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ACTION PLAN FOR SUCCESS                      Rev. 5/13/11              

  

1. ESTABLISHING YOUR UNFRANCHISE® BUSINESS 

2. THE FIRST FOLLOW-UP MEETING - OUTLINE & 90 DAY ACTION PLAN 
CHECKLIST. 

1. ESTABLISHING YOUR UNFRANCHISE BUSINESS 

 

A. Pre registration instruction for sponsor and new distributor 

 Bring Action Plan for Success - sponsor  

 Product Catalog - sponsor 

 Product Order for registration – list products you want to purchase and we will put the order 

together 

 Transfer Buy First Order – together we will determine a first order – list a few products 

 Be sure the method of payment new distributor will be using has sufficient funds for the 

registration process 

 Be sure to know the Rep ID and password of the New Distributor’s Sponsor 

 Be sure to know the Distributor ID for the New Distributor’s placement 

B. What is the primary reason for doing this business? 

 Purchasing products at distributor cost? 

 I am making a 1 year commitment to this business before any re-evaluation 

  I will follow this Action Plan for Success 

  I will commit 8-12 hrs/week    

 I will commit $500 to $1000 to capitalize the business 

 I will attend an out-of-state training session, if applicable 

 I will be coachable 

 I will purchase a ticket(s) to the next scheduled National Meeting, Training and Seminar System 

(NMTSS) event (Local Seminar, District Seminar, and Regional Convention, ma World 

Conference or International Convention). 

 

New Distributor Registration:  Adults are visual and experiential (participatory) learners.  Have the new 

Independent Distributor complete all forms under your supervision.  The following, details each step that 

needs to be completed during the sign-up appointment as well as key points and recommendations 

associated with its completion.  Note:  The registration process can be completed online.  Your sponsor 

must log into their Unfranchise Business Account with his/her Rep. ID# and password. 
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a. Independent Distributor Application & Agreement 

 Ensure placement information is correct 

 Be sure new distributors email is included on the application 

 Record Distributor ID once application has been submitted 

 Print form for your records 

b. Unfranchise Management System (UFMS) Agreement Upon completion; submit it to Market America, 

Inc.   

 UFMS provides total access to all online management tools, systems, reports, credit cards 

usage, significant discount on PATLive voicemail system and more.  Monthly charge is $20.00 

added to your monthly Transfer Buying Authorization (optional but required to keep accruing 

volume week-to-week.  If desired pay $60 for the first 3 months which allows you to use your 

credit card for your first order and subsequent orders – always enter at least one (1) credit 

card for initial order, and must purchase at least 1 month of UFMS $20.00 for 1st order.   

c. Transfer Buying /Autoship 

 Make sure pull week is correct, approximately 2 weeks before “Q” date, use TB chart relating 

to what your Q-date will be 

 If you select the 3rd month on the drop-down box make sure your first pull date is within 90 days  

or less of your initial Q-date. 

 Check off Transfer Buying Rider (Bump-Up Option)  

 Include a minimum of 50, 100, 150 BV, to exercise the monthly BV accrual option and include 

10, 20, 30 IBV if you want to accrue IBV monthly, be sure you include UFMS.  IBV product 

listing can be found in downloads in the Unfranchise Back Office, sales aids – ma IBV Product 

listing 

 If you earn commission(s) during your first quarter, you may have to adjust your transfer buy 

or submit a manual order before the end of your quarter.  Check with your sponsor or mentor. 

 Print form for your records 

d. Complete the PATLive enrollment form:   

   Be sure your sponsor has your PatLive and email address to put you on their email and 

voicemail groups 

e. Initial Product Order (BV based on entry level) 

 Order 200 BV or 300 BV worth of product to sell through and qualify/establish BDC(S) or 600 BV 

worth of product if you would like to qualify each of the three BDCs (300 BV is the minimum to 

establish your business at the Master Unfranchise level). 
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 Order three months subscription to the UnFranchise Management (covers first 3 months), if 

desired 

 Order “UFO Business Support Materials Kit” (Code 1526/c) if desired. 

 At a minimum order Annual Reports (17094), Home Shopping Lists (671) and Product Catalogs 

(663). 

 Print form for your records 

f. Administration Forms:  

 Complete Form 1001 (Executive Coordinator Qualification and Application). 

 Complete Form 925 (Executive Coordinator Acknowledgement and Agreement). 

 Print forms for your records 

g. Registration Complete 

h. New Distributor retrieves their email from Market America that contains their Distributor ID,  

Rep ID & Password, Preferred Customer Number and Password.   

 Record information on the top of 90 Day Action Plan Checklist – Pg. 10 

 Distributor ID = unique 9-digit number associated with each distributor 

 Rep ID and Password - used to access Unfranchise Business Account 

i. Go into your Unfranchise Business Account – http://login.unfranchise.com 

Future access to your Unfranchise Business Account will be through your web portal once 

you have set-up your portal during this process. 

 

 Follow the step by step instructions to change your password, designate your  BV & IBV 

placement and setup your web portal  

 

 One-time no cost registration for maChatterbox, maMyWorld, maBlog, myFashionCents.  

Need to complete to accrue IBV. 

 

http://login.unfranchise.com/
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j. Review Form 1000 dates –  

Your Q-date is?  __________                                                                     Submit 1 month early 

Quarter # 1 Start  Date:  __________ End  Date:  __________           _______________ 

Quarter # 2 Start Date:  __________ End  Date:  __________           _______________ 

Quarter # 3 Start Date:  __________ End  Date:  __________           _______________ 

Quarter # 4 Start Date:  __________ End  Date:  __________           _______________ 

 Submit your Form 1000, one month before your quarter ending date.  Log these dates in your calendar so you 
don’t forget to take care of this important quarterly activity.  Record your submission date on your Admin 
Checklist. 

 If you earn commission in your first 90 days, you will have to submit a Form 1000 in order to receive the 
check.  All Distributors need to complete and submit a current, valid Form 1000 to receive any commission 
check. 

 One-time submission of Form 1000 for all other BDCs 
002  _______  003  _______  004:  _______  005  _______  006:  _______ 

NOTE:  Submittal of your Form 1000 can be satisfied online through your Unfranchise® Business Account.  
Registering all of your customers as Preferred Customers and crediting the purchases of these customers 
enables you to submit your Form 1000 online.  The online Form 1000 submittal greatly minimizes any mistakes 
and is more efficient than the paper form.  The only way to utilize the online Form 1000 submittal is to have your 
customers registered as Preferred Customers. 
 
