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PRESIDENTIAL DIAMOND

Congratulations on Reaching Presidential Diamond

Nate & Brianne Hovey

4

Why did you decide to commit

Also, we were looking for something.

income. There was no doubt in our minds

yourself to the dōTERRA business

We were looking for an opportunity to

that we were going to be successful with

opportunity?

become our own boss, have residual

dōTERRA. We just went for it.

(Brianne) My stepsister called me

income, and a lifestyle that we’d always

and said, “I just found this incredible

dreamt about. So, when my stepsister

company and I want you to build a

came to us with the opportunity, we

business with me.” At that point, we’d

really didn’t even think it over. We

already had our experience with the

jumped in with both feet. I traveled,

dōTERRA oils and knew they were

taught classes, and jumped in more

different from any other brand.

than full time because it was our only

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

What advice would you give to
someone who is just starting to
build their business?
The first thing you have to know is why
you want your own business, because
the reason why you want your own

Steps to hitting Presidential
Diamond

1
business has to be strong

reasons, but then we shifted our

enough to get you through the

focus to our leaders and helping

hard times that you’re going to

them achieve their rank goals.

encounter no matter what.

By doing that, it pushed us up

So, the first thing is for you to

in rank. When we pushed our

dig deep, figure out what you’re

leaders and helped them

really looking for and what you

hit their dreams and their goals,

want, and then create a vision

we automatically progressed to

around that. You have to see

Blue and Presidential Diamond.

yourself doing it and make the

If you’re focusing on only

decision that you’re not going to

yourself, then your people will

give up until you get there. When

be stuck. If you’re trying to hit

you get into dōTERRA, you have

Diamond and you only need four

to decide that no matter what

Silvers, then you’re never going

it’s going to work, no matter how

to help your people progress

much time it takes. I believe you

and see what they can become

should set a goal and a date of

and push them to new levels.

exactly when you want to hit;

You need to push them every

if something happens and you

single month and help them see

don’t get there, you don’t stop

it for themselves.

until you do. There’s no date on
when you’re going to make this
happen. You’re either going to
do it, or you’re not going to do
it. You’ll get over those humps,
you’ll learn from your mistakes,
and you will experience many
failures. Through that, not only
will you get where you want to
go, but you’ll become the person
you want to be along the way.

movement, and all in their timing.
There’s patience required. Some

	Don’t mentor your third level without
the second level present. We’ll only
mentor our third level if their upline is on
the phone with us. The reason for that is
not only are we digging deeper into our
organization and helping train our people,
but we’re duplicating ourselves. We’re
teaching our second level how to do what
we’re doing.

5

as we want them to or see that
they could, but everyone has a
different timing with dōTERRA.
been doing the business for
two or three years and all of a

have to have in order to hit

sudden they wake up and say,

Presidential Diamond?

“I really do want this,” and they

After we hit Diamond, we started

hit Diamond overnight. It’s about

shifting our focus from us. In

their timing. You have to be

the beginning it was so crucial

sensitive to that.

	Be accountability partners to your
leaders. We do one-on-one mentor calls
with all our frontline. Weekly we talk to our
leaders about what their goals are for the
month, where they’re at, and what we can
do to support them. Then we hold them
accountable to turn around and do that
with their frontline.

4

people might not move as fast

We’ve had leaders that have

	Give up control. I had to shift my focus
to mentoring my leaders to be their own
leaders. You have to realize that it can’t be
about you. We had to shift everything into
helping them see themselves as leaders.
We’re not doing it for them anymore.

3

motivate your team?

What kind of mindset did you

that we hit Diamond for financial

2

How do you support and
We are about progression and

 ind people who have aligned visions
F
with you. If you’re pushing somebody to
do this business and they’re not wanting
to, it will never happen. It took us a while to
find the leaders we have now and they are
in it. We learn from them every single day.

6

	Duplication is key. I’ve learned I can’t do
this on my own. If I’m not going to teach other
people to do it, there’s no reason I should
keep doing it. I’ll be spread thin. I won’t get
anywhere, because there’s only one of me.
If I’m not willing to teach somebody and
hold them to it, then we won’t grow.
	Feed your team’s “why.” The majority of
their whys are going to be because they’re
helping other people and because the
products work. I don’t know anybody whose
why does not include that. So, you have to
include education on the products. When
you inspire people about what they’re doing,
they’re going to keep doing it. That’s why we
never stop, because it feeds our soul.

www.doterra.com
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Step Up to the Plate
t was the Peppermint oil that

Julie says they basically have “a big

coach if they’re willing to step up to

convinced Julie Herbert to convert to

coaching job.” They know it’s important

the plate.”

dōTERRA. She had been using essential

to be disciplined and caring. Julie says,

oils for more than 18 years, but once

“You work whether you’re in the mood

she tried the dōTERRA Peppermint,

or not. You put in the hours, assist

she could not go back to the oils she’d

others, and really care about people.

used before.

I think when you care about other

For her husband Gordon, it was the
company that helped him switch to

people more than you care about
yourself, you will grow.”

dōTERRA. He says, “Knowing the owners

The Herberts have sometimes

and who they are and what they stand

encountered the challenge of helping

for—that made a huge difference.”

their team see themselves as leaders.

The Herberts were experts on essential
oils when they came into dōTERRA,
but still found that they had hurdles
to overcome while growing their new
business. Julie says, “I think it’s an
individual growing process. When a
person grows individually, the business
grows as well.”

6
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Julie says, “Sometimes they have the
skills, the talents—they’re the full
package, but we have to help them
see that.” She helps her team see
their potential by accepting them where
they are, but continuing to encourage
and support them. “We let them know
that we’re there and we’re willing to

Gordon says, “The important thing
is allowing them to create a vision
and see their potential, then give them
the confidence and support to help
them feel comfortable and confident
enough to do it.”
Reaching Diamond doesn’t mean
they’re done helping their team
succeed. Julie says, “We want to see
others be successful. Sometimes I think
we want it more than they want it for
themselves. We want to see them
shift and overcome and be successful.
You just have to keep coaching and
keep working with them. Once they
experience success, it energizes them
to keep moving forward.”

“Our kids are just amazing. We have three kids who use the products
and use them on the grandkids. They are building dōTERRA businesses
for themselves as they share and use the products.” – Julie

“If you make your
classes too complicated,
then it isn’t fun and
people won’t engage.
When we just relax and
have fun instead of
stress out and worry too
much, it comes naturally
and it comes easily.
People pick up on your
energy.” –Julie

Achieving Diamond as a Team
“You can’t do this alone. If you have no
players, there’s no team, and there’s no going
Diamond. It’s about finding those key players
and coaching them.” – Julie
 Understand the compensation plan and what it takes to reach

your goal.
 Assess your team and look at where they are.
 Pull people together and work as a team.
 Find people to be team captains for their specific team.
 Stay in contact and give support and encouragement.

www.doterra.com
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A Desire to Help

N

ine months after enrolling in
dōTERRA, Dena McCaffree received

a phone call from her upline telling
her she was going Silver. “I said, ‘What
does that mean?’ I had no idea what it
all meant. To me, it was never about
the money.”

“I want to make
sure that my whole
team knows they
can come to
me for help.”

When Dena first found dōTERRA, she
wanted nothing to do with the business,
but she wanted to give the oils a try.
She was amazed with the results and
it became very natural for her to share
essential oils with other people. She says,
“I wanted others to experience the
miracles that I’ve seen in my own life
with dōTERRA.”

8
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the business side.” Within 19 months of
enrolling, she hit Diamond. “I was just
having fun helping people feel better.
That is still my focus.”
Dena shares, “Growing up, I experienced
major anxieties whenever I had to
speak in front of my class in school.
That improved when I started sharing

Dena decided she wanted to put
enough people under her to pay for
her product, but had no real intention
of doing the business. When she hit
Silver, her upline told her that she was a

dōTERRA because I am passionate
about the results. It’s because of the joy
it brought me, and how it changed my
life. I know I need to share with other
people what I have learned!”

leader and needed to focus on helping

Dena encourages people to go big and

her team. “That is what I enjoy, helping

start with a Diamond kit. “It saves them the

people learn, so I decided to look into

most money. My team sells a lot of them.

“

I put a packet of information together for
everyone who attends my presentations. I was told that
people retain 10 percent of what you tell them.

”

focus on helping
 ocus on helping people heal;
F
compensation will come naturally.
“It will happen when it happens.”
 e sincere and honest with those
B
you approach.
 ave compassion in your heart.
H
“People will feel if you have
compassion in your heart and if you
really care about them or if you’re out
there doing it just for the money.”

Somebody once asked me, ‘How are you
selling all these kits?’ I said, ‘If you can’t afford
one, you think no one else can, right?’ She said,
‘Yeah, I’m afraid to ask.’ Don’t be afraid. You will
never know what a person’s response may be
until you ask.”
Dena knows that you have to keep talking to
people so that you can fill up the seats on your
Ferris wheel. Every time it goes around, people
get off and enroll. Your Ferris wheel will get
empty unless you are always out there sharing
and talking to people.

“Don’t make judgmental
assumptions about
people you encounter.”

www.doterra.com
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Committed to the
Success of Others
J

essica Moultrie experienced big
changes in her family because of

dōTERRA essential oils. Despite those
changes, she was not attracted to the
business. It wasn’t until Jessica saw that
building a dōTERRA business could get
her out of the corporate world and back
home with her family, without sacrificing
her income, that she became interested.
Today, as she builds her business, Jessica
tries to find mothers who have that same
dream. “My target audience is strong
women who have business backgrounds
and want a different option that allows
them to be home with their family.”
She always makes sure to sit down
with her team members one-on-one to
“help them find their fire.” Jessica says,
“I think that vision is critical to having
the perseverance to stick with dōTERRA.
It’s important to have that solid clarity
of vision that you want to establish for
yourself, for your family, and for others.”
Once her team knows their vision, she
doesn’t have to motivate them—they
motivate themselves. “If you can work
with people to help them discover that
clarity for themselves, then they’re on fire
and all you’re doing is trying to inspire
them along the way.”
The most important way to inspire her team
is by setting the example. “You have to be
engaged. You have to be doing all the things
10
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“My husband
connects really
well with my target
audience. He’s
brought a couple
builders into my
organization just by
telling them about
my success and by
sharing the product
with them.”

Jessica’s Advice for Reaching Diamond:
Be consistent.
Make contacts, follow
up, and be really clear
with everyone. The
clearer you are when
you approach people
about the business,
the more attractive
the opportunity will
feel to them.

Hold events.
In the beginning,
people are
uncomfortable
holding their own
events. It’s nice to
have an outlet that
you provide regularly.

Work on personal
development.
You cannot achieve
that level without
being the best leader
you can be.

Find your target
audiencE. This will
help you to more
easily identify people
that you’re willing to
work with and build
your business with
long term.

Find some
balancE.
Enjoy the ride.
It doesn’t happen
overnight. Celebrate
the small successes.

that work and you can’t stop doing them.”

The key to helping her team is effective

listening to what their goals are instead

Jessica knows it’s important to show her

follow-up. “You have to build a relationship

of just your own agenda.”

team that she won’t leave them alone, and

with people. Show that you really care

that she will help them until they can do

about their situation, because when

it for themselves. “It does take a lot of

you do that, they don’t mind you

energy to do that, but it’s worth it. When

following up with them. If you establish

people figure it out for themselves, they

a foundation of trust with people, then

just take off. It’s very cool to see people

they let you in. It’s a lot easier to help

develop into tremendous leaders.”

them achieve their goals because you’re

Jessica feels responsible for her leaders’
success. “I feel a personal weight. I
brought them in and some of their
success is dependent on me helping
them. I feel as committed to their
success as they are.”

www.doterra.com
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or a long time, Micki tried many different
careers as she tried to figure out what

she wanted to do with her life. She earned
her degree in business, but she has since
worked as a reflexologist, a real estate
agent, and a pharmacy technician, to name
a few. She tried many different network
marketing companies, and none of them
ever worked out. A year after she married
her husband Jeremy, they bought a farm in
the hopes of turning it into a wellness center
and the mortgage made financial security
even more important.
She says, “When my friend called me
and told me to go look at dōTERRA, I can
remember sitting down and looking at the
computer and thinking, ‘This is it!’” As she
tried out the essential oils and saw how they
helped her and her family, she
began to see that dōTERRA was an
answer to her prayers.
Today, she doesn’t even feel like she’s
working. “I’m doing what I love to do.
I’m helping people and it just seems like
whenever you start helping people,
it just starts working.”
Micki knows that everything she’s
accomplished with dōTERRA is not about
her, but about her team—they reached
Diamond together. “I cannot say enough

“You have to be a product of the product.
Don’t try to sell something that you don’t
use yourself.”

12
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“Don’t reinvent the wheel. We have everything
you need. This works. It’s already proven,
so try it and see how it works for you.”

      

“People are praying to find us, to find the
miracle, to find what will help them. We have that
miracle for some people. That’s what we forget a
lot of times. We get so busy with life that we forget
what a miracle the oils really are and how they
affect other people’s lives.”

The Secret is
teamwork:
 Make clear goals
 Work together
 Be consistent
      

about how great my team has been.

Her entire team works to support each

her family and told them what she was

My leaders keep me going and keep

other. On their Facebook page, they

going to do and that she needed their

me inspired. We inspire each other.”

recognize what other team members

help. “And so my family has been really

are doing every month. “They’re really

consistent with helping and my team’s

good at promoting each other even

been consistent because we were really

though they’re on different legs.

clear with our goals.”

She knows that building strong relationships with her leaders has made the
difference in her business. “We have
to take time to listen and work on a

They all work really well together.”

In the end, she says she could’ve never

personal level with other people. It’s not

Micki also knows the importance of

done it without the support of her team.

about what that person can do for you;

teamwork in her family. When she first

To her, all of them are simply “Diamonds

it’s what you can do for that person.”

did Diamond Club, she sat down with

in the rough.”

www.doterra.com
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A Business of Support
B

randi Burdine knows she could

When she was first introduced to

A natural businesswoman, Brandi

never have succeeded in her

essential oils, Brandi experienced some

struggles explaining to others what she

dōTERRA business without her husband

amazing results. She went to Teresa

does to bring about her success. She

Jerry. “My husband has been supportive

Harding’s event in March 2012 and

says, “I just work with my team a lot. I

since day one,” explains Brandi. “He has

found herself in tears. “I said, ‘This is my

really think working with your team is

always believed in me. He knows I’m a

purpose. This is what I’m supposed to

one of the most important things you

businesswoman, and he trusts that it’s

do with my life.’ I went full force after

can do. If you all work together and stick

going to work. He also loved the oils

that. I remember saying I would be

together, it grows faster.”

from the beginning.”

