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Network Marketing Survey Results
(Note: these are generalised conclusions only. Exceptions
prove the rule.)
• If a new person doesn’t sponsor in their first 90

days, they’re unlikely to sponsor at all.
• If they don’t sponsor, they have no real leverage.
• Without leverage, they have no residual income.
• Without residual income. they don’t stay.
• It’s critical to ensure that they begin sponsoring

immediately.

THE “LOCK NUT” MINDSET
The success of the “Lock Nut” System rests on
a handful of important perspectives and attitudes,
some of which may surprise you…
• First, and most importantly, it’s a TRAINING

program, NOT a sponsoring program! (It just
happens to be one of the most effective sponsoring
programs you’ll ever see, short and long term.)
It’s vitally important for your new distributors to
understand this viewpoint.

• It’s aimed at true duplication. Just as parents dup-
licate themselves when their children become
parents, an effective sponsor doesn’t duplicate
himself or herself as a sponsor until their person-
ally-sponsored distributors become effective spon-
sors. The System only works properly if you limit
your training activity to TWO generations deep…
your “children” and “grandchildren”. If you find
yourself having to work deeper, it’s a sure sign that
you need to do some remedial work closer to
home. You haven’t effectively duplicated yourself.

(So the system is self diagnosing and self
prescribing. Very useful!)

• While there’s a more-or-less set presentation, it’s
very flexible and relies on the prospect providing
you with information with which to work. This is
non-threatening and they offer it willingly. This
makes the presentation highly personal and speci-
fically relevant to them.

• The objective of the business presentation is
TRAINING, not sponsoring. The prospect is actu-
ally helping the new distributor learn to do the
business on the job. If the prospect signs – and
they almost always do if you don’t lose the plot –
it’s strictly a BONUS!
(Ironically, because the prospect is not the perceiv-
ed target, they’re more relaxed, more inquisitive,
more open-minded and less defensive. A word
of warning, here, however… this is not simply
a subtle ploy to disarm them ready for the “kill”!
The moment the presenter or new distributor
even thinks this way, the benefits vanish. It’s time
to pack up and go home. You’ve lost the plot.
You guarantee that the results this program can
produce are now out of reach. Dumb!)

• The System is so successful in sponsoring new
people for these simple reasons…
1. It’s non-threatening, open and honest.
2. It’s free of hype and emotional manipulation.
3. It puts prospects firmly in control of their own

choices.
4. It demonstrates the utter simplicity and power

of the System – and makes it clear to the pros-
pect that they can enjoy the same powerful
support and training on the job if they join.

5. It involves them. It’s highly personalised and
compelling.

6. They enjoy an immediate sense of belonging
to a successful organisation dedicated to
helping them succeed immediately.

7. It keeps everything, including expectations,
commitments and perceived risk, at a manage-
able level for the prospect. They’re not over-
whelmed by, nor sceptical of, anything the
presenter says or suggests.

8. Joining you becomes the safest, most intelli-
gent and most desirable course of action in the
prospect’s own mind – and it’s their idea!
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THE TRAINING PROCESS
There are four steps in the training process:
1. Learn to learn — how to learn, what to learn (the right things to do, the right reasons for doing them)
2. Learn to teach — how to teach, what to teach (the right things to do, the right reasons for doing them)
3. Teach to learn
4. Teach to teach }Once you’ve completed steps 1 and 2, these are all you do from then on.

Learn to Learn Learn to Teach

Learn to Learn Learn to Teach

Teach to Learn Teach to Teach

Teach to Learn Teach to Teach YOUR SPONSOR

YOUR RECRUITS

YOU

LEARNING AND TEACHING
The learning and teaching processes are really just two different perspectives on the same process. One is
from a position of independent strength — knowledge, attitudes and skills. The other is from a position of
dependence. Here’s the process in a nutshell, from both perspectives:

Teacher’s Perspective Show Discuss Apply

Learner’s Perspective Perceive Think Try

HOW IT WORKS

Mind

Emotions

Body

Perception Response

Perceive Think Try

Physical senses
Emotional conditioning

Rational objectivity

Knowledge/Motives
Attitudes
Skills/Behaviour
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THE “LOCK NUT” PROCESS
There are three key areas where the “Lock Nut” process should be used in your business building:

1. Prospecting — especially 3-way phone calls.

2. Presenting the business opportunity.

3. Personal training.

There are two equally  important and completely separate aspects to bear in mind, too…

1. The content — the knowledge, perspectives, attitudes and skills your people need.

2. The process — how the content is actually delivered.

Here’s how the process operates in the three key areas of prospecting, presentation and training.

