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Mailbox MOHGY?

Can anyone step to their mailbox and get
a check every month for the rest of their
lives? Because of Network Marketing and
some hard work, they can. This book, full
of facts and true-life experiences, will
help you answer the mailbox money
question for yourself. These pages
explain Network Marketing: one of the
most innovative, yet misunderstood, busi-
ness concepts in the world.

In Mailbox Money, you will learn:

*Who makes Network Marketing
work, and how and why.

» How others have used Network
Marketing to change their lives
from ordinary to extraordinary
— possibly even from rags
to riches.

» And most important, under
what circumstances Network
Marketing might provide a way
for you to turn your dreams
into reality.

If You're Skeptical...

That’s okay. You may find that by
the end of this book, you will
have a new perspective. Maybe
your doubts and skepticism will
disappear. Or, maybe you’ll R
be even more convinced §
that Network Marketing is

not for you. Either way, you'll be
none the worse for having taken a
closer look.
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Indisputable Facts

Let’s start with a couple of
simple facts.

FACT #1:
It's legal.

In the United States, Network
Marketing — also called Multi-
Level Marketing or MLM — has
been legally used for product
distribution and compensating
distributors for more than

50 years.

During this time, Network
Marketing has repeatedly been
upheld by the federal and state
courts as a legal distribution and
compensation method, when
the following legal guidelines
are followed:

1. The main objective of the busi-
ness is selling viable products or
services at a reasonable price.

2.Each independent distributor
maintains a retail customer
base, usually of ten or more.

3. Potential incomes for recruiting
others are not promised; or in
some states, even mentioned.

4. Distributors are not paid (head
hunting fees) for the mere act of

recruiting others.
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5. Distributors are not encouraged
to buy more product than they
can reasonably resell within

30 days.

6. The company must refund
unsold product and sales materi-
als, including enrollment fees, if
the distributor chooses to resign.

Because Network Marketing is
legal, there is a large upside
potential for Network Marketing
corporations and distributors. The
concept attracts very dynamic
promoters — some ethical, some
not. Many Network Marketing
companies have crossed the line
legally and have been the subject
of negative media, as well as civil
and criminal penalties.

Listen to how a Network
Marketing company’s distributors
present the opportunity, and
review the company’s business
materials to discern if the
company is engaged in legal
product distribution. Any business
opportunity promoted in a fashion
similar to a lottery, chain letter or
investment opportunity will not
pass established legal guidelines.
If you have questions about a
company, the Direct Selling
Association (DSA), in
Washington, D.C., is the profes-



sional association that represents
and sets high standards for the
Network Marketing industry. The
DSA has been in existence for
over 100 years. You may visit their
website at DSA.org.

FACT #2:
There are successful Network Marketing
companies. . .and there are others that fail.

There are more than 1,000
Network Marketing firms distrib-
uting over $50 billion a year in
goods and services. Many of these
firms are publicly traded compa-
nies, listed on the NASDAQ), as
well as the New York and
American Stock Exchanges.
Quixtar, Herbalife, Mary Kay
Cosmetics, NuSkin, Primerica and
Nikken each boast over $1 billion
annually in sales and have been in
business, growing steadily, for 20
to 30 years.

As is true for every kind of busi-
ness, however, many Network
Marketing companies go out of
business within a few years.

FACT #3:
There are successful Network Marketing dis-
tributors. . .and there are others who give up.

Some individual distributors have
earned and enjoyed long-standing
residual income fortunes of $1
million or more per year, for many
years. Many more earn from

$1,000 to $10,000 a month.

Most individuals who pursue
building a Network Marketing
business, however, give up before
they see the level of success

they hoped for. The average
Network Marketer never creates
enough success to warrant doing
anything beyond buying products
at wholesale.

The fact is, people with average
ambition, commitment and effort
usually don’t do well in a business
like Network Marketing. The fol-
lowing myths will be debunked —
hopefully forever — if you will
help by spreading the word...and
networking the truth.
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Network Marketing MYt}lS

MYTH #1: ¢ **‘
Getting in on the ground floor is the best way
to succeed in a Network Marketing company.

The truth is, it is the worst time to
join. Eighty-five percent of all
companies, including Network
Marketing companies, go out of
business during their first three to
five years. Of course, no company
is going to tell you that in their
promotional material. Everyone
involved at the start of any com-
pany hopes for it to succeed.

Another risk with a new company
is that no company has its best foot
forward early on. It takes years to
develop competent, experienced
staff, reliable procedures and effi-
cient services. What is the best
time to join a Network Marketing
company? Usually when the com-
pany is at least five years old. By
then, it has demonstrated a com-
mitment and ability to:

« Stay in business;
* Grow ethically;
« Honor distributors and customers.

And yet, you still have a chance
to get involved before they are so
well known that everyone has
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either already given them a try, or
decided they aren’t interested.

MYTH #2: ¢ *ﬁ?

Network Marketing is an opportunity for
someone who is nof doing well financially
to make some money — maybe even a
lot of money.

Unfortunately, many of the suc-
cess stories have perpetuated this
myth with a rags-to-riches theme.
Although there are enough people
to substantiate the myth, it is still
a myth.

The same skills it takes to succeed
in any marketing business are
required in Network Marketing:

« You must have confidence;
« You must be assertive;

« You must be dynamic in your ability
to express yourself;

« You must have enough resources fo
propel yourself through the challenges.

Those resources should include
working capital, contacts, credi-
bility with your contacts, time,
discipline, and a positive, crystal-
clear vision of where you intend
to go with your business —
whether it is easy or not.



The truth is that people who are
struggling financially are doing so
for a number of reasons, including
low self-esteem and/or a lack of
the basic skills and preparation
that allow one to succeed in any-
thing. Network Marketing is a
powerful and dynamic economic
model, but not so powerful that it
can overcome most people’s lack
of readiness or persistence.

The fact is that the people who
are already successful in whatever
they do, tend to also succeed in
Network Marketing. The great
part is they are apt to do better
financially in Network Marketing
because the economic dynamics
are so powerful.

MYTH #3: L**%

Network Marketers succeed by being in the
right place at the right fime. Luck and hype
are big factors.

Network Marketing is a business:
it is not a hobby, a game, a
scheme, a deal, or something in
which to dabble. People A
who treat it lightly do not §
succeed. People who treat it |
as a new career, a profession, and
a business have a reasonable
opportunity to make it pay off
very well.

As with any new career, profes-
sion or business, you need to:

« Learn what you are doing;

* Practice;

« Invest in your education and tools;
* Apply yourself diligently to succeed.

All of this takes time, effort and
money. [t is not unusual for a suc-
cessful Network Marketer to have
invested hundreds of hours and
thousands of dollars before profits
and residual income start to flow.
This is actually “the norm.”

e
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MYTH #4: l**%

The way Network Marketing works is the "Big
Guys" make all their money off the "Little
Guys".

The “big guys, little guys” myth is
usually perpetuated by people who
define “fairness” as “everyone gets
the same benefits regardless of
their contributions.” That is not
how Network Marketing works.



In Network Marketing, the people
who attract, train and motivate
the most salespeople earn the
most money.

