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       THE MAGIC OF YOUNG LIVING 
Richard Young

We welcome you to Training Tape #47 from the 2002 Young Living Annual Convention, an entertaining and informative performance by Richard  Young, the magician entitled “The Magic of Young Living.”  And now, here is Rod Johnson, CEO of Young Living, to introduce Richard Young.

Rod Johnson - Introducing Richard Young 


I am excited to  introduce our next guest speaker, Richard Young, a magician.  He is a unique blend of business trainer, motivational speaker, and magical entertainer all rolled up into one.


With both parents being Dale Carnigie graduates, it is no surprise that Richard began training business people in speaking and human relations.  With two university degrees and working on a PHD, Richard’s clients have included Coca Cola, Ford, and McDonald’s among others.  When I first heard that client list I wasn’t very impressed, because I know what the Youngs think about Coca Cola and McDonald’s! And Gary thinks Ford stands for “Fix or Repair Daily” or “Found on the Road Dead.”  But then I thought, “If he could motivate those companies, this guy can motivate anybody!” Let’s give a warm welcome to Richard Young!

Richard Young - Forward Ho!


Good morning!  I appreciate that introduction.  Today I am going to give you seven key points to help you on your magical journey to success and as you are creating something to believe in.  


Number One, because of Young Living farms (I understand you will be going there on Saturday and you’ll be on the wagon and stuff like that), one of the first things I always say when I begin a journey is “Forward ho!”  Would you write that down..Number One, Forward Ho!

I wanted to show you something here.  I have a handkerchief and I am going to show you something with this.  I am going to try and make this handkerchief smaller–in fact so small that you can’t even see it.  Soon it will be totally gone.  Watch..just like that, it is totally gone!  Isn’t that great!  And right over here the handkerchief has reappeared!  Thank you very much.


I do that rather quickly, and I should tell you something here.  Some of the people over here can see a little better and know that this egg is not quite real.  Actually, it’s a plastic egg–it’s an egg laid by a decoy!  The way you do this is to have this down in your pocket and you have this handkerchief down there and all you do is reach down and pick up the handkerchief the same time as you pick up the egg.  (Don’t say anything about the egg yet, or it will wreck the surprise.)  As you are taking that and poking down the side of your hand, talk about making it smaller or something like that..then, once you have it all in there (remember don’t mention the egg or that will wreck the surprise). Then say a magic word like “Young Living Essential Oils” and then show the egg. Reach down inside your pocket and then show the other handkerchief.  So there’s a magic trick..then you go home!  I should mention a couple of things..when you do this trick, make sure you use a red handkerchief.  Don’t use red and blue..that doesn’t work so good.  The other thing is, when you do this and you show the egg, make sure you show it like this. One time I did it like this–and that was kind of embarrassing.  

Challenge:  Be Yourself
      The reason why I wanted to show you that one right off at the start is today you just saw some wonderful distributors who are doing a great job at building their business, but sometimes we are tempted to become like someone else. In fact, we try and mold ourselves into becoming someone else. I would like to challenge everyone here just to be yourself.  Acquire their skills and their attitudes and their knowledge,  that would be great, but remember to be yourself.  Have your own personality.  Keep changing.  That’s good because it’s hard to change, but it’s essential. Sometimes they say that the only person who truly enjoys change is a wet baby!  But, it’s good to change.  Positive Reinforcement 
     When you are building your business and you are trying to go forward there are little things you can do that don’t take much work.  For instance..self affirmations. Say, “I can build my business; I can talk to someone new today; I can make more phone calls–little things like that.   It’s easy to start.  Let’s say you are trying to be more positive about yourself and say, “I can build my business.”  


What happens is you have just a little thing

 that starts off, but after a little while your self-confidence will grow.  Then, as your self confidence grows you will find that your life starts changing.  People start enjoying being around you–you are a better parent, you are a better spouse, you are a better sponsor.  Then your habits will start to grow even stronger. You will find you are giving yourself more positive feedback and it will be harder and harder to stop doing that.  Then you will find that people love being around you because when they are around you they are lifted up and they feel more positive, and then, as it keeps going along it will keep getting bigger and bigger...and you will live happily after!


There is a danger, however, and that is this:  As you start putting those positive things in your forward motion, you could easily break those habits right at the start, so you need to keep up on it.  It also works conversely.  If you are doing the wrong things like saying, “Oh man, I just am not good at this.  I can’t talk to people, I’m not a public speaker. I can’t talk to people I don’t know, I can’t phone someone I don’t know..” and you keep going like that, what happens to yourself? Your confidence starts taking a beating and all of a sudden you find that “stinking thinking” doesn’t work so good, and all of a sudden you develop big problems down the road that are hard to break.


So one of my challenges in going forward would be to develop those good habits, and even though they are easy to break right at the start, keep working and they will turn into something wonderful!

A Great Houdini Trick

I am going to ask for some volunteers out of the audience and for this next one I would like to have two men from Texas (if there are some).  Sir, you down there in the black shirt, would you come up here?  


A long time ago there was a man named Houdini and he would get tied up in chains and stuff like that and he would get out of those things, and today I want to try something like that.  What is your name, sir?  We’ve got Eldon up here..thanks for coming up here.  And we have Jim here also.  What I want to do, Eldon and Jim is to show you something that Houdini did along time ago.  They would throw him in jail and he would get out; they would put him in a box and throw it in the river and he would get out; they put him in handcuffs, he would get out.  Another thing that he was able to get out of was a straight jacket.

