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HOW TO USE THIS SUCCESS MANUAL 

 

 

 Complete all the steps on Page 3.  

 If you are serious about your business you will 
complete the goal sheet on Page 5 and turn it into 
your sponsor. 

 Familiarize yourself with the rest of the packet and 
use it for future reference.  Please do not spend time 
“studying” this guide – make your list and let’s get you 
in profit mode by helping you enroll your first three 
business partners!  

 

 

 

  

 

 

 

 

 

 

 

  



3 | P a g e  

Congratulations on your Paycation Travel Business and welcome to One Big Team.  Let’s get started right! Our first 

goal is to help you get promoted to the Executive Level.  To accomplish this promotion, recruit 3 new business 

associates and/or travel buddies.  We challenge you to quickly accomplish this goal within the next 24 to 72 hours 

and make it the first chapter in your success story.  Be sure to take advantage of the extra bonus money offered by 

simply logging on to your back office and completing the back office assessment within your first 7 days also. The 

most important thing you can do right now is to get plugged into the Success System!  This means completing page 1 

of this Packet and contacting your sponsor with any questions you may have.  Getting plugged into the major events 

including the briefings, trainings and conference calls will help you maximize your success and reduce your anxiety, 

allowing you to work smart and not hard!  Please forward this packet to your new associates in order to duplicate 

the system and keep us all on the same page.  We personally stand by ready to help you reach your goals.   

Remember—your success depends on what you settle for.   

FIRST THING’S FIRST: 

Step 1.  Get Organized - Log into your back office and set up your Praeco email system.  Set up your phone to receive 
your emails via instant notification.  Get organized by creating a Paycation Folder in your email to file important 
emails and info that you will need to access quickly.  

Step 2.  Make a list of 75 - 100 potential business partners (your raw resources) to contact and invite. Keep in mind 
you want this list to include people from circles of influences, who currently spend a great deal of time/money 
traveling, who are existing business owners, who are entrepreneurs, who love to help people, who want to earn an 
extra income, are active in church and organizations.  

Step 3.  Contact your sponsor & National Executive today to schedule your virtual business launch or live travel party 
within the next 7 days  

Step 4.  Schedule your game plan interview with your Sponsor and a National Executive within 7 days.  

Also, did you get your OBT Certificate?) 

R   E   A   L     Q   U   I   C   K ! ! ! 
You just started and now you need to partner with at least 3 sharp business minded people. Who are they? Get 
your sponsor and National Executive on the phone right away and tell him or her about them so you can game 
plan and contact them.  

A recruit is not a recruit until your recruit has a recruit – help your recruit get their first recruit within the 1st 24 – 
48 hours by plugging them into your sponsor and National Executive. 

When you enroll 3 business partners and they enroll their 3 your business is essentially FREE. 

Schedule 4 travel parties right away if you are serious about changing your life. 

Be at the next major event with a guest if you are serious about changing your financial future. 

IN THE MEANTIME – LEARN ABOUT YOUR BUSINESS (Take 20 minutes/day minimum and go at your own pace) 

Step 5.  Complete your CTA (Certified Travel Agent) Training 

Step 6.  Complete the New Agent Orientation 

Step 7.  Complete VAX Training - Request a VAX login through your back office by submitting a helpdesk ticket under 
the category titled Travel Vendor Access; I will forward more information on what VAX Training is about. Go to 
http://www.vaxvacationaccess.com/ and select education or just click the following link: 

Here https://login.www.vaxvacationaccess.com/default.aspx?ReturnUrl=http%3a%2f%2fwww.vaxvacationaccess.co
m%2fVirtualUniversity%2fVirtualUniversityCertificationProgramDetail.aspx 

  

https://login.www.vaxvacationaccess.com/default.aspx?ReturnUrl=http%3a%2f%2fwww.vaxvacationaccess.com%2fVirtualUniversity%2fVirtualUniversityCertificationProgramDetail.aspx
https://login.www.vaxvacationaccess.com/default.aspx?ReturnUrl=http%3a%2f%2fwww.vaxvacationaccess.com%2fVirtualUniversity%2fVirtualUniversityCertificationProgramDetail.aspx


4 | P a g e  

CONFERENCE CALLS 
 

Plug your guests into opportunity calls even if you yourself cannot be on the call. 