Diamond in one year. I hit Diamond in

Jerry was working double shifts when

14

March of 2013.”

Brandi is so excited about dōTERRA
products and the business opportunity

Brandi started her dōTERRA business.

Brandi never accepts excuses from her

that she has no trouble sharing it with

Today, he is able to spend more time at

leaders. She built her business while her

those around her. She just shares how

home with the kids, which helps Brandi

husband worked two full-time jobs, she

much dōTERRA has changed her life.

when she travels or has events. “I call

had four kids at home, and they didn’t

“I’m an open book. I feel like they need

him super dad. I in no way could’ve

have a car. “If I can do it with all that,

to know that I did this in a year.”

done any of this without him.”

anyone can do it.”

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

“The more personal I can be,
the more successful I am. It’s
important to be open and
honest. Be a real person,
not a sales person.”

“The best thing for me is being able to share this lifestyle with people.
I give other people help—single moms, anybody who’s struggling. I know what it’s like living
paycheck to paycheck. I feel grateful that this is what we get to do.”
The more success she has, the more

How to Find Strong Leaders:

people come to her, wondering how they
can have what she has.
She always tells her team to stay positive.
“I encourage them to not give up. This
is the most rewarding job in the world.
I don’t know how I can call it a job
sometimes. I tell people to enjoy it, give,
and just have fun. If you believe you can
do it, you can do anything.”

1
2
3
4

Share your story with everyone.
Help them have an experience with the oils and get
passionate about them.
Look for people who are highly motivated.

on’t pre-judge anyone. “You don’t know how the
D
oils are going to affect somebody. It could change
everything.”

www.doterra.com
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Enjoy the Ride
C

herie Garrett likens building her

Two months later, a friend introduced

Cherie soon learned the importance of

dōTERRA business to a train ride.

her to dōTERRA. She used the product

holding weekly events. “It’s important

“And we’re not getting off,” she says.

for a week when her friend in the

because dōTERRA is a people business.

“You will go to heights and it will be like a

business shared with her how simple

We need each other to share experiences,

bullet train. Then you go down through

this business could be. She saw that

learn, and grow individually.” She keeps

the quiet valleys. That’s when we train

dōTERRA oils are useful for everyone.

events simple and makes sure not to

and duplicate.”

She also saw that it would be easy

talk too much. She always takes the lids

to show people how they could buy

off the oils and passes them around

them at a wholesale price and have

so everyone can experience them

an online shop for a year to purchase

for themselves. She also does other

more products. She says, “It was very

incentives to get people excited, like

achievable. We don’t sell the oils, we

free oil giveaways or an AromaTouch gift

share them.”

voucher for anyone that brings a friend.

Cherie had been involved in a direct sales
company before and did not enjoy the
experience. She says, “My feelings were
that I would never get involved with
another one. There was too much paper
work and too much time involvement
for too little return.” Her husband Max
asked her if she would ever get involved
in direct sales again if she found the
right product and a simple, duplicable
plan. She firmly told him, “No!”

16
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“I couldn’t have accomplished what I have without
Max’s support. He picks up all the bits that I miss when we
are educating. I love that!”

“We find personal testimonies
are great. We listen and see
where the conversation leads—
either health or wealth (the lack
thereof). Then we know how
we can help them.”
Cherie can also testify to the importance
of a strong downline. She says, “My
downline is so encouraging and
creative. They love to learn, they’re great
listeners, and they want to follow in the
footsteps of others that are successful.”
They bring a mixture of experience and
abilities to the table and help strengthen
her where she is weak.
In the end, she knows she made it
where she is because she never gave
up—she never got off the train. “We
moved around a lot and it was a stretch
for us to build along the way, but I
knew that we were on a mission to be
ambassadors of these oils. So, we did
our best to help people as much as we
could until we settled and established
ourselves.” Today, she knows every step
of the journey was worth it. Her advice:
“Enjoy the ride!”

steps to following up
	Pick up the phone with intention.
Smile.
Be ready for question and answer time.
	Ask “when is a good time to call? Monday or Tuesday, morning or afternoon?” Then they have
choices. We all love choices.

“People feel cared for and valued when they are

followed up with.”

www.doterra.com
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GET BUILDING

Business Tips
from Fred & Carrie Donegan

F

red and Carrie Donegan successfully achieved Diamond in just 56 days! Though they had been working
with another network marketing essential oils company since 2005, the Donegans found that people
who had never wanted anything to do with essential oils were eager to get involved with dōTERRA.
Fred says, “It wasn’t like we waved a magic wand and everyone jumped from one spot to another. Our team
is a mix of those who decided for themselves they wanted a different option and those who have never even
held an essential oil before but were drawn to dōTERRA because of its mainstream appeal.”
The dōTERRA brand and quality made a difference for the Donegans, but they definitely didn’t get to where
they are without a lot of hard work and good business knowledge. Here’s some advice from them on how to
grow your dōTERRA business:

18
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1

2

Build in a
sustainable way

Make a change in
90 days

“Network marketing is about
being in a network, which
means that you have other
people just like you doing
what you do all day long.
That’s really what makes it
sustainable. That’s how we
were able to do it so quickly.
People understood that right
away. Think of yourself as a
coach. You’re putting them on
a challenging path, and you
need to call them regularly
and say, ‘How’s it going?’ You
need to be in contact with
that person because you want
them to succeed.” – Carrie

“If you’re going to make a
change in your life, you have
to do it one step at a time and
you have to do it in 90 days.
That’s always been our plan,
to help people get healthier.
It’s really effective. Instead of
trying to handle six different
health concerns, just pick one
and focus on it for 90 days.
If you focus on one at a time,
then you’re not going to quit
and you’re not going to feel
like a failure. You’re going to
have an experience that you
can talk about with the next
person.” – Carrie

3
Make your team
accountable to their
goals
“We’re not drill sergeants
demanding things of people.
People have enough worries
in their day. When you
create an environment that
is comfortable and invite
someone to share a personal
goal, then they’ll not only
share it, but they’ll stick with
it. They’ve made a public
commitment to you and a
personal commitment to
themselves. Those two work
hand in hand to equal success.
You need both elements.
You have to be personally
committed and you have to
be publicly committed to
someone who is encouraging
and who will stand by you.
When you have both of those
things, you’ll have a huge
success rate.” – Fred

“You have to be personally committed and you have to
be publicly committed to someone who is encouraging
and who will stand by you. When you have both of
those things, you’ll have a huge success rate.”

4
Divide responsibility
by ability
“Carrie is a guru in the oils.
She knows so much and she
loves the scientific side. She
can tell you things that just
make my head explode. I can’t
even understand what they
are. She knows that side, but I
like more of the business side.
I like taking to all those people
and helping arrange them in a
manner where they can help
each other. “– Fred
“Fred is a dynamic person
when it comes to building
relationships and dealing
with many different kinds
of personalities. He’s one of
11 kids and it’s always been
exciting for me because I’m
an only child. I was raised
under the guise of ‘it’s all you,
do it yourself, nose to the
grindstone, don’t ask for help,’
and that’s a very slow way to
build a network marketing
business. Fred has such
great skills when it comes to
helping people bring out their
strengths, recognizing people’s
talents, and helping them
achieve their goals. He can
help people work, build their
careers, and stay focused and
energized, and I can kind of
be on my own a little bit more
as a resource person. It’s a
nice combination because we
don’t do the same job and we
stay out of each other’s way.”
– Carrie

www.doterra.com
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A Personal

Touch
M

aria Heuser-Gassaway has used
essential oils all her life, but soon

discovered that dōTERRA oils were
more effective than anything else she
had ever worked with. She started
sharing them right away and hit
Founder in a matter of months.
Unexpected difficulties arose in her life,
and it wasn’t until two years later that
she started to work on growing her
dōTERRA business again. Her husband,
Terry, quit his job to join her full time
and, though he had been an IPC for
years, discovered for the first time some
of the amazing products that dōTERRA
has to offer. Working together, they
were able to achieve Diamond.
“Terry hit the road and stayed on the
road for months on end until we had
gotten our team lit up and solidified,”
says Maria. “That was our mode of
action. We decided who we wanted
to work with and we stayed with them
until they were successful. We’re still in
that process.”

“Go in with your heart, just be ready
to experience and receive whatever
there is, whatever comes. Don’t
be attached to the outcome, but
become attached to the people.”
– Maria

20
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“Maria is so
phenomenal.
I’m the one with
a college degree,
but she can look at
our organization
and something
that takes me
hours, she can
find in minutes.
I support her by
encouraging her
in her areas of
strength and by
listening to her.”
– Terry

How to Improve Retention

Enroll

Offer the product as a

Help them have an experience.

Because they worked so closely with their

mail the entire county and have a

wake up and do it. A lot of times that

team, they became personally attached

million people sign up. Instead he found

space between knowing what to do

to their success. Maria says, “When you’re

himself meeting with families one-on-

and creating it is just doing. As you start

with them in their trials, their heartbreak,

one in their homes, talking to them

doing, you’ll know what to do.”

their success, and their community, it’s a

about their problems and how he could

completely different experience. It’s not

help. He says, “I don’t know how you

about the money at all. You know that

can do it any other way, because the

you want these people to have success,

relationships that come from that are so

you want them to reach their dreams,

crucial to long-term success instead of

and you want them to know how to

short-term gain.”

one-on-one.
“If you have a class of 12 people, you
don’t have time to sign up all 12 people
after that class. We found it to be really
successful to spend a couple days in
that area meeting with the people that
came to the class. When we did that, our
enrollment was 40–80 percent.”

even create dreams.”

lifestyle change. “We set up a
program so that it’s not just a one-time
purchase, it’s a lifestyle change.
That’s the kind of language we use.”

That success can only come through

Terry says with his corporate

action. Maria says, “It’s so easy to do

background it was hard not to direct

this business in your head. You have to

“I try to get people engaged for at least
90 days, then they can make the decision
on whether or not it’s something that’s
really helping them. If people are willing
to do that, then—because of the quality
and the efficacy of the products—the
retention rate of our group is 73 percent.”

Terry knows that anyone can be
successful with dōTERRA. “I’m amazed
at how, if people will put forth the effort
and be smart about how they build, it
will come. Just have faith that the hard
work will pay off. Be flexible and know
that you will be rewarded.”

www.doterra.com
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Sharing from the Heart
“I believe in getting uncomfortable,
because I believe that’s where
growth happens.”

F

or Jessica Iddings, the secret to
success is building relationships with

everyone you work with. She says, “This is
a relationship business. You have to gain
their trust, and the rest just follows.”
Jessica’s 13 years as a massage therapist
helped her understand the importance of
having a relationship with her clients. She
learned how to listen to their needs and
complaints. She makes it all about them.
She says she never sells the essential oils,
she only shares.
“I’ve had people say, ‘You are a terrible
business woman,’ because I’m not a
pusher. I want my clients to believe in
these products. I want them to say,
‘I want what you’ve got.’” She always tells
new consultants to start out by sharing
from the heart.
“Make a list of people that you know that
have health issues or that you’ve seen
struggling and those are the people
you approach. Reach out to them and
give them the chance to see something
natural that’s going to help them.”
Jessica used to think essential oils were
“a bunch of junk,” but changed her mind
when they helped her struggling son. She
says, “I remember feeling like I was totally

22
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“Anybody can do this as long
as you believe in yourself.”

failing as a mom because I couldn’t help
my child. When I felt the empowerment
that came with using essential oils,
I decided that I wanted other moms to
feel what I felt. I wanted to be able to
empower other people.”
Before she started using dōTERRA,
Jessica had never wanted to be a part of
network marketing. When she attended
her first convention, she said she could
feel the integrity and the heart of the
owners of the company. “That’s what
really changed it for me—knowing that
I’m a part of something more than
just network marketing. I’m a part of
something that really has the heart to
change the world.”
Her husband has been one of her main
supports as she’s worked to build her
business. She says, “If I get frustrated
because I only got three enrollments,
he’s always bringing me back to the
heart of it. He tells me that it’s OK
because we’re still changing lives;
we’re still educating and helping people
grow. He’s always making sure that I see
the positive.”
In the end, it’s her experiences with the

How to Build a Relationship with Clients:

product that keeps her moving forward.

 Talk less, listen more.

“It’s easy because it’s a product that I

 Meet them where they are.

believe in. I’ve seen changes and results

 
Let them be in control of their health. Don’t tell them what to do,

happen. I know that when I’m telling
someone this product will help them,
there’s no doubt in what I’m saying. I

but work with them to figure out what they need.
 Gain their trust. It’s not about you, it’s all about them!

know this can change people’s lives.”

“My leaders are not just my leaders, they’re my friends.
We all want nothing more than to see each other succeed.”
www.doterra.com
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Sharpen Your Ax
W

hen Kiley Johnson first brought

how much money you could make,

living, so she told him about dōTERRA.

home dōTERRA essential oils, his

but about educating, teaching, and

He was immediately eager to learn

wife Nora thought he’d gone “cuckoo.”

helping other people. Nora knew

more. Nora says, “I’m not always about

She told him not to even try using

this was a company she could get

my own thing, but when I see a need

the oils on her, because he would

behind. Today, she does three-fourths

and someone asks me a question, I will

just be wasting his money. Over time,

of the work running her and her

definitely share.”

she began to see that the oils helped

husband’s business.

improve her husband’s health and that
their children began going to him for
help in using essential oils. But it wasn’t
until she had her own experience with
the essential oils that she started to
come around to the idea of working
with dōTERRA.

24

She always tells new consultants

Nora says that sharing dōTERRA is

that it’s important to learn how to

something that fits in easily with her

teach a good class. “If you really want

daily life. She brings the oils with her

to get out of your warm market, you

to her kids’ sports events. She says,

have to learn how to teach classes.

“The track team kids know to go to

That’s how you get your friends’ warm

Mrs. Johnson.” Any everyday event can

market and then the warm market

become a sharing experience. One day

of those friends.” She starts new

Kiley took her to a dōTERRA class for

her phone broke and she had to go into

consultants off by setting up four

product consultants and Nora was

the store to get it fixed. The man at the

classes within a week and working them

impressed that they didn’t talk about

counter asked her what she did for a

gradually into teaching.

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

“You’ve got to stick to the basics. You can’t just think, ‘Oh, this week I’ll
work really hard and then I’ll take a month off.’ It’s a daily, weekly, consistent
commitment to something and you do it no matter what.”

Business Tips

1

2

Keep educating yourself,
attend classes, and read
a lot.

Set goals and put them
where you’ll see them
every day.

