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Why people join you 
WIN Effectiveness Rules:

1. People would rather learn how to do something than actually do it. They want something 
easy.

2. People are social tribe creatures who instinctively look for a leader to follow. People 
want the truth.

Solution:
1. Show your people the ‘how to’ of the business and product.

2. Take a leadership role.

3. Tell the truth.

Additional WIN Effectiveness Rules:

4. Every action or decision is based on attaining pleasure or avoiding pain. The desire to 
avoid pain is greater than the desire to attain pleasure. People will do almost anything to 
cure or avoid pain. It is a survival instinct.

5. People want what they don’t have. They move towards those who do have it. People are 
hungry for leadership.

Solution:
4. This is a sorting business. SW, SW, SW, WN
5. MOST IMPORTANT: Passion 

The biggest factor that will determine your success is whether you create a mindset that 
encourages and empowers you to take the daily actions required for success.
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Posturing your WIN

Passion

Building belief

It’s how you say it that counts

Learn a script

Do It!

Do It Right!

Do It Right Now!
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WIN Study List

Health and Heart:

NO More Heart Disease by Dr. Louis Ignarro

The Miracle Tree by Dr. Monica Marcu

The Uncommon Doctor by Dr. Joe Prendergast

The Cardiovascular Cure by Dr. John Cooke

The Wellness Revolution by Paul Zane Pilzer

Personal Effectiveness:

How to Win Friends and Influence People by Dale Carnegie

As a Man Thinketh by James Allen

The Aladdin Factor by Jack Canfield and Mark Victor Hansen

Accidental Guru by Mark Comer

The Next Millionaires by Paul Zane Pilzer

How to Ignite Your Passion for Living by Mark Haroldsen (ingnitemylifenow.com for book)

Other Personal Effectiveness:

Man’s Search for Meaning by Victor Frankl

Tribes by Seth Godin

The Power of Intention by Wayne Dyer (also a PBS special)

The Master Motivator by Mark Victor Hansen and Joe Batten

Og Mandino’s Great Trilogy by Og Mandino  (Three books)

— The Greatest Salesman in the World

— The Greatest Secret in the World

— The Greatest Miracle in the World

21 Secrets of Self-Made Millionaires by Brian Tracy 

Effective Leadership Masterclass by John Adair

Winning With People by John Maxwell

Willpower is Not Enough by Dean/Chamberlain 

Think and Grow Rich by Napoleon Hill

The Power of Losing Control by Joe Curuso
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WIN Script for ‘The Quest’ CD 

A fast start is the best start in this business. Be prepared to hand out 3 CD’s each day.

Contact a people on your list and say something like this:

First a little small talk about the holidays or their work or family. Then get right to the point. 

Be high toned but grounded.

NutriMor Script: John, I’m a little pressed for time right now so let me get to the main point. 

I was very recently introduced to a new all natural healthcare product called NutriMor. It’s 

derived from a plant called the Moringa which is being touted as the most nutrient rich 

plant ever discovered. This is a plant that is literally saving women and children’s lives in the 

world. Behind this product is the most remarkable set of business facts that I’ve ever seen. 

Mistica Script: John, I’m a little pressed for time right now so let me get to the main point. I 

was very recently introduced to a new all natural healthcare product called Mistica. It’s de-

rived from a plant called the Acai berry which is being touted as the most anti-oxidant rich 

plant ever discovered.  This formulation is literally the best formulation as proven by inde-

pendent labs. Behind this product is the most remarkable set of business facts that I’ve ever 

seen. 

ProArgi-9 Plus Script: John, I’m a little pressed for time right now so let me get to the main. 

I was very recently introduced to a new all natural healthcare product called ProArgi9 Plus. 

It is created from the Nobel Prize winning formulation to stop heart disease and is being 

touted as the way to youthful vascular health. This Nobel Prize formulation has people talk-

ing about how it has literally saved their life. Behind this product is the most remarkable set 

of business facts that I’ve ever seen.

V3 Script: John, I’m a little pressed for time right now so let me get to the main point. I was 

very recently introduced to a new all natural healthcare whole body approach called V3. 

