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 PLAN AND WORK FOR SUCCESS!
D. Gary Young, N.D.

We welcome you to Training Tape #52 from a recent marketing seminar.  Gary Young shares many helpful suggestions on how to work and plan your way to success in network marketing.  And now here is Gary.
Dr. Gary Young - Evolving a New Dimension

   It is exciting to be here and see a new dimension evolve and watch the excitement come from that.  As you know, in network marketing the law of duplication is extremely important..doing things that your distributors can do, setting examples.

    I have had some interesting experiences being with distributors. I really treasure the time I had in France with the distributors for many reasons.  One reason particularly is, that as Young Living is growing stronger and stronger every day it becomes more difficult (because of the numbers) to have the personal association one on one–to eat, work, play, and learn together side by side and get to know them personally, get to know their backgrounds and their families and where they are coming from. Just sharing in their personal goals and their personal dreams was so rewarding for me.

Reminiscences of France 
    After the farming day was over we would get back and have an evening meal, then we would have class. Some nights the class didn’t get started until 9:00 o’clock and it didn’t end until 10:00 or 11:00 or 12:00.  A few times I think it was 1:30 in the morning when we finished class and then we had to get up at 7:00 to be back in the field again.  It was a fun time.  That’s how strong I feel about the value of oils and strength and the power that is there.  

    Let me share a little something personal with you because there were many questions asked, and the word has gotten around a little bit as to why I am walking a little slower at the moment. While we were in France  (as many of you know) while preparing for the NPT competitions coming up on May 3rd, I was debating whether I wanted to do that and Paul Tidwell said, “Well Gary, you have got to go and defend your title!”  Sometimes you get those little hooks in there (and Paul knows where to hook it), so Sharon and Lisa and David and I would go to the Fitness Center there in France and work out.


Calamity in the Gym!
     Thursday afternoon David and I were working out in the gym and he was on a wide-lap pull-down single tower machine and I was spotting him.  I pulled it down to him and we were at 480#, so he grabbed it and started on down with it–and I was standing facing him–and the machine was standing to my left side, a little behind me.  I detected a motion and I turned to see it coming over on top of him.  At the angle it was falling, that piece of steel with the pulley would have come down and driven him right in the chest or the stomach, so I grabbed it to push it back and he was still pulling down!  Of course, the 480# was well over center and over it came, but I was able to hang onto it enough that I diverted it from landing on top of him and the bench, and it drove me into the floor.  


David rolled off and he was trying to lift it by himself and four other customers in the gym came running over and the five of them picked it up off from me. My ankle was exploding..and they weren’t even concerned about the ankle because what I wasn’t aware of was that I had blood running down two sides of my head, and I didn’t even know I was bleeding because that didn’t hurt.  It just goes to show that for some of us, our other bones are much softer than our heads!


Anyway, I said, “Dave..it’s my ankle..” and they helped lift me up and I got over to a chair and pulled my shoe off, and it was expanding its consciousness.  I had Balsam oil in my pocket because I had been rubbing it on my shoulders and I put that on my ankle and one of the customers in the gym who spoke a little bit of English said, “We’d better call the ambulance and a doctor and an attorney.”  I could see the panic and the fear in the faces of the gym owners as one customer was mopping the blood from my face that was running down my neck.  I said, “I think it’s okay.”       I put the Balsam oil on, put my sock back on, put my shoe back on and David and I went and finished our  workout routine, and then I got on the Stepper and went at level 9 for another 15 minutes before we decided to go back to the farm.  To find out later that my ankle was fractured and a bone fragment was chipped off the ankle was really amazing.  

     I share this with you because I want you to under-stand something..that when you are focused, nothing gets in your way, and I am a very determined person and that accident wasn’t going to stop me from completing my workout and preparing for my competition. I came home and my foot was quite uncomfortable and it was getting more uncomfortable as time went on.  

No Competition?
    By Monday morning I went out to the gym and worked out, got back to the house, and the discomfort seemed to be climbing a little bit, so I thought maybe we had better go have it checked again.  The specialist who x-rayed said, “No broken bones.. but I am really concerned about blood clots.  I am ordering you to 24-7 bed rest with your leg elevated above your heart.”


I said, “Well that’s not going to work for me because I have a competition coming up in three weeks.”  He said, “You can forget your competition and everything else for the next ten weeks.”  I said, “Okay.”  So he sent us over Utah Imaging and they said, “Every-thing is fine, Mr. Young.  There are no blood clots..”  that was the radiologist.  He called me later and said, “I am still requiring you to bed rest and your foot elevated above your head..and no competition.”


    I have never been one to believe that laying around causes the body to heal, and so I went in our sitting room off from our bedroom and climbed on my bike and I started peddling, and the more I peddled the less pain I had..and so it became a habit.  

Second Opinion

Wednesday Mary insisted that I go for a second opinion and she took me up to the University Medical Center.  They re-x-rayed the bone and found the ankle was fractured, then they did imaging again and found that I had two blood clots blocking two veins and expressed their concern at the risk of those blood clots.   

   I looked at it and I said, “You know, I have a competition coming up..and I just need to know your opinion.” (Not that it really made a difference!)  I said, “Sitting on a recumbent bike and peddling with one leg and just letting the other one coast..wouldn’t that be good for circulation?”  They looked at me and said, “If you can stand the pain..” and I said, “That’s incidental.”


And I haven’t quit peddling.  I don’t need to share with you the fact that anti-inflammatories and pain killers and anti-coagulants were all prescribed (but are still in the pharmacy).  I have never taken one single pain pill.  It’s called “looking at what you desire in life and what you purpose is..and that being more important than an injury or a sore toe or a headache, or whatever it might be, and staying focused and true to your path.”


