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Welcome to the NetWork... now hang on!        

Hello, my name is David Slaughter, President and CEO of the company. What a great first step 
you have made. You have received this ebooklet at an exciting time! The opportunity you now 
have is unlike anything you have ever seen before. We are more than a company with amazing 
products. We are a company with a purpose – as you read through this guide you will come to 
understand that purpose. Within that purpose is the power to transform lives.  
 
We recognize our distributors are most successful when they first understand they are solution 
providers and not sales people. People will get involved because of you, although our products 

are great. They are still secondary to the solution they provide and the person offering the solution. 
People want the solution our products deliver. We all recognize that a business is a primary way to 
become financially independent and our solution to becoming wealthy is one of the best. In fact, 
the more successful you are ... the more successful we are! 

 
We recommend over the next 10 days, you learn this network marketing business by studying this 
guide, our business model and your why for wanting to become an IBA (Independent Business 
Associate). If you want to really change your lifestyle by increasing the money in your life, you 
need to know the business. You can‘t lead a million dollar company without knowing where you 
want the company to go. Learn your business and watch it explode in a very good way. 
 
The purpose of this training ebooklet is to help you get started as a new member of the HairCare 
NetWork International family. The focus is preparing for pre-launch by building your customer base 
and attracting people who really want to change their lifestyle right now. One recommendation, if 
either of you are looking for the get rich quick thing, this is not it. You need to ―see it before you 
can see it”. (Think about that for a minute, we’ll wait). In addition, you want to get your mind 

ready for what‘s about to happen to you. 
 
Our business model is based on RELATIONSHIPS. Who do you know? Who do they know? 
Think about all the really important decisions you've made when it comes to doing business with 
someone. If you're in the market for a hair stylist and your best friend recommends one, are you 
going to ignore your friend and instead respond to a salon ad you‘ve seen in the yellow pages? 
We think not.  And that, my friend, is the biggest advantage you could have. 
 

Everyone feels a referral from a friend or someone you can trust goes a lot farther than a TV spot 
or a magazine advertisement. When you think about it, those ads can cost millions of dollars—
hoping that a person will respond to them and buy the product they're pitching. When was the last 
time a beauty supply store in your community advertise their business? We know they are few and 
far between, if you‘ve ever seen one. That one fact leads to our why? 
 
Wouldn't it make more sense to take would be advertising dollars—especially in this economy—
and spend them more effectively? Well the HairCare NetWork does exactly that. This is the 
future of marketing. And it's working big time.  
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Building a base:  
 
Ask yourself this very simple question. Who do you know that wears hair extensions (aka 
weave or wigs)? These eight words should light the fire that will propel you to the success and 

lifestyle you‘ve only dreamed about and give you your why and our purpose. There is a natural 
social system shared by women, capitalize on it. Here‘s why the HairCare NetWork simply works. 
 

1. In the African-American community, hair weaving is a 4.9 BILLION dollar per year 
business. Up till now, African-American women have given their money to the beauty 
supply stores in their community without thinking twice. Are you starting to see? 

 

2. It would be great if money was recycled back into the African-American community. Any 
community. However, that is not the case. Once that money is received, it leaves the 
African-American community never to return again. Our purpose? Change the direction 

cash flows. Not only in the African-American community, but any community related 
to the 10.7 BILLION DOLLAR ANNUAL HAIR EXTENSION BUSINESS NATIONWIDE!  

 
We are growing really fast during this pre-prelaunch period. (Hundreds of people are coming on 
board just like you). It is important to link your goals with your activities. If you treat this like a 
business you will make money ... if you treat it like a hobby it will cost you time and money. That 
means you are going to have to invest some effort, time and/or money to get results. This is 
definitely the best place to get a fast start on things you should do first.  
 
 
 
To your success, 
 
 

David Slaughter 
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How do you  turn $24.95 into $1,500 (or $35,000) monthly! It’s all your CHOICE! 

Thousands of women and men will discover life-changing opportunities with the HairCare 
NetWork. They will find more than just a career — they have become part of a close network of 
people with a passion to celebrate, encourage and reward others and themselves. 

Through the unlimited earning potential the HairCare NetWork offers, we'll hear stories of people 
being able to afford their child's surgery, pay off their home, pay a child‘s college education, take 
amazing family vacations and uncover self-confidence they never knew they had. We provide you 
with all the tools and support you need to succeed, including top-notch marketing materials. We'll 
also give you products that practically sell themselves and the chance to earn fantastic incentive 
trips! 

The difference with the HairCare NetWork is we have a tremendous product line (100% Virgin 
Remy hair) that people fall in love with and would buy anyway – even if we didn't offer a great 
referral gift. The core of this business is built around giving people the hair they want. No excuses!  
You will learn more about our product line as well as future products later. 

As we move closer to prelaunch, we will keep you informed. So ask everyone you know who they 
know that wears weave regularly or occasionally. By the time we hit our soft launch, you could 
have a customer base of over 100 people ready to order. How about a big time check to rocket 
you out the gate?  

You bring three assets to your business:  
 
1. You (this is the best place to start)  
 
2. Your Time: (check out the time management guide included)  
 
3. Your Focus: (there‘s nothing like knowing what you‘re going to do, when you‘re going to do it 
and the rewards for doing it)  
 
Here is the first tip on how to get started marketing this opportunity. Rest assured we will show you 
plenty techniques to use to build your empire! READ THIS MANUAL!  It can drip feed you with all 

the essentials. 
  
Remember to log into your back office on your website and get to know your way around. This will 
give you a good foundation to get started. 
  

There are 5 basic strategies the company uses to market our products and service: 
We use tactics as nails driven home by the hammer of our strategies. 

 
1) COMMITMENT 
2) ENTHUSIASM 
3) PERSISTENCE 
4) WELL-DIRECTED EFFORT 
5) REFERRALS 

 
Spend at least 1 hour a day 4-5 days a week on these activities.  Treat this like a business, not a 
hobby. If you treat it like a business it will make you money. Treat it like a hobby and it will cost 
you (second time you’ve seen this, not a mistake). Sooooooo, what is the first thing you should 
do? Continue reading this ebooklet and get prepared for a whole new life. Here‘s a little research 
you may or may not know. 
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The Yale Graduating Class of 1953 – Study 
 

3% had put their goals in writing 
97% had incomplete goals or none at all! 

 

Twenty Years Later 
 

The 3% who set goals had greater income than the other 97% combined! 
 
 Dreams become goals when they are written down. 
 Find a goal big enough to inspire you, and unleash your power. 
 Goals give you a vision that keeps you pressing on. 

 

Goals Must Be: 
 

Written - Dreams become goals when they are in writing. 
 

Specific - The more specific you can become with your goal, the more likely you 
will be of achieving it. Example: I want a new BMW 760LI (even more specific i.e. 

color, year, features, etc.). 
 

Measurable - So you know when you hit goal and when you need to put in more 
effort. Example: I want to earn $500 per week (quantifiable). 
Time Focused - Goals must have a deadline attached to them. 
Example: I will achieve National Director by April 1, 2012. 

 

Written in the Present Tense. Example: It is May 1st
 and I am a qualified 

Black Diamond. 
 

"Whatever the mind of man can conceive and believe, it can achieve." 

- Napoleon Hill 

ps, don’t forget God 
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Goal Setting Worksheet 
24-Hour Assignment 
 
I am starting my business for the following reasons. What is important to you? 

(Circle all that apply) 

Early Retirement New Car Vacation Home Favorite Charity 
New Home Travel the World Helping Family Children's Education 

More Family Time Debt Free Time Freedom Financial Security 
 
What else? Dream… You‘ve been told that you won the Publishers Clearing House $5 million 
Sweepstakes give away or the lottery. In order of priority, what would you do or buy with that 
money? (Be Specific) 
__________________________________________________________________________ 
__________________________________________________________________________ 
__________________________________________________________________________ 
What is your most important goal to achieve as a result of your new business? 
__________________________________________________________________________ 
__________________________________________________________________________ 
__________________________________________________________________________ 
 
What is your income goal? 
 
3 months $________ 6 months: $_________ 1 year $_________3 years $_________ 
 
Your Perfect Day 
 
Albert Einstein once said, "Your imagination is the preview to life's coming attractions." It is now 
time to put your imagination to use. Pretend you have just been hired by a famous Hollywood 
Director to write the screenplay for your perfect day. Write what your perfect day would be like five 
years from today. Where would you wake up? What time would you wake up? What kind of house 
would it be? (Describe it in detail) What would you do when you woke up? Where would you go? 
In what kind of car would you be driving around town? etc. Write in detail what your perfect day 
would be like five years from today. 
 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

__________________________________________________________________________ 

 

STOP RIGHT NOW AND COMPLETE THIS EXERCISE!  

We recommend after you write the above answers you give a copy to 
someone who will hold you accountable and give encouragement.(key word) 

Your up line, close family, friend or associate. Just do it… 
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10 reasons to join 
the HairCare NetWork 

 
 

1  Extra Cash 
    Earn a whole lot or just a little extra – 
    your choice! 

  
  

 

 

2 Easy-to-sell products 
 Our premium quality 100% Virgin Remy hair 
    can be compared to a canvas for an artist's 
    masterpiece. 
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3 Receive your products at a discount 
 Get the products you love at an 
    amazing discount 

 

 

 

4 Work around your schedule 
 Work the hours that work for you 
 and enjoy you new lifestyle 

 

 

 

 

 

5 Be your own boss 
 It’s your business – 
    you call all the shots 
 Self-discipline….. 
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6 Enjoy all the best rewards 
From getaways to gifts, cash to 
credit. You get more than a 
paycheck, sell something 
today on your website, get 
paid tomorrow. Weekly 
pay with Bonuses  

 

 

 

7 Meet all kinds of new people 
Making new friends has never been so easy and fun 
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8 Be recognized 
We celebrate your success with the whole company  

 

 

 

 

 

 

 

 

 

 

 

 

 

9 Make a difference in someone’s life 
We inspire confidence and transform lives  

 

 

 

 

 

 

 

 

 

 

 

10 We’ll help you to succeed 
You will never walk this 
road alone  
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How did you learn to run? You learned to walk. How did you learn to walk? You learned to crawl. 
How did you learn to crawl? You learned to roll over. You didn‘t decide as a week old baby that 
you were going to run a marathon. You grew and learned how to get from one step to the next. 
Trying to jump ahead from crawling to running would have resulted in a lot of falling down, a lot of 
unnecessary bumps and bruises and a lot of starting over. Avoid any MLM (MULTI-LEVEL 
MARKETING) training at all and you‘ll be just like a newborn who tries to run. Out of sync and in 

way over your head.   

You might muddle along in marketing. You might even have a sale or two. But you will eventually 
fall flat on your face because you won‘t know what step to take next. Walking is learned by holding 
onto things that will support you, like furniture or the hands of loved ones. Your gait was unsteady. 
You were unsure on your own, but when you had support, you wanted to take off at light speed 
and race across the floor.  

Mistake #1: Thinking you know enough about network marketing to make it on your own when the 
only definition of marketing you know is the one you looked up online. Thinking, ―Hey, if that guy 
did it, I can do it!‖ What you don‘t know about ‗that guy‘ is that he invested money to get MLM 
training so that he could learn to walk before the business was up and running.  

Mistake #2: Failing to identify the audience for the product. Thinking all you have to do is buy the 
product and the people will rush to you like kids around an ice cream truck is a common blunder.  

Without MLM training, you won‘t know enough about how to market a product to fit a specific 
demographic – a specific target audience. Anyone fishing will eventually catch a fish, but the 
marketers with training know where the stocked fishing camps are located, what bait to use, and 
so on. While you spend a year or two getting a nibble here and there, they‘ve already got a 
business full of customers.  

Mistake #3: Thinking only in terms of profit. Focusing only on the short term goals, making the 
sale, convincing someone to join you for a ‗get rich quick‘ venture isn‘t the way to build a lasting 
business.  

An MLM opportunity is not a get rich quick scheme. It‘s a business that can present long-term, 
residual income if the marketer keeps sight of that. It‘s not something to get into because you want 
to earn enough money to take a two-week vacation to Hawaii. If all you want is something short-
term, work a few extra hours at your day job. Leave the marketing to those who know how to use 
it.  

Mistake #4: Believing that because you‘ve taken a quick MLM training course, you can stop 
learning. Multi level marketing requires a continuing education. Embrace the fact that you need 
training and your business will be built on a strong foundation that flourishes. 

 
 
 
 
 
 
 

http://www.mlmmillionaire.com/tag/network-marketing/
http://www.mlmmillionaire.com/tag/multi-level-marketing/
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Plan of Action 
 

After you review the information in this booklet, we invite you to more advanced and detailed 
training tools that have been produced to help your experience with the HairCare NetWork 
International to be a successful one. (These videos, articles and additional trainings can be 
accessed online at www.hcnintl.com/training once we are in soft launch).  
 
Remember, all trainings, communications, and business tools will be available to you all day, 
every day. Remember to check it often. In the mean time, we recommend you check out 
www.FirstClassMLMTools.com. Tim Sales is one of the great trainers in mlm we respect. As we 
began to have events across the country, periodically you will see Tim along with a few others as 
featured speakers.  
 
We are one of the few network marketing companies that place emphasis on training. There are 
many myths associated with multi-level marketing. One of the key myths is they want your money 
and really don‘t care if you make any money. That does not hold true with the HairCare NetWork 
International. As you can see, we require all IBA‘s to initially purchase this training guide. 
 
We understand the importance of preparation and are willing to put our money where our mouth 
is. Which is why we deduct the $24.95 from the $194.95 IBA entrance fee and you only pay 
$170.00 to become a full fledge IBA. We want you ready to change your life, lifestyle and life 
outlook through the HairCare NetWork International.  
 

Are You A Light Bulb Or A Laser? 

FOCUS 
  
It‘s amazing how many people, every single day, jump from one opportunity to another.  Their first 
mistake is following the promise of $$$ rather than choosing a product that they will actually have 
a passion for. Choose one company and just stick with it. 
  
The other amazing thing I see all the time, is people doing 2,3,4,5 or even 10 different businesses 
and not making any money in any of them. Now if that is not the definition of stupidity I don't know 
what is!   
 
Is it important to diversify your income streams? Yes. Can you start another business until the 
other one is in profit and growing without your interactions? No!  You lose all focus. 
 
I think the easiest way to demonstrate this is with an analogy. Let‘s take a light bulb and a laser.  
Not many people realize that they actually use the same amount of energy, well in many cases the 
laser uses less but that's not the point.  A light bulb spreads light everywhere, yet a laser beam 
can cut metal. Why? The energy has a single point of focus. 
  
Now let‘s look at your business/businesses. If you're the light bulb you have loads of activities 
going on, lots of different businesses and are just generally really busy.  Now you get a warm 
glow, just like the light bulb, but no real results. 
  
Now let‘s imagine you're the laser. Your sole focus is on one business and your highest priority 
task within that business. Nothing can stand in your way as your laser-like focus cuts through any 
hurdles in your way and your business starts growing. Now ask yourself, are you a light bulb or a 
laser?    
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Keep Pumping Until The Water Is Flowing 

Let me borrow your imagination for a minute. Imagine you are lost in the Sahara Desert wandering 
aimlessly just hoping you'll come across an oasis. After what has seemed like an eternity you 
come across and old fashion waterspout. You know the kind you would find on most farms in the 
Midwest a century ago. They have a long handle that you have to pump in order to get the water 
to start flowing. 
 
After you touch it to confirm that it is not a mirage, you begin to pump, after 5 pumps no water 
comes out.  You give it another 5 then 10, still no water. You have been walking for so long you 
can barely stand up and don't know how much longer you can keep it up. But you keep pumping 
10, 20, 30 more times and still no water. The question now is when do you stop pumping?   
 
The next pump could be the one that starts the water flowing. If you stop and take a break, all the 
effort you have already put in will be wasted. But you know for sure if you don't get water soon, 
you won't survive. This well offers you the only possibility of survival. So keep pumping. If you are 
going to go down, don't let it happen with out a fight. 
 
Marketing your HairCare NetWork business is much the same. There are many techniques you 
can use to pump the well in an effort get leads and grow your business. They are all effective 
when you are persistent with them. Even when you don't think there is any reason to continue 
requesting friends on Facebook, taking part in forums, or whatever strategy you have been using, 
you must continue.   
 
All of these strategy work, that has been proven. They just take time. You never know when the 
next thing you do might be the one that starts the leads and sales flowing into your business. The 
one thing I can tell you with certainty is if you stop, you won't get anything and your business will 
die. 
 
The HairCare NetWork offers you an opportunity unlike any other. There is no other industry 
where everyone has the same opportunity to achieve financial freedom. It does not come without 
work. The ones who get in and fail did not pump the well long enough, they gave up too easily.    
 
But those that had the perseverance and determination to continue to work and pump the well until 
the water started flowing will tell you that once it starts flowing it takes very little effort to keep it 
flowing.  
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A Great Message...  

