
540 Questions Coring

The perfect situation is with just the A, B and C people who are committed to their goals. Meet at a coffee shop, Diner, or someone’s home, preferably, where you can have reasonable privacy. Coring in a large group is fine as long as it is made clear that this is ideal in the small group. So maybe have your people take the questions into their groups and do them with their people. Then have their people contact your people so you can do lunch.

The Basic 5 is the foundation of the Market America business and the Key to our success. We sponsor people into the business, attempt to train them, plug them into the system. We plug them into a perfect system at that:  An 11-year old company with millions in cash reserves with tremendous leadership at the helm;  State-of-the-art consumable product line with immense diversity, appealing to practically everyone;  A marketing plan with so much synergy that even the uneducated need only desire;  A training system that spans the entire country with duplication.

What more can a person ask for than a business that the average person can do, make unheard of amounts of money in just a couple of years of concentrated effort, and help other people do the same thing in the process… create time freedom for themselves and others?

Still, the pieces of the puzzle seem to be scattered. Why not everyone earning 6 figures in a couple of years? We plugged them into the system.

The truth is, people learn at different rates and different ways. Some need audio, some are visual, some need both, and some need both repeated several times, before it sinks in.

Sometimes the Market America learning curve can seem overwhelming. People do the Basic 5’s, Seminars, and still the information seems to be everywhere but concise and clear in their minds. We believe that taking someone through the learning curve as fast as possible cannot only increase their chances of sticking around, but increase their chances of success, because relatively soon the knowledge is part of them.

Have you ever heard the phrase “He who hold the marker makes the money?” The truth is… He who empowers others to hold the marker enjoys the lifestyle. However, how can they do that if they do not understand the Basic 5? The 2-3 year plan starts when the Basic 5 is being duplicated CORRECTLY!

SET UP

A, B and C are around a table. C is holding the marker. {At white board if in a big group} The set up is this: I’m a very high powered business man that is looking for a business where I can make a log of money and take some people with me, and by golly… I know my stuff. The C-person is my contact. C already has a large organization put together on one side, if C sponsors me, $109,000 is around the corner. My question is, can C take me where I want to go? I need to find out by asking C some questions. My posture is, I will not stand for any hesitation – when I ask a question I need an answer NOW, fired back at me with confidence.

If you were going in for heart surgery and you asked the surgeon some questions about what the procedure was going to entail, and he wouldn’t look you in the eye, and got fidgety, and seemed to have no knowledge or confidence, would you let him cut you open?

Now understand this coring is not meant to embarrass anyone or meant to show how little people know but rather to drill the knowledge into them in a very short amount of time. When people work together on it, it works great.

There are 4 two-hour sessions, set 2 weeks apart. Before the first session, people are asked to listen to the 8 cassette tape series on the Basic 5 by JR, and/or read the manual; if nothing else at least chapter 3. First half hour is set up and small talk, then right down to biz. One hour on the questions and last half hour in discussion. The first session the questions are handed out, and the coring begins. C-person is NOT allowed to have notes, nor are they allowed to answer the questions in any way except absolutely correct. If C gets the question wrong or hesitates, then B is asked the question. If B answers wrong or hesitates, then A gets the drill. If A doesn’t answer correctly then the person leading the coring will put the question to the group, if there is one, or answer the question. All questions are asked in order.

By the end of the 1st session, no matter how many questions were answered, the team goes home and sits down with their copy of the questions and the manual and studies. 2nd session, same process – the questions start over with question #1, but the amount of questions answered may be doubled or even tripled.

By the end of the 4th session the learning curve is huge. Plus with any luck, all 540 questions will have been answered in 1 hour. Which means that each question was asked and answered in less than 7 seconds.

Above all, as in all Market America get togethers… Let’s have fun!!!!!!!

