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Welcome to New Image

This workbook is designed to introduce you to the New Image system
simply and quickly.  When you have finished working through it with
your sponsor you should already be making progress towards creating
a strong New Image income.

We call this ‘Quick Start to Executive’ because this position is the first
position of leadership within our programme. We know that everyone is
capable of reaching this position and hope everyone will make an
attempt to reach it.  When you have created a solid Executive team,
you will have the following:

• Proven key skills

• Created  a base for residual income

• Qualified for all bonuses

• Qualified for the share option scheme

Use this Quick Start workbook as a springboard to launch your New
Image business.  Good luck. We are here to help you in every step of
the way.

 We look forward to a long relationship with you.

Graeme Clegg
Chairman and Founder
New Image International
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New Image = Perfect Timing
New Image International has that unusual business combination of
experience and opportunity.  Founded by Graeme Clegg, it has 17
years of experience in six countries in the South Asia Pacific region.
It has employed its enormous experience in crafting a New Success
System to exploit the Second Wave boom in Direct Sales in Asia.
Your timing is perfect.

Direct Sales is established in this country.  What makes New Image
the most exciting Direct Sales opportunity in the South Asia Pacific
region are our differences:

• Regional Experience .  New Zealand company.  Respects the
culture of this country and the region.  Credibility and trust.  Non-
American.

• It sells Colostrum First  , the world’s hottest product.

• Latest network system.   Competence based training.  1st in the
South Asia Pacific region.

• Share option scheme - 1st effective one in the South Asia Pacific
region.

Unbeatable strategy
• Provide an unbeatable range of products that will produce the

strongest income stream for people.  Lead with the world’s ultimate
product, Colostrum First,  that everyone needs as the foundation for
their good health. Then follow up with a small range of proven ‘best-
sellers’. Product is priced for the mass market. Great brochures.
Now everyone can make money.

• Create the most advanced Direct Sales network system in the
world.  Rapid network building with Quick Start programme.  Build
a system that everyone can learn and master.  Support with a
compensation system where everyone feels fairly rewarded.  Share
the wealth with the leaders through share options.

• Focus on local development AND break down all barriers to
international expansion.  Let our people build networks across all
operating countries.  Explode the South Asia Pacific region then
the big markets of Northern Asia and India.

New Image System
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New Image System

New Image is a business designed to make you the most money
possible. It is vital you determine what financial rewards you are
looking for. We categorise them into three levels:

1. Lifestyle Money.  A residual monthly income to pay for some more
luxuries in life.

2. Financial Security.  A residual monthly income to provide the
security so you do not worry about paying your basic bills.

3. Financial Freedom.  A residual monthly income to provide the
freedom to do what you like, when you like.

Which one do you want? (fill in) ............................................

Money

Lifestyle

Security

Freedom

Time
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Power Team
Whichever level of income you desire, the first step is to create
‘lifestyle income’ through building a New Image Power Team. This is
the basic building block of the New Image business. The steps to
Build a Power Team are:

1. Save money  through using the products.

2. Make money  through retailing products.

3. Introduce 3 new  representatives through sponsoring.

4. Duplicating  this ‘save, make,1,2,3’ system.

Your SPONSOR and UPLINE will help you

You
Save

Make

SKILLS

1. Retail

2. Sponsor

3. Coach

Upline

Sponsor

1 2 3
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Our system is totally based on these three skills; Retail, Sponsor, Coach.
Master the skills and you master the system so you will be able to create
a money making machine.

This Quick Start workbook contains the set knowledge and skill informa-
tion that you must know to be competent and feel confident. Ask your
sponsor to test you. Attend Workshops.

The only way you can learn skills is by practice. Your goal is to
master skills so do not be disappointed in the early days, you are just
learning. Be enthusiastic.

All skills have what we call a ‘Competence Standard’.  This is a level of
performance you need to attain to prove to yourself and others that you
are competent in that skill.  We know these standards are within your
capability and you will easily achieve more.

You can succeed
You can succeed with New Image because ...