3
Teach 1–2 classes a week.

4
Follow-up with your
leaders regularly.

While Kiley still works full time running his
own business, he and Nora work to divide and
conquer their responsibilities between work
and family. She says, “We have six children and
they’re involved in a lot of things, and we want
to be there. We try to schedule everything
around what our family does, because that’s
the most important to us.”
For Nora, keeping balance in life is just as
important to success as anything else she
does. She often tells her leaders a story about
two men in a wood-chopping competition. One
man thought he would win because the other
man took a break every hour for 15 minutes.
At the end of the competition, the man who
had taken regular breaks had chopped twice
as much wood as the other because he
hadn’t actually been taking breaks—he’d been
sharpening his ax.
Nora says, “That’s kind of my motto now. I tell
people when I’m teaching and training them,
you can perfect your class all you want, but if
you don’t work on you and your confidence,
you won’t grow.”

“My sister, Diane Shephard, reached
Diamond before I did. She has always
been a great support. She’s been my
cheerleader and I’ve been hers.”

www.doterra.com
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“It’s just those
little things you do
consistently every
day that make all
the difference. Just
get something in the
schedule that you’re
consistently doing
and sharing and
then it all comes
together.” –Jen

“Never give up. Stay focused
on your goals.” – Jeff

26
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Empowering OTHERS

J

en Kruba had been using essential

was impressed with what the business

They’ve found that when their leaders

oils from another company for years

had to offer. He says, “I grew up in a

have to teach a class for the first time,

when she found dōTERRA. She started

traditional business mindset. I was

they are nervous and afraid. “They’re

testing the quality of the dōTERRA

always pretty opposed to multilevel

uncomfortable through that process,

essential oils by using them on her

marketing. I wish somebody would

but now we look back and laugh. Now

massage therapy clients and her

have sat me down a long time ago and

they’re empowered and they’re strong

children. She says, “Nobody had any

explained it to me, but the difference is

and they love teaching. They never

sensitivity to anything and they gave me

the products work.”

would’ve done that if we didn’t help

better results, so I completely switched
over because I felt more confidence in

Running their business has been a

them and push them.”

process of learning how to complement

Jen shared the story of how Jeff one

each other’s strengths. Jen knows how

day signed up the men who were over

With the other essential oil company,

to teach families about the oils, and Jeff

installing their pool. She says, “He’s so

Jen was more of a product-user

has years of business experience to

great at down-to-earth talking to people,

than anything else. She didn’t feel

bring to the table. They’ve also had to

listening, and helping them with their

comfortable with multilevel marketing.

learn the art of saying “no.”

problems. It’s just about loving people,

the dōTERRA products.”

With dōTERRA she says the businessside is not what’s emphasized. “I feel like
you’re not selling, you’re only sharing
something that’s benefiting everyone’s
life and health.”

Jen says, “We tend to have a lot of
our team members rely on us to do

sharing the product, and showing them
how to use it. It takes off from there.”

everything for them, and that’s kind

Jeff says, “If you’ll use this product

of where we get stuck. We’ve learned

and be open-minded, you’re going to

that we have to love them in a way

become a sharer, and it becomes a

Her partner Jeff Frey got involved when

that allows them to grow and be

natural business opportunity.”

he saw Jen’s passion for essential oils.

empowered. We’re really hurting them

He went to convention with her and

by doing the work for them.”

“

Keep it simple. Master one thing. Don’t get distracted. A lot of people
make it more complicated than it needs to be. Just do the blueprint that’s been
–Jeff
successful, that’s been in place from the very beginning. It works.

How to Succeed with dōTERRA

1
2
3

”

Use the product
Share the product
Duplicate

www.doterra.com
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PROGRESS REPORT

In August, construction workers began
the setting of the steel beams that will
form the skeleton of the four buildings
on the new dōTERRA campus.

Progress Report on the New

dōTERRA Headquarters
T

he future dōTERRA corporate headquarters are
starting to take shape beneath the shadow of the
majestic Mount Timpanogos. This August, they began the
setting of the steel beams that will form the skeleton of the
four buildings on the new dōTERRA campus.

Contractor Rod Lawrence, with Jacobsen Construction,
predicts they will have the exterior skin of the building up this
fall and will finish the roof before winter.
Highlights of the new dōTERRA headquarters, coming
late summer 2014:
	Jacobsen Construction is the same company that built the

City Creek Center in downtown Salt Lake City, Utah.

that will serve up to 170 people at any one time and an
employee fitness center.
	The new building will include space for Diamond Club

members to hold meetings and conduct their business.
The new steel:
	The company setting the steel, SME Steel, is the same

company that completed the new San Francisco 49ers
stadium.
	
To stay on schedule they have to set 49 pieces of steel a day.
	In the first three days, they were far ahead of schedule!

	The campus will encompass a total of 200,000 square feet.

The wetlands:

	The new building will have up to 900 work stations and be

	The new building site is surrounded by wetlands that are

able to accommodate up to 1,700 employees.
	The campus will consist of two four-story corporate

buildings with a connecting atrium, an arrival center, and
two two-story buildings that will include a will-call for
picking up product and a call center.
	Visitors will be able to visit the arrival center to learn more

about dōTERRA.
	The arrival center will be surrounded by a reflection

pool, with an open plaza behind the center that will feature
a fountain.

28

	Features of the new buildings will include a cafeteria

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

regulated by the United States Army Corp of Engineers.
	Construction workers often see deer, pheasant, ducks, and

red-tailed hawks that live around the site.
	Architectural plans include improving the wetlands with

enhanced water features, additional trees and shrubbery,
and putting in wooden walkways.
	There are over 540 24-inch gravel columns that go down 22

feet into the ground to provide support and stability to the
buildings.

 Architect Phil Haderlie and contractor Rod Lawrence
stand in front of the steel that will be the new
dōTERRA's corporate headquarters in 2014.

www.doterra.com
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Arita Mayumi
“Sow a thought, and you reap an act. Sow an act, and
you reap a habit. Sow a habit, and you reap a character.
Sow a character, and you reap a destiny.”
					— Samuel Smiles
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Focused
on the
Goal
A

rita Mayumi had already participated
in multilevel marketing businesses

before dōTERRA. She likes the directsales system because she is able to work
directly with people and share what she
enjoys. Arita didn’t know anything about
essential oils before being introduced
to dōTERRA, but when she heard about
it, she was immediately curious to know
more. She says, “After hearing about the
oils and actually seeing and using the
product, I felt the intensity of the oil and
the possibilities of dōTERRA. I wanted to
tell everybody about it.”
She loves sharing dōTERRA essential oils
because she knows they will improve
people’s lives. She says, “I feel that there
are people that can benefit and feel
comforted by using these oils, and this
alone motivates me to want to immediately
tell everybody about dōTERRA.”
Since her upline does not live near her,
Arita read the policy manual many times
to familiarize herself with the business.
From the beginning , she was very
impressed with the dōTERRA compensation plan. “It’s something I’ve never seen
anywhere else.” Arita also appreciates
how simpe dōTERRA keeps their business.
She says, “dōTERRA has a business and
commission plan that is easy for someone
that has never participated in a multilevel
marketing plan before.”

30
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Stay Positive!
Remind yourself:

“You need to regularly remind yourself to stay
positive. Sometimes people tell me that it is hard for
them to be positive, but I believe that if you solidify
your personal goals, you won’t get down on yourself
and you’ll be able to stay positive.”

Remind your group:

“My advice to all those who are striving to reach
Diamond is to take those positive thoughts and
feelings and continually project them out to your
group. I personally email my group every day for
that purpose.”

Arita knows it’s important to hold events

if they have concerns, I try to give them

What’s Arita’s secret to reaching

to make sure her team stays motivated.

immediate advice regarding their issues.”

Diamond? “Communicating with my

“It is also good for me to have events
because there are always new things
to be discovered as I associate with
different people at these events.” She
also makes sure to communicate with
her leaders almost every day. “I ask
them how everything is running,” says
Arita, “and if everything is going okay
for them. If something goes wrong or

It’s also important to stay on top of
everything that goes on within her
team. “It is impossible to get anything

downline and making sure that they are
all dedicated and motivated to become
Silver. Everything happens after that.”

accomplished if your groups and

Arita was able to achieve Diamond

downlines are all over the place. It

through a lot of hard work and deter-

makes the organization stronger as

mination. “It’s not easy to become

a whole if we are all organized and

Diamond. You have to focus.”

working together.”

www.doterra.com
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A Relationship Business
J

ustin and Ashlee Miller both

It wasn’t until her upline held an event

Ashlee and Justin realized they could

have degrees in business

in her town that Ashlee started to “catch

accomplish their goals much faster

and previous experience in

the vision” of what dōTERRA could be.

with dōTERRA than with their

entrepreneurship that prepared them

She attended convention and realized

current business. So, they sold their

for their experience in dōTERRA. Justin

the type of people that were involved

business and Justin joined Ashlee

says, “I think that we learned early in

in the company. “I could see the good

full time in dōTERRA.

our entrepreneurial career that our

that was happening in their business

business was successful because of

and the good that we could do. I came

people. We need to be mindful of

back from convention committed.”

relationships. We have to take care of,

She planned to be more consistent in

help, love, and serve people.”

sharing the oils and teaching classes.

Ashlee came across dōTERRA through

Within six months, she had hit Gold.

They quickly learned that success came
when they focused on helping their
leaders feel appreciated. Many of their
leaders are not full time and need
encouragement to keep going. Ashlee
says, “We just help each person feel

social media and though she didn’t
know anyone involved, she bought a
kit to help her mother. Ashlee and her
husband Justin were already heavily
involved in another business, and she
never planned to get involved in the
business-side of the essential oils.
32
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“Try to reserve first and second line spots for people
who are going to be leaders because the areas where you
have weakness are the areas where you don’t have a
really good leader on your second and third line.” –Justin

“I love that I can stand behind d TERRA from every standpoint.
I can stand behind the compensation plan, the executives, the oils—
there’s total credibility in every aspect of d TERRA.” – Ashlee

important, remember why they’re doing

company on their own time. “Then they

balance taking care of their business

this, that we believe in them, and that

have their own stories to share. I feel

and their family. “We have a marriage

they’re on the right path.”

like if you just hit the area and you enroll

that has always worked really well

absolutely everybody, you get quick

together,” states Justin. “I think it’s from

volume but the people aren’t strong

years of doing it together. I don’t think

enough to keep it going without you.”

either of us is really worried about being

Ashlee also focuses on finding new
enrollments through classes that target a
specific audience—like mothers, teachers,
or massage therapists. She wants all

The Millers say they are constantly

her friends and family to come into the

refining how they work together to

first place with each other. We’re happy
to see each other succeed. I think that’s
a good formula for harmony.”

How to set up audience-specific classes

1
2
3

Join online groups that are an audience you want to target “I’m active in a few specific ones like organic and holistic
moms. I’m also in a baby group that is super into natural things.”
Be active in this group for several months.
Plan an event that fits their interests.

4

Post about the event. “I make it sound like the class is already scheduled, my friends are already doing it, but we’ll
take a few extra people and somebody always comes. I found that if people feel like the class is already happening
and they’re just going to jump in, they’ll come around to it.”

5

Keep the class to 45 minutes so you have time to help the new people transition to their next step.

www.doterra.com
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Keep It Simple
M

elissa and Casey Robertson insist
that if they can do dōTERRA, so

could a monkey. Melissa says she didn’t
know what she was doing in the beginning
and made a lot of mistakes. “I hit Silver my
first month and everybody thought that
was so amazing, but the truth is, it was
because I didn’t know there were other
kits, so I only sold $500 kits to everyone.”
Casey says, “It proves that you don’t need
to know anything to do this.”
The Robertsons have learned a lot since
then, including how to bring their own
experience and expertise to the table.
Melissa was already an experienced
networker when she joined dōTERRA.
She worked as a talent agent scouting
models and actors for many years and
found that recruiting people for her
dōTERRA business was something that
came naturally. Casey says, “People trust
her as a friend and a person first. She’s
never pushed anyone to do anything.
Most of the people that join our team
now come looking.”
Melissa agrees that often people contact
her wanting to know how she is able to
have free time to go on her daughters’
field trips and make her own schedule.

“You can’t do this all by yourself. It really
is a team thing. It has nothing to do with
your personality or your ability. It really is
about other people.” – Melissa

34
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The Robertsons' Method for training Silvers

She says “I feel like people gravitate
toward dōTERRA.”
Melissa first started doing dōTERRA for
the business rather than the products,

What it is:
 A 12-week intensive, voluntary training program for those who want to
achieve Silver
 Every coach has eight people in their classes
 Each mentee has a mentor and an accountability coach
 Support group calls are held every week so everyone in the program can
learn from each other

but found that when she passed the oils
around to a few moms in her daughters’
playgroup, that she couldn’t get any of
them back. She says, “They loved them
so much!” Melissa had replaced her
income within nine months, and after
a year Casey quit his full-time job to
join her.
Casey says, “It took us a while to figure
out how to work together, but the key
for us was identifying our strengths and
then deciding we were going to divvy up
the business based on those strengths.
It was so much easier.”
He has also discovered that it helps to
recruit team members who are strong
where they are weak. “If you’re not good
at something, seek out people who are.
We have people on our team that are
way better than us at some things, so
we jump on their system and adopt
their ideas.” A couple people in their
downline even outrank them, and have
helped to inspire them to move forward.
In the end, the Robertsons like to stick
with keeping it simple. Casey says,
“I think that a 19-year-old halfway
across the country should be able to
do this in the first couple of weeks.”
They focus on simply helping people
develop themselves and overcome
their obstacles. “It makes them happier,
better people, and helps grow their
business as well.”

“You really have to become a dōTERRA distributor for life. You have to convert yourself.
Tell yourself, ‘I’m going to do this for the next five, ten years and then just be that person.
Don’t stress the outcome this week, this month, or in your first year—just keep going.
Focus on helping people and everything will fall into place.” – Casey
www.doterra.com
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upon people that this doesn’t have to be complicated, you’re
just sharing the oils. The business side of it will come.”
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Reach Out

to

Everybody
N

atalie Wysocki loved dōTERRA
essential oils from the moment she

was introduced to them and wanted all
of them right away. But at first, she didn’t
want to get involved with the business aspect.
She says, “I dug my heels in for about a
month because of the multilevel aspect of
the company.” Today, that’s her favorite
part. “I love that you can work with people
who are your family and friends. If they’re
not your friends to start with, they will be.”
Her favorite product to sell is the Natural
Solutions kit, and she sells it by teaching
classes on how to do a medicine cabinet
makeover. She has consultants who are
just starting out come visit her classes. “I
try to make it duplicable. I teach the exact
same class every time. After they’ve come
to a few classes, then we can co-teach
together, and then they feel like it’s not a
huge undertaking. They’re just naturally
involved, and they feel like they can do it.”
She has new consultants make a list of
family and friends and then set up their
own class. If she can’t attend their first
class, she calls them before and after it
happens to see how they’re doing. “I make
sure to keep my attitude really positive

 “My husband loves dōTERRA,
he’s been a huge help. He’s super
supportive and really involved. He
still works full time at a different
job, but he talks to people daily
about dōTERRA.”
36
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6 Steps to Achieving Diamond

123456

Read
The Slight Edge by
Jeff Olson.

