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RICHARD BLISS BROOKE

Richard Bliss Brooke has been a full-time Network Marketing sales 
leader, company owner, critic, and advocate since 1977.

He used to work in a chicken plant, Foster Farms, and would have 
retired from there in 2014. Instead, he found Network Marketing.

This was an unlikely career choice for someone so cynical and 
introverted. Yet something about the income model inspired and 
changed Richard. Maybe it will inspire and change you too. Maybe 
not. Either way, you are going to be fine. No one needs Network 
Marketing. No one should do it. It is just an option. You can learn 
more about Richard’s life and career at the back of the book. Let’s 
call it “The Rest of the Story.”
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One big question you might have is why read this book from cover 
to cover? Good question. It might take you an hour or two. You 
certainly have other things to do than read another book.

Here is why you will read it:

• You are curious.

• You have kids to educate.

• You have parents to care for.

• You are ready for a career change.

• You promised someone you would.

• You prefer to have an educated opinion.

• You really want to invest but do not have the cash flow.

• You have debt or financial obligations you are tired of worrying 
about.

• You have unfulfilled ambitions … things you want to do, have, 
and be that are burning inside you.

Right now, perhaps you cannot see or hear it for yourself. But life 
has a way of changing the game on us without notice … 
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“It is in the nature of revolution, the overturning of an existing order, 
that at its inception a very small number of people are involved. The 
process, in fact, begins with one person and an idea, an idea that 
persuades a second, then a third and a fourth, and gathers force until 
the idea is successfully contradicted, absorbed into conventional 
wisdom, or actually turns the world upside down. A revolution requires 
not only ammunition, but also weapons and men willing to use them 
and willing to be slain in the battle. In an intellectual revolution, 
there must be ideas and advocates willing to challenge an entire 
profession, the establishment itself, willing to spend their reputations 
and careers in spreading the idea through deeds as well as words.” 

— JUDE WANNISKI, 1936-2005 
 The Way the World Works  (Touchstone Books, 1978)

All examples in this book are hypotheticals. 
Remember that only 5% of Network Marketers 
even attempt to build an Asset Income and 
less than 1% build anything of substance. The 
only income possibilities you should rely on 
are those contained in a particular company’s 
“Income Disclosure Statement.” It will tell you 
how many people actually earn how much in 
the company represented. The Young Living™ 
Income Disclosure Statement is located on page 
94. 
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PREFACE

I was raised on a cattle ranch and farm in central California. It was 
a large enough and remote enough place that I did not spend a lot 
of time with other kids … more like with a lot of animals and my 
thoughts. I guess that made me an introvert: shy, with a preference 
for being alone versus with other people. 

My social skills were not great. I did not like school at all. I did not 
embrace the whole “memorize the answers to a test in order to get a 
grade in order to graduate.” It seemed kind of pointless.   

I was not a long-range planner, so I didn’t think about college or 
a career. I mostly thought about my friends and fun. That kind of 

RICHARD AND SISTER DEBBIE TRAIL RIDING 

IN YOSEMITE, CALIFORNIA IN 1961.
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thinking landed me a job at Foster Farms, the largest single poultry 
processing plant in the world. I cut up chickens and taught other 
people how to do it. I actually loved it and planned on spending the 
rest of my working life there … 40 years until retirement.

I did have ambition. I think without it, people just resign themselves 
to run out the clock and accept whatever comes their way. My plan 
was to advance at Foster Farms so that someday I’d have a company 
car and a corner office. I loved my plan.  

My first encounter with Network Marketing was in my fourth year 
at Foster Farms. The same high school buddy who got me the job at 
Fosters, Steve Spaulding, kept calling me to “come to a meeting and 
see how to earn a lot of money.” 

I was not at all interested. I was not even interested enough to listen. 
I told him no, not ever, and please do not call me again about it. 
And I meant it. Why? I was happy. I liked Foster Farms. Getting 
rich did not suit me. It did not feel right. It felt fake. And it sounded 
like he was talking about sales. I pretty much despised sales and 
salespeople. He didn’t have a chance with me.

And so life went on. Until it didn’t. One day my boss called me into 
his office to tell me that my ambitions at Foster Farms were likely 
to get disrupted. The company had created a policy stating that you 
could not advance any further without a four-year college degree. I 
did not have one, not even one day’s worth, and I was not going to 
get one.   

I was kind of stunned and in a daze for weeks, not knowing what I 
would do. I wasn’t any good at career planning, asking for advice, or 
researching options. 
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One day, not because I was looking, but simply because we were 
good friends, I happened to stop by Steve’s house just to hang out. 
What I saw there got my attention. Steve had cut off his shoulder-
length hair. He had swapped his cutoffs and no-shirt for a nice set 
of real clothes. He was focused. He was happy. He seemed to have 
grown up. He was celebrating his first check from his “get rich” 
deal. It was twice as much as I made working for Foster Farms. So 
although I had never planned to listen to his deal, I did.

I have always been inquisitive, skeptical, and analytical. I have 
always asked a lot of questions. And perhaps being raised on a ranch, 
I have always had a nose for BS. Although there was plenty of spin 
and hype in what Steve was showing me, there was something about 
it that intrigued me enough to keep looking. That is what I did for 
almost three weeks. I just kept looking: looking at something I did 
not understand; looking at something far outside my comfort zone; 
looking at something that made a lot of promises … promises that, 
if they could come true, would be worth the look. So, I looked.

That is all your friend who gave you this book is asking you to do. 
Just take a look. Take a deep look if you can. Perhaps you will see 
what we see. Whether it is worth it to you is, of course, up to you.
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“YOU CAN EITHER BE BUILDING YOUR IDEAL LIFE OR 
WORKING TO BUILD SOMEONE ELSE’S. SOMEONE’S DREAM 

IS BEING BUILT EITHER WAY.” 
— Richard Bliss Brooke

WHAT IS NETWORK 
MARKETING?
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Network Marketing is a form of direct selling. Direct selling 
is simply where people sell products directly to other people. 
Historically, direct selling has meant there is no storefront 
involved—rather, the seller is in your home or place of business. 
Everything on the planet has been sold via direct sales for hundreds 
of years, from cosmetics and cleaning supplies to vacuums and 
water filters. One could argue that direct selling has been around 
for thousands of years.

Network Marketing is also known as Multi-level Marketing 
(MLM), referring to the generations (levels) of salespeople on which 
a person can get paid. For decades, however, Network Marketers 
have sought to call what we do something else … something, 
preferably, that no one has ever heard of … something that cannot 
be easily traced back to MLM or direct sales. Social selling, referral 
marketing, “sharing,” leveraged sales, blah blah blah … it is all the 
same thing. Most of the professionals in Network Marketing call it 
Network Marketing—because we are marketing to our networks, 
and because we are proud of what we do, and we are committed 
to being transparent about what it is. Call it what you will. This is 
how it works …

The opportunity in traditional direct selling is to earn a 
commission on the products you sell. It is very much like a job with 
upside … a job perhaps where you can choose your own hours. But 
still pretty much a job.  

If the opportunity Steve had presented me with was traditional 
direct selling, I am sure I would have passed. I did not see myself 
selling. I did not want to sell. I was more suited for construction, 
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farming, ranching, fabrication, landscaping, etc. The idea of going 
into someone’s home and selling them something was last on my 
list.

But Steve showed me something different than selling in that 
traditional way. And it was so different that I almost missed it. That 
would not have been a bad thing—I would have just retired from 
Foster Farms. 

One of the reasons I wrote this book was to save people weeks of 
looking at chaos and confusion. If you actually read the book, you 
will likely see it. If not, you will not have lost anything but an hour 
of your time, and you will have gained an educated opinion about 
Network Marketing. 

Here is what Steve showed me. I, of course, have over 40 years of 
practice to show it to you with more clarity, but in essence, it is the 
same.

QUANTUM-LEAP THINKING

The quantum-leap difference between traditional Direct Sales and 
Network Marketing lies in this explanation:

In Direct Sales, your opportunity is limited to you selling the 
product. The more you personally sell, the more income you earn. 
Your income is also limited to when you are selling. If you are 
selling, you are earning. If you are sleeping or surfing, you are not 
earning.
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In Network Marketing your opportunity is NOT limited to you 
selling the product. You may sell some or a lot. It really does not 
matter how much you sell. That idea took me some getting used to. 

The idea is to build a team of sellers … some may sell a lot and 
some a little. By having a team on which you earn, how much you 
sell can become inconsequential to your income. You may sell a 
little, but your team sells a lot. And you get paid on all of it. If you 
cover enough time zones, you can get paid 24 hours a day, 7 days a 
week.

HOW DID IT START?

In 1946 a direct selling company called California Vitamins got 
creative around how to boost their sales and expansion.

Up until that point, the sales force was recruited by sales managers, 
who were appointed by the company. A sales manager might have 
5–20 salespeople, and the sales manager would earn a percentage 
of their sales. Usually the best salespeople were promoted to sales 
managers, which we have all come to learn, is not the best strategy. 
The best salespeople do not always make the best managers, so the 
system often broke down and limited growth.

So here is what California Vitamins did. They decided they would 

“IF YOU DON’T FIND A WAY TO MAKE MONEY WHILE YOU 
SLEEP, YOU WILL WORK UNTIL YOU DIE.” 

— Warren Buffett
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quit “hiring” salespeople. No longer would someone apply to sell 
their products. They would quit handing out territories. And they 
would quit being the ones to decide who would be promoted to 
sales managers. 

Instead, they created a new model … one where anyone could 
become a salesperson, and anyone could become a sales manager. 
Anyone could build a team, anywhere they wanted. 

They created total chaos, and as a result, a quantum leap in growth.

Imagine that. Let’s say there were already 90 salespeople and 10 
sales managers. All of a sudden, all 100 of them become sales 
managers who could recruit their own teams … anywhere. If each 
of the 100 recruited 10 new salespeople, the company would have 
1,000 salespeople (100 x 10 = 1,000).

From there, it might be even harder to wrap your head around 
because those 1,000 salespeople could also build their own sales 
teams. Crazy, right?

BUT HERE IS WHAT DID NOT WORK

The number of salespeople grew geometrically, but the average 
monthly sales per salesperson dropped. That made sense since 
anyone could join (no interview and no hiring process). Because 
of that, the company had a harder time managing the claims 
made for the products and opportunity. Chaos meant that quality 
suffered … quality meaning the quality of experience, specifically 
the experience a prospect had in being sold to. Greed combined 
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with not enough training, and a lack of ethical company culture led 
to fraud, hype, and high-pressure tactics.

I imagine everyone reading this book has experienced being 
recruited by someone who was overamped, unprofessional, and 
desperate. Whether it’s your friend who’s telling everyone how rich 
they’re going to get, your friend plastering their product all over 
social media, or your friend who is no longer your friend because 
they only hang out with people on their sales team, the model has 
been abused by untrained, overamped people. Network Marketing 
has been chaotically growing worldwide for over 70 years. The 
amateur approach has led to a tarnished reputation. And since most 
recruiting pitches lack any kind of factual education, the public 
has not only felt disdain for the business model but has completely 
misunderstood it. Ignorance and disdain are not a good public 
relations campaign.  

Whatever you think about Network Marketing, or whatever you 
call it, including a pyramid scheme, the reputation is well earned. 
There is, however, gold under the pile of BS. Some of us have hosed 
it off and found the gold.

One of the themes you will find in The Four Year Career® is 
how to build the income ethically, honorably, naturally, and 
authentically … and have fun doing it! Most importantly, you will 
preserve your relationships with people instead of using them. It 
can be done. I have been teaching it this way for 40 years. It is 
called The Authentic Networker. 
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HERE IS WHAT DID WORK

Total sales. The combined impact of creativity, chaos, and 
geometric growth of the sales force skyrocketed sales.

That little California company today does over $8.5 billion in 
annual sales with customers and salespeople in 100+ countries. You 
may have heard of them. Their name is different today … starts 
with an “A” for the American Way.

More significantly, their creativity and courage to disrupt the 
status quo spawned a whole new business model. Just like Uber, 
Airbnb, Amazon, Netflix, 5G, crowdsourcing, and apps, Network 
Marketing totally disrupted the direct selling space. 

Today there are 18.6 million Network Marketers in the U.S. alone, 
generating $34.9 BILLION in annual sales.  
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Here are a couple of graphics to help you understand the difference 
between Network Marketing and traditional Direct Sales.

Another way to look at it is:

Let’s say the company wanted to sell $1,000,000 a month in 
product. In traditional Direct Sales, they might hire 200 superstar 
salespeople and give them a territory and a sales manager to oversee 
them. The most important thing the company would give the 
200 salespeople is a monthly quota. If the company wanted to sell 
$1,000,000 a month in products, what do you figure the quota 
would be?

A. $100 a month        B. $1,000 a month        C. $5,000 a month

TRADITIONAL DIRECT SALES NETWORK MARKETING

Full-time salespeople Part- or some-time salespeople

Hired & managed by the company Salespeople recruited by 
other salespeople

Only sales managers can 
recruit and get paid on a team Anyone can join and sell

Sales managers are 
appointed by the company Anyone can recruit a team

Protected territories No protected territories

Sales quotas strictly enforced No sales quotas to keep your “job”

vs.

vs.

vs.

vs.

vs.

vs.
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And what do you figure the company would do with those 
salespeople who did not consistently hit their quota?

A. Train them more        B. Motivate them more        C. Fire them

And what percentage of the sales force do you figure would 
constantly hit their quota? (Think the 80/20 rule.)

A. 80%        B. 20%

In the Network Marketing model, we just flip the numbers. Instead 
of 200 superstar salespeople treated like employees, we just recruit 
5,000 “sometime volunteers” who might sell $200 a month. Both 
models achieve $1 million a month in sales.

The difference in the two models that’s relevant to you and me is 
that we can participate in the Network Marketing model. We can 
actually create the million a month in sales … or perhaps more 
realistically, $100,000 a month in sales or $10,000 a month in 
sales. We can create the revenue stream as our business, without it 
actually acting like a business.