Live Opportunity Calls: (530) 881-1300, Pincode 217644#, Monday - Thursday 10:00pm ET 

Blitz Webinars Monday to Friday at Noon and Mon, Wed & Thurs 7pm ET til June 30, 2014 
(860) 970-0010, Pincode 653-100-820#, Login to http://join.me/TravelandGetRich  

 
Plug yourself into training calls to help grow your mind so you can grow your business: 

Our 1 Big Team Training Call: Thursdays at 9:00pm ET, (712) 432-0900, Pincode 123655#; 
Recording (712) 432-0990, Pincode 123655# 

 

Plug yourself into inspirational calls to help grow your life: 

Morning Inspiration and Mindset Training: (530) 881-1300, Pincode 217644#; 
Recording (530) 881-1399, Pincode 217644# every 12 hours 

Morning Prayer Call: Monday - Friday 8:30am ET, (712) 432-0075, Pincode 396137#; 

Recording (712) 432-1085, Pincode 396137# 

 
Website for live events all across the country and around the world 

www.TeamWorkGlobal.com 
  

Again, WELCOME! You are definitely in the right place at the right time and we look forward 
to your success!! 

 
  

tel:%28712%29%20432-2843
http://join.me/TravelandGetRich
tel:%28712%29%20432-0075
tel:%28530%29881-1300
tel:%28530%29%20881-1399
tel:%28712%29%20432-0075
tel:%28712%29%20432-1085
http://www.teamworkglobal.com/
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Setting  Your  Goals   – Complete & send to your Sponsor 

 

Would you agree that seldom is anything worthwhile ever accomplished in one’s comfort zone? [Y] [N] 

Are you willing to make some reasonable sacrifices, in both time and effort, in order to?  [Y] [N]  

Accomplish the WHY you have established for yourself and described above?   [Y] [N] 

Are you willing to launch your business with a list of people with your success coach?  [Y] [N] 

Since it is essential to learn how to run your business, are you willing to give just 2½ hours per week (out of the 168 
hours in a week) to attend the weekly trainings and meetings?                                [Y] [N] 

Are you willing to be coachable and teachable in learning our proven “Success System?”  [Y] [N] 

Are you willing to give your business at least 12 months to accelerate and mature?  [Y] [N] 

Are you prepared to remain committed through the ups and downs normal to any business? [Y] [N] 

What is the target part time income for your business per month?  $___________ 

WHAT IS YOUR WHY 
1. “WHY” are you doing this business? 
“If your WHY doesn’t make you cry, it’s not BIG enough, find a new WHY” 

2. What are your HOPES & DREAMS for the Future? Fill in: 
 

● House Payments ● Bring Spouse Home from Work ●  

● Time & Money Freedom ● Retirement Fund ●  

● Kid’s College Fund ● Retire Your Mom & Dad ●  
 
 
Billionaire H.L. Hunt had a simple formula: 

1st DECIDE what you WANT. 

2nd DECIDE what it will take to ACHIEVE or ACQUIRE it. 

3rd START doing it NOW! 
 
The difference between Goals & mere “wishes” is “ACTION”. 
A wish becomes a goal when you “WRITE IT DOWN” using these guidelines: 

GOALS Must Be: 

► Specific: You must have a clear idea of what actions are to be taken. 
► Measurable: You must know what it takes to achieve them. 
► Challenging: You must get out of your COMFORT ZONE to grow. 
► Timed: You must have a completion date. 
► In Writing: If it’s not written down on paper, it’s a wish, not a goal. 

Break Goals down into Immediate Range (30-60-90 days), Short Range (3-9 months), & Long Range (1-5 
yrs). Sign this sheet, date it & give a copy to your Sponsor. 
IMMEDIATE GOALS: What will you commit to so you can have the life that you desire? 

 
 

I will complete my Travel Agent training by                . I will be promoted to Executive by                        . 
Regional Executive by                    National Executive by                    International by    
I will earn my Lifestyle bonus by                      . 
I will be a Presidential by                     . I will share the Paycation opportunity with             people each day 
or week I will follow-up with these prospects within 24-48 hrs. 
I will attend at least         opportunity meetings each week &          leadership meetings/ trainings each 
month. I will commit to reviewing my goals at least                   times a week. 

