
 

 

 

 

TRAINING SCHEDULE 
 

SETTING THE FOUNDATION 

ASSIGNMENT ONE // MENTOR/TEAM CALLS + THE LOYALTY REWARDS PROGRAM 

ASSIGNMENT TWO // ENROLLING + THE ACCOUNTABILITY TRACKER 

ASSIGNMENT THREE // UNDERSTANDING THE COMPENSATION PLAN + GOAL SETTING 

ASSIGNMENT FOUR // NAMES LIST + FINDING YOUR WHY + TELLING YOUR STORY 

 

WEEK TWO / LEARNING THE SKILLS 

ASSIGNMENT FIVE // HOW TO BOOK AND LEAD A ONE-ON-ONE + OBTAIN REFERRALS 

ASSIGNMENT SIX // HOW TO BOOK AND TEACH A CLASS 

ASSIGNMENT SEVEN // PREPARING YOUR HOST 

 

WEEK THREE / LAUNCHING YOUR BUSINESS 

ASSIGNMENT EIGHT // LAUNCHING YOUR BUSINESS 

ASSIGNMENT NINE // KEYS TO CLOSE & TRACKING YOUR SALES 

ASSIGNMENT TEN // THE WELLNESS CONSULT & SUPPORTING YOUR CUSTOMERS 

ASSIGNMENT ELEVEN // CATCH-UP DAY 

 

WEEK FOUR / SHARING THE OPPORTUNITY  

ASSIGNMENT TWELVE // ASSESSING YOUR PROGRESS & BRINGING UP THE BUSINESS 

ASSIGNMENT THIRTEEN // THE BUSINESS OPPORTUNITY SCRIPT 

ASSIGNMENT FOURTEEN // WRAPPING UP 

 

 

 

 

 



 

 

 

MENTOR/TEAM CALLS + THE LOYALTY REWARDS PROGRAM 
ASSIGNMENT ONE 

 

Welcome to the team! During this month-long training we will teach you the basics to help you 

hit the ground running and feel confident talking to people about doTERRA and essential oils. 

We will teach you step-by-step how to grow your business and reach the level of success you are 

striving for, whatever that may be! Our team is one of support and encouragement, and we are 

so excited to RISE together! Let’s get started! 
 

 

MENTOR CALLS      
What is a mentor call? Many times people are intimidated by getting started with a mentor call 

and we totally understand that. Here is what we want you to think of when we talk about 

mentor calls: 

 

- A designated 30 minute time slot for you to talk to your mentor  

- A time to set goals and create a plan 

- A time to ask any questions you may have 

 

This time is about you, your goals and needs. To keep your calls on track we have set up a series 

of simple questions that you will answer prior to your call. You can either email or text your 

answers each week to your mentor so you have an outline to go over on the call. This helps us 

to use our time efficiently. During these calls, it is important to find a quiet space, be prepared, 

and be logged into your back office on your computer. 

 

Weekly Mentor Call Questionnaire 

 Answer these questions and send them to your mentor prior to the call:  

1. Biggest win 

2. Biggest challenge 

3. Three highest priorities for this week  

4. Is there anyone you have enrolled that you need to place/move  

5. Questions you want to go over 

 



 

 

TEAM CALLS AND MONTHLY MEETINGS 
Team calls (oftentimes organized through ZOOM) are weekly and offer additional, collaborative 

support as you are building your business. These live video calls are integral to the expansion of 

your business knowledge, growth of your belief in the opportunity and fundamental to 

fostering community. Make it a priority to attend these regularly.  

 

Many teams also offer monthly, in-person business trainings for regional support. Connect with 

your mentor to find if your area has one on-going.  

 

TEAM FACEBOOK PAGES 
One of the benefits of enrolling with a wholesale account is the access you get to your upline’s 

exclusive Facebook community. Make sure you’ve been added to the team Facebook group for 

oil users, as well as the additional group for business builders. These online communities are 

hubs for ongoing oil education, upcoming events and business strategies.  
 

THE LOYALTY REWARDS PROGRAM (LRP) 
Need a refresher on the Loyalty Rewards Program? Check out this quick two-minute rundown: 

 

https://www.youtube.com/watch?v=3H1wOkfcw7Y 

 

IMPORTANT: In order to qualify for doTERRA’s full compensation plan, you must place a 100PV 

LOYALTY REWARDS ORDER each month as well as ALWAYS keep your LRP template set at 

100PV or higher. Orders processed on or before the 15th of the month that have at least 125PV, 

qualify for the FREE PRODUCT OF THE MONTH!  

 

HOW TO SET UP YOUR LOYALTY REWARDS ORDER 
 

1. Log in to your virtual office at www.doTERRA.com you will need your doTERRA member 

ID# and your password. Usually the person who enrolled you has already given you a 

password - if not - follow the prompts to set one up. 

 

2. Once you are logged in, click on the Create New Loyalty Order button. 

 

3. You will be prompted to select your LRP Order Process Date before you shop. Keep in 

mind that orders processed on or before the 15th of the month, and have at least 

125PV, qualify you for the free product of the month! The dates will be colored 

according to availability, and if they are before or after the 15th of the month. Don’t 

 

https://www.youtube.com/watch?v=3H1wOkfcw7Y


 

worry, if the date you want is not available you can choose a different date and click 

Review and Process Today (you’ll see that option after you have an order set up). 

 

4. Once you have chosen your date - Click Save Date and Shop. 
 

5. Now you can start shopping! Simply add items to your cart. When you are done 

shopping, click on the cart icon in the top right corner and press Review Loyalty Order. 
 

6. Review Shipping and Billing Information. 

 

7. Make sure and check the box, For personal consumption, unless you are a business 

re-selling product. 

 

8. Click Review and Process Today or Save and Process on Selected Date. 
 

 
ACTIONS 

1. Contact your mentor and set up your weekly Mentor Call time slot. 

2. Create a recurring event on your phone calendar, and set a reminder alarm for 30 

minutes prior.  

3. Talk to your mentor and identify the day of the week and time for your Team Calls. 

Create a recurring event on your phone calendar for this as well.  

4. Find out if your upline offers an ongoing, in-person monthly business meeting. If so, 

enter this recurring event in your calendar as well.  

5. Log into your back office at www.doterra.com. Set up your LRP order to 100PV or higher 

in order to qualify to earn income. Consider qualifying for the FREE product of the 

month as well (125PV LRP order that processes by the 15th)! 

 

 

 

 

 

 

 

 

 

http://www.doterra.com/


 

 

 

ENROLLING AND THE ACCOUNTABILITY TRACKER 
ASSIGNMENT TWO 

 

Today’s training covers one of the most fundamental aspects of our work: enrolling friends, 

family and acquaintances with a wholesale membership. A bit later in the month we will break 

down the actual sales skills behind enrolling, however today we are simply focusing on the 

knowledge of how to technically use the website to enter someone new into the system. 

  

ATTENTION: doTERRA is in the process of upgrading their website platform. Some wholesale 

customers and wellness advocates are on the old platform, whereas some others are on the new 

platform. The below explanation of ‘how to enroll’ is based off of the new system, however it is 

very similar in process to the older system. Whatever platform you are on, if you have questions 

on how to enroll, please feel free to contact your mentor for additional tips! 

 

HOW TO ENROLL   
1. Visit www.doterra.com and log in.  

2. Select Enroll New Member 

3. Select Country and Language  

4. Select Account Type and enter YOUR Member ID # under Referral Information. You will 

be asked to enroll someone as either a Wholesale Customer or a Wellness Advocate*  

5. Enter the customer’s information in the About You section.  

6. Choose How Do You Prefer to Get Started,   select   either   the   doTERRA    Wholesale 

7. Membership fee for $35 OR With a Reduced Price Starter Kit (Membership fee 

included). 

8. Add Kit or Introductory Enrollment Packet to cart. 

9. Select View Cart to continue and check out, or Continue Shopping to add items to cart. 

10. Next review order, you can add items in the Quick Add by Item# or Name box or 

press Change Starter Kit, to edit your kit. When done, select Proceed to Checkout. 
11. Select Shipping Options and Continue. 

12. Great job, you have a new enrollment! The customer will receive an email with their 

member ID number. You have the option to set up their monthly Loyalty Rewards Order 

(LRP) for the following month by clicking Yes, or you can set it up later by clicking Not 

Now. The Loyalty Rewards Program is completely optional. 

 

http://www.doterra.com/


 

 

* IMPORTANT: Wholesale Customers do not enter their Social Security number, cannot 

earn income with doTERRA, cannot enroll anyone, and cannot have anyone placed 

underneath them. However, they can upgrade to a Wellness Advocate at any time, if 
they decide they want to earn income down the road. Wholesale Customers have access 

to wholesale prices for a year (a 25% discount), and can also participate in any of the 

additional monthly promotions, as well as the Loyalty Rewards Program.  

Wellness Advocates receive all of the same benefits as a Wholesale Customer, however 

they are eligible to earn income with doTERRA. Because of this, they are asked to provide 

their Social Security number for tax purposes.  

  

THE ACCOUNTABILITY TRACKER  

This is an important tool in building your doTERRA business. Just like any job, we need to hold 

ourselves accountable and be able to track where we are in our business. We need to know 

what is working and what is not working. You will see on the tracker (at the end of this 

assignment) where we set goals for each week and we track our progress to see how we are 

doing. Your goal isn’t to get the highest total possible, your goal is to match your expectations. 

For instance, if you say you would like to make five new contacts, that is how many you should 

strive to have by the end of the week. Each person’s goals will be different, and that is ok. 

 

It helps to block off your calendar at the beginning of the week. Sunday evenings are a great 

time to do this. Start by blocking off the absolute musts: doctors appointments, picking up the 

kids, Karate practice etc. Then self care: yoga, pilates, walk etc. Then you block off the times 

you can fit in your doTERRA business. Once you have those times blocked off you will be able to 

write them down in the top right corner.  

 

These are some of the areas you will be working on: 

 

PERSONAL EMPOWERMENT means taking care of yourself, a long bath, yoga, running, really 

whatever fills your cup. 

 

PERSONAL DEVELOPMENT is about reading and listening to audiobooks or podcasts that will 

help you grow as a person and a leader in this business. 

 

 

 

 

 

 

 



 

BOOKS 

Go Pro // Eric Worre 

Your First Year in Network Marketing // Mark Yarnell + Rene Reid Yarnell 

The Big Leap // Gay Hendricks 

You Are a Badass // Jen Sincero 

Start With Why // Simon Sinek  

Strengths Finder 2.0 // Tom Rath 

 

PODCASTS 

Your Virtual Upline // Bob Heilig 

MLM Nation // Simon Chan 

The Sales Journey Podcast // Tasha Smith 

Big Magic // Elizabeth Gilbert 

 

COMPANY AND PRODUCT EDUCATION Each week decide to learn more about one oil or new 

product. Become a product of the product so you can speak from experience! Integrate the oils 

throughout your day. Try new supplements and personal care products you haven’t 

experienced yet. Have fun and dive in! 

 

doTERRA (YouTube) 

doTERRA Science (YouTube) 

doTERRA Empowered Life Series: www.doterra.com/US/en/empowered-life-series 

Source To You: www.sourcetoyou.com 

Aromatic Science: www.aromaticscience.com 

doTERRA Healthcare: https://healthcare.doterra.com/ 

 

 

YOUR DAILY CONNECTION PRACTICE (15-20 minutes) 
MEDITATION (10 MIN) Practicing meditation helps you to know yourself better, appreciate 

yourself and others more, and sleep more soundly. It helps you become more efficient and 

creative, hold onto less stress, be more balanced and become more comfortable in your own 

skin.  

 

Science has proven that meditation helps you spend time in a state of conscious rest, ushering 

your body back into its natural state of seeking healing. Each time you sit, your practice 

dissolves stress bit by bit, and helps your body release states of tension and disease - both at 

the surface and deep in your cells. Creatively, and for your business, your meditation practice 

helps you see and receive your highest vision, and stay closely connected to your heart’s 

 

http://www.doterra.com/US/en/empowered-life-series
http://www.sourcetoyou.com/
http://www.aromaticscience.com/
https://healthcare.doterra.com/


 

mission. If this is brand new for you, we highly suggest the Buddhify and Headspace apps. Try 

taking 10 minutes a day to cultivate your meditation practice! 

 

VISUALIZATION (ONE MINUTE MINIMUM) At the end of your meditation or any spontaneous 

moment you want, visualize the specifics of what you want to bring into your life - as if it is 

NOW! Make sure it produces chills, goosebumps or tears, as you are calling in energetically 

your desires. This will certainly speed up the process and help you realize exactly what you are 

wanting in your life - for you and our world. 