If you mail your Quarterly Form 1000 receipts must contain full name, address, city, state or province, and zip 
code/postal code, or complete phone number, including area code. It is best to have both for your records.  Date 
the receipts with the date of the corresponding product sale.  Submit form 1000 one month prior to quarter ending 
date.  Verify Form 1000 was received prior to the quarter end by checking your Qualification Report.  

k. Meetings, Trainings & Seminars (NMTSS)  (Getting your new Distributor trained) 

 Refer to your local events calendar www.__________________ 

o Be sure to log dates in your calendar (planner)  

 Trainings 

o NDT - $15 Date:  __________ 

o B5 - $15 Date:  __________ 

o Listen to online webinar trainings.(see www.teamgoldcoast.com  click on “Unfranchise Owner).  

There are 10 training webinars approximately 30 minutes in length. Try to listen to 1 per day. These    
webinars cover the “Getting Started Guide”, the “Basic Five” &  “New Distributor Training”. 

o ECCT - $50 – After completion of B5 & NDT  required after you complete the 1
st
 pay cycle. 

 Purchase tickets to next event and discuss all the others.  Mark the dates in your planner and make the 

necessary plans to attend all 

o Local Seminar – Date:  __________ __________ __________ 

o District Conference – Date:  __________ 

o Regional Conference – Date:  __________ 

o World Conference – Dates:  __________ 

o International Convention – Dates:  __________ 

http://www.__________________/
http://www.teamgoldcoast.com/
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 Schedule  

o Dates you will attend hotel business presentations (UBPs) - $5 per person 

Date:  __________ Date:  __________ Date:  __________ 

o Schedule Product Preview – Date:  __________ 

o Schedule Home Business Presentation  - within a month of registration 

Date:  __________ 

 Attend Specialized Training when appropriate – University Major Overviews 

 Participate in weekly live conference calls/corings with upline mentors (8:00-9:00 pm every Mon. 

 with Bob Cannata – 712-775-7100 ext. 722913). 

 Attend corings regularly with the team 

 Other Online Training Webinars – www.wrightwaycomputing.com,, www.malegacybuilders.com  

 Listen to MP3 audio trainings approximately 15 minutes per day 

l. Homework for next meeting 

 Book Date for Follow-Up Meeting – Meeting should be scheduled three to seven days (if at all 

possible from the date of registration.  

 Complete 60+ names list (don’t prejudge.  Highlight Top 10 – Pg. 12   

 Use the memory jogger to help you develop your names list. – Pg.  11 

 Complete bio sheets on top 10 – Pg.  13   

 You will formulate a plan on how to approach your top 10 during your follow-up 

meeting. If you choose, you may list some names & make a few phone calls.) 

 In preparation for developing your goals statement, write down: 

 Why you’re doing the business  

 What you Want 

 When you Want It 

 What are you willing to give up 

 Together we will develop a detailed plan of action to meet those goals. 

 Purchase an appointment book for your business 

 Listen to Retailing & both Recruiting/Sponsoring of Basic 5 webinars prior to follow-up meeting 

http://www.wrightwaycomputing.com/
http://www.malegacybuilders.com/
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2. THE FOLLOW-UP MEETING - OUTLINE & 90 DAY ACTION PLAN CHECKLIST 

 The purpose of the Follow-Up Meeting is to complete any unfinished items from the registration 

process and develop an action plan to secure a customer base and develop a strategy to build a 

distribution network. 

o Finish completing any open items in the Registration Process 

o Review names list – names lists should include a minimum of 60 names – Pg. 12 

o You will use these names to develop your retailing base and your prospecting base. 

o Your initial goal is to establish a base of 10 customers and activate yourself and help the 
individuals you register build a base of 10 customers and activate. 

 

 

 

Copyright Market America, Inc. 2005

‘Base 10’ –Establish the Foundation

Establish a repeat customer base

of ≥ 10 Preferred Customers,

each purchasing ≥ 30 BV each month.

YOU

400 BV

PC

PC

PC

PC

PC

PC

PC

PC

PC

PC

Dist. PC TOTAL

100 BV     +   10 @ 30 BV Each = 400 BV/Month

 Copyright Market America, Inc. 2005

Activate by personally sponsoring one qualified 

Distributor in your left and right organization.

Each new Distributor duplicates by establishing a 

‘Base 10’ Foundation

YOU

400 BV

PPPPP

PPPP P

JACK

400 BV

JILL

400 BV

P P

PPPPP PPPPP

PPPPP PPPPP

‘Base 10’ –Implementing and Duplicating

 
 

Copyright Market America, Inc. 2005

‘Base 10’, Seven Strong
PPPPP

PPPPP

400400

JACK

400 BV

400400

JILL

400 BV

PPPPP PPPPP

P PPP PPPP P P

PPPPP

PPPPP PPPPP

PPPPP PPPPP

PPPPP PPPPP

PPPPP

P P

P P P P

400 BV 400 BV 400 BV 400 BV

12001200

YOU

400 BV

$300

Duplicate this with 3 Distributors on your Left and

3 Distributors on your Right.

Earn ≥ $300 per month after 3 to 6 months 
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Retailing 

o Review names for customer development – your game plan is to establish a base of customers 

 The Goal is to personally generate at least 400 BV per month. 

 Personal use 100 BV per month 

 Retail sales of 300 BV (10 customers using 30 BV/mo each) 

 Your goal is to develop 10 repeat customers over the 1st 90 days.   

 To achieve this, you should expose consumable products to a minimum of 2 

people/week. 

 2 people X 12 weeks = 24 people.  This should develop at least 10 solid repeat 

customers – Pg. 17 

o Ideas for Customer Development 

 Setup Product Preview or new product preview 

 ma Catalog, Home Shopping List, nutriPhysical, Specific Product Brochures, trial sizes, product 

introduction party, transition clinic, health seminar, eflyer, product video, email, share through 

social media (Chatterbox, Facebook, Twitter) 

 

o To learn more about the products  

 Attend University Overviews for a better understanding in a particular product line 

 Specialize in 1 or 2 product lines 

 Go to the website www.marketamericascience.com 

 Specialized trainings (Motives, Webcenter, Transitions, nutraMetrix)  

 Understand and use the merchandising techniques available 

 Introduce your Portal and have your customers register as customers  

o Ways to increase BV & IBV  

 Increase your IBV usage through purchasing from your Partner Stores through your 
Portal. Everything you purchase you should be purchasing through your web portal. 

