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       “HELPS TO BUILD YOUR BUSINESS”           
Terri Williams and Distributor Suggestions

We welcome you to Training Tape #43, “Helps to Build Your Business” from the recent Young Living Teleconference Call and the Annual Convention.  Several distributors discuss suggestions and  ideas to help you build  your business.  And now, here is Evelyn to introduce Terri Williams, our first distributor.

Evelyn - Introducing Terri Williams


I would like to welcome you all to our second Conference Call. We are pleased to have with us tonight as our guest speaker Terri Williams, who is an official Business Chair for Young Living and one of the few to reach the rank of Silver Master Star Executive.       Terri has been an advocate for natural health for over 20 years, and her achievement is like her passion.  She is President of Joy of Living Health Seminars, co-author of several books, and Founder of Essential Oils Help-line Network.


In her private life Terri is the mother of three young children who have grown up using essential oils as part of their natural, healthy lifestyle. She enjoys sharing her experiences with other mothers in encoura-ging them to create chemical-free homes to guard their children’s health.


By overcoming many obstacles, including no experience in network marketing, no up-line, and no line-based telephone lines, Terri has built a very successful Young Living business over the last several years.  Passionate about Young Living Essential Oils and the business side of network marketing, Terri loves to teach and help others achieve their goals and live their dreams with their Young  Living business.  Terri, I would like to turn the time over to you.

Terri Williams - Give Thanks!

Thank you so much, Evelyn.  I surely do appreci-ate that.  I just want to say to everyone listening to- night that it is a huge honor to be here and really quite amazing.  I would like to acknowledge my Heavenly Father for giving us these precious oils, and I would like to acknowledge Gary and Mary Young for their continued commitment to bring us the gourmet of all oils in the world..Young Living Essential Oils.  


I would also like to acknowledge any key leaders who might be on the phone tonight because, since I didn’t have an up-line in this business, I can honestly tell you there are many key leaders listening tonight who have actually been my mentors and freely shared their business knowledge with me. I would never be leading this call tonight without your friendship and support over the years..and I thank you.


Finally, I would just like to thank my awesome team members for the joy they have brought me as we have created our business plans and worked on marketing strategies.  Together we are achieving success.  I am loving this journey, team members, and we are only getting started!

Creating Repeat Business

The theme for tonight’s call is going to be “Creating Repeat Business,” and I do understand that normally on this call (the second call of the month) the theme was going to be “Teaching Oils,” but Lance has given me permission to do a business training tonight, so for those of you who might not be aware of this, hang on because I think you will still enjoy it and have a lot of fun..and let’s hope we learn something!


It’s fun to ask ourselves how many hours we have spent and maybe how many dollars we have spent working on leads that we had.  A lead can be anything from a name someone gave us on a piece of paper–it might be a lead that we purchased over the Internet, or some other kind of lead.  The thing that  is so prevalent in this industry that we all know about is the fact that there is a very large attrition in network marketing.  That means that someone just orders one time and then may never order again.


How many of you who have studied the business of network marketing remember the infamous state-ment which is “The fortune is in the follow-up.”  

Time Management

If I have heard it once, I have probably heard it a hundred times.  There is no reason to sign somebody up and then not keep them with you, so what you are going to learn tonight is going to be very exciting.  We will  be going over a four-step program that has worked very well in my organization in terms of creating repeat business.


Before we do that it is very important that we discuss for just a few moments the area of Time Management in your home-based business.  This is something that I have had to work very hard at in my own Young Living business.  It is something  I think is so paramount that I would like to spend a few moments on it and then tie it into creating repeat business.  

Building New Business

I would like to ask you, first of all, to just draw a big circle on your piece of paper and then cut it in half down the center.  This represents two portions of 50% each–one on the left and one on the right.  I honestly can say that one of the most important things I ever learned in network marketing is that we need to spend 50% of our time exposing new people to our products and to our business.  That can become very challenging as your business grows and you become a leader.  As the CEO of your own company you become a leader because it is so tempting to spend most of your time with your business-builders and nurturing and supporting them and answering phone calls from your customers and helping them.  


Sometimes it becomes a pattern where we just get stuck and we quit exposing new people to our business.

I learned not too long ago the importance of taking 50% of my day and exposing people to the wonderful Young Living product line.  


