
Use of Articles in Your Mannatech Business: 
They are Invaluable 
Monday, May 17, 2010 

 
Mexico update:  2 new materials at Duplipack this week 
 Our Strategy for Hispanics in US;  New Program 
Atlantis:  Two more Business Periods....Let's get it done!!  
Last week:  Results of Tri-lateral Leadership Ledger...did you take the test?  
 What did you find? 
New Mexico 90 Day Blitz program- Starting on June 1 – We will be sending  
           out the details and registration  information this week. 
  
1.  Why use third party Materials 
 a.  Credibility is critical and you only can bring so much by yourself 
 b.  People still believe materials they read 
 c.  Great to paint a picture 
 d.  Belief systems for all need to be supported...I can do this! 
 
2.  Using the Al Bala piece in Network Marketing Times 

a.  Who is All to us? Senior Vice President, Global Business 
Development 

 b.  Who is Al to the Network Marketing industry 
 c.  How to introduce the piece 
 d.  What does it accomplish for you? 
 
3.  Using the Rob Sinnott piece in Direct Sales Magazine 
 a.  Who is Robb to us?  Co-CEO and Chief Science Officer 
 b.  How to introduce the piece? 
 d.  What does it accomplish for you? 
 
4.  Using the Celebrate Magazine from last year Mannafest 

 a. Are you trying to get people interested in being a part of opening 
 Mexico? 

 b.  You must prove how lucrative it could be for them 
 c.  Show Celebrate from last year (we don't have this year yet)   

  1)  Show new Presidentials 
   (a) Those who opened South Africa 2 years ago 
   made Gold, and other Presidential levels 
   (b) Show income levels of these specific Pres levels 
   Available on Mannatech Online Documents #1807701 



   (c) Then add the fact that Louie and Leone are now  
   Platinum Presidentials 1 year later making... 

   (d) Any of these can be you 
   (e) I add that those who opened South Korea over 5  

   years ago today are in the Millionaire Club 
   And 2 have reached Platinum level. 
 

5.  Use the News or Lose   
 a.  When talking to prospects, you need to sound very current!   
  b.  Great articles from time to time to support your positions 
 c.  Federal government regulations 
 d.  Disease conditions:  new treatments, new classifications 
 
6.  Examples of News from 2003 training: 
 a.  Endometriosis classified as an Auto-immune Disease 
      This came out in January 
      Critical:  Supports us in the area of most (if not all) diseases   
      associated with a malfunction of the immune system- cellular  
      miscommunication  
      USE: 
  
 b.  New York Times January 26, 2003 
  “Drug Sales bring Huge Profits, and Scrutiny, to Cancer   
  Doctors”    
      Conflict of interest 
      Covering all medical costs with extreme profits in Chemo drugs 
      Excesses in drug costs 
      Huge profit to doctors 
      USE:    
           
 c.  USA Today, March 6, 2003  p. 10A 
  “Mr Bush - This War..is a Sign of Desperation... About   
  protecting the largest investment industry - the Pharmaceutical  
  Industry - from collapse” 
                Fascinating full page article on the Pharmaceutical Industry 
       Gives you another way to look at it 
       Written by Dr. Rath, MD  (this is a WOW!)  
       USE: 
 
 d.   Dallas Morning News, March 8 front page 



  “FDA unveils supplement regulations” 
      Mislabeling and contamination 
      Forcing clean and accurate labeling  
      Manufacturing and purity standards 
      USE: 
 
 e.   Dallas Morning News, Saturday March 8 
       Front page Business Section 
       “Job Decline Highest in 15 Months” 
       U.S. employment fell 308,000 in February 
       USE: 
  Everywhere we turn, effects of a sluggish economy 
  Job security has become an oxymoron 
  People are stuck in old realities 
  Enron 
  Network marketing offers them a new paradigm of financial  
  security 
      
Keep copies in your files to use with people you talk with. 
           
   
   
 

 
 



Mannatech’s Plans for Opening Mexico 
 
1. U.S. Hispanic Market Expansion Period: May-September 2010  
 Current Info available in Spanish: 
  a.  www.mexicomannatech.com  
  b.  Every Wednesday Toll Free call: 8:00-9:00 p.m. CDT 
  Phone number: (800) 846-4481 
  c.  Trainings every two weeks (bilingual) and posted on above website 
	   d.	  	  Webcast	  every	  month	  live	  form	  Mannatech	  headquarters	  on	  a	  Tuesday	  night	  
	   	   Can	  watch	  live	  at	  www.mannatechlive.com	   	  
 e.  Website: On the financial opportunity with Spanish subtitles 
  http://www.mannatecheconomicstimulus.com/es/video-spn-YES-Plan-Wellness.html  
 f.  Overview of our products in Spanish 
  http://www.exploremannatech.com/sp/index.htm 
   
 Materials coming soon: 
  “Disruptive Technology” John Rollins from Duplipack in Spanish 
  "Estamos Buscando personas que no quiren un trabajo" trifold from Duplipack  
  “Let's Go Natural” Cd and DVD in Spanish  
  Trifold brochure for approaching Hispanics in U.S. 
  