1. We have a System based on three skills that you can learn until
you are competent and confident.

2. Learn at own speed, own time and own way, learn through practice.

3. PERSONAL COACH.  Your sponsor’s responsibility is to coach
you until you are competent.

4. TEAM OF COACHES.  To help your sponsor the company pays a
team of successful people  to help you (called your upline).  They
use the same system and are only paid on your success.

Your Support Network
In the New Image system, you have a team of people to help you.  Your
upline are all Supervisor level or above.  The key person is your Sponsor
(the person who introduced you to New Image), who is the first person
responsible to help you.  They should help you fill out this section.
Your Sponsor ............................................... Ph: ....................... Mob: ...........................

1st Upline Supervisor ................................... Ph: ....................... Mob: ...........................

2nd Upline Supervisor .................................. Ph: ....................... Mob: ...........................

3rd Upline Supervisor ................................... Ph: ....................... Mob: ...........................
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Keys to Success
Success is a simple process that starts with your motivation and
through PRACTICE you become CONFIDENT.

1.  Desire.  You must be motivated.  This is your career, there is no-
one to pressure you so you must find those exciting reasons why
you are involved.

2.  Commitment.  The most important commitment is to do whatever it
takes until you are competent.  Obviously, when you are learning,
you will have the least confidence, you will make mistakes and
your results will fluctuate.  You need to keep going UNTIL you are
competent.

3.  Competence.  Competence is ‘an ability to do something’.  Like
everything in life you need to learn how to do it. You become
competent through PRACTICE!

4.  Confidence.  Confidence comes from experience so you need to
try.  The more you try, the more confidence you will build.

Money

Confidence

Competence

Motivation =
Desire &

Commitment
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Simple as 1, 2, 3
It is your job to learn the system and your sponsor will help you learn
and achieve standards.  This system can be simplified into the
following steps:

Step 1  Quick Start and Retail
Understanding the system, getting motivated, writing your name list,
eating colostrum and retailing colostrum. Sponsor helps find first five
customers. Remember we approach everyone with the product AND
the opportunity.

Competence Standard - Retail minimum rebate qualification
per fortnight (two weeks) for 3
consecutive fortnights.

Minimum rebate qualification changes per country due to currency
and duties. New Zealand, Australia and Singapore = 250PV,
Malaysia = 400PV, Philippines = 4,000PV, Indonesia = 200,000PV

Step 2  Sponsor
Sponsoring people into your network who will be the base of your
team. Your sponsor helps you sponsor your first three people.

Competence Standard - Sponsor 1 new representative per
fortnight for 3 consecutive fortnights.

Step 3 Coach
Supporting your first 3 frontline recruits build their own Power Team by
helping your Frontline with steps 1 & 2.  People learn and duplicate
your efforts.

Competence Standard - Build a Power Team

The strength of your network is based on the number of people who
have learnt the New Image system and are competent in the three
steps mentioned above.  You must be the first competent person in
your team!

Do you understand how the New Image System works?  Yes/No
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Creating High Motivation
Your Hot Button
New Image is your career so you must motivate yourself.  The first
step to High Motivation is to simply find out the main reasons why you
joined New Image.  Answer the following questions. . .

1.  What is your number one priority?

•  Extra income

•  Financial freedom

•  Have your own business

•  More spare time

•  Personal development

•  Helping others

•  Meeting new people

•  Retirement

•  Leave a legacy

2.  Why did you pick that one?

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

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

3.  Why is it important to you?

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

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

4.  What are the consequences of not having that opportunity?

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

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

5.  Why would it worry you?

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

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

Read ‘Questions are the Answers ’ by Alan Pease for how to use
these questions for sponsoring.
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Your Lifestyle Story or ‘a vision’
Next we want to bring your Number One motivational priority to life.  You
need it for when people ask you about New Image.

The best way to do this is to write a personal ‘Lifestyle’ story.  This story
should start with ‘I joined New Image because. . .’ then explain a few
frustrations of your previous life that lead to your joining New Image.
Then it explains what you hope New Image will give you.

