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Building your Retail Base
1. Provide service to your Customer

• Send “Thank You Notes”.
• Contact them 3 days after purchase.
• Answer any questions – handle problems.
• Keep records of purchases.

2. Provide service to your Customer
• Establish monthly re-orders.
• Suggest new products.
• Notify of new products and specials.

Building your Downline
1. Sponsor new Distributors

• Prospect everywhere you go.
• Promote your business and products.
• Ask satisfied customers for referrals.
• Invite customers to business meetings.

2. Train new Distributors
• Keep it simple.
• Teach a duplication process.
• Go to meetings with guests.
• New Distributor’s must have success within 48 hours
of joining.
• Attend all trainings.

3. Provide ongoing support
• Provide daily communication.
• Conduct 1-on-1’s.
• Work with the strength in your group.
• Hold 3-way calls.

1

The Basic Principles of Network
Marketing and Direct Selling

I Begin with your warm market –
people you know.

II Allow your sponsor and VitaMist
to help you.

III Be a product of the Product.
IV Create relationships.
V Think of your Distributors and

Customers first.
VI Choose the people you want to be with,

and work with them closely.
VII Share your Products / Business

Opportunity. Don’t Sell!
VIII Duplicate your efforts.
IX Be realistic.
X Don’t ever, ever, ever quit.
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Preparing your Business

Your business starts with the names of people who will
become good customers and/or distributors.

1. Write a list of everyone that you know with
their name, address and phone number.

• Family and friends.
• School mates.
• Neighbors and people you work with.
• Members of your church, church groups,

charities, organizations and clubs.
• Businesses you do business with.
• Professional people (bankers, stock-brokers,

teachers, doctors, real estate agents).

2. Decide who will be the best prospect.
• Health oriented – concerned for themselves,

family and others.
• Sociable – people who love helping other people,

a “People Person”.
• Success or goal oriented – people who are already

in business for themselves, or want to be. Self
starters, great positive attitude.
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Handling objections
When recruiting a new Distributor

You’re just in-
terested in mak-
ing money from
my efforts.

I understand how you feel. I, too,
was concerned about this, but un-
derstand that the only way I make
money is by first assisting you to
be successful.

I’m going to sit-
back and wait,
and if you’re
successful, then
I’ll join.

I felt the same way, but when I
found out that VitaMist was a
patented product, I knew that there
was no competition and selling
would be easy.

The last MLM
company took
my money and
I was not suc-
cessful.

VitaMist has been around since
1984 and is financially stable. We
have the right products at a time
when everyone is concerned about
their health and their income.

How much have
you made?

This is the beauty of our program
– your success does NOT depend
on anyone but you!

I really don’t
want to do this
business.

I too was skeptical at first, but re-
alized the potential later and
didn’t want to give-up a once-in-a-
lifetime opportunity.
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Handling objections
When enrolling a new Distributor

3

Prospecting

When prospecting someone for the first time, do so in
two steps:

1. Step 1.
Contact the prospect and inform them that you are
sending them some exciting information about your
products and/or business opportunity. Then schedule
a phone call so you can discuss the information in
detail and get their reaction to your products.

2. Step 2
Once you know the prospect has received your infor-
mation, contact them within 7 days to find out their
reaction. Be prepared to answer questions and han-
dle any objections about the product and/or business
opportunity. Schedule either a 1-on-1 meeting, a 3-
way call with your sponsor, or invite them to a Busi-
ness Opportunity Meeting.

The monthly
EZ Order is too
expensive.

I felt the same way, but realized
that 3 tubes of VitaMist is only
enough product for yourself.

The cost of the
EZ Order still
seems too high.

You do realize that the $50, or
less, is an investment into your
family’s future – plus it’s an inex-
pensive cost to start your own
Home Based Business.

The cost of the
EZ Order still
seems too high.

Perhaps you would be more com-
fortable becoming a retail customer.

I am really too
busy with my
family / job.

Yes, I was too busy too, but realized
that by cutting out a little TV and so-
cial activity, I was able to make time.

My spouse will
not approve of
me doing this.

I understand, but once he/she sees
the extra income coming in, they
will “get glad the same way they
got mad”!

I don’t think I
have what it
takes to be suc-
cessful.

I felt the same way, but discovered
that the assistance from my Upline
and the Company was all I
needed.
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First Time Contact

The first time you speak with a prospect, follow these
guidelines:

1. Introduction.
a. Begin with a friendly conversation.
b. Explain the reason for your call.
c. Ensure they have time to talk.

2. Share Information.
a. Ask brief questions about their interest in health
and the need to make extra money.

b. Describe benefits of both
c. Give personal testimonies, if available.

3. Schedule follow-up call or visit.
a. Tell them you will call after they receive
information.

b. Set a definite date to call.
c. Express excitement for them.

4. Handle any objections, if needed.
a. Listen.
b. Ask questions to clarify what they are asking.
c. Use – “Feel, Felt, Found”.
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Shared Information

When closing a new Distributor, you may choose to use
the benefits listed below, to create a special need.