It’s based on the proven concept that our body is a complex system that needs a complete 

system to address its concerns. They call it Build Boost and Circulate. Build your nutritional 
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base of your body, boost your anti-oxidant levels to combat disease and overcome the num-

ber one killer disease in the world, heart disease with the circulate product. Behind these 

products are the most remarkable set of business facts that I’ve ever seen.

Business: John, I’m a little pressed for time right now so let me get to the main point. I was 

very recently introduced to a new business. It’s based on a time tested and proven method-

ology that has been having tremendous success. It is the most remarkable set of business 

facts that I have ever seen.

“John, I have a CD that really explains this much better than I can. Can I give it to you? 

Great! Can you do me a favor and review this CD today?  Thanks, then you can let me have 

your take on it.” 

If they are a new contact you will want to make sure you get their contact information when 

you hand them the CD. You can say “After you are done reviewing the CD I would like to 

come and retrieve it to hand out to others. How can I contact you?”

 Your friend (or family member) will press you into an inquiry. Say nothing about the Syn-

ergy Worldwide business or the products. Simply end the inquiry with:

 “John, if we had an hour we could have a very nice conversation. But unfortunately I’m run-

ning short. This CD will explain it quite clear I believe.”

In any case conclude with “Please review the CD and we’ll talk later this evening. Would that 

be fair enough? ... Great! Will you be available this evening around 7? ... Okay, I’ll call you 

then.

And John, just between you and me - there’s a fortune to be made here because this is the 

real thing.    We’ll talk later, bye.”

When you follow up there will be 4 possibilities:

1 - Didn’t review the CD.

2 - Interested in the product only

3 - Interested in the business.

4 - Not interested at this time.
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“Hi John, this is Trish. Did you get a chance to review the CD ‘The Quest’? What interested 

you most the products or the business?”

1. “John, please listen to it now and I’ll call back in 30 minutes. Okay? Bye.”

2. “Great. The NutriMor (or Mistica or ProArgi9 or the Vital 3) is spectacular. Get out your 

credit card and I’ll order a canister (or bottle) or 2 for you over the Internet.”

3. “Great. What interests you most about Synergy? ... Hold on John while I get my dear 

friend Dr. Nick (or Bill or Eric or any of your upline sponsorship support team) on the 

phone with us. I’ve spoken with him about you and he’s anxious to meet you over the 

phone.”

Call one of us and we’ll take it from there to bring John closer to a point of logical con-

clusion and decision. Don’t try to handle any of John’s questions because you are not 

prepared yet at this stage. Let your upline partners do all the heavy lifting.

4. “John, I realize that this might not be the best time for you. I want you to know, John, 

that I’m working with some of the top leaders in this business who are having great suc-

cess. My plan is to lead up the market for Synergy Worldwide in this region and then ex-

pand our influence all over the Country and then to Asia, Mexico and Europe. Who might 

you know who is interested in expanding their horizons and abilities and in earning more 

money than they have ever made in their lifetime?” Hopefully John will put his thinking 

cap on and provide a few names for you. If he is willing to provide a referral, press him 

for more and tell him thank you.

“John, would you mind if I contacted them about Synergy if I promise to treat them with re-

spect and dignity? Great. Let me have their telephone numbers and I’ll personally call them. 

Thank you John for the referrals and thank you for your time in reviewing the CD.” 

John, would you mind if I keep you apprised about how I’m doing with Synergy from time to 

time? Wonderful. Thanks again John.”

There’s your scripting. Read it over several times and internalize it until you feel comfortable 

with the delivery and it sounds like your very own.

Page 6



How to Conduct a Successful 
3 Way Call
1.  Build the value of the call. You do this by building up the value of the third party mean-

ing the person you are going to be having on the call with you. Tell the prospect that 

your third party is an expert on Synergy, its products and comp plan. Speak highly of this 

person and create enthusiasm. Your prospect will be glad to know that other talented, 

intelligent and successful people are involved. Then invite your prospect to participate in 

a 3 way call.

2.  Once everyone is on the phone, introduce your prospect to the third party and then 

let them talk uninterrupted. The third party will say some complimentary things about 

you, thus reconfirming your credibility to the prospect.  The third party will tell how the 

money from this opportunity has helped them out. A skilled 3 way caller knows to con-

centrate on the prospects concerns and will answer any of their questions. They will also 

invite them to the next event whether that is a conference call, home party, open house 

or other event. What the prospect commits to will tell you a lot about their interest level.  