I will earn              my 1st  30 days 60 days                  90 days                  1st  yr   
 

Signed: ________________________________, Business Launch Date: _________________________   
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PERSONAL DEVELOPMENT 

LEVERAGE/PLUGIN - Leverage the leaders and all the events all around the world -

 www.TeamWorkGlobal.com.  Be on our team training call Thursdays at 8:55pm ET. Staying plugged 

into meetings, training, etc. is key to your success! 

SLIGHT EDGE - Get at least 2 people per day to look at the opportunity via a call or your website 

3 WAY CALL - Utilize your sponsor or any other leader you are in contact with to do a 3 way call - this call is 
not to convince your prospect but to provide 3rd party validation of what you piqued interest with and 
presented by sending a link to your website or a number to your conference call or invited to a meeting 
or a travel party 

PERSONAL DEVELOPMENT - Read at least 10 pages of a good book every day. Personal Development is key 
to success. Below are a few books - get the audible app for free! 

1. Your First Year in Network Marketing: Overcome Your Fears, Experience Success, and Achieve Your 
Dreams! by Mark and Rene Yarnell 

2. Think and Grow Rich by Napoleon Hill 
3. Cash Cow by Holton Buggs on YouTube 

GOALS - Write down your short and long term goals of what you want to accomplish from your business 

ACCOUNTABILITY - Partner with someone who will hold you accountable for your activity 

COMMITTMENT - Do this for 12 months. We give school, work, business, hobby years of commitment - do 

the same here 

DISMANTLE ROADBLOCKS - Procrastination, lack of focus, pass failures, fear, low energy and lack of 

motivation 

INNOCULATE YOURSELF - Push through the difficult times in your business and personal life 

RESPONSIBILITY - Whatever time you decide to devote to this business, whether it's 1 hour a week, part-
time or full time - be consistent and communicate with your success partner/sponsor on how to 
communicate with you.  

(T.E.A.M.) - Together Everyone Achieves More so let's create REAL financial freedom now! 

  

http://www.teamworkglobal.com/
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MEMORY JOGGER 

 
WHO ARE MY…? 
Relatives 
Friends 
Neighbors 
Co-Workers 
Business Contacts 
 
WHO IS IN….? 
Ameriplan 
Amway (Quixtar) 
Arbonne International 
Avon 
EcoQuest 
E’volv 
Excel 
Herbalife 
Life Force 
Mary Kay 
Melaleuca 
MonaVie 
Nature’s Sunshine 
New Vision 
Nuskin 
Pampered Chef 
Passion Parties 
Riliv 
SeaSilver 
Shaklee 
Sunrider 
Synergy 
Tahitian Noni 
Xango 
 
WHO SOLD US…?    
Appliances 
Computers 
Bicycle 
Boat 
Business Cards 
Car/Tires 
Carpet 
Clothes 
Ebay 
Fishing Gear 
Furniture 

Glasses/Contracts 
House 
Insurance 
Lawnmower 
Mortgage 
Suit 
Tupperware 
TV/Stereo 
Wedding Photo’s 
Wedding Ring 
 
WHO DO YOU KNOW 
WHO IS/WORKS FOR 
A/AN..? 
Accountant 
Actor/Actress 
Aerobics Instructor 
Airlines 
Antique Dealer 
Architect 
Auditor 
Baker 
Barber 
Bartender 
Book Keeper 
Bowler 
Brick Layer 
Bus Driver 
Butcher 
Candle Store 
Car Dealer 
Carpenter 
Carpet Salesman  
Caterer 
Chamber of Commerce 
Chauffeur 
Chemists 
Chess Player 
Chiropractor 
Church Directories 
Civil Servant 
Cleaner 
Clothes Shop 
Club Members 
Coach 

