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This module discusses the five critical areas 
which you need to cover with your new brand 
distributer. These are the five key steps to 
success. At this point, it is all about starting off 
with a good foundation which you can then 
duplicate with your recruits. This is the Smart 
Start method.

The first area discusses the client and what they 
want and need. Why do they need to succeed? 
Consider their dreams, unfulfilled goals and 
their requirements. Joe uses a useful analogy 
here in which he proposes a situation in which he 
asks what you would do if you suddenly came 
across a million dollars. You'll no doubt use it to 
pay off any debts that you may have but, as Joe 
points out, you need to get your leads past the 
survival way of thinking and get them to consider 
their dreams. It is not just what they need; it is 
also about what they want. Joe talks about the 
importance of inspiring people to open up their 
imagination and get people into the fold before 
they lose sight of their dreams. He also reminds 
us that it is important to get people focussed on 
the rewards rather than the process. It is the 
very fact that people who focus on the process 
rather than the reward that makes people fail.

The second area talks about getting the top 25 
contacts from your leads. At this point, you need 
to obtain these contacts and focus on them as a 
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foundation for expanding your business. You will 
inevitably encounter some resistance along the 
way, but perseverance will eventually breed 
success. From these top 25 leads, you can start 
tap-rooting to increase the number of leads.

The third part of the video discusses the 
importance of becoming a product of the product 
and how you need to know, experience and believe 
in your product in order to successfully inspire 
others to use it. Joe compares this to an example 
of natural selling in which a friend might 
recommend a restaurant where they had a good 
experience.

Part four talks about the importance of 
focussing on money-making activities and setting 
activity goals rather than financial ones. Such 
activities include contacting people, generating 
leads, increasing your exposure and motivating 
your team by creating leadership.

The video for module nine concludes with the 
fifth and most important element – the 1000 
hours commitment. In order to succeed with 
network marketing, you need to be prepared to 
commit a minimum amount of time in order to learn 
enough and have enough experience to become an 
expert in the field. Multilevel marketing is all 
about time investment rather than financial 
investment.
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Smart Start is the most d____________ activity.

5 Components to a Smart Start

Component #1: Understand Their W________
 
Uncover their D_________

Get past s_________ mode thinking and into 
d________ thinking.

Questions to ask: 

If you came into a m__________ d________, what would 
you do with that m_________?

If you could buy a g______for anyone, who would 
you buy a g______ for regardless of the price?

A d_______ is something you get p____________ to do.

Uncover their U____________ Goals

U_________goals are things that have been on 
their mind for awhile but they haven’t been able 
to a______________yet.
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Explain how knowing your recruit’s unfulfilled 
goals will help you get them reengaged:

Uncover their N_______

N______ = P________ (both in the present and the 
future.)

Q_________ guarantees your failure.

Question to ask: 

If there was a genie that could grant you 3 
w_________ and magically wipe out any c_________ you 
have right now or c____________ you perceive in the 
future, what are 1, 2, or 3 of your w________?

Find out their m__________.

Component #2: Their Top ______ C________

Questions to ask: 

Who are the ____ most r________ people you know?

If I were to give your ________ for every name you 
put on the list, could you come up with _____ really 
good ones?
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If I said _____________could easily represent 
_____________________________ in revenue as a result 
of your personal inventory, how quickly could 
you put those on a list?

Emphasize the v__________of their list.

Offer p_________ l________ in exchange for their top 
25 list.

When calling their top 25, how do you respond to 
the question: “Why didn’t he call me himself?”

Component #3: P________ of P_________

G__________ of what they will experience using the 
products

A__________

S_________ to share

How they see themselves u________ the p__________

You can’t s_______ something you aren’t u_______ 
and that you don’t b_______ in.
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People b_________ your e_____________.

Component #4: Money Making A_________ and 
A________________________

Your a_______ goals will reflect your I________ 
goals.

Examples of “money making activities:” 

a. C_______________
b. I________________
c. F___________ U____
d. F___________ T______________

T______C__________ = When they will work the 
business

A_________ C__________ = What they will do during 
their time commitment

Explain Ron’s strategy for assisting a “whining” 
recruit.