Lovin’ ya

PAUL [CARNEY]

1. What must I do to be successful in Market America?

2. Are there trainings in Market America?

3. What is the largest training in Market America?

4. How often do they hold this event?

5. What am I going to learn there?

6. Are you going to go?

7. Do I have to go?

8. Who puts this event on?

9. How many days does this event last?

10. Where is it held?

11. Can someone go who is not in the business?

12. What is the 2nd largest training in Market America?

13. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

14. What is the 3rd largest training in Market America?

15. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

16. What is the 4th largest training in Market America?

17. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

18. What is the 5th largest training in Market America?

19. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

20. Are there any other trainings that I need to attend as a new distributor?

21. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

22. What is the answer to “What is Market America”

23. What is a 2 minute commercial?

24. Are there a lot of forms?

25. How much does NDT cost?

26. Do I get proof that I’ve been to that training?

27. Are there any other trainings that I need to attend?

28. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

29. What is the Basic 5?  Can you name them?

30. How much does it cost?

31. Do I get proof that I’ve been to that training?

32. Just because I can say the Basic 5, does that mean I understand it?

33. Are there any other trainings that I need to attend?

34. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

35. What does the abbreviation ECCT mean?

36. How much does it cost?

37. Do I get proof that I’ve been to that training?

38. How many questions are on the test?

39. Is it an open book test?

40. What does qualify mean?

41. What happens when you’re qualified?

42. What does activity mean?

43. What is my monthly activity requirement if I have not earned a check?

44. What are my monthly activity requirements if I have earned a $300 check?

45. What are my monthly activity requirements if I have earned a $1500 check?

46. What happens if I red flush?

47. Are there any requirements before I can be paid my 1st check?

48. Are there any requirements after I earn a check?

49. Are there any requirements after I earn $1500?

50. What does green flush mean?

51. If I earned $1500 and have not taken my ECCT what happens?

52. What does activate mean?

53. What happens if one of my 2 people quit?

54. What happens if I purge?

55. How do I keep from purging?

56. Why does Market America want me to send in receipts?

57. Why does Market America make us do activity requirements?

58. What is the S.E.C.?

59. What is the F.T.C.?

60. What is the D.S.A.?

61. Are we a member of any of these organizations?

62. Are there any other meetings that I should attend?

63. Ask the same questions as 4 thru 11.

a) How often do they hold this event?

b) What am I going to learn there?

c) Are you going to go?

d) Do I have to go?

e) Who puts this event on?

f) How many days does this event last?

g) Where is it held?