•

•

•

•

•

•

•

•

•

•

Own your own business – choose to work the busi-
ness full-time or part-time from home.
Low investment for your family’s future – for less
than a $100, with an opportunity to earn thousands.
No Boss – freedom to work when you want without
answering to a boss.
Security – create peace of mind by creating your own
secured future, relying on no one else.
Lifestyle – live the lifestyle you always dreamt of.
Take dream holidays. Drive dream cars.
Recognition – receive recognition for the things you
do. Trips, free products, pins, articles and CASH!
Retirement – build an organization and customer
base that will create a residual income.
Help – assistance from your Upline and Company. In
business for yourself, but not by yourself.
Personal growth and development – satisfaction in
reaching higher goals and challenging yourself to
achieve more. Helping others to help themselves.
Social – meet new and exciting people.

4

First Time Contact

The first time you speak with a prospect, follow these
guidelines:

1. Introduction.
a. Begin with a friendly conversation.
b. Explain the reason for your call.
c. Ensure they have time to talk.

2. Share Information.
a. Ask brief questions about their interest in health
and the need to make extra money.

b. Describe benefits of both
c. Give personal testimonies, if available.

3. Schedule follow-up call or visit.
a. Tell them you will call after they receive
information.

b. Set a definite date to call.
c. Express excitement for them.

4. Handle any objections, if needed.
a. Listen.
b. Ask questions to clarify what they are asking.
c. Use – “Feel, Felt, Found”.

21

Shared Information

When closing a new Distributor, you may choose to use
the benefits listed below, to create a special need.

•

•

•

•

•

•

•

•

•

•

Own your own business – choose to work the busi-
ness full-time or part-time from home.
Low investment for your family’s future – for less
than a $100, with an opportunity to earn thousands.
No Boss – freedom to work when you want without
answering to a boss.
Security – create peace of mind by creating your own
secured future, relying on no one else.
Lifestyle – live the lifestyle you always dreamt of.
Take dream holidays. Drive dream cars.
Recognition – receive recognition for the things you
do. Trips, free products, pins, articles and CASH!
Retirement – build an organization and customer
base that will create a residual income.
Help – assistance from your Upline and Company. In
business for yourself, but not by yourself.
Personal growth and development – satisfaction in
reaching higher goals and challenging yourself to
achieve more. Helping others to help themselves.
Social – meet new and exciting people.



20

Sponsoring New Distributors

1. Contact Prospect.
• Begin conversation in a friendly tone.

2. Seek information and share thoughts.
• Ask questions to create rapport.
• Provide benefits of being a Distributor.
• Answer questions.

3. New Distributor Application Form.
• Recommend a program depending on needs.
• Complete Application and select EZ Order.
• Offer other products for purchase.
• Set date for Distributor Orientation.

4. Handle any objections (only if needed).
• Listen and do not interrupt.
• Clarify question.
• Use “Feel, Felt, Found” approach.

5

Introduction
My new Home Based Business is so exciting. It’s a company
with a unique patented product that is changing people’s lives
around the world. The other fun part is that you can make real
money while working from home, part-time. I’d like to send you
some information and a sample, then contact you next week.

Share Information

For years I thought that taking vitamin supplements could not
help me, and I hated swallowing those huge pills. The idea of
owning my own company seemed so remote, however, the ma-
terials that I am sending you changed my mind and my life.

Schedule follow-up call or visit

The material I am sending you will explain everything. Will
you have time to review it when it arrives? I’ll call you (estab-
lish a date and time) and answer any questions you may have.
Please, I would like to have your honest opinion when I call,
even if this is something you do not want to do at this time.

Handle any objections, if needed

So, do you have any questions?
I understand what you are saying because I was skeptical
when I first heard about this and I know just how you feel
(whatever the objection is) and I felt the same way. But what I
found out was...
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Follow-Up Contact

You have spoken with your prospect at least once over
the phone and you have forwarded information to them.

1. Introduction.
a. Begin with a friendly conversation.
b. Explain the reason for your call.
c. Ensure they have time to talk.

2. Share Information.
a. Ask brief questions about their interest in the
material you sent.

b. Describe the benefits of the products and/or the
business opportunity.

3. Schedule visit / meeting.
a. Schedule a 1-on-1 appointment.
b. Do not pressure your contact; make it easy.
c. Give choice of dates. Explain that your sponsor
or coach might join you.

4. Handle any objections, if needed.
a. Listen.
b. Ask questions to clarify what they are asking.
c. Use “Feel, Felt, Found”.

19

Handling Objections to Buying Product

Your sprays are
too expensive. I
can buy vitamins
cheaper at the
supermarket.
I don’t take vi-
tamins because
I eat right.

I understand. I thought the same
thing when I first saw the prices,
but I’ve discovered that pills don’t
have the same purity or quality
that VitaMist has.
I felt the same way, until I discov-
ered that processed foods are
missing the essential nutrients that
your body needs to stay healthy.

