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The LifeSpan Training Manual 
Does it really matter what Network Marketing company you join? 
Please circle your answer below: 

 NO
 YES
 DEPENDS
 NONE OF THE ABOVE

If you circled "YES" you are correct. 

Following are a few guidelines on what is REALLY important when looking at a Network Marketing company. 

The first thing to scrutinize is the Corporate Management 
experience in Network Marketing. 

Network Marketing - Corporate solvency 

Network Marketing - Management experience 

Network Marketing - Field background 

Network Marketing - Legal understanding (all Regulatory 

Agencies, including International) 

Network Marketing - Trade associations 

Network Marketing - CPF (Central Personality Figure) 

Network Marketing - Corporate mission 

The second thing to study is the PRODUCT(S) offered by 
the company. 

Quality - must be very high 

Market Demand - must have customer appeal 

Sustainability - must be consumable and  

high repeat (makes it Perpetual) 

Testimonials - must provide an obvious benefit 

Price - must be marketplace competitive 
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The third thing to examine is the financial remuneration program 
(Compensation Plan). 

Understandable - must be able to be clearly explained and 
understood within 3-5 minutes 
Perpetual - Must be Perpetual in makeup... not Residual (A 
Residual Plan gives you what's "Left Over") 
Balanced Plan - must offer true EQUAL OPPORTUNITY 

a) must not favor sponsoring for money
b) must not favor professionals
c) must not favor novices

Achievable - must be a "DOABLE" plan for novices and 
"ATTRACTIVE" to professionals 
Incentivize - must encourage personal and organizational 
growth 
Long Term - must offer perpetual features 
Customer - must offer a retail incentive for personal customers 
Special Rewards - must provide for extra commission and award inducements 

a) auto
b) trips
c) contests
d) performance
e) Everyday Hero Awards

The fourth area to consider (and by the most successful standards, the most 
underrated factor) is Training. 
The majority of people in network marketing generally have upline 
encouragement and receive motivation, but have no credible training (it's 
called - Sponsor and Dump) from becoming an entrepreneur, time 
management, retail sales, taxes/accounting/record keeping, the 
responsibility in sponsoring or, the basics of being able to run/manage a 
business. 
The simple reason is because most everyone is taught from elementary 
school on to get an education and get a job. Most people simply don’t have 
the background! Unless they get the proper training, they’re mindset is, "I 
need to 'GET' everyone I can think of 'IN' and make some quick money off 
them." The reality is that this mindset dooms any possibility of perpetual 
success. For perpetual success, there is "No Shortcut." Don't look at 
Network Marketing as "A Lottery Ticket" with a product as the engine. 
The "GOOD NEWS" is, following a proven Training Program has more 
value than a Doctorate Degree! 
However, regardless of the above factors, I have met people who can make 

it work in whatever network marketing company they are in. If you’re hungry enough, if you're mission driven, if you 
genuinely care enough about legitimately helping others... you can make it, and MAKE IT BIG!  
The people that are hungry are the people who have taken action and they figured out a technique of building their 
business, finding people to talk and doing it with passion and intent. By having a step by step blueprint and a process 
to acquire leads and develop those leads for your business, YOU will be very successful. 
The above factors dramatically increase your probability of being successful. However, once you’re hungry and once 
you discover a way to find consistent leads and prospects, you will be unstoppable in LifeSpan. 

The following Training Manual is not the only way to build a network marketing business... it's simply a very 
successful way for the majority! However, what's in this Training Manual may not work well for everyone. Each of us 
has our own set of "Special Circumstances." Use this Training Manual as a GUIDE, as a MAP where there are several 
paths to get to your goal. You must select the one that best suits your personality/character! 

If you are seriously looking for a company to create the future you've dreamed of, then check out LifeSpan's Product, 
Training, Support, Management, Timing, and Comp Plan and never prejudge a prospect! 

Nick Mangeris, 
LifeSpan Global, Incorporated 
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A S S O C I A T E T R A I N I N G

Welcome to LifeSpan Global 
Dear LifeSpan Global, Inc. Associate, 

e are pleased to welcome you to LifeSpan Global, Inc. 
LifeSpan was formed to provide the world’s highest 
quality products for you and your customers through 
promotion of honesty, integrity, and personal growth, 
resulting in a higher ‘Quality of Life’. 

This manual is focused on your LifeSpan Global 
Business. To properly and effectively benefit from the 
entire LifeSpan program we suggest the following: 

■ Begin immediately using LifeSpan products so you
may speak from firsthand experience. Learn and
share their benefits and how they work to promote a
Global Healthy Lifestyle.

■ Purposefully spend time talking with and getting to
know your sponsor and upline members.

■ Set realistic goals, write them down and follow thru.

■ Make it a point to attend every opportunity
seminar, call and training as you can.

■ Learn how to use the corporate website, your
training, marketing, and selling aids.

■ Be prepared to INVEST IN YOURSELF, face and
conquer challenges.

■ Keep an open mind and an open ear to new
ideas. Be willing to try new things.

■ Plan for and expect a Higher ‘Quality of  Life’.
■ Treat your Business as a Business.

By committing your time and effort, our experience
shows that you will see positive changes in your
life. You will undergo amazing personal growth,
countless new ideas, meet remarkable people, use
amazing  products, and enjoy a higher Quality of
Life. You will also find that others will come to
trust in you and look to you for leadership and
guidance.

Thank you again for becoming a part of 
LifeSpan Global, Inc. We are looking forward to 
building a long and mutually successful 
relationship. 

Sincerely, 
The LifeSpan Team 
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Important Company Information 

Address:      LifeSpan Global 
PO Box 265 
Berthoud, CO 80513 

Email: lifespan1@gmail.com 

Telephone Numbers: 
Customer Service:............................................(970) 532-2059 
Order Line:…..................................................... (970) 532-2059 
Corporate Line:................................................(970) 532-2059 
Fax: .................................................................(970) 532-2059 

Web Site: www.lifespanglobal.com 

Support Team: 

Sponsor:  Upline: 

Phone: ( ) Phone: ( ) 

Cellular:(      ) Cellular:(      ) 

Fax: (       ) Fax:  (       ) 

Email:  Email:  

Events: (Talk with your sponsor to complete this)

Ordering and 
Shipping of Products 

Office Hours 
The home office will be open from 

9:00 AM to 5:30 PM Mountain Standard 
Time, Monday - Friday. The home office 
is closed on Saturdays, Sundays and all 
legal holidays (see company website for 
status, updates and changes). 

Orders and Forms 
Please read and fill out all (hard copy 

and online) orders and forms completely 
and accurately, and submit these as 
appropriately required. This will insure 
you prompt service and accurate 
accounting. While most orders will be 
placed online at the company website, 
product may also be ordered by 
contacting the Home Office at: (970- 
532-2059) and speaking with a LIVE 
PERSON!

Additionally, you may place orders by mail. 
When completed, these forms are for your 
permanent record. 

Payment Procedures 
All products and company material 

must be paid for at the time of order by 
personal checks, approved check by phone, 
certified funds, credit or debit card, auto 
commission draft, or automatic bank 
draft. Please add and allow for appropriate 
handling and shipping charges for all 
orders (see Shipping Procedures on the next 
page). If a personal check should be 
returned as NSF, Canceled, or for Non- 
payment of any kind, the members account 
to which the order was or is to be credited 
will be frozen until funds are reimbursed or 
covered including all return check charges 
and bank fees, and then thereafter only 
Certified funds or verification of 
availability and chargeable funds to a 
current, valid credit/debit card will be 
accepted in the future. 

mailto:lifespan1@gmail.com
http://www.lifespanglobal.com/
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No other terms are acceptable for 
any reason whatsoever. LifeSpan 
intentionally operates on a low 
profit margin in order to provide 
deep discounts and generous 
commissions to its Member 
Distribution Network while 
providing and maintaining the 
highest quality products and 
services. For these reasons, the 
Company does not extend credit 
or other payment terms. 

Placing Orders 
There are several methods to 
order LifeSpan’s high quality 
products: 

■ Sign up for the automatic
“Smart-Ship” program

■ Order Online at the
LifeSpan corporate
website

■ Order by Telephone using
our Order Entry Number
1-970-532-2059.