Escape from Straight Jacket

Let me show you how this works.  This is a straight jacket and on the back you will notice a bunch of buckles.  I am going to have one of you start at the top and then start at the bottom and just start pulling those together and do them up really tight.  Houdini was able to get out of the straight jacket and people were amazed because no one ever had been able to get out of one before.  I know what a straight jacket is used for..right?  They put it on somebody who is a little bit crazy.  That’s how I was able to get one!  


The other reason why he was able to get out was he was very strong, so when I was getting ready for today’s convention I have been working out in the gym..could you tell?  Every day I bench press around 245 or 250, but by 3 I am pretty tired–be careful with that one!


I am going to try and get out of this straight jacket in less than one minute (Houdini got out in 2 minutes).  Be sure and buckle this up as tight as you can. If I can’t get out in less than 60 seconds I will give you guys $20, does that sound fair?  If I do get out in less than 60 seconds, they owe me $20..right!


Do you have a watch on?  I am going to have you tell me when it is 10 seconds.  Just yell out and say, “Ten seconds, 20 seconds, 30 seconds, 40 seconds, and when it gets to 50 I want you to change your counting a little bit.  I want you to go 50, 51, 52, 53..and before it gets to 60 I am going to try and be out.


Go!  Ten seconds, 20 seconds, 30 seconds, 40 seconds, 50 seconds, 51,52, 53, 54, 55, 56, 57, 58, 59. He got out! (I spent a lot of time designing that straight jacket)..and the reason I did was I wanted to try something a little bit different..but do you know what?         Even though it works great and I get out in less than 60 seconds..people aren’t that impressed.  I don’t know why!  


I wonder sometimes as distributors, we (rather than doing what our upline has taught us to do and using those tried and true principles that work) some-times try and come up with something brand new.  And then we wonder why people aren’t very impressed. Well, I know that got me out quickly, and I am not saying that change isn’t good.  Remember, I said change is hard, but it is good.

Finding a Better Way?

There was a trapper who worked up north and he decided that the winters were too tough and he was going to go south for the winters, so he found a young trapper who wanted to learn the business and he taught him how to set the traps, how to bait them, where to put them..and then he went south to enjoy the winter.  He came back in the spring and he looked to see how many pelts there were..and there weren’t that many, and he said to the young trapper, “Did you do all the things I said?”  And he said, “No, I found a better way.” 


 Sometimes as we are trying to move forward, we need to stick with some of the tried and true..then watch for improvements.  I am glad that we don’t travel in covered wagons today and that our cars don’t have wagon wheels on them, but I am glad, too, that they don’t try and come up with radial triangles or radial squares.


One more thing..I didn’t steal this, I just borrowed it from the hotel, but one thing I want to challenge all the distributors to do..especially those who are brand new is when you go to the business meetings and stuff like that, there are lots of things you can pick up.  It is kind of like you’ll go..and this is you and as you go to those meetings and listen carefully, you will take away stuff that will build your business, and as you go back to the manuals and keep reading and researching, etc. you will find lots of things that will help you in your business.


Number Two.  Would you write this down.  I need five Ambassadors–would you mind coming up here?  Let’s get their names..Diane, Kathy, Jan, Anna Maya, Richard.  If you wouldn’t mind being good sports, I am going to give a piece of paper to you and on the paper there is something I want you to do.  


Don’t show your neighbor, don’t show the audience.  I just want you to look at the thing.  Look what it says to do and then I am going to have you demonstrate that in just a minute..okay? 


I am going to have them demonstrate what is written on their sheet and then I am going to have everyone in the audience call out what you think they are doing and then we will see how they are doing.  After they are finished we will give them each a nice round of applause. Are you all set?  (One participant begins singing “It’s a Small World.”)  Thank you, that was great! Is it dancing?  That was great! 


(Second participant begins to whistle)..is it jumping?  Give her a round of applause.  (Richard did nothing).  Is it doing nothing?  Yes.  Let’s give him a round of applause.  That is the most applause I have ever seen someone get from doing nothing! I surely appreciate them helping me out.

Harvesting What We Sow

When I moved to the house I am in right now I had a problem.  Our garden was as hard as a rock and I knew I wasn’t going to get any applause for doing nothing, so I went out and asked some farmers in the area..”What would you do to help make this garden grow better?”  They said, “You could do this and this and this..”  One of the suggestions was to put straw on it, so I went and got straw and I put it all over the garden.  I got the roto-tiller out and went through it..and that garden was soft! And I thought, “This is going to be great..” and I planted all these rows of corn and peas and carrots and beets and lettuce.  I even put in some potatoes.


Then my neighbor next door noticed a few days later that things were growing and he said, “Hey, it looks like it is coming up..” and I said, “Yup!” He said, “What are you growing?” and I said, “Oh peas, carrots..the usual things.”  He said, “It looks like you are growing barley.”  So I went back there and instead of these nice clean green rows, it was like the whole garden was shooting up green everywhere. He said, “What kind of straw did you put in there?”  I didn’t realize there were different kinds of straw! 



Will you put this down?  You Harvest What You Sow.  We will call it the Law of the Harvest.


Richard, you got a lot of applause for doing nothing, but you won’t get applause for doing that when you are trying to build your business!  Some think that multilevel marketing is easy money, and they are planning on being in it for a few months and then moving to Hawaii and just have the checks sent there.  Those people oftentimes do nothing , then they find they earn nothing, and then they quit in disappointment.  Well, there is one way to build a business–and that is to work. I guess maybe that’s why they call it network marketing rather than netplay marketing.

Not a Get Rich Quick Scheme..