College Lecturer 
Computer Programmer 
Conductor 
Contractor 
Cook 
Crane Operator 
Cyclist 
Dance Instructor 
Dancer 
Decorator 
Delicatessen 
Delivery Service 
Dental Hygienist 
Dentist 
Dermatologist 
Dietitian 
Doctor 
Dog Breeder 
Driving Instructor 
Dry Cleaner 
Editor 
Electrical Engineer 
Electrician 
Employment Agency 
Engineer 
Farmer 
Financial Planner 
Fisherman 
Flight Attendant 
Fraternity Friends 
Funeral Director 
Furniture Dealer 
Garden Center 
Gardner 
Gas Attendant 
Golf Course 
Golfer 
Government 
Grocery Store 
Groomsmen 
Groundskeeper 
Gym 
Hairstylist 
Health Food Store 
Hospital 
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Hotel 
Housekeeper 
Insurance Agent 
Insurance Office 
Interior Decorator 
Investment Advisor 
Jeweler 
Jogger 
Kennel 
Kitchen Salesman 
Lab Technician 
Laborer 
Landscape Gardner 
Lawyer 
Librarian 
Limousine Driver 
Locksmith 
Machine Operator 
Manager 
Mechanic 
Midwife 
Military 
Miner 
Minister/Pastor 
Model 
Mortgage Broker 
Motor Bike Rider 
Movie Rental 
Music Teacher 
Musician 
Nanny 
News Agent 
Night Club 
Notary 
Nurse 
Nursing Home 
Nutritionist 
Odd Job Man 
Office Cleaner 
Optician 
Optometrist 
Osteopath 
Packer 
Painter 
Personal Trainer 
Pharmacist 
Photographer 
Physical Therapist 
Physician 

Physicist 
Piano Instructor 
Pilot 
Plant Foreman 
Plasterer 
Plumber 
Police Officer 
Policeman 
Post Office 
Printer 
Psychologist 
Psychotherapist 
Publisher 
Real Estate Agent 
Recruiter 
Recycling Center 
Removal Firm 
Reporter 
Resort 
Restaurant 
Rock Climber 
Roofer 
Runner 
Sailor 
Sales Person 
School – High School 
School-College 
Scout Leader 
Seamstress 
Secretary 
Security Guard 
Shoe Repair 
Soccer Player 
Social Worker 
Sorority Friends 
Stamp Collector 
Stockbroker 
Student 
Super Market 
Surgeon 
Surveyor 
Swimmer 
Tailor 
Tanning Salon 
Teacher 
Tennis Player 
Theater 
Tire Salesman 
Tourist Guide 

Toy Shop 
Travel Agent 
Truck Driver 
Upholster 
Veterinarian 
Volunteer Group 
Waitress 
Wedding Coordinator 
Welder 
Welfare Officer 
Window Cleaner 
Youth Leader 
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Contact List for _________________________ 
 

 

 Name Phone Relation 

Work 

(Y/N) Occupation 
Married? 

(Y/N) 
# of 

Children 

1 
       

2 
       

3 
       

4 
       

5 
       

6 
       

7 
       

8 
       

9 
       

10 
       

11 
       

12 
       

13 
       

14 
       

15 
       

16 
       

17 
       

18 
       

19 
       

20 
       

21 
       

22 
       

23 
       

24 
       

25 
       

        

 Steps to Success in Paycation Travel      

1 Complete list above       

2 Schedule Travel Party Date:  Time:    

3 Set Short Term Monthly Financial Goals $ Address:     

4 Determine your WHY!       

        



10 | P a g e  

Sample Email To People You Know 
 

Dear _______________ 
 
I am sending you a link to my new website. I am working with one of the fastest growing travel 
companies in the world that is headquartered in Dallas, TX.  The company is a 12 year old travel 
company with prestigious awards from top vendors. We help people save money on their travel, 
get upgrades and perks and even educate them on how to write off their vacations on their 
income taxes.  The company is expanding extremely fast and is looking for individuals who would 
like to make extra income while offering this incredible service.  If I send you a link to a 15 
minute presentation would you click on it and watch it?  If so, when? 
 
When they respond that they will and you have a time then confirm the time you will be 
following up. Once you have confirmed a follow up time that is when you send your link.  . For 
example:  If they said “yes, I can look tomorrow morning” you write Ok, great, I can call you by 
noon to follow up or would the evening work better?  What time works best for you?  When 
you’ve confirmed your follow up time, send then is when you send your link. At the same time, 
alert your sponsor and/or National Executive to be on standby for the follow up call (try to have 
an idea of their schedule when you speak with them daily).   