If you personally sell $500 worth
of product each month, and you
have built an organization of 500
people who sell $500 worth of
product each month, you will earn
a great deal more (like 500 times
more) than the person who just
sells $500 per month. That’s basic
capitalism, which most North
Americans consider quite fair.
Network Marketing does work
and it can work for anyone.

When Network Marketing does
not work it is usually because a
particular company, product or
distributor is not working. If it is
not working for you, take a look
at whether your chosen company
is not working, the products are
not working, or most importantly,
whether or not it is you that is
not working.

MYTH #35: k**‘
You have to use your friends and family to
make any money in Network Markefing.

The truth is, you do not and
should not. Your friends and fami-
ly should only become part of your
business if it serves them to do so.
If it serves them — if they see an
opportunity for themselves just
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like you did — then they are not
being used; they are being served.
If you do not believe your oppor-
tunity can serve them, do not
offer it to them...and question
whether or not it even serves you.

An opportunity that truly inspires
you will most likely inspire them
as well. Offer it to them. If they
say no, respect and honor their
viewpoint and do not make a
nuisance of yourself.

MYTH #6: l“*‘%

It Network Marketing really worked, every-
one would get involved and the market
would soon be saturated.

The truth is, although this is
mathematically possible, history
has proven that saturation is not
an issue. The largest Network
Marketing company in the world
— Quixtar (formerly Amway) —
has been drawing circles and
recruiting sales reps for more than
50 years. You are probably not a
distributor, nor am I, nor are 239
million other Americans. Yet
three million people worldwide,
and more than one million
Americans are, which makes for
some very, very wealthy Quixtar
distributors.
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How Does It Really WOrk?

Most of us grew up with the
direct selling paradigm.

In direct sales, if you are offered a
product and the opportunity to
earn money by selling that prod-
uct, the amount of money you
make will be based on the amount
of product you personally sell.

In the direct selling paradigm,

if you had a goal of selling $1 mil-
lion worth of product a month,
you might hire 100 full-time,
professional salespeople to work
for you, giving them each a terri-
tory and a quota of $10,000 in
sales per month. If they couldn’t
meet that quota, of course, you
would fire them and find other
salespeople who could.

While Network Marketing is a
form of direct selling, there are
some important distinctions. As
a Network Marketer, you would
use a very different paradigm
to achieve the same $1 million
in sales.

Instead of full-time, professional
salespeople with terrifying quotas,
Network Marketing is based on
satisfied customers, most of whom
do not like to sell, but are happy

to tell others about products they,
themselves, use. These customers
are not full-time or part-time
employees. They are some-time,
independent volunteers with no
quotas and no protected territo-

ries. They “work” when they feel
like it.

Network Marketing is not r§
necessarily about personally
selling a lot of product, although
some distributors do. It is about
using, recommending and selling
the product and finding a lot of
others to do the same.



The differences between Direct Salespeople and Network
Marketing People are:

Direct Network Marketing
Salespeople VS People
‘ Full Time Some Time ‘
Salespeople Customers
Employees Volunteers ﬂ
Quotas Incentives

‘ Protected Territories No Territories ‘

Network Marketing is simply
a lot of people
each doing a little bit.

LTI EY 10,000 Volunteers each sell $100

100 Salespeople each sell $10,000

As you can see, in the Network Marketing paradigm, individual distributors do
not sell very much product. One million dollars in sales is achieved by getting a
lot of distributors — in this case 10,000 — to each sell a litile.

10
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the Compounding Effect

This is how the rich get richer and
the poor get poorer.

If you had $1 million today to
invest at 10 percent:

« In seven years, you would have
$2 million;

« In fourteen years, you would have
$4 million;

« In twenty-one years, you would
have S8 million.

In many “old money” families,
this investment compounding has
been going on for so many genera-
tions, they can’t possibly spend all
the interest income produced.
They are on autopilot to just keep
getting richer.

Conversely, if you had $5,000
borrowed on credit cards at twen-
ty percent interest and you made
the minimum payment, in

thirty years:

« You would have that debt paid off;

« You probably would have accumu-
ated other debis;

« You probably would not have had
an extra dime to invest.

In many “limited money” families,
this debt compounding has been

going on for so long they can’t
even afford the minimum pay-
ment, let alone continue to buy
what they need and want. They
are on autopilot to just keep get-
ting poorer.

Most Americans are in an endless
cycle of debt. They borrow more,
which raises their payments,
which eats into their other
money, which leads to borrowing
more...and so on.

Compounding Bankruptcies

The number of people filing for
bankruptcy has increased 63
percent in the last decade. What
the heck — you can do it every
seven years!

11



Geometric Progression

The secret that drives this wealth-
building and debt-building
dynamic is Geometric Progression;
the same thing that makes the
wealth-building potential of
Network Marketing so huge. The
great thing about Network
Marketing, however, is you don’t
need to have a lot of money to
put Geometric Progression to
work. You just need to talk to a
lot of people, who talk to a lot of
people, who talk to a lot of peo-
ple...etc.

The geometric progression of Network
Marketing is typically illustrated in
this way:

Each circle represents one person.
This is a “four-who-sponsor-four-
who-sponsor-four” scenario that
can continue on indefinitely.

Note: No Network Marketer’s
organization looks exactly like this
one. This is merely an illustration of
a mathematical formula that shows
the dynamic and potential available.
There is no way to control how
many, or how few, people any one
distributor will sponsor.

o900

The people icons represent different generations.

12
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The Secret of Inertia

A little-known fact about making
the compounding effect work for
you is that first you have to break
through inertia.

When you start to build your
Network Marketing group, you
will experience a lot of inertia.
Only if, and when, you move
through that inertia will you
experience the true value and
rewards of your Network
Marketing organization.

Getting started is like riding a
bicycle up a steep hill. It takes a

Maximum Effort
Least Results

e

lot of sustained effort to get up
the hill. Once you reach the top
of the hill however, little energy
is required to keep it moving.

The inertia you experience when
starting a Network Marketing
organization is actually like get-
ting up and over the crest of a
hill. The uphill push takes even
more sustained effort to get start-
ed, but once you're over the crest,
the natural momentum makes it
difficult or impossible to stop.

RESIDUAL
INCOME

Least Effort
Maximum Results

*®
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It is possible to push your group’s
size and activity through its
inertia and into momentum in

a way that is so powerful your
sales organization’s sustained
growth continues regardless of
what you do.

This is accomplished through
massive action. Massive action

is you hitting the ground running
as soon as you choose your
opportunity.

Massive action requires that you:

« Give your all to your Network Marketing
business in the beginning;

« Give your all to your Network Marketing
business until you crest the hill. . .until
your group starts to have growth and a
momentum of its own.

Breaking through inertia can take
a month, a year or more. No mat-
ter how long it takes, you must
continue to apply maximum effort
until your group starts rolling
without you. What that means is
personally selling enough product
and sponsoring enough people
until you find those few — three,
four or five — willing to exert
enough energy to get their
organizations over the crest.
Those few are the leaders
upon which your empire
will be built. Nothing great and
long-lasting is ever built in

14

Network Marketing without find-
ing and developing those leaders.

