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The Power of Team-Building

A powerful, proven business-building forrula that anyone can duplicate

R Delin

HE TEAMBUILDING SYSTEM I8 A FROVEN, FOWERFUL Network Marketing Sales business-
building procese that iz 2o simple anyone can do it. It is the most duplicatable way to
grow your business that I have ever seen—and I"m convinced it is absolutely, positively

infallible, It connol foilf

I've worked in this business for more than 13 years. I've succeeded with some pro
grame and failed with others, There were times [ went broke; times [ earned 10 grand a
month. I've had companies go out of business on me. Others I quit becanse it just wasn't working.

Today, my partner and I earn & consistent
$60,000-a-month rezidual income and we're on the
verge of another quantum leap. My suceess has
eome from learning how to doplicate my current
level of success with key leaders in my downline
organzation—and helping them to do the same.

The key is building a team of men and women
who can be trained to do whatever volume and
ineome levels you are producing, and then congis
tently moving them up to the next level of pro-
ductivity following your example,

Teambuilding starts small: £100 a2 month in
combined personal consumption and retail sales,
Then, aceording to your compensation plan, train
a manageable number of people to do the exaet
same thing you ve jitst done—and keep doing that
over and over as you progress up the ladder

There are other ways to build a buginess, But
in my experience, Teambuilding is the best, Its
not the fastest way, yet it's the only system I've
found that gives you all of the following adwvan-
tages: the highest productivity, lowest attrition,
the greatest loyalty from your people, the stron-
gest organizational foundation, the highest qual-
ity people, the most fun, real residual income, and
ultimately, checks that GROW conasistently.

In PROSPECTING, MOST NETWORE Marketers are
taught to make a list of family, friends and associ-
ates—their warm market—and to prospect every
body and anybody they meet, It's the “three-foot
rule”—pitching the opportunity to anybody who
gets within three feet of you. Sooner or later, the

thinking goea, vou're bound to find someone who's
interested in your business opportunity, someosne
whi'll perform and make you a big check.

Prospecting this way, you're going to encoun-
ter lota of people who are resistant; people you
have to work really hard on trying to convince
them just to take a look at what you have to offer,
That's the Path of Great Resistance!

The Path of Least Resistance begins by think-
ing through ix advance what your ideal new dis-
tributor would look like, Ask yourself, “Who do [
reqlly want on my team?”

Don't you really want somebody who's already
successful . . . someone who doesn't weed the
money, but is natead a person who sees this busi-
neas as a tremendous opportunity for growth,
development and even greater financial indepen
dence . . . someone who's always wanted Lo start
his or her own businesa, but just didn't know
where or how to start?

Perhaps it's someone who's wide open to the
possibilities of Network Marketing Sales—not
someone you have to fight with about pyramids
or sales objectionz, Why not go after people who
are aggressive, self-motivated, open-minded, good
with people, who already have sales, communica-
tion, management and leadership skills?

If you were the founder and CEQ of your own
company secking to fill an opening for a key top
management position, would you interview just
anyone you went to high school with or just met
on the street? No, S0 why would you do that in
your Network Marketing Bales company—where




Having a clear idea
of who you want
after on your leader-
ship team changes
the kind of people
you approach to
sponsor — and how
you approach them,

as well.

YOI ARE the CED and owner . . . where you are
looking for the best people to build and manage
your organization, people committed to their and
the business’ growth, success and productivity?

Having a clear idea of who you really want on
yvour leadership team changes the kind of people
you approsch to sponsor—and how you approach
them, as well. I'm not saying, Don't talk to strang-
erg. I'm saying, falk to everybody, but prospect
only thoae people who At your eriteria for who
you really want on your team.

Talk to waiters and wait-
resses, eVeryone vou meet, and
as you do, listen for those lead-
ershipteam-member qualities
you're looking for to emerge
from the conversation. Talk to
people because you enjoy talk-
ing with people. It's amazing
what happens when you don't
have prospecting as a hidden
agendsa.