 Thrust of May-August Efforts: to grow exponentially the Hispanic market in the U.S. 

 Weekly opportunity calls, biweekly training webinars, monthly webcasts and  
Super Saturdays 

McAllen:  has been chosen as major target city 
 Bilingual Opportunity Meetings every two weeks  
  May 19, June 4 are the next two 7:30 p.m. at Casa De Palmas Hotel, Main St. 
 Super Saturday training/Dr Boyd 
  June 5, 9:00 a.m.-3:00p.m. 
  

2. Pre-Launch Period: September-December 2010 
 Huge kick off in Las Vegas on September 16 
 Begin doing Medical seminars throughout Mexico  

Begin doing Opportunity Meetings throughout Mexico Focus on 3-7 Largest Cities including: 
  Mexico City  
  Monterrey  
  Guadalajara	   	  
  
3. Launch Period: January 24, 2011 and 6 months thereafter in 3-7 
cities 
 Grand opening will be in multiple cities  
 For one entire week: 
  Schedule 3-4 daily opportunity meetings in same hotel as opening 
  Schedule 1-2 daily trainings in same hotel as opening 

 (Purpose: to allow people to bring leads, sign them up then get them trained so they 
can come back same day with their friends: build incredible momentum) 

For 6 months following the Grand Opening:  
 Schedule weekly opportunity meetings in the same hotel as opening 
 
 
 

Merri-jo Hillaker  5/17/10 





timid boy, so at the age of 12 he decided he was going to be an 
engineer, since that was a profession that would keep him away 
from people. 
 
At the age of 17, Al moved to the US with his family to pursue his 
education, hoping eventually to land a good job. While finishing 
high school and attending college, he worked at a factory for $2.50 
an hour to help support his mom and two brothers. 
 
Al earned his degree in electronic engineering in 1980 and started 
thinking in terms of a corporate career, until one night he received 
a call from a friend inviting him to an opportunity meeting. While 
he had never heard of network marketing, or even considered 
being in business for himself, he immediately fell in love with the 
concept. 
 
The presenter of this meeting happened to be the Senior Vice 
President of Manufacturing at Texas Instruments.  
 
“For a young engineer,” says Al, “the typical dream was one day, if 
you did all the right things, to work at a company like Texas 
Instruments as a VP of something, because obviously you could 
never be the president. Yet his corporate position was not what 
excited this man. He explained how, in his fifties, he had now 
found a way to replace a forty-year career plan with a two- to five-
year plan—a plan, he told us, that could help you make all your 
dreams come true.” 
 
This was the first time Al starting thinking about what his dreams 
might be.  
 
“Network marketing allows you to reconnect with hidden desires 
that may have lived in the back of your mind for your whole life, 
but that you just hadn’t thought about,” he says. “That night, I 
realized I could be in business for myself for just a hundred bucks. 
I didn’t have to think about it twice.” 
 
Al joined the business and started listening to some tapes. It was 
the first time he heard a recording of words, not music, but he 
knew right away that this was where he was going to get his real 
education. 
 
“I still remember that first talk,” he says. “I learned about the true 
potential of a human being, the power of a dream, goal-setting, 
that we are all engineered for greatness, and how we can aspire to 
it. Despite all my years of schooling, these concepts were not a 
part of my world. I became a tape addict; I listened to so many 
tapes my dad would ask, ‘Will you ever make enough money in this 
business to pay for these tapes?’” 
 
This is how Al started his journey in self-development, which to this 
day he believes may be the most precious gift the networking 
profession offers. 
 
“I really came to understand who I was,” he says. “Before, I saw 
myself as a shy person who was studious and introverted. Network 
marketing helped me explore a side of me I didn’t even know was 
there. Today, it’s my life calling to introduce people to the concept 
of self-development so they can grow and expand, and attract into 
their lives the means and the people that will allow them to 
continue that process.”

 

 



Rekindling Dreams 
 
Al started building his business part-time, attending two or three 
meetings a week after work and three to four large functions per 
year. Thanks to his dedication to the learning process, he became 
skilled at bringing in new people, and before long, he knew this 
was what he wanted to do for the rest of his life. He didn’t mind 
putting in long hours because he understood, from studying Jim 
Rohn, Denis Waitley, Zig Ziglar and many others, that if you are 
willing to do what others are not, you will some day live in a way 
they can’t. 
 
