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BUILDING YOUR INITIAL LIST OF NAMES -

This is probably one of the most important parts of getting you or your downlines business launched. Just like a Rocket your initial list is the Fuel
that gets the Rocket off the ground, so make sure you take the ime to go over these next 2 pages on how to make sure that you have enough
fuel to make the trip a success.

Over the years I've seen this Furi of getting someone’s business launched handed over to the new distributor to 3¢ in their
spare time and yet it’s one of the most important stages of belief for the new person. Most get a list of friends & family on
a piece of paper and rush to get in touch with as many that will listen. After that initial list of 10-20 names are gone the
new person feels that their business is a failure, verses taking the time with their new distributor and ﬁo through the next
few pages attached and show them just how many people that they truly know and are connected with. | put in these next
few pages a memory jogger that will open up their mind to 100’s of people that are a part of their influence. | also help
them organize their names into 5 list; their Local List, their Distance List, their 50 States List, their Intemnational List, and
the New People that they will meet List. The whole goal is to show them that most people usually have 300+ names in
their influence and when they launch a business with that many potential associates they have a better chance of a bigger

launch, a stronger foundation and is a lot more encouraging t’I’wan the typical 10-20 names that most start with.

LOCAL LIST:

OK let’s get started, take out the MEMORY JOGGER pages and the LIST PAGES. The goal here is to slow way down
and take your time with EVERY category and EVERY line and let your distributor really think about who Th? know with
each memory/reminder and focus on just the Names that come to mind riPhT now, they can go back and put details
like phone numbers, email, etc.. later. This will probably be their biggest list of the 5 list because of it being people
that they have grown up with, went to school with, worked with, etc...

LISTS YOU ALREADY HAVE: THE MEMBERS OF YOUR OWN FAMILY: YOUR CLOSEST FRIENDS ASSOCIATES:
* Address Book/Contact Manager * Father and Mother * Friends & Neighbors
¢ Email addresses list « Father-In-Low/Mother-In-Law * People you work with
* Cell phone contacts ¢ Grandparents * Church members
. ; « Children * Hobby buddies
« Holidays cards list . . ing friend
« Wedding invite list ¢ Brothers & Sisters Camplng friends
© , 9 N « Aunts & Uncles * Hunting friends
« Child’s bmhjm; invitee list * Nieces & Nephews ETC... * Workout friends ETC...
¢ Busi ist
o PEOPLE WITH WHOM YOU PLAY: YOU ASSOCIATED WITH IN THE PAST:
- Facebook * Bowling ¢ Former Coach
- Instaaram * Football * Former Co-workers
15199 * Colf ¢ Former Roommates
- LinkedIn
* Racquetball * Former Teacher
—YguTube + Tennis * People in your Home Town
- TikTok * Volleyball * Previous Neighbors
- Twitter  ETC... * Hockey ETC... * Military Cohorts  ETC...
WHO IS MY ?: WHO SOLD ME MY ?: | KNOW SOMEONE WHO IS ...
* Architect * Air conditioner ¢ Accountant
* Associations members ¢ Boat * Actor
« Bus driver * Business cards + Advertiser
¢ Butcher/Baker * Camper ¢ Architect
« Computer Tech » Car/Truck ¢ Airline Attendant
¢ Chiropractor ETC... » Computer ETC... ¢ Alarm Systems Agent ETC...

DISTANCE LIST:

This list is verb similar to the Local list but they live 2-3 HOURS away from your local city and it might take a
WEEKEND TRIP to go see them verses being able to just drive across town to have a cup a coffee with them.

50 STATES LIST:
This list is very similar to the Distance list but they live in @ DIFFERENT STATE and it might take a ZOOM CALL to talk

with them and see if they have a real interested before taking the time to drive/fly out to see them.

« Alabama * Hawaii * Kentucky * Massachusetts * New Jersey * Oregon « Utah « West Virginia
¢ Alaska ¢ Idaho ¢ Louisiana * Michigan * New Mexico * Pennsylvania « Vermont « Wisconsin
¢ Arizona « lllinois * Maine * Minnesota * New York « Rhode Island * Virginia * Wyoming

INTERNATIONAL LIST:

This list is very similar to the 50 states list but they live in a DIFFERENT COUNTRY and it might take a ZOOM CALL and
them going to a local meeting in their country and talking with a local leader before taking the time to fly out to see them.

« Austria ¢ Czech « Denmark * Germany * Israel * Malaysia « Philippines * Thailand
* Australia « Canda « Egypt * Honduras * India * Netherlands * Panama « United Kingdom
* Belgium * China * Fenland * Hungary * Japan * New Zealand * Romania * Uganda






BUILDING YOUR INITIAL LIST OF NAMES .,:

This is probably one of the most important parts of getiing you or your downlines business launched. Just like a Rocket your iniial list is the Fuel that
gets the Rocket off the ground, so make sure you take the time to go over these next 2 pages on how to make sure that you have enough fuel to
make the trip a success.

GROWING YOUR DAILY ACTIVE LIST OF NEW NAMES:

Now, let's talk about the LAST LIST. What? There’s another list? Yes, and probably the most important of all the
other five lists so far. It's called your DAILY ACTIVE LIST OF NEW NAMES. This is the list that you want to add to every
day of your Networking Career. As you go through your daily life; going to the store, the post office, the mall, your
son’s football game, talking to the guy fixing your computer, etc.....meet people in everything you do and add these
people to your Active List of New Names. Let's talk about how and who you connect with on a daily basis.

HERE’S A QUICK OUTLINE FOR CONNECTING WITH PEOPLE:

e Antenna and Awareness e Converse and Commonality
¢ Smile and Questions e Transition and Qualify
® Connect and Compliment ® Take Away and Bounce

ANTENNA AND AWARENESS:

Now that your in business, as you go through your normal daily routine your going to have to make one change.
Your going to have to have your ANTEI&N/X up for potential people that you feel might fit or need your
business/product. In other words, have an AWARENESS of who's around you, what they do or say for those people
that show the qualities of the type of people that you'd like in your business or need your opportunity.

SMILE AND QUESTIONS:

First of all, | would have a Daily Geal to speak to at least ten people every day with the goal of having three good
conversations out of the ten. So here’s the foundation that | think will take some of the Mystery out 0? Connecting
with Strangers. Let's break down what you're locking for first. Out of the people you run across every day, | suggest
looking for people that their FACES, P‘XOUTHS undgE‘l"ES say “I'm generally a friendly, happy person”. I‘Iexi, wiﬂ‘n a
SMILE when you say HI, ask them a QUESTION like “HOW ARE YOU DOING TODAY?” and if they respond back
to you and ask you a question like “I'M GREAT, HOW ARE YOU?”. These are the type of people you're looking for.
If you try to connect with others that don’t have these two characteristics in place, | feel you're wasting your time,
because in this business you want people you would enjoy being in business with. Why start with grumpy people with
a sour looking face, who will bring that attitude into your business.

CONNECT AND COMPLIMENT:

Ask them questions, this will allow the conversation to turn into a true CONNECTION versus a quick meet and
greet. Now that you have the conversation started, sincerely find something that you can COMPLIMENT them on;
something that you genuinely find impressive about them.

CONVERSE AND COMMONALITY:

Now CONVERSE with them, and keep the conversation going by asking questions using FO.R.M. like: are you From
this area originally? What type of Bccupuﬂon do you have? What type of things do you guys do for fun and
Relaxation around here? What is your Motivation, Hot Buttons or things that Choﬁ;enge you in life? Listen to them
and ask questions based on what they just said to extend the conversation a little longer. The whole goal here is to
somewhere in the conversation, find out some COMMONALITY that you both have.

TRANSITION AND QUALIFY:

The next step is to take all the things that you have heard from your new friend resulting from the information about
the compliment you gave them, to the things that you've heard from them through the FO.R.M. that led to the things
which you have in common, and now TEANSIT ON into asking them questions which will let them brag about
themselves a little. The questions need to change and have a little bit of a qualifying tone like you are interviewing
them. Again, let them brag about the things they have accomplished, but at the same time QUALIFY them on really
how good they are with their training or Ia?en‘rs.il'his is how you transition from a simple conversation, talking about
the fact that you're looking for someone with their background, talents or training for your business, by saying “I’m
workinq with a company that’s expanding right now and we're looking for someone with your background; if it
wouldn’t affect what you're currently doing or conflict your schedule, do you keep your options open?”

TAKE AWAY AND TAKE OFF:

At this point, say “ | can’t promise you anything at this point TAKE AWAY, but let me get your name and number, and
I’ll get back to you in a couple of days so that we can have coffee and talk.” It was great meefing you; I've gof fo
run, but I'll be in touch. Now TAKE OFF, if you can’t tell them everything about your company, it’s best not to tell
them anything on the initial contact, so leave so you won't have to get into a question and answer session.






THE MEMBERS OF YOUR OWN FAMILY:

* Father and Mother

» Father-In-Law/Mother-In-Law
» Grandparents

 Children

» Brothers & Sisters

* Aunts & Uncles

* Nieces & Nephews

* Cousins

LISTS YOU ALREADY HAVE:

» Address Book/Contact Manager
* Email addresses list
« Cell phone contacts
* Holidays cards list
* Wedding invite list
+ Child’s birthday invitee list
* Business cards list
» Social media
- Facebook
- Instagram
- LinkedIn
- TikTok
- Twitter
- Others

YOUR CLOSEST FRIENDS ASSOCIATES:

* Friends & Neighbors

* People you work with

* Church members

* Hobby buddies

» Camping friends

» Dancing class associates
 Drawing class

» Fantasy Football

* Fishing buddies

THE ULTIMATE MEMORY JOGGER (g

This easy memory Jogger will help you create your initial list of key friends, business contacts and others so you can kick-start your business.

* Hunting friends

» Karate class buddies
« Singing class

» Sculpting

» Woodworking friends
» Workout friends

PEOPLE WITH WHOM YOU PLAY:

* Bowling

* Football

» Golf

* Racquetball

» Tennis

* Volleyball

» Any other game

THOSE YOU DO BUSINESS WITH:

» Auto mechanic

* Accountant

* Banker

» Babysitter/Child care provider
* Car dealer

* Dentist (your kids too)

* Doctor (your kids too)

* Dry cleaner

» Grocer/Gas station attendant
* Hair stylist/barber

» Housekeeper

* Insurance agent

» Lawyer

» Merchants

* Pharmacist

* Real Estate Agent

* Travel Agent

WHO IS MY ?:

« Architect
« Associations members

* Bus driver

» Butcher/Baker

» Computer Tech

* Children’s friends parents
« Chiropractor

* Club members

* Delivery person

* FedEX/UPS Driver

* Fireman

* Florist

« Jeweler

* Leasing Agent

* Mailman

* Minister/Pastor & their wife
* Pet Groomer

* Photographer

* Police

* Property Manager

» Sports Team members
* Tailor

* Veterinarian

* Waitresses/Waiter

» Water Supplier

YOU ASSOCIATED WITH IN THE PAST:

» Former Coach

» Former Co-workers

* Former Roommates

* Former Teacher

* People in your Home Town
* Previous Neighbors

+ Military Cohorts

» Retired Co-workers

» Schoolmates

* Was Your Boss

WHO SOLD ME MY ?:

» Air conditioner
» Boat
» Business cards





» Golfer

* Government Worker
* Graphic Artist

* Gymnast

* Hairdresser

* Handyperson

» Health Practitioner

» Hiker

* Hospital Staff

* Human Resources Staff
* Insurance Agent

* Internet Provider

« Interior Decorator

* Investor

« Jeweler

» Karate Master/Classmate
* Kickboxing Master/Classmate
+ Kitchen Renovator

* Lawyer

* Leasing Manager

» Lab Technician

« Loan Officer

» Lifeguard

» Makeup Artist

* Manager

* Manicurist

* Massage Therapist

* Mechanic

* Medical Professional
* Midwife

* Minister

* Mortgage Broker

THE ULTIMATE MEMORY JOGGER pg3
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» Music Teacher
» Musician
* Navy Officer

* Nonproft Organization Associate

* Nurse

* Nutritionist

« Office Manager

» Optometrist

+ Orthodontist
 Painter

+ Party Planner

» Pediatrician

* Personal Trainer

» Pet Care Professional
* Pharmacist

* Photographer

* Physical Therapist

+ Project Manager

* Piano Teacher

* Publisher

* Police Officer

» Postal Worker

* Promoter

+ Property Manager

* Public Relations Professional
 Psychiatrist

* Psychologist

» Radio Worker

* Recreation Therapist
+ Railroad Worker

* Realtor

+* Rental Office Agent

* Recruiter

* Rehabilitation Specialist
* Restaurant Owner/Manager
« Salesman

+ Scientist

» Shoe Repair People

+ Satellite Provider

+ Singer

+ Skater

 Skier

» Skin Care Consultant
» Social Worker

« Software Engineer

« SPA Worker

« Swimmer

* Sport Team Coach

* Tailor

* Tanning Salon Worker
» Teacher

» Telecommunications Worker
* Tennis Instructor

* Therapist

» Trade Worker

* Trainer

* Travel Agent

* Tutor

* Valet Attendant

* Veterinarian

* Volunteer

« Waiter/Waitress

* Web Designer

* Writer

* Yoga Instructor

cont. next page





» Golfer

* Government Worker
* Graphic Artist

* Gymnast

* Hairdresser

* Handyperson

» Health Practitioner

» Hiker

* Hospital Staff

* Human Resources Staff
* Insurance Agent

* Internet Provider

« Interior Decorator

* Investor

« Jeweler

» Karate Master/Classmate
* Kickboxing Master/Classmate
+ Kitchen Renovator

* Lawyer

* Leasing Manager

» Lab Technician

« Loan Officer

» Lifeguard

» Makeup Artist

* Manager

* Manicurist

* Massage Therapist

* Mechanic

* Medical Professional
* Midwife

* Minister

* Mortgage Broker
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» Music Teacher
» Musician
* Navy Officer

* Nonproft Organization Associate

* Nurse

* Nutritionist

« Office Manager

» Optometrist

+ Orthodontist
 Painter

+ Party Planner

» Pediatrician

* Personal Trainer

» Pet Care Professional
* Pharmacist

* Photographer

* Physical Therapist

+ Project Manager

* Piano Teacher

* Publisher

* Police Officer

» Postal Worker

* Promoter

+ Property Manager

* Public Relations Professional
 Psychiatrist

* Psychologist

» Radio Worker

* Recreation Therapist
+ Railroad Worker

* Realtor

+* Rental Office Agent

* Recruiter

* Rehabilitation Specialist
* Restaurant Owner/Manager
« Salesman

+ Scientist

» Shoe Repair People

+ Satellite Provider

+ Singer

+ Skater

 Skier

» Skin Care Consultant
» Social Worker

« Software Engineer

« SPA Worker

« Swimmer

* Sport Team Coach

* Tailor

* Tanning Salon Worker
» Teacher

» Telecommunications Worker
* Tennis Instructor

* Therapist

» Trade Worker

* Trainer

* Travel Agent

* Tutor

* Valet Attendant

* Veterinarian

* Volunteer

« Waiter/Waitress

* Web Designer

* Writer

* Yoga Instructor

cont. next page





WHO LIVES IN ADIFFERENT STATE?