■ Product order forms and
sales aid order forms are
available online. To reach
Customer Service call:

1-970-532-2059.

■ Mail in orders by USPS,
FedEx, or UPS using a
completed LifeSpan Order
Form

Please have the following 
information available if you call in 
your order: 

■ LifeSpan’s Member
Identification Number
(MIN) (company assigned
number).
If you are new, you might
need your Social Security
Number or a Federal Tax ID
number if you are registered
as a Business Entity,
Organization, Company, LLC/
Corp., etc.)

■ Method of payment

■ Ship to Address — if
different from your
mailing/billing address

■ Product identification
numbers and quantities.

■ Order entry personnel will
take your order and
immediately provide you
with an order total and order
number confirmation.

■ All orders are credited the
‘business’ day they are
marked received

and processed by LifeSpan, not the 
date of the postmark. Therefore, 
LifeSpan must receive all orders in the 
corporate office by no later than the 
first business day of the following 
month after the previous month pay 
period. 

The Home Office cannot grant 
“Special Consideration.”  This includes 
asking us to accept collect calls, pay part 
of fair booths, give sample products, 
make exceptions to policies and 
procedures, “bend” the compensation  
program,  hold  checks for delayed 
deposit, pay for meeting rooms, etc... 

Returned Merchandise 
Please read the “Buy Back/Return” 

section of our Policies & Procedures. 

You will need to contact customer 
service when arranging for a return to 
receive a Return Authorization 
Number (RAN). 

No product returns can be accepted 
unless specifically authorized first 
by the Company before return, 
for which authorization will not 
be unreasonably withheld. 

Shipping Procedures 
All products are shipped via 

USPS, UPS Ground, FedEx Ground, 
and through approved private 
carriers for special orders. Therefore, 
you must furnish a current street 
‘location’ address designating where 
the products are to be delivered. UPS 
and other carriers will not deliver to a 
Post Office Box number. Orders will 
normally and generally be processed 
within twenty-four hours of receipt 
(excepting holidays, weekends, or 
unforeseen emergency events and 
conditions). 

Shipping and Handling Charges: 
Please see our company order form 
for both shipping and handling 
charges. 
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LifeSpan Global, Inc. and Your Quality of Life 

C
The Independent Members of 

LifeSpan are a thriving blend of 
assorted people. The LifeSpan value 
system attracts people from every 
background, every part of the 
Globe, every economic and social 
stratum. Some are experienced 
business people, while others have 
little to no experience. Some have 
no formal education and others are 
highly educated. Some are shy, 
some are assertive and some seek 
total financial independence, while others simply want a 
little extra income or free product. But, there is one way 
that all LifeSpan Independent Members are alike: They 
all ‘Search for Truth’ and want to make their dreams  
become reality. Like you, they are ready to take control of 
their lives and use the building blocks uncovered in 
LifeSpan to create new and healthier lifestyles. 

LifeSpan is an invigorating and enthusiastic 
opportunity because it makes all of this possible. 

We live in an age when big business, big government, 
big institutions, and foreign intervention tower as giants over 
what made our America originally great, “You, the 
Individual!” You, the familiar American, the backbone of 
this great and free society have come to realize that your 
ability to share in the American Dream has become seriously 
threatened. Free enterprise, which once offered anyone with 
dreams and initiative the opportunity to transform those 
dreams into reality, has been overtaken by the giants. When 
individuals try to go out on their own to build a successful 
business in the traditional manner, they end up single- 
handedly fighting enormous odds which are now unfairly 
stacked against them. That’s why people are joining LifeSpan 
and now confronting and conquering these odds together. By 
exponentially multiplying and uniting our efforts and 
drawing upon the resources of well-organized, well-managed, 
experienced company leaders, each individual has the 
resources and the support to proudly stand firm among the 
giants. 

Through LifeSpan, every individual has access to 
unlimited earnings potential, and an unbeatable supply 
chain of the highest quality products anywhere. In 
addition, LifeSpan Independent Members are backed 
by a team of outstanding professionals in every area of 
business, marketing, accounting, legal, shipping, 
product development, and computer technology. 

All LifeSpan Independent Members have the 
support of a nationwide network 
of people who, like yourself, are 
building their futures as 
Independent Business People. 
One of the greatest tests that every 
small businessperson faces is the 
day when he or she feels alone 
and has no one to turn to for 
reassurance and advice. There is 
tremendous value and force in 
“Belongingness” and being part of 
a large team sharing similar goals 
within the context, security, and 

solidarity of a common mission. As long as you are a part 
of the LifeSpan family, you have someone as close as your 
computer or telephone that not only understands but is 
genuinely committed to you and willing to help. Your 
Upline sponsor, the home office staff, and all the people in 
LifeSpan are able and willing to help you succeed in your 
pursuit to improve your total ‘Quality of Life’. 

LifeSpan is an exciting opportunity and an adventure in 
achievement for everyone. You experience the thrill of 
achieving a goal and knowing that you can accomplish any- 
thing if you genuinely apply yourself. 

Each of us has just 24 hours in our day and it's ours to use 
in any way we wish. Opportunity is not simply ‘knocking at 
your door, it’s rattling the hinges of possibility and 
expectation! By becoming a Member of LifeSpan, you have 
opened the door to health, opportunity, and freedom! What 
will you do with it? It’s your future. 
It’s your LifeSpan. 

ongratulations, you are now part of an exciting awakening; 
one where we ask you to help bring many more motivated and 
dynamic people together for a common purpose: Improved 
Health, the fulfillment of their personal goals, and an 
overall, superior ‘Quality of    Life’. 
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Quality - Service - Satisfaction 
Those three words are the answer to 

the question, “Why does LifeSpan hold 
such promise for so many people?” 

First, LifeSpan upholds the highest quality 
standards for all of its products. Only the 
highest grade ingredients and raw materials 
are used in LifeSpan products. The result is 
a superior quality which creates confidence 
in LifeSpan. Always be assured that what’s 
on the label IS in the bottle. 

Second, LifeSpan Independent 
Members provide personal, 
one-to-one representation of these quality 
products. They follow up every sale to  
ensure that the customer is using the product and using it 
correctly. LifeSpan Independent Member Associates care 
about their customers and give each one the individual 
service and understanding not found in most traditional 
retail business. 

Third, all LifeSpan products are backed by a satisfaction 
guarantee.Each  LifeSpan  Member Associate  is  aware of 
the policy and honors it with all customers. The 
satisfaction guarantee is a source of pride for LifeSpan 
Independent Members, because they know and are 
confident of the high quality LifeSpan products they 
represent. They can stand strong behind what they share 
and sell. 

LifeSpan is a genuine people business. It is built on 
the foundation of trust, confidence, and reliability. The 
high quality of LifeSpan products, the reliable personal 
services of LifeSpan Independent Member Associates, 
and the LifeSpan reputation for integrity uphold this 
foundation. 

LifeSpan is Your Opportunity 
to Help People Improve Their Lives! 

LifeSpan is NOT ONLY a business opportunity. Of 
course that’s an important part, but there’s more — much 
more to what we do than just earning an income and 
building wealth. 

Psychiatrists tell us that one of the most difficult 
challenges confronting people in the modern world is 
finding meaning and purpose in their lives. People want to 
know that what they do, how they live, and that all the 
work, sacrifice, and effort they put into living each day are 
really worthwhile — that they provide value! 

Those of us who are part of LifeSpan 
are extremely fortunate individuals. We 
have found the means to fill the gap in 
our lives that calls out for meaning and 
purpose. We enhance people’s lives by 
providing the highest quality products 
formulated to improve their health, and 
we teach people how to improve their 
lives financially. 

We’ve built a unique company 
because we believe that people do 
think about one another and the best 
way to show it is by giving people the 
help and assistance necessary to put 
meaning and purpose back into their 
lives. This is what LifeSpan is all about, 
and you are now a part of it. 