YOU LEVEL ONE LEVEL TWO

2

3

4

1

5

PROSPECTING
Your new recruit (level one) needs your help to deal
with his/her prospect (level two):
1. The prospects responds to an advertisement or

other lead-generation activity.
2. Your recruit contacts you to arrange a 3-way

phone call or a two-on-one meeting.
3. You train your recruit in the PROCESS to be used

and explain why you’ll use certain words or
expressions, why you’ll avoid others, etc.
Encourage them to have a pen and paper handy
and to take notes. Also tell them that you’ll ask
for their input when you need it, otherwise they
should listen and watch and learn.

4. You conduct the 3-way phone call (or two-on-
one meeting) with both levels. You explain the
situation to the prospect so that they understand
that your recruit is still new, learning the ropes,
and you’re helping them to learn how to do the
business. You deliver the CONTENT.

5. After further personal training and a “post
mortem” on the phone call or meeting, your
recruit does the follow-up with their prospect.

PRESENTATION
Presentation of the business opportunity follows
the same process — and may even be a part of the
same phone call or meeting.

PERSONAL TRAINING
1. The prospect (level two) has now joined and has

a question or concern about the business that
their sponsor – your recruit — can’t answer.

2. Your recruit (level one) contacts you by phone,
by e-mail or in person, to request your help.

3. You explain to your recruit that you’re going to
train them by training their new recruit, so that
both of them can learn from the one training
session. (No, this isn’t humiliating for the level
one recruit It’s really powerful when viewed and
handled correctly, with entirely positive percep-
tions for the level two person.) You train your
recruit in the PROCESS beforehand so that they
can see the situation from the teacher’s pers-
pective while learning to teach.

4. You present the content to both.
5. Level one follows up to reinforce the learning.

View a real-life case study: www.profitclinic.com/MLM/locknut.html



FREE TRAINING AND SUPPORT!

Visit one of the world’s best web sites for network marketers. It offers free training, insights,
perspectives, information, ideas, warning bulletins, tools and resources for any network
marketer with any  MLM company… the content is 100% generic.

Voted one of the three best on-line MLM resources by network marketers around the world since
1997. And we’re Australian! Why not pay us a visit today?

You can learn new skills, learn about and enroll for exclusive training seminars and workshops,
discover the latest scams doing damage to the reputation of legitimate network marketing and
subscribe to our FREE e-mail newsletters.

www.profitclinic.net
"Hands down, the best generic online resource for Network Marketers… a web site that gives 
more concrete, real-life examples of what it takes, means and is required for MLM success."

Al Shea, www.sixfigureincomeclub.com

“The Profit Clinic is the best MLM website in the world.”
Kevin Wilke, VisionPro Newsletter

“I think you're doing some of the most cutting-edge writing in the industry and want 
to make sure our readers get a regular dose. There are so many of your articles I'd like 

to share with them. As you know, I've been a fan of yours for some time.”
Uma Outka, Editor-in-Chief, Upline® Journal

“[The Profit Clinic] is, by far, one of the best I have found… You won't be disappointed… 
concepts are outstanding… treat yourself to one of the most exciting. content-filled sites 

you'll ever experience.”
Heidi Perry, Editor/Publisher, HomeBizBytes e-zine

While you’re at it, visit these other eye-opening Profit Clinic web sites:

www.FREEcoachingonline.com
Any distributor. Any company. Any team. Anywhere. No catches. No hidden agenda.

www.REALnetworkmarketing.com
Learn to recognise and avoid the counterfeits that surround you in network marketing

www.fourthgeneration.org
Discover the little-known truth about network marketing – the ONLY Fourth Generation™

business system to ever evolve!

www.MLMrescue.com
Had a bad experience with a counterfeit? Don’t jump from the frying pan into the fire! 

So-called “MLM Survivors” organisations are NOT the answer. Get the FACTS!

TODAY’S SEMINAR SPONSORED BY

www.spectrummarketing.com.au