How does the
absorption
work?

Simply spray the products directly
into your mouth (for best results,
into each cheek). Two, sprays, 4
times a day.

How do they
taste?

VitaMist uses natural ingredients
and flavors, so the taste is suitable
for everyone, including children.

Are they guar-
anteed to work
for my illness?

No! VitaMist is a food supple-
ment, not a drug. VitaMist pro-
vides your body with the finest
ingredients available today, giving
your body the fuel it needs.
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Retailing
Retailing is the life-blood of your business and is the
key to building a residual income. Remember:

- Sharing can provide immediate income.
- Sharing is the basis for a successful
Distributorship.

1. Contact your prospect about your products.
• Begin with a friendly conversation.

2. Share information about your products.
• Show the PocketPlan.

-Made in America.
-USP / NF Ingredients.
-PDR.
-25 Year-old Company.

3. Get the order for products.
• Review Customers’ needs.
• Recommend products – make NO claims.
• Get the check – handle objections.
• Set a follow-up meeting.

7

1. Introduction
Hi _! As we planned, I wanted to contact you to get your reaction to the
material I sent you last week. I shared with you that the information
was exciting, yes? When would be a good time to get together to dis-
cuss these fabulous products (or unique moneymaking opportunity)?

2. Share Information (Products)
Establish the prospect’s main interest:
To help me help you, of all the material I sent, can you share with
me what parts interest you the most?
The products? GREAT / The Business Opportunity? GREAT

Products
What vitamins and/or minerals do you currently take? (Replace
their list with VitaMist Products). With VitaMist, you won’t have
to worry about swallowing those awful, ineffective pills any
longer. Let’s see what other VitaMist Products you may need.

Because VitaMist is sprayed into your mouth, it is absorbed al-
most immediately into your blood system through the lining of
your mouth – so you have instant uptake. PLUS you never have
to worry about when to take them, and you don’t need any water.
Effective. Convenient. Economical.

Each tube provides you with a 30 day supply of the finest nutri-
ents available – for just cents a day!

I’ll have these shipped to you today. Can I get your credit card
number for billing?
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2. Share Information (Business Opportunity)

The moneymaking opportunity of VitaMist is exciting and
fun. At the meeting, you will find out about residual in-
come through both retailing and building your own
group. Our Company retains over 85% of its customers,
so you can see how powerful the opportunity truly is.

Your ability to earn extra money is only hours away, and
the potential is huge. With some work on your part, an
extra $500 - $1,000 per month is there for the asking.
Sound Good??!!

What would you do with an extra $500 - $1,000 per
month? (Wait for them to answer your question and
make notes of what they are telling you. This information
can be used to close your prospect at the meeting.)

17

Preparing to Meet Your Prospect
1. Review your Prospect File List.

• Were they interested in the products or business?
• Were they interested in both?
• What were their needs and goals and desires?

2. Plan your presentation.
• Bring brochures, pamphlets, booklets, forms,

samples, products for retailing.
• Bring business cards and note pads.

3. Presentation.
• Dress professionally (shoes shined, etc.).
• Check personal hygiene (breath mints, etc.).
• Do not smoke. Do not drink alcohol, at least until

after the presentation.
• Presentation Tips:

- Keep eye-to-eye contact.
- Use proper body language. Sit straight.

Smile.
- Have energy in your voice. Be enthusiastic.
- Be calm. Think about what you are saying

before speaking. Do not interrupt the
prospect when they are speaking. If you have
an associate
with you, respect their presence.

- Remember to ask for the sale.
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New or Cold Contacts
Everywhere you go there are people interested in your
products and your business opportunity. The key to
finding these people is YOU letting them know what you
have.
1. How do I let people know what I have?

a. Wear a tube(s) around your neck.
b. Wear your VitaMist badge or pin.
c. Spray in public.
d. Basic 3-foot Rule. Talk to anyone within speak-
ing distance. 3-feet.

2. Where do I go to find new prospects.
a. Join business clubs and professional groups.
b. Network Marketing business groups.
c. Church, school and social functions.
d. Trade shows, exhibits.

3. Other Methods
a. Posters, windshield flyers, business cards.
b. Personalized VitaMist Home Page.
c. Advertising in local newspapers.
d. Leave brochures in places of business.

Ensure that when you meet people you always carry
your business cards, brochures, samples, and a note pad.
Never give anyone your business card until you have
their information first. When you receive someone’s in-
formation, contact him/her within 24 hours using the
same approach as previously learned.

9

3. Schedule Follow-Up Call or Visit

Business Meeting
I would like to invite you to our Business Meeting this _
night at 7:30 at the _ Hotel. It’ll be an opportunity for you
to meet some of our other successful Distributors, as well
as learn more about our fantastic products and the opportu-
nity that VitaMist is offering you. Remember that there is
no commitment on your part. All I want you to do is to see
this company the same way I saw it the first time. If it is
okay with you, I’ll pick you up at _, and we’ll have a
chance to talk on the way. Will this work for you?