LifeSpan Independent Member Associates help people 
in several different ways. First, by selling products to 
people that help them and their loved ones improve their 
overall health and the Quality of their Lives. Secondly, we 
give people the chance to share in our success and enjoy the 
personal rewards that come to those who are in the business 
of helping other people succeed. 

Beginning with their health, LifeSpan is giving people 
around the Globe the means to change their lives. Being a part 
of the fastest growing industries in America; our products are 
proprietary, unique, effective, and have an unlimited market and 
by using this manual each person gains confidence in 
selling our products and sharing our financial rewards. We 
will give them the technical materials, video’s and the 
information and guidelines they need to share the great 
value, effectiveness, and results of LifeSpan products. 
LifeSpan is an opportunity for anyone...but not for everyone. 
No matter his/her background, anyone can become successful, 
and bring new meaning and purpose into their lives, and the 
lives of others around them. 

Success, a vibrant word in our language, is something 
that we all want, and something that many people struggle 
with and struggle for, their entire life. As an Independent 
Member with LifeSpan, you have within your reach the 
potential to achieve all the success you desire. We 
encourage you to introduce others to the LifeSpan 
opportunity, share your experiences with them and as a 
result, enjoy increased levels of personal success. 

LifeSpan offers anyone an opportunity to help 
themselves and help others at the same time. Anyone 
with ambition, desire, and enthusiasm can do it. 

LifeSpan... 
Empowers You to help others. 
Educates You to provide a service to your customers. 
Empathizes You and your needs.
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W 
What Do I Do First? 

Your First 30 Days Guide for LifeSpan 

e are pleased that you are a part of the LifeSpan family. 
Your decision provides you with an opportunity to take 
control of your financial destiny and make a difference in 
the lives of others. 

Whether your goal is to make extra income or to 
develop a business and become financially independent, 
you’ll find that there is no better career to be involved with 
than helping others. 

You are in business for yourself, but not by yourself. 
You have the support and training most could only receive 
from a franchised business, but without the enormous up- 
front costs. 

The First 48 Hours 
■ Complete all necessary paper  work.

■ Place your first order and start your Smart-Ship.

■ Meet with your sponsor for a “getting started meeting”.

■ Read and review your Member Training Manual.

■ Familiarize yourself with our website, products and the 
tools available there.

■ Prepare your contact & prospect list.

■ Schedule ongoing communications with your upline.

■ Set your personal and business goals.

■ Find a quiet place in your home to set up your business 
area, with no distractions. 

The First 2 Weeks 
■ Become a product of the product — develop your own

testimonial.

■ Attend and participate on every conference call.

■ Attend the next official business training session.

■ Attend any other training sessions that are available.

■ Review all available corporate materials.

■ Find an Unlimited Usage Flat Rate Phone service. Most
companies already offer this.

■ Order 3-way calling for your telephone, it’s only a few
dollars per month.

■ Open a b usiness c hecking account.

■ Order business c ards.

■ Book y our f irst two p roduct p resentations.

■ Contact your upline to schedule a Q & A with  your 
two prospects.

■ Purchase a day planner or time management system.

■ Continue to review y our g oals and work towards 
achieving them. 

Getting Started 
1. Start With a Proper Attitude. One of the most

rewarding aspects of working with LifeSpan is that you
have the opportunity to change peoples’ lives by helping
them feel better, look better, and hopefully, live a longer,
more productive and higher quality of life. If you
maintain the attitude of putting THEM FIRST, you have it
made in this business. Your sincere intent will come
across to the customer.

2. Use the Product. Use the product with Enthusiasm!
Remember! If you're not sold, you can't sell anyone. The
last four letters in “enthusIASM” stands for I Am Sold
Myself!

3. Set Your Goals: Figure out and write down how much
income you want to earn and how many hours a week
you are willing to commit to attain that goal.

4. Make a Contact & Prospect List.  Try to keep a running
list of at least 25 contacts at all times (see the contact/
prospect list in the forms & tools section of this manual).
What is the difference between a contact and a
prospect? A contact is anyone you meet or know. Do
not pre-judge anyone as interested or not interested in
your products or business. A prospect is someone you
have spoken to that expresses interest in learning more.
As you develop and add to your list, remember to strike
up a conversation when you are out in active everyday
life. As the course of conversation turns to money or
health or lifestyle, you have a new prospect who
might
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becomes a Member. There is 
never a need to go out prospecting 
if you will consistently go 
“contacting” and ask for referrals 
while you are out. To get your list 
under way, start with your family, 
next your friends, and then your 
acquaintances and strangers. You 
can use the convenient memory 
jogger in the forms tools section. 
Remember, people buy your 
‘ENTHUSIASM’ long before they 
buy the product! 

5. Buy A Good Day Planner, PDA
or Calendar, and Get in the
Habit of Using It! One of the great benefits of owning a
small business (which you now do) is the tremendous tax
advantage you can create through lawful business
expenses. By using your planner to keep simple daily
records of expenses, mileage, and contacts you will have
documentation for a thorough set of tax records. You
will also find that your planner will be a vital means of
keeping track of appointments and prospects. (LifeSpan
does not offer accounting services or tax advice. Please
contact your professional financial advisor for
information on how to properly set up and maintain
your books and records.)

6. Keep Enough  Supplies  to Get  Underway. You need
some materials to get a successful start in our business,
but you will want to keep expenses to a minimum. To
get under way, we feel you should consider the following:

■ Purchase enough product for personal use, to sell and use
as samples for new prospects and customers

■ Acquire Business Cards.

■ Keep an Adequate Supply of Applications and Order
Forms OR use your Pad or Laptop

7. Develop A Simple Method of Presenting and Use These
Techniques Over and Over. Some basic approaches that
have been effective are:

■ Explain how the LifeSpan products enhance lives. Begin
with your own experience.

■ Describe the benefits and give a few testimonials.

■ Use one simple method of asking for the sale with which
you feel comfortable.

Don’t hesitate to ask for the sale… 
Don’t be ‘aggressive.’ (Aggressive 
Example: ”You better get this stuff right 
now, ‘cause I don’t have all day.”) But, 
don’t be timid. (Timid Example: “You 
wouldn’t want to buy any of this stuff 
would you?”) Be confident. (Confident 
Example: “I personally started with a 
couple months supply so that I would be 
able to talk to others and have product for 
them. Would you like to do the same?”) 

8. Keep Two Simple Rules  in
Mind to Make and Keep

Business Profitable. Make your business pay as you 
go. Keep your expenses under control until you’ve 
made a good start. 

Whether you set a goal to spend 5 or 20 hours per 
week on your business, commit yourself to stay the 
course week after week. This is the single biggest 
difference between those who succeed and those who 
don’t. Erratic commitment produces erratic results. 

9. Enjoy  Yourself.   LifeSpan   is   Not   About   ‘Chasing the
Dollar.’ This is really a fun business. Enjoy the people you
work with, and let your efforts bring you the rewards. Avoid
high pressure closes. LifeSpan products are easy to share if
YOU simply use them… show them, and share your
personal experiences. Remember, “Facts tell, Testimonies
sell and Actions Reveal.” The LifeSpan brand name alone
will create ample interest and possible new orders from the
experiences of existing LifeSpan product users and
customers.

10. Ask for help whenever you need it. LifeSpan is
dedicated to your success.  We will supply you with all
the information you need to make your business what
you want it to be. If you have a question that you can’t
find the answer to in the training manual or from your
sponsor — Call the LifeSpan Office. We want you to
succeed!

11. Always Conduct Yourself with Integrity and Class, and
Always Adhere to the LifeSpan Code of Ethics. As you
work your LifeSpan business, people see you as the
Company. Everything you do is a reflection on every
LifeSpan Member locally and nationwide. It mainly
reflects upon your own good name. Skip the short
cuts… they don’t last! Do the work proudly and be the
example of  integrity the business world rarely sees. Let’s
make a difference together. We can make sure that
everyone wins and prospers with LifeSpan!
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Y 
Goals and Commitments 

Goals 
How would your life be different if money were no object in your life? 

our success in LifeSpan will happen with greater speed and ease 
when you are closely in touch with your ‘why’ for engaging in it. 
The money is never the why. Most people  experience success to the 
extent to which they have clearly defined and are passionate about 
their ‘why or what’s the purpose’ and then tap into that passion for 
building their business. Your ‘Why’ is the emotional engine that 
must be important 

enough and/or big enough in your life 
to cause you to make a move/take 
action to make it happen. Use the 
following worksheet to identify what 
goals and dreams you will work to 
make happen in your life that can be 
provided through building this 
business. 

