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Acceptance, of challenges/obstacles,
275–276

Action plan, 198–199
developing, 80–81, 289–290

Actions, authentic, 60–62
Advertising, 212–214

bathroom ads, 186
classified and display ads, 190
Google ad words, 188
magazine, 213
pay-per-click, 217–218
radio, 190, 213

Affinity groups, 214
Alessandra, Tony:

about, 199–200
on sources of prospects, 193–199

Ambition, as more valuable than
capital, 17, 19

Anima, Shannon:
about, 125–126
on finding values and moral

direction, 119–125
Arnold, Greg:

about, 180
on leadership, 174–180

Association, law of, 269
Attitude, see also Behavior; Mental

toughness
activity and, 267
importance of positive, 9–16, 

76
perspective and, 272
persuasion and, 97

Attraction, law of, 62, 268

Attributes, acquiring new, 83
Aucoin, Frank, 161
Authentic actions, 60–62
Autoresponders, 219–220
Averages, law of, 270, 271
Avery, Linda:

about, 135
on values-based selling, 127–135

Bathroom ads, 186
Behavior, success from positive,

49–53. See also Attitude
Belief, see also Faith

building system of, 113–114
in company products, 71–73
formation of, 69–71
in industry, 73
intention and, 56–58
recognition programs and, 75
in self, 74, 277–281
vision and, 70, 76

Benefits, of product/service, 
203–205

Bettger, Frank, 103
Biro, Brian:

about, 8
on WOO (window of opportunity),

1–7
Booths, at trade shows, 232–239
Brilliant Compensation (video), 

57
Brooke, Richard, 55
Bulletin boards, business cards and,
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Burleigh, Art:
about, 76–77
on beliefs, 69–76

Business, see also Business
development

finding passion in, 113–117
methods of operation of, 

156–165
presenting of, 105–106

Business cards, 184, 186, 189
Business development, stages of,

78–84
full-time work, 82–83
getting started part-time, 79–82
successful leadership, 84
training in, 46

Buying motives, eight most common,
241

Calls, benefits of recording, 72
Canvassing, 195
Caple, John, 217
Carmichael, Beatty:

about, 173
on sponsoring a “no,” 167–172

Carnegie, Dale, 261
CDs, see Third-party tools
Celebrity endorsements, 188
Centers of influence, as prospect

source, 197, 199, 201
Chambers of commerce, 197–198
Chat rooms, 184
Chiappone, Larry:

about, 250
on direct mail, 246–250

Churchill, Winston, 260
Coach, for success, 53
Code of Ethics, 60–61
Cold market, 208–215
College students, recruiting, 188
Commitment, system for, 43–44
Company, see also Products

belief in, 71–73
management and mistakes of, 75

Confidence, building sense of,
277–281. See also Self-esteem

Conlon, Dan:
about, 84–85
on stages of business development,

78–84
Cooperative direct mailings, 248–249
Coover, Kathy:

about, 117–118
on passion in business, 113–117

Core skills, strategy and, 32–33
Core values, strategy and, 30–32
Courage, as more valuable than

capital, 18–19
Covey, Stephen, 59
Criticism, dealing with, 64–68
Customers, see also Prospects

autoresponders and, 219
former, as prospects, 193–194

Desperation, as more valuable than
capital, 18

Determination, as more valuable than
capital, 18

Diet, positive attitude and, 12
Direct approach, to prospects,

151–154
Direct mail, 220–221, 246–250
Directories, as prospect source,

196–197
Discipline, see Self-discipline
Displays, for trade shows, 

235–236
Domain names, buying, 218
Downline, see Customers; Prospects
Drop cards, 188–189

Edison, Thomas, 3–4
Effort/energy, in ESPN, 5
E-mail:

video, 186
viral, 185

Emotions, see Mental toughness
Enrollees, see Prospects
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ESPN (effort/surprise/presence/now),
5–7

