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Getting
Started

For many business people, the thought
of multi-level marketing can seem kind
of scary.

With a little education and training,
many people find multi-level marketing
a great tool for their company.



= Know how multi-level marketing
works

= Build contacts

Objectives e

= Recruit new agents

Workshop \O/_

= Be familiar with social media and
marketing

= Provide training for recruits







MODULE TWO

How Does Multi-Level Marketing

Work

Multi-level marketing, also known as MLM, is a business
marketing strategy that many companies use to encourage
current agents to perform, while at the same time, growing
the team by recruiting and training new agents.




Networking Marketing




Independent
Agents

Distributors , T aHANHAANDaEE :

Franchise owners

Owners = ——




Commission-Based

Commission-based marketing means that the
agent will receive a pre-set portion, typically a
percentage, rather than a regular salary or
hourly pay.




Agents
Recruit New
Agents

When current agents
recruit new agents to join
the team, it is known as
creating downlines.




= Networking Marketing

Practical \Of_ = Independent Agents

"IUStratiOn ‘= = Commission-Based

= Agents Recruit New Agents




Module Two: Review Questions

1. Which of the following is a common network marketing

company?




Module Two: Review Questions

2. Network marketing companies are known for creating

what?




Module Two: Review Questions

3. Independent agents are also known as what?




Module Two: Review Questions

4. How do independent agents typically earn their income?




Module Two: Review Questions

5. According to the module, commission-based marketing

usually allows agents to have what?




Module Two: Review Questions

6. Commission-based marketing is often known as the most

form of marketing.




Module Two: Review Questions

7. When agents recruit new agents to the company, it is said

to create what?




Module Two: Review Questions

8. Based on the sales of the ‘downline’ agent, the stipend

the recruiting agent receives is typically:




Module Two: Review Questions

, also known as MLM, is a business

marketing strategy.




Module Two: Review Questions

10. Network marketing is a type of business that is known

for its part time and business practices.
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MODULE THREE

Building a Contact List

A contact list should include a wide range of people,
including current and former clients, managers, coworkers
and even former employers.




A

. Leverage Personal

- Networks

K

f' Build your contact list from your personal
networks so that you will always have different

? angles and options to use when seeking help or

business leads.
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Warm Lists

Parents
Siblings
Friends

Neighbors
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Internet-Lead
Generation

These types of lead generators are a great tool
for agents to gather warm leads and gain a hea
start when contacting potential clients.




Purchasing
Lead Lists

Any company purchasing
a lead list should
proceed with caution
and consider other
methods of building
their contacts first.




= Leverage Personal Networks

Practical \Of_ = Warm Lists

I"UStratiOn ‘'S » |nternet-Lead Generation

= Purchasing Lead Lists




Module Three: Review Questions

1. Personal networks can include which of the following?




Module Three: Review Questions

2. Agents must be aware that not all of their contacts will be




Module Three: Review Questions

3. Awarm list is a lead list that typically contains what?




Module Three: Review Questions

4. As per the module, what is one benefit of the agent

creating a warm list?




Module Three: Review Questions

5. Internet-lead generation can be completed through which

of the following?




Module Three: Review Questions

6. Internet-lead generators allow the consumer to directly

do what?




Module Three: Review Questions

7. Using a purchased lead list can cause the company to

create what?




Module Three: Review Questions

8. Purchased lead lists typically include what client

information?




Module Three: Review Questions

9. What is another name for a contact list?




Module Three: Review Questions

10. Keep your contacts up-to-date and check in with them

periodically to ensure
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MODULE FOUR

Recruiting New Agents ()

The key to successful marketing is being able to recruit new
agents and build the company.




Draw on Personal and
Professional Network

When looking for new agents, begin speaking
with friends, family, coworkers and even
managers and department heads.



Recruit
Satisfied
Customers

Use this satisfaction to
lead agents to more
clients and more
opportunities for
advancement.




Recruit Those Who
Seek Work Flexibility

One of the biggest points to stress when
recruiting new agents is the need to be flexible
—in both their time and their job duties.




Stress
Benefits of
Being Agent

If your company does
not offer certain
benefits the candidate is
looking for, be honest
with them and tell them
what you can offer
them.
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= Draw on Personal and Professional

Network
PraCticaI _\Of_ = Recruit Satisfied Customers
I"UStratiOn ‘= = Recruit Those Who Seek Work
Flexibility

= Stress Benefits of Being Agent




Module Four: Review Questions

1. In most companies, one of the first steps of recruiting for

positions is to do what?