To create the foundation for a successful 
business you need to know your ‘Why.’ 

Before you answer the following questions, 
recognize that your goals may change and be  
redefined. So for now, write down whatever you have 
come up with in the past or whatever comes to mind 
now and move on to the next section. Also, recognize 
however, that the more clearly defined your goals are, 
the more you have set yourself up to win. Remember a 
“vague” goal is like a ship without a rudder, so make a 
commitment to constantly refining your goals. 
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(Example: I wish I had the money to travel. Be more 
specific, such as: I want to travel to the Civil War 
Battle Grounds and walk in the footsteps of the great 
generals and see the very hills where battles were 
won and lost.  I’ve read where there are still trees 
with bullets in them from the volleys of rifle shot and 
holes from cannon balls.” Now that’s motivating.) 

What do you want your business to do for you? 

Commitments 
Now that you have determined what you want, you 

must decide what you are willing TO DO to make it 
happen. Every business is built through commitment. 
You commit to bring money, energy, time, personal skills, 
and contacts. Let’s go through the process of determining 
your commitment strategy so that you can construct your 
Success Plan. 

1) Money
You don’t need much money to begin. Your commitment

will show up in the following areas: 

What do you want from it? 

Start Up Cost: 
Personal Product….......................... $ 

Business Phone Line 
(Extra line for home).......................... $ 

Portable Headset/Phone (optional)..$  

Other Start-Up Expense(s)  ............ $  
What are your short-term goals? 
(Pay off credit cards, furniture, student loan) 

1. 

2. 

3. 

4. 

5. 

What are your long-term goals? 
(Retire spouse from work, own 2nd home in San Diego) 

1. 

2. 

3. 

4. 

5. 

When all your personal needs have been handled 
and money is no object in your life, what 
contributions would you like to make to others, 
to your community, to the world? How would 
you make a difference? (Build a homeless shelter, 
sponsor battered and abused center, do missionary work) 

1. 

2. 

3. 

4. 

5. 

Sub Total   .......................................$  

Monthly Costs: 
Smart-Ship Product Order: ...........$ 

Long Distance Phone Bill..............$  

Second Line with 3-Way 
Calling/Call Waiting .....................$ 

Lead Purchase, Ads, 
Postcards, Website ........................$ 

Sub Total   .......................................$  

Yearly Costs: 
Convention Expense & Leadership 
Conferences & Travel...........................................$ 

Total ..............................................$  

There are many tax benefits associated with having your 
own business. See your financial advisor or a business 
accountant and/or ask your sponsor for more information 
about how these benefits can offset your business expenses. 

2) Time
How much time WILL YOU commit to your business?

Be realistic and be consistent. Use your calendar to figure 
out the blocks of time you can commit to your business on 
a regular, weekly basis. Write down an abbreviation for 
LifeSpan on your calendar in the available time slots you 
will commit to your new business. Write down the total 
number of hours below. 

My Weekly Time Commitment (Total Hours): 
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3) Personal Skills, Talent and Experience
We all have skills, talents, and experiences we will use

to build this business. Taking this inventory is one way to 
identify them and boost your confidence in your ability to 
build this business and be prepared to let those you bring 
into the business know how you will help them succeed. 

What are the key strengths you bring to your business? 
(Use separate sheet if needed.) 

Example: “I like to teach people new things. I 
keep informed. I’m organized.” 

1. 

2. 

3. 

In what areas are you willing to make breakthrough 
improvements? 

Example:“I’m going to learn to be more 
efficient and organized with my time” 

1. 

2. 

3. 

4) Contacts
Create a list of names and phone numbers in a three- 

ring binder using copies of the Contact/Prospect List 
Worksheet in the Appendix. You will compose this list of con- 
tacts from your address book, Rolodex, Christmas or Holiday 
card list, or any other lists you may have. Use the Memory 
Jogger in the Appendix to remind you of all the people you 
know. You may not know their name; it’s okay to describe 
them as the “lady who works at my dry cleaners.” Even if you 
don’t have their phone number right at that moment, put 
their name on the list. Most people will come up with 100  or 
more names when they complete this exercise. 

Out of each 100  names, an average of 20-25 are looking 
for a way to earn some extra income and an additional 20 
will simply end up using the products after you share your 
experience and the information with them. You won’t 
necessarily know who those 30-35 people are, so do not 
prejudge anyone. 

For example, you may think ‘Jerry’ is so successful, as 
a lawyer he makes over $200,000 a year, but what you 
don’t know is Wayne feels trapped, he has to keep working 
to afford the lifestyle he wants for his family, and he has 
little time freedom to spend with them. Instead of “voting” on 
whether what you have is for them, simply notify them all 
and allow the interested ones to identify themselves or refer 
you to others. The only pre-judging you can do is be sure to 
first call any people you know who are looking for another 
way to earn income, or to be healthier. 

The Notification Principle 
The purpose of approaching your contacts is not to 

‘convince’ any of these people to join you in the 
business. You want to simply notify them by giving a 
compelling message beginning with your product 
experience! Let them know you have started your own 
part time, home-based business and you want them to 
know what you are doing. If you were opening for 
example, a retail shoe store, wouldn’t you notify 
everyone you know? The same principle applies here. In 
the process of notifying your contacts you will run 
across some people who will naturally be interested in 
an income opportunity or your products. The key is to 
let those people select themselves by listening to your 3- 
minute sizzle call. There’s no need for you to convince or 
sell anyone. You will be most effective when your 
intention is to simply notify with no hidden or surprise 
agenda. It's okay to call the people first who you believe 
would benefit from the products, the business, or who 
would be an asset to your team. Just remember to enter 
the conversation with no objective other than to give 
them what they want, not what you think they need. 

Schedule your first block of telephone time (prefer- 
ably two hours) and begin notifying your contacts about 
your business. Practice a 30 second “commercial” or 
introduction to your new business and LifeSpan. 
Organize with your upline so they can be available to 
coach and answer questions.  Write the dates here: 
Date to begin notifying contacts:   

Ideally, you will want to work in 1-2 hour blocks of 
time. A good first month goal might be to turn 20 con- 
tacts into prospects and sponsor your first 3 Members. 

Number of contacts I will notify each week: 

Commitments Summary — 
Your Plan to Succeed 

Now it’s time to tally up the resources and the 
commitments you are willing to invest in developing 
your LifeSpan business. Go back to the previous pages 
and let’s summarize and tabulate your commitments. 

Capital...................................Total $ 

Time (hours)............................Total 

Number of Contacts...................Total 

Date to Begin Notifying Contacts....Date  

Number to Notify in 1st Month......Total  

The numbers tell the story; they become the key- 
stone of your business. They are the key to opening a 
whole new door of opportunity. Combine them with 
consistency of effort and you achieve your goals in net- 
work marketing. Now all you have to do is deepen your 
commitment to take these actions to produce results. 
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Organizational Techniques to 
Keep Your Business on Track 

B
Stick with Your Schedule 

egin notifying your warm market on the date you scheduled. Learn to 
‘employ yourself’. Treat it like a part-time job with the difference being it’s an 
investment in yourself and your family's future. You work for yourself and 
your goals, not your boss or big brother. What if you knew you would be 
paid $100 per month for each person you talked to, whether they joined or 
not? That’s the potential before you! Each person you talk to can be worth 
that and much, MUCH more. 

Use a follow up system. There are many contact 
managers for your computer. This is an easy and 
inexpensive way to start: 

Or, get a notebook with tab dividers for A-Z and 
1-31 and make multiple copies of the Contact Sheet 
and Daily Calling Schedule from the Appendix. Each 
time you begin taking a prospect through the System, 
fill out a Contact Sheet to keep track of your activity 
with that individual. File the contact sheets by last 
name in the A-Z section of the notebook. Take copies 

Of the Daily Calling Schedule and insert them between each of 
the 1- 31 tabs representing each day of the month. When you 
schedule a callback for a next step with a prospect, 
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write it on the Daily Calling Schedule. Each day you 
will refer to the schedule to see who needs a follow 
up call. 