The Message: Why People Fail  

 
Motivation guru Anthony Robbins once told the story of a man at a seminar who was extremely 
frustrated with his lack of results in his business. The befuddled businessman said he had tried 
"everything" but nothing worked. Here is the exchange that went on between the two of them:  
 
Robbins: "You've tried EVERYTHING???"  
 
Attendee: "Yes, I've tried absolutely everything!"  
 
Robbins: "Tell me the last HUNDRED things you tried,"  
 
Attendee: " I haven't tried a hundred things."  
 
Robbins: "OK, then just tell me the last FIFTY things you tried."  
 
Attendee: "I haven't tried fifty things."  
 
Robbins: "Alright then tell me the last DOZEN things you tried."  
 
Attendee: (getting somewhat embarrassed) "Well, I haven't tried a dozen."  
 
Robbins: "I thought you said you tried EVERYTHING! So tell me then, how many things HAVE you 
tried?  
 
Attendee: (shrinking back into his seat, embarrassed), "Two or three."  
 
Sacrificing 12 hours a week to be able to retire from a 40+ hrs work week within a few months is a 
great possibility in The HairCare NetWork International.  

 
 
 

"Treat it as a Business, not as a Hobby" 

 
 

A book by Paul Zane Pilzer – The NEXT MILLIONAIRES 
 

Ten million new millionaires will be created between 2006 and 2016, and The Next 
Millionaires explains how you can become one of them--especially if you are in direct 
selling, technology, home-based business, product distribution, or an emerging industry.  

 
“Our concern is that the rich are getting richer, but America is getting poorer. Network 
marketing provides a vehicle for the average person to make above average income.” 

Robert Kiyosaki and Donald Trump 
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Plan of Action Summary 
 

1. THE BASICS 
 
MLM Training is a multi-million dollar industry. MLM distributors spend large amounts of 

money each year on network marketing training, in hopes to achieve success. In fact, many top 
distributors have shifted their efforts from building their MLM business to starting a training 
business.  
 

After all it sure is profitable. So many MLM distributors are dying to figure out what it takes to 
succeed in this industry, so they can quit their jobs and work from home. Many training companies 
prey on that desire and overcharge distributors for old and outdated training materials.  
 
Despite these challenges, top earners take MLM training seriously. Every single six and seven 
figure earner was 100% committed to learning everything they needed for success. Many of these 
successful distributors spent hundreds every month on MLM training.  

Becoming a specialist in any high paying field often requires a lot of education, hours in an 
internship and a fortune in student loans to repay. Years are spent in preparation to be in an 
industry that will give the specialist the income they want. Starting an MLM business won‘t hand 
you a degree to hang on your wall, but it will give you peace of mind from financial stress and the 
freedom to work when you want to.  

You don‘t have to spend years sitting in a desk followed by more years of practicing to be what 
you‘d like to achieve someday. With an MLM business, your goal of wanting your own business is 
reached the moment you sign up. Now what? 

Unlike student loans that you‘ll pay for until you‘re old and gray, the start up costs for owning your 
own marketing business with us is affordable. Though any type of personality can get into network 
marketing, for people who are extroverts and know how to motivate people, the income level can 
reach the pinnacle very quickly.  

Another upside of running your own MLM business is that if you‘ve never done any type of 
business on your own and don‘t know what a business plan is, the company you join can help you 
by giving you a plan that worked to make the company what they are today.  

The company should show you how to put everything into practice. It‘s not like graduation from 
college where all of a sudden you‘re left hanging on your own. They want you to succeed because 
your success is their success.  

That‘s the upside of starting an MLM business and like all upsides, there‘s usually a downside. So 
what‘s the downside in this kind of business? If you‘re not an organized person by nature, knowing 
how to keep accurate records might discourage you.  

If you‘re shy, it might be harder to talk to people, but those are both problems that can be 
overcome with the right training. You don‘t want to let something simple like that hold you back – 
not with all that you stand to gain.  

The Truth about People  

On the other hand, as you may already know people are naturally lazy. People would rather spend 
money to learn how to do something, than spend the time to actually do it.  

http://www.mlmmillionaire.com/tag/network-marketing/
http://www.mlmmillionaire.com/tag/network-marketing/
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Think about how much money people spend on diets, gym memberships, therapy, business 
training, etc. Most of these people will purchase a training product and not even read it. Can you 
believe that? This one included 

Even worse, many of these people will read and study the information, but never put it into use. 
Personally, it‘s sad.  

Advice about Training  

Our advice to you is to invest in MLM training and apply what you learn. If you aren‘t committed to 
learning, growing and applying what you learn, don‘t waste your money in the first place. In fact, 
don‘t even get involved in the MLM industry at all.  

Many of the MLM top earners were previously MLM failures. They failed in one, two or three or 
more different MLM companies. However, what separated themselves from most other MLM 
distributors is the commitment to learn what it takes to succeed. They looked at every failure as a 
temporary setback. They invested into MLM training. 

Over time, these MLM distributors learned the required skills it takes to succeed in this industry. 
Those skills include: sales, marketing, coaching and persuasion skills and acquiring an 
entrepreneurial mindset. Most MLM top earners read hundreds of books and attended every 

seminar they could afford.  

If you want to succeed in the MLM industry, you must learn. You must invest in MLM training. You 
must build your own personal library of MLM books. You must find a mentor who has already 
achieved success and learn from them. Finally, you must develop a ―whatever it takes‖ attitude 
and sell out to this industry. If you do, you will succeed. 

Whether you are a seasoned veteran or are new to this industry, there are a few simple things you 
can do right now to get MLM training. We‘ll cover each technique below. 
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Five Steps To Get Trained In Network Marketing  

1. Find a Mentor: If you don‘t already have a mentor in your current MLM Company, you should 
look for one. If your sponsor isn‘t very helpful or successful, you can call upline until you find 
someone that is. If no one is willing to help you, you should leave our MLM Company and find 
another one. We know that will not be the case. 

2. Find a System: After having a good mentor, the next most important thing is to have a system. 

You need an automated system to generate leads, follow up with your leads, present your solution 
and opportunity and so forth. There are a few generic ―systems‖ out there. Even within one MLM 
company, there can be 5 to 10 or more different systems used by top distributors. Your objective is 
to find a system that is effective, affordable and easily duplicated. You don‘t want to participate in 
a system where the distributors earn most of their money from the system and not the MLM 
opportunity. 

3. Enroll in the company’s MLM University: Have you ever been paid even one dollar to listen 
to the radio in your car. We doubt it. However, we‘ve found that all successful MLM Leaders enroll 
in their company‘s training university. They listen to success tapes, business tapes and network 
marketing tapes whenever they are in their car. If you drive one hour a day, you could listen to 200 
to 300 tapes per year. Think about how much knowledge you would gain during that time.  

4. Attend Seminars: MLM Leaders attend company events and seminars. They seek knowledge. 
Therefore they attend company events and seminars designed to give them that knowledge. At 
the seminars they don‘t pitch their business opportunity to other participants. Instead, they build 
friendships and network. At a later date, they might contact someone they met. Or, they might not. 
Their true purpose of attending the seminar is to learn a new skill, not sponsor a new distributor. 

5. Join our Company: It‘s hard to succeed without a good system and good mentor. We have 
both. Without them, you have to work extra hard and stay focused. Therefore, tell your upline if 
they want to make money, they need to help you make money. As you grow your own team, the 
shoe is on your foot. Duplicate your efforts.  

By following the steps above, you will succeed. 

Final Thoughts about Training 

Once you achieve success in the MLM industry, you will earn the right to sell your skills. People 
will naturally want to join your down-line. You can write eBooks and host seminars on different 
MLM Training topics. Simply put, you will be in high demand. People will willingly hand you their 
money to learn what you know.  

And that should be your ultimate goal; to become a MLM Success Story. You should aspire to 
become a subject matter expert so you can achieve the success you deserve for you and your 
family. More importantly, you can become the guy or gal who helps other people achieve the same 
level of success. 
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MLM Training – The Questions You Must Answer Before Inviting 
Customers/Prospects To Look At Your Network Marketing Business 

By 
Tim Sales 

You may be responding to a person who has replied to one of your ads about network marketing, 
or perhaps you are contacting a lead for the first time. Whatever the reason may be, there is a 
right way and a wrong way to proceed. Let‘s look at the right way! 

We know that there are two ways of making money through network marketing, or MLM. We can 
either generate an income through the sales of products to our customers, or we can recruit others 
to join us, and through effective training and unending support, we help them to grow their 
business and benefit as a result. 

After greeting the person (who is not yet an MLM customer/prospect) and building some rapport, 
you are going to qualify them. ―Qualifying‖ means ascertaining what they want, what they need, 
and what they don‘t want out of life. 

Whether you are about to discover that the person is solely interested in your products because 
they think that your products will help them solve the problems they currently have, or they are 
about to tell you that they are looking for a way to make money or enhance their lifestyle, you still 
need to answer two very important questions: 

Can you help them? 
Do you want to help them? 

You have gotten this far successfully so don‘t mess it up. If the person wants to try your products, 
don‘t talk about your MLM business. If the person develops into a real MLM prospect who is 
interested in your network marketing business, don‘t talk to them about product (at least not until it 
is appropriate to do so). Mix them up and you will confuse them to the point you may not close 
them to action. 

You‘re about to invite them to take a look at some information that will help them get what they 
want. So in the Qualify step, you find out what it is that they actually want. And then you determine 
whether or not your business can actually help them get that. There is one other question that you 
may have to answer before inviting prospects to look at your network marketing business – ―What 
is it?‖ 

Again, there is a right way and a wrong way. Here‘s the right way. 

So, to the question, ―What is it?‖ you want to make sure that you are answering the right question 
– so you should first walk through it. You must first listen all the way through to what they say, 
because if they say, ―What is it?‖ and then you just jump on and immediately answer something, 
you might miss them tagging on some additional information for you. And it is the information that 
they tag on that will invariably give you the clue as to the most appropriate way to handle the 
question or objection. 

You should also listen carefully to the tone in which they ask the question. Immediately your MLM 
prospect asks, ―What is it?‖ pause for a second or two. The reason for this is that when you pause, 
you give them the opportunity to feel free, to communicate whatever it is they want to 
communicate at that particular time. 
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Also, it‘s very important that you stay in control of the conversation. You don‘t want it to go off in 
different directions or allow either you or your prospect to become sidetracked. The simple way to 
stay in control: If they ask you a question give them an answer and then ask them another 
question to get the conversation back on track. 

Getting the conversation back on track means returning exactly to the point where the question or 
objection was raised. If you were in the middle of qualifying them, or if you were inviting them to 
action, that is where you return to. 

 
2. STARTING YOURSELF RIGHT  

How A Simple Stop Watch Can Change 

Your Life (And Make You Rich) 

By Andrew Cass 

In all my years studying the topic of time management and productivity, there is one simple, yet 
powerful strategy I‘ve come across that has made the most dramatic impact on my productivity 
levels, which ultimately leads to more money. In fact, I‘ve found that some of the sharpest, most 
successful Entrepreneurs and top earners of our time ALL use it to some degree… 

It‘s called a stop watch. No, I‘m not referring to some sort of exercise routine here. However, I am 
referring to a ―productivity routine‖ though. Most have never heard of this, which is why most 
struggle severely with time management, get very little done, and make very little money. This is 
especially true today with distractions flying at us from every imaginable angle. 

Here‘s what I mean… 

If you do have an exercise routine, you most likely use a stop watch for certain things. If you work 
out with a personal trainer, he‘ll most definitely use a stop watch to monitor your results. This is 
standard practice when it comes to an ―exercise routine.‖ But why not when it comes to our ―work 
routine‖? Isn‘t your ―work routine‖ the MOST important routine of them all? 

Three years ago I began using a stop watch (aka: my iPhone timer) to time my most important 
―revenue producing activities‖ each day. Meaning if I need to work on marketing, be on the phone, 
write an article (like this one) or whatever high priority action item needs to be done, I drop it into a 
window of ―time‖ and assign a start time AND a finish time to it. The key here, and almost no one 
does this, is setting the ―finish time‖ along with the start time. This way, things aren‘t open ended 
and don‘t drag on forever. 

It is proven that we as humans can only focus and work (effectively) on one task at a time, usually 
for no more than 45 – 75 minutes until a short break is needed to re-energize. As example, when I 
begin my day, I drop my most important ―must get done‖ items into two 55 minute blocks of time. 
At 8am I start, set the iPhone timer to 55 minutes, and zero in on that one ―must get done‖ task 
until the timer goes off. No email. No instant message. Cell phone on silent. No distractions. 
Absolutely NO multi-tasking. Multi-tasking is a myth. Those who multi-task the most make the 
least. 

Now, when the timer goes off, I take a ten-minute ―timed‖ break, grab a drink of water and move 
around a bit. When the ten-minute timer goes off, I set it again for 55 minutes and back into that 
―zone‖ I go. In my productivity training programs, I refer to it as your ―Productivity Strength Zone.‖ 
When the timer goes off again after 55 minutes I take another short break. 
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What I‘ve just explained here is an amazing and proven strategy of how just two hours of focused, 
―timed‖ work, with a stop watch, can often times allow you to get more done in two hours than 
most get done in an entire day. However, this is very uncomfortable at first and is usually rejected 
immediately by most. But don‘t most struggle with time management? 

There is something very powerful about the stop watch that ―boxes you in.‖ When you work within 
this timed zone, it‘s very energizing and very liberating since you‘re not being pulled in multiple 
directions, never getting much accomplished. Try it on for size. But only if you‘re looking for BIG 
time results… 

MLM Training – Network Marketing Is All About 

Listening And Helping People 

By: Tim Sales 

Ask any of the top marketers in the network marketing industry, either within your own MLM 
business or outside it, what the network marketing business is all about, and they will tell you that, 
apart from ensuring you get the right MLM training at the right time, network marketing is all about 
listening to and helping people. 

This is not some philosophical approach, but a hard-nosed practicality if you want to succeed in 
multi-level marketing. Think about it for a second. How can you possibly hope to get your MLM 
prospects or clients to buy your products or become a member of your network marketing 
business unless they believe that, by doing so, you will truly help them? How can you possibly 
help them if you don‘t listen? 

This isn‘t a lesson on how to be an effective listener. Although I will add that if you really are 
interested in the person you are talking to, and if you really are interested in helping this person, 
you will automatically do all the listening you need to. But listening is not paraphrasing. Let me 
explain. 

I, along with everyone I am associated with in networking marketing, follow what I call the ―Inviting 
Formula.‖  As part of the inviting formula, after we effectively greet our prospect, we try to qualify 
them. We try to find out the prospect‘s wants, needs and don‘t-wants.  

The first two things are not a problem, but the ―don‘t-wants‖ sometimes cause some confusion. 
The confusion arises because some people think it means what the prospects don‘t want to do in 
the MLM business; whereas others spend time trying to ascertain what their prospects don‘t want 
in their lives (such as sitting in traffic jams every day, being away from the kids, unpaid bills piling 
up) and how the network marketing business can provide the solution. 

Now, you may conclude that if we are truly interested in the prospect, and get them talking openly 
and freely, it doesn‘t really matter how this question is asked – as long as it enables us to learn 
something more about the prospect. 

I hope you can see the huge difference here, and why it is so important to understand what your 
MLM prospects don‘t want in their lives. In qualifying your prospect, you build up a very clear 
picture of what they want and what they need. But the picture is incomplete without fully 
understanding what they don‘t want. 
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So if you are qualifying your prospect and you say, ―So, what would you want in a home-based 
business?‖ and the person says, well, ―I‘d want a business where I can work from home…‖ – so 
there‘s your want – ―…but I wouldn‘t want a business that meant I was away from home a lot of 
the time.‖ 

Remember I said listening is not paraphrasing. So, what I would ask you to avoid doing is altering 
that prospect‘s words.  I don‘t want you to say, ―Oh, okay.  So you want a business you can work 
from home and be at home all the time.‖  That‘s not what the prospect said and it certainly wasn‘t 
what the prospect meant. 

Pay very close attention, because when you repeat the prospect‘s words back to them, regarding 
their needs, wants and don‘t-wants, using their words when you are inviting them, you have 
immense power because the prospect will believe (and correctly so) that you listened.  And that is 
what this whole network marketing business is all about: actually listening and helping people. 

We recommend the Tim Sales site. Free MLM Presentation Tips and Power Secrets from author 
and trainer Tim Sales who teaches MLM business owners how to build a huge MLM business 
whilst working only part-time http://www.FirstClassMLMTools.com 

 
Speaking At Your Prospect’s Level Is Vital 

If you don‘t know what you‘re talking about, you can‘t speak at your prospect‘s level. 

―Speaking at your prospect‘s level‖ means that you don‘t present above, or below your prospect‘s 
level of understanding. Let me give you a simple example. Let‘s take the subject of cars. One 
person has never seen a car. Another person uses a car daily to get to and from work. And a third 
person is a car mechanic and knows pretty much everything there is to know about a car. 

