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PRESIDENTIAL DIAMOND

Congratulations on Reaching Presidential Diamond

James & Roxane Bybee
Placerville, CAlifornia, usa

it seemed like this huge obstacle, but it was there that I received
the confirmation that dōTERRA was what we were supposed to
do. I knew it was right. This was how we were going to get out
of debt and out of the trailer. It was on the flight home from
that event that we really pinned down our mission and our why.
It was March, and we decided by July we would be Diamond.
James- We really want people to know how important these
events are. Don’t let a week go by where there’s not an event
you’re attending or hosting. Don’t miss the big companysponsored events, because that shifted everything for us.
How do I balance my life while building a dōTERRA
business?
James- Everybody in dōTERRA goes through this barrier of
balance. They say, “My life is out of whack! I’m doing too much
dōTERRA!” But once you have a why, a goal, and a mission, you
just do whatever it takes. There’s a price you have to pay for a
period of time. There is chaos before there is order. While we
were building our business, I just decided that even though
I was dead tired at the end of the day, I was going to do it
because I was passionate about it. That’s what we did even
though it might mean that we only got four hours of sleep.
We did whatever needed to happen.
Roxane- I feel like balance is a myth. Our expectations of what

“dōTERRA is a personal development program wrapped up in an essential oil company.
Literally the secret to success in dōTERRA is how fast you can look in the mirror and love
that person and everything that comes with it. It’s not about what anybody else does or
chooses, it’s all about looking in the mirror and how you deal with what you see there.” –James

balance is, is basically that we want to stay in our comfort zone.

How did you get started building

facility. We were looking into different

got onboard. We started sharing with

What’s the secret of your success?

your dōTERRA business?

opportunities to change our situation.

our friends and then some checks came

James- Our story is one of people who

Roxane’s sister, Natalie Goddard,

in the mail. After that, we started getting

found themselves in a place where they

introduced us to essential oils, and

more serious and focused, and Natalie

never thought they would be. That happens

we kept saying, “It can’t be network

started to push us to hit Gold. I think

sometimes. Circumstances take you to a

marketing,” because we had had a

that got us rolling and we were really

place where you are just evaluating your

bad experience years before. Natalie

immersed in it together.

life and you think, “We were going to do

followed up with us two or three times

more. We had big dreams. How did we

and eventually I said, “OK, maybe we

Why are events so important?

get here?” We were looking for ways to

should consider this.”

Roxane- We were Gold when we went to

get out of serious debt. We were living
in a broken down old mobile home,
and we didn’t really know how to get
out. I was working about 60 hours
a week, and Roxane would work a
few days a week overnight at a care

4
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I jumped in and had Dr. Hill at my very
first meeting. He flew out for it…and
no one showed up. We had failed at
everything up until this point, and now
we’d failed at this too. But then Roxane
had some experiences with the oils and

Do you really think that people who have succeeded at this had all
these little time slots all perfectly aligned in their life? I was busy
before dōTERRA and so was James. We had no time. Life will
always feel busy. You just choose where you put your busyness.

James- It’s not like we have some magical thing. We still go
through the same things everyone goes through. We just never
stop doing this. We’ve been through more levels, we’ve been
more consistent, we’ve learned all the lessons, failed all the
ways that you could possibly fail, and we’ve done everything
that you’re not supposed to, which has led us to doing all the
things that you should do. There’s nothing über-special about
us. There are people doing this business much faster, easier,
and more efficiently than we did, but that’s why we love it.

Top 5 Mistakes Everyone Makes:

1

 top sharing with friends and family once you
S
start doing the business. “Initially I called several
people and said, ‘This stuff’s awesome! You’ve got to buy
it!’ Then I decided to do the business and I stopped calling
them. I went out and talked to complete strangers instead
of the people who are close to me because there’s no risk
in that. But, it wasn’t coming from a genuine, authentic
place of sharing. I had to start genuinely sharing with my
friends and family to succeed.” -James

2

	Fire-hosing people with too much information
right away. “You overwhelm them because you’re
trying to convince them instead of letting the oils do the
work. You are trying to do and say everything that the oils
would do.”- James
“ Instead, focus on that person’s need. If you focus on their
needs you show up to serve and not to sell.” –Roxane

3

	Sell someone a kit and don’t set up anything to
move them forward. “When you call someone to
follow up after they’ve enrolled they often feel like,
‘I’ve already bought it, leave me alone.’ We started
doing consults that take place after you sell them a kit,
something that they know about when they get their kit.
Right after enrolling them you say, ‘You’re going to get a
free consult. Let’s schedule that now.’ That way when you
call them, they’re already planning on it.” –Roxane

4

	Don’t think about people when you build.
“It was something we didn’t pay attention to as
soon as we should have. You need to say, ‘We need
leaders, how do we select them?’ instead of, ‘We need a
structure, let’s build a structure.’ We started focusing on
our Power of 3 instead of focusing on the people who
would help build that Power of 3.” –James
“When you really care about people, then you’ll care about
their life. There are people on your team who will need the
income; focus on how you can help them instead of saying,
‘OK, Power of 3 works like this, how much do you have on
your LRP?’ If you’re really getting to know and working with
your leaders, it comes back to you.” –Roxane

5

and get our kids taken care of. At the time,

can obtain. It may not be in the same timing, but you can do it.

I remember thinking, “Is this going to

Roxane- I would do it again even if it was 10 times harder.

	Don’t focus on creating relationships with
your leaders. “We always focus a ton on, ‘What is
that person’s why?’ If you don’t know your leaders’ why,
then that is the reason that you are not growing. You’re
doing it for you and not for them.” –Roxane

even be worth it?” It was this big process

Whatever it is that is going to be your challenge, just face it and

for us to just go to that one day. I remember

“You have to learn everybody’s different hot buttons, love

go through it, because it’s worth it in the end.

languages, and personality types.” –James

our first Leadership Retreat in Utah. It was
so hard for us to fly out for that event

You can come from any place and if you find your why, be
consistent, and never give up, you will obtain what anyone else

www.doterra.com
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Open the Possibilities

“One thing I love about d TERRA
is the people I’ve met through this
business who have become my
best friends.”

business, she had several people on her
team say they wanted to take December
off because it was so busy. Lori agreed
and quickly regretted it. “When January
came and it was time to start back
up, we couldn’t gather anybody back

F

ive years ago, the economy crashed
and Mike Davis’s contracting business

was hit hard. He went to his wife Lori and
told her she would have to go back to
work as a speech pathologist. After

around. They wouldn’t get going. That
really killed our business.” She learned
you can’t take time off in this business,
especially when the momentum has just
started to build.

contemplating the matter, Lori felt strongly

She also learned the importance of

that she wasn’t supposed to return to work.

sticking to a schedule. Early on, she

She didn’t understand why she felt this way,

planned out regular events and trainings

because they really needed the money.

and made sure every one happened.

Around the same time, Lori had a friend
approach her about creating a network
marketing business together. They had
tried others before, but wanted to try again

“If no one showed up to an event but
IPCs, we went ahead and turned it into
a training. We didn’t cancel it. If we
planned an event, we did it.”

with a company in the natural health industry.

When she first started growing her

They had already settled on one when they

business, Lori made sure to put in

heard about dōTERRA. Lori says, “My friend

the sacrifices necessary to build a

called me up and said there were two ladies

strong foundation. “We were struggling

coming down from Salt Lake to talk about

financially in the beginning, but I realized

essential oils. She asked if I would listen.

I needed to put money back into my

I didn’t know very much about essential

business. It was hard. There were

oils, but I had heard good things, so I said I

bills that needed to be paid, but I felt

would.” After listening to the presentation,

strongly that if I put time and effort into

Lori and her friends immediately decided

dōTERRA, it was going to pay off for me

that this was the company they wanted to

in the long run.”

join, and the rest is history.

And it did. “Now my income is at least

Before getting into dōTERRA, Lori had

five times more than it would have been

learned from her previous network

if I had gone back and worked as a

marketing experience the importance of

speech pathologist. dōTERRA has opened

being consistent. While running her other

up possibilities for me. It has been one

How to Deal with Conflict as a Leader:
“In this business, you’re dealing with a lot of different personalities and
some are not always easy to work with. Issues come up, and you have to learn
how to deal with people in a proper manner.”

be kind. “When

people are upset with
me, I listen to them
and see what I can do
different.”

Have a thick
skin. “People get

upset with you.
They just do. I had to
learn to deal with that
professionally.”

Don’t create
more issues.

“Come back to them
with compassion and
understanding that this
can be frustrating, and
help them know how
to handle it.”

of the greatest blessings in my life.”
“My husband warmed up to dōTERRA
once he saw the difference it
made. He’s becoming much more
involved. He loves it. He realizes the
possibilities it has opened up to us.”

6
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“All five of my children are IPCs and one of my sisters is
actually on my frontline. All five of my siblings are very supportive.
I love being able to work with my family.”
www.doterra.com
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Rick & Kathy Hunsaker
Las Vegas, NEVADA, USA

“Kathy puts her whole heart into whatever she
does. I knew when she started dōTERRA that
whatever she did she would do it 100 percent,
and she would make it work.” – Rick
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M

Health
in Every
Aspect
K
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NEW dōTERRA DIAMOND

Make a game plan.
Have your goals in mind.
Create a vision board and
don’t give up. You have to
find a least four people
and help them get to at
least Silver.

Identify people.
Put them in a proper
category. Don’t try to make
them into something they
aren’t. Determine if people
are account holders, oil
users, sharers, builders, or
leaders.

Communicate.
It makes a big difference to
have good communication
with your team. Evaluate
them without pressuring
them. Find out what their
needs and goals are.

Don’t reinvent the
wheel.
People have already
perfected this method to
make sure anyone can be
successful if they follow
the simple, daily tasks and
really care about people.

athy Hunsaker had been involved in

Balancing those two different viewpoints

tutors them and reminds them of the

The Hunsakers have seen dōTERRA

several other businesses before she

makes all the difference.”

benefits that they can receive.”

make a difference in their lives that

As Rick has tried to learn the back office

Kathy knows it’s important to mentor her

and the compensation plan, he’s seen

team. She calls them every day and makes

that it’s often something not everyone

herself available for their phone calls as

understands. He says, “Even Premiers

well. She says, “Hopefully they don’t have

or Silvers sometimes forget the strategy

to learn from the school of hard knocks

that is involved in taking advantage of

like we did. I love them all. I’m just so

the compensation plan. Kathy often

excited about working with them.”

started doing dōTERRA. She was looking
to replace her income from her current
job, and before long found that she could
make twice as much working fulltime with
dōTERRA. Kathy says, “That is when my
why changed. Before that, my why was to
help people become healthy. That still is
my why, but now I really love employing

nothing else has to date. Kathy says,
“Rick has been a vice president and
I’ve been an owner of companies, and
we’ve never had the self-development
that dōTERRA has offered us. No matter
what you’re dealing with, dōTERRA can
help you with all aspects of your life.”

people. I have an avenue for people to
have a job and make money.”
When she first brought home dōTERRA,
her husband Rick thought she was giving
him snake oil. Rick says, “I saw that they
seemed to improve things, but I still
needed the science behind them to really
convince me that they worked.” It wasn’t
until he went to convention and heard
Dr. Robert Pappas’s presentation analyzing
scientific proof of the oils effectiveness
that he was persuaded. Now, he
contributes to growing Kathy’s business.
Kathy says, “He’s an excellent resource
to help me make decisions, because he’s

“All of our children
have joined us in the
business. It’s been a
joy...The whole family
is involved and it feels
like a family business
now. We’re really
thankful that dōTERRA
has given us this
opportunity.” –Kathy

not as emotional. He helps me keep it in
balance.” Rick says, “When a new person
signs up, it’s a question of what strategy
we should use in deciding where to place
them. She looks at it from a subjective,
emotional point of view, and I look at it
from an objective, business point of view.

8
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Las Vegas, NEVADA, USA

bring your

Team
with you
A

t first, Priscilla Messmer decided to
not worry about hitting Diamond

by the 2013 convention. She thought
it would be better to be recognized as
Diamond together with her downline
leaders at the next convention. But her
upline, Lori Davis, told her, “You need
to be Diamond now so that you can
be a leader and bring your other team
members up with you.”
Priscilla discovered it did make
a difference to be recognized as
Diamond at convention. “It sets you
apart in a nice way. It made a difference
with how my team recognizes me. I
feel more like a leader because I’m
Diamond and the other Diamonds
recognized me as a part of their
leadership group.” She has seen that
it’s easier to lift her team up if she is
first at a higher point. “Now I can use
that knowledge that I have gained to

ND
RA

O

R

E

Jerry & Priscilla Messmer

NEW
dōT

NEW dōTERRA DIAMOND

DI

AM

“I could not have done it without my husband. He has truly been my
best support. He has allowed me to keep going, he encourages me, and
he helps me share. Having his support has been the best thing.”
was immediately impressed by how
good it smelled. That patient was Lori
Davis’s daughter, who directed Priscilla
to her mother to find out more about
essential oils. Lori invited Priscilla to
Priscilla shared the oils with many of
the other nurses she worked with and
saw immediate results.
In her past experience with network
marketing, she had always been her
with dōTERRA, I thought it would be the
same. But with dōTERRA, the ball was
already in motion and all I had to do
was keep it going.” Priscilla discovered
she already knew many people who
were interested in both the dōTERRA
products and business, and it just kept

Offer ways to
stay in contact
with everyone:
Facebook, phone
calls, webinars,
etc.

Make promotions
and other special
offers available to
the whole team.

Don’t leave it to
your upline. Your
team can benefit
from you.

Keep sharing the oils and develop testimonials from
you and from other people. What that does is really confirm
in your heart that you’re on the right track and you’re doing
the right thing. Just keep going a little bit at a time. You’re a
part of something big, something incredible, and something
that truly is benefitting so many people.

going from there.
For a long time, Priscilla was reluctant
to get involved in the business because
she already had a profession that she
enjoyed. Now, she can see that because
of dōTERRA, her world has opened
up. “There’s no way as a nurse that I
could ever be making as much money
as I am with dōTERRA. I love being a
nurse because I’m helping people and
it carries right over to dōTERRA. I’m
making a difference in people’s lives,

She was introduced to dōTERRA

Priscilla knows she could never have

She walked into a patient’s room and

Support your
whole team.
Don’t stop at the
seventh level.

own best customer. “When I signed up

with even more financial benefits.”

care of mothers and infants after birth.

“I think the difference is when you reach out to everybody in your group.
I don’t know everybody in my group, but I still want to be that person they can
come to. I want to stay connected to them.”

events and introduced her to the oils.

help bring my team to where I’m at.”

through her work as a nurse, taking

How to be recognized as a leader

done any of it without her team. “They
are the ones who are going out there,
introducing it to new people, and
following up with their team. When
you have that duplication, that really is

“dōTERRA gives me hope
in my life.”

