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“Secrets of Success”

Young Living Trainers and Distributors
   
We welcome you to Training Tape #16 from the Hands-on Training Seminar in Dallas, Texas; helpful ideas and highly beneficial suggestions from those who have actually risen to the top in the Young Living family.  And now, here is Young Living Trainer, Marcella Vonn Harting.

Marcella Vonn Harting

Hi everybody!  My name is Marcella Vonn Harting and it is my privilege to welcome you all here tonight.  I have been asked to MC and host this evening.  It is a privilege for me to be a Trainer for Young Living. I have been traveling and teaching all over the country. Teaching is my passion.


Socrates says that education is not the filling of a vessel, it’s the kindling of a flame.  That’s what I am going to talk to you about tonight because this is passion–it’s passion for me.  I will share with you that I have been involved with this company for 6½ (close to 7) years, and I have never done this as a business.  As a matter of fact, I have been quoted all the United States as saying, “If it looks like a job, I’m outa’ here!”

Sharing the Way

I am going to share with you a way to share these products–these oils–to share passion with your family, with your friends, with associates, with neighbors, with total strangers in a way that you are leading from your heart.  Because–do you know what–we are a very extra-ordinary company!  There is no other company on this planet that even matches or comes close to Young Living.   Would you agree with that?


We are a company that is led with this man’s heart.  Truly, I am here today because I believe in this man’s mission, and this man’s mission is making a difference on this planet.  Gary made a statement to me years ago that his dream was to give an unadulterated oil back to us, which he believes is man’s first medicine.  It’s our God-given right, and that’s why I am here.



In a way, that for me has never looked like a business.  And guess what?  It’s very much so a business.  I manifest a wonderful check every month from Young Living.  My husband has been in the fast food business for over 30 years and he shares with me that my one month’s check matches what some fran-chisees are making having two or three restaurants, and I don’t have the overhead!  This is a phenomenal oppor-tunity for you!


Tonight we are going to bring aboard some of the top leaders in this company and they are going to share with you insights on how to move product, on how to build a business from your home, on how to communi-cate to your down-line.  I only have one little thing I say about communication–when you feel happy, you talk to your down-line!   And  when you’re not feeling happy, do you know who you talk to?  Your up-line!   We are a network marketing company.  It’s the nature of this business.

Why Not Sale on the Regular Market?

Have everyone of you ever wondered why Dr. Young did not put these products on every shelf in every health food store in this company?  


If you went into a health food store (and our products may be in some health food stores), how do you know the difference in our products and someone else’s products?  Do you?  No!  Gary gave us this opportunity so that we could teach and educate, so we could nurture each other.  And that is what this is all about.  How many companies in the world today do you know  that grow  from seed, harvest in greenhouses, plant in fields and farms, distill, package, distribute, and then go out there and teach? Do you know of any?


Why are we so proud of that?  Because this is this man’s dream because he knew that if he didn’t take it to that level  we wouldn’t have these quality products in our hands today


I am going to share with you.  We are going to bring some people who are going to talk about life-changing testimonials tonight.  We are going to acknow-ledge some people who have got beautiful horses and beautiful cars, and beautiful homes they are living in, that this company is helping pay for every month.


I want to share with you as a Trainer for this company one of the reasons why I train as education.  I believe that education is the key and I will share with you the person who has been a wonderful mentor to me in my life in this area is Mary Young.  Education is so important. Mary, I am acknowledging you for being a mentor in my life.  Thank you!

What About Testimonials?

We are going to share a few more testimonies.  We cannot diagnose and prescribe, but let me share with you about testimonials.  By law, when we share a testi-monial, it needs to be first-person.  It’s really a very thin line to talk about third-party testimonials, and as a company we are going to educate you and protect you out there.  Like I have always said, aromatherapy essential oils is a wave that is going across this country.  Would you say so?

Riding the Surfboard

Let me share something.  Six and a half years ago Gary gave me a surfboard.  He gave me this nice shiny surfboard–and guess where I live?  Paradise Valley, Arizona!  I didn’t know that the fine print of becoming a distributor gave me a surfboard, but do you know what?  I hung on to my board, polished it, went to some of the trainings, tried to get up and ride it a little bit.           For a long time I didn’t know what I was doing on that board, but I hung onto it.  Then one day a gentleman by the name of Dr. Terry Friedmann got a surfboard from this company and he happened to be in my down-line.  About a year or so of playing with these products in his practice, Jean Marie and Dr. Terry started to ride their wave. They started to ride their board with a lot of skill.  And guess who they introduced their board to?  Ben and Elizabeth Flores.  And Elizabeth got on that board and they are riding it.


They gave a surfboard to Stephen Cornwell; Stephen gives a board to Frank Burns.  Now what do you think I am doing in Arizona with my little board?  I am hanging on to it!  Qualifying every month, starting to get skillful.  Can you see why it’s important?  


And the company–we are committed to you in the products and the quality of the products, and we are committed to you in the classes and the education that we are doing, the series of tapes that Gary has put out for this company.  Wouldn’t you say that the tapes have been phenomenal!


So what I am going to share with you today is take your shiny surfboard with you and hang onto it because we are still in that wave, and that wave is crossing all over the world today.  That wave is called Aroma-therapy, and we are introducing a therapeutic quality of oils to the medical world.  Wouldn’t you like to be hanging on your board?  Would you like to be hanging on your board, or would you like to be riding your board?  So you understand my analogy?


So with that, let’s have one more testimonial right now.  Let’s bring up Jini Brooner.  She’s a Star Exec from California.

Jini Brooner


I am so excited about this!  My first month I did a 5-K and I came in first in my age group, which is 75!  I use PowerMeal and Peace and Calming and Valor, and I felt a definite shift as soon as I started out.  It was just like floating; it was really exciting.  I was passing everybody by and I just thank you so much!


Also, I am a down-hill skier and usually when I get off the top of the chair lift I look down and think..”Oh, what am I going to do!  What’s the easiest way down?” And I put Valor and Peace and Calming on my feet, and I can’t tell you how I just changed totally.  I just go down that  mountain like I have been skiing every day for years–it is so exciting!  I even won a race in skiing, too.  So I just love it!

Marcella Vonn Harting

She’s doing one scoop–75 years old, and taking first place.  Wow!


I want to share with you a little quote: Buddha says, “To  live a single day and hear a good teaching is better than to live a hundred years without knowing such teaching.”   


This conference is full of good teaching.  With that, I would like to introduce to you an actual neighbor of mine.  This woman is a beautiful woman; she has done modeling all over the world.  She is a Presidential Master Star with Young Living.  She is the founder of the Essential Oil Health Line and the President of the Joy of Living Health Seminars.  