Getting a commitment here is important. When they are through offer a heartfelt tes-

timonial about the business or products. Use your testimonial often. No one can argue 

with your feelings.

3.  Next you must follow up. This is always the most important step. Thank them again for 

their participation and their interest in your business. Then recommit them for what 

event they were invited to and make arrangements to be with them at this event. This is 

critical as it shows your commitment to them and their success. 

4.  Finally invite them to join your team. Remind them that they are business for themselves 

but not by themselves and that they have access to you and your upline leadership. They 

do not have to do the heavy lifting. Invite them to WIN Training and get them started 

fast, not slow.
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How to Conduct a Successful 
Home Party/BBQ
Basic Understanding:

1st  People like to eat

2nd  They have to eat

3rd  Inviting people to eat with you breaks down barriers and softens the condition

4th  There are strength in numbers

A. You need to have a planning meeting with your key people (at first that might be just you 
and your spouse)

 You need to determine what you want to accomplish with this event

B. Date - Which day of the week is best for you and your people? It might vary depending on 
where you live in the country

 Thursday has been a good day in Utah
 You need to look at community events and avoid as much competition for a particular night 

C. Time – Start at 7:00 pm.  Let people have chance to get there from work

D. Agenda 7:00 pm  Eat and mingle
                    7:45 pm  Start (short introduction by the host)
   7:50 - 8:20 (Guest speaker, up line leader, company executive, or you) 
       Share message about Synergy
                    8:20 - 8:30  Testimonials about the product (2 or 3 people)
                    8:30 - 8:40  Business opportunity
   8:45   Thank people for coming. The rest of the evening you socialize, 
     answer questions, and make appointments for follow-up

E. Things that make this work
1. Involve your team
2. Give them assignments to bring food, share their feelings about the product or help with 

the presentations
3. Plan far enough ahead to receive early commitments.
4. Ask in person
5. You can send out invitations (sometimes that is extra work)
6. Follow up, Follow up and Follow up (find reasons to be in contact with those you have 

received commitments from)
7. If you want 20 people there have 40 committed to attend
8. Make this a fun night 
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How to Conduct a Successful 
CPWA Party
Basic Understanding:

1st  Everyone knows someone who has or is having cardiovascular health issues

2nd  Most people want to know how healthy their heart and cardiovascular system is

3rd  There are alarming statistics by the American Heart Association that support the need for  
 testing (example: Every 30 seconds someone has a heart attack)

4th  This is a different event compared to other events. We are informing people and sharing   
 information

A. You need to have a planning meeting with your key people (at first that might be just you 
and your spouse)

 You need to determine what you want to accomplish with this event

B. Date - Which day of the week is best for you and your people? It might vary depending on 
where you live in the country.

 Thursday has been a good day in Utah.
 You need to look at community events and avoid as much competition for a particular night.

C. Time – Start at 7:00 pm.  Let people have chance to get there from work

D. Agenda 7:00  Short introduction by the hose
   7:10  Guest speaker or you explain and share the information about the CPWA   

   and Synergy
                    7:40  Start Testing People (Do about 4 people)
                    8:40  End the meeting THEN sign up those tested as customers on product or as   

   team members
                   
 While people are being tested you show the DVD with Alan Thick or Have a sample of the 

ProArgi9 Drink or Show the special of Resveratrol by Barbara Walters. 

 Schedule a follow-up meeting to test those that didn’t get tested.

E. Things that make this work
1. Involve your team
2. Give them assignments to bring food, share their feelings about the product or help with 

the presentations
3. Plan far enough ahead to receive early commitments.
4. Ask in person
5. You can send out invitations (sometimes that is extra work)
6. Follow up, Follow up and Follow up (find reasons to be in contact with those you have 

received commitments from)
7. If you want 20 people there have 40 committed to attend
8. Make this a fun night 
9. Pre sale testing $40-50 a test. ( This must be determined by the technician or the owner 

of the device)
10. Realize that not everyone can be tested that night
11. Make sure you have all the pamphlets, testing forms and applications (product and team 

member)
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How to Sign up a Customer
•	 Have	a	good	knowledge	of	the	product