Listen to your
friends and family
and what’s
going on with
their health.

Figure out what
you can do on a
daily basis.

Contact one or two
people a day.

Hold weekly or
monthly classes.

Let the ball roll
from there!

and encouraging. I don’t bring any

Whenever she visits a new city, she calls

it’s that when you’re with your kids,

negativity to the table at all and it makes

up a few local yoga studios to ask if they

you make it good quality time.” When

a huge difference.”

would like to hear more about dōTERRA

they go camping on the weekends,

essential oils. Natalie says that stepping

for example, she tries not to have her

out of your comfort zone always feels

phone with her so she can be a more

awkward at first, but “after a while, you

present mom.

Natalie always makes sure to work closely
with everyone on her team, whether
they’re Silver, Elite, or trying to be Elite.
She says, “I just reach out to everybody.”
She says her success has come from
doing something every day, even if it’s
just making one or two phone calls to
follow up. She also makes an effort
to step outside of her comfort zone.

won’t even get the butterflies anymore.”

She believes she’s achieved Diamond by

As she balances being a mother of three

truly caring about everyone’s success,

children with running her business, she

not just her own. “I feel like I’m good

focuses on making the time she has with

at making people feel cared about—

her children count. “It’s not about the

because I do care.”

amount of time you’re with your kids;

“We use essential oils for
everything. My family and I
sometimes say, ‘What did we do
without the oils?’ We sometimes
take them for granted. We don’t
even get surprised anymore
because we just see results all
the time.”

www.doterra.com
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Be the Tortoise
“It’s about finding the next
adventure, the next goal,
and then reaching that
goal. My entire family is
involved in this journey.”

C

achay Wyson would compare herself
to the tortoise in the old fable of the

tortoise and the hare—slow and steady.
“I have consistently given out samples,
offered people accounts, and mentioned
the business.” She often counsels her team
to do the same. She tells them, “Don’t
race forward for two months and then fall
off the map for six months.” She teaches
her team that if they consistently share
samples, talk to people, and hold classes
once a month, they will win the race.
From the beginning, sharing dōTERRA
came natural to Cachay. “I started with
the products and I got results. When a
good thing is a good thing, I don’t keep
my mouth closed. I love helping other
people.” It was when she and her husband
Joey went to convention that they “got the
Diamond dream.”
Cachay says, “We knew that it was going
to be a short-term sacrifice to put some
things in place so that we could hit
Diamond. We pondered on our goals and
we felt good about it. We didn’t feel like it
was an empty goal; we felt like we could
really do this. It was good to have a goal

38
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Business

Tips



Use the oils.




Have your samples on hand and be willing to take the risk to offer them to people.




Follow up with the samples you place. Call them. See if it worked and if they’re using it right.




ave a class to invite people to. Always have something in the docket for those who
H
want to learn more. If they aren’t local, find out what’s going on in that area or set up a
webinar with them.

because, when times got hard, we had
that confirmation.”
She always tries to keep her priorities
aligned and tells her team to do the

“You have to be
persistently

resilient.

same. “When I let my priorities get out of
balance too far, my business stops.” She
also counsels her team to write down
their goals and post them in seven places
where they will regularly see them—their
car, their bathroom mirror, or their stove
when they’re cooking dinner. “Write that
goal down until it becomes a part of you.”
Cachay says it’s important to always
remember why you want to tell people
about dōTERRA. Once you know why, you
will be able to take the risk to bring your
business to the next level. “It’s a scary risk,
but it’ll be worth it. You’ve never done this
before, so you’ll want to retract and hold
back. But if there’s something deep in
you that says, ‘go for it’—take that leap of
faith,” then you’ll find success.
Sometimes running a business and raising
a family requires sacrifice, but Cachay has
learned to avoid the word “balance.” She
says, “When life is balanced, it’s kind of
like you’re complacent. I don’t ever want
to be complacent, I want to be teaching,
accomplishing, and growing, and my kids
are in that with me.” She knows her family
will learn from her example of pushing
forward rather than running away from
hard things. She knows how to keep going
until the end of the race—just like the
tortoise.

www.doterra.com
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“It’s not about building a relationship to be able to get something in return, because that sounds
superficial. My goal is to make friends and to be able to help people in all areas of their life, not just
dōTERRA. There are so many people all over the world that need someone to reach out to them and give
them a solution to what’s going on in their lives. Whether it’s a health issue or a heart issue, people want
to know they matter. With people on Facebook it can be something as simple as wishing them a good
day, or reaching out and asking them if there’s anything you can do for them. People need connection
and this is a great way to do it.” – Romi Clark (Successfully achieved Diamond using social media)

B

ecause of a positive product experience, thousands
of Independent Product Consultants are sharing the
power of essential oils with family and friends, not only
in their home, but through social media. In less than a year,
dōTERRA has gone from 12,000 to over 100,000 Facebook
followers. Our goal in developing the dōTERRA Facebook
page was to provide IPCs with usable, sharable content. As
interest in social media as a business building tool increases,
we would like to share a few tips to help you build your
dōTERRA business using Facebook.

Branding Your Facebook Page
 W
 hen choosing a profile and cover image be sure to use
high resolution, quality photography.
 Y
 our profile picture should be a personal portrait. An
individual is more likely to interact with someone who
looks authentic.

40
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 Use a unique image as your cover photo, one that
represents your dōTERRA business, such as an image of
someone applying the product.

Posting Business Content
 W
 hen using your personal Facebook page to promote your
dōTERRA business use the 80/20 rule—80 percent personal
posts, 20 percent business posts.
 K
 eep your posts simple. Posts between 100 and 250
characters get about 60 percent more likes, comments,
and shares.
 Use items that are visually stimulating. Photo albums,
pictures, and videos get 100 to 180 percent more
engagement than posts without.

 eep your posts simple. Posts
K
between 100 and 250 characters
get about 60 percent more likes,
comments, and shares.

Encouraging Interaction

Using What’s Available

 M
 ake sure your posts are relevant to your audience.
Ask questions and seek input. This allows you to engage
your audience and begin a conversation.

 Y
 ou don’t always have to create new content. Share posts
from the dōTERRA Facebook page (www.facebook.com/
doterra).

 S
 hare exclusive information and offers about products that
people are likely to pass along to family and friends.

 A
 s you share content, tag friends that you believe would
benefit most from the information because it relates to a
concern or interest they may have.

 Create events around the product information you are
sharing. Place these events on your Facebook page and
invite friends to join them.

Example: If you post a recipe containing essential oils,
also advertise a “Cooking with Essential Oils” event.
Invite friends and family to join you for an evening of
food and facts.
 Be sure to comment and like back. You are building
relationships with future team members. Let them know
that they are heard and cared about.

 U
 se ideas from the dōTERRA blog (www.doterrablog.com)
to create content for Facebook or for “Make It and Take It”
events that can then be advertised on Facebook.
 You can find Facebook keyword search tools like www.
icerocket.com through Google. These search tools allow
you to interact with individuals outside your Facebook
friends. Search a particular term, then interact or make
suggestions for using dōTERRA products based on the
needs of the individual.

www.doterra.com
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The Importance of Personal
Development
K

ari Arntsen hit Silver in six months,
and then plateaued. She says, “What

I accounted to not being able to progress
was my limitations. I limited what I thought
Diamond would look like, and what type
of leader I needed to be.” Eventually she
came to realize that Diamond doesn’t
need to look a certain way. She could be
herself and be open about her strengths
and weaknesses.
“I realized that it was a journey and not an
end-all, be-all destination. Everyone is on
that journey with you.” Kari started to work
on herself and her personal development.
Once she decided to do that, people
began to be attracted to her business.
“Diamond doesn’t just come with a skill set
or drive, it comes with being satisfied with
who you are as an individual.”
Kari’s advice to those striving to reach
Diamond is to not build prematurely.

“Be sure that your three legs are solid and
that you’re able to support them wholeheartedly. Don’t put as much energy into
your fourth leg as your third leg. That’s not
the best thing to do. It inhibits your ability
to truly support your other legs properly.”
It’s important to not neglect mentoring
and nourishing your organization because
you’re worried about achieving a rank.
“I started to grow towards Diamond
when the business part of it began
to be fun, when it was organically
growing.”
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“My team was onboard with me as I worked towards Diamond. They understood
that in order to reach volume within the organization, there needed to be several
guidelines to success. That was really important.”

She really cherishes the support she’s

what was most important. “We’ve had

and sent her husband in her place.

received from her downline. “They got to

a philosophy that sometimes you have

“I feel like it’s appropriate to have your

the point where they were such strong

to be out of balance in order to achieve

family come first. It’s OK to let things go,

leaders that I knew I could just count

balance. That was our Diamond Club

but when it comes to important things,

on them.” She’s also received plenty of

mantra.”

I’m there.”

Once during Diamond Club, her daughter

She also knows that it’s important to

was injured right as she was getting

live your life before you reach Diamond.

ready to travel to another state. She

“Make sure you have joy in your journey.”

support from her husband, who came
home and started doing consulting work
while she did Diamond Club. It was
difficult, but they learned about

1

decided her daughter needed her mom,

It’s important to be clear about:

Why you are doing this.
“Because there’s a period
of time when you’re
putting in more hours than
you’re making money for. If you
don’t understand where you’re
going, it can be difficult.”

2

What it looks like to be a
leader. “It doesn’t need to
look a certain way.”

3

What your strengths and
weaknesses are. “Be OK
with that. Be vulnerable with
your team.”

“Part of our secret sauce was really emphasizing hostess packages that were
generous. We take 10 percent of our Fast Start Bonus and put it towards
the hostess of an event. We are able to open doors to other people’s warm
market rather than just plug through classes in our own home.”

www.doterra.com
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“

I absolutely love
dōTERRA, and I can’t
imagine my life without
dōTERRA and everything
it is. The oils have become
a part of my life.

”

 “I am an internationally-known
artist, and I use the essential
oils to add energy to the
painting that I would like to
create. One of my favorites to
add is Melissa because it raises
the energy. When people view
the art, not only is the energy of
the art and the way it’s created
affecting them, but also the
energy of the oils.”
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Listen and Connect
W

hen Valerieann Giovanni first

away. The compensation plan matched

they need and how dōTERRA can fill that

smelled the dōTERRA essential

the quality of the oils! Once I saw that, I

need.” With this method, it’s hard to get

jumped in with both feet.”

rejected, because she listens and shows

oils, she says it was “like I’d been
reconnected with an old friend.”

Today, Valerieann’s financial worries

She immediately fell in love with the
oils, but went to her first dōTERRA
event determined to never do another
multi-level marketing business.

that she cares.

are gone, and best of all, “I’m able

With her team, she focuses on finding

to financially support my children’s

out what their “why” is—their dreams

dreams.” She credits her achievements

and their deeper desires. “What is it that

in dōTERRA to her ability to develop

is motivating them to do what they’re

For several years, Valerieann had

relationships. She says, “The success of

doing? What is it that has already gotten

struggled financially. She sometimes

my business has been primarily created

them through their hard times? There’s

had to scrape change together to buy

by one-on-one connections I made with

always a deeper dream that people

food for her and her children. As a

people. It’s been those people that I’ve

have or a deeper love that’s fueling their

single mom, she had just started to

personally spent time with that have

fire. If I can connect with their deeper

dig herself out of a financial hole with

made the difference.”

reasons for doing dōTERRA, and find

her private practice as a rapid-eye

For Valerieann, it’s important to

technician, “But, I was still a long way

genuinely connect with people before

from where I wanted to be and that’s
when I was invited to a dōTERRA event.”

she ever introduces them to dōTERRA.

a way to help them live their dream
and keep it alive for them, then they
succeed.”

“I listen to them, ask them questions,

Helping others is Valerieann’s passion,

At the event, Valerieann was introduced

and get to know them—their life,

and she’s been able to accomplish that

to the dōTERRA compensation plan

what they love, what’s working, and

and more with dōTERRA. She says,

and had a change of heart about the

what’s not. By the time I’m presenting

“Everybody was born to live the life they

business. She says, “I was so blown

dōTERRA, I already know what it is that

imagine and through dōTERRA, you can.”

How to

motivate

your team members:

Hear about their life and their dreams and what’s going on.
Ask questions and listen.
F
 ind out what is getting in their way. Most people already know what the next step is, but something is keeping them
from doing it.
T
 alk about what their obstacle is, and work them through it. “When they’re heard, when I listen empathetically, and
when I’m there for them, they are able to move past that fear and they’re able to take the step forward.”

www.doterra.com
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The Power of Belief
I

“ was born on the wrong side of
the tracks,” says Craig Goodsell.

Craig says his success has come from

had already achieved a high rank in

following the business model dōTERRA

“There wasn’t a lot of success where

another multi-level marketing company,

set up for their consultants. He says, “I

I was from. Somewhere along the line,

with thousands of people in his network.

don’t do anything different than anyone

my family instilled in me the belief that

When Craig found that he disagreed

else. That’s the neat thing—I’m not so

I was special; I was different. That belief

with some things the company was

brilliant that I figured out a new system.

took me a long way.”

doing, he decided to leave and never do

Instead, I figured out what the system

multi-level marketing again.

was. I put it into steps, and I do it over

That same belief has helped him build

and over again.” When he tries to make

his dōTERRA business. Craig believes

When Daren approached him with the

that if he believes in his business, that

dōTERRA opportunity, Craig and his wife

belief will spread to his leaders. “You can

Sheila felt like it was the right thing to do.

only get people to believe at the level

He knew that because Daren believed

Whether he shares the oils or the

that you believe. You’ve got to work on

in everything he did, when they worked

dōTERRA business opportunity, Craig

your belief system first.”

together they would succeed. The

knows that if everyone truly believed

Goodsells started completely over with

what he was telling them, they would

dōTERRA, with almost all new people

jump all over it. He says, “The problem

in their network, and were able hit to

is they have a hard time believing that

Diamond within eight months.

they can do anything by themselves.

Much of Craig’s belief in his business
comes from the inspiration of his good
friend Daren Gates. It was Daren who

46
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things complicated, he doesn’t impress
anyone—it’s the oils that impress them.