Get some packs of 3 x 5 cards and a file box 
with tab dividers for A-Z. Also, get a “day at a 
glance” (one page per day) calendar or ‘callback’ 
book for the year. Use a 3 x 5 card for information 
on each lead and file them in A-Z sections of the 
card file box. Use the callback book to schedule the 
date and time of our follow up calls. Then, each day 
you make calls refer to your callback schedule and 
pull your 3 x 5 card from the file for the individual 
you  are calling. 

Set up a portable file box or other filing system 
for all your company and marketing reference 
materials, order forms, expense receipts, etc., so 
you can locate them when you need them. 

Feed your mind with the positive input from 
any source such as motivational or inspirational 
books or cassette tapes; it’s just as important as 
feeding your body. In the same way our bodies are 
subject to a polluted environment our minds are 
subject to negative input from all around us, so 
choose to stay nourished, physically, mentally, 
emotionally and spiritually. 

The “On Your Mark, 
Get Set, Go!” Plan 

The “On your Mark, Get Set, Go!” Plan is simply 
a logical approach to your business that will enhance 
your chances of success. Of course, nobody can 
guarantee your success, but following these steps will 
help you get your business life started on the right 
foot. This training is the basis of the LifeSpan 
business, and is the foundation upon which the 
training programs are based. 

Just like an Olympic runner looking to win the 
gold medal, you have a better chance for success if 
you follow the philosophy of “On your Mark, Get Set, 
Go!” “On your Mark” simply means that you are on 
the line and prepared to run. In network marketing that 
means learning the business principles. “Get Set” 
simply means you are in position, eyes straight ahead 
and totally focused on your objective. For you that 
objective is achieving success and you get “Set” by 
preparing to share the opportunity with others. 

Finally, “Go!” is when you spring into action and 
accomplish what the other steps have prepared you to 
do, which for you will be moving forward and putting 
your plan into motion. Let’s take a closer look at how 
this philosophy works in your business. 

On Your Mark 
When you are ‘On your Mark,’ you have prepared yourself  

to conduct business. You know what your products are; you 
have used enough of the product to know that you can proudly 
represent sent them. You have a clear idea of what you have to 
do to get paid the kind of money you want to make. You can 
handle customer communications and  questions. 

Too often people get stuck at “On your Mark.” While you 
want to be prepared to do business, you should also keep in 
mind that you cannot make your business run on preparation 
alone. Everyone must DO... to recover your startup costs and 
turn a profit. Preparation is not the goal, it is aimed at preparing 
yourself to do the right thing at the right time in the right way 
to build your business. Don't get stuck Preparing to Prepare.... 

The following is a checklist of items 
that will help you get “On Your Mark.” 

I read about and use the LifeSpan products that interest me. 

I know enough about LifeSpan products and services that 
I can tell others general information about them and know 
where to get material for complete explanations. 

I am a product of the product and use them myself, 
have my own testimony of the products, and speak 
excitedly about the products and  services  I  use and why. 

I have  read  and understand  the   LifeSpan “Perpetual  Earnings 
Plan” Program. 

I read and understand the LifeSpan Policies and Procedures. 

I have enough supplies to start my business. 

I am prepared to deal with the  tax realities  of  having my 
own business. 

I have done a “check up from the neck up” and am 
mentally prepared to conduct business. 

I have set reasonable activity goals that should get me 
the results I want. 

I have notified my up line that I am a serious business 
person. I recognize that I have hired them, not the 
other way around. My upline works for me! 

I have contacted at least three upline Associates who are 
ready and have agreed to help me. 

These upline Consultants are: 

1.   

2. 

3.
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Get Set 
Getting “Set” requires you to focus your attention on an 

objective or goals and not be distracted from that focus. 
Have you ever wondered how a farmer can have such 
straight rows of his crop? He sets/focuses his eyes on one 
spot on the other side of the field and doesn’t take them off 
that spot till he arrives at his goal. In network marketing 
you do this by creating a list of people who you think might 
be interested in your products or in the business 
opportunity. 

In network marketing, focus is a little more than 
developing a list of friends and consultants. It really means 
to decide the techniques you will use when you approach 
each person on your list, as well as a system to track their 
progress towards a sale or enrolling them as an Associate. 

You will soon discover that there are three kinds of 
markets: warm, cold, and pre-sold. Your warm market is 
made up of people you know and who may be inclined to 
listen to what you do or say. Your cold market is made up 
of everybody else in the world. 

Your task then, is to make a list of 50 to 100 people 
who use any products similar to ours or are health 
conscious. These will be the people with whom you share 
product. Of course, you will also want them to know about 
the opportunity, but they are your primary customer list. 

Obviously, your cold market is far and away the largest. 
If you plan to be successful in your LifeSpan business, you 
are have to have a way to meet and influence your cold 
market. Fortunately, some of LifeSpan core products are 
similar (albeit far Superior and Unique) to ones that many 
people already use. But as an added edge, several LifeSpan 
products are “Proprietary,” even “Revolutionary”, and in a 
complete class by themselves. Your job is to be able to 
show a stranger why he or she would be better off using 
LifeSpan products and services. 

How do you approach your cold market? There are a 
number of techniques, but they all have the underlying 
principles of YOU first being in love with your products 
and proud to represent them, and second, learning to care 
enough about people, even strangers, that you are willing to 
make yourself a little uncomfortable at times to be of 
service to them.  

After all, if they don’t know about LifeSpan 
products but you openly tell and share information about 
the products with them, you are really doing them a huge 
favor. And, how could someone doing a favor offend 
approaching what is now your cold market. Remember, 
you are not yet in the “Go!” stage of this business 
approach, but are looking at these possibilities (along 
with others suggested by your upline as well as those 
anybody? So, let’s talk about some of the strategies 

you might use in derived by you) and planning which of them 
you feel comfortable with in getting started. Again, the 
following examples are for your cold market. 

Newspaper Ads: 
Company approved blind ads and display ads for the 

newspaper or classified circulars can be a good first start. 
Many network marketers have used ads like these success- 
fully. The trick is to arouse their curiosity, but not so much 
that people will make a decision without talking to you. (You 
will need to use pre-approved ads for this purpose. 
Contact our offices first if you are interested in this method.) 

Booths at Fairs, Bazaars, and Malls: 
This is another technique that has been successfully used 

by network marketers. The trick to setting up a booth is to 
make it attractive. Give people enough information to attract 
attention and arouse curiosity. People will stop and ask and 
then you have the right to share your information with them 
in detail. 

Another principle in setting up a booth is to make it 
visually interesting. This means use some pictures, color, and 
various sizes and styles of text. Playing a corporate video 
will almost always draw attention and interest of those 
passing by. Also, when you work a booth you must use body 
language that indicates you are glad you are there and are 
willing and able to field questions. This is not the place to 
read a book, do homework, or lounge invisibly in the 
background. If you choose this method for contacting your 
cold market, remember you are on duty and at work when in 
the booth. 

Referrals: 
Always ask for referrals, and always, always, follow up 

on them. Make it a practice to never leave someone with 
whom you have discussed business without asking for a 
referral. This does two things. First, it expands your warm 
market by giving you an introduction to people in your cold 
market. Second, it causes the prospect to think about their 
warm market and think that they may have enough contacts to 
feel comfortable about starting a LifeSpan business of their 
own. 

(Asking for a referral example: “Jane, if you’re not 
interested right now, who do you know that would 
benefit from these fantastic products or may be 
interested in some  extra income?”) 

What are some of your ideas? Add them here. 
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Go! 

Businesses require a variety of 
skills to be successful. Just as no 
one is expected to have all the 
skills needed to build a booming 
business all by themselves using 
more traditional marketing 
methods, very few people naturally 
have all the skills required to put 
together a network marketing 
organization by themselves. 

