MODULE TWO – NEW DISTRIBUTOR TRAINING

Congratulations! You have completed the first step in building a successful business enterprise. You are now prepared to meet with your sponsor to complete New Distributor Orientation Training. Remember, if you did not complete the assignments from Module 1, “Getting Started – Preparation for New Distributor Orientation Training” review and complete Module 1 prior to your New Distributor Orientation Training with your sponsor.

The practices you set in place during this initial phase of your business from distributor to director will impact the way your business grows. The duplication of simple principles in the business will lead you to success. That duplication process begins with Module 1. As you sponsor your new distributors, you will want to have them duplicate the successful business principles that you learn from your sponsor and your upline.

Module 2, “New Distributor Training-Basic Business Building Skills,” will provide you the skills necessary to develop a thriving distributorship and to become a director.

You will feel a natural tendency to personalize your business; however, make sure you don’t reinvent the wheel. Follow your upline and attend regular training and business briefings. If there are no briefings in your area, then you will need to set these up and begin the process in your own city. Work with your sponsor and upline to schedule these business briefings.

This module begins with a New Distributor Orientation Training checklist. You and your sponsor will review this checklist during your personal New Distributor Orientation Training session. You will duplicate this same format with your new distributors as you conduct your New Distributor Training sessions with them.

New Distributor Orientation

Step 1
:
Checklist

Step  2
:
Duplication and Coachability

Step 3
:
Autoship Program

Step 4
:
Achieving Your Goals


Step 5
:
Understanding the Compensation  Plan (Phase I & Phase II)

Step 6
:
30-day Plan 

Step 7
:
Inviting

Step 9
:
Presentation

Step 10:
Commitment

Step 11:
Take Action

Appendix

A.
This is the Business - Six Steps to Master Chart

B. Structure of the Invite or Prospecting

C. Director Track  Order

D. Presenting

E. Questions, Objections and Closing

F. Building and Leadership

G. Retailing

H. Commitment

I. List of Recommended Marketing Materials

Step One – Checklist
Please take time to complete the following checklist.

A) Check Module 1

Make sure that all checklist items in Module 1 have been completed.

B) Answer Product Usage Questions

Refer all technical questions to Technical Product Support at _________________.

Make sure you have already started using the products and identify which products you like best. If you don’t believe in and use the products, the business won’t work. In essence, you are the CEO of your own company and as a CEO you must know your personal experience about every product. Understand the significance of what would happen if you eliminated even one product from your downline usage. For example : imagine your group has grown over 500 people and no one is using or effectively promoting Barley Green-this is a $195 (wholesale) item that is being eliminated by 500 people monthly. This means potentially $97,500 in wholesale volume is being lost per month, not including any retail profits that could have been realized had your distributors been using this product.

C) Complete

The product Replacement Guide included on pages 27-31 in the appendix of this booklet. This guide will help you determine which consumer products should be replaced with VIVA nutritional and personal care products.

Step Two – Duplication
· These are two of the most important concepts of the entire business. Success in this business is directly linked to effective duplication and being coachable. Pay attention to everything that’s taking place, including this training, since you will need to pass the same information on to your new distributors. Your example will be the strongest influence you will have on your downline – make it count! What your distributors see and do is what they will teach their downlines. People do what you do-not what you say.

· Accepting coaching from your upline is critical to your success. It is the responsibility of the sponsor and upline director to coach the new distributor in order to shorten the learning curve. Don’t reinvent the wheel, simply add your personality to an already successful system.

· Duplication includes attending weekly business briefings and trainings to support your downline. Maintain a positive attitude in the face of challenges that will come your way as you are building the business. When you’re up, call your downline; when you’re down, call your upline.

Step Three

Autoship Program
A) Fill Out the “Autoship Program” Form 

Regardless of your division of participation, we recommend that every distributor follow through with a program for dynamic health through Automatic Delivery. The Autoship Program is designed to ensure that all distributors have the opportunity to have a regular supply of one of the system pack of products. (e.g. Basic Essential Pack). This form is located in your Distributor Application And Agreement Form. For an example of a completed “Autoship Program” form, see page 23 of the appendix in this booklet.

B) Fax the Form to 03-7880 0545

· Autoship program provides you the convenience of having products delivered without interruption, so the long-term benefits of a product can be ensured.

· Autoship program facilitates duplication throughout your organization with both retail customers and downline distributors. This program will provide long-term, consistent product sales and income. Duplication is the key to the business, and it always begins by example.

Step Four – Achieving Your Goals
A) Review

Your “Goals & Commitments” sheet from page 13 of Module1.