Individual Meeting
If this is okay with your schedule, can we meet for lunch at
_ on _? This will be a great opportunity for you to see our
products and how our business opportunity will work for
you. (Option: One of our experienced Team Leaders will
be joining us if that’s okay with you.) Remember that there
is no commitment on your part. Just pickup the bill for
lunch (just kidding).

3-Way Telephone Conversation
Let me call you again next week to discuss how this pro-
gram can work for you. It’ll give you a chance to think
about what you would do with that extra income. Would
Tuesday or Wednesday of next week be better for you? Two
o’clock or six thirty?
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New or Cold Contacts
Everywhere you go there are people interested in your
products and your business opportunity. The key to
finding these people is YOU letting them know what you
have.
1. How do I let people know what I have?

a. Wear a tube(s) around your neck.
b. Wear your VitaMist badge or pin.
c. Spray in public.
d. Basic 3-foot Rule. Talk to anyone within speak-
ing distance. 3-feet.

2. Where do I go to find new prospects.
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b. Network Marketing business groups.
c. Church, school and social functions.
d. Trade shows, exhibits.

3. Other Methods
a. Posters, windshield flyers, business cards.
b. Personalized VitaMist Home Page.
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d. Leave brochures in places of business.
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Never give anyone your business card until you have
their information first. When you receive someone’s in-
formation, contact him/her within 24 hours using the
same approach as previously learned.
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4. How to Handle Objections using the
“Feel, Felt, Found” Approach

15

Contacting Referrals

When contacting a referral, use the same approach you
use when contacting a prospect (see pages 3, 4, and 5).

At first, you will want to introduce yourself, then ex-
plain to the referral where you got his/her name. A “3rd
Party” approach is powerful by using praise and recog-
nition.

Hello Sue, my name is Jim and a good friend of ours
gave me your name. You know Bill, yes? Super! Bill
shared with me that you are very interested in proper nu-
trition and health. Let me tell you about our unique
products, VitaMist. (Explain benefits.)

Hello Jack, my name is Jim and a good friend of ours re-
ferred me to you. You know Bill yes? Great. Well, Bill
did not know if you would be interested or not, but he
knows you well enough to know that you would be curi-
ous to take a look at a fantastic money making opportu-
nity.
… Bill mentioned to me that you might be interested in
owning your own business with a potential to earn an
extra $500 - $1,000 a month, working part-time!

I don’t have the
money to join
your company.
This sounds like
one of those
schemes to take
my money.

I don’t know
anyone.

I never heard of
VitaMist before.

We already buy
vitamins from
the pharmacy.

What if I told you it was free,
would that interest you even
more?
That is exactly what I thought too
until I gathered all the facts. Multi-
Level Marketing and Direct Selling
have been around for years, and big
legitimate companies like Sara Lee,
Ford, Gillette and many others use
this way of selling to market their
products around the globe.
Do you know that the average per-
son knows 300 people? I felt like
you did too until I started my list
that now exceeds _.
I had never heard of them either,
until my friend _ called me. I
found out all I needed to know at
his/her business meeting.
Yes, but you are buying pills, gel
caps or liquids, and as I ex-
plained, those products are filled
with garbage. They DON’T work.
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Prospecting from Referrals
• Ask for Referrals

- When you are speaking with people about your
business and for some reason they are not
interested, ask them for a referral.
- Ask for referrals from satisfied customers.
- Ask for referrals from people that you spend
money with. They owe you.

The most powerful four words in selling are:
“Who Do You Know?”

Ask for referrals by simply saying:
“Who do you know that would be interested in earning
an extra $500 - $1,000 a month, part time?”

“Who do you know that is interested in improving their
health?”

“Who do you know that takes vitamins?”

“Why do you think this person would be interested in know-
ing about my products and/or business opportunity?”

“Do you mind if I use you as a reference and let your
friend know that you referred me to them?”.

11

I don’t have
time and I’m
just too busy.

I felt the same way. It was a big con-
cern of mine being away from the
family (business). But what I found
is that because VitaMist is your own
Home Based Business, you can work
when you want – from HOME.

My family is very
important and any
extra time I have,
I spend with them.

Yes, I understand, but you will only
need a few hours a week and just
think what an extra $500 - $1,000 a
month can do for schooling or holi-
days for you and your family.

I don’t like to go
to meetings.

I don’t either, but you only attend
them when you want to. For me,
they’re great motivation, even for
my every-day life.

I can’t sell.
I hate to sell.
I don’t like to
sell. I hate sales-
people.

Yes, me too. I found that by just
sharing my products and opportu-
nity with others it’s a lot easier. It’s
like sharing information with a
friend about a good restaurant.

Just send me
some informa-
tion in the mail.

I understand, but if you are like me,
finding out information first-hand
is more beneficial, plus you can get
all your questions answered by ex-
perienced professionals.
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Dealing with the Negative… and the No’s

When you are having a conversation with a prospect,
and the conversation is not going the way you want it to
go, ask the following:

•

•

•

•

•

13

Planning for Success
•

•

•

•

“Like to know more” – maybe what the prospect is
saying to you is “know” (in the sense of “I want to
know more!”). Not “no”!

