Partnering For Nikken Success
The Success Track
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There are many tracks to run on in building your Nikken Business.  Unfortunately, not

all lead to success!  The Success Track is a "straight forward track" guaranteed to help

you reach your destination.  It is fun, easy and duplicable for your whole downline to follow.  Anyone can be a success if they stay on The Success Track.
As a new Nikken Business Builder, take the leadership initiative and ask your sponsor to partner with you on your success track in Nikken.  Use The Success Track to partner one-on-one with your Sponsor/Partner to keep you on track on your way to Nikken Success.  
ASK FOR HELP!  IT’S FREE! See page 5.
Dave Stoltzfus
mastermarketers@aol.com
March 2011
The Success Track on Which to Tun Your Nikken Business




The Success Track is based on three principles: 

1) Getting started properly the first 90 days


2) One-On-One Partnering with your Sponsor/Upline

3) Making strong 5-year commitment to Diamond on your way to your Nikken success
1. Get Started NOW
· Use the Getting Started Checklist on page 3.
· Complete it in 90 days.
· Partner with your Sponsor to help you complete it.  Note: Sponsor and Partner are used interchangeably throughout The Success Track.
2. Hold Yourself Accountable to:
· The Nikken Policies and Procedures Manual found in your Nikken Business Success Kit.  It’s a resource manual.  Turn to it often for information.  It will answer a lot of your questions.  NETWORK MARKETING LEADERS DO THEIR OWN RESEARCH.
· A One-On-One Upline Partner using The Success Track.  
· The FIVE non-negotiable Weekly Activities:
1) Developing success attitudes by listening to 3 Nikken/Motivational CDs per week.
2) Weekly meeting attendance and support of local Nikken Events with your people
3) Recruiting 2 people per week with excellent follow-up.  IT’S YOUR LIFEBLOOD!
4) A Weekly Conference Call – page 7.  STAY INFORMED!
5) Spend 30 minutes a week revisiting your PERSONAL and NIKKEN goals and keeping records of your #3 activities.  See pages 11-12.  Discover a ratio!

Note: If you neglect #5 you won't know why you do Nikken, where you are 
going, or how and when you got there.  This is important simply to stay on 
track and to teach duplication.




Note:  In number 1, listening to the same tape multiple times counts for the three.  In 


number 2, if there are no local weekly Nikken events, listen to a good weekly 



conference call.  In number 3, for a person to be considered a recruit, one of four 


things must have taken place:  






a) Heard a 20-30 minute one-on-one Nikken Presentation





b) Listened to a CD/DVD with good follow-up





c) Attended a Nikken Event 





d) Tried a product. 





 
IN ALL CASES, GOOD FOLLOW-UP MEANS YOU GOT A YES, NO OR 




A REFERRAL.  NOTHING MORE, NOTHING LESS.
3. Make a Strong Commitment to:
· Create a Total Nikken Wellness Home ASAP
· Recruit 2 people per week, do good follow-up and always attend meetings
· An on-going network marketing learning curve – Always the student – pages 7-8!
Getting Started Checklist









Goal: Complete the Checklist below within 90 days with your Partner!      Stating date: _______ Completion date:: _____
1. ___
I submitted my Distributorship Application.
2. ​​​___
I placed my First Order, including Autoship.
3. ​___
I made my Nikken Pack Choice.
4. ___
I signed up for Direct Deposit for my Bonus Check 

5. ​​​___
I know my way around Nikken’s Library. 
6. ___ 
I have a Partner who will guide me through the Partnering Process on page 4.
7. ___
I created a List of 10 Prospects and started recruiting them with my Partner.
8. ___
I understand the importance of weekly and monthly Nikken Events.
9. ___
I am familiar with the Vendors and Resources, their Tools and Sales Aids, on page 7.
10. ___
I am familiar with my personal Nikken Website given to me by Nikken.

11.  ___
I ordered my Business Cards.  See page 7 (#4) for sources. (Note: List your Website on your card)
12. ​​ ___
I completed my Basic Nikken Training listed below with the guidance of my Partner:
___ I attended my first Weekly and Monthly Event.
___ I understand the Nikken Compensation Plan – page 9. 

   ___ I understand The PRS Process and NWM Numbers of 1/3rd – page 10.


   ___ I understand the value of promoting Nikken’s Pack Bonus – page 10.

   ___ I completed my first three ABCs with my Partner.

___ I sponsored my first three Distributors.  THIS IS A MUST TRAINING!
___ I attended my Upline’s Leadership Training.  Ask Partner for date and place.
___ I completed my first 90 Days of Partnership with my Partner. 