 

JOURNALING (FIVE MINUTES MINIMUM) This is a safe place, no one, including you, have to go 

back and read it. Journaling can be done in the morning or evening, and can be a great 

conclusion to your Daily Connection Practice. Braindump what is coming to mind organically, 

and capture what you’ve been experiencing in your life. This can even be just a few sentences. 

Consider wrapping up by jotting down a couple things you are grateful for. 

 

ACTIONS  

1. Print out four Accountability Trackers (on the next page) to have on-hand for the coming 

weeks. 

2. Break down one of your typical weeks to determine when and where you can fit in time 

to commit to your doTERRA business. How many hours each week can you commit? 

Text your mentor with this information! 

3. Jot these time slots down either in a paper planner, or blocked out in your smartphone’s 

calendar. Google makes a GREAT digital calendar app that is super easy to use if you’re a 

strictly digital person. Once you’ve done this, make it a priority to dedicate these 

allotted times to doTERRA. There is a great quote that goes: You can do this business 

part-time, you can do this business full-time, but you cannot do this business sometimes. 

4. Wondering how to make time for doTERRA when you have a whole other set of agenda 

items to check off each day? Trust me, we are all there WITH YOU! Watch this quick five 

minute clip from Marie Forleo on How to Prioritize: One Tip That Does it All: 

https://www.marieforleo.com/2015/01/prioritize/ 

5. Make time for Your Daily Connection Practice.  
 

 

 

 

  

  

 

 

https://www.marieforleo.com/2015/01/prioritize/


 

 
 

 



 

 

 

UNDERSTANDING THE COMPENSATION PLAN + GOAL SETTING 
ASSIGNMENT THREE 

 

Let’s dive into how you earn money with doTERRA and the company’s compensation plan. 

When you are just getting started, there are only a few fundamental concepts you really need 

to understand. However, we’ve included a few links to some great tutorials that outline the 

various ways you can get paid. This takes time to grasp, so please feel free to watch these clips 

and read this information as much as you’d like.  

 

In addition, we will cover the various ranks and corresponding average incomes per rank. 

Knowing these numbers will help you determine your short term and long term financial goals. 

As a reminder, to earn income in doTERRA a Wellness Advocate needs to be enrolled in the 

Loyalty Rewards Program with a monthly order of 100PV. Their Loyalty Rewards cart must have 

a balance of 100PV at all times.  

 

THE BASIC COMPENSATION PLAN 
To start, please take a moment to watch this short, four minute overview on how to earn 

income through doTERRA: 

 

https://www.youtube.com/watch?v=i81FJwrw4Z4 

 

Hopefully you found that helpful! Here is another document that is part of doTERRA’s NEW 

Empowered Success system. This BUILD Guide breaks down doTERRA’s compensation plan in a 

simple, easy to understand way. Please take some time to download this pdf and review it, 
perhaps a few times through: 

 

https://www.doterra.com/US/en/empowered-success-build 

 

We will be talking more about these fantastic resources in the next few weeks as we make our 

way through the training. All of these Empowered Success materials will be integrated into our 

process as we move forward.  

 

 

https://www.youtube.com/watch?v=i81FJwrw4Z4
https://www.doterra.com/US/en/empowered-success-build


 

RANKS AND AVERAGE INCOMES 
The chart below offers a bird’s eye view of average incomes by rank. Take a look to see where 

your short-term and long-term goals may lie. Are you looking to simply cover the cost of your 

personal oil order each month? Are you looking to add supplemental income to your family’s 

budget? Or, are you looking to create total replacement income and more? No matter your 

individual goal, doTERRA has an option to fit your needs.  

 

 

 

SETTING YOUR GOALS 
We need to know where we are going so we can create a plan to get there. The Elite rank is 

foundational to building a successful doTERRA business. So if you are just starting, Elite is a 

great, short-term rank goal to shoot for. A good timeline target to hit Elite is 30 days (90 days as 

a maximum and 14 days as a lofty goal!) Once you have reached and maintained Elite, you 

should be getting your personal monthly oil order paid for! On this worksheet (next page) we 

will walk you through how to reverse engineer your goals. Let’s begin by working on your 

Ultimate Goal. I know this can be scary so we are  going to help you break it down:  

 

 



 

WHAT IS YOUR ULTIMATE EXPECTATION AND GOAL WITH THIS BUSINESS? WHERE DO YOU 

WANT TO BE IN THREE TO FIVE YEARS?   

 

 

 

      

HOW MUCH DO YOU WANT TO BE MAKING IN 90 DAYS?  

 

90 Day Financial Goal (ie. $500 a month): 

 

 

 

What rank would that be (ie. Premier): 

 

 

 

WHAT DO YOU NEED TO ACCOMPLISH IN 60 DAYS TO REACH YOUR 90 DAY GOAL?  

 

60 day objective (ie. Launch 2nd builder): 

 

 

 

What rank would you like to be: 

 

 

      

WHAT DO YOU NEED TO ACCOMPLISH IN 30 DAYS TO REACH YOUR 60 DAY GOAL?  

 

30 day objective (ie. Launch 1st builder): 

 

 

 

What rank would you like to be: 

 

 

 

 

 



 

90 DAY RANK ADVANCEMENT ROADMAP 
This is just a suggestion and a basic outline, but it will give you a ballpark understanding of what 

it takes to reach the first three foundational ranks of Elite, Premier and Silver. Results will vary 

from person to person.  

  

 
 

 

ACTIONS  

Today’s training has already been very interactive. Please make sure you had an opportunity to 

watch the video on the the compensation plan, as well as download and review the Build 

Guide. Also take some time to fill out your goals by either printing out this pdf or by jotting 

them down in a notebook. 

 

1. Text your mentor your goals. This communication will help you align on the pace and 

intensity of your actions! 

2. For practice, find two friends or family members to explain the compensation plan to. 

Feel free to use the Build Guide as your reference. Teaching information you just 

learned to others is a great way to embed the knowledge in your own mind! 

3. Make time for Your Daily Connection Practice (Refer back to Assignment Two). 

 

 
 

 

 

 

 

 

 

 

 

 

 



 

 

 

NAMES LIST + FINDING YOUR WHY + TELLING YOUR STORY 
ASSIGNMENT FOUR 

 

THE BACKBONE OF YOUR BUSINESS: A NAMES LIST 
Your Names List is critical to your success. Identify where to begin sharing to change the lives of 

those you care about. Your goal is to write down 100 or more names, and you will constantly be 

adding to this list as you meet people throughout your day to day life. You can start your list in 

a notebook, excel spreadsheet or Google doc. Start writing down everyone you know without 

pre-judging. This is just a great way to get your wheels turning! 

 

Who would benefit from the products or opportunity? Who needs wellness, money, purpose or 

freedom? Go through your Facebook account, smart phone - think of neighbors, classmates, 

any service person (nail salon, hair stylist, massage therapist, yoga teacher, etc.) Once you’ve 

written out your Names List to the best of your ability, start prioritizing the names you’ve 

written down.  

Next to each name, leave a space to identify if you think they would be a great: 

 

1. CUSTOMER (Needs natural solutions and/or is into health, fitness, green living, etc?) 

2. SHARER (Who could host a great class? Who is well networked and social?) 

3. BUILDER (Who would I LOVE to work with? Who do I admire?) 

 

At the end of this PDF, you will find a memory-jogger worksheet that will also help identify 

individuals in your life who you can add to your list. Keep this list in handy, as you’ll be learning 

what to do with it soon! 

 

FINDING YOUR WHY 

Journaling is a wonderful way to explore your own inner world and your heart’s deepest truths. 

It’s a practice that can yield astounding results if done consistently and with intention. As we 

talk about discovering your ‘Why’, writing can be a fantastic tool to profoundly uncover this 

deeper purpose for your life. 

 

 



 

Why is it that you have chosen to pursue doTERRA? What is moving you and compelling you to 

make a change in your life?  

 

Your Why should be so powerful it could bring you to tears. Your Why is what keeps you going 

when you are ready to give up. Your Why can be as simple as leaving your corporate job to have 

more time with your kids. Or it can be as big as creating an orphanage for children. It is what 

DRIVES you, and what sits at the in the depths of your soul. There is an activity at the end of 

this assignment to help you uncover your own unique Why.  

 

TELLING YOUR STORY 
Let’s learn to tell your story powerfully in under two minutes. Your story can be one of the most 

important parts of how you talk to people about essential oils, so let’s master it. You want to be 

able to tell your story quickly and with conviction. There are four important steps to telling a 

powerful story. Let’s break yours down! 

 

1. BACKGROUND HISTORY: Who are you? Write down 2-3 things that describe you. What 

originally brought you to try doTERRA? Here are some examples: Mom, wife, accountant, 

graphic designer. 

 

 

 

 

 

2. WHAT DID YOU WANT TO CHANGE ABOUT YOUR LIFE BEFORE DOTERRA? Here are some 

examples: Taking medicine everyday, giving your kids medicine, having to leave your kids every 

day to go to work. 

 

 

 

 

 

3. HOW HAS DOTERRA BECOME YOUR SOLUTION? Has it made you healthier? Given you more 

time and financial freedom? 

 

 

 

 

 



 

4. HOW DO YOU FEEL ABOUT YOUR FUTURE NOW? Cast a vision people are excited to see! 

Here are some examples: I know that in the next two years I will be able to leave my job to 

work from home and be a more present mom. I know that I have a natural alternative to turn to 

when someone in my house gets sick - that makes me feel so empowered! 

 

 

 

 

 

 

 

Now that we have the four parts, you will work with your mentor to put this story together and 

perfect it. 
 

ACTIONS  

1. Create your Names List! Take the time - using the techniques described in this training 

as well as the attached memory jogger image to help you compile a list of 100 or more 

names.  

2. Next to each person’s name, identify if you think they may be a great customer, sharer 

or builder.  

3. Finding your Why - Please take the time to watch this TED talk by Simon Sinek (18min) 

on how great leaders inspire action (ie. They start with Why). This talk has over 34 

MILLION views! A great one to bookmark for future reference as well. 

https://www.ted.com/talks/simon_sinek_how_great_leaders_inspire_action/up-next 

4. Your Daily Connection Practice (refer back to Assignment Two): In regards to your 

journaling, you could do this in a simple notebook, or if possible - we recommend 

purchasing this beautifully designed journal: Practice You, by Elena Brower - yogi, artist, 

meditation teacher and doTERRA Blue Diamond. Elena helped create doTERRA’s new 

Yoga Collection oil trio released at the 2017 global convention! This guided journal can 

be purchased affordably ($11.65) on Amazon Prime here: http://a.co/4ZTHg4g 

5. While you are waiting for your new journal to arrive, please don’t hesitate to start 

writing. For this assignment, we would like you to spend 10 minutes journaling about 

these two questions: If my long term goal was a reality today, how would my life 

change? What happens if I never reach this goal? 

 

 

   

 

https://www.ted.com/talks/simon_sinek_how_great_leaders_inspire_action/up-next
http://a.co/4ZTHg4g


 

 

 

 

 

 



 

 

 

HOW TO BOOK AND LEAD A ONE-ON-ONE 

 AND HOW TO ASK FOR REFERRALS 
ASSIGNMENT FIVE 

 

WHAT IS A ONE-ON-ONE? 
Today we are going to guide you through the flow of a one-on-one meeting. One-on-ones are a 

fantastic way to have early success in your business, hone your teaching skills, give personalized 

consultations and strengthen relationships. One-on-ones are intimate, time-efficient and also 

easy to fit into your busy schedule! In addition, they’re a great option for folks who seem to 

have a hard time making it to your classes. These face-to-face, preferably in-person meetings 

help build your confidence as you begin learning the skills necessary to teach to larger groups.  

 

WHAT ARE SCRIPTS AND WHY DO THEY MATTER?    

  

Integrating scripts into your doTERRA vernacular is a great way to start off with a bang! The 

following scripts have been adapted from a sales training program called Emerge. Learning how 

to communicate from the heart while also integrating a foundation of sales skills is a recipe for 

success in this business. Most people who get started in doTERRA have no prior, formal sales 

training - which is completely understandable! The language provided in today’s assignment, as 

well as subsequent assignments, will be integrating the Emerge language, philosophy and 

approach. We are excited to offer this information in conjunction with doTERRA’s newly 

released Empowered Success materials!  

 

One quick note on scripting. The following scripts have been created by individuals with a solid 

background in sales skills. We suggest you stick closely to the scripts, but encourage you to 

make it feel natural to you. If there are some words you want to adjust or a tone you want to 

make more of your own, please do so! What matters most is that you follow the flow of the 

scripting, pay attention to key lines, cover the content, and ask the questions that have been 

outlined for you. This all takes practice, but it’s so important to just dive right in and have fun! 