10
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what drives it. There’s no way I could be
doing this on my own.”

www.doterra.com
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Las Vegas, NEVADA, USA

Share the Dream
“It’s important to plant that seed and
let people know that there is an option
to do dōTERRA as a business. Before,
I was waiting for them to come to me,
and I had no builders. Now, I have more
than 60 builders in my organization.
Just planting that seed in my class has
changed everything.”

J

udy Cruden enrolled so many
people when she first signed up with
dōTERRA that she won second grand
prize for the incentive trip that year.
She says, “But I didn’t have any leaders,
because I refused to talk about the
business in my classes. That was holding
me back.”
At the time, Judy was running her own
tax firm. She was successful at it, but

she didn’t enjoy it. She hoped she could
earn an income from dōTERRA that
would replace her tax business and
still allow her to support her family.
“When I saw that I could replace that
income, I knew I was going to do it as a
business, but I didn’t want people to see
me as the oil lady. I had a perception
issue; I had this block within myself. It
took me two years and two complete
restructurings of my organization before
I realized what I was missing.”
She reached a point where she was
either going to have to reach a certain
level of compensation, or quit dōTERRA
and go back to her tax firm. She started
receiving mentoring from her upline
Allyse Sedivy and saw that she had to
introduce the business opportunity in

her classes if she wanted to grow. She
did her research and came up with
a one-minute speech that she was
comfortable saying at the end of every
class. “It has literally changed everything
for me. We have so many builders now.
My business has grown exponentially
since then.”
Now, Judy teaches her team to find
their builders from the beginning. She
has them make up a list of people and
divide it into two: on one side they list
people they want to share oils with, and
on the other side the people who might
be interested in the business. “If there
are people that you enjoy being with,
that would be fun to do the business
with, or that you know need financial
healing, then approach them first. At

“My family loves d TERRA. We truly are a family that is a product of the product. There isn’t a
product of d TERRA that we don’t use. They are involved in literally every aspect of our lives.”

least find one or two builders before you
start attacking the other list.”
She has learned that she can’t make
people want to do the business, but she
can find people who need the financial
benefits dōTERRA can bring. “I can’t want
it for someone more than they want it
for themselves. I will be their biggest
cheerleader, I will be their biggest
support, and I will pick them up when
they just can’t go any further, but I can’t
do it for them.”
In the end, Judy is grateful that she never
gave up. “It doesn’t matter that someone
else got there before we did. What
matters is that we keep doing those
regular habits that keep us moving
forward. Keep chasing that dream.
The only people that aren’t successful
are the people that give up.”
12
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We basically have three kinds of people who
come to our classes:

1
2
3

Oil users: People who come to learn about
essential oils as an effective, less-expensive way to
take care of their family.
Sharers: People who are thinking of everyone who
could use the oils.
Business builders: People who want to do what
they see the IPCs doing, or who need financial healing
in their lives.

How Judy introduces the business opportunity to
these three kinds of people:
“If you’re interested in learning how to share or in learning about the business
opportunity, please come talk to me afterward. But, what I love about dōTERRA
is they love everybody equally whether you are using the product for yourself,
sharing it with others, or applying the business opportunity. dōTERRA’s mission
is to help one family at a time.”

www.doterra.com
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A Way of LIFE

“dōTERRA has the best products that
truly deliver results, a compensation
plan that pays, and great support
from dōTERRA corporate.”

“Time is one of the most important assets, yet it can so easily be frittered away. Making contact
with a prospect and not undertaking effective follow up is like sand passing through an
hourglass. It is simply a massive time waster and therefore a drain on business growth.”

“Follow up is crucial. We follow-up when the new member receives their order. In addition, we
encourage attendance at meetings to increase the knowledge and understanding of the products.”

M

ark Sheppard and Rani So had

of everyone. We each have various

say, is anyone who applies themselves

been involved in another network

strengths and weaknesses. These

can reach Diamond and earn a

marketing essential oils company

complement each other so together we

significant income.

when they switched to dōTERRA.

are strong and committed.”

They say, “We discovered very early
that the dōTERRA oils and other
products are the very best. We
also strongly felt the integrity of the
owners and the company. We felt
the combination of the products, the
integrity, and the amazing support
from all of the dōTERRA staff would
significantly assist us in growing a very
successful business.”

biggest support for each other. They
are both fully engaged in their business.
strengths. We are completely on the
same page when it comes to our life
and business goals. Our joint desire
is to share dōTERRA for the benefit

Effectively sharing the products

more successful when you have built a

happens when, along with building

relationship with people and know their

good relationships, you are filling

needs. “By knowing this, you can openly

your schedule with continual activity.

and with integrity inform them that the

“Passionately share the products and be

event will cater to their needs.” They also

a walking example of how dōTERRA can

emphasize that it’s important to hold

so positively make you so much more

events weekly to produce momentum

healthy and energetic.”

that will help your business grow at a

Sharing the business becomes easier

As business partners, they are the

“Our relationship is one of our major

Mark and Rani say that events can be

faster rate.

when you fully understand the enrollment

They know that reaching Diamond

process and the compensation plan.

comes from filling your schedule with

“Totally embrace the great benefits of

events, follow up, and leadership calls.

the direct sales industry. Once you fully

Set clear goals and plan the road map

understand and love the industry, your

to achieve the goal. “It has to be your

confidence will flow through to others

passion and purpose. If it is, you will share

and they will willingly be attracted to

no matter where you are or what you

you.” The difference with dōTERRA, they

are doing. It will become a way of life.”

Communicating with your team

14
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1

2

3

4

Speak directly to your team
members. Never rely on
email or other forms of
electronic communication.

People are different and
need different rates of
communication. Establish
regular communication
that is agreed upon and
committed to by both
parties.

Discussion should focus on
motivation and support and
focus on the agreed upon
goals.

Listen to the person’s needs.

www.doterra.com
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ADD A MAKE-AND-TAKE

 The key to the perfect
make-and-take is keeping
it simple enough so that
anyone can do it. Provide
recipes for things that
everyone uses, like soaps and
lotions. They will be sure to be
a huge hit.

Ho w to p ut on a

Make-and-Take Class
By Leigh Anne Wilkes and Katie Clark, IPCs and bloggers

 Just add your favorite scent to a plain lotion or hand soap.
There are a variety of scents that can be used. Try a few
out to see what smells best. Wild Orange is very versatile, is

Adding a make-and-take to your dōTERRA educational classes or
presentations can be both fun and profitable. A make-and-take can be its own
class or something you add on to an existing presentation.

uplifting, has great benefits, and can be paired with just about
anything. Here are a few suggestions:
 Wild Orange + Vetiver
 Wild Orange + Peppermint
 Peppermint + Rosemary

 Lavender + Lemon + Wild
Orange
 Wild Orange + Ginger

No make-and-take project would be complete without a cute
What is a make-and-take?

How does adding a make-and-take to a

A make-and-take is a hands-on activity where your
attendees put together something they can take home with
them to use. Recently, I held a make-and-take as part of an
intro to essential oils class. The class attendees were able
to put together some oil blends in roller bottles and take
them home. It is a great way to get oils into people’s hands
and get them using them right away.

class work?

1

I always charge a fee for the make-and-take. Depending
on what I’m going to make, I figure out the cost of the
container, the cost of the oils, and the cost of the carrier
oil. I use a breakdown of each of the oils and how much per
drop each oil is. This helps me figure out the cost.

Make-and-takes are fun. People like to get involved,
do hands-on activities, and make something useful to
take home.

2

3

3

4

1

Make-and-takes are an extra draw to your
presentation. I have found that people who have
attended the class before will come again just because
they want to do the make-and-take. They always learn
something new, and it gets people using the oils.

Make-and-takes are a great way to give people the
opportunity to try new products. It introduces them to
oils they have never used or purchased before. Hopefully,
they will love them and begin purchasing them on their own.

4

Make-and-takes help educate people on different ways
they can integrate the oils into their daily life.

that are perfect for lotion and soap bottles.
Find editable labels and some of Katie’s favorite
make-and-take recipes at clarkscondensed.com

2

You can collect the fee ahead of time from the people
you have invited. Collecting the fee ahead of time helps
people commit to attending the event, but it can also be
a lot of work. Usually, I let people pay at the class. When
they RSVP, they let me know how many items they want to
make so I know how many materials to have on hand.

What are the benefits to a make-and-take?

label. The pump bottles on the left have an example of labels

For the roller bottle class, I set up areas for each of the
blends. I placed each of the oils used in the individual
blends together along with a tent card that told them how
many drops of each oil to put in the bottle.
I also provided labels for their roller bottles so that
they will know what each one contains.

Customize your make-and-takes to the time of year. An
allergy blend is good to offer in the summer months, and a
cough blend is helpful during the cold and flu season. There
are lots of roller bottle recipes available on the Internet, or
if you have some blends that work well for you—use those!
There are so many possibilities!
Visit Leigh Anne at yourhomebasedmom.com
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Action
plan
I

n May 2012, Leonie Featherstone
took the dive into a full-time dōTERRA

business. She says, “I wanted to show
my team that with an indelible why
and a consistent action plan, you can
achieve anything—in this case, the

person, then it’s easier to tailor your
to them. The business opportunity is
just another product. If seen this way,

“I have been on my own
for 16 years and am used
to single-handedly tackling
business and personal
challenges. However,
18 months ago a wonderful
man, Stewart, came into
my life. While he is not
my spouse in the formal
sense, he is my rock. He is
constantly encouraging me
and supporting me.”

are simply offering people options and
respecting their right to decide which
one they choose.”
This holds true throughout the process,

Connect with each person who attends.

hear what people are saying as it can help

Pass the oils around so people can interact with them.

you answer their concerns or understand
whether or not they are interested.

Share information and success stories about the oils.

ready to take dōTERRA on as a business,

Focus on the benefits of bringing dōTERRA into their lives.

they may still be interested in hosting
a class or purchasing some oils. By
respecting their decisions and where

to your next business builder.”

financial one. She decided she would
walk the carpet at convention as the
leader of a Diamond team in Cath’s

good relationship that could lead you

countless hours and many dollars finding
new leads, only to waste them by not

must be followed up on and nurtured

products and educating people to gain
the most from those products. When
people are empowered to learn how to
use a product and they get results, they
continue to consume and they share
the good news with others. This is the
simple brilliance of our business and
when this effective duplication process
is combined with passion, empathy,

to new enrollments. New team members
regularly so they not only feel cared for,
but receive the information and education they need to get the most value
out of their product. When this happens,
they continue to consume and enjoy
the benefits of the LRP, which is the
lynch pin to a successful business.”
Leonie was able to successfully reach
Diamond in the same way she reached
Elite and every level in between. She
found her why, created an action plan,

and integrity—the sky is the limit.”

and went to work. She made sure to

Leonie knows that one of the most

so they could duplicate her. “Then I

important aspects of sharing dōTERRA
with others is making it about the

dōTERRA ESSENTIAL LEADERSHIP I Spring 2014

Have fun and make new friends!

absolutely crucial throughout the bus-

Leonie had always enjoyed network

thing centers around the efficacy of the

	Help people with their choices, e.g. filling in their account
forms, organizing dates for the next classes, etc.

iness process. “I see many people spend

following up on them. The same applies

a sound business opportunity. “Every-

	Offer the options—the kits, the business, ongoing classes, etc.—
then let go of the outcome.

Leonie emphasizes that follow up is

honor—and she did.

marketing and recognized dōTERRA as

Explain the relevance of the purity and potency of the oils.

Sometimes even though people aren’t

Then her friend and co-enroller Cath

achieve Diamond in addition to her

Steps to a Successful Event

whether sharing or following up. “Really

they’re at, you can often maintain a

she found an emotional reason to

“I proudly use the products and people often tell me they can smell
me coming. I take that as a compliment and it’s a great conversation
starter. I often reapply my oils. I take out my little bag regardless of
where I am and without song and dance apply my oils. Quite often
people will excuse themselves and ask me what I’m doing or if I am
into ‘natural therapies.’ And the relationship begins.”

it can take some of the fear away. We

Diamond rank.”

Rogers passed away from cancer, and

18

time to genuinely connect with each
approach in a way that has relevance

Labrador, Queensland, Australia

A Consistent

M

person you’re sharing with. “Take

show emerging leaders what she did
continued to do classes, share the oils
and the options, and the circle rolls on!”
www.doterra.com
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Oil &
Water

W

hen Jim Hicks says he knew from
the beginning that dōTERRA was a

goldmine, his wife Lara can quickly clarify
that he is obviously joking. “Jim was the
biggest skeptic,” she says. “He called it
‘snake oils’ and thought it was a total waste
of money. It took weeks to convince him.”
It took several “coincidental” experiences
with the oils’ effectiveness on their family
for Jim to be convinced that they really
worked. From there, the Hicks started
telling everyone. Jim says, “Because we
loved the oils, we couldn’t help but tell
people about them.” They had always been
passionate about helping others, as shown
through their nonprofit Thirst Relief that
provides clean water solutions to developing
countries. The oils were just another way
they could help those around them.
“We swore we would never do the business,”
Lara says. “We were never going to be that
weird oil couple.” Jim says they were antinetwork marketing, but after three years
of simply sharing the oils with people they
knew, they one day received a $1,500
check in the mail. Jim realized, “If we can
get that kind of money doing nothing with
intention, what if we were intentional?” He
decided they were going to devote more
time to building this business.

20
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“Oil and water don’t usually mix, but they do in our family.
The oils have managed to combine with our passion to help
bring clean water to the world.” –Jim
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“We exist to transform communities through clean water solutions. These
are long-term sustainable solutions. We believe it’s a hand-up out of poverty
versus a handout. Clean water is the most significant factor when it comes to
ending extreme poverty, slave trade, the AIDS epidemic—everything stems from the issue of clean water. The sickness
that comes from lack of access to clean water makes people vulnerable to these things. We are radically committed to
helping end the world water crisis.” –Jim
For $10 we can
provide someone
with clean water
access for a minimum
of 25 years.

300,000 people have
been served through
our projects.

We have an ongoing
partnership in eight
different countries,
and have been able
to go into nine.

100 percent of public
donations go toward
projects.

Healing Hands
donated $10,000 to
Thirst Relief at the
2013 convention.