 

Sample Text To People You Know 
 

You:  Real quick!  I know you’re busy but I had to reach out to you ASAP! You are one of the 
sharpest people I know! I recently got involved with something that I’m really excited about.  If I 
sent you a link to my website would you take 15 minutes to look at it? 
 
Prospect: Yes 
 
You: Ok, great!! When would you have time to take a look?  
(let them answer and confirm when you will be calling them back.) 

 

 
Page 5 

BE SURE TO HAVE A CALENDER TO KEEP UP WITH YOUR 

APPOINTMENT TIME!! FORTUNE IS IN THE FOLLOW UP!! 
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3-WAY CALLS 

Why We Do Three Way Calls 

 

Once you have EXPOSED your prospect to a 3rd Party Tool, and have discovered that they have 

some level of interest, the next step is to do a 3-way call.  

The main reason we do 3-way calls is because it’s part of “the system.” Think about McDonalds 

for example. When you walk into a McDonalds, 9 times out of 10 the French fries are where? On 

the left side. Why is that? Because that’s “the system!”   

Did McDonalds get huge because they have the world’s best hamburgers? Of course not! The 

hamburgers are nasty! Mc Donald’s became one of America’s biggest success stories because 

they had systems in place to assure their success. The French fries are always on the left. 

SYSTEMS! 

So, doing 3-way calls are part of “the system.” If you follow the system, you can make it big in 

this business. If you don’t, you’ll be like every other “burger stand” out there that tried and 

failed. 

Think of a little child, about 5 years old, standing on a pier in the ocean. He is holding a fishing 

pole that’s about 4 times his size, and all of a sudden a 10-foot, 200 pound Blue Marlin grabs the 

line. Do you think the child will need some help? Absolutely. So your job, especially when you are 

new, or when you are a “child” in this business, is to get prospects on the line. Our job is to reel 

them in and keep you safe in the process.  Even if you think you can “handle it”… remember… 

SYSTEM! (Save Yourself Time Energy and Money) 

Here’s a rule of thumb that will assure your success. Never sponsor anyone into the business 

until you have done a 3-way call with them. If you do that, you’ll be “safe.”  

 

Ok,Here is the script that you will be using to call your family and friends on your contact list!  

Don`t worry, just say & do what is on this paper and you will be fine!   
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**Here's how it will go. Let's say your prospects name is Joe. 

YOU: ALWAYS! Call or text the expert that will be doing your 3-Way Call to MAKE SURE that 

they are available (on standby) before you call your prospect!  

 

   “Hello Mr Expert. Are you available for a few 3-Way Calls? If yes, let them know who you will be 

calling first (some details, family, occupation, recreation, motivation, professional, etc.) 

 

Also, what do you want to do with the prospect (invite them to next upcoming event like a 

briefing, your private travel-party, or a sit-down.) 

 

YOU:  Hey “                  “, how are you doing? Great! Do you have a few minutes? I got something I 

want you to listen to that I’m excited about & I would like to know what you liked best about it at 

the end, OK? So hold on, don’t hang up. 

*Press the send button (1) and dial: (646-222-0102) then press the send button again (2) 

to call the pre-recorded call & once more (3) to connect everyone on the call at all 

together.  When the call is over you say: 

 

YOU:    "Joe could you hear that alright?" 

JOE:     "Yeah I could hear it just fine." 

YOU:    "Great! So what did you like best?"  

(key question – use it!) 

 

No matter what Joe says, if it is positive at all you move to the next step. 

 

YOU:    "So Joe, on a scale of 1 - 3 where would rate your interest?" 

#1- You are someone that does not want to vacation and does not want any extra income. 

#2- Sounds good, show me more! You have a few questions before you get started. 

#3- You like this & You are ready to make it happen! 

If Joe says he is a 1, arrange to get him another exposure, like a conference call or webinar.  If he 

says he is a 2-3, then do a 3-way call immediately! If not interested Say ”That’s fine, I just wanted 

to let you know what I am/my family is doing now. So, who do you know that can use extra 

income? 

So let's back track: 

 

YOU:    "So Joe, on a scale of 1 - 3 where would rate your interest?" 

JOE:    "Oh, I'd say I was about 2 or maybe 3.” 