 

 

 



 

 

SCRIPTS FOR SETTING UP A ONE-ON-ONE  

OPTION A: PHONE CALL  

Hi it’s ____, did I catch you at a bad time? I know I’m totally calling out of the blue. I’m calling to 

get your thoughts on something. I am starting my own business selling essential oils, and as part 

of my learning process and getting started in general, I’m trying to set up appointments with 

people I know so I can get comfortable. You don’t have to buy anything, but if you see 

something you like I would love to help you get it. I am going to go over the most popular 

essential oils and kits and show you how to use them. My part will take about 30 minutes. 

 

Would you be willing to help me out? 

 

We can do it over the phone or in person. Which do you think would be better for you? 

 

Great, I’ve got a crazy week, but I do have ____ or ___ open. Which of those works best with 

your schedule? 

 

If they say that neither of the two times work, you say, ”Ok, is it the time or the day that doesn’t 

work for you?” 

 

Then you can suggest two more times/days and pick from there. 

 

OPTION B: IN CASUAL CONVERSATION  

Essential oils come up in random conversations all the time, so what do we do then? Try the 

“Usually” script below to transition the conversation. 

 

Usually what I do is set up a time to go over your health goals, a bit about the company and the 

most popular essential oils and kits. My part will take about 30 minutes. You don’t have to buy 

anything, but if you see something you like, of course you can order it right away. We can meet 

in person or talk on the phone. Is that something you would like to do? 

 

Great, I’ve got a crazy week, but I do have ____ or ___ open. Which of those works best with 

your schedule? 

 

 

 

 

      

 



 

 

SETUP AND SCRIPTING FOR A ONE-ON-ONE  

SUPPLIES NEEDED FOR A ONE-ON-ONE MEETING: 

- The ten foundational oils 

- Fractionated coconut oil 

- Simplified order form 

- Simplified kit handout (top two kits) 

- ‘My Notes’ sheet 

- One Product Guide 

- Natural Solutions class sheet (doTERRA Empowered Success System) 

- Referral gifts (roller bottles, a sample or two - keep it simple) 

- Pens 

- Notepad 

 

AGENDA  

Let me first start off with what we are going to do today. I’m going to make sure to reference 

my  notes so I don’t go on any tangents and waste your time! We are going to: 

 

- Go over your health and wellness goals 

- Cover a little bit about doTERRA 

- Learn how to use essential oils, and review the most popular kits. 

 

My part will take about 30 minutes. You don’t have to buy anything, but if you see something 

you like, of course I’ll help you order it today. My goal is to empower you and give you safe, 

natural options for your health. 

 

MY STORY 

Quickly introduce yourself and tell your story...no longer than two minutes max.

 

INPUT  

I want to make sure and cover what is most important to YOU!  

- What are some health challenges and goals you are dealing with that you would like a 

natural alternative for? (Write down their health goals in your notepad. You will address 

these when you go through the top ten oils.) 

- What do you already know about doTERRA? (Make sure you hear them out - good or 

bad.) 

 

COMPANY STORY 

 



 

So let me tell you a little bit about the company. doTERRA is actually the largest essential oil 

company in the world! The founders started doTERRA because they wanted to empower families 

to use natural solutions in their everyday life. They understood that researching natural 

alternatives can be overwhelming, and wanted to make it easy for you by creating a company 

with oils and products you can trust. As a result, they developed a full line of therapeutic-grade 

essential oils, cleaning products, skin care and personal care products that are non-toxic, safe 

and effective.  

 

Essential oils are very popular now and are popping up everywhere, including Walmart! Did you 

know many of the oils you find at the natural foods store or grocery store claim to be 100% 

pure, but many add just a small amount of actual essential oil and the rest can be fillers or 

synthetic additives? Even on Amazon - the doTERRA oils you can buy have been found to be 

altered, then resold.  

 

doTERRA has raised the bar in the industry when it comes to quality. There are no fillers, no 

artificial ingredients and no dilution. They go through multiple levels of third party testing to 

ensure purity and potency. Want to check out these test results? Simply enter the batch number 

from the bottom of your bottle into the sourcetoyou.com website for the results as well as a 

highlight on that particular oil’s use. 

 

doTERRA sources their oils from over 40 different countries based on where the plant grows in 

it’s native habitat. Sourcing the plants from where they grow best ensures the highest quality oil 

with a chemical makeup that is potent and effective. This practice also allows doTERRA to give 

back and make a difference in the world. doTERRA works directly with farmers across the globe 

to eliminate middlemen who often do not pay the farmers fair wages. doTERRA’s direct 

involvement with these family farms allows them to increase the number of jobs in the area, 

pair fair and on-time wages, and support the vitality of the region.  

 

doTERRA’s nonprofit organization, The Healing Hands Foundation, helps with many 

humanitarian initiatives to build schools, health clinics, job training facilities and clean water 

systems. When you use doTERRA’s oils you are not only helping your own family, you are also 

helping families around the world. 

 

HOW TO USE ESSENTIAL OILS 

So now let’s learn how to use these incredible oils! doTERRA’s  oils are HIGHLY concentrated, so 

always remember that less is more. One drop of peppermint essential oil is equal to 

approximately 28 cups of peppermint tea! The oils are also 50 - 70x more powerful than herbs! 

 

 

 



 

 

Aromatically: You can simply smell the essential oil out of the bottle or use a diffuser. 

Aromatically, essential oils can affect our mood and help to cleanse the air. 

 

Topically: Apply the essential oil to the area of need, pressure point or the bottom of your feet. 

For sensitive skin dilute with fractionated coconut oil or lotion. Be careful when wearing citrus 

oils as they are photosensitive and can cause you to burn if you wear them in the sun (ie. in a 

body lotion). Avoid direct sun exposure for at least 12 hours after applying a citrus oil on your 

skin. Also, always dilute oils when using on children or the elderly.  

 

Internally: Many of doTERRA’s essential oils can be used internally - simply check the label for 

the Supplement Facts. You can ingest them by adding them to water or dropping them in a 

veggie cap. If you are using them in water, use glass or stainless steel - not plastic. Citrus oils 

can break down plastics. Did you know that it can take your body up to five years to break down 

and eliminate synthetics like plastics and medications? By drinking citrus essential oils you can 

help pull out toxins and cleanse the body.  

 

Put one drop of wild orange and one drop of peppermint in your hands, rub them together, 

cover your nose and now gently inhale. This is an example of aromatic use. Now add the carrier 

oil and rub it on the back of your neck. This is an example of topical use. These two oils will help 

you wake up and put you in a good mood! 

 

THE TOP TEN  

Now let’s dive into the top ten essential oils. If you have these ten oils, you have an oil for nearly 

everything that may pop up - colds, headaches, earaches, rashes, muscle pains and so much 

more! You can always expand and try more of doTERRA’s oils and products, but let’s cover these 

foundational oils today.  

 

NOTE: The most important thing here is that you are linking the top ten oils back to their 

individual health goals - so check your notes! If an oil matches their health goal, keep it short 

- one or two sentences. If it doesn’t match any of their goals give them a few sentences to put 

value in the oil. 

 

Lemon: Cleansing to the body - add a drop to water, also good for non-toxic cleaning 

Lavender: Calming to the skin and mind - great for burns, bites, sleep, stress and anxiety  

Peppermint: Cooling and invigorating - fevers, headaches, cramps, stomach aches, nausea 

Melaleuca: Great for skin and scalp health - deter lice, nail health, antifungal, antibacterial 

Oregano: Natural antibiotic, immune support, great for eliminating warts or skin tags 

Frankincense: #1 oil, headaches, migraines, pain, fine lines and wrinkles, focus, anxiety  

 



 

Deep Blue: Aches and pains, growing pains, headaches, sore muscles and joints  

Breathe: Snoring, respiratory support, asthma, allergies, anxiety, restful sleep  

DigestZen: Everything upset stomach, diarrhea, vomiting, constipation and acid reflux 

OnGuard: Supports the immune system & fights daily germs, great in diffuser to the cleanse air 

 

HOW TO GET STARTED  

So now I want to tell you how to get these amazing essential oils in your home. Let me tell you 

about the two most popular kits. These oils replace everything in your medicine cabinet and will 

become your tool kit for your family’s health. 

 

The first kit is the Home Essentials Kit and it comes with the 10 oils we covered today - in a 

15ML bottle size, which equals about 250 drops. This kit also comes with a Petal diffuser, all for 

$275. 

 

The other option is the Family Essentials Kit. This is more of a sampler kit and comes with the 

same 10 oils we talked about, however they are in smaller 5ML bottles, which equals about 85 

drops (one third the size). You also get Peppermint and OnGuard beadlets, which you can take 

like a supplement. This package does not come with a diffuser, and is $150. 

 

To recap, the Home Essentials Kit has 3x the oil, as well as a diffuser for only $125 more - which 

is a great deal!  

 

MEMBERSHIP COMES WITH SUPPORT 

I know that starting something new can be overwhelming, so that’s what I’m here for! We will 

make a plan when your oils arrive on how to use them to reach your health goals. Where you 

buy your oils from is JUST AS important as WHO YOU buy them from, because you will NEED to 

be taught how to use them! I am always available to answer your questions and guide you 

through this journey. This is my passion and I’m so excited to support you! 

 

Once you enroll, you will have your own wholesale account - similar to Costco. And just like 

Costco, you can enjoy buying products at wholesale pricing (a 25% discount from retail). As a 

wholesale member, there is no obligation to purchase again or sell the oils. 

 

If you decide now or down the road that you’d like to help others and get paid for it - just like 

I’m doing - I’d be happy to tell you more! 

 

Here are the two kits and the order form. On the order form, you’re first going to select which 

kit you prefer. If you’re still not sure, I’m more than happy to answer any additional questions 

you may have. Whether or not you know which kit you want, you can start by filling out the 

 



 

additional information section. Don’t worry, I will shred this as soon as I am done putting in your 

order.  

 

(Hand them the order form and kit handout.) 

 

THE CLOSE 

So which kit do you prefer?  

 

Give them time to answer. Direct them how to fill out the enrollment form.  

 

Ok Great, would you like to get it? 

 

Their Response: I would love to get the Home Essentials Kit, but it’s out of my price range. 

 

Your Response: I totally understand, the Family Essentials Kit is an amazing option. It comes 

with all the same oils, just smaller bottles so you can reorder the ones you use the most! Would 

you like to get that one?  

 

If they answer yes then direct them how to fill out the form. 

 

Their Response: That is still more than I am comfortable spending. 

 

Your Response: I want to show you the mini intro kit - this is another great way to get started. It 
comes with 5ML of lemon, lavender and peppermint which are the most versatile oils. This kit is 

just over $30 with shipping and tax. How does that sound? 

 

Hopefully they answer yes and you direct them how to fill out the form. You will put this order 

in for them as a retail order.  

 

At this point you can offer them a copy of the Natural Solutions class guide. It is a great 

reference for them to take home in addition to the notes they took during the one-on-one. The 

Natural Solutions guide is also a great memory jogger for you  to glance at as you’re covering 

the basics of essential oils during the one-on-one. 

 

 

 

 

 

 

 



 

ASKING FOR REFERRALS  

Now that you have wrapped up the sale (whether or not they purchased), a great next step is to 

ask for referrals. 

 

Real quick, before we finish up, I would love it if you could help me out with something! I try only 

to meet with people I have been recommended to or I know personally. It would be so helpful if 
you were to jot down five people you know who would be nice enough to meet with me. They 

don’t have to be people you think for sure will buy, just anyone who you think would be open to 

learning, and cares about their health. 

 

(In person) For every five people you jot down, I will give you a _____ for free! Here is a pen and 

my notebook, I really appreciate your help. Feel free to use your phone to help you, I am going 

to step away for a minute and will be right back. 

 

(Over the phone or zoom) For every five people you jot down , I will give you a ____for free! The 

easiest thing to do is to share the contacts via text. And if you send them over today I will get 

that ____ in the mail right away. I really appreciate your help! 

 

ACTIONS  

This week’s assignments are all about practice, practice, practice! Next week we will dive into 

filling your calendar and booking meetings and classes. For now, it’s time to focus on practicing 

the flow of the one-on-one and language. This is also a great time to study up on the top ten 

oils. 

 

1. Find two people to practice a 1:1 with. It can be a spouse, best friend, coworker or 

family member. Let them know you are just starting your business and looking for a 

couple trusted friends or family members to practice with. Feel free to print out this 

assignment and bring it with you to the 1:1. You can read right from it! It can also be 

helpful to read through the flow of things out loud, by yourself a couple times  - just to 

see how it feels!  

