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The Power of Teanbuil di ng
TEN YEARS OF UPLI NE
Russ DeVan

The Teanbuil ding Systemis a proven, powerful Network Mrketing business-
bui l di ng process that is so sinple anyone can do it. It is the npst
duplicatable way to grow your business that | have ever seen-- and |I'm
convinced it is absolutely, positively infallible. It cannot fail

I've worked in this business for nore than [18] years now. In the past, |'ve
succeeded with sonme prograns and |'ve failed with others. There were tinmes |
went broke; times | earned $10,000 a nonth. |'ve had conpani es go out of
business on me. Others | quit because it just wasn't working.

Today, ny [partners] and | earn a consistent $60, 000-a-nonth residual incone
and we're on the verge of another quantum | eap. What that next level will be--
$80, 000 a nonth, $100,000 or nmore-- | honestly don't know. But | do know this:
My success has been acconplished by | earning how to duplicate my current |eve
of success with key |leaders in nmy downline organization-- and helping themto
do the sane.

The key is building a team of nmen and wonen who can be trained to do whatever
it is that you are producing-- in ternms of volume and income-- and
consistently nmoving themup to the next |evel of productivity follow ng your
exanpl e.

Teanbui l ding starts small: $100 a nonth in conbi ned personal consunption and
retail sales. Then, according to your conpensation plan, you train a
manageabl e nunber of people to do the exact sanme thing you've just done. You
keep doing that over and over as you progress up the | adder

Of course, there are other ways to build a business, but in my experience,
Teanbuil ding is the best. It's not the fastest way, yet it is the only system
I'"ve found that gives you all of the follow ng advantages: highest
productivity, lowest attrition, greatest loyalty fromyour people, strongest
organi zati onal foundation, highest quality people, nobst fun, real residua
income, and ultimately, checks that grow consistently.

The Path of Least Resistance

In prospecting, nost Network Marketers are taught to nmake a list of famly,
friends and associates-- their warm market-- and to prospect everybody and
anybody they neet. It's the "three-foot rule"-- pitching the opportunity to
anybody who gets within three feet of you. The thinking goes that sooner or
| ater you're bound to find sonmebody who's interested in your business
opportunity, sonmebody who'll perform and make you a big check

Prospecting this way, you're going to encounter lots and |ots of people who
are resistant to what you have to say; people you have to work really hard on
trying to convince themjust to take a | ook at what you have to offer. That's
the Path of Great Resistance!

Tal k to peopl e because you enjoy talking with people. It's anazi ng what
happens when you don't have prospecting as a hi dden agenda.

The Path of Least Resistance begins by thinking through in advance what your
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i deal prospect/new distributor would | ook |ike.
Ask yourself, "Who do | really want on my tean?"

Don't you really want sonmebody who's al ready successful ... sonmeone who
doesn't need the nmoney, but is instead a person who sees this business as a
tremendous opportunity for growh, devel opment and even greater financia

i ndependence ... soneone who's always wanted to start his or her own business,
but just didn't know where or how to start?

Perhaps it's soneone who's w de open to the possibilities of Network
Mar ket i ng. Not soneone you have to fight with about pyram ds or sales
obj ecti ons.

Why not go after people who are aggressive, self-notivated, open-m nded, good
with people, who already have sal es, communi cation, nmanagenment and | eadership
skills?

If you were the founder and CEO of your own conpany seeking to fill an opening
for a key top managenent position, you wouldn't interview just anybody you
went to high school with or just net on the street-- would you? So why woul d
you do that for your Network Marketing Sal es conpany where you are the CEO and
owner ... where you are |ooking for the best people to build and manage your
organi zation ... nmen and wonen comritted to their own and the business

growt h, success and productivity?

Having in mind a clear idea of who you're really after on your |eadership team
changes the kind of people you approach to sponsor and how you approach them
as wel | .

Now, |'m not suggesting you don't talk to strangers. |'m saying don't prospect
everyone. Talk to everybody, but prospect only those people who fit your
criteria for the kind of people you really want on your team Talk to waiters
and waitresses, everyone you neet, and as you do, listen for those

| eader shi p/team nmenber qualities you' re |ooking for to emerge fromthe
conversation. Talk to people because you enjoy talking with people. It's
amazi ng what happens when you don't have prospecting as a hi dden agenda.