Since I am the mother of three young children I would like to share with you how my day looks (and yours will be totally different) but at least you can get a feel for this.

How About Your Day?

Generally speaking, I actually don’t start working until 10:00 in the morning.  I know you might find that hard to believe, but there are many things we do because we are home-schoolers and have many things to do around the house, so my day is actually a five-hour work day except when I am teaching classes and so forth.  I am working from approximately 10:00 to 3:00 p.m. and taking a few breaks in between to eat, to stretch and so forth.  Let’s pretend for just a moment that you have a 5-hour workday.  Let’s cut it in half and say that 2½ hours of your day is going to be spent exposing new people to these wonderful products and this wonderful business.


It has really worked well for me  to spend that 2½ hours the first thing in the day when I am fresh, when I am really excited and ready to go and share Young Living, so I always do that my first 2½ hours.  What does that look like on your paper?  

My First 2½ Hours..

For me, I might be calling up the newspaper and placing some ads because placing ads is a method of exposing new people to my business.  I might be doing some cold calls to leads that I received the day before or the week before (usually the day before).  I like to work leads when they are really hot. 


Also, that might mean that I am calling a local business.  I might be calling a chiropractor to see if he has heard about the oils or if he has used them in his practice.  I might be contacting a civic group to speak with them about the opportunity of being a speaker for their civic group.  Also, I don’t do a lot of oil classes because we live so far out in the country, but many of you do oil classes, so this might be your really great time to get on the phone and be calling lots of friends and neighbors and people and booking some oil classes.          It’s also a great time when you are really fresh to be working Internet leads.  A lot of us who are night owls (like myself) might get back on the Internet in the middle of the night and do that.

Structure Your Time

Just remember the importance that if you will structure your time to where you are exposing people to your wonderful opportunity 50% of the time, you are going to continually have new growth in your organization.  Remember, we as leaders need to know that our team members are going to do what they see us do, so if we quit sponsoring people and we are just out there helping our downline, then everybody else is going to quit sponsoring.  So this is very paramount. 

The Other 50%..

Now let’s look at the other 50% of that pie.  I have many things that need to be done at that time, so part of that is what we call follow up..and again, it is SO  important.   I  am going to say that about 20% falls in the category of Follow Up. 


I have about another 15 or 20% that falls in the category of Training New Distributors.  When we train new distributors I try to make a practice of never training just one person at a time.  You may be aware that Young Living offers Conference Call lines. There is a monthly price where you can reserve a one-hour slot.  I have two one-hour slots reserved with Young Living every week and I use those phone lines for training new distributors and for having conference calls and for teaching, and so it is really fabulous to email all of your people and say, “Listen, Gary has just come out with a fabulous new oil..” or “we just learned a really fabulous business tip..”   Whoever is available, hop on the phone at 6:00 o’clock on the Conference Call line and I will tell you all about it and we will do a teaching on it.” this way I can teach 20 people at a time–never just one person at a time.

Send Your Love Thru Newsletters

Another thing that we do during that time is creating newsletters during that other 50% of the time.  I do a lot of creating and writing and this is where you can have so much fun because this is where your personality comes out, whether it’s a newsletter or a post card or an email.  When your personality comes out in that document  you are sending out, that is what people are attracted to.  They are attracted to you because they want to do business with YOU, so we have established a motto in my organization which is  “We want to out-love and out-service the competition.”


There are going to be a lot of other oil companies out there in the world as time goes on, but people have a choice as to who they want to do business with.  Our  goal is to establish that beautiful relationship with people as we are emailing them or calling them on the phone or sending out the newsletter so that they decide  they will want to work with us.  It’s really fun!

Back to Business..

Now I would like to talk about the whole issue of creating repeat business.  That’s going to fall in the category which is really only 20% of your time, and that is in the category of Follow up. The reason I have taken so long to lead up to this is I was the person who was very guilty of misusing my business time..I guess  because I have such a love for people. I just love communications in general, so when I would be on the phone with a customer or a distributor I would spend so much time on each call  that before I knew it my whole day was over, so I had to learn by practicing and trying.  
We had to get an alarm clock in my office and set it for 7 minutes, so that when I would speak to someone for 7 minutes I would let them know that I had another appointment, that I had someone else that I needed to follow up with or another customer that needed my attention. This is very, very important. 