Up to this point you have been preparing to con- 
tact people. First, making sure you’re confident with 
the company, its products and services, and second, 
defining whom you want to share the information 
with and how you want to approach them. The “On 
your Mark” and “Get Set” portions of this plan should 
have taken you no more than a week at the most to 
prepare and begin to implement. You can’t help 
anyone else or make any money in this business,  

unless you act! That is the sole purpose of “Go!” 
Your first few contacts are absolutely critical. In the 

“Get Ready” phase of this plan you put your upline 
on notice that you are serious about building a 
business. Your upline now works for you. They didn’t 
hire you 
— you hired them. It is time to put them to work. If 
you don’t know how to set appointments, or are not 
confident in doing so, get with them and have them 
give you some “on the job training.” Have them join 
with you on 3-way phone calls with your prospects. If 
you don’t know how to most effectively present 
products, get with your upline. If you don’t know how to 
effectively screen prospects, have them help you. That is 
what they are committed to do, and that is what you are 
committing to do for the people you enroll in LifeSpan. 
This is a people-helping-people business. Remember, 
“sponsoring” is a key part and component of the word 
“Responsibility”. “Sponsoring and Responsibility” go 
hand in hand and cannot nor should  not be separated. 

Let’s talk about some of the concepts behind the 
“Go!” portion of your plan. 

Set Activity Goals 
If you set activity goals you are setting goals on 

something you can control. LifeSpan products and 
compensation are strong enough that if you get in 
front of the people you will have sales and people to 
“sponsor”. Statistically, it is a sure and certain result. 
Develop teams with your 
upline and downline (or 
sideline, for that matter!). 

You may be a good recruiter but not as good at teaching 
product use. If you are connected with someone in LifeSpan 
who has the opposite skill set, get together and work out an 
equitable deal to help one another. And make sure you 
communicate regularly and clearly with each other! It is 
always about Teamwork! ...Put the team to work! 

Pay attention to what you’re doing! Track your 
performance, identify ways to improve, and 
make self-improvement a daily part of your life. 

If you have no way to track your performance of 
goals or a desire to improve, you may as well not get 
started. Many network marketers (even some who gain 
a certain level of success) seem to miss the point 
entirely. They think it is all about money.  It isn’t. 
Believe me IT ISN'T! 

LifeSpan's Network Affiliate Marketing is all about helping 
people and improving one’s self. The money will always 
follow as a result. Long-term success can’t be built on a 
flimsy product line or a complex pay plan that abuses 
customers and Members. Neither can it be built on weak or 
apologetic personal character! 

Successful Lifespan Members do what unsuccessful 
Members won't DO. Successful Members plan their 
days with activities that meet long-term goals…and 
then they work their plan. They get organized and stay 
organized. It is really pretty simple. The tough part is 
the personal discipline to just DO IT! 

Make it fun. You are a volunteer. If it isn’t fun, if you 
don't like it... it probably isn’t worth doing. You have a 
lot of other things you can do with your life. While it 
may sound like a paradox, you should work hard at 
making it fun. We at LifeSpan are grateful for your 
voluntary participation in our mission to improve 
people’s over-all health, wellness, and financial future. 

We want to be a positive 
addition to your life and we can 
only do that if you do your very 
best to be prepared, commit, and 
have fun. 

The balance of this manual 
contains vital information you 
need to get familiar with as the 
“On your Mark” part of your 
“On your Mark, Get Set, Go!” 
plan. It’s time to roll up your 
sleeves, get to work, have fun, 
and get‘er done! 
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Making the Most of Your Opportunity 

uilding success in LifeSpan begins with retail sales. As your business 
grows, you will be expanding your opportunity by enrolling and sponsor- 
ing other people into LifeSpan. However, you must first learn the funda- 
mentals of the business yourself in order to be a good sponsor and enroller. 

The Retail Opportunity 

B 
Retail sales are the foundation of every 

successful LifeSpan business. Not only do they 
generate immediate earnings, but also ultimately, 
your retail sales efforts will be your most important 
source for enrolling and sponsoring new Associates. 
Within the following pages, you will read detailed 
explanations on how to build a successful retail business. 

Experience and Learn the 
Products and Study Sales 
Techniques 

Your first step in learning the retail business should 
be to "Become a 'Product of the Products.'" This 
begins with the products and grows in to the marketing 
programs, how to make retail sales, follow-up, goal 
setting, the appropriate use of sales aids, and how to 

Close the sale. Locally, have planned meetings scheduled 
on a regular basis. Plan and attend the next meeting. Be on 
all company conference calls and participate. 

In addition, arrange to talk with your sponsor on a 
LifeSpan one-on-one or group presentation on their 
conference calls. By personally observing the techniques 
used, you will gain firsthand knowledge of how this aspect 
of the business functions. You will learn how an 
experienced business person prepares 
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and presents the products, answers questions, closes the 
sale, gets the orders, obtains referrals, etc. While your own 
presentation will probably differ from that of your 
sponsor’s,  just hearing someone using these techniques and 
selling products will be an invaluable experience for you. 

Set Sales Goals 
People are not sitting at home waiting for you to call, 

setting sales goals is an essential procedure for every 
businessperson regardless of whether you are just starting 
out or are an experienced professional. Setting goals will do 
two things for your business. 

Goals Keep You Aware of Your Priorities. 
Because retail sales and sponsoring others who create 

retails sales is so important to your business, you must com- 
mit yourself to reach a certain minimum production every 
week and every month. Only 
by doing so will your business 
achieve sustained growth and 
your income attain a level of 
stability. 

Goals Help You Maintain 
a Consistent Effort. 

It is particularly important 
when you are first starting out 
that YOU know what You want 
so that you can measure your 
progress. At first, retailing 
products and spon-
soring others may seem difficult for you. You may be appre- 
hensive and nervous. You may not know your products and 
sales techniques thoroughly. Specific sales goals will help 
you go out each day and make the effort necessary to get 
your business established. 

Set Realistic Sales Goals. 

Only you know what a realistic goal is for you. Your 
goal may be FREE products, $300 or $3,000 each month, 
depending upon how much time you have to devote to your 
business. And once you have set a goal, do your very best to 
reach it, even if it means working extra hours and weekends 
to do so. Take your goals seriously, just as 
your  LifeSpan business must be taken seriously if you 
really want to succeed. 

If you plan to work your business 10 hours a 
week, then give it a solid 10 hours. By setting goals 
you will have a yardstick with which to measure 
your progress. And above all else, stick to it! 
Don’t quit! Keep on Keeping on! 

Finding Prospects & Making Appointments 
LifeSpan's product lines are used every day by tens of millions. 

They are high repeat, consumable and easy to talk about. Most 
people begin their retail efforts and sponsoring activities by 
contacting the people they know best and see frequently. These 
people include friends, relatives, business or professional colleagues, 
members of clubs, church groups, associations, etc. 
Friends and acquaintances will help you get your business off 
to a good start. They are people that you already know with 
whom you can speak comfortably and familiarly and who will 
be very supportive as you begin your efforts. Some new LifeSpan 
Independent Member Associates hesitate to approach personal 
acquaintances just because they are friends or relatives. They do not 
want to be "pushy" or put their friends “on the spot.” Such hesitation 
is misplaced. 
LifeSpan products are of the highest quality, are 

needed by nearly everyone, and 
are all backed in performance 
with a satisfaction guarantee. By 
introducing your friends to these 
products, you are doing them a 
favor. They will appreciate the 
enhanced benefits and superior 
quality of the products and the 
convenience of buying from 
you, from someone they know 
who will give them good 
service. 