2. Contact your mentor and set up a time this week  to role-play the 1:1. Your mentor will 

be the ‘customer’ and you can practice the 1:1 scripting over the phone. This will be a 

great opportunity to get feedback and suggestions.  

3. If you are still new to the top ten oils, find some time to read through their descriptions 

in the Modern Essentials book. Familiarize yourself with their basic uses! 

4. Finally, be sure to make time for Your Daily Connection Practice (Refer back to 

Assignment Two). 

 

 

 



 

  

 

 

 



 

 

 

  

 



 

 

 

 

 



 

  
 

 

 



 

 

 

HOW TO BOOK AND TEACH A CLASS 
ASSIGNMENT SIX 

 

STEP INTO TEACHING 
Now that we’ve covered scripting and flow for a one-on-one, let’s dive into the class format. 

There are many similarities, but a few key differences. In essence, when teaching a class, you 

want your attendees to leave thinking, ‘I could do that!’ Keep it simple, and make your class 

duplicable - that is the name of the game. We want your own authentic personality and energy 

to shine, but don’t feel like you need to be an oil expert. We lean on our reference books as the 

‘expert’ and the oils as the ‘salesman’. Your job is simply to share your passion, teach the 

fundamentals and help your customers get these amazing oils in their home! This assignment 

will guide you through the basics of booking and teaching successful classes for your friends, 

family and acquaintances.  

 

SET YOUR INTENTION 
First things, first. It’s incredibly important that before you begin a class, or even a one-on-one, 

you set your intention. Visualize your class flowing with ease. See your guests with smiles on 

their faces feeling comfortable and empowered by the environment you’ve created and the 

information you’re sharing. How many enrollments do you intend to have? How much volume 

do you wish to bring in? How many classes do you intend to book from this class? How many 

referrals would you like to get? These are all great examples of things you should visualize 

before beginning your class. Knowing your intentions and having your energy flowing from a 

positive place will set the whole tone for the experience.  

 

SCRIPTS FOR BOOKING A CLASS  

Option A  

Hi it’s ____, did I catch you at a bad time? I know I’m totally calling out of the blue, but I just 

wanted to get your thoughts on something. I am starting my own business selling essential oils, 

and as part of my learning process and getting started in general, I’m trying to set up my first 

events. I’m looking for friends to have 5-10 people over so I can practice, and as a thank you I 
have free gifts in it for you! You and your friends don’t have to buy anything, but if you see 

 



 

something you like I would love to help you get it. I’ll go over the most popular essential oils and 

show you how to use them. My part will take about 40 minutes. 
 

Would you be willing to help me out? 
 

Great, I’m trying to book these events in the next two weeks. We can do either _____ or _____. 

Which works better for your schedule? That was easy, so how the heck are you? 
 

Option B  

How to book a class when you are already in a conversation about essential oils. 
 

The next thing I’d love to chat about is whether or not you’d want to host an event. Let me run it 
by you and then you’ll be able to decide. Either way is totally ok with me. I just want to make 

sure you have the option. 
 

One of my friends hosted an event and she had five people show up. Just for having some of her 

friends over and giving them an opportunity to learn about doTERRA, she got a ton a free gifts! 

Pretty cool, right? 
 

Here is how it can work. We would set a date. I’ll give you sample text of what you can send to 

your friends - it will be fun! If they buy, great, if not, no biggie. My part will take 30-40 minutes. 

If it takes longer it is because we’re having a good time and helping people decide. 
 

What do you think? (If they are not local, you can offer to do an online class) 
 

Next Steps  

Once they hopefully say yes, give them two dates and times as options. After they choose the 

date that works for them you can help by creating an invite (Facebook events, Evite, etc.). 
 

What the Host Can Say To Invite Guests to the Class  

Hey _____! Not sure if you have gotten into this whole essential oil craze, or know anything 

about them, but I just learned that they can help with WAY more than I realized - like colds, flu, 

wrinkles, stress, pain....So I got some and decided to have some friends over to learn more with 

me! You don’t have to buy anything, but if you see something you like you can get it. I thought 

you might want this info! I have it set up for____. Do you already have plans for that day? The 

actual class portion should only take about 40 minutes, and it will give us a great opportunity to 

connect! 
 

 

 

  

 



 

CLASS SET-UP AND SCRIPT  

SUPPLIES NEEDED FOR A CLASS: 

- The ten foundational oils 

- Wild Orange 

- Fractionated coconut oil and veggie caps 

- Diffuser 

- Simplified order form (See Assignment Five) 

- Simplified kit handout (See Assignment Five) 

- ‘My Notes’ sheet (See Assignment Five) 

- One Product Guide 

- Natural Solutions class sheets (doTERRA Empowered Success System) 

- Referral gifts (roller bottles, a sample or two - keep it simple) 

- Pens (15+) 

- Raffle Sheets 

- Raffle Prize (anything you have extra of or some samples) 

- Referral Gifts (one or two small oils or goodies) 

- Notepad 

- Modern Essentials Book or Essential Life Book 

- Hostess gifts 

- Envelope with dates for classes (include host checklist and tic-tac-toe board inside) 

 

Hand out ‘My Notes’ sheet, pens and raffle tickets as they arrive so they can fill out a raffle 

ticket right away. 

 

AGENDA  

Let me first start off with what we are going to do today. I’m going to read from my paper so I 
don’t go on any tangents and waste your time! Thank you all so much for coming here today 

and thank you_______ for hosting and welcoming us all into your home!  

 

- Go over your health and wellness goals 

- Cover a little bit about doTERRA 

- Learn how to use essential oils, and review the most popular kits. 

 

My part will take about 30 minutes. You don’t have to buy anything, but if you see something 

you like, of course I’ll help you order it today. My goal is to empower you and give you safe, 

natural options for your health. 

 

MY STORY 

Quickly introduce yourself and tell your story...no longer than two minutes max.  

 



 

 

INPUT  

I want to make sure and cover what is most important to YOU!  

- What are some health challenges and goals you are dealing with that you would like a 

natural alternative for? (Write down their name and health goals in your notepad. You 

will address these when you go through the top ten oils.) 

- What do you already know about doTERRA? (Make sure you hear them out - good or 

bad.) 

 

COMPANY STORY 

So let me tell you a little bit about the company. doTERRA is actually the largest essential oil 

company in the world! The founders started doTERRA because they wanted to empower families 

to use natural solutions in their everyday life. They understood that researching natural 

alternatives can be overwhelming, and wanted to make it easy for you by creating a company 

with oils and products you can trust. As a result, they developed a full line of therapeutic-grade 

essential oils, cleaning products, skin care and personal care products that are non-toxic, safe 

and effective.  

 

Essential oils are very popular now and are popping up everywhere, including Walmart! Did you 

know many of the oils you find at the natural foods store or grocery store claim to be 100% 

pure, but many add just a small amount of actual essential oil and the rest can be fillers or 

synthetic additives? Even on Amazon - the doTERRA oils you can buy have been found to be 

altered, then resold.  

 

doTERRA has raised the bar in the industry when it comes to quality. There are no fillers, no 

artificial ingredients and no dilution. They go through multiple levels of third party testing to 

ensure purity and potency. Want to check out these test results? Simply enter the batch number 

from the bottom of your bottle into the sourcetoyou.com website for the results, as well as a 

highlight on that particular oil’s use. 

 

doTERRA sources their oils from over 40 different countries based on where the plant grows in 

it’s native habitat. Sourcing the plants from where they grow best ensures the highest quality oil 

with a chemical makeup that is potent and effective. This practice also allows doTERRA to give 

back and make a difference in the world. doTERRA works directly with farmers across the globe 

to eliminate middlemen who often do not pay the farmers fair wages. doTERRA’s direct 

involvement with these family farms allows them to increase the number of jobs in the area, 

pair fair and on-time wages, and support the vitality of the region.  

 

 



 

doTERRA’s nonprofit organization, The Healing Hands Foundation, helps with many 

humanitarian initiatives to build schools, health clinics, job training facilities and clean water 

systems. When you use doTERRA’s oils you are not only helping your own family, you are also 

helping families around the world. 

 

HOW TO USE ESSENTIAL OILS 

So now let’s learn how to use these incredible oils! doTERRA’s oils are HIGHLY concentrated, so 

always remember that less is more. One drop of peppermint essential oil is equal to 

approximately 28 cups of peppermint tea! The oils are also 50 - 70x more powerful than herbs! 

 

Aromatically: You can simply smell the essential oil out of the bottle or use a diffuser. 

Aromatically, essential oils can affect our mood and help to cleanse the air. 

 

Topically: Apply the essential oil to the area of need, pressure point or the bottom of your feet. 

For sensitive skin dilute with fractionated coconut oil or lotion. Be careful when wearing citrus 

oils as they are photosensitive and can cause you to burn if you wear them in the sun (ie. in a 

body lotion). Avoid direct sun exposure for at least 12 hours after applying a citrus oil on your 

skin. Also, always dilute oils when using on children or the elderly.  

 

Internally: Many of doTERRA’s essential oils can be used internally - simply check the label for 

the Supplement Facts. You can ingest them by adding them to water or dropping them in a 

veggie cap. If you are using them in water, use glass or stainless steel - not plastic. Citrus oils 

can break down plastics. Did you know that it can take your body up to five years to break down 

and eliminate synthetics like plastics and medications? By drinking citrus essential oils you can 

help pull out toxins and cleanse the body.  

 

Put one drop of wild orange and one drop of peppermint in your hands, rub them together, 

cover your nose and now gently inhale. This is an example of aromatic use. Now add the carrier 

oil and rub it on the back of your neck. This is an example of topical use. These two oils will help 

you wake up and put you in a good mood! 

 

THE TOP TEN  

Now let’s dive into the top ten essential oils. If you have these ten oils, you have an oil for nearly 

everything that may pop up - colds, headaches, earaches, rashes, muscle pains and so much 

more! You can always expand and try more of doTERRA’s oils and products, but let’s cover these 

foundational oils today.  

 

 

 



 

NOTE: The most important thing here is that you are linking the top ten oils back to their 

individual health goals - so check your notes! If an oil matches their health goal, keep it short 

- one or two sentences. If it doesn’t match any of their goals give them a few sentences to put 

value in the oil. 

 

Lemon: Cleansing to the body - add a drop to water, also good for non-toxic cleaning 

Lavender: Calming to the skin and mind - great for burns, bites, sleep, stress and anxiety  

Peppermint: Cooling and invigorating - fevers, headaches, cramps, stomach aches, nausea 

Melaleuca: Great for skin and scalp health - deter lice, nail health, antifungal, antibacterial 

Oregano: Natural antibiotic, immune support, great for eliminating warts or skin tags 

Frankincense: #1 oil, headaches, migraines, pain, fine lines and wrinkles, focus, anxiety  

Deep Blue: Aches and pains, growing pains, headaches, sore muscles and joints  

Breathe: Snoring, respiratory support, asthma, allergies, anxiety, restful sleep  

DigestZen: Everything upset stomach, diarrhea, vomiting, constipation and acid reflux 

OnGuard: Supports the immune system & fights daily germs, great in diffuser to the cleanse air 

 

HOSTING  

I want to pause here to thank (insert host name) for having me over today to meet all of you. 

(hold up tic tac toe board). (host) has already earned a free gift just for having everyone over 

today, and she is on her way to earning more gifts! There are two ways that you can help her 

with that. The first is by getting started with some essential oils today - in just a moment I will 

tell you how you can do that. The second way you can help is by playing the envelope game. 
 

I have 4 envelopes up here with available dates, and inside has the name of one of these prizes 

that you will leave with today just for scheduling to have your own class. This is the first of many 

free gifts you will get for hosting! 
 

Have them out on the table or in a box so they can see what you are offering; for example: 

rollerballs, linen sprays, and the oil key chain. 
 

I would love to have an event with each and every one of you! So what I’m going to do is pass 

these envelopes around. Simply write your name and phone number on the envelope with the 

date that works for you. Hold up your envelope once you have written your name and phone 

number and I will bring your gift right over! 
 

Once two or more of you have booked classes (host) will get another free gift! 

 

Hold up envelope with her name on it. 
 

 

 



 

HOW TO GET STARTED  

So now I want to tell you how to get these amazing essential oils in your own home. Let me tell 

you about the two most popular kits. These oils replace everything in your medicine cabinet and 

will become your tool kit for your family’s health. 

 

The first kit is the Home Essentials Kit and it comes with the 10 oils we covered today - in a 

15ML bottle size, which equals about 250 drops. This kit also comes with a Petal diffuser, all for 

$275. 

