Right Now Money -Maximizing the Arbonne Compensation Plan 
Introduce myself – story

Now that you know me a little, I’d like to find out why you are here.  Let’s have a little fun, shout out, in a word or two, why you have started your Arbonne business, 

(Repeat some of the “why’s”)

As you can see there are a variety of reasons to start an Arbonne business but all of these reasons come down to one thing – earning enough  MONEY. Arbonne gives us the ability to earn significant income, while making a difference in our lives and the lives of others simultaneously.

Money is a vehicle that allows us to live a life that is congruent with our priorities.  Choosing Arbonne gives us the opportunity to create significant income that is built around the principals of time leveraging so that we can live a life based on what we value. Arbonne gives us the ability to earn significant income, while making a difference in our lives and the lives of others simultaneously.
In order to realize our why through this wonderful vehicle of Arbonne, we must understand how to maximize the compensation plan at each level of the business because our compensation plan is designed to create money each step of the way.  We have a very balanced compensation plan which is so important to your success.  A compensation plan that requires you to reach the top before you can earn money is frustrating and conversely a compensation plan where significant income at the top isn’t possible creates a leadership evacuation plan!

Before we talk about how to maximize income at each level, let’s define a few terms so that there isn’t any confusion.  First I would like to define the word “Flexible”. One of the dictionary definitions of flexible is “susceptible to modification or adaption: a flexible schedule.”   I point this out because when you sign an Arbonne application to engage in this business, you get flexibility.
Sometimes we mistake flexibility with leveraged time.  Leverage means using given resources in such a way that the potential positive or negative outcome is magnified.  In our business, time is our resource for leverage.  In Arbonne, you don’t get paid for the hour, you get paid for the value you bring to the hour.  Depending on the value you bring to the hour, so goes whether you are using your resource for the positive outcome or negative outcome.

Flexibility is a privilege that when abused prevents you from ever achieving leverage because leverage is earned. When we use time well in Arbonne we have an opportunity to create an incredible income that has the added benefit of being leveraged!
In order to maximize your income in Arbonne you must do income producing activity and follow the system your upline provides for you.  While you are building a business to the point where your time is leveraged, there is income opportunity at each level of the compensation plan.  Let’s go through each position in Arbonne, and I’m going to “Show you the Money” so you don’t leave it on the table for Bob and Rita!
Let’s start with Consultant income which is the foundation for your business. It is important that right from the beginning we teach a new consultant 2 things:  1) How to tell time  2) How to correlate their activity with their earnings.

 As a consultant you can earn right now money.  I would like to say for the record that helping new consultants to maximize income is vital to building a team.  If your new consultants don’t make money, they quit.  When consultants quit, districts can’t grow.  When a DM is fighting attrition and can’t move forward, they quit, when DM’s quit, Area’s can’t sustain and move forward, so they quit.  This cycle starts when we don’t help consultants make money right away.

The most money a consultant can earn is through retailing.  Retail is not a dirty word.   A consultant earns 35% of what they personally sell when they sell non bonus products at the full retail price.  For example, sell an RE9 Set for $298.50 and earn $ 104.48, right now money. I say right now money because if a client gives you a check for $298.50 you pay Arbonne $ 194.03 and the $104.48  is your profit.  
 Personally, I promote retail to new consultants. I don’t advise consultants to give everyone an account right away.  I advise them to use the account to create a value for value exchange. I believe that when we immediately give away our retail profit, we devalue our products because we are giving something without an exchange. We also devalue our time which is the resource we use in building an Arbonne business.  How many of you love David Yurman jewelry?  I do too!  David Yurman jewelry is never sold below the value set by David Yurman.  In order for a store to carry Yurman, they can not discount it.  This makes Yurman jewelry hold its value, and it makes even more desirable.  Ferreris are never sold at discount, Tiffany’s jewelry.   Arbonne is known as “The Chanel” of our industry, and when we immediately give the lowest price possible that can come across as lack of belief in the value we offer for the existing price.  Those that buy at a discount right off the bat, are often the least committed to the product. Why?  If I want to just try something, why wouldn’t I go with the deepest discount?
  A value for value exchange means that I give you my discount when you provide me with something of equal value.   For example, if someone hosts a presentation they can receive an account at their presentation as a hostess benefit.  Those that don’t provide an opportunity to meet their friends, pay retail.  Those that pay retail will be offered an account as a reward for their loyalty to me and Arbonne when they re-order.  I make sure that I let them know at the time I follow up with them regarding their initial order that I will be offering the account.  I do this because there are folks who will offer an account to someone else’s client.  I head this off at the pass through excellent follow up and customer service.
We must all remember that someone who uses Arbonne, regardless of whether they are signed up or not, is someone else’s client.  When we offer someone’s client the opportunity to have an account with us, we are taking money out of someone else’s pocket.  This income could be someone’s grocery money.  Always be respectful of clients.  We don’t want to make retailing risky.  When we do, we make it difficult for consultants to earn money, making it difficult for DM’s, making it difficult for AM’s!  Right now money makes for a solid organization. A solid organization of loyal clients means that you maximize income as you grow into an NVP.  Can you see how important this can be in building your team?
There are other avenues for income for a new consultant – the RSVP.  An RSVP allows a consultant to offer $700 for $350 to someone signing on to do the business to get the product they need to Arbonnize their house, or it can be used to up sell a client who is signing up with an account. In both cases, we show the consultant how to take orders that have no retail profit and increase the money earned. I say increase because a consultant earns 4% on the wholesale volume of those they personally sponsor.  The consultant is the only level in the compensation plan with no depth.
Utilizing the RSVP gives someone signing up for the discount an opportunity to try more products. My experience is the more Arbonne products someone uses, the more they love Arbonne.  The more they love Arbonne, the more they reorder which means we have created a loyal customer, and ultimately this is our job.  Loyal customers are often dormant business partners and in every situation we want to help people get closer to joining us in this business.  Additionally, the RSVP pays $50 to a consultants in their monthly check every time they sign up someone using this tool.  There are no retail dollars to be earned with an RSVP.   Teaching a consultant when to use an RSVP will give a consultant a great tool and seeing that $50 in their check can be a real boost.
By selling retail initially and helping a client upon reorder do an RSVP, we teach our consultants to maximize the money they earn.