How you would present to these three people about a car is very different. 

Similarly, you wouldn‘t present that your company is publicly traded (on a stock exchange) to a 
person who has never owned a business or owned stock or even knows what the stock market is! 
However, you wouldn‘t leave this out of your presentation if your prospect is knowledgeable about 
stocks! 

When you‘re presenting one on one – you should never get this one wrong since you‘re sitting with 
them (or talking to them on the phone) and you can easily ask about their knowledge on the 
subject you‘re talking about. The better you know your subject, the better you will be able to 
explain even the most complex subjects at the correct level for the prospect. 

As I explained a dictionary is a book that uses words someone knows to explain words they don‘t 
know. You must be the dictionary every time you introduce a word that is not known by the 
average 5th grade person – because that‘s the average range at which the general population 
communicates. The best advertisers in the world write at a 5th grade level when presenting to the 
general population. 

Also be aware of words that are only used within network marketing or your company. These 
words are not to be used unless you are going to explain them. If you‘re the person who is 
introducing the speaker, don‘t introduce their pin level. The pin level is the name that identifies 
what level they‘ve achieved. Sometimes these are labeled with gem stones, such as Ruby, or 
Diamond. 
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Sometimes they have more of a corporate sound like Senior Director or Executive Director. These 
names mean very little (if anything) to prospects sitting in the room. It‘s better to give a general 
explanation such as ―so and so has built a business that does in excess of x amount in sales.‖ 
Also be careful with acronyms or confusing names. 

If you‘re explaining products, do not use words that an average 5th grader doesn‘t know. Words 
like antioxidants, phytonutrients and pharmaceutical grade are not acceptable. 

And of course be very careful in explaining compensation plans and structures if you do decide to 
include them in your presentation. Personally, I don‘t recommend it. 

If you‘re in a one on one and the prospect asks how they would make money, you can explain it 
with simple terms like, ―when you sell a product you make up to 30% profit. When you train 
another you earn up to 45% of what their business sells.‖ 

That‘s about as complex as I recommend you go into it. Never go into the breakdowns and the 
volume requirements at each level. 

If you noticed, this communication quality is NOT named, ―Don‘t confuse the prospect,‖ it‘s named 
―Communicate at the prospect‘s level‖ which means you could also mistakenly speak below the 
prospect‘s level. This will usually insult your prospect. 

MLM Training – How Effective Are 
Your Communication Skills? 

By 
Tim Sales 

Have you ever heard of communication being described as Words, Music and Dance? In other 
words, how effective are your communication skills based on the words you use, the tone in which 
you use them, and the body language you display at the same time? This simple explanation 
shows why face-to-face communication is the most powerful of all because all three vital 
components are on display simultaneously. 

When communicating with an MLM customer/prospect, you may not always have the benefit of 
holding a face-to-face conversation. However, even on the telephone, the music in your voice or 
the tone you use will come across loud and clear. Likewise, you will pick up the tone of your MLM 
customer/prospect. This kind of ties in with the saying, ―It‘s not what you say; it‘s how you say it.‖ 

Now let‘s put this into context when you are discussing your network marketing opportunities or 
handling questions or objections about the MLM industry that are coming your way. So, how 
effective are your communication skills? 

Another term for communication skills is communication qualities. These communication qualities 
are the subtle and not-so-subtle nuances in the way that you present yourself and the multi-level 
marketing industry to your customer/prospect.  It‘s how everything comes together when a person 
actually talks to another person. 
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One communication quality is the friendly facial expression.  So, when you‘re sitting down with a 
customer/prospect, you want to make sure you have a friendly facial expression.  When you‘re 
talking on the phone, you want a friendly verbal expression.  Now, why do you want that?  You 
want that because any time that a customer/prospect has an objection, whether it is expressed or 
unexpressed, the only chance that you have that they will open up and share with you as well as 
being open to your responses is through that friendly facial or verbal expression.  

You have to get this right – especially when you‘re sitting down talking to a customer/prospect. 
And never fake it. Unless you are genuinely interested in helping your MLM customer/prospect, no 
matter how hard you try, either the tone you use will betray a faked friendly expression or a faked 
tone will be spotted immediately by your facial expression. 

If you are still wondering why a ―facial expression‖ is regarded as a communication quality, just 
think about the last time you were mad at someone and the look you probably gave them. Now, 
how‘s that for communicating? Another communication quality is the amount of assertiveness you 
use. When you are communicating you can come over too strong, or you can come over too soft, 
or you can get it just right.  

Assertiveness is the amount of force that a person uses to make their opinion known.  If you use 
too much, then you cause the customer/prospect to back away.  Even if you‘re asking a question, 
even if you‘re saying it in a low soft voice – it doesn‘t matter.  If you say the wrong thing, and that 
causes that person to withdraw, then you have used too much assertiveness. 

When you‘re dealing with network marketing objections, you have to use the right amount of 
assertiveness.  And the right amount of assertiveness is based on the level of assertiveness used 
by the questioner.  

How to Create a Magical Connection With Your Prospect 

By 
Tim Sales 

Have you ever been sitting in a restaurant talking with someone and the two of you are so 
engaged in conversation that it is as though you are the only two people in the restaurant? Better 
yet – the only two people on the Planet? 

How about… 

―We‘re just on the same wavelength‖ or ―I feel like I‘ve known you all my life‖ – these are phrases 
that are typically stated when people are trying to describe this magical connection. 

Could all these have a common denominator? I believe so. It‘s that two (or more) people are 
talking with the same assertiveness level. The word assertive means the force a person uses to 
make their opinion known. 

This is where art and finesse come into my otherwise systematic approach. So when you‘re 

presenting your product or your company, how forcefully you communicate to your prospect is 
what I‘m referring to with ―your assertiveness level.‖ 

In another way of looking at this, picture that you have infinite volume in your voice and you get to 
choose how loud you will tell your prospect about your company – this is your assertiveness level. 
If you scream you will probably be using too much assertiveness. If you whisper you will probably 
be using not enough assertiveness. 
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If I were to blame only one thing for the less than perfect reputation of multi-level marketing 
I would blame using too much assertiveness. This subject begs to be understood– but as a 

presenter you need more skills. 

Some people can handle a lot of assertiveness being pushed their way and some can not! What 
happens when someone can not handle much assertiveness? They back away and withdraw from 
you. What happens when your assertiveness level is not enough for the prospect? They will be 
bored with you as you lack the conviction they require and they‘ll walk away from you. Therefore it 
is critical that your assertiveness level be approximately the same as your prospects‘. 

There are several methods or strategies to raise or lower your assertiveness towards 
another person. As I go through this list, keep in mind that I‘m teaching you this from two different 

perspectives – one, I want you to see how you can raise or lower your assertiveness and the 
second reason I‘m teaching this to you is for you to be able to tell what level of assertiveness your 
prospect is at. 

Here are the main methods you can use to adjust your assertiveness level: 

Voice volume 

If you speak very loudly, you can easily be too assertive. Speaking very softly, that is, not quite 
heard by your prospect – will result in you using too little assertiveness. Neither of these are 
optimum. 

Body language 

Your body language includes how you stand or sit. The closer you stand to the prospect the more 
assertiveness you are using. The further away you stand from the prospect the less assertive you 
are. Shoulders squared to the prospect – more assertive, talk with your hands – more assertive, 
lean back when you talk – less assertive and even the color of your suit makes you more or less 
assertive! 

Facial expression 

A strong face with head tilted up with no smile will have more assertiveness than a cowardly look 
with head tilted down. We all know how to look mean, angry, happy, sad or surprised – we all 
know these emotions we wear on our faces… well, each of these contributes to your 
assertiveness level. 

Direct or dispersed words 

This has to do with the aggregate number of words you use to say something. If someone asks 
you a question and you reply, ―NO‖, it‘s much more assertive than if you were to answer, ―Well I 
see your point but I‘ve not really seen that over the long term.‖ Your answer is the same – no. But 
the assertiveness level is reduced or dispersed. 

Timing 

There are many ―time frames‖ you should be aware of when presenting. I will go into depth on this 
on the upcoming conference call. This one may explain why the prospect “was interested” 
and “now they’re not” – what happened!? 
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Repetition 

Repetition is the number of times you repeat something or the frequency with which you repeat 
something in a given time frame. 

Hopefully you can now see that there are several things that go into having or using the 
right amount of assertiveness. Please join me on the upcoming conference call and I will 
explain this very crucial subject for you in detail so you know how to adjust your own assertiveness 
to your prospect‘s easily. 

 

How to Give GREAT Presentations 

By 
Tim Sales 

When you use that structure correctly your presentation will be logical and ―make sense‖ to the 
prospect. I can‘t tell you how many times I‘ve taken a prospect to a meeting (I wasn‘t the 
presenter) and the guest said to me afterwards “I don‟t understand” or “I‟m confused” or “I don‟t 
get who sells the product” or something similar. This normally occurred when the presenter 
primarily ―told their story.‖ 

So if you use the structure I‘ve taught you for the past few months, you‘ll do a far better 
presentation. But, I want to take you beyond doing just a logical presentation that makes sense – I 
want you to do a great presentation every time! Therefore this newsletter as well as the next 
several are going to focus on teaching you how to do great presentations. 

To accomplish this I need to take a small step backwards and have you view presentation in a way 
you may never have thought of it – because you are presenting all the time, even if you don‘t 
realize it. 

Presenting has enormous breadth. What do I mean by that? Well, the breadth of something is how 
wide or far reaching it is. Presenting also has enormous depth to it. 

I‘m reminded of something my dad said to me when I was a boy of about 14 years of age. I grew 
up in a small town in Tennessee and had never seen the ocean until my family drove from 
Tennessee to Daytona Beach, FL. I was the typical kid that kept asking, ―Are we there yet?‖ When 
we crossed the Florida state line my dad told all of us that we were now in Florida. I looked out 
expecting to see the ocean; I did not. It looked no different than Tennessee at this point. 

The sun was going down so we all went to sleep while my dad drove. I remember waking up a few 
times when my dad stopped to get gas and looking around – still no ocean. I went back to sleep. I 
then woke up and noticed the car wasn‘t moving and looked out of my car window and saw beach. 
I sat up and looked at my dad who was looking out the front window. (At Daytona Beach you can 
drive your car onto the beach.) As my eyes focused on the blue horizon of the ocean, I let out a 
low volume ―Wowwwwww‖. I said to my dad [in astonishment] ―That‘s enormous!‖ My dad said 
something I will never forget. He said, ―That‘s just the top of it.‖ 

With that thought in mind, when I say that presenting has enormous breadth to it, I want you to 
picture the width of the ocean. And when I tell you presenting has great depth to it, I want you to 
picture how deep it goes under the surface. 

http://www.firstclassmlmtools.com/MLMSuccessTips/index.php/2008/06/how-to-give-great-presentations/
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The way I want you to view presenting is that it‘s further reaching than meets the eye and it‘s 
deeper than meets the eye, because that‘s the way it is. What YOU present to group A, group A 
turns and presents to group B without you being there (breadth and depth). 

You see, whether you will ever do something big for yourself, your family, your church, your 
community, your state, your government, your country, or your planet has to do with your ability to 
present your ideas. The very reason that half of the US population is on a prescription drug is 
because those who present drugs to the public have been more effective than those who present 
health. 

Please, for your own good and the good of the entire planet – get good at presenting. Do not put it 
off. 

I‘m not saying that presenting is the ―purpose of life.‖ I‘m saying that regardless of your purpose in 
life – you must be great at presenting if you want to succeed at your purpose! 

How do you get good at it? Start off KNOWING that there are no born speakers or presenters – 
only those who have refined their skills. 

Then, identify the things to get good at. What I mean is that a great presentation is not ―magic.‖ It‘s 
made up of several successful ―things‖ combined together. Similar to a beautiful piano song, 
where each touched piano key is a part of the beautiful song. 

So the first thing would be to identify those successful ―things.‖ 

Second, identify when YOU do each one correctly versus when not done correctly. As an 
example, in driving a car there are lines on the road that guide you. Those lines let you know when 
you‘re driving correctly and when you‘re not. When you have crossed over the line and one wheel 
is off the road – you know you are no longer driving correctly. In a presentation your audience is 
your guide as well as your own standard. Preferably you want your standard higher than the 
audience‘s guidelines. 

And lastly when working to get good at presenting, do the correct behavior continually until you 
don‘t even have to think about it. When it becomes second nature behavior, you have changed. 

Those items obviously are very general. They have to do with behaviors, but they can also pertain 
to specific phrases you say as a presenter. 

 
3. THE PROCESS 
 

Don’t Be Scared Of Your Prospects! 

By: Tim Sales 

It‘s very difficult to achieve real success if you are afraid of talking to people about your business. 
Use these four MLM Training guidelines to achieve confidence when talking with prospects – 
they‘ve worked for thousands in my own MLM business. I know they‘ll work for you too. 

Why do you have a “chicken list?” 
Because you fear you don’t communicate easily or well. 

http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
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A ―chicken list‖ is a list of prospects that you‘re scared of calling. Often people think they will call 
their ―chicken list‖ after they get successful – but they need these people in their MLM business to 
create the success. 

This is a ―Catch 22.‖ 

The phrase ―Catch 22″ is from a novel by Joseph Heller, written in 1961, where a pilot who was 
afraid to fight in World War II feigned insanity. But the doctor he was feigning insanity to said that if 
he were truly insane then he wouldn‘t mind endangering his life by going into the war. On the other 
hand, if he were sane, then he would be capable of following orders to fight the war. Thus the 
phrase ―catch-22″ came to mean ―situation that trips one up no matter which way one turns.‖ 

So, you need the people on your chicken list to create the success that you feel you need in order 
to contact your chicken list. How do you get around this catch-22? 

Typically, your fear is based on you feeling the people on the list are somehow above yourself 
because of their status. But if you were to examine this more closely you would discover that it‘s 
not that the people on your chicken list are any better than you, it‘s that you don‘t have confidence 
in your ability to communicate easily. 

If you knew you could communicate easily and effectively without making any mistakes, you could 
– and would – call anyone without hesitation. You would have confidence. You would have 
certainty. And there‘s NOTHING more rewarding than having that feeling. 

Communicate means: 

a. To convey information about; make known. 

b. To reveal clearly. 

Easily means: 

a. Free from worry, anxiety, trouble, or pain. 

b. Requiring or exhibiting little effort. 

The reason I bring this up is that there is a group of characteristics a professional must have in 
order to truly have success in speaking with prospects. I call these characteristics the 10 
Communication Qualities. Once you‘re fully knowledgeable about these qualities and have the 
proper and correct MLM training to learn them, you will be amazed at how much smoother 
conversations will go with your prospects. 

The fifth communication quality on my list is to: ―Communicate easily ‖ no tension, strain, 
fakeness,  sounding rehearsed, stuttering or hesitating.‖ 

In the ongoing study of ―How you say it,” the Fifth Communication Quality is to communicate 
easily – no tension, strain, fakeness, sounding rehearsed, stuttering or hesitating. 

Let‘s take up each one of these issues: 

 

 

http://www.firstclassmlmtools.com/Brilliant-Communicator-CD-Set-and-Workbook-P12C33.aspx
http://www.firstclassmlmtools.com/Brilliant-Communicator-CD-Set-and-Workbook-P12C33.aspx
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Tension & Strain 

(The usage definition for tension and strain were very similar so they are combined here.) 

a. To be subjected to great stress. 

b. A great or excessive pressure, demand, or stress on one‘s body, mind, or resources. 

Tension and strain (while communicating) are stress that is created by the mental activity of 
feeling unprepared or that you will sound ―stupid‖ to others. If you‘ve ever been asked to suddenly 
speak in public you know what this mental activity feels like. It creates a very uncomfortable 
feeling. It‘s a feeling of ―being on the spot‖ and not knowing what to say. It is often the reason 
someone‘s voice ―squeaks and quivers‖ while talking. Tension and strain communicates 
uncertainty to the prospect or ―new to the subject‖ and unprofessionalism. 

SOLUTION: 

The solution to tension and strain is familiarizing yourself with all situations that can come up on a 
call when talking to prospects. Also know what you‘re going to ask the prospect to do – invite for 
product or invite for business, send to a website or get on a conference call, etc. If you are very 
clear about what you‘re going to do and say, you will greatly reduce tension and strain. 

Fakeness 

a. To represent falsely; pretend to. 

b. To fabricate. 

People sound fake when they use a lot of fluff words like, awesome, incredible, unbelievable, 
fabulous, wonderful, special, state-of-the-art, etc. These types of adjectives demonstrate a clear 
bias on your part. I‘m not suggesting you be a boring communicator – by all means, be excited. 
But you don‘t have to use fluff or puff words to describe your excitement as they normally indicate 
a cover-up of real content. 

Sounding Rehearsed 

a. One that is not authentic or genuine. 