· Review these goals and commitments with your sponsor and make sure that you have a strong “why.”

· Goals clearly defined and written down create “why” you are doing the business. The “why” is the driving force of your business. Not having goals is like being in a boat without a rudder, you never end up where you want to go.

· Beware of Dream Stealers

· Work closely with your Support Lines and Leaders that builds you. Mind your own business.

· Your business is to achieve your Goals through :-

1) Find People to Talk to ---- Prospecting
2) Talk To People You Have Found   ----  Presentation

3) Teach The People Who Has Joined  To Do The Same ----  Duplication
Step Five – Compensation

A) Explain the Compensation Plan

Explain the 2 sections of the compensation plan in full detail. Use the materials from the Starter Kit .

Step Six – 30-day Plan

A) Schedule

The date and time for your first in-home presentation within the next 7 days. Review the “In-Home Presentation Checklist” included on page 18 in the appendix of this booklet.

My first in-home presentation is scheduled on _________________________ at _____________________ a.m./p.m.

B) Schedule

A time for both you and your sponsor or upline director to begin inviting for your first in-home presentation and/or two-on-one sessions, etc.

C) Schedule

In-home presentations, luncheons, weekly business briefings and monthly trainings on your calendar. Two-on-ones, one-on-ones, in home presentations, luncheons, and business opportunity meetings are the forums where your prospects will first see the business presentation.

Note to sponsor: The new distributor’s probability of long-term success in this business is directly related to how quickly they experience success. All of the above activities will launch your new distributor into action, which will produce results. 

Step Seven – Initial Order
A) Order

The tools you will need to reach your goals. If your goal is to earn over $1000 a month, follow the director track.

· As stated earlier, duplication is the key to building a successful distributorship. Nowhere is duplication more important than in the step of ordering the appropriate tools so you can get your new distributors started correctly.

It is best to place your initial order at the New Distributor Training. As a result, you can duplicate the process with your new distributors. If the session is held on a day the company is closed, i.e. Sundays or some national holidays, schedule a time for the order to be placed with your sponsor on the following day. Turn to page 17 of this module and place your order.


Note: The only requirement  to become a distributor is the purchase of an at-cost Sale Kits from VIVA Life Science. However, experience has taught us that the purchase of the Executive Track Order is the preferred method for those who can afford it. Product purchased is intended for 80% resale. Product packages should not be purchased if doing so would create a financial burden. 

Step Eight – Inviting
How to Invite

· Inviting is the first and one of the most important skills you will need to master in order to be successful in this business. Never try to present the business over the phone. The key to inviting is creating curiosity-not satisfying it.

· Remember when you begin to contact your prospects that you are not soliciting but offering a business idea that could literally change the life of the prospect. 

· Your only job is to expose them to the information so they can make a decision based on facts.

· Become familiar with the inviting scripts on pages B, C, D, and F of the center pull-out of this module. Practice inviting out loud with your sponsor, friend, or upline director.

· Remember the 4 C’s of Invitation :-

1.
Compliment – make people feel good 
2.
Create Curiosity – goal is to create curiosity

3.
Control Yourself – don’t talk too much but listen

4.
Commitment – Firm commitment   

· Review the names on your “Top 20 List” located on page 19 in the appendix of Module 1. Make sure you do not prejudge and exclude any prospects.

· Steps to take to make the phone call more effectively :-
1. Prepare for Phone Call – ensure no distractions 
2. Make the call  - with positive expectation & enthusiasm
3. Start with small talk – Be considerate   (Did I catch you at a good time?)

4. Compliment your prospect – Be sincere
5. Select your approach – objective to create interest/curiosity  & to secure appointment   

Step Nine – Presentation
A) Go through the Flip Chart Presentation with Your Sponsor

B) Set Appointments where your Sponsor will go with you to present with the Flip Chart through “Two on One”  basis or a Home Party

C) Practice the use of the Flip Charts

D) Closing Techniques

E)
Follow-up and Follow Through

Step Ten – Commitment
Commitment

· This is a business of patience and persistence requiring a productive commitment to achieve significant results. Are you committed?

Focus

· It is important to focus on the positive aspects of the business. Not everybody you introduce to the company is going to be excited as you are about it (as unbelievable as that might seem). The idea is to introduce the business to enough people so that you will find the ones who are at the right place and the right time in their lives to do this business. Don’t take the “no’s” personally. They are rejecting the business, not you. The “no’s” don’t matter. Keep your mind focused on your objective-those who say “yes.”