YOU:    "Awesome Joe, I knew you'd see this! Joe, I know you may have some question & I don’t 
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want to mess it up for you, but my success coach is standing by to answer any and all of your 

questions. 

 

But first I want to introduce you to a phenomenal individual who is leading the national 

expansion for our company. His name is Mr. Expert. He has a lot of fun in this business, he loves 

helping people, he’s making a lot of money! But best of all, he is really down to earth. He’s 

extremely busy but hold on just a sec, let me see if I can get him on the line.    (Key phrase – Use 

it…) 

 

You hit the flash button on your phone and dial the number for the person that is helping you 

with 3-ways. 

 

Let’s say your sponsor or the person you are using for a 3-way, is Mr. Expert. Here’s how that 

conversation would go. 

  ...ring, ring, ring... 

 

Mr. Expert:   “Hello?” 

YOU:    “Hi Mr. Expert. I’ve got my friend Joe on the other line, the one I told you about. Well, he 

just heard our 4-minute recorded overview on the phone 

and says he’s a 2 or 3 & he likes the money. He is a fireman and really wants to change 

professions. Also, he is married and has 3 kids.” And I want to: 

(Choose one)   A. invite them to next upcoming event like a briefing, 

                         B. invite him to your travel party  

                         C. invite him to a conference call 

Mr. Expert:   “Great, let me talk to him.” 

 

You hit the flash button again on your phone and now all 3 of you are on a 3-way call! 

 

YOU:    “Hey Joe were in luck! I was able to get Mr. Expert on the line. Mr. Expert this is my friend 

Joe. 

 

Your job now is to BE QUIET! and let the expert be the expert. Mr. Expert will take it from 

there. All Mr. Expert is going to do is tell his story and invite Joe to the next live event in his area, 

unless of course Joe was a “3”. In that case Mr. Expert would simply tell Joe how to get started.  

 

And that’s how you do a 3-way call!  
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INVITING SCRIPT 

Remember be super EXCITED when you call guest, this will Excite them to come 
& Find out what your excited about!!! 

 

For Your Business Launch/Travel Party 
 

Read & practice several times before you make the call.  Be natural, be yourself.  Put this script into 
words that sound like you.  Write it down.   Go over it with your upline leader. Practice it first! 
  
“Hello __________.  This is ______________.  How are you?  Good.  Real quick I’m on my way out, I just 
wanted to drop you a quick call because I have started my own Business, and I’m very excited.  When is 
your next vacation? (Let them respond and no matter what they say say). Great! I'm working a top travel 
company teaching people how to travel like an insider and get free upgrades and perks and tax write offs 
on travels and they are expanding right here in Atlanta. I am personally working with some of the top 
executives and they are coming over tomorrow.  I'm just curious to know if you are open to making some 
extra money? (let them respond)  Great On ________ at _______ I am celebrating the LAUNCH of my 
business,.  Two of the top executives in our company will be sharing with you where we are going and 
what kind of people we are looking for.  , you may or may not be interested, but I do value your feedback 
and recommendations.  Can ________ & I count on you?”(Include your spouse’s name here too – to 
make the commitment to both of you.) 
  
If they ask what it is, tell them: 
“You’ve probably been reading about how the travel industry is booming especially with the baby 
boomers and how it's the #1 Industry in the world.  It's all over the TV and newspapers and Internet. 
Anyway, I can’t wait to show you the information!  So can _____________ and I count on you?”   

 

Confirmation Calls the Day Before the Travel Party 
(VERY IMPORTANT‼‼) 

 

“Hello _______________.  This is ___________.  (Let them respond.)  I have on the phone with 

me ___________________.  He/she is one of my new business partners working with me.  Just a 

little bit about _________________.  He/she is helping me get started.  He/she likes to have fun, 

but what I appreciate most about _____________ is her/his willingness to help me and countless 

others succeed in this business.  He/she will be there on ___________ and just wants to say 

HELLO.  ________________, please meet __________________.  This is the person I mentioned 

to you….. (Edify / say something complimentary about your guest.) 

 

(BE QUIET.  DON’T SAY ANOTHER WORD!) 

