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INTRODUCTION

Have you ever thought of earning more than what your senior manager is earning in the same organization? Have you ever dreamt to earn more than what your CEO earns? Did you ever think of an organization where all the members of it get the same amount of earnings in proportion to their contribution to the business?

The answer to all the above questions is Network Marketing. It is a form of franchising based on the concept of word-of-mouth advertising. Network marketing is also known as Multi-Level Marketing (MLM).

In a typical multi-level marketing or network marketing arrangement, individuals associate with a parent company as an independent contractor and are compensated based on their sales of products or service (as well as the sales achieved by those they bring into the business).

In a legitimate MLM company, commissions are earned only on sales to the end-user, who is often also a distributor. No money may be earned from recruiting alone ("sign-up fees"). Some companies produce revenues primarily by attracting new participants or selling them marketing services, as opposed to selling actual products. One must analyze the compensation plan to determine whether participants are paid from actual sales to customers and not from new-recruit bonuses or business support sales.

Multi-level marketing has a recognized image problem due to the fact that it is often difficult to distinguish legitimate MLMs from such illegal scams as pyramid or Ponzi schemes. NM/MLM businesses do operate legitimately in all 50 U.S. states and more than 100 other countries, and new businesses may use terms like "affiliate marketing" or "home-based business franchising."

Unlike other conventional companies, which have to pay crores of rupees as advertising money, the beauty of network marketing lies in paying this sum of money to independent distributors, who help to advertise via “word-of-mouth” instead of using advertising agencies. The specialty of network marketing is that every member of network act as an independent distributor, where he builds his own network that constitutes part of the core network system. Network marketing uses the concept of franchising to let ordinary, common folks to run their own business with an easily duplicable system, but at a fraction of capital investment and with minimal risk. Minimal risk only because low capital is required. Every member in the network has his own role and equitable recognition. Each one has a say in the in network’s expansion unlike in the conventional pyramidal form of organizational structure, hence, it is also known as “multi-level marketing”.

Network marketing is found to have its own distinction over direct selling. In conventional direct selling model, in order to conduct sales of Rs 50,00,000, you might hire a sales force of 100 people and impose a sale of Rs 50,000 per person i.e., (100 * 50,000 = 50,00,000). Instead, in network marketing we have 50,000 people and all are responsible for Rs 100 each. Dilution of the responsibility of selling of one of the feature of network marketing.

The proof of success of network marketing lies is how you believe in his art of selling. Once an individual convinces himself that he is good in sales he becomes eligible to become member of the network. Network marketers start with a premise “If you are good at sales, you are already an expert”. How? Have you ever recommended a movie, book, restaurant, or any thing else to a friend, co-worker or a family member? Of course you have. We do this all at one time. If some one acts on your recommendation and actually enjoyed the movie, it is likely that he recommends the movie to some one else. It is quite obvious that this kind of “word-of-mouth” recommendation occur every day in our life. Here is an intriguing aspect that every one should think about. You paid money to see the movie, and the people you recommended the firm also paid money to watch it. But neither party received a cheque from the theatre thanking for the referral. The only people who got paid here were the theatre owner and the distributor, while you did advertising for them.

The concept of network marketing starts from the question “How would it be if you got paid for every recommendation you made, and so did those you told?”. You and those you tell, all gets paid for doing what you are already doing.

Within marketing it is used to describe a marketing paradigm that stresses the interconnectedness of market actors and transactions. It can be seen as the application of systems thinking to marketing. According to network marketing theory other marketing paradigms see the discipline as consisting primarily of dyadic relationships (ie., one buyer and one seller). Network marketing wishes to overcome this limitation by looking at transactions and relationships from the viewpoint of all those involved. This perspective originated in industrial marketing, also called b-2-b marketing, where multiple contact points are typical. It is not uncommon, for example, to have several decision makers in a company's "buying centre". Likewise, the marketer can be organized into a "selling team". With multiple actors on each side of the transaction, a complex network is created. This is further complicated by corollary actors like information gatekeepers, influencers, advertisers, and intermediaries. This network can expand over time as more people get involved. This approach sees marketing as a system of social networks where the relations between each of the links must be understood, including potential feedback loops, while at the same time, the system must be comprehended as a whole.
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WHAT IS NETWORK MARKETING?
Network (v. intr.): To interact or engage in informal communication with others for mutual assistance or support.

Marketing (n.): The act or process of buying and selling in a market. (The American Heritage® Dictionary of the English Language)

Thus a laymen's term for network marketing could be: People helping people to prosper by the consumption of related products, information, and/or services, in a collaborative team-inspired effort of self-empowerment.

Network marketing is also referred to as Multilevel Marketing (MLM) or Cooperative Marketing. It is the process of selling products, services, information, or business opportunities through personal or individual relationships with family, friends, coworkers, and a variety of others. The main goal focuses not only on selling the particular commodity, but also encourages the purchasing party's involvement in selling the services or product themselves. In return, these people often receive discounted products or services as well as monetary compensation. Usually, the more people you get involved in this method of self-benefiting product distribution, the more benefits or rewards you yourself receive.

Network marketing is synonymously referred to as Multi-Level-Marketing or MLM.

MLM companies usually thrive on some form of tier structured compensation plan. Simply put, the more prospects [people] you get involved in your business, the more residual income you make. Residual income can be thought of as "money earned from your prospects' efforts". This type of income is called residual income and is often coined an intangible asset.

Over the years many different types of MLM companies have come and gone. Lack of standard business policies and procedures, accountability, and other reputable reference availability often drove these businesses to inevitable failure. Many were even dubbed illegal due to unethical practices. One fundraising source states: "Many MLMs were viewed as get rich quick scams and disregarded by the general population. These scams were often referred to as Pyramid schemes and were well planned scams". (Profit Quests Fundraising; The MLM File).

Network marketing is an opportunity for individuals to create a business of their own with very little risk and high potential returns. This is done by developing a network of distributors who get their company's products and services directly to their customers. The network of distributors is formed through recruiting or as many network marketers would prefer to call it, sponsoring other people.

The term network marketing is used in two ways. In popular usage it is a synonym for multi-level marketing and often mistakenly considered the same as a pyramid scheme
Sponsoring is the term used to mean that a distributor recruits as well as trains up the person recruited. Those who are sponsored are called the distributors downliners. These downliners may also sponsor other people as their downliners and this could go on for a few levels In other words it's a geometrical growth pattern That's why network marketing is also known as multi-level marketing or MLM. The idea behind multi-level marketing (MLM) is simple. Imagine you have a product to sell. A common MLM product is some sort of panacea, such as a vitamin or mineral supplement. You could do what most businesses do: either sell it directly to consumers or find others who will buy your product from you and sell it to other people. MLM schemes require that you recruit people not only to buy and sell your product, but who will also recruit people who will not only buy and sell your product but also recruit people....ad infinitum. Multi-level marketing is system of marketing which puts more emphasis upon the recruiting of distributors than on the selling of products. As such, it is intrinsically flawed. MLM is very attractive, however, because it sells hope and appears to be outside the mainstream of business as usual. It promises wealth and independence to all.
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WHY NETWORK MARKETING
Why are so many of the baby boomers choosing network marketing?. Consider some of these benefits:

· A home-based business

· A business with national and international scope

· A business involved in distribution – one of the most important facets of a service-based economy

· Minimal start-up costs

· Almost no risk

· A business you can operate part or full time

· A business with no employees and minimal overhead

· The possibility of financial security and the time freedom to enjoy life
What other business offers this list of benefits? Most network marketing companies offer comprehensive training and support, so you don’t even need to know how to run a business. Network marketing offers you a way to take control of your financial future. When you work for someone else, you get paid for what other people think you are worth. You trade your time for other people’s money. Unfortunately, you don’t have enough time to make enough money to create long-term financial security or any level of time freedom.

A traditional job or business only allows you to earn money based on your efforts, or the efforts of a few closely managed employees – a salary, hourly wage or profit. Network 
marketing offers you the ability to leverage your time by finding other people to work with you. If you build a large network, you can earn bonuses based on the efforts of thousands of downline distributors. The best part is that you don’t have to invest any more time, this is called “time leverage”. Your sponsor, the person who introduced the network marketing opportunity to you, will help you become successful and you will in turn do the same for the people you sponsor.

Many distributors consider network marketing to be an excellent personal growth experience. As a network marketer, you will learn hot to run a successful small business, how to work with all types of people, improve your communication skills, learn to speak in public, establish some successful habits, and have a heck of a lot of fun all the while. Network marketing is challenging, rewarding, and difficult, and at times frustrating. But you will probably have more fun and meet more great people in network marketing than in all your years in the corporate and traditional business world.
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MULTI-LEVEL MARKETING VS NETWORK MARKETING
Many people ask what the difference is between multi-level marketing (MLM) and network marketing. Some people in the marketing industry say they are the same thing, and others say it is different.

The key difference is how marketers align themselves with the parent company. In MLM, multiple levels of people buy products from each other and get paid by each other. Amway and Shaklee are good examples of MLM companies. Only distributors who have reached a leadership level are contracted directly with the company to purchase products and receive checks. Everyone below buys from the leader at a slightly higher price, which results in a wholesale profit for the leader. The company pays bonuses to the leader, and the leader redistributes to the distributors below.

Network marketing is different. Everyone who signs up is contracted directly to the company. They all purchase products directly from the company at the same price and receive their bonus checks directly from the company. The arrangement is closer to franchising than MLM. This system eliminates the need to big inventories and sophisticated bookkeeping systems, thus saving the new network marketer both time and money.
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NETWORK MARKETING TERMINOLOGY
Active - In many compensation plans, only an active Distributor may earn commissions, and there may be any number of requirements to qualify as active, such as minimum monthly purchases, minimum sponsoring levels and annual renewal fees.
Binary - Each Distributor has two legs, and every new Distributor sponsored is placed in one of these legs. Some plans allow a Distributor to sponsor himself twice giving him four legs.
Breakaway - When Distributors are promoted to a certain title, they "break away" from their sponsor. Their group volume is no longer included in their sponsors group volume. Distributors are entitled to additional compensation.
Compression - Also called Roll-Up. If a commission cannot be paid to a Distributor due to that Distributor being inactive, unqualified or not eligible in a given time period, the commission "rolls up" to the next qualified, active and eligible Distributor upline. Generally, volume does not roll up but commissions do.
Downline - The Distributors personally sponsored by a Distributor, as well as all the Distributors they sponsor, etc.
Genealogy - The downline sales organization report of a company or Distributor.
Generation -The relationship between an upline breakaway and a downline breakaway, not including non-breakaways.
Group Volume (GV) - The total of all Personal Volume (PV) sold by a group for a commission period. This includes one's own Personal Volume.
Leg - Each personally sponsored Distributor and all his or her downline also referred to as a Line of Sponsorship.
Level - The position a Distributor has in a downline relative to an upline Distributor. Distributors personally sponsored are level one to the sponsor.
Distributor - A person who signs a Distributor Agreement who becomes an independent contractor of the company to avoid being considered an employee of the company.
Personal Volume (PV) -  The value of commissionable products and services purchased in a commission period.
Retail Volume - The volume of commissionable products purchased based on the retail price. Retail volume is seldom used by compensation plans, most plans rely on wholesale values to determine the commissions.
Sponsor - The Distributor immediately upline of a Distributor. It is usually the person who originally recruited the Distributor but may be different if the Sponsor inherited one or more people through Compression due to termination of previously sponsored Distributors.
Stacking - A usually undesirable technique used by Distributors to manipulate the compensation plan. Stacking occurs when a Distributor recruits other Distributors placing them in a single downline leg.
Upline -  A Distributor's sponsor, along with his or her sponsor, etc.
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THE BASIC CONCEPTS OF NETWORK MARKETING
Marketing in general is the provision of goods or services to meet consumer needs. For a product-driven company, marketing may be more closely defined as the process whose primary objective is to distrubute the maxium volume of product from the manufacturer to the consumer. Assuming no limitations in manufacture of product and a limitless reservoir of consumers, the effectiveness of the marketing process is determined by the distribution mechanism. The general marketing process is illustrated as follows:
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In the conventional marketing process, the distribution mechanism consists of four major elements each of which has its own particular structure: advertising, sales force, wholesale and retail operations. The general structure of the distribution mechanism in conventional marketing is static - each of the elements is connected in line and each element is designated a fixed set of tasks. The static structure of the distribution mechanism is independent of the customer.

In contrast, the distribution mechanism in network marketing consists of a single major element: the individual independent distributor. The independent distributor performs all the functions required to sell and distribute the product to the customer. Each independent distributor is linked to other distributors through a dynamic hierarchical non-linear network which grows by geometrical progression. [The details and functionality of this dynamic network are described below] Moreover, the process of generating new customers provides a natural path for developing the distributor network. Each new customer represents potentially a new distributor source. Thus a positive feedback loop is established which naturally expands the distributor network. The dynamic structure of the distributor mechanism in network marketing is therefore dependent on the consumer element. This is shown in the following diagram:
	




The extent of the positive feedback relationship is determined by the particular company. For Forever Living Products, which is product-led, this consumer-dependent relationship is strong.

The dynamic hierarchical network is characterisesd by geometrical progression. For example, a distributor signs on two new customers as distributors and they in turn each sign on two further distributors and so on. In this simple growth progression, by the fifth generation, the total number of distributors in the network has reached 31. This sum is easily calculated from the formula:
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where S is the total number of distributors in the network reached by the n th generation and R is the ratio between terms. In this example R = 2, n = 5 and S = 31. If each distributor signed up 5 instead of just 2, then R = 5, n = 5 and the total number of distributors is S = 781. This represents a dramatic increase for just 3 additional people per distributor and demonstrates the power of geometric progression. It is clear that the network grows rapidly and that in practice the network is more complex since: each distributor at each generation may sign on more or less than the number given in these examples, some distributors may cease to operate and the network generation may extend well beyond the 5th generation. A simple more realistic 4th generation distributor network may look like this:
The 1st generation shown in the diagram as the white circles is defined as the frontline in network marketing parlance and represents those distributors directly signed up under YOU. The 2nd generation level shown as the cyan circles and the 3rd generation level shown as purple circles constitute the remainder of the downline. The specific advantages of the network marketing mechanism are as follows:
· Each distributor builds his or her team network using the principle of duplication of training methods at every level of the network. In the case of Forever Living Products, integrity is essential in the duplication process. Within the broad pattern of the duplication process there is a modicum of room for individual implementation.
· Each distributor uses the products and is convinced of their efficacy.
· Direct contact by word of mouth provides the most powerful proven method of advertising. Sharing experiences with personal contacts, friends and family provides the cornerstone of most distributor networks.
· A personal bonus scheme is applied on the personal volume of product sold. The personal bonus percentage increases as the distributor rises up the ladder. An additional group volume bonus scheme is applied depending on the performance of the network belonging to the distributor and varying bonus levels applied within the given network. It is the group volume bonus that provides an additional 
· positive feedback mechanism which drives the incentive of each distributor to continue expanding their network.
· Forever Living Products' bonus schemes are generous compared to those of other network marketing companies. The particular marketing plan operated by Forever Living Products is discussed in Part 2.
The recruitment process consists of two essential ongoing activities: building and expanding the network team of individual independent distributors as well as building and expanding the consumer customer base. The understanding of the relationship between these two activities is critical to the development of a sound network business. The relationship is illustrated in the following diagram:
To develop the distributor network at the expense of the development of the customer base will severely limit the flow of money throughout the system and may consequently inhibit the recruitment process, as pointed out by Edward Ludbrook in "The Fundamentals of Network Marketing"(see reference at end of this section). Similarly, to restrict the recruitment process solely to the development of a consumer customer base will result in limiting peak performance levels resulting from the cost balance of maximum sustainable customer maintenance levels and customer losses. Clearly, the recruitment process is compromised by neglecting either activity. For optimum recruitment performance both the building and expansion of the customer base and the independent distributor network are essential and should be developed in parallel. Moreover, in addition to recruiting directly for new distributors, the consumer base further provides a built in positve feedback mechanism for the growth of new independent network distributors as previously discussed above. As suggested in the 
current diagram, a natural pathway exists between retail and wholesale customers. When total retail sales to a given customer reaches a specified value, the customer may then be offered the opportunity to purchase at the wholesale rate, market the products at the retail rate and join the network team. Thus, the conversion from retail customers to wholesale customers represent a strong possibility to create additional new independent distributors - this is the wholesale positive feedback loop. Of course there will be a fraction of retail customers who recognise directly the advantages of becoming an independent distributor and join the network team straight away - this is the retail positive feedback loop. The success of the recruitment process is determined by two primary growth lines: the independent distributor growth time line TD, and the customer growth time line TC. These growth time lines are indicators of the growth rate of new distributors and customers respectively. The customer growth time line TC is further subdivided into retail TR and wholesale growth timeTW lines respectively. In practice, effective recruitment process management requires the ongoing maintenance, continous followup and promotion of all the growth time lines.