[t takes time and substantial
effort, but once you find your
eaders, you can just fan the fire
and watch your empire grow to
greatness.
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The Other Secreit: SllStaiIled,
Explosive Growth

WARNING: When you really

“get” this concept, you will most
likely spend the greater part of
the rest of your business life in
Network Marketing.

If we continue to use the theoreti-
cal model on page 12 of four who
sponsor four, etc., then 256 people
would fill the fourth level (or gen-
eration) of distributors. This
would result in a total of 340 peo-
ple in your Network Marketing
organization, plus you.

4th

3rd

2nd

Generation

Ist

YOU

If each of these distributors sells
$100 of product per month, there
would be 340 people selling a
total of $34,000 worth of product

monthly.

If you were paid an average royal-
ty of 10 percent on that $34,000,
your monthly check would total
$3,400.

You may think, “Wow! It looks
great, but how do I know this will
last? How do [ know this will con-
tinue to grow?”

Residual Incomen-

4

| |
16 64 256

People in Your Organization

15



Ist 2nd
Generation

Generation

3rd 4th
Generation Generation

The answer...is in the numbers.

Look closely at the generation
diagram above. Which generation
earns you the most income?
Obviously, it is the fourth genera-
tion which has four times as
many people in it as the third
generation above it. In fact, more
than 75 percent of your group’s
sales volume, and therefore over
75 percent of your earnings,

are from your fourth generation
distributors.

In this scenario, however, we are
assuming your fourth generation
people are just getting started in
the business. Hopefully, they are
inviting everyone they know to
take a look, but they have not yet
sponsored anyone themselves, so
we do not show a fifth generation.

Sooner or later this may change,
and when each fourth generation
distributor gets their four, you
would have added 1,024 new dis-
tributors to your fifth generation.
At $100 per distributor in sales,
and with a 10 percent royalty,
that translates into an additional
$102,400 in sales and an addition-

16

al $10,204 in monthly earnings
for you.

Quadruple Wow! Are you starting
to “get” the power of Geometric
Progression and the potential your
Network Marketing business has
— to not only last — but to grow
exponentially? Picture what
happens on the sixth level, on

the seventh, and on the twenty-
seventh.

This, my friend, is how
"...the rich (networkers) get richer!"
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Residual Income

In previous pages, you've seen in net rental income? About $1
that Network Marketing works, million in real estate equity. How
how it works and the potential for large an income would you need
exponential growth. What you to buy or leverage that much real
haven’t seen is the hidden, and estate, and how long would it
what I believe is the most take? The answers are: “a lot” and
significant, value of a Network “a long time!”
Marketing business — the oppor-
tunity to create residual income.  The same is true for any type of
conventional asset appreciation
Residual income is cash flow that program:

survives your efforts.
 First, you have fo earn the
Examples of residual income extra money fo invest.
include the income provided by
rental real estate, stock portfolios

. . wisely.
or any interest bearing asset. For Final it |
o [
each of these, however, it takes Inaily, you must watl severa

money to make money. For exam- decades for your investment to
ple, how much rental real estate is amount to something substantial.
required to earn $5,000 per month

o Then, you have to invest it

$450,000 .

O Investment $500/month Total value of saving $500/month

[ Compound Interest (5%) compounded at 5% for 30 years:
$400,000 — [l Total Cash Value $4‘| 6’1 601
$350,000 —
$300,000 —

Total cash value of saving
$500/month compounded at 5%
$250,000 for 15 years*:
$133,648%
*From this point forward your annual
$200,000 — compounded interest will exceed your
annual cash investment.

$150,000 —
$100,000
$50,000—
$0-1
123 4 56 7 8 91011 1213 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30
YEARS
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Supplementing your retirement
with residual income from
Network Marketing is more like
writing a book, composing a hit
song, or inventing something
worthwhile:

« You don't need a lot of money
to start.

« You do the work for a relafively
short period of fime.

« You get paid for a relatively long
period of fime.

An effective Network Marketing distributor-
ship built in an established long-term
Network Marketing company can, and
should, pay you a steady residual income
— indefinitely.

What that means is, if you ever
have to — or choose to — stop
building your Network Marketing
business, the cash should keep

on coming!

A reasonably capable person in
the right Network Marketing
company can create a monthly
residual income of $5,000 within
a couple years of part-time effort.
THAT’S RIGHT — a million-
dollar distributorship within three
to four years! And, benefits can be
doubled by using the extra income
that a Network Marketing busi-
ness generates to fuel an invest-
ment portfolio. How would it feel
to be able to invest $5,000 in your

future every month for the next
ten years!

Historically, our best options for
creating financial freedom have
been pensions and investments.
Today, however, both of these
systems fall short for most people.
In fact:

o The U.S. Depariment of the Treasury
reports that the average household
gets less than 45 percent of its retire-
ment income from pensions and social
security.

« One economic study indicates that half
of North American families have less
than $1,000 in net financial assets.

A residual income from a reliable
Network Marketing company is
perhaps the only truly viable
option available to anyone with
the ambition to pursue it. I per-
sonally believe that in the next
ten years, most people will have
added Network Marketing to their
wealth-building strategies.

How is your retirement fund
shaping up?

It might surprise you to learn just how much
you must save and invest, sfarting now, to
ensure that you can refire when and how you
choose. Take a few minutes to fill out the
worksheet that follows. It may reveal a
shocking truth.



Financial Security Worksheet

1. To what age do you expect you and your spouse will live?
2. At what age do you want to retire?
3. How many years of retirement do you need to finance? (Subtract line two
from line one.)
4. What is the annual income you will need?
5. Adjust for inflation by multiplying this income (line four) by the appropriate

factor from the chart below.

Years Until Retirement 5 10 15 20 25 30 35
Inflation Factor 1.19 141 1.68 199 236 281 3.33

6. Find the total amount of assets you will need to fund your income. Multiply
line five (adjusted income needed) by the factor corresponding to the num-
ber of years you will need to finance your retirement (line three).

Years in Retirement 15 20 25 30 35 40 45
Factor 11 13 15 16.5 175 185 195

7. How much money do you have now (real estate equity, savings, stocks, etc.)?
Do not use your home equity unless you are sure that whatever you replace it
with will be free.

8. Estimate what these assets will be worth when you retire by using the chart
below. Multiply the factor that corresponds to the number of years to retire-
ment by your current assets.

Years to Retirement 5 10 15 20 25 30 35
Inflation Factor 1.55 25 4 6 10 15 20

9. Find the amount of money you need to save between now and your retire-
ment. (Subtract line eight from line six.)

10.Find the amount of money you must save each year between now and retire-
ment. Multiply line nine by the factor in the chart below that corresponds to
the number of years to retirement. Choose between aggressive and conserva-
tive investing.

Years to Retirement 5 10 15 20 25 30 35
Conservative 0.170 0.069 0.037 0.022 0.014 0.009 0.006
Aggressive 0.161 0.060 0.029 0.016 0.009 0.005 0.003

11.Find the amount you must save every month. (Divide line ten by line
twelve.)

Are you doing this? Can you afford to do this? Wouldn't it be a relief if a check from your
Network Marketing business were providing for your refirement income needs?

