
                                  

 

 

L a u n c h   P a c k e t 
 

 

 
Keys to Your Success: 
 
 

1. “WHY” you joined Kyani? (Extra money, pay for school, replace job, etc...)  

 
_____________________________________________________ 

 

2. Desired Income From Kyani? $_____________________________ 
 

3. If we can help you reach your goals in Kyani, will you be 100% Coachable?  
 

 
Success Materials: 

 
 Purchase a Monthly Planner (keeps you organized) 

 Purchase a book copy of “Your First Year in Network Marketing” by Mark Yarnell (Highly Important)  

 
                       

Important Information:  

 
Your ID#: ___________________ Password: ___________________ 
 
 Kyani Customer Service: (208) 529-9872 Phone   (208) 529-9873 Fax 

 Email: customerservice@kyanicorp.com 

 
Support Websites:                                                                     
 

www.kyani.net (Kyani Main Website)                 

www.visiongroupsupport.com (Team Website-USA) 

www.grupovisionmx.com (Team Website-Mexico) 

www.kyaniresults.blogspot.com (Testimonies)                                                                          

 
Support Team: 
 

Upline Sponsor: ______________________________ Phone # (     ) _____-_______ 
 

Upline Leader: _______________________________ Phone # (     ) _____-_______ 
 

Next Upline Leader: ___________________________ Phone # (     ) _____-_______ 

http://www.kyani.net/
http://www.visiongroupsupport.com/
http://www.grupovisionmx.com/
http://www.kyaniresults.blogspot.com/


Distributor 1 
 

 

 

 

Distributor 3 

 
Distributor 2 

  

 

 
 

 
Step 1:   3-4-3 Getting Started Game Plan 
 

 3 Distributors   
 

 
 

 

 

 
 
 
 
 
 

 4 Customers (Minimum 300 CV  300QV) 

 
    

1. __________________________                              
 

2. __________________________ 
 

3. __________________________ 
 

4. __________________________ 
 
 
       
 

 3 Days- Achieve Jade Director in 3 days(more details on last page) 
 

 

Step 2:  Schedule a Private Business Reception (PBR)  
 

 Schedule your first PBR (within 3 days from today) 
 

 Make a List of your Top 10-15 Prospects (invite using sample script below) 
 

 Hint: Over invite for Best Results 
 

  Qualifications for                  



 
  
 
PBR Date_____________ Time_________________ 
 
 
Hello _________ do you have a few minutes?  (Wait for response) 
 
What are you doing ________ at _________? (PBR date & time) 
 
(Response) 
Great! The reason I am asking is I’m really Excited about a ground floor opportunity I got involved 
with and I’m having a few key people over my house to see what I’m doing….Can I count on your 
Support? 
 
If they ask questions: 
(Response) That’s a great question, but I’m new and don’t want to confuse you. I can tell you this, its 
Ground Floor, it deals with Health & Wellness the next trillion dollar industry and the Executive 
coming over is qualified to answer all your questions….Can I count on your support? 
 
If they persist on knowing more, connect them with an expert on a 3-way call. YOU ARE NEW and 
don’t want to confuse them. 
 
RED APPLES: Positive People 
GREEN APPLES: People with Questions 
ROTTEN APPLES: Negative People 
 
REMEMBER: Some Will, Some Won’t, Some Wait, So What…NEXT!!!!!!!! 

 
 

PBR Checklist 
1.   ___ Kyani DVD ready 
2.   ___ Phones off the hook 
3.   ___ Kids in bed or with babysitter 
4.   ___ Animals outside (some place quiet) 
5.   ___ Documentation out on table  
6.   ___ Customer and Distributor Agreements 
7.   ___ Pens (hand out before meeting) 
8.   ___ 1-9 Overview forms (hand out after DVD) 
9.   ___ Cool room temperature 
10. ___ Upbeat Music before & after PBR 
11. ___ Refreshments as they arrive (no alcohol) 
12. ___ Snacks (veggies, chips, dip after presentation) 
13. ___ Sign in sheet for ALL guest (work & cell #ôs) 
14. ___ Product samples for you guest to try (make sure they are cold) 

 
 

Host will open the presentation by: 
 Welcoming everyone and asking guest to please turn off cell phones and to hold their 

questions till the end of the presentation 

 Share your  “WHY” in Kyani  

 Introduce New DVD (company & products) 

 After the DVD, introduce Guest Speaker (make sure you EDIFY guest speaker) 

 
 



 
 

 
Step 3:  Share the Product!  
 
Pass out your product samples at PBR, Work, Gym, Family and Friends…Ask them to try  
the product and give you some feedback (looking for potential customers). 
 
Remember: The Fortune is in the Follow Up!!!!! 
 
                           Name                                    Phone Number                       Follow up Response 

1    

2    

3    

4    

5    

6    

7    

8    

9    

10    

11    

12    

13    

14    

15    

16    

 
 
 
 
 

Step 4: Commit & Promote Next Event! 
 