“Talk to you later” –maybe it’s not a good time for the
prospect, so suggest that you call them at a later date.

“Product approach” – offer the alternative close of
becoming a SMART Consumer. (Everyone wants to
save money on his/her purchases.) Try selling them
product at retail. As a last alternative, offer a sample
tube of B12.

“Referrals” – ask your prospect who they know that
is interested in their health. Ask prospect who he/she
knows who would be interested in earning an extra
$500 - $1,000 per month, part time.

“Help a friend” – ask your prospect to help you by
forwarding your information to another friend.

Positive Mental Attitude – PMA. Your attitude
will control your altitude. Keep a positive outlook
on your business. If times get hard and you are feel-
ing negative, program your mind with positives.

- My products can improve people’s lives.
- I am proud of myself for making calls today.
- I offer people an opportunity to help
themselves.

- VitaMist supports me 100%.

Be relaxed, yet excited – when you make your
calls, be relaxed, yet have excitement in your voice.
While on the phone, place a mirror in front of you.
If you are smiling in the mirror, you are smiling
through the phone.

Schedule your day – when making calls, be sure to
situate yourself in the right surroundings. If you are
too tired, wait.

Be realistic – when setting your goals, be honest
with yourself. Don’t set goals too high, but stretch
yourself. Admit the fact that you will get NO’s from
prospects. Have a PMA that says, “Some will, some
won’t, so what, someone’s waiting – NEXT!”
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Prospecting from Referrals
• Ask for Referrals

- When you are speaking with people about your
business and for some reason they are not
interested, ask them for a referral.
- Ask for referrals from satisfied customers.
- Ask for referrals from people that you spend
money with. They owe you.

The most powerful four words in selling are:
“Who Do You Know?”

Ask for referrals by simply saying:
“Who do you know that would be interested in earning
an extra $500 - $1,000 a month, part time?”

“Who do you know that is interested in improving their
health?”

“Who do you know that takes vitamins?”

“Why do you think this person would be interested in know-
ing about my products and/or business opportunity?”

“Do you mind if I use you as a reference and let your
friend know that you referred me to them?”.

11

I don’t have
time and I’m
just too busy.

I felt the same way. It was a big con-
cern of mine being away from the
family (business). But what I found
is that because VitaMist is your own
Home Based Business, you can work
when you want – from HOME.

My family is very
important and any
extra time I have,
I spend with them.

Yes, I understand, but you will only
need a few hours a week and just
think what an extra $500 - $1,000 a
month can do for schooling or holi-
days for you and your family.

I don’t like to go
to meetings.

I don’t either, but you only attend
them when you want to. For me,
they’re great motivation, even for
my every-day life.

I can’t sell.
I hate to sell.
I don’t like to
sell. I hate sales-
people.

Yes, me too. I found that by just
sharing my products and opportu-
nity with others it’s a lot easier. It’s
like sharing information with a
friend about a good restaurant.

Just send me
some informa-
tion in the mail.

I understand, but if you are like me,
finding out information first-hand
is more beneficial, plus you can get
all your questions answered by ex-
perienced professionals.
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4. How to Handle Objections using the
“Feel, Felt, Found” Approach

15

Contacting Referrals

When contacting a referral, use the same approach you
use when contacting a prospect (see pages 3, 4, and 5).

At first, you will want to introduce yourself, then ex-
plain to the referral where you got his/her name. A “3rd
Party” approach is powerful by using praise and recog-
nition.

Hello Sue, my name is Jim and a good friend of ours
gave me your name. You know Bill, yes? Super! Bill
shared with me that you are very interested in proper nu-
trition and health. Let me tell you about our unique
products, VitaMist. (Explain benefits.)

Hello Jack, my name is Jim and a good friend of ours re-
ferred me to you. You know Bill yes? Great. Well, Bill
did not know if you would be interested or not, but he
knows you well enough to know that you would be curi-
ous to take a look at a fantastic money making opportu-
nity.
… Bill mentioned to me that you might be interested in
owning your own business with a potential to earn an
extra $500 - $1,000 a month, working part-time!

I don’t have the
money to join
your company.
This sounds like
one of those
schemes to take
my money.

I don’t know
anyone.

I never heard of
VitaMist before.

We already buy
vitamins from
the pharmacy.

What if I told you it was free,
would that interest you even
more?
That is exactly what I thought too
until I gathered all the facts. Multi-
Level Marketing and Direct Selling
have been around for years, and big
legitimate companies like Sara Lee,
Ford, Gillette and many others use
this way of selling to market their
products around the globe.
Do you know that the average per-
son knows 300 people? I felt like
you did too until I started my list
that now exceeds _.
I had never heard of them either,
until my friend _ called me. I
found out all I needed to know at
his/her business meeting.
Yes, but you are buying pills, gel
caps or liquids, and as I ex-
plained, those products are filled
with garbage. They DON’T work.
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New or Cold Contacts
Everywhere you go there are people interested in your
products and your business opportunity. The key to
finding these people is YOU letting them know what you
have.
1. How do I let people know what I have?

a. Wear a tube(s) around your neck.
b. Wear your VitaMist badge or pin.
c. Spray in public.
d. Basic 3-foot Rule. Talk to anyone within speak-
ing distance. 3-feet.

