battle of wits, his prospects are unarmed. He fully expects to win any and all debates about network marketing and prove to each of his friends that his new venture is far superior to traditional business. Equipped with that knowledge, he picks up the telephone and begins calling his twenty-five best prospects—those people whom he would love to spend the rest of his life with in a partnership. Usually, one of three outcomes is predictable, so let’s evaluate all three.

		Winning the Battle

		The first outcome is what we call “winning the battle.” Bob has just gotten past his close friend’s secretary and is beginning his prospecting conversation. This is a man Bob has known since high school. Their lives are quite different now, so they see each other infrequently but have nevertheless retained their warm friendship. The conversation begins with small talk, but let’s move ahead to the actual dialogue about the business. Bob begins his approach: “You know, Steve, the other reason I called is to try to set up a convenient time when you and Sally can come over and take a look at a new business my wife and I have …”

		Steve cuts in: “Bob, sounds like one of those pyramid deals to me. Don’t tell me you and Christy have been sucked into one of those scams!”

		Of course, Bob has been trained, albeit improperly, to handle objections and he’s armed for battle. “Actually, Steve, I can understand your reluctance to look at a deal like this, but all I ask is that you remain open-minded for a forty-five-minute presentation. Let me ask you, Steve, would Tuesday or Thursday be better for you?” Bob is proud of his canned response, but as we’ll see, his pride is very fleeting.

		“C’mon Bob, you and I go way back. You can cut out the memorized speeches and shoot me straight. Sal and I aren’t the least bit interested in one of those deals. In fact, my own father got sucked into some gold scam last summer and put over five grand into the deal, never signed up one person and has a garage full of overpriced gold coins gathering dust,” Steve says gently but firmly.

		At this point, or really before the conversation had even gone this far, Bob should have realized that Steve isn’t in the right time in his life to see this opportunity. He isn’t the slightest bit open to the business, and anything said from here on will only further alienate Steve and therefore hurt Bob’s chances to approach his friend at a later date when he may be more receptive. In fact, unbeknown to Bob, he may actually do irreparable damage to their friendship by continuing to pursue the matter. (There’s a specific “six-month” rule we’ll present later in the book that will help you avoid Bob’s dilemma. But for now, let’s assume Bob is unaware of it.) Unfortunately, Bob is relentless. He knows he’s in a great business and believes that if he can respond properly to each objection, he can perhaps sign up Steve and his wife. Because Steve is a professional who knows many quality people, Bob is absolutely convinced that, of all his friends, Steve has the greatest potential. Bob believes that all he has to do is skillfully overcome his friend’s objections and he’s got a winner on his front line. He’s sure he will “win the battle.” But it won’t happen. And the reasons it won’t happen are simple: Steve is not in the right time in his life for change, and Bob approached his friend improperly.

		In this particular scenario, the objections and responses to them will probably continue for another five or ten minutes. In a last ditch effort to shut Bob up, Steve may actually agree to go to a presentation. Of course, the chances that he will actually attend are slim to none. In this “winning the battle” scenario, more than likely Bob’s prospect will be a “no-show” and, in the long run, he will even lose the war. Unable to apply the six-month rule, the battle will never again be waged, let alone won. In other words, another potentially great network marketer is history. And you can bet Steve will tell ten other friends at a future cocktail party just how bizarre and frenzied their “former” friend, Bob, has become. Kiss ten more possible networkers goodbye!

		Positive Negative

		The second outcome is what we call the “positive negative.” In this scenario, the very instant Bob mentions his intentions, Steve jumps in and aggressively points out how much he hates business deals with friends, detests MLM or any other home business pyramid, and adds, “by God, it better never surface again in the course of our friendship.” Of course, Bob shuts up immediately and changes the subject back to small talk. He feels rejected because his good friend is so positive that network distribution is a rotten industry. And because Steve is so positively negative about network marketing, Bob decides to never again extend the opportunity to his friend. That is a serious mistake, as we’ll explain later when we fully define the six-month rule.