___ I completed Nikken's Humans Being More Training.
___ I completed Nikken’s Training (see Library/New Consultant Email Campaign).
___ I started my Jim Rohn training on page 13.

My Next Goal: I have set my goal to reach the rank of Silver in 1-4 months and earn my 
trip to Nikken’s Home Office in Irvine CA.  See Policies and Procedures Manual, p. 21

When performance is measured, improvement increases.  When performance is measured and reported back, the rate of improvement increases dramatically and increases your Nikken success by a factor of 10.
Benefits of the Checklist

1.  Best tool/training (duplication) a Sponsor can give to his NEW Business Builder.

2.  Only way to determine a Business Builders commitment.

3.  Excellent way to duplicate growth into the Downline.

4.  Excellent way to keep the Sponsor on track with the Business Builder.  

Note: Keep separate records for each Partner.
5.  Excellent way to create MOMENTUM (complete in 90 days)
Note: The noun he or him is used as a gender neutral term throughout The Success Track!
The Partnering Process 











Partnering with your Sponsor and/or a key Upline Leader and keeping on track with the activities listed on page 3 is the most important sponsoring support you can give to a new excited Business Builder.  The number one reason for failure in network marketing is disconnect.  
Activities to be connected with a Partner working through the Partnering Process







  
The Partnering emphasis is on finding effective prospecting and recruiting tools used to climb the Nikken ladder of success.  Stay connected.  Use your Partner by being connected using the activities listed below.

Activity 1: Work the Checklist on page 3 with your Partner/Sponsor


Activity 2:  Call or send an email or meet with your Partner once a week to 1) 
share all the good stuff that is happening in your group, 2) have all your 
questions answered as you are 
actively building your Nikken Business and 3) 
learn about all the new tools and ideas available in building your business.

Activity 3:  Join the Partnering Group on a 2X a month Conference Call where 
Royal Diamond Dave Stoltzfus shares a Million $ Tip!


The 2nd and 4th Tuesday at 10:00 pm EST -- 212-990-8000…pin 2222#

Activity 4: Work the Partnering Process with every Business Builder you 
sponsor.  NOW YOU ARE CONNECTED WITH UPLINE AND DOWNLINE CREATING 
A TRIPPLE-BRAIDED CORD THAT IS HARD TO BREAK!
Meaningful success takes time to mature.  And so it is with the Partnering Process.  Dave Stoltzfus has been in network marketing full-time for 40 years and he knows the value of time spent on one track and the value of a great mentor (Partner) as he worked his way to the top rank in two different companies in his network marketing career.  WHAT HE HAS DISCOVERED, WORKS!  AND IT WILL WORK FOR YOU IF YOU WORK THE SUCCESS TRACK!
Note: If you would like to partner with an Upline Partner, sign page 5 and send to your Partner!

Partnering Commitment 










Note: Please sign, date and send to your Partner.
We will partner together to review the FIVE Weekly Activities listed below which are necessary to be mutually successful.  The following two resources and five activities will help us both accomplish our Partnering Goal!


Two Resources:


1. 
The Nikken Policies and Procedures Manual found in your Nikken Business 


Success Kit.



2. 
This Success Track manual.  
NETWORK MARKETING LEADERS DO THEIR OWN RESEARCH AND KNOW WHERE TO DIRECT THEIR DISTRIBUTORS, BUSINESS BUILDERS, AND LEADERS FOR INFORMATION!

Five NON-NEGOTIABLE Weekly Activities:
1) Developing success attitudes by listening to 3 Nikken/Motivational CDs per week.

2) Weekly meeting attendance and support of local Nikken events with your people
3) Recruiting 2 people per week with excellent follow-up.  IT’S YOUR LIFEBLOOD!

4) A Weekly Conference Call – page 7.  STAY INFORMED!
5) Spend 30 minutes a week revisiting your PERSONAL and NIKKEN goals and keeping records of your #3 activities.  See pages 11-12.  Discover a ratio!

Note: If you neglect #5 you won't know why you do Nikken, where you are 
going, or how and when you got there.  This is important to stay on track and 
to teach duplication.

I will make a strong COMMITMENT to my Network Marketing Partner and to my Learning Curve. 
____________                    ____________                    __________________________________

Senior Sales Leader Signature and Date

New Business Builder Signature and Date 
Notes to your Upline Partner:
Partners Call Questions









Below are some sample questions for preparation to be discussed during our weekly partnering time.