 Learn how to email all your contacts to notify them to shop on your portal where they 
can earn 2 to 35% cashback as well as ½% from all the people they drive to your 
web portal. 

 

Monthly IBV Goal equals 200 IBV per month combination of personal use & Preferred 
Customer purchases (see page 31) 

http://www.marketamericascience.com/
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Prospecting, Recruiting and Sponsoring 

o Review names lists and highlight Top 10 with bio sheets - Pg. 13 

 

o Develop your answers to:  What is It?, What Do you Do?, and 2-minute commercial with your 
sponsor, Pg. 18 

 

o Confirm date of your Home Business Presentation if desired Date:  __________  

 Possibly draft a Business Introduction/Home Business Presentation Letter – Pg. 21 

 

o Review all the steps in the recruiting process.  This is a very important step and you must 
complete this step so the appropriate action is taken with each prospects 

 Approaches - Pg. 19 

 Methods of Introduction – Pg. 20 

 Learn answers to most common objections – Pg. 22 

 Learn how to conduct an Overview/Interview with your prospect before they see the entire 
business presentation – this builds a relationship and you find out what your prospect is 
looking for. – Pgs. 27 & 28 

 Show the plan  

 Follow-up 

 Always book the next step before you leave a meeting or event.  A great idea is to book 
the follow-up just before your prospect sees the plan (less pressure at the end of the 
presentation) 

 Track progress on the Daily Accountability Sheet – Pg. 25 

o Formulate a plan of action for your Top 10 List with your sponsor.  This is the action step that needs 
to be covered in detail during this follow-up meeting – getting a distributor into action should be a 
priority.  Communicate daily with your sponsor. If you have the time now and your sponsor is 
comfortable doing 3-way calls, it would be a great idea to start calling some or all of the 
people on your top 10 names list. 

o Continue the prospecting, recruiting and sponsoring process by: 

 Adding 1-2 names per day to your names list 

 Approach a minimum of one possibility a day using the Daily Accountability Sheet. 
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90 Day Action Steps 

o Over the first 90 days be sure to complete the 90-day action plan checklist – Pg. 10 

o Continue completing your Daily Accountability Sheet – Pg. 25 

o Develop a Goal Statement – Pg. 16 

o Continue to complete your Base 10 Retailing Program Sheet – Pg. 17 

o Continue to use your Administrative Planner – Pg. 14 

o Sponsor & new distributor should be in contact at least every few days over their 1st 90 

days in the business to keep reviewing this Action Plan. 

 

o Unfranchise Business Back Office – Your Web Portal – www.unfranchisetraining.com (user name: 

distributor/password: gonow) www.teamgoldcoast.com  (spend the remaining time during this 

 follow-up and a little time each day getting familiar with the above areas. 

 

For example in your back office: 

 My Account 

 Order Processing 

 Registering Preferred Customers 

 Reports (sales volume) 

 Downloads  

 Audio Downloads 

- Download ma audio software application, located in the top right-hand corner of the audio 

downloads area on unfranchise.com 

 Company Websites  

o www.unfranchisetraining.com   (user name: distributor / password: gonow) 
o www.marketamericascience.com 
o www.thepowerprofiles.com 
o www.nutrametrix.com 
o www.transitions.com 
o www.torchsports.com 
o www.marketamericaevents.com 
o www.mawc411.com (Webcenters) 
o www.motivescosmetics.com  

 

http://www.unfranchisetraining.com/
http://www.teamgoldcoast.com/
http://www.unfranchisetraining.com/
http://www.marketamericascience.com/
http://www.transitions.com/
http://www.torchsports.com/
http://www.marketamericaevents.com/
http://www.mawc411.com/
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90-DAY ACTION PLAN CHECKLIST  
Items Covered at Sign-Up Items To Be Covered at Follow-Up Meeting 

  Qdate ________    Verified ________    Initial Order Recd   Order your new Business Cards 

Dist ID #  ____________  Rep ID # ____________  Password  ____________   Complete ñonlineò training modules on www.teamgoldcoast.com.  

  Transfer Buying Setup    UFMS $20/mo    BV Order    IBV Order    1
st
 Ord. 

Rec. 

  ATG Voice Mail Ext.  ______    Email Ext. to Sponsor 

  Other administration forms (Form 925 & 1001) completed 

 

  Supplies ordered at a minimum (Annual Reports, Home Shopping Lists and Product 

Catalog 

  Sales Tax Filing discussed ï separate ï expense ledger for tax savings 

 

  Read Career Manual 10 minutes per day 

  Complete Paid to Shop Wizard   Familiarize yourself with the other information websites to help build your business 

  4 Form 1000 qtrs. ending dates  and submit dates, put in your planner   Review Administrative Planner key points, i.e. Activation before your reach 1200 & 

1200 

Form 1000 submission dates ____  ____  ____  ____  Qtr. Ending Dates ____  ____  

____  ____ 
  Familiarize yourself with Unfranchise.com and your Web Portal 

  Hold a Home Business Presentation for at least 6-8 people  Date:  __________   Familiarize yourself with unfranchisetraining.com  (distributor  gonow) 

  Attend at least 2 Business Briefings monthly   /   /    GOALS ï Review Goal Statement with sponsor & read daily 

  Attend New Distributor Training  Date:  ______ RETAILING  ï Schedule 1-2 Product previews in-home or online  Date(s):  ______  

______    Send out your paid to shop emails to all your contacts. 

  Attend Basic 5 Training  Date:  ______   Develop 10 Customers             Approach 2/wk:  Use Customer Tracking 

Sheet (using products for first order) Base 10 Goals 400 BV @ end of 90 days 

  Attend Local Seminar  Date:  ______ RECRUITING  ï Review your answers to ñWhat you do?ò  ñWhat is it?ò  ñ2-min 

Commercialò 

 Attend Next Corporate Event   World Conference    International Convention   

Regional 

  Draft your Business Introduction/Home Business Presentation Letter if desired 

  Follow-up Meeting scheduled with sponsor   Review the prospecting, recruiting, sponsoring process ï approaches/objections, etc. 