For more information visit thirstrelief.org
Not long after that, their nonprofit lost one
of its major donors that contributed to their
salary. The Hicks then decided they were
going to devote themselves to dōTERRA
in order to be able to move to volunteer
status with Thirst Relief. They joined
Diamond Club with the intent of being
Diamond at the end, and they were able
achieve that goal in a stable way. Jim says,
“We’ve been able to sustain that Diamond
status every single month, which allowed us
to return to volunteer status at the nonprofit.
We feel like we really were the winners.”
The Hicks have found that maximizing your
time effectively is the key. Lara says, “You
can spin your wheels and be really, really
busy, but if it’s not in strategic places, then
you’re just keeping really busy.” For example,
instead of holding lots of little classes, she
holds one large class that everyone can
come to. She also makes sure to empower
her leaders to duplicate what she does so
they can become independent.
Jim and Lara are grateful that through
dōTERRA they are able to pursue their
passion of changing the world. Lara says,
“Because of dōTERRA, we are able to run
after our passion for Thirst Relief. That is
truly our calling in life, but if the finances
weren’t there, we would have to be stressed
about getting the funds. We don’t have to
worry about that anymore.” Jim says, “The
oils not only allow us to do what we do
with Thirst Relief, but we also have a longterm vision to take the oils to the nations.”

“dōTERRA has freed us up to do what we’re truly
passionate about, which is Thirst Relief, and now dōTERRA
–Lara
has also become a major passion for us.”
www.doterra.com
21
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We are so grateful
for dōTERRA. It provides
us with the ability to have
improved health, increased
financial stability, and
stronger relationships.
It’s been memorable to
take our family on business
trips and have experiences
together. Our kids love the
oils and have shared with
their friends and others how
to use them.
–Julie

How to more
successfully enroll
at the end of a class:
JULIE:

1

Have enough IPCs to assist

Consistently Build
N

ick and Julie Hundley made their

Having previously worked as a health

been consistent and committed from

first push into the dōTERRA

counselor, Julie saw the value essential

the beginning. Because of this, we had

business when Natalie Goddard invited

oils could bring to health practitioners,

four team members hit Silver at the

them to present the oils at a big spa

so she began to share and her teams

same time when we first hit Diamond.

in New York City. Nervous at first, Julie
agreed to do it. She says, “I remember
walking out of my meeting with the
spa director, and I couldn’t wait to call
Natalie to tell her all about it. I told
her, ‘It is so much fun to share these
products. People love them!’”

grew from there.
She found that things that needed
to happen just happened when her

Our intentionality of where we were
going shifted the energy. It was really
cool to watch.”

team was united in their goal. “Our

Julie is inspired by how well her team

team members all have unique ways of

collaborates and works together to

building the business, and they have all

support each other’s growth. “I have

“I help the team with personal development mentoring. I like listening to people and helping
them push through blocks and identify their motivations. I help people see the big picture of
how to fit dōTERRA into their lives in the best possible way.” -Nick

22
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attendees enroll after the
class. “At the end of your

class, people tend to have a lot
more interest than they let on, but
may end up walking out if there
isn’t someone there to answer
their questions.”

2

Listen to people’s needs.
“Instead of simply telling
people what to do, I ask

questions to figure out what they
need, help them see their options,
and identify the enrollment
package that will best meet their
wants and needs.”

3

Take the necessary time.
“I try to spend time with
people making sure they’re

very satisfied.”

enjoyed supporting each of them

be around.” Nick says, “I think Julie’s

in the ways they’ve requested to

success has come from her tenacity.

help them be successful. Now they

She has stuck to it and is always

are all working toward new ranks,

getting better.”

and it continues to be a fun and
exciting journey.”

Most of all, Julie always tries to make
her business about service. “I make

Julie has learned that finding the right

sure I serve people in the way they

team comes easier when she makes

are asking to be served and not how

her own personal development a

I think they need to be served.” She

priority. “We attract who we’re like,

makes it an ongoing relationship,

so if you want to have a strong and

assisting people with their problems

thriving business, then you’ve got to

one at a time rather than all at once.

be the kind of person people what to

www.doterra.com
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A Life-Changing Opportunity

will go through at least six months
of uncertainty. They will feel afraid,
insecure, and worried about how they’re
going to be perceived. A lot of people

“I love how dōTERRA develops people

are going through that phase when they

into the highest version of who they

start doing dōTERRA, and that’s OK.”

are. That is why I’m here, because I

Heather has found that it’s important for

can give others a powerful tool

new IPCs to work through those feelings

to live as the healthiest, happiest,

and to keep doing the business even

highest version of themselves.”

when they’re scared, tired, or unsure.

W

She teaches her team to live and build
hen Heather Madder’s friend,
Natalie Goddard, gifted her with a

kit of essential oils, Heather quickly fell in
love. When Natalie followed up and asked
her to get on LRP, Heather was hesitant
but eventually agreed, thinking she would

their business in a way that is consistent
with their happiness. “With dōTERRA,
we’re promising a happy, healthy
lifestyle. We as leaders have to live and
build in a happy, healthy way so we
can model that and be true to what we

only do it for a few months before she

stand for.”

had all the oils she wanted. “I’ve never

She stresses that with dōTERRA anyone

skipped a month in four years,” says
Heather. “I had no idea that that little box
in the mail was going to change my life so
completely.”
Heather says she is grateful for Natalie’s
courage and persistence. “She knew
what I did not know—she knew this
amazing journey, the opportunity that was
available, and what was possible for me.
She would not let me overlook it.” From

can create what they desire out of their
life. She has seen that it has changed
her life for the better. “It has opened up
my heart. I was loving before, but I had
no idea how much I would genuinely,
deeply, sincerely come to love people,
feel connected to them, and believe in
them. I can look at somebody I have
just met and hardly know and fiercely
believe in them.”

Natalie’s example, Heather has learned it

Once Heather decided to participate in
the dōTERRA business opportunity, she
went Gold in 22 days using the network
she had from another business. She says
her past business experience taught her
to be confident in the uncertainty of a
new endeavor. “Every new entrepreneur

24
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“I teach all of my leaders and builders to get really connected to their inner
support system and create an external support system to keep grounded and
connected to that empowering network.”
Inward Support: Spend time alone grounding yourself in positive things.

is her responsibility to share the oils with
strength and certainty.

Connect to Your Inward and Outward Support Systems

“In the beginning, my husband
was skeptical of the oils, but over
time he saw the changes in me
as a person and in our finances
and grew to deeply respect the
business. He’s now 100 percent
fully supportive of my d TERRA
business.”

“I spend a minimum of an hour each day in meditation, prayer, visualization,
affirmation, and positive exercise, with uplifting music. I saturate my mind,
heart, and spirit in positive, empowering things. By the time I start my day,
I’m at a high place of energy.”
Outward Support: Surround yourself with empowering leaders.
“When I need extra help, I have seven to ten leaders that I can call at any
time. They help me with my struggles and give me an encouraging word.
If I need any help, I reach out immediately to people that I trust and that are
confident enough to support and strengthen me.”

www.doterra.com
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Fostering Teamwork
W

“I am so grateful for the way dōTERRA has structured their
compensation plan because it fosters teamwork. It works because
people get excited when you’re building under them. Leaders can team
up together with their downline and say, ‘OK, let’s recruit together.’”

hen Cynthia Maguire decided

and she has taught her downline to

to share than the products she had

Working as a team means working

This teamwork environment has had a

to build her dōTERRA business,

do the same. “A lot of people go out

used before, and she quickly saw how

with a lot of different personalities.

positive effect on Cynthia’s life. “I have

she took one look at the compensation

with a shotgun approach and just get

duplicable dōTERRA could be as a

“Personalities are important to keep in

always been a loner. I’m the first person

plan and saw that she needed three

everybody in. This results in 40 people

business.

mind when you structure your team. If

in my family to go to college. I grew up in

I have a person on my team who’s all

a very unhealthy situation. I succeeded,

about facts and figures, I really watch

but I was used to doing things on my

that I don’t put a new person under

own. Because of the way the dōTERRA

them who just wants to have fun

compensation plan is set up, you

and party. That’s been a big learning

have to develop teamwork, and I have

experience for me.”

learned that for the first time in my life.

leaders. “That was my main goal,” she

on the topline. Instead, I’ve taught my

says. “I started thinking of the three

team to hold back a little and get your

people I knew that had influence, that

leaders first.”

really needed the extra money, and that
were outgoing. I tracked down three
professionals that I knew and I said,
‘I have just gotten into this amazing
business, you have to do this with me.’
That was my approach.”

Tahna Lee first introduced Cynthia
to dōTERRA, and for several months
persistently contacted her until she
agreed to give dōTERRA essential oils
a try in her natural pathology practice.
“I started using them on my clients and

Cynthia felt it was important to find her

I got really phenomenal results.” She

leaders before she did anything else,

found the oils to be simpler and easier

Having worked with a network
marketing company before, Cynthia
saw a big difference in the dōTERRA
compensation plan. “I love the way they
pay you more the deeper you go. It’s
the total opposite of the other company
I worked with. They paid you more the
closer you kept your people, but that
doesn’t help build a team. dōTERRA has
such an amazing compensation plan
because it fosters teamwork.”

We have to do it together to succeed.”

Steps to Reaching
Diamond:

1

Mentor your leaders. “I started
mentoring my leaders as soon as
I brought them on. I trained them
weekly and also talked to them regularly,
to make sure they were contacting and
holding classes.”

2

Teach a lot of classes. “I taught
a ton. I was doing one to two
classes a week sometimes,
and sometimes it would only be for two
or three people, but I still held it. If one
person showed up, I was there.”

3

Never stop looking for
leaders. “Whenever I’d find a
good leader, I would plug them
in underneath. Instead of spreading
people out all over the place, I would
tell my leader, ‘Ok, I’m going to build
this one leg for you, and you’re going to
build the other two.’ It gets them excited
and they feel supported. Also, if for
some reason your leader decides to drop
out, then you’ve got the assurance of
another leg that you can make rank on.”

“My husband has been a tremendous
support. I wasn’t married when I got
into dōTERRA, and I introduced an
acupuncturist into the business right away.
Through the process of getting to know
each other, this acupuncturist and I ended
up getting married.”

26
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LEGAL FAQs

A Legal Q&A: Claims
The legal department of the dōTERRA corporate office answers questions
about drug claims.

What is a drug claim?

What agencies govern claims?

What about my right to free speech under

A drug claim is a statement that is intended to diagnose,
treat, cure, or prevent any disease.

There are two agencies that govern claims made about our
products:

the First Amendment?

A quick way to clarify this is to consider whether the
condition is something you would either take medicine for
or see a doctor for. Helping a normal body function improve
is not a drug claim. Picture a vertical line with “sick” on the
left side and “well” on the right.

■

FDA (Food and Drug Administration)

■

FTC (Federal Trade Commission)

Sick

Well

A good rule of thumb is to ask yourself if the
statement takes a person from the sick side
to the well side. If so, it is a drug claim.

28
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The FDA governs the substantive claims permissible about
nutritional supplements. In other words, what you can say.
The FTC governs advertising or financial claims. Their focus
is on whether the advertising is honest. In other words, is
what you say true or is it misleading?

You do have a right of free speech under the First
Amendment. However, that right can be limited if you are
involved in commercial speech. Commercial speech means
you are making a statement in order to sell something
as opposed to making the statement merely to educate
or to comment. If you use a trademark (like dōTERRA or
Deep Blue) in connection with your statement, it is a good
indication that your purpose is to sell the trademarked
product, and you will be held to the standard of the FDA.

The FDA prohibits drug claims about any product except
those who have obtained drug approval through the FDA—
prescriptions or over the counter (OTC) medicines. You may
have a claim that is true, and thus will satisfy the FTC, but if it
is a drug claim about a nutritional supplement, the FDA will
not allow you to make the claim regardless of whether it is
true or not.

The fact that the statement is true does not matter. The FDA
looks to regulate drug claims, not false statements. Even if
the statement is true, you cannot make it if it is intended to
diagnose, treat, cure, or prevent any disease. The same is
true for a personal testimony. If the personal testimony is a
drug claim, the fact that it happened to you personally does
not allow you to get around the rule.

Are there things I can say about the product
in relation to health?

The Dietary Supplement Health and Education Act (DSHEA)
of 1994 created a new category of claims titled structure/
function claims. Structure/function claims strengthen or
benefit the structure or function of the body—a normal or
non-sick body.
For example:
“Treats insomnia” is a drug claim because insomnia is a
disease.
“Helps you sleep better” is a structure/function claim
because normal individuals can need better sleep.
“Treats bronchitis” is a drug claim because bronchitis is a
disease.
“Helps maintain good breathing” is structure/function claim
because normal individuals can still receive help to improve
breathing even though they may not be sick.

www.doterra.com
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“I’ve always been very into the oils, but I’m not at all a business
person. We’re totally opposite in that regard. We balance each other.
I do the oils and he does the business.” –Jenny
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Dream

rank and being a Diamond. He says,

business for the long-term and that

strong leadership structure. “As long

“Hitting the rank means you have a

it was important to not just hit the

as I can see that there’s leadership

whole bunch of volume hitting the

Diamond rank, but to have a Diamond

there, then I just keep driving it down

right spots at any given month, but is

organization.

because it builds a whole bunch of fire

that long-lasting residual income? Did
you create a massive network of people

eth Risenmay was first attracted

that are purchasing at levels that are

to dōTERRA by the generosity and

going to keep you at the rank, or did

stability of its compensation plan. Having

you just sign up a bunch of people for

had experience with another network

a one-time hit?” As the provider of a

marketing company that sold his software

family, he knew he was building his

products, Seth was familiar with other

dōTERRA could fulfill his dream of residual
income, allowing him to financially support
his family. It wasn’t until later that he found
a cause for sharing essential oils.
He was at the funeral of a close
friend’s brother who had died from a
pharmaceutical drug overdose. In a
family of five children, almost all were or
had been dependent on pharmaceutical
drugs. Seth looked at the mother of these

under everybody else.”

Seth established a method he calls

In the end, he and his wife Jenny are

“developing leadership depth,” which

grateful for all they’ve received because

means he will train and duplicate

of dōTERRA. Jenny says, “dōTERRA has

himself as many levels down into his

been a huge blessing for us financially,

organization as it takes to create a

emotionally, physically—in every way.”

The 3 Phases of Business:

compensation plans available and saw
that dōTERRA was different. He knew that

While building this organization,

1
2

Preparation—Set goals, create a names list, watch training videos, and get equipped with resources for teaching classes.

Building—Schedule dates and host classes in your home. “At this point, if they’ve committed, I will get with that person and show
them how to teach a proper class. I go through it with them until they feel confident. I start to team-teach classes with them until I
eventually let them loose.”