Four-Step Program 

We have created a Four-Week Follow Up Pro-gram, and here is what happens:  Let’s suppose that you and I have talked for a period of time and we have discovered that you really need better health.  You are open to the oils and I have actually signed you up and I have placed your first order of oils and have got your credit card and everything, and we are  basically finished with the conversation.


At that point (and again, I have already built up a rapport with you on that first phone call), I ask permission to call you every week for the next four weeks, and I say, “You know, we have the Essential Oils Help-line and they are really committed to your health.  We feel an obligation to make sure that you know how to use the Young Living products because they are so special.  Would it be alright if I give you a really quick call every week for the next four weeks until I am sure that you really have a good handle on how to use our products?”

Permission Marketing

That is called Permission Marketing, and I am a real advocate of permission marketing as opposed to what I call “Fire Hosing” where you just say, “You need this..you’ve got to have this...” and just fire-hosing them.  Once I have established a relationship and a trust level, I ask permission to call, and I have never had a single person say, “Oh, no..don’t call me.  I will call you.”  Generally people say..”Really, you would do that, you would check up on me like that?”          Let’s say that I had signed them up on Monday, so I am going to call a week (seven days) later on Monday and I am going to ask..”What is the best time to call you back?”  When I find that out I put it right there in my date book so I cannot miss it because it is really an important item on my calendar. 


I  give them seven days because I want to make sure that–first of all–they have gotten the products and then that they have a chance to open them up. When I call them back I make sure that I absolutely do NOT talk any longer than five minutes unless they say to me, “We have this horrible health problem..” and they really want to talk about  their health challenge  or whatever.  Then I will talk longer.  

Purpose of First Call

Write this down as to the purpose for that first call:  My purpose is to make sure  they have opened up their bottles of oil.  If they haven’t and (let’s say they ordered an Essential 7 Kit, I say, (let’s pretend I am calling one of my dear friends) ..”Margie, you have just got to go get the oils now.  I want you to smell this Joy..it’s so fabulous!”  And I have her go and find her oils and grab them and open up the bottles and smell them.  I ask her if she has pain any place and if she has pain on her neck I have her open the PanAway and get it out right while we are on the phone.  It is so paramount that they experience the oils–that is the most important thing.


The second most important thing is I am finding out a little more about that person.  Generally I find out if they are married, if they have children, what kind of a job they have.  I just ask them in general conversation and I make good notes so that the next time I call them, I can make a comment.  Maybe they told me they were just heading out the door to go to their son’s baseball game, so the next week I will say, “How did the game turn out?”  It’s all about relationships.  


That is it..I never stay on the phone longer than five minutes.  The beauty of it is, you can always say, “I have so many new customers that I have to follow up with tonight I need to let you go, but I will call you next Monday..okay?”  And then I just confirmed that I am going to call.


The next week (week #2) I have two goals when I call back.  I try to accomplish these things: First, have they really been using the oils and have they experienced something..and second, do they understand how to use them and where to rub them and what has happened to them as a result of the use.  It is so important that they have been using the oils, so we really talk about the oils.  At the end of the conversa-tion I say to them, “By the way, Margie...I just wanted to let you know that if you have any family members or friends who are in need of greater health, I would be more than happy to send them a complimentary free informational packet.”  


That is, of course, referrals.  Referrals are one of the most important things you will ever do because if you understand how to ask for a referral, you could go for the rest of your life and never pay a dime for a lead. You are going to have leads for the rest of your life just through referrals.  God bless you, Doug Mills–because I learned that from Doug.  He is so brilliant!

Welcome Packet - Keep it Small

That is week #2.  Then I get off the phone again and tell them I will call them next week.  Between the time that I signed them up I have actually sent them what I call a “Welcome Packet” and it is very small.  Do you know why it is very small?  Because I have tried it all.  I have tried really expensive $10 packets and I have tried many different things, but I will tell you..people generally cannot read more than three to four pieces of paper at a time.  They will either put it aside and won’t read it or your will go broke and you literally will not be earning an income in your Young Living business.  So keep the packet small.  