* Alabama

« Alaska

* Arizona

» Arkansas

» California

* Colorado

« Connecticut
* Delaware

* Florida

» Georgia

» Hawaii
 Idaho

* lllinois

* Indiana

* lowa

« Kansas

» Kentucky
 Louisiana

* Maine

* Maryland

* Massachusetts
* Michigan

* Minnesota

*» Mississippi

« Missouri

* Montana

* Nebraska

* Nevada

* New Hampshire
* New Jersey

* New Mexico
* New York

* North Carolina
* North Dakota
» Ohio

» Oklahoma
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* Oregon

* Pennsylvania
* Rhode Island
« South Carolina
» South Dakota
* Tennessee

* Texas

» Utah

* Vermont

* Virginia

» Washington

* West Virginia
* Wisconsin

* Wyoming

WHO’S FROM A DIFFERENT COUNTRY:

« Afghanistan

« Albania

+ Algeria

* American Samoa
* Andorra

* Angola

* Anguilla

» Antigua and Barbuda
* Argentina

* Armenia

* Aruba

» Australia

» Austria

» Bahamas

» Bahrain

* Bangladesh

» Barbados

» Belarus

* Belgium

* Belize

* Bermuda

* Bhutan

+» Bolivia

» Bosnia-Herzegovina
* Botswana

* Bouvet Island

* Brazil

* Brunei

* Bulgaria

« Burkina Faso

* Burundi

« Cambodia

« Cameroon

« Canada

» Cape Verde

» Cayman Islands

+ Central African Republic
» Chad

« Chile

» China

» Christmas Island

» Cocos (Keeling) Islands
+ Colombia

« Comoros

» Congo, Democratic Republic of the (Zaire)
» Congo, Republic of
* Cook Islands

« Costa Rica

* Croatia

* Cuba

* Cyprus

» Czech Republic

* Denmark

* Djibouti

* Dominica

» Dominican Republic
« Ecuador

* Egypt

« El Salvador

» Equatorial Guinea

* Eritrea

cont. next page





THE ULTIMATE MEMORY JOGGER g5

This easy memory Jogger will help you create your initial list of key friends, business contacts and others so you can kick-start your business.

* Estonia » Kyrgyzstan * Niue

* Ethiopia * Laos * Norfolk Island

* Falkland Islands * Latvia * North Korea

* Faroe Islands * Lebanon * Northern Mariana Islands
* Fiji * Liberia * Norway

* Finland * Libya * Oman

* France * Liechtenstein * Pakistan

* French Guiana * Lithuania * Palau

» Gabon * Luxembourg * Panama

* Gambia * Macau * Papua New Guinea
* Georgia * Macedonia * Paraguay

* Germany » Madagascar * Peru

* Greece * Malawi » Philippines

* Greenland * Malaysia » Pitcairn Island

» Grenada » Maldives » Poland

» Guadeloupe » Mali » Polynesia

* Guam » Malta * Portugal

» Guatemala * Marshall Islands *» Puerto Rico
 Guinea « Martinique » Qatar

» Guinea Bissau » Mauritania * Reunion

» Guyana * Mauritius * Romania

* Haiti » Mayotte * Russia

* Honduras * Mexico * Rwanda

* Hong Kong * Micronesia + Saint Helena

* Hungary * Moldova » Saint Kitts and Nevis
* Iceland * Monaco + Saint Lucia

* India * Mongolia » Saint Pierre and Miquelon
* Indonesia * Montenegro « Saint Vincent and Grenadines
* Iran * Montserrat « Samoa

* Iraq * Morocco » San Marino

* Ireland * Mozambique » Sao Tome and Principe
* Israel * Myanmar « Saudi Arabia

* ltaly * Namibia » Senegal

* lvory Coast * Nauru * Serbia

» Jamaica * Nepal » Seychelles

* Japan * Netherlands *» Sierra Leone

* Jordan * New Caledonia » Singapore

» Kazakhstan * New Zealand * Slovakia

* Kenya * Nicaragua * Slovenia

+ Kiribati * Niger * Solomon Islands

» Kuwait * Nigeria * Somalia

cont. next page
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* South Africa HOMEWORK CHECKLIST: NOTES:
» South Georgia & South Sandwich Islands
» South Korea

« Spain Q [ finished my Local List

* Sri Lanka
» Sudan

! | finished my 2-3 Hour Away List
* Suriname

 Svalbard and Jan Mayen Islands | finished my Other 49 States List

» Swaziland
» Sweden

 Switzerland | finished my International List

* Syria
» Taiwan

C O O O

- Tajikistan | made 10 Copies of Daily Active List

» Tanzania

‘ « Keep this “Daily Active List” on you at all
« Thailand b y ’

times and as you go about your day,

* Timor-Leste names will pop into your head, and your

* Togo also going to run across people you know
* Tokelau that you didn’t initial think of.

* Tonga

* Trinidad and Tob

. Tﬂﬂ:sg and fobago Q | put together my Top 100 List for Upline
* Turkey

« After all your Lists are done, put together

» Turkmenistan

« Turks and Caicos Islands the top 100 names that you want to

contact first and setup a time with your

:Blév:nlga upline to help you connect with these
« Ukraine people as soon as possible.

» United Arab Emirates

* United Kingdom
* United States

» Uruguay

» Uzbekistan

* Vanuatu
* Venezuela

* Vietnam

+ Virgin Islands
» Wallis and Futuna Islands

* Yemen

» Zambia
» Zimbabwe






(.
\‘/ LO CAL LI ST (people 1 hOU r away or |eSS) * (m/s) = Married/Single ** Response (y/n/nn) = Yes/No/Call Back *** Result (c/p/d/a) = Customer/Preferred/Distributor/Ambassador)

# Prospects Name Cell Phone Email How you Know them City ST | Married/Single | Age Occupation Misc Info. Q.l. List | Q.l. Invitation |Response|Q.l. Interview| Response | Q.l. Meeting | Response [Q.l. Follow-Up| Response | Q.l. Get Started | Result
(m/s) Date Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (c/p/d/a)

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






\‘/ D I STA N C E LI ST (people 2-3 hours away) * (m/s) = Married/Single ** Response (y/n/nn) = Yes/No/Call Back *** Result (c/p/d/a) = Customer/Preferred/Distributor/Ambassador)

# Prospects Name Cell Phone Email How you Know them City ST | Married/Single | Age Occupation Misc Info. Q.l. List | Q.I. Invitation |Response| Q.l. Interview | Response | Q.l. Meeting | Response |Q.l. Follow-Up | Response | Q.l. Get Started Result
(m/s) Date Date (v/n/cb) Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (c/p/d/a)

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






(.
\‘/ 50 STATES LIST (people around the country)

* (m/s) = Married/Single

** Response (y/n/nn) = Yes/No/Call Back

*** Result (c/p/d/a) = Customer/Preferred/Distributor/Ambassador)

# Prospects Name Cell Phone Email How you Know them City ST | Married/Single | Age Occupation Misc Info. Q.l. List | Q.l. Invitation |Respone | Q.l. Interview | Response | Q.l. Meeting [Response| Q.l. Follow-Up | Response | Q.l. Get Started Result
(m/s) Date Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (c/p/d/a)

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






s
\‘/ I NTE R NATI O NAL LI ST (people arou nd the World) * (m/s) = Married/Single ** Response (y/n/nn) = Yes/No/Call Back *** Result (c/p/d/a) = Customer/Preferred/Distributor/Ambassador)

# Prospects Name Cell Phone Email How you Know them City ST | Married/Single | Age Occupation Misc Info. Q.l. List | Q.l. Invitation |Respone | Q.l. Interview | Response | Q.l. Meeting | Response |Q.l. Follow-Up| Response |Q.l. Get Started| Result
(m/s) Date Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (c/p/d/a)

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






(.
\‘/ ACTIVE DAI LY LIST (neW people yOU meet eve ryd ay ) * (m/s) = Married/Single ** Response (y/n/nn) = Yes/No/Call Back *** Result (c/p/d/a) = Customer/Preferred/Distributor/Ambassador)

# Prospects Name Cell Phone Email How you Know them City ST | Married/Single | Age Occupation Misc Info. Q.l. List | Q.I. Invitation | Respone |Q.l. Interview| Response | Q.l. Meeting | Response |Q.l. Follow-Up | Response | Q.l. Get Started | Result
(m/s) Date Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (y/n/cb) Date (c/p/d/a)

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






.

\!/ DRIP LIST (put all Call Back's or Not Now's on this list to contact throughout the year)

*** Result (c/p/d/a) = Customer/Preferred/Distributor/Ambassador)

# Prospects Name Cell Phone Email How you Know them City ST | Married/Single | Age Occupation Misc Info. Last Date |Last Response| 1st Drip | Response |2nd Drip | Response | 3rd Drip | Response | 4th Drip | Response | 5th Drip | Response | 6th Drip | Response
(m/s) Date (c/p/d/a) Date (c/p/d/a) Date (c/p/d/a) Date (c/p/d/a) Date (c/p/d/a) Date (c/p/d/a)
1 - - Ambassdor
2 - - Ambassdor
3 - - Ambassdor
4 - - Ambassdor
5 - - Ambassdor
6 - - Ambassdor
7 - - Ambassdor
8 - - Ambassdor
9 - - Ambassdor
10 - - - - - Ambassdor
1 - - - - - Ambassdor
L2 - - Ambassdor
12 - - Ambassdor
15 - - Ambassdor
16 - - Ambassdor
17 - - Ambassdor
18 - - Ambassdor
19 - - Ambassdor
20 - - Ambassdor
21 - - Ambassdor
22 - - Ambassdor
23 - - Ambassdor
24 - - Ambassdor
25 - - Ambassdor
26 - - Ambassdor
27 - - Ambassdor
)8 - - Ambassdor
29 - - Ambassdor
30 - - Ambassdor
31 - - Ambassdor
32 - - Ambassdor
33 - - Ambassdor
34 - - Ambassdor
- - Ambassdor
3 - = Ambassdor
3 - = Ambassdor
¥ - - Ambassdor
38 - - Ambassdor
> - - Ambassdor
40 - = Ambassdor
. - - Ambassdor
4 - = Ambassdor
3 - - - Ambassdor
4 - - - - - Ambassdor
45 ) - - - - Ambassdor
16 - - - - - Ambassdor
47 - - - - - Ambassdor
48 B - - - - Ambassdor
9 - - - Ambassdor
>0 - - - Ambassdor
>1 = - Ambassdor
>2 = - Ambassdor
>3 = = Ambassdor
>4 - - Ambassdor
2> - - Ambassdor
>6 - - Ambassdor
>7 - - Ambassdor
>8 - - Ambassdor
>9 - - Ambassdor
60 - = Ambassdor
61 - = Ambassdor
62 - - Ambassdor
63 - - Ambassdor
64 - - Ambassdor
65 - - Ambassdor
66 - - Ambassdor
67 - - Ambassdor
68 - - Ambassdor
it - - Ambassdor
70 - - Ambassdor
1 - - Ambassdor
72 - - Ambassdor
3 - - Ambassdor
74 - - Ambassdor
75 - - Ambassdor
76 - - Ambassdor
77 - - Ambassdor
78 - - Ambassdor
79 - - Ambassdor
80 - - Ambassdor
81 - - Ambassdor
82 - - Ambassdor
83 - - Ambassdor
84 - - Ambassdor
85 - - Ambassdor
86 - - Ambassdor
87 - - Ambassdor
88 - - Ambassdor
89 - - Ambassdor
90 - - Ambassdor
91 - - Ambassdor
92 - - Ambassdor
93 - - Ambassdor
94 - - Ambassdor
95 - - Ambassdor
96 - - Ambassdor
97 - - Ambassdor
98 - - Ambassdor
99 - - Ambassdor
100 - - Ambassdor
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		64: 
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		3rd Response: 