  60+ Names List Completed ï Top 10 Highlighted with Bio Sheets   Formulate a plan for your Top 10 with your sponsor 

  Write our your answers to:   ñWhat you do?ò   ñWhat is it?ò   ñ2-min 

Commercialò 

  Call 1 per day & track all prospecting efforts on monthly prospect activity sheet 

 Follow MONTHLY PROSPECT ACTIVITY LIST (leading to 8-12 plans shown) 

              

Items To Be Covered at Follow-Up Meeting ACTIVATE:  (Sponsor at least 2 people)     

  Setup your Web Portal MANAGE/TRAIN/FOLLOWUP/DUPLICATE  
   Contact your sponsor a minimum of once/week (everyday until Top 10 list is 

complete) 

       

   Anyone you sponsor should follow the same 90-day Action Plan 

   Spend 80% of your time on result producing activities 

       Selling Products       Showing the Plan       Selling the Events 

http://www.teamgoldcoast.com/
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Who is in my cell phone contact list? 

Who is dissatisfied with their job? 

Who is unhappy with their income? 

Who is concerned about the 

environment? 

Who is money-oriented or money-

motivated? 

Who owns their won business? 

Who enjoys being around high-energy 

people? 

Who quit their job? 

Who needs extra money? 

Who are your friends? 

Who are your siblings? 

Who are your parents? 

Who are your cousins? 

Who are your children? 

Who are your aunts and uncles? 

Who are your spouseôs relatives? 

Who went to school with you? 

Who works with you? 

Who works part-time jobs? 

Who do you like the most? 

Who has been laid off? 

Who bought a new home? 

Who runs personal ads? 

Who answers classified ads? 

Who gave you a business card? 

Who works at night? 

Who delivers pizza to your home? 

Who sells Avon or Mary Kay? 

Who sells Tupperware? 

Who wants freedom? 

Who likes team sports? 

Who is involved in fundraisers? 

Who watches television? 

Who likes political campaigns? 

Who are social networkers? 

Who is in the military? 

Who do your friends know? 

Who is your dentist? 

Who is your doctor? 

Who will help you? 

Who works for the government? 

Who is unemployed? 

Who attends self-improvement 

seminars? 

Who reads self-help books? 

Who reads books on success? 

Who was your boss? 

Who are your parentsô friends? 

Who have you met while on vacation? 

Who waits on you at restaurants? 

Who cuts your hair? 

Who does your nails? 

Who does your taxes? 

Who works at your bank? 

Who is on your holiday card list? 

Who is in retail sales? 

Who sells real estate? 

Who are your childrenôs teachers? 

Who services your car? 

Who repairs your house? 

Who manages your apartment? 

Who has children in college? 

Who likes to dance? 

Who sold you your car? 

Who have you met at a party? 

Who likes to buy things? 

Who have you met on a plane? 

Who does volunteer work? 

Who do you like the least? 

Who has been in networking 

marketing? 

Who needs a new car? 

Who needs to go on vacation? 

Who works too hard? 

Who was injured at work? 

Who lives in your neighborhood? 

Who is your boss? 

Who delivers your mail? 

Who calls you at home? 

Who calls you at work? 

Who does your gardening? 

Who delivers your paper? 

Who watches your children? 

Who attends your church? 

Who have you met on the street? 

Who have you met through friends? 

Who tailors your clothes? 

Who sells cosmetics? 

Who bags your groceries? 

Who wants a promotion? 

Who is overweight? 

Who is health-conscious? 

Who buys bottled water? 

Who recycles? 

Who has allergies? 

Who is wealthy? 

Who has lots of friends? 

Who exercises regularly? 

Who have you neglected to put on this 

list? 
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POSSIBILITIES LIS T 
                                                                                                                                                                                                                                                                                                           

Name Phone Background Done Name Phone Background Done 

1.    31.    

2.    32.    

3.    33.    

4.    34.    

5.    35.    

6.    36.    

7.    37.    

8.    38.    

9.    39.    

10.    40.    

11.    41.    

12.    42.    

13.    43.    

14.    44.    

15.    45.    

16.    46.    

17.    47.    

18.    48.    

19.    49.    

20.    50.    

21.    51.    

22.    52.    

23.    53.    

24.    54.    

25.    55.    

26.    56.    

27.    57.    

28.    58.    

29.    59.    

30.    60.    

 

Video/Audio      Product         Overview  (phone/3 way call/appt)        Show the Plan  (1 on 1, 2 on 1, Home Kickoff or Hotel)
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Administrative Checklist 
Q-date:  ____________ 
MONTHLY ACCRUAL  REQUIREMENTS & OPTIONAL LEAD GENERATION & ADVERTISING POOL ADDITIONAL REQUIREMENTS  
Through Transfer Buy or a Manual Order ï did I place the required BV (50, 100, 150) and UFMS.  For IBV accrual, (1) did I place the required IBV (10, 20, 30) and UFMS into my 001 by my Q-date 

each month. (2) Optional lead generation & advertising pool; have I purchased $50 from Partner Stores each month.  (3) A minimum of 50 BV of ma Branded products purchased by PCs each month. 

Review your IBV requirements with the IBV Requirements report now available in Reports in Unfranchise Back Office. 

 JAN FEB MAR  APR MAY  JUNE JULY  AUG SEPT OCT NOV DEC 

Q-Month Beginning and Q-Month End 

Date 

            

BV (50, 100, 150)             

IBV (10, 20, 30)             

UFMS             

Optional Plan $50 Partner Stores personally             

Optional Plan 50 BV from PCs thru Portal 

(idea: 1 customer on autoship) 

            

QUARTERLY  REQUIREMENTS  
Form 1000 Dates and Completion Status 

Quarter  1
st
 Qtr.  2

nd
 Qtr.  3

rd
 Qtr.  4

th
 Qtr.  

Quarter Ending Date (Final Day 

Form is Due) 

    

Scheduled Completion Date     

Completed     

Minimum Quarterly Requirements = 2 receipts, totaling at least $200; a minimum of 150 BV during the qtr. (mthly TB satisfies this requirement) 

One Time submission of Form 1000 for all other BDCs.  Must resubmit if you purge 002 003 004 005 006 

Transfer all dates into your Calendar/Planner 

ANNUAL RENEWAL    Did I send in my annual renewal?      By December 31st   Extension January or February   Verified on Qualification Report 

COMMISSIONS   
BV IBV  

  Do I have a Personally Sponsored Qualified Distributor ï refer to PS Admin. 

Checklist 

       On my left side    On my right    

     On each center I am being paid on? 

  Do I have a Form 1000 on file for the center(s) I am receiving a check? 

  Do I have a Personally Sponsored Qualified Distributor on my left and right of each 

center I am being paid on? 