Part 2: Forever Living Products Network Marketing Plan
The Forever Living Products 
(FLP) Network Marketing Plan, shown graphically above, is an excellent plan: it aims to reward distributors generously at every level of the business. There is no fee to sign up as an FLP Distributor, there are no annual fees to pay and it is not necessary to hold stock. Everyone in the Distributor Level progression from Assistant Supervisor to Manager buys their FLP products at the same 30% discounted price. The additional monthly Personal Volume Bonus varies from 5% to 18% depending on Distributor Level position along the progression starting from Assistant Supervisor and is calculated on the Retail Prices of all purchases each month. Hence the total profit on purchases will vary from 35% at the Assistant Supervisor level to 48% at the Manager level. In addition, as the network team grows, a Group Volume Bonus(Team-Leading Bonus) is applied according to the Distributor Level in the team. It is this Group Volume Bonus that provides the drive power of the marketing network engine. The colour coded graph above displays the basic structure and mechanism of the marketing plan up to Manager Level [Advanced Manager Levels are discussed in Part 3 of this article]. The following discussion illustrates the Distributor Level progression as a function of Case Credits over a period and the corresponding Personal Volume Bonus(PVB) and Group Volume Bonus(GVB).
DISTRIBUTOR LEVEL PROGRESSION
· Independent Distributor: You join the company as an Independent Distributor by signing the single-page Application Form, which is countersigned by your Sponsor into the FLP business. You receive your unique FLP identity number and you buy products from your Sponsor at the Retail price.

· Assistant Supervisor: To go from Independent Distributor to Assistant Supervisor you must purchase products to the value of 2 Case Credits (see explanation of Case Credits - CCs - below). You might buy the Touch of Forever Combo Box, or two of the Mini-Combos (either option will immediately qualify you), or loose products over a period of time. At this point you receive the Authorisation to Purchase (ATP) at the 30% discount price. Thereafter you will receive a monthly Bonus cheque direct from FLP representing 5% PersonalVolume Bonus on the Retail Prices of all purchases in the previous month.

· Supervisor: You reach Supervisor level when you and the members of your team purchase products totalling 25 CCs over any two-month period. At this level the Personal Volume Bonus on all the products you purchase is 8% and you receive an additional Group Volume Bonus(Team-Leading Bonus) of 3% on all products purchased by your Assistant Supervisor team members. If someone in your team becomes a Supervisor, you cease earning the Group Volume Bonus on their team until you progress to Assistant Manager level.

· Assistant Manager: To rise from Supervisor to Assistant Manager you and the members of your team purchase products totalling 75 CCs over any two-month period. At this level the Personal Volume Bonus on all the products you purchase is 13% and you receive additional Group Volume Bonus(Team-Leading Bonus) of 5% on all products purchased by frontline Supervisors in your team, and 8% on frontline Assistant Supervisors.

· Manager: To make Manager you and the members of your team purchase products totalling 120 CCs over any two-month period. At this level the Personal Volume Bonus on all the products you purchase is 18% and you receive additional Group Volume Bonus(Team-Leading Bonus) of 5% on all purchases by frontline Assistant Managers in your team, 10% on frontline Supervisors, and 13% on frontline Assistant Supervisors. 

· It is clear that the Group Volume Bonus kicks in at the Supervisor level and that higher levels along the Distributor Level progression accrue an increasing Group Volume Bonus from levels below. The Group Volume Bonus is the positive feedback mechanism which provides the incentive to maintain, develop and expand the 'downline' network.


CASE CREDITS, PROFITS & BONUSES - Examples

Case Credits: The international currency unit used by FLP for calculating Distributor turnover and bonuses is the Case Credit. Every product in the FLP range has an assigned Case Credit value which is related to the monetary value of each item. In the UK, the wholesale value of 1 Case Credit = £ 94.12 excluding vat. The corresponding wholesale vat inclusive value of 1 Case Credit = £ 110.59. This gives the retail vat inclusive value of 1 Case Credit = £157.99 taking the standard 30% discount price.

Profits and Bonuses: Your Bonus Cheque is based on the retail value of all purchases you personally make in a month and the total retail value of purchases made by your network group. Your Total Profit consists of three components: the Baseline Profit(BP) which is defined as the difference in value between all retail and wholesale purchases at the Vat inclusive value; your Personal Volume Bonus(PVB) percentage contribution and your Group Volume Bonus(GVB) percentage contribution. Both the Personal Volume Bonus and Group Volume Bonus contributions are calculated on the Vat exclusive retail value of purchases. Your total profit is the sum these three components: 

(1) Baseline Profit (BP) = [ R - W ] = 30%R __where R and W are the total Vat inclusive Retail and Wholesale value of purchases you make respectively and 30% is the standard discount price whichever position you are in the Marketing Plan.

(2) Personal Volume Bonus(PVB) = X%[R/1.175] __ where X% is the personal volume bonus percentage which varies on distributor level over the range {5%, 8%, 13%, 18%}.

(3) Group Volume Bonus(GVB) = Y%[R*/1.175] __ where Y% is the network team or group volume bonus percentage which varies as a function of distributor level over the range {3%, 8%, 13%} and R* is the total Vat inclusive Retail value of all purchases made by everyone in your network team below your distributor level.

Consequently,
Total Profit = 30%R + X%[R/1.175] + Y%[R*/1.175]

The following practical example illustrates the contribution of each of the components in generating the total profit.

Personal Volume Bonus: Say you spend £1050 wholesale on products (Vat inclusive): their retail value is £1500 (Vat inclusive), so this 30% discount price generates sales which amount to a Baseline Profit(BP) of £450 - whichever position you are in the Marketing Plan. However, your Personal Volume Bonus(PVB) will vary with your marketing plan position and the corresponding value of the personal volume bonus percentage X%. So, the Vat exclusive term X%[R/1.175] = X%[1500/1.175] = X%[1276.60]. The profit obtained from the Personal Volume Bonus and Baseline Profit terms are as follows:


................................................ X%............................ PVB.............. BP......................

Assistant Supervisor: .........5% on £1276.60 = £ .63.83 plus £450 = £513.83
Supervisor:.............................8% on £1276.60 = £ 102.13 plus £450 = £552.13
Assistant Manager:.......... 13% on £1276.60 = £165.96 plus £450 = £615.96
Manager:............................ 18% on £1276.60 = £229.79 plus £450 = £679.79


Group Volume Bonus: Of course, from Supervisor onward you will be making additional Group Volume Bonus(GVB) based upon the retail value of purchases by everyone in your network team below your Distributor Level. For simplicity, let us assume that the total retail Vat inclusive sales value of all the frontline Assistant Supervisors in your team is £2350 (Front line distributors are those distributors directly signed up under you). So, the Vat exclusive term Y%[R*/1.175] = Y%[2350/1.175] = Y%[2000]. The profit obtained from the Personal Volume Bonus, the Group Volume Bonus and Baseline Profit terms are given below. This is how it will affect your profits if your Distributor Level is Supervisor or higher:
................................................ X%............................ PVB................Y%..................... GVB.......... BP.....................
Supervisor:........................... 8% on £1276.60 = £ 102.13 plus _3% on £2000 = £ .60 plus £450 = £612.13
Assistant Manager:.......... 13% on £1276.60 = £165.96 plus _8% on £2000 = £160 plus £450 = £775.96
Manager:............................ 18% on £1276.60 = £229.79 plus 13% on £2000 = £260 plus £450 = £939.79

This example shows only the increase in Personal Volume Bonus and GroupVolume Bonus for the same level of frontline Assistant Supervisor turnover along the distributor progression (Supervisor => Assistant Manager => Manager). It does not take into account that Assistant Managers will have further contributions from their frontline Supervisor team turnover and that Managers will have contributions from their frontline Supervisor team turnover and from their frontline Assistant manager team turnover. A more detailed example of the team or group volume bonus based on frontline distributors at different levels with a more complex team structure is given in Part 5.
Part 3: Passive Income & Advanced Levels in Forever Living Products 
Network Marketing Plan
Royalty Bonuses - Manager Levels: There are 7 Manager Levels: Manager, Senior Manager, Soaring Manager, Sapphire Manager, Diamond-Sapphire Manager, Diamond Manager, and Double-Diamond Manager. You earn Bonuses on the first three generations of Manager in your business: these are calculated as a percentage of the total turnover in each of your Manager Businesses. The first six levels are shown below:
Passive Income: As you work with your Team, helping them to become Managers in the business, you start to access Royalty Bonuses. FLP pays these additional bonuses on three generations of your Manager business at a starting level of 6% on your 1st generation Managers, 3% on the 2nd generation, and 2% on the 3rd generation. As you develop more and more Manager-businesses, this can rise to a maximum of 9%, 6% and 5% Royalty Bonuses respectively for a Diamond Manager. The 7th Manager Level - Double Diamond Manager is reached when the distributor develops 50 recognised 1st generation sponsored managers.

Company Cars - the Earned Car Scheme: FLP will provide 36 monthly payments of £250 (Level 1), £375 (Level 2), or £550 (Level 3) if you - with your Team - hit specific turnover targets in 3 consecutive months. At the end of the 36 months the car is yours to keep permanently. In fact, after three years most people will have requalified, so FLP will pay for another new car, frequently at a higher level than the first.
Part 4: Practical Requirements of Building a Successful Business
 in Forever Living Products:

BUILDING A FOUR CASE-CREDIT BUSINESS
CASE CREDITS The international currency unit used by FLP for calculating Distributor 

turnover and bonuses is the Case Credit. Every product in the FLP range has an assigned Case Credit value which is related to the monetary value of each item. For example, the Combi Box is valued at 2 Case Credits (CCs), and cases of the Gel, Juice and Berry Nectar are worth 1.257 CCs each. In the UK, the relationship between the monetary value of each product and its Case Credit value is exact: The wholesale value of 1 Case Credit = £ 94.12 excluding vat. The corresponding wholesale vat inclusive value of 1 Case Credit = £ 110.59. This gives the retail vat inclusive value of 1 Case Credit = £157.99 taking the standard 30% discount price.
When you turn over 4 CCs each month in your business, this will be worth roughly £632 at retail and £442 at wholesale. This means you will have made around £190 gross profit on the monthly sales and you will receive a bonus cheque for just over £26 (based on the retail price ex vat - at the 5% bonus level). That amounts to just over £216 total profit on an outlay of £442.
4 CC BUSINESS It is vital for everyone to aim for a 4 CC business: (i) to generate the essential turnover that drives money around the system and creates our bonus cheques, and (ii) to lay the foundation for team-building and moving up the FLP ladder. A good proportion of this turnover should come from Customer Sales - as well as goods for your own use, and the sponsoring of new distributors. Note: the 4 CCs must all be in your name - this is your personal turnover each month.
RETAILING A customer base of 20 or more is recommended for the development of a sound networking business. You are aiming for customer loyalty - people who re-order every month or so without prompting. Inevitably some customers will only buy occasionally, and some will drop out completely (they may even join your team!) - so keep on looking for new customers. It is essential to have a sound follow-up system: if you look after your customers well, they will come back to you over and over again. Set a time frame to achieve 20 customers - three months, perhaps. These customers should generate 1 or 2 of your required 4 CCs total. Be ready around week 3 of the month to boost the CCs by additional sales through, for example, Aloe Awareness evenings, fundraising activities, a table at local events. Aim for 2 to 3 CCs from personal Retailing and own use.
SPONSORING Try to Sponsor 1 new person a month into your team. Ideally, they will buy a Combi Box from you to get their business off to a flying start - worth 2 CCs to you. If they need to retail their way into the business, you will aim to do three Product Launches with them in the first month or two which should easily give them the 2 CCs they need to qualify for Authorisation to Purchase at the wholesale price. You will start coaching them from Day 1 to do what you have done - achieve 4 CCs per month personal volume and Sponsor a new person each month. Aim for 1 to 2 CCs per month from Sponsoring - don't forget to ask your best customers if they would like to join your business and buy their products at the wholesale price.
TRACKING Keep a running total of your CCs to ensure you are achieving at least 4 CCs personal volume every month. Train your team to send you the pink copies of their orders promptly to keep track of your team CC total. Carry forward the total from the previous month: new positions are based upon CCs over a 2-month period (Base month & Qualifying month). Careful tracking is needed to ensure you reach the correct 2-month total CCs for success. Keep coaching your team members to do the same. Remember, you can use the second qualifying month for one position as the base month for the next.
Part 5: Earning Pathways in Forever Living Products:
INTRODUCTION
The FLP Earning Pathways graph represents an example of the annual income achievable as a function of time for three distinct pathways: Retailing, Team Building and Leadership. The curves shown in this example demonstrate the time-dependent relationship of the different earning pathways. In reality a "family" of curves would be generated, shifting significantly along the time axis, since some distributors take the fast track, develop large teams quickly, and achieve substantial income growth in their first year or two, while others may be satisfied with moderate income growth over several years. It is helpful for distributors to be able to estimate their expected income over any specific period, according to their position on the Marketing Plan, and the size and "shape" of their team (the number of downline distributors they have at each level in the Marketing Plan).
In the following discussion of the three earning pathways we have chosen examples which give some idea of the earning capacities of the different pathways. We make use of a general formula:
Total Profit = 30%R + X%[R/1.175] + Y%[R*/1.175]
where R is the vat-inclusive Retail value of personal turnover and X% is the corresponding personal bonus percentage; R* is the vat inclusive Retail value of the network team turnover and Y% is the average network team bonus percentage. Bonus percentages are calculated on the Retail turnover value minus the VAT component (currently 17.5%). As is evident in the formula, the total profit consists of three contributions: the 1st term, 30%R, gives the personal profit on sales; the 2nd term, X%[R/1.175], gives the personal volume bonus and the 3rd term, Y%[R*/1.175], gives the approximate group volume bonus or "network team" bonus. The formula for total profit is now employed to estimate the annual income of a distributor on different earning pathways over a given period in time.
Note that when a distributor turns over 4 CCs every month for 12 months (in line with the 4 CC strategy), this amounts to a vat-inclusive Retail turnover value of £7584 per annum (R = 4 x 12 x 157.99 = £7584) where the retail vat inclusive value of 1 CC is taken as £157.99.

RETAILING
When a distributor chooses to concentrate solely on retailing products, and to work on a very part-time basis of around 6 or 7 hours per week, then it is clear that earnings will grow to a point which is self-limiting: there is insufficient time for further sales to be made. If it is assumed that the distributor is at Assistant Supervisor level in the marketing plan and averages 4 CCs per month, then:
X% = 5%, R = 7584, Y% = 0, R* = 0
and the total profit per annum given by the formula yields an income of £2597.92 per annum.
This level of additional disposable income approaches a practical maximum of about £3000 per annum, yet may be extremely useful for an individual - making it possible for them to take a family holiday, for example, or to buy a second car. It is difficult to achieve the next level of Supervisor or beyond by retailing alone (though, of course, there are exceptions to this rule).