2. Where do I go to find new prospects.
a. Join business clubs and professional groups.
b. Network Marketing business groups.
c. Church, school and social functions.
d. Trade shows, exhibits.

3. Other Methods
a. Posters, windshield flyers, business cards.
b. Personalized VitaMist Home Page.
c. Advertising in local newspapers.
d. Leave brochures in places of business.

Ensure that when you meet people you always carry
your business cards, brochures, samples, and a note pad.
Never give anyone your business card until you have
their information first. When you receive someone’s in-
formation, contact him/her within 24 hours using the
same approach as previously learned.

9

3. Schedule Follow-Up Call or Visit

Business Meeting
I would like to invite you to our Business Meeting this _
night at 7:30 at the _ Hotel. It’ll be an opportunity for you
to meet some of our other successful Distributors, as well
as learn more about our fantastic products and the opportu-
nity that VitaMist is offering you. Remember that there is
no commitment on your part. All I want you to do is to see
this company the same way I saw it the first time. If it is
okay with you, I’ll pick you up at _, and we’ll have a
chance to talk on the way. Will this work for you?

Individual Meeting
If this is okay with your schedule, can we meet for lunch at
_ on _? This will be a great opportunity for you to see our
products and how our business opportunity will work for
you. (Option: One of our experienced Team Leaders will
be joining us if that’s okay with you.) Remember that there
is no commitment on your part. Just pickup the bill for
lunch (just kidding).

3-Way Telephone Conversation
Let me call you again next week to discuss how this pro-
gram can work for you. It’ll give you a chance to think
about what you would do with that extra income. Would
Tuesday or Wednesday of next week be better for you? Two
o’clock or six thirty?
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Ensure that when you meet people you always carry
your business cards, brochures, samples, and a note pad.
Never give anyone your business card until you have
their information first. When you receive someone’s in-
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2. Share Information (Business Opportunity)

The moneymaking opportunity of VitaMist is exciting and
fun. At the meeting, you will find out about residual in-
come through both retailing and building your own
group. Our Company retains over 85% of its customers,
so you can see how powerful the opportunity truly is.

Your ability to earn extra money is only hours away, and
the potential is huge. With some work on your part, an
extra $500 - $1,000 per month is there for the asking.
Sound Good??!!

What would you do with an extra $500 - $1,000 per
month? (Wait for them to answer your question and
make notes of what they are telling you. This information
can be used to close your prospect at the meeting.)

17

Preparing to Meet Your Prospect
1. Review your Prospect File List.

• Were they interested in the products or business?
• Were they interested in both?
• What were their needs and goals and desires?

2. Plan your presentation.
• Bring brochures, pamphlets, booklets, forms,

samples, products for retailing.
• Bring business cards and note pads.

3. Presentation.
• Dress professionally (shoes shined, etc.).
• Check personal hygiene (breath mints, etc.).
• Do not smoke. Do not drink alcohol, at least until

after the presentation.
• Presentation Tips:

- Keep eye-to-eye contact.
- Use proper body language. Sit straight.

Smile.
- Have energy in your voice. Be enthusiastic.
- Be calm. Think about what you are saying

before speaking. Do not interrupt the
prospect when they are speaking. If you have
an associate
with you, respect their presence.

- Remember to ask for the sale.
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Retailing
Retailing is the life-blood of your business and is the
key to building a residual income. Remember:

- Sharing can provide immediate income.
- Sharing is the basis for a successful
Distributorship.

1. Contact your prospect about your products.
• Begin with a friendly conversation.

2. Share information about your products.
• Show the PocketPlan.

-Made in America.
-USP / NF Ingredients.
-PDR.
-25 Year-old Company.

3. Get the order for products.
• Review Customers’ needs.
• Recommend products – make NO claims.
• Get the check – handle objections.
• Set a follow-up meeting.

7

1. Introduction
Hi _! As we planned, I wanted to contact you to get your reaction to the
material I sent you last week. I shared with you that the information
was exciting, yes? When would be a good time to get together to dis-
cuss these fabulous products (or unique moneymaking opportunity)?

2. Share Information (Products)
Establish the prospect’s main interest:
To help me help you, of all the material I sent, can you share with
me what parts interest you the most?
The products? GREAT / The Business Opportunity? GREAT

Products
What vitamins and/or minerals do you currently take? (Replace
their list with VitaMist Products). With VitaMist, you won’t have
to worry about swallowing those awful, ineffective pills any
longer. Let’s see what other VitaMist Products you may need.

