New Distributor Checklist

Date that I will finish this list: ___/___/___

This list can be found at www.bodyfuelnow.com
□ Fill out the Goal Sheet & return to your leader.

□ Enroll as a Distributor: $50

□ Enroll for the next Success School (or the next Large Event Training.)

□ Get to Advisor as fast as possible.

□ Enroll for AdvoLink: call corporate or enroll on-line

When you receive your AdvoLink Voice Mail box number, give it to your leader so that you will begin to

receive training messages. AdvoLink Mailbox # ______________

□ Watch the following 3 Online Training Videos:

a. ”Product Training”U www.bigbelief.com (under “Product” tab) Complete product training: top sellers.

b. U“How to Build Your Business”U www.bigbelief.com (passcode: spark) (under “Business” tab)

c. U www.packageyourstory.com
□ Watch the following 4 AdvoCare Presentations:

a. For Men: www.presentation4men.com

b. For Women: www.presentation4women.com

c. For Young Adults: www.presentationforcollege.com

d. For Fitness Professionals: www.presentation4trainers.com

This is a great way to “talk” to them about AdvoCare without doing the talking yourself. After they have

watched this presentation, ask them if they would like to learn more. If so, then you will set up an

appointment with your leader (2on1 appointment OR 3-way call) or invite them to learn more at a small group

meeting (nutritional mixer or distributor training.)

□ Read and study the Impact Magazine and watch the AdvoCare DVD and understand how

to direct a person to the appropriate stories. (These are your “business cards.”)

□ Invite 30 people to watch the presentation4men/women/trainers/college videos and

follow-up with each of them. For those who want to know more about products only, get them set up with

product (retail or distributor.) For those who have questions about the business, default to setting an

appointment with your leader within 48 hours. (Do NOT attempt to present more of the business to them on

your own. Wait until the meeting with your leader, who will walk them through the business.) For those who

“aren’t interested,” move on. For those who didn’t watch, re-invite.

□ Set your first 5 business appointments ASAP.

UDo NOT get trapped presenting AdvoCare and answering questions without your leader being present with

youU. After they have watched the on-line presentation or DVD, say something similar to, “I would love for

you to know more, but what I really need to do is introduce you to my friend _________ who has been

helping me understand this. The business may or may not be for you, but what if it is? You never know. What

does your schedule look like in the next 48 hours that we could set up a time either in person or over the

phone that the three of us can talk? I’m available at _________ or __________, which one of those times

works best for you?

IMPORTANT: As you add business builders to your team, take the responsibility

to coach them through this list.

Goal Sheet

What is your PURPOSE?

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________

What are you willing to sacrifice, other than God, family, and current profession,

in order for this business to work?

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________

Are you willing to follow AdvoCare’s Success System, which includes attending

Success School?

____ YES ____ NO

Are you willing to make a minimum two-year commitment to yourself to build

this business?

____ YES ____ NO

1P

st

P Goal: - 30 Days

How much do I want to earn?

2P

nd

P Goal: - 12 months

How much do I expect to be earning?

EMAIL OR COPY THIS SHEET FOR YOUR SPONSOR AND/OR LEADER.

With proper

follow-up, many

people join the

business after they

experience product

results.

Your first step is to INVITE someone to learn more.

YOU are the “preview” to the movie. Your goal is to BUILD CURIOSITY about

AdvoCare, so that they will WANT to come to a mixer/2on1/3way call. Again, you are the

preview, not the “movie.” The movie is what you invite them to go see: mixer, 2on1, etc.

Have you ever had anyone tell you about an ENTIRE movie, play by play? Did that

make you want to go see it after you knew what it was all about?

BIGGEST MISTAKE PEOPLE MAKE: Telling too much in the first conversation.

1. Connect Briefly

Tell your SHORT 2 min. story: product and business or a success story of another.

Tell them SPECIFICALLY the vision of where YOU are headed in the future.

“I’m looking for three people who I can help (earn $$$, get time back w/family, etc)”

2. Send to a web video & Sample

Hwww.presentation4women.com

www.presentation4men.com

www.presentation4trainers.com

www.presentation4college.com
www.presentation4profit.com

3. Follow Up within 48 hours

“What interested you the most?” Let them answer.

Get them started with either PRODUCTS or BUSINESS

Your #1 goal is to schedule as many 3rd party business appointments as possible.

UFollow Up

UProduct

Get them started on the

products that fit their needs and

budget. Tell them about their

discount options.

UBusiness

Schedule a 3rd party

appointment within 72 hours

(2on1, 3way call, mixer, training, conf.call, etc.)

UCoach

Share the “New Distributor

Checklist” and coach

them through it.

A 4 - Step Process to Recruit a Person Into the Business: The “Success System”

What will draw people to follow you? Your PASSION and CLEARLY COMMUNICATED VISION.

Vision (definition): “A picture of a preferred future.” What is the picture of the future you are describing to others?

We cannot guarantee the results you will get, but the 4-Step Success System gives you the best possible results.

 1-on-1 Conversation You contact your prospect to invite them to Step 2.

a) With passion, tell them your SHORT 2 minute story: product and business.