		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: [-]

		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: [-]

		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: [-]



		4th Response: 

		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: [-]

		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: [-]

		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: [-]



		5th Response: 

		1: [Ambassdor]

		2: [Ambassdor]

		3: [Ambassdor]

		4: [Ambassdor]

		5: [Ambassdor]

		6: [Ambassdor]

		7: [Ambassdor]

		8: [Ambassdor]

		9: [Ambassdor]

		10: [Ambassdor]

		11: [Ambassdor]

		12: [Ambassdor]

		13: [Ambassdor]

		14: [Ambassdor]

		15: [Ambassdor]

		16: [Ambassdor]

		17: [Ambassdor]

		18: [Ambassdor]

		19: [Ambassdor]

		20: [Ambassdor]

		21: [Ambassdor]

		22: [Ambassdor]

		23: [Ambassdor]

		24: [Ambassdor]

		25: [Ambassdor]

		26: [Ambassdor]

		27: [Ambassdor]

		28: [Ambassdor]

		29: [Ambassdor]

		30: [Ambassdor]

		31: [Ambassdor]

		32: [Ambassdor]

		33: [Ambassdor]

		34: [Ambassdor]

		35: [Ambassdor]

		36: [Ambassdor]

		37: [Ambassdor]

		38: [Ambassdor]

		39: [Ambassdor]

		40: [Ambassdor]

		41: [Ambassdor]

		42: [Ambassdor]

		43: [Ambassdor]

		44: [Ambassdor]

		45: [Ambassdor]

		46: [Ambassdor]

		47: [Ambassdor]

		48: [Ambassdor]

		49: [Ambassdor]

		50: [Ambassdor]

		51: [Ambassdor]

		52: [Ambassdor]

		53: [Ambassdor]

		54: [Ambassdor]

		55: [Ambassdor]

		56: [Ambassdor]

		57: [Ambassdor]

		58: [Ambassdor]

		59: [Ambassdor]

		60: [Ambassdor]

		61: [Ambassdor]

		62: [Ambassdor]

		63: [Ambassdor]

		64: [Ambassdor]

		65: [Ambassdor]

		66: [Ambassdor]

		67: [Ambassdor]

		68: [Ambassdor]

		69: [Ambassdor]

		70: [Ambassdor]

		71: [Ambassdor]

		72: [Ambassdor]

		73: [Ambassdor]

		74: [Ambassdor]

		75: [Ambassdor]

		76: [Ambassdor]

		77: [Ambassdor]

		78: [Ambassdor]

		79: [Ambassdor]

		80: [Ambassdor]

		81: [Ambassdor]

		82: [Ambassdor]

		83: [Ambassdor]

		84: [Ambassdor]

		85: [Ambassdor]

		86: [Ambassdor]

		87: [Ambassdor]

		88: [Ambassdor]

		89: [Ambassdor]

		90: [Ambassdor]

		91: [Ambassdor]

		92: [Ambassdor]

		93: [Ambassdor]

		94: [Ambassdor]

		95: [Ambassdor]

		96: [Ambassdor]

		97: [Ambassdor]

		98: [Ambassdor]

		99: [Ambassdor]

		100: [Ambassdor]



		QI Followup: 
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		4: 

		5: 
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		Misc Info: 

		0: 

		1: 

		2: 

		3: 

		4: 

		5: 

		6: 

		7: 

		8: 

		9: 
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		54: 
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		59: 
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		63: 

		64: 
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		66: 

		67: 
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		70: 
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		74: 

		75: 
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		QI Getting Started: 
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		50: 

		Name: 
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		Cell Phone: 

		1: 

		2: 

		3: 

		4: 

		5: 

		6: 

		7: 
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		Email: 
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		How you Know Them: 
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		City: 

		1: 

		2: 

		3: 

		4: 
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		State: 

		1: 

		2: 

		3: 

		4: 
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		6: 

		7: 
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		Married: 

		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: [-]

		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: [-]

		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: [-]



		Age: 

		1: 

		2: 
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		100: 



		Occupation: 

		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: 

		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: 

		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: 



		Misc Info: 

		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: 

		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: 

		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: 



		QI List: 

		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: 

		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: 

		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: 



		QI Invite: 

		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: 

		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: 

		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: 



		1st Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Interview: 

		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: 

		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: 

		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: 



		2nd Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Meeting: 

		1: 

		2: 

		3: 

		4: 

		5: 

		6: 

		7: 

		8: 

		9: 

		10: 

		11: 

		12: 

		13: 

		14: 
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		16: 
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		28: 

		29: 

		30: 

		31: 

		32: 

		33: 

		34: 

		35: 

		36: 

		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: 

		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: 



		3rd Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Followup: 

		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: 

		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: 

		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: 



		4th Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Getting Started: 

		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: 

		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: 

		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: 



		5th Response: 

		1: [Ambassdor]

		2: [Ambassdor]

		3: [Ambassdor]

		4: [Ambassdor]

		5: [Ambassdor]

		6: [Ambassdor]

		7: [Ambassdor]

		8: [Ambassdor]

		9: [Ambassdor]

		10: [Ambassdor]

		11: [Ambassdor]

		12: [Ambassdor]

		13: [Ambassdor]

		14: [Ambassdor]

		15: [Ambassdor]

		16: [Ambassdor]

		17: [Ambassdor]

		18: [Ambassdor]

		19: [Ambassdor]

		20: [Ambassdor]

		21: [Ambassdor]

		22: [Ambassdor]

		23: [Ambassdor]

		24: [Ambassdor]

		25: [Ambassdor]

		26: [Ambassdor]

		27: [Ambassdor]

		28: [Ambassdor]

		29: [Ambassdor]

		30: [Ambassdor]

		31: [Ambassdor]

		32: [Ambassdor]

		33: [Ambassdor]

		34: [Ambassdor]

		35: [Ambassdor]

		36: [Ambassdor]

		37: [Ambassdor]

		38: [Ambassdor]

		39: [Ambassdor]

		40: [Ambassdor]

		41: [Ambassdor]

		42: [Ambassdor]

		43: [Ambassdor]

		44: [Ambassdor]

		45: [Ambassdor]

		46: [Ambassdor]

		47: [Ambassdor]

		48: [Ambassdor]

		49: [Ambassdor]

		50: [Ambassdor]

		51: [Ambassdor]

		52: [Ambassdor]

		53: [Ambassdor]

		54: [Ambassdor]

		55: [Ambassdor]

		56: [Ambassdor]

		57: [Ambassdor]

		58: [Ambassdor]

		59: [Ambassdor]

		60: [Ambassdor]

		61: [Ambassdor]

		62: [Ambassdor]

		63: [Ambassdor]

		64: [Ambassdor]

		65: [Ambassdor]

		66: [Ambassdor]

		67: [Ambassdor]

		68: [Ambassdor]

		69: [Ambassdor]

		70: [Ambassdor]

		71: [Ambassdor]

		72: [Ambassdor]

		73: [Ambassdor]

		74: [Ambassdor]

		75: [Ambassdor]

		76: [Ambassdor]

		77: [Ambassdor]

		78: [Ambassdor]

		79: [Ambassdor]

		80: [Ambassdor]

		81: [Ambassdor]

		82: [Ambassdor]

		83: [Ambassdor]

		84: [Ambassdor]

		85: [Ambassdor]

		86: [Ambassdor]

		87: [Ambassdor]

		88: [Ambassdor]

		89: [Ambassdor]

		90: [Ambassdor]

		91: [Ambassdor]

		92: [Ambassdor]

		93: [Ambassdor]

		94: [Ambassdor]

		95: [Ambassdor]

		96: [Ambassdor]

		97: [Ambassdor]

		98: [Ambassdor]

		99: [Ambassdor]

		100: [Ambassdor]





		Inter: 

		Name: 

		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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		1st Response: 
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		6: [-]
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		2nd Response: 

		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: [-]

		37: [-]

		38: [-]

		39: [-]

		40: [-]

		41: [-]

		42: [-]

		43: [-]

		44: [-]

		45: [-]
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		50: [-]
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		83: [-]

		84: [-]

		85: [-]

		86: [-]

		87: [-]

		88: [-]
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		99: [-]
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		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: 

		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: 



		3rd Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Followup: 

		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: 

		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: 

		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: 



		4th Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Getting Started: 

		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: 

		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: 

		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: 



		5th Response: 

		1: [Ambassdor]

		2: [Ambassdor]

		3: [Ambassdor]

		4: [Ambassdor]

		5: [Ambassdor]

		6: [Ambassdor]

		7: [Ambassdor]

		8: [Ambassdor]

		9: [Ambassdor]

		10: [Ambassdor]

		11: [Ambassdor]

		12: [Ambassdor]

		13: [Ambassdor]

		14: [Ambassdor]

		15: [Ambassdor]

		16: [Ambassdor]

		17: [Ambassdor]

		18: [Ambassdor]

		19: [Ambassdor]

		20: [Ambassdor]

		21: [Ambassdor]

		22: [Ambassdor]

		23: [Ambassdor]

		24: [Ambassdor]

		25: [Ambassdor]

		26: [Ambassdor]

		27: [Ambassdor]

		28: [Ambassdor]

		29: [Ambassdor]

		30: [Ambassdor]

		31: [Ambassdor]

		32: [Ambassdor]

		33: [Ambassdor]

		34: [Ambassdor]

		35: [Ambassdor]

		36: [Ambassdor]

		37: [Ambassdor]

		38: [Ambassdor]

		39: [Ambassdor]

		40: [Ambassdor]

		41: [Ambassdor]

		42: [Ambassdor]

		43: [Ambassdor]

		44: [Ambassdor]

		45: [Ambassdor]

		46: [Ambassdor]

		47: [Ambassdor]

		48: [Ambassdor]

		49: [Ambassdor]

		50: [Ambassdor]

		51: [Ambassdor]

		52: [Ambassdor]

		53: [Ambassdor]

		54: [Ambassdor]

		55: [Ambassdor]

		56: [Ambassdor]

		57: [Ambassdor]

		58: [Ambassdor]

		59: [Ambassdor]

		60: [Ambassdor]

		61: [Ambassdor]

		62: [Ambassdor]

		63: [Ambassdor]

		64: [Ambassdor]

		65: [Ambassdor]

		66: [Ambassdor]

		67: [Ambassdor]

		68: [Ambassdor]

		69: [Ambassdor]

		70: [Ambassdor]

		71: [Ambassdor]

		72: [Ambassdor]

		73: [Ambassdor]

		74: [Ambassdor]

		75: [Ambassdor]

		76: [Ambassdor]

		77: [Ambassdor]

		78: [Ambassdor]

		79: [Ambassdor]

		80: [Ambassdor]

		81: [Ambassdor]

		82: [Ambassdor]

		83: [Ambassdor]

		84: [Ambassdor]

		85: [Ambassdor]

		86: [Ambassdor]

		87: [Ambassdor]

		88: [Ambassdor]

		89: [Ambassdor]

		90: [Ambassdor]

		91: [Ambassdor]

		92: [Ambassdor]

		93: [Ambassdor]

		94: [Ambassdor]

		95: [Ambassdor]

		96: [Ambassdor]

		97: [Ambassdor]

		98: [Ambassdor]

		99: [Ambassdor]

		100: [Ambassdor]





		New: 

		Name: 

		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: 

		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: 

		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: 



		Cell Phone: 

		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: 

		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: 

		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: 



		Email: 

		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: 

		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: 

		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: 



		How you Know Them: 

		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: 

		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: 

		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: 



		City: 

		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: 

		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: 

		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: 



		State: 

		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: 

		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: 

		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: 



		Married: 

		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: [-]

		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: [-]

		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: [-]



		Age: 

		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: 

		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: 

		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: 



		Occupation: 

		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: 

		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: 

		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: 



		Misc Info: 

		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: 

		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: 

		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: 



		QI List: 

		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: 

		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: 

		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: 



		QI Invite: 

		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: 

		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: 

		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: 



		1st Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Interview: 

		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: 

		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: 

		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: 



		2nd Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Meeting: 

		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: 

		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: 

		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: 



		3rdResponse: 

		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: [-]

		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: [-]

		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: [-]



		QI Followup: 

		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: 

		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: 

		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: 



		4th Response: 

		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: [-]

		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: [-]

		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: [-]



		QI Getting Started: 

		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: 

		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: 

		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: 



		5th Response: 

		1: [Ambassdor]

		2: [Ambassdor]

		3: [Ambassdor]

		4: [Ambassdor]

		5: [Ambassdor]

		6: [Ambassdor]

		7: [Ambassdor]

		8: [Ambassdor]

		9: [Ambassdor]

		10: [Ambassdor]

		11: [Ambassdor]

		12: [Ambassdor]

		13: [Ambassdor]

		14: [Ambassdor]

		15: [Ambassdor]

		16: [Ambassdor]

		17: [Ambassdor]

		18: [Ambassdor]

		19: [Ambassdor]

		20: [Ambassdor]

		21: [Ambassdor]

		22: [Ambassdor]

		23: [Ambassdor]

