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Take-Aways
	In network marketing, you recruit people and organizations to sell your products and join your business.
	You benefit progressively as they, in turn, enroll more salespeople. Mary Kay, Herbalife and Amway use this networking structure.
	Build your network marketing organization on a foundation of perseverance, follow-through, engagement and – this is key to your success – well-developed strategy.
	Rejection is an inherent part of the network marketing business. Don’t let it defeat you.
	Maintain a positive attitude by reading inspiring books, or by listening to tapes or CDs about other people’s achievements in your industry.
	Provide ample support for new representatives, especially during their first 90 days.
	Prepared presentations, such as videos and recorded messages, help standardize the quality of your team’s sales and recruitment pitches.
	Potential customers analyze the benefits of a product or service within 10 seconds.
	People will buy from you because they like you and trust you.
	Carefully review any criticism you receive about your product and learn from it.


Recommendation
Even more than many other endeavors, network marketing depends upon motivating and recruiting people. You must have a strategy to build a sales network, but developing the right tactics can be difficult. This collection of 37 essays will help anyone entering the network marketing business. Its short chapters, edited by Joe Rubino, cover a range of skills, from building teams and becoming a leader to devising strategy and generating leads. This overview of the most important aspects of network marketing comes from some of the industry’s top performers. The quality of the individual authors’ contributions varies significantly, so the book might have been stronger without certain chapters. Plus, the advice is sometimes contradictory, so readers may have to decide which approaches work for them. However, getAbstract considers this overview of expert guidance very handy for people who are serious about building their own network marketing enterprises.

Summary
Learning from the Best
A strong network marketing business evolves from a foundation of perseverance, follow-through and engagement, but those are just the basics. To succeed, you also must be a motivational leader and a teacher, encouraging people to grow professionally. Sponsors and their recruits, or “distributors,” must work together toward a common objective. In addition to knowing your strategic goals, you must master basic skills ranging from marketing and creating leads to closing sales and recruiting new team members.
Prospecting for New Business
Network marketing is a numbers game. Sponsors introduce their business opportunity, whether in cosmetics, fitness supplements or other areas, to as many prospects as possible. Their recruits, in turn, find more distributors. When you teach your team members to train other people, you are creating a perpetual lead-generating machine that will bring you income for years.
“What are the secrets to building an ultra-successful network marketing business? If you were to ask 30 top distributors and industry leaders, you’d get 30 different answers with many areas of commonality.”

Start prospecting by contacting your “warm market,” people you already know who may be “receptive” to your pitch. Learn to make a seven-second presentation saying that you have an opportunity they may find interesting. Then, request that they listen to a taped two-minute presentation. Wrap up by asking them to call back with their reaction.
“Prospecting, following up and enrolling – these are the three primary behaviors that...support large-scale success in network marketing.”

Reach a critical mass of prospective participants more easily by using “automated systems.” Web sites, answering machines and three-way calls are all proven ways to make your presentation efficiently. Always follow up on these automated communications. Ascertain the prospects’ interest levels. Determine who is ready to join now and who needs more information.
“No investment is more important than the one you make in yourself.”

To encourage people to join your network marketing team, make the process “simple and duplicable” for them. Distribute professionally recorded tapes or CDs as training materials. Carry product samples and business cards to meetings. Hand them out to everyone who comes within three feet of you. Host gatherings at your home and at local hotels to set up other effective prospecting opportunities. Connect to people in online chat rooms and through e-mails to build your credibility and visibility. Or, try less common techniques like posting ads in restaurant bathrooms, taking a booth at a street fair, calling on other network marketers to help, or having college students distribute flyers in your neighborhood or at sporting events.
“Windows of Opportunity”
Two factors, memory and conditioning, can taint your perceptions and cause you to miss major opportunities. When you grow accustomed to seeing something a certain way, you may fail to observe big changes. For example, if you ask Americans to tell you the color of a yield sign, most will say it is yellow. In fact, yield signs in the U.S. are now red and white – as they have been for years. People who describe the signs as yellow see them not as they really are, but as they remember them to be. By becoming aware of such biases and focusing on situations or people with new eyes, you can discover hidden possibilities. This is especially true in recruiting associates for network marketing. “Look for the best in others” and you’ll find it.
“One of the most powerful resources available to human beings is their attitude.”