Ideally, a consultant will create a consistent volume of $2500 each month, so they can promote to District Manager.  This promotion allows them to not only earn a percentage of the wholesale volume of those they personally sponsor, but it doubles that percentage to 8%, and it pays them on the all of the volume in their central district, including their personal volume.  On a volume of $2500 each month they are paid 8% of $1625 which = $130.  Remember, a DM is still a consultant, so this percentage is in addition to the retail and RSVP money that they can continue to earn as a DM.

I believe it is very important at the DM level that the focus is not on maintaining at $2500, the focus should be reaching beyond maintence to $5000 which provides the DM with a $200 bonus providing 5 consultants are also sponsored in the District with a minimum order of $100. I personally want to teach DM’s to use the RSVP to give the new client or consultant the best value, which also helps them to build their paycheck and ASAP points toward the trip ($150 orders or more give you ASAP points) When this is implemented, this is what will duplicate as they teach and train those they sponsor.  

To max out the compensation plan, we must sponsor and teach those we sponsor to not only become DM”s themselves, but to be able to help others get to DM.  To successfully produce DM’s, we have to show them the money right away.

Let’s look at sponsoring to build to Area Manager since that is the next step in adding to your paycheck.

It is important to understand that our compensation plan is a Breakaway Plan versus a Matrix or a Binary Plan.  What this means is that we are paid on width and can build unlimited width.  In a Matrix you are limited on how many people you can sponsor to you directly.  In the case of a 4X4 matrix, you can sponsor 4 direct and can get paid to the depth of 4.   A binary means you can sponsor 2 directs.  With the breakaway plan, you can build as much width as you want.  In Arbonne’s plan we get paid 6 deep in NVP’s if you are 6 wide in NVP’s, but you can build 12, 20, 80 wide and continue to build your paycheck.  Ultimately, I think the breakaway provides for the best income opportunity.
Unfortunately, it is easy to mistake a Matrix Plan for a Breakaway plan.  The mistake that is made is thinking that you find 4 people who then find 4 and so forth.  This does not work in our pay plan because to build 4 DM’s to Nation means that you stop building your width, sacrificing your paycheck for volume.  While volume is good and having a title is good, ultimately your paycheck is what will give you what you came in this business to have.  Building a paycheck means you must build your width.

This is the challenging piece of this training or boring depending on your perspective.  I personally glaze over when I see numbers, and I personally understood the compensation only when I went through each level.  I will say, that if you can stay with me, you will avoid mistakes that I made which not only affected me, but it affected those I was promoting.  To win the game, you must know the rules!

If you are a DM and you promote a DM you will get paid on that DM exactly the same way as you get paid on your own district.  This direct DM is considered a first generation DM.  If your first generation DM promotes a DM, this is your second generation DM.  In order to be paid on your second generation DM, you must have 2 direct DM’s.   Make sure your width matches your depth or you are leaving money on the table.

When you you have 2 DM’s wide you can get paid on your 2nd generation.  You will receive 8% on 1st generation DM’s  2% on 2nd generation DM’s and 1% on 3rd generation DM’s as long as you have matching width.  This is fair. You can’t bring in one great business builder and ride their efforts to the top.  Also, you get paid where you do the most work. The person who works the most to train someone receives the most benefit.  Because you trained the first generation so they could train the 2rd generation, you also get paid. You get paid a little less because you did less. This also makes it so your sponsor can never earn more on your business than you can.  When you understand this concept, you understand why you must continue to build your width, not put those you sponsor under others.
When you have a manager that promotes a manager, this is called a leg.  If you imagine a table, you need more than one leg for it to be stable.  The same is true for your business. 

