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Introduction 

Network Marketing, as history is here to stay. Network marketing will continue to attract 
unprecedented numbers of people in the coming years. This phenomenon will occur for 
two reasons: 

1   Major changes have transformed the industry of network marketing. These changes 
are all positive. Network marketing has reached: 

 

• new levels of integrity 
• new levels of professionalism 
• new levels of profitability 
• new levels of sophistication 
• new levels of training and support 



 

2   Major changes have transformed the traditional workforce.  

Technological advancement and economic realities have created massive and permanent 
changes within numerous segments of the modern work world.  

The  “rules of the game" have changed for anyone involved with law, medicine, 

healthcare, sales, computers, small businesses, and countless other fields. 

In the corporate arena, the aftermath of downsizing requires that smaller numbers of 
people produce greater volumes of work, insured or periods of time, and with fewer 
resources. In the upper levels of corporate life, the law of supply and demand is a daily 
reality. The supply of individuals competing for the top positions exceeds the numbers of 
positions available. 

For many people, life in the corporate world has become a game of musical 
chairs. While the music keeps playing, the people keep moving. But they all know that 

the music can stop at any moment. Consequently, they live in quiet, chronic fear that 
they will be the one left standing with no chair to sit in when the music stops. 

The results of these changes are obvious.  

Many people in the current work world are concluding that: 

• The time demands are too great.  
• The stress is too high. 
• The potential for freedom -- of time and money -- is too small. 
• The hope of job security is gone. 
• The rewards are too minimal. 

These changes in the traditional work setting, along with the positive changes in network 
marketing, are creating the influx of new participants into network marketing. 

If you are one of the people who are new to network marketing, let me welcome you to 
this wonderful world.  



My hope is that this book will shorten your learning curve, expand 
your vision, strengthen your resolve, and increase your likelihood of 
success. I have included many of the things that I wish I had heard about, or had 
understood, when I was beginning my business. 

For you veterans of network marketing, this book will allow you to teach your team many 
of the things you already know. You will also find much that is new or seldom address in 
network marketing. 

 

In network marketing no one succeeds alone. 

It is always a TEAM effort. 

 

Part One  

Foundation for Success 

 

Chapter One 

Seeing Through the Fog 

London England. It is known as the city of "Pea soup fog". The fog is so thick it impairs 
vision, muffled sound, and slows the progress of those enveloped in it. For many of us, 
network marketing could be called the industry of P. -- soup fog. From a distance, people 
correctly see that network marketing is a brilliant and exciting world that enhances vision 
and lifts the spirit. It is a world which welcomes all people to come, and once there, to 
dream as big as a bear, work harder than they've ever worked, and taste a freedom that 
they didn't think possible. It is a great place to live and work. 

 



For many this industry which looks so bright and attractive from a distance becomes 
enveloped in a fog after we enter it.  

It is easy to lose our vision, not hear what is being said by others, and 
see our progress slow to a crawl. 

Maybe you know this fog as well as I do. I got lost in it. I spent my first year lost in the fog 

of network marketing. I knew this was a business in which the average 
person with above -- average desires could succeed.  

I had met too many ordinary people in network marketing making extraordinary 
sums of money. But network marketing wasn't clicking for me. The growth of my 
business seemed modest and average. In fact, it seemed slow. Too slow. But, lost in the 
fog, I could not understand why. I was working the business as well as I knew how. 

The only thing that kept me going was my unflinching conviction that the merger of 
network marketing with high quality companies was a winning combination for the 
company, customers, and the representatives. But I was still waiting for this conviction to 
translate into personal experience.  

I did not want to hear of one more person in network marketing who was doing 
phenomenally well. Others success stories were becoming too -- edged swords for me. 
The stories simultaneously motivated and frustrated me. I wanted my own successes. I 
sensed there was something that I was not understanding or doing. I was missing 
something. But, never having been in network marketing, I had no idea what it might be. I 
could not see through the fog. And until it lifted, there was little that I could do but to 
keep working this business to the best of my ability. 

Eventually, the fog began to lift. I was no longer just looking. I began to see. I had 
survived the network marketing learning curve. I knew that my business would 
thrive because I had begun to understand and implement some of the core concepts of 
growing a large, successful network marketing business. Knowing these things has 
allowed me to settle into this endeavor with vigor, patience, and confidence. 

When the fog vanishes, three fundamental principles of network marketing are merged. 
Many people in network marketing have never heard of them. Some of us have heard of 
them but we pay no attention. We dismiss these principles as simple suggestions, clichés 



or random ideas. Consequently, the importance of these concepts as bedrock principles is 
lost. Like most "simple ideas", there is a wealth of insight buried within them.  