Rehearsing what you‘re going to say is NOT WRONG. However, if you talk with a prospect before 
you‘ve rehearsed enough you will sound rehearsed; which IS UNPROFESSIONAL. If you‘ve 
received a phone call from a telemarketer and you could tell he was reading from a script, it 
probably didn‘t sound very genuine and as soon as you detected that he was reading from a 
script, you wanted off the phone. That‘s what you want to avoid causing your prospect to feel 
about you. 

Stuttering and Hesitating 

a. If you hesitate, you do not speak or act for a short time, usually because you are uncertain, 
embarrassed, or worried about what you are going to say or do (Collins dictionary). 

Stuttering and hesitating loops us back to the first issue I discussed above which is Tension & 
Strain. See, it is the fear of saying or doing something the prospect won‘t agree with that causes 
us to hesitate and stutter. So the solution for stuttering and hesitating is similar to the solution for 
tension and strain – be very familiar with all the situations that can come up on your invite call. 
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Let me conclude with one last MLM training thought. I don‘t know if you‘ve realized the simplicity of 
this yet, but your willingness to talk to your ―chicken list‖ or lack thereof is based on your ability to 
communicate easily. And to communicate easily, you need to become familiar with all 
aspects of your business and company. 

 

MLM Training – The Most Effective Way To Handle 

Every Objection – Part 1 

By 
Tim Sales 

It doesn‘t take long before you start to get your share of questions and objections when discussing 
your products or MLM business opportunity. Perhaps you even had your own questions and 
objections before realizing that the network marketing industry is, without doubt, one of the best 
ways of achieving your lifestyle goals. 

Now, it may seem easy to say that the most effective way to handle every objection is to be 
prepared before you start talking to your prospect – but the truth of the matter is if you are not 
prepared, if you are not in the right mindset, you will not be able to handle the questions and 
objections that will inevitably come your way. 

Timing is everything! What you discuss and when you discuss it will have a huge bearing on the 
outcome. Equally, your ability to handle questions and objections is limited only by your ability to 
communicate your thoughts. And those thoughts will be governed by whether or not you put the 
interests of your prospect before your own. 

And if you don‘t have your thoughts organized, then what you communicate is going to come out 
in a scattered way and it will not actually get the prospect past his or her objection. If this happens, 
you will have wasted both their time and yours.  

When you‘re talking to a prospect, you‘re talking to them in a sequence.  That sequence is called 
the Inviting Formula.  

After greeting your prospect, you get them to talk to you. You start to build some rapport.  The next 
step is you qualify the prospect; you find out what they want, what they need and what they don‘t 
want.  The third thing is you‘re going to invite them to look at something that will help them get 
what they want.  Then you‘re going to close them into an action step.  A critical part of the close to 
action step is to set the expectation and get your prospect to agree to a follow-up call. 

Any questions and objections that come up, you are going to handle wherever they come up 
during that sequence.  And then the last part of the sequence is to follow up with the prospect as 
you committed to do.  

So, this sequence is called the Inviting Formula.  And the reason this is the most effective way to 
handle every objection is because wherever the objection comes up, whenever you have handled 
the objection, you have to go back to where you were in the Inviting Formula.  If you are in the 
middle of the close to action step, when all of a sudden a question or objection comes up and you 
handle that objection, you will not then go back to the greeting, for example – you will go back to 
the step in the sequence at which the question or objection was raised.  
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You don‘t start all over on the phone call unless, of course, the prospect hits you with an objection 
straight away.  So, you have to handle that and then go back to the part of the formula you were 
on, which in this example was the greeting.  

 

MLM Training – The Most Effective Way To Handle Every 

Objection – Part 2 

By 
Tim Sales 

When you are deep in conversation with a prospect and everything is flowing really well you are 
suddenly hit with an objection. Your immediate thoughts may be, ―Where the heck did that come 
from?‖ Understanding where objections come from will help to prepare you to handle every 
objection effectively. 

Whenever there is a discussion about the network marketing industry, there are typically three 
separate points of view. 

Fortunately there are those who are actively involved with multi-level marketing and running their 
own highly successful MLM businesses. The reason they are successful is because they know the 
industry, they have first-hand experience of it, they have ensured they got the right training, and 
they put in the effort required to be a success. It is likely that you will get nothing but a positive 
response from these network marketers. 

The other two viewpoints, sadly, will be based either on misinformation about what the network 
marketing business model is, or on the opinions of those who have tried MLM and failed at it. Both 
are heavily biased towards the negative and can have a hugely detrimental effect depending on 
what your prospects have heard and believe to be true. 

When you are talking to a new prospect and they raise an objection or ask a question, oftentimes 
it is based on some general knowledge, hearsay, or something they just happened to pick up in 
conversation. 

With that background in place, let‘s discuss how you handle those objections when they do ar ise – 
because if you get this part wrong you greatly reduce your chances of closing the prospect to take 
a positive action. 

You‘re not there to win an argument. You‘re not there to create an argument. You‘re not there to 
get mad. You‘re not there to feel guilty or go on the defensive about some general comments the 
prospect makes, based on hearsay. 

Not easy at times – especially when handling objections made by family or friends. Such situations 
can really get out of hand. You have to be able to rid yourself of the mindset that you have to win. 
You are talking to these people for one very important reason. The purpose of handling an 
objection and the only purpose of handling an objection is to help your prospect get past what‘s 
currently stopping them from getting what they want.  
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You have probably heard often enough that the success of your MLM business will depend largely 
on your willingness to help others and the willingness to undergo the right training. It is this 
willingness that will determine the mindset you have when handling objections and questions 
about the network marketing industry. 

Also remember that you‘re not handling an objection to get the person into your business. Instead, 
focus on helping your prospect to get what they want when they are asking you a question or 
giving you an objection. The objection or the reason behind the objection is stopping them – so 
help them. 

If your true intention is focused on your personal goals as opposed to those of your prospect, this 
will definitely come across in any discussion you have – but even more so when handling an 
objection. If you start giving your prospect answers that are skewed towards your benefit and not 
theirs, they will pick up on this almost as if you are in contention with them – and you will run the 
huge risk of losing any trust the prospects may have in you. 

Make sure that all your conversations are for their benefit. In this way, you will do far better 
because they will then trust you and trust what you say.  By giving them answers that help them – 
not you, you will win their trust in you.  

 

Don’t Make Your Prospect Feel Dumb! 

By 
Tim Sales 

Making your prospect feel dumb is probably the most counterproductive thing you could do when 
trying to get them into your business, yet so many people do it without knowing they do it. 

When you communicate at the prospect‘s level they ―get‖ you. They feel the two of you are on the 
same ―wavelength.‖ Don‟t communicate at the prospect‘s level and they feel dumb and that they 
can‘t do it. They also feel very ―different‖ than you. Have you ever sat around people speaking a 
different language? You felt alienated – and you were. 

If you use esoteric terms (the word esoteric means: Intended for or understood by only a particular 
group) that your prospect doesn‘t know, then you‘re going to have partial or no communication. 
What does that mean? 

Partial communication is when parts of what you say are understood by the prospect and parts 

are NOT understood. So they only understood a part of what you said. An example could be that 
you say breakaway compensation plan. They only understand compensation plan so they know it 
has something to do with making money but it‘s not clear to them exactly what you mean. That‘s 
partial communication. 

No communication is when you say something and the prospect has no idea what you‘re talking 

about. You say phytochemical (means: nutrients in plants that have health-promoting properties) 
and they think ―dog chemicals.‖ You might think I‘m exaggerating, but I‘m not! I‘ve surveyed 
people about what they think the term ―Network Marketing‖ means. Six out of ten (60%) think it‘s 
something to do with selling networking equipment, as in computer networking! That‘s NO 
communication. 

http://www.firstclassmlmtools.com/MLMSuccessTips/index.php/2005/08/dont-make-your-prospect-feel-dumb/
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You must communicate only with words that are in your prospect‘s vocabulary. If you really think 
about it, a dictionary merely describes an unknown word with words already in a person‘s 
vocabulary. That‘s the reason there are different levels of dictionaries – children‘s dictionary, 
collegiate dictionary, medical dictionary, and so forth. 

Vocabulary – what does that word even mean? One definition is: All the words of a language. That 
would be good if everyone knew all words and all their definitions, but they don‘t. The second 
definition of the word vocabulary is: The sum of words used by, understood by, or at the command 
of a particular person. That‘s a much better definition for what we‘re discussing here. 

So where did you get your current vocabulary? You got it from things you‘ve heard or things 
you‘ve read. It does you no good to create your own words because no one knows what they 
mean except you. That‘s like if you had the only fax machine in the world – who could you send a 
fax to? 

Contrary to what your English professor told you, you do NOT become a great communicator 
because you have a large vocabulary alone. It‘s part of it, but not the whole package. A larger 
vocabulary allows you to communicate to a larger audience – meaning you have more in common 
with a greater number of people. It gives you diversity. Let‘s suppose you knew the entire English 
vocabulary – you could then carry on a conversation with anyone on any subject. Until you ran into 
someone who spoke Spanish – then you have no communication again. You learn all the words of 
the Spanish language and then you could communicate to anyone in Spanish on any subject also. 

What point am I trying to make here? Two points actually. One is I‘m driving home your 
understanding that good communication is not something one is born with. Every person had to 
learn the definition of all the words in their vocabulary. And the other point I‘m making here is that 
you can communicate with people only to the degree that you know and use THE SAME 
vocabulary they do. If you knew all the words of a language, its value would only be known by the 
one other fellow who knew all the words. 

Most of the time you will never use more than about 10% of the vocabulary because that‘s what 
most people know – and for you to be a good communicator you must, I repeat, you must only use 
words that the person you‘re communicating with knows. Otherwise that person will walk away 
from you or hang up the phone on you or fail the class that you‘re teaching or quit network 
marketing! And don‘t think for a second that people will say they don‘t know something – even if 
you ask them if they understand. This is something that our society has taught us is wrong to do. 
It‘s the craziest thing I‘ve ever observed. 

A person not knowing something will pretend to know something so they don‘t seem dumb – but 
they are dumb on that word or subject and will forever stay that way because they would rather 
appear smart and be dumb, than be smart by asking, ―What does that mean?‖ So don‘t use words 
people don‘t know. If you need to use a new word, only use words to define that new word that 
your prospect already knows. And please, please, please when you hear something you don‘t 
understand – ask what it means. :) 
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4. STARTING YOUR NEW ASSOCIATES RIGHT 
 

Stop Wasting Valuable Prospects! 

By  
Tim Sales 

If you do not use the correct amount of assertiveness you will waste prospects and destroy 
relationships. 

Have you ever wondered what causes family, friends and other prospects to dodge your calls, not 
show up at an appointment or completely avoid any contact with you? This common scenario 
could easily be avoided if professionals would learn this one very important MLM training skill… 

 

Assert means: the amount of force or effort used to make an opinion known. I‘m not simply talking 
about volume (loudness of speech). 

You can assert your opinion about your MLM business or product too much with a loud voice or a 
soft voice and it will cause the prospect to back away from your ideas. 

You can assert questions too repetitively and cause your prospect to feel interrogated. You can 
assert not enough and cause the prospect to feel your MLM business or product is not important. 

With the volume of your voice, if your prospect can‘t hear you your communication is worthless. If 
you talk too loudly so that everyone in the restaurant can also hear you, it‘s too much 
assertiveness. 

I recall a movie called Bowfinger, where Steve Martin plays a movie director trying to find a person 
to play a particular part in a movie. The quality he was looking for in the actor was that he or she 
had to posses ―it.” 

Throughout the entire movie he would interview potential actors for the role and within a few 
seconds he would yell, No, no, no! you don‟t have “it”! The actor would exclaim, “Tell me what “it” 
is and I‟ll get it!” 

Yet Steve Martin couldn‘t actually describe what ―it‖ was. So he would search for another actor. 
Finally he interviews a girl and as soon as she begins to talk he exclaims, “THAT‟S IT! SHE HAS 
“„IT!‟” He then could see what ―it‖ was. 

―It‖ is, (drum roll please) when the individual talks, people want to listen to him or her. When you 
have ―it,‖ prospects want to learn more about your MLM business. When you have ―it,‖ people will 
want to learn more about your great products. When you have ―it,‖your downline will want to follow 
you and duplicate your MLM training. 

Conversely, network marketing professionals who don‘t have ―it‖ drive prospects away. People 
back away and won‘t buy your product or service, and your network marketing organization won‘t 
follow your suggestions. 

Perhaps the word that best describes ―it‖ is ―charisma.‖ The definition of charisma is: a personal 
quality attributed to people who arouse devotion and enthusiasm. 

http://www.firstclassmlmtools.com/MLMSuccessTips/index.php/2005/03/stop-wasting-valuable-prospects/
http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
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 ―Use the Correct Amount of Assertiveness‖ is the one that really gives you the ―It.‖ 

My point in this MLM training article is this: When you have ―it,‖ your prospects want what you‘re 
offering. People want to be around you. People listen to what you say. If you don‘t have ―it,‖ you 
can use the exact same prospecting scripts as someone who has ―it,‖ but not have the same 
success. So this is a very important quality to have! 

 

MLM Training – What Are The First 

Things You Should Do With a New Distributor? 

By: Tim Sales 

As a team leader, when a new distributor signs up with your network marketing business, what are 
the most important things you need to do, and what are the first things you should do? 

As a leader, as any responsible sponsor, you have to know what this new distributor wants, 
because your job is to help them get it. 

If you follow the process of what I call the ―Inviting Formula,‖ namely: 

 Greet prospect 
 Qualify prospect 
 Invite prospect  
 Handle questions and objections 
 Close to action 

Let me make that point clear – how can you possibly be an effective team leader in the network 
marketing business if you do not know what each team member needs and wants? 

I am going to make a huge assumption here and acknowledge that you have done a great job in 
qualifying your new distributor, so now you need to lay out a very clear path leading to how they 
will achieve their goal.  And then you need to work with them to clear that path of any obstacles 
that are in their way.  Sometimes that path is blocked by time, sometimes it‘s blocked by finances, 
sometimes it‘s blocked by lack of abilities, or sometimes it‘s blocked by some kind of false 
information about the MLM business itself. 

It should be logical to you that you have a person who has a goal, and your job is to help them.  
So if there‘s something in the way, just because your sponsor didn‘t say that that‘s item number 
two on your to-do list with a new distributor, doesn‘t mean it doesn‘t need to be dealt with. 

As good as training manuals and systems that are put into place might be, we are not learning 
how to repair a washing machine here; we are dealing with real people with real aspirations and 
real fears. Unfortunately, training manuals cannot take into account the specifics of what‘s going 
on with a particular person at any specific time, but obviously, if this person wants to achieve 
something and you say you‘re there to help them achieve it and you can clearly see the blockage, 
then you need to do something.  If you see that the thing that‘s stopping them is perhaps a 
spouse, a family member, or the thing that‘s stopping them is that the person‘s scared to death to 
talk to another human being, well, then, help them out. 

http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
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Armed with the knowledge of your new distributor‘s needs and wants, you can make sure that you 
lay out a clear pathway of how they can achieve their goals and aspirations, and from then on, 
your job is just to assist them in moving away any obstacles that are in their path. 

How do you recognize where the obstacles are? 

Think of the pathway as a series of steps your new distributor is going to take, and observe what is 
happening at each stage. For example, the steps your distributor needs to be taking, and the 
things you have to watch out for, include: 

 Promoting the new business – making it known they are in business. 
 Calling people. How many calls are made each day? 
 Connecting with people. How many calls result in a connection? 
 Making appointments. How many connects result in real appointments? 
 Making presentations. How many appointments are no-shows? 
 Selling product. How many sales have been made? 
 Sponsoring their distributors. How many members are in their team? 
 Training their new distributors. How successful are their distributors? 

If your new distributor cannot show you positive results at each stage or each step on their 
pathway to achieving their goals, that‘s where the obstacles are or where the blockage is, and 
that‘s where they need your help, even if they don‘t ask for it. 

Sometimes it‘s very, very embarrassing for that person not to be able to get results, and that‘s 
what they‘re most hiding from.  But that‘s the blockage that you have to remove.  That‘s where you 
have to help them. 

Here‘s a few samples of our prospecting scripts.  

This is my favorite. It‟s both effective and efficient. 

You:  "Jeff, this is ___, I need your help. A very intriguing business has come across my desk 
recently. Quite honestly it‘s gotten me excited. Jeff, I'd like to send you some of the 
information and get your feedback and hopefully your help. ―What‘s your address (or) Is 
your address still ____?.‖ 

*If they ask for more information right then say:  

You: ―I‘m sure you‘ve got questions and I definitely want to give you answers, but it‘s the big 
picture that I want you to see. Not bits and pieces. That‘s what‘s in the video I‘m sending 
you. I‘m going to run this to the post office right now (or) call FedEx right now so you can 
get this right away.  Jeff, promise me this video is not going to sit on your counter top…that 
you‘ll watch it right away. Will you? Great. So let‘s talk ____ (Tuesday).‖ 

 Listen to an Audio 

 You:  "I have the inside track on a solid way to make serious money. You need to hear this. 
Listen to this audio and let me know if any lights come on."  
 
