Success Saturdays:

This section outlines the Techniques and steps necessary to perform high energetic and inspiring training presentations.

Empower individuals out front and inside to take responsibility for success of today’s training.  Make sure that the A/V team is watching your every move to be ready for your queues.  Take a spontaneous massage break if you see the audience starting to fade.

The training must flow.  Have fun with it, but don’t get carried away.  Stick to the time measures.  Relate stories wherever possible.  Remember, people won’t remember facts, but they will remember stories.  Keep in mind that training (other than Leadership) is always geared towards branding new or prospective consultants.  Keep it simple, fun and easy to follow.  You must portray confidence, sincerity, authority and a mastery of the information.  Always take control of the audience, only allowing questions at the end of a section or when appropriate.
Success Saturday Training Agenda

1. Introduction

2. Re-Edify the Speaker

3. Soul Purpose Business Presentation

4. Break to Sign-Up New People
5. T.E.A.M./Recognition
6. 24-Hour Game Plan
7. Developing a Network Marketing Mindset

8. Business Basics

a. Compensation Plan

b. Enrollment Process

c. Lifestyle Gatherings

d. Ordering Made Easy

e. Other

9. Close and Call to Action

10. Leadership Meeting (Managers & Above) – For Fear of Loss
Room Set Up:

Theater Style – You always want to create a sense of closeness and tightness with your meetings.  It is important for people NOT to feel too comfortable.  You want to them to feel uncomfortable. They need to feel uncomfortable enough in their situation to want to make a CHANGE.  Also never put out more chairs than you need.  You always want to create the illusion that the room was packed.  If you have to keep adding chairs that helps with the perception.

Product Display/SAMPLING Table – You want to set up a beautiful product display table, not just to DISPLAY products, but to SAMPLE the products as well.  This is important.  

Registration Table/Paperwork Space – You want to have a place for people to register for the event and even to pick up applications/order forms.  

Refreshments Table – If you have some type of refreshments you will want to have a place set up for that as well.  Even though this is not necessary and please do not go overboard. 

Try your best to keep your non-set up committee LE’s, and guests out of the room during set up and then when the room is ready, let them in the room.  You can create more energy and excitement and build up outside of the room this way.  

INTRODUCTION


5 MINUTES
The goal of the introduction is to warm up the audience by promoting the rest of training. The general format of the introduction is as follows:

A. Personal Introduction
You should introduce yourself and tell your humble personal story of getting started and achieving success in Soul Purpose.  You should immediately give all of the credit of your success to the training and/or upcoming speaker.  For example:

“Hello…my name is…I feel very fortunate to be standing here talking to you today because not long ago I wasn’t enjoying success… I had the good fortune of being introduced to Soul Purpose  and now enjoy financial success… the key was the training …Soul Purpose showed me exactly how to become successful!”

B. Promote Each Section of The Training
Each section of the training should be described, and anticipation should be built for each.  This way, the audience knows what to look forward to. For example:

“The training today is going to be incredible!  We’re going to go step by step through everything that it takes to be successful in Soul Purpose.  We’re going to show you exactly how to get started in Soul Purpose and on your way to financial success.   Does anyone want to have a lot of repeat customers that generate monthly income you don’t work for?  (Yeah!!!) (Raised Hands)  I’ll tell you what!  In our Sampling, Gathering and Product training we’re going to show you exactly how to get as many as you want!  Does anyone want to earn commissions over a large entrepreneurial team?  (Yeah!!!) (Raised Hands)  Well in our Recruiting, Compensation Plan, Promoting training, we’re going to show you exactly how to build one!  Would anyone like to earn the Triple Diamond Executive position and earn tens of thousands of dollars on a monthly basis? (Yeah!!!)  Well by the end of our training, we’re going to show you exactly how to achieve that position in the company!”

C. Prepare the audience to listen, take notes and to not judge the training
You should tell the audience not to judge the information that is about to be presented, by showing them what they have to lose by changing it or doing it ‘their way’ (story).  You should help the audience to associate mean and end values with taking the training seriously and not judging the information.  Finally, you should prepare them to take plenty of notes.  For example:

“There’s one important rule.  Don’t judge us or the information we present today.  Just take the information and apply it.  Don’t let the messenger get in the way of the message. You see, we didn’t invent any of the information that we’re presenting today.  These are all proven techniques passed on from experts who’ve made millions in network marketing.  Would you like to be the person who tried it ‘their way’ and failed or the person who did it the right way and retired for life two to four years from now?  (raised hands)  Wouldn’t you feel secure knowing you have that kind of money coming in?  (Yeah!)  Well then, let’s get serious about this training and make it happen.  Take out your pens and pads and take plenty of notes”. 
BUSINESS PRESENTATION     25 minutes

D. Main Speaker 

The main speaker is to come on board and present the 7 point Business Presentation and Power Close. (See document in appendix)