It has slowed me down a little bit, but I am not going to quite until Friday night when Paul says, “Gary, you’re ready..” or “Gary, you’re not ready.” and I am going for it with the same intensity.

Gary Not New to Networking..



Justin and Marvin asked me if I would share these thoughts with you today.   And what I am going to share probably is not a lot different from what you have heard in the past, but maybe just from a different perspective.


To give you a little background, you have heard Mary talk about her success in network marketing, and I have never really talked that much about my past in network marketing, but I am going to open by sharing a little bit of that with you.


In 1980 when I was going to Spokane Community College and needing a little income, I turned on to net-work marking.  The company at that was called Provida out of Anaheim, California.  I joined that company and I didn’t know Jack Squat about network marketing.  But I had a reason for doing what I was doing, and I went after it.  In three month’s time I was pulling a check of between $5,000 and $6,000 a month in 1980 and had qualified for my car.  

Not All Companies Stay Solvent
     I was really excited about that accomplishment.  However, on the sixth month, the commission check bounced.  Then the company went down the drain, so

 I joined another company called Brookfield Marketing.

    In two months I was the number one distributor in the United States for that company.  But there was something very interesting..I wasn’t satisfied with it.  I saw a lot of pitfalls and I was working on some issues for myself, so I created and developed what is called “The Phoenix Applied Success Manual,” and I started my own network marketing company.  It wasn’t my greatest love. 

Finding the Greatest Love
    My love was finishing school and building a clinic.  That was my focus and my goal. I was still a distributor with  Brookfield Marketing at that time, and the owners came to me and said, “Gary, we would like to buy the Phoenix program from you and incorporate it  into Brookfield and let you continue your position as number one distributor.  We will give you royalties from the “Phoenix Applied Success Manual” program as well as $250,000 for the purchase of it.”

   I was very excited and finally after a couple of months of negotiation we signed contracts and I received a $5,000 deposit for the signing..that was the total sum I ever saw, as they filed bankruptcy six  months later. I have been in and out of several companies for various purposes.  I was a distributor in the company that Mary was in years before she was.  Her only regret was that she didn’t sponsor me!  She still wound up with me!  Anyway, it was a great journey and a great learning time.


  But let me share some things with you about marketing that I have really heard shared a lot before, and as I go into this..give it some thought.

Fallacies and Pitfalls of Network Marketing

   Network marketing, multi-level marketing. Why do people fail? and why do you who are sitting here have so many people in your organizations who are unsuccessful and are struggling and have given up and quit?  Let’s look at some of the fallacies and the pitfalls of marketing first before we go there.

  How many of your have heard..”Join network marketing.  There is no need to have an office space.  It doesn’t cost you any money to get started.  You don’t have to worry about bookkeeping or accounting or pay rolls or employees.  No 9-5 responsibility, no account-ability to anyone else.  You are a free person and you can make lots of money very quickly.  You can go from zero dollars to $thousands a month within 90 days.  Get rich quick..rags to riches in 30 days.” You’ve seen it; you’ve heard it all.  What I see in network marketing and what I hear  and what I read  in books and magazines is consistent.  It says “Network marketing sets people up for failure right from the sign-up day with these beliefs that it’s rags to riches and you don’t have to have anything to do with  business.”

    It’s the biggest mistake that exists.  It creates false ideas in the minds of people who don’t treat it as a business.  They don’t see it as a business..and so they don’t function and think as a business.


Get Out of the “Failure” Mode
    Do you know and do you understand the statistics in the United States  that 98% of the people in America have the belief system that they are failures.  That’s why I asked you the questions last night, and I hope you wrote down your answers.  I hope you really went inside and looked at that, because I go to the bank  in saying this..there is not one person in this room who doesn’t feel they are a failure in some way. 

    So what happens..and why?   It was said yesterday that 80% of our distributors are women.  Out of that 80% how many are housewives?  How many of them have been schooled in the business world?  How many of them had the opportunity to go into to business right out of college or university and create a business?  How many learned the pitfalls of business? How many understand business structure?  How many in this room have an MBA in Business?

Why Do 60% Fail in the First Year?
     Why is it that 60% of distributors fail within the first year at network marketing?  Look at your print-outs and look at your downline and see what the percentage of failures is in your downline. I am going to share a thought with you.  Let me ask this question first..how many of you feel like you have been a failure in life, at some time, some where, some place?

     Let me tell you something.  There is no such thing as a failure, because even if you fail you have succeeded at it..so you are a success!  How about that!  So you are a success if you failed because you succeeded at failing.  What does that feel like to try that on for size..”I succeeded at failing.”  Wow!  I really am a success!

The “Why” of It..
   Do you know why people get into network marketing?  Do you know why you did?  Let me share another statistic: 90% of the people who get in network marketing get into it because they see themselves as failures.  That is an interesting thought, isn’t it?  Let me explain why (and you don’t have to raise your hands). How many of you thought you were a failure as a parent, as a spouse, as a business person, as a painter, a singer, piano player, a Christian..whatever?  How many of you thought and felt those feelings? 

    So what happens when people have those feelings that they are a failure. They will set themselves in place to validate  failure, and people will go into network marketing to validate failure.   That’s why 60% of the people will walk away from it within the first year..because it validates their attitude..self-sabotage, self-defeating behavior patterns.  