I let them know what their member number is and I tell them to put it in a really good place so they will never lose it.  It is just a wonderful letter..let me share what I put in this welcome letter.
  (I just have to give all of my team members credit for this because we sit around and we brainstorm marketing ideas.  We do it over the phone; we do it in person.)  Once a week we have brainstorming sessions, and we came up with what we call “The 90-Day Health Challenge.” It is our way of introducing people to the Young Liv-ing supplements..because a lot of us put ads in newspapers and we sign people up with the Golden Touch 1 kit or an Essential Seven kit or an oil kit, but how do we bridge that gap, or how do we introduce these fabulous life-changing supplements?  

90-Day Challenge

We came up with this 90-day challenge.  It is a four-page newsletter which illustrates our goal.  Remember, our goal is to have the person make a commitment to their health because Gary has taught us a hundred times that it takes approximately 90 days minimum for the cells of the body to rejuvenate themselves.  If you take half the bottle of Vitagreen and say, “Well, I probably didn’t notice much of a difference..” you may not keep on taking it.  You have got to make that 90-day commitment to your health, so in my packet I put this 90-Day Health Challenge and on week #3 when I call them back, I say, “By the way, did you have a chance to read The 90-Day Health Challenge I sent you?”  And they say, “Well, I looked it over and then I got busy and I forgot..”  Then I say, “Oh, go grab it–I want to show you something in there.”  Then I tell them a personal story of what it’s like to be a busy mother like I am with three young children and home-schooling and having a full-time business and I say, “Look, I probably would never survive if I were not taking these fabulous Young Living supplements.”  


And then I just go through the challenge, which we made really simple for about $100.  The four products we included were Vitagreen, Berry Young Juice, Poly-zyme (because of the fact that most Americans do not digest protein very well), and then we added Mineral Essence.  I want you to know that the most brilliant thing you can do in the world is to take Mineral Essence and shake it up really good and put three full droppersful into one ounce of Berry Young Juice and stir it up, and  you will actually fall in love with the taste of Mineral Essence!  That’s the best health tip  you could get because I was a person who really struggled with the taste of Mineral Essence and yet I knew that my body desperately needed minerals.  


So we share all of these things with the people.  We go into the fact that  the average American never gets the nutrition they need, and with the Vitagreen you are going to bring your blood to an alkaline state.  We go into the essential oils that are in Vitagreen, the fact that barley grass is a very good, healthy alkaline food and the fact that alfalfa sprouts are so good for you, so  by the time we finish with this person he/she is looking at the Challenge  and I am speaking to them about these products. 


It is so easy to do this and, basically, I sign them up on autoship.  I put them on the autoship program and I let them know that at the end of 90 days if they feel that they have absolutely reached  their health goals they can call Young Living and take themselves off the program.  But if they are enjoying the way feel, chances are they are going to want to stay on the program.  

Call #4 - Sharing the Opportunity

So my goal for call #3 is to introduce them to the wonderful Young Living supplements.  Remember, during each of these calls I have gotten to know the person just a little bit better, so by call #4 (and you can write down this goal) I ask them to share the Young Living business opportunity.


Let me give you an example.  Let’s say I am talking to Peter, and let’s say that Peter is a plumber.  I would say to him..”You know, Peter, you shared your business with me  and I know it is really exciting.  I was just wondering, however..do you think you will  wanting to do plumbing for the next 10 years?  Do you see yourself doing that, or are you keeping your options open?”  That is a key phrase that I would ask anyone, whether she is an executive secretary or whatever. I  ask if them can see themselves doing that same job 10 years from now–or are they keeping their options open?  Then go into the Young Living business opportunity and by that time they are ready to hear it!



Again, these are not hard, fast rules..1,2,3,4 because lot of times I will end up sharing supplements on the second week because people ask me about them.  Or I might end up sharing the business opportunity on the first week.  This is just a little guideline you can go by and then be really creative.

Be Consistent

The key to all of this is consistency.  It is absolutely the key.  The fortune is in the follow-up and if you will be consistent you will see your organization grow and flourish and you will not have a high attrition rate like other network marketing companies, so this is important.


I know that some of you might be feeling over-whelmed and think, “My goodness..how do I keep up with all of this as I am signing up more and more people?”  So let’s go over that for a moment.