When you talk to people I would be careful when you are presenting it.  It is not a get rich scheme. It’s not fast money, but it is a way to actually harvest what you sow.  If you work, you can reap the harvest. I like what some of the earlier distributors said because they said you could work it like a business, because  it is a business.  Some men, when they are given chores around the house do three things: 


1.
 First off, they spend a bunch of time thinking about how they are going to get out of it, 


2. 
Then they contemplate when they are going to get out of it, and 


3.
They just contemplate.  


Sometimes we do that with the business. I appre-ciate what was said earlier about setting aside so many nights a week and so on.  And then ask yourself, “Do I quit too early in the day?”  

Procrastination Never Pays Off

There are some things that we need to cut out of our lives.  Some call them stinking thinking..or the myths of the business. For instance, there are some people who think that you can’t sell or present the business after 8:00.  They think that is one of the rules.  That is a myth.  Right? Another thing some people do is say, “Well, there’s not going to be anyone who is going to sign up in the business in the summer because that is a busy time of year. There are others who say, “Well, I can’t do any presentations in December because everyone is so busy with shopping, parties, meals, and entertaining and stuff like that, so we cut that out. Then there are some who say, “Well, the holidays..that’s not a good time to be selling product and representing the business.  Goodness, we have Valentine’s Day, St. Patrick’s Day, Columbus Day!         Then there will be those who say, “Well, you can’t sell on a rainy day..who’s going to talk to you during bad weather! If it’s snowing..that is even worse!  Friday, that’s a bad day.  There are 52 Fridays of the year and no one’s going to talk to you on that day.”


So you see, they have that much time to share the business.  Remember..you harvest what you sew. If there is more time to sell the business, then sure.

  
I am going to show you a great way to save yourself a lot of time.  You have to get a big toothbrush (this will save you a lot of time).  On Sundays you are going to get out your toothpaste and you are going to put it on your toothbrush. The only problem is, you need to put a little bit more on than ususal–I will tell you why.  You are going to brush your teeth for 15 minutes.  You want to get those teeth so clean that you don’t have to brush your teeth the rest of the week. That will save you a lot of time!
You know and I know that if we don’t brush our teeth everyday we are going to have problems.  If we are not spending time each day building our business, we might have problems.  So build your business daily because you harvest what you sow and it will make a difference.

The Harvest Can be Thrilling

Speaking of gardens, you are out there putting seeds down. You put water on it, you put fertilizer on it and do all that hoeing.  That gets very boring, but the harvest is thrilling.  There are some things about the business..writing Thank You notes, making prospecting calls, leading meetings, encouraging others.  Some people almost feel like that is boring, but the harvest is worth it!   One more thing..those meetings that you take your distributors to, there is a good reason for it, so if they take that time to go to those meetings, they will find get things there that will make a difference and help them as they are building their business.  So take them to those meetings and tell them not to miss out on them.  It is a great opportunity.

Lower the Life Boat!

Number Three.  I want you to imagine that you are on an ocean liner and there is a storm, and all of a sudden you see someone in the water and you are worried about them.


You are standing right there by a life boat and you wonder if you should lower the life boat.  You start wondering..”What would they think of the life boat?  Would they think it’s a very big life boat, are they used to bigger life boats?  Or maybe they have never been in a life boat before and they won’t know what to do with it.  And of course he looks kind of busy..I don’t know if he would be interested in getting into a life boat.  If  I asked him to get in the life boat maybe I would be imposing on him and maybe he is already busy.   


You wouldn’t do that!  Say, “Here is the life boat..jump in!  This is great!”  It is the same way with  Number Three–let others know!

What is Young Living?  Let Others Know! 


Several weeks ago Gordon Martin called me and he said, “I would like you to come down to Salt Lake and speak to a wonderful group.”  And I said, “That would be great! What is the organization?” and he said, “Young Living Essential Oils.” I am from Canada, but I had never heard of Young Living Essential Oils.  So that is why my Number Three..make sure you let other people know. 


I have looked at a bunch of things. I have read several books, I have listened to tapes, I have watched videos about the company, I have been on the Internet and done research.  I have talked to people, I have talked to distributors and I have been amazed at what I have learned about Young Living Essential Oils.  This company has integrity; it has innovation, and it has long-term stability.

Some people say, “Well, I like to get in on the ground floor.  Did you know that 85% of new companies fail in the first three to five years?  This company is not a newcomer.  It has a proven track record and it is going to go far.  They have a competent, experienced staff.  I have dealt with some of them and I have been totally impressed.  


They have reliable service.  It is one of the fastest growing network marketing companies in the industry.  It is poised for significant growth internationally and there are tons of people who still need to be introduced to the products and to the business..so let others know. We are looking for people to join Young Living Essential Oils.  Why?  Because they are looking for what we have..and we just need to let them know.


I had never even heard of essential oils.  I am embarrassed.  I talked to a local chiropractor and I said, “Have you ever heard of Young Living Essential Oils?” and he said, “Yes.  Their product is a little more expensive, but it’s great quality..” and I thought, “Well, that is good that he knows about it.”

Learn by Using..

When I tried the essential oils, I tried the Essential Seven.  I tried each one of those oil.  I had a sore neck one day..it just wouldn’t move where I wanted it to, so I put some Peppermint on and that night it was just kind of warm and tingly and then the next morning it was some better and I put some more on it the next day and I kept going until it is doing great now. 


I have been totally impressed with the efficacy and the quality and the value.  That is one of the great ways to overcome the objection to high price.  If anyone says, “Boy, that’s expensive!” the best way to talk about it is to say, “Hey, we are talking quality and value here.”