 

  First $300 BV Commission Check Received 

  Do I have a 925 and 1001 on file (usually completed during signup) 

  Have I increased my monthly accrual amount to 100 BV? 

  First $1500 BV Commissions earned? 

Have I taken?  Basic 5   NDT   ECCT 

   Have I increased my monthly accrual amount to 150 BV? 

  First $300  IBV Commission Check Received 

  Have I increased my monthly accrual amount to 20 IBV? 

 

  First $1500 IBV Commissions earned? 

  Have I increased my monthly accrual amount to 30 IBV? 
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GOAL STATEMENT  
One of the keys to success in the business is leadership. 

Leadership required two key ingredients:   

1. You must set GOALS and know what you want out of the business, and 

2. You must have a PLAN OF ACTION to achieve these goals. 

 

1. WANTS & DREAMS  
Write a brief paragraph as to why you are doing Market America.  (Make a dream board) 

 

 

 

 

2. SHORT TERM GOAL $500 to $1000 per month.  What would be accomplished with this coming in every month? 

 

 

 

 

3. LONG TERM GOAL (2 -5 yrs)  What income level would it take to enable you to quit your job if desired?  _____ per year.  

How would your life change?  (yourself, family, others, community) 

 

 

 

 

4. WHAT AM I WILLING TO OVERCOME OR DO DIFFERENTLY?   (shyness, feeling like Iôm bothering 
people, TV, cutback on hobbies, some sacrifices with family timeé) 

 

 

 

 
5. DAYS/NIGHT AVAILABLE :  ___________________________________ 

6. TO M AKE THE ABOVE HAPPEN I WILL DEDICATE APPROX. ______ HOURS PER WEEK . 

7. SPECIFIC MEASURABLE  RESULTS TO ACHIEVE  
 I have activated with my first 2 people:  Date:  ______ 

 I have achieved Coordinator level (lst $300 check):  Date:  ______ 

 I have achieved Executive Coordinator level (total of $1500 earned):  Date:  ______ 

 To understand how to earn ongoing monthly income, letôs look at the numbers: 

 With each distributor working our retailing plan, we project each distributor can product 400 BV/mo 

o 100 BV/mo personal use + 300 BV/mo retail (10 customers each doing 30 BV/mo) 

Earn $300/mo: = (FLUSH every 5 months (or each leg: 1000 BV/mo = 3 dists @ $400/mo)) 

Earn $1500/mo: = (FLUSH every month, (or each leg: 5000 BV/mo = 13 dists @ $400/mo)) 

Earn $1500-$2100/mo = (Flush every week (or each lef: 20,000 BV/mo = 50 dists @ $400/mo)) 

 

 To make the above goals a reality, I will follow the the 90 day Plan of Action outlines in this training packet 

 I will to continue to follow my ñOngoing Plan of Actionò.  Complete your Daily Action Sheet to measure your progress. 

8. Along with the above Goals I will also formulate a yearly Goal Statement and Plan of Action relating to all the areas of my life such 

as job/career-finances-love life-family-recreation-health, etc. 

Read these Goals everyday upon waking & prior to bedtime! 
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Base 10 RETAILING PROGRAM 
 

 The Goal is to personally generate at least 400 BV per month. 

 Personal use 100 BV per month 

 Retail sales of 300 BV (10 customers using 30 BV/mo each 

 Your goal is to develop 10 repeat customers over the 1
st
 90 days.   

 To achieve this, you should expose consumable products to a minimum of 2 people/week. 

 2 people X 12 weeks = 24 people.  This should develop at least 10 solid repeat customers 

 Name Phone # Date Product  Product Follow-Up Date 

1       

2       

3       

4       

5       

6       

7       

8       

9       

10       

11       

12       

13       

14       

15       

16       

17       

18       

19       

20       

21       

22       

23       

24       
ma Catalog, Home Shopping List, nutriPhysical, Specific Product Brochures, product introduction party, transition clinic, health seminar, eflyer, product video, email, share 

through social media (Chatterbox, Facebook, Twitter) 
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In developing your Answer to What You Do and What Is It you need to be sure you answer 

shares a benefit and has explanation. 

Explanation: 

Product Brokerage/Internet Marketing  

Internet Franchise 

The ultimate online shopping experience 

 

Benefit: 

A way to diversity your income 

Time Leverage/Residual income 

Plan B 

Time Freedom/Quality of Life 

 

Answer to What Do You Do? 

 

• I help people develop their own internet franchises so they can earn significant income 

part-time just like I do.  

• I teach people how to earn a % of everything that moves through the internet. 

• I show people how to get paid for shopping online and create a residual income. 

• We have partnered with the fastest growing Web Portal on the Internet where people are 

developing backup incomes to help with this economic down-turn. 

 

Write Your Answer To What Do You Do? 

 

 

Answer to What Is It? 

 

• I own an internet marketing business. Itôs a amazing way to create a secondary stream of 
income! 

• I own an Unfranchise
®
 have you ever heard of one?  Itôs a great way to create a residual 

income!  

• Microsoft has partnered with us. "It's a fascinating hybrid -- a combination of franchising 

and internet marketing, like QVC and Amazon.com.  We are looking for qualified 

individuals who are looking to create a plan B for themselves; do you know anyone who 

might be interested? 

 

Write Your Answer To What Is It? 

 

 

Two Minute Commercial 

 

Å I was sick and tired of living month-to-month on a salary that never seemed to grow.  I 

started this business to create a second income to take the stress out of the month. 

Å I knew I needed to have a college fund and I wasnôt saving enough to be sure that I would 

have the funds when I needed them.  I started my Market America business to establish 

my childrenôs college fund. 

 

Write Your 2-Minute Commercial 
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THE VERBAL WAYS TO APPROACH A PROSPECT  
 

 

1. DIRECT (approaching the prospect about the business for themselves 

(Two Concerns when using the Direct Approach - #1 The Distributor may feel they are infringing on their 

relationship with that person & have a tendency to hold back - #2 The prospect may prejudge what you are 

saying (they donôt have time or have an interest ) 

 

 2. REFERRAL (approaching the prospect about the business for who they may know would have an 

interest) This is highly recommended as you will not feel like your infringing on your relationship ï also the 

prospect wonôt have the ability to have the excuse that they are too busy or not interested as you are simply 

asking who they may know.  

 

 ñI have a business Iôm currently expanding in the area that I would like you to take a look at.  I know your busy 

with your (real estate business) and you may or may not have an interest yourself, but you have a lot of great 

contacts and once you understand the business concept you may be able to lead me to a few good people which 

could be profitable for both of us.ò  So when is a good time (overview or show the plan)? 