 
 

The Expert 
“Hi!  I just wanted to meet you real quick – (toss in a rapport building statement – if you know 

anything about them that matches up with who you are… where they are from… do you have a 
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related career…. Hobby… something in common.  For example, ‘I hear you went to U of A; I went 

there too!  Or Love your basketball team!’) 

Mark’s told me a bit about you.  He’s been very impressed with ___________ (….your positive 

attitude… your background…your ability to make things happen….) this may or may not be for 

you, however it is definitely worth your time. I look forward to having you review our company 

tomorrow. Do you know how to get to Mark’s house? Great! This is when you should remind your 

guest to bring the ice or whatever you asked then to bring. 

 

Setting up an agenda is the key to your TRAVEL PARTY 

(Remember keep it duplicable)    

SETTING UP THE TRAVEL PARTY 

1.   Ask each person to bring something like ice, a large bottle of soda, juice, 

etc.  This way they are more committed to come.  

2.   Don't have lavish foods.  Stick with popcorn, store bought cookies, or chips 

& dip. Don't change around your room.  If more show up than you can seat, 
then and only then bring in chairs from other rooms.  Do not have anything 
out on the table except applications and pens (no tools) Please no children 
they are too cute and will definitely distract the guests during the 
presentation. Turn off your phones and ask your guest to do the same.  

3.   Put pets outside if possible 

HOW TO HOST A TRAVEL PARTY 

HOST Introduction - 2 minutes 

1.   "I want to thank you for coming to our home this evening to learn what is 

NEW with me or my family.  We are very excited about our new business." 

2.  "The company that we are now representing, Paycation Travel, has an 

incredible opportunity that allows us to travel like insiders, get free upgrades 
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and perks, and even write off our vacations on our income taxes.  We knew 
you would want to do the same as we've done."  

3.    "Now, I want to introduce to you an Executive (Or Regional, National, 

International or Diamond Executive) from Paycation Travel.   ___________ 
and our family are becoming very good friends, and I encourage you to listen 
to ______________ with an open mind."  

4.   Play the Paycation DVD or Webinar   

 

 Sit with your guest and watch the video to show your own interest in 
learning more -- and by you watching it, everyone else will pay more 
attention.  

 It`s natural for your good friends to want to ask questions and 
interrupt the video, but don`t let them.  

 Encourage everyone to pay attention and not talk while the video is 
playing. Remind them that the video is short, and will explain 
everything way better than you can, and questions will be answered 
at the end. 

5.  As soon as the DVD finishes (DO NOT ASK DOES ANYONE HAVE ANY 

QUESTIONS). The expert will take over at this point. The expert will quickly 
illustrate some of the great member trips and condo getaways and FAM 
TRIPS and also highlight the direct, codes, matching codes, 3x7 Matrix and 
Lifestyle bonuses.  

6.   EXPERT CLOSES THE PRESENTATION & Immediately hands out applications & 

pens while saying: 
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At this point, you have to rate yourself. You`re a 1, 2, or 3 pick a number! 

A #1 is “Someone who doesn`t feel it’s worth the $2.00/day to travel 
like an insider and enjoy the potential tax breaks or make any 
additional income.  

A  #2 is “Someone who wants to join the travel club, but may have 
questions about the opportunity.  

A #3 is someone who wants the travel membership and income & 
ready to get started!    

If someone is clearly interested but didn`t sign up at your home, thank them 
for their time, and give them a DVD or your website (on the way out) and 
that you will follow up the next day to answer questions. But negative 
people, get them out of the room immediately, so they don`t spoil anyone 
else`s fun. The expert should stay with the group & the host handle those 
who aren`t interested. 

7. EVERYONE GETS AN APPLICATION! Encourage them to fill them out: 

“what do you want to name your website?  Fill in your address, and 
write legibly or have them sign right up on the computer!   

The application is simply to give them a tangible commitment while 
at the end of the presentation, but make sure you enroll them on 
your computer or smartphone before they leave your travel party. 

Make sure they know they can add a spouse as a member for just 
$50 one time and they travel like insiders together. 

8. If someone has questions and there is no expert in the room, do a 3-way call 

with your expert so they can answer any questions one-on-one with your 
prospect and help you sign them up. 

