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Here is a suggestion to consider… 
 
As a Green Organics product user, product consultant, not experienced the 
results you expected, then you most likely are not working the business for one 
or more of the following reasons. 
You feel and believe you are selling and out of your comfort zone, have tried 
before and failed, the rejection leaves you depressed, feeling you failed, has 
damaged your confidence and self-esteem.  While you love the products, you go 
thru the motions to satisfy your team members but because you are 
uncomfortable you do not want to work a business, sacrifice the time and effort, 
as what was stated in the beginning, “you deep down inside don’t believe or trust 
you have what it takes to be successful”.  Therefore, you use the products you 
love.  Kind of sad isn’t it. 
 
So how do feel about letting your sponsor work your business for you? 
That’s right, no tricks, and no gimmicks.  
 
Sponsor Partnering Up with Your Down-line. 
Sponsor calls product user or product user knowing the benefits can reach out to 
sponsor. 
Make the commitment to the member and honor it to the finish. 
Choose an amount as a goal to reach for them. 
(Example)  $500.00 a month until $6,000.00 a year. 
 
 
Down line:  (Product user or previously worked business and stopped, or is 
working business not getting results desired) 
 
SEVEN STEPS: 
 
Randy, you and I have worked on this for some time so it’s only fitting you kick 
this off by explaining the first steps. 
 
RANDY 



 
1. Benefit for down-line member!  “How does down-line feel about the two of you 
partnering up until down-line member is making $500.00 a month, $6,000.00 a 
year?” 
 

2. Benefit for member is, (sponsor) will do the marketing, following up, 
qualifying, following up, closing, following up, ordering product, following 
up, and signing on for down line member.  John, you want to go over 
the details. 

   
 
Sure Randy, (Sponsor has benefit of constant source of recommendations, with 
information in advance of speaking to prospect about their situation, so sponsor 
is better equipped when meeting prospect and during the marketing process with 
prospect, identifying in advance what down-line is not comfortable with or finds 
objectionable.  This will be an asset to sponsor, so as to not provide objections 
from down-line (refusing to continue recommending) when observing sponsor 
working the business for them, face to face or when on phone) Should an issue 
surface when sponsor asks down-line after each step with prospect, was 
anything down-line felt uncomfortable with or did not feel they could do, please 
contact John at Corporate training for assistance to help with a solution.) 
OK Randy what’s are the next steps  
 
3.  Benefit for down-line member is sponsor will follow up with down-line for each 
and every contact with person recommended, inviting down-line, especially for 
phone follow –ups, if down-line isn’t participating during the process, observing 
and learning following up until member is ready to take on the ordering and 
signing on as the First Step.  
 
4. Benefit to down-line member is learning how to follow up each month at least 
twice to serve the new member.  
 
5. Benefit to down-line is sponsor to complete the goal of $6,000.00 a year on 
behalf of the member.”  Down-line-member observes!  Begin with just one person 
that they know that has a problem, and then another building confidence and 
income for member... 
 
6. Benefit for down line.  NO risk, no selling, no rejection, no presenting. 
Member merely identifies someone they know who has an issue up-line could 
help-on behalf of down line member. 
 
7. Benefit to down-line member, option to observe and learn while up-line builds 
the business for down-line and during the year, the down-line acknowledges what 
they can and will do once the goal is achieved, and what is still holding the down-



line back.  During this period upon acknowledgement of down-line of an issue, 
they are not comfortable; John at Corporate Training will volunteer to address the 
issue and work towards a solution for the sponsor and down-line member.  SO 
JOHN HOW ABOUT YOU EXPLAINING HOW THIS WORKS? 
 
 
Calling a recommendation from a down-line member or friend. 
 
Benefit to both up-line and down-line.”  Have a list of issue prepared to discuss 
before calling the individual recommend, know as much as possible about the 
person calling from the (member) upfront.  (Ask who ever gave you their name to 
tell you what they know about the person, needs, wants, issues).”  More the 
better.  Providing the sponsor the advantage of knowing what benefits to discuss 
before hand and what better to confirm and ask more questions.  Randy, you 
have a few favorite questions you are now asking. 
 
Have you ever asked your down line for “permission to help them?" 
 