Score (25% each)

1. Have you been Listening to 3 CDs/DVD’s weekly?

______

2. Attended a Weekly Nikken Event or Weekly Conf. Call

______

3. Recruited 2 People each week?
(Don't average)

______

4. On a Weekly Conference Call other than #2


______








    Total Score  ______

5. Where are you on your Checklist? (page 3 in Success Track)
6. Are you Partnering with anybody?

7. What’s your next Rank and Goal?

8. Will you attend the next Partners Retreat?   Date: _________________

9. Any new books you are reading?
10. What is your Recruiting Tool?

11. Birthdays/Anniversaries

12. What would you like our Partnering to be?

13. What are your questions?
14. Where is your belief level:
Yourself
Product
Company
Network Marketing
15. What would you like to discuss?
Vendors and Resources to help you on your Success Track



 
NETWORK MARKETING LEADERS DO THEIR OWN RESEARCH.
1. Your Nikken Business Kit, CDs and DVDs.  Take 90 days to digest all the information!
2. Nikken’s Library of Information: Successful leaders do their own research.
3. Nikken Events: Attend a minimum of one a week.
4. Business Cards: www.myNikken.com (business cards tab) or www.cards2succeed.com/nik or www.vistaprint.com
5. Jim Rohn’s CD, Building Your Network Marketing Business.  A good tool to give to a new Business Builder when you give them The Success Track.  www.focusongrowth.com
6. Rick Murphy’s short DVD, Is This For You.  This is a great short DVD to introduce a prospect to Nikken.  www.focusongrowth.com   
7. 3-Years to Freedom brochure and presentation. (ask your sponsor for info)

8. Request Focus on Growth’s catalog of business building tools, sales aids and testimonial CDs at 800-496-8508.
9. Networking Times (Journal).  This is a network marketing industry journal – the best!  www.networkingtimes.com   866-343-4005

10.  One of your greatest resources for building your Nikken business is “asking your Partner to help you with ABCs.”  It’s a great learning resource and it’s FREE!
11. Leaders are readers.  See Good Reading on page 6.

Websites -- Note: There are many to choose from.  Start with these three.
1. www.nikken.com
2. www.ybhurtn.biz 
3. www.pathfinders.biz
4. www.saturdayamlive.com  


Weekly Conference Calls – Note: There are many to choose from.  Start with these.
1. Dennis Williams’ Weekly Webex and Call 


www.ybhurtn.biz
2. Vance Rogers’ Sat Morn Conf. Call at 7 am PT

218-548-1536…code 1536#

Note: Go to www.saturdayamlive.com  for recordings of Vance's calls.
3. Rick Murphy’s Weekly Webex and Call


www.pathfinders.biz
4. Nikken’s Wednesday Evening Calls – Log In at

www.mynikken.com 
  
Note: Nikken does one product and one opportunity call each month!  


Check website for details.

5. Nikken’s First Business Day of the Month Call – Log in
www.mynikken.com 

Nikken makes new announcements for the month on this call.
6. Weekly Spanish Conference Call presented by Dr. John Jackson, FACP and Carolina Correa, R.N.   Every Monday 8-8:30 pm Pacific Time 712-432-1620, code 457039# 
7. Weekly Inspirational Call: Each Monday morning at 7am Pacific Time (10 am EST) consultants are invited to join a conference call led by Dr. John Jackson and have a time for reflection for a few minutes.  The number is 212-990-8000, code 2222#.   
Note: Experience the power of the Jim Rohn One-Year Network Marketing Success Plan​ -- page 13. 
Good Reading – Leaders are Readers








There are thousands of good books to choose from.  Leaders are readers and readers become leaders.  Below are a few of my favorites:

Books on Leadership

1. Developing the Leader Within You



John Maxwell

2. Developing the Leaders Around You



John Maxwell

3. The 21 Irrefutable Laws of Leadership


John Maxwell

4. The 17 Indispensible Laws of Teamwork


John Maxwell

5. The 17 Essentials of a Team Player



John Maxwell

6. Mission Possible





Ken Blanchard

7. The Purpose Driven Life




Rick Warren

8. Speaking With Confidence




Wanda Vassallo

9. Listening for Success





Steve Shapiro

10.  The Next Millionaires





Paul Zane Pilzer

11.  The Next Trillion





Paul Zane Pilzer

12.  The Wellness Revolution




Paul Zane Pilzer

13.  The 7 Habits of Highly Effective People


Stephen Covey

14. Leadership is an Art





Max DePree

15.  The Dream Giver





Bruce Wilkensen

16.  Rich Dad, Poor Dad





Robert Kiyoski

17. The Leader Who Had No Title




Robert Sharma
18. Flipping the Switch





John Miller
19. The Go-Giver






Burg/Mann

20.  Go-Givers Sell More





Burg/Mann
Books on Network Marketing

21. Wave 4: Network Marketing in the 21st Century

Richard Poe

22. Dare to Dream and Work to Win



Tom Barrett
23. Business For The 21st Century



Robert Kiyoski
24. How to Sell Network Marketing 



Michael Oliver
25. It’s Time for Network Marketing



Edited by John Milton Fogg
26. Inside Network Marketing




Leonard Clements
27. Caught Between a Dream and a Job



Delatorro McNeal
28. Heart to Heart; The Real Power of Network Marketing
Scott DeGarmo
Network Marketing Journal


Networking Times
www.networkingtimes.com
866-343-4005

Nikken Compensation Plan Overview








Cost: $35 Registration Fee and $19.50 Yearly Renewal Fee.

Benefits:
1. Purchase products at wholesale cost (save approximately 20%). 

2. Sponsor Distributors and benefit from Nikken’s Compensation Plan.

Compensation Plan

· Rebates


Personal and





Group Volume (PGV)

Rebate %

Rank





· 0-1,500 

0%


Distributor

· 1,500-5,000

5%


Senior*

· 5,000-10,000

10%


Executive

· 10,000-20,000

15%


Bronze

· 20,000 Plus

20%


Silver


Two ways to reach the rank of Silver


20,000 PGV in one given month and three *1st level Seniors


25,000 accumulative PGV over a period of 4 months** 



Note: New Silvers are invited to Nikken’s Home Office in Irvine , CA
· Leadership Bonuses

First Level

Leadership Ranks
Compensation




One Silver

Silver


6% on 2 Levels of Silvers

Three Silvers 
Gold


6% on 3 Levels of Silvers (Car/Home)


Six Silvers

Platinum

6% on 4 Levels of Silvers

Six Golds

Diamond

6% on 5 Levels of Silvers


      Six Platinums
Royal Diamond
6% on 6 Levels of Silvers

Notes:

1. You want to be one rank above your Business Builders to get paid!  To do this, sponsor approximately 5-10 wide ASAP!  Ask your Partner to help you.

2. Ranks are immediate and permanent.

3. If you are close to a new rank at the end of the month, to maximize the rebate, purchase a few additional personal-use products or products to loan to prospects.
**Refer to page 19-22 of Nikken’s 2010 Policies and Procedures Manual for clarification.
The PRS Process (Prospe:cting, Recruiting, Sponsoring)






1. Introduce two+ people per week to Nikken/Network Marketing, choosing any of the 
 
    following:



Meet for coffee to do a one-on-one presentation



Give CD's/DVD's



Share Product



3-Way



Note: ALWAYS follow-up within 24-48 hours.


2. Invite Recruits to a Weekly Preview and/or to your Wellness Home to see the products.


3.  Help them with their application AND their Order/Pack

4. Determine their Nikken Business interest and if number 1-4 is a GO then take them through  


    numbers 5-7.  If it is not a GO, go to number 8 immediately.


5. Introduce them to The Success Track.


6. Take them through the Checklist on page 3.


7. Suggest they partner with you in the Partnering Process (page 4-6) using The Success Track.


8. NEXT! Prospect ten people this week and recruit two.  Forget last week's NO's and YES's!  The above process is not complete until number 8 is completed.

Note: Don't go to B.E.D. with your prospects, recruits and/or distributors.



B. Beg

E. Emotionalize
D. Depend
The Network Marketig Numbers of 1/3rd recruiting two people per week…5 Years to Royal Diamond Recruiting two people per week!