My Mom, when she sewed years ago, had a saying that I have never forgotten.  She said, “The bitterness of poor quality lingers long after the sweetness of low price is forgotten.”  That is true.

Start a “Miracle” Book

You have heard of miracles that are happening with the essential oils, and I would like to invite some of you (if you don’t have it) to start a “miracle book” and in that book I want you to write down some miracles that you hear about.  


How are you going to get those miracles?  First off, use all the products yourself. Make sure you have tried them out and then you will see miracles in your own life.  Then collect stories from customers.  (Write them down or you will forget them.)  Put them in that miracle book.  Get stories from others.  There are other distributors who are hearing wonderful stories. 


 Listen to the tapes and go to the meetings.  You will hear some wonderful things.  You will get ideas that will help you as you are building your miracle book, so it is a great thing to do. 
Besides having a miracle book remember, too, that  people pay more for product knowledge. 

Gain Product Knowledge



I went to buy some carpet a little while ago and I went into the store and looked at the carpet and I said, “What is the difference between this carpet and that carpet?” This is what the lady said..”This one costs more.” I said, “Is there any other difference?”  “Oh, yeah..you can buy different colors.”  I said, “Well, that’s good.  Thank you very much.” 


I paid more for my carpet because I talked to a guy who knew what he was talking about.  He told me the difference between nylon and polyester and he told me which one was going to crush, which one had better stain resistance, which one is like a radish (has the color on the outside) and which one is like a carrot (and has color all the way through). I didn’t know those things and I was grateful that someone could tell me about the product.  By the way, I have a gallon of Peace and Calming  because  I was worried about 1500 people–

wow!  It is working great!

Customer Feedback, a Great Idea!

Here is an idea you might want to try.  When you sign up a brand new distributor and you don’t know very much about the business yet, invite them to talk to 20 to 25 customers.  I don’t know where you get the list (maybe you make one up from your distributors or from your downline), but then have them make a statement and ask questions.  


The statement could be..”I have just started as a distributor for Young Living Essential Oils. The question is, “How do like the results you get from Young Living Essential Oil products?”  They will hear comments from customers and then they will turn around with enthusiasm and go out and have things to share.  They will make a difference.


I have been trying to study as much as I can about the product.  What’s this one?  Wintergreen.  “How do you like Wintergreen?”  I love it!  “Really!  What’s this one?  My wife really likes that one. I tried it for a foot massage and it was great.  What is this one?  I haven’t tried Orange.  Does it smell pretty good, too?  Lavender is probably the most common one you teach people about..right?”


Not only can you teach people about oils, but the other thing you can teach them about (as you let others know) is there are not just single oils.  You can take the oils and blend them..there are some wonderful blends that you need to let people know about.  I went through and was looking at some of them and I was totally impressed, whether it’s Lavender or whether it’s some blends, there are some great products you need to let others know about.

Other Ways to Share..

There are some other ways to let people know.  There are key chains like this.  If you pulled out a key chain and all of a sudden put on a drop of oil somewhere and someone says, “What are you doing? what have you got there?”  It’s a great way to initiate talk about it.  You have cassettes, you have gifts.  If you are talking to an athlete, you have the bars right there; if you are talking to a secretary, out on the product counter they have note pads, or whether it is a secretary or someone else.  They even have yo-yos.  If you are giving a gift to a child, they have those, plus they have all the Kids’ Scents products.  Let others know about the great products they have.


When you want to let others know about the business, there are a couple of things I want you to do.  I am going to show you a card that has a number on it and I will hold it up and I want you to call out the number, then when I pull another one out and I want you to add the two numbers together. (The group responded with these numbers).  There were four 1000 numbers, then 40 + 30, that’s 70, plus 90 + 10..that’s 100, (and the group came up with wrong numbers).  

Don’t Jump to Conclusions

The reason I wanted to show you that is because sometimes when we let others know about the business, we jump to conclusions, and one of the most important steps when you are sharing the business or selling the products is to find out what they need.  


Selling is about solving problems, and if you know the problems they are worried about you can help them.  You can’t help someone else’s dreams come true unless you know something about their dreams, so don’t jump to conclusions  and  say they wouldn’t be interested..

because they might be.  


That is what Mary was saying about some people whom she thought..”no way..” and they turned around to be wonderful people in her down-line.  Talk to everyone.  


I know one guy who made a fortune talking to people while he was in line at the grocery store..and made a difference.  Sometimes when you are sharing the business you can help people see that they can do things they never even dreamed of, so it makes a difference.  Now, the hard part is to let them really see that they can do things that are unheard of.  You’ve helped them see that they can have greater self confidence, longevity, health, and added income.

Applaud Others for Good Work





I need someone who has some downline for this next one.  I want to have a girl come up for this one, and let’s have one person from your downline come up here..Sherrie.  And this is Chris.  Chris, what level are you at right now?  “Star Executive.”  How long have you been in the business now? “Two years.”  I am going to try something.  I am going to have you pick a card for Sherrie.  I am going to have you select a card.  I don’t want you to look at the card.  I want to show the audience the card, but not you.


Do you know what, as you have gone up in the company, you probably have really enjoyed the income, haven’t you?  And you probably have gone out and bought new clothes and stuff, haven’t you?  As you keep going up, you might even want to buy a coat like this.  I am just going to put this on you–that looks wonderful!  Another thing is you might want to have a new hat and sun glasses..just slip these on, please. You are looking great!  Doesn’t she look great.  Chris is just oozing success!  