Keep Timely Records

Let’s take a scenario: Let’s say that you had a really fabulous week and you signed up 12 people.  Let’s suppose that you put three of them directly under you and you put three of them each under your three key business builders, so that would be putting them second level.  By doing this, you just split the work into four–you took 12 and divided it by 4.  You end up calling three people and your other key people call three  people.  Also, if you really need a good system, you have got to have it in your address book.  I never put anything on a yellow sticky pad because they automatically get lost..so don’t do that.  


There are many other things I wanted to share this evening, but would like to encourage you that if this is helpful for you, please write this phone number down and call every one of your team members right now as soon as you get off the phone and say, “Listen, you’ve told me you want to grow a business; you’ve told me you want to be successful.  Now call this phone number and listen to this call..512-703-8052.  Write it down!”  
If I were doing it I would have my tape recorder plugged into the phone when I called this number, and I would tape the call so that I could duplicate it a hundred times to my downline or to my team members and duplicate it down line.

Lance

Thank you, and I encourage all of you to call your downline right now and tell them to call that number and listen to this because it’s going to help them grow their business.  Terri, it is a joy to work with you and it is a joy to have you in Young Living and in our lives.

Dr. Savina DeVita - Go Natural

My name is Dr. Savina DeVita and I have quite an active practice in Toronto Ontario, Canada.  I have been using the oils for the last five years and they are used in all facets of my practice from the emotional-psychological to bodywork, etc. 
It has really fascinated me that the growth of my business took place by informing my clients. I started to teach my clients the importance of changing from what they are using to natural.  


“Natural,” of course, is so overused.  What does that mean?  Well, we moved into the understanding of what is “natural” to looking at labels and really identifying what is in them, so it became an educational process. That was one of my key ingredients..to educate people, not suffocate, but educate.

Young Living Family Team 


That became a lot of fun and I would like to share some of the formulas or strategies that I use in my business.  I am also continuing to develop this with  clients who also become friends and who have now become team members.  Many of them are here and I am so glad to see them. We have really become a team..I call it our Young Living Family Team.  


A couple of years ago we were preparing for the booth.  I organized it and they participated in payment for the booth.  They all got the leads, and we went from a small group of about 6 to 8 and we have now grown to about 30 people who now participate.  We had three booths in our last event.  We have all prepared for it.  I have team meetings beforehand and we basically use a very formula that I call “My Three M’s.”  

The Three “M’s”

The first one is Knowing Your Mission, and I help my team members identify..“what is your purpose, what is your heart’s burning desire, what is your passion, what is it that you love?”  Let’s identify that mission.  So they identify their own individual missions and then of course, the group mission or the team mission.


This has led to the second “M” that I call the Mind-set or Attitude, the persistence, the focus, the clarity.  Then, of course, the third one is the Master Mind which has become now a team group session  where we meet once a month.  It really has taken on its own energy and has actually come to be a synergy of our minds coming together and thinking big–the impossible becoming possible.  We are seeing many creative ideas coming out of this. So I call that “My Three M’s.”

Oil Reminders..

The other key ingredient for me is in making this very practical, so I create brochures, flyers, little notes that people can have on their refrigerators and things of this sort, so that they can also use the oils every day in every way.  That has also become a theme.  Of course, the team members love that as well. 


They are taking it and it is growing and growing and growing.  We are making it fun.  I like to use little rhymes.  I am thinking of one of the sayings that I use..”When you “Oregan-ize”, things just seem to disappear!’  So we have lots of fun with statements like that.
I also remind them, for example..”Where else can you get a substance that you can use in your toilet bowl to disinfect and also use in your pasta sauce!  Do you know the answer!”  We have a lot of fun that way and it makes it real.
How about this one: “What is engine degreaser doing on your face?” or how about “Antifreeze under your armpits?” or “What about that mercury on your lips?”  It really does get their attention!  


People listen, and that is the whole idea..to educate, not suffocate.  Once we get these little tidbits in, then we can go on further.  That has been really successful for us.

Persistence Pays Off!