Leadership

· There are only three types of people who join Network Marketing Business:-

1) Dropouts

2) Distributors

3) Leaders

Decide what you are from this moment onwards.  Leadership Pays in Network Marketing.

Dropouts are people who cannot and will not follow a system

Distributors are people who follow partly the system

Leaders follow and duplicate the system 100%

 Step Eleven – Take Action
Retailing

· Retailing takes place in one of two ways:

· Either by contacting someone specifically to introduce them to the products, or by presenting the business. See the “Retailing Tips” section of this module on page 24.

A) Get Set Up for Business

· Get a separate checking account and credit card for record keeping and tax purposes.

· Obtain business cards and labels for brochures from the company. See the Personalized Sales Aid promotional in the Forms packet. (Don’t wait for your Personalized Sales Aid to begin contacting.)

B) Take Action

· Begin inviting to your first in-home presentation or ‘Two-On-One” with your sponsor.

· If your prospect cannot attend your in-home presentation, then schedule a two-on-one presentation with your sponsor or upline director. See the outline for one-on-one and two-on-one presentation located on pages 20 and 21 of this module.

· Invite your prospects for the Viva Gift / Business Presentations or the “TLV – SEE, FEEL, TOUCH” sessions if it is available within your neighbourhood.

· Attend all trainings, Seminars and Health Talks that are available through Viva.

· Read books / listen to tapes that motivates and inspires you and helps you to grow 

· Revisit your goals and dreams often

· Follow Up and Follow through
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This is the Business

6 Steps to Master

















Presentations:

         4 Potential Outcomes

Retail:
1)  1-on-1 (2-on-1)
         of Presentation:


1)  Retail Advantage

2)  Luncheon

         1)  Interested in


2)  Auto Delivery Program

3)  In-Home


 Business & Product

3)  Product form initial order

4)  Business Opportunity        2)  Interested in Product

      5)  Tape (video or audio)        3)  Interested- need information

    


                     4)  Not interested

Structure of the Invite

Remember : The purpose of the inviting call is to schedule an appointment, not to tell the company’s story over the phone.

1. Be sure your contact is not distracted. “Have you got a minute?”

2. Start with pleasantries. “How’s business, the family, job, golf/tennis game, etc.?”

3. Let your contact know you’re in a hurry. “I’ve only got a minute.”

4. Tell your contact you’re calling to see if they’re available to get together. “Do you have any plans for Wednesday night?”

5. Wait for an answer. If they’re available, go to item 6. If they’re not available, ask, “Is there any way we can get together within the next 24 hours?”

6. “I was recently introduced to a business idea by a (friend, doctor, relative, etc.), and I’m really excited about the income potential.”

7. Compliment. “I thought of you because I’ve always respected you as a business person.”

8. Take away/release pressure. “I don’t know if it is for you or not, but I definitely thought you’d want to know about this.”

9. Close. “So I’ll look forward to seeing you on (Thursday) at (Hotel).”

10. Get a commitment to meet and get off the phone. Your prospect should commit to one of the following: a presentation, a national conference call, or to receive a packet of information. “Call I count on you?” or (prospect’s name) are you the kind of person who makes and keeps commitments?”

Sample Inviting Scripts

Prospect for your Top 20 Circle:

Hi (prospect’s name), this is (your name). How are you? How’s the family? How’s the golf/tennis game? Listen, I only have a minute and I know you are busy, but I have a business idea I want to run by you, and we need to get together. Can you free up and hour on (Wednesday night?) (Response) Great. Do you have a pen? Let’s meet at (location of meeting) at (time of event). I look forward to seeing you. I’ve got to run. Can I count on you?

Hi (prospect’s name), this is (your name). How are you? I only have a minute, and I need to ask you an important questions. I’ve found a very exciting business – if the money were right and it didn’t jeopardize what you’re currently doing, would you want to find out about it? (Response-Yes) Great, let’s get together at (place of the event, i.e., my home, listen to a nationwide conference call, meet for lunch, etc.) at (time of the event). Let’s talk about it then. Can I count on you?

(Response-long distance) Great, I’ll send you some information that you’ll get tomorrow. Review it and call me immediately after so we can talk about it. (Put the prospect on a national conference call or a 3-way call with your upline executive.)

(Response-No) Do you mind if I ask why not? (Listen and answer with a statement from the Common Responses section.)

Referral Inviting Scripts

Prospects referred from your Top 20 Circle or from any source:

Hi (prospect’s name), this is (your name). I was talking with (name of your contact from Top 20 circle) about the phenomenal growth of our business, and he said you are a person that makes things happen and that we should talk. I’d like to get together with you for an hour either tomorrow or the next day – which  one is better for you? (Commit the day, the time, and location.) Can I count on you?