3

Duplication—If they create and contact a list of at least 100 people and put 35 people in front of a presentation, they will find three
or four committed leaders from those people. Then the process begins again with those new leaders.

children and decided he needed to help.
Seth visited this mother’s home and showed
her how to use essential oils. He says,
“When she was going through the book
she said, ‘This is so empowering. Could
you imagine the difference this would
have made if I had had this as a young
mother?’” As Seth drove back home, all
he could think about was the difference
essential oils could make in the lives of
parents everywhere. He knew this was a
cause he could get behind, and from then
on fully committed himself to growing his
dōTERRA business.
As Seth began to reach for the rank of
Diamond, he soon realized there is a big
difference between reaching the Diamond

30
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“There are two motivations: the cause and the dream. A lot of people
just focus on one or the other, but when you have both a worthy
dream and a worthy cause that come together, you have this amazing
momentum that is built.” –Seth
www.doterra.com
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“We have our roles. I am the recruiter and teacher. Sam is more of the business
strategy and numbers guy. Together we make the perfect team. On our own we
would be lacking a lot, but together we do it all.” – Melissa

A Team Focus for Diamond:

“It’s a cumulative effort
that has allowed us to be
where we’re at. It’s not
about us and what we’ve
done, it’s about turning
our success around and
building relationships
and strengthening those
within our team.” –Sam

Set the goal.
Break it down into smaller ranks.
	Focus on those smaller ranks and build
relationships with them.
	Make sure everyone has the resources and
tools they need to be successful.

They held weekly mentoring calls
that were duplicated throughout the

A Cumulative EFFORT
S

am and Melisa Taeu would compare

just life-changing. It was a no-brainer:

experience, they have the desire to do

a successful dōTERRA business

stop doing the other company, we’re

what we do.” By helping people have

going to do dōTERRA.”

those experiences, they were able to

to a team of rowers on a big, ancient
ship. Sam says, “Everybody has to be
in sync, rowing at the same time, and it
just picks up speed and goes faster and
faster.” If everyone is growing together,
the momentum will build until you reach
your destination.
When the Taeus first discovered
dōTERRA, they had already committed
to another network marketing company
with Melissa’s sister, Kallie Wilson.
Melissa says, “Then we started using
the oils and right off the bat they were
amazing. The experiences we had were
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From the beginning, the Taeus decided

find their business partners.

they were reaching for the rank of

As they made the goal to achieve

Presidential Diamond. Sam says,

Diamond, they broke it down into its

“Diamond just happened to be on the

simplest parts and focused on who

way. It’s a good place to take a pit stop, a

they had in place in their organization

breather, and then press forward.”

and where they had gaps. Sam says,

When they started their business, they
knew it was vital to find driven leaders
who would work with them to reach
their goals. They wrote lists of everyone
they knew and started sharing. Melissa
says, “When people have a powerful

“Our efforts were focused more toward
those missing gaps to ensure that the
leaders were mentoring, providing,
and nurturing those that are in place.”
The Taeus made sure that when they
advanced in rank, so did everyone else.

organization. They made sure these
calls were focused not only on the
business, but on each individual as a
whole. Sam says, “If for some reason
during the allotted time they are
stressed because of children, financial
struggles, or whatever else, they can’t
focus on the business because there’s
a block. There’s a strain there that we
want to address to help them resolve
and overcome their problem and allow
dōTERRA as a business to once again
flourish in their lives.”
Most of all the Taeus would tell anyone
just starting their dōTERRA business
to have fun. Sam says, “The product is
great, the business is great, you’re part
of a company that’s just legitimate. You
have nothing to be afraid of. Find those
opportunities to serve others and be
ready because they’re going to come.”

www.doterra.com
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Look for someone who:
1. Can see the big picture of what dōTERRA can do.
2. Takes ownership and responsibility and doesn’t give excuses.
3. Has integrity.
4. Has high energy and high capacity.
5. Works well with people.
6. Is organized.

Each one of my leaders shares
a very common denominator and it
is that each one has a far greater
purpose than money behind why they
do dōTERRA. They each have a very
strong desire to contribute to the
benefit of others.
–Kenny

ne key to Kenny Anderson’s success
has been making a point of aligning

with leaders who he felt confident had the
caliber to achieve Presidential Diamond.
He says, “Most of my leaders have already
been financially successful in their lives,
and they saw an opportunity of deeper
magnitude behind dōTERRA. They saw
the opportunity to serve and add value to
others’ lives, and that is what has inspired
and encouraged them.”
Kenny already had several businesses when
he started dōTERRA, but felt he could use
it as a vehicle to incorporate and promote
the things he was already doing. Through
his other business ventures, he had
several international contacts that he was
able to reach out to about the dōTERRA
opportunity. “Almost instantly, every
single contact that I had in each country
responded to the opportunity to be a part
of it. That just began to snowball.”
He says, “We started international right off
the bat.” His first few team members were
from Hong Kong, Korea, Mexico, and Europe.

executives have been with their team.

goals by focusing on the goals of his

product expert at home. When their

Kenny says, “They’ve been good about

team. “I talk to every single one of my

“A really cool part about using essential

good friend first introduced them to the

meeting with key leaders that I’ve had

leaders at least weekly. It’s a constant

oils in our home is that I don’t feel like I

essential oils, the Andersons somewhat

come from other countries. They’ve

review of their goals and purposes. It’s

sat down with any of my kids and said,

reluctantly agreed to give them a try.

helped to support and create the vision

about identifying what it is that they

‘Listen, this is what you need to do for

Rebecca soon found that these products

of the dōTERRA opportunity globally.”

want to accomplish, following up every

this or for that.’ I think over this past

were effective. Kenny came to realize that

year they have just watched. They’ve

dōTERRA was a threefold opportunity—

experienced things on their own. They

a business, a product, and a company.

want to and know how to use the
different products.” –Rebecca
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His wife, Rebecca, quickly became the
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Having reached his initial goal of
achieving Diamond in six months, Kenny
now looks to the future of achieving

In the company, the Andersons have

Presidential Diamond in less than two

been impressed with how helpful the

years. He says he reaches his rank

week to see how it’s coming along, and
understanding what I can do to help
them get there. If you help people get to
where they want to go, success is going
to be a natural byproduct.”

www.doterra.com
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More
Lives
to

Touch
A

“I wasn’t trained
on this. I just share
my experiences and
people use those
experiences until
they have their
own. If they’re
using the oils
every day, they
will have their own
experiences.”

s a natural pathologist, Jeanette

Business Ti p s for Beginners :

Fransen was already heavily

involved in helping others when she
was introduced to dōTERRA essential
oils. As she gradually began to offer
the oils to her clients, she found the
oils to be effective and less expensive
than the products she would normally

Be confident

provide. Before long, she had all her

Learn the
business plan

Start sharing

Don’t think you
have to be an expert

clients using dōTERRA products. She
essentially put herself out of business.
She says, “I wanted to help even more
people than I already was, and dōTERRA
has been a perfect way for me to do
that. I can touch that many more people
that much quicker through the ripple
effect of a dōTERRA business rather
than just one client at a time.”

“I think where you’re coming
from makes a big difference
when sharing dōTERRA. When
we truly want to help people and
the business is secondary, that
shows through.”
36
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Once Jeanette decided she was going

it for them. “I think it’s so much easier

quickly and more effectively if you have

to build her dōTERRA business, it was

to work like that. I really think that’s why

a healthier body that you’re putting

easy to get her sisters, and eventually

I was able to build to Diamond in eight

them into.”

her mom, involved. In fact, her entire

months from scratch.”

frontline is family. She says, “We work as

Most of all, she is grateful for the

Though she had little experience

opportunity she has to help as many

with essential oils before dōTERRA,

people as she can. “I don’t think I

Jeanette has been able to integrate her

could do any other network marketing

Jeanette will often help teach classes for

knowledge of health and nutrition into

company that wasn’t involved in

her sisters’ teams while they do more

her new business. “I always incorporate

helping people, because that really is

of the follow-up. If at any time they can’t

nutrition, exercise, breathing, etc.,

my number one motivator. dōTERRA is

do something on their own, they know

into my classes. It’s important for us

going to make a huge difference in the

their family will be willing to take care of

to realize that the oils will work more

amount of lives I can touch.”

a team even though we have our own
accounts. All of us help each other out.”

People sometimes say to me, ‘I’m not a natural pathologist, I can’t do this.’
The truth is you don’t have to be an expert to start sharing essential oils because
you have expert knowledge available to you.

www.doterra.com
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A Friendship Business

“I interact with a lot of the men who have
wives in the leadership role. I can get
through to them because I relate to where
they’re at. They’re in the same position I
am: working 40 hours a week while trying
to support their wives. This business has its
ups and downs, but where I am now I can
see it has more ups.” – Louis

onica Goodsell discovered early

the answer. He said, ‘Well, it looks like

lost her job and then decided to commit

purpose. She says, “My driving force is

on that she had to focus on

you have some work to do.’ I really had

to the business and participated in

to be able to help someone find within

personal development if she wanted her

to work on learning how to build that

Diamond Club.

themselves what they need to do to be

dōTERRA business to grow. She says,

relationship genuinely instead of with

“Before dōTERRA, I had been a boss. I

expectations of what they’re going to do

quickly learned that I couldn’t be a boss

with dōTERRA. When I got that down, it

anymore. I needed to be inspiring. I

made a huge difference in my growth.”

needed to be friends with my leaders.”

With the Garretts’ help, Monica has
learned to focus on friendship in her
business. She encourages her team to

able to achieve their goals. That’s what I
like about this business—that’s my trigger,
more than the oils.”

introduce dōTERRA by getting friends

She has seen that it’s hard for people to

When Jen Garrett first introduced

together over coffee or lunch instead of

allow themselves to make big goals. “People

After hitting a roadblock in her business,

Monica to the dōTERRA essential oils,

having a huge class. “That way you have

have a hard time dreaming. Sometimes

she went to her upline, Marc Garrett,

Monica was immediately converted.

the opportunity on a smaller basis to

they say, ‘I want to help people,’ so I help

for coaching. “He asked me if he were

She bought a kit and came home and

answer more personable questions and

them get very specific on how they want

to call my topline leaders and ask them

told Louis she was going to start using

start working on building that friendship.”

to help people. I try to make it so they

if I was their friend apart from dōTERRA,

dōTERRA. Louis laughed, but before

what would the answer be? Thinking

long had experiences with the oils that

about the question, I realized I didn’t like

converted him too. That year, Monica

Monica knows that the success that
she’s had has come from knowing her

can taste, feel, smell, and think about
their actual purpose in a clear way. That’s
what’s going to help drive them forward.”

Inspiration for Your Business
“In order to grow, I had to look
at my habits and myself. I had
to look at what I wanted and
how I wanted people to treat
me and perceive me. I had to
change so that I was perceived
in a leadership role, but with
love at the same time. I needed
to switch things so that I
could build the relationships
that would make my business
strong. My leaders needed to
know that I cared about them
outside of dōTERRA.” – Monica
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1
2
3
4

Have a clear purpose. “I feel that is a driving force to be
able to have the motivation to move forward.”
Build relationships with your team. “Build these
relationships on a genuine level, so that you would be friends
with or without dōTERRA. When you can do that, you can
help people learn how to dream.”
Don’t give up. “You’re approached with different lessons in
life and each lesson that’s put in front of us is there for us to
grow and move to the next level. In this business, you will learn
a ton about yourself and be able to achieve things you never
thought possible.”
Be grateful for where you’re at. “Say you can be
happy and move forward through your day happy, because
that really projects and other people will feel it from you.”

www.doterra.com
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Member Services FAQs

When IPCs call into dōTERRA, Member Services is there to help them with their questions
or concerns. Here are some of the most frequently asked questions they receive:

1

At what point can I change my

What information can be found on

monthly order?

dōterratools.com?

Consultants are able to edit their standing Loyalty Rewards
order at any point up until midnight of the day prior to the
processing date. The order will process in the early morning
of the set date and we will not be able to make changes.
We have a generous return policy for an unwanted items
or orders.

2

What is our standard shipping timeframe for
a consultant order?

The standard time frame is five to seven business days;
however, it is not uncommon for IPCs to get their orders in
three business days.

3

How do I get in contact with dōTERRA quickly
if I don’t want to wait on the phone?

Our Live Chat option is available on the right side of the
screen anywhere in our Online Shopping Environment.
Simply click the button that says “Live Chat is Online” and
chat with one of our Member Services agents.

40

4

dōTERRA ESSENTIAL LEADERSHIP I Spring 2014

dōterratools.com has a lot of helpful information including
training materials, presentations, forms, product imagery,
and much more.

5

What are the benefits of shopping
online or using points online?

In the past, consultants have contacted Member Services
to place a separate points order over the phone. Not only
does shopping online eliminate the need to contact
Member Services, it also allows you to apply your points
to any existing order. This allows you to save money while
placing standard orders. The call center does not have the
ability to combine points with paid items on an order—
you can only do this online.

6

When will my first Loyalty Rewards
order ship?

Your first Loyalty Rewards order will ship in the month
following your enrollment.

www.doterra.com
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Driven by the Cause

B

y the time Debbie Gordon found

for this information for years. How soon

“We barraged her with questions for

dōTERRA, she had already been

can you do a class for me?”

three hours. She never really did get

searching for quality essential oils for
20 years. A good friend she had met in
her nursing career had introduced her

Debbie was able to arrange a class for
Peggy with eight other women present.

to essential oils. Debbie immediately
wanted them, but never found out
where to get them. “I honestly searched
high and low for 20 years. I bought oils
from the health food store, and I didn’t
receive results.”
Then in 2010, Debbie was attending a
nursing conference and found Peggy
Smith at a dōTERRA exhibit table during
the event. She gave Peggy her contact
information and got a call that week.
Debbie told her, “I’ve been searching

She learned quickly that continuous

dōTERRA. She says, “I can’t not share

classes, she makes sure that even if

interaction is important. “Lately, I have

this. I have an obligation to share this.

her attendees don’t buy any products,

had enrollments with people that I have

This has blessed my life tremendously.”

they always leave with an instructional

talked to since the beginning.” It took them
several years, but now they’ve decided
they are ready. No matter what the
response, she feels it is her responsibility
to make sure everyone knows about

For Debbie, educating others about
what the products can do for them
and their families is more important
than anything else. In each of her

book. “I make a great effort to educate
them and show them how to be selfreliant in using these products with
their families.”

to her presentation.” They all enrolled
that night. When Debbie got a check
in the mail that next week, she had no
idea where it had come from. She called

“I couldn’t do it without
my husband’s support.
He has been my support
throughout my nursing
career, throughout my
birthing career, and
throughout dōTERRA—
and that’s a hard job.”

Peggy and for the first time started
learning about the compensation plan.
As Debbie naturally began to share,
she saw that everyone she shared the
oils with got results. She says, “It wasn’t
really about the business. I became
cause-driven. If I never made Diamond
in dōTERRA, I would still share it.” She
started to share with everyone in her
circle of influence, including her clients
as a birth-worker.

“I ask my birthing clients what aromas they would like to be diffused in the labor room. I often pull out my oils and let them smell to
determine which ones they prefer. I allow them to fall in love with the oils. I am very careful to not push or diagnose them. Very often, I open
the book with them and ask which oil jumps out for them.”