19
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What to LOOk FOI'

There are three basic things to look for when choosing a Network

Marketing company:

1. PRODUCT
You must find a product or service
you absolutely love:

« Something you would buy for-
ever, regardless of whether or
not you were a distributor.

« Something you can recommend
to others, without reservation.

If you have to try to feel this way
about the product, let it go. It will
not work for you long term. Less
important, but still vital, is that
the product or service is consum-
able, which means the customer is
required to regularly buy more.

2. YOUR UPLINE

These are the people above you in
your line of sponsorship. They will
be partnering with you, training
you and supporting you. You will
be spending countless hours with
them. They will be in your home,
and you in theirs. You may be
earning them a lot of money. You
must at least like them. Preferably,
you will love, honor and respect

20

them. Look for people who are
dedicated, loyal, focused, positive,
committed, generous and success-
ful. Hook your wagon onto a ris-
ing Network Marketing star and
you will increase your probability
of success immensely. And most
importantly, once you choose your
sponsor and upline — listen to
them. Follow their lead. Get
trained by them. Be coach- $
able. They can only be suc-

cessful if you are successful.

3. THE COMPANY

You must be proud of and trust

the company; your mothership,
and its leaders. They are your part-
ners in product development, legal
and financial issues, human
resources, customer service, prod-
uct fulfillment, data processing,
international expansion, public
relations, ethics and culture. They
are critical to your long-term suc-
cess. Imagine working hard for
two to three years to build a solid
Network Marketing group, then
having the company go out of



business or embarrass you and
your group so badly that everyone
wants to quit.

Choose your mothership wisely.

AVOID choosing a Network Marketing
company that:

1. Has distributors who promise
quick income for very little effort.

2. Has distributors who promise
to do the selling and recruiting
for you.

3. Is a brand-new, ground-floor,
revolutionary company — unless
you absolutely love the products,
people and company and are
willing to take the risk.

4. Has a compensation plan that
encourages you to “buy in”, “buy
slots”, or order what seems like a
“garage load” of product.

5. Says you do not have to sell
(recommend or share) product.

6. Has frequent product back-
orders. Backorders do happen, but
if they are anything more than a
rarity, look out.

7. Is late with commission checks.
8. Has training, policies or promo-
tions that consistently violate your
personal values. You will not be
able to sell this opportunity with

any personal conviction or power.

9. Sells photocopied literature at
full color prices.

Look for people
who are dedicated,
loyal, focused,
positive, commit-
ted, generous and

successful.
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Fast FOorward »

The "Hundredth Monkey" is coming to
Network Marketing.

Yes, it is true that building a sales
organization of on-fire volunteers
is still a challenge. However, it is
being done, and in a powerful
way. The biggest challenge is in
erasing people’s beliefs and biases
about the Network Marketing
concept and replacing them with
what those of us who have done
it know to be true. And, it’s
coming...one day soon, world
consciousness will shift and most
people — yes, most everyone —
will in some way be part of this
dynamic, wealth-building industry.

Internationally, especially in the
Asian markets, offering a Network
Marketing opportunity is like
throwing gasoline on an already
burning fire. For years, billions of
people around the world have, at
best, been shut off from economic
opportunity, and at worst, been
locked into total poverty. Today,
with increasing access to the
Internet and satellite news, hun-
dreds of millions of people have
the opportunity to pursue capital-
ism and the good life, and they
want it badly — very badly.

22

The idea that, for a few hundred
U.S. dollars, people can be in
business with a global corporation
and all they have to do is sell and
recruit is mind-blowing for most
people around the world. That
they can build a network of sales
representatives worldwide, spins
their heads right off! I expect the
international markets led by Asia,
India and Eastern Europe will cat-
apult this $50 billion industry to
$500 billion by the year 2010.
That’s growth of 100 percent

a year!

The Renaissance of the Family
and Community

Opportunity appreciation is not
the only factor fueling the future
of Network Marketing. It is also
fueled by people’s basic need to
connect with others, to be part of
something bigger than themselves,
and to have a sense of community.
Most of us know all too well that
the family has disintegrated in
many segments of our country.
Since family is the foundation of
neighborhoods and communities,
they too have been compromised.
Most of the industrialized world is
deeply entrenched in the rat race
— parents with two full-time
careers, day care, career advance-



ment, soccer, music lessons,
phones, faxes, e-mail, Internet,
pagers, cell-phone mania — pay-
ments, payments and more pay-
ments. Some of us are winning
the race, but, as it’s been said,
“We are still rats!”

A bumper sticker you may have seen
reads:

I Don’t Have a Life,
My Kid Plays Soccer.@

Today, people are longing for a
return to a real, safe, relaxed

time of freedom and soulful con-
nection with others. People want
to play together, pray together, get
to really know each other, and
most importantly, to be known

by others.

We want to improve ourselves, to
have more pride in ourselves, to

love and respect ourselves. We are
hungry for guidance and support
that will help us grow to be more
powerful, more generous, more
self-assured. Anyone who has
come full circle can tell you that
these are the things that bring
true happiness. Happiness is
“being” home.

Achieving financial success and
status are wonderful, especially if
the alternative is being financially
strapped to a life of despair. |
think we’d all be better off rich,
but money is relative — the more
you have, the more you think

you need.

Or, as it has been said, “Money is
relative. The more you have, the
more relatives you have.” There is
a point, however, where we must
have the wisdom to know when
enough is enough.

This return to basic human values
in business is a subtle, yet power-
ful force driving the Network
Marketing industry. By its very
nature, Network Marketing is a
people-intensive business. If you
pursue it, you will have people —
thousands of them — super-
charged into your life. You will
have your group, your upline, your
local area group, and your entire
company as extended family and
community groups.

23



In order for you to get along and
be appreciated, you will need to
pay attention to your values:

Patience
Generosity
Open-mindedness
Cooperation
Honesty
Integrity
Authenticity
Courage
Forthrightness
Leadership
Love
Listening

These are the qualities that will
endear you to your family and to
the community you create.

Network Marketing may offer
the most dynamic environment

2%

within which we can develop
our spirituality and manage
our humanity at the same time.
It’s a journey most people find
exhilarating.

Network Marketing is thriving
because people, in spite of their
fears, want desperately to com-
mune with other people. Network
Marketing provides an exception-
al environment for that to happen.

You are encouraged to use this
book as the beginning of your
Network Marketing education. Do
your homework. Start by talking
frankly with whomever had the
vision and courage to give you

this book.

If you can, find the right product,
company and people for you. If
you can’t, keep looking. Don’t cop
out by looking for the reasons why
it won’t work. Instead, look with
the intention of finding the right
match — no matter how long it
takes or what it requires of you.

When you find a company to call
home, build your empire. Your life
and the lives of thousands may be
enriched. The world is waiting....
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Everyone you're about to meet

Has A Mailbox.

E very one of them explored the opportunity you are con-
sidering — and found it worthy of their time and effort.
They built large organizations and personal fortunes. Many
of them now travel the world helping others achieve their
dreams. If you look closely enough, you will see the poten-

tial of your own story in these pages.
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Step in to what’s

Possible

Hailed for his colorful style and compelling stage presence, Oxyfresh's
Field Vice President has captivated audiences across the country since he

joined the company in 1985.