(Response if long distance) I’d like to send you some information to review. Then we can get together on the phone and discuss it and see if it makes sense for you. (put the prospect on a nationwide conference call or 3-way with your upline.)

Indirect Inviting

Cold Market Prospects (Prospects unknown to you and not referred to you by someone else):

Hi (prospect’s name), this is (your name). I am working with a multi-national company, and I know we don’t know each other personally, but I have heard about you in professional circles and you have a terrific reputation in the community. The reason I am calling is to ask for your help. I am looking for a business professional to help with a fast growth marketing company. Who do you know that might be interested in taking a look?

Common Responses

Insert the following answers based on the response:

WHAT IS IT? TELL ME MORE.

I would love to tell you all about it right now because it is very exciting, but I have a lot of calls I am committed to make, and I am sure that you are busy as well. That’s why you need to be (at this meeting, on a national conference call) where we can discuss it in detail.

(Prospect’s name), it’s the most exciting business I’ve ever seen, but I can’t do it justice over the phone. I promise I’ll answer all your questions when I see you. Is tomorrow at 4:00 p.m. alright or Wednesday at 7:00 p.m. better?

(Prospect’s name), I value our friendship much more than any business. And this may not be for you but I’d like you  to take a look. Why don’t we get together at (location) on (Wednesday evening) for an hour?

I would never  waste your time or mine with something I didn’t think you’d find very interesting. It’s important to look at. Let’s get together and you’ll understand why I called you. As I said earlier (prospect’s name), this may or may not be right for you, but what it is and you didn’t even take look. How’s that going to make you feel?

I’M TOO BUSY.

From what you told me I can see that you’re really quite busy. That’s exactly why we need to meet. This idea can free up more of your time. When can I see you for an hour within the next 2 days?

List of Recommended Marketing Materials

VIVA produces marketing materials that will help you share the VIVA products and opportunity more effectively. All of them are produced with high quality to provide pertinent information in a professional manner. These marketing materials will give you the third party credibility you are looking for. You need to have an ample supply on hand of the following marketing materials to be prepared for the people with whom you will come in contact:

· VIVA Sale Kits

· VIVA Discovery Booklet

· VIVA Recognition Booklet

· VIVA Discovery Corporate VCD

· Viva Times Magazine

· Health Talk Manual

· “Why I Chose VIVA?” Audio Tape

· “How To Reduce Your Cholesterol” Audio Tape

· “What Would I Do?” Booklet

· OPP Presentation FlipChart

· “What Do You Want In Life” PowerPoint Presentation VCD

· Clinical Studies Journals

· Little Discovery Newsletter

· Living Testimonies Booklet

· Monthly Activity Leaflet

· Product Brochures

· Product Pre-Approach Pack

· Business Pre-Approach Pack

Other Information Resources

· VIVA Communication Club – E-Club

· VIVA Corporate Internet Website – www.vivalife.com
· Borderless Network Supportline E-Club – support@BorderlessNetwork.com







NEW ENROLLMENT
       AMMENDED ENROLLMENT


     Yes, I would like to receive the selected VIVA products automatically every month. I have indicated the quantities, processing date, and payment method below.






	Product Code
	Product Description
	Quantity
	Unit Price
	Total Amount

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	Subtotal
	

	
	
	
	Shipping
	

	
	
	
	Total Monthly Remittance
	


Payment Mode



Cash


MasterCard


Visa Card 



Online-Public Bank Bhd. A/C 3081590810

Online-Maybank Bhd. A/C 012231602512

Cardholder Name ____________________________________________  Bank _____________________________

Card Number ________________________________________________ Exp Date__________________________

I authorize Viva Life Science Sdn. Bhd. to charge my credit card account for autoship.

Signature (as in credit card)

Applicant or Name of Business











Customer or Distributor ID Number











AUTOSHIP PROGRAM





YOU ARE


HERE





Contact prospects and create


curiosity to take a look at the business








Sponsor’s ID Number











Products portentially sold at each of the 6 steps





48-72hrs. after registration


conduct New Distributor Training








Prospects purchase Introductory


Product Package as an introduction to


the products and the Sales Kit.


Schedule Getting Started & New Distributor Orientation Training.








Sponsor or Retail





Training





Presentation





Inviting





Goals Setting





Handling Objections





Sponsor’s Name











Ship to : (Name)





Shipping Address					City/State				Post Code





Hse / Office Telephone











Mobile Phone
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