TEAM BUILDING
When distributors decide to start building their own networks by recruiting like-minded people to work with them in their business, they can generate significantly larger incomes. They will be earning group volume bonuses or "team-leading bonuses" on their downline distributors, whilst maintaining their retail customer base. It is vital for everyone at Supervisor level and above to ensure they personally turn over at least 4 CCs of product every month, in order to earn bonuses on turnover produced by their network downline distributors. To calculate the value of the average group volume team bonus Y%, it is essential to know how many distributors are at each level (Assistant Supervisor, Supervisor and Assistant Manager). By using the following simple mathematical formula, it is possible to calculate an average bonus percentage for any team, up to and including manager level in the marketing plan:
Y% = [PasNas + PsNs + PamNam] / [Nas + Ns+ Nam]
Here Pas, Ps, Pam are the group volume or "team" Percentage bonuses that a team leading distributor may receive from his network downline distributors at assistant supervisor (Pas), supervisor (Ps) and assistant manager (Pam) levels respectively. These will vary in value according to the particular level of the team leading distributor in the marketing plan:
Group Volume “Network Team" Percentage Bonuses
	Marketing Plan Level
	Pas
	Ps
	Pa m

	Manager Level
	13 %
	10 %
	5 %

	Assistant Manager Level
	8 %
	5 %
	
	Supervisor Level
	3 %
		

	



Nas, Ns, Nam are the Number of distributors in the network downline who have reached the network marketing plan level of assistant supervisor (Nas), supervisor (Ns) and assistant manager (Nam) respectively. The following two worked examples highlight the 
relationship between the extent and structure of the network team and the overall contribution of the network team turnover to the total annual income.
(1) Let us assume that the team leading distributor has achieved assistant manager level in the marketing plan, so that their personal volume bonus percentage X% = 13%, and that this distributor averages 4 CC's per month so that the total personal retail turnover R = £7584 per annum. In this example, the downline team is assumed to consist of 15 active distributors of which 13 are frontline assistant supervisors and 2 are frontline supervisors. Referring to the table gives the corresponding percentages in the formula for Y%. Hence, the data to calculate Y% are:
Pas = 8%, Nas = 13; Ps = 5%, Ns = 2; Pam = 0, Nam =0
Substituting these values into the formula:
Y% = [PasNas + PsNs + PamNam] / [Nas + Ns + Nam]
gives the following result:
Y% = [(8 x 13) + (5 x 2)] / [2 + 13] = 7.6%
So with this specific extent and structure of the downline, the average group volume team bonus Y% comes out to 7.6%. Now if the combined network downline produces an average of 45 CC's per month, then the corresponding vat-inclusive retail turnover by the network R* = 45 x 12 x 157.99 = £85,314.60 per annum. The assistant manager's annual income can then easily be calculated from the formula for total profit:
Total Profit = [30%R + X%[R/1.175] + Y%[R*/1.175]
Substituting these values gives:
Total Profit = 30%x7,584 + 13%/ x 7,584/1.175 + 7.6% x 85,314.60/1.175 = £8,632.50
The total profit per annum given by the formula for this team leading assistant manager is £8,632.50
(2) Let us next assume that the team leading distributor has developed his network team further and as a result has now achieved manager level in the marketing plan. This means that the personal volume bonus percentage X% is now 18%. Also, to earn bonuses from the downline network, this team leading distributor continues to average a personal turnover of 4 CC's per month so that R = £7584 per annum. In this example, the downline team is assumed to have grown to 20 active distributors of which 15 are frontline assistant supervisors, 3 are frontline supervisors and 2 are frontline assistant managers.
Referring to the table above gives the team bonus percentage data required to calculate Y% :
Pas = 13%, Nas = 15; Ps = 10%, Ns = 3; Pam = 5%, Nam =2
With this particular extent and structure of the downline, Y% comes out to 11.75%.
Now, assuming the combined network downline produces an average of 55 CC's per month, then the corresponding vat-inclusive retail turnover by the network R* = 55 x 12 x 157.99 = £104,273.40 per annum. The manager's annual income can then be easily calculated from the formula for total profit and comes to £13,864.34. This level of annual income may serve as a modest primary income, or perhaps as a robust secondary income stream.
However, having achieved manager status, the distributor has completed the basic team-building process - the critical developmental stage on the path to Leadership and passive income, if that is the way he wishes to proceed.
HOW DOES IT WORK?
The magic in network marketing is in its multiplication effect. Distributors earn in two ways; first through commissions on their own direct sales and second through the commissions and bonus earned on the total volume of sales from their own personal network of downliners. The larger the network and the more the network sells, the greater they earn. The amazing part of it is in the residual income that they are entitled to money that may keep coming in even if they don't sell much themselves. Sounds too good to be true? Well, not to those who are reaping all these benefits.

The secret behind the success and popularity of network marketing lies in the nature of its characteristics. First, this type of business does not need to spend millions of dollars on advertising as in other big corporations. Instead, distributor sell mainly by word-of-mouth. Distributors personally use the products they represent. discover the fine quality and effectiveness before recommending the products to other people.

In other words, MLM is just like seeing a great movie and then telling your friends about it, but in this case, you also benefit from doing so. Products go straight from the manufacturers to consumers, omitting added costs of having middlemen or jobbers in the distribution line which mark up prices, as in the retail business This explains the relatively cheaper washing detergent you'd usually find from a network marketing brand. Lower costs also mean network marketing companies can inject better quality into the products while maintaining lower prices.

That's the cost effect. On the distributors' part, the beauty of this business is that anybody can get involved by paying only a minimal fee of usually less than $100 (as opposed to a franchise which may involve hundreds of thousands of dollars). Distributors who use the products get to buy them at a discounted wholesale price. They can also start small in their business and go at any pace they wish, have greater control over their time, be their own boss. As they can work in the comfort of their own homes, minimal overhead can be expected. Territorial restrictions are not associated with network marketing and products can be sold almost anywhere. All there payoffs are, of course, in addition to the massive opportunity to earn big bucks on top of other rewards and attractive incentives.

Not much has changed over the years, yet this is still this is one of the most rewarding home business opportunities today. The majority of companies offer products and services that the average person uses on a daily and consistent basis. Today we have products like communication services, internet access, nutritional products, water filtration systems, financial programs you just name it.

This business does have a high failure rate though; some of this stems from the false representations made on the internet and by distributors who just don’t have the necessary skills to be successful. Some of these wildly exaggerated claims include statements like no sales required, no prospecting our web site system will do it all for you. Show me one business today that requires no sales to be successful!

1. working from home

2. spending quality time with their family

3. financial freedom

and clearly sets them up for failure before they even get started. Statistics have shown that most of the distributors that have stayed in this industry for 10+ years, achieved a level of income beyond their wildest dreams, yet most people will quit before the even get started.

So why do they fail? A lot has to do with the promise of something for nothing. You will find businesses advising you that their web site systems will do all the marketing, advertising, prospecting and recruiting, no sales required. Distributors also share in this failure by lack of action, commitment and realizing this is a sales business!
UNDERSTANDING THE POWER OF NETWORK MARKETING
	“I would rather have one percent of a hundred people’s efforts than one hundred percent of my own”.
                                                           - J. Paul Getty, billionaire and industrialist


Terms such as Network Marketing, 'MLM', and Multi Level Marketing all refer to the same type of business model. This industry has had more than it's share of scumbag crooks and con artists that have used and abused the concept. However, if you do your homework and get involved with a legitimate network marketing organization, this business model has exceptional income potential.

Network Marketing can produce outstanding results if you know a few simple concepts, the understanding of which is critical to your success.

Network Marketing, MLM, and Multilevel Marketing are unlike franchises or conventional businesses in that they take advantage of all three of the important, yet misunderstood principles of:

1) Leverage (of Time and Money) 
2) Residual Income 
3) Geometric Growth Through Duplication

Unfortunately these principles are not well understood by many of the people that undertake network marketing. And that's just one of many reasons why so many fail at network marketing. There are lots of other reasons, and it would take volumes to cover them all. But this is one of the more common ones. Because if you don't comprehend and believe in these principles, it's impossible to help others fully understand and appreciate them.
LEVERAGE:

Every successful person or business takes advantage of leverage. There are only 24 hours in a day and no matter how talented you are or how much you get paid per hour, if you don't take advantage of leverage you're limited by the number of hours in a day. As a side note, I have heard of cases where an occasional lawyer was billing more than 24 hours 
per day...but, I guess that's another story. By learning to leverage your time, you can also benefit from a percentage of other people's efforts, and dramatically increase your income while creating more free time for yourself.

The unique and wonderful thing about the Network Marketing business model is that everyone has the same opportunity to become the 'owner' of his or her own business - with a fraction of the investment of time and money of a franchise or traditional business.

In network marketing the people at the top definitely have a vested interest in helping others on their team succeed.

Would you rather receive 100% of one person's efforts, or 5% of the efforts of 100 people?

Obviously 100% of one is always only ONE. But 5% of 100 is FIVE.

Not only will the total result with leverage almost always be amplified, but your income is not dependent on only one person. If your income is produced by the activities of many, it is much more dependable. Even if something unexpected or negative happens to one or more of those people, it only has a minor effect on the TOTAL production.

It's great to get paid while you're sleeping or away on vacation. That's one of the many advantages of leveraging your time.

RESIDUAL INCOME:

When someone mentions residual income many people automatically think of actors or musicians.

Residual income is recurring income that you continue to receive long after the work you've done to produce it has ended. There are lots of ways to produce residual income. However, many people don't understand it, and still others have never thought about or been exposed to it.

A very simple example of residual income is interest earned on money in the bank or investments. You continue to receive this income without having to invest any more time to produce it.

Suppose you had the choice of doing a job and earning $1,000 once, or getting paid $50/month for the rest of your life...which would you choose? If you chose the $50/month you obviously "get" the concept of residual income.

Clearly, $50/month will surpass a single payment of $1,000 relatively quickly. And if it lasts for a few years, or better yet - the rest of your life - it will really be a blessing.

Residual income is certainly not about "getting rich quickly", even though with the right opportunity it's possible to produce a substantial residual income stream in a relatively short time.

Most people who fail at network marketing either choose the wrong network organization or just give up too soon and quit because they expect overnight results. It is important to recognize that the real beauty of residual income is on the back end, not the front, and that once you build it you have the financial security and time flexibility to do just about anything you desire for the rest of your life!
GEOMETRIC GROWTH (DUPLICATION):

The classic illustration of geometric growth is the frequently used penny-a-day example.If you save one penny on the first day, and double it every successive day, (day two you have 2 pennies and day three you have 4 pennies, and so on) how much will you have at the end of 30 days?

The answer, to the astonishment of many, is $5,368,708! Amazing, but true.

That's a simple and dramatic illustration of how networking can work. If I can teach you, I've doubled myself. If we each teach someone else, we've doubled again. As this duplication or geometric growth process goes on and on, it can produce some amazing results in a relatively short period of time, just like the penny example above.

So there you have it, understand and apply these three principles

1) Leverage (of Time andMoney) 
2) Residual Income 
3) Geometric Growth Through Duplication

and, given sufficient time and effort, you should enjoy a successful and financially rewarding network marketing experience.


MLM PROS - POSSIBLE REASONS THAT MLM COULD BE A GREAT BUSINESS FOR YOU!
1. Usually start-up costs are low.

2. Many of the highest-quality products are manufactured by MLM companies.

3. You can work it part time if you choose, which allows you to work a job fulltime and work your MLM business in your spare time.

4. You can work from your home.

5. Your business expenses will be deductible from your income tax.

6. You will be your own boss.

7. You choose which hours you want to work.

8. You may develop a small extra income or possibly even a very large income, allowing you to quit your job, or have a great retirement.

9. Your income will be a "residual" income, which will come to you month-after-month, year-after-year.

10. You will have time freedom.

11. You will meet many like-minded people. 


MLM CONS - POSSIBLE REASONS THAT MLM SHOULD NOT BE THE BUSINESS FOR YOU!
1. At first you could work very, very hard without making any money!

2. The ease of start-up can cause people to get into several companies, with the mistaken belief that they can easily develop several income streams. This causes a lack of focus and makes the person far more likely to fail.

3. The products could be overpriced and it may be difficult to determine whether they are any better than you could purchase at a discount store.

4. People may look at what is possible to make with MLM instead of what is likely to happen. There are a lot of very inaccurate "get-rich quick" claims out there. When success doesn't come quickly, a person may be more likely to quit and join something else.

5. It can be very hard to distinguish a legitimate company or opportunity from a scam. 

6. Many people do not seem to realize that it takes time and money to build a solid business.
7. Ideally, MLM is based on everyone doing a little bit. In reality, most people don't do their part, making it necessary for the few workers to work much harder to find any amount of success!

8. The failure rate is extremely high.

9. As in any business, to succeed with MLM takes a lot of dedication.

10. Unlike a job where you may punch a clock or have a certain number of hours to work each day, no one is requiring you to do anything with your MLM business. YOU must be the one to decide to work it, or invest your money into advertising. It takes true self-discipline!

11. Your family and friends may not at all understand what you are trying to accomplish. Hopefully, you will get very helpful support from others, but realize that they may not support you at all, no matter how dedicated you are! 

I suppose that both the PROS and the CONS list could go on and on, but perhaps, you see the picture. If you are a person who can visualize some awesome long-term goals for success, and have the dedication and self-discipline to do whatever it takes, network marketing or MLM could provide you some of the greatest benefits you can imagine. It may very well be worth extremely-hard work and sacrifices in order to realize your dreams. 

On the other hand, you may not be cut out for this kind of business. Jumping in and out of one business opportunity to the next will not be what you need. If you do not have the dedication and self-discipline to persevere through the disappointments that you will probably encounter, then I think you should steer clear of MLM.

THE ORGANISATIONAL STRACTURE
A network marketing company normally has two essential parts which are as below:-


The company (the administrative organization) generally has the following kinds of responsibilities:-

· Market analysis

· Product research

· Product advertising

· Advertising

· Packaging

· Warehousing

· Shipping

· Distributor and customer service

· Distributor commission payout

· Development and management of national and international expansion

· Accounting / reporting

· Managerial reporting for administration and distribution

· Government relation

The administrative organization generally has no responsibilities for the direct selling of the product- that’s the job of distributor organization.

Individual distributors generally have three basic rights:-

1. To buy products at wholesale.

2. To sell products at retail.

3. To sponsor new distributor into their organization and therefore, receives a commission on the sale of products by other distributor.

The following diagram illustrates how an independent distributor organization is structured :-





People introduce the business to other who, in turn, introduces the business to still others. Distributor A may never meet Distributor B; nevertheless, distributor A may still be paid a percentage of Distributor B’s wholesale purchases. This is known as leverage of time. The organizational structure grows, and in time exponential growth is possible. Normally, the administrative organization tracks relationship and productivity by computer, and then gives computer report to distributor to a monthly basis.

The Distributor’s job is to

· Retail products

· Recruit and build a Distribution organization

· Teach, Train, coach, and motive

Since the administration org. does not sell products or service directly to the consumer, it is willing to pay generous commission to independent distribution who build effective distribution channels. Network marketing companies pay distributor not only on the direct sales that a distributor makes, but also on the sale of other distributors in his or her down line organization.

















Your down line is all the people who came in to your personal organization, and all the people who are linked to someone that you sponsored. Your up line is all the people to whom you linked, all the people whose organization you are in. your side line or cross line is  all the people who are in your business, but not directly or  indirectly linked to you. Cross or side line provides no economic reward, but may support in building your business, the economic reward relationship with your up line 
and downline.

A LIVERAGED INCOME VEHICLE

Compensation plans and organizational structure may vary dramatically, but one characteristic that all multilevel marketing have in common is leverage.

These are basically two kinds of leverage in business:-

1. Leverage of capital.

2. Leverage of time.

In network marketing, leverage is receiving a percentage of other people’s work through receiving a percentage of your downline’s wholesale purchase from the company.

Many people cannot get ahead because their job or small business consumes so much time. Time leverage is one way to go ahead. Give your self a value per hour.

When the total products sale in your organization multiplied by your commission percentage is greater than what you could produce alone, you start getting ahead, and you can use that to get ahead some more.

So many people are becoming interested in network marketing because it removes the cap on income potential-with little or no capital risk.

There are various questions, which you should be able to answer YES to each question so these are those questions.

1. My ultimate goal is to be my own boss.

2. I have set a specific yearly income goal

3. I have established a reasonable timeline to meet my financial goal

MARKETING TRENDS POINTS TOWARD NETWORK MARKETING

The coverage of a number of trends that we have dramatically enhanced the attractiveness of network marketing:


DOWNSIZING OF CORPORATE AMERICA

A job in corporate America is no longer comes with a guarantee. In unprecedented numbers, those once solid corporations of North America, which held an unspoken contract with their employees for lifetime tenure, are now reneging. In the last few years in the United States, 2.3 million jobs have been lost and the average incomes are averaging 25-30 percent less.

There are thousand of highly skilled senior executives, middle managers, and sales and service-oriented individuals who are looking for job. These man and women turning to small business alternatives for control over their lives. Network marketing has great appeal for them and they represent a ready pool of potential distributors.


UPTURN IN ENTREPRENEURSHIP

Since the advent of the interactive personal computer, the world has seen an unprecedented increase in entrepreneurship. People look for small businesses because they represent the best economic return available in our society. Most people who venture in to their own businesses are between 30-50 years of age, which is the current age range of our “baby boomer” population – one third of the population of the north America. Women disillusioned from attempts to break through the corporate glass ceiling, are leaving to start their own businesses in unprecedented numbers.

For those entrepreneurs looking to start a small business, network marketing offers many attractive characteristics, including low capital risk and ease of operation.


LOW CAPITAL REQUIREMENTS

Unlike traditional small business, network marketing requires:-

· No expensive legal, financial or accounting services.

· No maintenance or overhead.

· No employees

· No advance education

· No business experience

· No large amount of start-up money

A network marketing business can be operated on little or no capital. Starter kits from network marketing companies generally range from about $45 to few hundred dollars at most. Initial inventory investment can range from zero to a few thousand dollars at most.

The requirements for success in network marketing are :-

· DESIRE
· COMMITMENT
· ACTION – ORIENTED
· INTEGRITY
· POSITIVE ATTITUDE
· WILLINGNESS TO HELP OTHERS

ADVANCES IN TECHNOLOGIES

Network marketing has not always been as smoothly operated as it is today. The industry has markedly improved its operations because of tracking and communication capabilities of computer system.

Voice mail, cellular car phones, and fax machines, which improved the speed and efficiency of the communication, have enormously enhanced efficiency in managing larger network marketing organizations.

Conference call capabilities and satellite conferences can link distributors and prospects any where in the world. Enhancements in shipping are allowing customer to receive product quickly, thus minimizing the need to maintain high inventories.


GLOBALISATION OF ECONOMY

There are no territorial limits in most network marketing companies. The world-of-mouth process moves products through “circles of influence”. Those “circles” have no territorial barriers, and can be used to advantage of network marketing business. People who live in rural or depressed areas of the country can now have access to the stability of broad-based markets through network marketing. People who live in one country can do business in several countries and have an international operation with out overhead.


PERSONAL AUTONOMY AND FREEDOM

Most jobs or business have us tied to a boss and other employees, a fact that erodes our sense of autonomy. Network marketing is constructed with independent distributors; people there to help you because it is in their economic interest to do so.