R andell Kent Anderson grew
up in Salem, Indiana, where
his father was a postmaster and his
mother, an English teacher. In his
early years, he felt intense pressure
to do well. Many within his family
had been quite successful and
Randy felt that expectancy in his
own life. He had a childhood
vision that he would live an
extraordinary life and would never
settle for conventional employ-
ment. He just didn’t know how it

was going to happen.

When he was discharged from

the military and subsequently
entered Network Marketing, his
family was anything but excited
about his decision. He recalls tak-
ing his mother to a motivational
sales meeting in 1972, and getting
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“all fired-up!” Mrs. Anderson,
however, came away with the
impression that “there was a group
of people who don’t have any-
thing and who probably never
will.” Randy was committed to
proving her wrong. He was not

immediately successful.

Over the next five years, he
borrowed money from skeptical
family members, had a car repos-
sessed, was thrown out of his
apartment, and accrued substan-
tial credit card debt. But, the per-
sonal growth he was experiencing
kept him hanging on and, in
1978, he began to achieve finan-
cially rewarding success.

Randy set a goal to retire at 35.
He failed. Resetting his goal to



retire at 40, he failed again. commitment to each distributor’s

Undaunted, Randy set a goal to individual success is what makes
retire at 45 and succeeded in the difference,” Randy says.

1993, by building an organization  “Network Marketing is all about
of tens of thousands in Oxyfresh stepping out of your comfort zone,
Worldwide, Inc. During the next  through imagined fears, and into

six years, he went your own realm of

“Step out

back to school, stud- p possibilities.”

ied German and

travelled to Europe Of Your He has been influ-

five times. In 1999, enced the most by
comfort

he came out of retire- Glenn W. Turner,

ment to serve as Field who opened the door
ent 0. zone, pened the

Vice President for to the possibilities of

Oxyfresh, in order to thl'Ollgh the industry; David

continue contribut- Dodart, who gave

ing to the field and Magined him a taste of the

the company that “champagne” the

had given him so fears) and industry can offer;

much. “I came to the and the field leaders

realization that my into Your of Oxyfresh, who pro-

gift as a human being vide the long-term
is my ability to own I'ea]m relationship of
impact and inspire integrity in which
others to accomplish Of Randy’s vision of
their goals,” he independence mani-

explains. pOSSib].litieS,” fested.

Oxyfresh is the company in which  Randy currently resides in
Randy first experienced the sys- Marysville, Kansas.
tematic growth of success. He was
sponsored by Roland Fox in 1984,
and has served as a consultant,
Vice President of Sales, Chairman
of the Board, and Chairman
Emeritis. “Oxyfresh’s culture of
27
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Taking Back

Your Dreams &

Earning a six-figure income in his first year was just the beginning for
the man who says, “I help people help themselves.”

R oger Allen Boger was not

raised in wealth as he grew
up in Easton, Pennsylvania. His
blue-collar parents never dreamed
of the extraordinary success their
son would one day achieve. Roger
became a university professor in
cellular physiology, but it was in
his successful dental practice
that he first made the connection
between the distribution of prod-
ucts through a Network Market-
ing company and his patients’

well-being.

A skiing buddy of Roger’s gave
him a videotape that described
the scientific merits of Nikken
products. Roger thought only of
his patients when he decided

to make these pain-relieving
products available to them.
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Working a Network Marketing
business was the furthest thing
from his mind. Yet in 1992, he
and his wife, Judy, earned a six-
figure income in their first year,
without having a clue as to how
to build a business.

Because of their enthusiasm, and
support from their patients, they
soon realized that a much larger
chance to help people through
the Nikken opportunity existed.
They maintain that the business
has always had its own momen-
tum because of the excellent
product line. Within three and a
half years, Roger achieved a
Diamond status, and three years
later, he was a Royal Diamond
— a success he achieved on a

part-time basis, while still main-



taining his dental practice. Dream,” Roger says. Indeed, many
Royal Diamonds average of his own downline distributors
$170,000 in net income per are currently earning over $1 mil-
month. The Bogers lion per year with

now have the free- “It trllly is d Nikken.

dom to do whatever

they want, whenever Way for He attributes his suc-

they want. cess to mentors like
people tO Reid Nelson, John
Roger believes Kalench and Bob
Nikken is a vehicle take baCk Proctor. What he
that can strip away likes best about the
cultural differences. and oOwn the Network Marketing
He sees the process . opportunity is that,
of people helping Amerlcan “I can truly help peo-
other people, along ” ple help themselves.”
with succeeding Dream.
financially, as a way Roger retired from his
to change the dynamics of the dental practice in 1998. He and
human condition. Judy currently reside in Hilton

Head, South Carolina.
“It truly is a way for people to
take back and own the American
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Always Get the

Best People

Frank discovered that prospects sought him out because, as he puts it,
“People will stand in line to win at something.”

F rank Keefer’s life was influ-
enced by a working-class
stepfather with a powerful work
ethic. Born in Baltimore,
Maryland, Frank had lost his
father to World War II. When
his mother remarried, Frank
learned the value of hard work
and the success that comes with
it. On his own by age 15, he
joined the military, then stepped
into teaching.

Once Frank joined corporate
America, he moved rapidly into

a six-figure income, working pri-
marily in marketing and sales
positions. His professional life
kept him going seven days a week,
and on the road most of the time.
One day, Frank woke up and said,
“No more!” The value of the
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dollar was undermined by the
value of time spent with his wife,

Gingie, in their home.

Then, a corporate friend intro-
duced him to Network Marketing.
When Frank saw the numbers
generated by geometric progres-
sion, they made sense to him.

He joined NuSkin, experienced
success, and sold that business
when his stepfather became ill.

In his second Network Marketing
company, he experienced the pain
of being “dropped” from his stellar
position in the company. It was
imperative to join a company
with integrity and unlimited
opportunity. He discovered that
in Market America, while

“putzing around” for several



months, he still earned $8,000
per month. Then, he got serious!
Within that first year, he was
earning $300,000 annually,

and doubled it the second year
to $600,000. Within
three years, Frank
accomplished what
every network mar-
keter wants to do:
He created more
than two dozen
leaders who have
earned over

a million dollars.
Frank is truly a
millionaire-maker.

He credits his success to his work
ethic and to his business strategy
of seeking only those people who
are deeply committed to the
Network Marketing opportunity.
As he says, “Get the best people,
and they will, in turn, get their
best people.” He soon discovered
that people sought him out

“Get the
best people,
and they
will, in turn,
get their Dest one of e greses

people.”

because, “People will stand in line

to win at something.”

He credits several mentors who
were instrumental in his early
business training:
Nathan Ricks, of
NuSkin; and Jim
Ridinger, President
and C.E.O. of Market
America, whom
Frank describes as a

“great visionary”.

benefits of Network
Marketing is the
security it provides
for his wife and family.

Frank and his wife, Gingie, live

on the Wye River in Maryland.
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Doing the

Right Things

This balanced leader works every day fo be the best leader he can be.
He makes over $2 million a year and sees a great future on the

Internet.