It can be as short  or as long as you like.  The most successful people
have a fantastic story with real emotion and humour.  This is your story,
make it exciting.

Do you remember your sponsor telling you their story when you first
met?  If not, ask them now.

I joined New Image because ...
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................
.........................................................................................

Use a spare page if required.

A few goals
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A few goals
1.  Network
When do you intend to have five customers? ......................................

When do you intend to have three representatives? ............................

When do you intend to complete your Power Team? ..........................

When do you intend to become a Supervisor? ....................................

When do you intend to become a Manager? ......................................

2.  Competence
Your most important goal is when you are going to be completely
competent in the New Image System.  When will that be?................

3.  Money goals
How much do you want to earn from New Image?

After 3 months?  $ .............................................................................

After 6 months?  $ .............................................................................

After 12 months? $ .............................................................................

4.  Spending goals
What will you do with the money you have earned?

Clothes, furniture, pay debts, travel, car, something for the kids ...

Goals Date Achieved?

1 ............................................... .............................................

2 ............................................... .............................................

3 ............................................... .............................................

5.  How many hours per week are you prepared to
work so that you reach your goals?  (circle)

1-5 6-10 11-20 21-40 full-time

Do your goals match time invested?
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Developing Your Character
Direct Sales is a ‘people’ business and so your character will
determine your ability to form relationships.  You may also have
attitudes that will stop you moving forward, dealing with failure or
relating to different people.

From the beginning of your career with New Image, you should develop
your character.   Attend every seminar on personal or character
development.  The New Image Academy will initiate courses and
recommend books to read.  Use them!  Start reading books and
listening to audio cassettes on this subject.  We recommend that
everyone reads Tony Robbins’ ‘Notes from a Friend’ as a good starting
book.  It is short and simple and a great confidence builder.

FILL IN THE FOLLOWING
How can I beat procrastination?

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

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

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

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

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

How can I be more courageous?

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

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

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

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

..........................................................................................................
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Global Compensation Plan
The New Image Global Compensation Plan reveals the discounts and
commissions you can achieve.  At this early stage in your career, you
do not need to know ALL the details of the Plan.  Just how to get to
the Executive position. Key points to learn:

• Save money.   25% discount purchasing product. Volume rebates
effectively increase discount to 40% at the Supervisor level.

• Make money  by Retail. 25% starting margin. Volume rebates
effectively increase margin to 40% at Supervisor level.

• Starter Pack  - Incentivised initial order.  Free product. Sponsor
support incentives.

• Supervisor  - Earn permanent 25% volume rebate. Earn network
volume commissions on team.  Earn Royalty new business bonus.
3 ways to achieve.

• Manager  - Full house commissions.  2 supervisor legs in two
consecutive months. 500 GV including 100 PV.

• Executive  - 1st leadership position. Full commissions with Infinite
Dynasty commissions and share options.

Increasing your margin - earning Retail Rebates

Make more money by networking. Sponsor and coach new
representatives to build a team.

• A point value (PV) is assigned to each product on which rebates
and bonuses are calculated. To receive your Retail Rebates you
must order at least 100 Personal Volume Points (PV) per month.

• You can earn up to 20% of the PV of the products purchased by
you and your group. Thus increasing your actual retail discount.

• You increase your margin by increasing the amount purchased in
the company month by you and your personal group of Reps. This
volume is the total PV in your group and is called your Group
Volume (GV).

Do you understand how to get to Manager?
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Power of Numbers

Do you understand how to use the Power of Numbers to create
wealth?

You need to learn the following example to show how the ‘Power of
Numbers’ and Duplication of a Power Team system can create
massive residual incomes. Fill the following example with your
sponsor.

• What is the minimum Group Volume for Network Volume
commissions? .......... You should achieve this personally (PV)
through your own product use and five regular customers.

Complete the example below:

........................ PV from above

= ...................... income per month = Lifestyle

.......?

.......? = ....................... income per month = Security

Double for Freedom - Build another Power Team
1

.......?

.......?

= .....................  income per month = Freedom

Could you explain this to someone?