Al also found a mentor in his upline, Gary Ayers, with whom he 
built a twenty-year relationship, and later in Gary’s upline, Bill 
Britt.  
 
Hanging out with people who knew how to dream allowed Al to 
reconnect with his own dreams.  
 
“Being a first-generation immigrant, speaking many languages 
fluently, I connected with the idea of owning a global business. 
Every night, for my first ten years in network marketing, after 
showing people our plan in their living rooms I would tell them, 
‘One day, I’ll be traveling the world, visiting my businesses.’” 
 
Another one of Al’s dreams was to bring his wife home so they 
could pass their own values on to their children instead of letting 
someone else raise them. The day his daughter was born, Al 
achieved one of the highest levels in the company’s pay plan, 
which allowed his wife to be a stay-at-home mom for the next 
twelve years.  
 
Al’s third dream was to be able to retire when he was young. At 
age 31, he announced his retirement from Bose Corporation in 
Framingham, Massachusetts, where he had become the youngest 
plant manager in the history of the company. His boss said, “Are 
you crazy? Why don’t you hire someone to run your business and 
stay? Look at the future you have here!” 
 
But Al had different plans: his network marketing company was 
expanding internationally and had just decided to open the 
Portuguese market. Al quit his job, took all the money he had and 
went to Portugal as an associate to build his own business while 
also working as country manager for the company. 
 
Al’s goal was to build in Portugal for two years, go Diamond and 
then retire. But it didn’t work out that way. He brought a lot of 
people into the business, then went home and waited for the 
checks to arrive—but they didn’t come. He figured out that he 

needed to create a system that would work worldwide as well as it did in the US. 
 
Al was asked to write a strategic plan that would accomplish that very objective, and in July 
1991 he was asked to implement it personally. Before he could catch his breath, he went from 
Portugal to post-communist Poland in 1992, and from there to Argentina, Chile, Central and 
Eastern Europe and eventually to China. Over the next eighteen years, Al opened thirty-nine 
new markets and re-launched twenty-one other markets. He became the COO of International 
Expansion for his company, while at the same time building his own business in most of these 
countries. He had realized his dream of having a business on which the sun never sets. 
 
Opening International Markets 
 



Al became an expert at building the business from the ground up in any new territory. 
 
“It was almost like you could parachute me into a country and next thing you knew, I was 
building my personal business while also creating the system for new associates in that 
country,” he says. “On our way to open China, for example, we flew into Hong Kong, did a 
training, then flew to Guangzhou, where we held the first meeting for a Western corporation. 
We did the same thing in ten more Chinese cities, and the organization we started has close to a 
million distributors today.” 
 
Al and his team formed a traveling caravan that went from city to city. They would stay in a 
hotel and run opportunity meetings all week, at the rate of five meetings a day. 
 
“We would start our first meeting at 9:00 in the morning, sign people up, tell them to go out, 
get some more people and return at 11:00; we’d sign up more people, they’d come back at 
3:00; we’d sign up more people, they’d come back at 5:00, then they would come back at 9:00. 
We did this all day long, for five or six days, before moving on to the next city.” 
 
Al took the same approach in India a few years later and orchestrated the process of his team 
signing up 50,000 new distributors in the first month of operation.  
 
“By this time, we were becoming experts at this,” he says. “We had meetings going on 
simultaneously in nineteen different cities. We leveraged the combined referral power from all 
the distributors we knew around the world. All these people were trained to send their referrals 
to the meetings, whenever we opened a new market. Consequently, we quickly built a large 
critical mass.”  
 
Al and his team also developed efficient tools and systems for training people instantly. 
 
“Each new distributor was seeing the plan, signing up, getting trained and duplicating the 
process within 24 hours or less,” he says, “and we did this with a very large group of people. We 
learned how to create a sense of urgency, showing people why they had to get signed up right 
then and there. We would tell them, ‘You are the pioneers, you’re launching this new country—
and look where you could be in five to ten years.’” 
 
Al became good at assimilating new cultures and languages quickly, and how to find the hot 
buttons in each country. In order to do so, he would visit the new country a few weeks before 
the official opening and immerse himself into the culture at a grassroots level.  
 
“I wasn’t an executive just flying in and showing up to do meetings,” he says. “In order to 
familiarize myself with the culture, I did meetings in kitchens and living rooms or one-on-ones in 
coffee shops and intimately got to know people in their everyday lives. This turned out to be one 
of the most enriching experiences of my life. Imagine how much you learn about different 
cultures and what makes people tick. I believe I’m a better human being because of all the 
people I met.” 
 