Excitement, putting into work, 
92

Exercise, positive attitude and, 
11–12

Expectations, having realistic, 81–82,
277

“Exposure to experience,” 93–94
E-zines, 222–223

Faith:
fear and, 281–284
as more valuable than capital, 

19
Familiarity, law of, 269
Farm, law of, 269–270
Fear, overcoming, 4, 280–283
Financial planning, residual income

and, 147–148
Flea markets, 186–187
Flexible planning, 94
Focus, importance of proper, 2–3
Follow-up:

benefits of, 251–254
to direct mail, 248
importance of, 212
process for, 254–257
to trade shows, 237–238

FORM method of prospect 
approach, 45

Friedman, Barry:
about, 148
on residual income, 143–148

Friends, see Warm market
Fritz, Robert, 56
Full-time networking, making move

to, 82–83
Funnel concept, 270, 271

Gage, Randy:
about, 154–155
on steady stream of prospects,

149–154

Gebauer, Ray:
about, 285–286
on overcoming

challenges/obstacles/fears,
275–285

Generalities, avoiding, 107
Getty, J. Paul, 144
“Give to get,” 93
Goals, team training and, 59–60
Go Diamond Training, 243
Godin, Seth, 104
Google ad words, 188
Gratitude, expressing, 4–7
GrowthPro, 169

Habits:
correcting old, 83
“reprogramming for success,”

49–53
Hager, Brad:

about, 141–142
on recognition, 136–141

Head, Glenn and Marian:
about, 63
on VITAL signs, 54–62

“Heart and soul,” as more valuable
than capital, 19

Hetcher, Nick:
about, 191–192
on finding prospects, 181–191

Holmes, Oliver Wendell, 285
Home parties, 183, 240–244
“Hot button” selling and enrolling,

103
Hotel gatherings, 184
Hype, avoiding, 108–109

Inadequacy, see Confidence
Increasing returns, law of, 270–271
Inertia, law of, 270
Information, concentrating on

positive, 13–14
Ingenuity, as more valuable than

capital, 19
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“Instant impact message,” creating,
203–205

Instant messaging, 226–230
Integrity, see Values
Intention, igniting, 56–58
Interfaces, strategy and, 37–38
Internet:

audio on, 223–224
autoresponders on, 219–220
business opportunity forums on,

190
chat rooms on, 184
e-zines and, 222–223
generating leads from, 

210–212
instant messaging on, 

226–230
newsletters on, 222–223
pay-per-click advertising on,

217–218
postcard prospecting with,

220–221
video on, 186, 224
viral e-mail on, 185
writing for, 221–222

James, William, 272
Jargon, avoiding, 107–108
Jonak, Art:

about, 165–166
on effective operation methods,

156–165
Jones, Charles D. “Tremendous”:

about, 96
on urgency, 91–95

Joy, business values and, 122

Kennedy, Robert F., 260, 285
Kids, hiring, 187
King, Martin Luther, Jr., 260
Klaver, Kim:

about, 111–112
on listening, 104–111

Klaybor, Dave:
about, 53
on behaving your way to six-figure

income, 49–53
Kufus, Scotty:

about, 274
on fundamental laws of network

marketing success, 
268–271

on posture/process/perspective,
263–273

Law of attraction, 62
Leadership:

books on, 260
in community, 185
fruits of successful, 84
passion/expectations and, 

174–177
percent of time spent on

management and, 178–180
seven “Tremendous” laws of,

92–95
team’s expectations of, 177–178
vision and, 259–262

Leads, see Prospects
“Leave behinds,” 186, 188–189
Legend of the Light-Bearers, The

(Rubino), 297
Lennon, John, 52
Let the Trumpets Sound (Oates), 

260
Life:

loving of, 62
strategy and priorities in, 25–27

Listening, 104–111
business presentation and, 

105–106
to others, 202
perspective and, 273
product presentation and, 

107–111
prospects’ values and, 127–135
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Love, business values and, 
122

Loyalty, 95

Mach II Starring You (Brooke), 55
Mack, Jeff:

about, 257–258
on follow-up, 251–257

Magic Lantern, The (Rubino),
296–297

Marketplace, strategy and, 33–35
Marshall, Perry, 218
Maslow, Abraham H., 133
Matchbooks, 189
McDonald’s, 41–42
Meetings, monthly, 179
Melia, Mike:

about, 262
on visionary leadership, 259–262

Melia, Steve, 261
Mental toughness, as critical skill,

64–68
Mistakes:

of company, 75
learning from, 51–52, 79

“Motivated to motivating,” 94–95
Motives for buying, eight most

common, 241
Motley, Red, 98

Negative comments, countering, 206
Negative self-talk, managing,

290–291
Networking, octopus, 201–207
Networking Times, 57, 73
Networking University, 59