AN AGING POPULATION
In 1990, only 4% of the population was over 65. Today it is about 12% and by the year 2020 that figure will be approximately 25%. People are turning to network marketing as a second or alternative source of income, or “safety value” for their families.


DISTRIBUTION CHANNEL ALTERNATIVES

As Paul Zane Pilzer, author of Unlimited Wealth, said in the March 1992 issue of Success magazine, “Manufacturing costs have fallen so much in the past two decades that today distribution represents 85% of the value of goods at retail. Therefore, the greatest opportunities in the 1990s are for those who reduce the cost of distribution.”

When the cost of distribution is lowered, more of the price per unit is available to be put into quality of materials and ingredients-and to profit. Consequently, if a network marketing company chooses to have superior quality products, the cost structure allows it to be a fierce competitor relative to other companies that choose traditional retail distribution methods.

Because advertisers face increasing challenges to reach consumers, major consumer-related corporation are increasing the budget allocated to direct promotion versus advertising. Person-to-person communication is a more effective way to reach consumers.


BEYOND FRANCHISING

The Small Business Administration (SBA) estimates that within the first few years of operation, approximately 85% of business start-ups fail. Franchising is a viable option because the small business survival statistics are relatively good.

Many people turn to franchising because the successful franchise programs have proven products, packaging, delivery system, and a training system, all of which enhance the likelihood of success. An individual might pay a franchise fee of  $2,500-$100,000 or more, and will pay an ongoing percentage of revenue, normally between 5-7%. In addition, a franchisee will have a time-limited contract and, generally, a territorial limit as well. In the 1940s, when franchising was developed by the auto parts industry, it was not even consider moral, let alone good business. Later, once the food chains caught on, the popular acceptance became enormous. Now, approximately one third of all retail sales in the United States done through franchise networks.

NETWORK MARKETING



As a consequence, hundred of thousands of individuals are migrating to network marketing each years, because the sophistication is growing, the technologies have made it all so much easier, and the risk reward profile is unprecedented
CHOOSING AMONG THE OPTIONS
It is imperative to understand clearly the potential pitfalls of network marketing. You need to be clear about what to look and what to avoid in several important business categories. Remember as you read that there was always exception to any rule and you must look at a network marketing company in its totality, not just with respect to one single factor.

CHECK THESE FACTOR

Before choosing a network marketing company, you want to investigate the following things: -

· Legality of company

· History of company

· Financial strength of the company

· Structure of the company

· Strategic plan of company

· Quality of management

· Quality of products

· Size and direction of market

· Timing

· Compensation plan

· Inventory requirements

· Training and support structure

· How you fit


LEGALITY OF THE COMPANY

WHAT TO LOOK FOR

Legitimate business: first and foremost, get involved with a legitimate network marketing company, not with an illegal pyramid scheme. Although on the surface they can look alike, the following charts gives basic distinction between what is a legitimate company and what is a possible pyramid.



WHAT TO AVOID
An illegal pyramid: A scheme where the products are not relevant; where money is made on the recruiting process rather than on the product. Any company that appears suspicious should be investigated as a possible as a possible pyramid.

Pyramid example #1: No Real Product

Years ago there was a famous pyramid scam in which the company was supposedly selling cosmetics. In reality, the company received money from each new recruit and gave money to the distributor for each new recruit. The company advised the distributors that it would store their products since they were not really necessary to generate commissions. Money was made by recruiting distributors who paid for the right to recruit others. It was discovered eventually that there was not even adequate product in the warehouse.

Pyramid example #2: Paid for Recruiting

You are invited into a network marketing company where a widget costs $10 wholesale and sells for $15 retail. You are told that it costs $6,000 to become a distributor. Of  that, your sponsor receives $3,000. You are then able to sell a widget directly, and you are also able to sponsor new distributors. If you sell a widget you make $5. If you bring in a new distributor, you make $3,000. Because it is more lucrative, you spend all your time bringing in new distributor-no products moves because the product is irrelevant. In that circumstance, the sponsoring distributor is being compensated directly from your up-front fee when you are brought in, not on the products that are sold in organization.

Avoid illegal pyramids. The SBA and your Chamber Of Commerce have pamphlets that can give you greater understanding of distinction. When in doubt, be wary.


FINANCIAL STRENGTH OF THE COMPANY

WHAT TO LOOK FOR

Strong, conservatively managed finances:  Ideally, you should choose a company that brings significant financial resources to a fast-growing market, and one that creates barriers to entry against the competition.

Find out if the distributors in the company which you are investigating are consistently paid correctly and on time. Ideally, find a company that separates the commission that is due to distributors into a separate escrow account, so that it does not spend the distributors’ before it is due.

WHAT TO AVOID
Cash flow problems:  Because many network marketing companies are privately held, it may be difficult to obtain specific, formal financial information, but you can obtain a DUN & Bradstreet report on companies to check for history of timely or late payment of account payable. It is imperative that network marketing companies guard their cash flow. Particularly in high growth times, companies may experience cash flow problems due to a increase in demand for inventory. Make sure that the company you choose can manage growth.


STRATEGIC PLAN OF THE COMPANY

WHAT TO LOOK FOR
Clear plan, approach to growth:  Ideally, the company and its distributors should be able to articulate how, where, and when the company’s growth will take place.

WHAT TO AVOID

Confusion, and no plan: If you get muddled response to the question, “Where is the company going?”, you need to look again. Without new ideas, new products, and strategies, the distributor population can lose enthusiasm; and that spells trouble for company. If a company fails to plan, ultimately it is planning to fail.


QUALITY OF MANAGEMENT

       WHAT TO LOOK FOR

Ability and integrity:  Because there is often a dramatic high-growth and high-income spurt in multilevel marketing (MLM), some MLM managers get involved in network marketing simply to take the money and run. Some owner/managers seek to build the business to the point where ots hits dynamic growth, with the intent to shut the company down and pocket the cash rather than to reinvest in the company’s or distributor future.

Determine if management demonstrates high standards, the ability to operate effectively, the growth of a dynamic business, and the commitment to a lasting position in the product marketplace.

WHAT TO AVOID

Poor manager and bad character:  Your first impression and intuition should not be ignored. Investigate carefully if an owner/manager appears to have a questionable appearance, integrity or character.

If a prospective company is headed by entrepreneur who invented the product, look closely, because often people with technical skill are ill-equipped to be good business builder, but this is not always the case.If the company is headed by someone who is involved in both the administrative and distributor organization, conflicts of interest exist that will make it hard to manage the organization.

QUALITY OF PRODUCTS

WHAT TO LOOK FOR
Superiority and high demand:  How do the products compete in their marketplace? If they are “me too” products, it will be a struggle to market them. If the are clearly superior, the distributors will have a much easier time attracting new customers and new distributors. If products are just comparable in quality to others available in marketplace but have significant price reduction, then you must consider whether, and how long, the company can survive with smaller margins. Also, determine whether consumers really want the product. Without real consumer demand, the pipeline will fill up and backfire on you.

A necessary step is personally test the quality of the company’s products by buying and using them, and reading the labels and literature. Have the products gained industry recognition? What is the reputation of the product? Do you like them? Would you use them if you are not in the business?

You want to find a company that has commitment to ongoing product research and development, and to regular product updates based on new available research. Thus , you are looking for a company that has clear and strong reinvestment pattern for product development.

WHAT TO AVOID

Mediocrity, pricing issues, and single product companies:  The last thing that a distributor wants is a Consumer Reports article placing his product third in a category. In addition, unless more, good marketable products are coming soon, avoid single product companies. With single product companies, you run the risk of new competition surpassing your product, and of customers getting bored with your product. The balance of a multiple product line can greatly enhance sales and continuity of customers as well as stability in the business.


SIZE AND DISTRIBUTION OF MARKET

WHAT TO LOOK FOR

Large, growing, preferably with emotional appeal, and preferably consumable:  To avoid fighting powerful market, identify a strong, futuristic trend, such as health, fitness, wellness, anti-aging, personal appearance, car products, and soaps, among others. Link these trends to a network company offering superior products in growing market. Go with the trends, not against them. Seek a broad-based, mainstream, preferably daily use market, because your distributor population will be mainstream. Never underestimate the psychological and market power of broad-based trends.

WHAT TO AVOID

Stable or niche markets:  Even large markets are not good if they have peaked, because they will not excite or drive distributors or customers. Be careful of those interesting, but small, niche markets. They just are not big enough to sustain a large body of distributors over time. Be concerned about durable goods; where the consumer buys once and seldom or never buys again in a market.


TIMING

WHAT TO LOOK FOR

The beginnings of dynamic expansion:  It is said that “timing is everything”. While it may not be everything, it is major critical factor. Identify what stage of business the company is in. Affiliate with a company which is in or about to begin a high-return stage-that time in company’s life in which the growth is going to be extraordinary. For distributors who capture that moment, the return will be extraordinary.

WHAT TO AVOID

Too early:  If a company is new, it may be exciting due to its newness and potential for high growth. But you need to allow the company to prove that people will buy the products again, and that the company can manage risks inherent in them: product risks, company will be around long enough for you to capture much of the upside sales, while avoiding the downside risk of a failed company.

Too Late:  If a company has not experienced growth for some time, and has not changed strategies in order to grow, it may be difficult to build an organization because there simply is not enough excitement inherent in the situation. If a company has been around for a long period of time without periods of fast growth, there may be underlying reasons why growth will not take place.


COMPENSATION PLAN
WHAT TO LOOK FOR

Potential for extraordinary return: Compensation plans can look complicated and confusing first. A compensation plan must have the capacity to pay a worthwhile income for your productivity. With some plans, the income potential is minimal. A simple way to determine economic potential is to review how well the leaders who have been in the business for the period of 1-5 years are doing. For example, have they been able to go business fulltime?  A  “yes” is an indicator that the plan probably has holding the power to keep attracting players long-term.

Also, make sure that compensation plan plays “deep enough” in terms of level of marketing groups. When you train or coach people, you should be compensated once they are successful, instead of having them “roll out” below your payout levels. Find out whether the person at the top of the business makes extraordinary incomes. This is a key motivator to the sustaining of your downline distributors and attracting new ones. The larger the potential for extraordinary return, the likelihood of attracting into your business skilled and effective people who have been successful in other areas.

WHAT TO AVOID

No long-term leaders, and too much pay out: There is probably a flaw in the compensation plan if there are no extremely successful people with in an organization. If a company has no leaders who have been around for 3-5 years, it is because either the money rolls out below them, or because they can’t make money in the first place.

Avoid any company where the distributor begins discussion about the business by telling you about the compensation plan. The promise of wealth should be in the context of a stable, growing company that produces marketable products. A market plan can be ill though out and created in a matter of hours. By itself, or as the lead item, a marketing plan does not make a good, stable business. For example, “our company pays out 7 breakaway level at 8 % and a total of 65% of the wholesale dollar.” Ask yourself : “can the company operate on the 35%, or will they be out of business before I receive my 65%?” percentages are less important than the long term stability of the company. If a company speaks about its marketing plan first, there may be little else of substance behind it. Such a company may operate similar to a pyramid, moving quick money instead of growing a steady, stable business.


INVENTORY REQUIREMENTS

WHAT TO LOOK FOR

No requirements: distributor should have the rights to choose the level of inventory that they wish to carry. Preferably, the company has a system that does not require the distributor to invest any or much capital in to inventory. Often the product can be drop –shipped directly to the consumer or to the distributor with in a period of days.

WHAT TO AVOID

Front-end loading: companies whose marketing plans are “front-end loaded” need careful scrutiny. For example, if higher title can be bought, or if products can be purchased for less by acquiring a significant amount of inventory- like $10,000 or more up front- you need to be careful. Problem can be arise if a person buys a lot of product, puts it in the garage or basement, and does not sell to a consumer. A few months later, when the commission checks have been paid on these products, the person may want to send them back to the company for refund and it can create an unhappy new distributor. Having a lots of inventory in the pipeline but not sold through to a consumer can eventually undermine the financial viability of a network marketing company.


TRAINING AND SUPPORT

WHAT TO LOOK FOR

Lots of resources: you are looking for a situation in which the basics of the business can be learned readily. Ongoing, effective meetings and training are essentials to the individual distributor’s and downline’s success. Ideally, the company and distributor network have communication tools such as voice mail and teleconferencing for continual communication and involvement.

Uplines should be actively committed to their downline’s success and capable of helping you. Quality tapes and manuals are enormously helpful. Investigate the tools and people available to learn the business. Who will your upline be? Are they successful? Will they help you?

WHAT TO AVOID

No commitment to training or support: training gives a structure of downline success. You are like the president or CEO of your own network marketing. Activity; you are the leader of your own downline organization, and you will only be successful as your downline. Duplication is the process by which your business will grow. A simple business duplicated well among many people brings success. Avoid organization that downplay training, or that do only satellite meetings and never have meetings. They will not succeed as well, or as fast.


HOW YOU FIT

WHAT TO LOOK FOR
Your own commitment: You are a critical piece of this network marketing puzzle. Find a company and a product line that you can be proud of and that you can see yourself staying committed to overtime. Without your long-term commitment and consistent action toward building the business, no one- no company and no upline- can make you successful.

Success will not be determined by whether or not an individual has a sales personality, a specific education, a business background, or an outgoing personality. The essentials are instead: a positive attitude, persistence, and a willing ness to learn and to work. This is a people business. Successful distributors enjoy people and enjoy helping others to succeed.

WHAT TO AVOID

Misfit: if you do not feel good around the people in the company, or if you can not see yourself selling or using the products, the company you are investigating may not be the right match for you. Look closely before you are saying “no” because products often grow on people.

Give your self some time; often someone new to network marketing begins the business with a status concern: “is this beneath me?” he or she later develops prosperity and the love of helping others and becomes a staunch network marketing advocate. We often tell people that we had status issues too until we started to make more money than most CEOs in North America.

WHAT NETWORK MARKETING IS NOT
There are so many misconceptions flying around out there about what network marketing is or is not. Let's take a few seconds to review what network marketing is NOT.
· Network Marketing is NOT an Illegal Pyramid scheme
Pyramid schemes and network marketing are not the same thing in any way shape or form. A pyramid schemes is illegal and network marketing is not. Pyramid schemes are illegal financial engines where there are no products or services being sold. Pyramid schemes are just an opportunity to redistribute money from one person to another.

Network marketing on the other hand is a legal business model where real and legitimate products and services are distributed between large networks of customers.

· Network Marketing is NOT a way to get rich quick

Although some may advertise certain network marketing opportunities with a get in now and be rich in 5 minutes type hype that never happens. If you ever hear of someone getting into a network marketing opportunity and having immediate success it's because they had some sort of prior experience that set them up for that success. In general it takes 5 - 7 years of committed business building to get those large checks that so many of use out there want. If you want to get rich network marketing can definitely help you make that happen, but I assure you it's not going to be as quick as you think.

· Network Marketing is NOT just for salespeople

Some people may falsely believe that network marketing is just for salespeople, but that's just flat out wrong. In the past, network marketing was much more of a salesperson's game, but today with the advent of the internet and automated marketing system the system does the selling. All an aspiring network marketer must do is get leads into their system and then teach their downline how to do the same. Today, network marketing really is much more of a sorting process.

· Network Marketing is NOT for lazy people

Many people get into network marketing with the thought that all they have to do is find a couple of people and then just kind of sit back and watch the checks come in. This couldn't be further from the truth. If you ever meet anyone that is extremely successful at network marketing you will soon see that they are some of the hardest working people that you will ever meet.

Network marketing takes a lot of work. A whole lot of work for what seems to be very little reward when you first start. In order to truly be successful in network marketing you must work hard to expose your opportunity to as many people as you can. After the big checks start coming in you can work a little less, but you have to work extremely hard to get those big residual checks

THE MAGIC IN NETWORK MARKETING IS IN ITS MULTIPLICATION EFFECT
Amway, Cosway, Neways, Tupperware and Mary Kay Cosmetics are just a handful of all the other existing network marketing companies worldwide. Different companies may even be selling products of the same nature You may have heard and know that most of them are doing considerably well and you are interested in joining one. You may have a tough time shortlisting one company but basically there are four things to look out for in your search for a network marketing company:

· The products

· The company

· Its marketing plans and materials

· Its distributors training and support programmes

Products are the essence of a network marketing company. The makings of a successful or a mediocre company depend very much on the kind of product that they have. The success of a distributors relies mainly on the products that she represents. In evaluating a network marketing company, you need to find out, first of all if the products are in good demand in the market. The products should be of high quality, and the price, compatible with the level of quality offered and competitive with comparable retail or network marketing products. It is a plus if the company gives a guarantee for the products with a money-back guarantee or a refund policy. You should also consider whether the products are just making their entry into the market or that they are tried and tested. One very critical point is whether the products generate repeat sales and if you would personally buy and use these products if you were not a distributor.