Chris is going to concentrate, and Sherrie, I want you to have a clear picture in your mind of the card..just think of it in your mind, and then Chris is going to try and get an idea about what it is.  Chris, think of the color first.  Do you have an idea about the color?  “Is it black?”  There are a couple of blacks..it could be a spade or a club. “I think it’s a club.”  You are doing great..I am really impressed!  This is being done without any Dream Catcher or Peppermint!  


That is supposed to help with concentration and things like that.  Just concentrate..is it a letter or a number?  “It’s a number.”  You have it nailed down now, but this is harder.  “I think it is a six.”  It is!  Let’s give Chris a big round of applause.


Sherrie, do you think that Chris actually read your mind?  “No..” You don’t believe that she can read your mind after working with you this long? “No.”  I’m glad you said that because, do you know what?  You need to let others know (and as a new distributor if you have questions or concerns, they can’t read your mind).  


The other thing is, as you let others know, I want you to let them  know when Sherrie is going a great job. Whatever kind of success she is having, let others know.  Will you do that?  “Oh, yes.  I will do that.”  Let’s give them a round of applause.

Others Can’t Read Your Mind!

I have a new invention I want to share with you here.  Would this gentleman mind coming up to the stage right here?  Do you know how to read minds?  “No.”  This is my new invention to actually help people read minds.  It’s electric and is actually called a “Super Duper Thought Oscillator” and it is electronic, as I said, and it is awesome.  The Super Duper Thought Oscillator can actually help anyone read minds.  We also have some thought antennas and they work great. You are going to need this..they are very sensitive and you have to have them just so, otherwise, they can’t capture the thoughts. 


Have you ever worked one of these before?  “Yes..”  Would you do me a favor and hang on to that, okay?  Turn your face right over here.  Now, I have a card here and on it I have a word.  I am going to have you raise it up to your head and then you kind of scan it back and forth and it captures the thought waves that I will be sending out and that will help you to know what is written on the card.


Do you know what is written on this card? ( It’s his first time and it has extra speed for the first time, so would you mind loosening up just a little bit?)  Do you know what is written on this card now? “No, I haven’t gotten it.”  It worked!  Let’s give him a round of applause.  You were a great sport.  Thank you very much!

Go for the Know!

Point Number Four is Go for the Know.  I have a friend named Richard who was salesman in a clothing store, and as he was working there he wasn’t sure he was going to be there very long because the sales weren’t that stellar.  The district manager, Harold, was coming by and he thought, “I have really got to pull my socks here.” so he worked as hard as he could that day.  A Learning Experience
      The store opened up and all of a sudden a guy came in  and said, “I need a new wardrobe.”  So Richard went around and helped this guy and as soon as he had a whole bunch of stuff he brought it to the counter and rang it up.  Here’s what happened..after the sale Harold came over and said, “Nice sell, kid.”  Richard’s chest puffed out with pride.. “$1,000!” he proclaimed.  Harold just stood there, not appearing overly impressed.  Then Harold said, “I am just curious. What did the customer say ‘no’ to?”  


“What do you mean?”  Richard shot back, ”That guy just bought a suit, a sports coat, three shirts, six ties, shoes, socks, a belt, and underwear.”  Harold waited a few minutes and then he said, “You have established what the customer said ‘yes’ to, now I want to know what he said ‘no’ to.”  Sheepishly Richard replied, “Nothing.” “So,” Harold asked..”How did you know he was done?”  Richard realized this customer hadn’t ended this sale.  He had.  


The only reason he could think of that he had ended the sale was the customer had reached his mental spending limit.  He had never spent more than $1,000 on anything, so when he hit that limit, he was done. Harold said, “The salesperson never decides when the sale is over.  The customer does.  The salesperson should never beat the customer to the register.”  Then he looked Richard straight in the eye and said, “Your fear of hearing the word ‘no’ is the only thing standing between you and greatness.”  Richard went home that night knowing there were only two letters in between him and greatness and those letters were N-O.


You have heard of things like this before, Colonel Harlan Saunders had 1,000 no’s before he finally got a yes.  Some of the best distributors sharing the business, hear, “No thanks, buddy.” 80% of the time.  Christopher Columbus was unsuccessful in discovering the East Indies, but we set aside one day a year to honor that failure.  I want to challenge you to reward failure–no, not to become failures, but to increase the rate of failure, and by so doing you will increase your own rate of success.

Reject the Rejection

I have a file over here I want to show you. I have kept it for years, and it is a bunch of letters.  I really like these letters because they are all rejection letters. Why have I kept those?  I will tell you. When I was in graduate school after the first semester there were a lot of companies that were trying to get some employees signed up and I watched some people go through the interview process and the screening process, and as soon as they got a rejection letter it was like all the wind went out of their sails and they just went down. Then I heard some amazing remarks come out of these people. Some of them said, “Well, this summer I am just going to go back to work with my Dad..” or “I am going to go back and work at the local restaurant..” or “I am going to go back to landscaping..”  


Now, those are all honorable things, but here they were, trying to get into big companies.  I heard some other people say, “Well, right now I have got to focus on my marks.  I am going to start looking for jobs in April when I don’t have to worry about my school work.”  
I thought..”Well, all the good jobs are going to be gone.” and I realized I had to be careful.  


As I went out and applied for jobs I knew I was going to get rejection letters.  There are some companies who don’t need anyone; there are some companies that only need one or two people;  there are some companies whose needs are very specific.  So as I went out, I thought..”I am going to need some rejection letters..I am going to NEED them, and if I can get 25 I can probably get a job because I know companies are going to send out rejection letters..right?  So the very first letter that came, I got that letter and I read it and it said..”Thank you for your application.  Unfortunately, we do not have any openings at this time..” and I was so excited because I was only 24 away from getting that job! I got all the way up to 22, and then..they gave me a job! 


