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MLM Company Evaluation: The 30 Questions a Sponsor Hopes to Never Hear 
Questions about “tools” (books, tapes, videos, meetings, seminars and rallies) 
1. What tools are provided to help me do this business? 
• Does this group have its own set of exclusive tools? 
• Am I required to purchase books, cassette tapes or videos in order to participate in this program? 
• Is attendance at weekly meetings, seminars and rallies mandatory? 
• Do these tools guarantee that I’ll have an advantage over the other distributor groups? 
2. If my group of distributors purchases US$100,000 per year in “tools,” then what will my commission be? 
• What is my commission on $500,000 in sales of tools? 
• What is my commission on $1,000,000 in sales of tools? 
• How much should I expect to have to invest in myself to be successful? 
• What is the average amount each of your distributors spends each month “investing” in themselves? 
3. What is the commission structure for tools sold to the distributors that sign-up under me? 
• If there is no commission structure for selling tools, then why is that? 
4. Since I’m not receiving any commission on the sales of these tools, then can you please explain what’s in it for me? 
• What is my incentive for pushing your books, tapes, videos, meetings, seminars and rallies through my organization? 
• If I have 500 people in my group each purchasing $1,000 per year in tools for a total of $500,000 per year, then why shouldn’t I (and my team of distributors) receive commissions on those sales? If not, why not? 
5. If the marketing plan you just demonstrated to me is able to stand on its own, why do I need to purchase more tools in order to succeed? 
• Are your tools approved by the main company? 
• If not, why not? 
6. If I invest in myself and fail, then doesn’t that mean that your tools failed and were inferior? If not, why not? 
• Do you guarantee my success in your program if I purchase your tools? 
• Is there a 100% money back (no questions asked) satisfaction guarantee on these tools? If not, why not? 
• Will I get all of my money refunded with no questions asked? If not, why not? 
7. What businesses, organizations or groups, outside your network of distributors, use these tools to build their businesses? 
• Can you give me 10 (or for that matter, any) references of companies outside of your network that are using these tools to successfully build their business? 
8. There are a number of professionally done sales & marketing tools that have been created by top performers from all kinds of industries, is there anything preventing me from packaging and marketing my own set of tools? 
• Or is there the expectation that I buy tools exclusively from your group? 
• What do I get in exchange for this exclusivity? 
• What happens if I refuse to use your tools and materials? 
• Does the network marketing company require that I sign an arbitration agreement if I want to produce, use and sell my own tools? If so, why? 
9. Am I protected from legal damages in the case that one of the products or tools sold either hurts someone or damages someone else’s property? 
• How much liability insurance is carried per distributor? 
If none, then how much should I plan on spending to obtain that type of protection for my independent business? 
10. How many lawsuits have there been (or currently are in process) against the main company? 
• How many distributors have sued? 
• Have they collected damages? If so, what is the largest amount that has been awarded to these distributors by the courts? 
• Has the company been sued regarding tools? 
11. Has the government investigated, or is currently investigating, your company? 
• If so, why? 
• If a case is no longer pending, what was the final outcome? 
12. Have any distributors been subject to lawsuits or action by other distributors or by local, state or federal authorities? 
• If so, why? 
• If a case is no longer pending, what was the final outcome? 
13. Does the money-back guarantee extend to both distributors and retail customers? 
• If it only applies to retail customers, then am I expected to absorb the loss associated with product returns from unhappy customers? If so, why? 
• What is the percentage of total sales that should be expected as product returns? 
14. Your product’s retail prices don’t seem to be in line with market prices for 
similar, competitive products, can you explain why that is? 
• Does the company provide, at no expense to the distributor, comparisons against all leading brands (to account for the price/quantity/quality differences)? If not, why not? 
• What types of regional/national advertising is used to support the overall sales effort? 
• How much is spent on TV, Print, Radio, etc. in support of distributor activities? 
15. Can you provide me a list of ten people that have purchased and continue to purchase these products at retail? 
• If not, why not? 
• How many personal, retail customers do you have? 
• What are their average monthly purchases? 
16. What level of retail sales should I expect? 
• Can I effectively represent ALL products offered? 
• What is the largest number of separate products sold by any single distributor? How much investment of both time and money will be required for me to effectively represent each and every product? 
• What are the average annual product purchases made by distributors? 
• What are the average annual sales per distributor? 
• What portion of those sales are retail sales? 
• What portion of those sales are wholesale sales? 
Income Questions 
17. If, on the average, the distributors spend more on purchases than they receive in annual commissions and bonuses, can you explain to me why that is happening? 
• In other words, how much money should I plan on investing above and beyond the monthly income that I receive? For example, for phone calls, gas, mileage, weekend seminars, hotel costs, rallies and the like? 
18. What percentages of all recruits achieve the income levels that were shown in the examples that were given? 
• In other words, what percentage of all recruits actually makes a decent living in this program? 
19. Can you qive me 10 references that I can call and verify this information with them? 
• If not, why not? 
• Is the product that is being sold or building people the most important part 
of this business? 
• If the product is most important, how much training will be required 
for me to market and sell these products? 
• If building people is the most important, can you please explain to 
me, then, how this program isn’t just another pyramid or “Ponzi” scheme? 
20. What is the competitive advantage of your group? 
• Why should I join your group? 
• What special advantage do I have joining your particular 
organization versus any other group in the same company? 
• I have a [brother, sister, nephew, niece, aunt, uncle, 
cousin, etc., you fill in the blank] that is already in the program -shouldn’t I be loyal to them and sign up under them in order that they benefit from the income generated from my downline? 
• Why not? 
21. What is the overall competitive advantage of the company and program? 
• Are the products truly better quality? 
• Does “Consumer’s Reports” (or some other independent group) 
have comparisons available between your products and the competition? 
• If not, why not? 
22. Do you personally use ALL of the products offered by your company (every last one of them)? 
• If not, why not? 
• What kind of attention is the media giving your company? 
• What kind of attention is the media giving your company? 
• What kind of negative press is the company getting? 
• What kind of positive press is the company receiving? 
• What mixed signals are the company sending out? 
23. 
What kind of assurance can you give me that I will succeed if I join your program? 
• Do I have the credibility, both personally and professionally, to 
succeed in this business? 
• Or will it be necessary for me to create an artificial image in order 
to succeed? In other words, do I have to “fake it till I make it?” 
• Do I have the skill, ability and background to duplicate my 
success? 
Organizational Questions 
24. What percentage of all new recruits actually make it to the top of the pyramid? 
• What percentage of all recruits make it to even the middle? 
25. How many other distributors am I competing against? 
• How many distributors do you have in your group? 
• How many distributors are there in the company as a whole? 
• Is the market saturated already? If not, why not? 
26. What happens if none of my friends, family or relatives sign-up for the program? 
• Does the company provide leads on prospects? 
• Does your group provide leads on prospects? 
27. How important are my relationships to my family and friends? 
• How will this business change those relationships? 
• Am I prepared to sacrifice those relationships? 
• Does your group encourage people to ignore the advice of family 
and friends? If so, why? 
• Does this program require 100% allegiance from me, at the 
expense of my relationships to my family, friends and relatives? 
28. What is the distributor attrition rate for this opportunity? 
• How many distributors leave or quit your group each year? 
• How many distributors leave the entire program each year? 
• What is the percentage split of new versus old distributors that 
leave each year? 
• How often will I have to replace my entire distributor base? 
• Every year? 
• Every other year? 
• Every third year? 
29. What is the retail customer attrition rate? 
• How many retail customers leave or quit your group each year? 
• How often will I have to replace my entire retail customer base? 
• Every year? 
• Every other year? 
• Every third year? 
30. Does your network use a “don’t tell them who we are” tactic or the “curiosity approach when recruiting new people?” 
• What technique was used in setting up the initial appointment (not 
telling you what it was about, etc.)? 
• If an evasive technique was used, why? What are you hiding? 
• Why are you so evasive in dealing with the tough questions? 
• Finally, are there any other names that your network company has 
had during its entire history? 
OK, so there were actually around 115 questions, but I just got so caught up in the moment that I did exactly opposite of what the network marketers typically do— I delivered more value for your money than you expected (or were promised)! 
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Questions about“1ools” (books, tapes, videos, meetings, seminars and ralles)

