International Convention 2010 – Notes


Believe the Unbelievable - JR Ridinger
- You are what you are because that's the way you think!

- Change your thinking, change your direction!

- We are victims of our environment and our beliefs

- one man's belief can change the world



Prospecting, Recruiting and Sponsoring - Keith Doyle

- know the difference

- prospecting: making a new friend; you have to do it all the time

- recruiting: building a friendship, taking them through a courtship

- sponsoring: when you bring them into the business

- be the person first: write down every attribute of the person you're looking for; BE that person; keep the list with you; you will attract the type of person you're looking for

- fish, don't hunt! 24 hours a day!

- always think 'conversation' not presentation; start with a compliment; the key is to find a common interest!

- build that friendship unilateral the time is right to share the program

- set the follow up first! "You won’t understand all of this and I can't share it all with you at once, so let's set a time to get together again"

- STP with the 3 P's: Push, Play, Pause

- close them with referrals; "who are you thinking about right now?" Call them!


The UnFranchise Business Plan
- you need to identify a trend or a paradigm shift; and you need to get in at the beginning and not the tail end of the parade; imagine getting in on the ground floor of Google or McDonalds

- the mind is like a parachute: it only works when it's open

- 3 guarantees: if you don't look at anything, you'll never find anything; if you never try anything, nothing will ever change; if you can't do this, you can't do anything. It's your best chance to achieve financial success

- we are gonna set you up with a package that is like a cross between amazon.com and QVC.

- it's not like anything; it's a brand new model; but it resembles a franchise

- you pay on average $147k (upwards of a million) for the right and privilege to pay the franchisor 5-10% of your monthly earnings. Why would anyone do that?! Because they know it has a very high chance of success due to a PROVEN business plan

- we do exactly the same thing, but instead of charging you a royalty, we pay you one!

- it all starts with products

- as a product brokerage company it's very important for us to provide a large variety of products

- no manufacturer can make everything well, so we go to the individual manufacturers who make different products the best!

- no one likes to sell, and it just so happens that most of our Market America branded products are in multimillion dollar markets that people are already buying


Social Media 101
- the media form of words photos audios videos

- share and encourage interaction

- the ability to reach consumers globally

- the purpose of social media is to engage stimulate encourage them to share and empower other to reach their own dreams and goals

- the process of taking social media and using it to network with others

- involves grouping specific individuals and organizations together

- used to reach out to existing customers and to find new ones

- allows to connect and create a more personalized customer

- social media can boost your customer outreach, create brand awareness, improve customer service

- social media engagement will contribute to a boost in sales, help develop more personal relationship with your customer and cultivate growth in your business

- Social networks to join: Facebook, Twitter, maChatterbox, YouTube

- Twitter is a micro-blog for "tweets"

-- proven to be an easy way to find customers

-- use search box with key words of the people you're looking for

-- excellent way of gathering information

-- branch outreach: making your business known to others

-- brings advice and suggestions from experts

-- tweets are indexed in real time

-- direct message: to a person you're following or is following you (DM) i.e. DM @lorenridinger

-- retweet: a message someone else posted that you are resending to your followers (RT) RT@lorenridinger

-- hash tags: a way of grouping tweets together; just include a # ( i.e. @lorenridinger getting ready to speak at #MarketAmerica convention)

-- shortening URLs with http://maBuy.it (or bit.ly or tinyurl.com)

- tips for effective Twittering

-- check your Twitter account 3x per day

-- give out your Twitter account when networking and add to email signature

-- engage in conversation on Twitter; if someone asks for an opinion or posts an interesting comment, reply back and they'll likely respond

- ways to enhance/engage followers

-- encourage followers to retweet you

-- fill out your bio

-- include your Twitter account everywhere

-- photos/pics are heavily retweeted

-- use hash tags #

-- ask your friends and followers to recommend you to their followers


Building the Business - JR Ridinger
-know what you're doing and believe BIG!