TO SELL $1,000,000

200 salespeople
each sell $5,000

= $1,000,000

5,000 volunteers
each sell $200
= $1,000,000

vs.
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“BUILD IT ONCE ... DONE RIGHT ... EARN ON IT FOREVER.” 
— Richard Bliss Brooke

HOW DOES IT 
WORK? 
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There are three basic activities involved when you choose to build a 
Network Marketing income. We’ll call this “The Work.”

1. BE A “RAVING FAN” CUSTOMER

In the old Direct Sales model, someone might hire on just to sell a 
product for the money … like a job. They may or may not actually 
use the product. Because Network Marketing is not a job but a 
long-term opportunity, one has to be what I call a “Raving Fan” of 
the products. What is a Raving Fan? Simple. You use and love the 
products strictly on their merits. You would tell people about them 
whether you got paid to or not.

Chances are, you’re already a Raving Fan in many areas of your life:

What brand of car do you drive?

What brand of coffee do you drink?

What is your favorite clothing store?

What is your favorite movie?

What is your favorite restaurant?

What is your favorite shampoo?

What is your favorite hair salon?

What is your favorite health food?

What is your favorite brand of smart phone?

Do any of these fit? Do you talk about them with passion and 
enthusiasm? Do you recommend them to your friends and family 
when appropriate? 
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Do you get paid to?

Almost everyone who ends up “building” a Network Marketing 
income starts off as a Raving-Fan customer. You fall in love with a 
product. You find yourself talking about it when appropriate. And 
then someone shows you how to create an income stream from 
talking about it a little more intentionally.

The cool thing about this piece is that it is hard to fake it. If you do 
not have an authentic and compelling story about a product, you 
are not going to be believable, and you must be believable. Why? 
Because you are not likely a professional salesperson with skilled 
tactics that will close the sale regardless of your own personal 
credibility.

As such, the products sold by Network Marketing companies have 
to be good … really good. And they have to be priced appropriately 
or people will not use them long term. You need people to use them 
long term. (More on that later.)

Are most Network Marketing companies’ products that good? No, 
they are not. (More on that later as well.)

2. RECOMMEND THE PRODUCT

A huge difference between direct selling of old and Network 
Marketing lies in the psychology of a job. If it is your job to sell 
a product, then you tend to sell it because you have to. Network 
Marketing relies on a more natural, casual, authentic approach, like 
when you recommend a good movie or restaurant. 

It’s really more about listening. Listen to the people around you. 
Listen to what they talk about. When you hear them talk about a 
problem that your product solved for you, just ask them if you can 
tell them your story.
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You’re not closing a sale or telling people they “should” buy. Just tell 
your story, and if they want to try it, share your link to order.

It is actually OK if they do not try or buy. It is not the end of 
anyone’s world. Network Marketers are in it, as you will learn 
later in the book, for the long haul. Every customer today does not 
matter. Relationships DO matter. 

Another huge difference in old school versus Network Marketing is 
how people get the product. In the traditional Direct Sales model, 
the salesperson would inventory lots of product, deliver it to the 
customer, and collect the money. Today everyone orders direct from 
the main company … online, via a link to a website or social site. 
If I give you my customized link and you order, I get credit and the 
commission. It is all seamless, invisible, and easy. 

3. INVITE PEOPLE TO “JUST TAKE A LOOK”

This is how we recruit our sales teams. And not by interviewing 
or hiring, but by inviting people to hear our stories about what we 
are doing and why. We have a product story to recommend the 
products, and we have an opportunity story to invite people to look 
at what income we are building.

What if you’re not making any income right now? 

Good question.

This story isn’t about how much you are earning, which may not 
be much yet, but how much you are playing for … long term and 
why. Why, as in, why is the income so important to you? Is it for 
retirement, staying home with your kids, investments, education, 
travel, taking care of your parents, paying off debt, charitable work, 
or just pursuing your passions?

This storytelling is a truthful, authentic, and powerful way to share 
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the possibilities with other people. Just like in recommending the 
products, you do not have to pitch and sell and close or promise 
anything. Just tell your story and let people decide for themselves if 
they have something worth playing for.

That’s it. These 3 things are “the work” of Network 
Marketing. 

1.  Be a “Raving Fan” Customer

2.  Recommend the Product

3.  Invite People to “Just Take a Look”

Some people do this online. Some do it via social media. Some do 
it person-to-person. Some do it via home events. And some do it 
in concert with some other business they have, for example if they 
work in fitness, massage therapy, beauty, etc. And some do it in 
combination.
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“YOU’RE NEVER TOO YOUNG TO LAUNCH YOUR EMPIRE, 
AND YOU’RE NEVER TOO OLD TO INSPIRE SOMEONE TO 

BUILD THEIRS.” 
— Richard Bliss Brooke

WHY NETWORK 
MARKETING?
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The simple answer is lifetime income. In Network Marketing you 
can build something once—your sales team—and get paid on it 
for life. It might take you four years to build it, but then you might 
get paid for 40. You trade four years of part-time work to get paid 
for the rest of your life. If you think about it, that is a good trade. 
You are building an asset, something that has a life of its own, 
something that IS alive with vision, ambition, and work.

I will repeat this throughout the book: 4 years is just a model, and 
40 years is just an example. It might take you 2 years to build it, or 
7 years. And depending on the company you choose, you might get 
paid for 40 years or 4 generations of grandchildren. 

If you choose the right product and company, you can build it once 
and get paid forever. That is residual income. 

Contrast that with how most of us are doing life: 

THE 40/40/40 PLAN

• Work (at least) 40 hours a week 
• For 40 years 
• To retire on 40% of what was never enough in the first place. 

Some of us have jobs that are satisfying, and some of us have jobs 
that pay really well. And most of us do not. What we have for 40 
years is politics, favoritism, uncertainty, a lack of appreciation, and 
payments. 
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WE HAVE RESIDUAL BILLS, BUT DO WE HAVE 
RESIDUAL INCOME? 

Your house payment may come due every month for 30 years. Your 
car payments every month for 5–7 years (and then they start all 
over again). Your college savings or tuition payment plan … every 
month for 10–20 years. And all those other little bills … every 
month for like, forever.

If you don’t sleep at home for a week, do you still have to make the 
payment? If you don’t drive your car for a few days, do you still 
have to pay for it? Yes, you do.   

Most of us are paying these “residual bills” with grinder income. 
We grind through the commute and grind through the piles of 
work. And what happens to our income if we get sick, fired, or just 
plain burned out? Right. Our income comes to a grinding halt.

Residual income comes in every month. Residual income may be 
rent, but not rent we pay—rent others pay us. It may be a debt 
payment, but not one we pay—one people pay us. Residual income 
comes from assets like real estate, cash we invest/loan, or something 
we create, like a book, movie, or hit song. 

Written any hit songs lately?  
Got any movie rights in your future?  
Own a bunch of rental real estate?  
How about an investment or hard money portfolio that pays you 
$5,000 a month? 
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SO IS DEBT GOOD OR BAD? 

Think about it …

It depends on whether you owe it or own it.

Network Marketing was MADE for residual income … it is in our 
DNA. It’s how we grow a sales force like that little company that 
grew theirs to 3,000,000 people. It is simple math called geometric 
progressions, or compounding.

Einstein called it “the eighth wonder of the world.” Compounding 
happens in Network Marketing because of the rule that everyone 
can build a team from day one.

It’s kind of like raising rabbits. Every rabbit uses the product. Every 
rabbit sells the product. And every rabbit can raise more rabbits that 
use, sell, and raise more rabbits. It is the last piece that allows the 
rabbit family to grow geometrically. 

You will see the following “4 who enroll 4” model a lot when you 
see Network Marketing. It is just a model. You cannot force rabbits 
to multiply in fours any more than you can get a sales team to 
recruit in fours. 

“EVERYONE CAN BUILD A TEAM, FROM DAY ONE. 
EVERYONE. FROM DAY ONE.” 

— Richard Bliss Brooke
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4 WHO ENROLL 4 MODEL

You recommend the product.

You enroll 4 others to do the same, who enroll 4 others to do the 
same, who enroll 4 others to do the same.

It starts with you and your 4 kids. Then 16 grandkids. Then 64 
great-grandkids. Then 256 great-great-grandkids.

In total, this model shows 340 family members.

Think of it like you are the parents of 4 generations of prolific 
children. And they each pay you a small percentage of their 
income … like 7%. And somehow you get them to all create 
their families and get their jobs within four years. 340 kids. 340 
incomes on which you earn 7%.

When your income comes from 340 different sources, the risk 
comes out of it. It stabilizes. No single sales effort makes that big of 
a difference to you … not your own or anyone else’s. You can start 
to count on the income no matter what. It becomes residual. 

YOU 4 16 64 256 =  340

First 
Generation

Second 
Generation

Third 
Generation

Fourth 
Generation

Total 
Members
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10 REASONS WHY NETWORK MARKETING IS A 
BETTER WAY

1. You can build it part time, anytime. You choose when and how. 
Building it haphazardly does not work. But if you dedicate even 
as little as 30 minutes a day, a specific time set aside to build 
your team, you can make it work. 

2. You can build it from anywhere: any city, any virtual office, 
any phone, tablet, or laptop. The only limitation on your upside 
will be your bandwidth … your own personal bandwidth and 
your Internet’s.

3. You can launch it for $500 to $1,000. You may choose to spend 
more on education, tools, travel, etc., but you do not have to. 
It is possible to launch yourself right into profit by just getting 
some initial products and a sales kit. 

4. You are in business for yourself, but not by yourself, meaning 
your host company will do all the heavy investing and lifting: 
product development, legal groundwork, customer service, data 
processing, banking, sales training, marketing, branding, and 
even social media. 

5. You are mentored by millionaires. Somewhere on your team are 
people who have come before you and made it work. They are 
often called your Upline. You are on their team. It is in their 
best interest for you to succeed. They are there to coach and 
train you, share their systems, and celebrate your success. You 
are not competition … you are their future, and they are yours. 
You are collaborators.  



23WHY NETWORK MARKETING?

6. The tax code in most countries favors those who own a 
business ... any business, large or small. Tax savings alone is not 
a good reason to start a business. But a lifetime income is, and 
with it will come some terrific tax savings.

7. You can learn it while you earn it. You can create cash flow 
your first month. Although not everyone creates cash flow right 
away, it is possible. If you need immediate income, talk to your 
enroller and coaches about how you can maximize your income 
and minimize your expenses right away. 

8. Your income can keep pace with inflation because the product 
sales on which you get paid will rise in price over time, just like 
everything else. Termite-proof your income! 

9. You can create the wealth-building trifecta. Earn the extra 
income you do not have now to invest in real estate and 
stocks. Most people do not have the extra income to invest in 
traditional wealth-building options. This can give you that 
option.

10. With success, you may travel the world on someone else’s dime. 
Incentive trips are part of the package. Whether Las Vegas, 
New York City, Hawaii, the Caribbean, Europe, Asia, South 
America, or Australia, you are likely to see most of them, all 
expenses paid. That is with success. Trips like these are reserved 
for the top business builders, so you do have to earn them.  

Best of all, you can build it once and get paid “forever.” It can be 
an Asset Income. It is more than income … it is wealth.
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“THE WORST KIND OF ARROGANCE IS 
ARROGANCE FROM IGNORANCE.” 

— Richard Bliss Brooke

NETWORK 
MARKETING MYTHS 

& FOLLIES



26

One of my favorite things to do is to dress up as Superman and 
interview random people on the street about Network Marketing.

WORD ON THE STREET: 

95% of the people I interviewed did not know the term Network 
Marketing, nor did they know the term Multi-Level Marketing 
(MLM), another name for the industry. They did not know what I 
was talking about.

Many people had heard the term direct sales, but 95% could not 
accurately name a direct selling company.  

When I said the names of a few Network Marketing companies, 
most of the public recognized “the model” and had a strong opinion 
about it.    

These “Super MLM Man” interviews are some of the funniest videos 
you’ll ever see. To check them out, go to RichardBrooke.com or 
SuperMLMMan.com.

The public has their facts all wrong. Here are a few:

MYTH NUMBER 1: IT’S NOT LEGAL.

It actually IS. 

In the U.S. and around the world in over 100 countries, Network 
Marketing has been legally used for product distribution and 
distributor compensation for more than 70 years. 

During this time, Network Marketing has repeatedly been upheld 
by the courts as a legal distribution and compensation method when 
the following guidelines are followed:
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A. The main objective of the business is selling viable 
products or services at a market-driven price. Meaning, there is 
a market for the product from consumers absent of the financial 
option. The test is simple. Are most of the sales made from 
people buying the products as consumers? Or are most of the 
sales made from people building a team of salespeople? The team 
builders are recruiting and earning royalties on their teams. Their 
purchases need to be the minority of the sales. Sometimes that is 
not the case, and it could be deemed an illegal enterprise.

B. Potential incomes aren’t promised. Even hypothetical 
incomes aren’t inferred without the appropriate disclaimers. 
This is not an even playing field with the rest of the business 
world; even lotteries get to hype us into thinking we might win 
millions … even though we have better odds of getting struck by 
lightning. 
 
Regardless of whether or not our profession is treated fairly, it 
is a serious red flag for a company to promote how much some 
people earn or how much you can earn without prominently 
displaying what is called an Income Disclosure Statement. This 
statement shows you how much the average person earns and 
how long it takes them to earn it. If you do not see one of these 
full disclosure statements, ask for it.  

C. Distributors are not paid for the act of recruiting others. 
Income has to come entirely from the sale of products. Products 
have to be things that are actually selling out in the marketplace 
to people outside of the financial opportunity. 
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MYTH NUMBER 2: “IT” DOESN’T WORK. 

If by “it,” you mean the distributor, then this myth is too often true.

Most people give up. Most people fail. This is not a “most people 
succeed” opportunity like franchising. They may last a few days or 
weeks or months. But by the end of year one, 50–95% are either 
out or just using the products.

Why?

It comes down to a simple question: Is the work worth it?

The work, as you know by now, involves 3 basic things:

1. Be a Raving Fan of a product you love.
2. Recommend it to other people.
3. Invite people to “just take a look” at the opportunity.

Most people who start off excited about building a team decide at 
some point that the work is not worth it. They usually fall victim to 
the immediate-gratification trap. They want to get paid a lot in the 
beginning because they don’t understand or believe in how much 
they could get paid for life.