64. What does 2nd Look mean?

65. How long in the opening?

66. What is the opening supposed to be about?

67. How long is the product presentations supposed to be?

68. Are you supposed to talk about all the products?

69. How long is the 45 vs. 2-3 year supposed to be?

70. What is the 45-year Plan?

71. What is the 2- to 3-year Plan?

72. How long is the business presentation?

73. What is #1 when you show the Plan?

74. What choices do I have when I apply?

75. What is a sales rep?

76. How much can a sales rep earn?

77. Do sales reps get a Career Manual?

78. Do they get a placement in the computer?

79. By sponsoring 2 sales reps can that activate you?

80. Do sales reps have any requirements?

81. Can a sales rep upgrade to a distributor?

82. Does a sales rep need to renew?

83. If I don’t want to be a sales rep what is my option?

84. How much can a distributor earn?

85. Can a distributor earn more than just retail profit?

86. What does MPCP mean?

87. Do I get a Career Manual as a distributor?

88. How much does my distributorship cost?

89. Is the career manual just a bunch of glitter or can I learn from it?

90. What do I learn from it?

91. What is #2 when you show the plan?

92. What is BV?

93. What does retail mean?

94. What is transfer buy?

95. What is preferred customer?

96. What is BDC?

97. What is #3 when you show the plan?

98. What does qualified mean?

99. How do I stay qualified?

100. How long does the typical MLM accumulate volume?

101. What does MLM mean?

102. Is Market America MLM?

103. What is #4 when you show the plan?

104. What does activate mean?

105. Why does Market America only require 2 personally sponsored and active distributors?

106. What is #5 when you show the plan?

107. Do you like to teach, manage and help others?

108. What is #6 when you show the plan?

109. What does single entry mean?

110. What does supervisory entry mean?

111. How much BV does it take to come in supervisory entry level?

112. How much BV on my left and right does it take to earn a check?

113. How much is that check?

114. What pin level am I?

115. How much BV on my left and right does it take to earn my next check?

116. How much is that check?

117. Could I get paid $600 if I hit 2400BV on both sides if I did it one week?

118. How much BV on my left and right does it take to earn my next check?

119. How much is that check?

120. How much BV on my left and right does it take to earn my next check?

121. Once I earn $1500 what is my pin level?

122. How do I become a Certified Executive Coordinator?

123. Who teaches ECCT classes?

124. Who can teach NDT?

125. Who can teach Basic 5?

126. How do you become a Certified Trainer?

127. What is a Master Coordinator?

128. Is there a difference between commission and bonus?

129. What does Re-entry mean?

130. How many times can I re-enter per BDC?

131. What is the maximum I can earn on a re-entry?

132. Can you re-enter if you have hit 5000 on your left and right of a re-entry?

133. Do re-entries have requirements?

134. Do you have to pay $69.95 when you do a re-entry?

135. Do you need to send a Form 1000 to Market America to earn a check?

136. Are the requirements on a supervisory different than a single to stay active?

137. How much do you need to earn to become a Professional Coordinator?

138. How much do you need to earn to become a Supervising Coordinator?

139. How much do you need to earn to become a National Supervising Coordinator?

140. How much do you need to earn to become an Executive Supervising Coordinator?

141. How much do you need to earn to become a Director?

142. How much do you need to earn to become an Executive Director?

143. How much do you need to earn to become a Field Vice President?

144. How much do you need to earn to become an Executive Field Vice President?

145. How much do you need to earn to become a Senior Executive Field Vice President?

146. How much do you need to earn to become a Field President?

147. How much do you need to earn to become an International Field President?

148. How much do you need to earn to become a Field Chairman?

149. How much do you need to earn to become an International Field Chairman?

150. To become a Professional Coordinator do I need to earn a $600 bonus?

151. What is green flush?

152. Can you receive a $600 bonus on your –001 if your –002 hits 5000 on both sides and another distributor on your right side hits 5000 on both sides?