T odd Smith has mastered the
art and science of leadership
in his life and business. Born in
Chicago of middle-class parents,
he began to pursue his destiny
after graduating from high school.
When he entered the real estate
industry, he earned respect and
notoriety in only four years by
being ranked second-highest
residential real estate producer

in Illinois. The high stress of
selling real estate gave Todd the
opportunity to ask himself some
essential questions: “How can I
control my future, spend more
time with my family, and experi-
ence personal freedom?” He
examined the Network Marketing
opportunity, and decided it would
give him and his family the
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freedom and flexibility they want-

ed and needed.

In 1991, Todd joined Rexall
Showcase International, his
second Network Marketing
company. His first month’s check
was $8,000; the second month
$15,000; and the third was
$19,000. For the next six years,
Todd’s annual income exceeded
an average of $1 million, and for
the last three years, his income
has exceeded $2 million per year.
He credits this financial success
to the six other leaders he has
supported in achieving huge
incomes. Todd’s organizational
leaders manage volumes of
between $2 million and $50

million per leg.



Todd’s organization and phenome-
nal income are the direct results
of his beliefs about how to work
Network Marketing as a business.
Todd has the discipline to do the
things that most unsuccessful
people hesitate to
undertake. He perse-
veres where others
may be unwilling to.
Stepping out of his
“comfort zone” was
part of the daily game
as he built his busi-
ness empire. Todd
believes that doing
the right things, and
doing them consis-
tently,

are keys to success.

Todd focuses on
recruiting new peo-
ple, selling products, teaching
others how to recruit and sell, and
finally, providing leadership and
support. “Being a balanced leader
is essential,” Todd says. This
means being a person of integrity,
continuing to master communica-
tion skills, remaining loyal and
consistent with the company’s

vision, and following through on

“Using the
Internet to
build an
organization
1s essential
for
long-term
success.”

commitments. “After being full
time in this business for ten years,
[ will say without hesitation, that
one of the greatest keys to my suc-
cess has been my focus on being
the best leader I can be, and in
duplicating that in
my people,” Todd says.

As for the future of
Network Marketing,
Todd maintains that
it will thrive through
a marriage of tradi-
tional Network
Marketing with
cybertechnology.

“The future is
online,” Todd says.
“Using the Internet
to build a Network
Marketing organiza-
tion is essential for long-term suc-
cess and will create a new model
for residual income.” Thousands
of consumers are necessary for
residual income, and this can be
accomplished via the Internet.

Todd, his wife, Joy, and their four

children live in southern Florida.
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Overcoming

Challenges

Ray simply refused fo give up — and turned a $1,900 loan from his

parents info a million-dollar business.

L ife was not always so easy for
Ray Gebauer. As a child, he
was teased and taunted by school-
mates, as well as his stepfather.
His boyhood left scars — a stutter
and painful shyness.

In high school, he retreated to
books, chess, wrestling and
swimming. Though he planned
on studying nuclear physics in
college, he put it off for a year to
attend Bible college. That year
turned into five, and a degree

in Theology.

A few months after graduating
from college in 1975, Ray had
his first encounter with Network
Marketing, via Amway. He
enrolled on three different
occasions, but never managed

to recruit anyone or make

many sales.
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Through the years, he held odd
jobs, including selling insurance
and working as a janitor. Numer-
ous times, the companies either
wouldn’t pay him or would go out
of business.

At the same time, Ray was in
and out of nearly 50 Network
Marketing companies. The

most he made was $1,000 a
month in a company that quickly
went bankrupt.

Ray attributed his “inadequate
people skills” to his failed
attempts at building successful
downlines. His professional life
continued to flounder throughout
the '80s and into the "90s.

By 1994, Ray was living in his
friends’ basements. He owed
$25,000 on his credit cards and



$25,000 in personal loans, and
his car had been repossessed.
Through it all, Ray says that he
remained hopeful and

optimistic. That atti-
tude paid off.

In February 1994,
Ray was introduced
to Mannatech
through a friend of

a former colleague.
Although he’d sworn
he’d never get
involved with anoth-
er start-up company,
something felt differ-
ent this time.

Ray convinced his mother to give
him a $1,900 cash advance on her
credit card so he could get started.

“He is
constantly
developing

his

leadership
skills.”

way.” A number of distributors he
enrolled in his first few months
admit to turning him down four

or five times before
signing up. Now,
some of those same
distributors have
downlines of 20,000
to 50,000 people.

Ray’s persistence paid
off as his downline
grew. He has become
one of Mannatech’s
top earners, with a
downline of more

than 250,000. He is
constantly develop-

ing his leadership skills and

From the beginning, he spoke of

Mannatech as a multi-billion-
dollar company in the making.

He was inspired to be “annoyingly
persistent, in a quiet, neighborly

learning how to better inspire
the masses that look to him for
strength and motivation.

Ray lives in Seattle, Washington,
with his wife, Diana.
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Listen to those who have

Proven Themselves

By listening fo success stories, this author, teacher and business builder
refueled her fire and built an organization of 5,000 people.

I n 1979, Jan Ruhe was a house-
wife in Dallas, Texas, with a
burning desire to provide her
children with more than just the
basic necessities of life. She want-
ed them to have the opportunity
to play soccer, take ballet, and
take advantage of their youth.

Although she had a B.A. in
sociology, she didn’t want to work
full-time and miss the formative
years of her children’s lives. She
chose to be a stay-at-home mom.

Less than a year later, Jan joined
a friend at a sales party for
Discovery Toys. Her obvious
passion for children made her a
perfect fit. The only obstacle was
coming up with $250 in order to
buy the beginner’s kit of toy
samples. Knowing she couldn’t
approach her husband, whose

36

paycheck was earmarked for house
payments and bills, she asked her
grandmother, who gladly gave her
the money and the opportunity to
change her life.

Jan approached teachers, nurses,
homemakers — anyone who
shared her passion for children.
She hosted one to two home
parties a week and within a few
months of joining, she became the
company’s number one distributor
in the South.

In 1985, Jan fell on hard times
when she filed for divorce and
sought full custody of her three
children. She won, but the ordeal
left her with a hefty debt. Draw-
ing on her motivation to succeed,
Jan devised a business plan to pay
back all of her debt and keep her

four-bedroom home.



By late 1986, Jan was drained.
She refueled her fire by reading
sales, marketing and self-help

books. She attended ((Le
arn to

sales seminars and

training meetings and _,

began studying the hsten OIﬂY tO
the people

who have

business techniques
of people she admir-
proven
themselves.”

ed. Jan says that she
learned to listen only
to the people who
had proven them-
selves and were living
the life to which she
aspired. It worked
and she was on fire
once again.

Discovery Toys. Her organization
numbers more than 5,000 and has
a sales volume of more than $10

million. She has also
written two books,
Fire Up! and MLM
Nuts and Bolts,
detailing her strug-
gles, triumphs and
philosophy of success.

Jan continues to
build her business.
She empowers net-
workers worldwide by
teaching them how
to sponsor distribu-

tors and sell product. Today, Jan

lives in Aspen, Colorado, with

Jan is the number one Top
Diamond Distributor with

her husband of thirteen years, Bill.
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Making a difference in

The World

Stick with a single business venture, become an expert and excel in it

if you wish to achieve self-wealth.

est-selling author, business

leader and Network
Marketing guru Mark Yarnell is
recognized internationally for his
powerful stage presence. He has
delivered countless motivational
keynote speeches for major corpo-
rations including Exxon, New
York Life, General Motors and

NuSkin International.

