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Introduction

A Imost every day, in just about every country of the
world, people are sitting around their kitchen tables with
family and friends saying something like this: “Sooner or
later I'm going to figure out what I can do to make
money on my own. I’'m going to start my own business.”
Have you been a part of that conversation? Have you
ever initiated it? Chances are, you have. Chances are,
you're one of the many people who are looking for a
financial opportunity.

If we could sit at your table during this conversation, we
would ask you, “Why haven’t you found an opportunity
yet?” You probably would give us one or more of the
following answers:

¥ “I don’t have the money.”

“I don’t have the experience.”

“T don’t know how.”

AN WA

“IT don’t know what to do.”

We would then say, “Friend, if you'll give us a moment,
we’ll show you how you can overcome that challenge.
We’ll also show you how you can start changing your
financial situation within a matter of a few weeks, and
possibly as soon as several days.” If you then gave us
permission to continue, we’d pull Network Marketing
For Dummies from our briefcase and begin to share it



with you. And it wouldn’t take much time at all for you to
see that absolutely nothing is standing between you and
a business of your own. Whether you said you wanted to
work full-time or part-time, whether you dreamed about
earning a few hundred dollars a month or multiple
thousands of dollars a month, you would be able to get
started sooner rather than later.

Why are we so confident about your financial future
when we don’t even know you? We’'re confident because
we know people like you. We know they had doubts just
like yours. We also know what they’ve accomplished
financially and professionally, and we believe, as they
would tell you they believe, that you can do it, too. If you
want to. Oh yes, you really have to want to, because even
though we can show you how to get started in your own
financial enterprise, success won’t come easy. You won'’t
need a lot of money to get started, and neither
experience nor education matters. But you will have to
work hard. Hey, you're probably doing that already,
aren’t you? Except you’'re doing it for someone else’s
business when you could be doing it for your own.

Would you like to know more? Then let us show you the
opportunities that exist in network marketing, or what
you might know as multi-level marketing. It’s all in this
book. Even better, let us introduce you to more than 50
successful network marketers — we think of them as the
masters of network marketing — and a dozen experts,
who tell you through the content of this book what to do
and how to do it so that you can build a successful and



satisfying business of your own. Network marketing
accounts for nearly $100 billion in sales worldwide.
Network marketers sell thousands of products and
services every day, and hundreds of companies are just
waiting for you to join them. Put aside your fears, your
objections, and any utterance that begins with “I don’t”
and begin to consider your future in network marketing.

What Network Marketing
Isn’t

If you read this book after someone recommends it to
you (and we hope that’s the case), that’s network
marketing. If you read this book and recommend it to
someone else (we really hope that’s the case), that’s also
network marketing. The fact is, we all participate in
network marketing every time we share information
about something we like or don’t like. Now imagine
getting paid for doing it. That’s professional network
marketing! And that’s the subject of this book.

Would you like a technical definition? Network marketing
is a system for distributing goods and services through
networks of thousands of independent salespeople, or
distributors. The distributors earn money by selling
goods and services and also by recruiting and sponsoring
other salespeople who become part of their downline, or
sales organization. Distributors earn monthly



commissions or bonuses on the sales revenues generated
by their downline.

Wait a minute now. We can imagine some of you thinking,
“Oh, network marketing. That’s for salespeople. It’s not
for me.” That’s “stinkin’ thinkin’,” friend! It’s jumping to
a false conclusion. You don’t have to be a super
salesperson to build a network marketing business.
Experience does not matter. If you're capable of
communicating with people about products and services
that you like, and hopefully use, then you’re capable of
building a successful network marketing business. This
book covers plenty more about this topic. Give yourself
the opportunity to consider the facts about this
profession.

Here’s what network marketing is and isn’t:

¥ Network marketing, or multi-level marketing
(MLM), isn’t illegal, fraudulent, or unethical.

¥ Network marketing isn’t an opportunity to get rich
quick off the payments of others who join the
organization. That’s a pyramid scheme.

¥ Network marketing isn’t a pyramid scheme, which
is illegal and unethical.

¥ Network marketing isn’t an opportunity to get rich
quick. Period.

¥ Network marketing isn’t built on simple
mathematics where many losers pay a few winners.
That’s also a pyramid scheme.



¥ Network marketing isn’t an opportunity to let
someone else build a sales organization for you.

¥ Network marketing isn’t just for salespeople.

¥ Network marketing isn’t expensive. Unlike most
other business opportunities, the start-up costs are
low, almost always less than $500 and often under
$100.

¥ Network marketing isn’t a way for companies to
sell huge amounts of inventory to distributors.

¥ Network marketing isn’t a way for distributors to
sell stuff that nobody wants or uses.

¥ Network marketing isn’t a license to sell products
and services at inflated prices.

¥ Network marketing isn’t for people who aren’t
willing to work hard.

¥ Network marketing isn’t for anyone who can’t or
won’t follow a proven system that leads to business
success.

As a profession, network marketing invites all people,
regardless of gender, experience, education, or financial
status, to jump on board and build a satisfying and
potentially lucrative business. It’s not a profession that
everyone will master, however, but that’s only because
some people are unwilling to make the sacrifices and the
commitment that’s necessary to succeed. After reading
this book, you'll know exactly what sacrifices and what
level of commitment will be required of you. You’ll also
know the steps involved in mastering the profession.