If not have your sponsor coach you again how to do it.

1

3

9
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Let’s Get Going!
New Image is an action business so let’s get going!

Simple Steps
There are four simple steps:

1. Quick Start meeting.  Complete this workbook. Your lifestyle story
and the Name List are vital.

2. Prospecting  - finding people for presentations.

3. Retail presentation.

4. Opportunity presentation.

If they join, then the next step is Quick Start.

Simple as A, B, C

We approach nearly everyone with the products first because our
products are so exciting. They interest people and reveal why this is
such a good business opportunity.

Opportunity

Quick Start

Retail

Prospect
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Retail - Simple as A, B, C
Your goal is to create a residual customer income stream.  This happens
when you have a customer base that CALLS YOU to order products
without you prompting them. You will then make the maximum profit and
their turnover will help you easily qualify for all commissions.  So how
do we create this?

A.  Build a customer base  by getting people to start using
colostrum.

B.  Help customers develop a habit of buying  our products by
‘following up’.

C.  Expand their product usage  by offering more ‘Best-selling’
products.

Building a customer base
1.  PROSPECT for new customers.  Write a list of twenty names.

See page 19.  Then you go and see them.

2.  Do a ‘Good Health’ PRESENTATION.  Include the ‘taste test’.

3.  Get a DECISION by answering any questions.

4. Follow up.

We appreciate that you are not yet a competent retailer and when you
start you are obviously only learning so treat all action as ‘Practice’.
You are learning so ‘practise makes perfect’.

Remember if you do not have skills, use tools. Especially two
presenters, the talk book and the Success Express.

New Representatives?
• At the end of every ‘Good Health’ presentation, inform the prospect

that there is a great career opportunity behind this product and ask
if they would like to see a presentation.

First Goal:  Get five customers with your sponsor. Can you do this in
one week?
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Prospecting
Name List
The promotion of New Image products is based on offering Colostrum
First and the New Image career opportunity to everyone you know.
Some will want it and some will not. Do not prejudge his or her
reaction. Write a list of the first twenty people you can think of. Use
your diary or address book to help you.

In the tick box provided, tick who you think will be great network
builders. These are busy people, entrepreneurs or ‘people’ people.
Your sponsor will help you approach them as soon as possible to get
your network off to a quick start.

Name Telephone
1. ........................................................ ....................................... o

2. ........................................................ ....................................... o

3. ........................................................ ....................................... o

4. ........................................................ ....................................... o

5. ........................................................ ....................................... o

6. ........................................................ ....................................... o

7. ........................................................ ....................................... o

8. ........................................................ ....................................... o

9. ........................................................ ....................................... o

10. ...................................................... ....................................... o

11. ....................................................... ....................................... o

12. ...................................................... ....................................... o

13. ...................................................... ....................................... o

14. ...................................................... ....................................... o

15. ...................................................... ....................................... o

16. ...................................................... ....................................... o

17. ...................................................... ....................................... o

18. ...................................................... ....................................... o

19. ...................................................... ....................................... o

20. ...................................................... ....................................... o
Action  - Don’t wait around. Get the list done in ½ hour. This is not the final list,
just a starting group. You know more than 750 people who could be on this list.
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A.  Prospect
Prospecting is the skill of finding people to make a ‘Good Health’
presentation to. We offer everyone the opportunity to trial Colostrum
First. We do this simply, quickly, and enthusiastically.

Our goal is not to ‘sell’ them or manipulate them.  They are friends.
We know that many will thank you for doing this because Colostrum
First is so good for them. DO NOT prejudge people (because
Colostrum First comes from a huge Dairy industry, traditionally
sceptical people are often interested).

Call or go round to the first people on your list today. Talk to your sponsor
about who to approach first. If possible, get your sponsor on a 3 way call
OR to go with you. If you need to call, maybe say the following ...

“Hi Tom, it’s XXXXX, this is just a quick call. What are you doing for
the next 10 minutes?”

If they ask what it is about, simply say that you have found an
amazing product called colostrum that you would like them to taste
and get their opinion. If they want to know more just say that you’ll tell
them about it when you see them and the key is for them to taste it.
Obviously they can’t taste it through the telephone!