Mark wrote the book on
professional speaking: Power
Speaking. During the past three
decades, he has built an empire of
business networks in 21 countries
and has returned to professional
full-time speaking. As one C.E.O.
recently wrote in a letter of appre-
ciation following Mark’s keynote
address: “It would be an extreme
understatement to say that your
presence and fantastic presentation
was a major factor in the positive
outcome of our annual convention
38

of more than 2,000 entrepreneurs.
Thank you for gracing us with your
talent, energy and enthusiasm.”

Mark’s latest bestseller, Self
Wealth: Achieving Prosperity,
Balance and Serenity in Your Life,
provides the subject matter for
keynote speeches and a two-day
intensive seminar sponsored by
the International Institute for
Self-Wealth. Prior to applying the
principles of Self-Wealth, Mark
was an impoverished minister
with no degree or special skills.
Utilizing the tools in his latest
bestseller, his income rose to over
$1 million a year. Tenacity is the
key to success, he says. “If you
want a competitive, strategic
advantage, stick with one compa-
ny and one profession until you
become a veteran. In the new
millennium, resilience will replace
opportunism as one of the central



elements of success. The old way
of jumping around from deal to

deal is out — resilience is in.”

Mark’s list of professional achieve-
ments is long. The best-selling
author has also written numerous

“In the new
millennium,

resilience will

magazine articles and
is recipient of the
coveted American
Dream Award from
the Howard Ruff
Company. Mark has
founded numerous
charitable organiza-
tions and continues
to be a much sought-
after professional
speaker and entrepre-
neurial coach. He is
also the author of
Your Best Year in
Network Marketing.
He helped create a
Network Marketing
curriculum at the
University of Illinois

at Chicago where he co-founded
the UIC Certificate Seminar in

Network Marketing.

anthropist of the Year by the
Washington Times.

“Eventually we all have to stick

replace

opportunism
as one of the

central
elements of
success.”

with one thing if we’re going to
achieve self-wealth,” Mark says.
“In most ventures there are self-

proclaimed experts
who would lead you
to believe that you
are better off getting
involved in several
ventures at a time.
Pay no attention to
such opportunists,
for I have yet to
meet one who has
ever earned the kind
of prosperity which
allows us to make a
difference in the
world.”

An adrenalin junkie,
Mark spends his
ample leisure time
paragliding off moun-

tains in South America, Europe,
the Unites States and Canada. He

lives in British Columbia, Canada.

Mark has been named The
Greatest Networker In the World
by Upline Magazine and Phil-
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Working in the Industry

That Delivers

Battling the odds, Sandy Elsherg left poverty behind and became
a leader in Network Marketing through a solid work ethic, passion

and drive.

S andy Elsberg is driven by
desire. Success didn’t happen
overnight, but perseverance and a
belief in Network Marketing
eventually paid off for Sandy.

Fifteen years ago, Sandy was driv-
ing a beat-up VW camper van
without heat, air conditioning or
a radio. She put gas in $2 at a
time. When she stood in line at
the grocery store, she had to put
back large bags of diapers more
times than she cares to remember.
She would buy the small bag so
she could afford to put breakfast
on the table for her two little
girls. Life was a struggle.

Sandy was $250,000 in debt when
she joined a Network Marketing
company and became a partner
with her hero of the 1960s, Jerry
Rubin. She eventually became 80
percent of his downline build. But
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in the beginning, Jerry didn’t
believe in Sandy because of her
bleak financial situation. She
ignored her pessimistic mentor
and concentrated on building
her business with home parties,
traveling the Interstate 405 free-
way corridor near her southern
California home in her old van
to conduct those parties.

During this period, Sandy devel-
oped focus, initiative and began to
draw the attention of those who
wanted to be in business for them-
selves. She pursued a dream of
financial stability for her family.
After nine months in the
Network Marketing business,
Sandy earned a $2,000 check.
Nine months later, her check
grew to $14,000. Nine months
after that, $36,000. Still nine
months later, it was more than

$60,000.



“I realized the light at the end of
the tunnel was what this industry
could and did deliver to people
with good work ethic, passion and

drive,” says Sandy.
Those characteristics
propelled Sandy to
success. She and her
downline did millions
of dollars worth of
sales per month —
her organization
became 52 percent of
the company’s volume.

Since 1987, Sandy
has taken a stand for
women in Network
Marketing by inspir-

ing and giving hope to thousands

“From
$250,000 1n
debt to
millions in
sales each
month.”

in the industry. She is considered

the “trainer’s trainer”. Sandy
lectures for dozens of Network
Marketing companies across the

country. Her enthusiasm is conta-

gious and her methods have
helped countless people become
financially independent. Sandy
has been on the cover of every

leading industry
publication. She has
been quoted in SUC-
CESS Magazine, and
previously wrote a
column entitled
Woman to Woman® in
the magazine Working
at Home. She is
author of Bread
Winner, Bread Baker,
a how-to-succeed
book praised by
industry leaders as
one of the most

inspiring in Network Marketing.

Sandy lives in Trabuco Canyon in
Orange County, California, with
her daughters, Eleah and Anna.
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Take Responsibility for
Your Dreams

By taking personal responsibility for his dreams, this author and sought
after speaker became wealthy and well known around the world.

: I ' om "Big Al" Schreiter grew
up in Nebraska, the son of

farming parents. When he married
in 1972, he wasn’t making enough
money to comfortably support
himself and his wife, despite work-
ing full-time. That’s when he
decided to get involved in
Network Marketing. For the next
year and ten months, he met with
absolute failure. Tom’s response to
this lack of success was typical of
many of us. [t must be because his
sponsor wasn’t doing very much to

help him, he decided.

His life changed dramatically the
day someone asked him, "Does
your sponsor recruit and assist
other folks besides you? Are they
successful?" He had to admit that
one or two of them were. And,
they had the exact same sponsor he
did! Right then, Tom started tak-
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ing personal responsibility for his
dreams, asking himself what the
successful network marketers did
differently.

Since then, Tom’s best selling
"how-to" books have brought
millions of people across the

world into the Network
Marketing industry. They include
Big Al Tells All: Sponsoring Magic;
How to Build MM Leaders for Fun
and Profit; How to Create a
Recruiting Explosion; Turbo MLM;
Super Prospecting: Special Offers &
Quick Start Systems and Are You
Walking Past a Fortune? He has
served as a contributing editor and
writer to several Network
Marketing publications, including
Upline and The Network Marketing
Trainer Magazine, and he publishes
the high-tech marketing newslet-
ter, Fortune Now.



