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FEAR – False Evidence Appearing Real

“Sales are contingent upon the attitude of the 
salesman – not the attitude of the prospect.” 

— W. Clement Stone

A negative emotion that produces 
a negative result.

Anxious feelings
Stuck in self doubt
Victim mentality

Lack of movement, in life, in 
business, in relationships

No trust in self
Unable to see Win:Win
Attached to outcome
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Indifference
Apathy

Can’t make a choice
See lose rather than win 

opportunities

Excited
Service mentality

Forward movement, in life, in 
business, in relationships

Trust in self
Sees the Win:Win in every 

opportunity
No attachment to outcome
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What is the doTERRA Sales 
Cycle?
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1. Connect
2. Invite
3. Introduce
4. Educate

• It’s authentic

• It has integrity

• Shows compassion 

• Solutions driven
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• Making sure, in all engagements, in all 
things, with all people, that there is an 
equal value of exchange.

• When there is a winner and a loser in a 
relationship, the relationship isn’t 
sustainable

• In this way you will be able to attract, build, 
maintain and keep wonderful, giving, 
loving, mutually beneficial and respectful 
relationships… FOR EVER

ALWAYS KEEP THE NEXT CONTACT IN YOUR HANDS

If you have used permission based marketing – “would you be 
open to”, then…

They are expecting it

They are OK with it

So when it comes, there is no issue
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•When you hesitate, 
someone loses

•When you take action, 
everyone has a chance to 
win

“Are you open to…”

Connect

Don’t

ConnectDon’t

Connect

Don’t

•When you hesitate, 
someone loses

•When you take action, 
everyone has a chance to 
win

“Are you open to…”
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• NATO – no attachment to outcome

– Connecting to everyone reduces your 
attachment to outcome

• Listen to their concerns

• Sample and invite intelligently

• Create relevance
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One way to get people to connect with 
their need to make changes is to get them 
to rate themselves where they are now 
and where they would like to be to 

highlight the discrepancy.
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• Another method you might use is to ask:

“How’s life going?”

• Identify the gap

“Apart from money, what would you like to be experiencing more of?”

“Other than day‐to‐day dramas, what would you like to experience less of?”

• Tell a story that sells the solution

“If I could show you a way to support yourself with that challenge naturally, 
would you be at least open to giving it a try?”

 Wait for a response!
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Questions are the answer!
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• Create experiences with the essential oils throughout 
the class

• Pass around the Peppermint to wake the class up
• Drink water infused with Lemon or Wild Orange essential oils
• Diffuse Wild Orange and Peppermint for energizing aroma

• Link the oils demonstrated to their wellness goals

“Sally, you mentioned brain fog, especially in 
the afternoon, try diffusing Peppermint for 

that afternoon slump.”
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http://bit.ly/doterraleadership19

http://bit.ly/RateYourselfNow
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