Tell them what you see ahead (your vision) as a result of building a business.

b) Ask, “What do you think? Are you interested in learning more? (Let them answer.)

IF THEY SHOW SOME INTEREST IN THE BUSINESS: Move them f rom Step 1 to St ep 2:

“Here’s what we do next: I want you to meet my friend, __________, and he/she share with you how this business

works…you’ve got hear what’s happened with them and more importantly, what is possible for you. What would work

best for you… to talk over the phone, meet up in person, or I’m having a few others meet up at my house to learn

more about it and you can join us.” (Let them answer.)

In the meantime, ask them to watch one of the web videos & get them a sample, if possible.

www.presentation4women (men/trainers).com

 3rd Party Credibility When your prospect is invited to hear more about the business from

another successful distributor who CASTS A VISION OF THE FUTURE.

a) 2-on-1 appointment You + Prospect + Distributor  Meet in Person

b) 3-way call  You + Prospect + Distributor  Meet via Phone

c) In-home mixer You + Prospect(s) + Distr.  Meet in Home

For those interested in the business, the MAIN GOAL is to become an ADVISOR (40%)

 Large Group Meeting Several distributors and guests gather at a local hotel to learn more.

Occurs about every 8 weeks (trainings; intro to business.)

You are inviting those people from Step 2 to join you.

 Success School 3,000 + people getting trained by top distributors & scientists.

You and your new team get thoroughly trained (prod/biz.)

Next Success School: August 8-10th(Fri 7pm – Sun 1pm)

Note: When it comes to “3rd party credibility,” don’t get hung-up on WHO the “perfect” person

would be to introduce to your prospect. What is important is that your prospect sees other people

getting results (on product and business) AND they hear another person deliver a STRONG

VISION of what “could be.” They must hear a strong VISION from YOU, as well.

My friends paid off 20K

in debt their first year and

now make a steady $5,000

per month.

We are going to pay off

our debt this year and also

make enough to take a

family vacation to Maui.

After 5 years, we have the

potential of earning a 2-

week pay check, even if

we decide to retire from

the business. One of the

ways the company pays is

residual income, which

means you and I can earn

money for a lifetime if we

build it right.

I’m looking for people

who want more out of life.

Check out this story in our

company magazine. This

is a girl who lives in our

area that makes $7K per

month after 3 years. Now

she’s a stay-at-home mom

earning that income.

Would you like to earn an

extra 10K this year?

I’m going to take a team

to Success School so we

can make this happen.

AdvoCare is awesome.

AdvoCare has great

products.

You should check it out

sometime.

I’m trying this out. We’ll

see what happens.

I might go to Success

School.

I’m having a mixer, but if

you can’t come, don’t

worry about it. You can

come to another one.

Here, read this magazine.

There are some great

weight loss stories in

there.

Besides the products,

AdvoCare is also a

business. Let me know if

you are interested in that

part of it.

AdvoCare was founded

in 1993.

Our products help

people gain energy and

lose weight.

It costs $50 to join the

company.

The company pays 5

ways.

Our Success School is

coming up in February.

We have nine doctors

who formulate our

products.

We have over a 100

non-paid endorsers.

90%

of the time

10%

of the time

NEVER

Be Fluffy or

Wishy-Washy

#1 Sign that your communication is mainly

FACTUAL and/or NEUTRAL:

People aren’t following you.

What type of message are you delivering to your prospect?

People are MOVED by a message that communicates EMOTION (a story.)

EMOTIONAL MESSAGE FACTUAL MESSAGE NEUTRAL MESSAGE

(tells a story) (tells facts) (tells nothing)

IMPORTANMPORTANT PHONE NUMBERS

Distributor Support 1-800-542-4800

Product Order Line 1-800-882-4800

Product Order Fax Line* 1-972-478-4501

Product Order Voice Mail 1-972-478-4500

Product Order Fax Line is also the regular fax line for facsimiles

HOURS OF OPERATION

Distributor Support: 7:00 a.m. – 12:00 a.m., M-F CT

ADVOLINK – a VITAL ingredient to your success. Contact Distributor Support to activate and ask to get a

mailbox number. Follow the simple voice mail steps. Contact your sponsor and give him/her your mailbox

number in order to get leadership messages. Or sign up for it on your new virtual office.

Hwww.advocare.comH your ID # here –

This is where you send others to shop from your account, as well as sign up with you to become a

distributor.
Your virtual office” – log into www.advocare.com and enter your ID# and password. This is

your PERSONAL page, where you can view purchasing activity, order your products, income you are

making, company announcements, and much much more. Stay up to date by visiting your office regularly.

Articles written by our sci/med board – Hwww.nlm.nih.gov

Upline Team:

Write in Your Leaders’ Contact Information (phone, email, etc.)

The earnings statistics shown above are based upon compensation earned by all active AdvoCare

Independent Distributors in 2006. “Active” Distributors are those who received compensation pursuant to

AdvoCare’s Compensation Plan in the form of wholesale commissions, overrides and leadership bonuses.

The average annual income for all active Distributors in 2006 was $1,851.23. The amounts above do not

include the income realized by Distributors from the retail sale of products, so the actual compensation

earned may be higher.