How to get the most out of Diamond Club

1

3

2

4

Find out who your big players are. “Go to your team
and find out who wants to move ahead. Those who
say no are giving you a gift by saying, ‘Not now.’
Those who say yes, that’s who you work with. Then it’s not
only for you, but for them.”

Focus on three or four people, no more. “The first
time I did Diamond Club, I helped everyone on my
team who wanted to hold a class, and I taught every
single one. I never increased in rank. This year, I decided
my strategy needed to change drastically. My team had to
get their people to my events, not the other way around. I
streamlined my efforts.”

42
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Train and support your three leaders. “Groom them
and help them to be good event planners and hosts.
Help them learn how to get the word out and get
people to their events. Then go back to each one of them
twice during that Diamond Club period.”
Don’t quit! “I know it’s intense. On those days when
you feel like quitting, on those days when you feel
like you can’t go on, and on those days when it’s
completely horrible, pick up and keep going.”

www.doterra.com
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Fulfill Your Dreams
more. They were willing to let their

They were fortunate enough to attract

upline hold several classes in their

skilled, motivated leaders to their team.

home and buy as many oils as they

“We have self-learners on our team.

could, but they weren’t interested in

I think the most we do for our team

tephanie Howells-Scoville knows that

the business until checks started

is to help them implement ideas that

succeeding at dōTERRA requires a

appearing in the mail. Stephanie says,

they have and inspire them to believe

vision for the future. She says, “For the

“In the beginning, my why was ‘why not?’

they can get there,” explains Stephanie.

first couple of years you work really

We kept getting these Fast Start checks,

Because Benjamin and Stephanie

hard without much return. You have

and we were sharing the oils anyway—

always believe in their team, their team

to see past that and say, ‘I’m putting

might as well do it.”

has been able to rely on that belief until

“In dōTERRA, you can fulfill
your dreams just by helping
other people.” –Stephanie

S

forth this effort now for the stuff that’s
going to come later.’” After a lot of

Before they knew it, they were Silver

they gain it for themselves.

and were able to attend leadership

Benjamin and Stephanie’s main goal is

begin to snowball.

retreat and participate in Diamond

to have their frontline leaders be able to

Club. Stephanie says, “After those

duplicate everything they do. Stephanie

After a few good experiences with

experiences, we knew what it took to be

says, “We don’t want to be put on a

the oils, Stephanie and her husband

successful with our business, and that is

pedestal or be seen as the experts. We

Benjamin were both eager to learn

consistency and persistence.”

want our leaders to be seen as leaders

consistent effort, the business will

“Because of d TERRA, we have the freedom to be together as a family. Ben was able to quit
his job, and now he can have valuable time with the family. d TERRA has changed our lives
because it’s made it possible for us to live our ideal lifestyle—our dream.” –Stephanie

to their frontline. We let them take their

“They believed in us from the beginning

of the Monday through Friday rat race

leadership role, and we’re fine being in

and it was a huge motivator for us. They

and traveling the country with our kids.

the background.”

were always cheering us on.”

dōTERRA has enabled us to live that

They also know that they never could’ve

After all their hard work, they’ve been

done without the support of family and

able to see their lifelong dreams come

friends. “My parents, particularly, have

true. Stephanie says, “We had a vision,

been so supportive,” says Stephanie.

long before this business, of getting out

dream.” Benjamin says, “I never thought
there was any possible way for our biggest
dreams to be fulfilled, I thought they
were too big. Now all my dreams are
attainable, it doesn’t matter how big.”

3 Simple Steps for Sharing

1
44
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2

3

Look for opportunities to share wherever
you are, whatever you’re doing.

Make sure to have the oils with you
wherever you go.

Open the bottles and get the oils
on them.

“The product is so great that every time
we share, people love them.”

“We can take it out and put Wild Orange
or Peppermint on them as soon as
possible.”

“You can talk as much as you want about
it, but they won’t know until they have an
experience.”

www.doterra.com
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“There are so many different ways to do this business
and still achieve the same goal of helping share dōTERRA
with others and provide an income for those that want to
do the business.”

FIND YOUR

Style

S

“My son loves using the products. He recommends them to people.
I love that he wants to share dōTERRA with others.”

In her efforts to reach Diamond, she
quickly saw the value of participating in
and preparing for Diamond Club. She tells
her leaders to prepare by setting a goal
to hit Premier in June and by getting four
or five people in areas at least 75 miles
away participating in dōTERRA to have
people to visit when Diamond Club

ondra Verva has discovered that there are

comes around. “Know what you need to

many different ways to build a successful

have, plan for that, and put those things

dōTERRA business. She says, “One person’s style

in place. Start looking at your smaller

may work for them, but it may not always work

goals before your big goal of doing

for you.” Sometimes her style doesn’t work for

Diamond Club.” She knows Diamond

her leaders, so she tells them to learn from other

Club is an amazing opportunity that

people who have been successful as well.

made a difference in her business.

She has seen that dōTERRA promotes crossline
camaraderie, which allows every IPC to learn from
everyone else. “Many leaders want to help others,
no matter who they are or whose team they are
on. I just love that there is so much that has been
shared on how to be an effective leader. Everyone

Different Ways to Share

is willing to allow you to come and learn.” She helps
her team by letting them know where to find the
resources that are available to them.
Sondra worked with another network marketing
company for many years before she was intro-

leaves a comment on the post will see it. I’ve gotten a lot of business that way, just by putting the information out there.”
Listen to people: “Keep your ears open in every situation you’re in, whether it be a restaurant, a grocery store, or

been her upline in the other network marketing

at lunch. It could be with people you know or people you don’t, who have an issue they are talking about. Be willing to

company and knew what her perspective

offer a free sample to somebody. Don’t throw up dōTERRA on them, but gently let them know you have something that

would be. “She was the right person to contact

might work.”

listened to anyone else. I wasn’t looking for natural
products, but she knew how to relate to me.”
Her interest was piqued by the opportunity of the
business, and then, as she used the oils, she saw
what a difference they made in her life. After that,
she put her all into sharing them with everyone.
“This is something that is so essential to every
single person’s life. They will use it for the rest
of their lives. I feel like I can make a significant
difference. I can see changes in people’s lives.”

dōTERRA ESSENTIAL LEADERSHIP I Spring 2014

I have an essential oil they could use, offer a sample, and leave a link to my business page. That way, everyone else who

duced to dōTERRA by Diane Shephard. Diane had

me about dōTERRA. I probably wouldn’t have

46

Use social media: “Everyone complains about how sick they are on Facebook. I comment on these posts, tell them

Offer free oils: “I do a drawing for free oils every month, and I always carry drawing slips with me. I tell people
that if they give me their information, I’ll enter them in the drawing. People love free stuff and that way you’ve got their
information. Never give out a sample without getting their information.”
Use the oils in public: “Use them in front of other people. Put it down in front of them. Leave it on the table. They’re
going to want to know what you’re doing. They’ll say, ‘What is that? It smells good.’ I think it’s awesome when you have
the opportunity to pique someone’s interest. Someone’s going to wonder what that smell is.”
Loan a bag of products: “I love dropping off a Family Physician Kit, a diffuser, a Modern Essentials book, and a
Living magazine in a dōTERRA bag to somebody I know in my area. I give them a regimen for what to do for whatever
issue they have, but now they have all this other stuff they’re going to look at. They’ll have an experience with the oils.”

www.doterra.com
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Be the Best You Can Be
R

“Don’t be afraid to talk to everyone
around you. You never know who
will benefit from you sharing the
oils. Believe that you are here to
help, not just build a business, and
you will succeed. Others will build
their own businesses because
they know you want them to be
successful.” –Liz

others in a simple, duplicable way.
on Wilder’s life purpose is to “help

Everybody needs a simple system they

people be the best they can be

can understand to share with other

through my example.” For a long time he

people. They don’t need more than that.

searched for the vehicle through which he

Selling a Diamond Kit is just about as

could make that happen. Then he found

easy as selling a Natural Solutions Kit or

dōTERRA.

any other. You have to create value in

An associate traded him oils in exchange
for helping her enhance her website. Ron
she dared him to try them, and he was

dōTERRA business has been about

proven wrong. Ron enrolled later that

much more than making money. “This is

month, but wasn’t involved in building

a business about helping people around

a business at first. A month and a half

you. Being Diamond is not about rank,

later, he reached a point in his life where

status, or money, but about helping

he needed extra money. So, with her

more people. You share your success

guidance, he decided that he would reach

with these people. We always say to

Silver that next month—and he did.

anyone who comes to us, ‘How can I

essential oils when my husband signed up,
but I supported him and believed in him.”
She started sharing dōTERRA with her

that.’ Being Diamond is about becoming
a person people can come to for help
and guidance.”

of their top leaders.

have grown personally as they’ve built

removing distractions, letting their leaders
know about their goal, and working hard.
Ron says, “Going Diamond is about creating
Silvers. Going Silver is about creating Elites.
Going Elite is about sharing dōTERRA with

“dōTERRA covers all three of these areas. If you work hard, you can make lots
of money. The products can help with your body and health. Finally, the only
way to build your business is to get good at developing mutually beneficial
relationships. It’s a win in all three areas, which means the likelihood of
someone spending money on dōTERRA is really high.” –Ron

for you? What’s blocking you? Let’s solve

The Wilders can’t deny how much they

Diamond, it was a simple matter of

Relationships: How
to better connect
with people they’re
interested in, from
dating and marriage, to
family and co-workers.

help you? Is there anything else I can do

friends, and was influential in finding some

When the Wilders decided to go for

Body: How to look
or feel better; health
and beauty.

Figure out what’s in it for them.”
Liz says that, for her, building their

She says, “I didn’t know anything about

Money: How to save
it, better invest it, use
it more wisely, but
especially how to make
more of it.

the minds of those you’re sharing with.

didn’t believe they would be effective, but

His wife Liz came on in full support.

Three Things People Spend Their Hard-Earned Money On:

their business. Ron says he’s had several
people come up to him recently and tell
him he’s changed for the better. He has
seen that change in him attract more
people to his business. He says, “Every
time I’m interacting with people I’m
thinking, ‘How can I make them better?
How can I help them be the best they
can be?’ Nothing in my life I’ve ever done
has come close to what I’m doing with

“I am proof that even an engineer can build an essential oil business.” -Ron
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dōTERRA. We get to help people. What
better thing is there to do in life?”
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Mill Valley, CAlifornia, USA

Patience and Persistence
K

dōTERRA allows me to reach people in a deeper way and in a wider
range than I have ever had access to before. I’m able to help people help themselves
and their families, while having a whole lot of fun.

Being patient and giving people time

be patient. Know you have something

know that she’s there for them outside

to learn about the oils is often the

incredibly valuable to share and people

of their dōTERRA business. “We’re in a

key. Certainly, that’s what Corinna

will realize it. Some people just take time.”

world where we need each other. I love

did for her. “She was very persistent
aren Atkins had been involved in
practicing and teaching alternative

health care for years when she discovered
dōTERRA. She saw Corinna Barrus’s booth
at a farmer’s market and was immediately

and patient with me. I kept saying no,
and she kept saying, ‘Why don’t you
come teach a class with me?’” Karen
has learned from her example how to
treat her own team. “Just be there and

networking to support one another,

Karen centers her business on the
needs of her team. Often her coaching
calls will revolve around nothing more
than what is going on in her team
members’ lives. She wants them to

working in teams, and helping people
out when they’re having a hard time. A
lot of businesses don’t have that. In a
business like this, you’ve got a bunch of
people who can be there for you.”

drawn to it. Karen had never liked essential

How to Support Your Team

oils before, but knew right away that these
were different. Soon, she was using them
regularly in her practice and was blown
away by the results.
She began sharing with her friends, held
classes when Corinna invited her to, and,
before long, had a team that she wanted
to support. She says, “I had a very

Don’t push people.
“Just think about how
you can help people,
especially how you
can help them help
themselves.”

Spend time with
everyone. “I reach
down anywhere in my
organization. I don’t
care what level they’re
at. If somebody asks me
for help, I will respond.”

successful career, so I didn’t need the
money. My motivation for doing dōTERRA

Be patient with their
schedules. “Most of my
leaders also have other
businesses and their
schedules get busy sometimes. I’ll take over doing
some of the training
calls for their teams
whenever they need it.”

Bring them to the
resources available.
“When people come
to me with questions,
I don’t just answer them,
I show them where they
can look up the answer
in the future.”

Help them have an
experience. “They
don’t have to know
everything, they just
have to have a hand to
open up the bottle and
a heart, and they can do
this.”

comes from helping others out of
their financial, emotional, and physical
struggles. That is much more inspiring to
me than trying to make money for myself.”
Karen has found it easy to share dōTERRA—
it’s just a matter of being open. “These
oils are so powerful. If you just share your
experiences from your heart, people are
going to be attracted to them. They are
anyway.” She teaches her team that all
they need is to be passionate and have an
experience they can share.
She has seen that within dōTERRA many

“A lot of people are so
disconnected from their bodies
and from nature. We sit inside
on our computers, phones, or
games. There’s something about
these oils that allows people
to relax, simplify, and connect.
It helps them clear their mind
and go back to what really
matters—their loved ones, their
community, and their values.”

people who are successful today started
out with no intention of building a business,
including herself. “So, I wouldn’t push people.
Most people just need to get to know the
oils and have their own experiences with
them. Once they have, it’s going to be
easier for them to build a business.”
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Eagle River, ALASKA, USA

“I know that my family has
my back no matter what.
If I have to travel, I never hear
anyone complain. My family is
cheering me on.” –Becky

Support and Encourage
W

“I wish I would’ve been more supportive of what Becky was doing from the beginning. I think she
would be a lot farther than she is now if I would’ve hopped onboard sooner.” –Eric

1

2

3

4

5

Start using the
products right away.
Balance and Deep
Blue Rub are my
favorites.

Encourage your
wife to attend as
many trainings and
classes as she can
with friends.

Be willing to
help out around
the house when
your wife is gone.
Look at this as an
opportunity for
bonding time with
the kids.

Attend a few events
so that you can get
a clear picture of
what dōTERRA is
and what it has to
offer.

Take time to
look into the
compensation plan.
You will see huge
money-making
potential or an
opportunity to
help those families
around you.

