
The End 
By Richard Dennis 

 
How to quickly write a very good 
article for your blog or an article 
directory … to promote your MLM 
business. 
 
To write an article, read an existing 
article sentence-by-sentence and 
1. react or 
2. reword or 
3. both 
 
IMPORTANT: You must start with a 
good article. If you start with crap, 
you’ll wind up with it, too. 
 
Demo – Go To: 
EzineArticles.com>Home Based 
Business>Network Marketing>Top 
Authors in Home-Based-
Business:Network Marketing>Audrey 
Okaneko's Articles>Helping Your 
New Network Marketing Distributor   
 

Helping Your New Network 
Marketing Distributor 

It is so exciting to have someone 
say "I want to sign up." Having 
someone sign up is really only the 
beginning. If this person never sells 
anything, then neither of you ever earn 
any money. 

Very recently, I spoke with 
someone who was incredibly anxious 
and excited to get started. I 
commented to her how much her 
excitement made me smile. We shared 
a delightful conversation. She signed 
up right then and there and was set to 
go. 

As I always do, I was in touch 
with her daily for the next few days. A 
week later she still hadn't done any of 
the things she originally said she 
wanted to do. And a week after that 
she quit answering my emails and 
phone calls. 

It's so important to really listen to 
what your new recruit is telling you. 
What is it that they want for 
themselves? How do they see their 
business taking off? What are their 
plans to get their business started? 

If you see they are not hitting the 
goals they set for themselves, help 
them tone down the goals a bit. For 
example, if they said they hope to sell 
$300 their first week and you see they 
haven't even gotten one customer yet, 
then help them reset their goal to get 
just their first customer. 

If they are facing challenges 
getting even that one customer, help 
them set a goal to look at the product 
line and place their own personal 
order. 

I've seen distributors completely 
overwhelm someone new by 
presenting them with everything they 
themselves have acquired over the last 
six to twelve months. Consider if what 
you're sending today will actually be 
helpful today. 

The new distributor should have 
goals of talking to people about the 
company and products. They should 
be considering a starter order for 
themselves. Everything else will come 
in time. 

I make sure that new distributors 
know that they can call me any time 
for answers to questions. It's 
completely unreasonable to expect a 
new distributor to know everything 
about the company and products. So 
coach them to say, "I'll find out and 
get back to you." I take phone calls all 
of the time from team members who 
have a question from someone they are 
speaking to about the products or the 
opportunity. 

It can happen that the new person 
is asked from the start, "Hey, how do I 
sign up?" Since they only signed up in 
the past few days, as their upline, you 
can offer to call the person for them. 
Or you can offer to do a three way 
call, or you can offer to answer all 
questions while the new distributor 
"learns on the job." 

Listen to what your new 
distributor wants from you and then 
both of you should see success! 

Audrey Okaneko has been in 
direct sales since 1983. You can read 
more of her articles at 
http://mydirectsales.com or you can 
Become a Tupperware Consultant. 
 

OK. Let’s go through Audrey’s article 
sentence-by-sentence. First, Audrey, 
Then, my new version … mostly just 
flipping the sentence to put the last 
part first. 
 
Audrey’s Title: Helping Your New 
Network Marketing Distributor 
 
My Title: Support Your New MLM 
Rep 
 
Audrey: It is so exciting to have 
someone say "I want to sign up."  
Me: When somebody asks, "How do I 
sign up?", you get very excited. 
 
Audrey: Having someone sign up is 
really only the beginning. 
Me: But it's only a start. 
 
Audrey: If this person never sells 
anything, then neither of you ever earn 
any money. 
Me: You and your new recruit won't 
earn a dime unless they actually sell 
something. 
 
Audrey: Very recently, I spoke with 
someone who was incredibly anxious 
and excited to get started. 
Me: One of my recent new recruits 
was really excited and ready to go 
immediately. 
 
Audrey: I commented to her how 
much her excitement made me smile. 
Me: I couldn't help smiling, and I told 
her how much her excitement inspired 
me. 
 
Audrey: We shared a delightful 
conversation. She signed up right then 
and there and was set to go. 
Me: She was so eager to sign up on 
the spot and get started, and we had a 
great conversation about her future. 
 
Audrey: As I always do, I was in 
touch with her daily for the next few 
days. 
Me: For the next several days, I called 
her every day. That's my policy. 
 



Audrey: A week later she still hadn't 
done any of the things she originally 
said she wanted to do. 
Me: She began with great intentions, 
but after a few days, she still hadn't 
actually done anything.  
 
Audrey: And a week after that she 
quit answering my emails and phone 
calls. 
Me: The next step was predictable. 
My phone calls & emails went 
unanswered. 
 
Audrey: It's so important to really 
listen to what your new recruit is 
telling you. 
Me: When your new recruit talks to 
you, it's critical to actually listen to 
what they say. 
 
Audrey: What is it that they want for 
themselves? 
Me: They want something from this 
business. What is it? 
 
Audrey: How do they see their 
business taking off? What are their 
plans to get their business started? 
Me: To start any business, you must 
have a do-able step-by-step plan, or 
you will never get off the ground. 
 
Audrey: If you see they are not hitting 
the goals they set for themselves, help 
them tone down the goals a bit.  
Me: Realistic goals are crucial, 
because many new recruits aim for 
goals they have no hope of achieving. 
 
Audrey: For example, if they said 
they hope to sell $300 their first week 
and you see they haven't even gotten 
one customer yet, then help them reset 
their goal to get just their first 
customer. 
Me: The business always begins with 
a single new customer, and your new 
rep needs to start with a step-by-step 
plan to get that single new customer. 
That experience will help them set 
realistic goals. 
 
Audrey: If they are facing challenges 
getting even that one customer, help 
them set a goal to look at the product 

line and place their own personal 
order. 
Me: Even getting just one customer is 
a challenge for most people. Placing 
their own personal order after looking 
over the product line can help get them 
started and excited again. 
 
Audrey: I've seen distributors 
completely overwhelm someone new 
by presenting them with everything 
they themselves have acquired over 
the last six to twelve months.  
Me: If you've been in the business a 
year, it's easy to forget how 
overwhelming it all is when you're just 
starting. Keep things simple for your 
new recruit. 
 
Audrey: Consider if what you're 
sending today will actually be helpful 
today. 
Me: You can probably help them most 
by giving them just one single step that 
they need to do today ... and get their 
agreement on that. 
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