“The greatest innovation of this generation is the discovery that people can change the outermost
effects of their life by changing the innermost effects of their mind.” – Unknown

I need to help them believe that I will
help them—that’s the key, the level of
their belief.”
He knows that in this type of business it’s
all about developing relationships with
people. “Then you have the ability to speak

Belief

noun \bi’lēf\ a state or habit of
mind in which trust or confidence
is placed in some person or thing

How to Get Started:

with them, to understand their desire,
to know what their dream is, and to
develop a trust so that they know you’re
going to help them get what they want.”

“If you always communicate with your
people, you don’t get surprised and you
can fix things. If you wait two or three
months and someone’s got an issue and
you haven’t looked at it, it may be just the
thing that sends them out of the business.

Read the
Getting
Started
Guide.

Contact
people
every day.

Hold a
certain
number of
events a
week.

Follow-up.

Follow the
pattern
again and
again. You
don’t have
to create
something
new!

It’ll be too late.”

www.doterra.com
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Motivated to Share
hen Natalie Hill’s mother started

checks started coming in, she realized

By May of 2013, Natalie had weaned

using dōTERRA essential oils,

that not only was she able to help

off of both of her businesses and Jesse

Natalie thought it was just another one

people with dōTERRA, but she really

quit his full-time job to focus solely

of her mother’s eccentric habits. At the

could make money.

on dōTERRA. They had only barely

time, Jesse was working 11–12 hours
a day, six days a week as a finance
manager in the car sales industry.
Natalie was making up to $80,000 a
year with her daycare and wedding cake
businesses. That’s why when Natalie’s
mom told her she could replace her
income with dōTERRA, Natalie was
skeptical. She thought, “Whatever, I’ve
heard of multi-levels before.”
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At that point, the business caught Jesse’s
attention and he decided to fly out to
corporate to meet some of the executives.
Jesse fully expected to be given a pitch,
and so he was surprised when David

reached Platinum at the time, and
their combined incomes were far from
replaced. But with both of them in it full
time, they were able to hit Diamond the
next three months in a row.

Stirling just talked about his experience

Natalie says, “We don’t do this for

with the essential oils and how they

the money. We’re doing it because it

improved his life. Jesse asked some

changes people’s lives.” Jesse says they

pointed questions and in the end was

are motivated to share with others so

impressed with what he heard. He says,

that they’ll have an income that will give

Then, as Natalie started to see the

“I was able to develop a very profound

them the opportunity to share more.

influence for good that her mother was

and strong trust in the company and in

having on other people, she decided

the executives.” He knew there wasn’t

she wanted to be a part of it. As the

any reason not to move forward.

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

Sharing has become so natural to them
that Natalie says sometimes she has

“My parents got us started. They
believed in us before we believed in
ourselves. They were patient with us
until we found the time to open our
eyes. They waited and they gave us
our space.” – Natalie

to hold herself back to keep from being
a broken record. “You get that dōTERRA
mind—‘There’s an oil for that.’ Everybody
gets it. All these people start popping into
my head that I can help. It’s one of the
neatest things.” She says no share is ever
wasted. One man her mother shared with
four or five years ago just recently called
them to sign up as an IPC.
Natalie says, “You never know how long
ago that seed was planted and if it will
take fruit later on, but we always keep our
mouths open, and then the opportunities
are endless.”

“Working with
people is my business
now, working with
their strengths and
understanding that
time is important.
There’s a respect
there, there’s a
trust that we have
to build, a rapport.
Everybody goes at
a different pace.”
– Jesse

Consistent Classes:
The Hills’ schedule for supporting and educating their team

“dōTERRA isn’t everybody’s number one yet, but if they have the opportunity
to come, they always know it’s the same time, same place, same day. That
way, they can come when they can and they don’t have to memorize all these
different schedules.” - Natalie
 
Product education classes: Every Tuesday morning and evening during the

school year. “They’re the same day, on the same topic. One for people who
need to come in the morning, like people with kids, and one for people
who work or prefer the evening.”

 
Business training: “We’re just getting ready to start a weekly business

training on Saturdays.”

 
Quarterly event: “During the day we have two rooms. One is a class for

new people that’s all about dōTERRA and the products, and one is for
more business education. In the evening, we have special speakers and
inspirational presentations.”

 
Recognition night: “We recognize leadership and advancements.”

www.doterra.com
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“I just keep going in my business, having gratitude for
people in my group and for dōTERRA for their support
and cooperation. That is the reason for my success.”
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A Life of

Gratitude
S

hoko Matsuyama was hesitant to join
when she first came across dōTERRA,

but then she learned the mission of the
company and that left a deep impression on
her. She says, “While studying the different
products that dōTERRA offered, I learned
of the high quality of each product.” This
motivated her to share the products with
everyone she knew.
When she started her dōTERRA business,
she did not have a deep understanding
of essential oils. “Since I’ve been a part of
dōTERRA, my world has expanded. I was
able to listen to wonderful stories from active
leaders who conducted seminars. I have
proactively attended seminars around the
world and learned a lot from them.” She was
surprised to learn about how the oils are
used differently all over the world from the
way they are used in Japan. She says, “These
experiences have been very beneficial in
keeping me active with dōTERRA.”
Personal communication has been really
important to the success of her business. She
says, “There is a saying in Japanese that goes:
‘Eyes can speak and eyes can understand,’
which basically means that we can

"While studying the different
products that dōTERRA offered,
I learned of the high quality of
each product.”
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“I often utilize the essential
oils in my cooking. I mix it in
spices or sauces prior to
using them, or I mix it in
when cooking rice, stir
frying, or making stewed or
fried food. Since I use it in
so much of my cooking, my
family is absorbing essential
oils without even knowing it.
I think it is a great way to
increase essential oil intake.”

understand each other by just looking into

information be communicated in person.

things that you can do all by yourself. I think

each other’s eyes. It is said that about 55

If I am not able to communicate in person,

it is very important not to forget that many

percent of information is communicated

I communicate with my group over the

people around you are always helping you.

through facial expressions, gestures, looks,

phone. There are also some advantages

Not just with dōTERRA, but in my overall

etc. About 38 percent of information is

to being able to communicate in a timely

daily life I am trying to show gratitude to all

interpreted through pitch, intonation,

manner, so I utilize social media such as

the people I associate with. I want to live

projection, or the tempo of the voice. Only

Facebook, email, and the web in general.”

life well enough to encourage others to

7 percent of information is communicated
by the actual words used. Because of
this, I feel that it is important that vital

She knows she did not achieve Diamond
by herself. She says, “There are not many

support me. I want to become someone
who can make others happy. I want to
become a doer as much as possible.”

Communication:

“Eyes can speak and eyes
can understand.”

58%

38%

7%

58 percent of information
is communicated through
facial expressions, gestures,
looks, etc.

38 percent of information is
communicated through pitch,
intonation, projection, or the
tempo of the voice.

7 percent of information is
communicated by the actual
words used.

www.doterra.com
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DC FAQs

Diamond Club FAQs

Get answers from corporate representatives and recent Diamond Club participants.

What is Diamond Club?

Diamond Club is a program focused on developing new
leaders. dōTERRA partners with top leaders in the field to
sponsor up-and-coming qualified leaders as they travel to
build their teams. Participants receive special incentives to
promote at their events.
“Diamond Club has the potential to completely transform
you, your team, and your business in a way that nothing else
can.” – Emily Wright

“I looked at each of the Diamonds, Blue Diamonds, and
Presidential Diamonds in the company and after doing a little
research I was able to find out that nearly 75 percent of the
Diamonds and above in the company had participated in
Diamond Club. I knew that if I was going to join their ranks I
had to follow in their footsteps.” – Nick Killpack

What do I need to do if I’m in the program?

Diamond Club has a few simple requirements:
1. Hold four out-of-area events each month.
Why would someone choose to participate?

2. Hold two home-area events each month.

Diamond Club reimburses IPCs for their travel to build areas
away from their home. The extra financial resources available
in this program enable them to reach more people and
develop areas they wouldn’t otherwise be able to build so
quickly.

3. From those events you need to have 18 enrollments each
month (these do not need to be personal enrollments).

“We decided to do Diamond Club because we saw it as a way
to get rapid growth within our business.”
– Damian & Jenna Fante

“I loved educating people and showing them alternatives
to the traditional medical model for illness and I wanted to
share that with everyone I met. I saw Diamond Club as a way
to help me travel to my growing team outside of my home
town.” – Judy Cruden

What are some of benefits to doing this
program?

Aside from the obvious financial reimbursement, this program
builds leaders. Diamond Club participants grow personally
while they help develop the leaders on their team. In the last
Diamond Club, we had 216 rank advancements.
 formed lasting friendships with those on my team that I
“I
would have never had the chance to meet otherwise. My
team doubled in size, my paycheck tripled, and I advanced
two ranks.” – Bebe Mcfall
“I liked teaching others how simple it was to hold a class
or event and watch them begin to take control of their
businesses.” – Hayley Hobson
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How can I be successful in Diamond Club?

“I knew that if I truly wanted to help my team grow and
become a better leader myself, I was going to need to stretch
outside my comfort zone, leave my family for periods of time,
and become the leader that my team needed me to be."
– Judy Cruden

“Having the ability to give away free oils as incentives is
always nice.” – Damian & Jenna Fante
“By stretching yourself you really grow. I felt I was just fine
as a person, but now I look back on my dōTERRA travels
and there are so many adventures I have had because of
Diamond Club.” – Priscilla Messmer


“You must get your team members involved. You want to
support them while teaching them how to lead their teams.
Make sure that within a short time they are teaching their
own classes and you are there to support them; not carry the
entire load.” – Bebe McFall

“Go into each event with the intention to serve others and
to teach the gift of essential oils. If you are in love with
dōTERRA, that energy will emanate and others will follow
your lead.” – Hayley Hobson

“Make a vision board of what your dreams are for Diamond
Club. Have a family meeting to get them all on board. Plan
and work with your leaders to fill your schedule for every trip
you make.” – Judy Cruden

Is Diamond Club hard?

This program was not designed to be easy. It takes hard work,
dedication, and sacrifice. You’re going to get out of it what
you put in.
“The hardest part for me was being away from my family
every weekend, but—there is no question in my mind—I
would participate in Diamond Club again.” – Nick Killpack

“We knew that in order to reach our goals we had to dig deep
and maintain a high level of intensity for the entirety of the
program. It just plain works as long as you commit, but that
meant less time for everything else in our lives.”
– Damian & Jenna Fante

“Be happy. Put your head down and just work because you
love what you do. Love the people you work with and have
true passion for what you are selling. Also, take enough time
to train, spend as much time as possible with them on every
trip. Train, train, train your team! If you think you trained them
enough, go train them so more!” – Molly Dayton

The next Diamond Club will run from
February 2014–May 2014. The qualification
period to participate in this session is
December 2013. Talk to your upline leaders
if you have interest in participating in this
program! Also check out www.doterra.com/
diamondclub for more details.

www.doterra.com
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Global Opportunity
W

hen Howard Nakata first heard

he saw. “Dr. Hill actually went in and

and our job is to make sure we know

about dōTERRA, he was already

hands-on worked on people. This was

enough about the oils to give the right

involved in another health and wellness

an owner! That was very touching, and

information to people.”

company and was unfamiliar with

I knew that he represented a group

essential oils. He was, however, excited

of people that had the heart to serve

by the growth dōTERRA was planning

people.” This increased his conviction

in Japan. Having grown up in Okinawa,

and pushed him to build his business.

Howard was excited about the prospect
of doing work there and eventually living
there. It was later that he started to
learn about the quality of both the oils
and the company.
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For Howard, it’s just as important
to talk to people about the financial
opportunity that dōTERRA offers as it
is to talk about the products. He says,

Howard soon realized the importance

“People do have a need financially,

of educating his team on the products.

but they’re not always comfortable

He says that with other network

talking about that.” Having been

marketing companies, you can know

through financial difficulties himself, he

a minimal amount about the product

knows how hard it is to talk to people

Dr. Hill came to Hawaii to do an

and still succeed with the business.

about what you’re going through. “I

AromaTouch technique class and

With dōTERRA, it’s different. “There

always bring up the challenges that I

Howard was impressed with what

are many people looking for hope,

had financially so that those who are

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

“dōTERRA was the right company with the right product. It was what I was looking for.”

1

Change your mindset. It’s not
about you, it’s about your
leaders.

2

Don’t Give Up!

When things go wrong and a
distraction comes along, put it
aside and keep going.

3

If somebody calls you and
wants to quit, instead of
getting upset, stay calm
and say you’ll talk to them
tomorrow.

4

Don’t let it get to you, stay
focused, and things will
work out!

“I just share my experiences, and I look for people
who have circles of influence. If the product makes sense then
the business side will be great for them.”

going through similar challenges will feel
comfortable coming to see me later.”
He tells his leaders to do the same.
He knows that in Hawaii, it’s important for
everyone to work together, even crossline.
“I highly recommend not turning away
from people outside of your organization.
For those who are in a localized area
where they’re isolated, working together is
critical to achieving a higher rank.”
Most of all he’s excited about all of the
opportunities to expand globally. “The
exciting part for me with building a team
outside of Hawaii is that anybody who
chooses to will have an opportunity to
build a business all over the world.”
www.doterra.com
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From Builders to Leaders
L

ynn and Craig Gines started using

their good friends, Patrick and Allyse

being builders to leaders and eventually

dōTERRA before there was a

Sedivy, signed up and started to train

to teaching other people how to be

them that their business got going.

leaders. The two things they tell leaders

dōTERRA. Their good friend brought
them unlabeled bottles and they started
using essential oils and seeing results.
They went to the very first meeting with

qualified for Diamond club, and that’s

are to be consistent and to never quit
on a bad day.

what really changed everything. Lynn

They also make sure to take time to

called up friends and family outside

mentor their team. Lynn says, “The ones

of their area and asked them to host

that really want to hit it big, I will take 60

a class. Ten people came to their first

days and personally mentor them. They

class, seven of them signed up, and five

have to call me every day at a certain

booked classes. It just kept going from

time of day and I do the training on how

“We had no idea how to sell it or how

there. Craig says, “Diamond club kept

to get going on their business.” Those

to talk to people,” says Lynn. “We had

the momentum going.”

who are less motivated come to her

Dr. Hill when the company didn’t even
have a name. When dōTERRA opened
its doors, they signed up to use the
products but weren’t interested in the
business opportunity.

never really done any kind of network
marketing. We didn’t get into the
business for quite a while.” It wasn’t until
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Within the first few months, they
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Lynn and Craig’s team more than
doubled in size during this time, and
they found they had to transition from

presentations and gradually contribute
more and more until they are ready to
do it on their own.