DEVELOF YOUR OWN LIST of
characteristica and behaviors
that you're looking for in people
to prospect and sponsor on your team.

Here's a list of some of the qualities [ look for
when I proapect to people—and [ highly recom-
miend you write down your own list and review it
regularly:

+ People who are open-minded.

¥ People committed to having something bet-
ter than they have now,

« Hard workers.
v People-people.

 Attractive people—people to whom other
people are naturally attracted.

v People who have a plan for their future—who
want to suceesd by design,

I'm looking for people whe want something
better AND who have some kind of plan for how
to get it—mnot people who say they want a better
life, but have no idea what it takes, It's not im-
portant what I think of their plan: what matters
is that they have one. That way, | know they will
appreciate “Success by Design™—I dont have to
gpend a lot of time and effort trying to get them

niea as a sales support organization.

to see that you can't succeed without a plan.

That's alzo how [ find out what somebody’s
cormnmitted to: IT they have a plan, they're com-
mitted, When they say, “Gee, [ never thought 1
needed a plan to do it,” that's not commitment;
that's a hope and a prayer. | have nothing against
hapee and praying, but 1 side with the Quakers who
gny, “When you proy—move your feet,”

Commitment is vital, I"d even say it's manda-
tory for success in Network Marketing Sales. If
we researched all the new distributors who sign
up in this business I'll bet we'd find the number
who quit directly equal to the number who started
without a commitment—without a goal and a plan
to reach that goal,

Success By Design

[ think this “throw'em up against the wall and see
who sticks” theory that's so pervasive in Metwork
Marketing Sales comes from the misguided im-
prezsion that the way to suceesd in this business
is to sponsor a whole lot of people. That's the MLM
lottery, and the chances of winning aren't much
better than the odds for hitting your state's Lotto
jackpot—eurrently about 7.1 million to one,

I eneourage the opposite approach—what [ call
Bueccess By Design., You're looking for five or six
strong people (or whatever number works best
for your compensation plan; my number is five).
These are your leaders, That's all you need. And
you can arrive at that goal quicker, with far lesa
effort (and frustration) by secking out those spe-
cial, capable people you really want to be in busi-
ness with right from the start.

Obvioualy, you'll need to aponaosr aome num-
ber more than five people to get five leaders. The
point iz, fecus on signing leaders—not just every-
body you meet.

Onece you have your first five leaders, don't
stop—but do slow down, Don't keep sponsoring
miore and more, Pocus about 16 pereent of your
time on bringing in new people, 25 percent on
managing and supporting your team. Don't dilute
your effort by constantly going wider. Now it's
time for depth, and that comes from duplication,

Three Tasks of the Team Captain

Job one is LEADING BY EXAMPLE. *“The :-'~|.'H'!1!H'|
of the leader is the speed of the pack.” When
people talk about a “visionary leader,” they're not
talking about some ivory-tower theorist who

Ruzs DEVAN, a 10-plus-year veteran of Metwork Marketing Sales, is the founder and director of
Ruecess By Design, an innovative marketing company that works with a choice group of compa-
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hands down inspiring ideas from on high. True
vigionary leaders give their people vivid pictures
of b to suceeed by their own actions—actions
that the others can readily duplicate, It's model-
ing at its best.

The second function is SETTING THE DMREEC-
TION—establishing each of your leader's goals
and a time frame for their accomplishment, bazed
on what each of them is committed to. It's a pro-
eess where you both work together to become
elear on their “Where am I going?” questions.

The first step is to explore their possibilities
and help them set the direction for their busi-
nesses, You have a partnership with these people,
baged on vour aligning with their goals and being
committed to working with them to accomplish
those goals.