 

Examples of ways to strike up a conversation 

  

 ñYouôd be great in my business youré... (direct) 
outgoing, energetic, professional, enthusiastic, go-getter, open minded, hardworking, sharp) Compliment their 

positive characteristicsò 

 Who do you know who is __________________ é(referral) 
 
 

 ñIf I can show you a way you could ________________ (earn extra income/build residual income) without giving 

up what you are presently doing would you take the time to evaluate it.  (direct) 

 ñDo you know of anyone that may be interested in ________ without giving up what they are presently doing 

(referral)  

  

 ñHave you ever thought about owning your own business? (direct) 

 ñDo you know of anyone who may be interested in starting their own business? (referral) 

 

 ñHave you ever thought of building a backup plan as a safety net? (direct) 

 ñIôm looking for people who realize the importance of having a backup plan. (referral) 

 

 Are you someone who keeps your business options open when it comes to earning additional income?  (direct) 

 Do you know any motivated individuals who keep their business options open? (referral) 

 

 

What do you do for work? 

1. Iôm a teacher, but I also work with people who want to build a residual income. 

2. Iôm a salon owner, but I also train people on creating multiple streams of income. 

3. I look for people who keep their business options open. 

4. I work with people who want to retire early. 
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Methods to Introduce a Prospect to the Business 

Approach 1/day minimum 

 

1. Audio/Video/CD/DVD/Magazine Approach: (pre qualifiers)  
 Itôs time for a change  

 Cash in on Wellness  

 Make your Move  - Paul Zane Pilzer  

 Wake Up  

 Generic Audios/Videos  

 Books i.e. ñHaute Livingò  
 

2. Product Approach: 
 Getting prospects to use products first 

 Nutri-Physical 

 Motives  

 Product Preview/Health Seminar/Motives Makeovers 

 Web Portal the ultimate online shopping experience 
 

3. Qualifying Overview/Interview  (This is the 1 on 1)   
 

This is a brief process to give the prospect an overview of Market America, the 45 yr plan vs. the 2 
to 3 yr plan, to find out what the Prospect is looking for and to establish a relationship.  This 
should always take place before the Prospect is shown the entire Business Plan.  – Pgs. 26 & 27 

 
              This process can be done through the following ways: 

 

 www.teamgoldcoast.com (Guest section) 

 On the phone yourself or with your sponsor utilizing the power of the 3-way call 

 In person yourself or with your sponsor  (Coffee) 

 Group Overview/Interview  (in home/or Business Luncheon/after work Social) 

National Recruiting Calls (Sun 8:30 pm - 646-519-5815 Ext 1314#) 24/7 -  212-990-6921  
                  

4. Showing the Prospect the Entire Business Plan:  

               (Remember Brief Overview first) 
 

 1 on 1 -  2 on 1 (flip chart)  

 DVD ïProfile/ 26 minute business overview /President & CEO JR Ridinger 

o Pick a Profile, watch business overview, pick one of JR Ridinger 

 Home Presentation 

 UBP - hotel 

 Internet/Webinar Presentation (live and recorded)  

http://www.teamgoldcoast.com/
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Ideas for Letters of Introduction 

 

Hi __________ 

 

Iôm excited to announce the start of my new business. 

 

Why your doing this business 

 

Although I have done well in my current business, I have always looked for ways to diversity my 

income and have more free time.  I was recently introduced to a business that has the potential 

that has the potential to generate residual income as well as provide me with a backup plan 

because of the currently economy. 

 

About the company/answer To What Is It  

Market America (marketamerica.com) is one of the largest online retailers for consumers 

worldwide, featuring exclusive products and services (ma brands) along with offering more than 

3,500 of the top internet retailers.  Our proprietary business model combines the power and scope 

of the Internet with the personalization of One-to-One Marketing.  Market America utilizes a 

state-of-the-art search engine powered by Microsoft
®
. 

 

Referral 

Iôm expanding my internet franchise business and I am looking for individuals who realize the 

importance of residual income and having a backup plan.  Over the next several weeks Iôll be in 

touch with many of my contacts.  This may or may not be of interest to you at this time, but I 

would like to run the business concept by you for possible referrals, which could be mutually 

profitable for both of us. 

 

Portal 

I would love to share my web portal www._______________        for the most amazing shopping 

experience you will ever have!! 

 You can be on your way to getting 2%-35% cashback on all your everyday shopping!! 

 To earn an additional 0.5% cashback, invite as many of your friends as you would like, you will 

earn an additional 0.5% for everyone that you invite, signs up as a preferred customer and shops!! 

Letôs take a tour together! 

 

 

http://www._______________/
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COMMON OBJECTION S  
Handling Objections 

• Donôt assume an objection is a, ñNOò. 

• An objection is a question in disguise. 

• Answer the objections with a question. 

 

Answering Objections 

• Instead of trying to answer objections that a prospect might raise, ñIôm quite new and instead of giving you 

the wrong information I would like you to speak with one of my senior business partners. 

• I know how you Feel, I Felt the same way too, until I got more information and Foundé. 

 

OBJECTION:  ñIs this one of the Pyramid Schemes?ò 

Å Every corporationôs organizational structure resembles a pyramid. 

Å This is a viable, credible, legal, and legitimate business with a proven track record since 1992. 

OBJECTION:  ñIs this Amway?ò ñIs this MLM?ò 

• What has been your experience with MLM? 

• We took the best of franchising and networking and eliminated the flaws. 

 

OBJECTION: ñI just donôt have any time.ò 

• Acknowledge the commentéToday, no one seems to have time withé 

• Isnôt time the very reason you should take a serious look? 

 

OBJECTION:  ñI have to talk with my spouse.ò    

 ¢ƘŀǘΩǎ ŀ ƎƻƻŘ ƛŘŜŀΦ 

 When would be a good time for the three of us to get together? 
 

OBJECTION: ñHow much are you earning?ò  Are you making any money yet?ò 

• If you are NEW 

– I am just getting started. 

– I already made my initial start up cost back. 

– I am on my way to earningé 

• If youôve been in AWHILE 

– Initially I was just using and selling the products, 

–  Now I am expanding distribution by participating in the compensation plan and earning 

commissions. 