Make adequate inquiries about the network marketing company such as its reputation and the length of time that it has been in business. Find out the strength of its financial backing, as the mushrooming of direct selling and network marketing companies is also accompanied with many cases of them folding over. An advantage is if the company is a member of a recognised direct selling organisation. (In Singapore the Direct Selling Association of Singapore (DSAS) and in Malaysia the Direct Selling Association of Malaysia (DSAM)). Check if the company has a clear mission statement or a buyback policy for unsold inventories should you decide to leave. Make sure that the company is not claiming unverified skyhigh earnings but instead see if you know highly successful distributors in the company.

The network marketing company's marketing plan and materials are vital factors to consider when selecting the company. Materials need to be attractive, professionally done, informative and project a positive immpression of the products and the company. Enquire if there are a variety of marketing materials to assist you.

It is important to have access to upline training and support, especially for new distributors

Finally, get information on the distributor training and support programmes. It is important to have access to upline training and support, especially for new distributor. Your sponsor should be eager and committed to your success and pass on to you effective marketing and recruiting ideas. These training and support should be ongoing until you are more able to stand on your own feet. A good company should also provide adequate incentives and recognition to outstanding distributors.

7 DIFFERENT MLM COMPENSATION TYPES EXPLAINED
As the Number of Network Marketing Programs proliferate the Number of Network Marketing Payment Types increase as well. This Article will explore 7 types of Payments that a Network Marketer can receive. Many Plans Employ Hybrids where they combine 2 or more of these Payment types into their Pay Plans.

1 - Uni-Level MATRIX PLANS
This is often referred to by the un-informed as the Dreaded "Pyramid". A Unilevel Matrix allows you to have Unlimited Width and Limited Depth. Simply Point let's say that you are personally responsible for signing up 10 team members. You will earn a commission on all sales generated by your 10 Team Members. (You could in fact sign up 100 or 1,000 or even 1,000,000 or more people on your first level). Now lets Say each of your 10 Team members Sign up 10. Since 10x10 is 100 you will now have 100 People on your 2nd Level. You would also earn commissions on all Sales Generated by your 2nd level. A Typical Uni-Level will pay down 5 or More Levels. If each person were to continue to get 10 this would leave 1,000 people on your 3rd Level, 10,000 People on level 4 and 100,000 People on level 5. A very promising but highly unlikely scenario.

2 - FORCED MATRIX Pay Plans
A Forced Matrix is Similar to a Unilevel Matrix but it limits the amount of people each person can have in their first Level. A Very Popular Kind of forced Matrix is a 3x9 Forced Matrix.

With a 3x9 Forced Matrix The Most People you can have on Level 1 is 3. Now the most people each of those 3 can have on there level 1 is 3 which leaves you 9 people on your 2nd Level, A 3x9 Matrix By the Levels

1) 3

2) 9

3) 27

4) 81

5) 243

6) 729

7) 2.187

8) 6,561

9) 19,683

· Total - 29,523

One Advantage of a Forced Matrix is Spillover. Spillover occurs when you sponsor more people then can fit on your first level. So if we use the Unilevel Example above and Assume Everyone Sponsors 10 You Would not only completely fill your 3x9 Matrix but you would actually have enough people left over to fill a 10th level of 59,049 and partially fill an 11th level of over 170,000.

3 - Fast Start Bonus
A Fast Start Bonus is Seldom the only part of the compensation plan. More often then not it is used as an extra incentive to sponsor more people. The Fast Start Bonus is Typically a Lump sum payment of up to 100% of the First Months Membership for anyone you sponsor

4 - Sponsor Bonus
A Sponsor Bonus is often used with a Forced Matrix. It is usually a Monthly Recurring Bonus and is paid each month on everyone you personally Sponsor.

5 - BREAKAWAYS
Breakaways are used with Matrix Pay Plans. When a Team member reaches certain qualification they break away from your team and you no longer receive the Matrix Pay out on that team member or anyone in that part of the Matrix (the Break Away). You do however receive a Lump Sum Monthly Commission of the entire Volume of the Break Away Unit.

6 - INFINITY BONUSES
Are often Used with matrix Pay plans. They allow you to earn down an Infinite number of Levels if you meet the Qualification. You could be blocked by someone on a lower level who also qualifies.

7 - BINARY PLANS
A Binary Plan is like a 2xInfinity Forced Matrix with a Twist. In a Binary you would have 2 Legs. You would typically earn a commission on the Entire Volume of your weakest Leg. Many binary's have systems in place that may allow you to earn Commissions at a later (via a Carryover) on your Strongest leg.

While the pay plan is important. It clearly is only one small part of the MLM you choose to join. You should look at the whole package, Pay Plan, Product, Automated Tools. Market Size, Start-Up Costs etc.

 

COMPANY VISITED: - FREE INDIA CONCEPTS

Free India Concepts is a wholly owned division of Free India Assurance Services Ltd. registered under Registrar of Companies, Govt. of Maharashtra under Companies Act 1956 (Reg. No. 11-114694/1998).

The company is also registered with the Sales Tax Authorities of many states.
The company is managed by a core team of professionals from diverse fields. With an existing base and experience of Network Marketing we are glad to introduce a revolutionary concept of generating high incomes. Free India group having diversified business activities in insurance, holiday resorts, investments business and now have diversified into marketing consumer products & services throughMultilevel Marketing.

Observing the growth of Network Marketing in our country, where international companies have entered into India with limited products, high investments and huge targets, because Ours is a largest consumer base in the world today. Considering this tremendous potential and future of Multilevel Network Marketing in our country, Free India group is glad to introduce a revoluntionary concept of generating high incomes to fulfill all your dreams and aspirations. Our new 20* VIP Business plan offers incredible possibilities to create your future, regardless of changing times and new technologies. Remember you are your qualification and the builder of your career, you the business and we all are dedicated to your success.

We represent a product line that includes Personal Care, Home & Office Utilities, Education Packages, Holiday Packages, House hold Appliances, Furniture Items, Healthcare Products, Exclusive Leather Items, Garments, Electrical products & Travelling Kits from reputed manufacturers.
 ABOUT FREE INDIA CONCEPT

· No Direct Selling / Marketing: - We introduce a concept where you need not sell or market any product so as to earn your income. All you have to do is to purchase a product of your choice from our list of optional products & recommend the same concept to your friends & relatives.

· No Business Targets:- Set your own Income Target. There are no fix targets for you to achieve. You have to set your own goals & targets of your income. Your income depends on number of new people sponsored into your network.
· Unlimited Income Growth With Little Efforts:- The unique business income plan designed by the company ensures unlimited income growth with minimum efforts.
· Immediate Common Benefits To Add Value To Your Life:- The unique business plan designed generates immediate income with which all immediate necessities of your life can be fulfilled.
· Life Long Income:- The unique business plan ensures life long income to all its network distributors
· A Business Which Can Be Inherited:- One of the special feature of our concept is that this business can be inherited to your spouse, children's dependants and relatives

SECOND COMPANY VISITED: - AMWAY INDIA LTD.
Amway is an international multi-level marketing system comprised of a company called Amway Corporation and several surrounding but legally separate Amway Motivational Organizations (AMOs). 

Amway Corporation, a privately held company founded in 1959 by Jay Van Andel and Rich DeVos and based in Ada, Michigan, has annual sales of about $5 billion. It manufactures and sells personal care products and markets products from other companies, including (in Australia and New Zealand), Emma Page jewellery. 

In 1999 the founders of the Amway corporation launched a sister (and separate) internet-based company named Quixtar. Both Amway and Quixtar are owned by Alticor. Quixtar took over the North American business of Amway in 2001. Amivo acts as an Amway daughter-company. 

Amway has been often criticised as a scam; some detractors have gone so far as to call the organization "Scamway." 

The system

Anybody can become an Amway distributor; distributors may purchase products from Amway at rates published as wholesale prices. In the United States, a distributor may use up to 30% of these monthly purchases for personal consumption, but must sell the remaining 70% to others. (In most other countries, how much distributors use for personal consumption and what proportion they sell to others remains entirely a matter of personal preference). If a distributor can convince a new participant to join the system, the distributor becomes the new person's sponsor, or upline. 

Amway distributors receive monthly payments based on the amount of sales their group generates; the group consists of all people sponsored by the distributor, and all people sponsored by those, and so on. One cannot join without a sponsor, and one has to purchase an "Amway Opportunity Kit" in order to become a distributor. 

Amway claims to have 3 million distributors worldwide, including 500,000 in the U.S. Japan represents a very fast-growing market with 1 million distributors. Recently, the Amway cluster received permission to establish a network in China. 

The AMOs offer free motivational speeches for people who have not yet joined the Amway system, and sell motivational seminars, tapes and literature to Amway distributors. 

Amway employs a system of "levels" to reward successful distributors; higher-level distributors act as mentors to newer distributors, organize regular meetings of their group and derive most of their profit from the sale of motivational tools to them. At the highest level rank Crown Ambassadors, but with only a handful of Crown Ambassadors in the world at present most distributors aspire to the level of Diamond. 

Some Crown Ambassadors

Some Crown Ambassadors include Leonard and Esther Kim; Jim and Nancy Dornan; Tim Foley; Bill Britt; Jim and Sharon Janz; Charlie and Elsie Marsh; Bill and Joan Laing; Frank and Rita Delisle; Dan and Bunny Williams; Mitch and Diedre Sala; Dick and Sandee Marks; Bill and Joyce Schmidt; Chuck and Jean Strehli; Peter Lee & Choi Kit. Kaoru Nakajima of Japan, known as 'the master,' has achieved the mythical pin of "Double Crown Ambassador", meaning he has double the required 20 personal direct legs. 

Dexter Yager, a legend in the Amway organization, is probably the most famous American Crown Ambassador. He created a training system of functions, books of the month, and tapes that has been copied by Dornan and Britt, among others. By packaging his tapes in a weekly subscription format, Dexter was able to leverage peoples' apathy into a major fortune. He is one of Charlotte, N.C.'s biggest landowners. 

Political causes

Commentators have often (but not strictly accurately) identified Amway Corporation as supporting the US Republican Party and other right-wing causes. Amway Corporation, as such, supports no political party. The co-founders, Rich deVos and Jay van Andel, strongly support the Republican Party, but as a personal position, not as a company position per se. Many of Amway's best-known distributors, including Dexter Yager, have also declared themselves Republicans. Perhaps paradoxically for an organization so widely regarded as right-wing, Amway touts the environmental benefits of many of its products, and in June 1989 UNEP's Regional Office for North America recognized it for its contributions to the cause of the environment. 

Criticism

While supporters of the system point out that Amway offers an easy way to earn money on the side and that it makes sense to buy products for personal use "from your own business" wholesale, critics charge that even the wholesale prices published by Amway often exceed retail prices elsewhere. Many of their products, such as cleaning solutions, come in highly concentrated form, and therefore may still be competitively priced when that is taken into account, and the manufacturer generally claims that their products are of higher quality than less-expensive similar products. 

Like many multi-level marketing operations, Amway has been called a pyramid scheme. Critics point out that participating in the system is not free, that AMOs often emphasize the recruitment of new participants over selling products and that many distributors spend little time actually selling products to others. It is also alleged that the above-mentioned "70% rule" is not sufficiently emphasized to new recruits, and that few products are ever sold to people outside of the Amway organization. There is considerable variation, however, among the different Amway "groups". The Dreamchasers group, led by Peter Maddison of Australia and very active in Australia, New Zealand, Malaysia, and Greece differs from many of the other groups in that it discourages people from joining Amway unless they are prepared to make the effort to market Amway products among non-Amway consumers. Consequently, a much higher-than-average percentage of their income comes from people outside of the organization. 

Another criticism is that more than half of the distributors do not make any money at all, with the average distributor making less than $100 per month. Amway supporters reply that the organization does not have fixed working hours, and that how hard a distributor works (if at all) is a personal choice. The implication is that those who do not succeed in Amway are simply lazy. This charge is resented by former distributors who say that they got nothing for the sacrifices they made. It could be that an individual's personality and people skills are factors, as are such external circumstances such the state of the economy and the receptivity of the market, factors which vary considerably from one place to another. 

Amway supporters rejected as exaggerated accusations that AMOs target psychologically vulnerable people and that some distributors have become alienated from family and friends who did not support their activity. The Amway manual prohibits such behaviour, but in such a large organization comprising such diverse individuals and groupings, the possibility always exists of certain individuals abusing their power over their "downlines". Amway supporters see such abuses as the fault of the individuals concerned, rather than of the organization. 

Legal rulings

In a 1979 ruling, the FTC found that Amway does not qualify as an illegal pyramid scheme since the main aim of the enterprise is the sale of product. It did, however, order Amway to change several business practices and prohibited the company from misrepresenting the amount of profit, earnings or sales its distributors are likely to achieve. Amway was ordered to accompany any such statements with the actual averages per distributor, pointing out that more than half of the distributors do not make any money, with the average distributor making less than $100 per month. The order was violated with a 1986 ad campaign, resulting in a $100,000 fine. 

In 1983, Amway pleaded guilty to tax evasion and customs fraud in Canada, resulting in a fine of 25 million Canadian dollars, the largest fine ever imposed in Canada
Amway Corporation is a global leader in the multi-level marketing industry.  Our longevity, stability and global expansion are unparalleled.

For more than 45 years, Amway Corporation has been committted to offering people a business of their own.  Amway Corporation operates in more than 80 countries and territories, and we have never closed our door of opportunity in any market.

Nothing has ever been taken away from the Amway Sales and Marketing Plan.  Instead, over the years Amway has provided a wide variety of additional sales incentive plans.  New and better ways to reward Independent Business Owners (IBOs) have been introduced, just as new and better products have been added to support IBO businesses.

The Amway Business Opportunity offers choice.  Whatever their goals, IBOs control the page of their business growth.

Business owners may simply choose to use a variety of products and share them with their friends and family.  They may choose to specialize in a specific product line or category.  They may focus on achieving specific income levels to finance personal goals.  Or IBOs may dedicate themselves full-time to build their Amway business for the long term.

Whether they are loyal product users, part-time business owners or career building, IBOs are given many options through the Amway Business Opportunity.

Business Opportunity

Are you working towards a better life for you and your family? Are you in control of your future? Are you getting the rewards your hard work deserves?
Your life doesn't have to be a trade-off between making the money you need and having the flexibility and time to live your life to the fullest. The Amway Sales and Marketing Plan puts you in control, allowing you the flexibility to work where and when you want, giving you time for family and friends as well as the opportunity to earn a good income. It adapts easily to your needs and ambitions, and grows with them, offering you all the personal support and assistance you require to become the Business Owner you want to be.

With Amway you are: Connected to the global leader in multilevel marketing, with over 40 years of experience, Supported by great products and people who will help you succeed, and finally In Control of your life.

Connected

With Amway, your business is connected to a world leader in multilevel marketing, a company that has helped more people get into business for themselves than any other company.

The Amway Sales and Marketing Plan plan has been operating for over 40 years and is available in over 80 countries and territories around the globe. We are dedicated to keeping the opportunity available and we have never closed the door of opportunity in any country where we have launched.

Amway is a business with a proven track record and the ability to help you get the best out of your hard work. With nearly 100,000 Amway businesses around the world earning bonuses that exceed the average per capita income, you're connected to one of the world's most successful entrepreneurial organizations.

Since its inception in 1959, Amway has paid out more in bonuses than any other company in our industry, without fail, with no excuses, month after month, year after year. Nearly US$20 billion has been paid so far and that total is growing all the time.

Supported

Amway is a business designed to support your efforts. With Amway, you are on your own but are never alone. With over 40 years of experience, we are there to help and guide you. We know the pitfalls of running a business and are there to help you avoid them, and to reward you when you do well.

With over 13,000 full-time employees across the globe, we have some of the most dedicated people waiting to support your business. With world-class skills and a commitment to helping Business Owners achieve their potential, Amway employees offer an enormous depth of experience, from logistics, communications and information technology to dedicated product research and development.

At the heart of your business are Amway’s market-leading products, each tailored to the needs of individual markets and cultures. Amway’s products are recognized the world 
over for their high quality, value and performance, all supported by the Amway Satisfaction Guarantee.

Our role supporting your business extends into product and business training, helping to ensure that you are able to reach your personal potential. In 2002, over 3 million Business Owners participated in over 55,000 training sessions held all around the world ― an unparalleled commitment to our Business Owners.

At Amway we believe that to sell a quality product you need to understand it and use it with confidence. We spend millions of dollars helping our Business Owners become product and brand ambassadors, enabling them to sell AMWAY products with conviction and run their businesses effectively.

In Control

Amway really does enable you to be in control of your own life. With the Amway business opportunity, you work for yourself, not for Amway or your sponsor. It’s entirely up to you how much time and effort you put into your business. Like anything else in life, the amount you achieve reflects the amount you put in.

People all over the world value the freedom of choice and flexibility that Amway offers. In 2004-5 there were more than 3 million Business Owners in more than 80 countries and territories around the world. Each one of these is an independent business, connected to a worldwide network of support and advice that is available as and when it’s needed.

Business Profile

Amway is part of the Alticor family of companies, which generated worldwide retail sales of US$6.4 billion in 2005*.