		24: [Ambassdor]

		25: [Ambassdor]

		26: [Ambassdor]

		27: [Ambassdor]

		28: [Ambassdor]

		29: [Ambassdor]

		30: [Ambassdor]

		31: [Ambassdor]

		32: [Ambassdor]

		33: [Ambassdor]

		34: [Ambassdor]

		35: [Ambassdor]

		36: [Ambassdor]

		37: [Ambassdor]

		38: [Ambassdor]

		39: [Ambassdor]

		40: [Ambassdor]

		41: [Ambassdor]

		42: [Ambassdor]

		43: [Ambassdor]

		44: [Ambassdor]

		45: [Ambassdor]

		46: [Ambassdor]

		47: [Ambassdor]

		48: [Ambassdor]

		49: [Ambassdor]

		50: [Ambassdor]

		51: [Ambassdor]

		52: [Ambassdor]

		53: [Ambassdor]

		54: [Ambassdor]

		55: [Ambassdor]

		56: [Ambassdor]

		57: [Ambassdor]

		58: [Ambassdor]

		59: [Ambassdor]

		60: [Ambassdor]

		61: [Ambassdor]

		62: [Ambassdor]

		63: [Ambassdor]

		64: [Ambassdor]

		65: [Ambassdor]

		66: [Ambassdor]

		67: [Ambassdor]

		68: [Ambassdor]

		69: [Ambassdor]

		70: [Ambassdor]

		71: [Ambassdor]

		72: [Ambassdor]

		73: [Ambassdor]

		74: [Ambassdor]

		75: [Ambassdor]

		76: [Ambassdor]

		77: [Ambassdor]

		78: [Ambassdor]

		79: [Ambassdor]

		80: [Ambassdor]

		81: [Ambassdor]

		82: [Ambassdor]

		83: [Ambassdor]

		84: [Ambassdor]

		85: [Ambassdor]

		86: [Ambassdor]

		87: [Ambassdor]

		88: [Ambassdor]

		89: [Ambassdor]

		90: [Ambassdor]

		91: [Ambassdor]

		92: [Ambassdor]

		93: [Ambassdor]

		94: [Ambassdor]

		95: [Ambassdor]

		96: [Ambassdor]

		97: [Ambassdor]

		98: [Ambassdor]

		99: [Ambassdor]

		100: [Ambassdor]





		Drip: 

		Name: 

		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: 

		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: 

		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: 



		Cell Phone: 

		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: 

		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: 

		73: 
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		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: 



		Email: 

		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: 

		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: 

		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: 



		How you Know Them: 

		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: 

		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: 

		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: 



		City: 

		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: 

		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: 

		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: 



		State: 

		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: 

		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: 

		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: 



		Married: 

		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: [-]

		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: [-]

		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: [-]



		Age: 

		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: 

		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: 

		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: 



		Occupation: 

		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: 

		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: 

		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: 



		Misc Info: 

		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: 

		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: 

		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: 



		Last Date: 

		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: 

		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: 

		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: 



		Last Response: 

		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: 

		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: 

		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: 



		1st Drip Date: 

		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: 

		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: 

		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: 



		1st Response: 

		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: [-]

		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: [-]

		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: [-]



		2ndDrip Date: 

		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: 

		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: 

		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: 



		2nd Response: 

		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: [-]

		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: [-]

		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: [-]



		3rd Drip Date: 

		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: 

		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: 

		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: 



		3rd Response: 

		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: [-]

		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: [-]

		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: [-]



		4th Drip Date: 

		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: 

		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: 

		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: 



		4th Response: 

		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: [-]

		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: [-]

		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: [-]



		5th Drip Date: 

		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: 

		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: 

		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: 



		5th Response: 

		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: [-]

		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: [-]

		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: [-]



		6th Drip Date: 

		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: 

		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: 

		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: 



		6th Response: 

		1: [Ambassdor]

		2: [Ambassdor]

		3: [Ambassdor]

		4: [Ambassdor]

		5: [Ambassdor]

		6: [Ambassdor]

		7: [Ambassdor]

		8: [Ambassdor]

		9: [Ambassdor]

		10: [Ambassdor]

		11: [Ambassdor]

		12: [Ambassdor]

		13: [Ambassdor]

		14: [Ambassdor]

		15: [Ambassdor]

		16: [Ambassdor]

		17: [Ambassdor]

		18: [Ambassdor]

		19: [Ambassdor]

		20: [Ambassdor]

		21: [Ambassdor]

		22: [Ambassdor]

		23: [Ambassdor]

		24: [Ambassdor]

		25: [Ambassdor]

		26: [Ambassdor]

		27: [Ambassdor]

		28: [Ambassdor]

		29: [Ambassdor]

		30: [Ambassdor]

		31: [Ambassdor]

		32: [Ambassdor]

		33: [Ambassdor]

		34: [Ambassdor]

		35: [Ambassdor]

		36: [Ambassdor]

		37: [Ambassdor]

		38: [Ambassdor]

		39: [Ambassdor]

		40: [Ambassdor]

		41: [Ambassdor]

		42: [Ambassdor]

		43: [Ambassdor]

		44: [Ambassdor]

		45: [Ambassdor]

		46: [Ambassdor]

		47: [Ambassdor]

		48: [Ambassdor]

		49: [Ambassdor]

		50: [Ambassdor]

		51: [Ambassdor]

		52: [Ambassdor]

		53: [Ambassdor]

		54: [Ambassdor]

		55: [Ambassdor]

		56: [Ambassdor]

		57: [Ambassdor]

		58: [Ambassdor]

		59: [Ambassdor]

		60: [Ambassdor]

		61: [Ambassdor]

		62: [Ambassdor]

		63: [Ambassdor]

		64: [Ambassdor]

		65: [Ambassdor]

		66: [Ambassdor]

		67: [Ambassdor]

		68: [Ambassdor]

		69: [Ambassdor]

		70: [Ambassdor]

		71: [Ambassdor]

		72: [Ambassdor]

		73: [Ambassdor]

		74: [Ambassdor]

		75: [Ambassdor]

		76: [Ambassdor]

		77: [Ambassdor]

		78: [Ambassdor]

		79: [Ambassdor]

		80: [Ambassdor]

		81: [Ambassdor]

		82: [Ambassdor]

		83: [Ambassdor]

		84: [Ambassdor]

		85: [Ambassdor]

		86: [Ambassdor]

		87: [Ambassdor]

		88: [Ambassdor]

		89: [Ambassdor]

		90: [Ambassdor]

		91: [Ambassdor]

		92: [Ambassdor]

		93: [Ambassdor]

		94: [Ambassdor]

		95: [Ambassdor]

		96: [Ambassdor]

		97: [Ambassdor]

		98: [Ambassdor]

		99: [Ambassdor]

		100: [Ambassdor]










Training

Q.. Filtering

The Q.l. List Builder
The Q..
The Q.l. Interview

The Q.l. Meeting
The Q.l. Followup
The Q.l. Getting Started






THE ULTIMATE INVIATION SCRIPTS

The more quickly you become comfortable with the content of the scripts, the more effective you will be.

INTRODUCTION

You are on the verge of a new Explosion in your business. In your hands is a powerful List of Scripts which will start the Pure
Q.l. Filtering System which is “The Invite”. When | was at the age of 21, | was handed my very first script which helped
me launch a career that has now spanned over 30 years. Throughout my many years of networking, | have come across
many types of Scripts and Approaches, which led to me putting together this Master List of Scripts your holding right now.
In your hands is my entire personal list of scripts for filtering your prospects before going to the next step of the System.

LET THESE SCRIPTS BE A FILTER

The purpose of this manual is to act as a guide to help you become more effective, and a more powerful communicator.
This Industry works if you communicate. The more people you communicate your message to and the more you
improve your skills, the better “The Filtering Process” will be. Scripts have a very important purpose: to be a guide in
helping you put the right words in your mouth. However, the individuals who practice the scripts and memorization them
take their businesses to higher levels, allowing them to unconsciously move through each conversation. Use this
Manual as a guide to help you know the right things to say, how to say them, and when to say them.

A FEW TIPS BEFORE YOU START

Practice it, Try it, Correct it, Repeat. “Repetition” is the Secret to learning. Take time to practice each of these
scripts by reading them aloud, Try it on someone live, Correct anything you feel needs a little work & Try it again. The
more quickly you become comfortable with the scripts, the more effective you will be. You do not want to sound like
you are reading it off a piece of paper, but to memorize each of these scripts so that you can simply walk through a
conversations with your prospects.

1. STAND UP WITH ENERGY

Posture and Energy are very important. How do you come across on the telephone? Do you sound like
you are in charge, in control and successful? If it takes you standing up, in a powerful stance in order to
create that “In Control” energy, then go for it!

2. LET THEM HEAR YOUR EXCITEMENT

People get sold on YOU before they buy your product, or opportunity. With the Filtering Process you still have
to have enthusiasm, exciternent and energy! It is often the energy that they “Feel” and “Hear” in your voice that
will get their attention to hear what you have to say.

3. YOU'VE GOT THE GOLDEN OPPORTUNITY

You have the opportunity of a lifetime to share with others. “Own it* You are going to be dealing with a lot of
people who go to a job, work all day, go home and repeat that process over and over, year after year. You've got
something incredibly powerful and life changing. Act like it and they will follow.






THE ULTIMATE INVIATION SCRIPTS cont. ..

4. KEEP CONTROL OF THE CONVERSATION

You are the person in charge. Don't ever let your prospect take control of the conversation. You are the person
guiding the conversation. If you let your prospect take control, you've lost. Remember, “They” are the ones
looking for change. You are the person who has the “Vehicle” to help them make that change happen.

5. FILTER, DON’T CHASE YOUR PROSPECTS

There is a difference between “Chasing” and "Following Up” with your Prospect. Remember this whole system
is a Filtering System to save you time with people that the timing is not right for them right now. Chasing leads
to nothing but frustration and time wasted. You'll know you're chasing when they either never answer or never
call you back. Use your ears and listen to both what is being said and how it is being said. If you pay close attention
to what is happening during your praspecting calls, you will be able to pick up on simple clues that tell you whether
or not you are on the phone with the “Right Candidate” for your business, so you can guickly move on to the next
prospect on your list.

6. STUDY THIS BUSINESS

The biggest earners are students of this business, students of people and students of success. Learn from both
your mistakes and your successes. Become a sponge and learn everything you possibly can to solidify your skills,
your mindset and your knowledge. The more you know, the mare effective you will be. One of the best things you
can do to assure your success is to stay “Plugged In” to the Leaders in your company. Stay plugged in to the one
that are currently active & growing. The more time you invest in being involved and being active, the more likely
your success will be. | learned a long time ago to stay focused on what the producers were doing and not just
what they were saying. Lean on your leadership for support and assistance to help you understand what to do
and how to do it. This will help you create greater competence and an example for your own team. But, don't
become codependent on your leadership! Your leadership is there to assist you in growing and developing your
team. They are not there to do it for you.

7. ARE YOU SMILING?

There is a powerful energy that a smile brings to any conversation, whether on the telephone or in person.
People are looking for happiness in their lives. If you sound grumpy, or unhappy, people won't want to talk to you.
Sound like you are having fun, and you'll find yourself attracting like-minded people. “Have Fun® This is a Journey!
Have fun with the process. Don't merely go through the motions. Go through the motions and have “FUN" with
it. The more fun you have, the more you'll succeed.

HERE’S MY GOAL

My Goal with this Manual of Scripts is to help individuals like yourself achieve the levels of success in this great profession of
Network Marketing. Remember this, your goal is to allow these Scripts to be a Filter to see who's looking, wanting to go to
the next step & find out more Information, not a Yes or No. Focus your time on these types of Income producing activities
on a consistent basis and your success will be just a matter of time. “Be Bold, have some Fun, and enjoy the Journey”

Expecting your Very Best,

DAl





SCRIPTS FOR MAKING PHONE CALLS:

Here are the 8 steps of the Invitation Outline. Below 've put together several statements in each section for you to
pick from that best fits your personality. On page two | put together an Invitation script that uses one statement
from each so you can see how to put together your own.

#1 BE IN A HURRY

« | don’t have a lot of time to talk, but it was really important | reach you...
« | have a million things going on, but I'm glad | caught you...

« I'm running out the door, but | needed to talk to you real quick...

« Now isn’t the time to get into this and | have to go, but...

e I’'m have to run, but...

#2 COMPLIMENT THE PROSPECT

* You've been wildly successful and I've always respected the way you’ve done business.

* You've always been so supportive of me and | appreciate that so much.

* You're one of the most connected people | know and I've always admired that about you.

* You're the most (or one of the most) important person in my life and | really trust your instincts.

¢ You have an amazing mind for business and can see things other people don’t see.

* | was thinking... who are the sharpest people | know? And | thought of you.

* You're one of the most positive and energetic people I've ever met.

 I've always admired the fact that you're always open to looking at new things.

» | need someone to find the holes in something I'm looking at and absolutely nothing gets past you.

* You're one of the most (health conscious/technology savvy/fashion conscious/wellness-minded/financially etc.)
people | know and I've always respected that about you.

» You're one of the smartest people | know and | really trust your judgment.

» For as long as I've know you I've thought you were the best at what you do.

* You've give me some of the best service |I've ever received.

= You are super sharp. Can | ask what you do for a living?

« You've made (what ever their doing for you right now) a fantastic experience.