“I believe that anybody that is committed and moving forward
will be successful. I can’t say the time period, but I know
that they can be successful in dōTERRA. dōTERRA has all the keys
you need to have a very successful business.” – Lynn
Lynn says the business changed for her

they believe the oils work, they can

when she removed the pressure to buy

sincerely share them with others.

and realized these oils were something
people needed. She says, “We will wait
in the car for a minute before we go into
a class and we will say, ‘I believe that all
of these people will benefit from what I
have to teach them tonight.’” Because

Lynn says, “I wasn’t sharing for the sake
of my commission or for whatever
I needed. When I took away that
selfishness and instilled the belief that
we were going to help people, that
changed our business.”

How to help people make a
purchase:

1

Don’t have the mindset of
selling; go in believing it’s a
product that will benefit their
life. “If someone in this class doesn’t
get oils in their home, then we failed
them because we know how effective
they can be.” – Craig

2

Get them to a class. “If
they come to a class,
they’re learning in the best
environment.” – Lynn

3

Focus on individual needs.
“We don’t want to put
someone into one box kit
when they don’t need that. When
people see that we really care about
what they’re getting, it’s just, ‘Which
oils do you want?’ and ‘This is how you
get it.’” – Craig

4

If they don’t purchase at the
end of a class, follow up. “A
lot of times we’ll follow up
with them in the next day or two, and
then they’ll probably still sign up.” – Lynn

“It was really important for us to help
our kids see what we were trying to
do, because all of a sudden mom and
dad were gone almost every night of
the week. We found a way to get them
onboard with what we were trying to
do, why we were doing it, and what
was in it for them.” – Craig

www.doterra.com
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“I think everybody needs to
look at their why. Do that
quite frequently because it
changes over time. One of
my whys is my love for the
oils and what they can do for
people and the other is our
financial goals.” – PJ

A Collaborative Approach
W

hen PJ Hanks started selling

Her husband, Cliff, has supported her

sure to work together as a team. “We

dōTERRA essential oils, she

100 percent while working at another

bounce ideas off of each other. We

wanted to make sure she knew about

job full time. PJ says, “We’ve been

look at what needs to be done and

what she was selling. She received her

married for 26 years. Throughout

we decide who’s best suited for that

natural oils certification from a local

our life, in our work and volunteer

particular task. It’s a collaborative

university in order to increase her ability

obligations, it has gone back and forth

approach. We see who has the best

to help others understand essential oils.

as to who does what or who takes care

talents in each area.”

PJ knows it’s not her knowledge about

of what. We just work to be successful

essential oils that matters most, instead

in whatever we’re doing.” As she has

it’s sharing the experiences she and

gotten busier with dōTERRA, Cliff has

other people have had with the oils. She

started to help more at home.

says, “It’s not about all the facts in all the
books I’ve read, the research I’ve done,
or the classes I teach. The best thing I
can do for people is to hear their stories
and share.”
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They work to bring the same unity to
their team through weekly webinars
and continuing education classes. PJ
says, “We have the attitude of helping

The Hanks have owned their own

one another, trying to help each other

business since 1989, so they’re used to

grow, and seeing the good in each

working together and had a business

other—even cross team. I think that is

structure set up when they joined

something that always comes back to

dōTERRA. Cliff says they always make

you in a very great way.”

“We just have great leaders who also have the same desire to grow their businesses.
We have a fabulous team that we work with, and we love working with them. They are motivated and
committed as well. It takes a while to find and develop those kinds of leaders.” – Cliff

How do you know they’ll be a good leader?

1
They have initiative. “They
either have their own
businesses already or they do
things to develop themselves.”

2
They have a big circle of
influence. “They already do
things where they’re making
changes in people’s life.”

3
They have desire. “Maybe they
don’t have a lot of leadership
experience, but you can work
with those people as well. It
takes a little bit longer, but you
can help them and encourage
them and over time they
can develop those skills and
qualities they need.”

PJ encourages her team to find a little
joy and love in their lives every day, and
tries to do the same herself. “Schedule
the time to do something with your
family and friends or it just doesn’t
happen. We all love dōTERRA so much
it can consume us. Remember the
importance of having some fun and joy
in your life.” She also knows that some
of the wisest words she ever heard
were, “There are times in your life when
you are purposefully out of balance to
reach a higher goal.” She knows as she’s
openly communicated with her family
and her team, they’ve been able to
accomplish their goals together.

“Stick with the program that’s
already there. Create a system that
replicates, and just stick with it.
Have that determination that even
when it gets hard, you’re going to
finish the race.” – PJ

www.doterra.com
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Go Big

or
Go Home
E

mily Hanson’s only regret from
when she decided to join dōTERRA

is that she didn’t decide to “go big or
go home.” Some of her friends were
going to an essential oils class and she
decided to go with them. “Honestly,”
says Emily, “I wasn’t overly impressed.
It was just foreign to me.” At the end of
the class, everyone was backed up at
the computer trying to sign up. Rather
than wait, Emily went home.
But her curiosity didn’t end there. “I
started doing some research. I think it’s
respectful not to be an impulse buyer,
and so I did a little bit of digging. A few
things caught my eye and I started
with a small kit.” Today, she wishes she
would have gone all the way.
Several months later, Emily was
listening to some audio books about
setting goals. “One of the points was, if
you’re setting a goal, why stop if not at
the top?” So, before she even had any
idea what it meant, she set the goal for
Presidential Diamond.

“If your family doesn’t see the
vision, they will. Incorporate
them into your goals and
dreams. Help them see what
you’re trying to achieve. “
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“I look back and
I completely
understand why
people are hesitant
to purchase the
first time they
are introduced to
essential oils. They
have to have an
experience.”

Techniques for Teaching Classes
 isten to podcasts on sales
L
techniques.
 eep it simple and duplicable.
K
“I use a flip chart. I run through
it, show the pictures, and literally
just point and read.”

 e ready and prepared for those
B
who come early so you can
connect with them.
If the class is at someone else’s
home, get with them early
enough to get feedback.

Make a connection with people.

 ind out who’s coming, who your
F
audience is, and what would be
best to present for them. “You
don’t want to talk about babies
to a room full of menopausal
women.”
 e confident enough to go off
B
course whenever you need to.

Emily became familiar with the oils by

She learned a lot from podcasts and

Her biggest advice to someone who is

setting them in a place in her kitchen

books on network marketing, including

just starting out is to find someone who

where she would always see them. Soon

the importance of telling at least two

has a vested interest in their success.

she found herself thinking, “There’s an

people about dōTERRA every day and

“Find them and connect with them. The

essential oil for that.” She decided the

always having events to invite them to.

law of association is so important, more

oils were important to share and began

Emily explains, “I think education is the

important than we think.” She helps her

opening her home to classes so she

key. When people are invited to learn,

downline know how vested she is in

could introduce the oils to others. As

it feels a lot different than when they’re

their success and is grateful for those

she got going in the business, she found

invited to buy.” That way they don’t need

who are vested in hers.

that her past experience as a manager

to buy something they’re not comfortable

of a retail store helped her know how to

with, but can start by learning.

work with all types of people.

www.doterra.com
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Put in the

Time
W

ithout knowing it, Hayley Hobson
had for years been building the

ideal network and experience for a
dōTERRA business. She worked as a
yoga and Pilates teacher, a health coach,
and managed a major health club in
Colorado before she joined dōTERRA.
“What I love about dōTERRA is that
I’ve been able to use my background
in everything—sales, marketing,
managing, and my passion for health
and wellness all tie together in this
business.”
Hayley had resigned from the health
club with the determination to start
her own business when she found
dōTERRA essential oils. She loved them
and joined on as a product user before
she quickly discovered what dōTERRA
could do for her business. “In the
beginning, I thought I was just going to
be selling essential oils to my already
existing clients, but now I’ve been able
to use this platform to draw more
people into my business.” She’s found
that she enjoys managing her downline
almost as much as educating people
on a more holistic lifestyle.

“Don’t get discouraged if things don’t
move at the pace you want them to.
Look at the big picture.”
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“I love the support. I really believe that as big as this
company is getting, there’s still an element of family, a small-place
environment that is welcoming and wonderful.”
Hayley has devoted years to building
the following that she has and reminds
her downline that effort is required to
obtain results. “You have to look at it

Stay Connected
“I try to stay in touch with people. I don’t care how many levels down they are, I
will talk to them on the phone and I will teach them what I know.”

like it’s a long-term plan. If you’re not
going to do it full time then you have to
realize you’re not going to get full-time
results. You have to spend a significant
amount of time and be out there in the
community educating people on what
dōTERRA is.”
Hayley, through her experience, has
found that a lot of people are insecure
about selling. “I try to teach people
that you’re not selling, you’re educating.
When you can look at it like that
then you can give people a gift not
a sales pitch.”

Facebook forums:
Available for people to
ask and answer questions
and to relay any new
information. “I have one
for essential oil product
questions and one that’s
strictly business-related.
I am constantly—all day
long—monitoring the
Facebook forums.”

Training websites:
Includes webinars,
explanations on the
compensation plan, and
sample letters to send to
yoga studios, spas, etc.

Weekly leadership
calls: “My whole team
does a webinar or a
phone call every Sunday
night. I don’t care if I’m
traveling or whatever, I
will have that meeting
every Sunday night.”

It’s also important to make sure to
build for rank advancement. “A lot
of people don’t understand that and
instead randomly place people in their
downline. I make sure that people I’m
building under are committing to me,
that they’re going to be a leader.”
When Hayley communicates to her
team about what her goals are, they
can build together in the direction they
want to go.
Hayley always reminds her team to
focus on learning the strategy involved
in building a dōTERRA business.
She counsels, “The biggest thing I
emphasize is being trainable. You can’t
do a network marketing company
without being trained. You can learn
the oils by osmosis, but you have to
learn how to do this business if you
want to succeed.”

www.doterra.com
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A Positive Difference
L

aura King was involved in another

The difference with dōTERRA is that the

After listening to the Presidential

direct sales company when she

product is unique. “It was so easy. Once

Diamond panel on the leadership

signed up for dōTERRA. She sold lotions

you break down the walls that people

cruise, her husband Shawn joined her

and spa products and only intended

have towards learning something new,

in building the business. They decided

to use the essential oils for her and

the oils are easy for everybody to use

to work together toward reaching

her family. She didn’t think other

and then see results. I feel like I actually

Diamond. Just recently, Shawn was able

people would be open to using the

help people and I’m not just helping

to quit his full-time job to support his

oils. Then, when she went to parties to

myself.” With dōTERRA, she’s meeting

wife at home and with dōTERRA.

sell her lotions, she would find herself

people’s needs so she doesn’t have to

automatically sharing dōTERRA.

pressure them to buy.

She says, “Soon enough, they did
not want to hear about the lotion,
all they wanted to hear about were
the essential oils. Eventually we just
switched over and that’s what all my
classes became about.”
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“We know only too well that
what we are doing is nothing
more than a drop in the ocean,
but if the drop were not there,
the ocean would be missing
something.” – Mother Theresa

As she has built her dōTERRA business,
Laura has learned to be patient with her
team while consistently doing what she
needed to grow. “I did not over-push
them, but in that patience I still did
the core activities that I needed. I kept
recruiting and finding more builders and
working with them. If I would’ve just sat

“The unique thing about my classes is that I don’t talk the entire time. It’s very interactive.
I’m constantly asking the class questions. I feel like the more they are talking, the more they’re buying,
because they’re thinking through the answers and describing their problems.
All I have to say is, ‘I have a natural solution for that, would you like it?’”

around and waited for them, I would have
never moved forward.”
She has learned to write a creed with
her leaders so that they know what she
expects of them and what they expect
of her. “I’m going to be there for them. I’ll
answer the phone when they call, and they
have to do the same for me. I understand

Balancing Work and Family

“While I was building my business, I kept thinking
that I was going to be in this journey for a really
long time, so I better start enjoying myself and
implementing some structure.”
 T
ime management: “I get up before my kids get up and I do my business
then and I stay up when they’re in bed.”

they may have a bad day, but they’ll still
communication.”

 M
ake rules for when you’re working: “They know before 10 a.m., don’t ask
me to do something.”

She believes strongly in repeating positive

 Respect their time: “I turn the phone off when it’s time to focus on them.”

talk to me about it and we’ll have open

affirmations each day that help her
remember who she is and who she can
become. She says, “Goals are so far in the
future, they almost seem like a fantasy

 K
eep it organized: “I lose track of stuff, so we have a bulletin board that
shows me how many times they’ve asked me for something, like a sleepover,
and they have chore charts."

world that you’re not really a part of. But,
when you have affirmations about who you
actually want to be on a daily basis—that
makes all the difference.”

“I really truly believe my kids are very fulfilled
and they understand my role.”

www.doterra.com
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ELEVATE 2013

Top 15 things you may have missed
1

Convention Attendance

3

dōTERRA Quarterly Sales Growth Since Inception

Convention attendance 2008:
350 people
Convention attendance 2013:
12,000 people

2

Convention Employees

Employees at Convention 2008:
8
Employees at Convention 2013:
775
YEAR 1

6

Shipping around the World

We are open or directly shipping
to 40+ countries, 60+ countries
represented in Global Access, and
over 100 countries using dōTERRA
essential oils.

7

YEAR 2

YEAR 3

YEAR 4

YEAR 5

Lavender Fact

1 acre of lavender = 528 bottles of
15 mL Lavender.

8

Jasmine Flower Fact

1 person picks approximately 30,000
jasmine flowers per 5-hour shift,
enough for a 15 mL bottle.
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from Elevate 2013 Convention:
4

5

Our Commitment to Inventory

Company Profits

New Products

100%



Juniper Berry essential oil

Income Taxes

(40%)



Cedar Wood essential oil

Inventory

(52%)



Pink Grapefruit essential oil



On Guard soft gels



DigestZen soft gels



Slim & Sassy V Shake



On Guard Laundry Detergent



Reveal Facial System



Aroma Lite Diffuser

Balance

9

8%

Lemon Sold

August 2008

8,039 bottles

August 2013

83,102 bottles

10





Healing Hands as of 2013

$170,000 principal fund
$850,000 loaned
3500+ individual loans
99%+ loans repaid

13

What Does CPTG Mean? We:

Find the source
 Harvest the plant material
 Follow proper distillation methods
 Analyze the chemistry
 Handle and produce the oil properly
	Provide the highest quality
essential oils


11

Lifelong Vitality

dōTERRA in-house study 2013 shows
that Lifelong Vitality performs clinically.
Benefits: more energy, enhanced
immunity, improved mood.