When a strategy is not working, try a fresh approach. Inventor Thomas Edison conducted around 4,000 different experiments before he found the right filament for the incandescent lightbulb. When an assistant asked him about his “lack of results,” he responded, “Results? Why, man, I have gotten a lot of results. I know several thousand things that won’t work.”
Core Skills for Distributors
Distributors can achieve great success in network marketing by heeding these pointers:
	Discover where to find the best prospects – And once you find them, convert them into new team members. Other network marketers should be able to help you in this critical task.
	Create interest in your business opportunity – Promote an important benefit for potential recruits, such as the possibility of earning extra money or having more free time. 
	Use a prepared presentation – Rather than talking about your business opportunity, convey the important details through a CD presentation, a recorded message or a video. Pique the prospects’ interest by telling them to be especially alert for a certain part of your presentation. 
	Develop a plan to follow up – Use open-ended questions to determine what the prospects like. If they are interested in the product, sell it to them. If they show enthusiasm about the business opportunity, recruit them. If they are unresponsive, be polite and ask for referrals. 
	Draw on your resources – Use three-way calling to leverage your sponsor’s talents and experience by having him or her help you make a presentation. Being associated with a veteran presenter helps build your credibility.

Motivating Yourself and Others
Having a “fantastic attitude” is rewarding and contagious. A positive outlook is especially important in network marketing, a business that involves many disappointments and failures. Being upbeat helps you rebound from such setbacks, but you’ll need discipline to cultivate and maintain your optimism. Develop an enthusiastic attitude by exercising, eating in a healthy way, building positive relationships with others, and improving your mind with inspirational and educational materials. Dreaming about your goals will provide a buffer against inevitable disappointments, and make you more resilient and indomitable.
Developing a Thick Skin
Become “mentally tough.” This means controlling your emotions and confronting rejection calmly. Don’t become a follower who is “addicted to the approval of others.” A Gallup Poll found that, of the six billion people in the world, only about 10 million are leaders. Clearly, leaders are in short supply. Network marketing gives you the opportunity to become one.
“Success is moving from failure to failure without losing enthusiasm.” [ – Winston Churchill]

In network marketing, you will make many presentations to prospects daily, and face rejection in most of them. This may explain the profession’s high attrition rate. Rejection is an inherent part of the job. Don’t regard it negatively or take it personally. Instead, focus on this positive thought: Those who deal with rejection well represent the top 1% of network marketers.
“Call on good prospects as many times as it takes to persuade them.”

Mentally prepare yourself for setbacks by shaping the inner monologues that determine how you view the world. Create positive “mental nourishment” by devoting 15 minutes a day to reading inspiring books, or listening to tapes or CDs about industry success stories. Your attitude determines how much you can achieve in network marketing.
“The secret to success in life and business is to dream like a child, decide as an adult.”

If you are working with new recruits, let them spend time in the field. Then, meet with them frequently during their first 90 days on the job. Explain that most people will not appreciate the value of their product, but the few who do will make their efforts worthwhile. Temper your new distributors’ expectations, but not their enthusiasm.
Focusing on “Centers of Influence”
Your business can grow faster with the help of highly visible organizations or people. These centers of influence include nonprofits, celebrities or companies that allow you to market your supplementary products alongside their proprietary lines. They can be a good source of prospects. Leverage your relationships with them. For example, sell products to a nonprofit at a discount in exchange for a mention in its newsletter or an ad on its Web site. Or, consider partnering with firms that share a common audience and that sell noncompeting products.
“It would serve all of us well to understand that people are recognition driven.”