Persistence is also one of the other key ingredients and I would like to touch on that because sometimes some of my team members say, “Well, I don’t want to do that..it’s not working..”  That’s okay, just do this.  If that doesn’t work, we’ll find another way.  There’s always a way.  Where there is a will there is a way, and that comes back to having that burning desire, that heart, that really being focused in the heart (not in the head).  It really is a heart issue..the mission passion.  That has worked also very successfully.
As Napoleon Hill once said, “Without persistence you will be defeated even before you start.  With persistence, you will always win.”  That has been another theme for us.  Just to end that, be your magnificent selves.


In reading and hearing James Tyman on The Psychic Children, the Emmisary, we are emmisaries of  love.  He says, and the children say..“Just begin..” and I that is quite a profound statement.  So reach for the moon, and if you miss..you’ll end amongst the stars! Thank you.

Kathy Cowey

I am Kathy Cowey from upstate New York.  I don’t have a practice..I have two children, and I don’t do public speaking well, so this is a big step for me.  My husband and I own a golf course and I built this business in the past two years speaking from my heart.  We hold meetings; I email testimonies to all my down-line, and I love my downline and I can tell you more in private what I do.  Thank you.

Gail Goodwin - Knowledge is Key


Hey, my name is Gail Goodwin and I have been involved with Young Living about seven months now. I believe that we live in an abundant universe, and it is our choice whether or not we want to live in the flow of life or not.  


The main key to success for me was knowledge.  This past spring I spent three different weeks doing the trainings–three different Level One’s–Dallas, Hawaii, and Banff.  If you ever get the chance to do a Level One with Gary (I don’t know if he is doing it anymore), but do it–no matter what the cost!  It’s one of those life-changing kinds of experiences.  Once you have that knowledge you are empowered in such a different way to go back and share it with the people who mean something to you, whether they are your friends, your downline, or whatever (which usually are the same). It gives you the confidence to do that. 

Run Young Living as a Business

I guess the biggest thing that helped me was I realized my Young Living business couldn’t be a successful business unless I chose to run it as a business.  I come from 25 years of real estate develop-ment background, and so I took that business acumen and said, “Alright, let’s put that to use in something that’s new and different.  


I named my company “In Ze Flow” as “in the flow of life.  I even took one giant leap and went out and bought a BMW-Z3, and that’s my license plate on my car..it’s “In  Ze Flow” because to me it wasn’t that I had yet earned the whole car, but I know that I am going the right direction and it’s such an affirmation each day when I walk out and get in it.  That’s me..that’s where I’m going!  So that has been a  big thing. I think one of the other things is that I have made the distinction between being a new distributor and a business builder.  When I sign somebody up I make that distinction between them–I ask a business builder to do two things: Spend a minimum of $50 per month every month, to make that commitment in writing as a sacred promise, not a legally binding thing, but a promise, that the person will spend $50 per month.

Self Duplication Pays Big!

Additionally, they will duplicate themselves and bring in one other person who does the same thing each month. 
Just to run the numbers quickly (because I am a numbers person), that means I personally have to bring in 12 people a year, but at the end of that year I have 3,302 people in my downline.  That’s huge!  Additionaly, the income is over $13,000 a month after 12 months–so the numbers are there.


I would like to close with one thought..my favorite quote by the German philosopher, Goth.  It says “Whatever you do or dream you can, begin it..  Boldness has genius, power and magic in it.  Begin it now!”  Thank you.

Jan Wagen - Know the “Why” of It


Hi!  I’m Jan Wagen from Boulder, CO. and I have been with Young Living about five years now.  The first thing I did that is very important was to figure out my “Why?”  Why did I want to do this business?  It’s like the driving force, the compelling reason.  That propelled me forward on really great days and it lifted me up on days that maybe weren’t so good.   You have to understand your Why. It’s the basis of everything  you do in this business.

Working the “How”


Then I had to figure out How I was going to share the oils. I knew they worked–I had wonderful experi-ences–but what is my comfort level now?  I started with classes.I have been a educator in the past.  I love to teach and getting together with people, so that’s what I did.  I took the outline from Young Living that they have given us in one of the first business kits I got and used that. They had great mentors I also worked with.  I encouraged people I met with who do oils to tell me if they had friends or family who would also like to learn about the oils.  That was a way to build by asking for referrals.