“I have tried many
different things, but
it always goes back
to consistency. If
you are doing those
daily activities, it’s
amazing what kind
of momentum you
can create within
your organization.”
–Becky

hen Becky Barney first bought a

because everybody else that would try

them opportunities.” Becky’s downline,

Becky says, “I see all the time where people

Family Physician Kit, she quickly

them would get amazing results.” Finally,

Asti Atkinson, kept inviting Becky and

get that mixed up. They’re getting ready to get

decided she needed everything and made

he came clean that they had been working,

offering incentives if she brought a

ready and it’s not productive. Their growth will

her next purchase the Every Oil Kit. She

he just hadn’t wanted to believe it.

guest, keeping her involved until she

be slow. If they focus 80 percent of their time

was ready to participate in the business.

in activities that are generating money, it’s

managed to enroll enough people that the
large kit was paid for before her husband

Becky herself took a little while to come

amazing what they can do.”

around to the idea of doing dōTERRA

As she has built her own team, Becky

as a business. She used the products

has learned the importance of partici-

She also makes sure to always focus on the

for eight months before she realized

pating in regular, productive activities.

positive with her leaders. “It’s easy to find fault

how many lives she could change if

She tells her leaders to spend 80 percent

with others and to complain about leaders and

she shared this with others. She has

of their time in money-making activities

what they’re doing or not doing. I try to find the

For a while, Eric actually pretended that

learned, “Never give up on people.

like contacting, teaching classes, or

good.” Even if they aren’t doing much, Becky

the products weren’t working. Becky says,

Some people see the opportunity

following up. The other 20 percent of

makes sure to compliment her leaders on their

“I kept coming up with all of these dif-

the first day; some people take eight

their time can be put toward getting

great work and encourage them to do just a little

ferent blends of oils and he would always

months or longer, but never give up

ready for classes, making copies, putting

bit more. “I tell my leaders to let their team do

tell me it didn’t work. I couldn’t figure it out

on them. Believe in them and give

together samples, or computer work.

whatever they’re doing to the best of their ability.”

Eric even noticed the money was gone.
Becky says, “He knows now, and we
laugh about it, but he was not onboard
with dōTERRA from the beginning.”
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“If you’re not
building your
own dream,
you’re building
someone else’s.
You might as
well spend the
time building your
own dream, and
dōTERRA is a great
vehicle to be able to
do that.” –Eric
www.doterra.com
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BONUS POOLS

dōTERRA Bonus Pools:

Blue Diamond Pool

	
Percentage of volume: 1%
	
Who is eligible and how many shares they receive:

J oin t h e Pool Part y

 Blue Diamonds: 3
	
Rank required of an IPC they personal enrolled to get extra
shares: Premier

T

he Bonus Pools found in the dōTERRA
compensation plan can be more easily
understood if you think of them as actual
pools. There are five bonus pools in the dōTERRA
pool party, and while only certain people get to
swim in each pool, it’s always more fun if there are
more people at the party.
The dōTERRA bonus pools are set up to reward
leaders on the collective success of all IPCs.
Each pool contains a percentage of the global
commissionable volume for the payout month—
so the better the company does as a whole, the
more money there is in each pool. This means
that everyone in the company can benefit from
everyone else’s growth and success, no matter
whose team they’re on. Having a bonus percentage
based on global commissionable volume provides
incentive for leaders to work together across
teams and to support levels deeper into their
organizations.
Each month, the total from each bonus pool is split
into equal shares which are then paid to qualified
IPCs in their primary bonus checks. Qualified IPCs
can earn one extra share for personally enrolling an
IPC who reaches the required rank for the first time
during that month.

Example: Bridget is a Blue Diamond and will receive 2 shares
The following explanations and illustrations show how it works:

Diamond Performance Pool

from the Diamond Performance Pool and 3 shares from the

Leadership Pool

	
Percentage of volume: 1%

Blue Diamond Pool. She has personally enrolled 3 IPCs who

	
Who is eligible and how many shares they receive:

hit Premier for the first time that month, so she will receive 3

	
Percentage of global commissionable volume: 2%
	
Who is eligible and how many shares they receive:
	Silvers: 1
 Golds: 5
 Platinums: 10
	
Rank required of an IPC they personally enrolled to get

 Diamonds: 1

extra shares from the Diamond Performance Pool and 3 extra

 Blue Diamonds: 2

shares from the Blue Diamond Pool.

 Presidential Diamonds: 3
	
Rank required of an IPC they personal enrolled to get extra
shares: Premier

extra shares: Elite
Example: Sarah has reached the rank of Gold this month, so
she will receive 5 shares from the Leadership Pool. Because
she has personally enrolled 2 IPCs who hit Elite for the first
time this month, she will receive 2 additional shares, for a total
of 7 shares from the Leadership Pool.

Presidential Diamond Pool

	
Percentage of volume: 1%
	
Who is eligible and how many shares they receive:
Diamond Pool

	
Percentage of volume: 1%
	
Who is eligible and how many shares they receive:
 Diamonds: 3
	
Rank required of an IPC they personal enrolled to get extra
shares: Premier

 Presidential Diamonds: 3
	
Rank required of an IPC they personal enrolled to get extra
shares: Silver
Example: Aaron is a Presidential Diamond so he will receive
3 shares from the Diamond Performance Pool and 3 shares
from the Presidential Diamond Pool. He has personally enrolled

Example: Joe is a Diamond this month, which means he will

1 IPC who hit Silver for the first time that month, so he will

receive 1 share from the Diamond Performance Pool and 3

have 1 extra share from the Presidential Diamond Pool.

shares from the Diamond Pool. He has personally enrolled an
IPC who hit Premier for the first time that month, so he will
also receive 1 extra share from the Diamond Performance
Pool and 1 extra share from the Diamond Pool.

KEY
PLATINUM
	GOLD
SILVER
DIAMOND
BLUE DIAMOND
PRESIDENTIAL DIAMOND
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The Spice of
W

hen Aimee Beck began using
essential oils, she soon saw how

they could be useful in every aspect of
her life. She had taught high school home
economics for several years, and had

“I didn’t start building
my business for several
years. I was an oil
consumer who planted
seeds just by sharing,
with no intention of
doing the business. Then
all of my seeds sprouted,
and I discovered that
I had to nourish those
seedlings. I was lucky
to have found people
close to me who loved
the dōTERRA products as
much as I do.”

always taught her students to use herbs
and spices to flavor their food in a natural,
healthy way. She says, “Now, with essential
oils, I can cook with herbs and spices in

Helping Others Incorporate Essential Oils into their Lives:

their liquid form.”

 onthly Newsletter: “Knowing that I had new essential oil users to support, I started doing a monthly newsletter. I
M
share recipes, tips, ideas, and any specials or incentives that I or dōTERRA are offering.”

After a good friend, Kareena Bracken,
shared a sample of the oils with Aimee,
she had a positive experience. She became

 nline Tools: “I have a website where I can post all my newsletters, recipes, announcements, product information, web
O
links, etc. I also use social media to support and develop my team.”

a regular user, but at first she kept them
to herself. “Then when I started sharing,

Individual Mentoring: “I will meet with someone in person or by telephone to see what their health and household
needs are. This has been most beneficial to me.”

people were mad at me because I didn’t
share earlier.” Many of her close family

	
Monthly Classes and Specialty/Cooking Classes: “My leaders and I use essential oils in all of the foods that we prepare.
We let attendees try the foods and then provide them with the recipes so they can recreate them on their own.”

and friends love the oils. Her sister Natalie,
mother Lynda, and best friend Kathy
became her top leaders.

 ake-and-Take Products: “We give our class attendees the hands-on experience of making their own products using
M
essential oils in a reusable container. We provide them with the recipes so they can reproduce the items later and have
great gifts for every occasion.”

At first, Aimee wasn’t interested in getting
involved in the business aspect of dōTERRA.
She didn’t like the idea of being a salesperson. “What I didn’t realize is that the
essential oils sell themselves. Now, I just
have to share. By doing this, I can help
people improve their health, happiness,
and wellness, and help them get the same
positive effects that I enjoy.”
One year, Kareena convinced Aimee to
attend convention, so she went with her
sister. They realized they saw many people
with ranks on their name tags, while theirs
was blank. She says, “We set a goal that
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“There is a time and a
place for everyone and
everything. Everyone is
on their own essential oil
journey. I build people
whether they are going
to be an essential oil
consumer, a business
builder, or both. I build
them where their current
focus is.”

next year our name tags would at least

essential oils. “dōTERRA products can

For Aimee, her dōTERRA business has

say something.” They set their sights

replace many of the harmful items that

never been about making a profit, but

at Silver, and a year later had both

you buy from the store, and at a fraction

rather about helping people by sharing

surpassed that goal.

of the cost. I use essentials oils to make

these amazing products. The extra

my own products as a way to save

money she has earned is a mere perk.

time and money and also to improve

“dōTERRA is a passion that has turned

the health of my family with natural

into a new career that has allowed

ingredients.” She shows others that in

me to stay at home with my children.

the end, essentials oils don’t have to

It is something I never would have

be an additional expense, but rather a

imagined. I am truly appreciative of this

savings to their household budget.

opportunity.”

Aimee has found it successful to transfer
her experience in home economics to
dōTERRA through regular make-andtake classes. She has replaced her entire
medicine, herb and spice, cleaning,
beauty, and aromatherapy cabinets
with homemade products made with

www.doterra.com
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Leverage Social Media

“My advice to husbands would
be to get onboard right away.
Start using the oils, learn as
much as you can, and support
your wife. If she is passionate
about helping people and believes
in the products, I guarantee
you one day she will make more
money than you do. Why not
participate?” –Marc

“People need to learn how to leverage
social media. If they’re not taking
advantage of social media, they’re
missing the boat big time, and it could be
harmful to their business.” –Romi

I

t was through social media that Romi
Clark discovered dōTERRA, and it was

through social media that she built
her dōTERRA business. She had been
searching for something to help her
clinical depression for a long time when
one day she saw a Facebook post from
Natalie Rigby about essential oils. She
messaged Natalie, and soon discovered
how effective the oils were.
Though Romi liked the oils, she didn’t
want to become a salesperson. She did,
however, want to get out of her current
job. “So I made my own way,” she says.
“I didn’t do classes, I just used social
media. I jumped in and taught myself
how to do it. I was desperate to get out
of my job, so I was willing to do anything
to make that happen.”
She soon found that the key to success in
social media, and in dōTERRA, was building
relationships. “Just make connections with
people, with no expectations of what you’ll
get in return. Serve people and love them
no matter what.”
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the business or not. “If they join us in
the business, that’s fantastic, but in the
meantime, you have a new friend. You
have an opportunity to see where you
can serve and help people.”
Marc wasn’t very involved at first, but
over time saw what dōTERRA was doing
for his wife and what it could do for their
future. Now, they do it as a team, and
Marc will be able to retire from his job
early to join her. It made a difference
for both of them to see that network
marketing could be a lucrative career.
Romi says, “It doesn’t matter how many
classes you do, or how much you love
the product. If you don’t believe that you
are in a viable profession, you’re only
going to go so far.”
The Clarks have big goals for the future,
and at the core of those goals is their
desire to be able to help those in need
all over the world. Their dōTERRA
business will give them the tools to
love, serve, and support many different
charitable organizations. Marc says, “We
want to have enough money so that we
can help anybody no matter what their
problem is.” Romi says, “I totally believe
that if you give with a free heart and

When Romi shares dōTERRA with

bless people just because you want

someone on Facebook, she makes a

to bless them, God will open the gates

new friend whether they end up doing

of heaven.”

Making the Most out of Social Media:
The Clarks’ Facebook pages
 
The Oilers Café. Purpose: help others learn how to use the oils. “It’s

a safe place to learn and be in a loving community. My goal is to help
others no matter whose team they are on.”
 
Romiz Rock Starz. Purpose: business building. “This is where builders

on my team can come together to share tips and tricks, rally around each
other, and cheer each other on when we are successful.”
 
Romiz Essentials. Purpose: personal business page. “This is where I

share information about the oils, positive and empowering affirmations,
and network marketing tips. I also build relationships with the people
who visit.”
 
Marcz Essentials. Purpose: attract men to dōTERRA. “He shares a

lot of product information with a funny twist. Our goal is to show that
dōTERRA is for men too.”

www.doterra.com
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“It’s not happiness that makes us
grateful, it’s gratitude that makes
us happy. The more gratitude

Sierra Vista, ARIZONA, USA

we have, the more positive and

Educating

I had finally found an oil that I could trust

Families
A

abundant happiness we will attract.”

and that I could refer my clients to.”
It was when the oils arrived that
Stephanie realized she wanted to get
involved with the business. She enrolled

s a midwife, Stephanie Fritz most

her four daughters as her frontline and

often shares dōTERRA essential

started sharing. She had always offered

oils with her clients. At the same time,

her midwifery clients product options

her motivation to build her dōTERRA

to choose from, and so she began to

business is to create more time and

include dōTERRA in these options. She

freedom to spend with her family. She

explains how the oils are effective and

says, “Before dōTERRA, my life revolved

safe and gifts them a trio kit to take

around moms having babies. Because

home and try for themselves. “Almost

of that, there were times I missed being

all of them come back and enroll.

with my family, so I wanted to create

They’re using oils from the beginning,

more freedom of time in my life.”

and I reinforce that with every visit.”

In the beginning, Stephanie didn’t

Stephanie has found that education on

think this “why” was big enough. “Later,

essential oils is central to any dōTERRA

I realized it was big enough. Those

business. “The number one reason

memories that we create with our

people still have their Family Physician

families will be the most important

Kit from when they enrolled a year ago

things. It doesn’t matter what your why

is because they don’t know how to use

is, as long as it’s important to you.”

it. They don’t have a daily routine.” She

Stephanie had used essential oils for
15 years, but quit because of a negative
experience. When one of her friends
called her and told her about dōTERRA,
she jumped at the opportunity to try
the products. “I knew immediately that
this was what I had been looking for.

knows how important it is to teach new
consultants how to use the oils in their
daily life so they’ll find a reason to buy
and share the oils with others. “The
core of being successful and consistent
is knowing how to use the oils and
actually putting them into action.”

I ordered the biggest kit without even

She is grateful that she has been able

smelling them. I was excited because

to build her business with her family.
“Because we do dōTERRA as a family,

“My husband has been my main
backstage guy. He works fulltime
and is anxious to come onboard
with me. He does his sharing at
work. Everyone there knows he is
the ‘oil man.’”
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Stephanie with some of the babies she has delivered
as a midwife.
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we all share that common bond. I love
to see my children be successful in
their families and their health. It has
built confidence in all of us.”