Over 40 years ago, Rich DeVos and Jay Van Andel, two young entrepreneurs from the USA, created a plan that enabled anyone to start their own business by selling quality products and giving other people the chance to do the same. This unique business opportunity has enabled Amway to grow into one of the world's leading direct-selling companies.

Today, Amway supports your business with over 450 exclusive products and services, a state-of-the-art global ordering and distribution network and over four decades of experience and advice to help you when you need it.

Amway's world headquarters in Ada, Michigan, USA, is over a mile (1.6km) long  and is home to more than 300 research and development scientists, product development teams and global business support personnel. All these resources are dedicated towards helping you achieve business success. Ada is also one of the four global manufacturing centers, 
along with Buena Park, California, USA; Lakeview, California, USA; and Guangzhou, China. Alongside the manufacturing facility at Lakeview is one of four farming centers that use organic and natural practices to grow ingredients for our health and wellness products. Other farms are located in Trout Lake, Washington, USA; El Petacal, Mexico; and Tiangu, Ceara, Brazil.

The buzzwords for business in the 21st century are Think Local, Act Global.  Amway has been doing just that for over 40 years. With operations in more than 80 countries and territories, and products tailored for local regulations and preferences, Amway is one of the largest local companies in the world.

Amway's business opportunity reaches people all around the globe, helping them to live better lives and realize their hopes for themselves and their families.

In the following series of short videos, Amway's President, Doug DeVos, talks about the philosophy behind the business opportunity, and Business Owners from Asia, Europe and Latin America give their perspective on how Amway helps them live better lives.Amway - Doug DeVos
· Asia, Europe, Latin,  America

AMWAY'S INDIAN NETWORK MARKETING EXPERIENCE 

A DREAM GONE AWRY
In the late 1990s, the global direct selling giant Amway had to contend with increasing doubts regarding its survival in India. The company that had become synonymous with network marketing or multi-level marketing (MLM)1 the worldover was beset with problems.

Media reports were quick to point out Amway’s failure to sell the basic concept of direct selling to the Indians. Though the company managed to rope in a substantial number of distributors, the attrition rate was at an alarming high of 60-65%. Most of the products that the distributors bought, they consumed themselves. Estimates put the percentage of self-consumption at almost 50-60% of the total volume. (There were rumors that some distributors enrolled just to take advantage of the distributor’s margin of 18-30%). In the initial stages, when trials were the only criterion, this worked well. However, this self-consumption did not translate into repeat purchases. 

This was because the percentage of ‘active’ distributors at any given point of time remained at a low level of 35-40%. Many people who joined in the initial frenzy returned the product kits within the first month. Company sources claimed that the returns constituted just 1% of the total strength, but rivals and ex-employees put the figure at over 5%. Of the total distributors, only about 10% showed reasonably high levels of activity.

To top it all, Amway was burdened with an image that had little basis in fact. Its products began to be perceived as being very expensive and meant only for the premium segment. This was identified as the single biggest reason for the high attrition rate. What was overlooked was the fact that almost all Amway products were concentrates. When used in the proper diluted form, the cost per use of each product worked out to be at par with (and in some cases, even lower than) the nearest competitor’s products. For instance, the product named LOC (priced above Rs 320 for a 1-liter pack), when diluted gave around 165 bottles. The cost per usage was thus very low. Either the distributors were themselves not aware of this fact, or they were unable to communicate this to the customers. Since the distributors themselves were unsure about the price-value equation of the products they were selling, they could not effectively convince the consumers either.

Amway also had to contend with customers complaining of poor customer service on the part of the company. Analysts commented that as long as the volume of products that moved through the network was high, network market such as Amway were satisfied. Even though customers complained of the lack of services, the company deemed it more beneficial to go for higher salesforce motivation programs rather than undertake customer service initiatives. This was largely due to the fact that the company was almost never involved directly with the end-consumers and the sales volumes were the end of all discussions.

THE FIVE-STEP PROCESS

“If you don’t know where you are going, you want know when you have arrived”. This old adage holds as true for business as it does for day-to-day living. By following this five-step process, you will have all the tools and gain the confidence you need to become a network marketing success.


FIVE STEP TO NETWORK MARKETING SUCESS








STEP # 1: CREATE YOUR ATTITUDE

· DEVELOP A POSITIVE ATTITUDE

A persistently positive attitude is critical to success in the network marketing business.

Because you attract people to yourself first, then to the products or the business, a positive attitude is essential. Without a positive attitude, you are less appealing to be around, and you cannot be the attractor that you need to be.

As in all small business, efforts must be spent before rewards are achieved. To sustain yourself, a consistently positive attitude may make the critical difference between falling out of the business too soon, and making it all the way to financial independence. You must like and believe in yourself. If you don’t, why should others?

· BEWARE OF DREAMSTEALERS
“Dreamstealer” abound as you start your network marketing business. There will be well-intentioned friends or family members who believe and feel the need to tell you that “it can’t be done” or “you are crazy”. You need to protect your positive attitude. Once you hold steady, those dreamstealers could choose to become a part of your downline. You belief and your attitude can make all the difference, so it is important to check in on yourself regularly.

· APPLY BASIC PRINCIPLES IN YOUR LIFE
A positive attitude is a learned skill; it should be continuously developed by looking at each situation as an opportunity, and viewed in a positive light.

A positive attitude creates a positive life. Once the basics of your products and your business are understood, then your success or failure rests in large part on the management of your self-esteem. People buy from you because they like you. This applies equally to the marketing of automobiles, insurance, and the network marketing of a business. A very interesting fact is that people will not like you more than you like yourself.

Therefore, to be successful you must like yourself. This can be accomplished often times by taking stock of your assets and affirming over and over, “I like myself,” in writing and verbalizing. Sound silly? Maybe so, but it works.


STEP #2: WRITE YOUR VALUES, DREAMS AND GOALS

· DETERMAINE WHAT IS IMPORTANT TO YOU

Before you start any new endeavor, it is useful to articulate for your self what you value most in your life, to remind yourself about what’s missing, and what you want to accomplish.

This is not always an easy process but it is always a useful one. Often we become frustrated because our day-to-day reality is not in alignment with our underlying basic values. If our day-to-day action in harmony with our values, then we have a much greater potential for happiness.


· REESTABLISH YOUR VALUES

Often people try to live their lives by doing a lot of tasks, without ever having a long-term direction. This is absolutely unsatisfying. Our values are our cornerstones. When starting a new endeavor, it is vise to revisit our values because they are the underlying frameworks of our lives. Once we have articulated what is important to us, we can decide, at the more detailed level, what our goals and tasks should be.

KEY VALUES

Identify the ten most suitable values for you.


· DEFINE YOUR DREAM

They say that in network marketing, 98% of the business is why you are doing it. Our dreams are our whys. Why do you want this business? Why will you sacrifice to become successful? Articulate your dream for yourself- it will go a long way in helping you to become successful.

WRITE YOUR GOALS

No significant achievement happens without goals. Deciding what we want may be a lifelong process, but goal – setting can speed up the process. Often the difference between setting and not setting goals is the difference between working smart and just working hard.

To succeed, think in terms of results. Before you set yor goals, identify your strength, weaknesses, your needs, understands your values.

Successful people make two decisions in their lives. The first is related to goals. They decide on a goal and a time they will achieve it. The second decision that they make is what price they are willing to pay for achieving their goals. Remember, the price always precedes success. The bigger the price you are willing to pay, the bigger the success you will enjoy!


STEP #3: GAIN THE BASIC KNOWLEDGE
As you start your new marketing business, you need to become knowledge about, the company, the compensation plan, and the industry.

· KNOW YOUR PRODUCTS
The single best way to learn about your products is to use them. If you are serious about the business, buy all of the products if your company has a moderate product line, or buy the key products if you have a broad based product line. Then migrate through the entire product line as soon as possible. This is necessary in order to tell people what each product smells, looks, feels, and tastes like. That way you can share the benefits of products from your own experience. Your belief level will go up once you are knowledgeable about the products. Use the company’s product whenever is necessary so that the visitor to your home does not see a competitor’s products and lose confidence in your belief level.

Listen to and read all available material on your products. Ask your up line lots of question about the products until you feel knowledgeable and comfortable.

· KNOW YOUR COMPANY
Read the company brochure and listen to any company tapes and videos. Talk to distributors. Visit the company if possible. Find out about those who own and operate company, what their background is, what their philosophy in the business are, how they view the distributor segment of business. A business reflects the character and the intention of people at the top, so ask question.

· KNOW YOUR COMPENSATION PLAN
How is plan guiding you to make money? What is the plan telling you to do to make money? Do not assume that you know how to make money in this business- listen to where the plan tells you to concentrate your efforts. Then do it. Also, find out where people get stuck in the plan. Most people do not really understand their own plan. Ask question of your upline until you get it and can, therefore, explain it to others. Ask your successful upline what the plan is telling you to do and not to do. Simplicity it is a good test of understanding in every aspect of the business.
· KNOW THE INDUSTRY
Ask question of others who have been in network marketing in order to understand the trends and understand who the network marketing competitors are, what their strength and weaknesses are, and how to handle them.

One of the most useful sources of knowledge is your own upline. Call them all, tell them you are very interested and excited about the business and ask if they could give you some hints. Then take their advise, tell them you took it, and return for more but do not take the first advise, your upline may be less open to you in the future.

Of course the greatest teacher is experience. Take action, then assess what works, and what doesn’t. Tape yourself on the phone, video yourself if you give a group presentation, and ask for feedback whenever possible. Do two-on-ones with your upline and watch and listen to how they do the business. Go to trainings and meetings whenever there is a senior person in your area. Although MLM is a simple business, the complexity comes in the relationships with people; you should not expect to be as skilled at the beginning as you will be after the experience of both successes and failure to guide you.

STEP #4: UNDERSTAND BUSINESS FINANCE
· UNDERSTAND ACCOUNTING PROCSS

Forming a corporation to start a network marketing business is not usually necessary. A sole proprietorship or a partnership is a sufficient structure unless you have special tax or organizational circumstances. With regard to product liability protection afforded by the corporate veil, most network marketing companies have an umbrella insurance policy for their distributors that protects them for product liability legal action. Starting your network marketing business as a corporation creates extra expenses, time and reporting requirements that dampen attractiveness and ease of entry. And since this is a business of duplication, the next person will do what you did. Thus, you want to keep it simple wherever possible.

An important benefit of network marketing is that of little or no capital you can create a small business that allows you to begin to take certain appropriate taxes deductions.

As you start your business, it is a good idea to have a discussion with an accountant about tax deductions applicable to your style in running the business, as well as about the latest IRS deduction rules. You might be able to deduct a portion of your home, computer, car, travel, etc.

A bookkeeper or an accountant can assist in settings up an simple accounting system. Bookkeepers are generally less expensive. Mention a separate bank account and separate credit card for your business to avoid mingling business and personal expenditure, which would make for an accounting nightmare.

Eventually, adding a simple software accounting system to your computer may be use full. But do these kinds of things after you are in action and have decided that you like and will stick with the business.

· BE REALISTIC ABOUT MONEY MATTERS
To avoid wasting money, determine to buy only what is necessary for the business. The multitude of available support materials can eat at up cash and not advance your business on step. Listen to your upline what is important to buy, and about what can wait.

For people who are new to small business, it is important to understand the reality of the difference in cash flow between a job and a self-funded small business. In a job, certain, regular amount of money comes in every week, or two weeks or months, no matter what people do or do not do, until unless they get promoted, fired, or leave. Then, at the end of the year there is, perhaps, a minor increase in that amount, based on merit or cost of living.

In your own start-up, you put in what seems like endless hours of efforts and time to get the business off the ground with little return for the time invested in the early stages. The distinction here is that you are not paid for efforts, you are paid for productivity. And there is much to be done in laying the groundwork before a business becomes productive in the sense of moving enough products through the market to make significant money.

Make sure that you can live for some time with income from some other job or other jobs until the cash flow begins to come your way in your new business. Ask your upline to be realistic with you about the time frame and income levels you can expect. You do not want to find yourself in a cash flow bind just when your business begins to blossom. It is wise to replace current income before jumping into network marketing full time because there are ups and downs in the initial stages of business.

· A DOLLAR SAVE IS A DOLLAR EARNED
It is important to be able to distinguish among the many spending opportunities that are available to you. Some are true business necessities, some will be appropriate in the future, and some probably never will make good business sense.

STEP #5: BUILD YOUR PROSPECT LIST

· WHO DO YOU KNOW

A key tool in the network marketing business is your prospect list. In order to be efficient and effective in getting your message to as many people as possible, you start by putting together a list of names and phone numbers of every one who should hear about your products, and about this extraordinary business opportunity.

There are some people whom you will be hesitant to call. Be sure to put them on your prospect list. We call this our “chicken list” because we are to chicken to call them, probably because we think that they are too successful to listen to what we have to say. Ironically, they are also the one most likely to succeed because they have been successful in the past, so be absolutely sure your chickens are on your list!

Before you start calling your prospects, order three-way (conference) calling from the telephone company ($2 to $3 per month). With this aid you can talk with a prospect and an experienced upline distributor at the same time. Therefore, chickens on your list can be called with some one who is successful already in the business and who is not scared on your chicken because it is not their chicken.

If you want to build a successful business fast, generate a long list of people, the longer the better –150-300 names if possible, although the names may not occur to you all at once. Many people feel at first that they do not have a large “circle of influence” or “do not know anyone”. Many shy, private people have become enormously successful in network marketing, but they have to first get focused about the number of people they have known over the years even in a passing way. In this business those with the biggest prospect list win. Not because they know so many people, but because they decide to make the world a prospecting environment.

A key factor in network marketing is that it has little or no capital investment. Thus, people get involved, wanting the upside income that is possible. However, if they are operating their network marketing business as a hobby, it is little wonder that they do not achieve the income they’ve dreamed about. Even through there is not a capital risk, one need to treat this as a real and serious business with huge national, perhaps international, potential. So, operate it like a business. Keep a prospect list and take action by calling prospect list every day to build a group of people interested in the products and the business. This does not mean that you need to do this full-time at all. It simply means that when you do it, you need to do it full tilt. This kind of business can be done successfully “part time” but not “spare time”.
BECOME A NETWORK MARKETING LEADER

The single best way to become leader in network marketing is to do the business energetically until you find what works, and then have an unbending commitment to pass along what you’ve learned.

To teach, train and coach your downline organization, focus on three basic concepts:


· THIS IS A BUSINESS OF DUPLICATION

The power of the business is leverage, in which you get a percentage of other distributor’s efforts and geometric growth in the organization by enabling people to do a simple process and teach it to others. People will learn that process primarily by watching you. In reality, they will not listen much to what you say, they will learn what you do and don’t do. Therefore, you need to be doing the business exactly the way you want others to do it, or else you will have a trail of ineffectual activity down numerous lines of people. So the first rule in managing your downline is, do what you would have others do- lead by example.

In fact, managing a downline is a misconception. Once the downline is initially developed, we begin to spend time talking with distributors, advising them, analyzing them, mistakenly believing that we will not have to go back on the phone and continue to build our organization through recruiting and retailing. This is a common mistake that almost everyone makes. Instead, show them what they should be doing, by staying glued to the phone yourself and by always bringing new people into business. When you have new people at the meeting each week, your downline sees you doing this and learns to do it themselves.

· TEACH THE BASICS
What each new distributor and what each senior distributor actually needs is the basics. Teach and remind them of setting goals, making enough calls daily, building reports, handling objection, and closing. Remember, repetition is a good teacher.

SIGNS AND SYMPTOMS
Test your awareness of you and your downline’s process. Place a check mark in the box by the appropriate statement. If there are any marks in the “symptoms” column, be sure to schedule time to discuss your assessment.



USING THE “15 BASICS”

The “15 basics” checklist is an important tool to use to keep yourself and your downline on track. Use the checklist of yourself as you review each numbered item. When you have a downline, use the checklist with them as well. As you review each item with your downline.

#1. GOALS: - are your goal tangible and exciting? (Without goals, why go through the tough times?)

#2. USE THE PRODUCT: - do you use all the products and love them? (Without belief in the products, they will not get far.)
#3. PROSPECT LIST\ NO OF DAILY CALLS: - do you have a long prospect list? Are you making numerous calls per day? (Nothing replaces massive action)
#4. KNOWLEDGE ABOUT PRODUCTS AND COMPANY: - are you learning all about the company and the products? (Knowledge breeds confidence).

#5. INVENTORY: - do you have inventory appropriate to your goals? (Do you have an inventory level that could be sold in one month)

#6. TRAINING: -do you go to meetings and training regularly and avail yourself of every training tool possible? (The more training and more chance of success).

#7. TAPES: - do you know about the latest tapes? (Much of  learning and recruiting occurs through audio tape, because tapes are efficient)
#8. PERSONAL VOLUME/RETAIL CUSTOMER: - do you have an appropriate level of personal sales volume coming in part from retail customer? (This is the backbone of your business).

#9. RECRUTING: - Do you know how you recruit? (Role-play with your upline helps build skill).

#10. HANDLING OBJECTIONS AND CLOSING: - do you know how to handle objections? Are you afraid to close? (Again, role-playing is a powerful teaching tool.)