Failure Begins with Attitude 
    Failure in network marking is never (and never has been and never will be) about money, about people, about product or about not having enough time.  Those four issues have nothing to do with failure.  Failure begins in the attitude that one has the moment they sign on the dotted line.  What is the other reason people get into network marketing?  They need a little extra money to pay their bills because they are in debt.  They are in debt..why? Because they have failed at being financially successful.  

   So along comes the “get rich quick” scheme that everyone knows consciously, is not going to work..and so they join it.  Why?  So they can say, “I’m working a second business.  I’m in this company and I’m going to make money..” They already know consciously that they are not going to, but it gives them the right to say,  “It didn’t work..I tried it once.” So failure happens again and validates that they are a failure.

    Network marketing takes a lot of time; it takes a lot of energy.  It is tireless work, it is exhausting, it’s draining.  True or false?  What is the general consensus?   In network marketing the belief of 98% of the people is that it is draining, takes a lot of energy, takes too much time..even though they join and believe they are going to go from rags to riches in 30 days. 

   Do you see the pattern that has developed in behavior?  Failure, failure, failure.  So when you sign somebody up, how are you going to get them to succeed when they are already signing up as a failure? 

Consider the Law of Attraction

Folks, if you want to be successful in network marketing you start out by changing that attitude first.  The comment I heard was, “People don’t order after they place the first order.”  Why? Because you failed them.  Have you ever heard of the “law of attraction”?  Does a failure attract successful people around him?  Successful people attract successful people.  Failures attract failures.  Consciousness attracts like conscious-ness.  It is the same all the way through our lives.  If we feel we are a failure in a relationship, what do we attract?  Another failure relationship..true or false?

   Sometimes it takes some of us two or three shots before we get it right; sometimes it takes a little more learning for others.  That is another falsity of network marketing–it is only a numbers game because we fail in teaching and educating and promoting the people who come into the company. We set them up for failure.  That is true.  Take ownership of it.

Know Your People
     How many of you have only had five people drop out of your business?  How many of you looked at your downline report before you came here?  Everyone of you should have studied it in detail.  You should know those people by their first names.  You should have their phone numbers memorized.  Folks, are you here because you want to be successful?  Are you here for entertainment and socializing?  Do you know that successful people have more social time than unsuccessful people?  People who are in poverty can’t afford to socialize.  So if you are successful you can socialize and have fun to the very degree that you choose to.  

  We have taken the entire paradigm of network marketing and built it into this unsuccessful “get rich quick” scheme concept..and it has never changed in 70 years when it first began in 1940.  NutraLife was the first MLM company that launched in 1940, and we see the same patterns being repeated every year. You would think after that much time that people would be getting a clue and start figuring it out and start shifting it.

Free Enterprise Business
   How many of you thought about your very own existence?  How many of you had something else to do when you signed into Young Living?  And how many of you did not sign into Young Living to make it a business?  So..is it probable to think that when you sign someone else they are coming from the same space?  Absolutely!  98%+ of the people who join network marketing do not join it to make it a business because of the fallacies and the false beliefs that network marketing means.  That’s why I shared last night that you do not look at it as network marketing..you look at it as “free enterprise business.”  You start shifting the vocabulary so you can shift the consciousness and the energy that is attached to that.

    Here’s what you go and do: The next time you sign up someone you sit down with them with a pencil and paper and ask them..”What do you do for a living?”  I asked these folks in France..”What do you do for a living?”  Sharon said, “I have a beauty shop.”  They all shared their different things that they were doing in life.  There wasn’t one of them who was doing Young Living full time except for David..and he was working at GNC...interesting.  They were all engaged in something else.  Young Living was second place or third place.  It wasn’t a full-time business..it wasn’t being looked at as a business.  Why?  For the very same reason that all of you have gone into an experience because you had the idea from someone that maybe a product would help a family member..or for those of you who are business-minded, it may help you make a few extra hundred dollars to offset it.

What Do You Want and Why?
     When you sit down with somebody, you ask them the question: “What do you want?”  You don’t sit down and explain the Essential Seven to them..you sit down and ask them..”What do you want?” and then ask them  why. 

    When I went to Canada in 1967 I had a dream and a desire..and that was to homestead the wilderness in the Canadian frontier..and I did, but I couldn’t make a living doing it.  So what did I do?  I looked around and I chose something that I thought might work to make a business, to make a living with while I developed that homestead.  It was logging. One of the reasons was that I simply had to get the logs off the homestead in order to clean the land.  Second, it was outside and I love being outside. Three..when I looked at the demo-graphics around and I looked at the price of timber and the price of lumber, it looked like a good business to go into.  So I used my logging business to create the money to finance the development of my ranch.  

Qualify your New Distributors
    This is why you qualify people.  How many of you have used Young Living to develop your business?  And was that business you were in before Young Living your first love and priority?  Yes!  I remember a little lady just a day ago telling me a similar story..  “I only got involved in Young Living because I wanted my daughter to take piano lessons and there wasn’t enough money; I wanted my children to take riding lessons and there wasn’t enough money..so I thought if I could make a little money in Young Living I could pay for my daughter’s piano lessons and the kids’ riding lessons.” And all of a sudden, that same person is working Young Living full-time and making three or four times more a month than the average wage earner.

    That is why you qualify..what do they want?  Are they looking for secondary income?  Understand that, and ask them why?  How can you direct the business if you don’t know why they are in Young Living?  “Well, yeah..I have a child who has a health problem..”  Then direct them, but always sit with them and ask them, “Can you use another $200 or $300 in your life to offset your bills?”  