#3 MAKE THE INVITATION

« When you told me , (something they shared) were you serious or were you just kidding
around?(wait for answer). Great! | think I've found a way for you to get it /solve the problem/
make it happen/etc.” (This is for situations where you know an area of their dissatisfaction)
| think I've found a way for us to really boost our cash flow.
| found something you really need to see.
I'm launching a new business and | really want you to take a look at it.
When | thought of the people who could make an absolute fortune with a business
I've found, | thought of you.
» Are you still looking for a job (or different job) I've found a way for both of us to
start a great business without all the risks.
« If | told you there was a way to increase your cash flow without jeopardizing what
you're doing right now, would you be interested?
I've teamed up with a company that is opening/expanding in the (their city) area.
I've found something exciting and you're one of the very first people T've called.
When | thought of quality people that I'd really enjoy working with | thought of you.
Would you be open to hearing what I'm doing?
Let me ask you something... are you be open to diversifying your income?
Let me ask you a question, off the record. If there were a business you could start working part-time from
your home that could replace your full-time income, would that interest you?
* As you know I've been a (insert occupation), but because of (negative factors) I've decided to diversify
my income. After considering my options, I've identified the very best way to make it happen.
| found an exciting business, and together, | think we could do something special. 1+1 might add up to 10.
With your skills, you could make $100,000 a month in a business |'ve just started.
I've found the calling you've been waiting for your whole life.
Have you ever thought of diversifying your income?
Do you keep your career options open?
Do you plan on doing what you're doing now for the rest of your career?

CONT. ON PG.2





SCRIPTS FOR MAKING PHONE CALLS cont....

Here are the 8 steps of the Invitation Outline. Below 've put together several statements in each section for you to
pick from that best fits your personality. On page two | put together an Invitation script that uses one statement
from each so you can see how to put together your own.

MAKE THE INVITATION cont....

» |'ve just started a new business and I’'m scared to death so before | get going | need to practice on
someone friendly, would you mind if | practiced on you?

* I'm thinking about getting started with a business | can run from my home, would you help me
check it out and see if it's for real?

» | found a business I'm reaIIF/ excited about, but what do | know, you have so much experience,
would you look at it for me if | made it easy and let me know if you think I'm making the right move?

« Afriend told me the best thing | could do when starting a business is to have people | respect take
a look at it and give me some guidance, would you be willing to do that for me if | made it simple?

« |'ve started a business and really need someone to help me poke holes in it, nothing gets past you,
would you be willing to examine it for me?”

« The business I'm in clearly isn’t for you, but | wanted to ask, who do you know that is ambitious,
money motivated and would be excited about the idea of adding more cash flow to their lives?”

« Who do you know that might be looking for a strong business they could run from their home?”

« Who do you know that has hit a wall with business & might be looking for a way to diversity their income?

» Do you know any sharp people who live in (city) Could | get their name and email address if you
have it? | have business expanding in that area & | want to see if they think it will be successful there.

* Do you know anyone involved in a serious job search?

« | work with a company that's expanding in our area and I'm looking for some sharp people that might be
interested in some additional cash flow. Do you know anyone who might fit that description?”

#4 IF1 ? ,WOULD YOU ?

F | gave you a DVD that laid out all the information in a very professional way, WOULD YOU watch it?
F | gave you a CD that described the business, WOULD YOU listen to it?
F | gave you a magazine (or some other prospectigg printed piece), WOULD YOU read it?

o
y
« |F | gave you alink to an online presentation that explained everything, WOULD YOU click on it and watch it?

#5 GET A TIME COMMITMENT

* When do you think you could watch the DVD for sure?

* When do you think you could listen to the CD for sure?

« When do you think you could read the magazine for sure?
» When do you think you could watch the link for sure?

#6 CONFIRM
» So, if | called you Wednesday morning, you’ll have seen it for sure right?
a

* So, if | called you sometime on Thursday, you'll have listened to it for sure right?
» So, if | called you on July 2nd, you’ll have watched it for sure right?

#7 GET A TIME AND NUMBER

» \What's the best number and time for me to call?

#8 GET OFF THE PHONE!
« Great. We'll talk then. Gotta run!

NOW LET’S PUT IT ALL TOGETHER:

#1] don’t have a lot of time to talk, but it was really important | reach you. #2You’re one of the most connected
people | know and I've always admired that about you. #3 Let me ask you something... are you be open
to diversifying your income? #4 If | gave you a link to an online presentation that explained everything, would you
click on it and watch it? #s When do you think you could watch the link for sure? #¢ So, if | called you
Wednesday morning, you'll have seen it for sure by then right? #7 What's the best number and time for
me to call you back? #& Great. We'll talk then. Gotta run!





SOCIAL MEDIA INVITATION POST:

It's highly recommended that you follow both the post template and follow up template verbatim, in order to
maximize your results. Both have been proven to literally create millions of dollars in revenue.

TIP #1 Posts with photos receive more engagement on social media. Use your enrolling sponsor's
before/after photo in your post.

TIP #2 Post Sunday through Thursday between 7:30pm-8:30pm (in your loeal time zone)
IF YOU HAVEN'T STARTED YET:

YOU: After watching my friend (sponsors name) release / experience : and
thanks to an amazing (product info here), | decided it was time for me to experience similar resulis,
because | am tired of feeling , and

I'm so excited to get started and to get my body back. My system hasn’t even arrived yet and I'd love to
have some of my good friends join me on this journey so we can hold each other accountable and get
the healthiest we've ever been together. Who's up for looking and feeling their best?

OR: [I've only been using the system for days and I'm alread : and
I'd love to have some of my friends join me on § |\s/\)ourney so we can hold each other
acc%mfaﬁle and get the healthiest we've ever béen together. Who’s up for looking and feeling their
est”

PROGRESS POST: (highly recommend including transformation pics if you have them):

YOU: Before | found this system, | was feeling , and and I'd had enough.
After watching tons of my friends get resulis, T decided o get started on an amazing (product info
here) and | can't believe what's happened! I've only been using the system for (days/weeks)
and I've already experienced and I I'd tried so many things before

this and I'm just so grateful to my frlend’(sppnsor name) for intfroducing this to me. It's super simple
to follow, it's truely amazing! Finally, a solution that actually works!!!

AFTER COMMENTS, FOLLOW THIS TEMPLATE WORD FOR WORD:

(Note make sure to find out your Partners available call times for the current week before this conversation).
YOU: He (name) I'm glad you commented, one of the things that excites me_most about starting

thisysysfem is doing it with (friends/family/people | know/co-workers, etc). This may or may not
be for you, but if it Is, what would you love to see happen?

THEM: (their response i.e. lose weight, have more energy, etc).

YOU: Awesome, a big reason | was inspired to get started, is because this system seriously works for
everyone. I've seen so man)l/ incredible transformations. | know that one of the biggest things that
contributed to my getting out of shape was ! . (enter your personal challenges
i.e.’no time to eat healthy, didn’t know where to start, too busy with the kids, working long hours, efc).

What have been some of your biggest challenges with (losing weight, sleeping better, eic)?

THEM: (their response)

YOU: | can totally appreciate that, you're going to love this. Let’s do this, since I'm just getting started, I'd
love to get you on a call with my friend (pariner) and me. You'll love him/her! He/She is
and (see examples below). What are some times that work for you over the
next day or two?

Examples; He's/She’s really been amazing since day 1 and there's no one better to help you get all
your questions answered. or He’s/She’s super knowledgeable about how this all works and has
already helped tons of people achieve their goals on this (product)’

THEM: That sounds great! I'm available or (day/time)
YOU: Ok, awesome. Let me confirm with ,(partner) which works best, he/she is super busy.
OK, we're set for ___ (time). Before we hop on the call, there is a video that provides some context for

our conversation, if | sent it to you before we chat will you watch it for sure? They're less than 10 mins.
THEM: Absolutely.
YOU: Great should | send them through FB?
THEM: Sure
YOU: OK, willdo. What's the best # to reach you on for our call?

THEM: (their number)
You: Great, talk soon!





STEP1
YOU:

STEP 2
YOU:

THEM:
YOU:

THEM:

YOU:
YOU:

THEM:
YOU:

THEM:
YOU:
THEM:
YOU:

SAMPLE INVITATION TEXT ABOUT BUSINESS OPPORTUNITY:

This is designed to help someone enroll their first few people. This does NOT replace the tok Post
or Phone call Invitation. This is to simply reach out to the “Two people who they know, that would
for sure want to do this with them.

TEXT / FB MESSAGE

Hey, You keep popping into my mind. I'm working on something exciting & can't help but think that
you might be perfect for it. Would it be okay if | send you a voice memo explaining a little bit more?

">

VOICE MEMO :') +Iil'll1l||rlr1ll a:05

Hey (Name) | hope you're doing great/lt's been forever since we've talked, Hope you're having
an awesome day/etc. (be quick) The reason | thought of you, is because you're one of the most

(tallent/asset they have) and (pay them a sincere compliment) people I've ever met & | just
think the world of you. A few days/weeks ago my friend (partner) introduced me to a
unique Global Health & Wellness Company called 7?77777.

After doing my research, | realized that the company offers an incredible financial opportunity and
the products are amazing too,in fact I'm already (down a few pounds, sleeping better,
experiencing more energy, etc). Even though my (job, business, time as a stay at home mom, etc)

(pays me well, keeps me busy, pays the bills, etc), I'm tired of the (challenge) and (challenge)
and really believe that this is the vehicle that will allow me to (enter your why/vision).

So, I'm putting together a core group of people who | believe are and (i.e. into health
& fitness, entrepreneurial, team players, love to have fun, seeking more freedom, influential, passionate,
motfivated etc) and (say their name again) naturally you are at the top of that list. Now, | know
you (love your job, are really passionate about your business, already have so many irons in the fire
already, are super busy, etc_), but I'm gonna to run with this and think you'd absolutely crush it, too.

| have no idea whether or not this will be for you, or if the timing is right, but if it is, you'll be really
happy | shared it with you. Does this sound like something you'd be open to learning more about?

Well sure, can you tell me more?

Of course, what I'd love to do is get you on a call with my friend/partner (partners name)
and me. You'll love his/her story It's amazing (share you pariner's “30 second story”).

That sounds great! I'm available __ (time their available)
Ok, Let me confirm with , (partners name) which of those works best, he/she is super busy.
OK, we're all set for ___ (time). Before we hop on the call, there is a video that provide some
context for our conversation, if | sent it to you before we chat will you watch it for sure?
It's less than 20 mins!
(their answer)
Great should | send them through FB or Email?
Facebook/Email
OK, will do! What's the best # to reach you on for our call?

(their phone number)

Great, talk soon!

HOW TO RESPOND IF THEY SAY/ASK:

THEM:
YOU:
THEM:
YOU:

How does it work?

It's so simple, I'll send you a few things to look at (ihen getf back to the script)
What's the name of the company?

It's called __?  (then get back to the script)





YOU:

OR:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

SAMPLE INVITATION TEXT ABOUT THE PRODUCTS:

This is designed to help someone enroll their first few people. This does NOT replace the Facebook Post or the Phone Call
Invitation. This is to simply reach out to the “Two people who they know; that would for sure want to do this with them.

Hey (name) Any interest in (insert your product here) with me? I'm ready to

(lose X pounds, get shredded, etc) and feel like myself again. I've seen so many hefore
and afters & done all the research, it's the real deal and I'm super excited about it. My friend is
coaching me, she’s worked with loads of people and doesn’t charge anything, all we do is pay for
the products. Wanna do it with me?

Hey (name) Any interest in (insert your product here) with me? I've only been

using the system (# of days) and am already experiencing (vour experience) | was

tired of seeing everyone’s before and afters and was ready for my ownl It's so easy to do &

everytr;inﬁ tastes amazing. My friend is coaching me, she’s worked with loads of people and
tc

doesn arge anything, all we do is pay for the products. Wanna do it with me?

YESSSSHI

Sweet! My box is already on it's way, best thing to do is connect you with (coaches name).
What's your availability for a call over the next day or two?

| can chat now or (time)

Ha! She can't get on a call todaﬁ}z, but can (day) at either ___ (time) or __(time) which of

those times works best for you
(time)
Ok, that's perfect. I'll call you with her on the line. She had me watch a short video before our call
and asked if you could watch it too. It's 10 minuites total, I'll send them tomorrow morning,can
you watch it for sure?
Yes
Great. So excited to do this together! Wait til you see the results people are gettintT:;, you'll flip.
Talk to you at (time) If for some reason you need to cancel, please give me plenty of notice.
| want fo be mindful of her schedule.
I’'m excited! Thanks for thinking of me!
This will be us soon (send them emoji i.e. “bikini,” “fit giris” “shredded”)
Woot Woot! Send Instructions either the day of the call or the day before the scheduled call with:
Hey (name) | told (pariner's Name) all about you and he/she is excited to connect with you!

Please make sure to watch videos before we chat, so we can be mindful of (partner's name)
time as well as yours. I'll call few minutes before (time) looking forward 1o chatting with you.

HOW TO RESPOND IF THEY SAY/ASK:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

How much is it?

It really depends, everything is customized and you're just re-allocating grocery money, so it'll fit
within whatever you're currently spending on food. (then get back to the script)

How does it work?
It's so simple, I'll send you a few things to look at (then get back to the script)
What's the name of the system?”

