ACN Products customer order
Wireless portal

We've partne(ed with the major phone carriers you already k.now t'o bring you the Ic:est deals The fastest way for customers to sign
and lowest prices on wireless service, handsets and accessories. With ACN Wireless®, you can ) ) )
connect with others no matter where you are. up for ACN services is online through

Carriers — AT&T, T-Mobile, Verizon, Sprint, Nextel, Alltel and Telus Mobility our country- specific order portals.
Plans Galore - Single lines, family plans, data features, accessories and more In the US. — www. myacn.com

- Variety of Handsets - The latest handsets at competitive ACN pricing InC d d
n Canada - www.myacncanada.ca

In Puerto Rico - www.pr.myacn.com

From this portal, customers can find the latest information and promotions for all our products,
view phone and account activity and make online account payments (U.S. only).

Remember, the customer must be the only one to enter their customer information when ordering
any ACN products or services.

Signing tp a customer couldn ¢ be easier...

Satellite TV « Select the product the customer wants to sign up for from the home page of the

Whether you're into sports, fashion, travel or news, you'll find it all with order portal.
satellite TV. ACN offers service from the two premier providers — DIRECTV ) ) ) )
and DISH Network. « Customer will add the products and services to their shopping cart. They must enter

Digital Clarity - 100% digital audio and video your Team ID during the order process in order to count toward qualifications.

Extensive Programming — Up to 280 channels . . S .
- o « The customer will then need to complete their personal and shipping information, as

well as confirming the product and plan they wish to sign up for. All products and
services are subject to a credit check.

Life-like Picture — All your favorite channels in HD
Note: Not available in Canada

« They will then complete their payment information through ACN's secure checkout,
Home Security after which the customer will receive an order confirmation.

Protect the people and things you value most, 24 hours a day, 7 days a week Provided there are no issues with the customer information provided, the completed customer will appear on your PCL within 48

with America’s #1 Home Security Provider. ACN has partnered with Security hours of placing the order. Check MyACN for Representatives for specific Order Entry timelines.
Choice - an ADT Authorized Company.

Best Nationwide offers and Local Installation Service . .
24-hour, uninterrupted monitoring from a number of centers 77?‘5 lo ensure a ?a/c’é and edSy video pﬁone order:

Interfaces with thousands of law enforcement, medical and fire

e « Make sure the service address is not a PO Box. You may put a PO Box as a billing address,

but for 911 verification purposes, the service address line must be a physical address.

« Ensure that a correct and valid customer Social Security Number/Social Insurance
Number is entered, so that a manual credit check will not be required.

Internet

ACN'’s Internet Service is lightning fast, getting you where you want to be at amazing , ] )
speeds. We offer a variety of plans, including several High Speed options as well as Dial- « Ensure the customer’s credit card details that are entered are correct to ensure

up Service. smooth processing of payment.

Faster Speeds - Quicker downloads, streaming audio, videos and gaming
Always Connected - DSL lets you talk and surf at the same time + Make sure your customer enters an email address that they check frequently so

More Savings — Bundle with ACN’s phone services for greater savings they can receive any communication from ACN regarding their order.
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Getting launching your business

Started Tip

21

>

As a new Independent Representative, ACN has everything you need to get

started right at your fingertips in this Team Trainer Kit. In the next few pages

of this booklet, you will find sections to complete that will help you get started. Your Personal
Commitments on Page 22 is a great way to start off by reaffirming all the reasons why you
became an ACN representative. After all, those who are the most committed find the most
success in this business. Completing this will get you started on the right track, keeping you

focused on your short and long term goals.

On Pages 25 and 26, you will find a warm market list for you to complete. Independent
Representatives achieve success in ACN by sharing our products and business opportunity
with others, and who better to share great things with than people you already know?
Your warm market list will be the foundation for your success, forming your downline and
customers. This should be a dynamic work in progress, constantly being added to and

refreshed over time.

Asyou complete thisinformation, you will also find useful tips on presenting the opportunity
and building your business. After you consume all the information in this booklet, you
will find a Getting Started disc with more information to help you get started, including

important documents and training — as well as a special welcome from Donald J. Trump!

Training topics include Getting Started, Building Your Business the Right Way, product and

tools training — and more.

Place this disc label side up in your computer to access documents and trainings.

Make sure you are connected to the internet.

Place the disc reverse side up in your computer
or DVD player for DVD video.

So, are yoa reaa’y Zo
lacnch your business?

my personal commitments

Identify Your Dreams; Stay Focused on Your “Why”

Take a minute to think about “why”you became an ACN Independent Representative. Maybe it was for
more money, more time or more freedom. Whatever the reason, the more you focus on your “Why,"the
more likely you are to achieve those goals. To help determine your “Why", ask yourself what you would
like your life to be like one year from now, five years from now, even 10 years from now.

My “Why":

Set Realistic Goals for Yourself
Start by asking yourself how much money you would like to earn.
$_  permonth S peryear

How many hours per week are you willing to commit to make that possible?
Qs W19

Ue10 1 More than 20

| will reach the Executive Team Trainer position in days.
I will pique the interest of new people per day.
I will talk to people in my warm market per day about becoming my ACN customer.