Module Four: Review Questions

2. A personal and professional network can include which of

the following?




Module Four: Review Questions

3. A satisfied customer can be a great tool as a what?




Module Four: Review Questions

4. One benefit of recruiting satisfied customers is that they

can do what?




Module Four: Review Questions

5. It is important for marketing agents to be flexible in what

areas?




Module Four: Review Questions

6. Agents that are flexible in different areas are more likely

to do what?




Module Four: Review Questions

7. Which of the following would be considered a benefit of

being a marketing agent?




Module Four: Review Questions

8. Why is It important for the recruiter to stress benefits?




Module Four: Review Questions

9. One of a marketing company’s greatest tools are their




Module Four: Review Questions

10. When recruiting new agents, most hiring managers

recommend
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MODULE FIVE

Recruiting New Agents (ll)

One of the main key points is to find agents that would not
only adapt well to the organization, but can also make a
meaningful contribution to it.
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Invitation to Marketing
Presentation

L3 )

7
-
-
-
-
-

Determine Create a
location guest list

Outline
the topic Set date

and and time
direction




Focus
Presentation
on Benefits

Now that you have your
recruits coming to your
grand marketing
presentation, it’s time to
let them know what’s in
it for them.




Showcase Success
Stories

Allowing potential recruits to see real, live
success stories makes them feel more confident
in their ability to succeed within the company.




Provide
Multi-Media
Presentation

The most common form
of presentations for
marketing agents is either
a video file or a
PowerPoint presentation.




" |nvitation to Marketing
Presentation

= Focus Presentation on Benefits

lllustration ‘g .

Practical N
Q_

Showcase Success Stories

= Provide Multi-Media Presentation




Module Five: Review Questions

1. What is one purpose of a marketing presentation?




Module Five: Review Questions

2. Viewing a marketing presentation allows potential agents

to do what?




Module Five: Review Questions

3. Which of the following is a benefit discussed in a

marketing presentation?




Module Five: Review Questions

4. Why are benefits considered an important factor for

potential agents?




Module Five: Review Questions

5. What is a marketing success story?




Module Five: Review Questions

6. In marketing, success stories are best showcased in what

method?




Module Five: Review Questions

7. Which of the following is one method of showing a

marketing presentation online?




Module Five: Review Questions

8. What is a non-technology-based form of marketing

presentations?




Module Five: Review Questions

9. Let your know what the company has to

offer and what they can expect from it.




Module Five: Review Questions

10. Finding the for your marketing team can seem

like quite a challenge.
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Confidence comes from discipline and training.

Robert Kiyosaki



MODULE SIX

Training MLM Agents

In order to keep agents with your company and make them
a functioning part of the team, they must receive the
proper training and learn how to do what they were hired

to do.




Sponsorship/ Mentorship

Sponsors and mentors are still used in many
companies today and can be a great resource

for new employees.




Provide
Training in
Marketing

Give the new agents the
tools they need to be a
great marketing agent.




Provide Training in
Recruitment

Marketing Job
presentations descriptions

Company Benefit
details information




Providing
Ethics
Training

Ethics training is designed
to help new agents
confront any workplace
behavior and policies that
they may face.




= Sponsorship/Mentorship
Practical \Of_ = Provide Training in Marketing

I"UStratiOn @ = Provide Training in Recruitment

= Provide Ethics Training




Module Six: Review Questions

1. A mentor is designed to mainly offer what?




Module Six: Review Questions

2. A sponsor is designed to mainly offer what?




Module Six: Review Questions

3. One of the first aspects to discuss in MLM training is

what?




Module Six: Review Questions

4. Training should initially be based on what?




Module Six: Review Questions

5. What is one tool discussed in recruitment training?




Module Six: Review Questions

6. Why is recruitment training typically longer than other

training sessions?




Module Six: Review Questions

7. Which of the following is one aspect of ethics training?




Module Six: Review Questions

8. What is one practice of ethics training?




Module Six: Review Questions




Module Six: Review Questions

10. If new agents don’t receive adequate training after being

hired, many will







MODULE SEVEN

Sponsorship/ Mentorship

Establish sponsors or mentors for agents during their
probationary period so that they can have someone on
their side from the start.




Pair New Agents With
Mentors

Some companies pair employees based on
similar goals or ambitions, while some pair
employees base on similar characteristics or
traits.