She has three children, ages 10, 6, and 4.  She has been married for 14 years–and I want to share something with you today:  Of all  the leaders  you are going to hear speak today, 14 years is the shortest marriage time.  Everyone of the leaders  you are going to hear today have been married 20, 24, 38, and 20 years to the same person.  


Gary, I think that’s an acknowledgment to you of the caliber of people that are in this company!  Look around you.  These are  high-quality people you are associating with.  Look at your neighbor!


Teri Williams is going to come up and she is going to share with us about moving product.

Teri Williams

Thanks, Vonn.  First of all, I would not be standing up here if it were not for all of you out there, especially the people on my team.  In addition to that (really quickly) I have got to mention some people not on my team who have been mentors of mine in this company.  This is what is so neat about networking–people who aren’t even in your down-line are helping you all the time.  It’s unreal.  I have never seen anything like it!


So in addition to all my incredible people (and you know your names), I want to acknowledge Frank Burns, Kathy Farmer, Doug Mills, Vicki Opfer, Jean Marie Friedmann, Elizabeth Flores, and Vonn Harting because they are not in my organization. They have literally helped me from scratch, so I just acknowledge all of them.  I would not be up here if it weren’t for that.  


Poor Frank–I have cornered him many, many times and he can’t get away from me, and I just ask him all kinds of questions..’Tell me this, tell me that, how do you do this, how do you do that!” and you have been very patient with me, Frank.

If I Can Do it..You Can!

Anyway, I just want to share something with you for the new people.  If you are new tonight with Young Living, please be encouraged that you can make a very successful business with this company.  If I can make it, anybody can–and I’ll tell you why.  My husband and I and our children live so far out into the country we cannot even get land-line telephones.  My entire Young Living business is done on four cellular phones and one fax machine!  Up until right now we cannot get on the Internet, so it is very exciting and encouraging to all of you who are wondering what you can do.  If you realize it, you can do a lot with nothing.

Share and Learn..

Also, I am talking about people who don’t really know the business or don’t really understand the comp plan.  First of all, if you are totally compelled to share oils (which is where I was at–Gary knows all the stories in our family) and I was so compelled that I knew I had to show oils.  I started showing them, not knowing what I was doing, having no clue what network marketing even was, and I opened up the mail one day and got a check for $5,000!  I thought, “I think maybe I had better read the comp plan!”


I had never read the comp plan.  I didn’t even know how to structure my organization until all of a sudden it started growing like that. 


One man who was a very, very successful networker helped me.  I said, “Please, give me some advice.”  He gave me one sentence and here is what it is.  He said, “Get your phones ringing.”  That’s all he said and he wouldn’t tell me anything else. I had no idea what he was talking about because I thought network marketing was having little home parties that I was going to have, you know–little home parties where I would give foot massages and that kind of thing.  And he said, “Get your phones ringing,” and he would not tell me anything else, so I went home and I thought about it.  For three days I thought about that statement.  I got out my address book and started flipping through my address book thinking, “Who do I know that knows thousands of people?  I must know somebody who knows thousands of people.”  And I found somebody–I  found a man who knew thousands of people. 

Know Your Down-line

This is the first thing–if you want to jot down a couple of things on a piece of paper.  How have we been moving product in our down-line?  I found four different groups of people in my down-line. 


The first group is what I call “Newsletters.”  You know when you get the junk mail and you get so mad that you get junk mail?  Well, don’t ever throw away your junk mail.  Save your junk mail because through it, I found a man I knew who  knew thousands of people.  I called him and his wife up; I knew they were interested in health, and I said, “Have you tried essential oils?”   They were really into dried herbs, and they said,  “No–

what are the oils?”  I gave them the biblical background.   I probably did a little overkill and sent them $300 worth of product, but I figured out of $300 worth of product they would find something they liked–you know!


I called every single week for three months.  Persistence–for three months I called up..”Have you used the product? have you used the product? how do you like it?”  Finally after three months the man got tired of me calling.  He said, “Teri, I just use them.  They are incredible!  I am going to write a newsletter about them.”  He did. He wrote a newsletter that went out to 18,000 people, and my phone started to ring!


That newsletter led to another newsletter.  This was not a health newsletter.  This was a man who sold gold and silver–it had nothing to do with health.  That newsletter led to another one and another one, and now I have three.  


So when you guys get junk mail, don’t throw it away.  That’s a fabulous lead.  Write a letter to the man you got the junk mail from.  Write him a letter and share the oils with him.  Send him an audio tape and you never know what can happen from that.  A newsletter is a wonderful way to move product.

Professionals in Your Down-line

The second group is composed of massage thera-pists, chiropractors, doctors, and retail sales. 


Some of you who are therapists today can identify with the fact that it is hard for those in your profession  to know how to handle the business.  Let me just give you a little tip. If you sign up a therapist (like a massage therapist) in your town, really encourage her in the fact that somebody who is coming to her for therapy is coming because they are ready to  take  responsibility for their health, just like they would go to a medical doctor and they want that medical doctor to tell them what to do–when they go to a massage therapist they want you to tell them what to do.  


I encourage my therapists to have a clipboard in their therapy room.  When they realize what oils that person needs, she writes those oils down on the clipboard (we have a form that we designed for that) and she lets them know at the end of the session that these are the oils that were used on them, and if they will use them during the week between sessions, their healing will take place quicker. It is very non-threatening and it has worked very well for our therapists.



Another thing I do is allow my therapists to have their customers call me for their first order.  Since the therapist is in the therapy room all day long she doesn’t necessarily have the time, so  I encourage my therapists, “Have your customer call me and I’ll help them with their first order.”

Retail Stores and Customers

Then we go to the retail stores.  If you have retail stores, I want to share something really exciting that has happened with us with retail stores. 


I signed up my hair-dresser, for example, and she said, “Teri, I don’t know marketing.  I don’t know  what to do..”  I said, “You don’t have to know anything.  Let’s create a flyer which has three months worth of classes.  Month number one: Oils for pain (and I wrote a little thing on that), Month number two: Oils for the brain.  Think of all these people who come into the hairdresser.  They want their mental clarity! Month number three: Get into the skin care and hair care.”


So you just have that hairdresser or store owner (if it’s a store owner) hand the flyers out to everybody.  They have three months worth of classes and it is really exciting because it builds every month.  Every month you have more and  more people.


Now when I go to my hairdresser to get my hair done, I have to wear a paper bag over my head.  Other-wise I have to talk to everybody the whole time because they want to talk oils all the time!  It is very exciting!