Diamond Tips

1
2
3
4
5

Be generous: Give more than you would want to receive. It doesn’t
always have to be monetary. Give of your time, serve others, be
present, and give sincere compliments. Let what you’re giving be deep,
meaningful, and sincere.
Do the little things: The things that you do every single day don’t look
dramatic, and they don’t look like they matter, but they make all the
difference. They are easy to do, but they are also easy not to do.
Front load your month: Don’t wait until the end of the month to get
all your ducks in a row. Start your promotions, your incentives, and
your class schedule early. dōTERRA leads by example with the Loyalty
Rewards perks by the fifteenth of the month.
Road map your Power of 3: I have my three levels written out and I put
in their Loyalty Reward orders every month. It helps me to know where
to put people when I have enrollments, and to let my leaders know
when they are close to their 1,500.
It’s not a race: I’ve often felt discouraged when I felt like I should be
farther in the ranks than I was, or that I should have progressed faster.
I have told myself many times that it’s not a race. Perseverance and
consistency are the keys.

www.doterra.com
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Hendersonville, TENNESSEE, USA

Never Give Up
A

aron and Tonya McBride used

They decided to leave their jobs and

really needed to implement structure

dōTERRA essential oils for several

devote themselves fulltime to dōTERRA.

and balance so that we didn’t burn

years before they started getting involved

They had to focus on organization and

ourselves out. Your own self-care is

in the business. Their good friends, Scott

consistency as they made the transition

important. You can’t help anyone else

and Rhonda Ford, first introduced them

from employees to business owners.

if you don’t help yourself first.”

to the oils. Tonya says, “We were the

Tonya says, “Before, we just did things

couple people would normally be

as it was convenient, if we could fit it

frustrated with. The Fords could have

into our schedule. When we made the

easily decided that we were never going

decision to go fulltime, we knew that

to do it, but they never gave up on us.”

we needed to have consistent events,

It was seeing the Fords success that drew

follow-up, and training to succeed.”

They learned early on the importance
of never giving up on their business.
Tonya says, “The key is to not quit, even
when it’s hard. It’s going to be hard at
times, and it’s important that you pick
yourself up and keep going.” They ran

the McBrides to the business aspect of

Without a time clock to punch in and

their business more as a marathon than

dōTERRA. Aaron says, “Seeing their results,

out, the McBrides also learned they

a sprint, but they always tell their team

we realized that if we also went all in, we

had to make sure not to overwhelm

that they are allowed to pick the pace of

could have the same achievement.”

themselves with too much work. “We

their own journey. Aaron says, “Just be

“To laugh often and love much; to win the respect of intelligent people and the affection of
children; to earn the approbation of honest citizens and endure the betrayal of false friends;
to appreciate beauty; to find the best in others; to leave the world a bit better, whether by
a healthy child, a garden patch or a redeemed social condition; to know even one life has
breathed easier because you have lived—this is to have succeeded.” – Ralph Waldo Emerson

Tips for teaching
classes

1

Stick to the basics.
“Essential oils are
completely new in the
South, so we do a lot of Essential
Oils 101 classes. Even if people
have been to the class before,
they still continue to learn.”

consistent and work hard. You will get

we have consistently invited people for

the results you desire.”

two years before they responded, and

Just as the Fords never gave up on
them, the McBrides make sure not
to give up on their team. Tonya says,
“Sometimes you invite people to classes
over and over and they never come.
But, we have had experiences where

now some of those people are our best
leaders. If they won’t come or they’re
too busy—the timing just might not be
right for them. We know from our own
experience that you can never give up
on people.”

2

Give them an experience.
“Get those bottles open
and let them have an
experience with them. Make sure
you’re using oils that will give
them an immediate experience.”

3
4

Listen to their needs.
“If you hone in on
people’s needs, then you
can offer solutions for them.”

Keep inviting. “Never
give up on people just
because they don’t come
the first time. The timing just
might not be right for them.”

“dōTERRA has given us the
time and freedom to be
with our family. Memories
don’t have a price, but
dōTERRA gives you the
opportunity to make as
many as you want.” – Aaron
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Dick Ray & Stacy Paulsen
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Santa Clarita, CALIFORNIA, USA

“My husband has always trusted my decisions. When I decided to
build a dōTERRA business, he just went right along with it. He’s an
excellent teacher and is able to help with the trainings we hold. He’s
good at identifying leaders and shares naturally. He’s not selling, he’s
just trying to help others, and so they trust him.”

INSPIRE

Achievement

W

hen Stacy Paulsen’s friend first
shared with her a few drops of

Purify, she had no idea how much it would
change her life. She quickly saw how effective dōTERRA essential oils were, and
decided to buy a kit. She says, “I loved them,
and I was sharing them with everybody,
but I was very anti-multilevel marketing.”
Stacy had run a successful business out of
her home for several years. After moving
to a different state and having a baby,
Stacy found herself at a point where she
wanted to start working again, but was

for Diamond Club and started traveling

on their own.” She’s found this mindset

that. If you’re doing that, the income just

unsure about what she wanted to do. She

to several different states. “My intention

to be consistent with what dōTERRA

naturally flows.”

began researching dōTERRA and came

has always been to reach Presidential

tries to do as a company—help families

across a webinar on the compensation

Diamond or above, so Diamond has

be self-reliant.

plan. She says, “I already knew the oils

been a good spot on the way.”

Most of all, Stacy is grateful for the
amazing opportunity dōTERRA has

After running her own business, Stacy

offered her to expand her role in life.

With a family of six kids, Stacy has

already had many skills that carried over

“When I graduated from college, I

I was already doing.”

emphasized duplication with her team

for dōTERRA. She did, however, learn

thought I had a cap on where I could

in order to minimize the workload she

from this business the importance of

be as a mom. If I wanted to do more,

She jumped right in, teaching herself with

creates for herself. “We find people,

building and serving others. “It started

it would require sacrifices that I was

resources online. Fifteen people showed

we train them, and we let them go. I

out as a way to make money, and now

unwilling to make. Because of dōTERRA,

up to her first class. No one enrolled that

don’t want to manage people, I want to

it’s all about helping people grow and

that perception has changed. Now, the

day, but eventually all 15 enrolled, including

inspire them and help them do things

develop. There’s so much fulfillment in

sky is the limit.”

worked, but I didn’t know that I could
actually make money from something that

Jessica Moultrie who is now a Diamond.
Within a couple months, Stacy qualified

Motivation vs. Inspiration
“We have a responsibility to take care
of things that need to be taken care of,
but we also don’t want to create dependence. We educate people so they don’t
have to come to us for information. I’m
not overly busy because I’ve created an
environment of independence. I support
my leaders, but I also train them well so
they can do it on their own.”
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“Motivation means to move.
I don’t believe you can make people move for a sustained period of time.
But you can Inspire them.
That’s one of the biggest things we are trying to implement in our teams. We are not going
to move people, we are just going to help them see what’s already available and then support
them in that. Only you can move yourself for a sustained period of time.”
www.doterra.com

65

GET INSPIRED

AC R O S S

TEAM LINES

By Nicole Vincent

When I was introduced to dōTERRA about four years ago, I wasn’t ready for it. I was
struggling with depression, weight gain, reflux, migraines, and more, but I wasn’t ready
for something different. I wasn’t ready to change. It was another year and a half before
I was open to what dōTERRA had to offer. I signed up and knew that I needed to tell
others about the option for natural health care, but I told my upline I didn’t want to do the
business. However, as soon as I started learning more about the oils and the company,
I became immersed in the dōTERRA culture and lifestyle, and I wanted to be involved in
building a team. My love of teaching and sharing made it a perfect fit.

I

’ve never met a stranger I didn’t like, and I have always
embraced the philosophy, “The more the merrier.” I love
meeting new people and making new connections.
dōTERRA fit right in with that way of thinking. When I joined
dōTERRA, I automatically had a new dōTERRA family. These
people might be in my “immediate” family, such as my direct
upline or downline, or they might be “extended” family, like
those across various team lines, but we all have one thing in
common: essential oils.
Through this common ground, I have found some great
friends and amazing support. Facebook has been my biggest
connector. When I started, I joined various groups and liked
various pages related to essential oils. As I got involved in the
groups, I started adding friends. I would ask questions, read
what others were posting, and share the experiences I had.
Liking the various pages gave me great ideas on different ways
to use and share essential oils. These pages also provided me
with links to webinars and other online learning resources.
Through social media, I have been connected with many
people across team lines that otherwise I would have never
known. Technology is a wonderful thing!
Attending corporate events in my area has also been a
wonderful way to connect with other teams. I always take
business cards to exchange with others that I meet at these
events. I also like meeting the presenters and leaders involved
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in organizing the meetings. It opens the door for new
relationships and opportunities with people who are local to
me. That support helps so much.
I have received mentoring from some top leaders in dōTERRA
that are on other teams. I have done this by participating in
their trainings, asking questions, and taking notes. I have also
had success through emailing and using Facebook to help
clarify questions I have. I know that these leaders have nothing
to gain financially from helping me succeed, but still they are
happy to help. I have been amazed at how many top leaders
have been so willing to answer my questions and give me
ideas. I have been greatly impressed with how the owners of
dōTERRA are eager to help and encourage. They take the time
for even a regular IPC like me. As I have moved into the role
of a leader, their examples have helped me know how to treat
those from other teams that come to me for help and advice.
The benefits of working across team lines within dōTERRA
are vast. I have found that everyone explains things a little
differently, and sometimes one explanation will resonate
with me better than others. As I have attended other teams’
presentations, I learn, grow, and find ways that I can improve
how I teach, present, and lead. There are times that I have
found a great way to explain or demonstrate a concept
that other teams might not have heard of, so the learning
and benefit goes both ways. I have also been able to get

honest opinions and advice that comes with no strings
attached. When there are financial interests at stake, advice
can be biased. Crossline, you can vent about your business
frustrations without emotions getting in the way.
Another big advantage of networking and working across
team lines is helping those that aren’t in your local area get the
education and support they need to grow and thrive. When
you know a lot of people in a lot of places, you are more likely
to be able to get those that you enroll to an in-person class
and support group. That can make all the difference.

Because of dōTERRA, I have embarked on a journey where
I’ve become physically and emotionally healthy. I have gained
so many friends and experiences that have blessed my life
in so many ways. I am so thankful for all the genuinely good
people that I have connected with through dōTERRA. Working
across team lines has been one of the biggest benefits and
blessings for me on this journey. It has made me a better
person in so many ways. 

www.doterra.com
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Recognition

double diamonds

“With dōTERRA, I can help
as many people as I can and
educate myself and others
about a natural, healthy
lifestyle.”

Consultant

Mary Paine

FOUNDER USA

JUSTIN & KERI HARRISON

eric & andrea larsen

presidential diamonds
double BLUE diamonds

FOUNDER USA

FOUNDER USA

James & Roxane Bybee

Mark Ewen &
Christian Overton

ANDY & NATALIE GODDARD

FOUNDER USA

Patrick & Allyse Sedivy

boyd & sandy truman

FOUNDER TWN

FOUNDER USA

Roger & teresa harding
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NATE & BRIANNE HOVEY

DAVID & TAWNYA HSIUNG
www.doterra.com
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Consultant

Recognition

BLUE diamonds

presidential diamonds

Maree Cottam
FOUNDER TWN

Scott & Rhonda Ford

Al & Maureen Garcia

Marc & Jenn Garrett

FOUNDER USA

STEVEN & MONICA HSIUNG

JERRY & LAURA JACOBS

“I will continue to share this amazing product,
enlighten people to their wonderful properties,
empower more people to take control of their
health, and transform lives.”
– Vickie Crimmel Smith

BLUE diamonds

Steve & Kristine Hales

John & Melyna Harrison

Shane & Rebecca Hintze

Paul & betsy holmes

FOUNDER USA

Roman & Corinna Barrus
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Chris & Kareena Bracken

Jeff & Cherie Burton

Spencer & Brianna Coles

bryan & andrea
huddleston

Asako Kobayashi
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Consultant

Recognition

BLUE diamonds

BLUE diamonds

FOUNDER TWN

Kyle & Kierston
Kirschbaum

KAI-HSUN KUO &
PEI-LING SU

danny & nicole larson

Kathy Pace

Jeff & Diane Shephard

Terry & Lil SHEPHERD

DAVE & PEGGY SMITH

Jason & Sharon
Mcdonald

David & Tammy Miller

Sumiko Nobori

Ryan & Dani Smith

Jim & Tammy Stephens

JAMES & CHELSEA STEVENS

Kacie Vaudrey

FOUNDER TWN

FOUNDER JPN

Jeff & Crystal Nyman
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FOUNDER USA

FOUNDER JPN

FOUNDER USA

Justin & Tahna Lee

FOUNDER USA

FOUNDER USA

Riyo Ogawa

Richard & Jennifer
Oldham

Robyn Openshaw

John & Kalli Wilson

Jared & Sharee Winger

Kevin & Natalie Wysocki

PEI-CHI YI

www.doterra.com
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Consultant

Recognition

diamonds

diamonds

James & Tanya
Cotterell

Becky Cox

Jeff & Judy Cruden

Victor & Amanda
Darquea

Mike & Lori Davis

FOUNDER AUS

Paul & DelMar
Ahlstrom

Kenny & Rebecca
Anderson

Matt & Kelly
Anderson

Spencer & Kari
Arntsen

Karen Atkins

Fred & Carrie
Donegan

Paula Eckert &
John Overbeek

Brad & Rosalie
Elliott

David & Julianne
Ellis

Keith & Spring
Esteppe

Rick & Hayley
Bammesburger

Eric & Becky Barney

Jerry & Aimee Beck

Damian & Jenna
Fante

Leonie
Featherstone

Andrew & Christy
Fechser

Nick & Jeanette
Fransen

Paul & Stephanie
Fritz

FOUNDER USA

Asti Atikinson

Peter & Susie
Bagwell

FOUNDER USA

Daniel & Christina
Benitez

FOUNDER JPN

FOUNDER JPN

FOUNDER AUS

FOUNDER usa

Jeremy & Micki
Boberg

Jerry & Brandi
Burdine

Doug & Rachelle
Castor

Rick & Etsuko
Chidester

Asakawa Kazuyuki
& Akiyo Futakuchi

Vince & Teresa
Garcia

Max & Cherie
Garrett

craig & Lynn Gines

Valerieann
Giovanni

Marc & Romi Clark

Rick & Alisse Coil

Joan Coon

Tom & Anita Cottam

Katie Glasgow

Louis Fusilier &
Monica Goodsell

Craig & Sheila
Goodsell

Jay & Debbie
Gordon

Micah & Krista
Grant

FOUNDER USA

Greg & Marti
Christensen
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Consultant