As you begin your retail 
business, make these 
acquaintances your target 
audience. Use the contact & 
prospect form in the 
Forms section of this manual 
and continue by filling in the 
names of everyone you know. 
Begin with your close friends 
and relatives and work on 
down the list writing in the 
names of colleagues, business 
consultants, and fellow club 
members. List all the people 
you see during the course of 
your day: the clerk at the dry 
cleaners, the plumber, 
parking lot attendant, 
waitress, your insurance man, 
etc. Even if you don’t know 
someone by name, indicate 
who he or she is on your list. 
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Sponsoring & Enrolling — Continuing the Process 

T
 
he fastest way to build an organization is to enroll and sponsor others. 
This doesn’t mean becoming a “sponsoring machine” that “churns out 
converts”…it means finding people to work with, on your first level. 
That’s it. Never stop building ‘first-level’ activity. As you sponsor others 
and teach them to do the same retail merchandising you are doing, you 
build the business of your dreams. Now you can begin supporting your 
‘first level’ Associates to sponsor a strong first level of their own. Our 
compensation plan supports this activity with exceptionally high 
commissions on your first AND second levels! This kind of caring and 
responsible sponsoring is one major key to success. 

Question: Who are you able to sponsor? 
You can sponsor anyone! Just give 

people a chance to discover LifeSpan with 
your help, then allow them to make a 
decision for themselves. NEVER prejudge. 
NEVER eliminate one person because 
he/she is too busy or because he/she 
doesn’t appear to be “the type.” It is 
impossible to recognize those who will 
work the business with real enthusiasm 
and those who will not. 
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Remember: You never know who your “stars” and dia- 
monds in the rough are going to be. It’s exciting to know 
that your brightest star may be the very next person you talk 
to and sponsor! You will be even more successful in finding 
and developing as many “stars” as you want when you 
become and “be” a rising “star” yourself. It's always Leaders 
who find and develop the greatest number and most suc- 
cessful of other leaders. Don't wait to be led... To find and 
build leaders, become one yourself. 

Question: Who Do You Know? 

Answer: Everyone you know is a potential 
member of your LifeSpan network. 

You know waaaaay more people than you might 
think. Who’s Who in Your Life? Go to and use the Memory 
Jogger  in  the  forms  section  of  this  manual.  Remember, 
don’t prejudge or eliminate anyone. Give everyone a chance  
to share in LifeSpan. Keep in mind, too, that not all people 
currently in  your network said  “yes” to LifeSpan the  first 
time around. And if you do receive no for an answer, do not 
take it as a personal rejection. 
Sometimes when people say no, what they are really saying is: 
“Based upon the information you have given me so far, I am 
not interested, or it is not for me at this time.” That still creates 
an opportunity for you to provide more information to them 
later. Also, do not assume that “no” means no forever. 
Sometimes it is a matter of timing not being right and some 
people might rather spend their time doing something else 
for now. But things can change later. Therefore, do not make 
the mistake of removing someone from your list who might 
change their mind later. Put their name on a “Get Back to 
Later List”. Only when or until you have a definitive or 
decisive “no” from them, do you want to consider drop- ping 
them from your list. Many a regret has been expressed by 
many who gave up on a person too soon and too early who 
later become “stars” for someone else. Remember always that 
a possible Member who says no for now can still become a 
customer and have interest in using your truly unique 
LifeSpan products. Often times customers who experience 
great results and satisfaction with the products and become 
really excited, express later a desire to become directly 
involved with the business. So never prejudge or prematurely 
dismiss anyone’s possible later interest. 

Effective Approaches 
Now that you have lists of names, you can begin 

approaching people about the LifeSpan Products and 
Opportunity. Remember that simple, personal, sincere, 
relaxed, natural approaches are the most effective. Find 
an approach with which you feel comfortable. Following 
are some examples: 

■ Let Them Sample Some LifeSpan Products. This can be a
very good and simple way to approach someone. Once
they’ve tried it, you’ve eliminated any of the “what does it
feel like or taste like?” concerns.

■ Share a Copy of the Product or Opportunity Brochure
with someone you meet or know, every day. They both
provide colorful, useful explanations of why you are
excited and what you are precisely excited about.

■ Three-Way or Conference Calling with your Sponsor is
easy and effective. Once again, it gives you the
opportunity to make a simple introduction of your
opportunity to a prospect with “someone who
knows,” then let the “expert” do the sharing and
selling with and for you!

■ Participate in a Health Fair, Craft Fair or Seminar
Notify and invite your friends and acquaintances of
your participation.

You’ll think of even better ways yourself! The important 
thing is to get started right away sharing the Products and 
the Opportunity of a LifeSpan! 

Remember the three most important methods to any 
successful approach: 1) Follow-up, 2) Follow-Up, and 

3) FOLLOW-UP!
Setting Up Appointments 

Next, start at the top of your “Top 20 List” and contact 
every person on it. If your primary interest in this person is 
simply to retail the products, you could easily do so in a 
short and informal call or meeting. However, if this 
individual is a prospect and someone you would like to 
sponsor or enroll into your LifeSpan business, your goal 
should be to set an appointment for a time and place (or 
Call) to meet (usually at the prospect’s home or work 
place). In this way, you will both be able to give the 
presentation and discussion the time it deserves. 

When you are setting up an appointment, whether it is 
in person or over the telephone, there are a number of 
things to remember. 

Keep Your Purpose in Mind 

You are making a business, not a social call, so keep the 
conversation on target. Small talk is always important for 
breaking the ice and developing a friendly rapport with the 
prospect. But remember always that your objective is to set 
up a business appointment. Don’t waste time in idle 
conversation. Set up the appointment and then go on to 
the next prospect. Make your time count and productive. 

Avoid Questions That Can Be 
Answered with a “Yes” or “No”. 

Don’t ask, “Can we meet on Thursday evening at 6:00 
PM?” Instead, offer the customer forced choices: “Is Tuesday 
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or Thursday better for you?” “Would the morning or 
evening be better?” 

If an alternative time is suggested, fine, but always try to 
give the prospect a role in setting up the appointment. 

In developing your technique for obtaining appointments, 
you will probably find it helpful to use a script that will help 
you cover the desired points in the proper order. The following 
is a suggested telephone script for use as a model in 
developing your own. A similar script can be written and 
memorized for use when contacting prospects in person. 

“Hello, Sally. This is Jill.” “How are you doing 
today”(Never spend too much time chatting. Get to the 
business at hand.) “Listen, I have just found (or, I have 
just become involved in) the greatest opportunity and I 
am really excited about it. Have you ever heard about 
LifeSpan Global?” OR,…(Don’t hesitate to ask them for 
their valued or professional opinion). “Jill, I’ve got 
something that I would really like your direct input and 
opinion. When would be a good time to spend just 15/20 
minutes with you?” 

When you talk about the products, automatically they will 
be curious. LifeSpan is a fantastic company that is committed 
to providing high impact products that enhance lives. 

”I’m calling you today because I knew that you would 
want to hear about this. Of course, I can’t really tell 
you very much about it over the phone. I’d much rather 
get together with you and show you some things, bring 
you some information I can also leave with you 
afterward that you can examine more closely. Which 
would be more convenient for you, the first part of the 
week or the last part? Okay, then which is better for 
you, before lunch or after? How about Wednesday at 
10:00? Fine, I’ll see you then.” 

Presenting  &  Sharing One-On-One 
Once you’ve set up your appointments, you are ready to 

begin sharing products and building your business. In gen- 
eral, there are three proven techniques for presenting and 
sharing  LifeSpan that REALLY WORK: 

■ Sharing personal product experience and knowledge
through one-on-one retailing presentations.

■ A conference call to review the products on the LifeSpan
website.

■ A group meeting.
Personal Experience and Product Knowledge

The best way for you to convince others of the benefits 
of the products is to be convinced yourself. Nothing con- 
vinces better than personal experience. If you don’t Love It, 
they’ll Know It! 

In order for you to be knowledgeable, convincing, and 
enthusiastic about LifeSpan products, you and your family 

should use as many of the products personally as possible. 
In so doing, you will discover just how much better you feel 
and look to others, to everyone — a great feeling in itself. 

And more importantly, you will strengthen your belief in 
what you are sharing. The enthusiasm and confidence you have 
in the products will be your most persuasive 
technique…because nothing sells better than honest 
enthusiasm. 

Make All Your Statements Positive 

Avoid negative or indifferent methods of expressing 
your ideas. 