You: ―Hi Jeff, this is Mark, do you have a minute or did I get you at a bad time?‖ 
 
Jeff: ―No, I have a minute.‖ 
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You: ―Great, I only have a minute myself... 
I'm working on a side business project related to __________(fitness, technology, 
telephony etc). Are you familiar with the growth that's taking place with this industry?‖  

Jeff: ―Sure!‖ 

You: ―Let me ask you a question. If the money was right and it didn't jeopardize your career, would 
you be open to a business idea that would allow you to take advantage of this positioning?‖ 

Jeff: ―Yes!‖ 

You: ―Great, does it make sense to get together and go through some of the details?‖ 

Jeff: ―Sure!‖  

You: ―Are you open minded when it comes to business? ___. Good, listen to this audio and let me 
know if you see dollar signs.‖ 

  

Hotel Meeting 

 You: “Do you have your calendar in front of you?” 

Jeff: “Yeah, go ahead” 

You: ―How does Monday night look for you?‖ 

Jeff: ”That works.” 

You: ―Great, meet me at the East-Gate Marriott at 6:45... do you know where that is?‖ 

 Online Movie or Presentation 

 You:  ―Hey Ted, a business colleague showed me something I want you to see.  What is your 
email address? I‘ll send it over to you right away. It will take you about 20 minutes to go through it 
and I believe you‘ll find it very valuable.‖  

Send them either “What the Wealthy Buy on Pay Day” or “Brilliant Compensation.”    

OR  

You: "Mark, I surfed into something you‘ve just got to see. Are you on the web right now? If so, 
what‘s your email address and I‘ll hurry and send it over your way.  Be watching your email 
for a message from me. 

OR  
 
After creating an interest in your company's products or service say something like:  

You: "John, what we need to do first is get you some information that will explain how we're taking 
our products to the market. After that we'll be able to have a more intelligent conversation. 
You use the Internet right? Well write this down... better yet, can you log on now?" 
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Conference Call  

 

You: "Sue, a business recently came across my desk that I think is right up your alley. I can‘ t 
explain it to you in five minutes. I need about 30. Can you take 30 minutes at 6:00 o‘clock 
tonight? (Wait for agreement) I want to connect you into a national conference call. I‘ll call 
you at 5:57. This will be on my dime. Take care, I‘ll call you just before 6. Bye.‖ 

 How would you like ALL of my Inviting Scripts? I have an additional 70  PROVEN scripts 
and power phrases you can use.  

 
You‘ll get: 

         Step by step instructions on how to get referrals and exactly what to say when you call 

them.  

         What to say to rude people to regain your posture, but not lose the prospect.  

         Scripts for any type of promotion you do including: one-on-one presentation, luncheon 

meeting, residential meeting, and recorded voice mail messages. 

         How to deal with people who‘ve had a bad experience with network marketing.  

 

How To Handle Cold Feet 

By 
Tim Sales 

 “I know I need to talk with more people about my opportunity, but every time I start to, I get cold 
feet and go on by without speaking up. I am not aggressive, I‟m really passive and scared of 
rejection. I really believe in the products and services our network marketing company has to offer 
and know they would help others achieve their ultimate goals and dreams financially.” 

This question comes to us at least weekly! 

Cold feet, hesitation, reluctance, etc. all come from lack of confidence in yourself or being focused 
on yourself instead of the prospect. Every time you‘re nervous about talking to a prospect it‘s 
because you‘re focused on your issues instead of being focused on the issues important to your 
prospect. Jjust go and greet. If the prospect isn‘t warm to that, you‘re done. If they are warm to the 
greeting then qualify – if they‘re not warm to that, you‘re done. If they are warm to the qualifying 
and they qualify, then invite. 

So, the short answer is, be focused on the prospect‘s interests.  
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Stop Driving Your Prospects Away! 

By: Tim Sales 

In our continued discussion on ―How to say it,” this month‘s is the most controversial of any subject 
I discuss. But as you will learn, it could be the VERY reason your prospect doesn‘t sign up with 
you – or that if you DO sponsor them, you can‘t seem to get or keep them focused on the 
business. 

This very important subject is one of my Ten Communication Qualities and is named: ―Make sure 
your body doesn‘t distract the prospect.‖ 

Prospects may choose to not join your MLM business for various reasons. In my years as an MLM 
success coach, I‘ve trained thousands of people to avoid this one costly mistake that will most 
certainly drive people away from your business opportunity and your products. 

There was a survey done at a very large trade show as people were walking out the door. They 
were asked a series of questions about the trade show. 

Before I give you the answers to the survey, think about the money companies invest in trade 
shows: the booth fee (sometimes tens of thousands of dollars), the travel, the display materials 
(sometimes hundreds of thousands or even millions), the employees and sales reps that attend 
the trade show, etc. 

While you‘re thinking about all that expense, when asked the question, ―What‘s the number one 
reason you didn‘t buy today?‖guess what the answer was? The sales rep‘s bad breath! Can you 
believe that!? 

The prospects didn‘t say the number one reason they didn‘t buy was because of a poor 
presentation or that the event wasn‘t exciting or anything else. The number one reason was bad 
breath! 

This also goes for perfume and cologne. You may think your perfume makes you smell like a 
flower, but to some you might as well be wearing bug spray. You may even get compliments from 
some people – that doesn‘t mean your specific prospect is going to love it. 

People who wear perfume first put a dab on and over time their nose becomes less sensitive to it. 
Then for them to smell it they have to put two dabs, then three and pretty soon you can smell 
those people coming IN the room – not when they‘ve walked past you, but when they enter the 
room! 

If this scent is something that prospects don‘t like they will be backing up (running away) trying to 
distance themselves from you. So, the rule is: MAKE SURE YOUR BODY DOESN‘T DISTRACT 
YOUR PROSPECT. 

This also goes for dress. Dress professionally. Ladies, if you have a beautiful body that you like to 
show off, great – but I don‘t recommend it with prospects. Your body may get more of their 
attention than your business. The reason you‘re there is to be interested in them – more 
specifically the problem your business can solve for them – not to have them be interested in your 
body. 

Now I know what everyone thinks of when I say that: ―But people buy you, not the business or the 
product.‖ This statement is very true. But what about you do they buy? 

http://www.firstclassmlmtools.com/Brilliant-Communicator-CD-Set-and-Workbook-P12C33.aspx
http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
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In network marketing, they buy your ability to help them get what they need or want as it relates to 
your business or product. If you dress provocatively and your prospects join the business because 
they like looking at you, you will have a heck of time trying to keep them focused on the business. 
When you‘ve concluded your business for the day and you want to dress up sexily and wear 
perfume – great! But keep business and personal separate. 

Your dress code should be appropriate for the situation and the others present. In my MLM 
business, I work with health clubs and doctors‘ offices. It‘s not appropriate to wear a suit or even 
dress clothes for that matter. Nice shorts and polo shirts get the best response in the gym. When 
we work in doctors‘ offices we dress professionally but not in suits. In business presentations, suits 
work the best. The best rule of thumb is dress as nicely as the most nicely dressed guest. 

From sloppily tied ties to body odor, from odd behaviors like tapping your feet to putting on lipstick 
in front of your prospects – all can be distracting and cause them to focus their attention on 
something other than the thing that can help them achieve what they want. And my final piece of 
MLM training advice whatever you do, make sure your breath is fresh! 

 

When You Make Prospecting Calls, 

These 2 Tips Can Make All The Difference 

By: Tim Sales 

If you search through the hundreds of articles on my blog, you‘ll see a post from a while back 
about making each prospecting call ―brand new‖. 

I wanted to revisit that subject because it‘s so vital for you to get this.  And it‘s especially important 
when you‘re making quite a few prospecting calls each day. 

When I say “make each call brand new”, here’s what I mean: 

1) Don‘t carry baggage from one call to the next. 

2) Don‘t adopt your prospect‘s beliefs even slightly. 

If you‘re making 20 prospecting calls each day, it‘s really easy to start the calls upbeat and full of 
energy, and then about ½ way through you start to fizzle out. This happens for a lot of reasons.  
Maybe you‘re getting a lot of answering machines and are tired of leaving messages.  Or, perhaps 
you‘ve been hit with a few ―disaster calls‖ in a row and haven‘t heard a friendly voice all day. 

Let‘s suppose you call prospect #1 and he jumps into complaining how network marketing is a 
pyramid. Then you go to call #2 and you‘re actually defending network marketing to an entirely 
different prospect (who doesn‟t have that objection) instead of trying to make that person‘s life 
better. 

That‘s what I mean about carrying baggage from one call to the next.  Make sure you start fresh 
and on a clean slate with each new number you dial. 

Each prospect is unique, and you have to ensure that each call is unique. 

http://www.firstclassmlmtools.com/MLM-Training-W13.aspx


[HCN PLAN OF ACTION GUIDE] Page 41 

 

My second point is the importance of NOT adopting your prospect’s beliefs and views 
when (and after) you’re on the phone with them. 

This means that you should be secure in what you do, because no one will ever buy something 
(product, service or business) from someone who is wishy-washy. 

Many times you will hear your prospect tell you, ―I‘m not a natural salesperson,‖ or ―I wasn‘t wired 
that way,‖ or ―Network marketing doesn‘t work,‖ and hundreds of other comments. 

Does that mean you should adopt (or even contemplate) their views? No! By having a strong 
conviction, nothing anybody says can or should sway you. 

So when you talk to a prospect who has never really studied network marketing and doesn‘t know 
the business like you do, there is no way that person can be more knowledgeable than you. 

Don‘t let their opinion throw you off on what you know and why you‘re in the business no matter 
how successful they‘ve been in other businesses. 

 

MLM Training – Once You Have Closed Your Prospect To 

Action Should You Keep Talking? 

By 
Tim Sales 

You may be aware of a very effective way and yet simple sequence you should follow when you 
first talk to your network marketing prospects. The steps within that sequence are: 

 Greet your prospect. 
 Qualify them (find out their wants, needs, and don‘t wants to establish if you can help 

them). 
 Invite them to do something to establish further that you and your business are right for 

them (and that they are right for you). 
 Handle any questions and objections. 
 Close your prospect to action. 

And of course follow up. 

Most of the time this sequence can be followed right through – and if you have a real and genuine 
willingness to help people get what they want in life, each step will bring you closer to getting your 
prospect to look at your products or your network marketing business. 

Occasionally, however, there are times when you may be hit with a question when you are least 
expecting it. Take this situation for example: 

“A few weeks ago I made contact with a prospect, and right after the first question I asked, which 
she didn‟t answer, she came back and said, „Before I tell you anything about myself I want to know 
what type of business this is.‟  Although I didn‟t give her any information other than a few basic 
facts, she seemed satisfied and I ended up closing her to action.” 
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On the one hand, you could say that was quick and easy.  But this person isn‘t going to know how 
successful they have been until the follow-up. On the other hand, the MLM prospect was closed to 
action – so does that mean the conversation is over? 

The real problem here is that the person never got past the greeting step and never found out the 
prospect‘s real wants or needs.  So, should this network marketer keep talking after the prospect 
was closed to action and try to go back through the greeting and qualifying steps – or leave it and 
wait until the follow-up call? 

Either way there is an element of risk. 

If you leave it until the follow-up, the risk is that in failing to qualify the prospect, you don‘t know if 
their priority wants and needs are for products, or a desire to enhance their lifestyle by joining your 
network marketing business. So, although you closed them to action and they agreed to take that 
action, you will have no idea whether your suggestion was the right one – or not until the follow-up 
call. 

Going back through the greeting and qualifying steps is the more appropriate action to take. There 
is a risk there because now that you‘ve closed the person into action the rule is that you end the 
call, because close to action means you complete what you‘re doing.  And if you open up and start 
again, you‘re going to get either some questions or objections which you will have to handle. So if 
you do choose to do it, know that you‘re doing it with a risk of it opening a bunch of questions and 
possibly objections.  

You, and only you, can decide – and it may not always be the same decision. For example, the 
tone in which your prospect speaks to you may be a determining factor. If they are aggressive and 
hostile, it probably makes a great deal of sense to close the call and follow up as soon as possible. 
If the conversation is more positive and upbeat, going back and qualifying the prospect properly is 
an important step and is definitely worth any risk that may be attached to going back. 

 

Why Your Prospects Or Downline Won’t Do What You Ask Them To! 

By: Tim Sales 

Whether you lead just a few or a few thousand people in your MLM business, there‘s one very 
specific quality you must have. By following my MLM training, you can develop this one quality and 
achieving MLM success will be A LOT easier. 

If you do not tell the truth, your downline may be friendly to you – but they probably won’t 
follow you. 

Truth means: That which is factual based on observable data. 

There has been much written about truth, a lot having to do with philosophy and religion. I don‘t 
wish to go there in this conversation. My only interest in the subject (as it pertains to this MLM 
training newsletter) is that we, as a group, stop destroying our income and our reputation by not 
telling the truth. 

I know telling the truth should go without saying, but I have to discuss it because it is one of the 
Ten Communication Qualities that make up a great communicator, yet also a major problem in our 
industry that needs to be corrected for us to grow to our fullest potential. 

http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
http://www.firstclassmlmtools.com/Brilliant-Communicator-CD-Set-and-Workbook-P12C33.aspx
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In 1991 my income dropped ―like a brick falling from the top of a building‖ from a monthly gross of 
$68,000 to $16,000 – just because people were not telling the truth. 

A member of the media snuck into my colleague‘s business meeting and recorded the dialogue 
that occurred. Although it was a painful experience for me, the biggest loss stems from the 
CONSTANT number of people we repel because of not telling the truth. 

Not only that, but every time we (I‘m talking about me and you) don‘t tell the truth, we feel icky 
inside. Observe a dog that has done something wrong – do they come strutting into the room? Not 
at all! They actually hide under the couch. Their ears and tail hang low. They don‘t feel worthy. 
The same is true for us. That icky-ness actually causes us to not feel worthy that others follow our 
advice – and so they don‘t. 

Five broad categories of not telling the truth have gotten individuals and/or companies in trouble 
and have stopped them from growing to their fullest potential: 

1. False income representation or suggesting others can earn a stated level of income. 

2. Stating that a product or service can do something that has not been substantiated. 

3. Promising someone (or yourself) something and not doing it. 

4. Gossiping about others. Passing information to another that does not add value. 

5. Building the business in a way that is not truthful such as suggesting distributors create fictitious 
accounts or positions. 

As per category one above (false income representation), if you don‘t know what your upline earns 
don‘t say what you think it is. If through the grapevine you‘ve heard it‘s ―X‖ amount, and you feel 
you must state it, say: ―The rumor is that she earns ___ amount; although I‘ve not verified it.‖ 

Say nothing you don‘t know is absolutely true. This gives you tremendous credibility! 

When you discuss income, discuss what the prospect wants – NOT what someone else is earning. 
If prospects state an income they want, tell them it‘s doable here (provided it is). Then state, 
“Some people go to school and become the President. Some become billionaires, some sell illegal 
drugs and some draw a welfare check. It would be impossible to know what you‟re going to do 
with what I teach you, but there is the potential to earn a substantial income if you choose to fully 
apply what you‟re taught.” 

Category two from above is unsubstantiated product claims, which have also gotten the network 
marketing industry into trouble in the past. If you market a nutrition product, the current law (in the 
USA) is the DSHEA Act (Dietary Supplement Health and Education Act), which states you can 
discuss what a product does, provided THE PRODUCT is what has been proven to get results. 

Most often an INGREDIENT has had some studies done on it (such as vitamin C) but your 
company‘s product (that contains that ingredient) has NOT. Therefore, it is against the law to claim 
your product does ANYTHING! 

Now, that doesn‘t mean you can‘t promote your product truthfully. You simply say something like, 
―The active ingredient [vitamin C] in Potent-C (an example of your company‘s product) has 
demonstrated to increase/decrease ________ by X amount.‖ That way you‘re not claiming your 
product does anything. 
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Telling stories of your MLM success or others‘ success with the product or the business is also 
common. I‘m not saying don‘t do it. Nor am I saying to do it. Just keep in mind that the common 
way people get in trouble is from questionable claims reported by the media after coming in with 
hidden recording devices and capturing what you say. So, make sure you are not claiming 
anything that isn‘t the truth. 

If a friend went on your company‘s product and stopped having migraine headaches, you honestly 
wouldn‘t know if the reason was the product or the fact that she increased her water intake to take 
your product! You can‘t determine what really helped her, so be very careful what you represent. 

Category three is to keep your word once given. If you say you will be at a meeting at 6:45, be 
there at 6:45. No excuses, just be there. If you say you‘re going to help someone, help them. Keep 
your word. If for some reason you‘re unable to keep your word, make it up to the person. Do 
something that shows you want to help. 

When you‘re honest with yourself and with others, people will trust you. This trust is what helps 
your MLM business to grow and be successful. My experience is that people will not follow 
someone they can not trust. Tell the truth always and you will be on your way to experiencing 
passive income and time freedom in your MLM business. 