Then I decided I had to expand some classes because I was only one person and I needed to generate more activity, so we looked at things like expos and booths like Mary talked about–getting in front of a lot of people. Then we expanded to things like radio shows.  Maybe you know a talk show host who is interested in health or has a show on health.  Encourage them to learn about oils and be willing to be a resource for them or talk about the oils on their show..and that is a great way to get totally new blood into your organization. 

Newsletters Have Great Value 


Another we did that has been very valuable was finding someone who has a newsletter–it could be any type of newsletter.  You look at newsletters that come out from any organization or any group of people and they almost always have the health tip of the month or the health column of the week.  Introduce that person–the publisher, the owner or the newsletter–to oils so when they have a personal experience and they like them, say “Would you like to share this with your readers?” Offer to write them a column and have it be in their newsletter..it’s a great way to get wonderful new people and teach them how to build their business.          Let them be the resource that people go to who are reading their newsletter.  Remember, all these people you are sharing with have a circle of influence, their circle of friends.  You always want to ask people, “Who do you know who is looking for greater health?” and it will open up wonderful things for you.

Be a Communicator

The third thing I want to talk about is communica-tion.  It is the key to everything in this business because people don’t care how much you know unless they know how much you care, and caring is what you express for people when you communicate, when you talk with them.  But how are you going to do that when you get big?  It’s hard.  


Get yourself a working database.  I use the Young Living Family Database that Vicki Opher and Russ developed.  It’s fabulous–I can track my people; I can track what’s happening in the organization and when I see someone who has just signed up two or three people last month I call them and I say, “Congratulations!   I see you have signed up some people..how can I help?“   I also use that to do mailings (email if they have an email address) or to do postal mailings.  I send them a monthly newsletter..and I encourage everyone to do that.  It really made a big change in our business. I encourage my leaders to do that and if my leaders say, “I don’t have time to do a newsletter..” I will give them my newsletter and I will customize it with their name and number on it and give it to them in the original and they can send it out to their people.”


There are a lot of ways to communicate with people and I think that is the key.  It has allowed us to grow our organization the way we have. I would like to close by saying, “That quitters never win, and winners never quit!”  So you all want to be winners!

Amy Batchelor - A Spiritual Aspect


Hi!  I’m Amy Batchelor and the name of my group is “Scent from Heaven.” and with this crowd I don’t need to spell it for you!  I have been in Young Living for about five years and I would say that for four of those years I was a dabbling distributor and a serious, serious oil user.  Then about a year ago it suddenly dawned on me that there is a business end to this and that I can do this business and I can be a business woman.


I have a holistic health practice that incorporates about five different modalities and the Aromatherapy (Young Living) products are part of that, and so a year ago I took a course in Spiritual Economics and I thought, “What about bringing spiritual practices into business?” So that is when I renamed my group “Scent from Heaven” and I got really focused on the business part and looked for my team of business leaders.  They were just right there and we developed principles that we operate.  I would like to share them with you along with a couple of examples.

Partnership with the Divine

Number one, we are first and foremost, in partnership with the divine.  However that looks for you, it is not about specific religion–it’s just about realizing that there is something way bigger than all of us, and when we call that into our business and our life in a bigger way, amazing magical things can happen.  


We have Jews and Christians and Wickens and Buddhists and  all sorts of different religions in our group, so that first principle  is..”Whatever  you consider to be the Divine–what’s bigger than you–call that in and really make it a business partnership.”

The second principle is that we are in partnership with each other in total support and cooperation, so I just emphasize what everybody has been saying about team work.  I think it’s all about cooperation and team work.  It’s really important.


The third principle is that we ask for, listen to, and act on our inner guidance..so when you are partnering with the Divine there is guidance available all the time, from all sorts of different sources. I have to give one little example of this: 


One night I was sending out an email.  My upline, Barbara Rosen, had sent an email about..Why Young Living, why network marketing?  So I automatically sent it to my group and then I got this little nudging thought..”send this email to a man named Schams.”  I was sitting there late at night and I thought..”Why Schams?  He doesn’t care about this..” but the thought wouldn’t go away, so I sent the email to Schams thinking..”I don’t know why I am doing this, but I will send it.”  Schams sent the email to Gail (and we are on stage here together because I listened to my inner guidance and Gail read her email)!  I hadn’t talked to Gayle in four years..and she called me up and said, “I have to know about this..” So here we are.  That is just an example of listening to your inner guidance.