If they demand to know more, simply and enthusiastically explain a
little bit about colostrum; how amazing it is, how colostrum is the only
complete solution for the immune function, how it is also anti-aging,
energy and performance building. Explain how you would appreciate
their opinion anyway as you want to take the business side seriously.
Do not lie or bluster. Be proud of New Image’s Colostrum First.
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The point is to just go and see them NOW. It’s very hard for a new
person to explain over the telephone what makes New Image
Colostrum First different. People need to see it. If this person is a
friend, they’ll give you a chance to have a look. ASK FOR THEIR
HELP!

This is when your sponsor and upline will help you. Either by telephone
or face-to-face. It is their job to help you gain five customers. They will
know what to say. You can learn what to say by reading and learning
the Training system.

NOTE:  Some ideas for answering key questions about this career and
direct sales are at the back of the workbook.

1 metre rule  - you will constantly meet people.  If they come within 1
metre of you - talk to them about Colostrum and this opportunity!

Simple Marketing
There are two types of selling - professional and inspirational.
“Professional” selling introduces pressure into the sale process.  We
do not use this form as we sell to people we know.  We use
“inspirational sales”. No pressure, just unbelievable products marketed
with enthusiasm and inspiration.  We use personal and team product
stories.

The first people you will talk to, you will already know.  So get them
to help you.   Colostrum will help them. They should have it every day
to help them be healthy and happy.
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B.  Presentation
If your sponsor is there, just introduce them as your business coach.
Let them do the talking.  Take notes.  If you are on your own, tell your
story first.  Tell them you’ll be 15 minutes or less. Quickly do the
‘Good Health’ presentation.  Follow the presenter.

• Be enthusiastic

• Be quick

The Taste Test  Get them to taste a tablet. The tablets are designed to
taste nice.  BEFORE they taste the tablet, comment how nice they
taste and how children love them because they taste like sweets.

Be prepared, don’t forget:
• Colostrum First brochures • Best-seller brochures

• Bottles of Colostrum First • Bottles of RDA & Protector

• ‘Talk Book’ • Retail order form

• An opportunity presentation • Rep Application Forms

• Quick Start workbook

Key Points
Every time you give the Good Health Story to someone it should
contain the following seven points in order:

1. People are getting sicker, what supplements should they use?

2. Need good health - focus on daily maintenance.

3. Need immune, general nutrition and anti-oxidant products everyday.

4. Need colostrum, RDA and the Protector from New Image.

5. Colostrum is nature’s functional food.  Targets GI tract.

6. Seven amazing positive effects. No negative side effects.

7. Simple to use.  2 capsules first thing.

8. Best is New Zealand.  New Image is world leader.  Eat Colostrum
First Every Day.
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Basic Good Health Presentation
Use the presentation. Introduce the ‘Good Health’ approach, then talk
about Colostrum. The key points of the presentation are:

1.  People are getting sicker more often even though health costs are
booming. The reason is the new stronger viruses, bacteria and
pathogens. Not to mention our toxic environment and nutritionally
deficient food. It affects our energy, well-being and happiness.
People need supplements - what do they do?

2. Good Advice? Countless products and experts are confusing
people. They have an ‘illness’ focus logic. We have a ‘good health’
focus. Determine daily maintenance. Deal with specific needs.

3.  Firstly, you must deal with attacks on your immune function. Your
immune function is the foundation of your health.  Like a house with
weak foundations, you have to build the immune function first. We
all need a broad spectrum immune boosting product everyday.

4. The only way to build your immune function is better living and
colostrum. As a minimum everyone should eat colostrum everyday.
New Image has 17 years experience as a health product pioneer.
Colostrum First, RDA and Protector - best sellers for specific needs.

5.  Colostrum is not a supplement, it is nature’s functional food.  Its
function is the supply of vital immune and growth factors. The
immune factors’ main function is to fix your GI tract - the centre of
your health - where they destroy viruses, bacteria, yeasts and
parasites.  Assists nutrient bioavailability and absorption.