Most people who say this isn’t for them just haven’t considered a 
high enough number for life. Their expectations are too low. They 
feel like it will take a lot of “energy,” and they don’t see a big enough 
payoff.  

If a person believed they would earn $500 a month for life, some 
would do it.
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If a person believed they would earn $5,000 a month for life, a lot 
more would do it.

If a person believed they would earn $20,000 a month for life, 
almost everyone would do it.

That is why 95% of the people who “say” they want to build a life-
changing Asset Income in Network Marketing do not end up doing 
it. Not because they can’t, but because they are not clear about 
whether the work is worth it.

In the end, “it” does not work for most people … because most 
people do not do the work. 

That is on us … the profession. When we change how we talk, 
when we listen to people about what they want, when we tell the 
truth and honor people’s decisions, when we educate people about 
how the model really works, then more people will want to do what 
we do. This is what The Authentic Networker does.

The exciting thing about the “it doesn’t work” issue is that everyone 
gets to decide if they are one of the one. If one in 20 people actually 
builds something like a Four Year Career, then each person gets to 
decide if they are the one. And anyone can get the “one.” Everyone 
else gets to either be a customer or gain some experience in business.

“THERE DOES NOT HAVE TO BE FAILURE. THERE CAN BE 
EITHER SUCCESS OR LEARNING . . . PROVIDING WE LEARN 

FROM EVERY EXPERIENCE.” 
— Richard Bliss Brooke
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MYTH NUMBER 3: “IT” DOESN’T WORK … AGAIN.

If by “it” you mean the Network Marketing model … au contraire. 

Almost 200 billion dollars’ worth of goods and services are sold 
worldwide each year in the industry, and there are more than 116 
million sales reps worldwide who participate at some level in this 
concept.

In the list below you’ll find some of the top-earning Network 
Marketing companies in the U.S. that have done “it” consistently 
for over 10 years.

Company
Years in 
Business

Annual 
Revenue HQ Location

Shaklee 62 $844 million Pleasanton, CA
Amway 59 $8.6 billion Ada Township, MI 
Primerica 41 $1.5 billion Duluth, GA
Forever Living 40 $2 billion Scottsdale, AZ
Arbonne 38 $553 million Irvine, CA
Herbalife 38 $4.4 billion Los Angeles, CA
Nu Skin 34 $2.28 billion Provo, UT
Melaleuca 33 $2 billion Idaho Falls, ID
USANA 26 $1.05 billion Salt Lake City, UT
Young Living 25 $2 billion Lehi, UT
Juice Plus+ 25 $730 million Collierville, TN
Team National 21 $719 million Ft. Lauderdale, FL
It Works! 17 $800 million Tampa, FL
Isagenix 16 $958 million Gilbert, AZ
Thirty-One Gifts 15 $500 million Columbus, OH
Stream Energy 14 $737 million Dallas, TX
WorldVentures 13 $920 million Plano, TX
Ambit Energy 12 $1.15 billion Dallas, TX
dōTERRA 12 $1 billion Sandy, UT
Team Beachbody 11 $863 million Santa Monica, CA
Plexus 10 $562 million Scottsdale, AZ
Jeunesse 10 $1.3 billion Lake Mary, FL
Rodan + Fields 10 $1.5 billion San Francisco, CA
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Worldwide sales from the Network Marketing industry are 
larger than global music sales ($17.3 billion); the global sports 

market ($91 billion); and global box office sales ($40.6 billion) … 
combined!

And … they’re larger than the #1 soft drink company ($64 billion); 
the #1 fast food chain ($32.4 billion); and the world’s #1 coffee 

house chain ($22.3 billion) … combined!

Nearly every weekend of the year, there is a national convention 
hosted by a Network Marketing company somewhere in the world 
with 1,000 to 30,000 people in attendance. Yes, 30,000.

The typical Network Marketing company pays out 45% of its sales 
in commissions to its sales leaders. That is over $7 billion a month 
paid out to the sales leaders who are building sales teams. $7 billion 
a month or almost $150 million a week.

NETWORK
MARKETING
INDUSTRY

GLOBAL
MUSIC

INDUSTRY

GLOBAL
SPORTS
MARKET

GLOBAL
BOX OFFICE

SALES

NETWORK
MARKETING
INDUSTRY

#1
SOFT DRINK
COMPANY

#1
FAST FOOD

CHAIN

#1
COFFEE HOUSE

CHAIN



32

MYTH NUMBER 4: GETTING IN ON THE GROUND 
FLOOR IS THE BEST TIME TO JOIN.

The truth is, it is the worst time to join. Most companies, including 
Network Marketing companies, go out of business in their first 
five years. Of course, no company is going to tell you that in 
their promotional materials. Everyone involved at the start of any 
company hopes it will succeed. 

Another risk with a new company is that no company has its 
best foot forward early on. It takes years to develop competent, 
experienced staff; reliable procedures; and efficient services. 

The best time to join a Network Marketing company is when it is 
at least 7–70 years old. By then, it has demonstrated a commitment 
and ability to: 

• Develop relevant and valuable products

• Develop excellent platforms and systems

• Develop A-player corporate team members

• Grow the business consistently and ethically

• Create an attractive reputation, culture, and philosophy

• Survive the occasional catastrophe, legally or operationally

• PAY YOU EVERY MONTH, ON TIME

Now, of course, if everyone adhered to this sage advice, none of 
us would be here. To the pioneers and courageous (the risk-takers) 
come both the thrill of victory and the agony of defeat. The ground 
floor is not for the faint of heart.
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MYTH NUMBER 5: THE WAY NETWORK MARKETING 
WORKS IS THE “BIG GUYS” MAKE ALL THEIR MONEY 

OFF THE “LITTLE GUYS.” 

The “big guys, little guys” myth is usually perpetuated by people 
who define fairness as “everyone gets the same benefits, regardless of 
their contributions.” That is how socialism works, not how Network 
Marketing works. 

In Network Marketing, the people who attract, train, and motivate 
the most salespeople earn the most money. Period. 

If you end up with a little team, or no team at all, you’ll still be on 
someone’s team that is large. And they will earn a tiny little bit on 
your small efforts. If you don’t like that, build a big team. Know 
that in doing so, you’re building an even bigger team for that “Big 
Guy or Gal.” 

That does not mean people with the bigger teams always earn more 
income. If I enroll you, and only you, and you go on to build a 
huge team by enrolling many other successful sales leaders, you 
will always be on my team, and my team will always be bigger 
than yours. Yet you will earn far more income than I will. Income 
is not tied directly to how many team members you have but how 
productive they are. 

Nor does timing have anything to do with income. Just because a 
person has been involved since the beginning does not mean they 
earn more money. The income in Network Marketing is tied to 
the number and productivity of the team you develop. There are 
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many cases where a new team is developed in a legacy company, a 
company that has been around for decades, and the new team leader 
earns far more than those leaders who have been around for a long 
time. 

Started
10 Years

Ago 

LOW $ - NOT DOING 
THE BUSINESS

EARNING MORE BY DOING 
THE BUSINESS

New
Leader

MYTH NUMBER 6: YOU HAVE TO USE YOUR 
FRIENDS AND FAMILY TO MAKE ANY MONEY IN 

NETWORK MARKETING. 

The truth is, you do not, and you should not. Your friends and 
family should only become a part of your business if it serves them 
to do so. If it serves them—if they see an opportunity for themselves 
just like you did—then they are not being used; they are being 
served. If you do not believe your opportunity can serve them, do 
not offer it to them. 

An opportunity that truly inspires you will most likely inspire them 
as well. Offer it to them. If they say no, respect and honor their 
viewpoint, and do not make a nuisance of yourself. 
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MYTH NUMBER 7: IF NETWORK MARKETING REALLY 
WORKED, EVERYONE WOULD GET INVOLVED AND 

THE MARKET WOULD BE SATURATED. 

Although this is mathematically possible, history has proven that 
saturation is not an issue. There are many companies that have 
been in business for 30 to 60 years doing billions of dollars a year 
in business with millions of distributors. Yet you may not be one of 
them, nor are 307 million people in the U.S. and 7.2 billion people 
worldwide. Most people do not want to do this. And most people 
who do want to do it, end up quitting the Asset Income dream and 
just use the products.

Plus, you might consider a great leader who personally sponsored 
12 people 2,000 years ago. They have all been recruiting via weekly 
meetings and one-on-ones for all of those 2,000 years. And yet 
most of the world does not subscribe to their program.
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“Dollar for dollar, the best investment Berkshire 
Hathaway has ever made.”  

— Warren Buffett,  
Billionaire Investor and Owner of three Direct Selling/

Network Marketing companies

IT WORKS
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“What’s beautiful about Network Marketing is 
you get all the benefits of being a business owner, 
without all the headaches, and without the same 
level of risk. And so I think Network Marketing’s 
amazing!”

— Tony Robbins,  
American Motivational Speaker and Author 

of Unlimited Power, Unleash the Power 
Within and Awaken the Giant Within

“I’m a tremendous Believer in Network 
Marketing.”

— Richard Branson,  
Founder of Virgin Group, Business 

Magnate, Investor, and Philanthropist

“Network Marketing is really the greatest source 
of grassroots capitalism, because it teaches people 
how to take a small bit of capital, that is our time, 
and build the American dream.”

— Jim Rohn, 
Entrepreneur, Author, and Motivational 

Speaker

“What you sow, you reap. It’s the law of nature. 
Network Marketing is perfectly aligned with that. 
You truly get EXACTLY what you are worth. 
NO nepotism, NO favoritism. That’s rare today.”

— Bob Proctor,  
The “Foremost Personal Achievement 

Philosopher”
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“The future of Network Marketing is unlimited. 
There’s no end in sight. It will continue to grow, 
because better people are getting into it. It will 
be one of the respected business methods in the 
world.”

— Brian Tracy, 
Business Coach, Bestselling Author, 

Thought Leader

“The future of employment is self-employment. 
Direct selling is one of the few business 
opportunities that offers average people, with 
above average ambition, to achieve an above 
average lifestyle, peace of mind, and financial 
security.”

— Darren Hardy,
Former Publisher of SUCCESS Magazine

“… Direct Selling gives people the option, with 
very low risk and very low financial commitment, 
to build their own income—generating assets and 
acquiring great wealth.”

— Robert T. Kiyosaki,
Author of Rich Dad Poor Dad and The 

Business of the 21st Century

“Network Marketing has come of age. It’s 
undeniable that it has become a way to 
entrepreneurship and independence for millions 
of people.” 

— Stephen Covey, 
Author of The Seven Habits of Highly 

Effective People
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“… you don’t need to create a business plan or 
create a product. You only need to find a reputable 
company, one that you trust, that offers a product 
or service you believe in and can get passionate 
about.”
— David Bach,
Author of the New York Times Bestseller 
The Automatic Millionaire

“… the first truly revolutionary shift in marketing 
since the advent of ‘modern’ marketing at P&G 
and the Harvard Business School 50 to 75 years 
ago.”
— Tom Peters, 
Legendary Management Expert and 
Author of In Search of Excellence and The 
Circle of Innovation

“… how the best organizations of the future might 
run – in the spirit of partnership and freedom, 
not ownership and control.”
— Jim Collins,  
Author of Built to Last and Good to Great
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“Multi-level Marketing, Network Marketing, and 
Direct Sales are the names used by those in that 
type of company to describe how their business 
models work. Their detractors call what they do 
‘one of those pyramid schemes’ with a snarl. These 
companies are not pyramid schemes; they are a 
legitimate method for some people to make some 
side money and sometimes to literally build their 
own business.” 

— Dave Ramsey,  
New York Times Bestselling Author and 

Radio Host



“GEOMETRIC PROGRESSION IS TO NETWORK MARKETING 
WHAT COMPOUNDING IS TO WEALTH BUILDING.” 

— Richard Bliss Brooke

THE FOUR 
CORNERSTONES 

OF THE FOUR YEAR 
CAREER
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The Four Year Career was originally conceived in 1979. Although 
I never went to college, I was working with a few college kids on 
building their Network Marketing businesses. I was living in Des 
Moines, Iowa, so I decided to interview some marketing students 
at Drake University.  I wanted to show them the possibilities of 
investing an hour a day in building a team with me. I showed them 
how they could be earning about $500 a month at the end of their 
freshman year, escalating to graduating with a pure residual income 
of $3,000–$4,000 a month.
 
My vision for them was that they could graduate with freedom of 
choice. They would not have to take the first job offered. They 
would not have to live in the city where that job was offered. They 
would not have to go to work and enter the 40/40/40 plan right 
away. Perhaps they could take a year and travel the world or work 
on their grandparents’ farm or join the Peace Corps or learn how to 
surf, living in a tent on the beach. My vision was that before life got 
ahold of them, they could see what it had to offer.

They all looked at me with the same look I gave Steve Spaulding 
when I worked at the chicken plant. I should have logged all their 
names and tracked their lives, careers, and retirements. It would 
make for fascinating reading.

I learned that The Four Year Career was really a project for people 
who had already learned some lessons from life, so it became a 
BUSINESS PLAN for people who were ready for change.

The “four years” is arbitrary. There is no magic number of years. I 
have seen people get free in less than a year’s worth of effort while 
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others take 6–7 years. And of course, most people never follow 
the plan and end up right back in their old lives. That’s not a bad 
thing. We all have it pretty good regardless of our chosen career 
paths. 

The Four Year Career follows the same “4 who enroll 4” model 
we already discussed. Keep in mind, it could be 3 who enroll 3 or 
5 who enroll 5. It is just a model and each person represented is a 
sales leader. 

First, let me define a sales leader. A sales leader is a distributor (sales 
rep) who is doing all three activities we discussed earlier. 

• They are Raving Fans of the products.
• They are Recommending the products to other people 

and have customers.
• They are Inviting people to “just take a look” at the 

entire opportunity.
 
Remember the example earlier about the family tree? The people 
you enroll are your kids. The people they enroll are your grandkids 
and so on. The Four Year Career is just a model of 4 kids who have 
4 kids through 4 generations. It can continue to go on through 
subsequent generations, but The Four Year Career focuses on the 
first four generations to start.
 
It looks like 4 at the first generation. These are your children. 16 at 
your second generation. These are your grandchildren. 64 at your 
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third generation. These are your great-grandchildren. And 256 at 
your fourth generation. These are your great-great-grandchildren.