Mothers and Children

The third group is mothers and children, because I am a mother with children.  I just want to share with all of you, ask yourself, “Am I really using the natural flow of my life to share these wonderful products?”  Whatever your natural flow is in life, use that to the maximum, but guess what–that means, be available!          What does it mean to be available?  Be available means to have your audio tapes in your bag and your Essential Seven kits right in your bag.  I am the guiltiest person in the world to NOT have my audio tapes and my business card or my Essential Seven with me when my next door neighbor comes to talk about oils.  Okay! So use your natural flow.


And finally, Doug Mills taught me–I am so grate-ful, Doug–about the importance of referrals. And he is going to teach you what to do about referrals. This company and  this business allows us more self expression than any other business in the whole world.

You Can Never Out-give the Lord

Finally, my  last secret I  have to share is what a dear friend of mine who is here tonight, Mary Ervestie, taught me about tithing.  In all seriousness, a couple of years ago I started tithing and I can’t even tell you how my check has just grown and increased, because we can never out-give the Lord.  So thank you very much.  I appreciate you!

Marcella Vonn Harting

Did you learn something with that?  Yes! How many of you in the room tonight were introduced to  Young Living with the Missing Link tape?  Raise your hands.  


Look around at this, everybody. Why would you go out there and reinvent the wheel!  One-third to half of this room was introduced to this company with the Missing Link tape.  

Use the Missing Link Tape

If you can have Gary share about the products compared to you sharing about the products, don’t you think it would be a better idea for you to be quiet and just give the tape!  


Do you know what I do, personally?  I do this with integrity, so I make sure I only have one tape on me at the time when I say this, and do you know what I say?  I say, “Look, this is my only tape” (and I actually give them a day when I want my tape back) and right then and there I have an appointment to get my tape back! How many of you have given out those tapes and have never seen nor talked to that person again?  Raise your hands–be honest.  Take a look around, because the follow-up is the key to this business.



This is where you find out what you are good at, and some of you will be really good at follow-up, and guess what!  Some of you aren’t going to cut it!  Do you know what, if that’s not your best thing, then have help with it.  Go to your up-line.  Get a friend.  Work with someone in your down-line. Partner with them and start to follow up.  It’s the key to this business.

Talk to Old Acquaintances..

With that I want to share with you a true story.  I live in a little town called Paradise Valley, Arizona.  It’s a very small little town.  We have one gas station in Paradise Valley, and I frequent this gas station quite a bit with my car.  


One of the guys who work there is named Jim, and I have known Jim for years. I have lived in Paradise Valley for ten years now, and I have never shared with Jim that I am in the oil business.  I just go in, get my car, talk to him a little bit about the weather,  about my car, whatever.  And one day he is handing me the credit card slip and he is just reeking of gasoline.  I poked my head out the window and I said, “Jim, did you know that I am in the oil business, too?”  


He said, “Mrs. Harting, I never knew you were in the oil business!”  And I said, “Yes, and do you now what, Jim?  If you ever go home and you are tired of smelling like gasoline, take my card and give me a call. I have classes all the time on essential oils.  I know you are in the crude business. I am in the essential oil business.”  


Do you know what?  A month later he came to one of my classes and he’s one of my distributors now!  I had frequented that gas station for years.  How many of you go to the same dry cleaners, the same gas station, the same grocery stores, and these people have no idea what you do? 

Do Some Letter Writing 

One of the first things I did when I got in this business was I sent out a letter to all of my family and friends.  (This goes back 6 ½ years ago) and I wrote a letter and said that I had gotten involved with this company by the name of Young Living Essential Oils.  In this letter I said to them, “You may not have ever heard of aromatherapy or essential oils at this time in your life.  In the future you will!  When you do and your interest peaks, call me.” I also said in this letter–and I didn’t say this to be cocky–but I said this about me,  “I’m good at what I do–give me a chance!”  And then I sent that letter out.


Two years later I met one of my dear friends and she said, “Vonn, I am finally interested.”  And I had a lot of family and friends sign right up.


Let me tell you something.  There are times when you look at people and you talk to them and you talk to them and then when you really get to be with them a little bit, if you look real  closely there are letters that just pop up on their forehead–and this is something you really need to look for–and do you know what those letters say?  “Next, next!” Seriously, we literally invest so much of our time.


Some of our family members are the hardest people, aren’t they?  And we love them so much, and we are just on them and on them.  Don’t do that–leave them right now!  Go out and share these products with other people, because if you look real closely you’ll see it.  It  kind  of beads in a little bit of red and it says, “Next, next!”

Introducing Doug Mills

I am now privileged to introduce to you a gentle-man by the name of Doug Mills.  Doug is a farmer (was a farmer).  He is from Garber, Iowa.   He has been married for 20 years; he has been with the company for 3½ years.  He’s a Silver Star.  Doug is going to talk to you today about how to work your business from your home.  Let’s give him a hand!

Doug  Mills

Thank you very much.  It’s a big honor to be up here.  It leaves me speechless.  I was enjoying Teri Williams–she was on a roll.  I was going to offer to donate my ten minutes!  What she didn’t share with you  (and you can tell that she is a very successful lady) is that she is from Iowa originally, so the secret to the business is “Sponsor people from Iowa!”  


I took a look at the name tag that we have here  and I would like to recognize this name tag. I am a horticulturist–I am not a farmer–I am an ornamental horticulturist, I live on a farm.  I’m not sure that it looks like a Lavender field in St. Maries, Idaho.  We are truly blessed to have a company, the only company in the industry that I am aware of that has such a field, and many other crops are grown.


This opportunity  is so special.  It’s hard to put it into words, so when we meet the opposition out there, of all the kinds of things that are said in all types of different realms, just remember that no one has what we have.

Look for the Strengths and Weaknesses

What Vonn shared with you tonight about building your business with your friends and making your list (and  Teri shared a little bit of that) is, people call me every day and want to know.. “How do a I built a business?”  My strategy is to find what the strengths and the weaknesses are of the individuals I am talking to.  The purpose of my call is to teach you what I have done to build my business from home in my bedroom slippers.         I don’t get out there and do meetings, and by far, the best way to build a business is person-to-person and contacting your friends.  Unfortunately, as some of you may remember, I was in the NFL club and that means “No Funds Left,” so I had gone through all those people in previous companies–more companies  than I care to count since 1982!   I got a lot of training and keep that all together with some mentoring, and by far the best way to learn this business is to mentor.


A good point was brought out by Vonn for people who don’t have an up-line (or Teri mentioned that), there are a lot of books out there.  There is a tremendous amount of information.  Just go to your book stores.  A good source of general information is up-line resources. You can get that on the  Internet, “Up-line, on-line.com.”  That comes to mind because I do feel tremendously for the people who don’t have support.  I feel for that.