Assess Your Style and Manner of Speaking 

Do you believe it's expressive, or have you hidden your 
feelings behind a monotone? In your presentation, try to let 
your voice express the enthusiasm you feel for your 
products, the company, and for your own business. If your 
voice sounds energetic, positive and you are interested, your 
customer will hear it and will more likely become positive 
and interested too. 

Learn to Listen to Your Customers 

The good salesperson knows that the best presentation is 
a two-way dialogue. Get them involved and interactive 
with the conversation. Give your customers the opportunity 
to respond to what you have said and then carefully listen. 
Your customers will give you useful information about how 
they think and feel. They will tell you what they believe is 
important and what benefits they value most. By listening 
closely and sincerely, you will quickly uncover their hot 
buttons. Respond to what you are hearing by adapting your 
presentation to their specific needs and interests. 

In developing your presentation, remember that they are 
buying you and the service(s) you provide. Indicate to your 
customers that you are there to help them and to offer the same 
peace of mind that you now have. Let them know that you know 
the incredible value of your products, how to use them and what 
they are doing for      people.

Practice Your Presentation 

THIS IS YOUR BUSINESS AND YOU HAVE 
SOMETHING OF GREAT BENEFIT FOR THEM! 

Use a tape recorder or video recorder to record your 
presentation. Present your products in front of a mirror or 
before your spouse or a friend. Develop your techniques for 
making the presentation smoothly, comfortably, and easily. 
It’s also especially important when you are first starting out 
to practice it thoroughly. This will increase the effectiveness 
of your presentation and add significantly to your confi- 
dence and professionalism. 
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How to Sell LifeSpan Products 
he ways of marketing the LifeSpan product lines are almost 
unlimited. While we will suggest a few successful methods in this 
manual, remember that nearly any marketing idea you use 
will result in a certain measure of success. The one common 
denominator between all successful techniques is exposure of your 
product to the public. If you don’t show and tell, you can’t share and 
sell. We have developed simple techniques that have put many 
LifeSpan Independent Member Associates on the road to success. 
These will be detailed later. 

"If you don’t show and tell, you can’t share and sell." 

As you begin to make retail sales remember that you 
are building a clientele of satisfied customers. Every 
customer who begins using the products is a walking 
advertisement for you. Their friends and relatives will 
begin asking about the products. Whether your 
customer wants to or not, they will become a sales 
person and walking testimonial for you. Every sale 
could result in at least two more sales if you follow our 
suggestions. Referrals from satisfied customers are 
the best 

leads you can generate. Always try to get 6 to 8 leads 
from each satisfied customer. Contact these leads in per- 
son if possible, or you can mail literature and follow up 
with a phone call. 

Always re-contact and follow up with your customer 
in person or by telephone, at the latest, within one week 
to 10 days of their purchase. 

T 
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Example: “Hello, Mrs. Jones. This is Bob Johnson, 
your LifeSpan Representative. By now I suspect you 
look and feel about ten years younger! (Laugh) At 
least I hope so! The reason I’m calling is to see if 
there are any more questions, or if I can be of help in 
any way. (Get response) Is there anyone who you 
have told about LifeSpan's products that seemed 
interested or would certainly have a need of them?” 
Remember, the best customer you've got, is the one 
you've got!!! If you hold on to and embrace that 
principal fully, you will have a customer for life. It is 
easier to hold on to the customers you have by 
treating them right, showing them you really care, 
and filling their needs than having to constantly go 
out to find replacements. The old adage was never 
more true:“People don’t really care how much you 
know until they know how much you care…about 
them!” 

This, almost always, results in additional sales and 
leads for you. Don’t be afraid to ask your customer to help 
you with more orders. Many would be happy to do this if 
they believe in the product and in you. This is also an 
excellent time to offer the business opportunity. 

Of all products available to the American consumer, 
LifeSpan has the easiest and simplest product lines to offer 
and share. LifeSpan has the ultimate “Try & Buy” product 
lines. Once you’ve tried one, you can’t help but buy more and 
try the others! Simply exposing the product to enough people 
and following the suggested product presentation in this 
manual can effectively establish a success pattern that will 
lead to health and financial well-being for you and everyone 
you contact! 

LifeSpan Forms 

Memory Jogger Examples:

For this exercise you will need the 
contact/prospect forms and a pencil or pen. 
Remember to list everyone who comes to mind. 
Do not censor yourself! Don’t worry if you don’t 
have all the information, you can add it later. Use 
the forms and just write people’s names or even 
“woman who delivers my mail” if you don’t know 
their names in each line as you think of them. 
■ List all the people in your immediate

family including spouse, children,
brothers and sisters, and parents.

■ List the people in your extended family
including aunts, uncles, cousins, nieces,
nephews, and grandparents.

■ List your in-laws.

■ List your neighbors.

■ List your close friends.

■ List your co-workers.
■ List members who belong to the same group

— Accountant 
— Astrologer 
— Attorney 
— Barber 
— Clients/Customers 
— Contractor 
— Daycare Provider 
— Dentist 
— Doctors 
— Exercise Instructor 
— Gardener 
— Gas Station 

Attendants 
— Grocer 
— Friends at the Gym 
— Hairdresser 
— Insurance 

Salesperson 
— Interior Decorator 
— Landlord 
— Landscaper 

— Librarian 
— Loan Officer 
— Mail Carrier 
— Mechanic 
— Neighbors 
— Parents of your 

Newspaper Carrier 
— Pet Groomer 
— Pool Cleaner 
— Sales People 
— Stock Broker 
— Tax Consultant 
— Teacher 
— Tenants 
— Therapist 
— TV Repair 
— Veterinarian 
— Waitresses, Waiters 

and Restaurant 
Hosts 

— Your Children’s Coaches 

(PTA, Literary League, Fraternity,
Sorority, Bowling Team etc.) that
you do.

■ List people with whom you have
a professional relationship.

■ Find an old yearbook and pull it out. Are
there people listed whom you can contact?
If so, write down their names.

■ Ask anyone you talk to for referrals of
people who might like to try your
products, and add their names to the
list.
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Contacts & Prospects List 
Name Phone City State Comments 

1.  

2.  

3.  

4.  

5.  

6.  

7.  

8.  

9.  

10. 

11. 

12. 

13. 

14. 

15. 

16. 

17. 

18. 

19. 

20. 

21. 

22. 

23. 

24. 

25. 

26. 

27. 

28. 

29. 

30. 

31. 

32. 

33. 

34. 

35. 

36.
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Contacts & Prospects List 
Name Phone City State Comments 

37. 

38. 

39. 

40. 

41. 

42. 

43. 

44. 

45. 

46. 

47. 

48. 

49. 

50. 

51. 

52. 

53. 

54. 

55. 

56. 

57. 

58. 

59. 

60. 

61. 

62. 

63. 

64. 

65. 

66. 

67. 

68. 

69. 

70. 

71. 

72.
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Contacts & Prospects List 
Name Phone City State Comments 

73. 

74. 

75. 

76. 

77. 

78. 

79. 

80. 

81. 

82. 

83. 

84. 

85. 

86. 

87. 

88. 

89. 

90. 

91. 

92. 

93. 

94. 

95. 

96. 

97. 

98. 

99. 

100. 

101. 

102. 

103. 

104. 

105. 

106. 

107. 

108.
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Contacts & Prospects List 
Name Phone City State Comments 

109. 

110. 

111. 

112. 

113. 

114. 

115. 

116. 

117. 

118. 

119. 

120. 

“Top 20 List” 
Use this form when you’ve identified Prospects from your contact list 

Name Phone City State Comments 

1.  

2.  

3.  

4.  

5.  

6.  

7.  

8.  

9.  

10. 

11. 

12. 

13. 

14. 

15. 

16. 

17. 

18. 

19. 

20.
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Prospect  Information Form 
Use this form for each prospect identified to track contacts and other information 

Name:  

Address:   

Phone Numbers:    

Personal Notes: (family, children, hobbies, referred by, any misc. information) 

Check  Off Completed Item Date Method or Notes 

First Contact  

Sample Sent  

Follow Up   

Customer: Smart-Ship Preferred 

Consultant 

Sent Thank-you Note     

Asked for Referrals     

Sent Info on New Product  

Frequently Asked Questions 
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