I have gone around and talked to a lot of youth. Sometimes I talk to highschool students and junior highschool students about dances.  You know how that works..the girls stand over here and the guys stand over there, just looking at each other.   Some people go out and dance, but there are some guys who just stand there and they are so nervous and afraid of being rejected that they don’t go to the dance (for one) and if they do go to the dance, they show up late and they stand with their group of guys so they don’t have to worry about it.  Then sometimes they get up their nerve and go across and they get shot down, and then that shoots the night for them. 


So I tell them..”If any of you young people go out and you get 25 rejections I will buy you dinner..”  They say, “For real?” and I say, “For real.  You name the restaurant and I will take you out for dinner.  All you have to do is get 25 girls to say no..that’s it.  There are two requirements, however.  You can’t pay them to say no and you can’t ask the same girl twice.”  And they say, “You’re on!”


It’s been interesting..I have never had to pay to take someone out to dinner!  Those poor guys would go out there and ask a girl and the girl says no, and they say, “No problem..” and they go ask another girl.  One guy was so upset because he got to 23.  I said, “What happened?” and he said, “Man, there were no more songs. They wouldn’t go longer and I had asked every girl..”  “Sorry about that!” But the cool thing was they were going out there; they were getting experience; they were getting skills, they were getting confidence.                We need to teach our distributors and ourselves to go for the “no.”  We will gain experience, skills, and knowledge, and it will make a difference.

Be Selective with Your Goals

Sometimes we stretch ourselves but we reach the point where we can’t go any further. Sometimes we say “no” to ourselves, so I want you to push as you set your goals.  Stretch yourself, but don’t go faster than you can go.  Be careful in the goals you set. 


I remember when I signed up with my first multi-level marketing experience.  I had a goal that I was going to sign up so many new distributors this month and so many next month.  The only problem is, it’s like a guy saying, “I am going to get married by September.”  He has to worry about someone who is going to say “yes” to him and “yes” to the time and “yes” to the place, and all that stuff.  


So sometimes we have to be careful about the goals we set, that they are not contingent on other people.  We can say how hours we are going to work in the month, how many people we are going to talk to, how many booths we are going to set up and show, and stuff like that, but as you set up those goals, remember to go for the “no.”  

Don’t Worry about the No’s 

You have a wonderful product, you have a wonderful company.  If someone doesn’t sign up with Young Living Essential Oils it is their loss.  If they say no to you, they are not evaluating you as a person. It may not be at the right time. If you get a few rejections that’s not catastrophic. But here is what is catastrophic–if you give up after getting those couple of rejections, that would be catastrophic!


If I were to take four huge nuggets of gold and put them in a sand box for you and then take some sand and shovel it all around and give you a sieve and say, “Go ahead and see if you can find those gold nuggets.”  You take up this big scoop of sand and you drop it in the sieve and you shake it and shake it and all of a sudden there is nothing in there, I wouldn’t be surprised if you said, “There is no gold in here.  I just went through a whole bucket of sand.”  Even if you went through three buckets and gave up, I would be telling you..”Keep going, they are right there.”

Bucked Off?  Get Back on!

Do you know that someone had to sponsor every single Gold Achiever in Young Living Essential Oils.  Tomorrow might be your day, so keep going.  If you got bucked off the horse, get back on it.  Writers, when they send an article to a magazine or a publisher and it gets rejected, some have a goal that within 48 hours they send that back out again so they don’t get down about these rejections.  What I am saying is, “Reject rejection.” If they are not interested, move on.  If they don’t have a burning desire, move on. Don’t chase skinny rabbits!


Number Five.  Get the Water to the End of the Row.  When I found out where the company was located I was doing a little research about the area, and I found out that little kids, year ago when they were pioneers to this area, had responsibilities to make sure the water got to the end of the row.  Here’s is how that worked: This area was so dry that they had all this irrigation set up–they had a little irrigation gate that they would lift up and the water would shoot down, go out and down this row of plants, and they would make sure it got to the end of the row.  If there were obstructions, they had to clear that.  When it got to the end of the row then they would put that little gate back in there and go to the next spot, and they would keep going.  Otherwise, they would have a flood in one spot and not get to the end of the row.


Follow-through in sales and services is vital.  When a distributor skips that step of follow-through, it is something like this..it’s an envelope without a stamp.  It looks good, but it won’t go very far.

Helping Young Distributors

I have made up a trick I am really excited to show you.  I need to find the youngest distributor I can.  Is there any distributor in the audience who is 25 or younger? 21 or young? 20 or younger? 19 or younger? I have one more hand up here..would you mind coming up?  How long have you been with the business, Victoria? “A couple of years.” That’s great!  You signed up when you were 16? “I have been working with my Mother on it..she has been signed up for five years.  I have been learning about it through her.”  That’s great..congratulations.  


Are you good at following directions? I am going to give you a directions test.  Hold your hands down to your sides and lift up your right hand and just hold it there, now lift up your left hand, drop your right hand, lift up your left hand, raise right hand, etc., etc.  Now pick up that tube and see that there is nothing inside. Okay?  Set it down right here.  Now pick up this Berry Young Juice.  I was sent a bottle of this and it was awesome!  Would you hold onto your left hand like this, now pick up the tube and set it down. Now I am going to try and turn my bottle upside down before you count to five.”One, two, three, four, five..” thank you. 