Working with the Cold Market

So what I would like to do is give you a quick idea here, something that you can take home and use for the rest of your life in building your business.  I am just going to key in on one narrow aspect of the building this business, and that is through the cold market in genera-ting leads.  That’s how I built my business.  I am in the only county in Iowa out of a hundred counties that does not have a STOP and GO light, a McDonald’s or a Dairy Queen, so Teri and I have a lot in common!  


It’s interesting that all  the people who have been up here so far live in the boondocks!  That’s where I live, so what I want to do is get the phone ringing and fill the pipeline and get a lot of things happening.  


What I want to teach you are the real secrets to building this business.  It’s not necessarily how you have to do it, but if you are on a tight budget (which most people are) I want to teach you something–that you can increase your sign-up ratio 500%, so what we want to do first is contact our friends and family, unless you don’t have any (like I do) and then get out there and start advertising.  

Use Advertising

There are many, many ways to advertise.  You can do surveys, you can do free bulletin boards, you can do the Thrifty Nickel,  the newspapers, the penny savers.  You can go into your regional newspapers, you can go into magazines and what not.  The more you grow in the business, the more you money you have to throw into it.  I would call it “using the company’s money” at that point in time. You are spending the paychecks to build your business–not out of your pocket.  


So get out there and advertise as much as you possibly can.  When you have more leads than you know what to do with, guess what?  Your down-line needs them!   The phone is starting to ring now.


Just a quick note on ads–-just a short little ad in the paper.  I personally believe the curiosity ad is by far the best at this point in time–(it was and I believe it still is), to peak some curiosity: “Astonishing rediscovery!  Totally different ancient secrets! Biblical secrets! Egyptian secrets! and then Answers to Health Problems.  Call for a free tape (and that’s the Missing Link).  

The ad is not important because you write your ad, you test it.  If it works, you leave it in until it peters out, then you run a new one, you change the headline, just keep going with that and you get bigger and bigger.


So the phone starts to ring.  Run those calls into an 800 voice mail if people want to talk to you and you don’t want to tell them until they have listened to the Missing Link tape.  On the Voice Mail you have got an answering machine  if you are doing it locally.  If you are doing it far away from home, the 800 Voice Mail would be preferable.  We are going to be able to have that through the new web system here..EarnWare, our new Internet presentation that we are going to have.


So the phone is starting to ring and it’s going into a voice mail..:”Thank you for responding to whatever your headline says, such as ‘Astonishing rediscovery.’ 


“I will rush a tape out to you right away.  All you need to do is leave your name, address, phone number.  Please spell any difficult words.”  

Working with Tapes

The phone number is very important because that is how we are going to build up the business–with that phone number. Then you rush them out a tape and if they are close by or where ever they are (you want to gage this), and you give them a phone call about one day before the tape arrives.  Most of my business was built to where the mail takes about three or four days–on the east/west coast and so forth.


What happens is the people who get the tape in the mail a couple of days later, they forget about ordering it, so what I want to do is give them a call and say, “Hi Bill, this is Doug. You responded to my ad on “Ancient Secrets.”  I rushed a tape out to you right away.  It should arrive any time.”  So you want them actually to be going to the mail box and looking for that tape instead of saying. “Well, where did this come from?”           The number one mission that we have here is to get them to listen to the tape, so already we are planting some seeds in their mind that somebody is checking up on them.  


Then you know that they’ve got the tape.  We wait and we didn’t hear from them, so several days after they get the tape (and we know they have got the tape) we call them up and we just say,”Hi” and use the same routine.  “Did you get the tape?  I rushed that out to you.” Many times you are talking on their answering machine and need to leave a message because people are very busy.  If you get them, you find out if they got the tape.  That’s number one.  You want to know, “Did they get the tape? You are following up.  You care.”


The number two thing  you want to accomplish is to get them to listen to the tape.  So they are busy and they don’t even remember ordering the tape, and so you want to just mention the ad again and then ask them if they would give you their opinion on the tape.  “This is just the absolute most incredible, fabulous, awesome tape that has ever been put out there, and I just want your opinion.  We are doing a company survey, so please give me your opinion.”




All the while you are doing this (and this whole process takes time because you are getting their answering machine, you are calling them back again and they didn’t get the tape yet, you’re sure the mail lost it, but they’ll get it another day)–all the while the number one thing that we want to do is build rapport.  We want to make a friend.

The Key:  Follow Through

The sign-up ratio–you might get as high as 30 or 40.  You could give me leads of this sort and I could probably sign up half of them, but that’s because I could be with them for a long, long time.  I have never had anyone say, “Doug, I don’t want to hear from you again.”  I have more people tell me..”Doug, if I ever sign up in a networking company, I want you to be my sponsor.”  That’s when you know you’ve done your job!


So how do you do that?  You continue to call them. You call them up, you become their friend.  You pick up on things–you hear the kids scream and you say, “Oh, it must be dinner time.”  You get to talk a little bit of small talk, about the weather or whatever and get to become their friend, just like they are your next door neighbor.

Stay with Them!

I have to talk about getting referrals, because that is very powerful.  We call them several times.  We get all the litney  of excuses–they are busy, they are busy–  “No problem, I’ll get back to you.”


You get back, you talk a little bit.  Just stay right with them; don’t put them in a corner.  They really mean well, but they are all chasing the kids to soccer practice–a million things.  People are busier today than they ever have been, so stay right with them.

Be Sparse on What You Send Out

I know you are all asking..”Well, what do you send with the tape?’ Not much!  The more you send, the less number of people you will get to listen to the tape, so send very little material.  You can always send them the kitchen sink and the rest of the store. You can always do that, and that’s what I want to teach you.  


If you unload the whole store on them, then you have nothing.  When you get, “No..I’m not interested..” then where do you go?  You are done!  And plus, you spent a ton of money.  So you are learning about who these people are, and you only chase the people that you want to chase.  The people that you don’t want to chase you just scratch them off your list.  You take meticulous notes, you write every single thing down, when you call them, what time of day, how many kids, what kind of birdseed they feed their parakeet–the whole nine yards.          At some point in time you are just going to reach a brick wall. Then, the fun of it is when people call you and sign up!  Right away they are excited, but I am giving you the toughest, worse-case scenario. 


What we can do now, since we only sent them the Missing Link tape and a little note that says, “Wow!  This tape is awesome!  You won’t even believe it!”  They are going to listen to that tape.

Be Aware of Their Interests..