2 Recruits per week x 250 weeks (5 years) = 500 Recruits


500 Recruits = 180 Product Users


180 Product Users = 60 Wellness Consultants


60 Wellness Consultants = 18 Business Builders

18 Business Builders = 6 Silvers or Above

6 Silver Legs = Platinum

3 Platinum Legs = Diamond


Note: The average Diamond sponsored only 30 WC on their way to Diamond.
Nikken Pack Bonus










	Packs
	Bonus earned per Pack with 2 or more frontline purchases in the same month
	Bonus earned per Pack with 4 or more frontline purchases in the same month

	Bone Health Pack
	$50 US/$CN* bonus
	$50 US/$CN* bonus + MATCH =
$100 US/$CN* Bonus per pack

	Starter Pack
	$50 US/$CN* bonus
	$50 US/$CN* bonus + MATCH =
$100 US/$CN* Bonus per pack

	Builder Pack
	$100 US/$CN* bonus
	$100 US/$CN* bonus + MATCH = 
$200 US/$CN* Bonus per pack

	Professional Pack
	$150 US/$CN* bonus
	$150 US/$CN* bonus + MATCH = 
$300 US/$CN* Bonus per pack


Prospecting, Recruiting and Sponsoring (PRS) Form     (Quarter:_________)
       Recruits

Product Users
Business Builders
Silvers (see p.3)
1. 












      .
2.









          (1 per quarter)
3.








  
   
4.






    (1 per month)
5.







6.







7.







8.







9






 
10.



   (3 per month)
11.





12.




Note: 1 Silver x 20 Quarters (5 Yrs. = 20 Silvers)
13.





20 Silvers = 6 Golds
14.





6 Golds = 3 Plainums
15.





3 Platinums = Diamond = $10-30,000/mo.
16.





To accomplish this, simplely recruit 2 
17.





people per week. = $10,-30,000 per mo.
18.





19.





20.





21.





22.





23.





24.





25.





26.




          (2 per week)

Prospecting Follow-Up Form

















Follow-Up Date

        .
Date
Name


Telephone

Tool Used
1
2
3
4
5      .
1.____________________________________________________________2.____________________________________________________________3.____________________________________________________________4.____________________________________________________________5.____________________________________________________________6.____________________________________________________________7.____________________________________________________________8.____________________________________________________________9.____________________________________________________________10.___________________________________________________________11.___________________________________________________________12.___________________________________________________________13.___________________________________________________________14.___________________________________________________________15.___________________________________________________________16.___________________________________________________________17.___________________________________________________________18.___________________________________________________________19.___________________________________________________________20.___________________________________________________________21.___________________________________________________________22.___________________________________________________________23.___________________________________________________________24.___________________________________________________________25.___________________________________________________________26.___________________________________________________________27.___________________________________________________________28.___________________________________________________________29.___________________________________________________________30.___________________________________________________________ 
www.JimRohn.com 

Experience the power of The Jim Rohn One-Year Success Plan!

It's a one-year game plan covering the 12 pillars of success and created to help you achieve a 10%-40% increase in the following:
	Month 1
	Personal Development - Become the person you truly desire to be by engaging in a life-long strategy of skills, knowledge and self-improvement (which will also place you in the upper echelon of your particular industry).

	Month 2
	Goal-setting - Achieve a sense of purpose behind every action as well as multiply your long-term success quotient by having a set of clearly defined 10-year goals.

	Month 3
	Health - Spiritual/Physical/Emotional - Improve your looks, confidence, energy, quality and length of life by having a consistent health/fitness philosophy and maintaining a health plan.

	Month 4
	Money - Financial Independence/Getting Out of Debt/Saving/Giving - Place yourself ahead of 85% of the population and increase by 90% your odds of achieving financial independence by retirement age simply by having a sound financial philosophy and proven investment plan.

	Month 5
	Relationships - Improve your ability to be a more effective and loving parent, spouse and friend by improving your relational skills.

	Month 6
	Time Management - Gain between 10 and 15 additional forty-hour work weeks per year (multiply one to two hours a day by 365 days a year) by applying more productive time management methods each day.

	Month 7
	Networking/Referrals - Tap into one of the greatest resources we possess and have a greater, more positive influence in the marketplace by utilizing your current relationships and networking base.

	Month 8
	Selling/Negotiating - Increase your production by 10%-50% without investing more time or effort by improving your selling, networking and negotiation skills.

	Month 9
	Communication/Presentation - Increase every level of performance related to your company, staff and individual performance, as well as all your personal relationships, by mastering the art of communication.

	Month 10
	Leadership - Multiply your efforts and have a positive influence over a larger sphere of people by learning effective leadership and management skills.

	Month 11
	Accelerated Learning - Quickly improve your skills and aptitude to gain and retain knowledge in any area (communication, time management, leadership, etc.) through Memory and Speed Reading techniques and more.
Legacy/Contribution - Take the time to apply your skills in making a difference in your community and world; something that will have an impact on future generations.
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