•	 Explain	what	the	product	does

•	 If	they	have	medical	concerns	they	should	ask	their	medical	doctor	this....”	Is	there	any-

thing in this product that will hurt me”

•	 Make	them	aware	of	the	costco	effect.	That	when	they	purchase	in	bulk	there	is	a	savings	

•	 Make	them	aware	of	the	auto	ship	option	

•	 Make	sure	you	get	the	correct	shipping	address,	phone	number,	contact	info	

•	 Make	sure	you	have	credit	card	info,	expire	date	and	signature	on	the	proffered	customer	

application 

•	 Make	them	aware	of	shipping	time	and	if	they	have	any	questions		give	them	your	con-

tact info 

•	 Make	them	aware	of	shipping,	charges,	any	applicable	taxes	and	any	currency	exchange.	

•	 Give	them	the	Synergy	customer	service	number	(800)	431-7660

•	 Give	them	all	website	information.	Synergy	team	global,	Synergy,	your	own	website

How to Sign up a Team Member
•	 All	of	the	same	as	a	customer	

•	 Explain	the	onetime	$24.95	sign	up	fee

•	 Explain	what	a	tracking	center	is,	how	to	activate	one	or	three	tracking	centers	and	what	

the significance is between them

•	 Explain	the	compensation	and	the	binary	plan.(Explain	they	can	make	money	with	one	

or with two legs)

•	 The	significance	of	the	auto	ship	program

•	 Show	them	how	use	the	corporate	website

•	 Sign	them	up	with	a	Synergy	team	global	site

•	 Show	them	how	to	use	it

•	 Show	them	where	to	find	the	forms,	fill	out	the	forms,	how	to	send	them	in	by	fax	or	call	

them in. 

•	 Have	them	sign	up	at	www.ericglenn.com	blog	and	sign	up	on	Synergy	blog

•	 Tell	them	about	the	conference	calls	and	the	phone	number.	

•	 Significance	of	a	three	way	conference	call

•	 Get	them	involved	in	the	events,	open	house,	distributor	meetings
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WIN Welcome Email
New Team Member Name here,

Congratulations and welcome to Synergy WorldWide (or to your team like ‘Team Global’)! Your 

Synergy ID number is (new team member number here). Please use this ID number when setting 

up your FREE marketing website below.

Here is a list of items you need to complete in order for you to achieve the success you are look-

ing for in your new business. Can you please go and do each immediately? This will be the first 

step in your success progress with Synergy. Thanks for your partnership as we look forward to 

engaging with you in your business.

1. Please go to www.toolsforsynergy.com to invest in any additional tools we have available. We 

price these at the lowest prices we can. We are always adding more items so be sure to visit 

this site often. The most important tool you will want to look at getting is the very successful 

prospecting CD handout called “The Quest: Extraordinary Success for Ordinary People”.

2. Please set up your free web site at: http://www.synergyteamglobal.com/sitesetup.php This 

site is FREE for you ($120 value) to use. Use this site when telling a friend about the prod-

ucts. This is the easiest way to expose people to the message. It also is the home of our 

system training which we will get to in the next email. Also you will want to login to the back 

office and take a look at the many options you have to customize your site with the numer-

ous videos and audios and then look at the training videos that are available to you there as 

well.

3. Please go to http://ericglenn.com and go to the right hand side and ‘Subscribe for email feed’ 

then fill in your email address where it says ‘Sign Up here for email feed’. It will then take you 

through a anti spam message and will also send you a confirmation email which you MUST 

respond to by going to your email and clicking on the confirmation link. Also please feel free 

to browse the many available videos and articles on this site.

4. Please go to http://twitter.com/eric_glenn and sign up for twitter (it is very easy) and then 

click on the Follow Me link to follow me (Eric Glenn). Also make sure you click on the device 

updates and turn them ON. This will allow you to receive these messages on your mobile de-

vice (only do this if you have unlimited texting so it does not cost you extra).

5. If you are on Facebook please add me as a friend at http://www.facebook.com/people/Eric-

Glenn/1083407934 or my email of eric@ericglenn.com 

Also I thought you might find this link useful. http://ericglenn.com/2009/04/heart-institute-clini-

cal-trial-update-using-proargi-9-plus 

Have a great day and congratulations on being a part of Synergy WorldWide.
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