 

Monday Opportunity Call: @ 6PM (PST)                            
 347-534-1700 pin 1519#                                                       
 (Have your guest print Kyani Overview from www.visiongroupsupport.com) 
 

Saturday Opportunity & Getting Started Call: @ 10am-11am (PST)  
 347-534-1700 pin 1519#                                                                                                             
 (Have your new distributors print Launch Packet from www.visiongroupsupport.com)  

 

Weekly BOM: _______________________________________________________ 

Regional Training: ___________________________________________________ 

Kyani Convention:____________________________________________________ 
 
 
 
 



 
 

Warm Market Memory Jogger 
 

 1. Who is dissatisfied with their job              51. Who waits on you at restaurant?         

 2. Who wants more money                                  52. Who cuts your hair 

 3. Who is concerned about the environment   53. Who does your nails 

 4. Who is money oriented or money motivated   54. Who does your taxes  
 5. Who owns their own business    55. Who works at your bank  

 6. Who enjoys being around high energy people  56. Who is on your holiday card list  

 7. Who quit their job or is out of work    57. Who is in retail sales    

 8. Who needs extra money     58. Who sells real estate   

 9. Your friends       59. Who are teachers  
10. Your brothers and sisters     60. Who services your car  

11. Your parents      61. Who repairs your house  
12. Your cousins      62. Who manages your apartment 
13. Your children       63. Who has children in college   
14. Your aunts and uncles     64. Who likes to dance  
15. Your spouse's relatives     65. Who sold you your home 
16. Who went to school with     66. Who you met at a party   
17. Who works with you      67. Who likes to buy things  

18. Who is retired       68. Who you've met on a plane   
19. Who works part-time jobs           69. Who does volunteer work   

20. Who you like the most     70. Who you like the least  

21. Who was laid off      71. Who has been in network marketing  

22. Who bought a new home     72. Who needs a new car  
23. Who answers classified ads     73. Who wants to go on vacation    
24. Who runs personal ads     74. Who works too hard  
25. Who gave you a business card    75. Who was injured at work  

26. Who works at night     76. Who lives in your neighborhood  

27. Who delivers pizza to your home    77. Who is your boss  
28. Who sells Avon or Mary-Kay     78. Who delivers your mail   

29. Who sells Tupperware     79. Who calls you at home    

30. Who wants Freedom      80. Who calls you at work  

31. Who likes team sports     81. Who delivers your paper  
32. Who does fund-raisers     82. Who handles your gardening   
33. Who watches TV often     83. Who watches your children    
34. Who works on cars      84. Who attends your church  
35. Who likes political campaigns   85. Who you met on the street  

36. Who are social networkers     86. Who you meet through friends  

37. Who is in the military     87. Who tailors your clothes   

38. Who your friends know     88. Who sells cosmetics  

39. Your dentist       89. Who bags your groceries   

40. Your doctor       90. Who wants a promotion   

41. Who will help you      91. Who is overweight  
42. Who works for the government    92. Who is health conscious  
43. Who is unemployed      93. Who recycles  

44. Who attends self-improvement seminars   94. Who buys bottled water   

45. Who reads self- help books                            95. Who has allergies      

46. Who reads books on success    96. Who is wealthy  
47. Your children’s friends parents    97. Who has a lot of friends   
48. Who was your boss      98. Who exercises regularly  

49. Your parents friends      99. Who belongs to the Chamber of Commerce  

50. Who you've met while on vacation                       100. Who haven't you listed yet 

                  

 

 

 

 



 

 

 

                   Make a List of 100 + People (Remember Not to Pre Judge Anyone) 
 

  
NAME 

 
PHONE NUMBER 

 
OCCUPATION 

 
RELATIONSHIP 

PBR or 
2 ON 1 

 
CUST? 

 
DIST? 

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        

26        

27        

28        

29        

30        

31        

32        

33        

34        

35        

36        

37        

38        

39        

40        

41        

42        

43        

44        

45        

46        

47        

48        

49        

50        
 

 

 



 

 

 
  

NAME 
 

PHONE NUMBER 
 

OCCUPATION 
 

RELATIONSHIP 
PBR or 
2 ON 1 

 
CUST? 

 
DIST? 

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        

26        

27        

28        

29        

30        

31        

32        

33        

34        

35        

36        

37        

38        

39        

40        

41        

42        

43        

44        

45        

46        

47        

48        

49        

50        

 
 
 
 



 
 

Promotion Bonus:   Jade Director 
 

 

 
 

    Jade Director:   2000QV        Jade Director in 30 Days 
                                                          Fast Start Bonus  

                                                             $1,000 

 
 
 

 

 
                               
 
 
 
 
 
  
 
 
 *$499 has to be a Vision Group Designer Pack (not a starter pack) 
   Example: $40 membership fee + $499 product purchase=425QV  

 

(You) 

$40+$499* 
(425QV) 

Leg 1 
$40+$499* 

(425QV) 

Leg 2 
$40+$499* 

(425QV) 

 

Leg 3 
$40+$499* 

(425QV) 

 

4-Customers 
Global Customer Pool 

             (300QV) 

 