 

The three fundamental principles of network marketing are: 

 

1.  Consistent Effort 

2.  Duplication 

3. Give It Enough Time 

 

Let's explore these principles one at a time.  

While they may look innocuous, they are imperative for sustained focus and success in 
our network marketing business. 

Principle number one: Consistent Effort 

Imagine someone's attempting to lose 20 pounds and wanting to get into great physical 
shape. Now imagine that they are attempting to decide between two strategies. In one 
strategy, they eat moderately an exercise each day. The other strategy would allow them 
to eat as they pleased each day and not have to exercise. But every seventh day, they 
would have to abstain from food, run 5 miles, and lifts weights for hours. Which strategy 
would you recommend? Or, imagine someone's wanting to become an accomplished 
musician. Would you recommend that they practiced for 30 minutes a day or one day a 
week for three hours? 

The answer to these questions is obvious. The principle of skin system effort is not 
difficult to understand as a general concept and life. It's difficulty lies in its 
implementation. For those of us who expect to succeed in network marketing, this 
general concept has to be applied specifically to grow our businesses. 



We have to be willing to give consistent chunks of our time to our businesses if we are 
serious about their growth. The size of the time allotments may vary based on our goals 
and other life factors. But without regular, consistent time put into our businesses on a 
daily basis, they are not likely to grow. This consistent time is necessary was whether the 
goal is to create $300, $3000, or $300,000 per month. Following are some practical and 
psychological ideas to keep in mind when pursuing consistent effort: 

 

Discipline is the price of success 

Success, greatness, and character do not come from one grand moment. They 
are honed and sharpened in the quiet and obscure moments of each day. They come 
from doing many little, boring, and seemingly irrelevant things one at a time. The quiet, 
Sheila to affect of these is success. In network marketing, that means one more two 
minute phone call to inquire about someone's interest, one more breakfast or cup of 
coffee with someone to show the business presentation, one more follow-up phone call, 
training, etc. As standalone incidents, they are barely noteworthy. But collectively they 
create focus, giblets have character, increased skill sets, and grow a team of like-minded 
winners. 

You can work your business full-time or part-time, but not spare time. 

The reason for this is simple. None of us has any spare time. We are using 24 hours per 
day long before we ever heard of network marketing. And we will continue to. The only 
way people will have time for their business is to make time. Network marketing is a 
business of inconvenience. People are not sitting around with gaps in their schedules 
waiting for them to be filled. 

 

Build your business in the “Nooks and Crannies". 

Do you remember the old Thomas’s English muffin commercials?  

They used to refer to the "nooks and crannies" of their muffins. I recommend that reps 
grow their businesses in the nooks and crannies of daily life. This is how I grew the bulk of 
my business. In my private practice, I have 10 minutes free between clients. That is a 



Nook, or if you prefer a Cranny. Many of my appointments for my network marketing 
business are made during this free time between client appointments. By the way, when 
you call people, and they know that you literally have only a minute or two, they're not 
going to expect you to give them a lot of details over the phone. They allow me to get 
right to the point, set up an appointment, and get off the phone. Additionally, many of 
my appointments are set up while I'm in my car driving from my office. And again, when I 
am in the car, people do not expect me to spend extended time on the phone. 

What are the nooks and crannies of your life?  

When do they occur? How long do they last? What parts of your days do you feel with 
Smalltalk and in significant activities when you could be growing your business? What do 
you do that is momentarily pleasant but ultimately unproductive? Could this time be 
spent growing your business, reaching your goal, and changing your life? Everyone has 
some daily life nooks and crannies. What separates the winners from the wishers in 
network marketing is how these times are used. The following expression is absolutely 
true: when someone says they do not have time for something they have not stated a 
fact. They have simply stated a priority. 

 

A Pack Horse is better than a Race Horse.  

       …A Sprint followed by a Marathon 

Reps make two common and mistakes. 

 They think they need to be a race horse that is lightning fast so they can "tear this thing 
up." Or, they think they need to find a racehorse that will become the next superstar in 
their company.  

I no longer want to be a race horse, and I do not want to look for race horses. I have seen 
too many of them. They may look fabulous in the stall, at the starting gate, and running a 
half-mile track. But they don't have the stamina for anything other than a sprint. Success 
is not about being a race horse is all about being a pack horse. 

A Pack horse will not impress you with its speed or appearance. But it will amaze you with 
its quiet strength, patience, and stamina. Like the Energizer Bunny, it just keeps going and 



going and going and going. This is what growing any business requires. It requires 
consistent effort. Sustained focus. 