Do you ask, “What could you do to make them more comfortable?”  
 
Do you ask you members for permission to go over what you could do for them 
so they do not feel like they have failed?  
 
 Asking your down line how much as a minimum income would make a difference 
to them right now?  
 Then offer to work to generate that amount for them, on their behalf and when 
that amount is reached, maintain it for a year to get them going?  John, what 
kind of questions do you ask? 
 
Do you give your down line homework exercise that they cannot fail to give them 
confidence?  (Discovery exercise finding problem without presenting, of selling, 
or trying to close with products)  This works even for the most challenged 
member.  In doing this exercise the down line is identifying people who have 
problems for the sponsor to work with, without using recommend language, or 
working a NWM biz language, just identifying people who could be helped like 
the down line helps themselves with products.  (Products only discovery)  Randy, 
what else you got for us? 
 
First off, do you really focus on them?  Do you make sure decisions made are 
down line first decisions?  
 
When appropriate it does not hurt to apologizing for not being their for them in the 
past, making a promise now that this is what you will do for them for a year.  
Moreover, if they are happy in a year and want to set a new goal you will support 
that goal as well same way. 



 
Do you give without asking for anything in return? 
 
Do you include in your conversation with, "What can I do for you?” and “How can 
I help you?”  
 
Leaving better messages on phone about them include a benefit or two for them, 
not about what you want.  John, what bad habits do you hear everyday that 
could be hurting relationship with team member?   
 
Product consultant or product user not feeling guilty when calling another product 
user, because they feel they are selling, (which from conversations, they 
definitely are). 
 
Eliminating from these quiet majority of down-line members, most comments are, 
never hear from sponsor, when they do all sponsor is interested in is for them to 
keep monthly orders alive, or selling them something.  
 
Eliminating most common conversation starter, when sponsor calls a customer, it 
begins with…"You haven't ordered!”  “  You need to sell some products as your 
CV is down!  "I want you to don't forget to get you monthly order in!”  “I have a 
new pack for you!” 
These customers do not know why they feel they way they do, but it's clear the 
sponsors only calling about their agenda and the product users feel sponsors do 
not CARE about the customer.  Those are the ones I hear about the most often 
Randy.  How about we explain the gift to those who partner up, as they will 
love their sponsor forever. 
 
 
Let’s briefly summarize the Tax Benefits of your Green Organics/GoDésana 
business you can enjoy. 
Now neither John nor I are tax consultants, and we both agreed you must consult 
with your own tax person to help you with this and make sure any of these 
suggestions fit you and your tax situation. 
 
If you could receive a check every year that would reimburse all or most of your 
gas expenses, car insurance, and enough left over to take a weekend trip with 
the family, or pay off some bills.  
 
What would that mean for you? 
 
How would that make your life better and help you to afford to do things for 
yourself and your family with the money you would have spent on gas, 
insurance? 



 
Would you like to know how this works?  John how about a little of the 
details? 
 
Write a letter to IRS oh how much you intend to make in your business, keep in 
your file with return.  The letter shows intent and a plan to justify expenses. 
 
Sample Letter: 
 
To whom it may concern: 
 
My Mission Statement is whether you are my banker, accountant, product 
service provider, State or Federal Taxing Authority, my attorney, dear friends and 
family and those I intend to show how to help themselves like I am helping 
myself, my mission is to help myself first to maintain a healthy life style  in my 
retirement years, to continue to work part time to support the costs of living.  
Additionally, to have the knowledge, skills, discipline, commitment, desire, and 
integrity to be a service to my customers so they may enjoy their retirement years 
with the additional income necessary in today’s economy. 
 
[Use examples like 8' x 8' space where your computer and chair set for another 
refund]  Sq. Ft. proportionate allocation of all home expenses, electricity, heat, 
water, utilities like garbage, taxes, insurance.  Repairs even if they are renting a 
home.  RANDY! 
 
Then you show prospect how it works, (show them your book and mileage, 
receipts, for gas, coffee,) with a notebook keeping track of mileage (to and from) 
every day, and who you spoke to about what you could do to help them, their 
name.  I have over 63,000 business miles I can use.  JOHN 
 
In addition, did you know you can deduct the cost of your product purchases, sat 
packs as ( EXPENSES, marketing, advertizing, promotional, samples, events, 
PRODUCT RESEARCH)   Why, because it is a product just like over the counter 
products that are deductible, and as a business it is also marketing, and sample 
deduction.  RANDY! 
 