It's called ? (then get back to the script)





YOU:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:
YOU:

THEM:

YOU:

THEM:

YOU:

THEM:

YOU:

WHEN PEOPLE ARE NOT INTERESTED:

This is for People who say their notinterested in Joining you with your
Products or the Business Opportunity.

No worries. | really appreciate you listening. Would you be open to doing me a favor and support
me as a customer?

Yeah, of course.
Thank you so much. Curiously, what are some of your current health goals?
(their respond)

One of the things | love most is that this system seriously works for everyone. I've seen so many
incredible transformations. | know that one of the biggest things that contributed to my getting out

of shape was , , (enter in your personal challenges i.e.'no time to eat healthy,
didn’t know where to start, too busy with the kids, working long hours, etc). What have been some of your
biggest challenges with (enter their goal— losing weight, sleeping better, etc - whatever they said

are their goals)?
(their respond)

| can totally appreciate that, you're going to love this. Let's do this, (since I'm just getting started), I'd
love to get you on a call with my friend (partners name) and me. You'll love him/her!
He/She is and (see examples below). What are some times that work for you
over the next day or two?

Examples:

1. He/she's really been amazing since day 1 and there’s no one better to help you get all your
questions answered.

2. He’s super knowledgeable about how this all works and has already helped tons of people
achieve their goals on this system.

That sounds great! I'm available (day/time) or (day/time).
Ok, awesome. Let me confirm with , (partners name) which works best, he/she is super busy.
OK, we're all set for ___ (day/time). Before we hop on the call, there are a couple of brief videos

that provide some context for our conversation, if | sent them to you a few hours before we chat will
you watch them for sure? They're less than 10 mins.

Absolutely.

Great! Should | send them through FB?

Sure

OK, will do. What's the best # to reach you on for our call?
(number)

Great, talk soon! AND THAT’S IT, DO NOT CONTINUE THE CONVERSATION PAST THAT!





EX. #1

YOU:

YOU:

THEM:

YOU:

EX. #2

EX. #3

EX. #4

EX. #5

EX. #6

EX. #7

SCRIPTS FOR STARTING UP CONVERSATIONS:

The Magic is in Asking the Right Questions Useing F.O.R.M. People like to talk
about their Family, Occupation, Recreation & Money.

WHAT HAVE YOU BEEN UP TO LATELY?

Whatever they talk about... FOCUS ON IT When they ask what YOU have been up to, say...

I'm so excited that | just started my own business. I'm working with a company called __ 7

that is creating wealth for thousands of people. I'm looking for five motivated people that want

to make a six-figure income. Who do you know? Great! I'm working with an extremely successful

business owner . They have introduced me to a company called __?__ that

has phenomenal health, weight management and skin care systems that cleanse the body. As a

side benefit, you can lose weight, gain more energy and improve your health. In fact, | have lost
(pounds) Wealth is being created by so many people in this company. (pause)

I'm looking for some motivated people that value their health and want to make extra money. Does

anyone you know come to mind? I'm working with a successful business owner that helps retire people in

three to five years. Can you think of anyone that might be interested? | teach people how to create

weekly cash flow and increase their bottom line in a down economy. (Then Be Quiet)

How do you do that?” or “What is it?”

Well, I'm working with an $ 7?77 million/billion-dollar company headquartered in (city & State).
They have helped create more six and seven-figure income earners than any other company in
America over the last six years! (Then Be Quiei) If they ask for more info. get their e-mail or number.

HOW IS YOUR JOB GOING? HAVE YOU HAD ANY PROMOTIONS LATELY?
Are you open to taking a look at something that you can make extra income without leaving your
current job? Great! Tell them your compliant story. Set an appointment.

HAS OUR FINANCIAL CRISIS AFFECTED YOU?
Are you open to looking at something that can create an immediate income for you?
Great! Tell them your compliant story. Set an appointment.

ON AN AIRPLANE, ARE YOU ON A HOLIDAY/VACATION?
This is an opening a doorway to finding common ground to connect so you can
introduce Isagenix.Tell them your compliant story. Set an appointment.

CRAZY DAY ON WALL ST. IS THAT SOMETHING THAT CONCERNS YOU?
| used to worry about that too. Fortunately, | have found something to add to my retirement
and that | feel really great about investing in. Tell them your compliant story. Set an appointment.

HAVE YOU SEEN THE PAPER LATELY ABOUT ALL THE TOXINS IN OUR ENVIRONMENT?
Fortunately | do not worry about that anymore. Tell them your compliant story. Set an appointment.

COMPLIMENT APPROACH. YOU ARE REALLY GOOD AT WHAT YOU DO!

You are really good at what you do. | bet you get paid a lot of money doing this. Wait for their
response. “Well, | have something you would be incredible at. Can you talk tonight and be in front
of your computer? Great. Set an appointment.

ASKING FOR REFERRALS:

- We have been friends for a long time... Maybe You Can Help Me. | just started my own business and am

looking for some motivated people that are looking to change their position in life. Do you know anyone
looking to make an extra income?

- | really respect you for your business success. | just started my own business and am looking for some

motivated people that are looking to change their position in life. Do you know anyone looking to make
an extra income?”

- | have come across something that | really need your opinion on. Do you have some time tonight around
(time) Can you please be on your computer, it will take about 20 minutes? Great. Talk to you later!
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THE 6 STEP Q.l. INTERVIEW

If you can have a lot of people sharing the Business Plan with a quick 15 min. overview & a simple
invite to a meeting, instead of having just a few that can do a Full Blown 1-2 hour presentation,
you're going to have a lot of growth. The Team with the most Exposures WIN!!!

THE 6 STEP Q.I. INTERVIEW (15min.)

With all the Networking Presentations out there | can't put an actual interview here, there are just to many approaches that Leaders
use to share their business to their prospects on what their Product, Company or Compensation has to offer. But with all the years
of watching so many styles, approaches & techniques | want to share with you a process that needs to stay consistent with the Q.1.
System for the interview fo be effective. Remember from the initial Connection to getting someone Started, it's still all about a
Filtering System and a Philosophy. The Philosophy here is to see if they connect with at least 2 of the é steps that you will cover
and if they do, invite them o a Meeting to see a Full Presentation of your Product/Business Opportunity. This allows a lot more
people to do a quick 15 min. overview to see if they relate to a few things before wasting everyone's time. Again the Q.1. Overview
is designed to Provide, Protect and Preserve the New Distributors so their not having to answer a lot of questions on their own. If
there are only a few people that can show a full presentation & answer all the questions, you're going to have a very slow-moving
business. If you can have a lot of people going out and showing a quick 15 min. Overview and a simple invite to a meeting,
you're going to have a lot of growth. Would you like to have 1-2 folks that can show a few full presentations a week or 20-25
folks that can show 3-5 quick 15 min. Overviews a week? 25 times 3 overviews is 75 exposures every week in your business.

Start with the CLOSE: Start by telling them your in a hurry, & that you need to get them into a MEETING.

The 1st Goal here is to set the tone by letting them know that your in a hurry and you only have about 15min. so your not stuck
answering a lot of questions, plus it tells them your not there for a long drawn out sale pitch. The 2nd Goal is to let them know
that you really want to get them to a Meeting so that they can meeting the GUY/GIRL that’s the expert and meet the team. And
the 3rd Goal is to Share with them your going to cover 6 quick points to see if they relate with at least 2 of the points, if not then
there’s not a reason to go on to the next step, “IS THAT FAIR ENOUGH?2"

1. THE COMPANY:
This is where you can talk about the Leadership, International Countries, Financial Status and Goals of the Company but Briefly

2. BILLION DOLLAR MARKETS:
This is where you can talk about the Product/Service Line, Market Potential, the Uniqueness and Emotional aspects of your Producis

3. REVENUE SHARING:

This is where you can falk about the Perks of being a Customer or Preferred Customer with the Retail Commission %, Product
Infrodution Bonuses, Loyalty Programs & Affiliates Benefits.

4. CREATING LEVERAGE:

This is where you can talk about the Perks of being a Business Builder and the advantages of having a side Hustle, Mulfi
Streams of Income, Tax Advantages, and how over Time it creates Exponential Leverage.

5. COMPENSATION:

This is where you can talk about the Compensation Bonuses but very briefly, because most want be able o comprehend a lot
of it till later, so highlight Team Commissions & Matches Bonuses and gloss over the rest.

6 THE SUPPORT TEAM:

This is where you can falk about the Upline/Team thats in place to help them get started and a Education System of Audios,
Videos, Podcast, Zooms, & Events to help them Succeed.

Did They RELATE: See if they related with at least 2 OF THE 6 CONCEPTS.

If they related to at least 2 of the & points, then invite them to your next Meeting/Zoom so that they can get their questions answers
and meet the Expert and the Team. Give them the Date, Time, Location, Dress Code, & what to expect at the Meeting.
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HOW TO INVITE TO & HOST A MEETING -

I think the hardest thing for a potential prospect to do is to not be suspicious or feel uncomfortable coming to meeting that you have invited them to
whetherif's in your Home or ata Conference Center. Soit'simportant to explain to them what to expect and what's going to happen at the meeting,
setup the right attitude before they come to the meeting and to have an positive & professional environment for a successful meeting.

| think the hardest thing for a potential prospect to do is to not be suspicious or feel uncomfortable coming to
meeting that you have invited them to whether it’s in your Home or at a Conference Center. So it’s important
to explain to them what to expect and what’s going to happen at the meeting, set up the right attitude before
they come to the meeting and to have an positive & professional environment for a successful meeting.

1. Here's the Next thing we Need to do

At the end of the Q.1. INTERVIEW you asked them if they related to at least 2 of the 6 Topic covered and they
tell their 2 relating points it’s now time to transition into the MEETING INVITE by saying, “Here’s what we need
to do next, | want you to meet some of the folks that I'm working with and to get a bigger picture of the

products, company and the team. We are having a meeting 7  nite that | want you to attend.

2. Tell them what to Expect at the Meeting

First thing | want to do to insure that they will attend the meeting is to PICK THEM UP if it's possible and take them o
the meeting. Second, is to explain to them what we are going to do at the meeting so all the UNCOMFORTABLE WALLS
are down. | explain that the Meeting is not the place for us to make decisions on whether we have interest in the

products, company or compensation plan, but a time to gather more information and meet the people on the team.

3. Create the Right Mindset going into the Meeting

The Third thing | like to do is set up the RIGHT ATTITUDE going into the meeting by saying “The speaker is going to
cover probably 15-20 things tonight and your probably not going to agree with all of them, but what |I'd like you to
do is WRITE DOWN 5-46 THINGS that you related to and when we get together we can talk about them.” This statement
will put your prospect in the mindset of LOOKING FOR THE POSITIVES of the meeting instead of what most of us do

and that’s looking for all the things that are wrong with something.

4. Introduce them to few People they can relate with

The Forth thing | want to do at the meeting is to INTRODUCE THEM to a FEW PEOPLE that | think that they might
RELATE TO and start the process of them developing a few NEW FRIENDSHIPS beside just you. They might like you but
not relate to you so it's important that they have a few people that they like and want to get to know better which starts

the process of them wanting to be apart of this NEW COMMUNITY.

5. What parts did they Relate to

After the meeting is over, make sure to introduce them TO THE SPEAKER so they can setup the follow up process for you.
Now before they go home ask “So what were the 5-6 THINGS you wrote down that you relate to tonight?” Listen to their
list and ask “So what WOULD CHANGE around your house if in the next 4-5 months if we were able to help you accomplish
those things?” Listen to their answer and say “That’s really awesome, the team is going to be excited to help you guys
accomplish that. Now SETUP A FOLLOW-UP Time in the next 24-48 HOURS to answer and questions or objections they
might have & getting them started.





HOW TO INVITE TO & HOST A MEETING .

| think the hardest thing for a potential prospect to do is to not be suspicious or feel uncomfortable coming to meeting that you have invited them to
whetherif's in your Home or at a Conference Center. Soit's important to explain to them what to expect and what's going to happen at the meeting,
set up the right attitude before they come to the meeting and to have an positive & professional environment for a successful meefing.

6. How to Host and Create a Positive Environment

Invite people to arrive at your Home by 7:00 PM.

The ideal Room for a gathering is the Family Room it's comfortable and not too FORMAL.

Wear clothing that is CASUAL but professional.

Create an environment that will help your guests FOCUS, so no children or pets.

Phones in the room should be put on vibrate or TURNED OFF

Serve SIMPLE REFRESHMENTS like tea, water, or samples of your own products on paper cups and plates.
Start the meeting by 7:15 PM. Do not wait for people.

Set up only a FEW CHAIRS in advance. Have additional chairs available in another room.

Set up a WHITEBOARD that can be viewed by all and have TV, DVD’s and Product display ready to show.

Introduce THE SPEAKER by saying “The 7  products and business opportunity were recently shared with (spouse) and |, and
we're very excited about it. We have asked a VERY GOOD FRIEND of ours, (speaker) to come and help us share the information
about 7 with you. After (speaker) has explained the program, I'm sure you will see why we are so passionate about this

company and opportunity.”

Remain seated and be VERY ATTENTIVE during the meeting. Take notes and record them for your own use so, when you are the
speaker at a future home meefing you'll know how to give a successful presentation.

The Home presentation should be geared for 45-60 MINUTES.