Understand Why They are Signing Up
    Qualify the people you are signing up and under-stand why they are signing up.  Quality them by asking questions. Why are they signing up? What do they want?  Where do they want this to go? Where do they want it to take them?   Sharon might have signed up in Young Living to make a little extra money because she liked oils to finance her beauty salon.  Maybe a beauty college is her dream.  So, let it be.


When I joined ProVita I was building a clinical practice..I needed the money to finance that.  Here is the key, folks.  Understand the dream and understand the purpose of the individual at the moment..not your purpose, their purpose.  There is nothing wrong with Young Living being second or third purpose.

Know Your Distributors’ Dreams
   If their dream is that beauty school, that bed and breakfast, that ranch in the wilderness..then help them achieve that and promote that and support that..and let Young Living be in second.  It won’t stay there very long.  I know a medical doctor whose practice was in first place.  It didn’t take long before Young Living was in first place..and that will happen.  Don’t try and move them to what you want–and that is what so many of us do–and it is wrong.  It’s absolutely wrong.  Teach them to build their dreams. There is nothing wrong with having two businesses.  

    How many of you know successful people who have only one business, or only invest in one business?   I don’t know one successful person who only has one business..and I don’t know one successful person who hasn’t invested in many other businesses.  I will tell you the science of the mind behind that.  

Diverse Focus Breeds Success
    Why do people fail?  why do they fatigue in network marketing?  why do they burn out?  Because it’s focus, focus, focus!  How many of you went to college and only studied one thing for four years?  What would have happened if you had done that?  You would have burned out.  The human mind will burn out when there  there is a total single focus..and yet people will tell you to focus, focus, focus. Some people may not be multiple-task oriented, but everybody has two minds, and he who does not engage them both will fail, so learn to be involved. 

    Another thing..as you are qualifying this person you are going to sit down and say, “Now, if you have a desire to go into business as a second business and be successful, then do it right.”  When I used to teach my distributors I got a corporate name.  I don’t care if you  go and file a corporation or an LLC, but go down and register as a DBA.  If you don’t look at it as a business you will never treat it as a business.  Go register it; get a business card and get a letterhead..and today that costs SO little money because you can make it on your home computer!  

Treat it as a Business
    Teach your people the very moment you sign them up to start thinking like a business person and start structuring their life in a business structure.

   This whole concept of “you don’t have to worry about hours–it’s not a 9-5 job..”–is false.  If you don’t structure it as a business you will never treat it as one, and therefore, you will never create it as one.  So set your hours (if you are going to work) and you discipline it. You set up a place in your home (if it has to be the garage or the barn) as your office, because every time you act as a business person, you create the frequency of success..and it will come back to you, and it will attract that some kind of person.

Study the Demographics
    Study the demographics around you. Look at how many people are in the area.  Look at your competition.  Look at it the same way if you were going to go out there and build a beauty salon or a law practice or an accounting practice or a mechanic on the street corner.  Look at it through the same eyes.  

    Look at your demographics..study them.  Understand them, and then you will know where your potential lies.  Understand what you are dealing with.  Sit with your people and talk to them about this. “Have you studied your demographics, have you looked around you?  Are there other distributors around you doing the same thing?  Are there stores around you selling oils? Are there people educating people?”  Look at where the potential is at. Understand it.

    There is something else that we do.  How many of you know what SOS means?  Help!  Okay. Let me give you something to think about. Selling Others or Self, SOS.  If you can sell others, but you can’t sell yourself, that’s SOS..you need help!  I hear it all the time..”I just can’t sell.  I’m not a salesperson.”   How many in this room have never told a single person about a movie they saw?  How many people in this room have never told somebody about a restaurant they really liked?         How many people in this room have never told another person a single thing about the features on their Nokia?  And how many people did you tell who went and bought a Nokia?   And how many of you got a check back from Nokia?  How many of you have ever applied for a job in your life?  Did you have to convince that person you were worthy of hire?  Were you not selling yourself?  Because we feel like we’re failures, we can’t sell ourselves..but we can sell everybody else.

Teach Them about SOS
    So write it down and keep it down..SOS and you share that with your new people and ask them, as you are qualifying them, “Can you sell yourself?”  People will also say, “Well, I can’t stand rejection..”  Is there anybody in this room who doesn’t like rejection? Do you understand what rejection is?  Rejection is a mirror reflection of a positively negative attitude.  Wow!  Rejection is a reflection of a positively negative attitude of self image.  So when we take rejection personally it is a reflection of our own self worth. This is one of the greatest things we can look at.  When we feel it, when it grabs us and tweaks us because somebody said  “no” to us, we know immediately that we have a self image problem and it needs to be worked on.  


    How is the best way to work on it?  Go get rejected and get rejected and get rejected..until you get over it!  Or you can simply short-cut it by sitting down and changing your attitude, and say, “I accept rejection with grace and ease.”

Why Do People Fail?
    Next..the reasons we fail in network marketing, the reasons that our people in our organizations are not successful.  We don’t qualify them.  How many of you have even said to yourself, “But I don’t have enough money..I can’t afford to go to Level One.”  The moment that is said you have validated your failure and you have made an excuse to stay there.  Going to a Level One, going to a Level Two, going to Convention, or going to any seminar that any distributor is putting on in your area that you can get to within reason is the same as going to school and developing your MBA.  It’s called “Investment in Your Business” and success-ful people attend everything that is ever put on.  

   How many people here know salesmen who will travel to regional, national, and state sales conferences in order to stay on top of their sales staff or organiza-tion in insurance or medical care or whatever?  I am sure that most of you do know people who do that.