So John, What do you think those refunds add up to over a year?  
 
How does estimated averages based on NWM $8,500.00 to $13,000.00 and 
more, all coming back to you.  
 
How does that sound?  

How this reimbursement is calculated, use mileage allowance (Beginning on Jan. 1, 2015, 
the standard mileage rates for the use of a car, van, pickup or panel truck will be: 



• 57.5 cents per mile for business miles driven, up from 56 cents in 2014 
• 23 cents per mile driven for medical or moving purposes, down half a cent from 2014  
• 14 cents per mile driven in service of charitable organizations 
 

X business miles a day.  Then explain how anything for the business, supplies, 
computer, (if they do not have a computer used works) $200.00.  Then take the 
monthly sac pack x 12 and show that reimbursement. 
 
That is just some of the benefits you will enjoy as you learn managing your own 
business in addition to the $starting income average of $6,000.00 or more a year 
from you sponsor working you business for you,  growing that monthly check to 
$500.00 a month, as those WBA and oils orders add up.  
 
Now do you realize you are already in the $15,000.00 range a year in new 
income, and you are just getting started?  And, don't forget, no risk, selling. 
 
Would you like to know the one single benefit that will make all of this a reality 
and much easier?  Easier for you to bring on more people to your business and 
why it will pay you as well and them while you're learning marketing the sac 
packs? 
 
Simple, when you help people reach a dollar goal every month, (begin with a 
realistic number, $100.00 first month, and slowly grow to that goal of $500.00), 
the team member gains more confidence and believes in himself or herself, they 
can be successful.  RANDY, YOU WANT TO EXPLAIN WHY THIS STEP IS SO 
SIMPLE. 
 
How you do this is also very simple, you ask them for one recommendation, 
(recommendations better qualified, and members who one step at a time get over 
themselves, to get started of someone they know that would like to help 
themselves like the recommended person and (others they may know). 
 
Doing just one, helps diffuse lack of confidence, and feeling overwhelmed.  It 
opens the door for more people because the prospect sees it works. 
 
Especially when you show the prospect how you will do all the work, sign them 
on, place under them, and all they do is identifying one person who has a need 
they would like to help.  JOHN YOU HAVE ANYTHING TO ADD. 
 
Well Randy, This also makes it easier for these new members to feel 
comfortable, believe, and gain self-confidence, help with self-esteem, and most 
of all "believe and trust their sponsors, going to the next step of bringing  people 
one step at a time to a group call, or one on one meeting, and still have a little 
intimate feeling, that it's not the Tell and Sell that scares people off, and it's not a 
herd, "cattle call" concept like the old days.  It is the prospects agenda first, as 



when it is the sponsor’s agenda first, the prospect is not engaged and conversion 
ratios suffer. 
 
All by working the benefits from having a goDésana/Green Organics business 
which is also free, with no upfront costs or annual fees? 
 
In specifically working with these demographics (no success, confidence and 
self-esteem issues, money) the more, you convert telling statement s providing 
facts to questions the easier it is for these demographics to feel part of the 
process and understand as it engages their mind repeatedly.  Ask product user 
what would be the first thing they would do with that extra money, second, third. 
RANDY! 
 
      
When you think about this, doesn’t it make sense that with a "down line first" 
mindset, their agenda first not yours; your business will dramatically improve?  
JOHN 
 
You are right Randy, “There's no quick fix or pill for prosperity.  You must be 
open to what you need to do to change from what's not working for you.”  
RANDY, YOU HAVE ANY CLOSING THOUGHTS. 
 
What we discussed tonight is applicable for sponsors as leaders more than the 
down line.  As when WE change, your down line will learn from you. 
 
That raps it up for tonight, please do not forget to send you e-mail address to 
gocares@centurylink.net if you are not receiving these call audios and 
transcribed materials we discussed tonight. 
Many thanks to you Randy for all you do, and Lorene bless you and Lorene & I 
will see you all next week same time same place.  You are all appreciated, good 
night 
 


