Herbalife Opportunity Meeting Rules of the Road

HOMs are a fantastic way to build your team and therefore grow your Royalty Check! It takes participation, energy, and commitment from local leaders to make your local HOM a powerhouse event!  With growth comes some unique challenges and the purpose of this document is to provide some standards that we can all use in order to make our HOM’s more efficient and effective.

Location: The key is to have at least one centralized meeting where all Herbalife distributors can depend on for weekly meetings.  As our personal businesses grow even bigger, it is inevitable that we will have more than one local HOM per week, to include multiple locations.  This is to be expected and encouraged.  Before we get to that point, we all need to support the centralized HOM concept.  The more people we have at the meetings, the more energy is created, which in turn, creates more excitement, which produces more Members.  The goal is to have everyone signing up Members at the end of every HOM.  A great goal is to have at least 10 laptop computers logged into myherbalife.com at the end of every HOM.  This is a mindset that we ALL must share.  If you have that mindset, then you will bring your laptop so that you have an instant method to sign up your guests at the end of the HOM.  Walk in the meeting with the mindset that you are going to register new Members and your recruiting numbers will grow!

Commitment:  You need to determine your own commitment level to the HOM’s.  Some people have committed to 3 out of 4 per month…and others to 2 per month.  Leaders focused on President’s Team are committed to NEVER missing a HOM. It is the best use of our time for recruiting and recruiting is one of the BIG THREE pillars of our business (Retailing, Recruiting, Retention).  That being said, you need to determine your own commitment level and then stick to it.  Consistency is the key to this business.  You will be more successful if you come to two meetings per month for 24 months versus every single meeting for 2 months and then stop attending.  Consistency!

Attire:  Bottom line, look good and wear something with Herbalife on it or wear a button. 
Attitude:  Show up with a NO PROBLEM attitude. Wear a HUGE smile, drink some tea, and put your game face on!  HOM’s are game-time folks…it’s not a practice field.  Practice is every other day of the week and we can work with you to help you practice, but the expectation is GAME-ON during the HOM’s!

Punctuality:  Every single one of us is the CEO of our business.  As the CEO, we set the example for how we want our business to be run.  The CEO is the first one in and the last one out…that’s why she makes the most money, right?  Bottom line: BE ON TIME.  What is on time?  On time is at least 15 minutes prior to the start of the meeting.  Guests start showing up around 30 minutes prior to the start.  Yes, that’s right, 30 minutes prior…that’s why I get there 40 minutes prior!  Does everyone need to be there 40 minutes prior?  No, however, if you are a part of the leadership group that has committed to building this HOM to 100+ people, then yes, you need to be there that early. Now we all know that things happen and sometimes you can’t help being late…that’s NO PROBLEM, however, we all know those people who are consistently late and those people, frankly, develop a reputation for being tardy.

Music:  it must be LOUD!  It must drown out personal conversations so that guests feel comfortable speaking freely.  It must be up-beat music.  No profane lyrics.  A designated person shall be in charge of the music.  This person stops the music at the start of the HOM and then starts the music at the end of HOM.  There must be good coordination between the presenter and the music person for this to function properly.

Seating:  We could write a book on this section alone.  Bottom line, it has to be PERFECT.  You will need a volunteer to arrange the seating for every meeting.  1) Never have more chairs than people. 2) Chairs must be in neat rows with ample room for movement. 3) Chairs must be facing the presenter 4) Stools go in the back row for stadium effect. 5) No one should ever be standing if a seat is available 6) HLF Members sit in the seats by the door. 7) Door should never be blocked by chairs  8) seating arrangement must have a pathway for exits 9) Seating should be set up 30 minutes prior to the start of the HOM. 10) rows should be staggered so that everyone can see the presenter 11) couches (if applicable) should be positioned against the wall so no one can sit on them 12) Seats up front should be reserved for guests 13) No one stands at bar during HOM, find a seat and sit in it 14) whoever isn’t signing up a new Member immediately following the HOM should help stack the chairs and move to the back room…then help reposition the couches and tables. 