 

The other option is the Family Essentials Kit. This is more of a sampler kit and comes with the 

same 10 oils we talked about, however they are in smaller 5ML bottles, which equals about 85 

drops (one third the size). You also get Peppermint and OnGuard beadlets, which you can take 

like a supplement. This package does not come with a diffuser, and is $150. 

 

To recap, the Home Essentials Kit has 3x the oil, as well as a diffuser for only $125 more - which 

is a great deal!  

 

MEMBERSHIP COMES WITH SUPPORT 

I know that starting something new can be overwhelming, so that’s what I’m here for! We will 

make a plan when your oils arrive on how to use them to reach your health goals. Where you 

buy your oils from is JUST AS important as WHO YOU buy them from, because you will NEED to 

be taught how to use them! I am always available to answer your questions and guide you 

through this journey. This is my passion and I’m so excited to support you! 

 

Once you enroll, you will have your own wholesale account - similar to Costco. And just like 

Costco, you can enjoy buying products at wholesale pricing (a 25% discount from retail). As a 

wholesale member, there is no obligation to purchase again or sell the oils. 

 

If you decide now or down the road that you’d like to help others and get paid for it - just like 

I’m doing - I’d be happy to tell you more! 

 

Here are the two kits and the order form. On the order form, you’re first going to select which 

kit you prefer. If you’re still not sure, I’m more than happy to answer any additional questions 

you may have. Whether or not you know which kit you want, you can start by filling out the 

additional information section. Don’t worry, I will shred this as soon as I am done putting in your 

order.  

 

Hand them the order form and kit handout. 

 

 



 

THE CLOSE 

So which kit do you prefer?  

 

Give them time to answer. Direct them how to fill out the enrollment form.  

 

Ok Great, would you like to get it? 

 

Their Response: I would love to get the Home Essentials Kit, but it’s out of my price range. 

 

Your Response: I totally understand, the Family Essentials Kit is an amazing option. It comes 

with all the same oils, just smaller bottles so you can reorder the ones you use the most! Would 

you like to get that one?  

 

If they answer yes then direct them how to fill out the form. 

 

Their Response: That is still more than I am comfortable spending. 

 

Your Response: I want to show you the mini intro kit - this is another great way to get started. It 
comes with 5ML of lemon, lavender and peppermint which are the most versatile oils. This kit is 

just over $30 with shipping and tax. How does that sound? 

 

Hopefully they answer yes and you direct them how to fill out the form. You will put this order 

in for them as a retail order.  

 

At this point you can offer them a copy of the Natural Solutions class guide. It is a great 

reference for them to take home in addition to the notes they took during the class. The 

Natural Solutions guide is also a great memory jogger for you to glance at as you’re covering 

the basics of essential oils. 

 

ASKING FOR REFERRALS  

Now that you have wrapped up the class (whether or not they purchased), a great next step is 

to ask for referrals. 

 

Real quick, before we finish up, I would love it if you could help me out with something! I try only 

to meet with people I have been recommended to or I know personally. It would be so helpful if 
you were to jot down five people you know who would be nice enough to meet with me. They 

don’t have to be people you think for sure will buy, just anyone who you think would be open to 

learning, and cares about their health. 

 

 



 

(In person) For every five people you jot down, I will give you a _____ for free! Here is a pen and 

my notebook, I really appreciate your help. Feel free to use your phone to help you, I am going 

to step away for a minute and will be right back. 

 

ACTIONS  

1. For today’s assignment, take some additional time to practice the 1:1 script from 

yesterday. If you haven’t had a chance to meet with a friend or family member to 

practice, please do so! Next week we will be diving into teaching classes where you will 

have an opportunity to practice today’s scripting.  

2. Check out this great 18 min TED talk on body posture and emotional physiology: 

https://www.ted.com/talks/amy_cuddy_your_body_language_shapes_who_you_are 

3. After watching the video, take a picture of you in your favorite ‘Power Pose’ and post to 

the RISE group page. Consider integrating a two-minute power pose into your pre-game 

routine before your next class! This awareness will be incredibly helpful as you are 

teaching and working through your nerves!  

4. Finally, be sure to make time for Your Daily Connection Practice (Refer back to 

Assignment Two). 
  

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

PREPARING YOUR HOST 
ASSIGNMENT SEVEN 

 

The most important part of having a successful event is preparing your host! In this assignment 

we will cover various ways on how to do this effectively. The below, ‘Host Checklist’ is available 

for you to print out and go over with your hostess so they feel confident in organizing a fun and 

valuable class. Clear communication with your host is so important! We suggest meeting with 

him/her in person, or talking with them over the phone to answer questions and set 

expectations. Doing this will help clarify roles, identify responsibilities and outline what they are 

committing to.  

 

Feel out your host by asking them how closely they would like to be involved in the planning. 

Some hosts simply want to open their house as a venue, and have you do most the work. While 

others want to jump in and earn free gifts for hosting. Either way, the goal of booking hosted 

events is to expand YOUR network by tapping into OTHER PEOPLE’S networks! 

 

EARNING INCOME 

Let your host know that they have the opportunity to earn income if any of their guests decide 

to enroll. A 20% Fast Start bonus will be paid out to them for each enrollment if they have their 

LRP order set to process at 100PV!  

 

EDIFICATION TRIANGLE 

Most often when you have a hosted class, you will not know many of the guests in attendance. 

These guests are friends of the host and have a much closer relationship with the host then 

with you. Given this, it is important you talk to your host ahead of time to explain the 

Edification Triangle and how to implement it at the beginning of a class.  

 

The Edification Triangle is a way to gain trust and credibility with your guests at hosted events. 

Here’s how it works: 

 

1. At the beginning of the class have your host introduce you. Have her briefly explain who 

you are, how they know you and why they’ve asked you to teach a class. The host’s job 

 



 

is to make the relationship connection between the attendees and you. You want the 

guests to trust you because your host trusts you! The rapport you create with the guests 

begins as SOON as people start walking in the door. So consider your energy - be open, 

friendly, prepared and warm! Create relationships from the get-go!  

2. Once the host edifies you, thank the host for having you and inviting their friends/family 

to the class. Share your intention for the class and a very brief reason of why you are so 

excited to be there.  

3. These two simple steps have created the triangle: connecting the HOST, GUEST and 

TEACHER (YOU). This sets the foundation for the class! 

 

HOSTESS GIFT 

A hostess gift is a wonderful way to thank your friend for opening their home and inviting their 

community to learn about doTERRA. You can keep your gift as simple as an oil or two, or 

depending on the number of guests the host gets to the class, you could gift a larger item like a 

diffuser. This can help incentivize the hostess to invite a larger group!  

 

INCLUDE A RAFFLE 

As guests begin to arrive, have them fill out a raffle slip. Place the completed slips into a bowl 

and draw a winner 1-3 times during the class to create excitement! Create your own, or 

purchase a great raffle tear pad here:  

 

https://www.shareoils.com/collections/tear-pads/products/drawing-pads?variant=1122350221

3 

 

SIMPLE AND INEXPENSIVE RAFFLE GIFTS 

- 5ML Homemade Blends 

- Bath Salts 

- Sugar Scrub 

- doTERRA Lip Balm 

- doTERRA OnGuard Toothpaste 

- doTERRA Hand Sanitizer 

 

HOST TIC-TAC-TOE AND RECIPE LIST 

These documents attached to the end of this assignment are some additional tools for you use 

to create a successful event. The recipes are simple, tasty treats the host could easily 

incorporate into the event, and the The Tic-Tac-Toe board is another asset to help you create 

excitement with your host! 

 

 

https://www.shareoils.com/collections/tear-pads/products/drawing-pads?variant=11223502213
https://www.shareoils.com/collections/tear-pads/products/drawing-pads?variant=11223502213


 

 

 

SHARE GUIDE  
doTERRA has created a beautiful handout as part of the Empowered Success system called the 

Share Guide. This guide will also help your host get prepared for their event. You can download 

or purchase this document here: 

 

https://www.doterra.com/US/en/empowered-success-share 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://www.doterra.com/US/en/empowered-success-share


 

 

HOST CHECKLIST 

CREATE A GUEST LIST 

Start with 25 people you plan to invite (this might seem like a lot, but usually half can’t make it, 
and the goal is 5-10 people). Begin contacting them a few weeks prior to the event. Inviting 

them in person or over phone are best options. If you do create a digital invite (Facebook, 

Evite), please add me to it. Here is a sample of what to say: 

 

Hey _____! Not sure if you have gotten into this whole essential oil craze, or know anything 

about them, but I just learned that they can help with WAY more than I realized - like colds, flu, 

wrinkles, stress, pain....So I got some and decided to have some friends over to learn more with 

me! You don’t have to buy anything, but if you see something you like you can get it. I thought 

you might want this info! I have it set up for____. Do you already have plans for that day? The 

actual class portion should only take about 40 minutes, and it will give us a great opportunity to 

connect! 

 

CALL ALL GUESTS TWO DAYS PRIOR 

Hi, _______ I can’t wait to see you (day) at (insert time) - it’s going to be a lot of fun! The class 

will start promptly, and there will be a gift for everyone who arrives on time. Also, if you bring a 

friend who’s new to doTERRA you receive a free oil! 

 

It is important to assume they are coming, do not call and ask, ‘Can I count on you?’ or ‘I hope 

you are coming.’ This allows for people to find an excuse to cancel. If you sound confident and 

remind them that you are introducing them to something that has been a game-changer in 

many households, they will likely not want to miss out! 

 

TEXT 2-3 HOURS BEFORE EVENT 

I can’t wait to see you at (time).  And don’t forget, the class will start promptly! 

 

GIVE EVERYONE A SURPRISE 

We will work together on this! Here are a few ideas: Sample of oil for everyone, a free Living 

magazine, fun oil infused recipe you have never made (peppermint infused brownies are always 

a hit). 

 

PROVIDE A LIGHT SNACK AND WATER WITH OILS 

If you choose to serve alcohol it is highly recommended that you limit alcohol intake during the 

class or serve at the end of class. Always bring flat and/or Bubbly Water and offer Lemon or 

 



 

Wild Orange to be added to their water glass. This starts the event with an immediate oil 

experience for the guests in addition to diffusing. 

 

ACTIONS  

1. Begin thinking of who you know who may be a great host. Who is well-networked, a 

social butterfly and open to natural wellness? Jot down these names and put them at 

the top of your list for next week. We will be reaching out to these folks in the coming 

assignments.  

2. Continue with Your Daily Connection Practice! 

3. That’s all for today! Enjoy a little down time and prioritize your SELF CARE! Take a walk, 

go for a run, treat yourself to a massage! You ROCK!!! 

 

 

 

 

  

 

 

 

  

 

 

  

 

 

 

  

 

 

 

  

 

 

 

 

 

 

 

 

 



 

 

 

 

 



 

 

 

 

 



 

 

 

LAUNCHING YOUR BUSINESS 
ASSIGNMENT EIGHT 

 

IT’S GO TIME! 

Up until this point we’ve been setting the groundwork for launching your business. Now that 

we’ve covered the fundamental basics, as well as simple scripting to follow, we are going to 

dive into ACTION! Today you will be blocking out your calendar for the month ahead and 

contacting  folks to set up classes and one-on-ones.  

 

When you’re starting your business, to get true momentum and increasing paychecks, you need 

to take massive action. What does massive action actually mean? Massive action means 

committing to playing full out for a designated period of time. Thirty days is a great window of 

time to push. This also means that you many need to make some sacrifices in your life to make 

time to prioritize your business. Just like an airplane that needs to go full-throttle to get off the 

runway and into the air, so do you if you’re looking to get your business off the ground. A 

month-long, action-oriented launch always equals success. 

 

PLANNING YOUR MONTH 

Ok, so let’s dive in! It’s important that before your reach out to set up classes and one-on-one’s, 

you know your availability. Look ahead at the next four weeks. What weekends, evenings, 

mornings and general times work for you? Make a list of these free times so that you have 

options to offer friends who want to meet up or organize a class. It pays to be prepared! 

 

Make an initial goal to meet with 10 people. This can be through one-on-ones, classes or a mix 

of both. Refer back to your names list. Who have you prioritized? Let’s start with these 

individuals. 

 

TEXT BLITZING BASICS 

One of the most effective ways to fill your teaching calendar for the upcoming month is by text 

blitzing. This is a great strategy that doesn’t take much time but is super effective. Here’s how it 
works:  

 

 



 

1. Set aside 15-20 minutes 

2. Get out your cell phone 

3. Reach out to as many people as you can in 20 min to set up classes or 1:1’s 

4. The body of the text message can be the same, but personalize the message with the 

individual’s name and something specific about your relationship with them. 