Universal Principles 
 
Building personal relationships all over the world also showed Al that human beings, as different 
as they think they are, in reality are very similar. This realization became so predictable it was 
almost comical: every time Al arrived in a new country, people would say, “Mister Bala, this may 
have worked in twenty or thirty other countries, but here in Poland we are different. Polish 
people are different.” 
 
“I would almost buy it, especially the first few times,” says Al, “until I realized that every human 
being wants the very same things: live in a nice home, drive a nice car, take care of their 
children and parents, be loved and respected by their friends, travel to see the world and have 
complete financial independence. 
 
“Forget about whether you are in communist China, post-communist Poland, socialist Sweden or 
post-apartheid South Africa. Eventually, when it comes down to individuals, what humans want 
is universal—which also makes the concept of network marketing so universally appealing.”  



 
Not only did Al recognize the same dreams and desires wherever he went, he was also amazed 
at how the same success principles worked regardless of the country.  
 
“When we started to institute global training systems, it was funny to see that in different 
countries people used the same principles to be successful, while others would use the same 
excuses that kept them broke and unsuccessful. This showed me that success principles are 
universal, and I developed an ironclad confidence that people who understand and practice 
these principles always have the same kind of results, regardless of the environment.”  
 
This awareness also gave Al a sense of predictability, which greatly enhanced his ability to train 
people and instill confidence in them. 
 
“We eventually broke it down into eight core activities, which I call the 8 Habits of Highly 
Productive Networkers: 

1. Be a product of the product. To be successful in your business, you have to be the number 
one believer in and cheerleader of your products. You demonstrate this by using your products 
faithfully.  

2. Provide world-class customer service. Every business needs to have customers. We build 
residual income by presenting our opportunity, but some people will be more excited about the 
products. Your goal should be to take care of at least twenty customers. A satisfied consumer is 
your best source of referral.  

3. Lead by example. Since you get paid on volume, and volume comes from people buying your 
products, you as a leader, no matter how big you become, need to continue to show the product 
as well as the plan to new prospects. 

4. Work your business five nights a week. Success in this business is about consistent, 
persistent activity, which eventually leads to “unconscious competence.” We all start a business 
unconsciously incompetent, then we become consciously incompetent, then consciously 
competent, and finally we are unconsciously competent. This happens only by applying yourself 
to a set of daily activities that eventually become second nature. It’s no different than Michael 
Jordan making free throws before and after every practice. As a network marketer, you need to 
hone your basic skills every day until they become so ingrained you don’t have to even think 
about them. That’s the reason you need to show twenty plans a month, minimum, which 
requires working five nights a week. 

5. Read fifteen to thirty minutes a day. I’m a big fan of Networking Times because it provides an 
incredible wealth of education. Read at least a book a month. You dress your body in the 
morning, you dress your mind as well. Develop a habit of listening to positive mental attitude 
materials: every time you’re in a car, cooking or working out, keep feeding your mind with 
uplifting, empowering messages.  

6. Attend all functions. We also call this the power of association: associate with the people who 
are moving in the direction you want to go. You do this by attending functions—those that you 
set up yourself plus the ones the company or your upline sets up.  

7. Be accountable. Do what you say you’re going to do.  

8. Be teachable. We call this the power of submission: you’ve got to be willing to submit 
yourself to a mentor, to a teacher, to someone who guides you, who lights the path in front of 
you so you know where you’re going. This also sets an example for your downline to follow you. 
If you are following somebody and your people are following you, we all stay in alignment and 
the power of unity kicks in: where there’s unity and harmony, there is productivity.  

“These are the eight core activities I’ve seen successful people do all over the world, which is 



why we teach them to every new distributor. It’s a combination to unlock your dreams: if you 
miss one of the eight elements, the lock will not open and the door to your dreams will remain 
shut.” 

Building Momentum 
 
During this time of global expansion, Al and his team would set up a full-fledged office in each 
new market, from where they would work to duplicate their system.  
 
“Our system consisted of three parts,” says Al. “It started with personal activity: you need to 
create personal momentum in order to gain group momentum. I called this Business Activity 
Rhythm, and new distributors accomplished this by applying the eight core activities and 
mastering four basic skills:  
 
1) make a list;  
 
2) contact and invite;  
 
3) show the plan or present;  
 
4) follow-up and get somebody started right. 
 
“The second concept I taught was Dynamic Partnership, meaning that you work with your upline 
to build the four skills until the point where you can teach them to your downline, and only then 
will the circle of duplication be complete. Your upline will walk with you and hold your hand 
through the process, but they never do anything for you that you can do for yourself, because 
that promotes weakness instead of strength. 
 