		The Good Ol’ Boy

		The third outcome is what we call “The Good Ol’ Boy.” An example of this scenario is as follows: “You know, Steve, the other reason I called is because my wife and I have become involved in a business that we want to share with you. It will take about an hour at the most and we can see you on Tuesday evening at 8:00 or Thursday at 7:30. Which is better for you?”

		Steve answers pleasantly, “Gosh, Robert, it sounds great. Can you tell me just a little about it?”

		“Well, Steve, I’d rather not discuss it over the telephone because it’s about 90 percent visual. I’d like for you and Sally to see a brief video, then actually sample some products and take home some literature to examine. But I can tell you that this company is expanding globally and they’re looking for brand new recruiters and trainers who have always wanted to earn over $25,000 a month.”

		“My God, Bob!” Steve excitedly responds. “$25,000 a month! Whew! I can tell you right now we are always open-minded to new opportunities, especially when there’s that kind of earnings potential. I think Thursday would be our best bet. What time?”

		This last scenario is actually somewhat common when new distributors are calling friends. In MLM, we refer to friends as one’s “warm market.” Because most family members and close friends do not want to reject you, they will often agree to things they don’t want, just to be “warm,” hence the terminology. But we can assure you that often as many as half of all warm market appointments—and by that we mean friends, family, and associates—who commit to coming to your home for a private business presentation will not show up. And that can be more devastating than any other form of rejection because you’ll feel deceived. So remember, no matter how nice they are on the telephone, half of your family and friends may not show up for your meetings, especially if you tell them about products and brochures, videos and samples. Knowing this fact ahead of time softens the pain.

		Simply put, all people detest rejection—especially rejection by friends and family. Frank Pinelli of West Linn, Oregon, had been in the business all of one week when he experienced one of the worst rejections of his life. As he explains, “I couldn’t wait to meet for breakfast with a man whom I had come to respect and admire. Like me, he was a realtor and a very successful one. Both of us were in the process of leaving real estate to start our own businesses and I assumed that would give us grounds for being mutually supportive of each other. As I began to describe my networking business to him, without a moment’s hesitation, he told me that even if he was a panhandler on the street pushing a cart around, the last thing in the world he would ever do is network marketing. I grew numb. My world, for the moment, was destroyed. A respected friend had, in so many words, called me worse than a bum living on the streets!

		“Two years have passed and today I truly owe my ex-friend a debt of gratitude. He so enraged me that I vowed to become hugely successful just to show him how wrong he was. His having treated me like such a jerk is to this day a significant part of what drives me.” Today, Frank, together with his wife, Joanne, earns about $5,000 per month. But rather than homeless or even worse, seventy-hour-a-week realtors like their ex-friend, they are both stay-at-home parents to two young children and, in their words, “job share” the business around them. Friends are often our biggest dream stealers, and once a dream is stolen, it is not easily recovered. But Frank and Joanne turned what could have been a stolen dream into a burning desire to rise to their full potential. Today, they both love what they do and have their sights set on making it all the way to the top. And when they reach the very pinnacle, it will undeniably be because one business associate tried to smash their hopes and dreams. Perhaps once they make it to the very top, their realtor friend will decide to join them in business.

		Dennis Clifton, who together with his brother David built our strongest global organization, remembers how excited he was about his future when he first signed up back in May of 1986 before any of us knew what we were doing. “As I began to go down my ‘list’ I quickly realized that this wasn’t going to be as easy as I had hoped. Almost every person that I called was unwilling to even meet with me. But in spite of this, my positive attitude was holding up … until one morning. I had a ‘friend’ who worked as a disc jockey at a local radio station. I called him at work and began to explain what I was doing. His response was something I had never experienced before. He actually began to laugh out loud. Now I don’t mean a whimsical smile or a friendly chuckle—I mean a wall-rattling, spirit-crushing, belly laugh!

		“I was devastated as I hung up the phone. I had never been laughed at quite like that before. Then all the voices began to come to me: ‘Why in the world am I doing this? Nothing is worth this kind of humiliation. Since nobody seems to want to do this, maybe they know something I don’t. If I quit now, I’ll never have to go through that again.’