Dynamics of Attraction and Integrity

The next principle is we utilize the dynamic laws of attraction.  That is about “who is drawn to you?”   You open a bottle of Lavender and who is drawn to you saying, “What are you using?  I need to know about this.”  So part of it is.. “Where are you guided to go?  what are you guided to do?  Listen to your inner guidance.  The other piece is “Who is drawn to you?” Just be open to it because it could happen anywhere..standing in line at a store, on a airplane, or anywhere. Someone could come up to you and say, “What are you doing?  I need to know about this..”


Our next principle is that we operate with impeccable integrity, and our final principle  is our intention that this be done with grace and ease and fun.  So I offer these principles to all of you to use and have fun with and incorporate into your own practices.  Thank you.

Jeffrey Lewis - Communicate!


Hi!  My name is Jeffrey Lewis and I am from Montclair, NJ.  We have a lot of fun building our business. Gayle and I have created quite a team...and I would like to honor all of our team members who came.  We have well over 100 team members here–thank you!  


The reason we do Young Living as a business–I have been in network marketing for 20 years, and I love network marketing–is I love being on the phone.  So I am the guy who’s on the phone 5, 6, 7, 8 hours a day because I love communicating with people and I feel that is one of the keys to the business.


It’s about building relationships, and the best way to build a relationship for me is by the phone.  That is where I am the most comfortable.  I’m not the most comfortable on the email–I am comfortable on the phone.  I would rather talk to you on the phone and find out where you are, where you want to go, and how can I take you there through using Young Living as a company.  That’s what I try to do with people.  We try to build greater and greater relationships.  I think that is the real key to network marketing.   

Help Others be Successful

That is what a lot of people here have expressed.. it’s about how much you care.  So I get on the phone and find out how much people care and then we find a way to support them in being successful, whether it’s doing emails or whatever.  


Gayle does the emails and the newsletters; I do the phone work.  We get different information out to people.  If I can made them an EDR, we have support tools.  I also spend hundreds and thousands of dollars a month to make sure I have a lot of general network marketing information to teach people about the business because I think people don’t understand network marketing.  


A lot of you out there don’t really understand network marketing–this is a business of people helping people. If you truly understand what you have in your hands here, it is awesome.  You have the ability to change somebody’s life and that’s the fun part about it for me..to watch people.  It’s about the personal growth.  As good as Young Living are, it’s more about the personal growth.  When people grow personally, their incomes grow.  That is what it’s about–helping people think outside the box.  If I can get you outside the box of thinking you can only can earn $5,000, or your job only pays you $20,000..it’s getting people to expand. One of the key things we do is focus in every meeting (we do monthly meetings) to get everyone to thinking about coming to convention.  That was the big thing that changed our life–coming to a Young Living Convention because we got to meet Gary; we got to meet Mary; we got to go to the farm.  We focus on that every single meeting..come to the Convention because even if you don’t do it as a business you will be a life-long product user because of all the information.  


We teach our people to go to every meeting they can.  If you are within four hours of it you should attend.  You should go to every meeting even if you know what the person is going to say.
Each meeting you go to you learn something. I have found that out from my 20 years in the business.  The best people are always in the front of the room.  They sit in the front row; they take the best notes, and they go to every single thing.  Those are the most successful people.


So people need to try and learn that and they need to have fun doing it.  We laugh a lot at meetings; we give away a lot of stuff, and we have the most fun.  It’s the best thing we do.  I am the oil man; I put oil on everyone who comes within three feet of us–we put oils on them!  It’s a simple way to do the business.  If they come within 3 feet of you, you say, “Oh, can I put oils on you?”.. and I put oils on them.  If they don’t like it we say, “Oh, I’m sorry.”  But most people like it and they feel better.  So put oils on everyone you can; have a lot of fun–and we’ll see you at the top.  Thanks!

Moderator

We thank our distributors for their suggestions and ideas on ways to help you build your business.  Thank you for being with us on Training Tape #43.

Joan H. Smith

558 Montcliffe Drive

Idaho Falls, ID 83401

(208) 522-4717

Fax: 208-552-2390

E-mail: 

 HYPERLINK mailto:cjackandjoan@msn.com
cjackandjoan@msn.com    
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Williams, Terri
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