153. How are you able to place BV down line?

154. Just because a personally sponsored person is on transfer buy do you always place BV in their centers?

155. If no, why?

156. What is Powerline Voice Link?

157. How much does it cost?

158. What does it do for my business?

159. Is it a requirement?  If yes, when?

160. What is the MARVIN System?

161. How much does it cost?

162. What it the Professional Service Package?

163. How much does it cost?

164. Is it a requirement?  If yes, when?

165. How much does it cost the first year?

166. Is there an annual renewal fee?  If yes, how much?

167. That sure seems like a lot of money. What does it do for me?

168. What is ATG Voicemail?

169. Why do I need this?

170. Can I purchase liability insurance from Market America?

171. Can I purchase product liability from Market America?

172. Why is a franchise successful?

173. Are most franchises affordable?

174. What is an UnFranchise?

175. Why is an UnFranchise successful?

176. Are we able to copy brochures to save money?

177. If no, why?

178. Before you take a person to a 2nd Look what should you do?

179. Do you need to renew annually?

180. What if my start date is August 1, do I need to renew that year?

181. Why do we have to renew?

182. What is the Powerline Magazine?

183. What is the Leaderline Newsletter?

184. What is the leadership tape?

185. When do I receive this tape?

186. When we say 1-on-1 or 2-on-1, what does that mean?

187. How many ways can the plan be shown properly?

188. What is the Flip Chart?

189. Is there a video I can use to show the plan to someone?

190. Can I show the plan on the computer?

191. If I earn a commission check, does Market America pay my taxes?

192. Do I have any tax benefits as a home-based business?

193. If yes, what benefits?

194. What do you mean when you say Product Broker?

195. What do you mean when you say market-driven?

196. What is the Mall Without Walls?

197. What is the advantage of a Mall?

198.  What does publicly-traded mean?
199. Can I sponsor my wife?

200. Can I sponsor my 18 year old son if he lives at my home?

201. Does he count to activate me?

202. What are the unique and powerful benefits that Market America has?

203. What is infinity?

204. What is break-away?

205. How often can you be paid if you qualify for a check?

206. What is IBV?

207. How much can you earn from IBV per center?

208. Where does IBV come from?

209. What are affiliate stores?

210. If you owned a Wal-Mart, would you buy from K-Mart?

211. If you’re a distributor, do you own a Mall?

212. Do you buy everything from your Mall that you can?

213. If no, why not?

214. Do your people buy from their Mall?

215. If no, why not?

216. What are the benefits of owning the Mall w/o Walls vs. a traditional mall?

217. What does miss-linked volume mean?

218. How do I correct it?

219. If I move to a new address, what do I need to do?

220. What does NMTSS mean?

221. Why do they have it?

222. How often do they print this book?

223. What is the Profiles of Success?

224. How often does that book come out?

225. At what event does it go out?

226. Why do they make this book?

227. Who can be in the book?

228. Are you in that book?

229. Do you want to be in that book?

230. What is a 2nd Look Coordinator?

231. What is a Local Coordinator?

232. What is a District Coordinator?

233. What is a Regional Director?

234. Who is JR?

235. Who is Dennis Franks?

236. What is a Form 1001

237. What is a Form 925?

238. What is a Form 1000?

239. What is the minimum amount of receipts I must send in with Form 1000?

240. What is the minimum subtotal dollars on these receipts?

241. Why do we have to do this?

242. How often do I have to do this?

243. What other ways can I acquire the knowledge?

244. Do I only need to listen to the Basic 5 tapes 1 time?

245. If I have an organization, and I don’t understand how to manage it, what would be a good tape to listen to?

246. If I wanted to learn about overcoming objections, which tape would I listen to?

247. If I wanted to learn about binary, which tape would I listen to?

248. What is Cross Pollination?

249. Why would I want to do that?

250. What is working combinations?

251. Why would I want to do that?

252. Are tapes a good way to leverage my time?  If yes, why?

253. Can we produce our own tapes?  If no, why?

254. Do you care what people think of you?

255. Do opportunities to talk to people about Market America come up, but because you don’t have confidence you don’t say anything?

256. If you don’t know, what is the chance your people will know?

257. What is dilution?

258. what is reverse duplication?

259. When you say I’m putting the fire at the bottom, what do you mean?

260. What is a home kick-off?

261. What is #2 of the Basic 5?

262. What are your goals?

263. Are you serious about your goals?

264. How serious are you about your goals?

265. Do you believe in yourself?

266. Do you know that goal setting will not work for you if you don’t believe in yourself?

267. Do you feel you can do whatever you put your mind to?

268. Do you want your goals as bad as that breath of air?

269. Have you put any serious thought and planning into what you want to accomplish?

270. What are your motives for devoting time to Market America?

271. Have you ever heard: If you take care of the little things, the bigger things will happen automatically?

272. Have you ever heard: Inch by inch it’s a cinch, yard by yard it’s hard?

273. Have you ever heard: You must crawl before you can walk and walk before you can run?

274. Have you ever written on a piece of paper everything you wanted?

275. Do you have Family Goals?

276. Do you have Personal Goals?

277. Do you have Spiritual Goals?

278. Do you have Business Goals?

279. Do you have Financial Goals?

280. Have you ever prioritized goals?

281. Do you have short-term goals?

282. How long is considered short-term goals?

283. How long is considered mid-term goals?

284. How long is considered long-term goals?

285. Have you ever emotionalized your goals?

286. Have you ever crystallized your goals?

287. If no, why?

288. Are your goals realistic?

289. Do your goals have a time deadline to accomplish them?

290. Do you read and visualize them at least twice daily?

291. Have you ever experienced your goals?

292. What is a goal statement?

293. What is an action plan?

294. What are you willing to give up or overcome to achieve your goals?

295. Are you willing to give up TV to achieve your goals?

296. Is there anything you need to overcome?

297. Do you have a fear of failure?

298. Do you have a fear of success?

299. Do you think negatively?

300. Do you associate with negative people?

301. Do you procrastinate?

302. Are you lazy?

303. how much time are you willing to give a week?