6.  The growth factors have seven amazing positive effects (the 7
sisters); accelerate fat burning, reduce wrinkles, regulate moods,
balance blood sugar, increase performance, accelerate wound
healing and increase mental alertness. There are no negative side
effects.

7.  It’s so simple. 2 tablets per day for healthy adults and kids. Take
first thing in the morning. Any strain in your life, ageing, illness,
sports, etc, then double the usage. For serious concerns also take
in the afternoon. Basically ‘frontload’ until you get results, then
back to maintenance level.

8.  It must be top quality or you’ll get poor results. New Zealand
Colostrum is best. New Image is the world’s pioneer and leading
retailer of colostrum. Try New Image’s Colostrum First today.
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C.  Decision
Then ask, ‘any questions?’ answer if you can. Use the Training Workbook
and your Talk Book to answer any questions. Contact your sponsor,
upline or the company if you cannot find the answer to any question.

A. Ask them for a decision like ‘would you like to try the Colostrum
now?’ or something like this.

B. If they say ‘yes’, ask them ‘would they like RDA with that?’  They
should be taking a quality general nutritional product every day and
RDA is the best!

C.  Recommend the Protector - antioxidant.

D. Also show them the ‘Needs Matrix’ in the Bestseller brochure and
ask them if they would like any special products.  They can order
with the brochure.

E. Now ask them if they want to see the business behind the product.
If so, go through the Opportunity Presentation, using the presenter.

Always leave them two Colostrum brochures and one Bestseller
brochure, even if they don’t buy.

Communications
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Communications
Email
It is critical that you keep informed of what is happening within New
Image as things move fast. Our main method of communication is
e-mail as it allows us to communicate to everyone every day.

• YOUR ADDRESS - Hotmail.com and Yahoo.com will provide an
address for free.

• INTERNET ACCESS - You can get access to the Internet at any
cybercafe.

• LEARNING HOW - It’s easy to use. People you know will help you.

Action - Register your email address with New Image today.
This is done by going onto www.newimageasia.com and filling in
the email registration.

Telephone
You should also call or see your sponsor at least daily for the first
month.   You should call at least two of your upline weekly as well .
They will welcome your call as they are paid on your success.  The
more communication you have, the more successful you will be!



QUICK START WORKBOOK

- 26 -

T.E.A.M.
New Image is developing a local support organisation of leaders called
T.E.A.M.  It stands for Together Everyone Achieves More.  This
programme is new and you are strongly encouraged to work with your
local T.E.A.M. as it will help you and your people succeed faster.

At meetings you will notice T.E.A.M. members.  These people are
leaders within New Image who are working together on a local level to
ensure that there is a professional system of meetings, trainings and
events to support network development.

The T.E.A.M. concept also allows us to encourage you to sponsor
outside your local area and overseas.  With our home-study training
system and the T.E.A.M. structure, you will be able to build a larger,
stronger, more profitable organisation across Asia/Pacific region.

ACTION - Have your sponsor introduce you to your local T.E.A.M.
members as soon as possible.
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What next?
You need to do the following with your Sponsor now.

o 1.  Confirm you understand the New Image System.

o 2.  Order starter pack, if you haven’t already.

o 3.  Order two sets of labels

a) LITERATURE LABEL OR STAMP. This has name,
address, phone and/or mobile number.  It is for literature.

b)  PRODUCT LABEL OR STAMP.  This has ‘Running Low,
Let Me Know.  Your name and telephone number. Put on
the product NOT the box (which is discarded).

o 4. Order ‘The Big Picture’ book by Edward Ludbrook.

o 5. Order ‘Questions are the Answers’ book by Alan Pease.

o 6. Register email address with company.

o 7. Plan to meet local T.E.A.M. members.

o 8. Complete your story.

o 9. Write a list of twenty names.

o 10. Start learning the Training Workbook.

o 11. Attend the next Workshop.

o 12. Attend the next Success School.

o 13. Book into the next Royalty.