By building wide, you also are building for promotions.  In the case of a DM promoting to AM, this means building from $2500 month to $10k a month.  This volume grows when you continually grow your customer base and you add new business partners you help promote to DM and those you sponsor do the same.
By continuing to grow your own personal business and continuing to  promote direct DM’s, you will earn every dollar on the table, and you won’t be in a situation where you have the volume but can’t promote.  
How can you have the volume and not promote?  This happens when the majority of volume comes from one leg of your business.  Again, to prevent anyone from going to the top on the efforts of only one person, the compensation plan only allows you to count 1/3 of the volume from any leg toward the next promotion.  If you are going for AM, you must do 30k over 3 months.  One third of 30k is 10k.  In other words, you can count a maximum of 10k over 3 months from a promoted leg. 
Can you see how working on building your width maximizes your paycheck and also creates stability?

Once you promote to AM, you still have the benefits of earning income as a consultant through retailing and RSVP’s.  You have now given yourself a raise.  You now not only earn 8% on your District and your 1st generation DM’s, you know earn an additional 6% on all the volume in your central Area, even if it’s a 3rd generation DM!!

Just like with DM, maintenance isn’t where you want to focus.  Your focus is still on growing your width and building toward $20k a month which is where you can receive the AM bonus of $400 a month as long as you have 10 100+ consultants sponsored in your area.  These consultants can be sponsored by anyone in your Area!  Again, you will want to bring in new consultants with RSVP’s to maximize your paycheck.  If that isn’t possible, $150 will give you ASAP points.
Just like with DM, Area Manager has the same width requirements for being paid on depth.  You earn 6% on the first generation, 1 % on 2nd and 3rd generations.

At Area Manager this is a good time to get in the habit of drawing your organization out on a piece of paper.  You will see where you have holes you need to fill to get paid on the most volume.  For example, you may be an Area Manager 2 wide in DM’s and 3 deep in DM’s.  By promoting a 3rd direct DM, you get paid on all of the volume you can get paid on in your organization.  You aren’t leaving money for Bob and Rita to spend.

The next step in the compensation plan is to promote to RVP.  Doing this requires that you grow from 10k to 40k.  Again the 40k must come from your width, not just one leg. 

When you become an RVP, you are still a consultant, a DM, and an Area and still get paid on these profit centers.  You have now added another profit center as an RVP which is a 3% raise.  You know receive and additional 3% on your personal or central region. If you have 3rd generation Areas and DM’s you will receive 6% on their volume as long as they are in your Region!  

Now that you know how to maximize the pay plan for a DM and an AM, RVP is a piece of cake. Your width and depth must match in order to get paid on the depth.  For example if you have a promoted out Region who promotes a Region.  You are 2 deep in Regions and must be 2 Wide in Regions in order to get paid on the 2nd generation Region. 

And just like with the other levels, you want to start focusing on building to the bonus level of 60k with 30 new 100 + consultants in order to receive and additional $600 in your paycheck.  
I bring up focusing on the bonus level first because it is my experience that when you focus on maintenance, it is usually based on the fear of not making your numbers.  Thoughts like, “I hope I make my numbers, or “I hope I can just get to 40 this month” are thoughts based in lack and limitation.   When you are focused on your fear, you tend to create what you don’t want.  When you have positive expectancy in your business, you have an energy in your business that doesn’t create resistance and you move forward by attracting more business.
Having the right mindset, definitely helps you to maximize the compensation plan!

Now that you have gotten to RVP, getting to NVP is more of the same!  You continue to promote new DM’s and teach them to do the same.  

By growing your business to $160k, you are now an NVP!  You are now in a position to have leveraged income!  
Before we look at leveraged income, let’s look at your raise.  You have now added a profit center of NVP where you are paid an additional 1% on your Nation volume.  This means if you have 3rd or ever 4th generation managers in your central Nation, you will receive 1% from their volume!  You will also receive 1% of your 1st generation Nations, 2nd, 3rd, 4th, 5th, and 6th generation Nations!  Yes, I said you get paid 6 deep in Nations.  Of course you must be 6 wide in NVP’s in order to get paid 6 deep.  6 deep is amazing!  This is why promoting 6 direct NVP’s is such a big deal!  This is when you have maxed out the compensation plan!  You have leveraged your time.  You know have 6 Direct leaders, each with a leader they have promoted, who has promoted a leader all the way down through 6 generations.
I say leader, because having the volume doesn’t mean its stable.  Leadership creates stable volume. Having enough leaders responsible for volume is what makes a strong organization.  When you get to this point in your business, it shows you have built strong leaders direct to you and have taught them to do the same so that your organization stands on the shoulders of an NVP leadership team.  
Now I need everyone to do me a favor so I can close.  Make sure the people to the left and right of you are awake, now that the numbers part is done!

If you want to maximize the compensation plan just remember:
1) It starts with building a strong foundation of loyal customers

2) It means that you must work your personal business until you have the paycheck you want

3) Ultimately, it means that you must believe that you can do this.  I know you can.