9. For those who join the team at your Travel Party, read below to learn how to 

super charge your business… 
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FIRE STARTER 

(Don't stop now you’re on a roll.  Get your new travel consultant off to a fast start) 

 After enrolling in your home, Book  4 Travel Parties for your new travel 
consultant within the next 24 to 48 hours before they leave your home. This 
is the time when they are the most excited, right after they first join.  

 Give them some tools so they don't run their mouth, and warn them not to 
start talking to people yet!!! 

 Always promote the next event (weekly meeting, training, team call)  
 Email them a starter kit (Corporate Video, the link to their website and a 

copy of this Getting Started Right packet)  

Remember the faster you get your new travel 

consultant results the better, so why not conduct a 
Travel Party for them right away? 

P.S. The business is not about you. So, 

 Introduce & Edify your new associate to your success team. 

 Keep it fun and casual.  

 Keep it moving. If no one shows up, do 3-way calls for the ones that were 
invited.  

 Don’t sweat the small stuff! Just know that by doing a Travel Party, you’re 
already doing more for your financial future than 95% of our population!  

 Don’t listen to opinions of those who haven’t ALREADY created the lifestyle 
you want for yourself someday soon. If they aren’t living it, they don’t know 
how to get it!   
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THE LAND MINES 

Warnings 
 

1. Don’t say too much. 

2. Resist the urge to pre-judge and pre-qualify. (The people you least 
expect will surprise you.) 

3. Don’t go solo. (Use support team and tools; you’re in business for 
yourself but not by yourself) 

4. Try not to skip a meeting when you don’t have a guest.  (You learn 
something new every time you go! Beside, You may get inspired!) 

5. Don’t skip training because you already know everything.  (Keep 
learning.  Become a student of the business.) 

6. Don’t be too technical.  (Don’t wait for things to be perfect, they 
never are) 

7. Don’t try to “know everything” before you get started!!  Here you 
will learn while you earn, get out of your own way. 

8. Watch out for the Rut Riders! People doing the same old thing 
and want you to keep doing the same thing too! (Haters!) 

9. Watch out for Naysayers and Dream Busters.  Stay away from 
negative people. 

10. Don’t wait until you have all the names on your prospect list! 
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DECLARATIONS/AFFIRMATIONS 

(Use these or make up your own) 

My Paycation Declaration 
 

1 Year from Now Declaration 
 
I promise not to give up on such a great opportunity.  Despite the outcomes of this 
journey, I will embrace the success and learn from my mistakes.  I will 
become/remain coachable at all times.  I understand that VICTORY is not given to 
the person that finishes the quickest.  I am in for the long haul.  I will promote the 
business with integrity.  I will always be on guard for new member/customers.  I 
will talk to everyone I know about how Paycation Travel is the greatest home 
based business opportunity in the world.  I promise not to quit and keep going 
even when times are difficult.  Despite family, financial problems, friends or foes, I 
will stay the course and promise to be here 1 year from now. 
 
I will lead my team by example.  I will rise to the top of the company because I will 
plant more seeds than anyone in the company.  I will be a top leader.  I will make 
Paycation Travel work for me. 
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MY DAILY AFFIRMATION 

(Print this out & put it where you can read it every day.) 

 

I am building my own financial empire using the only vehicle that enables me to do 

so – Paycation Travel. I know by focusing my heart, energy, my passion and my 

action on recruiting people every day, I am building my dream and I am financially 

independent and debt free. 

I am a leader of people. My work is my ministry, and I am changing thousands of 

lives. There is no other place where I can have fun, help others, and get rich while 

doing so. I am the top recruiter in Paycation Travel today. People are dying to be 

on my team and they want me to show them how to succeed. I get people to see 

the recruiting presentation every day. When others reject, they do not reject me, 

they simply do not understand – and for that I do not blame them. I remain strong 

and I resolve to help every person to realize that they need to be a part of this 

crusade. Every person I meet will one day soon be on my team. 

I am a champion, a warrior for freedom, an expert recruiter, a winning coach, a 

caring teammate, a fearless leader, a Diamond Executive, and a Six Figurer Ring 

Earner! I am because I say I am, and today I will find the next me! 

 

“The definition of insanity is to continue to do the 

same things over and over again expecting 

different results‼  You can’t stop a man or 

woman that won’t quit!!” 

 