304. How much money are you willing to commit to the development of your business?

305. Are you willing to go to trainings?

306. What is #3 of the Basic 5?

307. How many products do you purchase from your Mall?

308. Do you understand why you should use products from you Mall?  If yes, why?

309. Are you your best customer?

310. Do you believe in the products?

311. Have you tried all the products?  If no, why?

312. Do you know what wholesale means?

313. How can you sell something you have never tried?

314. Do you know what 1-to-1 marketing is?

315. If you don’t purchase from your Mall will your people?

316. Have you ever heard: You can’t sell shoes from an empty shoe store?

317. Have you ever heard: People do what you do, not what you say to do?  If yes, what does that mean about retail?

318. What day does transfer buy pull in a week?

319. How many Tuesday’s are there in a month that transfer buy will pull?

320. What is Q-Date?

321. Why is transfer buy set up 2 weeks prior to your Q-Date?

322. Should I change my transfer buy every month?  If no, why?

323. What is residual income?

324. Are we a retail business?

325. Is Market America a wholesale buying club?

326. If no, what is a wholesale buying club?

327. Have you ever drawn a layout of your organization and thought about how powerful it is if everyone is doing transfer buy?

328. Are there any videos I can use to learn about the products?

329. Are there any audio tapes I can use to learn about the products?

330. What is a product party?

331. Do we have to sell?

332. Do you like to sell?

333. If no, let me ask a question – If there was a product or service that changed your life or the life of someone you cared about, is it below your dignity to share that with someone?

334. Have you ever ate at a good restaurant and told a friend about it?  If yes, did the restaurant pay you?

335. Do you feel the brochures Market America provides are quality?

336. Do you use them?

337. Does Market America sell trial size products?

338. What does referral mean?

339. What does demonstrate a product mean?

340. What does Isotonic mean?

341. What does OPC mean?

342. What store in the Mall can you buy SP7?

343. What store can you buy Friction Free in?

344. What is Friction Free?

345. Do you like to save gas money?

346. Do you have a swimming pool?

347. Do you know chlorine is toxic?

348. What store is Pool and Spa Cleaner found in?

349. What is a human being’s largest organ?

350. What does F.A.C.E. mean?

351. What product in the Cosmetic Store is custom blend?

352. Who can mix custom blend foundations?

353. What store can you buy a water filter from?

354. What product has microbes?

355. What does the liquid do in Ecosolve?

356. What does bio-remediate mean?

357. What is the difference between transfer a hazardous material and bio-remediate?

358. What store are the organic grains in?

359. Have you ever heard of sida cordifolia?

360. Do you know the difference between TC 5000 and TC Select?

361. Have you ever heard of Ma Huang?

362. Which Thermochrome product has Ma Huang?

363. How many Thermochrome products are there?

364. Which store are they in?

365. What does Thermochrome do?

366. What does HGH mean?

367. What is a SNAP Pak?

368. Do you like to save money?

369. What does concentrated product mean?

370. How many loads will the fabric softener do?

371. What store are the cleaning products in?

372. Do you use them?

373. What is the OPC Retail System?

374. What store carries Skintelligence?

375. What is Clearshield?

376. Are we allowed to set up displays?  If yes, in what kind of business establishments?

377. Do you have a personal testimony on any of the products?  If yes, which one?

378. Which product is the #1 selling product in the Company?

379. what is a free radical scavenger?

