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This guide will help you launch your business quickly and successfully. It has been put together from years of expd
successful FHTM Independent Representatives. Follow the advice step by step, and work with your leadership team.
have chosen this business as your vehicle to get to your goals faster, so dedicate time and effort to it!
For official corporate material and training, wigitv.fhtmuniversity.cam

I Administrative Information

Rep ID:(R) Back Office Code (used at www.fortunerep.co

Office Assistant+www.fhtmus.com/ Product Bundle Account Password:

MyTelTag Access Number214-234-9830 Access Code:

I Establish Your Goals. What goals are you working toward and when will you reach them? Be Specific.

Short-Term Goals (include dates):

Long-Term Goals (include dates):

I Important Phone Numbers.

Sponsor MGRRSMESMNSMTele. #1 Tele. #2

MGRRSMESMNSMTele. #1 Tele. #2
Member #1

MGRRSMESMNSMTele. #1 Tele. #2
Member #2

MGRRSMESMNSMTele. #1 Tele. #2
Member #3 o O O O

MGRRSMESMNSMTele. #1 Tele. #2

Member #4

MGRRSMESMNSMTele. #1 Tele. #2
Member #5 QOO0

Providersimportant! Not all employees of the providers are trained on Fortune and its relationship with them. Only call for your own customer|H

* Rep Support- 859-422-7008 e « Dish- 859.755.4018
(Office Assistant, True Essentials, Envy Organlé%(’r‘e'iﬁr e - 8|8P‘9 ‘?‘?ﬁ ‘?Zg 0 tashiald (Certificate # Orders Only)
Flying BasseRHTMTV.infblyTelT3g rotHofravel Portal, Auto Cldentashie)

e FrontPoint  Security- 800-577-3413  (Extension 400027) e Wireless Shop - 866-246-4852




JHowatolBUildianlErfectivelContacliste

Your Contact List is your Inventory for success in your FHTM b
you will learn tried and tested strategies in building and working

usiness; IT IS YOUR GOLDMINE! Here
your list effectively. Follow these tips

step-by-step for best results!

I Do not exclude anyone, that is like saying “No” for them!

! Always ask those that don’t become your partner to become your customer and / or give you Referrals!

I Start with the people you know in your area, then the rest

of the country and countries where Fortune

operates. Go to www.fhtm.net, and click on ‘Events’ then ‘Meetings’ to see the International Agenda of Meetings.

I Short A-Z Reminder / Profession List (this will help

jog your memory to expand your list)

Immediate family (aunts/uncles, cousins, brothers/sisters, parents, grandparents, etc.) close friends, co-workers (past/present),
schoolmates (past/present), church/organizations, neighbors, etc.- Accountant, aerobics, airline/airport, antiques, apartment, architect,
attorney, automobile, baby-sitters, banker, bars/clubs, barber, bible study, bowling, business owners, camping/RV, caretaker,
chiropractors, coaches, college, computers, contractors, day care, deli/coffee shop, dentists, diet industry, doctors, dry cleaners,
education, electrician, farming, fishing/boating, fund-raising, gardens, gen XOersgolf, government, hair/nail salon, handy-person, health
clubs, hunting, insurance, international, Internet, labor unions, management, manufacturing, martial arts, mechanics, military, multi-
level, bilingual, politics, printers, PTA, real estate, restaurant, retail, retired, sales, scouting, sports teams, teachers, volunteers

! Categorize your contacts:

> EXAMPLE:

1. For the people who are positive and friendly, put a

1,]2/]3
checkmark in column #1 next to their names. _# viv|v Contact Telephone #
1 Manuwel Johnsovw 555-3425
2. For those who want more out of life and are willing to 2 ohn Ve g 555-2958
WORK for those goals, put a check mark in column #2. 3 {40(4/‘:}(1/ v 555.0237
= asquey '
3. For those with whom you have a mutual respect or 4 KMM Petre 555-3855
influence with (just because itOs you, theyOll listen), put a B
check mark in column #3. 5 Peter Baker 555-3993
! _Last Important step: .
Of the people that have 2 or 3 check marks, draw a circle ! Guide: . .
around those YOU think will be financially able to quickly ¥ The people with 0 or 1 check mark are possible customers.
start their business ($100 + points). For a faster start, move ¥ The people w!th 2 check marks are possible representatives.
toward these people first! ¥ The people with 3 check marks are yourkey people.