Where would you like your business and your life to be 1 year from now?

5 years from now?

Commiit Part of Every Day to Your ACN Business

Place an“X"in the chart below during the times you are committed to other things outside of your ACN
business (your job, family, etc.). Place a“$"during the times you are devoting to your ACN business each
day. Even the busiest people find time to reach their goals!

7amto 8 am

8amto 12 pm

12pmto 1 pm

1pmto5pm

5pmto7 pm

7pmto 10 pm
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warm market memory jogger

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

Who is dissatisfied with their job
Who is unhappy with their income

Who is concerned about the
environment

Who is money oriented or money
motivated

Who owns their own business

Who enjoys being around high energy
people

Who quit their job or is out of work
Who needs extra money

Your friends

Your brothers and sisters
Your parents

Your cousins

Your children

Your aunts and uncles

Your spouse’s relatives

Who you went to school with
Who works with you

Who is retired

Who works part-time jobs
Who you like the most

Who was laid off

Who bought a new home

Who answers classified ads

24.

25.

26.

27.

28.

29.

30.

31.

32.

33.

34.

35.

36.

37.

38.

39.

40.

41.

42.

43.

44,

45.

46.

47.

Who runs personal ads

Who gave you a business card
Who works at night

Who delivers pizza to your home
Who wants freedom

Who likes team sports

Who is a fund-raiser

Who watches television often
Who works on cars

Who likes political campaigns
Who are social networkers
Who are in the military

Who your friends know

Your dentist

Your doctors

Who will help you

Who works for the government
Who is unemployed

Who attends self improvement
seminars

Who reads self-help books
Who reads books on success
Your children’s friends' parents
Who was your boss

Your parent’s friends

48.

49.

50.

51.

52.

53.

54.

55.

56.

57.

58.

59.

60.

61.

62.

63.

64.

65.

66.

67.

68.

69.

70.

71.

72.

73.

Who you've met while on vacation
Who waits on you at restaurants
Who cuts your hair

Who does your nails

Who does your taxes

Who works at your bank

Who is on your holiday card list
Who is in retail sales

Who sells real estate

Who are teachers

Who services your car

Who repairs your house

Who manages your apartments
Who has children in college
Who likes to dance

Who sold you your car

Who you met at a party

Who likes to buy things

Who you've met on a plane
Who does volunteer work

Who you like the least

Who is in network marketing
Who needs a new car

Who wants to go on vacation
Who works too hard

Who was injured at work

74.

75.

76.

77.

78.

79.

80.

81.

82.

83.

84.

85.

86.

87.

88.

89.

90.

91.

92.

93.

94.

Who lives in your neighborhood
Who is your boss

Who delivers your mail

Who calls you at home

Who calls you at work

Who delivers your paper

Who handles your gardening
Who watches your children
Who attends your church

Who you met on the street
Who you met through your friends
Who tailors your clothes

Who sells cosmetics

Who bags your groceries

Who wants a promotion

Who is wealthy

Who has a lot of friends

Who exercises regularly

Who belongs to the Chamber of
Commerce

Who just moved into the area

Who you haven't listed yet
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warm market |ist

Name

Phone #

Enrolled
asa
Rep

Enrolled

asa

Customer

74

75

76

Kemerber —

77

Successful representatives are always

adding and refreshing their list. After all,

79

you probably know more than 100 people

80

when you really think about it, and you

81

constantly come in contact with new people

82

as you build your organization. Having trouble

83

coming up with 100 prospects? Use the

84

memory jogger list on Pages 23 and 24 and

85

remember, you may know more than one

86

person per category on this list.

87

88

89

90

91

92

93

9%

95

9%

97

98

9

100

Enrolled | Enrolled Enrolled

Name Phone# | asa asa Name Phone# | asa Enrolled as

Rep Customer Rep a Customer
! 35
’ 36
} 37
! 38
° 39
6 40
! 4
8 82
? 43
10 44
! 45
” 46
13 "
14 "
15 ©
16 0
17 o
18 5
19 3
20 o
21 5
by) o
23 57
u o
25 5
26 60
27 6
28 6
29 o
o 64
! 65
i 66
s 67
34 68
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Getting :
Started Tip presentlng

When you first get started, you should work closely with your upline and

mentor and make use of all the tools that ACN provides to effectively present

the ACN Opportunity to others. For all representatives, it is extremely satisfying and exciting
to share a life-changing opportunity with others and to watch them grasp the significance
of the opportunity that they now have in their hands. Introducing others to the opportunity
is important for your business as every customer your downline brings in becomes your

customer as welll

Remember, the key is to expose as many people as possible to the ACN Opportunity, but
you do not need to“sell”it to them...we don't need to convince anyone that this is the best
opportunity available today. Just let the tools, Donald Trump, and the opportunity speak for

themselves!