5. Save several scripts for each of your different groups of people you’re texting. For 

example: Close Friends, Co-workers, Acquaintances, Holistic Businesses, etc.  

6. COPY & PASTE! (Make sure it’s your voice, how you would normally text.) 

7. Keep it short & simple 

8. Keep it real 

9. No Fear! If fear pops up...do it ANYWAY! 

10. Copy, paste, send . . . copy, paste, send! 

11. If you start to doubt, click SEND. 

12. Send as many as you can! 

13. Don’t leave anyone off your text list! 

 

TEXT BLITZ SCRIPT IDEAS 

BASIC: 

1. Hey ______, Real quick - have you heard much about doTERRA essential oils? I’ve been 

using them and have had awesome results! I’ve also started teaching about them and as 

part of my learning process, I’m setting up personalized wellness consults with people I 
know so I can get comfortable. You don’t have to buy anything, but if you see something 

you like I would love to help you get it. We will go over your top health goals, a little bit 

about the company and the most popular oils and kits. My part will take about 30 

minutes. Would you be willing to help me out? 

 

SHORT AND SWEET:  

1. Hey friend! I am in a 20 minute challenge to book the most doTERRA "Intro to Essential 

Oils" classes I can for the month of November!! And I have a free______ for my hosts! 

Just get 5-7 people to your house and let's do this! Are you game? 

 

2. Hi friend! I know you have been interested in learning more about essential oils. Would 

you be interested in hosting a class in November? 

 

3. Hey girl! Would you be willing to host a class for me in the next two weeks for your 
friends and family? I have a FREE mini diffuser with your name on it if you say yes! xo 

 

 

 



 

WHEN TRAVELING: 

1. Hi _______! I'm coming back to California next month and was wondering if you would 

be interested in hosting a wellness class for me?? Either at your work or at home? I'm in 

town November,  15-20. Hope we can grab dinner again afterwards! 

 

SAMPLING  
It’s always great if the person you are meeting with can have an oil experience BEFORE your 

class or 1:1.  Sampling can be a great way to do this. If someone you know has interest in the 

oils, or has expressed frustration with a health issue, offer them a small sample. 

 

Sampling Supplies:  

- ⅝ brown amber glass drams 

(https://www.aromatools.com/containers/glass-containers/smaller-than-1-oz/5-8-dram

-amber-glass-vials-with-orifice-reducers-and-black-caps-box-of-144.html) 
- Back Office Sample Trio. In your back office you can purchase pre-made samples of our 

top oils and blends. These are great to keep on hand!  

 

A follow-up is REQUIRED though if you are sampling! Make sure to get the email address or 

phone number of the person you have sampled. Ask them a permission-based question after 

giving them the sample:  

 

Would it be ok with you if I followed up in a couple days to see how the sample worked for you? 

 

Permission-based questions are a wonderful way to take the pressure off of a prospect by 

asking them, ‘Would it be ok if…’.  

 

ACTIONS  

1. Text Blitz Challenge: In the next two days set aside 20 minutes to do Text Blitz as many 

friends as possible. We will be running an online challenge and oil give-away to the 

individuals who book the most 1:1’s and classes, so keep track of how many confirmed 

1:1’s and classes you line up! 

2. Sample Challenge: In the next two days, sample five new people and get their contact 

information for a follow-up. The object of this is to get comfortable talking with 

strangers, practice bringing up oils in conversation, and getting out of your comfort 

zone! With both of these challenges, it’s good to go for the ‘No’! This means, getting 

used to hearing ‘No’! Luckily, with doTERRA - ‘No’s’ aren’t that common, but you WILL 

undoubtedly come across people who are not interested! It’s OK! There is always 

someone just around the corner who’s been SEARCHING for what you have to offer! 

3. Your Daily Connection Practice  

 

https://www.aromatools.com/containers/glass-containers/smaller-than-1-oz/5-8-dram-amber-glass-vials-with-orifice-reducers-and-black-caps-box-of-144.html
https://www.aromatools.com/containers/glass-containers/smaller-than-1-oz/5-8-dram-amber-glass-vials-with-orifice-reducers-and-black-caps-box-of-144.html


 

 

 

KEYS TO CLOSE & TRACKING YOUR SALES 
ASSIGNMENT NINE 

 

 

GETTING COMFORTABLE WITH SELLING 

How do you feel about sales? When you think of a ‘salesperson’, what comes to mind? 

Oftentimes, the emotions that come up, and the gut reactions to these questions can be 

offputting to say the least. It’s important to really dig into your own limiting beliefs around this 

topic, because they may be holding you back from your ultimate potential. 

 

This is where we stop to reframe our mindset. Consider approaching the sales process from the 

perspective of being of SERVICE. Before going into a one-on-one or a class, refocus on your 

intention and how you can best serve and meet the needs of the individual(s) you are meeting 

with. Seek to understand THEIR needs, and set aside your own agenda.  

 

THE CLOSE SCRIPT REFRESHER 

To bring it back to top of mind, here is the scripting we’ve outlined so far for ‘the close’ portion 

of the 1:1/class: 

 

So which kit do you prefer?  

 

Give them time to answer. Direct them how to fill out the enrollment form.  

 

Ok Great, would you like to get it? 

 

Their Response: I would love to get the Home Essentials Kit, but it’s out of my price range. 

 

Your Response: I totally understand, the Family Essentials Kit is an amazing option. It comes 

with all the same oils, just smaller bottles so you can reorder the ones you use the most! Would 

you like to get that one?  

 

If they answer yes then direct them how to fill out the form. 

 



 

 

Their Response: That is still more than I am comfortable spending. 

 

Your Response: I want to show you the mini intro kit - this is another great way to get started. It 
comes with 5ML of lemon, lavender and peppermint which are the most versatile oils. This kit is 

just over $30 with shipping and tax. How does that sound? 

 

Hopefully they answer yes and you direct them how to fill out the form. You will put this order 

in for them as a retail order.  

 

SIX QUESTIONS 

If you are looking for some additional tips on the close, here are six questions you can utilize to 

genuinely address any concerns, and help your customer make better buying decisions. If 
someone has a concern you cannot resolve, simply say, “I don’t know, but I know where to find 

the answer, and I’ll let you know.” Don’t make assumptions about their ability to purchase. Let 

them choose what’s best for them. 

 

1. WHAT ARE WE WORKING ON? 

Look over their top health priorities, and invite them to find solutions in a reference 

guide (Modern Essentials or Essential Life). 

 

2. HOW SERIOUS ARE YOU ABOUT RESOLVING THESE THINGS RIGHT NOW? 

Their answer to this question is an indication of how much they’re willing to spend. If 
someone has a very serious interest, you may pull out the additional larger kit options to 

show them. Describe the value in the Natural Solutions Kit, Every Oil Kit or Diamond Kit. 

For less serious interest, reiterate the value in the Home Essentials and Family Essentials 

Kit.  

 

3. HERE ARE MY SUGGESTIONS... 

Once you get a sense of what would be a good fit for them, suggest what you might do 

if you were them. Offer them a pen and the enrollment form. Then give them some 

space to think about your suggestion, and move along to help the next person.  

 

For those who may still have concerns... 
 

When you come back around to check on them, if they haven’t filled out their form, you 

know they have a concern. Use one or more of the following three questions to help 

them identify and resolve any concerns they might have.  

 

 



 

 

4. WHAT ARE THE FACTORS YOU’RE CONSIDERING IN MAKING THIS DECISION? 

They will usually reveal their concern(s). Do your best to resolve them by sharing the 

value and benefits they get from the products/kit, and any relevant personal 

experiences. If they still don’t fill out their form, ask question five. 

 

      5.    IS THERE ANYTHING WE HAVEN’T DISCUSSED THAT IS AFFECTING YOUR DECISION? 

They will reveal any deeper concerns. Do your best to resolve them. If they still don’t fill 
out their form, ask question six.  

 

      6.    WHAT DO YOU THINK IS THE NEXT BEST STEP FOR YOU? 

Express your desire to support them and honor their needs. Ask if you can follow up 

with them in the next day or two. 

 

SALES TRACKER 

As you start making sales and gathering enrollments, use the template below to track the 

success of your interactions. This tracker you could easily recreate and expand in Google Docs 

or Excel as your list grows. It’s extremely helpful to track your closing rate so you can see how 

you improve over time.  

 

 

 

 

 

 



 

 

ACTIONS  

1. SIX KEYS TO CLOSE VIDEO (10 MIN): 

https://www.youtube.com/watch?v=kJxDMWiVzTA 

This is a great, short clip on how to implement the six questions above.  

2. TIFFANY PETERSON, SHOWING UP TO SERVE (4 MIN): 

https://www.youtube.com/watch?v=Snwx5eDiyYU  

How to reframe your mindset to one of service versus sales.  

3. Your Daily Connection Practice! 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://www.youtube.com/watch?v=kJxDMWiVzTA
https://www.youtube.com/watch?v=Snwx5eDiyYU


 

 

 

 

 

THE WELLNESS CONSULT & SUPPORTING YOUR CUSTOMERS 
ASSIGNMENT TEN 

 

THE WELLNESS CONSULT 
Now that you’ve begun to enroll your first few members, let’s learn how to do a Wellness 

Consult. Even more important than enrolling, the Wellness Consult and accompanying Loyalty 

Rewards Program is the fundamental backbone of the residual income you will earn in 

doTERRA. This follow-up appointment with your new enrollee is crucial to both their success 

with the oils, and your success in the business. Make these consults one of your top priorities!  

 

The goal of this follow-up appointment is to review your customer's health goals, show how to 

order online, communicate the value of the Loyalty Rewards Program (and hopefully enroll 

them in it), explain the business opportunity, book a hosted class, and ask for referrals. As you 

can see, there is a lot to cover in this meeting! It’s a fantastic opportunity to nurture your 

personal relationship with them as well. 

 

At the end of this document you will find a simple Wellness Consult form which you can easily 

print out and use when going through the consultation. This is a great place for your new 

enrollee to take notes and stay organized. 

 

doTERRA also offers a more comprehensive wellness consult brochure called the Live Guide. 

This is another excellent option that you can purchase in your back office and bring to the 

consultation with your new enrollee.  

 

https://www.doterra.com/US/en/empowered-success-live 

 

BONUS TIP It’s recommended you don’t use the term “Wellness Consult” with your new 

enrollee. After all, before you were doing this business didn’t know what a Wellness Consult 

was, right? Instead of trying to name it something, simply explain to your enrollee what you’ll 

be doing in the meeting. See the script below for an example. 

 

 

https://www.doterra.com/US/en/empowered-success-live


 

 

BOOKING THE WELLNESS CONSULT SCRIPT 
This should preferably be set up at the time of enrollment. However, if that does not happen 

and you are calling to book the appointment, use this script when they answer: 

 

Hi ______, it’s ______ with doTERRA! did I catch you at a bad time? 

 

People typically answer no, so that is why we word it that way! 

 

Now that you’ve placed your first order, it’s time to meet up and review your health goals and 

cover the fundamentals of the oils. In addition, I’ll also show you how you can order on your own 

and how you can get the best discounts when you do order. My part should take about 30 

minutes. How does that sound? 

 

We can do it over the phone or in person. Which do you think would be better for you? 

 

Great, I typically do _____ appointments per week. We can do ____ or ____. Which works 

better for your schedule? 

 

WELLNESS CONSULT SCRIPT 
SUPPLIES NEEDED 

- Pens 

- Oil Usage Guide (Modern Essentials/Essential Life) 

- Computer 

- Wellness Consult form or doTERRA Live Guide 

 

AGENDA  

Today we are going to review your health goals, make a list of products you have and may want 

in the future, then I’ll show you how to order so you can save the most money. A lot of people 

make mistakes here and I don’t want you to miss out.  

 

Then I’ll briefly explain how the business side works - most people want to know, even just out of 

curiosity. My part will take about 30 minutes. Is there anything else you would like to go over 

today?  

 

Hand out the Wellness Consult form or Live Guide. 

 

 

 



 

 

LEARN ABOUT THEIR GOALS 

I think I remember some of your health goals, but I don’t want to miss anything! Can you remind 

me what you’re working on just so we’re on the same page? As you bring them up, let’s have 

you jot them down on the form as well so we can keep track. 

 

Have them write these down on their Wellness Consult form, and allow them to elaborate now 

that they’re getting more comfortable with you. If your customers are having trouble with their 

health and wellness goals, now is the time to jog their memory. Let them know some of the 

amazing products doTERRA has. Pick two to three that you think your customer might be 

interested in. 

 

A lot of my customers have/want...  

 

Weight loss goals • Natural cleaning products • All natural skin care and/personal care • Help 

with sleep • To do a cleanse • Energy issues • Aches and pains 

 

Do any of these apply to you as well? 