She was very good at following directions.  Have you sponsored anyone yet, Victoria?  “A couple of people.”  Sometimes you teach them exactly what to do and they still make some minor mistakes, so be patient with them and keep working because..do you know what?  You are going to do great.  Let’s give her a big found of applause.
As you help your young distributors you are going to help that water get to the end of the row. 

Nurturing Newcomers

I wrote a story I want to share with you. I based it on a story I read.  Steve Sebold wrote an article on how new distributors went astray, so I adapted it and made an abbreviated version.  


 Over at Good Old Synthetic Oils LeRoy sponsors Lulu and helps her construct her original 100 name list and then teaches her the presentation and goes on several appointments with her.  After a few one-on-ones, she seems to have the hang of it and then she decides to begin doing them on her own.  LeRoy sees Lulu at a meeting two weeks later and she is very excited. “LeRoy..you won’t believe it..I have had 10 one-on-ones since I saw you and I have 10 more booked for next week!  I am on fire.  I am really getting good at what you taught me and I feel like I am improving at every meeting.  It’s just a matter of time before I get my super slippery salesperson pin!”



Well, that’s great, Lulu.  Congratulations!  I am glad you are exciting about moving forward.”  Then he makes the error that so many leaders make...”I’m happy you feel good about your progress, but let me ask you this..How many people have you sponsored out of all those appointments?”


 “Well, none yet, but I am getting better and better each time I do a one-on-one, and I am stronger on the phone every day..so I think I will begin to sponsor soon.”


“Lulu, we only get paid for results..not on appointments and presentations, so keep that in mind..Okay?”  


“Sure, LeRoy..I know that.”  Lulu was beginning to feel a little foolish about getting so excited in front of her upline..after all, she didn’t sponsor anyone.  The next day she feels a little better about it and gets back on the phone.  Four days later she calls LeRoy with the good news, “LeRoy, I am so excited!  You are going to be so proud of me..I just sponsored my first distributor.”  Great job, Lulu.  Congratulations. I’ll see you at the meeting tonight.  “Okay, LeRoy.  Thanks for all your help.”


Later that day Lulu and LeRoy were at the meeting.  “I am still so excited..I really feel great about the business.”  That’s super, Lulu, but remember..we don’t get paid just to sponsor people.  We get paid on their volume.  It’s great that you have a new distributor, but we don’t get paid anything unless she generates volume.”


“Well, I know that LeRoy, I guess I was just so excited to sign someone up.  But you’re right.  I need to focus on the bottom line.  After all, this is a business, right?” “Exactly..”  Lulu walked away, not feeling as good about herself as she did when she walked in. “I know he’s right, but I can’t help feeling disappointed every time I talk to him.”  

Stay off the Road to Self-Destruction

The next morning Lulu struggles to pick up the phone and she’s not sure why.  The next week she decides to skip the weekly meeting.  The following Wednesday she decides to skip the regional function.  Two weeks later she quits the business.


LeRoy can’t believe it.  What happened?  She was  so excited!  LeRoy, like so many network marketers, misunderstood his leadership role with Lulu, and as a result he singlehandedly put her on a course of self destruction.  Lulu was off to a fantastic start.  She was excited and working diligently to develop her skills;  she was feeling more successful every day. The personal growth she was experiencing was providing her with a sense of fulfillment she hadn’t experienced in years. She was building momentum and becoming more effective every day..that is, until LeRoy began training her to focus on results–the bottom line.

Focus on the Enthusiasm

My son enjoys running and in our town they have  a yearly run on the first Saturday of June. Because of his age group there weren’t very many guys who went in it, so he would do very well.  He would be in the top 10 in the race and he would always be first in his age group.  That’s why he felt great about it.  


One day we decided to go to a nearby city and run in their big race, and there were 2,000 people.  Well, he came in third and he was disappointed, even though he was at a personal best..he ran his fastest time ever.  You see, he was focused on the results.  He thought he had to get a first rather than focusing on the execution.
You see, when LeRoy focused on the results or the bottom line, that made Lulu feel like she was failing.  She should have felt like she was succeeding like never before because she was focusing on execution, which was something she could control.  LeRoy robbed her of one of the most important qualities of the successful marketer, and that is enthusiasm. Without it, she sounded like everyone else on the phone..she was simply going the motions without much excitement.

A Better Way..

Frank said at one of the Young Living Essential Oils meetings, “Fifi, congratulations on doing so many presentations in the last two weeks.  You are awesome!  I knew that when I sponsored you.  Just remember what Richard Young, the magician said, “Keep letting others know and keep going for the know.”  


“But Frank, I still haven’t sponsored anyone.  Do you think I am doing something wrong?”  “I doubt it, Fifi.  Let’s do another one-on-one together so I can help you make any minor adjustments.  Keep this in mind, though.  You can’t say the wrong thing to the right person.”


In a sense, we are in the sorting business, not the selling business.  Keep focusing on setting appoint-ments and doing the presentations because that is the only thing you have 100% control over. Then let the chips fall where they may.


Forward ho!  Remember you harvest what you sow!  Simply show them the program and ask them, ‘Will you become a partner in my business?’  If they say yes, you have a new distributor.  If they say no, ask them if they would consider being a customer.  And most important, no matter what they say or what they react to, I want you to feel good about the meeting because you did your part.  That’s all you can do.  You do your part enough times and you’ll be a very successful distributor.


That took all the pressure off  Fifi. Now she’s free to grow on her own pace and focus on execution. So she keeps growing; she keeps getting  more confidence.  She feels good about this new growth and she is excited about her future.  She keeps making calls and setting appointments.  Her organization starts to grow, her personal group volumes escalate, and she gets more excited every day..and she leads her downline the same way.