RECOGNITION 
15 minutes

TITLES

(From New Lifestyle Entrepreneurs to Diamonds have them to stand and be recognized)

· New Lifestyle Entrepreneurs -  30 Days or less (including today) 

· New Associates came with a $300JSP or $125 JSP or sales

· Managing Associates

· Diamond Executives

· Double Diamond Executives

· Have all Managers stand and have newly promoted Managers proceed to the front to be recognized to give a brief testimony

· Have all Diamonds stand and have newly promoted Diamonds proceed to the front to be recognized to give a brief testimony

· Have all Double Diamonds stand and have newly promoted Double Diamonds proceed to the front to be recognized to give a brief testimony

TOP SALES

· Have all consultants to stand.  Active with $100 in sales in previous month remain standing (applause)

· Production of $300 PBV

· $500  PBV

· 1,000 PBV

· Over $1,000 PBV

· If anyone is still standing continue incrementally increasing until the TOP Sales self identifies (Make some NOISE!!!)

RECRUITS

· Have all Lifestyle Entrepreneurs stand that brought on new business partners in past month.

100 NAMES LISTS

· Have those to stand that have a 100 Names List

GATHERINGS

· Have LE’s stand that have had 4 gatherings in 1 month over the past quarter
AUTO-SHIP

· Have LE’s who are on auto-ship stand.
· Have LE’s who have signed up customers on Auto-ship stand. 
All Rising Stars Stand

E. Edify the Next Speaker
Edification should always be geared towards the next topic.  For example, since Getting Started is the next section, all edification should be geared towards how quickly the next speaker got started and successful in Soul Purpose.

For example, “I’ve got the good pleasure of introducing to you a person who has documented his/her success in the Elite system in record time!  This person walked in here and within a matter of months was very successful with the business.  He/She has a lot of fun with the program but knows exactly what it takes to get started quickly in the Soul Purpose program.  Furthermore, his/her whole goal here today is to help as many people as he/she can to get started achieving the kind of financial success that he/she has!  Please help welcome Mr./Mrs. XXXX to the front of the room!”

After being introduced, the new speaker should always return edification to the person who introduced them.  Introductions and returns should always be brief and should only be done the first time that each speaker appears.  i.e. Susan returns to the stage to do the Compensation Plan section of training… she needs not to be edified a second time, just announced.

DEVELOPING A NETWORK MARKETING MINDSET     15-20 minutes 

Why – Explain briefly how to paint a compelling vision and how to develop a strong why. Explain that it cannot be based on $$$. Help LEs understand how SP can represent a vehicle to get what they want. Exercise: If you had millions of dollars and new that you could do whatever you wanted to and would not fail what would you do? Ask the same question and add if you had six months to live what would you do? Look at both lists, what’s the same on both lists?

Belief – Explain how to build belief. Show LEs how to get a check, that’s how you build belief. Help LEs move through comp plan. 
Burning Desire (Hongree) – Explain what this means. Tell story of if I told you that you couldn’t eat for one day how would you feel. If I told you that you couldn’t eat for 3 months. 
Commitment – Tell story of your own level of commitment. Compare to a marriage for better or worse. NO EXCUSES. 
Coachable – Explain how they don’t have to re-invent the wheel and that if they change ANYTHING about the system, they will set themselves up for failure because this is NOT coachable and cannot be duplicated. 

The thing is that everyone comes to the business with those 5 things listed above and you can’t control it. But what you can control is your own Why, Belief, Desire, Commitment, Coachability and work ethic and you have to WORK YOUR PACE IN THEIR FACE! 
THE 24 HOUR GAME PLAN

· Place your order for a success pack $125 or a prosperity pack $300 immediately.   Get 100% sold out for the product.  This will be the key to your success.  Call 800-982-3189 to place your order today.
·  Put the conference call schedule in your calendar or cell phone and participate on ALL calls for the first week.

· Sign up for $100 Auto-Ship.  You need product period.  No product = No business. Besides, you need to create your own testimonies.  The great thing about Soul Purpose is you can buy wholesale and sell retail and earn immediate cash.

· Make a list of a 24 names in 24 hours.  Your list is your business plan and it should contain at least 100 people, but immediately work on your first 24 names in 24 hours.  You can list either the name of the person or the circumstance (Girl who works behind the counter at grocery store) in which you know the person.   Sort this list and find your 5 FLAT TIRE FRIENDS.  (People who will come to your rescue within 24 hours.  Fax  or e-mail this list to your sponsor within 24-hrs.

· Began to contact the people on list.  When you begin to make the calls, please follow the 5-step system: 1. SHOW, 2. SHARE, 3. CONNECT, 4. CLOSE, 5. ENROLL & INVITE:
SHOW – Your prospects the Soul Purpose product line

SHARE – Your story 

CONNECT –The prospect to the business opportunity via a recorded call, a live phone presentation, a recorded presentation or a live event

CLOSE- Your prospect using the 3-way call to dial them into an expert

ENROLL & INVITE- Enroll the prospect into the business and into the Vision of the team, then invite them to the next big event.