Benefits of
Sponsorship/
Mentorship to
Mentee

e Gain confidence

e Build contacts and
networks

Develop personalized
goals and actions




Satisfaction of helping another
employee

' ' Benefits of Sponsorship/
' Mentorship to Mentor

Further develop leadership skills

Gain new perspective




Best
Mentorship
Practices

e Peer buddies
e Q&A
e Group sessions

e One-on-one sessions




= Pair New Agents With Mentors

= Benefits of Sponsorship/

Practical \Of_ Mentorship to Mentee

"IUStratiOn & = Benefits of Sponsorship/
Mentorship to Mentor

= Best Mentorship Practices




Module Seven: Review Questions

1. A mentor can offer what to a new agent?




Module Seven: Review Questions

2. New agents are typically paired with mentors who have

done what?




Module Seven: Review Questions

3. What is one benefit mentees receive from mentorship?




Module Seven: Review Questions

4. What is one aspect mentors can help mentees with?




Module Seven: Review Questions

5. What is one benefit mentors receive from mentorship?




Module Seven: Review Questions

6. Helping new agents can establish mentors as what within

the company?




Module Seven: Review Questions

7. What is one practice used in mentoring?




Module Seven: Review Questions

8. Why is it important to document the mentoring practices

used in the company?




Module Seven: Review Questions

9. For new agents, a can be a great resource and

tool to have in their corner.




Module Seven: Review Questions

10. The most common type of mentoring is using
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powers people to realize t
| ove their lives.

/ia Mathews Burwell




MODULE EIGHT

Provide Marketing Presentation

Training

One of the final steps of the recruiting process — and
ironically, the main thing that brought in new agents for
training — is creating and using a marketing presentation.




Providing Training in
Presentations

When creating a marketing presentation, one of
the first aspects to consider is how you want to
present it.




Provide Copies
of Marketing
Presentation

e Slides from a
PowerPoint
presentation

Pamphlets

Programs




New Recruits Practice
Presentation

As the agent practices, act as their audience and
provide any tips or critiques that could help
them improve.




Offer
Marketing
Resources

The trainer should remind
them that it may be
helpful to offer the

presentation in different
formats.




= Provide Training in Presentations

Practical \O, = Provide Copies of Marketing

Presentation

lllustration ‘g .

New Recruits Practice Presentation

= Offer Marketing Resources




Module Eight: Review Questions

1. Presentation training typically focuses on what?




Module Eight: Review Questions

2. What is one method of marketing presentations?




Module Eight: Review Questions

3. What is one way an agent can provide copies of their

presentation?




Module Eight: Review Questions

4. What is one benefit of providing copies of a presentation

to the audience?




Module Eight: Review Questions

5. When practicing their presentations, agents should start

by doing what?




Module Eight: Review Questions

6. While the agent practices their presentation, the trainer

should do what?




Module Eight: Review Questions

7. Why is it important to offer different marketing

resources?




Module Eight: Review Questions

8. When an agent is able to offer more marketing resources,

they do what?




Module Eight: Review Questions

9. One of the final steps of the recruiting is creating and

using a




Module Eight: Review Questions

10. When creating a , one of the first aspects

to consider is how you want to present it.
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Social networking sites provide an unparalleled ability for

people to stay connected in new and unique ways.

Michael Bennet



MODULE NINE

Provide Social Media Training

With the rise of technology, social media has become a
whole new world in the marketing industry.




Social Media is Key to
Networking!

Over the years, social media continues to grow
with new applications being created every day.
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Websites
and Blogs

A blog can either stand on
its own site or be linked
to the company’s official
website.




Facebook and Twitter

Like Facebook, Twitter allows companies to
create a profile and invite people to follow them,
create posts that encourage conversations, and
engage with their clients.




LinkedIn

LinkedIn is helping
businesses expand their
brands and make their
presence known on social
media.




= Social Media is Key to Networking!

Practical \Of_ = Websites and Blogs

I"UStratiOn = » Facebook and Twitter
= |inkedIn




Module Nine: Review Questions

1. Why is social media said to be the key to networking?




Module Nine: Review Questions

2. What can businesses MOST likely accomplish on social

media sites?




Module Nine: Review Questions

3. According to the modules, websites are usually

recognized by what factor?




Module Nine: Review Questions

4. Web blogs were first introduced and used as what?




Module Nine: Review Questions

5. Facebook is one social media site that allows companies

to do what?