Remember—no one in the history of Network Marketing has ever 
built a team of 4–16–64–256. It is dramatically more random than 
that. Some will enroll 1. Some will enroll 12. A few will enroll 
perhaps 100 over time. How many children each person in your 
family has is random, but by having children, the tree grows. 

THE FOUR CORNERSTONES 
OF THE FOUR YEAR CAREER

1. The People
2. The Product Sales 
3. The Income 
4. The Asset Value 

1st Generation 2nd Generation 3rd Generation 4th Generation

YOU 4 16 64 256
Total: 340
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1. THE PEOPLE

So how do you get 340 or more people on your team? 
 
The answer is simple: you don’t. You just get four, and then lead 
them to do the same.
 
The secret to gathering 340 people or more to “sell for you” in 
Network Marketing is geometric progression, which is made 
possible by the first Law of Network Marketing: that everyone, 
regardless of rank or time involved, is encouraged to invite and 
enroll others. If you have been involved for one day, you are 
encouraged to invite and enroll others. Everyone enrolls new sales 
representatives. This creates the compounding impact. 

Your role in Network Marketing is just to get the first 2, 3, 4, 5, 
or 6—not the whole bunch. Focus your attention on just the first 1 
or 2. Then do it again. Your specific compensation plan will dictate 
how many sales leaders you want to personally develop. It is rarely 
less than 3 and rarely more than 7. Regardless of your plan, the 
geometric-growth concept is the same. 
 

“YOU ARE A NETWORK MARKETER. YOU OPERATE 
THE EIGHTH WONDER OF THE WORLD ... GEOMETRIC 
PROGRESSION, ALSO KNOWN AS COMPOUNDING.” 

— Richard Bliss Brooke
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Here are three examples of geometric growth. Notice how the team 
grows based on how many people each person recruits.

Notice how much bigger it grows based on how many “others” each 
person enrolls?
 
The secret to seeing and believing this is possible for YOU, is to 
focus on the duplication module. In the “4 who get 4” example, the 
module is one person enrolls 4 others. If you focus on that specific 
accomplishment, you can see how the sales force can grow.
 
Let’s say the one person is you. You may or may not be interested in 
building a Network Marketing income right now, but consider the 
following, and then answer the question at the end: 

If you found a product you raved about …

YOU 3 9 27 81 =  120

First 
Generation

Second 
Generation

Third 
Generation

Fourth 
Generation

Total 
Members

YOU 4 16 64 256 =  340

First 
Generation

Second 
Generation

Third 
Generation

Fourth 
Generation

Total 
Members

YOU 5 25 125 625 =  810

First 
Generation

Second 
Generation

Third 
Generation

Fourth 
Generation

Total 
Members
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If you found a company that you trusted …

If you found a really profound set of reasons for needing or wanting 
a second source of income for life …

If you were partnered with multimillionaires who had already done 
it with this same company and product …

THEN … if you really, really wanted to, and I am not saying you 
do want to, but if you did, could you find four other people to do 
this with you?

The people who end up doing it are those who can authentically say 
YES to this question.

And when you have four people doing it, you have four people who 
also said YES to the question.

And so they go out and get their four just like you did.

It is not automatic. It is not a given. It is a people-based 
opportunity. The people who make it work are those who have 
found a really good product and a really good reason to build the 
income.

What do you say? Could you get 4 if you really, really wanted to?

This is your book. Make a note of your answer: 

Yes  No  I did not read this far
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2. THE PRODUCT SALES

In a legitimate Network Marketing business, the distributors 
are very satisfied customers ... with unbridled enthusiasm. They 
love the product. They replace every product in their home with 
anything the company sells. Why not? Why not become their 
own best customer? If there are 2–4 family members and a pet or 
two, distributors can easily use $200–$500 a month in product 
by “buying it here” instead of “there.” It does not cost them extra 
money to do so. They would be buying the products anyway from 
somewhere else. 

And then there is what they recommend or sell. If they just have 
one customer, their monthly sales could be $400–$800 a month.

Some distributors have one customer, and some have dozens. The 
point is, it really doesn’t matter how much each distributor sells as 
long as they are selling some.
 
The goal in Network Marketing is a lot of people selling a little 
bit each. We achieve total sales goals by how many people we have 
selling, not by how much each of them sells. There is nothing 
illegal or unethical about that. It is just a different way to achieve 
sales, and history has proven that it is a better way than a few 
people trying to sell a lot each.

You can see why choosing the right product line is essential to 
your long-term income. You want to ask and answer this critical 
question: “Will the marketplace be buying THIS product for as 
long as I want to get paid?”
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If you have 340 sales reps each averaging $200 a month in 
consumption and sales, your business would generate $68,000 a 
month in sales. If they averaged $400 a month, your sales would be 
$136,000. Try personally selling $68,000 a month of any product. 
It would not be easy, and it would not be fun. Network Marketing 
is a lot of people doing a little bit each.

3. THE INCOME
 
This is the easiest cornerstone to understand and believe. Every 
Network Marketing company has a compensation plan that pays 
you on most, if not all, of your sales. 
 
Every company is very creative to incentivize (yes, this is now a 
word) certain business-building behaviors. You can expect to earn 
between 5–7% on the sales of most of your organization. And if 
you qualify at the higher ranks, you may even earn a small percent 
on ALL of your sales, regardless of how many generations deep your 
team has grown. Top sales leaders earn on 10–20 generations of 

People in Your Organization

0

4th

3rd

2nd

1st

4 16 64 256

YOU

G
en

er
at

io
n
s Asset Income

Some will ask after seeing all 
the geometric progressions of 
recruiting, “Well, if everyone 
is recruiting, who will sell the 
product?” I like to let people think 
for a moment about what they just 
asked. The answer is akin to “Who is 
buried in Grant’s Tomb?” Everyone 
is selling the product. And the more 
people we have selling it, the more 
we sell. We just don’t worry about 
how much any one distributor sells.
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their team. If you map that onto the 4–16–64–256 model, you can 
see why top sales leaders are always so ON FIRE.

Back to reality … if your team’s sales are $68,000 a month, you 
could be earning between $3,400–$5,000 a month.
 
The actual compensation plan is usually complicated. Some 
companies promote their compensation plans as “the best” or 
“the highest paying.” That, of course, is total BS, as they have not 
compared their plan to the 2,000 other plans. Every company’s plan 
is “good enough” to pay you an asset value worth millions if you 
bring them the customers.
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EARNED INCOME IS GREAT FOR PAYING THE BILLS. 
ASSET INCOME PAYS FOR LIFE. 

4. THE ASSET VALUE

Asset Value is best expressed through four concepts: 

Residual Income
The Next Generation 
You Are Not the Best 
The Rule of 200

EARNED 
INCOME

• Always paid LESS than you are worth
• Your employer needs to profit on 

your time
• You don’t show up for a day, you don’t 

get paid
• You don’t show up for 3 days, and you 

don’t ever get paid again
• The income is worth the income … 

period
• You can only increase marginally … 

no quantum increases

ASSET 
INCOME 

(after it is 
residual)

• Earn what you are worth as a Creator 
of Revenue

• Build it and earn on it, potentially 
forever

• Take time off and get paid anyway
• Semi-retire on full pay
• The asset is worth 200 times the 

monthly income
• Rule of 200 … income grows, 

potentially geometrically
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Residual Income 

Residual income is defined as passive income, or income that 
flows regardless of you personally creating or driving it. Network 
Marketing residual income is best compared to rental real estate. 
Once you build the team, it is like owning the building. But that 
does not mean you do not have to tend to it. In real estate, that 
would be making decisions about repairs, taxes, and tenants; 
making phone calls; sending emails; and occasionally visiting your 
tenants and showing them your appreciation for their business. 
Tending to a Network Marketing residual income is the same. You 
will need to attend occasional events, perhaps do some social media, 
acknowledge and celebrate people, and pay attention to your sales 
metrics.

You can declare your rental income residual when you have a long-
term tenant. You can declare your Network Marketing income 
residual when your active team members are in the hundreds and 
they have been consistently growing for 4–5 years.  

Now, the definition of residual is flat … no growth. And yet a 
healthy team will be growing, which is beyond residual income.

So if you build it, how do you know it will become residual income?

The answer is in … the next generation.
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The Next Generation

Look closely at the generations diagram that follows. Which 
generation earns you the most income? 
 

 
Let’s look at your first generation. In the diagram, there are four 
leaders shown. If they are each producing $200 in sales, then 
in total, they are producing $800. The people you personally 
enrolled may be earning you $56 a month combined. Your second 
generation is producing $3,200 for maybe $200 a month. Your 
third is producing $12,800 for just under $1,000 a month. Your 
fourth is producing $51,200 for up to $3,500 a month.
 
Obviously, it is the fourth generation, which has four times as many 
people in it as the third generation before it. In fact, more than 
75% of your group’s sales volume—and therefore, over 75% of your 
earnings—are from your fourth-generation sales leaders. These are 
people you probably do not know; they probably live in another 
state or country. 

1st Generation 2nd Generation 3rd Generation 4th Generation

YOU 4 16 64 256
Total: 340
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Who you know matters in Network Marketing, but it pales in 
comparison to who they know. 
 
In this scenario, we are showing your fourth-generation leaders 
as just getting started in the business. As sales leaders “doing the 
work,” they are inviting others to have a look, but they have not yet 
enrolled anyone themselves according to the diagram, as we do not 
show a fifth generation. 

 
When each fourth-generation sales leader gets their four, you’ll have 
added 1,024 new distributors to your fifth generation. At $200 per 
distributor in sales, that translates into an additional $204,800 in 
sales. 
 
The generation with the most sales leaders is full of recruiters who 
have yet to enroll their first sales leaders. They are just getting 
started. Their potential can grow your team exponentially. 

4th Generation 5th Generation

256 1,024 
Total: 1 ,364
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This one piece of the puzzle pulls it all together. When you 
understand this piece, you are likely to “get it” and start to 
understand the possibilities of The Four Year Career. 

So really, the question isn’t whether the income will be residual. 
The question is “How large will it grow?” Beyond residual.

You Are Not the Best

Consider this as well. When you have 340 people on your team, 
what are the odds that some of them are better than you?

More ambitious than you?

More connected and influential than you?

Maybe they have bigger goals and more time to invest in achieving 
them.

Maybe they are better recruiters, speakers, trainers, coaches, and 
marketers than you are.

What are the odds?
 
The odds are that you will have at least 3–4 sales leaders who are 
better than you and will build a bigger team than you. Except—
Aha!—they are on your team. Which makes their team, your team.

This leads us back to beyond residual income because, remember, 
residual means flat … no growth.   
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The Rule of 200 

Your distributorship could be calculated to be worth 200 times 
your monthly income.

The Rule of 200 is just a calculation of the value of an asset based 
on the monthly residual income. If the income is truly residual, 
then the value can be calculated at 200 times the monthly income. 
It is based on a 5% annual return on investment.

If you have $1 million cash invested at 5%, you will earn $50,000 
a year. If you own two $500,000 rental homes, they will pay you 
about $2,500 each a month in rent, oftentimes more.

The only difference between a Network Marketing residual income 
and real estate, for example, is that you cannot sell the Network 
Marketing distributorship for 200 times the income.

Why? Because it’s so quick and simple to build. Why would 
someone pay $1,000,000 for something they could build themselves 
in 4–5 years of part-time effort? Network Marketing businesses do 
sell, but for a discount from the Rule of 200. The Rule of 200 is 
just a comparative way for you to see the value of what you have 
built based on the income it provides.
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In Summary: 

The Four Year Career IS a model one could follow to financial 
freedom. Maybe for you that means $1,000 a month. Maybe 
$5,000. And maybe a lot more. It does not happen overnight. The 
third and fourth generations can take a few years to develop. It is a 
people business, so anything can happen.

Consider your options. You can save and invest $2,500 a month for 
15 years and still not have a 1 million dollar asset. Sure, your home 
might be worth $1 million after 30 years, but if you sell it or rent it 
to live off the income, where are you going to live?   

Sure, you may have something like social security that pays you 
$2,000 a month, and maybe you have a 401k or some kind of 
retirement program, but what does it pay?

I guess it boils down to what you want out of life. 

Maybe it depends how and when you define “the golden years.” If 
it is OK with you that your golden years are the last 10–15 years 
of your life, years where you can barely get by, then Network 
Marketing does not matter.

But if you might like your golden years to start when you are 30, 
40, or 50—and those years are spent living in abundance—then 
there is not a better plan on the planet.
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Where else can you: 

 ✓ Choose a product you love 

 ✓ Invest as little as $500–$1,000 (most of which you get back if 
you quit) 

 ✓ Work part time 5–10 hours a week 

 ✓ Choose to work any hours you want 

 ✓ Eventually get paid on thousands of hours of “other people’s 
time” 

 ✓ Choose the people you work with 

 ✓ Be mentored by millionaires who did it with your same 
product and company 

 ✓ Compound your income by creating hundreds of income 
centers 

 ✓ Build a global business, taking advantage of every growth 
market in the world 

 ✓ Create an inflation-proof income 

 ✓ Create an Asset the equivalent of which would require you to 
save and invest $1,500 a month for 30 years based on building 
a million-dollar business
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Where else can you do all that? Nowhere else.

I suppose the only thing that comes close is to buy $200 worth of 
lottery tickets every month for 48 months and then hope and pray 
that you don’t get struck by lightning.

All examples in this book are hypotheticals. 
Remember that only 5% of Network Marketers 
even attempt to build an Asset Income and 
less than 1% build anything of substance. The 
only income possibilities you should rely on 
are those contained in a particular company’s 
“Income Disclosure Statement.” It will tell you 
how many people actually earn how much in 
the company represented. The Young Living™ 
Income Disclosure Statement is located on page 
94.
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“YOU ARE EITHER NOT EATING THE MARSHMALLOW OR 
THE MARSHMALLOW IS EATING YOU.” 

— Richard Bliss Brooke

ONE OR TWO 
MARSHMALLOWS?
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There is a famous psychological study where young children were 
given one marshmallow. They were told that if they did not eat the 
marshmallow, then in 15 minutes they would get another one … 
doubling their marshmallows.