· Set the date for your product showing with your flat tire friends.  This event will occur within the first 24 to72 hours of joining the business.  This is the time to invite your flat tire friends over to experience the product line and to hear about your new business venture.  Serve wine and cheese or some other light snack, put the products on display and have fun.

·  Set the date for your Lifestyle Gathering and Private Business Reception (PBR)Your first lifestyle gathering and Private Business Reception will occur within 1-2 weeks of joining the business.  Invite EVERYONE you know to this event.  These will be friends, colleagues, family and anyone that would be interested in the products and or the business opportunity.  This will also be a training ground for your new partners. 

· Follow the 3 Gets 10 and Win! Strategy  You do not have to re-invent the wheel when you have something that works.  3 gets 10 and win is all about you finding 3 people to get 10 customers for life on auto-ship and teaching others to do the same.

· Sponsor 3 business partners in 21 days.  Sign them on auto-ship.  Help them find 3 at the same time.  And Promote to Managing Associate or Diamond Executive.

· Set Your Sales & Recruiting Goals for the next 90 days.  

30-day Goals:   Sales___________
Total New Recruits: _____________

60-day Goals:   Sales___________
Total New Recruits: _____________

90-day Goals    Sales___________
Total New Recruits: _____________

In 90 days, I would like to attain the title of:___________________________

I will check in with my sponsor _____ times each week to make sure I reach my goals.

· Read the Entire Elite Success System Quick Start Guide This will ensure that you master the “how to” aspect of this opportunity. (Coming soon!) – You’re reading part of it now.
· Stay Plugged In – Make sure that you commit to continuous training.  Plug in to the Tuesday Corporate Calls, the Team Calls, and the “3 Gets 10 and Win” strategy.  Plus our Success Saturday’s and Soul Purpose Training and Recruiting Events.   Commit to 1 year – Anniversary Date:_________.

COMPENSATION PLAN TO DIAMOND         60 MINUTES
Explain qualifications and maintenance for each position up to Diamond

Explain how we get paid weekly Quick Start Bonus

Explain we get paid once a month on the 15th

Explain check processing timeline. 

Explain the 3 Get 10 to Win Strategy. 

Explain that we do not lose titles, but must maintain qualifications to be paid as. Explain personally sponsored vs not. Active vs not active. 

Explain concept of 2%  leadership bonus 

Show Hypothetical 

Explain why recruiting is so important

ENROLLMENT PROCESS                                 30 MINUTES
Approach & Pique Interest Sampling (How we sample, some scripts that we use, show how the samples are packaged)

Locked and Loaded (Show what it means to be locked and loaded) Prospect Packets (What goes in it?) 

Pre-Recorded Call 
3-Way Call with Success Line Expert 
Presentation & Quick Start Training: (One of the Following):
· Sunday – Thursday (Live Opportunity Call) 
· Prospect Pack Drop, 

· 1:1 Meeting

· 4-Way Meeting, 

· Gathering, 

· Conference Gathering

· Business Opportunity Meeting
· Success Saturday
· Party with a Purpose
Explain How to Generate Own Leads with Marketing Strategy of flyers, sizzle cards, etc.  (See 50 ways to Market Your Business Document)
GATHERINGS & BUSINESS LAUNCHES                   30 MINUTES
Booking Gatherings (How do you book? What do you say?) 

Hostess Coaching (How to Coach a Hostess to a $500 Lifestyle Gathering)

Follow-Up (Why?.) 

What to do when you get there. Games you can play. 

How long should it take? 

How to set up a display. 

How much product to bring. Setting up check out area. Etc. 

ORDERING MADE EASY                                                          20 MINUTES

Explain ways to order. EMMA, the Importance of Having it. 

Show how to complete Auto-Ship Form (If not currently on auto-shio, they should submit their order forms today)

Regular Order Form, Multiple Orders Cover Sheet, etc., 

Where to find Shipping Info. 

What is the difference between, wholesale, BV and retail. 

OTHER IMPORTANT THINGS TO KNOW                
       10 MINUTES
Where to get Business Cards, and other business tools

The Youngevity site and how it fits in

Other Key Business Tools. 

Rising Star Program and how it works) 

CLOSE





       10 MINUTES
Promote Rising Stars, New Leaders, and Opportunity for all.
Promote next Success Saturday, Nation-Wide Explosions, Leadership Trainings, Business Schools
Promote action motivators as a result of national training (new clothes = confidence) (cars = 
   powerful), (leaving jobs = independence)

Wouldn’t a new car make you feel powerful?

Call for specific action: 2 people @ next meeting & 10 new customers

Call for specific action:  Fill out your apps, hand them in right now.   Let’s make history!

. 
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