9

Smart Start



Module: 
8

All rights reserved. No part of this publication may be reproduced, distributed, or transmitted in any form or by 
any means, including photocopying, recording, or other electronic or mechanical methods, without the prior 
written permission of the publisher, except in the case of brief quotations embodied in critical reviews and 
certain other noncommercial uses permitted by copyright law. © 2013 Ron Malezis & Joe Syverson. 
www.mlmwealthtraining.com

What is the benefit of having a new recruit call 
purchased leads?

How often should new recruits email you their 
commitments and results?

Component #5: _________ Hour Commitment

________ Hours = ______ hours per week x ______ 
weeks 

Explain Ron’s “becoming a doctor” analogy in 
your own words.
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MODULE 9: ANSWERS

Smart Start is the most duplicated activity.

5 Components to a Smart Start

Component #1: Understand Their Why

Uncover their Dreams

Get past survival mode thinking and into dream 
thinking.

Questions to ask: 

If you came into a million dollars, what would you 
do with that money?

If you could buy a gift for anyone, who would you 
buy a gift for regardless of the price?

A dream is something you get passionate to do. 

Uncover their Unfulfilled Goals 

Unfulfilled Goals are things that have been on 
their mind for awhile but they haven’t been able 
to achieve yet.
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Explain how knowing your recruit’s unfulfilled 
goals will help you get them reengaged: (You can 
remind them of that goal and ask how else they 
are going to achieve it.)

Uncover their Needs 

Needs = Pain (both in the present and the future.)

Quitting guarantees your failure.

Question to ask: 

If there was a genie that could grant you 3 wishes 
and magically wipe out any challenges you have 
right now or challenges you perceive in the 
future, what are 1, 2, or 3 wishes?

Find out their must.

Component #2: Their Top 25 Contacts

Questions to ask: 

Who are the 25 most respected people you know?
If I were to give your $1,000 for every name you 
put on the list, could you come up with 25 really 
good ones?
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I’m going to show you a solution on how we can 
expose the business to these people even though 
you are brand new.

If I said $25,000 could easily represent 
$250,000 or $2,500,000 in revenue as a result 
of your personal inventory, how quickly could 
you put those on a list?

Emphasize the value of their list.

Offer purchased leads in exchange for their top 
25 list.

When calling their top 25, how do you respond to 
the question: “Why didn’t he call me himself?” (He 
is brand new to the business and I’m not and 
because he respects you so much, he wanted to 
make sure you were presented the information 
correctly.)

Component #3: Product of Product

Goals of what they will experience using the 
products

Autoship

Samples to share
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How they see themselves using the product

You can’t sell something you aren’t using and 
that you don’t believe in.

People believe your experiences.

Component #4: Money Making Activity and 
Accountability

Your activity goals will reflect your income 
goals.

Examples of “money making activities”: 

a. Contacting
b. Inviting
c. Follow Up
d. Follow Through

Time Commitment = When they will work the 
business

Activity Commitment = What they will do during 
their time commitment

Explain Ron’s strategy for assisting a “whining” 
recruit. (Get them into activity. Ask how many 
leads they’ve talked to. Call people in their 
pipeline.)

9

Smart Start



Module: 
13

All rights reserved. No part of this publication may be reproduced, distributed, or transmitted in any form or by 
any means, including photocopying, recording, or other electronic or mechanical methods, without the prior 
written permission of the publisher, except in the case of brief quotations embodied in critical reviews and 
certain other noncommercial uses permitted by copyright law. © 2013 Ron Malezis & Joe Syverson. 
www.mlmwealthtraining.com

What is the benefit of having a new recruit call 
purchased leads? (They build confidence and 
master the language so they can properly share 
it with their warm market.)

How often should new recruits email you their 
commitments and results? (Weekly)

Component #5: 1,000 Hour Commitment

1,000 Hours = 20 hours per week x 50 weeks 

Explain Ron’s “becoming a doctor” analogy in 
your own words. (Just like it takes 5-7 years to 
become a doctor, it takes time to become a 
successful network marketer.)
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