The earnings shown above are not necessarily representative of the income, if any, that an AdvoCare

Distributor can or will earn through his or her participation in the AdvoCare Compensation Plan. These

figures should not be considered as guarantees or projections of your actual earnings or profits. Success

with AdvoCare results only from successful sales efforts, which require hard work, diligence, and

leadership. Your success will depend upon how effectively you exercise these qualities.

The Business Opportunity of

Becoming an Advisor

Initial Cost: $50.00 to become a distributor and receive your tools for

success training kit.

What will you profit? A maximum of $900.00 retail profit, not to mention commissions, overrides, and

bonuses that could apply due to sponsorship of others into the business.

Business Commitment: $2100

What do you receive? $3,000 worth of product, purchased with the guidance from your

upline sponsors, to get what will come in your home and leave your home within 30 days. All of your

unopened product is 100% guaranteed.

What will your sponsor receive? A $300 commission, which is far less than what he/she could receive

from you working your way to Advisor from a lower discount level.

What is the discount level? Your advisor order is at a 30% discount-- all orders thereafter are at the top

discount level in the company, which is 40%.

WHY MAKE A BUSINESS COMMITMENT?

Our company does not front load product

Our products sell fast!

All unopened products and our opportunity are satisfaction guaranteed!

You receive a better discount immediately

You will have a stronger commitment level to get in action

You will have no qualification obstacles

You will begin with enough inventory to support a business

You will save money from going to your upline sponsor

You will become eligible to receive wholesale commissions, overrides, and bonuses

immediately, as you bring other people into the business

Business Opportunity

Entry Levels

Distributor Enrollment Fee: $50 (includes membership kit and availability to

plug in to www.advocare.com and tap in to your own microsite from that site)

Level Profit Your Investment Retail Value Discount

40% $900 max $2,100 $3,000 30%

30% $450 max $1,050 $1,500 30%

25% $125 max $ 375 $ 500 25%

20% varies varies $0-499 20%

When someone comes in at the advisor level (40%), the original order is at a 30% discount.

Upon placing that order, the distributor is promoted to the 40% discount level, which is the

advisor level. Every order from thereafter is at the 40% discount level.

Franchise Comparison

First, in order to calculate override, we must first calculate the business

volume for each of the products. Typically, the business volume is 50%

the retail value/volume.

In this example the business volume for Max Energy is roughly $20.00.

As a result, we multiply $20.00 X .07 (override), which is equal to $1.40.

$20.00 X 7% = $1.40

YOUR OVERRIDE PAYMENT IS

$1.40

What are Overrides?

MNS Max Energy MNS Max Energy

$39.95

Retail Volume

$20.00

Business

Volume

$20,000

BONUS FOR ROOKIE ADVISORS ONLY

7 Rookie Earners every pay period!

2 Day Fed Ex to the Earners

1P

1,000

You must be a fully qualified Advisor to be eligible.

Only Rookie Advisors are eligible.

Rookies are eligible their first 12 pay periods

(approx. six months)

It’s geared for the brand new person in AdvoCare.

How to earn the bonus: Be in the top 7 Rookie Advisors for PGV

during one pay period. (The Advisor must have a minimum Personal Group

Volume (PGV) in the relevant pay period of $3,500. Only 25% of personal orders will

count towards the contest volume.)

There is no limit to the number of bonuses an advisor can earn

during their Rookie Status!

)

THE BULLETPROOF SHIELD

Your Strategy for Handling Obstacles,

Ingredient Questions, and Skeptical Comments

Q: [Insert a question/objection that someone might bring to you.]

A: “I don’t know a whole lot about that, but what I do know is …”

Golden Rule: Do not leave the Bulletproof Shield depicted here. Ingredients, other companies, and all

other topics lure you out of your area of strength, and you miss any chance you have to sell the product or

the opportunity. All these discussions lead to opinionated arguments, in which the customer or prospect

always wins. No one needs to be convinced. Nobody is asking the grocery store manager for research on

all of the products that they are throwing in to their grocery baskets. Stick to these four topics only – all of

the answers are there.

You sell the products and the opportunity with stories, not extensive knowledge.

Example:

Prospect: ” I don’t like XYZ ingredient. My aunt said it wasn’t good for you.”

You: “I don’t know a whole lot about XYZ ingredient, but what I do know is that Dr. Hackman is a Nutrition

Research Professor at UC Davis and also one of the primary formulators of our products. UC Davis is

considered to be the ‘Harvard of Nutrition,’ so I know he wouldn’t risk his reputation and position at UC

Davis by putting unsafe ingredients in our products.” (In this case, you chose to reply using the SCI/MED

BOARD. The key is to study the credentials of the doctors.)

SCIENTIFIC &

MEDICAL ADVISORY

BOARD

(Ingredient/Safety

Questions)

SATISFACTION

GUARANTEED

(Financial Concerns)

NON-PAID ENDORSEMENTS

(Overall Credibility/Safety/Efficacy)

YOUR STORY & 2 OTHERS

(Does the product work? Questions)

YOU stay in the “shield”

by answering all

objections/skepticism

with one of the four

subjects outside of the

shield.