Then after a week or so, or two or three weeks, you are chasing them and nothing is happening–then start dropping things.  Send them something with a 33¢ stamp, maybe a sheet of testimonials, maybe a company brochure, picture of the farm, or whatever and say, “Wow!  I just ran across this article or this brochure.  I know you are interested in natural health (because we got them off an ad that talked about natural health) and I thought you’d be interested. Enjoy it!”


Send it to them.  Then when you call you can say, “Hey, did you get the paper  I sent you?  What did you think of that?”  You just keep doing this again and again and again–and pretty soon, boom!  They pop!  And they are ready to go.


That falls into the category of the people who have already called you.  Frank and I, we built out business on the people that called us.  We had so much in the pipeline, we didn’t have time to do this (but I had done all this before) and I know that the sign-up ratio I got would have tripled easily if I would have done the techniques I have showed you.  But I just took massive action. So did Frank.  He did a little different technique.  He mailed tapes directly.  I advertised for leads and then I sent them the tape.  People would ask for the tape.

What is the Next Step?

So now the people are calling you.  They are ready to go and what we want to do is get them started in the company. Get them to buy the Essential Seven pack or whatever we decide on.  Keep it simple.  The number one thing we then want to accomplish is get results for the person you are talking to, because they won’t continue to be a customer if they don’t get results, and they won’t tell other people if they don’t get results.             That is the number one mission.  I built my business on the focal point of the product, not the business oppor-tunity, but they knew from the very beginning that there was a business opportunity involved because I advertise in such a way, and if I didn’t, what I would ask them in a conversation (if I didn’t know already pretty plain and clear) I would say, “Are you primarily interested in the products? the business opportunity? or both?”   Most of the people (80%) that I talk to in my venue all said, “Both.” 


Nobody said, “..the business opportunity”– vir-tually no one.  Some people just said, “Well, the products–but if they were interested in the business opportunity, they would probably tell everybody.”  They haven’t even bought the products yet and we have already told them this, and what we did know was we just planted a seed–“There is a business opportunity involved here.”  


The next thing that we want to do now, since we have already paid $5 to get this call (maybe more, maybe less) and maybe a lot of time involved in chasing them down and becoming their friend (because they have listened to the tape now–they actually listened to it four times and they couldn’t sleep last night)–that’s what they just got through telling me.  “Wow!  That’s fantastic!”  That’s very common.


Get Referrals..

Now what we want to do is say, “Who do you know who would appreciate listening to that tape just like you did?  I am so committed to these products and to helping you build the business that I will pay for the cost of sending out that tape to your friends, just like I did to you.”  


So that’s what I shared with Teri and that helped her gain a lot more leads..and these were all free leads, and these were far better qualified, far better leads than the ones you just got through paying for.  So get those free leads!  Thank you very much!

Marcella Vonn Harting

Is this good stuff!   Are you getting some ideas?  Jeri Bocci, come up here and give us a testimonial real quick.  Jeri is from California and she is an Ambassador Star.

Jeri  Bocci

 I have  had  hypoglycemia since the day I was born.  My father was one of twelve, and they all died of diabetes.  I always had to put cheese or crackers or something at my bedside before I would go to sleep. I would wake up long enough to get something to put in my stomach so I could go back to sleep, because when you have low blood sugar you need a protein or some-thing to carry on.


When Dr. Young announced  the  PowerMeal at the convention a year and a half ago, I took a scoop of it before I went to sleep, and for the first time in my 70 years I slept through the night!  So anybody who has hypoglycemia, I want to tell you that it is without a doubt the best product that is out there!

The Smell Made the Difference

Frank Burns  sent me a Missing Link tape and I had been in networking for many, many years with one company, and I never would even look at anything and I bet you everybody in the world sent me something! Normally, without even opening it, I would throw it in the trash.  


My niece had cancer of the nose and she was diagnosed and given a death sentence.   I had taken her to the dentist and they drilled holes in the top of her mouth.  They packed medicine up in there and I brought her home and when I went to the mail box that day, there was this package.  It smelled SO good.  


Frank Burns–I never met him before, but I bless the day that he sent me the Missing Link tape.  It smelled, and he puts a lot of Abundance on his envelopes.  I put it in the trash, and I kept smelling it and I thought, “I have to pull that out and find out what that is!”  and then it said, “The Missing Link” and I listened to it and I don’t even think I finished it before I called Frank Burns and I said, “I want to know how to order these products.”  So you need to get  the Abundance on the outside of the envelope and mail it out!


I never leave home without my Essential Seven kit.  I have kind of redesigned it so that it fits in my purse.  I’m known as “Peppermint Patty” because I don’t get in a line behind the shortest line.  I follow the people that have the biggest stack of groceries, and  I  kind of wander around in the grocery store and I listen to people who say, “Oh, my–I’ve got a headache!  Oh, my sinuses are killing me!”  

Peppermint to the Rescue!

My Peppermint is right here in my little bag.  I always wear jackets that have pockets and I have a Missing Link tape.  I am a real dare devil.  I got up to them and I say, “You know, I can help you with your sinuses in one second..” and of course, they look at me like I am really crazy!  And I say, “I wouldn’t do anything that you wouldn’t do.”  


I open my Peppermint.  I put a drop on my finger, and  I put it on my tongue and I go..”S.s.u-u.” and they do it!  You will be amazed at the people who will follow you,  and you will get more people, and they go “S.s.u.u, I can breathe!”


Get an Essential Seven.  Cut it down.  I am hoping the company  will kind of follow this and get it so we can put it in our pockets!  See. Dr. Young–you have got to check it out!


It is a wonderful company.  I am driving a 2000 Chrysler 300-M, and I want to tell you, I put.. “I Do Oils” as my license plate and I get all kinds of attention from my car.  


Young Living has the neatest, newest products.  My husband and  I had a beauty shop.  We have needed these hair products!  You don’t have to tell people about their sinus problems or their kidney stones or anything else.  Everybody has hair–and if they don’t have hair, tell them you like their skin!  Goodbye!

Marcella Vonn Harting

Have you got some great ideas!  How many people in this room are driving a Young Living car?  Everyone of you come on up here right now!  Just tell us what you are driving.

Responses:

Lexus RX-300.  First of all a hunter-jumper horse, a year 2000 Cadillac Escalator.  Chrysler 2000. Lexis RX-300, Infinity I-30 (the Lillian Jade color). Dark blue Saub 900 1999.  Heather Mist Acura 2.5 TL.  Subaru Outback Legacy. 1999 Catalina Coachman Motor Home (and it is awesome and it’s got a big sign that “I Do Oils” on the back, too.  A beautiful shiny Gold Chrysler Minivan (and my kids love it, too).  A 1999 Jaguar XK Convertible (purple).   Toyota Corolla 2000. A Camry XLE and a Forerunner.  A 1999 Nison Pathfinder.  A year-2000 Saturn Station Wagon.  A year-2000 Silver Beatle.  A year-2000 RX-300 Lexis (gold).  Pure gold Cadillac Deville.  A1999 Oldsmobile Silhouette (and I shuttle my distributors around in it.  It is deluxe and has everything in it).