Get the Water to the End of the Row

One way to help them grow is to get the water in the rows and get them to those meetings..do you know why?  Think of all of those meetings..they are going to get something that is going to help them all the time and help their enthusiasm stay up and help them get out there and reject rejection.  


Another thing, when you are getting the water to the end of the row, make sure that you show them the business..the whole business to everyone. For instance, help them understand about diffusing and directing inhalation.  Also, help them understand how to use a humidifier and a vaporizer. 


Help them to understand how the oils can be used in the bathroom and in the shower.  Also, as you are working with them, help them understand that you can put it on directly or use it as a perfume or cologne.  Help them understand how to do a compress and massage–whether it is the Raindrop technique or Vitaflex, and you can help them understand how the oils are used in dietary supplements and cooking and also in cleaning.

Teach Precept upon Precept 

When you do that, it‘s like you break down the business for them.  It helps them see the small parts.  Some people get overwhelmed because they think the business is so big and they have to learn everything first.  They don’t. They just have to pick up piece by piece as you break it down for them.  They will start to understand the business; their product knowledge will grow, and as it grows their courage will grow, and so will their enthusiasm.


Once you have shown them all the parts of the business and keep showing them as you attend the meetings, etc. they will start to see the whole picture...and the whole picture will look just like that.  
Help them understand that part of the business is teaching people, help them understand they need to demonstrate how the products are used, and they need to learn how to sell the products–and the other thing is they can sign up Preferred Customers and qualify prospects and they can also learn how to make presentations and understand how to sponsor distributors and then train those distributors and see the big picture as you help them get the water to the end of the row. 

Spend Some Dough!

Number Six is Spend Some Dough.  Invest in yourself, in your education, in your tools.  That’s probably why you did this, you came here and you spent a little dough. Advertise.  There are some great business building aids that are going to help you.  There are all sorts of things; there are tapes, video cassettes, stuff like that. When you carry around a bag like that, you look professional plus.  You are spending a little dough to let others know.  There are some other things you can do.  Spend some money on inventory. 


You will have to think about what you are most excited about sharing, whether it’s having kits or product there.  This Young Berry Juice..I hope everyone has got this because as people try this, they can be impressed.  Now, I don’t know whether you are going to have a cup set out so they can have a little bit to try..or whether you are just going to talk about it and invite them to try it.  The cool thing is, as you spend a little dough on inventory, then you can move the product. It’s hard to make it disappear if you don’t have it on hand..you know what I mean? 


As I said, I don’t know what kind of product you are going to have on hand, but the cool thing is that then you will be able to actually make it disappear. I don’t care whether you have one bottle or 50 bottles, you are going to make that product disappear in an amazing way and people are going to be awed. I love that Berry Young Juice..You have got to get me some more..and you will make it disappear!

Be a Pro

Number Seven.. If I think my upline’s unwilling-ness to train me is because they are lazy, but the real problem is my poor attitude, then I’m not being professional.  If  I think my sales volume is low because the economy is slow, while the real problem is my sales presentation, I’m not being a pro. 


Pretend for a minute you are a Broadway actor..I love the movie scene for this convention.  You are out on stage if you are shooting a movie.   All the props are in place and you go out on the stage and half the audience is trying to get in their seats.  Would you begin a performance if backstage there was some loud, distracting noises coming from there? 


 Sometimes when we are giving a presentation or sharing the business we try and give presentations while the TV is playing or while people are coming in and out or while little children are crawling all over you..and you don’t look like a professional.

Have Integrity

Another thing..have integrity.  Don’t skip appointments or break agreements.  I only have a couple more things I would like to try real quick. Lil, would you mind coming up here for a minute?  


You have done so much work and I really appreciate what you have done to help get everything ready.
I’m going to have you help me out with something.  Lil, did I have anything prearranged with you?  Did I say, “I am going to have you come up and help me?  Let’s give her a big round of applause..she has done a great job!  Do you play cards at all?  “No.”  I have a special deck of cards.  These are big cards, actually jumbo invisible cards.  Let me show you how they work here.  Turn the cards face up and pick out one that you really like.  Remember that card and remember what color it is, what suit it is.  Put it back in the deck.


I was so impressed about your company.  Gary Young saw something that other people didn’t see, and the cool thing is you can let others know. You can help others see it, too, as you are a professional.


(Richard had Valerie come up and lie down on the table and then made the pretense to cut her in two.)  I will get the Peace and Calming in just a second..I forgot to bring the Trauma Life!  Just want to say that this is the wrong way to increase your downline!  I need to let you know that this will not hurt a bit.  Here goes!  (The saw is buzzing) Hang on just a second!  She’s alright..give her a round of applause!  It was scary!


As you go on toward your dream of success, you can do scary things and be okay.  I don’t want you to have heard all of this stuff and say, “That was very nice. It was entertaining.”   I want you to pick one thing you want to work on.  

Go Home Flying!

I heard about the turkeys who went to a special meeting and they had someone come and teach them how to fly, so they were flying all over the trees and the beautiful valleys and they were having fun...(then they all walked home!)  I don’t walk you walking home.  I just want you to do seven things:


Forward Ho



Remember, You Harvest What You Sow


Let Others Know


Go for the No


Get the Water to the End of the Row


Spend Some Dough


Be a Pro


And I wish you all the health, wealth, and happiness on your magical journey to success.  Thank you very much!

Moderator


Thank you, Richard, and thank you for being with us on Training Tape #47.
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