- HIGH CALIBER PROSPECTS / SPONSOR UP! -

Many times, the best prospects that can be on a representativeOs contact li
are people who have high levels of credibility with others because of
leadership they have shown in the past, their social status, or because of pad
successes that they have had. However, a common yet VERY costly migtak

that is made is that many of them don®t make it to someoneOs prospe? lig
because the representative who knows them feels intimidated or even aftaid
to approach them about their new FHTM business venture. DO NOT m%<e
the same mistake! By identifying and partnering with these kind of prospectg
you are opening many new opportunities to work with the many influen%l
people that THEY surround themselves with as well, which is critical i
building momentum in your business- this is called Sponsoring Up. If yau
picture an Oinfluence / success / statusO scale from 1 to 10 and position‘Qou
at the average level of 050 for example, then Sponsoring Up would mean y|
would approach people that you feel are 60s and above and work to duplica
that process with them and so on.

st 19 High Influence, access to investment money
typically not an issue. Can duplicate very quic

— (D —~+

S Average influence, access to investment mone
based on prioritizing, can duplicate.

rself
ou
te

Little influence, low probability of access to

— 1 jhvestment money, difficult to duplicate.



- Progpest List:

# AF Contact Location{Occupation Contact LocationfOccupation
1 51
2 52
3 53
4 54
5 55
6 56
7 57
8 58
9 59
10 60
11 61
12 62
13 63
14 64
15 65
16 66
17 67
18 68
19 69
20 70
21 71
22 72
23 73
24 74
25 75
26 76
27 77
28 78
29 79
30 80
31 81
32 82
33 83
34 84
35 85
36 86
37 87
38 88
39 89
40 80
41 91
42 92
43 93
44 94
45 95
46 96
47 97
48 98
49 99
50 100

- Figh Galiber st

It is OK to duplicate names from your regular contact list.
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Contact Location/Occupation YIYIY Contact Location/Occupation
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JrhelsystemlofDuplication)(6:StepMiraining) g

T,

y I.iSt 5.0ecision
. 1,2,0r3?
Qualification call Ilol:line!

. INvitation

1. Say ‘Hi' 2.Establish Time
3. Occupy Time 4.Hang up!
IN THIS ORDER!!

« Presentation

Step #1: The Contact Listour list is your gold mine. From this inventory of people, you will find your
and stars. Your list is an integral part of your success, so take care of it and make sure it always has
very important to follow the qualification (check mark) process as well. YOU are now the entrep
business, YOU will choose with whom to work. If you havenOt made your list, DONOT PROCEED HE

Step #2 and #3: The Invitation and avoiiegValley of DeattNow that you have established those that
gualify to be your partner, it is now time to start the plug-in process. The Invitation is the initial step, ar
seem, it is here where the most common (and usually most costly) mistakes are made. The point of ar
JUST THAT- an invitation! It is NOT the time to share bits and pieces of the business. Mixing the
Invitation usually results in lost prospects; just Inyesingpliyngertain words, red flags are raised in peopl
that make them THINK they know what our business is about, when, in actuality, they donOt (even if
before, they havenOt seen what YOU plan on doing with it!).

Red-Flag Terms to avoid:

" Ol signed up forO Ol joinedO O dtitirtonly a couple hundred dollaf¥@u can get people who get &
! OThereOs Vitamins and Cell Phones and Pizza and MbViésu em@nake thousands and get a free ca

Remember that they have not seen what youOve seen and this approach can be overwhelming anc
The invitation is NOT the time to convince your prospect of anything other than giving you a time and
too much information turns the invitation into a conversation and in the end, If they believe it is somett
about, most times they will not give themselves the chance of even looking, resulting in a lost prospec
awkward situatibhe Valley of Deatha rep loses enough prospects in this valley of death, many times th
lost also because of the discouragement this caused. Avoid the Valley of Death!

An effective invitation is kept very short and to the point. Again, it is to establish a time and a place t
complete information with your prospect. When talking to someone you have influence with, this sh
Have your time slots that you plan to work your business in front of you, so if one doesnOt work for

jump to the next one quickly. .
jump g 4 ContinuedE



EContinued Steps for a Simple, Effective Invitation with those you have influence with:

Step 1- Say HelloOHi John, howOs it g@iteP@- Establish the Tim&Real quick, are you going to be ver
about an hour / tonight at 7 / tomorrow at &teph®0Dccupy the tim@Great! Save that time slot for me, IC
over to show you something I10ve started that IOm excited about; | think we can make some money
need you to meet me at the coffee shop to show you something 10ve started that IOm excited abo
some money togeth&té€p 4- Hang upSee you there!O

IF QUESTIONS ARISEVhatOs it all about?0 OWhatOs it Cost?O OHow much have you r

ANSWERDI canOt explain it in 5 minutes or on the phgoengtwam@reo trust me on this one! 101l show yot
| get there / when we meetO

Following this simple process will keep you out of the hot seat of answering questions; it is not the time or
itOs 95% visual and you need to meet. Use your influence and ask them to trust you; this is the edge the
their own good and not falling in the valley of death! Remember, you have only one chance to make the fir

If you find that your prospect is stubborn about knowing SOMETHING before meeting with you, you can
help explain and qualify/filter your prospect. Using the presematiothesiezifhtm.camd the 24 hr present
numbe641-715-320%ork very well and are very duplicable.