Marcella Vonn  Harting

That reminds me..we just talked about a motor home.  Is there anyone out there who is helping pay the mortgage on your home?  Come on up here!

Responses



I have a home in the mountains in Kickaridge Colorado. Young Living is buying my town home in Manasses, Virginia.  A home in Austin, Texas with an herb shop attached to it.  A 1999 Jeep Grand Cherokee. A home in San Rafael, California.  Just got a brand new home in beautiful Sarasota, Florida.  You are all welcome–come down!  A house in Nevada, Colorado–

and because the Young Living check is helping pay for the house payment, we just bought a Dodge Caravan 2000 (all leather bucket seats)!


I purchased a house in Sascatewan, Canada.  My home in Phoenix, Arizona which housed my new 1999 F-150 Super Cab and 1997 Expedition. Donna switched from the car and we put the $1,000 down on a home at Redrocks up there in Sedona, Arizona.  We’ve living in kingdom now!

Marcella Vonn Harting

Let’s give all these people a great big hand.  This is a most important moment. Do you know that?  Really!  I want you to think about the people that came up and shared what they are driving and what they are living in, because I will share with you–when I do a business class, do you know what is the most important thing?  Finding out your hearts’ desires.

Determining Your Hearts’ Desires

We are in this company with Mary and Gary’s hearts’ desires and what they can do with the world.  Have you thought about your heart’s desire?  Some of you have.  How many of you have written down your goal?  I am going to talk to the ones who didn’t raise their hands.


In 1958 they did a survey at the Harvard Univer-sity.  They went in and surveyed the graduating class.  Three percent of that graduating class actually wrote down their goals.  Twenty years later the 3% that wrote down their goals in 1958 were manifesting more money than the whole  97% of the graduating class! 


Write them down.  If you don’t write them down, guess what happens?  They don’t happen!  It seems like such an elementary thing, but tonight the business class is a 101 Business.  Truly, these are easy steps, and I am going to walk you through the easiest way I know.  To be honest with you, the easiest way I know is forget this, and just share from the heart! 

Read the Policies and Procedures

How many of you have actually read this–the Policies and Procedures? This is your Owner’s/Opera-tor’s Manual for your Young Living business.  If you have not read this, please have this be the first thing on your list of things to do.  This is important.  This is every-thing on how to conduct your business with integrity, support–the whole business plan.  Everything you would need to know about this company is in this Policies and Procedures.  Invite your down-line over to your house and read it together. If you have any questions, go through it.  This is powerful.  

Write Down Your Goals

I suggest that you all actually write your hearts’ desires down as a goal (and your hearts’ desires are what you would like to achieve with this business).  Do you know why I ask my people to do that?  So that I know how to support them.


The truth of it is–how many people right now would like to have Young Living pay for your utility payment every month?  Well, how many of you would like to have a couple of extra hundred dollars in your pocket to go the movies or to do something else recrea-tional?  And how many of you would be really totally content with that?  Have we taken an upgrade?  This is exciting, Gary! We have got some really powerful people in this room.  How many of you would like to manifest more money in your life  through Young Living? I am going to do this as simply as I can, and to be honest with you. In my life when I show a business plan, I actually show this.  

On Being a Young Living Customer

When you sign up and become a distributor do you know that you can become a distributor and a customer with Young Living?  Do you know that this is a wonderful tool in this business?  How many people do you talk to who have no desire to be involved in a net-work marketing company or get involved in an MLM or do this as a business, and they tell you that right up front?  


And do you know what you can say to this person?   “That’s wonderful!  My company gives you an opportunity to just be a customer, and I am going to give you an 800 number with my PIN number.  With that PIN number you are going to be able to call this company and get these products as a customer.”  


Do you know what they usually say?  “Wow!  You’d give me your PIN number so I could do that?” and I say, “Yes, I would.”  That’s a wonderful tool.  I learned this from Mary Young years ago.  Mary said, “You know, Vonn–people will do what you tell them to do.”  So do you know what I do?  I sit down and I tell people, “Look, we order an Essential Seven (which is how I start everyone with the oils), a bottle of Valor and the Essential Seven.  Those two products come over $50, don’t they?  If you order $50 worth of product with this company you could become a distributor. 


Do you know what that means to you?  There is no sign-up fee for this company!  All that we ask is that you buy a $5 Policies and Procedures so you know the code of ethics, the integrity of this company.” 

Becoming a Young Living Distributor

I share with these people..”If you buy over $50 you are eligible to become a distributor, and becoming a distributor allows you to get these products at cost.  Does that mean that you have to keep ordering every month, or you have to go out there and share it with the world?”  No, it doesn’t mean that, does it?  And yet, it’s the smartest way to get into this company, isn’t it?  And then you stay in contact with us.  When you sign up and you order $50 on your first order, you actually are coming in as just a distributor.  


“Now, let’s say that you share these products with a couple of your neighbors and one of your neighbors says, “Hey, I’d like to get some of these products. How do I do that?”  Tell them the same thing..”I’ll give you my PIN number and you can get them at my cost.  Would you like that?” And they said, “Yes!”


So this person orders an Essential Seven and a Valor, and guess what?  Now I have been moved up in rank and now I’m called a Supervisor.  Guess what my person  that  I  just signed up is called? A Distributor, But guess what they are called to me?  A leg! (This gets fun, guys, because now I have a leg!)  


I am sharing this with lots of people now and it just so happens that I have two people who order this month.  These two people order an Essential Seven kit, so these two people are now to me two legs!  I have two legs to stand on–a leg here and a leg there.  In the business plan, if I have two legs and I order $75, this qualifies me as a Manager, so I just moved up.  Pretty simple, isn’t it?  Everybody understand?  This is where the fun is, and this is as simple as it gets.  This is where you all choose to be.  

Going for Executive..

If you can get everyone in your organization to an Executive, you will reach the top ranks of this company. Truly, this is as far as I am going to go in this business plan, because when I pull back up that sheet and show you what the difference is, the difference is just volume. But guess what now?  Now if I have three legs, this whole leg group volume–let’s say this person signed up a person signed up a person, signed up a person–let’s do this visual for you guys.  Are you visual?  Ninety percent of our culture is visual.


What I want to share with you is this–and then we are going to go back to an executive–just so that you can see this.  Let’s say that I actually started to share these products with a lot of people..my Mom gets involved, my family, my neighbors get involved, not all people are distributors.  