When you listen to people who are making large sums of money, you will find that they 
make it not because they are flashy race horses. They are pack horses, individuals who 
dared to dream, and then they set out to pursue their dreams one moment, one phone 
call, one appointment, one meeting at a time. Nook and cranny after nook and cranny 
after nook and cranny.  

And their moods, motivation, the weather, or TV Guide did not determine 
what they would do. They merged their dream with determination. They set some 
goals and then they set out to reach them. They did a little every day. They sustained 
focus. They gave consistent effort. Today, we honor them as heroes. And they are. They 
applied a concept that is simple to understand and difficult to implement: consistent 
effort 

 

Principle Number Two: Duplication 

Duplication. 

 This principle alluded me my first year in network marketing. I was not opposed to it. I 
understood it as a general concept, like simple -- cell division. And like many others,  

I quoted America's first billionaire, J. Paul Getty, who stated: 

 

"I would rather have 1% of the efforts of 100 men 

than 100% of my own". 
 

    But the vital truth hidden in this principle did not hit me until I began to be frustrated 
and fatigued by slow growth in my organization. It occurred to me that "the buck stopped 
with me". Literally I did not know how to create ongoing duplication in 19. Until I learned 



this, I was going to remain stuck in generating only a few thousand dollars per month. 
And I knew that was chump change compared to what was available. 

I began to study the people who were growing large teams. There was one common 
denominator among them: duplication. They were all using a simple, systematic method 
to grow their teams. And the genius of their success lay in its simplicity because simple is 
duplicatable. 

Understanding the mathematical power of duplication is compelling. And it should be. 
This is not a concept that works in theory but is a practical reality. Duplication is much 
more attainable than most people realize. But only if they knew how to first create and 
then to sustain duplication. 

Pretend that you are in your first month in your business. What will happen if you, as a 
wrap, sign up one other representative the first month? The next month, both of you do 
the same thing. If you consistently repeat this simple process for 12 months with no one 
ever sponsoring more than one person a month, what will happen? The numbers speak 
for themselves. 

 

The Mathematical Power of Simple Duplication 

 

Month 1    1+1= 2 

Month 2   2+2 = 4 

Month 3  4+4 = 8 

Month 4   8+8 = 16 

Month 5  16+16 = 32 

Month  6  32+32 = 64 

Month 7  64+64 = 128 



Month 8   128+128= 256 

Month 9   256+256 = 512 

Month 10  512+512 = 1,024 

Month 11  1,024+1,024 = 2,048 

Month 12  2,048+2,048 =  4,096 

 

Imagine sponsoring only one person per month, training that person to do likewise, and 
having more than 4000 people in your organization at the end of 12 months. People 
commonly have two reactions to seeing these numbers. The first is amazement; they are 
shocked to see the power of exponential growth laid out before them. Like compounding 
interest -- where the value of your money starts and where it ends up are very different. 

The second reaction is to begin to doubt that this could actually happen in their own 
business. So, like many people do with compounding interest, they ignore the practical, 
life -- changing power of this concept. 

Those who respect the power of exponential growth realized that it will allow them to 
leverage two of life's most important commodities: time and money. 

They begin seeking a way to make this mathematical concept a reality in their own 
business. This exponential growth in its life-changing consequences are most likely to 
occur when reps understand that there is an invisible infrastructure in successful network 
marketing teams. 

How does this quote thing" really work? 

Do you ever wonder how wealth is actually achieved in network marketing? Do you 
wonder how it really works? For me, as a researcher and business analysts, it is important 
to understand how and why things work. Following is my view of the invisible 
infrastructure that holds a large network marketing team together. This infrastructure, 
one developed over time, is what creates wealth 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The invisible infrastructure that creates wealth in network marketing 

 

 

Let's see how the progression and logic of this infrastructure fit together. At the start 
network marketing must be kept very simple. In its purest form, it is really just gathering 
customers of our products or services in some of our customers become representatives. 
This is the essence of what we do. Sometimes veterans forget that doing this is not as 
quote simple" as it appears. Having a system is what allows us to give participants 
direction and support. Assist him, or "track to run on", allows them to duplicate with 
others precisely what we have modeled for them. Over time, this results in large numbers 
of people who are each going out and getting a few more customers and "customer 
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gatherers". This is what creates depth in an organization. An ongoing depth is what you'll 
wealth. Let's briefly examine each component of this infrastructure. 

 

 

 

 

 

 