Most of the kids ate the marshmallow and only ended up with one. 
Immediate gratification.

Some saved it … invested it, if you will, and went for two. Delayed 
gratification.

The study followed the kids into their adult lives. The ones who had 
saved the marshmallow tended to get better educations, have better 
jobs, and lead healthier, happier, more successful lives.

Network Marketing is like that. The real opportunity comes in the 
marathon. It comes in the fourth and fifth generations. It comes 
with the second marshmallow.

2-MINUTE SPRINT OR 2-HOUR MARATHON?

Do you know how much a penny is worth if you just double it … 
compound it every day for 30 days? Believe it or not, 5 million 
dollars. That’s right. $5 million.

The first day, it is 2 cents. The second day, it is 4 cents. After the first 
week, it is only worth $1.28.

Imagine that it takes a lot of effort to double that penny every day. 
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Imagine that, in order to double it, you have to talk to your friends, 
colleagues at work, old classmates, etc., about pennies and how 
much you love pennies. After a week’s worth of talking, you only 
have $1.28. After two weeks, you have $16.84. You look at how 
many people you’ve talked to, you look at how many have said no 
thanks, you look at your $1.28 or $16.84, and you say, “I am eating 
the marshmallow.”

But if you study the income model, study geometric progression, 
study Asset Income, and learn to believe in it, you could save the 
marshmallow.

Remember how much the penny is worth at the end of a month? $5 
million. Network Marketing is that way.  

“WEALTH IS A DELAYED-GRATIFICATION PROGRAM; 
DEBT IS AN IMMEDIATE-GRATIFICATION PROGRAM.”  

— Richard Bliss Brooke
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“IF YOU ARE GOING TO INVEST, DO SO IN SOMETHING YOU 
ALREADY OWN, WITH THE GREATEST POTENTIAL 

FOR A 10-FOLD RETURN ... YOU.” 
— Richard Bliss Brooke

THE POWER 
OF PERSONAL 
DEVELOPMENT
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Yes, it is true that building a sales organization of on-fire volunteers 
is a challenge. However, it is being done, and in a powerful way.

The biggest challenge is in erasing people’s negative beliefs and 
biases about the Network Marketing concept and replacing them 
with what those of us who have already done it know to be true. 
And it’s coming. One day soon, world consciousness will shift and 
many people—perhaps even most people—will in some way be a 
part of this dynamic wealth-building industry. 

The opportunity to build an asset is not the only factor fueling the 
future of Network Marketing. It is also fueled by people’s basic 
needs to connect with others, to be a part of something bigger than 
themselves, and to have a sense of community. 

Most of us know all too well that the family model has disintegrated 
in many segments of our country. Since family is the foundation of 
neighborhoods and communities, they too have been compromised. 
Most of the industrialized world is deeply entrenched in the rat 
race—parents with full-time careers, day care, career advancement, 
soccer, music lessons, email, social media, cell phones, payments, 
payments, and more payments. Some of us are winning the rat race, 
but as it’s been said, “We are still rats!” 
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Today, people are longing for a return to a real, safe, relaxed time 
of freedom and soulful connection with others. People want to play 
together, pray together, get to really know each other, and most 
importantly, be known by others. 

We want to improve ourselves, have more pride in ourselves, and 
love and respect ourselves. We are hungry for guidance and support 
that will help us grow to be more powerful, more generous, and 
more self-assured. 

Anyone who has come full circle can tell you these are the things 
that bring true happiness. 

Achieving financial success and status is wonderful, especially if the 
alternative is being financially strapped to a life of despair. I think 
we’d all be better off rich, but money is relative—the more you have, 
the more you think you need. 

Or, as it’s been said: 

“MONEY IS RELATIVE. THE MORE MONEY YOU HAVE, THE 
MORE RELATIVES YOU HAVE.” 

This return to basic human values in business is a subtle yet 
powerful force driving the Network Marketing industry. 
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These are the skills and character traits we teach in Network 
Marketing. They are required to build a team. They are required to 
live a dynamic life of contribution, regardless of how you earn your 
income. 

I built my original 30,000 member sales team selling a gasoline 
additive … something to increase gas mileage and performance. I 
learned so much in the process about myself, other people, and life, 
that I’ve often said, “My opportunity was a Leadership Development 
Program disguised as a gasoline additive company.” While I don’t 
like the “disguised” description, there is truth to it. We were more 
motivated to develop ourselves into leaders of significance than we 
were to sell the gasoline additive. 

Network Marketing may offer the most dynamic environment for 
us to develop our spirituality while managing our humanity at the 
same time. It may just be the most exciting leadership and character 
development program you have ever imagined. 

Are you up for that? 

Yes  No  Hmm

Patience

Generosity

Open-mindedness

Cooperation

Honesty

Integrity

Authenticity

Courage

Forthrightness

Leadership

Love

Listening
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“LEND YOUR EFFORTS AND REPUTATION TO A COMPANY 
THAT HONORS YOUR VALUES AND PHILOSOPHIES.” 

— Richard Bliss Brooke

CHOOSING YOUR 
LEGACY COMPANY
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Choosing your company wisely is the single most important thing 
you can do for your future in Network Marketing. 

It’s kind of like choosing someone to marry. 

Ladies, did you marry the first guy who drove up in a sports car and 
offered to buy you one too? 

Guys, did you marry the first woman who winked at you? 

We usually meet, watch, and listen to a lot of people before we get 
married. And if you’ve made a mistake in marriage, well, you know 
all too well how important it is to your net worth, income, health, 
and peace of mind to make a solid, values-based choice next time. 

HERE IS WHAT TO LOOK FOR: 

1. Products You Love 

The most important ingredient in your success is the product you 
choose to recommend. The products create the income. Your income 
is tied directly to product sales, and your Asset Income is tied to 
REPEAT product sales ... customers who use and buy every month 
for LIFE. 

Anything less and you are building a house of cards. And you are 
building, at best, Earned Income vs. Asset Income. 

Let me ask you this: If you do build a team, whether it’s a team of 
20, 200, or 2,000, how long do you want to get paid on what you 
built? 

Is 10 years enough? 20 years? 30 years? Maybe it sounds like it now, 
but it won’t sound like it six months before the end of your term. 
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Face it. If you build it, you want to, and should, get paid forever ... 
including generations of your family after you. In some companies, 
there are already three generations of family that get paid from what 
the great-grandparents built. Why not your family? 

The most important aspect of a product is: 

You absolutely love it and will use it instead of any competitive 
product forever, regardless of whether you ever sell it. You expect to 
always be “a customer.” 

It does not matter that there are similar products, even less expensive 
products, in the marketplace. A BMW is similar to a Mercedes, as 
is a Lexus. And they are all more expensive than the cheapest car. 
And every car will get you from here to there. The premium brands 
all prosper based on customers who will only own that brand. These 
customers love the features, benefits, look, feel, performance, and 
THE BRAND itself, and cannot ever see themselves changing.

Don’t fall for a product that sounds easy to sell versus a product 
that will still be relevant 40 years from now. You will waste your 
reputation and 4–5 years of work. Don’t fall for a product that your 
toaster will do for free in a few years. Technology has changed more 
in the last 10 years than in the last 100. And it will continue to 
change at lightning speed.

2. Retention Rate

Retention is the second most important aspect to your success. 
Retention refers to how many people join your team or become 
customers and stay on as customers or team members. 

For example, if you enroll 10 customers, and a year from now only 
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2 are still customers, your customer retention rate is 20%. If you 
enroll 20 people to build a business with you, and a year from now 
you have 1 still building your sales force, your retention rate is 5%. 

Retention rate is the Holy Grail of wealth building, the secret metric 
for success in Network Marketing. Low retention or “leaky bucket” 
syndrome means that you’ll have to be constantly replacing those 
who quit. Salesforce retention speaks to recruiting. 

Finding your 4 sales leaders at a 5% retention rate requires a lot 
of recruiting, up to 200 people to find your 4. However, if your 
retention rate is 20%, you may only have to recruit 50.  

The less recruiting that is required, the more time everyone can 
spend promoting the actual products, and the quicker those working 
toward their Four Year Careers can enjoy them. 

Pick your product wisely. Ask the right questions. If you’re going 
to invest 4–10 years of your life building your future, do it with an 
extraordinary product. 

3. Hype vs. Track Record 

Which is more important to you: The possibility of earning $20,000 
a month for a few months or years and then looking for a new and 
better opportunity? Or, earning $5,000 a month, every month, for 
the next 50 years? 

How do you know a company will be here for the next 50 years? 

Based on what they tell you? Do you listen to promises or do you 
look at what they have already done? 
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Promises are nothing more than hype. Hype is marketing spin: 
promotions, claims, and lots and lots of shiny objects. Fish like 
them. We know these promises are probably not all true ... not 
exactly true, or maybe not at all ... but we like hearing them. They 
help us believe, and we so want to believe. 

When you hear things like: 

• We are the fastest growing company 

• We have made more millionaires than any other company 

• We are the next billion-dollar company 

• We have reinvented Network Marketing 

• Timing is everything, and THIS is the right time 

• If you don’t join today, you will MISS the opportunity

• Our products are better than any other product

• All the top networkers are joining

• This product sells itself

Or any other BS like this, run for the exits ... unless you like starting 

“SHINY OBJECT SYNDROME: FISH LIKE THEM AND END 
UP SOMEONE’S BREAKFAST. YOU EITHER ARE THE 

FISH OR EAT THE FISH.” 
— Richard Bliss Brooke
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over again and again and again. On the ranch, we call that “all hat 
and no cattle.”

If you want to get paid for 50 years, doesn’t it make sense to first 
look at the companies that have proven they can and will pay you 
for 50 years? 

And if you don’t find the product or culture you’re looking for, 
check out the 25-year-old companies ... 

Then the 15-year-old ones ... 

Then the 10 ... 

Then the 7. 

The younger the company, the more risk you incur, as their track 
record is shorter. Startups are the riskiest, and yet every billion-
dollar company was once a startup. 

4. Burning Man or an Honorable Culture? 

Culture is defined by a set of common values that are held up high 
and important to the group, values that anchor every new product, 
every event, every program, and every word written and spoken 
by the leaders of the group. Someone who does not subscribe to 
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the culture can exist inside of it, but not comfortably and not 
successfully. 

What is more important to you: Operating in an environment where 
anything goes ... you can do your own thing and create your own 
culture (or none at all)? Or, operating in an environment that has 
expectations based on a common set of values? 

Here is what I look for in a culture ... an extreme culture that 
matches my values: honesty, integrity, vulnerability, fun, leadership, 
personal development, and honor. When I say “extreme,” I mean 
that the culture screams at the world who they are. I want that from 
the owner on down ... everyone is held accountable to express the 
culture. 

I want these rules. I want this order. It helps me become a better 
man. Let me loose for the rest of my life at Burning Man and I will 
explode in a burst of indiscretions. And I expect most people would. 
I want to be around people I can trust to protect me and my honor, 
to hold me accountable to do right. 

And I want culture because it is essential for longevity of the 
organization. A culture that matches my values will fend off the 
cancer of greed and ego. All great societies are rich in culture. 
Everything else is just a frat party. 

Choose wisely, my friend. 
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“YOU CAN DEFY THE ODDS BY CREATING THE ODDS. 
ONLY YOU DECIDE IF YOU ARE TO BE THE ONE.” 

— Richard Bliss Brooke

YOU CREATE YOUR 
OWN ODDS
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YOU ARE 1 IN …

The odds of any one person having significant success in Network 
Marketing are slim. I trust this book has been clear about that … 
and also clear that you can be the one. You can be the one because 
you choose to—you choose to find a good reason, you choose to 
learn the skills, you choose to get coached, and you choose to do 
the work.

What Are the Odds?

• Getting your book published: 1 in 3,330

• Becoming a pro athlete: 1 in 22,000

• Winning the World Series of Poker: 1 in 100,000

• Winning an Olympic gold medal: 1 in 662,000

• Becoming a famous musician: 1 in 1 million

• Becoming a movie star: 1 in 1,190,000

• Becoming U.S. President: 1 in 10 million

• Becoming an astronaut: 1 in 12,100,000

• Getting a perfect NCAA bracket: 1 in 
9,223,372,036,854,775,808

Are you the one?

Here is a quiz that may shed some light on your probability of 
success.
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“THE ONE” QUIZ 

Here are 15 statements. Check each one that is TRUE for you. 
Obviously, the more boxes you check, the better candidate you are 
to succeed in your own Four Year Career. 

I still have some things to DO in my life ... 

things that may be a stretch for me. 

I still have some things I want to HAVE ... 

that also may be a stretch for me. 

I still have some things I want to BE ... 

smarter, stronger, kinder, and more generous. 

I want to express my leadership.

I want to make a difference. 

I can choose, on most days, to be happy, 

positive, and grateful.

I know in my heart that I am responsible for 

where I am in my life and do not blame others.
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I enjoy other people and find I am naturally 

curious about their lives.

I listen more than I talk ... or at least I would 

love to learn how to.

I generally keep my word. If I tell someone I 

am going to do something or be somewhere, 

they can count on me.

I FIND the time to do what needs to be done 

to achieve my goals.

My integrity, reputation, and relationships are 

more important to me than more income.

I want more out of my life ... relationships, 

love, fun, adventure, challenges, and learning. 

I BELIEVE in myself ... not all the time, but 

often enough. I would love to believe in myself 

all the time. 
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Total up your check marks: ________

If you have 10 or more, you are a good bet. You may want to invest 
in yourself. Let the person who gave you this book know your 
score.

I would choose to save my marshmallow.
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“SUCCESS IS BURIED IN THIS SIMPLE QUESTION: 
WHAT IS MORE IMPORTANT TO YOU? YOUR DREAMS AND 

AMBITIONS? OR THE FEARS AND CONCERNS YOU HAVE 
ABOUT HOW YOU WILL LOOK PURSUING THEM?” 

— Richard Bliss Brooke

NOW WHAT?
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I trust I have given you a fair and comprehensive view of the 
Network Marketing way of abundance and life. It is not for 
everyone. And certainly most people who TRY it end up eating 
their marshmallow.

And I know this: just because most people do not succeed is no 
reason to discourage YOU if you want to succeed.