Some are customers; some are just ordering.  Some signed up as distributors, but guess what?  They don’t order every month.  Is that the reality?  Yes!  Well, let me share with you what our company does.
I have a person here and this person orders $25 and this person shared these products with another person, and the other person underneath them ordered $15.  Remember, to become a distributor you have to order a $50 order–does everybody remember that–I’ve got two people and they still have ordered a $50 order. Well, this other person orders a $65 order.  


Guess what the company says for me? They say, “Vonn. We are going to roll all that up and that is your first level.  Do you understand what they are doing?  This is money in your pocket!  And the other side of this is what every other company out there in the field is doing.  They count level one as one person, level two as one person, and level 3 as one person.  We don’t do it by person, person, person.  We do it by volume.

A Powerful Compensation Plan!

I see everybody’s faces, the mouths that are opening.  Are some of you just getting this, because this is powerful, really powerful!  So when you go back to this plan and you see that as an Executive you get 10% on your first level.  What is my first level–$25, $15, $65, Added together, that’s my first level. Is that exciting!  Then, if these people on this leg keep sharing and sharing and this person does $30 and $20 and $20 and $45 and $35, but wow, I’ve got a real hot one down here–they ordered $125!  


Guess what the company does?  The $125 is my second level, so what did they do with all those people in between?  They add them up; they roll up.  Is that exciting!  Wow!  Are some of you just getting this for the first time?  This is powerful, isn’t it!
Okay–can you see that if you can get everyone in your organization to be an executive, can you see that everything else can take care of itself?


And how do we get our people to become an Executive? Give them the Missing Link and follow the advice of some these great leaders who have been sharing with you.  Are you getting the idea? Literally, with this plan, as far as you really have to go is an executive.  I really would like you to look at this one more time and notice that Star Executive is still just three legs, just the group volume is more.


Senior Star Executive–three legs.  The group volume is more.  Master Star Executive–it’s still the same; we are still talking about those three legs.  


Is there any limitation as to how many legs you can have in this company?  No way!  Frank is going to share with you that the more legs you have got to stand on, what’s going to happen to your check?  It gets really big!


Now, do we have a marketing plan that awards you for building lots of legs and building some depth in those legs?  Yes, that is exactly what we have got!  And believe me, when I get my check every month I wonder.  Sometimes I am just in awe of how many people must have all gotten a little for me to get that check!

Introducing Frank Burns

It is a great privilege to introduce Frank Burns. He deserves a hand! He’s a leader in this company and I will share with you, there are a lot of books out there, and guess what?  They are just talking; they haven’t done it.  This is a man who walks his talk. He has done this.  He literally has reached the highest level of achievement in this company.  Frank was the first, and so he has really shown us how you can do this. He now lives in beautiful Sedona, Arizona.  Come up, Frank.  Frank has been married to his beautiful wife, Donna, for 24 years.  Diamond Star!

Frank  Burns

Good evening.  Let’s see–my commission check for December was $68,594.38!  Have you got your pencil ready?  Spell “persistent communications.”  That’s it. It makes no difference how you talk.  I have had a beautiful distributor, a young man down in Alabama and he talks like this..he talks slow, deliberate, and he markets.  I have some people who talk so fast I have to slow them down, but they are communicating.

Five Basic Rules..

There are five basic rules for building a business that I learned in my Master’s Degree program.  They go like this:  

1. 
To build a successful business is communicate.

2. 
Communicate

3. 
Communicate.

4. 
Communicate.

5. 
Communicate


And that’s it.  This is a people business.  You have to talk to people.  You can’t talk to each other and build a business.  You can’t get on the phone about the company and build a business.  You can’t call me up and build a business.  My personal testimony about the oils–and I have to have this and you have to have it–I haven’t been sick during this flu epidemic at all.  


I have been around people and I have right in my pocket right now Eucalyptus and Peppermint and when I am in a crowd or around anybody, I inhale.  I put a little Peppermint on the tip of my tongue, I get the Peppermint in my nostrils.  I have to breathe this bad air and I haven’t been sick once.  Everybody in my family has been down.  

Get Your Own Testimony of the Oils

If you don’t use the oils, how can you talk and communicate about them?  If you don’t have a personal testimony, what are you doing–just blowing smoke?  You can’t communicate by blowing smoke.  You have to first have a personal experience with these oils that you can honestly, deliberately, with enthusiasm tell another human being about your personal experience.


People, when I heard Dr. Young talk the first time on March 15 of 1996 after hearing the tape, I knew that I knew that I knew I had a product.  He had given it to me.  And when you know that you know that you know that you know you’ve got products, how you can work! Persistent communication means only one thing, and it’s called WORK.  You ain’t going to build a business thinking about it.


You can attend these classes until heck freezes over, but this doesn’t build a business.  This is just information.  I have more people calling me up, wanting to have classes, and I say “No!”  If you can’t read and write, you don’t belong in this business.  You have to be able to read and write. People say. “Well, how did you do it, Frank?  

Learn to Listen

You don’t want to know how I did it because you’ll fail doing it the way I did.  I come from a Master’s Degree program that says each individual is an individual.  You walk, talk, and breathe the way you walk, talk, and breathe, and do it that way and quit trying to copy somebody else!  One of the main things that I do when I am communicating with people is listen.  It’s hard to do.  My wife says, “Gosh, don’t you ever listen!  Every time I hear you, you are talking!”


The purpose of learning to listen is to hear the question, because the question will tell you where the people are at. You have to pick up yourself mentally and spiritually and go where they are at, not where you want them.  You’ll fail.  You’ll fail miserably if you don’t listen to the question and find out where they’re at.  You have to do that.

Takes 2 Columns for a Newsletter

Secondly, in communications–and I heard it here about tithing–we Indians call it “give away,” did you hear what Teri said about a newsletter?  You’ve got to do a newsletter. That’s how you sell product.  I harp and harp–I say, “Do you have a newsletter?”  “Well, no.  I am thinking about it.”  Thinking won’t get it done.  A newsletter  that  is one  page-two columns,   is a news-letter. One page is a letter, but if you’ve got more than one column, you’ve got two columns and you’ve got a newsletter.  Otherwise, it’s a letter.  


How many are hearing me?  If you want to communicate and move product, do it with testimonials that are signed by a responsible party.  That news article on Jasmine about a doctor in England–the doctor was using Jasmine for patients suffering seizures.  I printed that in my newsletter and everybody had to have that oil and it just went like hotcakes, and my check went up!