VWho To Tal k To and About What
I reconmend you devel op your own list of characteristics and behavi ors that
you're looking for in people to prospect and sponsor on your team Here's a

list of some of the qualities I'm |l ooking for when | prospect people-- and
hi ghly recomend you write down your own list and review it regularly:

Peopl e who are open-m nded.

Sonmeone comritted to having sonething better than he or she has now
Hard workers.

Peopl e- peopl e.

Attractive people; by that | nean a person other people are attracted to.
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Peopl e who have a plan for their future-- who want to succeed by design.
The way | find these people is to have a conversation with them

I'"m | ooking for people who want sonething better and who have some ki nd of

plan on howto get it. | have little interest in soneone who says they want a
better life, but has no idea what it takes. It's not inportant what | think of
their plan: what matters is that they have one. That way, | know they're the
ki nd of people who will appreciate "Success by Design," and | don't have to

spend a lot of tinme and effort trying to get themto see that you can't
succeed wi thout a plan.

And that's how I find out what sonmebody's conmitted to as well: If they have a
pl an, they're committed. They know what they want and have an idea of what
they're willing to do to get it. Wen they say, "Gee, | never thought | needed
a plan for howto do it," that's not comritnent. That's a hope and a prayer.

Al t hough | have not hi ng agai nst hope and praying, | side with the Quakers who
say, "Wen you pray-- nove your feet."

Commitnment is vital, | would even say it's mandatory for success in Network
Mar keting. If we researched all the new distributors who sign up in this
busi ness, | bet we'd find the nunber who quit directly equal to the nunmber who

started without a conmtnment-- wi thout a goal and a plan to reach that goal
Success By Design

I think the "throw 'em up against the wall and see who sticks" theory that's
so pervasive in Network Marketing comes fromthe misguided i npression that the
only way to succeed in this business is to sponsor a whole | ot of people.
That's the MLM Il ottery, and the chances of w nning that are not nuch better
than the odds for hitting your state's Lotto jackpot-- currently averagi ng
about 7.1 nmillion to one.

What |'m encouraging you to do is the opposite approach to this business. It's
what | call Success By Design. You're |looking for five or six strong people
(or what ever nunmber works best for your conpensation plan; ny nunmber is five).
These are your |leaders. That's all you need. You can arrive at that goa

qui cker, with far less effort (and frustration) by seeking out those special
capabl e people you really want to be in business with right fromthe start.

Qobviously, you will have to sponsor sonme nunber of people nore than five to
get five leaders. My point is to focus on signing |eaders. Not just everybody
you neet.

Once you have your first five | eaders, don't stop-- but do slow down. Don't
continue to sponsor nore and nore and nore. Focus about 15 percent of your
time on bringing in new people and 85 percent on managi ng and supporting your
team Don't dilute your effort by constantly going wider. Nowit's tinme for
dept h, and that conmes from duplication.

The Three Tasks of the Team Captain

Job one is |eading by exanple. You've heard, "The speed of the |leader is the
speed of the pack." That's it. \Wen people tal k about a "visionary |eader,"
they're not tal king about some ivory-tower theorist who hands down inspiring

i deas fromon high. True visionary | eaders give their people vivid pictures of

3



Russ DeVan Article.txt 4/ 7/ 2006

how to succeed by their own actions-- actions that the others can readily
duplicate. It's nodeling at its best.

True visionary |leaders give their people vivid pictures of how to succeed by
their own actions-- actions that the others can readily duplicate.

The second function is setting the direction-- establishing each of your

| eader's goals and a tinme frame for their acconplishment. This is based on
what each of themis conmitted to. It's a process where you both work together
to become clear on their "Where am | goi ng?" questions.

The first step is to explore their possibilities and help them set the
direction for their businesses. You have a partnership with these people,
which is based on your aligning with their goals and your being commtted to
working with themto acconplish those goals.

Acconpl i shnment has three parts: 1) the result; 2) personal growh and
devel opnent; and, 3) fun. Your job as Team Captain is to set the direction for
the achi evenent of all three of these goal areas.