Accomplishment has three parts: 1) the result;
2) personal growth and development; and, &) fun.
Your job as Team Capiain is to set the direction
for achieving in all three of these goal areas,

For RESULTS, we're talking about both vol-
ume and income goals. For PERSONAL GROWTH
AND DEVELOPMENT, it's education and train-
ing to develop the peraonal and professional skills
required for Network Marketing Sales leadership.
And FUN is just that: What needs to be put in
place to assure that we all have fun in our
Teambuilding effort?

The Captain's third task is 3UPPORT—com-
munication and follow-up on tasks One amd Two.
This means managemend and leadership,

Is It Duplicaiable?
When people get excited about their products or
compensation plan, they tend to go wild with their
retailing or sponsoring efforte, The problem iz
that they couldn't duplicate those efforts consis-
tently in & million years—in very, VERY rare in-
gtances, they may find zomeone exactly like them
and achieve limited, isolated duplication by hock,

It's great to be a product sales superstar and
get the platinom-plated, rapid-ruby-retailer
award from your company—but can you teach five
other people to do that? And can they teach 257

Prospecting 10 people a day, having your ar-
mada of audios laying siege to half the Sony
Walkmans in Morth America, and sponsoring $H)
front-line folks a month is fantastic personal per-
formance—but will you ever have anybody else
in your organization do anywhere near the same
thing? And if vou did, how eould you possibly man-
apge or support all those people?

A duplicatable effort can look small at first, It
might be $100 or 3200 worth of retail product a
menth. [t can be signing up five people on an suto-
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order, It needs to be something you're confident
you can do AND that you can show someone else
how to do month-in, month-out, AND that they
will comtinue to do easily and eonsistently like wa-
ter rolling off a duck's back. You need to create a
level of retail and sponsoring performance your
people can do withoud beivg told to do @, without
being monitored and constantly motivated to do
it, It must be that simple an effort.

Teambuilding By The Numbers
Let's look at how this works with a gimple 3100
monthly effort.

40 pereent of that $100—3Step One—is personal
consumption; you know you can consistently use
840 worth of products every month, That leaves
$60 of retail requirement. Any-
omne ean retail $60 & month con-
glstently, and if they aren’t will-
ing or able to do that, they're
not going to build a business
anyway—and they certainly

aren't leaders or team-huilders,

Step Two: You've got 100 of $ 100 ﬂl.' 52[}0 worth
effort yourself, and you next Of retail product a
show your five team members g
how to do what you do. Now ]'I'Iﬂ]'lth. It ITII,ght- hE
you've got a $600 duplicatable  SIENINE UP five

effort. Next, show them how
you did that (you at 100 ploz
five others at H100).

Btep Three: You have five
leaders (each doing a §100 effort themselves) who
each have five 2100 afforis firom their five team
people. What new performanee level have you
reached? Over 83,000 a month in volume: your
$100; plus your five team members' $100 (i.e.
£5000; plus each of their five team members” $100
(Le., 2,500} which now totals 33,100, So, now you
teach your team what it takez to have a 33,00
plus group volume effort each month themselves,
What's next?

Now, with your five team members at $3,000
monthly volume, your group volume is 5 x 33,000,
or $15,000. At this point, you're earning 3700 (o
$500 in moat comp. plans. Let's eall it $760.

Onee you know how to create a team effort that
generates F15,000 in volume and 3750 income for
you, you then show your five leaders how to do
that for themselves, Bince you've already done it,
they simply follow your example—and you spend
Bh percent of your working time and energy in
supporting and following up with them to dupli-
cate exactly what you have done. The result is a
group volame of over £75,000 a month; your in-
come is approximately 54,000,

order.
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Now, WHAT IF YOU HAVE a goal of driving your
tearmn-building effort five levels deep? That would
produce a total of nearly 4,000 people throughout
your five generations—which iz not a5 ambitious
as it might seem. Remember, you're not finding
all 4,000 people yourselfl You are teaching five
people how to ereate and duplicate a $100 effort.