Imagine your child wanting to be a professional dancer or actor or 
athlete. What would your attitude and coaching be? Forget about it. 
Your odds of success are 1 in 1,000. Or, would you encourage your 
child to be the one? 

Having worked with thousands of people since 1977, I can tell you 
this for sure: anyone can make this work for them. All skills and 
attitudes are learned. All beliefs are learned. You cannot teach a fish 
to climb a tree, but you can teach a human being to find a product 
they love, share their story, and invite others to “just take a look” at 
an opportunity. 

I learned how to go from a negative, cynical, introverted chicken 
chopper to something much more. And it was the culture and 
community of Network Marketing that fostered that growth. I feel 
fortunate to have had the curiosity to study it and the courage to 
pursue it until I succeeded.

Those of us who have had the vision and courage to figure out 
Network Marketing are on the leading edge of a revolution … one 
that will never involve everyone, but may soon involve everyone 
who is ready to take personal responsibility for their wealth, health, 
and happiness.
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I will leave you with this thought from Robert S. de Ropp.

THE MASTER GAME 

Seek above all, for a game worth playing. Such is the advice of 
the oracle to modern man. Having found the game, play it with 
intensity – play as if your life and sanity depended on it (they do 
depend upon it). Follow the example of the French existentialists 
and flourish a banner bearing the word “engagement.” Though 
nothing means anything and all roads are marked “No Exit,” yet 
move as if your movements had some purpose. If life does not seem 
to offer a game worth playing, then invent one. For it must be clear, 
even to the most clouded intelligence, that any game is better than 
no game. 

— Robert S. de Ropp, 1913-1987  
The Master Game, (Delacorte Press, 1968) 
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WHAT IS YOUR NEXT STEP? 

You can do nothing, and I appreciate you reading this book. You 
can pay it forward to someone you feel might be ready for it. If 
you do, please let the person who gave you the book know where it 
went.

You can contact the person who gave the book to you, if it was a 
gift, and ask them to tell you about their product. You can share 
your quiz score with them.

Or if you have already found your passion, you can study The Four 
Year Career® ... 

Learn to believe in it, teach it, and build one for yourself. 

If you make it work for you, I would love to hear your story. I am 
not hard to find.
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The following stories feature people who may be much like you. 
Certainly in the beginning, they didn’t understand or necessarily 
believe in the possibilities of Network Marketing. And as you will 
read, most were not instant successes. Many of them have the same 
stories as most people during their first few months or even years … 
“This doesn’t work!”

This is a much bigger opportunity than most people believe. And 
that is the promise of Network Marketing … that it is just an 
opportunity. What you do with it is up to you.

These stories are a sample of people I know who have made it big in 
Network Marketing and did it in an ethical and responsible manner 
in a company of the same character.

DISCLAIMER

These success stories are exceptional exceptions and are shared 
here to inspire you and show you people from different walks 
of life who have succeeded. They are not what you should 
expect to accomplish. They are 1 out of 10,000 or less. And yet 
it is interesting to note where they came from and what they 
accomplished. And maybe, just maybe, you could do the same.
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Preferred Customers Business Builders

Y O U N G  L I V I N G  M E M B E R S

Young Living has been pioneering the essential oil movement 
for over two decades, with more than 5.6 million people around 
the globe joining us in our mission to bring pure essentials 
oils to every home in the world. Our commitment to transforming 
lives guides everything we do; it is the reason we are the 
recognized leader in essential oils. Whether our members 

a greater sense of purpose, an opportunity to empower others, 
or whole-life wellness, Young Living offers proven solutions. 

Of the millions of members dedicated to Young Living, 89.5% 
are Preferred Customers—Young Living members who have never 
enrolled someone else but purchase product and enjoy member 

and wellness solutions. While our expanding line of more than 600 
products offers limitless ways to gain greater physical wellness, the 
Young Living community offers members a way to discover wellness 
in every facet of life; and our Preferred Customers have access to 

YO U N G  L I V I N G  I N C O M E  D I S C LO S U R E  S TAT E M E N T
I N C O M E  S TAT I S T I C S  F O R  J A N U A R Y – D E C E M B E R  2 0 1 7

W H Y  Y O U N G  L I V I N G ? 

Preferred Customers
8 9 . 5 %

P R E F E R R E D  C U S T O M E R S

89.5% of Young Living Members 
are Preferred Customers. These 

members have not personally 
enrolled another person but 

enjoy our high-quality products 
and exclusive member benefits.

10.5% of Young Living members are 
Business Builders. These members 
have personally enrolled other individuals 

high-quality products, exclusive member 
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64.8% $75 $906 12 (1 yr.)

24.8% $235 $2,819 19 (1 yr. 7 mo.)

10.4% $502 $6,028 25 (2 yr. 1 mo.)

S TA R – E X E C U T I V E

S TA R

S E N I O R  S TA R

E X E C U T I V E

Y O U N G  L I V I N G 
M E M B E R  R A N K

PERCENTAGE OF 
STAR-EXECUTIVE

MEMBERS

AV E R A G E 
M O N T H LY 
I N C O M E

A N N U A L I Z E D
AV E R A G E
I N C O M E

AVERAGE 
MONTHS TO 

ACHIEVE RANK

On average, a Distributor-level member enrolls approximately two other members before advancing 
to Young Living’s next business-building rank of Star. Of all Young Living business-building 
members, 63%* rank as Star, Senior Star, or Executive. These individuals have advanced by either  

organically sharing Young Living or actively pursuing a business. 

B U I L D I N G  A  B U S I N E S S

6 3 %  S TA R  TO  E X E C U T I V E *

Many of our members fall in love with our products and are Preferred Customers long before they ever 
consider building a Young Living business. When Preferred Customers begin building a business by 
personally enrolling another individual, they’re deemed as Distributor rank by Young Living—our entry-
level business-building rank. In 2017, 33%* of Young Living business-building members were ranked

as Distributor and earned an average commission of $26 per month or $312 per year. 

G E T T I N G  S TA R T E D  W I T H  A  Y O U N G  L I V I N G  B U S I N E S S

33% Getting Started
(Distributor rank)

63% Building a Business
(Star–Executive rank)

3% Growing a Business
(Silver–Platinum rank)

1% RevOILutionary Leaders
(Diamond–Royal Crown 

Diamond rank)

3 3 %  D I S T R I B U TO R*

Y O U N G  L I V I N G  B U S I N E S S  B U I L D E R S  ( C O N T. )

Young Living pays

out nearly 50 percent of

PV-commissionable sales

to our Business Builders! 

F U N  FA C T:
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69.8% $35,348 $424,178 70 (5 yr. 10 mo.)

14.7% $64,477 $773,724 85 (7 yr. 1 mo.)

15.5% $144,551 $1,734,606 97 (8 yr. 1 mo.)

77.1% $2,088 $25,059 32 (2 yr. 8 mo.)

17.4% $5,666 $67,995 49 (4 yr. 1 mo.)

5.5% $13,872 $166,468 58 (4 yr. 10 mo.)

S I LV E R – P L AT I N U M

D I A M O N D – R O YA L  C R O W N  D I A M O N D

S I LV E R

D I A M O N D

G O L D

C R O W N  D I A M O N D

P L AT I N U M

R O YA L  C R O W N  D I A M O N D

Y O U N G  L I V I N G 
M E M B E R  R A N K

PERCENTAGE OF 
SILVER-PLATINUM

MEMBERS

AV E R A G E 
M O N T H LY 
I N C O M E

A N N U A L I Z E D
AV E R A G E
I N C O M E

AVERAGE 
MONTHS TO 

ACHIEVE RANK

Y O U N G  L I V I N G 
M E M B E R  R A N K

PERCENTAGE 
OF ALL 

DIAMOND+
MEMBERS

AV E R A G E 
M O N T H LY 
I N C O M E

A N N U A L I Z E D
AV E R A G E
I N C O M E

AVERAGE 
MONTHS TO 

ACHIEVE RANK

Silver, Gold, and Platinum-ranked members make up 3%* of our business-building ranked members. 
As members focus on growing their Young Living business and dedicate themselves to the hard work 
required to be successful, they move up ranks and become eligible for additional earning opportunities 

and other benefits like exclusive recognition events, leadership trainings, and more. 

G R O W I N G  A  B U S I N E S S

3 %  S I LV E R  TO  P L AT I N U M *

Individuals like our RevOILutionary Leaders who have found significant success and achieved Young 
Living’s higher ranks have typically dedicated considerable time and effort to their businesses. 
Diamond+ members receive enhanced benefits, including additional earning opportunities, exclusive 
recognition events and leadership trainings, early communication from Young Living about product 
launches and other company efforts, and much more. Many of these members do incredible things 
with their extra income like assisting their communities and donating to charities, humanitarian 
projects, and more. These members make up 1% of Young Living’s business-building members, but 

they make a great impact on the world through their passion and generosity.

R E V O I L U T I O N A R Y  L E A D E R S

1 %  D I A M O N D  TO  R O YA L  C R O W N  D I A M O N D *

*The percentages listed for Distributor rank and higher are calculated from the 10.5 percent member population who are considered 
Business Builders, not Young Living’s full member base and does not include Preferred Customers. 

Visit YoungLiving.com/IDS to view the full 2017 Income Disclosure Statement.
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Once members begin to share the products they love with others who enroll and purchase 
products with Young Living, our compensation plan empowers them to create a brighter 
future with the additional income they can earn. This compensation can become much more 
than a paycheck as it enables members to discover freedom and meaning through passion-
motivated sharing.

Earning compensation requires dedication and hard work; it can be easier or harder depending 
on the motivation for enrolling, sales skill, existing network, and market conditions. We 
support those who choose to build a business with:

Y O U N G  L I V I N G  B U S I N E S S  B U I L D E R S

Preferred Customers 

enrolled in our 

Essential Rewards 

loyalty program 

received a retail value

of more than $94.5 

million in Essential 

Rewards points in 2017 

to use toward future 

product purchases! 

F U N  FA C T:

P R E F E R R E D  C U S T O M E R S  ( C O N T. )

Whatever your motivation—to enhance your life or to help others—we hope you’ll join us 
in the movement to embrace the benefits of pure, powerful essential oils.

Training and incentive 
programs such as Young 

Living Central ,  El i te 
Express, and Help 5

Startup
costs as low as
$45 for a Basic 

Starter Kit

A 30-day return 
policy as outlined

in our Policies
and Procedures

Quality products
we believe are

easy to love 
and share

Young Living member benefits include:

•  A 24% discount on our 600+ life-changing products, 
including over 220 essential oils and blends

•  Access to an extensive library of essential oil and 
wellness product education, usage tips, and other 
valuable resources in our Virtual Office

•  Ability to join our Essential Rewards loyalty subscription 
for convenient, monthly automatic shipments, shipping 
discounts, points to redeem toward future purchases, 
and more

•  Communication about all things Young Living, including 
new product announcements, bi-monthly newsletters, 
event invitations, and much more

•  Opportunity to earn an income through our 
compensation plan as a Business Builder
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Heather and Wade live in Red Deer, Alberta, and have been 
involved with Young Living since January 2013. Heather was 
dealing with tension headaches, and Wade was suffering with two 
ruptured discs and in a lot of pain. After trying other avenues 
without any success, they tried some oils and could not believe how 
much they helped! 

Heather and Wade’s organization now exceeds 8,000 members 
(only 45 of those are personally enrolled), with their annual sales 
approaching $5,000,000. After enrolling, they achieved Silver 
within 41 days and Diamond 19 months later! The secret to their 
success has always involved being there for the team and running 
their business ethically. 

Heather is a servant-driven leader, who travels often to help 
empower people in running their own events.

“Yes” is her favorite word! Heather has learned that events are 
very important to attend, and to become successful, you must 
be coachable. By focusing on keeping their home events simple 
and duplicable using a script Heather created for her team, they 

HEATHER &  
WADE DOLL

Red Deer, Alberta, Canada

LEADING THEIR TEAM 
BY EXAMPLE

Since January 2013, Heather and Wade 
have grown their organization to well over 
8,000 members with a six-figure monthly 

volume.
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This success story is not typical and is shared to inspire you and show you what’s 
possible. It is not what you should expect to accomplish.

have experienced great duplication in their organization. Building 
leadership and empowering members to become independent are 
very important to the Doll’s organization.

Heather and Wade are continually educating themselves in regards 
to products, business, and personal growth. They have realized the 
importance of having family support in growing their business. 
Their three kids, Payton, Quinn, and Alexa, all love the oils; and 
Alexa, who is 7, loves to hang out with Mom at her “oil events”! The 
kids know there are sacrifices; however, they also understand and 
appreciate the bonus in having their parents at home and involved in 
their daily life!

Young Living has such wonderful products that it is easy to share 
them! Heather and Wade also love the fact that Young Living 
embraces Wellness, Purpose, and Abundance! If you have the will 
and determination, you can do this business too!
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Life’s most precious commodity is time. No matter how successful, 
rich or famous you are, you cannot simply buy more. For Chelsea, 
working as a full-time teacher with young children at home left very 
little time to savor the sweet moments and give back to others. She 
was “surviving,” and like many jobs, working harder would not lead 
to a dramatic pay raise or a chance to “get ahead.”

Even with two full-time, higher-than-average-paying government 
jobs, Chelsea and Jamie found themselves struggling to climb out 
of debt. They couldn’t imagine how Chelsea could realize her dream 
to stay home with their young family and pour her teaching efforts 
into homeschooling their own children.

After being introduced to Young Living Essential Oils, Chelsea 
quickly realized what a unique and needed product she had 
discovered. She found herself telling everyone she knew about these 
amazing oils, but didn’t seriously consider the business until she 
received her first commission check.

She started hosting regular information sessions and focused on 

JAMIE & 
CHELSEA FLAMAN

Red Deer, Alberta, Canada

FOUND FINANCIAL STABILITY 
WITH YOUNG LIVING

After using and loving the products, 
the business naturally followed. 

Jamie and Chelsea now have a team 
of over 10,000 members that grows 

by 500 members per month.
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This success story is not typical and is shared to inspire you and show you what’s 
possible. It is not what you should expect to accomplish.

helping new members get their first few sign-ups. Within two years, 
she and Jamie hit and maintained the rank of Diamond, more 
than replacing two generous full-time salaries. That allowed Jamie 
to retire from his career and join Chelsea at home in growing the 
business and raising their four young children. 