		“I can remember slipping into that ‘black hole’ that so many new distributors never come out of … when my phone rang. It was my sponsor, Mark Yarnell. He asked, ‘Hey big boy, what’s happening?’ I responded, ‘Mark, you’re not going to believe this, but I just got laughed at … big time!’ Then I told him everything that happened … and guess what he did? He started to laugh uncontrollably! After a few minutes when he regained his composure, he said, ‘Dennis, don’t let yourself worry about that goober. Just send him a copy of your check in six months!’

		“What a great response. For the first time in my life I understood the full meaning of the old saying, ‘He who laughs last, laughs best.’ Today, more than a decade later, that man who almost laughed me out of the business is still a disc jockey in Austin, Texas. Me … I live in the mountains in Colorado with my wife and kids and run an international business with distributors in over twenty countries around the world. I have made millions of dollars since that first laugh, and I can assure you … it was worth it. Let ’em laugh.”

		Maria Perkins of Santa Barbara has been with her company for eight years and has made it to the third level of her compensation plan. She sees her role in network marketing as a conduit or bridge for people like herself who cringe at the thought of sales, and recommends that her associates approach the business like professional consultants. In order to sustain herself through these years, she plays her own mental imagery tape in her mind. “No matter if it was my forty-year-old baby brother smirking at my efforts, the people who swore they would show up and didn’t, or even the friends who suddenly viewed me as some ex-con about to bamboozle them into my newest scam—they all led me to the mountaintop … and it is here I shall remain!” Maria is convinced that we all have to operate on our own agenda, not someone else’s.

		May you be as fortunate as Frank, Dennis, and Maria when you have one of your friends put you down or scoff at you. Later, we will discuss the very finest “friend approach” in order to minimize the rejection like these distributors faced. But, we hope that learning of their battles with rejection will assist you in coping with your own. Fine wine can be a by-product of sour grapes. Turn your battles into a motivational force and let that force propel you through those early rejections. Dennis is right. It is all worth it.

		Preparing Your Prospects for Rejection

		THE Rejection Rocket can be leveled at you anytime in your career and the problem is that you generally don’t see it coming. It’s a stealth weapon—it can take many different forms and is frequently unrecognizable right up until impact … and then, kaboom! While we certainly cannot help you anticipate every potential kind of rejection, we can definitely prepare you for those forms of rejection which are the most destructive. Avoidance of these dangerous weapons is fairly simple if you begin programming your networking professionals at the very beginning, literally during the close of the first recruiting meeting.

		Let’s set the stage. You have just presented your business opportunity effectively by following a specific format, one we’ll explain in a later chapter, and you’re convinced that three of the five prospects sitting in your living room are tremendously excited about the income potential. They’ve asked all the right questions and you’ve answered them to the best of your ability. You’ve played the video, very clearly and simply explained the numbers during your board presentation, handed them some samples, and finally explained that training is here at your home next Saturday at 10:00 A.M. You are ready for the closing comments—comments specifically calculated to call their attention to rejection and assist them in avoiding it before they are sideswiped. We are irrevocably convinced that most people who leave the first presentation excited but never sign up or return for training are usually fatalities of the easily avoided Rejection Rocket.

		Here’s how we prepare our unwary prospects. We suggest you memorize or paraphrase this for your own use, speaking in the singular or plural accordingly:

		“Folks, I know some of you are excited about the numbers you’ve heard today. I realize that you will want to do your due diligence, as would any responsible entrepreneur. But let’s face it, if I’m right, if you really can earn this kind of monthly income and semi-retire in three to four years, or at least have substantial personal and financial freedom, you’d have to be brain-dead not to take me up on this deal. But I want to warn you about the two primary causes of failure so you can avoid them while you’re doing your investigating.” Don’t be afraid to use a comment like “brain-dead” on your prospects no matter how successful or professional they appear. We’ve never had anyone fail to laugh at the comment. But more importantly, you are asserting your obvious leadership, a quality they
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