Step #4: The Presentatidinis step is very duplicable because itOs a repeated process. You can use &
Visiommagazine, or more effectivelyuplioe When bringing@plinenember to help you, make sure to edify hir
your prospect! This tells your prospect that even though they donOt know this person, they should listen
and know that they have a result from building this business.

Step #5: The Decision (Close).
Auto Close: INot Intereste?l Interested, but need questions answered to make 8 deesigrio start!

Ask them to qualify themselves by telling you what their OtemperatureO is (1, 2, or 3)E this is simple and
know where they stand right away. If they are a 1, simply thank them for their time, ask for referrals (c
names on your list) and/or ask them to be a customer, and move on. If they are a 2, ask them what ke
started or what they are afraid of so that these issues can be addressed. Share with them the goals yot
plan of action, they need to know that they will miss out by not being a part of your team. Most people fir
others who are more serious than they are until they take it and run with it themselves. Have the applicati
be your business partner and allow you to go to work for him/her; remind them that you and your team are
and then some! If they say they need to think about it, di@eéntherolase

EXAMPLEDOK. In 48 hours weOll be in contact so that you can let me know what you decided. A OYes(
but the OMaybesO kill me! | am building my team and need to know who to put my efforts ui

TO THE COMMON OBJECTION®NOt have timeO Ol donOt know howO Ol didnOt understandO O

YOU ANSWERThatOs OK because | DO know how, | DO understand, | DO want to, | HAVE allocate
you on my team! With your influence with those around you and my drive, | can show you hov

TO THE OBJECTI@N:donOt have the moneyO

YOU ANSWERThatOs the whole reason TO do this! LetOs find your resources and get you as far av
couple hundred dollars as possible!O

Finally, If they are a 3, congratulate and welcome them and begin filling out the form including their qu:

Step #6: Training / Plan of ActioFfhis step is very important for duplication. For Oon the spotO trainil
business partner, simply go ov@yities of Duplicatisith him/her to qualify their contacts and avoid the Valley ¢
more detailed training, make sure they watch the traidungB¥D: Your Businesgslso, ask youplinefor week
training conference call information to plug into. In training, the same information you are learning right
covered. You must also establish a plan with your new business partner to take action toward his/he
contributes ymursuccess.




ManagerdVlarketingtandlCompensation

] ~ Promote to Regional Manager
LEVELE % Earned 9 (Leverage Method)

Majority of customer points gathered to qualify to earn (
i \/ \ 1. Personally Sponsor at least 3 Managers

commissions must be certified as outside of the
representativeOs household*.

*True Essentials Packs and Envy Organics Products in
Product Bundles also count as Out-of-the-Household
customers, as they are discounted for onward sale.

2.Develop a total of 12 Managers within 5 levels ¢
team (Including those you personally sponsored),
customer points gathered among them.

=

~—

I Make sure to have 10 active customer points by
you promote to be qualified to receive Regional B«

(o

pre—.

0 (YOU)... 296%

(Depends on Product Mix, see
www.fhtmuniversity.com for details)

pnts

0

LlE 1%

2E 1%

3E 1%

4E 1%

5E 1%

A All Managers within 5 levels of depth count for your Regional Promotion

Qualify with 2 Reps. &Bbts.

6E 1%

- Personal Customer Points -

When you begin earning Regional Customer Acquisition bonuses, you need to make sure you are qualified to receive them by mainta
customer points (grace period applies). You can go about completing them from customers that you gather and with your own product

Products and Services that Generate Customer Points

Visit www.fhtmuniversity.com for more product, commission, and point details.

¥ True Essentials Nutritional Products ¥Envy Organics ¥ Dish Network ¥ Wireless Phones ¥ Wireless Air Cards ¥ Long Dist
¥VolPphone service ¥ Alarm System ¥ EpBSfitness ¥dentashield ¥ Roadside Auto Club ¥ N2U World Music
¥ High Speed InterneEZ«efTools ¥ International World Tour Golf ¥ Amusement Pack
¥ Protection For Living Water & Air Filters

Name Product/Service Selected Name Product/Service Selecte

6.

R

7.

8.