Module Nine: Review Questions

6. Twitter is a social media site that was created in what

year?




Module Nine: Review Questions

7. LinkedIn is a social media network that is designed for

what?




Module Nine: Review Questions

8. Since launching in 2003, Linkedln has reached

approximately how many registered users?




Module Nine: Review Questions

is a tool that links people from all across

the globe.




Module Nine: Review Questions




Nolan Bushnell



MODULE TEN

Provide Training in Recruitment

Before an agent can go out into the world to seek new
agents, they have to know the rules and methods of how to
recruit them!




Building a Contact List

As a trainer agent, you may need to help out the
trainee by providing a few leads for them to
start with.




Leveraging
Personal and
Professional
Networks

Remind them to always
use their manners and
return any favors they
may receive.




Provide Presentation/
“Elevator Speech” Training

Determine
your
objective

Show your
rarity
Timing is
everything




Discuss
Follow-up

One of the most
important steps of a
presentation is the
potential to follow-up
with interested recruits.




= Building a Contact List

= Leveraging Personal and

Pra Ctical \Of_ Professional Networks

"IUStratiOn & — = Provide Presentation/ “Elevator

Speech” Training

= Discuss Follow-up




Module Ten: Review Questions

1. Agents in training are taught to do what?




Module Ten: Review Questions

2. What can a trainer do to help new agents build their

contact lists?




Module Ten: Review Questions

3. What is one way agents can leverage their personal or

professional network?




Module Ten: Review Questions

4. When leveraging a network for help, the agent must

remember to do what?




Module Ten: Review Questions

5. An elevator speech typically lasts how long?




Module Ten: Review Questions

6. When creating their own marketing presentation, the

new agent must determine what?




Module Ten: Review Questions

7. What is the final part of a marketing presentation?




Module Ten: Review Questions

8. An agent should be prepared to do what during a follow-

up session?




Module Ten: Review Questions

9. Before an agent can go out into the world to seek new agents, they

have to know the of how to recruit them.




Module Ten: Review Questions

will have the answers when the recruits

have questions.




Without ethics, man has no future.

John Berger



MODULE ELEVEN

Provide Ethics Training

Clients will investigate any company they want to do
business with, so it is important to ensure they see a
positive and ethical stance from the company.




MLM and Bad Raps

When MLM agents move out into the market, it
is important for them to always act ethically and
honestly.




Only
Follow-Up
if Opted-In

We discussed that it is
important to secure
follow-up sessions with
clients after a
presentation has been
given.




Keeping the Sales Pitch
Honest

Ensure that the channels of communication are
always open, and keep interest genuine.




Keep
Expectations
Realistic

When agents prepare to
sign on new agents or
deliver a sales pitch to a
customer, it is important
to keep the expectations
realistic.




= MLM and Bad Raps
Practical \Of_ = Only Follow-Up if Opted-In

I"UStratiOn = = Keeping the Sales Pitch Honest

= Keep Expectations Realistic




Module Eleven: Review Questions

1. What is one reason MLM is said to have a bad

reputation?




Module Eleven: Review Questions

2. What can an agent do to counteract the MLM’s bad

reputation?




Module Eleven: Review Questions

3. An agent should never do what regarding a follow-up

session?




Module Eleven: Review Questions

4. Agents are trained to follow-up with a client at what

point?




Module Eleven: Review Questions

5. A marketing or sales pitch should never include what?




Module Eleven: Review Questions

6. An agent should always be willing to do what for clients?




Module Eleven: Review Questions

7. How are expectations made realistic for marketing

agents?




Module Eleven: Review Questions

8. According to the module, how are expectations made

realistic for the marketing client?




Module Eleven: Review Questions

9. Ethics in the workplace is essential and

responsibility.




Module Eleven: Review Questions

10. Clients will investigate any company they want to do business with,

so it is important that your company present as




MODULE TWELVE

Wrapping Up

Although this workshop is coming to a close, we hope that
your journey to learning Multi-Level Marketing is just
beginning.




Words From the Wise

Best results are often Whether B2B or B2C, | Our job is to connect to
achieved well before you believe passionately that people, to interact with
need a job, by consistently good marketing essentials them in a way that leaves
networking so that when are the same. We all are them better than we found
you find yourself job- emotional beings looking for them, more able to get
hunting you have a large relevance, context and where they’d like to go.
network to work with. connection.

- Seth Godin

- Erik Qualman - Beth Comstock
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