And one last concluding thought that sums up this entire MLM training newsletter. The most 
important person you must keep your word with is yourself. If you say you are going to bed at 
11pm, go to bed at 11pm. If you say you will call five prospects a day, call five prospects a day! 

The Six Core Business Building Activities 
 
The best part about building a successful business with the HairCare NetWork International is that 
anyone can do it. The business is based on sharing unique, quality, and beneficial products. No 
need for hype, false promises, or schemes. Success will come as you create an organization of 
loyal HairCare NetWork International product consumers. The six core business-building activities 
provide a proven roadmap for you to follow as you begin to build your business. Anyone can do 
this, regardless of background or experience level. You don‘t need to be a doctor, scientist, or 
successful salesperson to have success at the HCN. 
 
Just follow the six core activities and teach them to the people on your team. It is important that as 
you achieve success that you duplicate the same system that helped you succeed with those you 
enroll in the HCN business. You can do this. The products are the solutions and the process is 
simple. The only variable is you: the commitment and work you are willing to put into your 
business. It‘s up to you. No clicking of the heels or snapping of the fingers. Put in the time, work, 
and follow the fundamentals and you can achieve a very successful business. 
 

 
Core Activity 1 
 

Create a Contact List 
 
Creating and maintaining a contact list is your first step to success. Every successful HCN 
distributor begins with a contact list and keeps their list fresh and continually growing (we help you 
with the growing part, see Core Activity 6). Simply put, your contact list is a collection of names of 
individuals you know and could contact about the HairCare NetWork International. It‘s a way to 
jump start your business. Increase your check every month.  
 

http://www.firstclassmlmtools.com/MLM-Training-W13.aspx
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It is your starting point for sharing the HairCare NetWork products and adding new customers and 
business partners to your team. This list should include everyone you know. Don‘t hold back or 
make any type of judgment as to who might be interested. Be sure to include people that you 
know professionally, as well as personally. 
 
 
You need to carry this list around with you, as you will constantly come in contact with new people 
to add to the list. Take some time each day to think about those you‘ve met or have associations 
with that you could add to your list. This activity is vital to your success and cannot be ignored or 
replaced.  
 
As you create your contact list think of people who: 
  
• Are already wearing hair extensions or wigs regularly. 
 
• Are already wearing hair extensions or wigs occasionally. 
 
• You know who knows someone who wears hair extensions or wigs occasionally. 
 
• Are open-minded about business opportunities or looking to make some additional income. 
 
• Are parents looking to increase the funds for their children‘s college education. 
 
• Are entrepreneurial and enjoy working for themselves. 
 
• Want to get out of debt or pay off credit card bills. 
 
• Have children in the home and need extra cash. 
 
• Are already home-based business owners or are self-employed. 
 
 
Focus on finding people with the drive to be successful and help other people. They will help you 
duplicate and grow your business. Remember that everyone is a potential customer or distributor. 
As you make an effort to constantly update your list, you will find that you will always have people 
to contact about the HCN products and opportunity. Creating your list is something you can do 
right now. In fact, before you read any further, get a pen and a piece of paper and take 10 minutes 
to start your list. This will be the launching pad of your new HCN business. 

 
Core Activity 2 
 

Contacting 
 
With your contact list in hand, it is time to start building your business. Your HCN business will 
grow as you introduce people to the HCN‘s products and business opportunity. Maybe you are 
asking, ―How do I do that?‖ Well, the first step is called contacting. The purpose of contacting is 
very simple: Set an appointment to give a HairCare NetWork business presentation. That‘s it.  
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There‘s no need to give too much detail about the products or company when contacting a 
prospect for the first time. Simply share what has you excited about the HCN and ask them to take 
a look at it and see if they see something there for them as well. The HairCare NetWork 
International cannot be explained in a just a few minutes, and it‘s less effective to try to explain too 
much when you may not have your contact‘s full attention.  
 
 
Important Tips on Contacting: 

 
• Contacting is the most important step in the business. Without setting appointments to give 
presentations, you‘re out of business. Customers don‘t grow on trees and they won‘t come to you. 
You must go out and find them 
 
• You are in the people business. The more effective you are at contacting, the more successful 
your business will be. Effective contacting comes with experience and practice. The more you 
contact people, the better you will be at it! 
 
• Let‘s be honest: contacting is also the most challenging work in this business. It takes courage. 
One of the most important lessons you can learn as you begin is that you‘re going to have a few 
people tell you ―No.‖ Just expect it, be ready for it, and don‘t let it affect your confidence. You‘ll 
need to sift through the ―No‘s‖ before you find the ―Yes‘s‖. The HairCare Network product will help 
eliminate many No‘s. Each contact you make, regardless of the outcome, gives you valuable 
experience that will help you grow your business and help you teach others. In addition, could also 
give you referrals. There are many ways to go about contacting the people on your list. Use the 
methods you are most comfortable with. Choose the way you feel is going to be most effective in 
reaching out to the person you‘re going to contact. 
 
In person: Use casual conversation with friends, family, and associates to bring up the new 

product or business that you‘re involved in. Carry a HairCare NetWork catalog, pass along cards,  
brochures, your business card, or other tools that you can leave with your contacts. Be sure to set 
a time to follow up with them on what you‘ve shared. 
 
3-way calls: Use the phone for the purpose of making an appointment for your prospect to hear a 
full presentation or attend a larger event where an expert will be sharing the information. Do not try 
to give out a lot of detail over the phone. Your sponsor or someone with more experience will help 
you talk to your prospects and make an appointment. Have your sponsor/partner ready to join your 
phone call once you‘ve introduced your contact to the purpose of the call. Let your prospect 
know that you‘re working with a team and that you‘ve asked someone who has achieved success 
with the HairCare NetWork International to share more information with them about the subject. 
When it comes to family and close friends, it‘s often best that they hear the information from a third 
party who may be more experienced with the products or business than you are. 
 
Mail or Email: Sending information by mail or through email can be a great way to contact people 
before you actually speak to them. This can also be an effective way to continue to educate your 
contacts as you continue to build your business.  
 
Internet and Social Networking: Various online and social networking services allow for greater 
outreach and the opportunity to share your HCN business with others. Share your excitement and 
passion for the products and the opportunity. Your success in contacting the names on the list 
depends greatly on your commitment level. How many people will you contact in the next 24 
hours? In the next week? How are you going to contact them? Take a moment and write down 
your goals with regards to contacting. Be sure to share them with someone that is committed to 
helping you be successful in your business. 
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Core Activity 3 
 

Give Presentations 
 
Effective presentations are crucial to your success. All of your work in creating a list, contacting 
your prospects, and setting appointments was done for the purpose of giving a presentation. A 
powerful presentation is simple, direct, and honest. It is important that you share the information 
your contact will need to make a decision on what level of involvement with HCN best suits their 
needs. 
 
Your goal in giving a presentation is to illustrate how your potential customer or business 
partner‘s life will benefit by becoming part of the HCN through your hair business. Effective 
presentations introduce your customers to the HCN‘s amazing products and opportunity. It‘s 
especially important that every prospect runs their fingers through the different hair sample and 
feel the difference in the products.  
 
Important Tips on Giving Presentations: 
 
• Use the HCN‘s Standard Opportunity Presentation. It‘s simple, effective and easily duplicated. 
Once you learn it, you can give it over and over again. The HairCare NetWork International makes 
it easy to use. You can access this presentation through DVD, flipchart, tear-off pad or 
PowerPoint. You can give it in your own words or simply put the disc in the DVD player and let it 
do the work for you. 
 
• Where to Give Presentations. The presentations can be given just about anywhere—in a 
restaurant, park, the prospect‘s home, or any quiet place. Of course, you can host the presentation 
at your home and invite several guests. Home parties are one of the easiest and most successful 
ways to build your business. Your sponsor or team will usually host weekly or monthly group 
meetings where you can bring your prospects to hear the presentation from an experienced HCN 
leader. 
 
• Close and Invite. The presentation should close with an invitation to become a customer of the 
HairCare NetWork products and/or participate in the revenue sharing program (business 
opportunity). You will see better retention if the prospect becomes a loyal consumer of the 
HairCare NetWork products. Complete the Application Forms and choose options that best fit your 
customer. 
 
 
You will find that most of your contacts will fall into three basic categories: 1) they need more 
information, 2) they are ready to become a customer and start using the HairCare NetWork 
products, or 3) they are ready to start building their own HCN business. Following up in each of 
these areas will be key to your success. 
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Core Activity 4 
 

Follow Up 
 
The fortune is about the follow-up. Developing and maintaining strong relationships of trust is key 
to your business and these relationships grow out of regular communication. It is important to 
continue to educate your contacts that require more information. This can be done through the use 
of tools, meeting with your upline, or simply in a follow-up session after the presentation. It is 
extremely important that you have a follow-up meeting with your new customers within 48 hours 
after they have enrolled. 
 
A great idea would be to schedule a visit just after they have received their first order of product. 
The purpose of this follow-up session is to support your new team member, create a trusting 
relationship, answer any questions they may have, and help them get oriented with the products 
and the company. Be sure and show them where the Training section is located on the HairCare 
NetWork website. 
 

For your new team members who are joining you as a business builder, your follow up session 
should be geared toward helping them get started in the core activities of building a successful 
business. The system is already in place— there is no need to reinvent the wheel. Help your new 
distributor build their contact list, practice some contacting approaches, and set a date for their first 
home party. 
 

Ultimately, your goal is to help them go through the six fundamentals of a successful HCN 
business and encourage them to teach these principles to their future team members. Just as your 
upline sponsor or team members helped you in different aspects of the system, it is crucial that 
you support your new team members. 
 

 
Core Activity 5 
 

Training and Recognition 
 
Ongoing training and development is a key element for successful business leaders. You should 
personally invest time each week to becoming better trained with regards to the HairCare NetWork 
products, systems, and the marketing plan. Additionally, personal development skills learned in 
books, seminars, and CDs will help you to model the leadership qualities that will make you 
successful in the business. 
 
You will also want to connect each of your team members to the training resources offered by the 
HairCare NetWork International on thehaircarenetworkintl.com as well as the weekly conference 
calls, regional and nationwide conferences, and events. Finally, one of the most important things 
you can do as a leader of the HCN business is to recognize and celebrate the success of your 
team members. Doing this will inspire and motivate people to set goals and achieve more than 
they thought possible. Through personal development and recognition you can achieve more and 
help your team members to do the same. 
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Core Activity 6 
 

Referrals  
 

All of the fore mention core activities can and will build your business if followed. It is important you 
consistently follow each activity to the letter. The HairCare NetWork International has the most 
profound referral programs you will find in network marketing. The goal is to allow our distributors 
the ability to increase their income every month without question. The process is simple. Ask your 
customers who they know that wear hair extensions. This gives you a constant flow of brand new 
potential customers you may benefit from. The HairCare NetWork rewards your customers and 
non-customers for their referrals so it is imperative you ask each of them. The following is a clear 
example of how your referrals can build your business.  
 
10 customers X 5 referrals each = 50 potential customers/partners 
50 customers X 5 referrals each = 250 potential customers/partners 
250 customers X 5 referrals each = 1250 potential customers/partners 
 

Simply put, you can NEVER run out of potential customers if you follow the referral program. 
 

When You Are Ready… 

Getting Started Checklist 
 
The First 48 Hours 
 

__ Get Started and read this manual completely again.    
__ Study the HairCare NetWork ―Plan of Action‖ Training. 
__ Complete the ―Time Management‖ sheets in the ―Plan of Action‖ Training. 
__ Complete the ―Goal Setting‖ sheets in the ―Plan of Action‖ Training. 
__ Complete the ―Prospect List‖ sheet in the ―Plan of Action‖ Training. 
__ Develop a close working relationship with your up-line partners. 
__ Participate and prepare your schedule for the Live Weekly Conference Calls. 

The First 7 Days 

__ Register for the next live event in your area when they start 
__ Organize and prepare your home office and work space. (KEY POINT) 
__ Order your own HairCare NetWork International business cards. 
 
 

Time Management 
Time is a commodity. We all have a limited amount of time to work, relax, visit with friends 
and family and build our business. It is important to have a plan to utilize this most valuable 
commodity wisely. In each time slot for each day, designate one of the following 
activities: W = Work R = Recreation/Family Time B = Business Time 
 
Goal Setting 
It is important to make an initial sacrifice of time to get your business off to a Quick Start. There is 
a learning curve in any new business and by making an extra commitment of time you will be able 
to shorten your learning curve and get off to a Faster Start. We recommend a minimum 3 month 
initial commitment. 
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Develop Your Goals in Writing… Does goal setting really work? You can take it to the BANK! 
Here's a great example you may have heard about the impact written goals have on success. 
 
 

Sample letter, please revise to your own liking... 

Here‘s a letter that has worked well: 
 
Hi (INSERT THEIR NAME), 
 
I need your assistance... I‘ve got involved in a system never before done in MLM history. We're 
looking for "Leaders" who already know what they are doing in the MLM industry. 
 
Please take a few minutes to review because there's nothing else like it... 
Don't laugh...but here goes... 

The company is a successful product distribution company founded and based in Flint, USA by a 
team of highly experienced marketers and astute business professionals with more than 80 years 
of combined experience. They have developed a very unique delivery system. They have 
combined the cost savings of a Walmart, with one of the most powerful network marketing plans, 
designed to capture a significant share of the hair extension industry. 

The company is well funded and zero long term debt and has some of the strongest leadership in 
the USA. The experiences range from Private Banking to AT&T, from MLM leadership to 
Technology geeks. All have come together to launch this amazing MLM business. They have 
retained a legal firm with extensive experience to help launch companies on secure legal footing. 
In addition, the founding member of the law firm was named as one of the top 25 most influential 
people in direct sales. 

Within their research of the industry, it was found over 4.9 billion dollars annually is spent by 
African-American women for hair extensions and wigs. However, those dollars leave the 
community in which they are spent, never to return again. 
 
Here are some highlights of the company: 

1) Always remaining debt free  

2) Creating a 20 year plus business plan and being funded up front for it  

3) Honesty in all that we do  

4) Open door communication with all of our Independent Business Associate (IBA) 

5) Committing to never lower the compensation plan  

6) Always putting the IBA (Independent Business Associate) first.  

7) Recycling money back into the African American community.   

8) Only using 100% Virgin hair as our main product source 

9) $4.9 Billion Industry with no MLM competition 

10) Residual Commissions with lots of additional Bonuses (Website sales paid next day) 
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Here's the basic strategy: 
 

It's a 3x9 FORCED matrix that pays about $1.3 million per month when it is completely filled up. 
Special note, you can be earning over $13k per month and just at the 5th level in the ranks. Once 
you enroll, the system will automatically generate a site for you. Either way, please let me know 
what you think. 
 
Best Regards, (ENTER YOUR NAME). 
 
 

So as you can see, it is straight to the point and encourages their participation and response. Feel 
free to revise the letter as you please, and if you come up with something better notify your team 
and so you can build your team even faster! 

 
 
 
 
 
 
 
 
 
 
 

(This portion of the page left intentionally blank) 
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Time Management Worksheet 
48-Hour Assignment 
 

―I am willing to make the following time commitment for _____ Months.‖ 
 
W=Work R=Recreation/Family Time B=Business Time 

 
 

Time Mon Tue Wed Thur Fri Sat Sun 

7:00 - 8:00        

8:00 - 8:30        

8:30 - 9:00        

9:00 - 9:30        

9:30 - 10:00        

10:00 - 10:30        

10:30 - 11:00        

11:00 - 11:30        

11:30 - 12:00        

12:00 - 12:30        

12:30 - 1:00        

1:00 - 1:30        

1:30 - 2:00        

2:00 - 2:30        

2:30 - 3:00        

3:00 - 3:30        

3:30 - 4:00        

4:00 - 4:30        

4:30 - 5:00        

5:00 - 5:30        

5:30 - 6:00        

6:00 - 6:30        

6:30 - 7:00        

7:00 - 7:30        

7:00 - 8:00        

8:00 - 8:30        

8:30 - 9:00        

9:00 - 9:30        

9:30 - 10:00        

10:00 - 10:30        

10:30 - 11:00        

11:00 - 11:30        

11:30 - 12:00        
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Customer List 
 
If you discovered a goldmine with an unlimited supply, who would you tell about it first? Always 
remember that you are offering people the gift of great hair and wealth. 
 
The DOs and DON'Ts of Making a List 
 
DO make your list as long as possible 

 
• It's your game plan-your greatest asset when starting the business. 
• The longer your list, the greater your posture. If you have a list of 10 people and the first five say  
no, you will feel pressure to sponsor the next five and this can out you into the "begging" mode 
and will greatly reduce your effectiveness. However, if you have a list of 100, and the first five say 
no, you have 95 other people to contact and a game plan over the next 30 days. 
 