 

OBJECTION: ñDo I Have To Sell Anything?ò 

• People hate to be sold but love to buy, we have what people want and need.  With the Portal people shop 

for what they want and need to purchase. 
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STARTING THE FOLLOW UP PROCESS 
          Name: _________________________________________  Phone: ______________________  Best time to cal: ____________            

 

                Thanks for evaluating the business - to save us both time & energy please help me determine your level of interest 

1. What did you like the best, so far? 

 To be able to purchase products at distributor cost that can have a positive impact on your life. 

 Secondary source of income that can be created without having to give up the security of your current job. 

 The ability to create a potential six figure ongoing income. 

 The potential time freedom that can be realized when you create a residual income. 

 Being able to create a Plan ñBò in the event of an unforeseen health issue or business failure/downsizing. 

 The opportunity to help others through the products or exposing them to a business vehicle to better their financial future. 

 
 

2. Please rate your level of interest. 
 

 Yes, Iôm ready to get started            
 I’m simply purchasing products that I’m already using from outside stores to my own UnFranchise business 
 I choose the 2-3 yr Plan over the 45 yr Plan         
 I realize positioning could be key & that I have absolutely no risk in trying 

     
 

 Yes, I am interested in getting more information ï rate your level of interest      1 2 3 4 5 6 7 8 9 10 

 

1 to 2    =  not interested at this time ï I may wish to try a few products ï provide you with some business referrals 

3 to 8    =  Iôm interested but have questions & seek more information 

9 to 10  =  ready to get started ï need to know whatôs next 
                                       

                            Within 1 to 2 days it is key to recap the concept, 
 

answer your questions, and decide on your next step either through a meeting or a phone conversation (donôt let too much time pass 

as life can get in the way and you will forget what you just evaluated) 

 

To review further information go to www.teamgoldcoast.com click on the ñGuestò button ï there is a selection of short videos to 

view. Also, there is a PDF document where you can review more information. 

 

Next Step in the follow-up process is ____________________________________________________________________ 

http://www.teamgoldcoast.com/
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Day Of Week Name Phone Sponsor Distributor ID# Q-Date TB IBVTB GSG NL B5 NDT OLT T10 P10 KO LS LS ACT ECCT WC IC

Mon

Mon

Tue

Tue

Wed

Wed

Thu

Thu

Fri

Fri

TB -Transfer Buy                                                                                IBVTB - IBV Transfer Buy GSG - Getting Started Guide Reviewed

NL - Names List                                                                                                B5 - Basic 5 Training  NDT - New Dist Training   

OLT - Online Trainings                                                P10 - 10 Pref Cust

KO - Home Kickoff Pres.                                                                              LS - Local Seminar ACT- Activated

ECCT - Exec Cert Coord Training                                       WC -  World Conference        IC - International Convention

Ongoing Plan of Action = 

Attitude & Knowledge - A. Read/Audios (MP3 Player) 15 min/day; B. Review your Administrative Planner every Tuesday.

Attitude & Knowledge (con't) C. Min 2 presentation/month;  D. 1 Training or Seminar/month;  E. Attend WC & IC     

Goals - A. Read your Goal Statement Daily; B. Follow you 90 day Plan of Action;  C. Follow this ongoing plan of action    

Retailing - A. Maintain 400 BV (100 PV, 300 BV Retail which is 10 cust x 30 BV)

Sponsoring - A. Sponsor 1 person/month following the monthly activity list tasks      

Follow Up & Training  - A. Register people following the GSG;  

Follow Up & Training (Con't)  B. Weekly communication with your top 10 leaders and monitor your growing group using this tracking sheet 

T10- Top 10 Approach for Business    

Top 10 Tracking Sheet for Your Organization
For each organization you are developing, track your top 10 people by calling at least  2 people per day. In addition, track your entire team's new distributor progress
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KEY: 
You MUST take consistent action!  Complete as many sheets as needed per month 
Talk to 1 to 3 New People Per Day - 1 Per Day Must be a Personal   
Talking to 1 per day should result in at least 10 people who are interested in more information about a product or 
the business per month 
Should result in at least 4 people seeing the plan per month    
Should result in at least 1 prospect becoming a new distributor per month 

"Weekly Prospect Activitity List"     
 
 

Week Ending / Year __________   

Talk to 1-3 Names/Day  Result of 
Contact 

 
Interests (10 
per month) 

 
 

Email or Phone # 

Next Step / Activity  Prospect Has 
Seen Plan (4 
per month) 

Follow Ups After Seeing the 
Plan 

New 
Distributor (1 
per month) 

1            

2            

3            

4            

5            

6            

7            

8            

9            

10            

11            

12            

13            

14            

15            

            
Next Steps:  Product, Coffee Mtg., OnLine Overview, 3-way Call, Product Preview, HBP, UBP, Webinar,  Powerline Magazine, Haute Living Magazine, Portal On-Line Presentation, 
Annual Report, ma Catalog, Home Shopping List, nutriPhysical, Specific Product Brochures, Changing the Face DVD, Sell Product, National Recruiting Call 

            

Follow Up Steps After Seeing The Plan:  HBP, UBP, OnLine Presentation, Seminar, Home Shopping List, Registration, Sell Product, Answer Questions   
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 Activities - daily Activities - weekly Prospect Calls Miscellaneous Activities 

M
o
n
d

ay
 Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

  .      

Plan next event group ticket 

sales 

   

 
  

 

T
u
es

d
ay

 

Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

Coring call with group 9pm                                              

W
ed

n
es

d
y

 

Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

UBP  2
nd

 & 4
th

 Wednesday                                                       

T
h
u
rs

d
ay

 

Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

                                                   

F
ri

d
ay

 

Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

 

 

Check your sales volume 

                          

S
at

u
rd

ay
 Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

                                                   

S
u
n
d
ay

 

Call 2 leaders in each leg 

Approach 1 new person/day 

Manage your retail clients 

Voicemail 

 

 

Plan next wk prospect calls 
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Fifteen Minute Assessment Meeting Outline 
 

This document could be your interview document where you take notes if that fits with your style.  This 

should not be considered a script, but a flow for your conversations 
 

You want to IMPACT the individual(s) you are talking with.  Be conversational and donôt over share.  Your 

first meeting should create a desire by the individual(s) to set the next step. 
 

1. Chit -Chat ï You are Investigating and Probing to see if they are a fit.  A fit for the business, and a fit  for 

their need or desire for what this business could accomplish for them. 

 Build a relationship 

Utilize the Form Method ï use the information shared to build your business strategy conversation. 