 

Ok, let’s jot those down and I can help you with what oils would be best. 

 

THEIR HEALTH GOALS  

As we go through these, let me grab my reference guide, I don’t want to forget anything that 

will really help you. 

 

We are going to make a list that you will be able to keep for reference and add to over time. To 

help you feel empowered, I want to show you how you can look up each ailment that comes to 

mind and quickly find solutions. You may want to get a resource guide like this to help you as 

health challenges come up down the line!  

 

Go ahead and write your health goals on this Wellness Consult form.  

 

Go through their health goals and the oils they currently have. Then explain what oils/products 

they might want in the future.  

 

HEALTHY LIFESTYLE PLAN 

Now that we’ve mapped out your health goals and what products will help you, let’s take a 

moment to create a simple, easy daily plan for you to follow. 

 

 



 

Here is where you will fill out the chart and make sure they know what products they are using 

and when during the day, it is important to keep this simple and not overwhelming. 

 

WISH LIST 

Use section three on the Wellness Consult form to create their wish list. You are going to point 

out anything they don’t have that came up in sections one and two. Then help them create a 

list of anything they will be using a lot of and need refills of. 

 

Now we are going to make your wish list! This is a great place to keep track of products you’ll 

use frequently, so that you don’t run out of something that is helping you and your family. We 

will also add items to this list that you might want to try in the future. This list will be a great 

place to come back to when it’s time to order. 

 

TEACH HOW TO ORDER 

Now that we have your wish list all mapped out, let me explain the best way to order. To do that 

let’s sign into your website. 

 

This is when you will show them how to login to their website, as well as cover any basic 

information about the site that’s relevant. 

 

There are two ways you can order - first, by creating a one time, standard wholesale order.  Or 

second, by creating a Loyalty Rewards Order. You will definitely want to use the Loyalty Rewards 

Program, because you’ll get money back on your orders, all of your shipping costs reimbursed in 

product points, AND you’ll be able to get certain items BELOW wholesale by using these points. I 
get free oils all the time! It’s an amazing program, and you can edit your order or cancel it at 

any time. You can always order different products each month, and you can easily change the 

date they arrive. 

 

Instead of purchasing your skincare, haircare and home cleaning products from your current 

retailers, doTERRA offers effective, non-toxic, essential oil based products at wholesale prices 

delivered right to your door. It’s so convenient! Instead of purchasing these typical, monthly 

items at stores like Target and Whole Foods, ordering online through doTERRA’s Loyalty 

Rewards Program will get you money back to use towards free products, as well as the option to 

participate in their Free Oil of the Month club! 

 

Let’s look at your wish list and see if some of the items you circled would be good to add to a 

Loyalty Rewards Order for next month.  

 

What were some of the items you listed? (Wait for them to respond) 

 



 

 

Ok, I’m going to walk you through how to place a Loyalty Rewards Order for that item(s) 

because I want to make sure  you understand how it works - it can be confusing at first. 

 

When possible, actually set up their LRP order with them on their website. 

 

What I’ve found is that many of my customers like to add the Lifelong Vitality Supplements to 

their first Loyalty Rewards order. The supplements are our number one selling product and have 

a 30-day, money-back guarantee. This whole food, plant-based formula provides more energy, 

better gut and skin health, less inflammation and multiple vitamins and minerals that your body 

needs on a daily basis.  

 

Would you like to try them out? It’s totally worth it, especially since you get your money back if 
you don’t see any positive results! How does that sound to you? 

 

Here is where you can help them adjust their order until they are comfortable. Make sure you 

save it, and select ‘for personal consumption’ so they are taxed on the wholesale price rather 

than the retail. 

 

Now that you have your oils, you will find that many of your friends and family will start coming 

to you with questions and curiosity! And they may even want you to order them a few things. 

That is so common! I just ask that you connect them with me, and I can make sure they get all of 

their questions answered and help them just as I have helped you.  

 

Or, if you would like to learn how to set up appointments to educate people about the oils - just 

as I have done with you - we can schedule a time to chat more about that. We can also discuss 

how you can get your own oils paid for! 

 

Would that be something you’d like? 

 

Wait for their response, and follow along below depending on their answer. 

 

If they say YES: 
 

Continue with Option A below and read the “Exploring the Business” script.

 

 

 

 

 



 

If they say NO: 
 

Continue with Option B. 

 

Skip to Option B, promoting hosting an event. 

 

OPTION A - EXPLORING THE BUSINESS 

Have you ever thought about running your own business? [If yes] Ok great! Why is that so 

important to you? 

 

[Yes or no] Ok, so here’s how it works. You go around having conversations just like the one I 
had with you, which was pretty simple right? I can show you how. Then you will earn 

commissions on each sale, and as your customers, repeat orders, and team members grow, you 

will earn additional bonuses. 

 

What a lot of people love about it is the flexibility and after a while, the residual income. Is this 

something you would like to learn more about? 

 

[If yes] Ok great, let’s set up a time to talk more about this. We can sit down for about 30 

minutes and talk more about you and your goals, what it takes to do this business, how our 

compensation plan works and how to get started. It should only take about 30 minutes.  

 

I have ______ and ______ available, which works best for you? 

 

[If no] Ok, no problem. The door is always open should you change your mind.  

 

Move along and go through Option B. 

 

OPTION B - PROMOTE HOSTING AN EVENT 

I ask everyone this because I’ve found that most people like FREE stuff! I’ll go ahead and quickly 

run it by you so you’ll be able to decide. Either way is totally ok with me! I just want to make 

sure you have the option. 

 

One of my friends hosted an oil event for five of her friends and just for hosting, she got a ton of 

free products! Here is how it works -  First we would set a date. Then I would give you sample 

text of what you could send to invite your friends. It’s so much fun! If they buy, great, if not, no 

biggie. My part would only take about 30-40 minutes. If it takes longer it is because we’re 

having a good time and helping people decide. What do you think? 

 

 



 

Great! I am going to help you all along the way! The first thing is to set up a time. I am available 

on _______ or ________ which works best for you?  

 

Fantastic! Now that we have a date I’ll help you create an invitation, and get you all the 

information about exactly how to invite your friends and family. 

 

ASKING FOR REFERRALS  

One last thing before we wrap up! Here is where you can really help me out - I try only to meet 

with people I have been recommended to or I know personally. It would be so helpful if you 

could jot down five people you know that would be nice enough to meet with me. 

 

They don’t have to be people you think will necessarily buy, just anyone who is openminded and 

cares about their health. 

 

For every five people you refer, I’ll gift you a _____ for free! I really appreciate your help. Here is 

a pen and my notebook - feel free to use your phone to help you. I’m going to step away for a 

minute, but will be right back. 

 

ACTIONS  

1. PRINT THIS OUT! If you haven’t already, go ahead and print out this assignment so you 

have a hard copy to bring with you to your wellness consults as you’re getting used to 

the scripting and flow. It’s completely OK to have this on hand and refer to it as you’re 

meeting with a new enrollee!  

2. BOOK YOUR WELLNESS CONSULTS. Connect with the people you have enrolled during 

this training and set up their consults. 

3. GO BACK AND LOOK THROUGH EVERYONE YOU HAVE ENROLLED IN THE PAST. Reach 

out to those who have not had a Wellness Consult and book a meeting with them.  

4. YOUR DAILY CONNECTION PRACTICE. 

5. JUMP ON OUR SAMPLE CHALLENGE. Complete the challenge by tonight, and comment 

in the post to enter! 

 

 

 



 

 

 

 



 

 

 

CATCH UP DAY! 
ASSIGNMENT ELEVEN 

 

YOU’VE BEEN WORKING SO HARD 
Take a breath, and relax! Step back and see where you need to catch up or spend extra time 

and attention. Here are some simple actions to recharge and reboot! 

 

ACTIONS  

1. DAILY CONNECTION PRACTICE. 

2. SAVE EVERYTHING. Make sure your assignments are saved and the individual 

worksheets/documents in them are also saved and printed. This way you can use them 

easily for tracking, enrolling, one-on-ones/classes, and membership overviews. You also 

want to be prepared with these documents so you can start training anyone new who 

comes your way! 

3. CATCH UP WITH ANY TASK YOU ARE BEHIND ON. 

4. GIVE YOURSELF A BIG PAT ON THE BACK! This training is a definite push of extra 

energy. By participating, you are giving yourself many tools for success and self care that 

will carry you through your journey with doTERRA.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

ASSESSING YOUR PROGRESS/BRINGING UP THE BUSINESS 
ASSIGNMENT TWELVE 

 
SHARING THE BUSINESS OPPORTUNITY - THE THIRD APPOINTMENT 
In this assignment we are going to review your progress so far, as well as address how to bring 

up the doTERRA business opportunity. Both of these objectives are integral to your success! It is 

so important to constantly assess the state of your business - where you excel, and where 

there’s room to grow. And equally important, is your ability to bring up the business side of 

doTERRA! It can feel uncomfortable at first, but after some practice, continued belief in the 

product, company and financial opportunity - it will become second nature!  

 

REVIEWING YOUR PROGRESS 
First, let’s look at the results from your Wellness Consults.  

 

NUMBER OF ENROLLMENTS: 

 

 

 

 

NUMBER OF COMPLETED WELLNESS CONSULTS: 

 

 

 

 

NUMBER OF ENROLLMENTS ON LRP: 

 

 

 

 

 

 

 



 

STRENGTHS AND WEAKNESSES 
So far, what do you feel are your strengths and weaknesses? What would you like to focus on 

improving?  

 

STRENGTHS: 

 

 

 

 

WEAKNESSES: 

 

 

 

 

AREAS OF FOCUS: 

 

 

 

 

BUSINESS CONVERSATION  

Ok, now that we’ve reviewed your progress, let’s move on to the next step - bringing up the 

business opportunity with your enrollees.  

1. Use one of the below scripts to contact your prospect and set up a time to discuss the 

business. Typically, this business conversation happens after the enrollee has had a 

Wellness Consult and has had time to use and fall in love with the oils. In some cases, if 
you feel it is appropriate and relevant for the specific person, you can begin with a 

conversation about the business. This is usually most successful with individuals who:  

- Have an immediate need for income. 

- Are extremely business-oriented, entrepreneurial or financially savvy.  

- Are deeply interested in natural wellness or have a current practice in alternative 

healthcare. 

2. At the meeting, use the appropriate script to explain the business. 

3. If they want to know more, you have two options: 

a)  Set up a game plan call with them (a three-way call with you and YOUR 

mentor). 

b)  Launch them into the RISE Essential Training. 

 

 

 



 

 

BRINGING UP THE BUSINESS SCRIPTS 
OPTION A 

This option is best used at the end of a Wellness Consult or sales conversation (one-on-one). 

 

The last thing to review today will be the business side of doTERRA. Have you ever thought 

about running your own business? 

 

[If yes] Ok great, why is that so important to you? 

 

[Yes or no]  Ok, so here’s how it works. You go around having conversations just like the one I 
had with you, which was pretty simple right? I can show you how. Then you will earn 

commissions on each sale, and as your customers, repeat orders, and team members grow, you 

will earn additional bonuses. 

 

What a lot of people love about it is the flexibility, and after a while, the residual income. Is this 

something you would like to learn more about? 

 

[If yes] Ok great, we actually have something called ‘Essential Training’, This is a training we 

have that introduces you to the basics of the business so you can decide if this is something you 

want to learn more about. 

 

[If no] Ok, no problem. The door is always open should you change your mind. 

 

OPTION B 

This script is best used for customer support calls. 

 

Call your customers simply to give them love! Check in on how they are doing. It helps to call to 

let them know about something that is going on like a special or a class you have coming up. 

Maybe you mention an oil or product you know they would love. It’s great to even call about a 

diffuser you’ve seen on sale somewhere, or a new product doTERRA has just released. Simply 

let them know you are thinking of them and are there to support them. At the end of the 

conversation, add this in: 

 

I ask everyone this because I don’t want to make any assumptions - would you like to also learn 

about how to earn money, or how to earn free products? 

 

 



 

If they say yes to either, give them two dates and book the meeting to discuss the business or 

the event right away. 

 

ACTIONS  

1. IDENTIFY. Who is on your Names List who you intuitively think may be a good fit for the 

doTERRA business opportunity? For experienced builders, the below characteristics and 

qualifiers have proven useful. Desire, capability, and commitment are the most critical 

qualifiers in a potential builder.  