DON'T ever prejudge anyone 

 
• They will end up in someone else's organization. 
• Sift and Sort-You want to give people enough information so they can make a 
  decision as to whether the HairCare NetWork is right for them. Do not try and talk people into 
  doing the business. 
 
 
Steps to Developing your Warm Market List 
 
1. Use the Memory Jogger to make a list of at least 50 people that you know on a 

first name basis and get their email addresses.  
 
2. In the left column, identify those people on your list who: 
  • Are Successful (S) 
  • Are a "People" Person (P) 
  • Have Strong Influence with Others (I) 

 
These are the people you will contact first but ONLY with a member of your up team 
assisting you. 
 
Refer to the Memory Jogger and Prospect List. 

People in Your Life and who do they know? 
 

Relatives    Friends   Associates 
Parents     Friends of friends  Co-workers 
Grandparents    Social activities 
Brothers     
Sisters   
Aunts   
Uncles   
Cousins  
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Ever wonder how the TOP income earners get so much done, get more leads, make more sales, 
and make all the money? They're NOT doing what everyone else is doing....  

The most important breakthrough in Network Marketing is here. And it couldn‘t be here at a better 
time with confusion and overwhelm reaching record highs in this industry and costing Networkers 
a fortune.  

Let's face it, you are greatly overwhelmed with all the info coming at you and may even be in a 
state of confusion as a result. Chances are, you have a case of "not knowing what to do next" so 
you do nothing at all. If so, you are NOT alone. You are in the majority. However, you do NOT 
have the time or money to stay stuck like this for long. And you won't have to after today... 

You only have to look at companies that have failed to know there‘s a wrong way to conduct 
business. You don‘t want to end up as one those businesses that others use as a cautionary tale. 
You want to be a success story, and the way to do that is by having the right network marketing 
training. You have read through this Fast Start Guide and now it‘s time to implement! 

A lot of people think they can run a marketing business simply by buying a product that states they 
are now a network marketer. That‘s how some companies make money hand over fist – by selling 
to those gullible enough to believe they really do know everything there is to know about marketing 
once they buy the ―turnkey business.‖  

Would you expect a furniture maker to know how to cook at one of New York‘s top restaurants by 
simply handing him a chef‘s hat? No, because you would know that he needed training first before 
he could be a success with cooking.  

Training is essential to your success as a network marketer. It might be easy to get started and 
make some initial money, but you can‘t stop there. You need the training to know how to turn 
every single dollar into another dollar, every hundred into the next, and every thousand into 
another thousand. This is crucial in order for your bottom line to grow.  

You need to know the right way to work the business so that you don‘t end up giving up before 
you make any inroads. Without network marketing training, you‘re stumbling around in the dark, hit 
and miss trying to find the way without falling over obstacles you can‘t see. With proper training, 
you can know how to create an income-building plan that works for the long haul.  

If you haven‘t realized that network marketing is based on relationships, then you would fail 
because that‘s a key element in marketing. As we said at the beginning of this manual, this 
business is built on relationships. You need to learn how to invite others to join your downline, how 
to handle rejections and what constitutes a good lead versus a bad one.  

Do you know the key that makes one marketer successful and another who puts in the same time, 
the same effort and brings in the same number of people to their downline not successful? It‘s the 
training. By taking advantage of network marketing training, you‘ll know how get the prospects that 
will stick around and help you build your business.  

So what should you look for in any kind of training materials, kits or sites? You should find the 
ones that will teach you how to turn a maybe into a yes the majority of the time – majority because 
if anyone says they can guarantee one hundred percent success, it‘s not true.  

 

http://www.mlmmillionaire.com/tag/network-marketing/
http://www.mlmmillionaire.com/tag/network-marketer/
http://www.mlmmillionaire.com/tag/network-marketer/
http://www.mlmmillionaire.com/tag/network-marketing/
http://www.mlmmillionaire.com/tag/network-marketing/
http://www.mlmmillionaire.com/tag/network-marketing/
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There is a myriad of network marketing training available to get you started on your journey to long 
and lasting wealth accumulation. The HairCare NetWork International is just one of the stops. We 
are so pleased that you have made the decision to go further and know that we are here to 
support you. The training materials are always available on our website. Remember, “you need 
to see it before you can see it”. Just don‘t try to make the journey without the education behind 
it.  

Are you a network marketer without any network marketing success under your belt? Is success 
as elusive for you as a Bigfoot sighting? You‘ve heard others talk about it, but can‘t seem to get 
close enough to see it – much less experience it. Don‘t lose hope. Success can be obtained by 
following a few easy directions.  

How do you feel about success? Do you think it will never happen for you? If that‘s the way you 
think, then you‘re probably right. Having a negative attitude defeats you before you even try.  

A negative attitude is known to cause self-defeat, and the only way to get over it is to change your 
attitude. If all you see is why you can‘t succeed or why you haven‘t succeeded, then you can‘t 
move past it. Don‘t be you own worst critic.  

Successful men and women in any job didn‘t get there because they showed up for work one day, 
then took the next two or three off. The successful people knew that consistency was the way to 

get what they wanted out of life.  

Marketing demands consistency if you want to network and find success. Commit time to your 
business every single day, even if all you can find is an hour or two. Make sure that hour or two 
belongs to your company and work it like you mean business.  

Keep it personal. A marketing business needs relationships. You have to keep in touch with both 
your upline and your downline and you can‘t do that if you aren‘t committed. Without relationship 
building, you don‘t have a business in this industry.  

Have the right focus. If you believe that this is ‗my business and these are my goals to make 
money‘ then your focus is wrong. Talk to your team. Talk to perspective clients. What‘s going on 
their life? What do they need for you to do?  

That‘s where your focus should be. When you sign on a new prospect, don‘t become a magician 
and pull a disappearing act. If you do that, the person will feel used and how hard do you think 
they‘ll work to help you build your business?  

It‘s not how you see yourself that determines whether you‘re a network marketing success, but 
how others view you. You have a great product, but you step on people to build the business, then 
you‘ll run out of people to build your team and support the business. In marketing, putting others 
first offers the biggest payoff.  

The Power for Success in any business lies within the Force of your Ability to get people to 
FOLLOW YOUR IDEAS, SUGGESTIONS, and VISION. 

You do this everyday without even knowing it. You ask people to follow your suggestions without 
even thinking about it. You are not even aware of it. That is why many people who have ever 
owned their own business before, have the skills and the ability to succeed wildly in a business 

they work out of their home. And become millionaires in the process.  

http://www.mlmmillionaire.com/tag/network-marketing/
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Most successful businesses started out of a home. Hewlett- Packard stated out of a garage. 
Microsoft started out of a dorm room, as Facebook and Google did as well. Papa John‘s Pizza 
started out of a broom closet. Mary Kay started in a bedroom. Apple started in a garage. Subway 
started on a kitchen table.  

The list is nearly endless of all the successful companies that started out of a home or a 
residence. Nearly all successful companies today that are Fortune 500 companies had humble 
beginnings and many started out of a one room place.  

This actually gave them the focus they needed to move from a small place to a little larger place, 
to a little bit larger, to eventually a large place.  

THAT took Leadership and a lot of it. 

Many of the founders of these companies today look back at the place they began, and know they 
LEAD the people to where their Vision was, and now stand in the place they saw in their mind 
years ago.  

Most of these folks are multi millionaires, and some billionaires. ALL started their company with 4 
things:  

1. A Picture in their mind of where they were going with what they were doing. 
2. A Determined RELENTLESS spirit that WOULD NOT BE DENIED. 
3. A business vehicle that would help them get there that they personally started. 
4. A presence of mind to “Do what you can, with what you have, where you are” 

They are NO different then YOU. 

They just made a Decision that they were going to build a life and lifestyle that most only DREAM 
OF- and they did exactly that. 

 YOU can do the same thing- with YOUR OWN HOME BUSINESS.  

Owning your own business gives you many advantages that the average do not have, including 
tax advantages, income increase advantages, and the hope of a better future that most could not 
imagine.  

That is why that YOUR LEADERSHIP is a powerful driving force in your life, and with the right 
business, you can change people‘s lives as well as their destiny. You can influence people with 
your business as well as your Leadership and help them achieve in life what they never thought 
possible and in turn, you do the same thing. 

  

THAT is leading people in a way that is LIFE CHANGING and Extraordinary.  

YOU have that Leadership IN YOU.  

You just need a vehicle to UNLEASH the UNLIMITED in your life.  
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And the HairCare NetWork is THE best way to do that, as it has proven to work for many people- 
and WILL WORK FOR YOU.  

Imagine living the life that you always wanted to….NOW.  

Imagine being able to help people that need help….NOW.  

Imagine owning your own business and being able to live the lifestyle that you always 
wanted but could never afford….NOW. 

 How does THAT sound?  

Then you need to ignite your Leadership inside you, and start your own business that will keep 
pouring Success Kerosene on the fire as you grow. YOUR Leadership awaits your Decision to 
unleash it.  

“Those that Lead see the beauty before anyone else, and experience the BEST before 
anyone else- as they know that Leadership DRIVES Life and determines the Decisions that 
ENLARGES Lifestyle.” 

 NEVER underestimate the power of your Leadership. It impacts many people everyday.  

YOU need to let your Leadership DRIVE your lifestyle to a level- that you once only Dreamed 
of, and then help others do the same thing. 

 You do that….with you own business. Every other business started out that way- and YOU can 
LIVE a Dream life, if you allow yourself to dream with your Leadership leading the way to a life….  

That most can only IMAGINE. 

THAT is what‘s waiting for you by owning your own home business you work from home. 

Because you see, multi-level marketing really is the best way most of us can build a decent 
income for ourselves. It really is the only way the average person can build a million dollar 
business without spending their life savings! There are plenty of people just like you who bring 
home thousands of dollars in multi-level marketing commission checks every single month! Set 
your goals and focus on the prize. Welcome to the HairCare NetWork International. 
 

 
 

This Ends Your HAIRCARE NETWORK PLAN OF ACTION EBOOKLET … 
 

REFER BACK TO IT OFTEN. NOW LET’S TALK ABOUT THE PRODUCTS! 
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Red Diamond and Red Diamond Premium Hair 

What sets the HairCare NetWork apart from all other is we have a tremendous product line (100% 
Virgin Remy hair single and double drawn) that people fall in love with and would buy anyway – 
even if we didn't offer a great referral gift. The core of this business is built around giving people 
the hair they want. No excuses!  

The following pages are to simply inform you of about our products and product maintenance. 
Please take the time to learn this information. As mention before, training and learning is the key 
to your success. You don‘t want to lose a customers or business partners because you couldn‘t 
explain the differences and why your products stand alone. You may or may not be a hair stylist, 
but you can know your products better than they do. As you read the section on hair, it will refer to 
Indian hair. We use both Virgin Indian and Chinese hair. 

The Truth about the Hair Extensions Industry 

You may be fascinated by the latest trend of hair extensions that can make you look gorgeous and 
beautiful. You can now have long and thick hair which you always wanted. The hair extensions are 
considered to be a boon for most of the women as it made their wish come true in few hours for 
some brands and a few minutes with the HairCare NetWork. 

You can now get a new hair style within a few hours along with an expert hair stylist at a good 
salon for over $1,000 or under $200 with a friend in less than 30 minutes with the HairCare 
NetWork. Though it is a good thing to flaunt your beautiful hair extensions among your friends in a 
special occasion there are very little facts that come into limelight about the risks and damages 
that are caused by hair extensions. 

Many of them are unaware of the side effects that can occur after hair re bonding or hair 
extensions. Please note that the HairCare NetWork does offer bonded or keratin based hair 
extensions for that reason, at the HairCare NetWork we offer the highest quality, lightest, safest 
hair extensions available today. 

The long term effects of hair extensions may be irreversible and bad from bonded hair extensions. 
You can have even worse side effects if your bonded hair extensions are not done by a 
professional hair stylist. Most of them approach a junior stylist or an inexperienced hair dresser in 
order to save money during the bonded hair extensions application but only very few of them 
aware that an improper application of bonded hair extension can cause huge hair loss and scalp 
irritation in the future. 

Make sure that you do not get fooled by hair experts who say that bonded hair extensions can 
make your hair healthy or that they can last for more than six months. Hair loss occurs at a normal 
rate everyday and if you have a hair extension, your shedding hair can get entrapped between the 
extensions thereby loosening the ―tightrope‖ effect in your hair. Hence it is very essential to 
remove your hair extensions within a period of 8 weeks to make space for your possible hair loss. 
If you fail to do so, then your hair becomes more thin and weaker. 

For this reason we recommend the tremendously light and non keratin based Seamless 
extensions which last 8 weeks and clip in hair extensions which are taken out each night and can 
last for years if properly maintained. 
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Many kinds of hair extensions may cause a small amount of damage to your hair. The main ones 
to watch out for are bonded hair extensions glue in hair extensions; keratin tipped hair extensions 
as they are very heavy and can easily damage the hair. Hence if you really wish to have a hair 
extension done then you need to do some research well in advance. 

You should first consult a good experienced hair stylist in the city who can assess the length, 
texture and condition of your hair. Once you are done with preliminary tests, you can choose the 
best hair extension along with your hair stylist based on various factors. Some of the factors that 
you need to consider while choosing a hair extension are the length, color and type of extension 
that will suit your natural hair. 

Never a buy a hair extension just because it‘s cheap, choose a good hair extension that is of high 
quality and texture like the HairCare NetWork. You should be ready to spend a few extra bucks 
while getting a hair extension as you need to protect your natural hair as well from damage. You 
should always brush your hair at least three times a day to prevent tangles. Make sure you 
maintain your hair healthy as directed by your hair stylist to prevent any damage. 

The Best Products to Use on Your Hair 

The hair is as unique as each one of us. At the same time, the appearance of your hair sends out 
a message, a statement that you make about who you are. That is one of the reasons why you 
need the best hair products to manage what Martin Luther King Jr. once referred to as ‗the richest 
ornament of women.‖ 

There are many hair products available in the market, but your customers need to know exactly 
what‘s best for your hair and find the best hair products that will help them accomplish their goals. 

For example, it can be pretty difficult to add volume and body to your hair, especially if you have 
fine hair. Whatever you do, your hair refuses to hold a curl and lies flat against the top of your 
head. You may feel that you need a permanent wave, but did you know that such permanent 
styles can harm your hair? It is not only easier, but also healthier to choose the right hair products 
to add volume to your hair. (this is a great tidbit for your potential customer) 

The moot point, however, is that each individual has different needs. You need to determine the 
particular feature of your customers hair. While some want better moisture, others may want their 
hair to be more smooth and silky.  

When it comes to hair products, there are four common types that you can buy. These are 
shampoos, conditioners, serums, and masks- but it is not a case of one size fits all. What is good 
for your friend may not be the right best hair product for you. 

Shampoos are meant for cleaning your hair and getting rid of dirt and excessive oil. A good 
shampoo can make a world of difference to the appearance of your hair, while poor quality 
shampoos do more harm than good. 

Conditioners are used after shampooing your hair and help keep your hair moist or soft since 
shampoos wash away your natural oils. Serums, on the other hand, are designed for treating your 
hair to make it healthier and shinier. Hair masks are the ultimate in hair care and used by people 
who like to treat their hair with excessive indulgence.  
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While you will find hundreds of brands selling each of these products, the best hair products are 
those that are made only from natural plant ingredients. This is where the HairCare NetWork will 
thrive.  

The active ingredients in conventional hair products that make huge claims are synthetic. These 
may give a silky appearance to your hair, but excessive use of these substances actually causes 
more harm than good in the long run. Petroleum-based polymers, silicone and synthetic colorants 
are known to cause irritation in the scalp, dandruff, and even hair loss. These same items find 
there way into the hair people buy. This is why our hair products stand out. 

On the other hand, plant based ingredients in organic hair shampoos, conditioners, and other hair 
products contain natural active compounds, vitamins, and minerals that are gentle on your hair 
and very effective in caring for your hair. 

When your customers buy our organic products, they are not only buying the best hair but also the 
best products for themselves, but are also doing their bit for the safety of the planet. So go green, 
buy organic, save your hair, and do your bit for the well-being of our planet. 

Maintaining and Removing Extensions 

Regular care and maintenance is needed to keep your extensions looking their best. You will find 
the extensions shed, as normal hair. In addition, they become loose as your natural hair grows. 
You will need regular appointments to reattach the extensions as they become loose. If you want 
to remove the extensions, let a professional take them out for you. Trying to remove your own 
extensions can result in damage to your hair.  

Shedding, Normal and Excessive  

All extensions shed to some degree, but there are some factors that can cause excessive 
shedding. In most cases, improper technique for cleansing and styling the hair or lack of 
maintenance is the cause of excessive shedding. Some things that can cause this problem include 
combing the hair too much or too roughly, badly tangled hair, too much scrubbing during 
shampooing, chemical usage and applying conditioner at the area where the extensions bond with 
the hair.  