Look at Young Living as a Business
    You treat your business and you teach your people in your organization to look at Young Living as a business first, even if they are looking at it for the benefit of their family.  They look at it as a business and business brings success.

Prevent Self-Sabotage
     How do we prevent self-sabotage and self-defeating behavior patterns in ourselves and in others?  By the core issue.  By being honest in self-evaluation.  There is not a single person in this room who has not had discouragement in their life, who has not had problems in their life, who has not felt like..”What’s the use?  Why should I bother?  It isn’t working.”  Those are all self-sabotaging and self-defeating behavior patterns.  The moment you sign someone up and they place their first order and they don’t reorder, then you say..”See, I knew it. It isn’t working for me!” That’s exactly where you are at.


You call someone up on the phone and they say, “Well, you know..I just really can’t afford it.”  What that tells you is you have not spent adequate time with that person in teaching them to see their dream. The bottom line, folks, is that everybody has a dream and everybody has a goal.  Young Living is not necessarily it.  What you do is you take them from where they are at.  You don’t try to bring them into your dream and into your goal–that’s why you qualify them first, and then you can direct them.

Ask Simple Questions
    You ask them simple questions and if they say, “I am interested in this because of my family’s health problems..”  ask about their health problems.  So often we sit on the chair beside them and we get all over them about our excitement of what we believe and what we feel.  We are so quick to tell them our testimony of the cancer tumor that just went off my ear.  We are so excited we can’t hear them..and the bottom line is that everybody wants to be heard and everybody wants to know they are being heard.  

An Unusual Sign-Up

I was sitting on the plane coming back from Atlanta and I was miserable.  I was hurting, and I didn’t want to be bothered.  A gentleman sitting beside looked down at my foot and he said, “Boy, that doesn’t look very fun.” and I said, “No, it’s not..” and I was intent and I was focused.  I’m working on a new formula for all of you (another one!) because I learned a long time ago the best way to not feel pain is be involved in something more exciting than the pain.

     Well, I get excited when I am developing formulas, so between Atlanta and Salt Lake I developed 42 formulas.  I forget to tell Marvin, but you find ways to divert the diversities in life.  Then he said, “What’s that fragrance you are wearing?” and I said, “It’s Balsam  and Helichrysum.”  He said, “That’s really unusual.”  I did not want to be engaged in conversation! I was focused on making this formula..and he wouldn’t shut up!  So I thought to myself, “Gary, he really wants to be heard.”

Getting Acquainted
    So I said, “Where are you headed?” “I’m going to Edmonton.”  I said, “That’s a beautiful place.”  He said, “Have you been to Edmonton?”  “Yes, many times.”  He said, “Well, I’m headed to Edmonton.”  I said, “What do you do in Edmonton..is your family up there?”  He said, “No, I’m going up there because I am a fighter flight training pilot..I am an adversarial fighter pilot trainer.”  I could tell by his voice that he was really excited about telling me about this.

   “What is an adversarial fighter pilot trainer?” He said, “My job is to be the adversary in combat training, and the people I am training for the Canadian Air Forces..their job is trying to get a lock on me.”  

    Anyway, that conversation grew and he said, “You know, it is interesting..we have a lot of problems in our industry.  We have lost 40 F-16's at Hill Air Force Base because the young pilots when they start flying, go into what is called a “G-lock” and they go unconscious for 60 seconds and when they come out of it, it is too late.  So the military has enforced a very rigorous strength training program to try to build them up physically to be able to stand these G forces.

     I just happened to be wearing a short-sleeved shirt on the plane, and my arms are shaved because of getting ready for the competition, and he said “Are you involved in body building?”  I saw him looking at my arm and I thought, “There’s one of two things..he’s either going to recognize the fact that I am one of “those” guys, and I answered him..”Yes, a little bit.”  So the conversation went on into the strength training for fighter pilots.  Then he started asking me what I was doing and I started sharing with him a little bit about it.      The end result of that is that a man who lives in Atlanta also flies part-time for Delta Air Lines.  He trains Navy Seal pilots, he trains the Rangers and he is involved with all of them on a one-to-one basis..and he is now a distributor! He is very excited about it and so are his mother and father who live in Ogden.  

People Want to be Heard
    So the thing of it is this: PEOPLE WANT TO BE HEARD.  They want YOU to know about THEM, and all I had to do was sit there and basically listen and just give a little input.  This man sold himself on the products..and I wasn’t trying to, but I qualified him on where he wanted to go.  There was no point in telling him about Essential Seven because his interest was in body building. There was no point in telling him about Lavender Shampoo or Dentarome Toothpaste.  He was a body builder, 42 years old flying F-16's and F-20's and Sky Hawks going from mock 1 to mock 9 in one quarter of a second.  The body has got to be physically  strong.  

Discover Their Interests..

You see, there is a purpose and a place for every single person with the Young Living products, but you qualify them first..and you go right down through it.  You are sitting at the table with that person and you can say, “Are you interested in personal hygiene? Are you interested in health care?  Are you interested in cleansing your body?  Are you interested in immune support? hormonal support? home care?  Go down and find out where they are interested.  Don’t try to push it


What you are going to find in most cases (particu-larly with people at health fairs and people who have booths) is that when they come out of the booth you just start spilling the information about all these wonderful products..and oh, you have just got to try Comfortone.  Well, I will tell you..Comfortone will give you a run for your money!  But you first ask them what they want, what their needs are.

Don’t Make Assumptions

I asked this man if he was a business owner, because he and some of his buddies went into the Israel dessert a few years ago and bought some Sky Hawk fighter jets that had been abandoned by the military, brought them out and  repaired them..and they are using them in flying adversarial combat, and they are hired by the military all over the world to come in and train fighter pilots.