- there is a method to the madness

- the individual who succeeds simply does what those that fail don't or won't do

- MA is getting bigger, better, faster and easier

- BELIEF - it all comes down to that. Whether you believe you will succeed or not, you're right

- recruiting is a function of belief; when you believe it's impossible not to recruit

- The Basic 5 - it all comes back to the fundamentals

Bigger, Better, Faster and Easier

- Paid to Shop, cash back, invite tool

- shopping list wizard

- CRM (customer relation manager) prospect tracking and development

- lead generation

-- portal customers

-- cyber leads

- apprentice program eliminates the money excuse

- social media campaigns

- ma Network

- NPO the future of fundraising

- portal redesign

- mobile applications 

- free downloads from Conquer entertainment and ma My World

- we're in a business of keeping people in the business until they see the light

- Act as if (demonstration of your belief)

- audios are key; reprogram your brain; you become what you think about all the time; the manifestation of our predominant thinking

- knowledge exudes confidence

- it makes you tough mentally and creative

- acknowledge when people in your organization download and/or listen to an audio (what'd ya think?!)

- audios are prescriptions; mental supplementation, feed the mind

- maRadio on the toolbar has all the audios on it

CHAIN REACTION

- programming creates beliefs

- beliefs create attitudes

- attitudes create feelings

- feelings determine your actions

- actions determine results!!

- identify your WHY

- what would I like my life to be? How many legs, centers do you need? Follow the roadmap on a daily, weekly, monthly and yearly basis

- your success (or lack thereof) reflects your level of belief and confidence

- When people wish or complain, your attitude and belief kicks in and your mind goes to the business

- when in doubt just blurt it out

- meeting people = developing possibilities and that is the key

- cultivate possibilities; develop a relationship

- you don't know where they're going to come from and you don't have to; just fill the bean jar and shake it up, the nuts will rise to the top

- open your mind

- 40% of upper level jobs are found/filled online

- 25% of relationships began online

- social networking is the key

- use the invite tool; everyone knows at least 150 people

- 35% cash back on Prime Secretagogue and 40% cash back on resveratrol this weekend!

- Google "Get Paid to Shop", Market America is #1


Search Engine Optimization - Brian McDowell

- over 25% of traffic to shopping websites is from search engines

- 52% of click-throughs happen within the first 4 listings

- the top organic listing gets 27% of the clicks

- maBuy.it is a URL shortener (maBuy.it/seo)

Fast Track: Goals

- retail to recruit

- 5 surveys/wk, 20/month

- survey, info packet, follow up w/in 24-36 hours

- ask if any reason NOT to try the product

- use testimonials

- follow up regularly; build relationship

- teach them to shop on the portal

- teach them to share the product with others

- plan an approach with a senior business partner to share the business opportunity

- use the surveys at every home kickoff or one-on-one

Fantastic Four

- four people, four events

- three most important things to do: sell products, sell tickets, and show the plan

- total commitment, no excuses

- accountability is the key



NPOs - Kevin Buckman

- any approved 501(c) can receive "royalties"

- view the NPO A/V presentation on unfranchisetraining.com (there are 3)

- print out npo application and sponsoring distributor's terms and conditions (complete and mail in)

- attach copy of NPOs 501(c) IRS documentation

- automatically get 7 centers

- no fees, costs, initial orders, activation, quarterly report, annual renewal, etc required

- customers on their portal can still earn cash back

- BV and IBV are auto-placed

- the margin (profits) from orders are deposited into an acct that will be swept at the end of the month and sent out as a monthly royalty check to the NPO

- BV and IBV will accrue each month

- when the NPO royalty center reaches standard commission payout levels, weekly royalties are sent to the NPO

- YOU are the customer manager for all the customers that shop on the NPOs portal

- you are responsible for collaborating with the NPOs primary contact to support marketing efforts using: eflyers, web portal previews, weight mgt seminars, etc.



nutraMetrix Consultants Meeting

- nutraMetrix Custom Health Solutions

- Remember Market America 101

- nutraMetrix, a division of Market America

- the only thing standing between you and Director is 1600 customers purchasing 50 BV per month

- distributors working base 10, 7 strong or HPs working base 400, 7 strong

- You must map out how you will get there or you'll never get there

- Think big

- Percentages are much higher with warm leads

- Slow down to move faster

- Work with your power base

- Who do you know who is a patient of someone?