380. What are the 3 main ingredients in OPC-3?

381. How long does OPC-3 stay in your cells?

382. Is there a toxicity level with OPC-3?

383. Is there any MLM’s that have a form of OPC?

384. Who has the right to use the word pycnogenol?

385. Do you have to know every ingredient in a product to tell someone about what it does?

386. What store are the Custom clothes in?

387. Who trains Motives consultants?

388. What is a Day of Beauty?

389. What is a saturation dose of OPC-3?

390. Which store is the coffee in?

391. What does Glucosatrin do?

392. Do you have children’s vitamins?  If yes, what are they called?

393. What is your multi vitamin called?

394. What is your calcium product called?

395. What does probiotic mean?

396. What does antibiotic mean?

397. Do you have an enzyme product?  If yes, what is it called?

398. What is your mineral product called?

399. Which isotonic product has A, C and E and should be taken with OPC-3?  Why?

400. If a person has a diabetic, which products would be good to take?

401. Do you save money by buying the 300 gram isotonic products?

402. What is #4 of the Basic 5?

403. When you say prospect, what do you mean?

404. When you say recruit, what do you mean?

405. When you say sponsor, what do you mean?

406. What does it mean when you say your warm market?

407. What does it mean when you say your cold market?

408. What is a possibility list?

409. What is a top 10 list?

410. Do you like rejection?  If no, why?

411. If people are honest do you think they like rejection?

412. What does it mean to build relationships?

413. What does it mean to fill your funnel?

414. What does it mean to put beans in the jar?

415. Have you ever heard: Put beans in the jar and the biggest nuts will rise to the top?

416. Have you ever heard the term: People love to buy, but they heat to be sold?  If yes, what does it mean to you?

417. What does F.O.R.M. mean?

418. Do you listen to people talk about their family?

419. Do you listen to people talk about their occupation?

420. Do you listen to people talk about their recreation?

421. Do you listen to people talk about their money problems?

422. Do you listen to people talk about their lack of time?

423. Do you listen to people talk about their job insecurity?

424. Do you care about the needs of others?

425. Do you only like to talk about yourself?

426. Have you ever heard: People don’t care how much you know until they know how much you care?

427. Do you understand that you show you care by listening?

428. Do you make eye contact when someone is talking to you, or do your eyes wonder all over?

429. Have you ever heard people say: We’re not MLM, but hear them say it’s a numbers game, don’t worry about rejection, you’re just that much closer to a yes?  If yes, how do you feel about that?

430. If you were going to partner with someone in a traditional business, would you only do it with someone you trusted and had rapport with?  If yes, why?

431. If 95% of the people in America are not making it by 65 years old, why do people have to go through large numbers of people to find 1 person?

432. When you say you don’t sponsor people that fog a mirror, what do you mean?

433. Do you think people will reject you if you show them you care?  If no, why?

434. Do you like people to show they care?

435. How do you show you care?

436. Have you ever heard: The life blood of the business is new people?

437. What do you mean when you say plateau?

438. Have you ever heard: Death and life are in the power of the tongue?

439. Does all plant life come from a seed?

440. Does that seed then germinate?

441. Does that seed grow in the ground even if you can’t see it?

442. Does that seed then sprout above the ground?

443. If you did not know what you planted, could you tell what that plant was before it matured?

444. Could you tell how big it was going to be, before it matured?

445. Have you ever said: If I got so and so in they would be huge.  If yes, how do you know?

446. Do you prejudge people?

447. Do you ever assume?

448. Did your relationship with your friends happen overnight?

449. If you had a traditional business and you were going to hire someone, would you interview them?  If yes, what do you mean?

450. Would you hire the first person that walks through the door or would you interview people until you found someone that was the most qualified?

451. have you ever heard that we have the cookie?  If yes, what does that mean?

452. When you say that you have to posture yourself, what do you mean?

453. If you were a farmer, do you reap the harvest as soon as you plant the seed?

454. Have you ever heard someone say that people throw up on people?  If yes, what do they mean?

455. If you were a Doctor and only had one patient, would you earn a 6-figure income?

456. If you only have one person on your names list, how can you build a business that will earn a six-figure income?

457. How do you change someone from cold market to warm market?

458. When should I give people the video to show the plan?

459. What is the video called?

460. When you sign someone up is there a guide book to follow?  If yes, what is it called?

461. Is there a kit you should have on hand when you sign someone up?  If yes, what is it called?

462. What is in the prepaid subscription kit?

463. What is the advantage of signing someone up with a prepaid kit?

464. When you follow the guide book which is the 1st form you fill out?

465. Which is the 2nd form you fill out?

466. Which is the 3rd form you fill out?

467. Do you show the new person how to fill in beginning and ending dates on form 1000?  If yes, how many form 1000s do you do?