Close with thanking the speaker. “Now you can see WHYY WE'RE SO EXCITED. (speaker) has agreed fo stay for a little while to
answer any questions on the product and the enrollment process.”

® Announce the NEXT MEETING and then offer assistance in getting started.

Before people leave, ask them to tell you the 5-6 THINGS they wrote down that they related to. If they are ready to get started,
assist them in ordering a kit or initial order, as well as enrolling on Auto Ship.

If they want MORE INFORMATION, provide them the information and then help them make a positive decision.

If they are not interested now but want to be A CUSTOMER, sign them up as a customer on the spot & order an appropriate initial
order of products.

Have BROCHURES, produdt, efc... available for those who request them and have a notepad to allow them to leave you their
pertinent information—name, email, and phone number.

Schedule a FOLLOW UP in the next 24-48 HOURS & remind them of the next meeting & invite them to attend with you.

® As your guests leave, let them know that it was GREAT SEEING THEM and offer your contact information for assistance in the

future. Let them know you are looking forward to seeing them at THE NEXT MEETING and working with and supporting them in
building a successful 7 business.
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THE FORTUNE IS IN THE FOLLOW UP

Lefs look at what's happen so far with the Q.l. process. They said they had their options open on the Call, then they showed up to the 15 min.
Interview and said they related to a couple of the points covered, then they showed up to the Meeting and afterwards said they related to 5-6 things
covered at the meefing and then they showed up for the Followup, most peaple wouldnt go this far if they weren't interested.

LET ME ASK YOU A FEW QUESTIONS FIRST:

Ok, we are now down to one of the most important parts of the Q.l. System & it's where a lot of
people tend to blow it, the Follow Up. Up to this point, we have shared that this is mostly a Filtering
Process, but when it comes to the Follow Up we need to shift gears just a little bit. When you have
someone that has said they want more information on the phone, the interview, the meeting & now
they're at the Follow Up meeting, then there in your business, they just want to be lead or shown
what to do next. So, let's talk about the steps for a successful Follow-Up.

SIX QUESTIONS TO ASK:

® Right off the bat | say, “l know you probably have a few questions but can | ask you a FEW QUESTIONS FIRST?
You & | got a chance to meet at _Location , then we talked on the phone and | asked if you had your options open
and you said you did, we sat down for a quick 15 minute overview, then you came and met the team and saw a
full presentation the other night and now we are here.”

® What did you like BEST with what you've seen so far?
® On a SCALE from 1-10, where are you? (1- not interested,10 - ready to go)

® HYPOTHETICALLY, if you got started in this business Part Time, how much would you need to earn per month to make
this WORTH YOUR TIME?

® How many HOURS a week REALISTICALLY do you think it would taketodevelop ~~ a month?
® How many MONTHS do you think it would take working =~~~ hoursa weektodevelop ~ a month?
@  FProspect if | could show you how to develop a month, working a week, in the next _ months,

would you be ready to GET STARTED?

THE MAGIC IS USING THEIR NUMBERS & TIME COMMITMENT TO HELP THEM MAKE A DECISION.

® |f the answer is YES then proceed with getting them started in your business, if not go on to the OBJECTION
pages and see if you can help them with what’s stopping them from getting started with you. If their just not
ready at this time then see if they are interested in being one of your PREFERRED CUSTOMERS.

How to Handle Objections pg2.





HOW TO HANDLE OBJECTIONS ;-

First, change your mindset from a position of Persuasion to a position of Collaboration. If you have done your work correctly
and gone deep into the conversation with your prospect..most objections will be eliminated. We have to realize that an
objection is only a concem your prospect has, it's hot a rejection of YOU.

The only thing that | have not covered in this section on the Follow-Up is the type of OBJECTIONS that you might
get. Over the years | have found that most people only have about Five Things that they usually bring up at this
point as objections. In the Next few pages | cover how to handle just about any Objection that you might get.

| CAN'T AFFORD IT

In General ...

o You will meet with lots of objections!

e Remember if you get 9 No's for every 1 Yes, That 1 Yes can make you millions!
o All successful people hear”no...." often — and are still making lots of money.

“| Can't Afford it”"- Money ...
You will hear variations of this... “I'd really like to do this but... don't have the money.” It's the most common
objection.

e Break it Down - Outline how affordable your Product/Service truly is.

e Demonstrate how they can save on their Budget

e Remind them that there is a 100% money back guarantee

e Empathize with them.”l understand how you feel” - agreeing with the prospect

Ask these Important Questions. ..

¢ "If money weren't an issue would you be interested?”

e "How much desire do you have to change the quality of your life?”

e "How long will it take you to get the money to get started in free enterprise?”

Final thoughts about this Objection ...
It's never the money — money can always be created or found. Interesting to note that they aren’t concerned
with value they are concerned with money. Our role is to help them see value not cost.

We help them to see what it is worth by our own compelling PERSONAL TESTIMONY!
Being a PRODUCT of the PRODUCT is the secret to overcoming this objection!

Never ask what it costs — ask what it's worth . . .
In the end..”It doesn't cost anything to receive the information — would you like me to send it to you?”

I DON'T HAVE TIME

| Don’t think | have Time for this. ..
The only thing we all have in common is 24-hours per day — how you choose to spend it is entirely up to you!

Great thoughts on time....

e When will you find the time to change the quality of your life?
e When will the timing be perfect for you?

o The“l don't have time" objection is a stall.






HOW TO HANDLE OBJECTIONS ;-

First, change your mindset from a position of Persuasion to a position of Collaboration. If you have done your work correctly and
gone deep into the conversation with your prospect...most objections will be eliminated. We have to realize that an objection is
only a concem your prospect has, its not a rejection of YOU.

| DON'T HAVE TIME - cont...

What they are really saying is “With family, work, watching tv, eating take out - all of the challenges that suck
the energy from me - that is why | don’t have time. What they are really saying is “l just don’t have the time to
create wealth, make a better life for my family, have the freedom | deserve”.

Do the GAP test with them ...

Ask them to answer the following questions and really listen to their answers:

e On ascale of 1 (dead) to 10 (superhero) where would you rank your health?

e On ascale of 1 (bankrupt) to 10 (Bill Gates) where would you rank your finances?

Offer to help them close the GAP...
If they still say no time or give you an excuse say - “Interesting because you told me that your objective was to
lose weight, or get healthy, or make money etc”

e Stay in control of the situation by asking questions that are thought provoking — not confrontational. Ask..
“If you saw an opportunity and the situation were right would you start right now?”

e A good way to overcome this objection is to gently remind them that investing 10 hours per week for the
possibility of an unlimited income and the opportunity to OWN THEIR OWN LIFE, is a pretty attractive offer.

e A part-time commitment can change their lifestyle!

With no prior experience in Network Marketing, Business leaders Pam & Kevin Barnham have worked
anywhere from 40-60 hours per week at their JOB’s, are parents to a young child, own a real estate investment
company, exercise every day and have an Networking business — 2 hours per day, 5 day per week for a grand
total of 10 hours per week! In 24 months they have created $10K a week in residual income. Where there is a
WILL there is a WAY!!

I NEED TO TALKTO MY SPOUSE, PARTNER, ETC...

Hard to believe that they are going take 30 minutes to explain something they might not fully understand.
Soitisimportant that you present info to everyone who will be in on the decision making process!

You need to flush out, in the beginning that another person was required to make a decision.

Find out who the real decision maker is and talk to them at the same time.

Ifit's a Spouse...

Do you want your spouse present when | give you the information?

Great, when would a good time to talk to both of you be?

Do they need to call home when buying groceries?

NO - because they see the value and need in what they are buying and they trust the store.

Ifit’s a Friend ...
That's a good idea; it is easier to do this with someone else.
“I need to run it by someone just as broke, unhealthy as me”





HOW TO HANDLE OBJECTIONS -

First, change your mindset from a position of Persuasion to a position of Collaboration. If you have done your work correctly and
gone deep into the conversation with your prospect... most objections will be eliminated. We have to realize that an objection is
only a concem your prospect has, it's not a rejection of YOU.

| NEED TO TALKTO MY SPOUSE, PARTNER - conr...

If it's a Proffestional they Trust. ..

Then work out a Schedule so that all of you can set down together & get your questions answered.

Bottom Line... Approval based objections can also be a stall, a blow off or a brush off. Be careful not to waste
your precious time. If you've properly done your fact finding you will have the information you need to make
the right presentation — do not waste your time!

| NEED TO THINKTHIS OVER. ..

To handle that "l want to think about it," objection, you need to probe just a little more to draw out the REAL
reason why they don't want to close the deal. I've found that by asking the question:

" , I can understand that you would like some time to think about this. Exactly what is it that you feel you
need to think more about?" | can get to the real concern.

Ask them...”"What info can | provide you with to help you make your decision”?
“I want to think it over, research it, think it over, ask everyone else’s opinion”

Say “On a scale of 1 to 10 where do you see yourself in the thinking process”?
“What would it take to bring you up toa 10?”“
"Do you typically take a lot of time to make a decision?”

Listen to what they are telling you, so that you can make the right presentation.
Remember, asking questions will get you to where they are really coming from quicker.

| NEED TO RESEARCHTHIS ...

May sound like an objection but may be a qualified buyer. They need to feel good about it in their left brain.
A Master Closer understands that what gets results with this person is giving them the facts and figures — not
spending a lot of time talking to them. They may ask: “Do you have anything you can send me?” - this is a
qualified prospect. They are logical - make decision based on their logic. This type of person needs time to
think about it — doesnt mean they aren't interested Schedule a follow up for the future — great time to do a
3-way call. Ask them..."What kind of research can | provide for you...? Send them to your company website.
If they say... “Sounds good but | have to understand how every single ingredient, marketing, comp plan, fact
figures and logic work out before i can start..” This is the research brush off done by the analytical thinker or
by someone who can't see the value and dosent have the courage to tell you they are broke!

e Understand who is a serious prospect - spend time with them. Listen for the clues.
Your Company is simply sharing or referring people to a program that has been so successful in your own
life. It’s not sales. This is good news for those who give this objection.

e We are in the business of intellectual information distribution. The greater you understand and grasp this
the richer you will be!!! Your job is not to sell — it is to communicate information and build a network!





HOW TO HANDLE OBJECTIONS -

First, change your mindset from a position of Persuasion to a position of Collaboration. If you have done your work correctly
and gone deep into the conversation with your prospect..most objections will be eliminated. We have 1o realize that an
objection is only a concem your prospect has, it's hot a rejection of YOU.

ISTHIS ONE OF THOSE PYRAMID SCHEMES...

Usually the reason someone would respond with this is because they had a bad experience in another
company or they know someone who has, therefore they assume that your Company is the same way.
Another term for pyramid is Ponzi Scheme. A“Ponzi Scheme” - is what most mean when they say a “pyramid”
it is where people pay money into the organization and do not get a service or product in return, it makes
money for those at the top by giving nothing but a promise in return. We know that most Legit Network
Marketing Companies are NOT that!!

e Ask them what they mean by “pyramid schemes?” Depending on their response, they may be closed
to anything else...time to move on.

e Ask”if they would be open to you showing them how your Company is different?” If they say yes, now
you have an opportunity to share and address their concerns.

If they have a challenge with the “shape or structure” explain that every major company is a “pyramid”
American Airlines has a CEO (at the top), middle managers and workers at the bottom. Apple has a CEO,
president, VP’s, area sales managers, sales managers and sales people. They likely work for a pyramid

organization now.

e Explain that your companyis ____ years old and many people who have joined in the last 4-5 years are
making more money than those who joined when the company first started.

o Network Marketing is “Democracy in it’s finest form”. Everyone has an equal opportunity regardless of prior
background or experience. Network marketing is exactly that products moving through a network

e Network marketing when done correctly, is just Referral Marketing. Have you ever recommended a good
movie or restaurant to your family or friends. That's Isagenix! I'm pretty sure that most grocery stores, weight
watchers, restaurants .. ... etc. do not pay you for referrals - network marketing does

o We are a share-for-profit company, the company pays for referrals. Simple.

o Network marketing is the exact opposite of a dog-eat-dog world - it’s about cooperation and that is what
many find so hard to understand. The real NO. When there is no chance of a yes...There will be times when
no matter what we say or show someone they are never going to try isagenix. Here are a few clues that you
are to that place with someone:

e When they say, “No I'm not interested” typically it's just “I'm not interested” You have to live with that. This
CAN be a reflex response. Ask if talking at another time is better for them.

e They give you an absolute.”l will never..” - they have closed the door on the opportunity.

e Hang up while you are in mid-sentence. That's a clue!

e You don't have much margin to converse and handle the objection. They are not willing to have a dialogue.





HOW TO HANDLE OBJECTIONS ;-

First, change your mindset from a position of Persuasion to a position of Collaboration. If you have done your work comrectly
and gone deep into the conversation with your prospect...most objections will be eliminated. We have to realize that an
objection is only a concem your prospect has, it's not a rejection of YOU.

ISTHIS ONE OF THOSE PYRAMID SCHEMES - Cont...

Real NO can benefit you because it is a decision especially when it happens early on. The more decisions you
get the better you become. Ask for the decision. Don't waste your time.

Handling Objections should be FUN:

Ask them“What part of attaining health/wealth are you not interested in?”(Smile) If handling objections is fun
- becomes a different level of creativity. Neutralize objections - find the real reason and address it. You're
objective isn't just to close - it’s to get a decision. When it's not fun you don’t want to do it - you resist it. If it's
painful you will find ways not to do it even if you want to make money you won't do it - it's a contradiction. We

are wired to resist pain.