Because VitaMist is sprayed into your mouth, it is absorbed al-
most immediately into your blood system through the lining of
your mouth – so you have instant uptake. PLUS you never have
to worry about when to take them, and you don’t need any water.
Effective. Convenient. Economical.

Each tube provides you with a 30 day supply of the finest nutri-
ents available – for just cents a day!

I’ll have these shipped to you today. Can I get your credit card
number for billing?
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Follow-Up Contact

You have spoken with your prospect at least once over
the phone and you have forwarded information to them.

1. Introduction.
a. Begin with a friendly conversation.
b. Explain the reason for your call.
c. Ensure they have time to talk.

2. Share Information.
a. Ask brief questions about their interest in the
material you sent.

b. Describe the benefits of the products and/or the
business opportunity.

3. Schedule visit / meeting.
a. Schedule a 1-on-1 appointment.
b. Do not pressure your contact; make it easy.
c. Give choice of dates. Explain that your sponsor
or coach might join you.

4. Handle any objections, if needed.
a. Listen.
b. Ask questions to clarify what they are asking.
c. Use “Feel, Felt, Found”.

19

Handling Objections to Buying Product

Your sprays are
too expensive. I
can buy vitamins
cheaper at the
supermarket.
I don’t take vi-
tamins because
I eat right.

I understand. I thought the same
thing when I first saw the prices,
but I’ve discovered that pills don’t
have the same purity or quality
that VitaMist has.
I felt the same way, until I discov-
ered that processed foods are
missing the essential nutrients that
your body needs to stay healthy.

How does the
absorption
work?

Simply spray the products directly
into your mouth (for best results,
into each cheek). Two, sprays, 4
times a day.

How do they
taste?

VitaMist uses natural ingredients
and flavors, so the taste is suitable
for everyone, including children.

Are they guar-
anteed to work
for my illness?

No! VitaMist is a food supple-
ment, not a drug. VitaMist pro-
vides your body with the finest
ingredients available today, giving
your body the fuel it needs.
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Sponsoring New Distributors

1. Contact Prospect.
• Begin conversation in a friendly tone.

2. Seek information and share thoughts.
• Ask questions to create rapport.
• Provide benefits of being a Distributor.
• Answer questions.

3. New Distributor Application Form.
• Recommend a program depending on needs.
• Complete Application and select EZ Order.
• Offer other products for purchase.
• Set date for Distributor Orientation.

4. Handle any objections (only if needed).
• Listen and do not interrupt.
• Clarify question.
• Use “Feel, Felt, Found” approach.

5

Introduction
My new Home Based Business is so exciting. It’s a company
with a unique patented product that is changing people’s lives
around the world. The other fun part is that you can make real
money while working from home, part-time. I’d like to send you
some information and a sample, then contact you next week.

Share Information

For years I thought that taking vitamin supplements could not
help me, and I hated swallowing those huge pills. The idea of
owning my own company seemed so remote, however, the ma-
terials that I am sending you changed my mind and my life.

Schedule follow-up call or visit

The material I am sending you will explain everything. Will
you have time to review it when it arrives? I’ll call you (estab-
lish a date and time) and answer any questions you may have.
Please, I would like to have your honest opinion when I call,
even if this is something you do not want to do at this time.

Handle any objections, if needed

So, do you have any questions?
I understand what you are saying because I was skeptical
when I first heard about this and I know just how you feel
(whatever the objection is) and I felt the same way. But what I
found out was...
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First Time Contact

The first time you speak with a prospect, follow these
guidelines:

1. Introduction.
a. Begin with a friendly conversation.
b. Explain the reason for your call.
c. Ensure they have time to talk.

2. Share Information.
a. Ask brief questions about their interest in health
and the need to make extra money.

b. Describe benefits of both
c. Give personal testimonies, if available.

3. Schedule follow-up call or visit.
a. Tell them you will call after they receive
information.

b. Set a definite date to call.
c. Express excitement for them.

4. Handle any objections, if needed.
a. Listen.
b. Ask questions to clarify what they are asking.
c. Use – “Feel, Felt, Found”.

21

Shared Information

When closing a new Distributor, you may choose to use
the benefits listed below, to create a special need.

•

•

•

•

•

•

•

•

•

•

Own your own business – choose to work the busi-
ness full-time or part-time from home.
Low investment for your family’s future – for less
than a $100, with an opportunity to earn thousands.
No Boss – freedom to work when you want without
answering to a boss.
Security – create peace of mind by creating your own
secured future, relying on no one else.
Lifestyle – live the lifestyle you always dreamt of.
Take dream holidays. Drive dream cars.
Recognition – receive recognition for the things you
do. Trips, free products, pins, articles and CASH!
Retirement – build an organization and customer
base that will create a residual income.
Help – assistance from your Upline and Company. In
business for yourself, but not by yourself.
Personal growth and development – satisfaction in
reaching higher goals and challenging yourself to
achieve more. Helping others to help themselves.
Social – meet new and exciting people.
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Handling objections
When enrolling a new Distributor

3

Prospecting

When prospecting someone for the first time, do so in
two steps:

1. Step 1.
Contact the prospect and inform them that you are
sending them some exciting information about your
products and/or business opportunity. Then schedule
a phone call so you can discuss the information in
detail and get their reaction to your products.