Ask yourself, who do you know who is:  

- Relationship oriented, well-connected, influential, magnetic 

- Open to, or lives a natural, healthy, active lifestyle 

- An achiever/doer, goal-oriented, ambitious 

- Positive, passionate, motivating, inspiring, with an abundant mindset 

- Purpose/mission-driven, service-oriented, a giver 

- Entrepreneurial, experienced in sales, with an established niche 

- In a phase of life that supports building a business (i.e. 30-50 year old mother or family 

man), has a supportive spouse/family 

- Has a financial need, money-motivated, looking for improved finances or better 

retirement 

2. MAKE A LIST. Who have you enrolled who has had a Wellness Consult who is ready for a 

business conversation. List these individuals out. In the next assignment, we will cover 

how to have a Business Conversation. Reach out to them! Use the scripts in this 

assignment to bring up the income side of doTERRA! 

3. GET INSPIRED! Check out:  https://www.youtube.com/watch?v=q3g0N9N1co0 

4. YOUR DAILY CONNECTION PRACTICE. 
 

 

 

 

 

  

 

 

  

 

 

 

 

  

 



 

 

 

THE BUSINESS OPPORTUNITY SCRIPT 
ASSIGNMENT THIRTEEN 

 

BUSINESS OPPORTUNITY SCRIPT 
AGENDA 

I am going to start our conversation today by letting you know what we will be going over. 

Today we will: 

- Talk about you and your goals 

- Cover what it takes to do this business 

- Walk through the compensation plan 

- Discuss how to get started 

- Identify next steps  

My part will take about 30 minutes, is there anything else you would like to make sure we go 

over today? 

 

LEARN ABOUT THEM  

Let’s start by learning more about you and your goals. I am going to ask you some questions so 

we have a better idea of how doTERRA will fit into your life. 

1. What are your income goals with doTERRA? For instance, would you like to get your 

essential oils for free each month, cover the mortgage, or even replace your current 

income? 

2. This business is all about working with people, building relationships and connections 

with people. What are your strengths in this area? 

3. What do you feel some of your challenges may be? 

4. Why don’t you tell me about your average week and schedule so we can see where 

doTERRA can fit in. 

 

HOW THIS BUSINESS WORKS 

This business is different than what most of us are used to. We are used to trading our time for 

money. For instance, in order to get paid, we have to show up to work, clock in and then clock 

out when we are done. With doTERRA, it is a little different because you will be building residual 

income. 

 



 

 

In the beginning, you will do a lot of work that you do not necessarily get paid for. However, in 

the end you will get paid for a lot of work that you do not do. You will get paid for the work of 

the people on your team. This is one of the ways our income becomes residual. 

 

To give you a simple explanation of what we do, basically, we set up conversations. These 

conversations can either be in person or over the phone. They can either be with one to two 

people, or events usually with 5-10 people. You will set up these conversations to teach people 

about doTERRA, connect with and support your customers, and help train and develop your 

future builders by utilizing our team’s training programs. 

 

COMPENSATION  

You will get paid for the outcome of these conversations. You will make 20% off everything 

anyone buys from you in their first 60 days. This is your short term - also known as “fast start” - 
income. Over time, as your team grows, you will grow your long term income. This long term 

income is known as “unilevel”. This is done by helping people get on LRP (the Loyalty Rewards 

Program), building a team and hitting bonuses. You will make a percentage of everything 

anyone on your team buys for the rest of your life (this includes customers and builders). That’s 

pretty awesome, right? 

 

Don’t worry, as we keep moving forward, we will go into more detail about this. I just want you 

to understand the basics of how getting paid works. 

 

HOW TO START 

If they have not enrolled yet, this is when you will talk to them about starting with an 

enrollment kit. If they are already enrolled, this is when you will talk to them about getting on 

LRP and the importance of maintaining a 100PV monthly LRP order/cart. 

 

The first step to getting started is simple - become a product of the product. Use your oils every 

day and integrate them into your daily routine. Wearing your oils as you are out and about 

peaks the interest of those around you to want to learn more. 

 

The only requirement doTERRA has for you to qualify to earn commissions, is to place a 100PV 

Loyalty Rewards order every month. This is simple to do when you are buying oils and products 

for you and your family to use, as well as keeping stock of the ones you need for your business. 

 

Other than the cost of your essential oils (which are actually a tax write off for you), we have 

narrowed it down to very little necessary supplies. Don’t worry, I have this all written down for 

you. But the investment can be as low as $20 to start.  

 



 

 

Here is the fun part: When you join our team you get access to our training program. This 

training will walks you through how to book sales conversations, talk to people about essential 

oils, support your customers and launch new builders. It is all laid out for you and ready for you 

to dive in. You don’t have to worry about figuring out how to do this business alone. You have 

an army of support behind you!  

 

Would you like to get set up with the training so you can see more in depth what doing this 

business entails? 

 

If they seem hesitant to get started right away with the training, offer a game plan meeting 

with them, your mentor and you. Here is an example of what to say: 

 

I know starting this business can be intimidating. When I first started, I hopped on the phone 

with my mentor and the person above her. They helped to answer all of my questions and made 

me feel confident in my next step. Is that something you would like to set up?” 

 

NEXT STEP 

Our next step is to get you started with the training right away. I recommend that you print out 

this manual to have handy. As your mentor, I will walk you through the various parts of this 

training, and support you through your business launch and beyond. 

 

Are they hesitant? Set up a game plan call with your upline.  

Are they ready to rock and roll? Dive right into the training with them. 

 

AN INTRODUCTION CALL - SETTING UP A GAME PLAN 

Have you been talking to someone about the business but they still want more information? 

They still aren’t sure if this is right for them? Setting up an introductory call with them and your 

mentor is the perfect way to get to know them better and find out if this is the right fit for 

them. This is a 3-way phone call between your potential builder, your mentor and you. What 

you will do is simply coordinate the phone call - your mentor does all the talking! Your job is to 

get everyone on the phone together, introduce your mentor to your potential builder, “edify” 

your mentor, and your mentor will take it from there! 

 

What does “edify your mentor” mean? You are going to present your mentor as the expert, in 

the best way you can. You compliment them and list all of their strengths. It is important you 

practice this with your mentor so you are ready to introduce them. 

 

 



 

The hardest part for you will be to remain quiet. You may want to mute your phone to help 

with this. Let your mentor do all the talking with your potential builder. At the end of this call, 

your mentor will jump off and you will remain on to schedule a follow-up call with just you and 

your potential builder. On this follow-up call you will review what was discussed and see what 

other questions your potential builder may have. 

 

LET’S PRACTICE  

List 3 strengths of your mentor to include when you edify and introduce them on these calls.  

 

1.  

 

2.  

 

3.  

 

CREATING YOUR BUILDER LIST  
Go back to your list of 100 and use the seven leader qualities to grade the people on your list. 

Write the top five people down below. Now work with your mentor on setting up a game plan 

call with them or creating a strategy about how to talk with them about the business. 

 

SEVEN LEADER QUALITIES  

Here are some qualities you can look for in people that you know or meet. Similar to the action 

task from yesterday, now we will be identifying potential individuals to join you in your 

business. These qualities often appear in the majority of top leaders. They are not necessities 

but a good guideline. 

 

1. Female, age 35-55 

2. Into natural health 

3. Have a supportive partner 

4. Have a need or additional income 

5. Entrepreneurial spirit 

6. Influential 

7. Willing to grow and develop 

 

 

 

 

 

 



 

 

 

ACTIONS  

1. Identify three people who you know or would like to meet who you see as potential 

individuals to join you in your business. Use the scripts here in our last assignment to 

reach out and set up a plan to connect with them.  

2. When you meet or talk on the phone, use the business opportunity script in this 

assignment.  

3. Reach out to the people you listed from the last assignment and start to do the same 

with your existing team. Use the scripts to set up the Business Overview and the 

Business Opportunity Overview when you meet.  

4. Your Daily Connection Practice.  

5. Download and print out - or purchase - the Build Guide from doTERRA’s Empowered 

Success System. This is another great tool you can use to discus the business with new 

prospects. https://www.doterra.com/US/en/empowered-success-build  

 

  

 

  

 

 

 

  

  

 

 

 

  

 

 

 

  

 

 

 

https://www.doterra.com/US/en/empowered-success-build


 

 

 

WRAPPING UP - WHAT’S NEXT 
ASSIGNMENT FOURTEEN  

 

 

WRAPPING UP 

Can you believe it? You are almost finished and all set! Please take these last few days to catch 

up or simply continue with where you are at in the assignments. The below action tasks will 

ensure you are all prepared, in motion and propelling both yourself and your business forward! 

 

ACTIONS  

1. STAND UP RIGHT NOW! Choose your favorite song that inspires you. BLAST it and have 

a dance party! Celebrate YOU. Your commitment, your tenacity, your drive, your 

listening to the callings of your heart and soul. YOU practicing YOU in your Daily 

Connection Piece. CELEBRATE YOU NOW! We certainly are!  

2. PRINT THIS ALL OUT. Print a hard copy of this training and keep it easily on hand. 

3. SAVE A COPY ONLINE. You can do this in your email folders, in your desktop files, or 

Google Docs. However you like to organize your online materials. By saving these PDF’s 

you will have all the materials you need for YOUR new builders to get them up and 

running. You’ll be able to make copies to hand to them and/or send to them online.  

4. MAKE EXTRA COPIES OF ALL WORKSHEETS IN THE TRAINING. These include the two kit 

flier, enrollment form, etc. You want these on-hand as you are building and leading your 

team. 

5. HAVE THE EMPOWERED SUCCESS TOOLS ON HAND. Order hard copies in November, 

and download them to also have copies to mail off. 

6. IN YOUR MENTOR CALLS CONTINUE THE TRAINING IF YOU FELL BEHIND. You now have 

it all, so keep charging through each assignment if you are not caught up.  

7. KEEP UP YOUR DAILY CONNECTION PRACTICE. This is totally up to you, but we hope 

you have developed a beautiful practice of hearing from your own heart and soul every 

day. Keep remembering and refining to become MORE and MORE of YOU! YOU are your 

business. Honor, love, and keep developing YOU. And remember, your vibe attracts your 

tribe! Continue to work on your story, your why, your Avitar/ideal customer as you 

grow.  

 



 

8. STAY CONNECTED TO OUR OUR COMMUNITY. Sierra’s Team Has her Wild Soul 

Facebook Pages for her customers and builders. This is where Sierra’s downline adds 

their customers and builders for community and support. Kayla, Billea and Daniella 

have a new Facebook Page starting in November. You will be added if you’re on their 

team. This is where Kayla, Billea and Daniella will be guiding, assisting, and nurturing the 

builders under them. This collective space is open to all builders under Daniella. Get 

Healthy Get Happy page is where Kayla, Billea and Daniella add and nurture their 

customers. If you are under them this is where you can add yours too.  

9. THE NEXT RISE ESSENTIAL TRAINING. This is something that is in the works, and we will 

keep you in the loop! We are also looking at an advanced Launch training, which will 

take you beyond what you learned in this training and into action towards a rank goal! 

You can discuss this with your upline, and view this in our back office with all the other 

Empowered Success Tools in November.  

10.  THE RISE TRAINING FACEBOOK GROUP will stay open for reference. The files will stay 

there as well as the Zoom Recordings to refer to at any time. It’s a great place to show a 

new builder a sneak peak of the training. 

11.  JOIN US MONDAY FOR OUR LAST ZOOM. We can’t wait to celebrate, give love, light 

and additional support to all of you!  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

APPENDIX 
 

RECOMMENDED READING 

GO PRO // ERIC WORRE 

THE BIG LEAP // GAY HENDRICKS 

YOUR FIRST YEAR IN NETWORK MARKETING // MARK YARNELL AND RENE YARNELL 

START WITH WHY // SIMON SINEK  

STRENGTHS FINDER 2.0  

 

PODCASTS 

YOUR VIRTUAL UPLINE // BOB HEILIG 

MLM NATION // SIMON CHAN 

THE SALES JOURNEY PODCAST // TASHA SMITH 

BIG MAGIC // ELIZABETH GILBERT 

 

MINDFULNESS, MINDSET AND MEDITATION 

HEADSPACE // MEDITATION APP 

BUDDHIFY // MEDITATION APP 

YOGAGLO // MEDITATION & YOGA APP 

PRACTICE YOU JOURNAL // ELENA BROWER 

 

MATERIALS + TOOLS 

MODERN ESSENTIALS 9TH EDITION 

GLASSWARE FOR SAMPLING, ROLLERBALLS, ETC. 

ZOOM APP 

 

WEBSITES 

www.aromatools.com 

www.shareoils.com 

www.oillife.com 

www.eos.life 

 

 

 

 

 

 

http://www.aromatools.com/
http://www.shareoils.com/
http://www.oillife.com/
http://www.eos.life/