PBRs - Private Business Receptions

PBRs, or home meetings, are the foundation of recruiting, where you invite people to preview
the opportunity and see what ACN is all about. Using the 24 Hour Game Plan, you should
schedule your first presentation within your first 24 hours. Your upline coach may want to take

the lead in your initial presentations until you have the skills and experience in presenting the

opportunity yourself.

the opportunity g

Started Tip

6

Dar//g Zhe Presertadion:

Remove all distractions before the presentation, such as phones,
children, etc.

Provide beverages (no alcohol) or light snacks. Ensure that you also provide notepads
and writing material for your guests.

Welcome people as they arrive and introduce guests to each other. Once the
presentation is about to begin, make sure all guests are seated.

Make sure you start on time. Begin by welcoming everyone and thanking them for
attending. Tell them a bit about yourself and share a brief testimonial of your ACN
journey. Let them know how you feel about what they are about to be introduced to.

Play the Opportunity video on the DVD.

Use the 1 through 10 Business Opportunity Overview available on MyACN for
Representatives to explain more detail about the company and opportunity. If

you are still getting comfortable presenting, you may also play the Business Opportunity
Presentation by Co-Founder Tony Cupisz available on the Opportunity DVD.

Now is the time to answer any questions your guests might have. If your upline is at your
presentation, the questions can be directed to them.

Focus your attention on those guests who are interested, and sign up those who are
ready to get started.

Get everyone involved in the next Training Event!

Foll. oa)/ng Zhe Presertation:

Get your Red apples signed up as an Independent Representative and
on ACN services, and launch them with the 24 Hour Game Plan. Be sure to promote
the next Training Event.

Get the Green apples signed up on ACN services, and make sure they go home with
the Opportunity Disc and Success from Home magazine. Be sure to promote the

next Training Event so they can find out more about the ACN Opportunity.

Ask Rotten apples to sign up for ACN services, and ask for any referrals to take a look at
the business opportunity.
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where to get more training

Check out the Training section on MyACN for Representatives for video and PowerPoint
training on presenting the opportunity, business basics, and products and services.
Plus, access training designed specifically for a new representative by clicking on “New
TTs Start Here" on the MyACN for Representatives homepage.

The MyBusiness section on MyACN for Representatives will give you all the business
support documents you need, such as detailed Compensation Plan information,
Policies and Procedures and various forms.

Sign up for Your Business Assistant through the Tools section of MyACN for
Representatives and take in the information on your monthly All Access Pass with
the latest training footage from top-producing representatives and ACN
Co-Founders on all topics of running a successful ACN organization. You also
receive a subscription to the monthly SUCCESS magazine, which provides practical
advice on leadership, time management, goal setting and much more.,

The Product section of MyACN for Representatives has overview and training
presentations for each of the products that contain the latest information.

Your Getting Started disc includes hours of additional training and information on all
the topics covered in this booklet.

Seek out local Training Events provided by ACN Independent Representatives in
your area.

successful tips for
building your business

1. Mindset makes the difference

Urgency and excitement equal OUTSTANDING RESULTS!
Expect a learning curve and have long-term thinking. Time and effort are all that

separate you from success.

2. Setthe Example - Lead, don’t follow!

Your team will do what you do, not what you say, so set a good example.,
Earn ETT and ETL ASAP (create your story). This will inspire others to action.

Action stimulates emotion and motivation.

3. Edification! (Properly introduce your presenters)

Build up the credibility of someone else such as your upline expert or the presenter. By
edifying your presenter and/or upline expert, you are helping to build respect for the
presenter and the opportunity. The better you are at edifying your presenter, the better

your results will be.

4. Don't Sell - Sort

We are in the sorting business, not the selling business.
Spend 80% of your time sorting for and working with red apples, 20% of your time
with green apples, and 0% of your time with the rotten apples.

Concentrate on the red apples.

5. Keep it Simple!

When you begin talking to people, it's very important that you keep things simple. If
you make things seem complicated, you will only hinder your own growth.
Keep it short and simple.

Avoid information overload - confused people do nothing!
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ten
core
commitments

. The 24 Hour Game Plan
Learn it
Teach it

Customer Acquisition
Learn it
Teach it

ACN’s Compensation Plan
Learn it
Teach it

Support Weekly Presentations &
Trainings in Your Area

Attend and bring guests
Teach others to do the same

Regional & International Events
Attend and bring guests
Teach others to do the same

Understand the Law of Large

Numbers - One to Five Exposures

a Day

+ Hand out Opportunity Discs &
Success from Home magazines
Sign up for Auto-Shipping

Teach others to do the same

7. Monitoring Your Business
Utilize MyACN for Representatives
Personal Customer List

Your Business Assistant with
Downline Reporting and
Distributor Websites

Communication

Product Information

Event Registration

Teach others to do the same

8. Personal Growth
ACN Training
Invest in yourself
Books
CDs

9. Have a Working Partner
Encourage each other
Hold each other accountable
Have fun

10. ACN'’s and Your Long-Term Vision
Understand it
Committo it
Get others to commit to it




