
Launch to Elite | Week Three Assignment + Notes  
 
Check List (Do it NOW):  

1. Watch the Video  
2. Connect with your Accountability partner by 10am everyday and tell them what you are 

going to get done today, and then let them know if you did by 6pm. 
3. Book time in your calendar to complete the homework.  

 
HOMEWORK (Presenting + Enrolling): 

1. Continue practicing sharing your why + using your oils in your daily routine.  
2. Present 3 times this week using the principles in the video. This could be a class or an 

official one on one meeting or just casually talking with a family member or friend.  
3. Enroll TWO people this week (this should be NO problem if you’ve been doing the 

homework each week.) 
 
 

 
PRESENTING Notes:  

1. What is presenting? Teaching a class, having a one on one meeting, or having any 
interaction where the end goal is to get someone enrolled in doTERRA. 

2. Presenting is really the LEAST important part of enrolling people.  
3. If you’ve taken the time and put in the effort to build rapport, focus on THEIR health 

concerns, and take the time to get to know their life story and struggle, then presenting is 
just a formality. You should ONLY present and enroll AFTER you’ve done the 
groundwork of really taking the time to get to know people and what they’re needing help 
with. 

4. Before going into a presenting situation: 
a. Get grounded and aligned. 
b. Know the enrollment kits inside and out. 
c. If teaching a class: Connect with each person coming to the class and ask them 

about their health concerns/goals and make sure to make note of them so you 
can cover them in the class.  

d. If you’re having a one on one: DO NOT present any information until you have a 
good feel for what their life story and struggles are.  

e. Share your “why” passionately and powerfully and from the heart. This will make 
all the difference and open people up to listening and hearing you.  

5. As you’re presenting: 
a. Make eye contact with every person in the room, don’t look down or up or 

somewhere else. 
b. It has NOTHING to do with the fancy or impressive oil knowledge you have and 

everything to do with if you make the oils and products applicable to the people in 
the class, so make sure you speak and give examples that will resonate with your 
audience or the person you are speaking with.  



c. Use language that assumes the sale. “When you have your oils..” “After this 
class, you’ll get your oils, and then we’ll have a meeting..” “Once you get your oils 
and fall in love with them like I did.”  

d. Ask lots of questions that you know the people or the person will say “yes” to. Eg, 
“Have we been using plants as medicine for thousands of years?” “No one likes 
being stressed, right?”  

e. Present in a way that speaks to their felt needs… and also be presenting to 
THEIR networks throughout class. Use language like, “Does anyone struggle 
from chronic pain or know someone who does?”  

6. Right before the close: 
a. Ask for referrals from the heart before you close. Have everyone close their eyes 

and ask them if they know at least 3 people who are struggling with hormones, 
sleep, energy, etc… then have them write them down. 

b. Say, “If anyone would like to book a class with me in the next 30 days (I have my 
calendar for the next 30 days ready and we can book it right after class) then I 
would be so happy and excited to give them an extra gift of appreciation for 
helping me spread my message of natural hope and healing.”  

c. Then remind them of your passion and your commitment to helping enhance and 
improve peoples’ lives through natural medicine. 

d. Plug the business opportunity: “Once you get your oils and you fall in love with 
them, you’re not going to be able to help sharing them with people in your life 
who are struggling.. And there is a way to make an income sharing oils and 
helping people get healthy, so if you’re interested come ask me about it after 
class.” 

7. The Close:  
a. Memorize it. “There are 2 ways to get started with doTERRA. The first way is a 

membership fee of $35 (like sam’s club or amazon prime) or you can get started 
with a kit which waives the $35 fee and gives you a huge discount on the must 
have oils.” Then close with TWO kits only. (I recommend the natural solutions kit 
and the home essentials kit).  

b. Know it by heart. 
c. Know that the kits are the BEST deal for anyone and everyone. 
d. Don’t let people flip through the packet.. They’ll stop listening to you right when 

they see the prices and numbers and start calculating so get through the close 
before you  

 
ENROLLING Notes:  

1. Enroll them right then and right there. Less work for you and better for them.  
2. A call to action: “Anyone who gets started with a kit tonight will get a free _____”  
3. Highlight the promos.  
4. Keep it fun and exciting from the moment they sign up. Book your “get together” or 

“private oils consult” or “oils connection call”. RIGHT WHEN they sign up or else it won’t 
happen.  



5. You energy is EVERYTHING.  
6. Follow the enrollment process checklist (in team google drive).  
7. This is JUST the beginning!  

 
 