Before you entertain new prospects, develop a message that summarizes your product’s benefits. People analyze the value of any product within 10 seconds, so your description should be concise. Explain how your product can increase happiness, health or success. Ingrain a powerful, quick message in every sales conversation.
“Cherish your vision and your dreams as they are the children of your soul, the blueprints of your ultimate achievements. ” [– Napoleon Hill]

Carefully review any criticism of your product. Often, you can use this information to discover unknown problems and fix them. If you meet prospects who have had negative experiences in the networking business, ask them to tell their stories. Then, find out how their sponsors could have created a better experience for them. This technique will help you recruit experienced former network marketers as well as generate new leads.
Starting Your Own Network Marketing Business
A good strategy is pivotal to creating a successful network marketing organization. Although you don’t need lots of cash to launch your enterprise, you must begin with a focused plan. Prioritize what is important in your life, and develop a business purpose and vision statement. Know your “core values” and skills, and identify your target audience. With this information, build a system to support your team in the field, and decide how to supply members with helpful marketing materials and other resources. Find ways to meet your customers’ needs.
“It is crucial that you become a product of your products, that you truly care about what you are doing, that you support your customers ethically and that you empower your distributors, who themselves become leaders.”

On average, 80% of the people who enter network marketing quit within a year. Around 40% to 60% of them leave within the first 90 days. Many give up when they don’t achieve immediate results – often, because they lack a clear, structured system for selling and recruiting. To avoid losing new people, offer intense training during their first three months. Provide them with an understandable system that helps them get started quickly. Explain specific steps they can use.
“The great Chinese warrior, leader and philosopher Sun Tzu believed that whoever has the longest-term perspective wins the battle.”

When you train distributors, make sure they understand that “they are the CEO of their own national or worldwide business.” They can succeed if they set goals, dedicate themselves to the work and find good prospects. Many newcomers fail because they jump into making client presentations without any training. Instead, they should qualify prospects and then refer them to a more experienced team leader for the sales presentation. Use the tested “FORM” approach to ask questions about the person’s “family,” “occupation” and preferred “recreation,” thereby gaining information you can tie to your recruitment “message.”
“The first step in overcoming challenges, obstacles and problems is to accept the fact that they are inevitable.”

Network marketing grows through relationships. When new people join your team, celebrate their membership. Recognize everyone’s achievements and acknowledge each marketer’s sales success. Keep it personal. Praise the value of individual team members.
Developing new prospects is a continuous process that takes planning. Often, the people who would benefit most from network marketing, and who most need a second income, are difficult to contact. They may be busy with their primary jobs or they may be unmotivated. Sometimes, new distributors avoid making presentations to people who earn more than them, who have important titles or who are better educated. Don’t miss such opportunities. Doctors, lawyers and other professionals have great potential to be successful network marketers.
“Standardizing the Opportunity and Product”
Consistency is crucial to building a successful, efficient network-marketing group. This means all team members should share one method for recruiting and training new distributors. Standardization is important because as your network grows, you may never meet some of your team members in person; they might live hundreds of miles away. A “fragmented organization cannot compete with one that has a set path, a set method of operation.” A uniform approach will enhance recruitment and show people they can easily accomplish milestones that high achievers on your team have already reached.
Why Do People Buy?
People will buy from you because they like you and trust you. If you sell great products, you will earn repeat business and expand your customer base. Treat customers with respect, solicit their opinions and act on their suggestions. This will create a positive feedback system that rewards everyone. It will help you enjoy your work. Feeling good about yourself helps you win people’s confidence. When that happens, you are on your way to network marketing success.

About the Author
Dr. Joe Rubino is a marketer and personal development trainer. He is the author of 11 books, including The 7-Step System to Building a $1,000,000 Network Marketing Dynasty.

Did you like this summary?
Buy book or audiobook:
					http://getab.li/5432

OEBPS/cover.jpg
THE

ULTIMATE

GUIDE TO

NETWORK
MARKETING
TOP NETWORK MARKETING
INCOME-EARNERS SHARE THEIR

MOST PRECIOUSLY GUARDED SECRETS
TO BUILDING EXTREME WEALTH

Edited by Dr. Joe Rubino





OEBPS/logo.png
abstract

compressed knowledge





OEBPS/cover_small.jpg
ULTIMATE
NETWORK
MARKETIG