Code of Ethics of, 60–61
Network marketing industry:

belief in, 73
fundamental laws for success in,

268–271
people’s reactions to, 152–154, 206
recruiting from within, 189

Newsletters, 179, 198, 222–223
Nonprofit groups:

fund-raising with products, 190,
198

octopus networking and, 205
“Now,” in ESPN, 7

Oates, Stephen, 260
Octopus networking, 201–207
Online audio, 223–224
Overlapping leadership, 178–179

Pareto Principle, 60
Parties, 240–244
Passion:

finding in business, 113–117
as key to attraction, 272
leadership and, 174–177
living life with, 15
speaking from your, 202

Path of Least Resistance, The (Fritz),
56

Pay-per-click advertising, 217–218
Perception, persuasion and, 99
Performance, persuasion and, 98–99
Persistence:

business values and, 122
persuasion and, 101

Personal development, see also Self-
esteem

business stages and, 83
program of, 290–293
system and, 44

Personality:
as more valuable than capital, 19
eight types of, 101–102

Personalization, persuasion and,
99–100

Perspective, profit and, 264–265,
272–273

Persuasion, 97–103
Pierce, Stephen, 223
Plan, see Action plan
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Pleasing, persuasion and, 100
Poe, Richard, 57
Positive attitude, see Attitude
Posner, Amy:

about, 215
on generating leads, 208–215

Postcards:
for direct mail, 247
prospecting with, 220–221

Posture, profit and, 263–266
Power of one, 284–285
Power to Succeed, The (Rubino), 

293
Preparation, persuasion and, 98
Presence, in ESPN, 6–7
Priorities, strategy and, 25–27
Probing, of prospects, 99
Process, profit and, 266–268
“Production to perfection,” 93
Products, see also Company

authentic actions and, 60–62
belief in, 71–72
presentation of, 107–111
training in, 46

Professional groups, as prospect
source, 196, 199

Profit:
perspective and, 264–265, 

272–273
posture and, 263–266
process and, 266–268

Proof, of statements, 100
Prospects, 81. See also Customers

approaching of, 44–45
autoresponders and, 219
business values and, 124–125
busy people as best, 149–150
direct approach to, 151–154
effective methods of operation 

and, 162
generating leads on, 44, 191,

208–215, 237
passion for business and, 114–117

persuasion and, 97–98
sources of, 193–198
sponsoring a “no,” 167–172
system for, 41–47
timing of call to, 254–255
values of, 127–135
ways to find new, 181–191,

198–199
Purpose:

business values and, 122
positive attitude and, 14
strategy and, 27–28

Qubein, Nido:
about, 103
on persuasion, 97–103

Radio ads, 190
Reaching Out Methods (ROMs),

208–215
Recognition programs:

belief and, 75
in development system, 47
how to start, 140–141
importance of, 136–140

Referrals:
asking for, 114–115, 187, 202–203
from current prospects, 195–197
from people who said “no,” 

252
Rejection, changing response to, 

67
Relationships, maintaining positive,

12–13
Residual income, 143–148

financial and tax planning and,
147–148

Resources, strategy and, 38–39
Respect, business values and, 122
Rewards, see Recognition 

programs
Robert Kennedy and His Times

(Schlesinger), 260
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Rohn, Jim:
about, 20
on nine things more important 

than money, 17–20
quoted, 260

Rubino, Joe:
about, 294
books of, 191, 256, 290, 293,

295–298
on self-esteem, 287–293

Ruhe, Jan:
about, 244–245
on home parties, 240–244

Sales, Tom, 57
Sales reps, recruiting as prospects,

187
Schlesinger, Arthur M., Jr., 260
Schreiter, Tom “Big Al”:

about, 90
on importance of skills, 86–90
quoted on authenticity, 61
quoted on success, 156