#11. THREE WAY CALLING WITH UPLINE: - do you have three way calling on your phone? (Three way calling allows you to learn how to make calls live in real time. First with your upline, and later you teach your downline while you are on the call with their prospect and they can listen in.

#12. HONORING UPLINE: - Do you honor your upline? (You do not need to love or even like your upline. But it is important to treat them with respect and keep communication open)

#13. STAYING CONNECTED WITH THE ORGANIZATION: - Are you connected to your upline, to your downline, and to corporate? Do you go to meetings and gatherings regularly? (Do not underestimate the power of staying connected.)

#14. INCREASING SELF-ESTEEM: - Are you working on increasing your self-esteem? (We can all always increase our self-esteem. This is important in part because this is a business of attracting other people and others are attracted to those who like themselves.)

#15. MAINTAINING A POSSITIVE ATTITUDE: - Do you monitor your basic attitude? (once the business information is understood, the biggest challenges is to keep a positive attitude.)

· BE AVILABLE
The final area that you should keep your eye on in working with your downline is that you “be available”.

What that means is that you have a way to get message when you are not present, and that you answer those message quickly. It means that you do three way calls with your downline. It means that you are present at all meetings. It means that you give your downline the feelings and the knowledge that they are important to you and that their issues and concerns matter.
NETWORK MARKETING AND ITS FUTURE
Internet marketing has had phenomenal growth and this trend will continue with no signs of abatement in foreseeable future. Individual entrepreneurs and small business organizations will increasingly look for fresh avenues on the Internet. By all indications network marketing will continue to grow providing fresh opportunities for serious marketers.

Sweeping changes are engulfing us all driving entire humanity with irresistible force. Though we are caught up in middle of storm, we do not fully realize the implications. Future historians will perhaps be able to see our times in better perspective. The forces of globalization is breaking down the barriers and opening up the world market. Market is fast becoming global riding over advances in Internet technology.

The growth of American workforce is maintained at 1.1% since 1990's and is likely to continue till the end of present decade. In the next decade the growth is predicted to fall significantly. But a major change is occurring in the demographic composition of the workforce.

Shifting Demographic Pattern: The move is towards more balanced distribution by age, sex and ethnicity. The average age is increasing, as the baby-boomer generation is getting older. Rising female participation and declining percentage of male participation is bringing workforce closer to gender balance. Inflow of immigrants is increasing racial and ethnic diversity with Hispanics and Asians being the fastest growing groups.

What does all this have to do with network marketing? Plenty. Major chunk of individual internet marketers come from the workforce. Network marketing is also subjected to continuous evolution. Network marketers all over the world are not bound by national boundaries and are in a sense true global players. Firms are increasingly outsourcing their non-core functions. There is greater decentralization of decision-making.

There is a definite shift from permanent lifetime employment to less permanent employment. The increase in self-employment is evident and distances between work centers are becoming irrelevant. More opportunities are being created for work-from-home type of jobs and people are becoming more inclined towards home -based or part time occupation. There is trend towards knowledge-based work in which education and training becomes a continuous process.

Explosive growth can be expected in network marketing as opportunity providers and opportunity seekers grow in number. Competition between network-based organizations is likely to intensify as they tap on the same common resources. Those established and time-tested organizations are likely to survive and prosper which adapt to the change.

If so much opportunities are being created, why failure rate of network marketers so high? My guesstimate is that most of them leave too soon to gain anything for variety of reasons. They were probably hooked by get-rich-quick schemes that sucked their time and money without giving much in return. Like any other venture network marketing takes time to develop. Only those who persist remain to reap the benefits. It is interesting that in spite of growth of network marketing in last few decades, the failure rate has remained fairly constant.

It is important to get associated with organizations which have good track record and dynamic management to quickly respond to any change. For the organizations which market their products thru affiliate programs, it is in their interest to look after their affiliates well. The affiliates who are new to internet marketing need training, support, guidance and more to earn for themselves and for the organization.

Network marketing is here to stay and grow offering tremendous earning opportunities. Those who join good promising organizations, have the patience to stick with them and work with open, positive mindset can expect to be suitably rewarded.
HOW TO PROSPECT
The more you like someone, the higher they should be in order of who you should take to first. You want to make sure that you have a written prospect list of not less then one hundred fifty to three hundred people. This list will consist of two main types of people “warm” and “cold.”


· Do not underestimate your existing circle of influence (Warm List). This is statistically likely to produce the most results for you.

· Get good at asking for referrals, so that you never run out of warm market prospects.

· Work in the warm market until you have called every one in your warm list. Do not jump to walking and talking or advertising too fast, because the statistic show that you need to make more contacts in your cold market then in your warm market. You will eventually get good at both market.

TYPES OF PROSPECTS FOR INITIAL CONTACT

There are numerous types of prospects, each of which might merit a slightly fine-tuned approach, such as:

· Close relative

· Not-so-close relative

· Active, close friend (in touch recently, know each other will)

· Inactive, close friend (friend, but haven’t been in touch in a while)

· Inactive, former friend (used to have a close relationship, but haven’t been in touch in a long time)

· Active acquaintance / personal (seen recently or often, but do not know well)

· Active acquaintance / business.

· Cold call: related in some way (school, clubs, etc..)

· Cold call: unrelated (phone book, etc)

· In-person stranger

· Long distance (various types of relationship)

THE REFERRAL APPROACH

You can also take an indirect approach in your conversations, asking people who they know who might be interested in a business; results are that they refer someone to you and / or that they speak up about themselves.

· THE BASIC CONVERSATION

We recommend that you tend to lead with a conversation about the business instead of the products during times of high growth, and when you are first building the infrastructure of your organization, because it tends to be more efficient in sifting for entrepreneurs. Leading with the products is also a legitimate alternative.

Sample conversation:

· “How are you?” “How are the kids”
· “How’s business”
· “How’s the job”

· “Would you be interested in a new business opportunity or possibility?”

· “Would you be interested in a second source of income for your family?”

· “Would you be interested in earning some extra income?”

· “Would you be interested in the potential for financial freedom? I’m involved with a business that you have to see”.

DOING THE PRESENTATION

In making your formal business presentation, do what has proven to be successful for others. Locate the successful people in your upline organization and learn everything you can from them. Watch how they do the presentation, and with their permission, use that same presentation. If they have developed materials for you, or to help you, use those. Later on, once you really know the business, put your own personality, style, and emphasis in and change accordingly. But, initially, stick with tried and true methods and experiences.

If you are too shy to do a presentation yourself do not worry. Ask your upline to do it for you, or to help you. You can also often plug into existing presentation in hotels or phone line. Or you can use a video and audiotape if necessary. Learn how to present as soon as possible because network marketing is a leadership business

POINTS TO REMEMBER:

· BE ENTHUSIASTIC: your enthusiasm is continuous – the more you have the more they get.
· KEEP TO A ONE-HOUR LIMIT: Do not spend more than one hour on the presentation; people cannot listen much longer. If you have done a good job, people will stick around to get more information after the formal presentation. Plan your presentation well; remember concise is effective.
· SPEAK TO PROSPECT’S HOT BUTTON: Tailor the conversation toward what is important to your prospects, and what might be missing in their lives currently.
· CLOSE: Be sure to actually, specifically invite the person to become a distributor. Most sales are lost because the prospect is never asked if they are interested in buying.
UNDERSTANDING AND OVERCOMING OBJECTION

Whenever you introduce someone to a new concept or a new product, and particularly, to a new business, that person will have objections. Objections are normal. Do not be surprised or scared by them.

What are objections really? Objections are generally one of five things:
· A request for more information. For example, “is this a pyramid”.

· A legitimate concern. For example, “I am not a sales person”.

· A smoke screen hiding the real, hidden concern. For example “I am too busy”.

· A polite putoff because they have not seen the value for themselves of what you are saying. For example, “I’ll think about it”.

· A test of your belief and knowledge level. For example, “you can’t really make money doing this.”

Once you understand the objections, and understand and they are part of a legitimate investigative process, you can learn how to overcome them. There is a saying that the average sale is made after the fifth objection, and the average sales person quits after the second objection.

What you need to do is educate your prospect, taking care of their concern, matching their goals in life with what you are offering. Persist, until the person gets what they need to make an informed decision.

One of the interesting things about objection is that they are quite limited. Your organization will give you guidance about handling these limited numbers of objections.

Objections can come fast and look hard, but if you stick them out and stay with an educational approach, giving the facts as you know them, your business should stand up to scrutiny and satisfy the questioning nature of all good prospects.

People have a right, and perhaps a duty to themselves, to ask a lot of questions if they are going to commit their time and energy to something. Remember, objections are limited, just satisfy them, outlive them and you will succeed.

CLOSING THE SALE

Closing is simply asking for a decision. Nobody likes to make decision because a decision creates the potential for being wrong and for failing. Thus the natural inclination is to “study” or “think about it” or just forget about what you are offering them. So if you don’t ask for a decision, a person won’t make one.

People do not like to be “pushy”. But please remember that you are not powerful enough to make someone to do something that they do not want to do. Your job is to make it easy and less painful to say “yes” when they want to go for it.

Closing, or asking for the decision, will call up hidden objections and will help your prospect get closer to the true thoughts and feeling about the business. Many people in this business say that they have five to ten people “thinking about it”. But the reality is that they actually stop thinking about it when they have left the room. So you need clarity and completion, as does your prospect.

We close all the time in this business; for example we close:

· To come to a meeting

· To sign a new distributor

· To purchase products

· To come to a training

Do not talk past the movements when your person is ready to decide. Many people keep on persuading beyond the “movement of yes” and then that movement never comes again.

CASE STUDY :-

     AVOID THE TOP 10 NETWORK MARKETING MISTAKES

Just completed this for the December Noni Pearls Magazine, thought I would share it with all of you. Hope you enjoy it.

Avoid the most common mistakes

Here are the 10 most common mistakes that networkers make. These mistakes are often ones of attitude, missed judgment calls, or misinformation.

· Common mistake in network marketing -#1 Inflated Earnings Expectations

There are many millionaires in the Network Marketing Industry. There are also many millionaires in the NBA as well, but how many schoolyard ballplayers make it to the NBA? VERY FEW! This is the case in Network Marketing and those who become millionaires as well. While a large number home based business owners earn a great part-time income. The average individual spends more time dreaming about what they are going to do, or spends their time in fruitless activity. Realistic expectations for the average part-timer should be an extra $400-$500 per month. Don't sell anyone else the millionaire line. It may happen, but it simply is not the average.

· Common mistake in network marketing -#2 Go For the Product, Not the Plan

I hear it nearly every day. Just last night I received an unsolicited call. The conversation went something like this: ..."Hello, I understand you want to start a home based business and make boat loads of money"......I stopped her at this point and asked her if she has used that introduction very long. She said, "oh yes, I have been doing this for years now!" So I asked her how effective she was in calling phone numbers with that opener. She said, "I make lots and lots of money". Our conversation went on for about 10 minutes with her telling me how much money she was making and how easy it was to make "boat loads" of money. Ten minutes into our conversation, she had yet to reveal what it was she was representing--what was it she was selling to make BOAT LOADS of money with? This should be one of the first things you speak about.

It was at this point in time I informed her that I currently had a home based business and was not looking to enter into another business. "Could we please speak business to business here as I am not a prospect". She stammered a little bit but politely agreed. As it turns out, she simply copies pages out of the phone book and calls each name one at a time. She has been doing this for a year with very little positive results, and is struggling tremendously to earn more than $200 per month. You guessed it, I asked her if she would be interested in learning more about my company and the team benefits. In the end, I mailed her a copy of the current magazine and some additional literature. She was excited to hear that we work with our team members one on one coaching and mentoring. She stated that the person who signed her up has never spoken or responded to communication in more than 3 years. This is just sad and pathetic.

Too often, the temptation is to speak with our recruits or prospects about the "money" which can be earned. As a result, you may sign a few new people up who are looking only for the money...while this may work, you are missing one of the biggest, best and most effective sales tools.......YOUR PERSONAL TESTIMONIAL. How effective is a man, who has never cleaned, cooked, or used a vacuum cleaner in his life going to be at selling items to make these chores easier? It is much more simple to speak about the "business end" when your audience believes you because you believe in the products.

Of course, a fair compensation plan, which provides good incentives, is important. But in the long run it is the company's quality products which people bond themselves to. The management and the vision make all the difference in the world.

· Common mistake in network marketing -#3 Don't Think Short Term

The Network marketing business is like any other worthwhile endeavor. Realistically, a distributor should not expect to see the real fruits of their labor until at least six months into their business. Those who have been truly successful have been at it a long time. Don't expect it overnight and never quit working towards the goal.

· Common mistake in network marketing -#4 It's Not Easy Money

We have heard it a million times, we may have even believed it a time or two. This is one of the things I hate most about the industry. People seem to think that the pitch should be "easy money", you don't have to work, you don't have to sell, you just make a list, sign a few people up and they do all the work for you! Sound familiar? Still waiting for the pigs to fly into your mailbox delivering great big checks?

Experienced Network Markers will tell you that it is not an easy money game. It is not merely a recruiting game. Distributors who are successful know their product, know their customers, know the company's vision, and are prepared to do that which is necessary. HARD WORK. Look at the name Network Marketing.

· Common mistake in network marketing -#5 "Free-Bee" Product ? Forget About It

You get what you give and you take what you get! It's not about offering something for nothing, it's about adding value to what you have! I cannot stress this enough.

If you want to sit on a roller coaster of ups and downs. Downs being the money you spend for a freebee or a gimme product, the Ups being the instant traffic or interest you have while someone walks up to you.... with their hand out for your freebee. You will generate a great deal of Interest only in the trinket, but not what it is you have to say! Once they have what they want, they will never look back. You want activity, likewise, you also want FRUITFUL activity. If you must offer something for free, associate a value with it that benefits the individual. We offer a $25 Gift Certificate for all new Case Autoship Qualified Distributors. They in turn may use this with the company on a future purchase. Why do we do this? Because the chances of them trying another product from the company is high--we know the quality is second to none and feel that the additional exposure will show them the true value of other products.

· Common mistake in network marketing -#6 Don't Ignore the Company Track Record

A distributor who is looking to increase their odds of becoming successful is looking for a company with a good, strong, firm, and consistent track record. A track record demonstrates quality of management and products. This is very important for those who are genuinely "business builders".

· Common mistake in network marketing -#7 Run --Don't walk!

You should avoid a company who requires you to carry large investments of inventory. The monthly minimum should be what you can realistically use in a single month. Autoship programs for both customers and distributors, represents a far more fair and long-term approach than large front load requirements.

· Common mistake in network marketing -#8 Look for Products with Profit Margins

There are many Network companies in the world today. A great deal of them offer very low if any profit margin return. As a business builder, you know that Network marketing isn't for everyone. However if you have a good product, the product can be sold to everyone, you have a good thing going. Far too often distributors concentrate on the compensation plan and earnings hype then spending time looking at the profitability of the products or services offered by a company. A company with an exclusive product, these companies, can justify a higher profit, which means the ability to pay commissions in the long term from the sale of the products.

Historically, this is why the largest and most successful Network Marketing companies have had, as their mainstay, consumable products that are proprietary. These products are unique to the company, allowing for sufficient profit to pay commissions. If the products are available in every shopping club, grocery store or nutrition store, chances are, that is where the public will make their purchase.

· Common mistake in network marketing -#9 Don't be a junkie or a ping-pong

Very few distributors in the industry have developed the ability to work multiple programs effectively. These types of distributors are few and far between. As the average distributor is part-time to begin with, you should carefully pick a company and stick with it. History favors the long-term committed distributor rather than the next-opportunity-junkie who hops from opportunity to opportunity. Focus and energy is hard to maintain with one company and its products, let alone several. Splitting your time and energy with several companies will most likely end with limited or paled results. Focus in on yourself, your goals, and your desires in one direction.

· Common mistake in network marketing -#10 Turn off the TELEVISION

Activity is the name of the game in network marketing. You must do more than complete the distributor application; call your friends and sit back waiting for the money to be rolling into your mailbox. Turn your television off and get proactive. Do you know how many hours you could find in a day if you simply were willing to turn the television off?

The most successful people in network marketing are the ones who are constantly recruiting, selling and calling upon the same prospective customers and recruits multiple times. Those who sit back and watch the television in all their spare time will have unfulfilled expectations

50 WAYS TO GENERATE MORE MONEY IN NETWORK MARKETING (PRACTICING THE OBVIOUS)
If the art of Network Marketing is your "pin-point" passion, you may certainly want to take note and put into play these 50 "best practice" marketing techniques.

Here we go!

1. Use your products regularly.

2. Make a total commitment to your program for at least one year.

3. Sell yourself first, then the products and the marketing plan.

4. Spend 90% of your business time with distributors, customers and prospects.

5. Present your products and marketing plan personally to at least one person daily.

6. Let everyone know what business you are in. Advertise.

7. Make "understanding people" more important that product knowledge.

8. Duplicate yourself by making distributors independent of you.

9. Motivate your group monthly by offering money, travel, recognition and other rewards for specific achievements.

10. Praise your distributor's accomplishments.

11. Mingle with top distributors and ask how they made it.

12. Be persistent - only one out of every 20 people you approach may get serious about the business or be interested in your products.