With over 500 members joining their Oil Culture team each month, 
and many passionate individuals continuing to share and empower 
others to do the same, they are consistently producing monthly sales 
in the six-figure range.

Duplication is very powerful considering that, of their 10,000+ team 
members, only around 100 were personally enrolled. With 350+ 
members sharing with new people each month, their numbers are 
climbing substantially.

Chelsea says: “When you have a passion for what you are doing, 
the motivation to succeed, and a product that people truly NEED, 
growth is inevitable. I believe Young Living is the best Network 
Marketing company. We have a product people desperately NEED 
at a time when people are seeking healthy alternatives at an 
unprecedented rate. I love that by empowering others to take care 
of their health, I get to stay home with my children and help others 
find financial freedom as well!”

Chelsea and Jamie hope that Young Living can be a means to a 
greater end as they consider what it means to be good stewards. 
They dream of the day when they can give far more than they keep 
and use their financial freedom and time to bless and serve others.
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Alyssa grew up loving the ocean in Hawaii and Southern California. 
She was raised by a single mom and became one herself at a young 
age, never finishing college. When her daughter was just four 
years old, she met and married Troy, who took them to Texas. A 
wonderful provider, Troy’s sales career kept him traveling away from 
home frequently, missing many family moments.

Alyssa had started her health and wellness journey to help her 
daughter in 2010 and made many changes in their home. She was 
introduced to Young Living products in 2012 by a Facebook friend 
who invited her to a home class. With no interest in or need for 
the business opportunity, she fell in love with the oils and desired 
nothing more than to have them paid for each month so she could 
get MORE!

Before Young Living, Alyssa had made many connections in the 
blogging and social media world, which laid the groundwork for 
much of her organization today. She started her Network Marketing 
business like many others, with no previous industry experience. She 

ALYSSA 
FRANCIS

Flower Mound, Texas, USA

DARE TO DREAM BIGGER

With no college degree and no 
previous sales experience, Alyssa took 
her passion for oils and turned it into 
a thriving organization of more than 

90,000 members and growing!
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This success story is not typical and is shared to inspire you and show you what’s 
possible. It is not what you should expect to accomplish.

simply began sharing the oils that had changed her life, and others 
began to join her.

As her paycheck grew, Alyssa quickly realized that this business 
model might be a way to have Troy stop traveling and come home. 
She jumped in and sponsored 30 new members her first year and 33 
her second year, while duplication worked its magic.

Within just 18 months, her dream became a reality when she 
reached the rank of Diamond and Troy was able to retire at the 
age of 40. Royal Crown Diamond happened just 10 months later, 
thanks to the power of momentum and her amazing team. Today, 
they now earn a top income from Young Living and lead a dynamic 
organization of over 90,000 members worldwide, with nearly $60 
million in annual sales and growing.

Alyssa fully embraces the wellness, purpose and abundance that 
Young Living has brought into her life, and desires to empower her 
Oily Families Team with the same freedom. She wants to inspire 
others to dream bigger and realize their full potential.

Alyssa’s inspiring message to others: “If a former single mom with no 
college degree and no experience can do this, so can you!”

She now visits the ocean, her happy place, as often as possible, while 
continuing to raise their three children in Texas.
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At age 11, Adam’s mom introduced him to Young Living products, 
but he didn’t understand there was a business plan attached. In their 
family, natural products, such as essential oils, were familiar. It’s 
simply what they used!

During college, Adam hit the low point of his life … living for the 
weekend and partying to escape reality. Nearing rock bottom, Adam 
discovered the power of the Network Marketing business model 
when his friend invited him to an opportunity meeting.

His first thoughts were, “WOW! How was I not taught this in all 
my years of schooling, never told about this as a viable career choice 
and profession?”

Hungry for more information, he attended a series of meetings 
of increasing size to learn what he could about this eye-opening 
business model. The ability to control his own destiny by being 
his own boss was very enticing, especially looking at retiring from 
traditional work in four years instead of forty! With his passion for 
natural health, Young Living Essential Oils was the perfect fit.

ADAM 
GREEN

Lake Country, British Columbia, Canada

TREAT YOUR BUSINESS LIKE 
A BUSINESS, GET PAID LIKE A 

BUSINESS.

By treating his business like a business, 
Adam was able to “retire” from 

personal training at age 22. Now, seven 
years later, Adam’s team has more 
than 50,000 members and exceeds 

$2,500,000 in sales monthly.
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This success story is not typical and is shared to inspire you and show you what’s 
possible. It is not what you should expect to accomplish.

At first, Adam was building his Young Living business part time, as 
he worked as a full-time personal trainer. In late 2011, at 22 years 
old, Adam resigned from his job and committed full time to his 
business. 

A mentor had taught him: “Treat your business like a business, get 
paid like a business. Treat your business like a hobby, and get paid 
like a hobby.” With his resignation, Adam chose to engage in his 
Young Living business like the fantastic business opportunity it 
really was and began building a massive organization.

When he engaged, he personally sponsored 46 new people in the 
first year, along with 37 the next year, 45 the year after that, and 29 
people the following year.

With that shift, five years later, Adam’s team grew from 250 people 
to more than 50,000! At only 29 years old, Adam now leads an 
organization with $2,500,000 in monthly sales and growing. 
Adam wrote his first book 25 to Life: Jailbreak Your 9-5 & Escape 
to Financial Freedom to inspire more millennials to take control of 
their financial futures through Network Marketing.

Adam has found his purpose and is living a lifestyle that many 
only dream about. Adam’s burning desire to share the value of this 
profession and empower others with their physical and financial 
health is infectious among his dedicated “Green Team” members.
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FINDING FREEDOM TO LIVE 
THEIR TRUE CALLING

Stay-at-home mom Jilene and cable installer Duane discovered 
Young Living at a home presentation in 2012. Right away, they 
found it easy to apply essential oils in their home and use for their 
children. Jilene says, “As a mom, I found myself so fearful for my 
children’s health. Oils gave me the practical tools I needed to take 
care of my family!” As some of the common challenges suddenly 
weren’t challenging anymore, Jilene thought of her mom’s sleep 
struggles and recommended she try the oils too!

There were so many “there’s an oil for that!” conversations 
happening that Jilene and Duane began recommending Young 
Living easily and confidently. Soon the testimonies started coming 
back from friends and family. It wasn’t long before a small army of 
families who loved Young Living started to grow with the attitude 
“when you have something that can help someone, you have a 
responsibility to share it!”

A turning point came when Jilene attended a small event. She was 
struck with the idea that time is the only limited commodity. She 
also saw a deep need for community and purpose in her life. Being 
a mom was amazing, but she was missing adult conversation every 

Duane and Jilene are now working full 
time empowering their team of more than 

25,000 members while worldschooling 
with their 4 children.

DUANE & JILENE 
HAY

Kelowna, British Columbia, Canada
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This success story is not typical and is shared to inspire you and show you what’s 
possible. It is not what you should expect to accomplish.

now and again. Combining products she loved with a powerful 
compensation plan and a community that had a greater vision 
and desire for more ... she left that night knowing she had an 
opportunity in front of her to make a big impact in people’s lives.

“It made us stop and think closely about how we wanted to spend 
our time. Living life together as a family, being in community, 
loving others, and giving back – that was what was important. We 
realized that Young Living was the opportunity we had been waiting 
for!”

They realized that their impact was limited by how many people 
they could personally help, but would be UNLIMITED if they 
could empower their team to help others. 

With this new outlook, they began intentionally recommending and 
inviting others to try Young Living, as well as to share it, simply and 
easily. “We realized that everyone has a dream and a purpose in life. 
Too often we get lost in survival mode because of circumstance or 
belief, and we sort of lose ourselves. We have found a way to open 
the door for people to begin dreaming again and create massive 
impact in their own lives and in the lives of those they care about.”

Fueled by a burning desire to keep families healthy and whole, 
Duane and Jilene are now working full time training, empowering, 
and supporting their team of more than 25,000 members and 
2,000+ business builders, while worldschooling their 4 children. 
Their amazing “Thrive Family Essentials” team is growing steadily 
with annual sales of over $18,000,000.  

“Regardless of whether or not we ever made a dime sharing Young 
Living, we love the products so much that we would continue to use 
and recommend them to everyone! I think that has been crucial to 
our success: passion that’s contagious and a servant-driven purpose.”
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RISE TOGETHER

As a passionate EntreprenOILer, 
Connie’s team consists of some of Young 
Living’s best-trained distributors. They 

produce over $70 million in volume 
annually and welcome 4,000+ new team 

members each month.

“The success of one woman is inspirational to another.” 

Connie knows that connections are the power behind this business 
model – the foundation of a woman’s psyche.     

Having a duplicating strategy creates a success pattern for the 
next person. Connie’s team produces over $70 million in volume 
annually, and because of their momentum, they continue to 
welcome 4,000+ new members each month. They have been 
instrumental in changing the legacies of thousands of people in over 
20 countries. Connie has personally enrolled around 200 members, 
making her a shining example of the power of duplication.  

Connie had a fulfilling career as a teacher, yet her commitment 
didn’t create the security that she wanted for her family’s future. 
Each year she faced budget cuts or downsizing, which left 
uncertainty. She dreamed of a business where she could create 
impact for families, and at the same time, secure her future. She 

CONNIE MARIE  
MCDANEL

Bemidji, Minnesota, USA
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witnessed how unexpected circumstances could devastate families, 
and she was moved to action by the statistics defining women’s lives.  

She realized Young Living was a way to contribute something 
significant to family health AND be a lucrative means for women 
to create financial security plans. Her strong belief in the value of 
the products and the business model itself made it natural for her 
to recommend Young Living to others. She was able to resign from 
teaching seven years before her expected retirement thanks to her 
passion for the company and her willingness to embrace the power 
of the business model. 

She has great respect for her team leaders, as their high-level 
examples raise the impression of the industry. With technology and 
third-party tools, her group has accelerated business success into 3–5 
years. 

Connie says, “This journey will push you past your potential and 
challenge your thinking, but fulfillment and deep connections are 
on the other side of effort and being open to transformation!”
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Childhood sweethearts Ernie and Myra were two children, six years 
of marriage, and a host of financial woes in when Young Living 
entered their lives. They felt as if no matter what they did to cut 
corners and tighten the budget, they were making no traction. The 
recession of 2008 made everything worse as Ernie took on a second 
job that required traveling, just to make ends meet ... barely. During 
this dark time of stress, loneliness and being “broke as a joke,” Myra 
searched the internet for ways to save money. 

She discovered extreme couponing and frugal blogs. Little did she 
know that this discovery would connect her with a community that 
would change her family’s life for generations. Myra was driven, 
self-motivated and a visionary of what could be. She just had to find 
the vehicle that would provide the freedom she and Ernie so greatly 
desired. She met frugal blogger, Alyssa Francis, on Twitter.

They connected and became friends. Alyssa would eventually 
become Myra and Ernie’s Young Living sponsor in August 2012. 
Alyssa came on a surprise visit to Alabama where she shared 

ERNIE & MYRA 
YARBROUGH

Huntsville, Alabama, USA

IT’S NOT ABOUT MONEY; 
IT’S ABOUT HEARTS.

Ernie and Myra went from “broke as a joke” 
to leading a team of 50,000 with team sales 
of $3 million each month. The real reward, 
however, is helping people realize their full 

potential. 
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her bag of voodoo oils with Myra. Even though they had slight 
apprehensions about joining a Network Marketing company, Myra 
and Ernie felt essential oils could be a benefit to their family, so 
they decided to take the plunge on the condition that they would 
NEVER have to do the business side.

Alyssa never pressured Myra to share, although she saw great 
potential in her. After using the products for about six months, 
Myra naturally decided to write about the oils on her lifestyle blog. 
She still didn’t want to do the business, but she wanted to share the 
success stories she had with her readers. And then her readers wanted 
to get their own oils! Alyssa held Myra’s hand from afar and helped 
her figure out the business and how to grow a team. They partnered 
together to co-found the thriving Oily Families team within Young 
Living. 

In their first year, Myra and Ernie sponsored 62 people. In year two, 
they sponsored nearly 100 more. Year three, they sponsored 17, and 
in year four, nine people. Their secret to building a successful team 
is leading with a generous, vulnerable spirit. Their passion is to lead 
with grace and integrity while encouraging their members to realize 
their full potential. 

Today, they have a team of more than 50,000 active members. Their 
team sales average $3 million each month. They have paid off their 
debt, and they get to do life together with their three children every 
day. Myra and Ernie are living their passion and dreams thanks 
to the financial freedom and time-freedom that Young Living has 
brought into their lives.
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After the birth of her second child, Melissa fell in love with the idea 
of being a stay-at-home mom. She left her full-time position in sales 
and finance and began doing in-home daycare while raising her 
children. Not quite two years into this role, she realized this was not 
the solution. 

She felt the entrepreneurial void in her heart and the financial stress 
in her wallet. With only $7.14 left in their checking account, she 
carefully weighed out the options: hustle hard or go back to “work.” 

Not one to admit defeat, and too scared to tell her husband, she was 
determined to turn the situation around, and she gave herself three 
months to do it. Melissa recalls, “That was the day I had to weigh 
my ego against my bank account. Ego lost.” 

That was the summer of 2010. With her ego aside, Melissa picked 
up the phone and asked her sponsor of 10 years to show her how to 
build a Young Living business. Her sponsor was shocked, because 
up until that point, Melissa had shown no interest in having “one of 
those MLM businesses.” Melissa says, “I felt like it was going to be 
‘sales’ and that people wouldn’t see it as a professional career.” 

MELISSA 
POEPPING

Spring Hill, Minnesota, USA

EMPOWERING WOMEN TO 
PURSUE ICONIC LIVES

Melissa went from broke to building a 
team of over 20,000 members. She also 
founded Savvy Minerals, which Young 

Living acquired in 2017 as their new line of 
mineral makeup!



113

This success story is not typical and is shared to inspire you and show you what’s 
possible. It is not what you should expect to accomplish.