Study the Numbers Game

Money is not the root of all evil–the love of it is, and that is why I tell my down-line all the time, “If you don’t like seeing the numbers that I put out with the dollars signs in front of it, white out the dollar signs and start studying the numbers.  


This is also a numbers game. If you want to build a business–every shop owner in the United States who is trying to build a business had got to keep the figures. You’ve got to have a genealogy; you have to take time to study the figures if you want to build a business.  Every person in this room, if they are even 80 years old, can dig a ditch one foot wide, three feet deep and thirty feet long. You can do it.  The time element is not the question, the persistence is.  If you want to build a business and if you want to have an income that looks five figures, will you just settle down and be persistent!  That’s all.  

Market or Teach?  You Decide

You don’t have to be a flash, you don’t have to think it all out, you don’t have to have the right words.  Some of my best achievements have been mispro-nounced words.  First and foremost, every day I deal with this subject: “Are you going to market or are you going to teach the science of the oils?  Which are you going to do?  Are you going to spend class time and preparation time and nights teaching the science of the oils, or are you going to spend 50-60 hours a week marketing the oils?”  People, you can’t do both.


The reason so many people are frustrated is that they are away from the phone and away from their desk and out teaching somewhere, doing something in teaching, and they want to build a business but they are not home answering the phone at 7:00 o’clock at night marketing somebody new who wants to know about the oils and to enroll.  Make up your mind what you are going to do.  Are you going to be the nurse or are you going to be the marketer?


People ask me, “How much do I know about the oils?”  The reason I have been a success is that Dr. Young is the teacher and I have never tried to do what he does. I have said it time and time again, “I cannot pronounce the words!”  I come from my teachings and from my learning as the automobile salesman in the Mercedes store. When Gary asks the automobile salesman..”How does the transmission in this Mercedes work?”  the salesman says, “Just fine!”  


When they ask me how these oils work, I say, “Just fine!”  Buy the Essential Seven kit and find out for yourself.”  And then I let them decide their path.  Is their path going to be studying diligently with Dr. Young and be a Trainer? or are they going to be a marketer and follow people like me?


There are not enough hours in the day to do both, people.  Stop being frustrated in your lives.  I get telephone calls, telephone calls, broken hearts–I am not making any money.  Well what are you doing?  I’m holding class four nights a week teaching other people’s distributors about the oils, and they are frustrated.  It hasn’t been clear in their minds that there is marketing of the oils and there is the teaching of the science of the oils.  

Look it Up!

When people ask me, “I’ve got an ingrown toenail. What oil should I use?  I say, “Just a second–get your PDR.  I’ll get mine and let’s look it up together.”  “Well, Frank–I thought  you’d tell me.”  “No, no.. You called the wrong person.  You see, I don’t remember those things.  I’ll have to look it up.  That’s why I am so grateful for the PDR.”  Thank you.
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Person-to-person


6


Product



8


Professionals


4


Referrals


7,8


Retail stores


4


Sponsor people from Iowa!
5


Strengths and Weaknesses
6

Word or Phrase


Page Number
Business - Building it with YL (cont)
1-8,12,13


Surfboard analogy

2


Take meticulous notes

7


Telephone contacts

7


Testimonials on


2,8


Thrifty Nickel


6


Up-line



5,6


Using the Company’s money
6


Voice mail


6

Cancer, mentioned in testimonial
9

Communication


12


Key to building business

12


Learn to listen


12


Means WORK


12

Cornwell, Stephen


2

Diabetes, mentioned in testimonial
8

Ervestie, Mary -  on tithing

4

Essential Oils


1-5,13


God’s first medicine

1


How your own testimony of oils
12

Family and friends in business 
5,6

Farmer, Kathy


3

Flores, Ben and Elizabeth

2,3

Follow-up, key to business

5

Friedmann, Jean Marie

2,3

Friedmann, Dr. Terry

2

Goals



10

Hair Care



4

Harting, Marcella Vonn

1-12


Assists others


3


MC and Host


1


Trainer for Young Living

1

Harvard University study

10

Hearts’ Desires


10

Hypoglycemia, mentioned in text
8

Ingrown toenail, mentioned in text
13

Integrity, use it in business

5

Internet, use of


6


Earn-ware


6


Up-line, on-line.com

6

Jim, story about


5

Letter writing in business

5

Marketing/Comp  Plan

10


Customer


10,11


Distributor


11


Executive


11


Legs and Levels


11

Word or Phrase


Page Number
Marketing/Comp Plan (contd)
10,11


Manager


11


Master Star Executive

11


Money earned


11


Star Executive


11


Senior Star Executive

11


Supervisor


11

Mills, Doug - tips on business
3-5-7


From Garber, Iowa

5


Horticulturist


6


Silver Star


5

Missing Link tapes


4-8,9,11


Follow up with tape

7


Get feedback on tape

7


Get them to listen to it

7


Marketing with it

7


What do you send with it?
7

Mothers/children - promote products
4

Natural Health


8

No Funds Left (NFL)

6

Opfer, Vicki, YL leader

2

Opposition



6

Paradise Valley, AZ


5


Vonn Harting’s home town
5

Passion in business


1

People’s Desk Reference (PDR)
13

Professionals, in down-line

3


Chiropractors


4


Doctors



4


Massage therapists

4


Retail stores


4


Word or Phrase


Page Number
Seizures, helped with Jasmine
13

Skin care



4

Socrates, quote from


1

Testimonials


1,13


Must be in first-person

1

Tithing - it works!


4

Williams, Teri, on building business
2,5,6,13


Presidential Master Star

2


Training on business

3

Young, Dr. Gary


1,2,5,8-10,13


Has a dream


1

Young, Mary


1,10


Mentor for business in YL
1

Young Living Essential Oils

1-6,9,13


Cars provided by YL

9,10


Committed in products/quality
2


Grows, harvests, distills, etc. oils
1


Hair products


9


Has high-quality leaders

2


Home mortgages paid for by YL
9,10


Marketing or teaching?

13


Network marketing company
1,3


Owner‘s/Operator’s Manual
10


Policies and Procedures of
10


Products


9


Provides training tapes

2


Skin products


9


Therapeutic quality 

2


Top leaders in company

1


YOUNG  LIVING ESSENTIAL OILS AND PRODUCTS


MENTIONED IN YOUNG LIVING TRAINING TAPE #16

Essential Oils and Products

Page Number

Abundance



9

Used on envelopes

9
Essential Seven kit


4,8,9-11
Eucalyptus



12

Jasmine for seizures


13
Lavender



6
Peace and Calming


2

Peppermint



9,12

PowerMeal



2,8

Valor



2,10,11

YL Training Tape #16, 2000


YL Training Tape #16, 2000