2. Step 2
Once you know the prospect has received your infor-
mation, contact them within 7 days to find out their
reaction. Be prepared to answer questions and han-
dle any objections about the product and/or business
opportunity. Schedule either a 1-on-1 meeting, a 3-
way call with your sponsor, or invite them to a Busi-
ness Opportunity Meeting.

The monthly
EZ Order is too
expensive.

I felt the same way, but realized
that 3 tubes of VitaMist is only
enough product for yourself.

The cost of the
EZ Order still
seems too high.

You do realize that the $50, or
less, is an investment into your
family’s future – plus it’s an inex-
pensive cost to start your own
Home Based Business.

The cost of the
EZ Order still
seems too high.

Perhaps you would be more com-
fortable becoming a retail customer.

I am really too
busy with my
family / job.

Yes, I was too busy too, but realized
that by cutting out a little TV and so-
cial activity, I was able to make time.

My spouse will
not approve of
me doing this.

I understand, but once he/she sees
the extra income coming in, they
will “get glad the same way they
got mad”!

I don’t think I
have what it
takes to be suc-
cessful.

I felt the same way, but discovered
that the assistance from my Upline
and the Company was all I
needed.
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Preparing your Business

Your business starts with the names of people who will
become good customers and/or distributors.

1. Write a list of everyone that you know with
their name, address and phone number.

• Family and friends.
• School mates.
• Neighbors and people you work with.
• Members of your church, church groups,

charities, organizations and clubs.
• Businesses you do business with.
• Professional people (bankers, stock-brokers,

teachers, doctors, real estate agents).

2. Decide who will be the best prospect.
• Health oriented – concerned for themselves,

family and others.
• Sociable – people who love helping other people,

a “People Person”.
• Success or goal oriented – people who are already

in business for themselves, or want to be. Self
starters, great positive attitude.
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Handling objections
When recruiting a new Distributor

You’re just in-
terested in mak-
ing money from
my efforts.

I understand how you feel. I, too,
was concerned about this, but un-
derstand that the only way I make
money is by first assisting you to
be successful.

I’m going to sit-
back and wait,
and if you’re
successful, then
I’ll join.

I felt the same way, but when I
found out that VitaMist was a
patented product, I knew that there
was no competition and selling
would be easy.

The last MLM
company took
my money and
I was not suc-
cessful.

VitaMist has been around since
1984 and is financially stable. We
have the right products at a time
when everyone is concerned about
their health and their income.

How much have
you made?

This is the beauty of our program
– your success does NOT depend
on anyone but you!

I really don’t
want to do this
business.

I too was skeptical at first, but re-
alized the potential later and
didn’t want to give-up a once-in-a-
lifetime opportunity.
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Building your Retail Base
1. Provide service to your Customer

• Send “Thank You Notes”.
• Contact them 3 days after purchase.
• Answer any questions – handle problems.
• Keep records of purchases.

2. Provide service to your Customer
• Establish monthly re-orders.
• Suggest new products.
• Notify of new products and specials.

Building your Downline
1. Sponsor new Distributors

• Prospect everywhere you go.
• Promote your business and products.
• Ask satisfied customers for referrals.
• Invite customers to business meetings.

2. Train new Distributors
• Keep it simple.
• Teach a duplication process.
• Go to meetings with guests.
• New Distributor’s must have success within 48 hours
of joining.
• Attend all trainings.

3. Provide ongoing support
• Provide daily communication.
• Conduct 1-on-1’s.
• Work with the strength in your group.
• Hold 3-way calls.

1

The Basic Principles of Network
Marketing and Direct Selling

I Begin with your warm market –
people you know.

II Allow your sponsor and VitaMist
to help you.

III Be a product of the Product.
IV Create relationships.
V Think of your Distributors and

Customers first.
VI Choose the people you want to be with,

and work with them closely.
VII Share your Products / Business

Opportunity. Don’t Sell!
VIII Duplicate your efforts.
IX Be realistic.
X Don’t ever, ever, ever quit.
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Communication is the
key to your success.

Staying in contact with your group, both Upline and
Downline, is important. Your customers also need to
hear from you on a regular basis. Below are the tech-
niques for staying in touch.

1. Mail – one of the most effective methods of commu-
nication is still by a hand-written note.

2. E-mail and Internet – now the most widely used
method of communication, allowing you to reach hun-
dreds of people in a matter of seconds.

3. Telephone – nothing takes the place of a personalized
phone call.

4. 3-Way Conference Calling – schedule 3-way tele-
phone calls with your Sponsor and a prospective Client
or Distributor.

5. www.vitamist.com – your own personalized Home
Page is now available through VitaMist. Impressive, ef-
fective and inexpensive!
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