Important Websites
New Image corporate www.newimageasia.com

Colostrum www.colostrumfirst.com

Direct Sales industry www.directsalesworld.com
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Starter Pack

This is a special pack that is designed for new people so focuses on
the best-selling products to get you started quickly.

12 x Colostrum First  60 tablets

6 x Colostrum First  120 capsules

2 x Lifeline cans 450g

6 x RDA 120 tablets

2 x Protector 30 tablets

5 x PowerPill FE-3, 10 pills

FREE product

1 x Colostrum First  Classic 120 capsules

Code: 6210

This pack may also be designed to suit your personal needs as well
as the personal needs of your customers.

Personal Use
What products are you going to use everyday?

1. Colostrum First. What type? ...............................

2. RDA. What size? ....................................... bottle

3. Protector. What size? ................................ bottle

4. ..........................................................................

5. ..........................................................................
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What industry are you in?

People will ask you ‘what do you do?’

We recommend you say the following. . . . ‘I’m in Direct Sales.’

They often reply, ‘what’s that?’

Reply is ‘it’s selling direct to the customer. It’s everything from
Amazon.com to Avon and it’s the hottest industry in the world.  I’m in
the people side.’

‘People side?’ they say, or look with a question on their face.

Reply, ‘Yes, we use people to build our customer bases.  Word of
mouth advertising.  It’s the best way.  We’re looking for good people,
do you know anyone who’s interested in making a lot of money?’

We have found that this little reply answers all questions simply,
accurately and honestly.

What if they say ‘is this one of those pyramid things?’  or ‘is this
MLM?’  or ‘is this Amway?’

What they are

really asking is ‘are you involved with one of those recruiting deals
where people lose their money and fail?’  And let’s be honest, given the
industry failure rate in the past, it’s not surprising!

We recommend you reply something like. . . ‘I suspect you have
heard some bad things about this sort of business?’  Pause and they
will normally agree (even if they haven’t heard anything).  Then  say
‘there were a lot of problems in the first wave of Direct Sales.  A lot of
people didn’t succeed.  What’s exciting is that I’m involved with a
second wave company, called New Image.  Our systems work and it’s
in the Second Wave of all industries where the big money is made.’

If you need to give them examples of mobile phone, PC or franchise
industries.  Everyone relates to the current problems in the Internet
businesses.
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Understanding Direct Sales
New Image is a Direct Sales company.  It sells directly to the
customer instead of selling through shops.

There are two types of Direct sales companies, the difference is in how
they advertise and sell to the customer: one type uses advertising to
find its customers, the other uses a network of people.  New Image
believes that a network of people using ‘word-of-mouth’ advertising is the
most powerful method, especially with its ‘life changing’ product range.

Important information
• All industries grow in waves.

• The first wave is a ‘pioneer’ wave when an industry establishes itself.
The first wave of Direct Sales occurred in the 20th Century and it
was very successful. At the end of 1999, 40 million people were
involved worldwide producing US$85 billion in sales.

• Unfortunately, most company network systems were not
completely effective and thus many people did not make enough
profit.  This has given forms of Direct Sales, such as MLM or
Network Marketing, a bad name.

DO NOT CONCERN YOURSELF. These first wave problems are
completely normal. People should remember the problems with the
first PCs, mobile phones, franchise systems, and, recently, internet
companies.

• The Second Wave of an industry is the boomtime. This is when an
industry solves those system flaws and produces massive profits.
This is when a number of unknown companies burst onto the global
marketplace and make history; companies like Nokia and Compaq.

New Image understands the way industries develop and it has
completely revised its network system to produce the first ‘second
wave’ programme in Asia.  This system is totally focused on
profitable customer  development and an effective network system
where everyone can succeed to the level they desire.

Direct Sales is now considered the hottest industry in the world.
You are in the ‘right place at the right time!’  For more information,
you should read Edward Ludbrook’s book ‘The Big Picture - Why
Direct Sales is Booming’.  You can buy it from New Image.
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Life’s too short,
do something you love



It’s time for your New Image

New Image International 2001