9.
0. 6

SN
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I I I I
1 Conference put the information in front of a minimum of 1 person per day. This information ¢ Great day for horrje
Call|  parts. FirsTHEplan: Credibility, Products and Services, and compensation for df ~ group / BLITZ
(Training)[  your business. Secor@URplan: your goals, your plan of action, and how and i m%et'”?S! Ta'f‘e
8:45 p.m{ amount of time will you execute. You should take your results (new partners yo gaen\gg@gggre
619-566-734P up as well as deciding prospects) to your local weekly meeting as well as avail fexiple schedule$.
Code- 232174 meetings.
| | | |
Continue duplicating the action of the previous week. It should become more ad  Ask about the
Conference | SO because you should have new partners to help and develop (you should hay  monthly Team
Call every | atleast1 partner the previous week; an example would be that 1 out of 5 prosp Meeting- advancgd
Sunday rep [typically more]). In other words, your daily appointments can be for your pr| training, recognitign
those of your new reps. etc.
Monthly
Payment
| | | 20
In your daily appointments, use duplicable methods to show the E"d'”g Bonus is payd
.. . . . . ased on last monthOs
as DVDs/CDs, Vision Magazine, portfolio presentation,WpboBuf mcraith qualifying
Support, weekly meeting, conference calls, etc. Maintain contag IculstgmerR poi_EtS-I
uplinefor tips, support, and other resources of info/help. Coﬂfrﬁiszimsez)a‘fg b 5
months in the rear
| 1 1
If you and your team have followed this process correctly, by this time you shoul
be achieving your promotion to Regional Manager.
In the first week 1 new rep would join through you, in the second week 2 would join through oth of you, then 4
through everyone in the third week. That would be a total of 7 including your 3 personally sgonsored reps. In
the fourth week, 7 more would join through all of them, which brings you to 14 total.
Congratulations, youOre promdtetlbw the process to achieve at least 16 Managers in one nfonth
v within your Regional business. With all with their necessary customer points, your income for the
following month would be at least $3,200
1 1 1
Make sure you ha\3 End of Monthl .
your 10 points by t Pay Period. Your Goal: Regional Sales Manager by:

=

end of the month t
receive your pay on
next 20 (necessary

receive commissio

from the 8th level a
Customer Acquisiti
Bonuses.)

| As a Regional, malje

| sure to have achievpd

16 Managers duringfthe
month to qualify foj

double bonus & resiquaS TART DATE:
(paid on next 20th

Commit Yourself - currently, what are the hours that you are occupied? Put an OXO in those space@ote- reality shows and sports
donOt make you money, thatOs not Obusy time@le your goals important to you? Then use the rest of the time to work your business!

Hour Monday Tuesday |Wednesday| Thursday Friday Saturday Sunday

8am - 10am
10am - 12pm
12pm - 2pm
2pm - 4pm
4pm - 6pm
6pm - 8pm
8pm - 10pm

HOW MANY HOURS PER WEEK:



TOOLS FOR SUCCESS

Joun C.

Personal Growth/Business Developmer} =t B

..........................

I Literature/Audio Books

I You, Inc. (Burke Hedges) “ R o uence)
I' Think and Grow Rich (Napoleon Hill) 3 . s 24 22
I Rich Dad, Poor Dad (Robégtosak) Tt ALGESR

I Developing the Leaders Around You (John Maxwell)
|
|

How to Win Friends and Influence People (Dale Carnegie)
The Secret (Rhonda Byrne)
I Something GoodGsnnaHappen (FHTM Founder, Rablersoi
E Many More!

I Other Media e

I Informational and Inspirational CDs SUC
and DVDs included in monthly copies\'é':,(g o
= Q 2

of Success Magazine (Included with. -
your Office Assistant+ subscription) S8\ 7477131-.[&9
I MyTelTagVoicemail System with Messenger

messages from PaOrbersorand
other Corporate and Field Leadership

including news, recognition, '
motivation, and testimonies.

fortune
TV.info

I FortuneTV.info- Video site with training, interviews, event footage, product information, and m

I Meetings and Events I Conference Calls
I Local Weekly Meetings and Training Classes I Sunday Nights, 8:45pm Central-
I Regional Advanced Training Events and CRT Schools 619-566-7342 code 232174#
I Annual Corporate EvenEo(tuneFest I' check www.fhtm.net for corporate calls

Business Building Tools

I  Presentation Material

I Presentation DVDs
I' Flipchart
I Vision Magazine

I Third-Party Credibility
I Millionaire Blueprints (January 07)

I Success From Home (August 07, October 09) ‘ x '
I Your Business at Home (October 08) v

1 Sites
I www.thereelfhtm.cof&English Presentations)www.fortunadvd.com (Spanish Team Site w/Present.

I www.yourfortune.info (Team Site with Material and Meeting Schedules)
I www.fhtmuniversity.com (Company Updates and Infav.fhtm.net (Corporate Site) 8