Tom tells people they do network-  Magic, if you visit an acquaintance

ing every day: They can either by yourself, and he or she feels
choose to pick up a check or not.  you are in some way inadequate
In addition to being personally, they will
known for his fun, “It’s reject the opportunity

relaxed style of pres- based on you, not the

entation, he provides company. However, if

reports on how to lmportant a stranger is along
make Network whom they don’t

Marketing work in fOI‘ peOple tO know personally, they

real life. He says it’s .. must make a decision
important for people  T€CI'U |t 111 Q4 based on the facts at
to recruit in a rejec- hand, not on you and

tion-free manner, so reJ ectlon_ your present position.

that it becomes easier
for others to see ﬁ.ee Tom "Big Al"
themselves doing it. Schreiter is currently

» a top distributor with
Teamwork is one of mManner. Nutrition For Life.

the keys to rejection- He and his wife,
free recruiting, because prospects Susan, live in Houston, Texas.
see only you, not the company They have two children; Keith

you represent. As Tom points out ~ and Ann.
in Big Al Tells All: Sponsoring
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Internet Sites

DSA.org
MLMBrilliance.com
DreamBuilders.com
FortuneNow.com
HighPerformancePeople.com
ListeningProfitsU.com
MLM.com
MLMLeadership.com
MLMUniversity.com
Multi-Level-Marketing.com
NetworkMarketingNews.com
OnlineMLM.com
SalesU.com
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Big Al’s Fortune Now Newsletter
Business Start-Ups

Cutting Edge Opportunities
Entrepreneur

Income Opportunities

Money Maker’s Monthly
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About

Richard Bliss Brooke,

Chairman and C.E.O. of Oxyfresh
Worldwide, Inc., and founder of
High Performance People, Inc.,
has been leading, coaching and
training leaders — from high
school sophomores to multimil-
lionaire business builders — for
over 20 years. He has created
breakthrough training programs
that promote the ideals of selling
with integrity, listening through
objections, professional leadership
and self-motivation. Richard con-
ducts a variety of personal and
leadership development work-
shops and retreats. Through
Richard’s influence, hundreds of
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“new leaders” have discovered
new distinctions in listening, lead-
ership, courage, relationships,
public speaking, team spirit and
big-time fun. Richard’s seven-day
leadership retreat even culminates
with a late-night firewalk, to
anchor the week’s experiences.

In addition to Mailbox Money:
The Promise of Network Marketing,
Richard authored the book Mach
II With Your Hair On Fire. He also
co-authored The New Entrepr-
eneurs. .. Business Visionaries for
the 21st Century.

Richard makes his home in Coeur
d’Alene, Idaho. He enjoys winter
sports, water sports, entertaining
and leading groups to discover
what it means to “play full out”.

You can reach Richard at:
(888) 665-8484 or
RB@Mach2.org.



alsoby Richard B. Brooke

Learn what it takes to get motivated, stay motivated, and make
your vision a reality.

NIAGEL]T-

With Your .

— acott L) rmo
Author of Heart to Heart and former Editor-in-Chief of SUCCESS Magazine

This Dynamic Book Will Teach You:
e The Three Great Lies of Success
e The Three Basic Forms of Vision
e How You Can Create New Beliefs
* How to Create Powerful Images that Support Your Vision
e How to Break Through Self-Imposed Limitations
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“I found a copy of Mach 2 at a friend’s
house last year. I read and loved it.
So much of what the great athletes
do to accomplish the impossible is
done through visualization. Richard
captures exactly how it works; why it
works; and how anyone can use it to
do great things in their life. Richard
has a unique way of telling the story
so we really all get it! I highly recom-
mend this book to anyone wanting to
master their own motivation and
accomplishments.”

—John Elway
SuperBowl MVP

“This book is absolutely brilliant.
don’t know a person in the world
who wouldn’t benefit from reading it
and building a bigger vision, then

manifesting it into their life!”
—~Randy Gage
A pre-eminent expert on

Network Marketing

“If you can only buy one book, this is
the book to buy!”
—Ray Gebaver
Mannatech, Presidential
with an organization of 250,000

“This fast-moving, entertaining book
is full of fast, funny, helpful ideas on
success and achievement.”

— Brian Tracy
Author of Goals!

“If you are committed to extraordinary
success, this book is a must-have for
your personal library! The information
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on vision and self-motivation is some
of the best you will find anywhere.
Thank you, Richard. You are a great
example of what a person can do with
the right information...plus, you
understand the importance of sharing.”
—Bob Proctor
Author of best-selling book

You Were Born Rich

“In this accelerated economy you
have to travel at Mach II With Your
Hair On Fire! This book teaches you
how to do it an omni-effective and
fun way.”
—Mark Victor Hansen
Co-creator, #1 New York Times best-selling
Chicken Soup for the Soule
Co-creator, The One-Minute Millionaire

Order additional copies of
Mailbox Money: The Promise
of Network Marketing or
Mach II With Your Hair

On Fire

via e-mail at RB@Mach2.org or
(888) 665-8484.

Mailbox Money: The Promise of

Network Marketing
Singles ~ $1.00 US each
100+ $0.89 US each

1,000+ $0.79 US each

Mach II With Your Hair On Fire
Singles  $14.95 US each

100+ $9.99 US each

1,000+ $7.50 US each
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Where Would You Play...

If the world were your play%_k’%%ﬁ
7 ey

What if you could take your dreams and turn them
into roaring fires of accomplishment?
Richard Brooke’s Personal Vision & Self-Motivation Workshop
will show you how.. .for the rest of your life.

1-Day Workshop ~ 3-Day Workshop 7-Day Retreat
$175/per person $500/per person $5,000/per person
(minimum 100) (minimum 100) (includes room & hoard —
min. 10; max. 12)

For more information on attending or hosting a life-changing
seminar, please call (888) 665-8484.

“The universe does not seem to care what you and I want. The universe
does deliver, in abundance, what we expect with our minds and our
hearts. I can show you exactly how to start down that path.”

Richard Brooke, Chairman & C.E.O.
Oxyfresh Worldwide, Inc.

With the release of Mach II With Your Hair On Fire, author and entre-
preneur, Richard Brooke, has created breakthrough training programs
that promote the ideals of selling with integrity, listening through
objections, professional leadership and self motivation.
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“This truly life-changing weekend was nothing I had expected, and yet
everything I had hoped for. [ anticipated another high-energy, on-your-
feet, loud music, at-the-top-of-your-lungs kind of gathering. Instead, I
got a deeply moving, introspective event that will change my life and
resonate in my heart and soul for many years to come.”
—LKevin Craig
Colorado

“Richard’s total, selfless dedication to supporting, guiding and helping
us was very moving. | have never attended a retreat where I felt simul-
taneously so challenged and supported. I've spent my life pursuing
personal development, alone and in groups, and I've never felt so
completely transformed. All of my self-imposed blockages are either
gone or conquerable, both personally and professionally. I will never
be the same!”

—Bob Fahey
Florida

“Richard Brooke’s three-day workshop was incredible and unbelievably
life-changing! The impact of what I learned is still expanding within
me. | tell people that Richard is a man of few words, many questions
and tremendous insight. We have never had such a powerful leader as
Richard Brooke.”
—Dorothy Hutson
Arkansas

Richard Brooke
High Performance People, Inc.
1875 North Lakewood Drive
Coeur d’Alene, ID 83814
Fax: (888) 665-8485
E-mail: RB@Mach2.org

To subscribe to our monthly E-zine of
Vision and Self-Motivational Training,
e-mail us at RB@Mach2.org
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