For results, we're tal king about both volune and incone goals. For persona
growt h and devel opnent, it's education and training to devel op the persona

and professional skills required for Network Marketing Sal es | eadership. And
fun is just that: What needs to be put in place to assure that we all have fun
in our Teambuilding effort?

The Captain's third task is support, which neans conmmuni cati on and fol |l ow up
on tasks One and Two. Two other words for this are nmanagenment and | eadership

Is It Duplicatable?

When peopl e get excited about their products or their conpensation plan, they
tend to go wild with their retailing or sponsoring efforts. The problemis
that those efforts can't be duplicated consistently in a mllion years-- in
very, very rare instances, they may find someone exactly like them and achi eve
limted, isolated duplication by lottery-Iuck

It's great to be a product sales super-star and get the plati numplated,
rapi d-ruby-retailer award from your conpany-- but can you teach five other
people to do that? And can they teach 25? No way.

Prospecting 10 people a day, having your armada of audios |laying siege to half
the Sony Wal kmans in North America, and sponsoring 30 front-line folks a nonth
is fantastic personal performance; but will you ever have anybody el se in your
organi zati on do anywhere near the sane thing? How can you possi bly manage or
support all those peopl e?

You can't.

I nstead, what a duplicatable effort |ooks |like can be small at first. It can
be $100 or $200 worth of retail product a nmonth. It can be signing five people
up on an auto-order. What it needs to be is sonething that you are confi dent
you can do and that you can show sonebody el se how to do nonth-in, nonth-out,
and that they will continue to do easily and consistently |like water rolling
of f a duck's back. You need to create a |l evel of retail and sponsoring

per formance your people can do without being told to do it, w thout being
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nmoni t ored and constantly notivated to do it. It must be that sinple an effort.
Teanbui | di ng By The Nunbers

Let's look at how this works with a sinple $100 nonthly effort. Forty percent
of that $100-- Step One-- is personal consunption; you know you can

consi stently use $40 worth of products every single nonth yourself. That

| eaves $60 of retail requirenment. Anyone can retail $60 a nonth consistently,
and if he or she isn't willing or able to do that, they're not going to build
a busi ness anyway-- and they certainly aren't |eaders or team builders.

Step Two: You have $100 of effort yourself, and you next show your five team
menbers how to do what you do. Now you have a $600 duplicatable effort. Next,
show t hem how you did that (you at $100 plus five others at $100).

Step Three: You have five | eaders (each doing a $100 effort thensel ves) who
each have five $100 efforts fromtheir five team people. What new perfornmance
| evel have you reached? Over $3,000 a nonth in volume: your $100 plus your
five team nenbers' $100 (i.e. $500) plus each of their five team nenmbers' $100
(i.e., $2,500) which now totals $3,100. Now you teach your team what it takes
to have a $3, 000-plus group volunme effort each nonth thensel ves.

And when you do that, what's next?

Wth your five team nenmbers at $3,000 vol ume per nonth, your group volume is 5
x $3, 000, or $15,000. At this point, you're earning $700 to $800 i n nost conp
plans. Let's call it $750.

Once you know how to create a nonthly volume froma teameffort that generates
$15, 000 in volume and $750 i ncome for you, you then show your five |eaders how
to do that for thenselves. Since you' ve already done it, they sinply foll ow
your exanple and you spend 85 percent of your working tinme and energy in
supporting and following up with themto duplicate exactly what you have done.
The result is a group volune of over $75,000 a nonth, and your income is
approxi mately $4, 000.

Now, what if you have a goal of having your teambuilding effort go five

| evel s deep? What that would ook like is a total of nearly 4,000 people

t hroughout your five generations or levels-- which really is not that
ambi ti ous an acconplishnent when all each person is doing is producing a $100
effort and teaching five other people howto do the sane thing.

You need to create a level of retail and sponsoring perfornmance your people
can do without being told to do it, w thout being nonitored and constantly
notivated to do it.

The result is a total volune in your group of $400,000 and an incone in the
nei ghbor hood of $20,000 a nonth.

If it took you two or even four years to reach that goal-- so what? Could you
commt to doing that-- could you make a $100 effort yourself and then show
five other people to do that exact sane thing, and once you acconplished that,
| ead and support themto do what you all have just acconplished with their
team of five?