Tea:  We recommend the local leadership chip in to the club/location of the HOM so tea can be provided for free to all guests. That way they get to try a product for free and will leave feeling energized!

Shakes:  Blending shakes at your HOM is optional. Many clubs find it too distracting and if you do – make sure there is a cutoff time prior to the meeting starting and that it starts on time without blenders in the background. Shakes after the HOM are a good sampling opportunity and a great way for guests to have something to eat while they get registered and place their product orders.
Your role in the HOM: You walk in the door for the HOM and you ask yourself, “what should I be doing”?  First, greet everyone with a smile, handshake, or hug.  Then take a look at yourself.  Do you have your button on?  Do you look professional?  Do you look put together?  Have you put your jacket and other belongings in the back of the club and out of the way?  Do you have your notebook and pen handy?  Do you have your list of expected guests handy so that you can check them off as they arrive?  Do you need to take a Lift-Off?  Just like when an airplane loses pressurization, you must put on your oxygen before you help your neighbor…the same principle applies at our HOM’s.  You must take care of yourself before you can assist others.  Now that you are all put together, now what?  THE NUMBER ONE MOST IMPORTANT THING YOU CAN DO IS TO GO MEET & GREET THE GUESTS!!!  Go mingle.  Go make every single guest feel welcome and comfortable.  It doesn’t matter who invited then there…go introduce yourself as a Wellness Coach.  Ask them where they are from, how long have they lived here? What do they do? What do they study?  What they have been up to?  Where do they work?  What do they like to do for fun?  Just make casual conversation so that they feel welcome.  Steer clear of politics, religion, bashing of other nutrition companies, or detailed discussion of multi-level marketing.  If the guest starts asking lots of questions, just respond with “all of your questions will be answered during the presentation, and if not, we’ll get them answered afterwards.”  If it gets awkward, ask them if they’d like some tea or show them some of our products.  Better yet, start introducing them to others in order to change the topic of conversation.
HOM Flow and Timing:  The target time-frame for an HOM is 45 minutes. It is imperative that the Members who are sharing their stories have them packaged and ready to go! Your story should never exceed 1 minute.  The target time-frame is 30 to 45 seconds.  If we have 15 product stories and 15 business stories, this should total 20 minutes of stories.  This allows for 6 minutes for introduction to Herbalife, 15 minutes on the marketing plan, and 4 minutes to close.

HOM Outline:

I. Welcome

II. Intro to Herbalife International

III. Brief description of the products

IV. Product testimonies

V. Brief description of the business

VI. Business testimonies

VII. Close

Understanding the flow will help you understand your role when sharing your story.  During the product section, we share product results…NOT BUSINESS RESULTS.  During the business section, we share business results.  So you need to have TWO stories prepared.  One should be your product story, and one should be your business story.

Some of the language we use:  

“I got started on the products,” 

“I got started in the business,” 

“I profited $xx dollars last month.” 

“last week I made 5 sales and profited $xx dollars in 4 hours of work.”

“It was so easy to get started”

“I made money in my very first week”

“the support system is incredible”

“the products are AMAZING”

“this business is UNBELIEVABLE”

“the training I received was phenomenal”

It’s all in the language we use.  If you have any questions about what you should or shouldn’t say, please ask your upline TAB Team member.

Packaging your stories:

Go to www.mlcurtis.com - Click on the “Getting Started” drop-down tab.  Click on “Packaging your story” and watch the videos.

Your HOM story should not deviate from the guidelines set in the mlcurtis.com videos.  It is imperative that we all follow these guidelines so that there aren’t any surprises at our HOM’s.  Remember, the HOM is game-time, not practice time.  If you slip up and say something completely off-the-wall, be prepared for a lot of REALLY LOUD CLAPPING and another presenter jumping up front to move you out of the way.  It’s not to embarrass you, but only to keep our HOM’s on message, on time, and professional.

CONCLUSION:
HOMs are a great way to build your local team. It just takes 2-3 committed leaders in an area to grow an HOM. Set goals for number of guests, HMPs, etc each month. Be results oriented, focus on a Level 10 event, invite lots of people and build your HOMs to build your Royalty! Remember – ROYALTY IS KING!