    I said, “Well, obviously you are making a pretty good living.”  He said, “Well, in this business you make a lot of money when you are doing it and then there is a lot of down time.”  “So the income is not real consistent?”  He said, “No.  That’s why I end up flying for Delta part-time on relief.” 

    I said, “Would it be interesting to you if you could make enough money that you wouldn’t have to fly for Delta part-time?”  “Boy, would I!”  So you see, I qualified him very quickly and very easily.  

    Then he wanted to know about the business.  I let him lead me in that conversation.  If I had started telling him about the business plan before I knew what he was about, what he wanted..he probably would not have gone there.  We do this so much of the time, and we turn our people off before we ever get them to the home plate.  

Teach Correct Principles
  So, folks, look at your downline and set up appointments with them one or two at a time.  Go in and teach them these principles on how to look at setting up their Young Living business as a second business.

   Many will say, “Well, I’m not really interested in building a second business..”  “No..I’m not telling you that.  I’m saying let’s set it up as a business and let me explain to you why.”  And then share with them why you are helping them to establish it as a business, so if for some reason down the road, it should happen to grow..it’s already in place.  And then there is more discipline to it; there’s more commitment to it.  Those two things are what it takes to make it happen.


Folks, don’t take your people into the pitfalls that happen every day in network marketing by leading them to believe that they are going to make money, that there is no work involved.  Just sign up here and get on auto-ship and it’s all done for you.  It’s false.  Autoship is a tool to success..it isn’t the answer. But if you don’t treat your business as a business you are setting yourself up for failure.  Put your little bookkeeping system in place.

Number One Priority




When I started my little ProVita business that was the first thing I did.  I went down, made a business card, made stationery, set up my little bookkeeping system, set up my little inventory system.  It was all on paper because I didn’t have a computer, but I set it up as a business and I treated it as a business and I gave to it “x” number of hours per day when I worked that business only.  This is when you go into success, folks.

Divert Your Focus Often 
    When I was in the Anadulo University studying back in 1997, I did 121 hours in the University on Gas Chromatogram and Gas Spectrometry.  The PHD students were coming into the library and saying, “Gary, how can you come into the library at 6:00 in the morning and then study and go to class and come back and study and go to class and come back and study and still be here in the library studying at 10:00 at night!  How is it that you don’t burn out?”   That is how I get a lot accomplished..because I never stay focused on one thing more than a certain amount of hours a day.            Generally, four hours a day is the maximum time that you can be brain-locked on one target.  If you try to be brain-locked on a target more than four hours a day, you are going to run into burn-out .  So you have one, two, or three targets and you give those four hours of concentrated time a day–or if you only have two hours I am there 100% of the time.  I am 100% focused.  

     When I am in the Payson office, I am there 100%..I am 100% focused.  When I am at the farm..100% there and 100% focused.  When I am at home I break it up..two hours for the St. Maries farm, two hours for the Payson farm, two hours for the Clinic, two hours for the fitness center, two hours for my book, two hours in the gym, four hours for Jacob..and at 3:00 in the morning I go to bed!

Secret of Accomplishment

You can accomplish so much when you commit and your are focused in short interval periods. But what happens in network marketing?  We get excited and we jump into it with both feet and we just go to swimming and thrashing–we don’t even have a direction..and that’s why we burn out. If you are focused for two hours and you shift your focus it’s like you are starting all over again.  This is what I have done over the years in my study and in my research.  When I sat there in the University I was working on five subjects in the University and I gave two hours to each one.  

    I never even looked at the other subject during that two hours of concentrated time.  When it was over I would get up, take a breath, go walk down to the bathroom, come back, move to the next subject and I was totally there 100% and totally refreshed.  Change of focus is a rest of the mind..and you are fresh and you are ready to move on to the next subject.  

Avoid Burn-out
     The brain has such tremendous power and ability to recharge in just a matter of minutes, but if you stay in that brain-lock for five or six hours you are going into burn-out.  That’s why the school systems run a course for 45 minutes and then move to another class because they have determined that the maximum saturation time of the brain is 45 minutes.  But I can tell you..in a disciplined adult, brain-lock can be two hours for success and every successful person finds how to do that brain-lock and be totally focused and everything is blocked out.


You can’t have all the cross interference or it will burn you out, so teach your people to designate two hours or four hours only to working that business.  The same for you–designate two hours for prospecting new distributors, two hours for teaching your downline, two hours for developing new information, two hours for writing (perhaps).  Break it up in segments so that what you are doing is successful and you are 100% there during that two-hour interval when you are focused on that particular area or subject, and you are going to see the success just well up inside of you and around you!

How Do You Do It?
    People will come and say, “How do you accomplish so much?” If I have shared any secrets with you..that is my secret, knowing how to direct the brain and knowing how to focus and get the maximum out of it at that time. The second successful tidbit I will give you is..“He who does not put himself against the wall will never know if he can climb the wall.” meaning “Set yourself higher goals and objectives than you believe you can accomplish because these things will push you.”

    I have a lot of distributors say, “Well, you know..I am going to set my goal to sponsor one person a week.”  When I was building ProVita I set a goal to sponsor 100 people a week...and do you know what?  I never ever reached it, but do you know what it meant to me?  That I had to keep working..I always had a goal. If you set your goal for just one person, anybody could do that by accident.  Okay.  It’s not pushing you to excellence and status quo.  