14

Succcess

“Defeat is just a
rehearsal for success!”
– Rich Higbee,

VP of Sales, US & Canada

12




What is an Essential Oil?

ONLY Volatile Aromatic Compounds
The RIGHT Aromatic Molecules
Potent CONCENTRATION

15

The Challenge to You:

Become educated
	Share what you have found,
fearlessly and confidently
	Maintain the soul of a small
company
	Bless our families and other families
throughout the world


www.doterra.com
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From Impossible to Simple
“Things that seem impossible are only

sound too easy. You talk to people

items that make a huge goal become

impossible until you do them the first

every day about essential oils, you teach

achievable. “People say, ‘I have a goal

time. After that, the impossible becomes

classes every week about essential oils,

to be Diamond,’ but what does that

achievable and, with continued work,

and you use essential oils every day.”

really mean?” asks Tony. “Instead of just

it becomes simple.” – Tony

A
“

fter her husband Tony went on
a three-week work trip to North

Dakota, a 13-hour drive from their home,
Aimee McClellan found her motivation
to build a dōTERRA business and make
enough income to bring him home.
“One of the reasons we did this together
is we like being together,” says Tony. “We
try to do as much as we can together.”
Today, they have found success by
doing the simple things every day, over
and over. Tony explains, “The answers
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Tony and Aimee keep their team motivated
by sitting down with them and finding
out their goals. Tony says, “If you can
keep people focused on their reasons
for wanting to get involved in this, then
you can work through the hard days
because you’re focused.” It’s important
to find out how much time or freedom
they are looking for, how much income
they want to earn, and how much time
they are willing to invest in their business.

having a goal to be Diamond, you have
to have a goal to teach so many classes,
give out so many samples, and help so
many leaders. Break that big goal down
into smaller goals that you can work on.”
It’s important to recognize your leaders’
achievements when they reach them,
explains Aimee. “We need to build
them up and give them support and
encouragement, because their success
becomes our success. They need to

Tony says he has his team break

feel like they’re important to you,

down their goals into tangible action

because they are.”

“There are billions of people in the world, and they don’t all have d TERRA. Whether you have a job
from nine to five or you’re at home as a mom, we all have opportunities to share the oils.” – Aimee

Tony and Aimee tell their team that the
most important thing is to be a product
of the product. Tony says, “Nobody
wants to be sold anything, but everyone
loves to have people share with them.
You have to get to the point where
you would want to share the product
with those you meet whether you got
compensated for it or not, because you
know that it helped you and you know
that it will help them.”
They’ve also learned that when they
focus on attaining a rank they don’t do
as well as when they focus on serving
people. Aimee says, “When we focus on
people, it seems like things just fall into
place. We have to decide that we have
something that’s a gift that we want to
share and focus on how we can serve
people and let the rest just follow.”

Tips for Successful Sampling

1
2
3

Be organized: “Keep track of whom you
gave samples to and make sure you’ve got a
way to contact them. Write down what they’re
using the sample for so you can be specific in
your follow up.” – Tony
Follow up: “Just do it. I don’t think anybody
loves making follow-up calls, but it’s where the
business is made.” – Tony
Make helping your goal: “If you go
into a sales opportunity with an attitude
that you want to help that person, then you’re
not going to be offended whatever their
response is.” – Aimee

www.doterra.com
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Zoo on a Tuesday
W

hen Janelle Parrington went

Before dōTERRA, Janelle and her

Despite her early success, Janelle still felt

to her first class on dōTERRA

husband worked multiple jobs and

like she “ran around with [her] head cut

essential oils, she left empty-handed.

longed for more travel, time, and

off” until she was able to find Diamond

She says, “I really liked them, but I didn’t

freedom. Within seven months of

mentors who taught her and her

believe that they would work.” What

joining dōTERRA, Janelle had completely

husband how to strengthen their team

got her attention was something Jen

replaced both of their incomes.

through duplication.

Garrett, who had taught the class, said:
“How would you like to go to the zoo
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Today, even her four-year-old son can

on a Tuesday?”

“I think the main thing that

recite the steps to building a dōTERRA

you need at any sort of

business. “He says, ‘First you have to

Janelle says, “I thought, ‘I don’t know

event is a diffuser. Put the

use some of the oils, second you have

what world you live in, but we all work

oil in the air so people can

to put the drops on the people.’ We find

on a Tuesday.’ But that opened my mind

smell it. It’s the number one

that that is really key, just opening up

a little bit.” She talked to her husband

attraction. Just diffusing

the bottle of oils and putting it on them

about it and after doing some research,

the oil will always get

opens up the door.”

they decided to purchase some oils.

people into a room.”

dōTERRA ESSENTIAL LEADERSHIP I FALL 2013

“Try to learn as much as you can. Ninety percent of us got into this
business because we love the oils, not the business. Just remember it’s a
process. Surround yourself with successful people.”

Getting to Diamond is as simple as

how many people need to attend those

don’t ever promise any sort of income,

getting 12 Elites, Janelle says. “We have

classes, and so on, until they are able to

but we do promise financial freedom in

found that Elite is our stepping stone.

reach Elite. This technique was what it

the end.” Janelle is now looking towards

If you can be an Elite, you can teach

took to shoot their business forward.

Blue Diamond so her husband will be

how to be an Elite.” They help their
team map out how many kits it takes,
how many classes they need to hold,

Janelle motivates herself and her team
with goals of financial freedom. “We

able to work from home with her. Then,
going to the “zoo on a Tuesday” could
be a reality for the whole family.

The Three C’s of a Good Leader

C

apable

C

ommitted

C

onsistent

“Having an accountability partner is key to your growth.
It’s desire versus motivation. You can desire it, but you have to have
that accountability partner to actually be motivated and achieve it.
You don’t want to let your leader down.”

www.doterra.com

71

ND

R

R

O

dōTE

Stephen & Yvonne Tsai

S

NEW

NEW dōTERRA DIAMONDS

A DIA M

Provide Hope

S

tephen Tsai believes that direct sales

and energetic. He says that he looks

Successful follow up should be done

is one of the best ways to serve

younger and feels better. Today he and

with sincerity and empathy, and it will

his family regularly use the products.

happen within 48 hours. Following

others. He says, “Direct sales provides
a personal touch. You help others
solve their problems and get paid for
it.” He had been involved in another
direct sales company when he found
dōTERRA, and saw immediately that
dōTERRA had everything he required:
great leaders, products, compensation,
and training.
He saw quickly that dōTERRA products
really work and make him feel healthy
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Sharing the product with others is as
simple as telling the truth and sharing
his first-hand experiences. “Find out the

up shows responsibility, that you care,
and that you’re serious about what
you’re doing.

needs and wants of others and what

Stephen only shares the dōTERRA

their dreams are. Then give them the

business opportunity with people who

solution.” It’s also important to follow-up

seem ready for it. He says, “For people

with these people as soon as possible.

who show a resistance to multi-level

“Do it when the iron is hot. Sometimes

marketing, I start serving them with

you should do it on the spot.”

products that help make a difference

Maximize your
1. Social

2. Technical

5

power STEPS:

3. Emotional

4. Physical

5. Spiritual

in their well-being and in the lives of their
loved ones.”
He always shares with people how the
compensation plan is balanced. “People
can make money in the short- and longterm.” He knows that the dōTERRA culture
sets them apart from any other multi-level
marketing company.
Stephen makes sure to communicate
with his team at least every other day,
if possible. He discusses strategy,
performance standards, and goals.
Good communication is honest and
shows unconditional love and support.
It’s important to find people who are
serious about the business and to help
them understand why they want to do
a dōTERRA business. Stephen says he
tries to enroll family members and close
friends first, and then always makes sure
to encourage his downline and share his
passion and his dreams with them.
For anyone who is trying to reach
Diamond, his advice is to focus on action
and results, be driven by your purpose,
and never give up.

H O P E
Your Purpose is to provide HOPE:

Help OtherS Progress Everyday

www.doterra.com
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“I just like to have fun. I’m a little bit obnoxious, and
I’m not afraid to let that out in my classes. If we take
ourselves too seriously, then we just look ridiculous.”
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Uplift

Each Other
S

hauna Wetenkamp wasn’t interested
in dōTERRA essential oils until her

husband pointed out that this could be
a business opportunity that she should
take advantage of. “My husband said, ‘You
should look into this because if you found
something you were passionate about,
you would be good at it.’” As she shared
the oils, she started to see the difference
they made in people’s lives and she
discovered that she loved being a part of
the dōTERRA family.
From the very beginning, Shauna went for
Diamond, determined to do the best she
could. “I seriously just busted it out. I didn’t
let anything get in my way.” She held as
many classes as she could, and made sure
she found value in every one, even if only
one person came.
She admits that at one point she almost
quit entirely. “I hit a low as far as my
morale and energy, but just a few months
after I got over that hump, I hit Diamond
for the first time.” She discovered that
personally developing herself was most
important. If she had a vision of what she
wanted to achieve, that would drive her
will and her desire.
Since then, she has been able to help
her team when they have similar low
moments. “I’m able to let them know
that it’s normal to have a funk. I really
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“I love to get together with my team and spend time with them
outside of dōTERRA. I have fun with all of my leaders because we’re friends.
Even if it’s somebody I didn’t know beforehand, we become friends.”

encourage them to have their moment.

She encourages her team to be

In the end, she knows that dōTERRA has

It may be for a day, a week, or longer—

themselves. “I think a lot of times we

changed her life and she wants to help

take that time, but then pick a day when

start doing something and we want to

others see the same difference in their

you’re going to be over it. Decide to

take on what we think this role should

lives. “When everybody is trying to uplift

progress.” She’s found that it’s really

look like, but really that’s not what it is.

each other, you can’t help but uplift

helped people to allow them to have

People just need to be themselves and

yourself. It has made me a better person,

their down time, but rather than dwelling

let the oils speak, and everything else

a better wife and mother, and a better

on it, to pick up and move forward.

falls into place.”

friend. I’ve been able to help others
because I’ve worked on helping myself.”

HAVE FUN
 I
like to keep my classes fun. One time I stuck Oreos on the white board
used them as my circles to explain the power of three, fast start, etc
 I like to text or Facebook message fun quotes or thoughts to my team.
 I also like to use fun made-up words and extra letters in email, texts, or
Facebook messages like: “spazztastical” or sign it “Shaunaaaaaaaaa.”
 I take my team out to lunch and make sure that we can relate to each
other in our real lives.

“I encourage people to focus on
helping people have an experience
with the oils. It’s very serviceoriented. It doesn’t mean somebody
will decide to buy oils from you,
but you’re helping them. Focus on
serving others and everything falls
into place.”

www.doterra.com
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Rythum of Life
GET INSPIRED

the

By Pamela Smith

I honestly believe that one of the greatest products dōTERRA offers is the
business opportunity. When I enrolled with dōTERRA three-and-a-half years ago,
it wasn’t with the intention of building a business. I’d never done anything
like that before. Since enrolling, I have learned a lot about business, but more about
myself. It has been a wonderful journey. I love having the freedom and
flexibility to build a business in my own way.

I

have a busy family life and am very involved with church
and community service. These are my top priorities.
Fitting in another good thing and working to balance life
has been a challenge and an adventure. dōTERRA has blessed
these other areas of my life immeasurably, and I am able to
accomplish much more because of the added health benefits
that have come through using pure essential oils.
I love the quote by Napoleon Hill, who said, “A goal is a
dream with a deadline.” Another one of my favorite quotes
comes from Neal A. Maxwell who said, “Although goal
setting can clearly be overdone, only a few people are overly
involved with goals and goal setting; most people do far too
little goal setting, including the reflecting that precedes the
setting of such goals.” Setting short-term and long-term goals
is as important to measurable progress as having sails on a
boat. Without them, we lose direction. After goals are set,
they need to be revisited and refined often as circumstances
change and progress is made.
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Each of us has our own unique set of gifts and talents.
Finding, developing, and mastering them is a life-long
endeavor. I have experienced the effects of doing non-essential,
time-consuming things that left me exhausted and unfulfilled
at the end of the day. I believe the most important things we
do are the daily, repetitive things. Even though we do them
every day, it is important to not let them become mundane.
Our lives are built upon the daily tasks that create a rhythm
of life. These tasks may not seem to add up to much at the
end of each day, but over time, the cumulative effects show
gradual and measurable progress toward long-range goals.
Consistent, daily effort turns dreams into reality. When clear
goals unite with good habits, the possibilities are limitless!
I still work daily on my own “rhythm of life,” and I am learning
to be patient with myself as I stretch and grow. The people
in my organization inspire me. They have become my dear
friends as well as great leaders who are rooted in integrity and
goodness. I love seeing them grow and stretch as we work
together to share the benefits of essential oils with others!  

Ideas for goal setting:

Ask

Ask yourself: What do I really want? Coming up with what you want to do, and why you want to do
it, is the first step. Brainstorm ideas and narrow them down. Make sure it is what you really want.

Decide

Decide your reason for doing dōTERRA.

How

How do I get there? I start with a distant date and then work backwards: one year goal, nine
months, six months, etc., down to daily tasks that will bring the desired results.

Daily Tasks

1. T
 ake daily personal time for daily personal or spiritual growth. Studying one hour from a “core”
book helps you to focus on the right things.
2. 	Take care of first things first—for me: family, meals, home environment—and then move to
business. Your focus will be more effective.
3. 	Spend uninterrupted time working on your business. Treat it like a business! Allyse Sedivy
teaches the power of consistently contacting two new people and following up with two
contacts. She has proven that consistency makes all the difference. Great advice!
4. 	Contact your front line and others who may need your help, and make sure they feel supported.
That connection and bond is powerful.