1. What tools are provided to help me do this business?
« Does this group have its own set of exclusive tools?

« Am I required to purchase books, cassette tapes or videos in order to
participate in this program?

« s attendance at weekly meetings, seminars and rallies mandatory?

« Do these tools guarante that Il have an advantage over the other
distributor groups?

2. If my group of distributors purchases US$100,000 per year in “tools.” then what
will my commission be?

« What is my commission on $500,000 in sales of tools?
« What s my commission on $1,000,000 in sales of tools?

« How much should | expect to have to invest in myself fo be
successiul?

« What is the average amount each of your distributors spends each
month “investing” in themselves?

3. What s the commission structure for t0ols sold to the distibutors that sign-up
under me?

« lfthere is no commission structure for selling tools, then why is that?

4. Since I'm not receiving any commission on the sales of these tools, then can
you please explain what's in it for me?

« What is my incentive for pushing your books, tapes, videos, mestings,
seminars and rallies through my organization?
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« How many distributors leave the entire program each year?

« What is the percentage split of new versus old distributors that
leave each year?

« How often will| have to replace my entir distributor base?
« Every year?

« Every other year?

« Every thid year?

20 Whatis the retai customer attrton rate?
« How many retail customers leave or quit your group each year?
« How often will| have to replace my eniie retal customer base?
« Every year?
« Every other year?
« Every thid year?

30.  Does your network use a “don't tell them who we are” tactic or the
“curiosity approach when rectuiting new people?"

« What technique was used in setting up the initial appointment (not
telling you what it was about, etc.)?

« If an evasive technique was used, why? What are you hiding?
« Why are you so evasive in dealing with the tough questions?

« Finaly, are there any other names that your network company has.
had during its entire history?

OK, 50 there were actually around 115 questions, but | just got so caught up in the
moment that | did exaclly opposite of what the netwark marketers typically do— |
Gelivered more value for your money than you expected (or were promised)!