Plan of Action
   If you’ve got a downline (and all of you have downlines) then set goals to go through that downline.  As Mary was sharing, look down into that organization and see who is shaking and moving.  Write them down and look on the other side and see who’s your dead wood and write them down. Then set up two hours a day to work with the dead wood and two hours a day to work with the shakers and movers and two hours a day to build your organization.  Call those people; get an appointment with them  Qualify them..find out why they are not active.  You can’t resurrect everybody, but I will tell you this: I haven’t met a single human being yet in my life and my travels around the world who doesn’t have a desire for success.

     Sadly, we are not taught how to have it.  We are not schooled in being successful.  From the day we enter kindergarten we are taught how to fail.  We are told how to fail.  We are told we are failures.  So when you start out with a new person, you are working with a failure (in their mind) and what you want to do is focus on how to change that attitude of failure and self-sabotage.  Then you will be successful and you will have a great thing.


Napoleon Hill’s Wisdom

I have a little quote from Napoleon Hill and I 

would like somebody new to read this with passion.  Don..yes!


“Any mind that remains brilliant, alert, receptive and flexible must be fed continuously from the storehouse of other minds.   If this renewal is neglected the mind will atrophy, the same as will an arm or a leg that is taken out of use.  


This is in accordance with Nature’s laws.  Study Nature’s plan and you will discover that every living thing from the smallest insect to the complicated machinery of the human being grows and remains healthy only by constant use.”

“Excusitis” is the worst disease that humans have, and we have all been there..and we can all make it.  I look at my life and it was very interesting while I was in France that one of the distributors said, “Gary, tell us your keys to success.”  I shared with them some of my principles and my beliefs. 

Key to Success - Tithe your Gain

I will share with you one more key to success. It is a God-principle called “Tithing” and if you don’t tithe you will never have the success that you could experience in life.  That is a law, and how you tithe is entirely up to you..but the bottom line is giving it where it goes in service to someone else, and it’s not up to you to decide how it is used–just tithe it.  It doesn’t matter if it’s $1 or $100,000..give 10%.  Some people qualify it and say “10% of your net earning.”  Mary and I tithe 10% of our gross.  You can make that decision however it feels to you and however you interpret that.  


I will tell you this..if you live the laws of God and you practice them in your life you cannot help but be successful.  Does it mean you are not going to have pitfalls along the way?  No..that is part of growing, it’s part of experiencing, it’s part of learning.

Set Motivating Goals

One more thing..when you feel you are not succeeding, then it tells me that you don’t have goals big enough to motivate you to look beyond that which isn’t working in your life.  This is one of the things that is very, very important. I am constantly in a creative mode–my mind rarely shuts down, and when I’m not looking at new formulas or looking at a treatment program for the patients at the Clinic or researching new information, I’m sitting at my drafting table designing buildings or machinery or equipment or an amusement park.  I never stop creating because when you are in the creative flow of energy, then great revelations come that lead you to greater accomplish-ments..and that is also a natural law.


How do you apply that to your business? to your distributorship? Folks, please..this is another crippling factor.  Not everything in your life revolves around Young Living.  If I spent 100% of my time focused on Young Living and Young Living only, you would not have a farm, you would not have a research clinic, you would not have a fitness center, you would not have a book.  And that I want you to know. So look at everything that’s in your life, and if you can create excitement that will move you, but it keeps you focused in the general direction of where you are going..that is the benefit.  

  The rule I shared with you last night about the reindeer in the mall promoting Young Living, the parades and the towns promoting Young Living, putting the name in front of people.  Next month pick up the Percheron Horse Journal and the Draft Horse Journal and you will see Young Living’s name in there again because I acquired a Percheron horse and it is those two journals with Young Living’s  name on it, promoting you.  Everything that I do dove-tails back to supporting your business and putting your business in front of the public.

Change is as Good as a Rest
    It allows me to have a diversion of my mind so that it can rest from looking at a formula or a rest from looking at a patient’s problem, a rest from looking at accounting issues, or whatever it might be..and giving full attention to something totally different, but it’s still related...and you do the same thing and success will come like you can never imagine.


Don’t sit down.  Don’t turn on the TV.  I have watched more television in the last eight months with Jacob than I have seen probably in my entire life.  I didn’t even know what Sesame Street was until I watched part of it with Jacob.  There’s no time in my life for it..but I have a young son and I am focused in helping teach him..and so I am having new discoveries in another area as well.  Everything that you do, make it a discovery.


As I shared with you last night, I had a great personal revelation because of Jacob that has really empowered my life and taken it to another dimension.  So look at all things in your life and determine how you can use that.  Look at what you can do to move you when you start feeling stuck.  How many of you have felt financially stuck?  Then pick up your checkbook and look at how much is in your bank account and write out a check to some organization for the entire amount and give it to them.  That will move you! I am serious..because I have done it.  Whenever I see myself getting stuck, then I start looking for another horse or another wagon or another farm.  

    Keep moving and keep circulating and that law works the same in your brain..you have to keep your brain moving.  As we just heard Donald read the poem, you have to keep it alive.  The more you exercise it–it is just like a muscle, no different from any other part of your body.  The more you exercise it, the more it can do and the more it can create.

    How many of you want to double your checks in the next six months? How many of you are truly committed to doing it? How many of you don’t care?  You really need to write that down..”I want to double my check in the next six months and I am truly committed to doing it.” There isn’t one person in this room who, if you write it on that paper and you look at it (and I want you to write down the very feeling that comes to you after you write it down..no limitation), you could double your check.  How many of you want to double your check in the next six months?  Am I committed to do it?  You write that down.  “Am I committed to doing it?”  What is the feeling that comes up inside?