The result is a total volume in your group of
F400,000 and an ineome of roughly 20,000 o
ronth, If it took you two or even four years to
reach that poal—so what?

Do you see that all we are

Each time you reach  doing here is based on a simple,
1 NEw H.Ef'ﬂm]]]iﬁ-h- manageable, duplicatable effort

: that anyone can do, and then
ment of volume and showing five other committed
ine people how to do that, tos—and
SIGORES you .thE“ then leading them to build their
focus on having your — team just like you did?

five team members
do the same thing
you've just accom-

plished.
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That really iz all there is to
it. And it really is thal simple;
a 2imple effort you can do and
show anybody else how to do,
duplicated down through a
number of levelz, Each time you
reach a new accomplishment of
volume and income, you then focus on having your
five team members do the same thing you've just
arcomplished.

The power of this is awesome! You just keep
growing, and every time you reach another mile-
stone in your buginess you turn arcund and show
your five leaders how to do that themselves, Yon
just keep doing this over and owver and over until
you and your team membera run out of goals!

The Proven Power of Teambuilding

Teambuilding—no matter what your targeted vol-
ume or income level—is simple, the steps are al-
ways the same,

1) (ret yowrselfl to the first volumefineome level
by kitting your duplicatoble eales volume goal,

2) Spomsor a manageable number of people who
are comemitied to doing the same Lhing.

A} Show and tell them how to do what you've al-
veady doe.

&) Cmee you've accorplished that, you'll be af the
next level, g0 show and tell them e to do that—
and o avd wp and o,

Set the example. Give your team direction.
Communicate and support them to accomplish the
same thing you did and as you do more, they do
more and you will be earning the most unbeliey-
able income you have ever imagined!
—_——
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Just for & moment, imagine how you would
answer this question:

If ywou knew albsolutely positively thal [ was
telling you the tricth about this teambuilding sys-
ten, that if you hang in there with me for the next
three years,, and dowhat [do, I wake surve thad
erell of yow 18 going to earn o 575,000 annual in-
eomie from then on—will you commit to working
writh wie for the next Bree years?

My guess is your answer ig the exact same one
the five people I wanted on my team gave me
when [ asked them that question. “Absolutely!”

The truth is, I can do better than that—1I can
show them how to have THEIR five team people
each earning $75,000 a year. And so ean you!
Here's what that would look like: 500 people
throughout your first five generations, each pro-
duecing §1,000 in monthly volome (through their
own $100 personal effort along with the efforts of
their own customer/distributors). That's a
HH00, KM monthly group volume!

That's a 1,000 monthly volume goal effort for
each distributor. Just about evervone can see
themeselves doing that if you show them how.
What if you only get half that volume? In most
comp plans, that's at least $10,000 income a month!

Mext, ghiflt to an ineome goal,

Omee you've established a duplicatable effort
and you show an individual distributor how to du-
plicate it, youw will grow an organization where you
are all at whatever i the highest level in your
company. Mow, you're all at the most lucrative
level of the compensation plan.

Onee you know how to earn 31,000 a month,
you can show others how to do the exact same
thing. Spend the next six months showing your
five leaders how to earn §1,000 a month, Onee you
got people to a 1,000 goal, you've increased their
income $12,000 a year, (The average American
earns 22 (00 a vear full time.)

Omee you do that, their chances of “going some
where else to play”—switching opportunitiee—
is next to nil. You've got loyalty. And onee you do
have five people under you earning $1,000, vou've
egeentially quadrupled your own income! Produe-
ing five people who earn 81,000 & month has to
make you §5,000 a month,

At that point, it's simply a matter of expand-
ing your income and their income. You spend more
time with your team enlarging their incomes and
then they do the same with their people. Onee
your people are each earning £5,000, you'll be
earning §25,000; then you show them how they
each accomplish that themselves., Onee they're
each earning $26,000 & month and you're earning
£126,000 a month, you foeus on showing them how
they can do that, too—and on and on it goea, #
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