But the health benefits Melissa and her family were experiencing 
with Young Living were PHENOMENAL, and she felt obligated to 
share this resource with others! She just didn’t know how! 

Her sponsor’s suggestion: home parties. 

Melissa’s response: “NO! I don’t KNOW anyone! I live in a SMALL 
town of 76 people in the country! What will people THINK?! What 
will my husband and my friends think?!” Yet as soon as the home 
experience gatherings were underway, her team started growing! 

Her success began with “The Chemical-Free Home” movement, 
exposing toxins lurking in our living environments and showing 
women how to replace them with superior, sustainable solutions 
made with Young Living Essential Oils.

In the process of shining a spotlight on the contents of our homes, 
Melissa saw that a daily source of chemical exposure remained 
unaddressed: cosmetics. The makeup women were applying every 
day contained a plethora of toxins. So, Melissa created Savvy 
Minerals, a toxin-free cosmetics collection, which Young Living 
acquired.

Freeing women’s lives from encumbering toxins, Melissa turned her 
focus to freeing women’s minds from the emotional toxins of doubt 
and fear, replacing them with PURPOSE, CONFIDENCE, and 
CONVICTION. 

Melissa now leads a Young Living team of 20,000. Her life-
changing online course, Basi6, is sought by people throughout the 
Young Living community. And her two-day curated experience, 
ICONIC, is attended by a global audience. 

In a few short years, Melissa has, quite literally, changed the face of 
the 21st-century woman. And the best is yet to come!
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Jen grew up with the dream of becoming a doctor, but as a junior 
in college, she realized that the lifestyle of a medical practitioner 
was not compatible with what she wanted. She knew she would one 
day want to get married and stay home with her kids. She handed 
her dream over to God and decided to pursue a graduate degree in 
Marriage and Family Counseling. She and her husband, Adaryll, 
were married after their first year of graduate school, and two years 
later, they were expecting their first baby.

Adaryll and Jen agreed they would make whatever sacrifices 
necessary for her to stay home with their children. For many years, 
that meant side jobs, no cell phones, no cable TV, and sharing one 
car. It meant minimum payments on student loans and a strict cash 
budget with no room for date nights or vacations. 

When Jen’s sister, April Pointer (also a Young Living Royal Crown 
Diamond), introduced her to essential oils, Jen was a skeptic. She 
thought natural wellness was just old wives’ tales and folklore. April 
would mail oils for her to try, and Jen would put them in a box on 
the top shelf of her closet.  

JEN 
JORDAN

Lexington, Kentucky, USA

DREAMS DO COME TRUE

Jen and her husband went from barely 
scraping by to living a life of true freedom. 

This service-based leader has grown her 
team by being a friend—knowing what 

people’s needs are and presenting solutions. 



115

This success story is not typical and is shared to inspire you and show you what’s 
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A few years later, pregnant with her third child, Jen began to 
research the therapeutic qualities of essential oils and started 
experimenting with them. She quickly became a believer, but still 
proclaimed that she would “never do the business.”

Knowing what Young Living could offer, April laid the foundation 
of a business for her sister. Before she knew it, Jen was teaching 
classes and meeting with people to talk about how they could 
become their own health advocates. She realized that she was 
actually living the childhood dream she thought she had given up, 
but this was even better because she was empowering people.

In her first year of sharing, Jen enrolled 90 members. In her second 
year, she enrolled 60. She has enrolled between 20-30 per year since 
then. She used a simple model of home classes and one-on-one 
sharing to train leaders to duplicate her growth. She is a big believer 
in relationship-based sharing. 

As her income began to grow, she and Adaryll were able to pay off 
student loans, their mortgage, and their medical debt. They have 
been able to donate to and serve organizations that are close to 
their hearts. They have partnered with couples to help fund the fees 
associated with adoption and have been able to travel the world with 
their kids, making memories that will last a lifetime. Young Living 
truly has changed their lives, and they are grateful for the way their 
story has been written.
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In 2009, Rob and Alina were hardworking massage therapists living 
in upstate New York. After paying their bills each month, they 
consistently found themselves in a place many young adults do: just 
over broke with mountains of debt and no time or energy left to 
enjoy their lives. It was clear—something needed to change.

When one of Rob’s clients approached him about using Young 
Living, he wasn’t interested initially, but he knew Alina would be, as 
she was into natural health. Alina attended a workshop and fell in 
love with the oils.

Her interest was truly piqued when she heard about the chance 
to win a free cruise. Despite his skepticism of the products and 
Network Marketing, Rob agreed to order the Everyday Oils and the 
NingXia Red because of Alina’s excitement.

They were both amazed at the results they had with their own 
health! After only a few weeks of using and diffusing the oils, it was 
clear the Young Living lifestyle was for them.

ROB & ALINA 
RINATO

Rhinebeck, New York, USA

GOODBYE DEBT, 
HELLO RESIDUAL INCOME

In just 18 months, Rob and Alina replaced 
their income and reached a six-figure residual 

income ... all before age 30.
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Realizing how many other people were looking for natural options, 
it was an obvious choice to begin sharing and teaching about Young 
Living. Their sponsor said to them, “Even if it takes you 10 years 
of part-time work to earn $10,000 a month in residual income, 
wouldn’t it be worth it?”

With that in mind, they set out to build their business part-time 
while learning as much as they could about Network Marketing. 
They discovered that teaching others to teach others is more 
important than making sales. This one distinction helped the couple 
grow their business to where it replaced their income in 18 months 
and earned them a six-figure residual income by their third year—all 
before the age of 30.

Today their team consists of over 12,000 members and enrolls 
over 500 new members each month. Their growing organization 
produces over $6 million in annual sales. “In only a few short years 
we were able to permanently solve our financial problems and 
radically change our lifestyle.”

Rob and Alina are honored to be part of a profession that’s all about 
paying it forward. With the help of their incredible, dedicated team, 
they will continue to empower others with the message of Wellness, 
Purpose, and Abundance with Young Living.
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The years 2008 to 2012 were tough in the U.S. economy, and the 
construction industry, Heidi’s family’s sole source of income, was 
taking a turn for the worse. This left Heidi and her beautiful family 
no choice but to move to Canada in 2012 and completely “start 
over.”

Heidi had never considered Network Marketing an actual 
profession. Yet, she loved leading a holistic lifestyle and was 
immediately in awe of Young Living’s vision and products. When 
Adam Green introduced her to the business opportunity, Heidi 
realized that with her finances being an issue, it would be smart to 
promote the products she adored and make enough to just get them 
for free.

Although Network Marketing wasn’t in her vocabulary or vision 
for the future, Heidi loved to share the opportunity with others 
who knew the potential of the business. Doing this caused Heidi 
to finally look deeper at what was right in front of her! Once she 

HEIDI 
ROSS

Red Deer, Alberta, Canada

EMPOWERING OTHERS IS A GIFT 
WITH NO PRICE TAG

This busy mom of 3 completely reinvented 
her life through Network Marketing. By 
tapping into local events, Heidi grew a 

thriving team of over 9,400 members in just 
under 5 years!
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grasped this life-changing opportunity, everything changed, and at 
a very fast pace.

Even though Heidi had moved away from close family to a town in 
Central Alberta, where she knew no one, this didn’t stop her from 
sharing. She says, “It’s not who you know, but who they know.”

By tapping into local events, Heidi grew a team of over 9,400 
members in just under 5 years. Of those, she only personally 
enrolled 140 members. She says, “This is the true power of 
duplication!” 

Network Marketing has provided Heidi the chance to be at home 
with her three amazing kids, Blane, Sarah, and Dawson, never 
missing the important moments in their lives. At the same time, she 
can encourage and support her team with insight, authenticity, and 
love. 

Even though she’s still miles away from her family, the distance gap 
doesn’t seem as far, now that she has the opportunity to travel, work, 
and share from anywhere in the world.

Heidi’s success came from a mindful shift in her body, mind, and 
spirit. Seeing so many others do this and find success helped her. 
She realized that you don’t have to be a salesperson or have special 
powers to succeed, just a passion for sharing, an open mind, and the 
willingness to reach your potential within.

Young Living has changed every part of Heidi’s life. Empowering 
others to better health and wealth is a gift with no price tag.
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Scott and Brenda were born and raised in Minnesota. Scott, a 
chiropractor, and Brenda, an Exercise Physiologist, were both 
groomed in the philosophy of the traditional “job.” 

In 1999, a co-worker introduced Brenda to Young Living to aid in 
her digestive issues. Disillusioned by a previous Network Marketing 
experience, Brenda only used Young Living’s incredible products for 
herself and her family. Not understanding the Network Marketing 
opportunity, they believed in and shared the product, but Scott 
refused to let Brenda share with friends and family because it was 
Network Marketing.

In 2008, after the birth of their third son, Scott watched as Brenda’s 
checks continued to rise and passion changed. He made the decision 
to “fire” her from his chiropractic clinic and encouraged her to 
follow her newly found passion with Young Living.

As Brenda began treating her passion as a career, she realized just 
like any other profession, there were skills needed. Brenda embarked 

DR. SCOTT & BRENDA 
SCHULER

Oak Park, Minnesota, USA

ESCAPED THE RAT RACE, NOW 
WORKING SMARTER 

NOT HARDER

Scott and Brenda have built an organization 
of over 56,000 members and are growing by 

over 4,500 new members each month.
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on a knowledge quest to find how to professionally and successfully 
pursue Network Marketing. Scott and Brenda maintain personal 
self-development, which is key to their continued success. After all, 
“readers are leaders and learners are earners.”

Putting in 10-12 hour days, Scott enviously watched Brenda’s 
freedom of time and income rise as he was stuck, even as a business 
owner, trading more time for less money. In 2010 Scott and Brenda 
made the decision to sell his part of the chiropractic clinic. Scott and 
Brenda’s new partnership, one of two different but complementing 
personalities, has propelled their business forward to new heights.

Currently their organization is 56,000 members strong and 
averaging 4,500 new members a month. These numbers result in 
yearly sales well into the eight-figure range.

Scott and Brenda have coached and witnessed those who 
implemented the skills needed, regardless of their personal 
circumstances, become successful in Young Living. If you have the 
desire, commitment and willingness to apply what is taught, you 
too can achieve wellness, purpose, and abundance through Young 
Living.

They conclude, “We have been blessed with amazing, strong and 
dedicated leaders on our team, and at the end of the day, that is the 
true reason for our success.”
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Ready to live a bliss life? During this 10-day audio series, you’ll 
discover simple yet profound steps you can do immediately to 
elevate your mind, body, and soul. From acts of kindness to acts of 
forgiveness, success coach Richard Bliss Brooke will help educate you 
on what a bliss life is all about ... and how, by following these simple 
steps, you can alter your life forever.  

THE BLISS LIFE GUIDED AUDIO 
VISUALIZATION SERIES 

SIGN UP FOR FREE AT BLISSLIFEAUDIO.COM

Take this 10-day journey and get on 
your way to bliss!

I loved how these 10 Days were short with lots of info. Easy to 
fit into your day. They made you stop and think. I’m loving it ... 

Thank you!”

— Lee Briggs 
Barnstead, New Hampshire

“

LET GO OF WORRY
HAVE MORE FUN

IMPROVE RELATIONSHIPS
ESTABLISH BOUNDARIES
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Join Richard in this 3-hour, live presentation in front of thousands of 
Young Living™ Network Marketing leaders.

Learn his unique philosophies and perspectives on how to succeed in 
Network Marketing, authentically … just by being you, having fun, 
creating and honoring relationships, and crushing your own Four 
Year Career. 

REFRESHING & EMPOWERING
Richard, I took the time to watch the videos more than one time ... and 
to really get an understanding of your philosophy. What can I say, it’s 
refreshing and empowering. You stress the importance of authenticity and 
honesty ... something every human appreciates and values, and I strongly 
believe these are two of the most important building blocks of any thriving 
business (besides skills, sustained effort and others).

— Florin Roman  
Charlotte, NC

“

”

OFF-THE-CHARTS FANTASTIC!
I learned and relearned that we complicate things, that consistency trumps 
intensity. My favorite AHA moment was the penny doubling analogy, $163 vs. 
$5,000,000 if doubled every other day. Authentic Inviting cannot have a script, 
genuinely connecting and caring naturally moves the process forward.

— Robert Rakowski 
League City, TX

“

”

Learn More:
MLMMINDSETCOURSE.COM

MLM MINDSET COURSE 
YOUNG LIVING™ EDITION
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Mach2 Vision Training is a video course where Richard walks you 
through the exercises in his classic book Mach2: How to Master Self-
Motivation and Stay on Fire for Life. This book has changed countless 
lives.

Once or twice a year, somewhere in the world, Richard conducts his 
famous A Bliss Life workshop, leading participants to break the chains 
of doubt, worry, fear and the status quo.

In this 4-hour training course, Richard personally guides you through 
the exercises in the book. If you cannot get to him live, this is the next 
best thing.

MIND BLOWN!
I just started the videos today because I wanted to finish the book once 
through before I started. I can’t wait to make these changes. Wish I 
would have found this years ago!

— Tracy Hughes 
Westfield, Indiana

“

”

Learn More:
MACH2MOTIVATION.COM

MACH2 VISION TRAINING 
TOTALLY NEW EDITION
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THE FOUR YEAR CAREER® FOR WOMEN
YOUNG LIVING™ SPECIAL EDITION

The Four Year Career® for Women is for any woman adventurous 
enough to open it up and begin the journey to a richer, more 
fulfilling, more purpose-driven life.

Written by Kimmy Brooke, who went from struggling single mom 
to building a team of 20,000 (on her lunch break!), this is the 
exciting new FOR WOMEN version of The Four Year Career®.

Filled with inspiration, stories and “from one woman to another” 
moments, give this book to all the women in your life and open 
their hearts and minds to this incredible business model called 
Network Marketing.

THIS IS A BUSINESS BUILDER’S MUST!
Oh Kimmy, I am so so so grateful that you made this edition. You have 
made it so easy to share the Young Living opportunity! This book is an 
absolute must. Every one of the business builders on my team has at least 
five copies. The women featured in this edition are so real and relatable. 
With tools like this at our disposal, ANYONE can grow a team!

— Emily Leyh 
British Columbia, Canada

“

”

Order Your Copy At:
BLISSBUSINESS.COM
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