Avoiding Matted, Tangled Hair  

Hair extensions and wigs made from human hair can become tangled and matted. Using water 
that is too hot or too cold, chlorine, chemicals from hair coloring and perms, too much friction and 
too much conditioning can result in significant matting. To avoid tangles, use care when washing 
and conditioning, comb gently and avoid friction during styling and when you are asleep. A pillow 
case in satin or silk fabrics can help avoid tangling in your sleep.  

Length Variations in Single Drawn Indian Hair Extensions 

Let us first understand the basic purpose of hair extensions. The reason why you may be probably 
looking around for hair extensions is because you want to add volume to your hair or you want to 
add length to your short hair without waiting for it to grow. You may have your own reasons, but 
the basic purpose is to get that natural look of dreamy perfect locks associated with natural hair. 
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To get the natural look, it is necessary that regardless of the application method, you ensure that 
the hair extension you choose is made from natural hair, preferably Indian hair, as it is considered 
to be the best in the industry.  

That brings us to single drawn Indian hair extensions. 

Hair extensions are made from two types of Indian hair depending on how it was taken from a 
donor. It may be double drawn or single drawn Indian hair.  

Single Drawn Indian Hair 

A hair weave or weft made from single drawn Indian hair has hair sewn exactly as it was taken 
from a donor. Since hair naturally grows in varying lengths, there are bound to be length variations 
in the hair extensions as well because it is not cut into equal lengths. This is also why single drawn 
hair gives the weave a perfectly natural look that you want from hair extensions.  

Double Drawn Indian Hair 

Double drawn refers to a weave in which hair has been cut into equal lengths. Double drawn hair 
weaves are obviously expensive because of the extra labor involved in sorting, but it ranks as the 
second best unless you are actually looking for exactly this type of hair extension. 

Regardless of whether you choose double or single drawn hair, the best quality hair extensions 
are of those that are made from Indian hair. Indian hair is inherently thick and strong. Moreover, 
Indian women usually use only natural oils and natural products such as yogurt and lemon juice to 
treat their hair. The absence of any chemical treatment makes Indian hair all the more better for 
achieving that all-natural look. 

You may wonder how so much single drawn Indian hair is available in the market. The reason is 
not difficult to pinpoint. A vast majority of Indian hair for making hair extensions comes from 
temples where women donate hair as a goodwill gesture to god. Tradition has it that hair should 
be cut right from the roots, which allows donated hair to be collected with intact cuticles, all facing 
in the same direction.  

It need not be emphasized that natural hair extensions give a near-natural look to your hair and 
last longer than synthetic hair made from nylon and polyester. However, it must also be kept in 
mind that hair extensions simply add thickness and length to your hair. Since they are not attached 
to your scalp, hair extensions do not get the nourishment and natural oils that your own hair gets 
naturally from your body. This makes it necessary that you know the hair care products that are 
best for maintaining hair extensions. 
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What is Virgin hair? 

Virgin hair simply means that the hair is completely natural and unprocessed without chemicals 
(such as perms, relaxing agents, or coloring dyes). Since the hair is completely natural, there has 
been no damage to the cuticles or the true structure of the hair. The hair cuticles actually protect 
the hair, and provide a natural look without dullness. Keeping the hair cuticles aligned and running 
in the same direction help to prevent tangling and matting. This is very important when it comes to 
hair extensions, because you want a quality install that will last you as long as possible. We make 
sure all of our cuticles are running in the same direction. Virgin hair is considered the best quality 
of hair which is known to last for over and up to and up to a year with proper care and installation. 
Our hair is Virgin Indian and Chinese hair.  

Most hair that you find in beauty supply stores is not Virgin hair. It's made to 
look real pretty in the package, but when you start using it only lasts a couple 
of months at best. They enhance the hair in the stores by over processing 
with chemicals; this greatly reduces the longevity of the hair. It actually rips 
the hair cuticle from the hair and causes permanent damage. Many of your 
customers will keep coming back because our hair last with proper care. Our 
virgin Indian and Chinese hair is more of an investment... All of our Indian 
and Chinese hair is not treated with any chemicals or processing, making it 
true Virgin hair.  

 

All about Straight Virgin Indian Hair 

Straight virgin Indian hair is the most popular hair extension available in the market because of its 
versatility, its ability to blend in with different hair types, and also because it can be treated like 
natural hair. It can be easily colored, straightened, or curled.  

 

Virgin Indian hair refers to hair extensions made from human hair sourced from India. It may be 
processed or unprocessed. The versatility of virgin hair allows you to wear it in its natural state by 
letting it air dry, give it a wavy look with a natural straight texture, and flat iron it bone straight or 
set it with rollers. 

Virgin Indian hair that has not been processed means its color and texture is natural to the donor, 
but it can be customized according to the latest fashion that is in vogue. Generally, the natural 
patterns of Indian hair vary from straight to bushy, curly locks. Indian Remy, on the other hand, is 
virgin hair that has been processed by manufacturers for color and texture. This is done to give 
hair extensions a uniform appearance, which is not seen in unprocessed virgin hair. Once virgin 
Indian hair has been processed, it is better not to further alter it.   

There is a wide choice of textures though. Besides straight virgin Indian hair extensions, you also 
have wavy, curly and deep curly and kinky curly hair extensions. Straight virgin Indian hair gets a 
body wave simply on wetting it, and wavy hair can be straightened with the aid of a flat iron.  

 

http://www.perfectlocks.com/
http://http/www.perfectlocks.com/faq/article/what-is-the-hair-cuticle-and-why-is-it-important
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Virgin Indian hair available in the market may also be single or double drawn. ‗Single drawn‘ refers 
to hair cut from the ponytail without doing anything to the ends. ‗Double drawn,‘ on the other hand, 
refers to hair that has length cut from the ends, allowing the natural layers to be trimmed and often 
forms a blunt end for a thicker appearance.  

One of the popular textures in processed Indian hair is to give it a straight body wave with a silky 
appearance. It actually gives the entire bundle of hair a consistent ‗S‘ pattern and is often done 
when the hair is processed for color. Double drawn straight virgin Indian hair extensions with all 
the roots at one end or all cuticles pointing to one direction are the best quality possible. When 
properly processed, it ensures a near perfect length and keeps it from getting tangled even after 
bleaching or dyeing.    

Indian hair offers a big bonus for African American women as its natural black color matches their 
natural hair and does not need to be colored. Hair extensions made from virgin Indian hair can be 
available in natural shades of natural black to off-black and natural light to dark browns. 

Hair extensions have come a long way, and new methods are appearing on the scene practically 
every day. One of the time tested methods is net weaving. It is the use of a weaving cap for sew-in 
extensions. Another innovative product is bulk hair or loose hair that can be used for braiding.  

What Is the Hair Cuticle and Why Is It Important? 

When looking for the most natural and glamorous look, temple hair is the most luxurious and long-
lasting human hair that you can purchase. Temple hair refers to hair that is shaved from the heads 
of Indian women in sacred Hindu temples as a sacrifice to the god Vishnu. Worn by celebrities 
such as Victoria Beckham, Jennifer Garner and Gwyneth Paltrow, this highly-sought after hair is 
amongst the most rare grades of human hair in the world. 

Temple hair is often donated by a bride shortly before her wedding day to show that she is willing 
to give up her crowning glory and her pride for special blessings from the gods. Since the hair is 
shorn directly from the scalp of a donor, it is considered full cuticle hair, and is of the highest 
quality. Temple hair is hand sorted and packaged. This hair is 100% virgin Indian hair and has not 
been treated with any chemical processes. Perfect Locks sells only the highest quality temple hair 
that comes directly from donors in Indian temples. 

What does Remy mean? 

Remy meaning – hair still has cuticles attached and going in the same direction, just like  

normal healthy hair.  The hair cuticle is the outermost part of the hair shaft that serves as 
protective layer to your lovely locks.  Without these cuticles hair will look dry, become damaged 
easily, break off and shed excessively.  Buying ―Remy‖ will help to keep you extensions looking 
healthier, shiner and last longer than other ―Non-Remy‖ brands. 
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How do I take care of my Indian hair? 

To maintain your Indian Remy hair, wrap your hair in a satin scarf or wear a satin bonnet before 
going to bed. This will help to prevent tangling and breakage. Some people part their hair into 
sections and braid it before bed to keep the strands separated. Never sleep on wet hair. Brush 
your hair starting at the ends and working your way back to the root. This will prevent the hair from 
being pulled from the weft and also prevent shedding. 

What is a machine weft? 

Machine weft is sewn using a special sewing machine specifically designed for stitching wefts. 
Some stylists are more comfortable working with Machine Wefts rather than hand tied wefts 
because it allows them to cut and seal the track themselves. Machine Wefts are generally made 
with the help of a sewing machine especially made for sewing weaves.  

Machine made wefts are one continuous track which 
varies in length based on the length and texture of 
the hair. Always make sure a high quality hair 
extension glue to seal the ends when they are cut. If 
the ends are not glued properly, shedding may 
occur. Machine wefts will not unravel when cut, if 
sealed properly.  

Our Machine Wefts come in one long track, which a 
stylist will usually have to cut and seal themselves. 
We recommend that you consult your stylist if you 
are unsure about which type of weft to purchase.  

 

What is a hand tied weft? 

A Hand Tied Weft simply means the hair is sewn into the weft by hand. This is done in our factory 
in India by skilled workers. People prefer Hand Tied Wefts for the same reason they prefer 
anything hand made... craftsmanship and quality of work. They can last well over a year with 
proper maintenance. Hand Tied Wefts lay flatter against your scalp, and are considered 
undetectable against the scalp to give you that purely natural look. 

 

 

 

 

 

 

 

http://http/www.perfectlocks.com/faq/article/what-is-a-hand-tied-weft
http://www.perfectlocks.com/adhesives-tape
http://www.perfectlocks.com/adhesives-tape
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Can I color virgin Indian hair extensions easily? 

You can color virgin human hair extensions. The hair is completely virgin and will take the color 
very easily just like human hair. However, it may be a bit more complicated if you are deciding to 
go too light of a color. If you would like to color your dark Indian hair to a blonde or light brown, you 
would have to bleach the hair first, then add the color. We do not recommend you do this yourself 
unless you are experienced. We suggest you consult a stylist for these types of complicated 
coloring procedures. 

You should not have much of a problem if you would like to go a couple shades lighter. The same 
goes for dying the hair to jet black color. You can buy any quality hair color at the store or salon to 
do this. Since these colors are close to the natural color range it should be a relatively easy 
procedure. 

You could always purchase colored hair extensions from the HairCare NetWork, we do the dirty 
work so you don't have to. You can also place a custom order to meet your exact specifications for 
texture and color. You as an IBA, will have a color ring to show the different colors available.   

How much hair do I need to purchase for a full head? 

We usually recommend you purchase 6 to 8 ounces for a full head for hair less than 22". Our hair 
is sold in 4 ounce packs, so 2 packs should be sufficient. It's always best to order 2 packs rather 
than one if you are going for a full installation; this ensures you have enough hair rather than not 
enough.  

If you find that 6 ounces is enough, then you will have the leftover 2 ounces remaining for your 
next install or touch up. If you need to do another full install down the road, you will only need to 
buy 1 pack! Many of our repeat customers do this. 

For hair longer than 22" you may need a third pack to achieve the look you are looking for. The 
hair will be longer but the width of the track will be shorter. You could always return the third pack 
if you don't need it, or save it for your next touch up! 

Q.  Are there any people who should avoid having hair extensions? 

A: YES - If you suffer alopecia, psoriasis, or other hair/scalp disorders, or are on any current 
medication or undergoing medical treatment detrimental to your scalp health and/or hair growth.  
Also, you shoul think twice about hair extensions if you do not have the time or the inclination to 
spend time on your hair.  If you‘re unsure whether you are a good candidate for hair extensions, 
give us a call and come in for an obligation free consultation.  The technician can advise you on 
whether your hair is compatible to hair extensions. 

Q.  How do I know my Hair Extension technician is a professional? 

A:  Now this is a hard one. Anyone can lie to you, so be aware. Ask to see photos (before/after). 

Ask if you can contact one of his/her long term clients. Most hair extensions clients like to remain 
anonymous but there is always at least one who would love to let the world know what a great job 
they had done on their hair. Ask the technician how often the average client needs to replace the 
hair (3, 6 months, 2 years etc). FYI, after reading this - if you know more than the professional, 
then you should find yourself another hair extension technician! 
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Q.  Does it hurt? Will it pull my hair out? 

A:  NEVER!!! If it hurts, leave immediately, even if it is half done! The Extension technician should 
apply the extensions firmly but comfortably. The tension should be even all over your head with 
no bonds pulling or hurting. Do not put up with someone telling you it has to be really tight in order 
to be secure. Pulling your hair out is not the idea. You will know you have something on your head 
for the first day or two but after that you won't even feel that they are there. 

Q. Will Hair Extensions damage my own hair? 

A:  No - All of our application methods are gentle on your real hair.  There are plenty of oils, sheen 

and lotions to maintain a healthy grade of hair when you have extension in. 

Q.  Can I re-use my hair extensions? 

A:  YES - It is possible to re-use the hair extensions in most cases. The on-going quality of your 
hair extensions really depends on how well you follow the after care instructions.  

Don't pay good money for cheap hair.  Don't expect good hair for pennies. Expect the best for 
less at the HairCare NetWork International.  We believe you should get the best possible product 
and for that you will pay a premium price. Buying from the HairCare NetWork makes the 
difference.  

Q.  How long can my extensions be? 

A: You can have any length you want up to about 24". Anything longer than this puts additional 

weight on your scalp which may lead to uneven pressure and could damage to your own hair. The 
best looking hair for average the height women is usually around 22" or less. Our most popular 
length is 16" which is around your bra line. 

Q.  Can I style, straighten or curl my hair extensions? 

A: You sure can – Because we only use the best 100% VIRGIN REMY HAIR you can style your 

hair extensions just as you would your own hair.  

Q.  Should my stylist use 'GLUE' to attach my hair extensions? 

A: NO - Definitely not! The most common mistake many clients make is assuming the wax bond is 

a GLUE product.  Sew in weaves work the best.   

Q.  Can I brush my hair and hair extensions? 

A: Yes – Your stylist should be able to direct you how to brush your hair.  Alternatively you can 
use a "Soft Bristle" brush which will be gently on your extensions. 

Q.  Can I wear my hair up? 

A: Yes, your stylist should not apply your extensions less than an inch from the edge of your 
hairline and so your hair under this point covers the extensions while you wear it in different styles.  
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Hair Extensions the multi-billion dollar industry: 
How it began and where the Hair extensions Industry is headed 

The movie Good Hair was a documentary movie which marked the beginning of hair extensions 
industry. People believe that the origin of hair extensions is nothing but represents a huge sacrifice 
on the parts of the citizens of various nations. Many women and children at various parts of the 
world sacrifice their hair as a symbol of offering to their worshipped deity. These hairs are then 
recovered from a hair connoisseur and are then sold to different hair and beauty parlors to 
countries such as China, USA etc. 

Beginning of the Hair Extensions Culture: 

The concept of hair extensions began since then. These hair offered by citizens were used by all 
the hair specialists and beauty parlors designers for their commercial uses. They gathered the 
hairs from these temples and other places where they have been offered as a symbol of worship 
and offering. After purchasing these hairs from these places, hair designers and other beauty 
experts used them in preparing and designing hair extensions. These designers tried and gave a 
natural look to these extensions such that when applied, they look like any normal hair growth on 
the body of the users. Besides that, hair stylists used different color shades, styles and designs in 
making these hair extensions. The sole purpose of making these hair extensions is for the use of 
consumers who feel the need of artificial hair extensions.  

The growth of Hair Extensions market: 

It has been observed that many people suffer from hair loss, hair diseases, hair fall and other hair 
issues. Because of these issues, the natural growth of their hair decreases and tends to stop after 
certain period of time. Hence they feel the need to replace their natural left hair with artificial hair 
extensions. Thus we see that after the introduction of hair extensions in the market, they have 
started becoming a necessity of some of the people. This is how invention of hair extensions has 
taken the shape of necessity. Now the market is full with demand of these hair extensions; as a 
result of which more and more hair stylists are supplying these hair extensions to fulfill the demand 
of the customers. 

The Future of Hair Extensions: 

As we have seen that almost all the beauty parlors and salons are offering the service of hair 
extensions to their customers, we can easily predict that there would be continuous boom and rise 
in the hair extension market. The future of hair extensions industry looks bright and reaching to 
newer heights. The reason why this industry is witnessing such high boom is that more and more 
people are becoming health conscious. Their life style is changing and they want to keep pace 
with the current fashion landscape. Most of the women are looking to imitate the top quality 
models and celebrities by treading on the same path as the top models. We have found that Clip 
On hair Extensions and the revolutionary Seamless Hair Extensions are by far the newest, 
incredibly popular growing trend in hair extensions. The HairCare NetWork will have these soon.  

CONGRAULATIONS YOU’VE MADE IT TO THE END. 
Where do you go from here?  

Get your worksheet out and make some money!  