- You don't need to cold call

- nutraMetrix offers customized health solutions, not "just" products

- Have a conversation with HPs, not a presentation

- The goal of the first appt is to uncover their needs

- Don't be afraid to talk about money with HPs

- You can't help them achieve their goals if you don't know what they are

- Use the HP Implementation Guide - step by step planning tool for developing a retail model in the office (12 pgs)

- It's not about just getting an account; it's about getting an account that implements

- Make sure everything you do is right and duplicatable

- Maximize the earnings in the practice 

- Identify at least 2 staff members that will assist with implementation

- Explain to the HP how by creating accts for the staff members, the HP can earn commissions on the sale of products in the office

- Start with traditional MA business building

- Focus on getting the HP paid and maximize their profits

- Simplify and make the system work

- Get staff members involved and get them paid

- Promote MA cash back to HP and staff



Social Media - Steve Ashley

- announce events and webinars, invite your friends

- post regular status updates

- add social profiles to your email, business cards, etc.

- provide users relevant information

- add "quality" friends

- locate people with similar interests

- Say Hello, build a relationship; don't lead with business

- Use advanced search on LinkedIn, Facebook, Twitter

- social networks are about new customers and UFOs

- remember your "target" audience

- share relevant products and experiences with friends

- earn their trust, don't expect it

- don't spam or be too "selly"

- meet people, communicate, build relationships

- use maCashback as your bait!

- if you are not exposing your business via social media, someone else is


Recruiting and Sponsoring Using IBV

- cash back and the web portal

- daily activities into investment

- the products, the partner stores, use of the ma credit card

- IBV party to show the business opportunity through the shopping; 3 parts: 40 minutes on IBV products (Macys, Victorias Secret, QVC. etc); more is better

- 20 minute break (some will leave - be sure to follow up with them)

- next 60 min: UBP - turn your daily activity into investment

-- BV: change a brand name, buy from your own business

-- IBV: buy from your partner stores


Prospecting and Recruiting – Frank Keefer
- establish someone as a possibility before recruiting them
- a person needs to indentify within themselves WHY they are doing the business
- introduce prospects to a third party; it helps if they have something in common (background, job, etc;)
- FOLLOW UP!!
- take the focus off yourself! Forget about the money, the money will come
- Learn to Listen!! The prospect will bring up their needs, wants, or desires
- stimulate people’s interest so they want to know more; ‘What is it’?
- Learn to ask questions! You’re trying to wake people up to the fact that there’s more to life
- tell recruit everything they must do to be successful; they want to know
- find people that will learn, follow, and put their ego aside

How to Build the Business without Friends/Family – Lisa Liberman-Wang
- ABC – Always Be Cultivating possibilities
- make it a habit to find people when you’re out
- ask a lot of questions
- have enough people in your funnel so you’re not stalking anyone
- Important Phrases:

( ‘Really?!’ They keep talking . . .
( ‘Wow!’ They keep talking . . .
( ‘No kidding!’ They keep talking . . .
- say ‘Hello’, smile, be a magnet, dress for success
- do I want to make it Big? Do I want a better life? And is this person gonna help me get there?
- look for people with a sphere of influence (trainers, brokers, church, personal growth, hobbies/clubs, kids sporting events, etc;)
- people you patronized or patronized you (business)
- don’t be afraid to pay for referrals
- pick up business cards; “expanding a business in the area”
- cultivate leads; just like dating
- schedule time to follow up (specific times)

- “The next step is . . . “