BE

Be teachable. Don’t be afraid to make mistakes, but don’t make needless ones either. There are so
many who have already figured out how to avoid mistakes, and they are willing to help. “Only a fool
learns from his own mistakes. The wise man learns from the mistakes of others.”

enjoy

Enjoy the process! Your enthusiasm and commitment will be contagious.
www.doterra.com
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Recognition

Consultant
double diamonds

FOUNDER USA

Patrick & Allyse Sedivy

boyd & sandy truman

presidential diamonds

FOUNDER USA

James & Roxane Bybee

78

dōTERRA ESSENTIAL LEADERSHIP I SUMMER 2013

FOUNDER USA

ANDY & NATALIE GODDARD

FOUNDER USA

Roger & teresa harding

presidential diamonds

FOUNDER USA

JUSTIN & KERI HARRISON

FOUNDER TWN

STEVEN & MONICA HSIUNG

FOUNDER TWN

NATE & BRIANNE HOVEY

DAVID & TAWNYA HSIUNG

FOUNDER USA

JERRY & LAURA JACOBS

eric & andrea larsen

“I’m so excited to be part
of this company. I believe
in the product, the
people, and I know I
can change my life and
others with these oils."
Susu Erekson

Mark Ewen &
Christian Overton

www.doterra.com
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Recognition

BLUE diamonds

FOUNDER USA

Roman & Corinna Barrus

Chris & Kareena Bracken

Jeff & Cherie Burton

Scott & Rhonda Ford

Marc & Jenn Garrett

Steve & Kristine Hales

Shane & Rebecca Hintze

Paul & betsy holmes

“dōTERRA is an incredible and caring
community! I am glad to be a consultant.
I only wish I would have joined dōTERRA
three years sooner.”
Lexey Gianfilipo

bryan & andrea
huddleston
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Kyle & Kierston
Kirschbaum

BLUE diamonds

FOUNDER TWN

KAI-HSUN KUO &
PEI-LING SU

FOUNDER USA

danny & nicole larson

FOUNDER USA

Justin & Tahna Lee

FOUNDER USA

Robyn Openshaw

Kathy Pace

Terry & Lil SHEPHERD

David & Tammy Miller

FOUNDER USA

DAVE & PEGGY SMITH

FOUNDER TWN

JAMES & CHELSEA STEVENS

John & Kalli Wilson

Jared & Sheree Winger

PEI-CHI YI

www.doterra.com
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Recognition

diamonds

Paul & DelMar
Ahlstrom

Kenny & Rebecca
Anderson

Matt & Kelly
Anderson

Spencer & Kari
Arntsen

Asti Atikinson

“I am teaching my first grandchild
that dōTERRA oils are good for
her in hopes that she reaches for
them first.”
FOUNDER USA

Peter & Susie
Bagwell
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FOUNDER USA

Rick & Hayley
Bammesburger

Denise Macias

Daniel & Christina
Benitez

FOUNDER JPN

FOUNDER USA

Jeremy & Micki
Boberg

Jerry & Brandi
Burdine

Doug & Rachelle
Castor

Rick & Etsuko
Chidester

Greg & Marti
Christensen

Spencer & Brianna
Coles

Joan Coon

Maree Cottam

Becky Cox

Victor & Amanda
Darquea
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diamonds

Lori Davis

Brad & Rosalie
Elliott

Leonie
Featherstone

jeanette fransen

“I am healthier
and more
emotionally
stable when I
use dōTERRA
essential oils. I
love being able
to help my family
and friends with
everything they
encounter.”
Ashlee Miller

FOUNDER AUS

FOUNDER JPN

Asakawa Kazuyuki
& Akiyo Futakuchi

Al & Maureen
Garcia

Max & Cherie
Garrett

Daren & Crystelle
Gates

FOUNDER usa

craig & Lynn Gines

Valerieann
Giovanni

Craig & Sheila
Goodsell

Monica Goodsell &
Louis Fusilier

Debbie Gordon

Curt & Carol Guest

Kirk & Jennifer
Hamilton

Cliff & PJ Hanks

Emily Hanson

Jim & Marty Harger

FOUNDER USA

Ryan & Jenyce
Harris

John & Melyna
Harrison

Garth & Julie
Haslem

Gordon & Julie
Herbert

FOUNDER USA

Terry & Maria
Heuser-Gassaway
www.doterra.com

83

Consultant

Recognition

diamonds

“There are so many things dōTERRA
helps me with. There are too many to
name. I just can't be without them.”
Kim Sones Kimbler

Laura Holbrook

Jim & Lara Hicks

Jesse & Natalie Hill

Hayley Hobson

Benjamin & Stephanie
Howells-Scoville

Nick & Julie Hundley

Jessica Iddings

Arin Ingraham

Kiley & Nora
Johnson

Leland & Robin
Jones

Brian & Rachel
Jones

Jae Hyeon Ju

Joe & Amber Kropf

Jennifer Kruba &
Jeffrey Frey

FOUNDER USA

Rob & Wendy James

FOUNDER JPN

LAURA KING
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Asako Kobayashi

dōTERRA ESSENTIAL LEADERSHIP I SUMMER 2013

diamonds

FOUNDER USA

Laurie Langfitt

Julene Martindale

Nolan & Pat Leavitt

“How do I love
dōTERRA oils?
Let me count
the ways. Suffice
it to say they
have made our
lives so much
healthier and
better overall.”

Heather Madder

FOUNDER JPN

Brett & Brooke
Magleby

James & Cynthia
Maguire

FOUNDER JPN

Shoko Matsuyama

Arita Mayumi

Dena McCaffree

Jason & Sharon
McDonald

Justin & Ashlee
Miller

KC & Jessica
Moultrie

Michelle Vivinok

Tony & Aimee
McClellan

FOUNDER JPN

Howard Nakata

YOSHIFUSA NISHIDA

FOUNDER JPN

KEIJI & EMIKO
OKUYAMA

FOUNDER JPN

Sumiko Nobori

FOUNDER JPN

Jeff & Crystal
Nyman

Riyo Ogawa

FOUNDER AUS

Richard & Jennifer
Oldham

Paula Eckert &
John Overbeek
www.doterra.com
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Robert & Janelle
Parrington

“With dōTERRA,
not only do we
have the power
of healing in
our hands, but
Healing Hands
with dōTERRA
reaches out to
others to help,
and that speaks
volumes for a
company.”

FOUNDER USA

Spencer & Lara
Pettit

Rod & Jennifer
Richardson

Burke & Natalie
Rigby

Casey & Melissa
Robertson

James & Kelly
Robison

Gary & Karina
Sammons

Ryan & Dani Smith

Jim & Tammy
Stephens

Denise Cromer
Lange
Seth & Jennifer
Risenmay

FOUNDER AUS
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ERIC & Gale
Sandgren

Jeff & Diane
Shephard

Samuel & Melissa
Taeu

Bill & Erleen Tilton
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Mark Sheppard &
Rani So

diamonds

“We are truly blessed to be a part
of such an amazing gift. Thank you
to those who were involved in the
creation of this wonderful company.”
FOUNDER USA

Angela Moore-Perman

Betty TorresForbord

Gina Truman

Stephen & Yvonne
Tsai

Kacie VaudreyShober

Sondra Verva

Wendy Wang

Mark & Tamalu
Watkins

JOHN & Shauna
Wetenkamp

Ron & Liz Wilder

Daniel & Amy Wong

KEVIN & Natalie
Wysocki

Joey & Cachay
Wyson

FOUNDER JPN

Yoshiya & Izumi
Yanagihara

FOUNDER JPN

Miho Yoshimura

DIAMONDs not pictured:
Elder Ruan
Ekuseran Yugengaisha

www.doterra.com
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platinums

Erika Butler

Katie Adams

Karen Atkins

Eric & Becky
Barney

Connie Boucher

Brenda Brown

Mark & Romi Clark

Rick & Alisse Coil

Judy Cruden

Curt & Tonia
Doussett

Aaron & Wendy
Frazier

“Truth and integrity are so
valuable, that is why I value
this company so much.”
Waynette VanFleet
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Paul & Stephanie
Fritz

Vince & Teresa
Garcia

Thomas & Amy
Glenn

Melissa Guthrie

Aisha Harley

Jennifer Heath

Jon & Eve Hewett

Brent & Annie
Hone
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Jeffery & Miranda
Hu

bill & Deena
Jordan

platinums

Masami Kawai

Debbie Krahn

Spencer & Reta
Kuhn

Peggy
Langenwalter

Cris & Patty
Martinez

Keiko Marutani

Patti & John
Mason

Aaron & Tonya
McBride

Angela Moffitt

Courtney Moses

Tami Nuhfer

Bernadette
O'Donnell

Cynthia Patience

Frani Pisano

Cindy Price

Joseph & Catharine
Pututau

“The oils
are a way
to achieve
optimum
health and
wellbeing,
truly a gift of
the earth.”

Bruce & Saradel
Ririe

Peggy Keith

FOUNDER AUS

Julie Ann Scott

KIRK & LANA Smith

Tammy Steuber

Wade & Christine
Stolworthy

Evan & Adrienne
Thomas

Sandra Wang

Emili Whitney

Rob Wilson

Adheesh Piel &
Santoshi Stone

Kristi Zastrow

PLATINUMS not pictured:
Ananda Bernstein
Kaori Fujio
Christina Gardner
Yoshihisa Komiya
Carol-Ann Mendoza
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GOLDS

Atanaska Adams

Lori Bacon

Coleman & Hilary
Allen

Neal & Erin
Anderson

Dean & Kathie
Andrus

Janae Arancibia

Ana Leda Arias
Barrantes & Carlos
Gilbert Panigua Blanco

Debbie Bastian

Jennifer Bejcek

Joe & Ashley Bell

Shawna Bielmann

Vera Blouir

Jamie Boaglio

Emmanuelle
Bourbon

Deana Bushman

Heather Carlson

Adabelle Carson

Diane Tenney
Chatterton

Tom & Anita
Cottam

Tanya Cotterell

Tiffany Dahl

“I love how
dōTERRA has
changed our
lives!”
Marie Berwald

Monica
Henderson

Joni Bradley

Carol Colvin
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GOLDS

Shelly Daugherty

Jared & Mindy
Degraffenried

Haley Fachner

Damian & Jenna
Fante

ANDREW & Christy
Fechser

“dōTERRA essential oils help
me help others.”
Susan Jackson Tweedy

Mark & Tiffany
Flake

Marcia Friaca

Nathan & Kristen
Fuchs

Lisa Anne Gafkjen

Wendy Giannuzzi

Katie Glasgow

Rarikkusu
Goushigaisya

Leon Green

Pinghua Gu

Scott & Shyanne
Hathaway

Wayne & Jenna
Henrie

Bryant & Brianna
Hess

Jason & Stephanie
Hill

Holly Hirt

Mark & Patricia
Hoffman

Tanya Howell

Yu Hing Hui

Cynthia Incze

Rose Ingraham

Zia Inman

Scott & Toni
Jaekel

Stephen & Sandra
Jensen

layne & sharon
Jones

Stacy Jones

Colin & Jen Kelly

Brian Kiel

Dominique King

www.doterra.com
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“I like dōTERRA oils because they're pure.
The frequencies and healing properties of
dōTERRA are unsurpassed.”
Dee Schulthies
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Melissa King

Tara Kinser

Chris Kirschbaum

Teresa Koerner

Allen & Heidi
Lafferty

Mary Lagasse

Margie Lash

JAMES & Michie
Layton

Michelle Lebaron

John & Caroline
Lee

Marlies Lee

Diane Lefrandt &
Jessica Smuin

David & Emily
Lesher

Yuen Ming Leung

Jodi Lewis

Shelly Loyd

Lisa Luke

Adele Lurie

Julie Margo

Miki Matsumoto

Jeff & Jennifer
McClure

KEITH & Keri McCoy

Bebe McFall

dōTERRA ESSENTIAL LEADERSHIP I SUMMER 2013

GOLDS

Wayne & Karen
Merritt

Christian & Marja
Neudel

Mitsuko Nomiya

Priscilla Messmer

Austin & Amber
Nordstrom

Judi Minckler

Kerry & Denise
Norris

Scott & Robyn
Mitchell

Anna Offman

“dōTERRA
essential oils
are awesome.
This is a need
not a want. I'd
like to share
this with the
world.”
Bobbie
Rogozinski

SheEn Perkins

Angela
Pijanowski

Shane & Brooke
Pugh

Robert & Donna
Ramos

Perla Ray

Elaine Riser

Janessa Salsbery

Hui-Chuan Scheng

Susan Schiering

Kazumi Sekiguchi

“dōTERRA essential oils have
revolutionized my health, my
marriage, my family, and my life.”
Deanna Johns Nichols
FOUNDER AUS

Nancy Serba

Theresa Soucy

Robyn Simon

Dave & Callier
Steuer

Dennis & Janette
Stevens

Rigel Smith

John & Jennifer
Sorenson

Sheila
Summerhays

www.doterra.com
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Jim & Toby
Swanger

Keri Thompson

Lynn Thompson

Adam & Nikki
Topham

Matt & Alicia
Triplett

Duane & Crystal
Tucker

Lori Vaas

Kate Wagner

Heidi Weyland

Noboru Yamamoto

Hiroko Yamazaki

Fumiko Yoshimoto

Yasunori
Yoshimura

Kendra Young

Tomoko Yutaka

dōTERRA ESSENTIAL LEADERSHIP I SUMMER 2013

golds not pictured:
Kindra Adair
Kelly Alvis
Lizeth Baldemar de Arras
Brent & Kristi Averett
Paul Bergman
Ken & Wendy Berry
Scott & Leesa Bridges
Rachel Brinkerhoff
Tracy Broadhead
Claudia Calderon
Erica & Andrea Campanella
William & Donna Card
Wayne & Maridee Cash
Thad & Kathy Chandler
Yu-Jung Chen
Hsiao Chun Liu
Farrah Collver
Melissa Cook
Durell Darr
Mao Du
Shane & Steffanie England
Keith & Spring Esteppe
Megan Frasheski
Jeff & Jennifer Frink
Eric & Melissa Garcia
Michelle Getz
Erick Gonzales

Lucy Gonzales-Romero
Matthew & Anna Hales
Ryan & Kendra Hales
Allison Hays
Eugene & Diana Henkel
Wai Keung Ho
Robert & Toni Holland
Dena Holmes
Allison Huish
Seiko Ikuta
Carol King
Christie Kirkham
Anne Marie & Shane Klepko
Jenna Krahn
Kuriki Nao
Cynthia Landes
Lois Lane
Daniel & Ronnie Lardizabal
David & Sariah Leale
Janyce LeBaron
Johnathan & Rachel Linch
Nancy Linder
Marie Luebke
Tanya Maidment
Michele Malchow
Anita Marriott
Rumi Matsubara
Yoshiro Matsuda

Terumi Matsushima
Melissa Miller
Robert & Holly Olmstead
Dawn Olsen
John & Amanda Olsen
Tammy Olsen
Sheri Norton
Allyson Phillips
Cynthia Porter
Sherri Price
Nisha Riggs
Ross Rogers
Ignacio Santoyo & Silvia Martinez
Mark & Helen Shaw
Mariza Snyder
Damon & Priscilla Stewart
Julie Stoesz
Yoko Takaku
Gerrie Taylor
Debra Tuttle
Yasuko & Takamori Uetsuhara
Waynette VanFleet
Jennifer Vasich
Michael Vansteenkiste
Brett & Deborah White
Yun Yeh
Kamiya Yoko
Adam Zachary & Nicole Cloud

Recognition is based on the highest rank reached three times in a calendar year and then maintained once a quarter.
Recognition is current as of October 2013.
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