13. Lead by example. Never stop recruiting, training and retailing.

14. Keep it simple: do things others can easily duplicate and copy.

15. Keep in touch - communicate by newsletter, meetings, weekly calls, postcards, voice mail - pass on pertinent information immediately.

16. Conduct simple, brief, dramatic presentations.

17. Listen 80% of the time, talk 20%.

18. Satisfy all complaints immediately.

19. Concentrate on what you can do for your distributors and customers, not on your own profits.

20. Ask for referrals from your best customers.

21. Give customers more than they expect. Everyone loves a free gift.

22. Develop at least 30 retail and/or wholesale customers.

23. Provide one-day delivery service.

24. Believe in your products so much that you know every person you talk to is going to buy from you.

25. Tell your customers how much you appreciate their business.

26. Don't accept "no" as a final answer - approach each prospect at least 12 times a year with new information.

27. Send customers monthly promotional information. Don't your forget your customers and don't let your customers forget you!

28. Speak enthusiastically about your business and products.

29. Work on top priority projects that produce the highest returns.

30. Build your list of contacts daily while you build your reputation.

31. Approach former top producers. They are always open.

32. Fit the needs of a prospect with the benefits of your products and/or business opportunity.

33. Organize your files so you can locate any piece of information in 30 seconds.

34. Use an answering machine or service, and return all calls within 24 hours. Use a cellular phone for best service.

35. Set daily, weekly, monthly and yearly goals - and do whatever is necessary to achieve them.

36. Do not pass negative rumors downline! Check the facts yourself.

37. Listen to cassette tapes on multi-level tips from top earners.

38. Subscribe to multi-level magazines. Read self-help books.

39. Expand your distributorship world-wide. Think big!

40. Tell others what they are interested in knowing, not what you think they should hear.

41. Spend money on things that will make you more money.

42. Schedule important tasks at the time of day when you are your best.

43. Delegate - do those things only you can do.

44. Read biographies of successful people to be inspired by their lives.

45. Present business opportunities and training regularly.

46. Plow your profits back into building your business.

47. Know that if others can do it, so can you. Challenge yourself.

48. Give yourself a reward for reaching your goal and a penalty for falling short.

49. Have so much fun in your business that others want to join you.

50. Do it now!

CASE STUDY # 2 :
TEN BIG LIES OF NETWORK MARKETING/ MULTILEVEL MARKETING

The multilevel marketing (MLM) field grows, and its member companies multiply. Solicitations to join seem to be everywhere. Its promoters would like you to believe that it is the wave of the future, a business model that is gaining momentum, growing in acceptance and legitimacy, and will eventually replace most other forms of marketing. Many people are led to believe that success will come to anyone who believes in the system and adheres to its methods.

Unfortunately, the MLM business model is a hoax that is hidden beneath misleading slogans. Calling it a "great business opportunity" makes no more sense than calling the purchase of a lottery ticket a "business venture" and winning the lottery a "viable income opportunity for everyone." MLM industry claims of distributor income potential, its glorified descriptions of the "network'" business model, and its prophecies of dominating product distribution have as much validity in business as UFO sightings do in the realm of science.

The very legality of the MLM system rests tenuously upon a single 1979 court ruling on one company. The guidelines for legal operation set forth in that ruling are routinely ignored by the industry. Lack of governing legislation or oversight by any designated authority also enables the industry to endure despite occasional prosecutions by state attorneys general or the FTC.

MLM's economic scorecard is characterized by massive failure rates and financial losses for millions of people. Its structure in which positions on an endless sales chain are purchased by selling or buying goods is mathematically unsustainable, and its system of allowing unlimited numbers of distributors in any market area is inherently unstable. MLM's espoused core business -- personal retailing -- is contrary to trends in communication technology, cost-effective distribution, and consumer buying preferences. The retailing activity is, in reality, only a pretext for the actual core business, which is enrolling investors in pyramid organizations that promise exponential income growth.

As in all pyramid schemes, the incomes of those distributors at the top and the profits to the sponsoring corporations come from a continuous influx of new investors at the bottom. Viewed superficially in terms of company profits and the wealth of an elite group at the pinnacle of the MLM industry, the model can appear viable to the uninformed, just as all pyramid schemes do before they collapse or are prosecuted by authorities.

The growth of MLM is the result of deceptive marketing that plays upon treasured cultural beliefs, social and personal needs, and some economic trends, rather than its ability to meet any consumer needs. The deceptive marketing is nurtured by a general lack of professional evaluation or investigation by reputable business media. 
Consequently, there is widespread belief that MLM is a viable business investment or career choice for nearly everyone and that the odds of financial success in the venture are comparable or better than other employment or business ventures.

MLM's true constituency is not the consuming public but hopeful investors. The market for these investors grows significantly in times of economic transition, globalization, and employee displacement. Promises of quick and easy financial deliverance and the linking of wealth to ultimate happiness also play well in this market setting. The marketing thrust of MLM is directed to prospective distributors, rather than product promotions to purchasers. Its true products are not long distance phone services, vitamins, or skin creams, but the investment propositions for distributorships which are deceptively portrayed with images of high income, low time requirements, small capital investments, and early success.

Here are ten lies I have identified during more than 20 years of observing the MLM marketplace:

Lie #1: MLM offers better opportunities than all other conventional business and professional models for making large amounts of money.

Truth: For almost everyone who invests, MLM turns out to be a losing financial proposition. Fewer than 1% of all MLM distributors ever earn a profit and those earning a sustainable living at this business are a much smaller percentage still.

Extraordinary sales and marketing obstacles account for much of this failure, but even if the business were more feasible, sheer mathematics would severely limit the opportunity. The MLM business structure can support only a small number of financial winners. If a 1,000-person downline is needed to earn a sustainable income, those 1,000 will need one million more to duplicate the success. How many people can realistically be enrolled? Much of what appears as growth is in fact only the continuous churning of new enrollees. The money for the rare winners comes from the constant enrollment of armies of losers. With no limits on numbers of distributors in an area and no evaluation of market potential, the system is also inherently unstable.

Lie #2: Network marketing is the most popular and effective new way to bring products to market. Consumers like to buy products on a one-to-one basis in the MLM model.

Truth: Personal retailing -- including nearly all forms of door-to-door selling -- is a thing of the past, not the wave of the future. Retailing directly to friends on a one-to-one basis requires people to drastically change their buying habits. They must restrict their choices, often pay more for goods, buy inconveniently, and engage in potentially awkward business relationships with close friends and relatives. In reality, MLM depends on reselling the opportunity to sign up more distributors.

Lie #3: Eventually all products will be sold by MLM. Retail stores, shopping malls, 
catalogs and most forms of advertising will soon be rendered obsolete by MLM.

Truth: Fewer than 1% of all retail sales are made through MLM, and much of this is consists of purchases by hopeful new distributors who are actually paying the price of admission to a business they will soon abandon. MLM is not replacing existing forms of marketing. It does not legitimately compete with other marketing approaches at all. Rather, MLM represents a new investment scheme couched in the language of marketing. Its real products are distributorships that are sold through misrepresentation and exaggerated promises of income. People are buying products in order to secure positions on the sales pyramid. The possibility is always held out that you may become rich if not from your own efforts then from some unknown person ("the big fish") who might join your "downline."

MLM's growth does not reflect its value to the economy, customers, or distributors, but the high levels of economic fear, insecurity, wishes for quick and easy wealth. The market dynamics are similar to those of legalized gambling, but the percentage of winners is much smaller.

Lie #4: MLM is a new way of life that offers happiness and fulfillment. It provides a way to attain all the good things in life.

Truth: The most prominent motivational themes of the MLM industry, as shown in industry literature and presented at recruitment meetings, constitute the crassest form of materialism. Fortune 100 companies would blush at the excess of promises of wealth, luxury, and personal fulfillment put forth by MLM solicitors. These appeals actually conflicts with most people's true desire for meaningful and fulfilling work at something in which they have special talent or interest.

Lie #5: MLM is a spiritual movement.

Truth: The use of spiritual concepts like prosperity consciousness and creative visualization to promote MLM enrollment, the use of words like "communion" to describe a sales organization, and claims that MLM fulfills Christian principles or Scriptural prophecies are great distortions of these spiritual practices. Those who focus their hopes and dreams upon wealth as the answer to their prayers lose sight of genuine spirituality as taught by religions. The misuse of these spiritual principles should be a signal that the investment opportunity is deceptive. When a product is wrapped in the flag or in religion, buyer beware! The "community" and "support" offered by MLM organizations to new recruits is based entirely upon their purchases. If the purchases and enrollment decline, so does the "communion.'"

Lie #6: Success in MLM is easy. Friends and relatives are the natural prospects. 
Those who love and support you will become your life-time customers.

Truth: The commercialization of family and friendship and the use of"'warm leads" advocated in MLM marketing programs are a destructive element in the community and very unhealthy for individuals involved. People do not appreciate being pressured by friends and relatives to buy products. Trying to capitalizing upon personal relationships to build a business can destroy one's social foundation.

Lie #7: You can do MLM in your spare time. As a business, it offers the greatest flexibility and personal freedom of time. A few hours a week can earn a significant supplemental income and may grow to a very large income, making other work unnecessary.

Truth: Making money in MLM requires extraordinary time commitment as well as considerable personal skill and persistence. Beyond the sheer hard work and talent required, the business model inherently consumes more areas of one's life and greater segments of time than most occupations. In MLM, everyone is a prospect. Every waking moment is a potential time for marketing. There are no off-limit places, people, or times for selling. Consequently, there is no free space or free time once a person enrolls in MLM system. While claiming to offer independence, the system comes to dominate people's entire life and requires rigid conformity to the program. This is why so many people who become deeply involved end up needing and relying upon MLM desperately. They alienate or abandon other sustaining relationships.

Lie #8. MLM is a positive, supportive new business that affirms the human spirit and personal freedom.

Truth: MLM is largely fear-driven. Solicitations inevitably include dire predictions about the impending collapse of other forms of distribution, the disintegration or insensitivity of corporate America, and the lack of opportunity in other occupations. Many occupations are routinely demeaned for not offering"unlimited income." Working for others is cast as enslavement for "losers." MLM is presented as the last best hope for many people. This approach, in addition to being deceptive, frequently discourages people who otherwise would pursue their own unique visions of success and happiness. A sound business opportunity does not have to base its worth on negative predictions and warnings.

Lie #9. MLM is the best option for owning your own business and attaining real economic independence.

Truth: MLM is not true self-employment. "Owning" an MLM distributorship is an illusion. Some MLM companies forbid distributors to carry other companies' products. Most MLM contracts make termination of the distributorship easy and immediate for the company. Short of termination, downlines can be taken away arbitrarily. Participation requires rigid adherence to a "duplication" model, not independence and individuality. MLM distributors are not entrepreneurs but joiners in a complex hierarchical system over which they have little control.

Lie #10: MLM is not a pyramid scheme because products are sold.

Truth: The sale of products does not protect against anti-pyramid-scheme laws or unfair trade practices set forth in federal and state law. MLM is a legal form of business only under rigid conditions set forth by the FTC and state attorneys general. Many MLMs are violate these guidelines and operate only because they have not been prosecuted. Recent court rulings are using a 70% rule to determine an MLM's legality: At least 70% of all goods sold by the MLM company must be purchased by nondistributors. This standard would place most MLM companies outside the law. The largest MLM acknowledges that only 18% of its sales are made to nondistributors.

CONCLUSION
Network marketing is not a complex business. Unlike most businesses, there is very little capital risk. You do not have to analyze it as much as you would if big money was at stake.

With little or no capital risk, the questions become simple: is this the company I’d be proud to be associated with? Are the products are able to capture an appropriate segment of a market? Can I believe in them? Will I enjoy doing the business on day-to-day basis? All of these are answered simply by trying- experiencing both the products and the business.

A convergence of trends in making network marketing stand out as a business today. The downsizing of corporate America, the aging of the population, the reduction of effectiveness of advertising as an approaches to the consumer, the ease and speed of communications technology, the increase of entrepreneurship, and many other trends have positioned network marketing for a staggering boom in the next decade.

Network marketing is fast becoming the single most powerful distribution methodology in business today, both in the United States and in worldwide. Ultimately, however the underlying reason for the extraordinary attractiveness of network marketing is life style- the potential of person, economic and time freedom.

One of the most appealing about this business is that it provides a level playing field- productivity, not capital or policies, matters. Anyone can get involved, and if network marketing is done well enough and long enough, anyone has a chance to become prosperous.

Network marketing is not an easy road: you have to work hard. But have you ever seen anything real or worthwhile where you did not have to work? You need to chose your corporate vehicle carefully, and then remember that if you want a big business, you cannot treat like a hobby. The one “flaw” in the industry is that we do not have a capital investment, and so people often lose track of the need for intense regular business like efforts to achieve significant success.

If you choose the industry, you are about to embark on a wonderful adventure in business and in personal development. There is no replacing or even approaching the economic potential that comes from creating a source of leveraged income and ironically there is no way to help other people- oriented business without becoming a bigger person yourself.

RESEARCH METHODOLOGY AND BIBLIOGRAPHY

RESEARCH METHODLOGY:

All the following data has been collected by the following resources:-

PRIMARY DATA: -   All the primary data has been collected by the interviewing people and by survey.

SECONDARY DATA:  Through the magazines, marketing books and also by electronic media such as Internet.
APPOINTMENTS: Appointment for the project has taken by telephone and directly visits to Free India concepts and Amway.

BIBLIOGRAPHY
WWW.AMWAY.COM
WWW.AMWAYINDIA.COM
WWW.FICWORLD.COM
WWW.MLM.COM
WWW.GOOGLE.COM
WWW.YAHOO.COM
WWW.NETWORKMARKETINGINFORMATION.COM
WWW.BAMBOOWEBDICTIONARY.COM
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WWW.MCDAR.COM
ILLIGAL PYRAMID SCHEME





Paid directly just for recruiting investors





Often no product at all or product with out real use or demand





Upline always makes more than downline





Substantial capital requirement ($5,000-$20,000)





 Pyramids have a limited life, usually less than two years





NETWORK MARKETING COMPANY





Paid only on one product








Product with real consumer demand








Downline can make more money than upline





Little or no capital investment        ($45-$2,000)





Company has been in business for a substantial period of time





SIMILAR TO FRANCHISING            





Significant marketing power


 


Proven products





Proven operation approach





Proven training system





Name recognition





Increasing acceptance





SUPERIOR TO FRANCHISING





No franchising fees





Little or no capital risk





No territorial limits





No contract time limits





No overhead





No percentage of revenue paid to franchisor





YOUR DOWNLINE





YOUR CROSS LINE





YOUR UPLINE





DISTRIBUTOR


B





DISTRIBUTOR


A





NETWORK MKT.





ADMINISTRATIVE ORGANISATION





DISTRIBUTER 


ORGANISATION








STEP 1:                           CREATE YOUR ATTITUDE





STEP 2:                           WRITE YOUR VALUE, DREAMS AND GOALS





STEP 3:                           GAIN THE BASIC KNOWLEDGE





STEP 4:                           UNDERSTAND BUSINESS FINANCE





STEP 5:                           BUILD YOUR PROSPECT LIST





   DAILY 


ACTIVITY





DREAMS 


& GOALS





VALUES





Competence


Contributor


Excellence


Fairness


Family


Financial securities


Frugality


Giving


Hardworking


Honesty


Humility








Innovation


Integrity


Intellectual growth


Leadership


Neatness


Organized


Perseverance


Personal growth


Physical health


Playfulness


Positive attitude








Productive


Selflessness


Self-sufficiency


Sincerity


Spiritual growth


Stability


Thoughtfulness


Tolerance


Tranquility


Truthfulness











#1: THIS IS A BUSINESS OF DUPLICATION





#2: TEACH THE BASICS





#3: BE AVAILABLE





ILLIGAL PYRAMID SCHEME





Ask lots of questions





Write down goals





Start thinking of prospect list immediately





Loves it when upline calls





Calls prospects and upline daily





Is very coachable, really listens





Has a dream





EARLY SYMPTOMS OF A DROPOUT





Ask few or no questions





Does not write down goals





Does not make an adequate prospect list





Says “what can I do for you?” when up line calls





Makes few if any calls





Says or thinks, “I’ll do it my way.”





Has no burning desire





PROSPECT LIST








WARM LIST





Family and friends


Business and personal acquaintances


Other people with whom you have connection


Referrals


List of names where you have relatedness- schools, clubs, organization, etc.


Friends’ lists- corporate and organizational.








COLD LIST





“Walk and talk” around town, meeting new friends


Meeting strangers while doing daily activities


Utilizing other people’s circle influence


Advertising  





MANUFACTURER














CONSUMER





ADVERTISEMENT 


AND PUBLICITY





TRADITIONAL MARKETING SYSTEM





WHOLESALER





NETWORK MARKETING CO.





SOLE DISTRIBUTER





RETAILER
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