“As an upline, your job is to provide and protect: you provide information and protect new 
people from what could end up becoming a negative experience. ‘Protect them from the birds,’ 
Jim Rohn used to say. Your new people are your seeds, so you make sure the birds don’t eat 
them. Make the first ninety days the most pleasant experience you possibly can, by being the 
shock absorber between your new recruit and the skeptical world out there. Don’t say, ‘You go 
make a list, call some people, and when you get them to your house I’ll show up.’ Because 
when you show up, it will be a no-show. Why? Because your new person called three people, 
experienced rejection and stopped calling. She now thinks she’s a failure and she’ll never try 
again. To be a good upline is to provide people with a proven pathway to success.  
 
“Dynamic Partnership also included what we called a System of Meetings, which meant that 
everyone regularly attended different functions: one-on-ones and home meetings on a daily 
basis; local trainings on a weekly basis; regional trainings on a monthly basis and company 
events on a quarterly or yearly basis. Today, some of these meetings can be done through 
webinars or conference calls, but face-to-face meetings remain important because that’s where 
the power of association kicks in.  
 
“The third and last part of the system was what I called a Customer Care Program: teaching 
people how to provide their customers with world-class service. 
 
“These were the three parts of a system we repeated wherever we went, without ever deviating 
from it. Since we taught the same system around the world, it was easy to move the leaders 
from one country to another. Everybody brought their own perspective to the business, but the 
consistency in activities created incredible productivity over the years in all the countries we 
opened.” 

From the Living Room to the Boardroom 
 
Then, about three years ago, Al received a phone call from the founder of a wellness company 
that was looking for the right person to lead its international expansion. What appealed to Al 
was the idea that he could take all the skills and know-how he had developed over a twenty-
eight-year period in sixty-five countries, and apply them to a company that offered an 



exceptional line of health products, which was something new for him.  
 
“I saw this as an opportunity to do it all again,” he says, “but this time with a product that 
added another level of significance to my life: I felt I could really make a difference in people’s 
health and wellness, and I was in a perfect position to help spread a message that needed to 
get out.” 
 
Al left his existing business behind and joined the executive team of this new company. He took 
everything he had learned over the previous decades and applied the tools he had developed to 
creating a company-wide system. 
 
“We created a new MAP for the company, a Momentum Action Plan,” he says. “How do you 
create momentum in the field? You raise the BAR—Business Activity Rhythm, or people’s 
personal activities. You accomplish this by teaching the 8 Habits of Highly Productive Networkers 
and the four basic skills. You create a System of Meetings and truly support it as a company. 
You build a Customer Care Program that makes it easy for distributors to acquire and take care 
of new customers.”  
 
As a company leader, Al makes sure all these systems are in place, nationally as well as 
globally. He knows the importance of creating a consistent message and a unified language that 
everyone uses. 
 
“Unity creates confidence,” he says, “and confidence leads to productivity.” 
 
One of the key factors that led Al to accept a corporate position with his new company was his 
past experience in building a unified culture around the world, which, to some degree, would 
also influence the existing culture in the US.  
 
“My current company has very strong product culture,” he says, “which I find refreshing and 
noble in the world of network marketing today. My goal is to equip this culture with solid 
business principles. It’s taking a little longer than I expected, but we’re getting there: our 
distributors are starting to understand and embrace the concept that you can be passionate 
about a product, all the while using time-tested principles and techniques to expand your 
business.” 
 
Al’s experiences, from being a field representative, to leading an organization, to being a global 
upline for people in sixty-five countries, to then bringing all this to a corporate position where he 
can drive change from the inside out, have added up to an extraordinary journey. 
 
“It has taken me from being a first-generation immigrant, starting at the very bottom, to the 
boardrooms of corporate America,” he muses.  
 
Al’s dream for the future is to continue building the kind of company he would be proud for his 
children and family to be part of, a company that empowers people to take charge of their 
health and finances. 
 
Although Al may retire some day from his corporate position, he doesn’t plan to ever retire from 
network marketing. 
 
“I’ll never retire, because I get my true fulfillment and sense of significance from helping people 
achieve the greatness God endowed them with at birth. I believe it’s what I was put on this 
earth to do. I truly feel this is my assignment, and I’m grateful God equipped me with the skills, 
the vitality and the endurance to travel millions of miles around the world and be an 
ambassador for the unlimited good our business has to offer.” 

 
 

  

  


	USE_OF_ARTICLES_IN_MARKETING
	Mannatech's Plans
	Al Bala NWT Article May 2010-1