Recognition

diamonds

diamonds

FOUNDER USA

CURT & Carol Guest

Kirk & Jennifer
Hamilton

Cliff & PJ Hanks

Emily Hanson

Jim & Marty Harger

Nick & Julie Hundley

Rick & Kathy
Hunsaker

Clay & Jessica
Iddings

Arin Ingraham

Rob & Wendy James

Kiley & Nora
Johnson

Leland & Robin
Jones

Brian & Rachel
Jones

Jae Hyeon Ju

Jeremey & Annette
Jukes

FOUNDER USA

FOUNDER USA

Aisha Harley

Ryan & Jenyce
Harris

Michael & Jennifer
Heath

Wayne & Jenna
Henrie

Gordon & Julie
Herbert

Shawn & Lara King

Joe & Amber Kropf

Jennifer Kruba &
Jeffrey Frey

Laurie Langfitt

FOUNDER USA

Bryant & Brianna
Hess

Terry & Maria
Heuser-Gassaway

Nolan & Pat Leavitt

FOUNDER JPN

Jon & Eve Hewett

Jim & Lara Hicks

Jesse & Natalie Hill

David & Heather
Madder

Brett & Brooke
Magleby

James & Cynthia
Maguire

Julene Martindale

Shoko Matsuyama

Aaron & Tonya
McBride

Dena McCaffree

Tony & Aimee
McClellan

Jerry & Priscilla
Messmer

FOUNDER JPN

Hayley Hobson
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Benjamin &
Stephanie
Howells-Scoville

Jeffery & Miranda
Hu

Christy Hughes

Arita Mayumi
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Consultant

Recognition

diamonds

diamonds

FOUNDER AUS

Mark Sheppard &
Rani So

Rigel Smith

Samuel & Melissa
Taeu

Bill & Erleen Tilton

Betty TorresForbord

FOUNDER USA

Justin & Ashlee
Miller

FOUNDER JPN

YOSHIFUSA NISHIDA

Scott & Robyn
Mitchell

FOUNDER JPN

Mitsuko Nomiya

KC & Jessica
Moultrie

Adeesh Piel &
Santoshi Stone

Howard Nakata

Gina Truman

Stephen & Yvonne
Tsai

Lori Vaas

Sondra Verva

David & Kate
Wagner

Robert & Janelle
Parrington

Dick Ray & Stacy
Paulsen

Wendy Wang

Mark & Tamalu
Watkins

JOHN & Shauna
Wetenkamp

Heidi Weyland

Ron & Liz Wilder

Seth & Jennifer
Risenmay

Rob & Melissa
Wilson

Daniel & Amy Wong

Joey & Cachay
Wyson

Yoshiya & Izumi
Yanagihara

Fumiko Yoshimoto

FOUNDER JPN

Keiji & Emiko
Okuyama

FOUNDER AUS

Spencer & Lara
Pettit

Holan & Cassy
Nakata

FOUNDER USA

Rod & Jennifer
Richardson

Burke & Natalie
Rigby

DIAMONDs not pictured:
Ekuseran Yugengaisha
Kaori Fujio
Robert & Toni Holland
Yvonne Cheung Wai Hung

Shane & Jennifer Jackson
Dru & Gina Kiesel
Byoung Chol Koo
Sun Gyeong Lee

Jung Hoon Lee
Mitsuyo Matsumoto
Brad & Darci Richardson

FOUNDER JPN

Casey & Melissa
Robertson
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James & Kelly
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Gary & Karina
Sammons

ERIC & Gale
Sandgren

Miho Yoshimura
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Consultant

Recognition

platinums

platinums
Arla Leins

Cris & Patty
Martinez

Keiko Marutani

Patti & John
Mason

Angela Moffit

Drew & Courtney
Moses

Katie Adams

Joy Bernstein

Connie Boucher

Brenda Brown

Erika Butler

Richard & Elizabeth
Copeland

Drew & Courtney
Moses

Austin & Amber
Nordstrom

Tami Nuhfer

Cynthia Patience

james & chrstine
payne

Frani Pisano

Alicia Cottam

Melody Covino

Mary Crimmins

Curt & Tonia
Doussett

Aaron & Wendy
Frazier

Kristann Gillies

Cindy Price

Joseph & Catharine
Pututau

Bruce & Saradel
Ririe

Julie Ann Scott

Mariza Snyder &
Alex Dunks

Tammy Steuber

Thomas & Amy
Glenn

Leon Green

Melissa Guthrie

Dr. Matt & Anna
Hales

Matthew &
Seantay Hall

Brent & Annie
Hone

Krik & Lana Smith

Wade & Christine
Stolworthy

Sheila
Summerhays

Evan & Adrienne
Thomas

Esther vermillion

Sandra Wang

“I want to be the best leader I can be to
represent dōTERRA and help change lives.”
Amber Nichole Walsh

Tanya Howell

Michele Hornby

Rose Ingraham

Masami Kawai

Chang Ho Kim

Dominique King

Paul & Denise
Webster

Emili Whitney

PLATINUMS not pictured:
Christina Gardner
Jessica Giroux
Changho Kim & Young Ran Cha

Mike & Megan
Knorpp
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Debbie Krahn

Spencer & Reta
Kuhn

Kristi Zastrow

Kalli Kenney
Yoshihisa Komiya
Soon Ja Lim

Carol-Ann Mendoza
Hye Gi Min & Sung Sook Kim
Bernadette O’Donnell

Julie Stoesz
Mi Ja Want

Peggy
Langenwalter
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Consultant

Recognition

GOLDS

GOLDS

FOUNDER CAN

Emmanuelle
Bourbon

Dr. Jamie R. &
Christina Boyer

Joni Bradley

Jason & Kamille
Breuer

Alisa Bridges

Scott & Leesa
Bridges

Rachell
Brinkerhoff

Carey Brown

Charlene Brown

Maureen
Brundage

MARIO Jolly &
SABINE BUCHNER

Marty & Kindra
Adair

Atanaska Adams

Jody Aiton

Brad & Kathy
Alldredge

Coleman & Hilary
Allen

Kelly Alvis

Neal & Erin
Anderson

Evie Anderson

Mike & Jessica
Anderson

Dean & Kathie
Andrus

Janae Arancibia

Jared & Rebecca
Burt

Deana Bushman

Erica Campanella

Ryan & Jenn
Campbell

Heather Carlson

Adabelle Carson

Brent & Kristi
Averett

Robyn Azima

Lori Bacon

Ana Leda Arias
Barrantes & Carlos
Gilbert Panigua Blanco

Michael Basilicato

Debbie Bastian

Heather Carson

Jonathan & Amy
Carver

Elizabeth
Ceniceros

Jon Chase

Diane Tenney
Chatterton

Jaclyn Child

Annie Clark

Carol Colvin

Craig & Kristin
Cottle

Crysty Covino

Karlel Crowley

Eric & Tiffany
Dahl

Shelly Daugherty

Molly Dayton

Jared & Mindy
Degraffenried

Julie Driggs

Dana Dupont

FOUNDER la

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

Chris & Ashley
Beans

Jennifer Bejcek

Ken & Wendy
Berry

Marie Berwald

Joe & Ashley Bell

Victoria Bentley

Shawna Bielmann

Rhonda Birch

FOUNDER CAN

82

dōTERRA ESSENTIAL LEADERSHIP I Spring 2014

Vera Blouir

Jamie Boaglio
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Consultant

Recognition

GOLDS

GOLDS

Haley Fachner

FOUNDER CAN

Sally Farb

Michele Fendell

Yuwei Feng

Mark & Tiffany
Flake

Megan Frasheski

Jason & Stephanie
Hill

Allison Hays

Marissa Heisel

Teri Helms

Eugene & Diana
Henkel

Melissa Herman

Maggie Hill

Holly Hirt

Mark & Patricia
Hoffman

Dena Holmes

Yu Hing Hui

FOUNDER CAN

Marcia Friaca

Jennifer Frink

Nathan & Kristen
Fuchs

Karen Funke

Lisa Anne Gafkjen

Vicki Galloway

Allison Huish

Cynthia Incze

Zia Inman

Scott & Toni
Jaekel

Stephen & Sandra
Jensen

Lindsay Jensen

Andy & Missy
Garcia

Jake & Lindsey
Garrison

Michelle Getz

Brian & Becky
Gillespie

Karen Gilroy

Thomas & Amy
Glenn

Aarron & Heidi
Johansen

Bill & Kelli Jones

layne & sharon
Jones

Lisa Jones

Stacy Jones

Bill & Deena
Jordan

Erick & Edgar
Gonzales

Rachel Gonzales

Dana & Summer
Goodan

Rarikkusu
Goushigaisya

Leon & Lynda
Green

Rosie Gremmert

Noel Joye

Spencer & Cynde
Kamauoha

Leah Karratti

Brian Kiel

Carol King

Melissa King

Tara Kinser

Mie Kira

Russell & Christie
Kirkham

Chris Kirschbaum

Shane & Anne
Marie Klepko

Yasuko Kobayashi

Jeannie Harrison

Pinghua Gu
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David Harris

Jeannie Harrison

Scott & Shyanne
Hathaway
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Consultant

Recognition

GOLDS

GOLDS

Noriko Kurokawa

Lisa Luke

Adele Lurie

tanya maidment

Michele Malchow

Julie Margo

Anita Marriott

Teresa Koerner

Bonnie Kottraba

Shinji Koyata

Jenna Krahn

James & Kristen
Kropf

Rick & Emily Martin

Masako Masuko

Miki Matsumoto

Kelly McBride

Jennifer McClure

KEITH & Keri McCoy

Allen & Heidi
Lafferty

Mary Lagasse

Cynthia Landes

Lois Lane

Sofia Lopez de
Lara

Bebe McFall

Jeanne McMurry

Mona Merz

Melissa Miller

Teresa Miller

Judi Minckler

FOUNDER CAN

86

Margie Lash

JAMES & Michie
Layton

David & Sariah
Leale

Michelle Lebaron

John & Caroline
Lee

Marlies Lee

Bettina Moench

Melissa Morgner

Emily Navas

Lisa Needham

Christian & Marja
Neudel

Josh & Shannan
Nielson

Diane Lefrandt &
Jessica Smuin

David & Emily
Lesher

Yuen Ming Leung

Katie Leverenz

Jodi Lewis

Johnathan &
Rachel Linch

Kerry & Denise
Norris

Anna Offman

Holly Olmstead

Amanda L. Olsen

Dawn Olsen

Tammy Olsen

Nancy linder

Jessica Litster

Rachel Loth

Shelly Loyd

Tracy Lucia

Maria Luebke

AMANDA OlsOn

Ronnie & Bonnie
Owens

Travis & Sara
Palmer

Eric & Kristen
Pardue

Katee Payne
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Consultant

Recognition

GOLDS

GOLDS

SheEn Perkins

FOUNDER AUS

Mike Peters

Angela
Pijanowski

Jessie Pinkerton

FOUNDER CAN

Ruth Prince

Kyle Hess &
Brittany Pirtle

Christopher &
Emily Shawcroft

Larry & Nikki
Shorts

Kymberlee
Simantel

Michelle Ann
Simmons-Brown

Robyn Simon

Natalie Simons

Cindy Price

Pamela Smith

Marcy Snodgrass

Sharla Snow

John & Jennifer
Sorenson

Theresa Soucy

David Stephens

Kristen Reynolds

Dave & Callier
Steuer

Dennis & Janette
Stevens

Michael & Claire
Stucklen

Jim & Toby
Swanger

Gerard & Kehualani
Tarita Tehotu

Martina
Thiagesan

FOUNDER CAN

Tracy Prince

Shane & Brooke
Pugh

Perla Ray

Barbara Rempel

FOUNDER AUS

DAN & JAMIE RIPP

Elaine Riser

Phil & Whitnie
Rogers

Ross Rogers

elizabeth
Thompson

Keri Thompson

Lynn Thompson

Adam & Nikki
Topham

Chad & Sarah
Towe

Matt & Alicia
Triplett

Michael
Rothschild

Janessa Salsbery

DeVola
Samuelson

Ignacio Santoyo &
Silvia Martinez

Adrian & Roxy
Saran

Victor Tsai

Yung-Pei Tseng

Duane & Crystal
Tucker

Martina Valnikova
& Monika Batkova

Kristin Van Wey

Bill & Marilyn
Vandonsel

Josie Schmidt

Robert Scott &
Marlyse Okano

Kazumi Sekiguchi

Nancy Serba

MARK & HELEN
SHAW

Waynette
VanFleet

Eddie & Angela
Villa

Aisake & Melinda
Vuikadavu

Bob & Cathi
Waalkes

Justin Wai

Jill Rigby

NISHA RIGGS

DANIELA ROMAY

Susan Schiering

FOUNDER AUS
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Consultant

Recognition

GOLDS

Susan Walby

Jed & Pam
Waldron

Jaime Walsh

roger webb

nicole white

charles & amy
widmer

“I can bring healing to my friends and family
through dōTERRA.”
Renee Shaeffer

Jenni Wilson

Wayne & Tonya
Wilson

Travis & Stephanie
Winger

Dale & Lillian
Winkler

Scott & Susan
Wooley

Noboru Yamamoto

Man Di Yeung

Elena Yordan

Keiko Yoshida

golds not pictured:
Kazuyo Akimoto
Lau Ka Yu Angel
Anna Cash
Don & Lynda Ashcraft
Linda Bernstein
Katherine Boggs
Mark & Malinda Bramwell
Tracy Broadheard
Scott & Lisa Brown
Claudia Calderon
Roger & Lori Call
William & Donna Card
Mary Carlisle
Wayne & Maridee Cash
Thad & Kathy Chandler
Brett & Farrah Collver
Melissa Cook
Durell Darr
Mao Du
Shane & Steffanie England
Chi Yuen Fong
Cyndy Fuller
Daniel & Judy Gann
Ben & Rachelle Gibson
Lucy Gonzales-Romero
Linda Hong Han

Natalie Harris
Wai Keung Ho
Gayle Hodges
Seiko Ikuta & Mari Chihara
Yuuko Ishibashi
Jared Jarvis
Kurt & Lindsay Jensen
Renee Jones
Eunhee Jung & Hae Geun Lee
Yoko Kamiya
Cheung Wai King
Kodiak LLC
Nao Kuriki
Ronnie & Daniel Lardizabal
Janyce LeBaron
Nancy Linder
Rumi Matsubara
Yoshiro Matsuda
Terumi Matsushima
Ainslee McBride
Candi Newton
Jonathan & Deanna Nicols
Krissy Nordhoff
Sheri Norton
Chijun Ogawa
Wade Olsen
Optimal Health Solutions

Brady Parkin
David & Allyson Phillips
Cynthia Porter
Sherri Price
Wayne & Heather Pulsipher
Mike & Jolynn Roths
Joey Serdoz
Joan Shodai
Yue Ching Farah Sit
Damon & Priscilla Stewart
Yoko Takaku
Gerrie Taylor
Brad & Donna Toews (Founder CAN)
Miyoko & Sachie Toyonaga
Debra Tuttle
True Functional Medicine Center
Michael Vansteenkiste
Michael & Jennifer Vasich
Wong Po Wan
Kristin Van Wey
Brett & Deborah White
Nicole White
Charles & Amy Widmer
Siu Ping Yam & Ping Fung Wu
Yugengaisya & Mitsuyo Matsumoto
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 December 2013.

Yasunori
Yoshimura
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Atsuko Yoshitomi
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Tomoko Yutaka
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