Don't get hung up on the fact that all are not interested in changing the quality of their life - wrong place
wrong time - let them go — Do not take it personally.
Understand people are unable to decide because they don't like to change.

Important Point:
Fear of losing prospect can paralyze you!! Remember, you can't lose what you don’t have. When you trust

yourself and are not consumed with the outcome you become much more effective and persuasive!
e Act on an opportunity - all rejections represent opportunities.
e If you can't handle objections you will never get to a YES!

Putting all of this into practice...
Trying to convince someone that they are wrong to feel that way, is a crash and burn strategy for you. Instead,

follow these steps:

e Wait Five Seconds Before Responding. After your prospect expresses their objection Take a deep breath and
nod, counting off the five seconds, which makes the prospect feel that you've truly heard what they said, and
can relate to what they are saying.

e Agree With Them. This is VITAL! You never have an argument with someone who agrees with you, plus,
everyone LIKES someone who is of similar mindset and opinion as they are. A very good responding
statement is: "l can fully understand what you're saying. | can understand why your feel that way. "

e Isolate The Objection. Simply ask them if that is the only reason why they are not moving ahead with the
sale. The reason for this is simple. You don't want to keep getting peppered with an endless barrage of
unexpected objections. Have them "bare their soul” to you, and give them a chance to express their thoughts
and feelings. Believe me, everyone LOVES having an audience, and they will think a lot better of you, during
and after they've spoken.





HOW TO HANDLE OBJECTIONS ¢

First, change your mindset from a position of Persuasion to a position of Collaboration. If you have done your work correctly and
gone deep into the conversation with your prospect...most objections will be eliminated. We have to realize that an objection is
only a concem your prospect has, it's not a rejection of YOU.

PUTTING ALL OF THIS INTO PRACTICE - Cont...

PROPOSE A SOLUTION. After they've fully expressed and clarified their objection, it is IMPERATIVE that you
turn their objection into a QUESTION. "Thank you, Mr. Customer, for sharing your concerns with me. It seems
to me that you are very interested in this product, and that you would be interested in moving ahead with this,
however, you're a bit concerned with (state the objection in your words ie: the cost). Is that correct?

(Get their agreement) That's great! So, if | can show you how we can address this concern, to your satisfaction,
then you would be ready to go ahead, correct?”

What it takes to make it in this business:
Read Chapter 19 in “Business of the 21st Century”

¢ This is not a sales business — it is a teaching, team-building, leadership business.

e Making the sale is not the point - building a network is!!

¢ You don't need to quit your job, Only 1 in 8 NTM work 20+ hour per week on their business (job security vs.
financial freedom - you can have both)

e You don't need to be rich or take out a second mortgage - the capital investment is very low (less than $500
for the business pack)

e You don't need to be a genius at negotiation or a whiz with numbers, you just have to love what you do,
passion is critical

o Donald Trump “Network marketing requires an entrepreneurial spirit, and that means focus and
perseverance. | do not recommend network marketing to people who are not highly self-motivated”

e This business takes the right attitude — you can always quit - why start now.

o Network marketing is B quadrant business.

e If you have the ideal that you can start a network marketing business and expect to start making money
right away — then you are thinking like someone who lives in the E or S quadrants. There is no such thing as
getrich quick method in network marketing. Your Company is not going to fire you so don't fire yourself!

Give it 5 years.
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GETTING PEOPLE STARTED CORRECTLY -

Be careful, how you start someone because it's how they start their people, and it will get duplicated down to 1000°s of people in your organization.
Most important is the Getting Started Process should only last 45 minutes, no more no less. Below is an Example of what needs to be covered:

1. The 8 STEP SYSTEM that you start every Distributor.

®  Find out how they want fo Participate: CUSTOMER, AMBASSDOR, BUILDER.

® Plug Distributor into where to get Info./Links to the PRODUCTS/SERVICES.

® Plug Distributor into where fo get Info./Links to the BACK OFFICE/ORDERING.

® Plug Distributor into where to get Info./Links to the BUSINESS/COMPENSATION PLAN.
® Plug Distributor into where to get Info./Links to the TEAM/COMMUNITY.

® Plug Distributor into where to get Info./Links to the SYSTEM OF TRAINING.

® Plug Distributor into where to get Info./Links to the WEBSITES/APPS.

® Plug Distributor into where to get Info./Links to the COMPANY/UPLINE TEAM.

. Teach your Distributors that THIS IS A BUSINESS, not a Membership Club.

89% of the world are EMPLOYEES and have no understanding of what it really takes to get a TRADITIONAL BUSINESS off the ground, let alone
a Networking Business. As an employee everything's been done for them; from the Rent, Equipment cost, Inventory, efc..... Most don't realize
what it cost to start just a Small Lawn Care Business, from the Commercial Mower at $3-6,000, the Trailer at $2-4,000, the accessories, gas,
business fees, licenses, insurance, etc....this could end up between $5-15,000. What I've seen over the years with our profession is that people
come info most companies with a $400-3500 kit which they will spend over the weekend to see a ballgame, see movie, going out fo eat, all
the weekend things we spend money on. The cost to get started in the Networking Industry is so small compared to the traditional business most
people don't take the business seriously, they treat it like a Membership Club. So, here’s how | start a brand new person started from day one,
| explain to them what | just shared about being an employee; starfing a small business, the investment involved, and the details of a real
business. | ask them to take out their checkbook and write a Fake check for $65,000 (which is a National Avg) and make sure they realize that
the note on that check will Fictitiously come due every month whether they make any money or not. | ask them what would be in their schedule
tomorrow with an $800-51,000 Note coming due in the Next 30 days. | want them to start from day one fo treat this like a Real Business and
look for a retumn on their investment, because we know if taken seriously, it will do the Big Volume of a Traditional business without all the
negafive hassles and return an Incredible Income and Lifestyle if done properly.

. SLOW DOWN to establish the relationship boundaries SO YOU CAN SPEED UP LATER.

| feel it's important to Slow Down with your new person a little, versus going for the Juggler with “give me your list”, “let's start calling
people”, “come to this event”, efc..... and talk about the things that have been the reasons for so many people walking through the
REVOLVING DOORS of this industry. | share with them that it's been shown that 85% of People QUIT most things they start like, Diets, New
Year Resolutions, efc.... so | want to develop a relationship and set up a training system with a new person so that we can help them not
be in the 85%. | share that it's been proven that when a Personal Trainer is involved with a person that starts a new fitness program, they
have a bigger chance of succeeding and staying with the fraining versus people that do it by themselves. One of the ways that gives you
an opportunity to be that Personal Trainer with your new person is what | talked about with the PROVIDE, PROTECT and PRESERVING for
your new Distributor, and SERVING them in the beginning by going out and literally doing some of the BASICS FOR THEM. Next | want
fo bring to the table next, the fopic of what I've seen kill every organization, church, marriage, etc.... and that’s Relationship Challenges.
Its obvious that relationships that tum bad have destroyed some of the most Incredible Partnerships in history and no matter what you might
do on your end to fry fo preserve a relationship, some people are so caught up in the situation that theyre Blinded to a Solution to the
problem. | sit down with a new person and share with them that I'm going to make mistakes in the months to come; so, | need them to
make a SOLEMN PROMISE with me that if | do anything that offends them that they will IMMEDIATELY come to me so that | can correct
my mistake so we can move forward from there instead of it destroying all the good work we have done so far. | emphasise again that they
need to make a Solemn Promise and | stress how important this is in our Business Partnership and its Successl And last, with Topic of
Relationships on the table, | ask them how they want me to Approach Them with how | Train & Cormect Them, in other words how do they
Want to be Taught. Do they like an INDIRECT APPROACH with me giving them suggestions, and they can take it from there, or do they
like the DIRECT APPROACH where | tell them the Direct Truth with how their actions, relationship, leadership is working or hurting their
team. This is a vifal conversation to have because you have so Many Personality Types that i's important you discuss how they want to be
trained, corrected and told the things that will help them grow at the highest level possible.





GETTING PEOPLE STARTED CORRECTLY

Be careful, how you start someone because it's how they start their people, and it will get duplicated down to 1000's of peaple in your organization.
Most important is the Getting Started Process should only last 45 minutes, no more no less. Below is an Example of what needs to be covered:

4. Teach your new Distributors what they're TRYING TO GET ACCOMPLISHED.

One of the things I've seen over the years in this industry with a lot of organizations, with all the training done most Distributor don't knows exactly
what they're trying fo get accomplished at that moment or stage of their business. A lot of people go out and put a lot of adiion in, or throw a
lot of mud against the wall to see what sticks. While others sit around and dream of what it will be like someday and put no action in. I'd rather
have the person that puis in the action, but I've found in the long term when people don't have an idea of what they're trying to get
ACCOMPLSHED they end up frustrated in the end. | compare this to putting a 5,000 piece puzzle together. The people that are really good
at puzzles know that they first need to find the Comer pieces, then find all the siraight edge pieces so that they can put together the FRAMEWORK
or foundation of the puzzle. The same goes with the Networking Business, it's important to set down and help people put together an image of
what that Framework or Foundation of their business looks like. The Goal here is to Show them the first steps, set up a Goal with a Date on it,
and the real acivity level it’s going to take to get it accomplished. Be honest with them about what it’s really going to take without any HYPE
(remind them of the 100% Successful Philosophy). Most are not people of Vision or being able to see things with a long term view, so it's
important for you as their leader to cast this vision and show them an image of where theyre going. This might sound simplistic, but most leaders
and distributors are building their business or putiing their puzzle fogether without knowing what the IMAGE on the front of the PUZZLE BOX
looks like. The goal here is to show a Simple Pattemn that allows them to reach that first Rank or Level. When they accomplish that Goal, it's like
you've shown them how to pull all the puzzle pieces together that look like green grass or blue sky to build the middle part of the puzzle. After
doing this a few times, your Distributors are going to start seeing WHAT THE IMAGE looks like. This creates a Drive and Momentum in your
Distributors which creates a Desire to finish the whole puzzle so they can see and live the lifestyle that's on the front of the puzzle box. NOW
THEY KNOW WHAT THEY'RE TRYING TO ACCOMPLISH. You have now shown them how to simply go back and lock at the front of the Box
and remember what that image looks like and what theyre puting together. The work and mechanics of building your business is vital, but
knowing what you're trying fo accomplish every fime you go out and do anything in your business is more important in the long run and will save
you a lot of ime. When you tum around down the road, you will see that you have a lot of Leaders and people of Vision in your business versus
you being the only one that knows how fo cast a Vision for your team.

5. No one likes walking into a BUSINESS CLIQUE, so take steps to get everybody PLUGGED IN.

Like the old saying “you only have one chance to make a good impression”, | feel the same goes with the impression that a new Distributor has
on the Team that they’re getiing ready fo join. The community that you have created is the kind of environment that at the smallest get-togethers
of just a few people to your Big Events with 1000’s, an environment that every type of personality feels welcomed from day one, or does it feel
very cliquish? The Big Mistake |'ve seen with many leaders over the years, is that they tend to spend time and talk to the people that are already
building the business versus making sure that they get to know all the NEW PEOPLE in the reom, getfing them good seats, and introducing them
to all of the other leaders. Everybody wants to belong, feel like they are accepted, but more imporiant feel like they are Part of THE TEAM. | feel
the goal is fo spend as much time as possible creafing an atmosphere of the event for every new person to feel like they have found a home. |
noficed one of the New Up and Coming Leaders on the team leave the backstage area of the arena and literally went through the entire crowd
of about 18,000 people very quietly and shook hands with everybody on his team and welcomed them to the weekend one by one. Just a few
short years later, he was having his own Function with 18,000 people attending and 1o this day; it's probably one of the tightest, happiest and
problem free organizations that 've ever seen in all my years in this profession. He could have spent the fime backstage with all the Big Leaders
asking questions, getting piciures, efc.... but he took his time fo greet his whole team personally. | asked him about it later and he said, “ | didn't
come here this weekend to relax in my success, | came here o work this weekend. He said "l only really get 3-4 fimes a year o see everybody
on my feam in the same place at one time; so my goal is to get fo know as many of them as possible and to make sure they know that | appreciate
them and everything they’re doing and I'm excited to have them on the team.” Visually, | saw as if he took a big sewing needle and went through
the whole coliseum and stuck it through everybody on his feam one by one, and at the end, pulled it tight, gathered them all together under one
team and fied a big knot at the end of it.

6. Show your Distributors how to do the WORK ONE TIME and GET PAID FOREVER for the Work.

The secret to Closing the Revolving Doors of your business is fo make sure that you GO BACK and teach YOUR DISTRIBUTORS that are getting
people started that it's imperative that they follow the same process of closing the same Revolving Doors. A lot of people talk about the word
Duplication and Residual Income with much of it is tied o the Mechanics, the Skills of Inviting, and Sharing your business; but | feel that these
first TWO CHAPTERS could be poured info your business feam and most of the Revolving Doors of people that come info your business, and
then leave your business would be 75% complete. Put these processes in place, and you'll see something happen to your team; people will feel
and see a Real Community = “Common-Unity.”

DOOR #1: THE KEY BUSINESS PHILOSOPHIES
DOOR #2: STARTING NEW DISTRIBUTORS CORRECTLY
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