Screen names, 227–228
Scripts, 110, 171, 210–211
Secrets of Building a Million-Dollar

Network Marketing Operation
(Rubino), 256, 295–296

Self-discipline, 9–16, 95
Self-employment, 82–83
Self-esteem, 74. See also Personal

development
importance of high, 287–293
overcoming challenges/

obstacles/fears and, 
275–285

vision and, 288–290
“Seller talk,” avoiding, 107–111
Service, business values and, 122
7 Habits of Highly Successful People

(Covey), 59
7 Step System to Building a

$1,000,000 Network Marketing

Dynasty, The (Rubino), 191,
290, 295

Siebold, Steve:
about, 68
on mental toughness, 64–68

Sizzle cards, 169–172, 188–189
Skills:

strategy and, 32–33
success and, 64–68, 86–90

Skyline Exhibits, 236
Social contacts, see Warm market
Spaced repetition, mental toughness

and, 66
Sponsor, presenting prospects to, 

150
Sporting events, prospects and, 187
STEAM System, 242–243
Steingart, Max:

about, 230–231
on instant messaging, 226–230

Stevens, Mark:
about, 47–48
on power of great system, 

41–47
Storytelling, 109–110
Strategy:

assessment questionnaire for, 
22–24

core skills and, 32–33
core values and, 30–32
interfaces and, 37–38
life priorities and, 25–27
marketplace and, 33–35
purpose and, 27–28
resources and, 38–39
system and, 35–36
vision and, 28–30

Strengths:
affirming personal, 291–292
becoming aware of, 52

Study groups, 198
Success stories, importance of telling,

72
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Surprise, in ESPN, 6
SWOT analysis, 34
System:

commitment and, 43–44
goals and, 42–43, 46–47
prospect approach and, 44–45
prospect list and, 44
recognition program and, 47
strategy and, 35–36

Tapes, see Third-party tools
Technobabble, avoiding, 107–108
“10 Name Quick Start,” 116
10 Weeks to Network Marketing

Success (Rubino), 
297–298

Terhune, John:
about, 16
on attitude, 9–16

Tested Advertising Methods
(Caple), 217

Third-party tools, 183, 269
effective operations and, 161,

162–163, 165
Three-foot rule, 183
Three-way calling, 164
Time:

as more valuable than capital, 
18

organization building and,
260–261

TINA (“There is no average”), 
249

Tip clubs, 195
Tipping, and leaving business 

card, 189
Tour, of company headquarters, 

73
Tracy, Brian, 260
Trade associations, 198
Trade show booths, 232–239
Training:

benefits of, 80
duplicable system for, 243

for mental toughness, 64–68
self-belief and, 74
of team, 59–60
using company’s resources for,

71–72
Trustworthiness, business values and,

122

Unstoppable attitude, 15–16
Upline leaders, 80
Urgency, 91–95
“Use or lose,” 92–93

Values:
assessing and bringing to business,

119–125
as basis for selling, 127–135
statement of, 15
strategy and, 30–32
vision and, 288–289

Video, online, 224
Viral e-mail, 185
Vision:

action plan and, 289–290
beliefs and, 70, 76
leadership and, 259–262
self-motivation and, 76
strategy and, 28–30
values and, 288–289
visualizing of, 54–56

Visit, to company headquarters, 
73

VITAL signs of healthy business,
54–62

acting authentically, 60–62
igniting your intention, 56–58
loving your life, 62
training your team, 59–60
visualizing your vision, 54–56

Voice mail, 185
Vollmer, Don and Mary Lou:

about, 239
on trade show booths, 

232–239
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Walker, Cliff:
about, 39–40
on strategy, 21–39

Warm market, 182–183, 197,
208–209, 226

Wave 3: A New Era in Network
Marketing (Poe), 57

Weaknesses, becoming aware of, 
52

Whitman, Walt, 273
Wolter, Romanus:

about, 207
on octopus networking, 201–207

WOO (window of opportunity), 1–7
Wooden, John, 5
Writing:

of own information product,
221–222

for publication, 188

Yarnell, Mark, 177

Zavadowski, Chris:
about, 224–225
on Internet prospecting tools,

216–224
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