468. What is the Form 1001 for?

469. What is the Form 925 for?

470. What are some of the tools I need when I sign up?

471. What happens if you put the wrong name in the placement area?

472. How do you correct it?

473. Which days do they fix miss-linked volume at corporate?

474. If a person is miss-linked, which week does the volume count for?

475. Can you lose miss-linked volume if it’s not corrected?  If yes, how long do you have?

476. Why does Market America pay 2 weeks in arrears?

477. When a new person signs up do you do the paperwork or do they?

478. When a new person does transfer buy, why do you have transfer buy pull 2 weeks prior to Q-Date?

479. Is there a difference between Q-date and start date?

480. How many Q-dates make a quarter?

481. How often can you purge?

482. Transfer buy pulls on Tuesday – what happens when you have 5 Tuesdays in a month?

483. What is the name of the free service you can use to check Q-dates, order status, and the week transfer buy pulls?

484. What is the phone number of the MARVIN System?

485. Is transfer buy mandatory?

486. If someone signs up on transfer buy, and wants Market America to debit their checking account, can it be done?

487. If yes, what happens if they start out at 50 BV and earn a $300 check? Will Market America automatically increase to 100 BV?

488. If no, why not?

489. Will it automatically increase to 100 BV?

490. If a credit card is used for transfer buy, can it automatically increase?  If yes, how?

491. What happens if I sign up on transfer buy and 50 BV is set to pull 2½ months from my Q-date, but I earn a #400 check 1 month after I sign up?

492. Which center do I manually place 100 BV in?

493. If I don’t place 100 BV, what happens?

494. If I hit 5000 BV on both sides and earn a re-entry, how long must I wait before I can place it?

495. How long can I hold onto a re-entry?

496. How many positions down do I need to place the re-entry?

497. How do I place a re-entry?

498. How many days of inactivity before you lose placement?

499. What color ink must Form 1000 be signed in?

500. How many receipts must be attached?

501. If you only need 2 receipts, can it be for the same person?

502. Have you ever heard: Whatever you start in motion carries in motion.  If yes, what does it mean?

503. Have you ever heard: you have to hear it 7 times from 7 different people.  If yes, what does that mean?

504. Have you ever heard the term Go Now?  If yes, what does it mean?

505. Have you ever heard the term Stable?  If yes, what does it mean?

506. Have you ever heard the term Waiting?  If yes, what does it mean?

507. Have you ever heard: You cannot teach what you do not know, and you cannot lead where you will not go.  If yes, what does that mean?

508. Have you ever heard: The difference between success and failure is simple.  What is the difference?

509. What is #5 of the Basic 5?

510. Have you ever heard: Put the fire at the bottom.  What does that mean?

511. What must be duplicated in depth in order to be successful?

512. What is the formula used for success in Follow-up and the ABC Pattern of building depth?

513. What is the exponent over time?

514. Where is quality time spent?

515. What is the exponent over growth?

516. What do we duplicate in depth?

517. We always have 3 types of distributors – what are they?

518. Can time ever be replaced?

519. If you want to get the most out of your time, who do you work with?

520. How do you create weakness in your organization?

521. How do you create strength in your organization?

522. Have you ever heard: We are in the information dispensing business, not the convincing business!  If yes, what does that mean?

523. Can stable and waiting people become Go Now’s  If yes, how?

524. What does Follow-up mean?

525. Have you ever heard: If you don’t book a follow-up meeting you fail.

526. What is a day planner used for after a meeting?

527. What does meeting after the meeting mean?

528. Do you ask a person after the meeting – What do you think?

529. Do you ask a person after the meeting – What did you like best about the business opportunity?

530. Have you ever heard people say: I talked to a person a year ago and now so and so had them at the 2nd Look?  What should that person have done?

531. Does an individual have the right to be sponsored by whomever they want?

532. Is there a code of ethics?

533. Do people need to watch what they say at 2nd Looks after the meeting?

534. At a 2nd Look, have you ever heard some distributor say in front of someone’s prospect something about recruiting them?  If yes, how did that feel?

535. Have you ever heard: One team – one dream.  If yes, what does that mean?

536. Is it important to dress properly at a 2nd Look?  If yes, why?

537. What is proper dress?

538. Should you let your prospect know how to dress?  If yes, why?

539. What is the ABC Pattern of building Depth?

540. When you sponsor someone in depth, does the pattern start over?

541. Have these questions helped you to understand the Basic 5 better?

These Questions were compiled by Larry Headings – Merced, CA