 F   Family        O   Occupation          R   Recreation           M  Money (financials) 

o  Ask questions Let them talk     Identify their hot-buttons       Identify some pain or need 

 

2. Weave your story into the conversation; donôt make yourself the center of the conversation.  The individual 

you are talking with should be sharing information based on the questions you ask.  You should be listening 

to their answers and developing a business strategy as to why this business might be of interest to them. 
 

3. Start your business conversation with a statement. ñIôm looking for people who would like to create 

additional income streams in their life. This may or may not be of interest to you at this time but I want to 

give you a little overview because Iôm sure you can probably identify a couple of key people who this may 

be of interest to.ò  

 

4. Questions ï Are you open to looking at ways to create additional income streams? Have you ever been 

involved or exposed to any home-based businesses? (it is important to know your prospectôs knowledge or 

involvement in this industry before you start your presentation.)   

  

5. Company Highlights ï keep it short a sweet ï Great tool to use is the Annual Report ï Review: 

o Financial Stability - Consecutive quarters of growth since 1992 

 

6. The way things are in todayôs economy (the 45-year plan)  like layoffs, debt, job security, lack of savings 
 

7. The benefits of Market Americaôs 2 to 3 year plan (additional income, plan B, residual income, freedom) 

 

8. Product Brokerage ï 14 billion $ markets 
 

9. Internet Marketing  ï Over 3500 affiliate partners (Apple, Target, Home Depot, Staples) 

 

10. Web Portal (powered by Microsoft) search and user friendly ï cash-back to consumers 
 

11. Building channels of distribution to create a leverage stream of income. 

 

12. Utilize the cash flow quadrant theory of income development.  Explain the Quadrant diagram.  From that 

discussion you should be able to assess if the prospect is a candidate for the business through their 

involvement in the discussion.   After you explain the quadrant, Ask ï ñWhat would you prefer?  Left Side 

or Right side...If they say Right Side - great; letôs set an appointment to review our business model. 
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REGISTERING A PREFERRED CUSTOMER  

DOING YOUR ONLINE FORM 1000  

 

 
1.  First please register your preferred customers as well as yourself. 

(A new Preferred Customer does not mean they have ordered product from you ï you do need a 

minimum of 10 Preferred Customers to receive IBV checks). 

 

1. Go to your back office on your ñweb portalò and sign in. 

2. Select Preferred Customers 

3. Select New Customer 

4. Enter in their information 

5. Under placement designation enter your 9 Digit I.D. Number and select either your 002 or 003 

centers. 

 

2. Doing your Online Form 1000  

 

You have to electronically attach a minimum of two (2) sales receipts from 1 or more customers totaling 

$200.00 or more.   

1. Go to your back office on your ñweb portalò and sign in. 

2. Then go to ñOnline Formsò and click ñForm 1000ò ï this will indicate if any of your Preferred 

Customers have placed orders ï if there are no orders or do not equal at least $200 in retail you will need 

to enter manual sales receipt(s). 

3. Then you click on Preferred Customer (you will see it right at the top). 

4. Then proceed to Sales Receipt Entry and then select the Preferred Customer to create a receipt 

5. Then enter their order that they purchased (code, quantity).  You cannot enter the date - the program 

automatically selects the date that you enter it. 

6. Once you enter the items for the order then add to cart (the total for the order will show up in the right-

hand corner) and hit the submit button. If the total orders now add up to $200 or more you can proceed 

to do your Form 1000. 

 

Note ï these are just a manual receipts ï this is not an actual order you are placing and no one is charged. 

  

 

Next step is to do your Form 1000 

 

1. Click on click on Online Forms 

2. Click on Electronic 

3. Click on Form 1000. 

4. At this point the manual orders that you placed will show up on this form. 

5. To the left of the orders check the boxes. 

6. Right above that it reads ñSelect a BDCò ï select 001 then click assign orders 

7. Go to the bottom of the page and click on the ñI agreeò button then hit ñsubmitò) 

8. You will then receive a page that reads ñyou successfully completed your Form 1000ò. 

 

Be sure that you print everything out for your records. 

 

 

 

 



  

29 

 

 

 

 

 In closing, if there is a fit you will want to ask ñwhen would be a good time to get together to 

review the numbers?ò 
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RECAP OF COMPENSATION PLAN   
 

1. $129.95 -  Distributor Kit (no product) 

2. 300 BV Initial Order minimum = approximately $380.00 for product. 

3. Then 2-3 month grace period if needed to use initial product. 

4. Then minimum 50 BV per month + $20.00/month for back office. For total cost of approximately $90.00/month 

(autoship). 

5. Also, to accrue IBV add minimum of 10 IBV  to your autoship order 10 IBV = approximately $30.00 Market 

America products. 

6. Once you start earning commission checks in each pay plan the minimum  BV and IBV values go up as follows: 

 

BV 50 (until 1st BV check earned) 

IBV 10 (until 1st IBV check earned) 

BV 100 (once 1st $300 BV check earned) 

IBV 20 (once 1st $300 IBV check earned) 

BV 150 (once BV pay cycle complete - $1,500 earned) 

IBV 30 (once IBV pay cycle complete - $1,500 earned) 

7. All of the above is set up during your initial signup process ς then we go to work to build your two (2) sales 

teams. 

IBV      BV                     BV      IBV 

 

 

               

               

               

               

               

               

               

               

               

               

               

               

               

               

               

               

               

     

For more information go to www.teamgoldcoast.com & click on the ñGuestò button 

 

Visit  your contacts ñweb portalò www.marketamerica.com/______________    

BV Plan   IBV Plan 

 

5000 BV L&R=$600 5000 IBV L&R = $600 

3600 BV L&R=$300 3600 IBV L&R = $300  

2400 BV L&R=$300 2400 IBV L&R = $300 

1200 BV L&R=$300 1200 IBV L&R = $300 

_______________ ________________ 

 $1500   $1500 

 

$600 Bonus/Re-entry/Opening Inside legs 

You 

001 

You You 

 

  

 

  

   

http://www.teamgoldcoast.com/
http://www.marketamerica.com/______________
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 Name Phone Date 
Portal 
Tour F/U 

Enrolled as Preferred 
Customer Monthly IBV Goal 

1           

   

  
 

2               

3               

4               

5               

6               

7               

8               

9               

10               

11               

12               

13               

14               

15               

16               

17               

18               

19               

20               

21               

22               

23               

24               

25               

26             
         27 

       
28 

       
29 

       
30 

       