Write a Business Plan..
    I am going to share another principle–are you ready?  The dullest pencil is still sharper than the brightest mind.  What does a businessman or a businesswoman do when he/she comes out of graduate school and decides to start a business.  What is one of the first things they do?  Write a business plan..true or false?  How many of you have written a business plan for your business?  Only six out of 172 people! Do you understand what I said about treating it like a business?  If you haven’t written a business plan, do you know what you plan to do?  Fail.  Interesting thought, isn’t it?

    What does a business plan do for you?  It focuses direction. Understanding demographics.  What does that have to do with network marketing?  What about if you lived in Dubois, Wyoming where there were70 people who turned out on a holiday!  Can you build a business in Dubois, Wyoming?  Absolutely!  Under-standing the demographics helps you to understand potential..and it helps you to understand the direction to move that potential.


What is included in writing your business plan? What’s it going to cost you for your operation?  How much money do you need to develop it? How much money do you need to generate?  What do you have to do in order to make it happen?  

     DEVELOP A BUSINESS PLAN!  When I looked at the farm, for example, I looked at the land, I looked at the cost, I looked at the value and I have never bought a piece of land yet that I couldn’t double the value.  We bought a farm in northern Idaho last year–the Christmas Tree Plantation.  It cost $1,200 an acre on the average. I got an offer two days ago for $3,800 an acre..and I said, “No thanks.” (I’m glad my accountant is not here!)  The land is worth more than that. How do I know that?  

Work the Demographics
    Let me give you a couple of demographic numbers to work on: 20 acres of trees produce 1,000 kilos of oil..that is 2.2# to the kilo, so what do we have?  2,200 pounds, right?  How many pounds equal a gallon?  Eight pounds to a gallon, so divide 8 into 22 and see how many gallons you have.  How much are you paying for 5mm of Balsam oil?  How many ounces are in a gallon?  After you have your gallons, then multiply it by 128 ounces and then multiply that by 6.  Six times 5=30 mm (which is one ounce), so 6 x 128 will give you how many 5 mm bottles equal 1 gallon?  What do we have?  That is how much an acre of land is worth to me.  That’s called doing demographics.


So when you know what you are dealing with, does not that get motivating?  It’s a simple principle to apply to your business.  Look  at  your demographics.

How many people are in Denver? Two or three million.  3,000,000 x 127 = $381,000,000 a month.  Those are pretty good demographics, I would say.  Do you see what your potential is for those who live in Denver?  Sign everybody up and you will make $380 million a month. What would 1% of that be?  It would be enough to make a car payment, wouldn’t it?

Understanding the Potential

Are you understanding what I’m saying?  That when we don’t write a business plan we don’t under-stand the potential we have around us.  Therefore, we are not motivated to do more and greater, so we just do a little bit.  You’ve all heard me make the statement..”If you’re not living on the edge you are taking up too much space!”  When you think that you are doing all you can do, then do more.  There is plenty of time to rest after you are dead. Now is the time to be creating!  

We Can Make a Difference!
    Folks, one last thing: How many of you are totally satisfied with our world situation?  How many of you would like to see it change? It can..but it takes healthy people to do it.  I just want you to think about that. It takes numbers to improve things.  It takes money to educate people.


One of the distributors made a very interesting statement..”Gary, if every distributor donated $10 to the park we would have over $3,000,000 and could build the entire park.” Isn’t that interesting?  It will take a little more than $3,000,000..but boy!  It would sure get most of it built!  It is just interesting how numbers work in retrospect and how little it is when you are not looking at all of it coming out of your own pocket.          When you are building your organization the more it grows, the more support you have to do the things that you desire to do in helping more people.  That is what it is all about.  It’s a wonderful world and it’s a wonderful life..and there is not one person in this room who can’t have everything he desires in righteousness.  There is a form out at the front desk on how to donate to the farm.

Start Today!

In building your business put these things to work and put them into practice.  The best thing you can do is start today on outlining a business plan.  When you do that then you will start down the road of success.  It is a wonderful feeling because you will see things in that business plan that you never even thought of, and ideas will come to you in the night that you never thought about before, because now you have engaged your brain into planning and structuring.


A structured mind and a disciplined mind is a successful mind, and it’s very easy to get excited with other people’s excitement.  I don’t know how many have ever asked themselves, “Why do people go to the football games and the basketball games and watch the Rose Bowl on television?”  Because they don’t have enough excitement in their own life and have to watch somebody else being excited.  

    Create so much excitement in your life that you don’t have to watch somebody else having fun..and as you become successful, people will gather around you and they will want to know what your secrets to success are.


How many of you like being around successful people?  You bet!  You will draw them to you like a magnet..and that’s what happens.


There is always the old saying, “What do you do between now and success?”  I will tell you.  When I was going to college in Spokane and I was trying to build my little clinic, I was still in the recovery stage from my accident.   I had very little income, but when I got up in front of people to share with them about the company that I was a distributor for at that time, they had no idea that I had bought the suit I was wearing at a thrift store, or the shoes.  Some people say, “Fake it until you make it.” I have never been a faker.  I spoke from the heart and I spoke truth, but I was very conscious of looking the part of a businessman.  Even though I spoke mountain dialect, it still didn’t hold me back.


You have to see yourself as being successful now, not when you get there..because you never will if you can’t see it now and if you don’t believe it now it will not ever come because the universe doesn’t understand “someday.”  Thank you and enjoy your evening.

Moderator:


Thank you, Gary, and thank you for being with us on Training Tape #52.
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