Do you see that all we are doing here is based on a sinple, manageable,
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duplicatable effort that anyone can do, and then showi ng five other commtted
peopl e how to do that, too-- and then |eading themto build their team just
like you did? That really is all there is toit. And it really is that sinple:
a sinple effort you can do and show anybody el se how to do, duplicated down

t hrough a nunber of levels. Each tinme you reach a new acconplishnent of vol une
and i nconme, you then focus on having your five team nenbers do the same thing
you' ve just acconplished.

The power of this is awesone! You just keep grow ng, and every time you reach
anot her mlestone in your business you turn around and show your five | eaders
how to do that thenselves. You just keep doing this over and over and over
until you and your team nmenmbers run out of goal s!

The Proven Power of Teanbuil ding

Teanbui | di ng-- no natter what volunme or inconme |evel you target-- is sinple;
the steps are always the sane.

1) Get yourself to the first volume/incone level by hitting your duplicatable
sal es vol une goal

2) Sponsor a manageabl e nunber of people who are conmitted to doing the sane.
3) Show and tell them how to do what you've al ready done.

4) Once you've acconplished that, you'll be at the next |level, so show and
tell themhow to do that-- and on and up and on.

Set the exanple. G ve your teamdirection. Comruni cate and support themto
acconplish the same thing you did. As you do nore, they do nore and you will
be earning the nost unbelievable i ncome you have ever i nmagi ned!

Just for a nmonment, inmagine how you woul d answer this question

If you knew absolutely positively that | was telling you the truth about this
teanbui | ding system that if you hang in there with ne, if you do what | do,
if you work with ne for the next three years, |1'll make sure that each of you
is going to earn a $75,000 annual inconme fromthen on, will you comit to
working with me for the next three years?

My guess is your answer is the exact sanme one the five people | wanted on ny
team and went into partnership with told ne when | asked them They each said,
"Absol utely!"

The truth is, | can do better than that. | can show them how to have their
five team peopl e each earning $70,000 a year. And so can youl

What it would ook like is-- each with ten people who are
custoner/distributors doing $1, 000 volune per nonth (ten people @ $100 each).
That's a $500, 000 nonthly group vol une!

That's a $1,000 nonthly volunme goal effort for each distributor. Just about
everyone can see thenselves doing that if you show t hem how.

What if you only get half that volunme? In npst conpensation plans, that's at
| east $10, 000 i ncone a nonth!
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Next, shift to an inconme goal

Once you' ve established a duplicatable effort and you show an indivi dua

di stributor how to do what you have al ready done, you will grow an

organi zati on where you are all essentially at the sane |evel, whatever the
hi ghest |l evel in your conpany is. Now, you're all at the nobst lucrative |eve
of the conpensation plan.

Once you know how to earn $1,000 a nonth yourself, you can show ot her people
how to do the exact sanme thing. Spend the next six nmonths showi ng your five
| eaders how to do that thenselves-- how to earn $1,000 a nonth. Once you get
people to a $1,000 goal, you've increased their incone by $12,000 a year

Once you do that, the chances of their going sonewhere else to play, like
switching opportunities, is next to nil. You have loyalty. Once you have five
peopl e under you earning $1,000, you've essentially quadrupled your own

i ncone! Producing five people who earn $1,000 a nonth has to make you $5,000 a
nont h.

And once you get to that point, it's only a matter of expandi ng your incone
and their inconme. You spend nore time with your teamenlarging their incones
and then they do the same with their people. Once your people are each earning
$5, 000, you'll be earning $25,000, and you show them how t hey can each
acconpl i sh that thensel ves. Once they're each earning $25,000 a nonth and

you' re earning $125,000 a nonth, focus on showi ng them how they can do that,
too, and on and on it goes.

RUSS DEVAN is a popul ar industry-w de speaker and trainer, and he is president
of Success By Design Inc, the consulting firmhe founded in 1991 to support
both the corporate and distributor levels of Network Marketing. Russ is a
long-tine contributor to Upline. He is currently concentrating on devel opi ng
his training systemon the Internet. Russ lives with his fanmily in Scottsdal e,
AZ. This article first appeared in the November 1993 issue.



